
Statement of Permission to Copy 

In presenting this professional paper in partial fulfillment of 

the requirements for the Master of Science degree at Montana State 

University, I agree that the Library shall make it freely available 

for inspection. I further agree that permission for extensive 

copying of this professional paper for scholarly purposes may be 

granted by my major professor, or, in his absence, by the Director 

of Libraries. It is understood that any copying or publication of 

this professional paper for financial gain shall not be allowed 

without my written permission. 

Signature  
/ 

Date July 23, 1971 

c 



THE NEED FOR AND SUGGESTED COURSE OUTLINE FOR 

A FOOD MERCHANDISING PROGRAM IN WESTERN 

WASHINGTON ON THE COMMUNITY COLLEGE LEVEL 

by 

DAVID A. STEELE 

A professional paper submitted to the Graduate Faculty in partial 
fulfillment of the requirements for the degree 

of 

MASTER OF SCIENCE 

in 

Business Education 

Approved: 

Head, M^Jdr Department 

Chairman, Examining Committee 

Graduate^ Dean 

MONTANA STATE UNIVERSITY 
Bozeman, Montana 

August, 1971 



ill 

ACKNOWLEDGMENT 

The writer wishes to express gratitude for the counsel and 

help of Walter A. Riggs, Food Marketing Specialist for the 

Washington Coordinating Council for Occupational Education. 

Without his help on the Food Marketing Curriculum this study 

would not have been possible. 

My thanks go to my in-laws, Sam and Verona Barger, for caring 

for my family during these four years of graduate study. 

My heartfelt thanks go to my family for their patience and 

understanding during the many hours of graduate study. 



TABLE OF CONTENTS 

CHAPTER PAGE 

I. STATEMENT OF THE PROBLEM .     1 

II. REVIEW OF LITERATURE 4 

III. SURVEY OF FOOD MARKETING PROGRAMS IN WASHINGTON 14 

IV. SURVEY OF GROCERY PERSONNEL IN THE OLYMPIA AREA 16 

V. CONCLUSIONS AND IMPLICATIONS OF THE SURVEY 20 

VI. SUMMARY AND RECOMMENDATIONS   22 

BIBLIOGRAPHY 24 

APPENDIX - FOOD MARKETING CURRICULUM 27 

A. Performance Standards for FRONT-END.     2g 

B. Performance Standards for BACKROOM MANAGEMENT 32 

C. Performance Standards for GROCERY DEPARTMENT ,   35 

D. Performance Standards for PRODUCE DEPARTMENT   43 

E» Performance Standards for NON-FOODS DEPARTMENT   47 

IN A SUPERMARKET   

F. Performance Standards for MEAT DEPARTMENT.   50 

G. Performance Standards for FROZEN FOODS AND 

DAIRY DEPARTMENT   

H. Performance Standards for BAKERY AND OTHER 

DEPARTMENTS. .    59 

I. Performance Standards for FACILITIES MANAGEMENT.   64 

J. Performance Standards for ADVERTISING AND PROMOTION ,g 



CHAPTER PAGE 

K. Performance Standards for SUPERVISORY AND 

LEADERSHIP SKILLS ' 73 

L. Performance Standards for ORGANIZATION AND DECISION 

MAKING IN THE SUPERMARKET. ......   76 

M. Performance Standards for FISCAL MANAGEMENT IN THE 

SUPERMARKET ; 80 

FOOTNOTES 83 



Vi 

Abstract 

The purpose of the study was to find out if there exists a 
need in Western Washington for a food merchandising program. After 
an extensive review of literature, a survey of grocery managers in 
the Olympia Washington area, and a study of what is now offered 
in food merchandising training in Washington, the researcher found 
the following: 

1. There is a lack of food merchandising programs in 
Washington. 

2. Thre is a great desire on the part of the grocery 
managers to hire graduates of two year food training 
programs. 

3. There is a shortage of qualified personnel in the 
grocery business. 

4. Managers favored the internship approach where students 
would alternate working in classes each quarter with 
every other quarter being involved in a grocery store. 

5. There is a tremendous opportunity for advancement for 
employees who are willing to work hard and have had 
some training in the field. 

6. Most grocery companies do not have formal training 
programs for their employees. 

It was suggested, on the basis of the study, that there should 
be food merchandising programs initiated immediately and the basic 
course outline given in the paper should be used. 



CHAPTER I 

STATEMENT OF THE PROBLEM 

The trend in the food industry is towards giving bigger chunks of 

management responsibility earlier to gualified younger men—often 25 

c 1 
years of age or younger. 

There are many reasons for this trend. Among these are: 

A. New store expansion opening a wide assortment of store manage¬ 

ment positions that need filling immediately. 

B. Turnover among department and store managers is higher than 

ever; thus replenishment needs have never been greater. 

C. Some chains think younger managers relate better to younger 

customers; and are better able to understand shopper needs and 

habits. 

D. The size of the typical super market--virtually unchanged in a 

decade--is about to expand dramatically. By 1975, new stores 

will be nearly 50 percent larger than today's model. This 

2 
represents added manager and department manager positions. 

Because of the foregoing developments there has emerged a lack of 

3 
qualified young people in retail food management. Assuming that • 

Distributive Education teachers have a responsibility to fill the need in 

this area of food management training, this researcher is confronted with 

two problems. The first problem is to establish the need for a food mer¬ 

chandising program in Western Washington. 
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The second problem is to determine what type of courses should be offered 

in the food merchandising curriculum on the Community College level if 

there is a need. This curriculum will be centered within the Distributive 

Education Mid-Management framework in Western Washington. 

OBJECTIVES 

The objective of this study is to show that there is a definite need 

for a food merchandising program on the Mid-Management level in Western 

Washington. 

The main questions to be answered are: 

A. Is there a need in Western Washington for a food merchandising 

program? 

B. What types of courses should be offered in the curriculum? 

C. What are some of the behavioral objectives to be contained in the 

courses offered? 

The hypotheses to be tested is that there is a need for food manage¬ 

ment training and Distributive Education has a major contribution to make 

to this field. 

PROCEDURES TO BE USED 

A. A survey will be taken of the following representative groups 

of people. A questionnaire will be used. 

1. Chain store managers 
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2. Independent store managers--super market size (weekly 

volume of $35,000 or more) 

3. Independent store managers--small store size (weekly 

volume less than $35,000) 

4. Managers of convenience stores 

B. A review of current and past literature will be used, 

C. A survey will be taken of Mid-Management Coordinators in the 

state of Washington to determine what is now offered in Wash¬ 

ington Community Colleges in food management. 



CHAPTER II 

REVIEW OF LITERATURE 

In this researchers review of literature it was found that there is 

an increasing need for mid-management and management personnel in the food 

business. Larger markets are expected to be built by 1975 because more 

A 
merchandising possibilities are being offered in the food business. 

In the 1970-71 Mid-Winter conference at Las Vegas for supermarket 

employees, Ray L. Green, Director of the food industry development Clark 

Equipment Company, Niles, Michigan, told the group such stores would 

embrace about 31 thousand square feet, handle about 10 thousand items 

and more into such areas as take-out foods. Green said, "A few short 

years ago, 25 percent of the consumer food dollar was spent on eating- 

out, or taking home prepared foods. Today it is 30-35 percent and it is 

5 
going to 50 percent by 1975. 

This food service business is a 26 billion dollar segment of the food 

industry and is expected to be 45 billion to 50 billion dollars by 1975. 

Add this to 88 billion dollars being done today in retail stores and com¬ 

bination stores and you have "one wail" of a market potential and $114 

billion plus. Retailers are doing about 5 billion total annual yolume 

today in on premise prepared foods or carry-out; and this will rise by 20% 

6 
each year." Green said. 

Mr. Green also reported, "41% of independents now has such programs. 

15% of small chains, 13% of medium chains, 18% large chains. As to where 

they're sold in the store," Green said, "17% uses separate departments. 
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30% the dellied section, 5% the snackbar, 48% use other arrangements. It 

is forecast by 1975 of the total stores, 81% will have take-out foods. 

76% will have service dellies, 8% will have service bakeries, and 4670 will 

have luncheonets or resturants. Green noted the advantage enjoyed by 

market operators on such food services. The restaurant food costs are 

about 45%, but a supermarket operator is about 25% due to his volume pur¬ 

chases and large order deliveries. 

According to Business Education Forum, December 1968, Frank M. 

Hodgson, from the National Cash Registar Company reports, that at the 

present time the annual demand for trained checkers alone exceed 150 

thousand.^ 

The manufacturing, processing, and distribution of foods is the 

largest business in the nation today, according to an article in American 

Vocational Journal; no other industry offers an greater challenge than 

that of bringing food economically and efficiently into the home daily. 

The future in food retailing is unlimited. The sales volume grows directly 

9 
in proportion to population. 

In a survey, in Flint, Michigan, a questionnaire distributed to over 

300 stores in the city, it was found that there is a very good outlet for 

students who are engaged in the cooperative programs of food marketing in 

the high school and colleges. Merchants indicated that during normal 

times they have considerable difficulty obtaining full-time and part-time 

employees. In the retail food business there is excellent opportunity 

for training on the job”}^ 
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The survey further points out that those who started as stock clerks 

and show progress in their jobs have an opportunity to advance to head 

clerk, to assistant department, to assistant headchecker, bo head checker. 

From these positions stores offer opportunities for outstanding persons to 

11 
become department managers, assistant store-managers, and store-managers. 

Following positions above, a person may become a supervisor of a 

particular department for several stores, general supervisor for a group 

12 
of stores, or a store owner. 

Stores offer a variety of fringe benefits for full-time employees. 

Such benefits would seem a very important consideration to anyone contem¬ 

plating a career in the food industry. Besides high pay scales, fringe 

benefits include paid vacations, sick leave, free insurance, profit shar¬ 

ing, workmans compensation, holiday pay and Christmas bonus; some companies 

have attractive retirement plans while others set up trust savings funds 

13 
in which all employees may participate. 

On the questionnaire, put out by Flint, Michigan they found that 

almost every groceryman wanted a food-marketing training program. They 

did ask that the curriculum have proper emphasis on independently oper¬ 

ated stores as well as chain operations. They also asked for courses to 

be leading to management. They also said it would be definite assistance 

to have a strong foundation of business Math, reading for Logic, writing 

for neatness and legibility. Proper attitude towards each job in the food 

business is also important for complete job satisfaction, they said.^ 
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In summary of this article the food industry was mentioned as the 

largest in the world, with the prediction that 30 to 50 million more 

people by 1975 makes this business an unlimited opportunity for career. 

This expanding business creates a great opportunity demand for youth. 

Both for employees and ownership. There is a need for competent young 

people who want to make a career of retailing.^ 

In another article written by, Edward M. Harwell, Chain Store Age, 

March 1968, he suggests that we need more training for our food marketing 

people. In his article, he proves that companies with written store- 

managers training programs have lower manager turn-over rate than those 

without them. "Better training of managers by supervisors and by our 

schools is drastically needed." he states. "Annual turn-over rates per 

hundred and store employees," according to Mr. Harwell, "average 35.5% for 

full-timers." Chains estimate that this cost of turn-over is any place 

between 78 to 134 dollars. This creates a giant drain on company profits.*^ 

In another article, it was stated that three quarters of all employee 

turn-over is excessive and much of it is preventable in the grocery bus¬ 

iness. Bernard Wisebird, President of the booming Chatham Supermarkets in 

Detroit echoing the feeling of a growing numbers of concered supermarkets 

executives say's "New research reveals, that store-turn-over and the re¬ 

sulting recruiting of hiring and training directly costs the typical two 

million dollar supermarket nearly 16 thousand dollars annually. In many 

cases, surveys show that more profit dollars go down the drain than result 

17 
from shoplifting and pilferage 
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It was concluded by Mr. Wisebird that training is needed an import¬ 

ant consideration in turn-over with grocery people. An increased emphasis 

on "People Handling", and human relations training for store-managers is 

manatory. Also a consirted program to convert promising part-timers into 

permanent full-timers. Training them is the key to holding down turn¬ 

over and holding top-rate people in the grocery business. Chains are 

revising manager training programs to fit in more schooling and human 

relations in order to up-grade the managers people handling activities.*® 

One personnel manager sums up, "When the language of professional 

personnel management is effectively understood, and uses the stores which 

includes a top flight training program, will stop functioning as a re- 

19 
volving door for promising employees talent. An article in Supermarket 

News on Monday, September 21, 1970, Frank Sulton, says "Retailers who are 

not supporting Junior College Distributive.Education Programs are over- 

20 
looking an opportunity to gain store level employees." Edwin A. Gieramk, 

Coordinator at the College of Edpage in Glenellen, Illinois, advises re¬ 

tailers to change their sights from the four year college graduate to the 

junior college student who is interested in working in food retailing at 

the store level. Too frequently, he said the student has been going to a 

four-year college and working at a market during the summer, and is taking 

studies that are far removed from food retailing and there is little chance 

he will take up food retailing as a career. The four-year college graduate 

is likely to expect a salary and position of responsibility in food retail- 
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ing for which he is not qualified. It is difficult, for example, for 

food retailing to offer a four-year college graduate the salary that the 

engineering field can offer. In the article, he goes on to push the need 

for training in the food marketing industry, but make it realistic enough 

so that they can attract people into the field. This is why the two-year 

program is so attractive. College of Depage supermarket management programs 

are divided into three segements, introductory history of food industry, 

supermarket merchandising, and store operations. The balance of the two- 

year course leading to an associates art degree is a college regular bus- 

21 
iness oriented program. In another story, there is an article that says 

that store-managements rapid rise up the ladder illustrates the growing 

trend among chains to get bigger chunks of management responsibility 

earlier to qualified young men, often twenty-five-years of age or younger. 

The problem is however, attracting enough qualified help into super- 

marketing.^ 

The author believes that supermarket chains should sell the merits 

of food industry career to voung peoole. He cites his own companies 

cooperative educational programs with local high schools and colleges as 

the first step. Again for young people in a hurry, with different back¬ 

grounds, but each one motivated to succeed, can do so with willingness to 

23 
work hard, by being a leader of men, with the proper training. 

In the News Letter, for Grocery Marketing Executives published by 

Progressive Grocer, it again says that the size of a typical supermarket 
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is about to expand dramatically. By 1975, new stores will be nearly 50 

per cent larger than today's models. This represents a fundamental 

change of retailer thinking. The number of items handled in the average 

supermarket will go up rapidly, reaching ten-thousand in five years. 

Many new types of products will be added, notably general merchandise. 

The authority, stature, and calabere of the store-manager will increase 

appreciably this article says. He will have more operating flexability, 

more latitude of merchandising selectivly, and more power to effect the 

sales of brands and items. It is aledged in many articles and textbooks 

that managers of chain stores have very little control due to the central¬ 

ized control techniques associated with chain organizations. However, 

these aligations concerning chain store managers limited "freedom" are 

being recognized as seriously overstated. Evidence shows that the store 

manager is indeed a man of influence, and makes decisions in fixing and 

maintaining the marketing mix of a store. In this article, it is stated 

that operators of stores have much business savy and many have good 

educational backgrounds. It says that more than half of those who run 

large stores have been to college, half of these hold degrees and a few 

have done graduate work. Almost half of the managers have taken exten¬ 

sion correspondence or night school courses since completing their for¬ 

mal education. In addition, 71% have participated in industry conferences, 

courses, and seminars. By and large 22 thousand men who serve as a funnell 
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between the salesman and the consumers are smarter, harder workers and 

more concerned with the improvement than is generally realized. That's 

the case now and it will even be more true tomorrow, when they begin 

running bigger stores with more items and yielding still greater author- 

.24 *• 

ity. In the book, Check-Out Management, by Edward M. Harwell, he makes 

his point for centralized training. He says the training is free from 

the hustle and bustle of store operation, and the inevnerable interr¬ 

uptions, Skilled instructors can be provided, all checkers and potential 

managers get identical training and since management has much better 

control over training the employees are assured more thorough instruction 

and better induction and better indoctionation of company policies bene¬ 

fits and so on. Centralized training does have some disadvantages, but 

with the good internship program these could be elevated. The artificial 

atmoshere of the training room tends to increase the problem of adjust¬ 

ment when the employees reaches the store. Some people in management fail 

to realize that centralized training is nothing more than pre-job instruc¬ 

tion that some on the job training is vital and developed in the well 

25 
trained employee. 

In chapter eight, of his book on Check-Out Supervision, Mr. Harwell, 

says, "that a manager is one who trains, leads, and develops employees 

in the performance of certain tasks to accomplish certain results." A 

good manager must have the technical knowhow, must understand people and 

their attitudes, must possess good leadership qualities and must have a 

26 
thorough knowledge of good supervision techniques. 
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These four factors are a necessity on all levels of management. To dev¬ 

elop these qualities, it seems to this researcher that a good training 

program is a must to develop these qualities. A good manager is both 

born and made, he must possess certain qualities and attitudes, and he 

must acquire certain skills. He must have a genuine interest in other 

people and a real desire to lead. He must be loyal to management and to 

his employees. He must have a technical mastery of his job, and he must 

be skilled in human relations in planning and in directing the work of 

others. One short coming many food people have is when they make an emp¬ 

loyee responsible for the work of others, too often they don't give them 

a fighting chance to succeed. They don't train him to supervise; they 

assume if he has proved himself on the job, he is automatically ready 

for the next. When they promote an employee to his first real super¬ 

visory job, such as a department manager, they are obligated to him and 

to themselves to train him in the fundamentals of supervision. To cont¬ 

inue throughout his book, Mr. Harwell emphasises that for a store to 

have a successful management chain, they must have trained people avail- 

27 
able at all times. 

In conclusion, Mr. Harwell, says "that management is interesting 

and challenging job. It requires the full attention of a qualified well- 

trained leader. A good manager can create a warm, friendly store, atmos¬ 

phere which the customers enjoy shopping. He can build stores sales and 

profits. He can develop a group of people into congenial team of friendly. 
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courteous, loyal employees who are spied to be their best. He's worth 

his weight in gold, he won't however, just walk into a store. He must 

be trained, and it seems to this researcher, that the only way that it 

can be possibly done is through a formalized training internship super¬ 

market course 
28 



CHAPTER III 

SURVEY OF FOOD MARKETING 

PROGRAMS IN WASHINGTON 

After making a survey of the Community College and Vocational Schools 

in the state of Washington it was found very little was offered in Food 

Marketing. There are three basic programs in Washington; the first is the 

Washington mobile checker cashier vocational training program which has 

resulted in a request for food marketing institute to educate and train 

for management positions in the food industry. The mobile unit has been 

operating during the past year by the State Coordinating Council for 

Occupational Education as a research project. The new program sought by 

the food industry because of success experienced in the mobile unit and 

the impressing need for store managers will be offered at Fort Steilicora 

Community College, as a western campus, in Spokane Community College as 

eastern campus, according to the action taken by the Coordinating Council 

May 1970.29 

The Mobile unit, a 35 foot long former produce van donated by Safe¬ 

way Incorporated, with a tractor from Darigold Farms was first put in to 

use at Bellingham in the June of 1969. Bellingham Vocational Technical 

School has previously converted the trailers interior into a combination 

classroom and simulated checkstands. The coordinating council has since 

offered the course several times throughout the state researching the 

30 
curriculum and offering the program to different groups of people. 
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The three week 90 hours of instruction for beginners can be adjusted 

to upgrade the employee, prepare military people for civilian jobs, or 

train the disadvantaged. The State Advisory Committee representing the 

food dealers and labor has existed since the mobile unit idea was concieved 

and is working closely with these educators in the development of the two 

year curriculum. 

Both the western and eastern campus of institute will start classes 

in the fall of 1971 graduating the first students in the spring of 1973. 

32 
An enrollment of eighty students is anticipated for the two schools.J 

The food marketing institute concept that will be started on the 

Spokane Community College and the Fort Steilicom Community College campus 

offers a two-year internship program relating to management careers in the 

food industry. The student will rotate his learning experience between 

school and industry. Ke will alternate one quarter in school with one 

quarter in industry. He will learn while he earns at the prevailing wage 

33 
scale where his training takes place. 

Other than the three programs previously mentioned, the state of Wash¬ 

ington offers very little other programs in food marketing. There are 

programs in vocational schools for entry level positions, but as far as 

management training for mid-management positions there is nothing offered 

with the exception of the two programs starting in the fall of 1971. 



CHAPTER IV 

SURVEY OF GROCERY PERSONNEL 

IN THE OLYMPIA AREA 

To find out the need for a food marketing program in the 

Olympia area, a survey was taken and twenty grocers were inter 

viewed. The following tables show the attitudes of grocery 

managers regarding a formal food training program. 

TABLE I 

MANAGERS WERE ASKED: Is there a need for post 
highschool training in the food industry? 

ANSWERS: Not necessary 2 
Desirable.   . 15 
Absolutely necessary ... 3 

It seems that most managers in the Olympia area prefer 

employees with some education beyond high school. 

TABLE II 

MANAGERS WERE ASKED: Which recruit do you favor 
in your hiring: 

ANSWERS: One with: 
No college 2 
Two years community college. . 5 
Two years voc-tech school. . .10 
Four year college degree ... 3 
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Table II indicates that both the two year cotniaunity college 

and the two year vocational-technical school is the best educational 

background for the typical grocery store recruit. The fact that 

the two year community college and the two year voc-tech school 

had "yes" answers (15 out of 20) indicates that the two year pro¬ 

gram is much more attractive than the four-year degree recruit. 

TABLE III 

MANAGERS WERE ASKED: Do you favor an internship program 
where students would alternate working and classes 
each quarter until they had completed the program? 

ANSWERS: Yes . . . 20 
No. ... 0 

This table indicates, without question, that the grocery 

managers favor a program where the students receive work experience 

together with their classroom work. 

TABLE IV 

MANAGERS WERE ASKED: Is there a shortage of qualified 

personnel in the grocery business? 

ANSWERS: Yes . . . 19 
No.... 1 

The above table indicates that though there is much unemploy¬ 

ment in the Puget Sound region, there is a shortage of qualified 
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grocery personnel which indicates that there must be some type of 

training program intiated before this shortage can be relieved. 

TABLE V 

MANAGERS WERE ASKED: What type of opportunities for 

advancement are there in your company? 

ANSWERS: Poor 0 

Fair     1 

Excellent. .... 2 

Tremendous ... .17 

Those interviewed indicated that there is going to be a huge 

growth in the next few year in the food business. There are many 

exciting opportunities for people who are willing to work hard and 

have some training and experience in the field. 

TABLE VI 

MANAGERS WERE ASKED: Do you have a formal training 

program in your company? 

ANSWERS: Yes . . . 3 

No. . . . 17 

The fact that most of the companies contacted do not have formal 

training programs indicates a definite need for a program to give 

future employess a skill before seekingcareer employment. 

The lack of training seems to be in direct proportion to the 

high turnover rate and employee dis-satisfaction in the industry. 
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TABLE VII 

MANAGERS WERE ASKED: Do you feel there is a need in the 
Olympia area for a food training program? 

ANSWERS: Yes. ... 17 
Maybe. . . 2 
No .... 1 

Table VII indicates that there is a definite need for food 

training programs. The managers indicated that they just don’t 

have the time, money or resources to give the employees the type 

of training they should have. 

Each manager was questioned regarding the type of material 

that should be contained in a food marketing curriculum. The 

answers given are reflected in the suggested course curriculum 

in the appendices of this paper. 



CHAPTER V 

CONCLUSIONS AND IMPLICATIONS 

This researcher feels that Distributive Education has a definite 

role to play in the training of grocery management people. The growth 

of distribution and marketing has created a need for a great number of 

34 
leaders in supervisory and management positions. Since liberal arts 

colleges seem to be denying significant responsibilities for developing 

supervisors and middle management personnel, the community college can 

35 
and must orient their curriculums to meet the demands of society. 

The cooperative plan of a student attending school and working in a 

business laboratory provides a combination of theory and actual practice 

which increases motivation of students and provides excellent training in 

36 
human relations. 

The cooperative plan contributies to professional and personal devel¬ 

opment by providing a basis for decisions in marketing, by a realization 

of personal responsibility for a job well done, and by developing students 

to maturity.^ 

This paper has both shown a need and a suggested guide for a curr¬ 

iculum that could be used in a Food Marketing Program. Because of the 

increased size of stores and the emerging need for mid-management per¬ 

sonnel in the food business it seems that the main conclusions to be 

drawn is that there should be programs initiated immediately and that 

the basic course guide given in this paper should be used, together with^ 
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an effective advisory committee composed of grocery personnel from 

all levels, to set up a beginning program. 



CHAPTER VI 

SUMMARY AND RECOMMENDATIONS 

Because the trend in the food industry is towards giving bigger 

chunks of management responsibility earlier to qualified younger men 

and because there has emerged a lack of qualified young people in 

the food retail management area, this researcher feels that Distri¬ 

butive Education teachers have a responsibility to fill the need 

39 in the training of these people. 

The purpose of this study was to find out if there exists a 

need in Western Washington for a food merchandising program. After 

an extensive review of literature, a survey of grocery managers in 

the Olympia area, and a study of what is now offered in food mer¬ 

chandising training in Washington, this researcher found the following 

1. There is a lack of food merchandising program in 
Washington. 

2. There is a great desire on the part of the grocery 
managers to hire graduates of two year food training 
programs. 

3. There is a shortage of qualified personnel in the 
grocery business. 

4. Managers favored the internship approach where students 
would alternate working in classes each quarter with 
every other quarter being involved in a grocery store. 

5. There is a tremendous opportunity for advancement for 
employees who are willing to work hard and have had 
some training in the field. 

6. Most grocery companies do not have formal training 
programs for their employees. 
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The recommendations this researcher would make are: 

1. There should be food merchandising programs initiated 
immediately in Washington state. 

2. The food merchandising programs should be centered 
in the Distributive Education Mid-Management area. 

3. The instructors should have grocery management experience. 

A. The programs should use the cooperative plan of 
a student attending school and working in a business 
laboratory using the internship approach. 

5. There should be further research done in the food 
merchandising area in the entire state of Washington 
to find out the needs of the industry. 

6. There should be advisory committees set up consisting 
of grocery personnel, wholesale grocery people, union 
representatives, educational leaders, and students. 

7. The suggested curriculum in the appendix of this 
study should be used in the food merchandising programs. 

8. The suggested curriculum in the appendix of this 
study should be tested and evaluated. 
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Food Marketing Curriculum 

Performance Standards for FRONT-END 

Behavorial Objectives: 

Upon completion of the first auarter of instruction plus one quarter of 

experience orientation, the student 

V/ill Be Able To: 

A. HANDLE MONEY: Handle money and make change accurately so that 

neither customer or store suffer financial loss. 

B. CASH CHECKS: Cash checks in a manner that will not cause financial 

loss to the store. 

C. POST THE LEDGER: Post a ledger so that all transactions that occur 

in the checkstand are accurately recorded. 

D. UNDERSTAND POLICIES: Understand that store policies do* exist. 

Know what they are. Know the importance of learning and knowing 

how to use these policies as established by the store in the 

daily work of a checker. 

E. UNDERSTAND SECURITY: To minimize losses caused by those actions 

generally classified under store security. 

F. KNOW FRONT-END PROCEDURES: Use front-end procedures that will give 

the customer fast, accurate service, and create an enviroment 

conductive to building customer good will. 

G. PRICE AND STOCK: Price and stock accurately and rapidly. 



DO MULTIPLES: Determine accurately the unit price for items sold 

by multiple pricing. 

MEMORIZE: Know how to investigate and remember produce prices, ad 

prices, multiple prices, prices for unmarked items. 

BAG GROCERIES: To bag groceries in a manner that will offer the 

customer the finest service, and minimize customer dissatisfac¬ 

tion. Handle products in a manner that will minimize shrinkage 

loss due to incorrect bagging. 

INTER-PERSONAL RELATIONS: Understand and use human relations in 

such a manner that it will encourage customers to patronize the 

store. Contribute to improvement of inter-personal relationships 

among store personnel so that work experience will be more enjoy¬ 

able for both student and other employees. 

MAINTAIN PERSONAL APPEARANCE: Understand the importance of personal 

appearance and maintain such appearance as required by store pol¬ 

icy. 

USE TOUCH METHOD: Manipulate the keys of the register in a manner 

so that the focus of attention is on the customer or the mer¬ 

chandise to give accurate, prompt service and minimize loss to 

both store and customer. 

OPERATE A REGISTER: Maintain and operate the cash register in a 

manner that will minimize loss due to repairs and service charges. 

OPERATE A SCALE: Maintain and read a scale accurately and promptly. 
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P* IDENTIFY PRODUCE: Identify products sold in the produce department. 

Source of origin. Characteristics. How sold. Times of year 

available and how used. 

Q. KNOW DAIRY DEPARTMENT: Answer customer questions intelligently con¬ 

cerning products sold in the dairy department. How sold, used, 

and handled at the checkstand. 

R. IDENTIFY MEATS: Identify the products sold in the meat department. 

Cuts of meat, grades and characteristics of meat, care and use of 

products sold in the meat department. 

S. KNOW BAKERY DEPARTMENT: Understand care and use of bakery products. 

Will have a knowledge of ingredients used, why they are used, and 

how they benefit the customer. 

T. HAVE KNOWLEDGE OF NON-FOODS DEPARTMENT: Will know the importance of 

the non-foods department to the customer and the store. Identify 

products sold in the non-foods department, their uses and care in 

stocking and handling. 

U. RECOGNIZE GROCERY ITEMS: Recognize can and package sizes. Different 

grades and qualities. How to serve a customer in a self-service 

grocery department. The reasons for product location, sp&ce, and 

display. Why some products are stocked and others are not. 

V. UNDERSTAND SUPERMARKET ECONOMICS: Understand the economic facts of 

life of the supermarket so as to make a better contribution to the 

financial successes of the store and to communicate accurately the 

role of the food industry when communicating with others. 
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W. READ REGISTERS: Take readings necessary to closing out the register 

and post these readings accurately in a daily ledger. 

X. SCHEDULE: Schedule hours of checkers and box boys in a manner that 

will provide maximum customer service at minimum cost commen¬ 

surate with store policies. 

Y. HOUSEKEEPING: Set up supervise and maintain a housekeeping program 

for front-end personnel. 

Z. MANAGE: Assume management role customary in checker management 

relations. 

A. CHECKSTANDS AND EQUIPMENT: Know the advantages and disadvantages of 

various types of scales, cash registers, and checkstands. Keep 

them functioning within normal limitations. 
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Food Marketing Curriculum 

Performance Standards for BACKROOM MANAGEMENT 

Receiving Procedures: The student will be able to: 

A. Demonstrate and explain the advantages and disadvantages of 

various receiving techniques. 

B. Set up rules and guide lines as to: 

1. Safety Practices • 

2. Check in Techniques 

3. Arrangement Methods 

4. Security Procedures 

C. Display an ability to organize control measures regarding direct 

shipments. 

D. Properly check invoices of incoming information for the desired 

data needed. 

E. Give a written description of the use of a chain or cooperative 

warehouse for supply of the store. 

F. Give a written description of transportation facilities used to 

transport merchandise from the producers to the store. 

G. Give a written description of the flow of merchandise from the 

producer to the store. 

H. Give a written description of the following receiving situations 

1. Goods shipped by pallets 

2, Goods unloaded by hand using a rolling belt 
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3. Goods delivered directly to the store by the producers 

I. Describe operating policies or procedures that would insure 

efficient and secure receiving of merchandise 

J. Give a written description of a billing system used by a ware¬ 

house supply center and a grocery store 

K. The student will be able to give a written description of the 

billing method used with direct delivery suppliers 

Pricing and Product Flow: The student will be able to: 

A. Properly perform the various types of price marking 

1. Tray pack marking 

2. Flip Board marking 

3. Half case marking 

B. Demonstrate the location of the price mark on a given group of 

items 

C. Demonstrate an ability to cut cases of merchandise to accomplish 

the price mark 

1. Tray pack 

2. Top cut 

3. Half cut 

4. Criss cross cut 

5. Angle cut 

D. Be able to identify the proper cut for a group of given merch¬ 

andise lines 
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E. Given a scaleraatic of a backroom in a grocery store the student 

will be able to allocate the space for storage of surplus merch¬ 

andise in a logical manner as determined by the instructor and 

the students 

F* The student will be able to give a written description of types 

of price marking equipment used in the grocery department 

G. The student will be able to list reasons for the importance of 

having merchandise clearly and legibly price marked. 

H. Given a scalematic of a backroom and the sales area the student 

will be able to show a logical flow of goods from the backroom 

to the sales area using a pallet method and a trucking method 

I. Given a scalematic of a backroom and the sales area the student 

will be able to diagram the flow of surplus merchandise and 

waste cardboard from the sales area to a designated storage area 

in the backroom 

General Management: The student will be able to: 

A. Control and manage spoils so that a minimum loss is suffered by 

the supermarket and the warehouse is clean and orderly 

B. Control and manage returnable and non-returnable cases and cartons 

so that the warehouse is orderly and the supermarket suffers no 

loss due to poor management and control 
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Food Marketing Curriculum 

Performance Standards for GROCERY DEPARTMENT 

The student will have full knowledge of the grocery department relating 

to pricing, merchandising, ordering, layout, gross profit structure, 

customer import, and procedures for increasing sales and profit. 

A. Importance of the Grocery Department: The student will be able 

to: 

1. Demonstrate by written test the grocery departments contri¬ 

bution to: 

a. Sales 

b. Costs 

c. Gross Profit 

B. Buying: The student will be able to: 

1. Write a weekly order and determine the quantity needed for 

specific product categories 

2. Write an order for a sale or promotional item 

3. Give written examples of the various methods of ordering 

listed below: 

a. Conventional 

b. Two-Order Method 

c. Modular-Ordering Method 

d. Punch Card and Mark-Sensing 

e. Direct Ordering 
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4. Determine the procedure for ordering perishables in the 

grocery department 

5. 

a. Read Velocity Reports 

b. Cost of Merchandise 

c. Selling Prices 

d. Percentage of Profit 

6. Illustrate the importance of proper ordering by means of an 

investment vs turn diagram 

C. Grocery Layout: The student will be able to: 

1. Identify the standard types of shelving used in the super¬ 

market 

2. Illustrate by diagram the positioning of sections in the 

Grocery Department and Justification for each section's 

location 

3. Explain in writing or orally how to set up each section 

a. Facings 

b. Layout Vertical 

c. Horizontal Layout 

d. Size Location 

4. Demonstrate a knowledge of return from department layout 

test areas as illustrated in display ideas for supermarkets 

5. Know, demonstrate, and explain the concept of private label 

and its location in the supermarket 
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D. Pricing: The student will be able to: 

1. Determine the percent of profit on items given the cost and 

desired selling price 

2. Determine the selling prices of items given the cost and the 

desired percent of markup 

3. Define, demonstrate, and explain pricing systems: 

a. Multiple pricing 

b. Fractional pricing 

c. Single Unit pricing 

4. Know the concept of psychological pricing and give definite 

examples of it in practice 

5. Demonstrate what the terms off invoice allowances; advertis¬ 

ing allowances; cents off labels; do for pricing a given 

group of items 

6. Take a given selection of items, demonstrate what type of 

pricing is needed to gain the most profit and the most sales 

7. Explain the advantages and disadvantages of both on the floor 

pricing and backroom pricing 

E. Shelf Stocking: The student will be able to: 

1. Demonstrate and explain the methods of stocking 

a. Complete listing of shelving by responsible employee 

b. Day Stocking 

(1) Advantages 
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(2) Disadvantages 

(3) Necessity 

c. Night Stocking 

d. Assignment of sections to individual employees 

2. Demonstrate stocking techniques 

a. Use of stocking wagon 

b. Two hand technique 

c. Tray pack stocking 

3. List and perform the step by step procedure for shelf 

stocking 

4. Justify the importance of a full shelf concept 

5. Demonstrate an ability to 

a. Properly face merchandise 

b. Rotate merchandise 

c. Distinguish between like items in the same brand 

F* Displaying and Merchandising: The student will be able to 

1. Identify the methods of displaying 

a. Shelf displays 

b. Tray pack displays 

c. Special Ad displays 

d. Mass displays 

e. Multiple Item Displays 

f. Jumble Displays 
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2. Demonstrate the use and relate the effectiveness of tie-in 

displays 

3. Relate the principles of displaying 

a. Impulse buying 

b. Dollar return on space from displays 

c. Related items 

d. Location of displays 

4. Demonstrate the value of special displays 

5. Properly allocate display space in a given square foot loca 

tion 

6. Know the merchandising calendar and identify items that 

belong in the respective areas of this calendar 

7. Have a working knowledge of display ideas that are illus¬ 

trated in Display Ideas for Supermarkets^ published by 

Progressive Grocer Magazine. 

8. Demonstrate a balanced selling concept as illustrated in 

MSU's Modern Supermarket. 

9. Demonstrate an effective signing program for both shelf and 

display stock. 

G. Customer Service: The student will be able to: 

1. Demonstrate his role in service to the customer from a "on- 

the-floor" position 

a. Location of items 



40 

b. Special ordering of items 

c. Price quotation for case goods 

d. Product information 

2. Offer the friendly atmosphere that can be measured by eval¬ 

uation of personal contact with people 

H. Management Functions: The student will be able to: 

1. Read, analyze, and report on a profit and loss report on the 

grocery department, 

2. Properly schedule personnel to accomplish the designated jobs 

and projects for a given period of time. 

3. Perform all of the necessary procedures for filling out the 

required reports of the grocery department 

4. Demonstrate by written case how to control the costs of the 

Grocery Department 

5. Show effective leadership in "getting the job done." 

6. Take a given situation and demonstrate the methods of in¬ 

creasing the sales volume in the Grocery Department. 

7. Realign a given section by using Data Provided by ordering 

inventory and velocity report. 

8. Be able to relate the procedure for handling a shoplifter in 

given cases. 

I. Housekeeping; The student will be able to: 

1. Given situations the student will be able to demonstrate the 

proficiency to maintain general food store housekeeping 
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a. Weekly Cleaning Schedules 

b. Monthly Cleaning Schedules 

2. Student will know and demonstrate 

a. Principles of motion 

b. Customers demands for proper housekeeping 

3. In a given situation be able to list the violations of 

housekeeping in the following areas: 

a. Checkstand 

b. Floors 

c. Windows and glass surfaces 

d. Light fixtures 

Subordinate Objectives: 

The student will be able tor 

1. By written test demonstrate a knowledge of the truth in pack¬ 

aging laws 

2. Define the ten factors of the consumer image in the Grocery 

Department 

3. Proficiently pass a written test on the item contribution to the 

profits of the Grocery Department and to the percent of‘total 

profit. 

4. Illustrate various end displays contribution to sales and profit 

in the form of total dollars earned 

5. Give the factors eliminating out-of-stocks 
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6. List the Five R's of Merchandising and their meaning 

7. Read and handle price changes according to the guidelines set 

by NCR's INSTRUCTION MANUAL, "Pricing Merchandise." 

8. Identify contact routes in the lawful processing of shoplifters 

9. Demonstrate an ability to deal with sales representatives by 

means of given case situations 

10. Perform the procedure necessary to process an injury both on the 

job and customer injury 

11. Properly perform a problem solving technique given a situation 

12. Define in general terms the rules and regulations governing 

grocery operation: 

a. Liquor Laws 

b. Licensing Regulations 

c. Pharmacy Controls 

d. Union Regulations 

e. Health Regulations 
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Food Marketing Institute 

Performance Standards for PRODUCE DEPARTMENT 

Buying and Pricing: The student will be able to: 

A. Given a product category such as lettuce or grapefruit, deter¬ 

mine which variety or varieties to buy, size to buy, whether to 

sell by pound or each and the retail price 

B. Given a product identify where grown, time of year available, 

characteristics, and general and common names 

C. Give a written description of the basic principles of supply and 

demand, and how they relate to the produce department 

D. Given the volume of sales and cost of a group of produce items,. 

the student will compute prices that would produce a stated gross 

profit percentage 

E. Give a written description of how produce products travel from the 

producer to the consumer 

F. Given a simulated situation in which the past sales volume, past 

orders, merchandise on hand, merchandise on order, and advertised 

specials are known, the student will order the proper amount of 

merchandise for the coming week as judged by the instructor and 

class members 

G. Write a description of an inventory system that could be used in 

a produce department 
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Preparation: The student will be able to: 

A. List the proper storage conditions and temperatures for all pro¬ 

duce items. 

B. Give a written description of the controlled atmosphere method of 

produce storage 

C. List advantages and disadvantages of packaging produce 

D. Devise a workable coding system for packaged produce 

E. List the produce items commonly being packaged in the area as 

determined by the instructor and class members 

F. Given the name of a produce item the student will give a written 

description of the best method of preparation for display for 

that item. In addition, the student will demonstrate the skills 

needed to prepare for display any given produce item. 

Display: The student will be able to: 

A. Given a scale-matic of a produce department area and produce 

department eouipment, the student will design a produce depart¬ 

ment layout. 

B. Given a scale-matic of a produce stand, the student will des¬ 

ignate the placement of the produce items so that there is color 

contrast. 

C. Given the name of a produce item the student will give a written 

description of how the item should be displayed on the produce 

stand. In addition, the student will demonstrate the skill re¬ 

quired to display this item. 
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D. Demonstrate how to build special promotional displays. 

E. Given a scale-matic of a produce stand the student will delegate 

the space allocations for the various products. 

F. Establish a promotional plan for a produce department. 

G. Given the name of a produce item the student will list the sea¬ 

son of the year that the item is available. 

H. Give a written description of proper methods of rotation of pro¬ 

duce items. 

I. Give a written description of the deterioration process of pro¬ 

duce items that occurs once the produce has been harvested. 

J. Indicate those items that should be removed from the stand and 

those items that should be covered during the hours the store is 

closed. 

General Management: The student will be able to: 

A. Give a written description of the historical development of the 

modern produce department. 

B. List and give a written description of trends in produce merch¬ 

andising and management. 

C. List the percentage of sales volume provided to the total store 

operation by the average produce department. 

D. List the percentage of profit provided to the total store opera¬ 

tion by the average produce department. 
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E. List the percentage of floor space used by the average produce 

department within the total store. 

F. List the percentage that represents the cost of the product for 

the average produce department. 

G. List the percentage that represents the salary expense for an 

average produce department. 

H. List the percentage that represents the cost of the misscellan- 

eous expenses that apply directly to the produce department. 

J. Give a written description of the equipment required to operate 

a modern produce department. 

K. Give a written description of the general method used in cooking 

or preparing the various produce items. 

L. Given the expected work load and sales volume for a produce depar 

tment for a period of one week, the student will write a weekly 

work schedule that stays within the limits of expense that is 

given and follows union policy for the area. 

M. Given a simulated supervisor problem related to the produce 

department, the student will write a logical solution as judged 

by the instructor and the class members. 
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Food Marketing Curriculum 

Performance Standards for 

NON-FOODS DEPARTMENT IN A SUPERMARKET 

6. Soft Goods 

7. Magazines 

8. Toys 

9. Stationery 

The student will be able to: 

A. Identify the following terms relating to 

Non-Foods: 

1. Non-Foods 

2. General Merchandise 

3. Rack Jobber 

4« Health and Beauty Aids 

5. Housewares _ - 

B. By written performance 

1. Show the contribution of Non-Foods to the Supermarket opera¬ 

tions in the form of sales, profit, and turnover. 

2. Define the three methods for establishing a non-foods opera¬ 

tion. 

3. List the advantaaes and disadvantages of using the following 

suppliers; 

a. Rack Jobber 

b. Warehouse General Merchandise Program 

4. Analyze a given marketing area to determine if a non-foods 

department is a profitable installation 
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5. Identify velocity, costs, percent of profit, and selling 

prices on a listing of various non-food items when taken 

from an order guide. 

C. Identify the six basic non-food categories and be able to list 

items that fit into these categories with emphasis on item im¬ 

portance. 

D. Describe where the location of the non-foods sections should be 

in the Supermarket; the size of these locations; and the number 

of items to be stocked. 

E. 

1. Establish a non-foods section based on the nine principles of 

non-food operation. 

2. Explain pricing techniques for non-foods sections. 

3* Demonstrate by diagram and define an effective use of related 

merchandising. 

a. The use of J-Hooks (Jay-Hook) 

b. Shelf extenders 

c. Spot displays 

d. One shot promotions 

F. List, perform, and explain the criteria for stocking non-food 

departments 

1. Basic Criteria 

2. Supported by imagination, judgement, creativity, and courage 
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G • 

1. Identify the problems in non-foods 

a. Space Problems 

b. Pilferage Problems 

c. Risks concerning Return on Investment 

d. Turnover Problems 

e. Item Selection 

f. Overbuying of items 

2. Effectively list solutions that will apply to these problems 

Subordinate Objectives: 

The student will be able to: 

1. Identify local Rack Jobbers 

2. Identify local warehouses and their programs. 

3. Know the restrictions of Pharmaceutical Licenses. 

4. List aspects of Least restrictions concerning Health and 

Beauty Aids. 

5. Identify key seasonal promotions items relating to Non-Foods. 

6. Illustrate the philosopy of impulse buying of related items 

in regards to non-foods items. 
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Food Marketing Curriculum 

Performance Standards for MEAT DEPARTMENT 

The Student Will Be Able To: 

A. Give a written description of the historical development of the 

modern meat department 

B. List and give a written description of trends in meat merch¬ 

andising and management 

C. List the percentage of sales volume provided to the total store 

operation by the average meat department 

D. List the percentage of the profit provided to the total store 

operation by the average meat department 

E. List the percentage of floor space used by the average meat de¬ 

partment within the total store. 

F. List the percentage that represents the cost of the product for 

the average meat department. 

G. List the percentage that represents the salary expense for an 

average meat department. 

H. List the percentage that represents the cost of the miscellaneous 

expenses that apply directly to the meat department 

I. List the percentage of profit produced by the average meat 

department. 

J. Given a picture of a beef, pork, or lamb product, the student 

will give its name 
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K. Given the name of a cut of meat, the student will be able to show 

where the cut is located on a diagram of a standard carcass. 

L. Given the name of a luncheon meat, fish, poultry, or frozen food 

item, the student will be able to give a written description of 

this product. 

M. The student will be able to give a written description of how 
✓ 

meat products travel from the producer to the consumer. 

N. Given a simulated situation in which the past sales volume, past 

orders, merchandise on hand, merchandise on order, and advertised 

specials are known, the student will be able to order the proper 

amount of merchandise for the coming week. 

O. The student will be able to list the rate of bacteria growth in 

meat products at various temperatures for different products. 

P. The student will be able to list procedures used to insure proper 

sanitation in the meat department. 

Q. The student will be able to list proper temperatures for storage 

and display of meat products. 

R. The student will be able to list in order the various government 

grades of meat and will be able to give a written description of 

each grade. 

S. The student will be able to give a written description of the 

basic slaughterhouse procedures. 

T. The student will be able to describe the equipment required to 

operate a modern meat department. 
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U. Given a scale-matic of a meat department area and meat department 

equipment, the student will be able to design a meat department 

layout. 

V. Given the case needs for a given day in a meat department, the 

student will list the cutting order required. 

W. Given a diagram of a side of beef, pork, or lamb, the student will 

draw in lines to show the various primal cuts. 

X. Given the name of a primal cut of beef, pork, or lamb, the student 

will list and give a written description of the retail cuts that 

can be obtained from its primal. 

Y. Given the name of a primal cut, the student will give a written 

description of the cutting process used to obtain the retail cuts. 

Z. Give a written description of how to conduct a cutting test. 

AA. List the average yields from a primal cut. 

BB. Give a written description of the wrapping process in a modern 

meat department. 

CC. Give a written description of the weighing process for meat items. 

DD. Give a written description of tare adjustments and adjustments for 

shrinkage in the scaling process. 

EE. Give a written description of an aging process for a meat product. 

FF. Give a written description of the chemical reaction that takes 

place when meat is aged. 

GG. Give a written description of proper methods of rotation of meat 

products. 
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HH. List the case life of various cuts of meat. 

II. Establish a rotation system for a simulated meat department. 

JJ. Given a scale-matic of a meat case, the student will delegate 

the space allocations for the various products. 

KK. Give a written description of a fresh meat gourmet section. 

LL. Give a written description of display methods used for luncheon 

and frozen meats. 

MM. Give a written description of the general method used in cooking 

the various retail cuts of meat. 

NN. Give a written description of the basic principles of supply and 

demand and how they relate to meat pricing. 

00. Give a written description of the relationship of the pricing of 

one retail cut to another cuts from the same carcuss. 

PP. Given the wholesale price and yield of a primal cut, the student 

will establish a price that will generate a specified profit. 

QQ. Given the expected work load and sales volume for a meat depart¬ 

ment for a week, the student will write a weekly work schedule 

that stays within the limits of expense that is given and follows 

union policy where reauired. 

RR. Given a simulated supervision problem related to the meat depart¬ 

ment, the student will write a logical solution as judged by the 

instructor and class members. 
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Food Marketing Curriculum 

Performance Standards for 

FROZEN FOODS AND DAIRY DEPARTMENT 

The Students Will Be Able To: ' 

A. List the percentage of the total sales volume provided to the 

store operation by the average dairy department. 

B. List the average percentage of profit returned by the merchan¬ 

dise in the dairy department. 

C. List the percentage of floor space used by the average dairy de¬ 

partment within the total store. 

D. List the average turn-over rate for merchandise in a dairy depart¬ 

ment. 

E. Give a written description of the following product groups in¬ 

cluding such information as the method of production, grading of 

the product, storage, normal shelf life and cooking or serving 

procedures. 

1. Milk 4. Eggs 

2. Cheese 5. Margarine 

3. Butter 6. Bake goods 

F. Give a written description of pasteurization process. 

G. Give a written description of the homogenization process. 

H. Give a written description of where the dairy department may be 

located in the average store and list reasons for locating it 

in this area. 
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I. Give a written description of the high demand items contained in 

the dairy department. 

J. Given the required equipment the student will produce a flow 

chart of customer traffic in the dairy department of an assigned 

store. 

K. Given a scale-matic of a dairy case the student will allocate the 

space for the various product groups in a logical manner as deter¬ 

mined by the instructor and class members. 

L. List the turnover figures for the various product groups in the 

average dariy department. 

M. Give a written description of types of special displays and pro¬ 

motions in the dairy department. 

N. Give a simulated situation in a dairy department where the foll¬ 

owing is known; the amount of merchandise on hand, amount on 

order, sales volume for the past month, orders for the past 

month and advertised specials for the coming week, the student 

will order the proper amount of merchandise as judged by the 

instructor and class members. 

O. Give a written description of receiving and storage methods used 

by a dairy department. 

P. Given the shelf life of a product group the student will establish 

a coding system for rotation purposes. 
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Q. Give a written description of rotation methods used when stocking 

various product groups in the dairy department. 

R. Give a written description of stocking methods used for various 

product groups in the dairy department. 

S. List the average percentage of profit generated by the various 

product groups in the dairy department. 

T. List the advantages of legible price marking of all items in the 

dairy department. 

U. Given the expected work load, sales volume and salary percentage 

reguirements in a dairy department for a week the student will 

write a weekly work schedule that stays within the limits of 

expense that is given and follows union policy for the area. 

V. Give a written description of the historical development of the 

frozen food industry. 

W. List the percentage of the total sales volume provided to the 

store operation by the average frozen food department. 

X. List the average percentage of profit returned by the merchandise 

in the frozen food department. 

Y. List the percentage of floor space used by the average frozen 

food department within the total store. 

Z. List the average turnover rate for merchandise in a frozen food 

department. 
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AA. Describe the following product groups within the frozen food 

department: Juices, vegetables, dinners and meat pies, and 

pastries and baked goods. Information should be given as to the 

types of products, the number of brands available, the pack size, 

storage shelf life and cooking or serving procedures. 

BB. Give a written description of where the frozen food department 

may be located in the average store and list the reasons for 

locating it in this area. 

CC. List the average sales movement of the various product groups 

within the frozen food department in relationship to the total 

sales of a frozen food department. 

DD. Given the required equipment the student will produce a flow 

chart of customer traffic in the frozen food department of an 

assigned store. 

EE. Given a scale-matic of a frozen food case the student will all¬ 

ocate the space for the various product groups in a logical 

manner as determined by the instructor and class members. 

FF. List the turnover figures for the various product groups in the 

average frozen food department. 

GG. Gj.ve a written description of types of special displays and pro¬ 

motions in the frozen food department. 
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HH. Given a simulated situation in a frozen food department in which 

the following is known; the amount of merchandise on hand, amount 

on order, sales volume for the past month, orders for the past 

month and advertised specials for the coming week, the student 

will order the proper amount of merchandise as judged by the 

instructor and class members. 

II. Give a written description of receiving and storage methods used 

by a frozen food department. 

JJ. List the estimated shelf life of the various items within the pro¬ 

duct group of the frozen food department. 

KK. Give a written description of stocking methods used for the various 

product groups in the frozen food department. 

LL. List the average percentage of profit generated by the various 

product groups in the frozen food department. 

MM. List the advantages of legible price marking of all items in the 

frozen food department. 

NN. Given the expected work load, sales volume and salary percentage 

requirements of a frozen food department for a week the student 

will write a weekly work schedule that stays within the limits of 

expense that is given and follows union policy for the area. 
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Food Marketing Curriculum 

Performance Standards for 

BAKERY AND OTHER DEPARTMENTS 

The student will be able to: 

I. Delicatessen: 

A. Identify the various forms of a delicatessen department 

B. Describe the sales potential and profit potential of the 

delicatessen department 

C. Identify the main items offered for sale in a delicatessen 

department 

D. List the three principles that are essential to a successful 

delicatessen department 

E. Report on the main problems of the delicatessen department 

F. Identify some of the local vendors supplying products for the 

delicatessen department 

G. List the Health regulations of the delicatessen department 

II, Beer, Wine, Pop: 

A. Identify the products located in this department 

B. Report on the items and their profitability and contribution 

to sales 

C. List the local distributors and the main items carried by 

them 
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D. List and explain the basic regulations of the control of the 

department by the Washington State Liquor Control Board 

E. Identify the violations and penalties that can occur from 

abuse of liquor laws 

F. Describe techniques for related item merchandising and sea¬ 

sonal merchandising 

G. List the major problems of the beer and wine department 

H. Set up a system for bottle return and control. 

I. Set up a system for inventory control 

J. Set up a system for checking in beer, wine and pop 

K. Describe uses for wines sold in the wine department 

III. Bakery Department 

A. List and define the three types of bakery operations 

B. Identify the characteristics of the three types of bakery 

operations 

C. Describe and give the advantages of and disadvantages of 

four types of bakery departments 

1. Baked Goods Department 

2. Fancy Baked Goods 

3. On-Premise Bakery 

4. Bake Off Operation 

D. Determine and justify the location of the bakery department 

E. Identify the four methods of display rack layouts 
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F. Report on the four bakery departments regarding: 

1. Comparison of number of turns versus other departments 

2. Percentage of profit department contributes to overall 

operation 

3. Percentage of sales 

4. Labor costs involved in operation 

5. Return on investment 

G. List the techniques for determining percent of profit, labor 

costs, and overhead costs in the on-premise bakery department 

H. Demonstrate the techniques for receiving bakery items for the 

following types of operation: 

1. Baked Goods Department 

2. On-Premise Department 

3. Central Bakery t 

I. Identify the Health regulations concerning the bakery depart¬ 

ment 

J. Show an ability to suggest seasonal and ty-in merchandising 

techniques. 

K. Explain the advanages and disadvantages of stale merchandise 

and effective controls 

L. Show the product flow in an on-premise bakery 

M. Explain the necessity for maintaining housekeeping in the bakery 

depa rtment 

N. List the important factors of the bakers union contract 
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Food Marketing Curriculum 

Performance Standards for 

The Computer And The Supermarket 

The Student Will Be Able Tor 

A. Identify and describe the supermarket ordering, billing and 

reporting process prior to 1945. 

B. Identify and describe the tub file system, how it worked, and 

the advantages and disadvantages of this system. 

C. Identify and describe the five basic components of the computer 

system and list their functions. 

1. Control Unit 

2. Memory Unit 

3. Arithmetic Unit 

4. Input Unit 

5. Output Unit 

D. List the various types of storage units 

E. List and identify the complimentary units of the computer 

system (ie. verfier, collator, sorter, etc.) 

F. Describe the relevant terms of the business computer system 

1. COBOL Language 

2. BCD wording system . 

3. Four divisions of programming 
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6. Perform a simple program 

H. List the functions the computer can perform for the Supermarket 

I. Compare the tub file system with the computer system 

J. List the advantages of computer prepared orders, invoices, and 

summaries 

K. Demonstrate the advantages of changing prices on products by the 

computer as to the tub file system 

L. Describe the two new automated ordering systems and how they are 

handled by the computer. 

1. The student must read and explain a gross profit statement 

compiled by the computer. 

2. The student must give some examples of the future outlook of 

computer processes in the Supermarket industry. 
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Food Marketing Curriculum 

Performance Standards for 

FACILITIES MANAGEMENT 

The Student Will Be Able To: ’ 

A* List the four basic components of the supermarket facilities 

and what the cost of each is 

B. Explain what turn over is and the effective controls to gain 

optimum turnover 

C. List and define terms 

1. Amortization 

2. Depreciation 

D. List and define 

1. General Fire regulations 

2. General Health regulations 

3. General Sanitation regulations 

4. Recommended Internal Security procedures 

5. External Security procedures 

6. General Accident Prevention procedures 

E. Develop checklists for a given location to effectively maintain 

both internal and external housekeeping in the supermarket. 

1. Daily checklists 

2. Weekly checklists 

3. Monthly checklists 
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F. Effectively use the problem solving techniaue in given situations 

G. Develop an equipment record and effectively maintain necessary 

checklists and repairs on each item 

H. Effectively develop recommended solutions to problem studies that 

can arise by department and specific areas: 

1. Grocery Department 

a. inventory control 

b. section layout 

c. refrigeration equipment 

(1) Preventive maintenance 

(2) Major repairs 

d. Sanitation problems 

e. Lighting 

f. Housekeeping 

(1) Selling floor 

(2) Backroom 

(3) Restroom and lunchroom 

g. Health regulations 

h. Security 

(1) Checkstand 

(2) Selling floor 

i. Checkstand and Equipment 

(1) Preventive maintenance 

(2) Major repairs 
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j. Advertising in local media 

k. Techniques for product flow 

2. Meat Department 

a. Spoilage and Shrinkage 

b. Refrigerated Equipment 

(1) Preventive maintenance 

(2) Major repairs 

c. Production line flow 

d. Lighting 

e. Housekeeping 

(1) Work area 

(2) Equipment 

(3) Storage areas 

f. Sanitation and health regulations 

(1) Personnel 

(2) Locations 

(3) Present regulations 

(4) Future regulations 

3. Produce Department 

a. Refrigerated equipment 

(1) Preventive maintenance 

(2) Major repairs 
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b. Sanitation 

(1) Selling space 

(2) Storage area 

c. Health regulations 

d. Housekeeping 

e. Inventory control 

f. Lighting 

4. Bakery Department 

a. Equipment 

(1) Preventive maintenance 

(2) Major repairs 

b. Health regulations 

c. Sanitation 

d. Inventory Control 

e. Housekeeping 

(1) Preparation area 

(2) Sales area 

f. Lighting 

5. Delicatessen Department 

a. Equipment 

(1) Preventive maintenance 

(2) Major repairs 

b. Health regulations 
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6. Building 

a. Exterior 

(1) Parking lot 

(2) Billboards 

(3) Structure 

(4) Landscape 

b. Interior 

(1) Floors 

(2) Windows 

(3) Structure 

C 9 Heating Unit 

d. Storage areas 

e. Doors and doorways 

7. Security of the structure 

a. Exterior 

b. Interior 

I. General Management Problems 

1. The student will take a given recommended solution of a work 

station problem and submit it to the company for possible 

implementation 

2. Tour a facility and list potential hazards and problem 

3. Organize performance of activities to accomplish check lists 
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Food Marketing Curriculum 

Performance Standards for 

ADVERTISING AND PROMOTION 

The Student Will Be Able To: ' 

A. List four objectives of advertising 

B. List and illustrate the six keys to effective advertising 

C. Define the philosophy of advertising in the Supermarket and its 

relation to 

1. Present customers 

2. New customers 

3. Potential customers 

4. Competitors 

D. Define and list two means of determining appropriations for 

advertising 

1. Percentage of sales method 

2. Job to be done method 

E. Define and give examples of the following 

1. What to advertise 

2. What media to use 

3. Tie-in advertising 

4. Factors governing customer consideration 

5. Advertising for holidays and special events 

6. Advertising with the use of promotions 
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F. Select, price, and arrange items for a weekly ad in a given case 

situation 

G. Demonstrate means of determining effectiveness of advertising 

H. Identify, list, and explain the costs involved for advertising 

with various local media 

I* Relate advertising costs to the supermarket operation 

J. Identify and list the functions of a cooperative program 

1. Types of programs 

2. Provisions of contracts 

3. Trade practices of cooperative advertising programs 

K. Give a report on the functions of wholesaler advertising services 

L. List the performance requirements to qualify for various advert¬ 

ising allowances 

M. Order merchandise in the quantities needed to fulfill the demands 

of potential customers as a result of the ad 

N. Correct improperly advertised items 

O. List and explain various methods of promotion within the Super- 

market 

P. Identify in given cases what methods of promotion could be used 

Q. List the advantages and disadvantages of given promotions 

R. Explain the two types of coupon promotions 

!• Newspaper 

2. Direct mail 
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S. Analyze and evaluate a manufacturer's promotion in regard to its 

utility in a given location 

T. Organize, direct, and communicate a given in-store promotion 

U. List effective ideas for seasonal promotions 

V. Determine the cost of a particular promotion from a forecast 
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Food Marketing Curriculum 

Performance Standards for 

SUPERVISORY AND LEADERSHIP SKILLS 

The Student Will Be Able To: ’ 

A. Define 

1. Human Relations 

2. Public Relations 

B. Demonstrate an effectiveness for written communications; 

1. Business letters 

2. Job instructions 

3. Customer oriented correspondence 

C. List and define the main factors for effective listening 

D. Properly conduct a store meeting 

E. Demonstrate effectiveness in oral communications 

1. Public speaking 

2. Customer oriented 

3. Employee oriented 

4. Supervisor oriented 

F. Apply the problem solving technique in solutions to people 

problems 

G. Identify and explain the effectiveness of the following in appli¬ 

cation to human and public relations 



73 

1. Personality 

2. Courtesy 

3. Listening 

4. Attitude 

H. List, explain and demonstrate techniques for performance in the 

following sections 

1. Customer 

a. Greetings 

b. On the floor approach 

c. Checkstand approach 

d. Complaints 

e. Courtesy 

f. Obligations to 

g. Attitude towards 

2. Employees 

a. Courtesy 

b. Listening 

c. Scheduling 

d. Organizing 

e. Complaints 

f. Payroll 

g. Promotion 

h. Considerations 

i. Evaluation 
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3. Employer/Supervisors 

a. Courtesy 

b. Firmness 

c. Honest approach 

d. Human Relations approach 

I. Effectively demonstrate by reports, on case studies, the techni¬ 

ques for 

1. Scheduling 

2. Organizing 

3. Administering 

4. Planning 

of the people on the staff 

J. Demonstrate procedures for a time-in-motion study 

K. Review and explain the controls placed on management by 

1. Union contracts 

2. Federal regulations 

3. Physical Facilities 

4. Society 

L. By written report illustrate the emphasis of the customer in the 

supermarket 

M. Demonstrate technioues for the delegation of authority 

N. List and define the tasks that can be delegated 

O. Represent the company at a public gathering 
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P. Properly conduct self evaluation and the evaluation of others 

Q. Identify the thirteen key points to developing customer relations 

R. Apply decision-making processes to relations problems 

S. Set performances standards for other employees and by use of leader 

ship skills and instructional know-how help these employees 

achieve these performance standards 
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Food Marketing Curriculum 

Performance Standards for 

ORGANIZATION AND DECISION MAKING IN THE SUPERMARKET 

The Student Will Be Able To: 

A. Give a written description of methods of forecasting used in the 

food store 

B. List reasons for the importance of listing specific goals to 

achieve in the food store operation 

C. Given a simulated situation, the student will give examples of 

short-run plans for the various departments and for the total 

food store 

D. Given a simulated situation, the student will give examples of 

long-run plans for a food store 

E. List reasons for the importance of planning in the operation of 

a food store 

F. List types of personnel organization used in the food store 

G. Given a simulated situation in which the specific goals have been 

established, the student will formulate an organizational struc¬ 

ture that will lead to the achievement of the desired goals 

H. List reasons for the importance of organization in the operation 

of a food store 

I. List various methods of control used in the food store 
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J. List reasons for the importance of having proper control in the 

food store 

K. List qualities that a store manager might have that would help to 

provide leadership ability 

L. Evaluate his own strong and weak leadership skills 

M. List his own plan to improve his leadership skills 

N. List the sales, profit, space requirement and other informations 

about the various departments 

O. List the average profit contribution for any department in the 

food store 

P. List reasons for the importance of having cooperation between the 

various departments 

Q. List various methods of communication with employees and others 

in the business world that a store manager might use. 

R. List the procedure for the organization and operation of a store 

meeting 

S. Give a written description of the advantages gained by having 

store meetings and department head meetings 

T. List the average salary percentage used by the various depart¬ 

ments in the food store 

U. Give the average sales per man-hour figures for the various 

departments in the food store 
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V* Give a written description of the pieces of merchandise per hour 

that is stocked in the various departments 

W. Given the required information, the student will write a sim¬ 

ulated weekly schedule for any of the various departments con¬ 

sidering such factors as salary percent, sales per man-hour, and 

work load 

X. List methods and procedures used to create positive motivation 

among a store's employees 

Y. List reasons why it is important to have employees who are pos¬ 

itively motivated 

Z. Give a written description of work methods for all departments 

AA. Give a written description of merchandising methods in the food 

store 

BB. List the importance of having integration of merchandising plans 

between the various departments. 

CC. List the advantages of having all store employees knowledgeable 

about the merchandising plans of the store 

DD, Given the required information, the student will formulate a 

merchandising plan for a food store 

EE. Give a written description of a private label merchandising plan 

FF. List the advantages and disadvantages of selling private label 

merchandising 

GG. Give a written description of methods used to promote private 

brand labels 
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HH. Give a written description of housekeeping procedure for the 

various departments in the food store 

II. List the advantages gained by following good housekeeping pro¬ 

cedures in the food store 

JJ. List the various types of customer service that might be pro¬ 

vided by the food store 

KK. Give a written description of various types of customer service 

and estimate the cost to the store for each of these services 

LL. Verify a check with a bank by telephone 

MM. Acquire bank ratings for simulated customer's checking accounts 

NN. Given a simulated situation in which checks are returned from, 

the bank, the student will list methods of recording and making 

collection of these checks 

00. Given the required information, the student will formulate a 

check cashing policy for a food store and will establish the 

procedure required to maintain the policy. 

PP. Given a case study or simulated problem related to the food 

store, the student will give logical solution as determined by 

the instructor and class members 
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Food Marketing Curriculum 

Performance Standards for 

FISCAL MANAGEMENT IN THE SUPERMARKET 

The Student Will Be Able To: ’ 

A. Take readings and change tapes on all major types of cash 

registers 

B. Give a written description of the proper method of making entries 

on an over-ring and refund sheet 

C. Correctly total over-ring and refund sheets 

D. Balance a cash drawer given the sales, cash, over-rings, and 

refunds and other required information 

E. Balance a booth drawer given the reouired information 

F. Balance a safe given the required information 

G. Total a simulated run of fifty checks correctly in five minutes 

on a ten-key adding machine 

H. Given a simulated checks, money, and deposit forms, the student 

will make a food stamp deposit 

I. Balance the simulated sale of money orders for a business day 

and complete the closing forms 

J. Balance the simulated receipt of utility bills for a business 

day and complete the closing forms 

K. Record over-rings and refunds for the business day for a weekly 

report 
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L. Count and record simulated manufacturer's coupons for a business 

day 

M. Count and record simulated gift certificates and donations for a 

business day 

N. Given simulated cash register readings for a business day, the 

student will compute and record total sales and department sales 

O. Given a simulated situation in which the necessary information is 

provided, the student will balance the sales and cash for a 

business day 

P. Given a simulated situation in which the necessary information is 

provided, the student will balance the sales and cash for a 

business week 

Q. The student will be able to list pay specifications established 

by the Retail Clerks Union 

R. Given a simulated situation in which the necessary information is 

provided, the student will make proper payment of state and fed¬ 

eral payroll deductions 

S. Prepare a shelf area for inventory 

T. Give a written description of various methods of taking a physical 

inventory 

U. Give a written description of the various categories in which 

merchandise may be divided when a physical inventory is taken 

V. Compare and evaluate past and present inventory figures 
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W. List various control measures that may aid in reducing inventory 

losses 

X. Give a written description of how the various current expenses, 

fixed expenses, and income figures are recorded to the proper 

accounts in a monthly statement 

Y. Given a simulated situation in which past and present profit and 

loss statements are provided, the student will read and interpret 

the various entries 

AA. Given a simulated situation in which past and present balance 

sheets are provided, the student will read and interpret the 

various entries 

BB. Given a simulated supervisory problem related to fiscal manage¬ 

ment, the student will write a logical solution as judged by the 

instructor, class members, or members of industry. 
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