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CHAPTER I 

INTRODUCTION 

Distributive education—vocational instruction in 

marketing, merchandising, and distributing of consumer goods 

and services—is rapidly becoming critically important to 

the overall scheme of vacational education. To meet the 

growing and changing needs of distributive education pro¬ 

grams in the nation's secondary schools and junior colleges, 

teacher preparation courses in distributive education must 

be kept vital and relevant to the task of preparing our young 

people for the marketplace. 

The Problem 

The purpose of this study is to evaluate the curri¬ 

cula used in the preparation of distributive education 

teacher-coordinators, specifically at Montana State University 

and generally at other institutions and to determine their 

relevance and usefulness to the secondary or junior college 

distributive education teacher-coordinator. The specific 

goals of the study are (1) to define the present and future 

needs of distributive education teacher-coordinators; (2) 

to determine whether these needs are being met by current 
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teacher-preparation curricula; and (3) to suggest specific 

curriculum changes that would enhance the value of the 

Distributive Education Option at Montana State University. 

In defining the present and future needs of distributive 

education teacher-coordinators , and examining the way in 

which those needs are being fulfilled, the further goal of 

arriving at some general recommendations concerning curri¬ 

culum development and revision nationwide will be realized. 

Importance of the Study 

The challenge to distributive education teacher- 

coordinators is a crucial one. They must somehow encourage 

young people to be realistic in setting career goals; they 

must interest the potential dropout in a realistic and 

meaningful vocational program; and they must have the skills 

and training to develop, administer, and teach programs 

that will successfully bridge the gap between the school and 

job. 

The challenge is not being met. There are a variety 

of reasons for this, chief among which is that distributive 

education teacher-coordinators are simply not prepared in 

their professional training to meet the tremendous demands 

on their time and energies that the ballooning social 
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importance of their job requires. Increasing national 

awareness of the importance of vocational education has 

led to breakthroughs in distributive education curriculums. 

It is vital to the social and economic well-being of 

the country to provide distributive education teacher- 

coordinators with the tools they need to integrate our young 

people into the economic fabric of the nation. 

Definition of Terms 

Since the distributive education field has many 

terms with specialized meanings, the following definitions 

are offered to avoid confusion. 

!• Basic Job Curriculum: Types of curriculum that 

prepare students for elementary or basic distributive occupa¬ 

tions, involving minimal employment responsibility, and 

emphasize fundamental techniques in sales and sales- 

supporting services, simple marketing concepts, qualifying 

social competencies, and basic skills in computations and 

communications. 

2. Career Development Job Curriculum: Types of 

curriculums that prepare students for career development 

jobs, involving competencies and responsibilities necessary 

for self-direction, and emphasize the functions of market¬ 

ing, merchandising, and management within the discipline of 
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distribution. 

3. Cooperative Plan: Organizational pattern for 

preparatory instruction in which regularly scheduled 

part-time employment gives students an opportunity to put 

theory into practice while developing competencies through 

training on a job related to their distributive occupational 

objectives. 

4. Coordination; The process of combining adminis¬ 

trative, organizational, and instructional activities to the 

end that student-trainees receive realistic occupational 

training. 

5. DECA: Distributive Education Clubs of America, 

a youth organization providing a program of work which 

complements and enriches distributive curriculum. 

6. Distribution: The second step in a series of 

economic processes which bring goods and services from 

those who make them to those who use them; includes all 

the methods by which goods are sent from producers to con¬ 

sumers; may be used synonymously with marketing. 

7. Training Program; Is used to acquaint the 

employer with the nature and scope of the cooperative exper¬ 

ience and to explain the responsibilities of the sponsor 
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and the conditions regarding training stations. 

Procedures Followed 

The procedures used in this study were as follows: 

1. A review of literature, which appears in 

Chapter II, was made to determine the findings of related 

studies. 

2. A structured questionnaire was developed and 

mailed to all Distributive Education graduates from Montana 

State University up through 1971. 

3. After compilation of the data received, certain 

conclusions were formed and recommendations made relative 

to curriculum change and program direction. 

Limitations 

The limitations involved in this study were as 

follows: 

1. The survey was limited to fifty-one students, 

this included all students that graduated from Montana State 

University since the program was started. Of these I re¬ 

ceived thirty-one usuable returns. 

2. Some of the classes listed on the survey were 

not offered at the time that many of the Distributive 
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Education students graduated. 

3. Changing personnel and course content during 

the period in which the students were in the curriculum. 



CHAPTER II 

REVIEW OF RELATED LITERATURE 

The National Advisory Council on Vocational Educa¬ 

tion has submitted its first and second reports to the 

Secretary of Health, Education and Welfare. The following 

facts were brought out: 

Each year the ranks of school dropouts increase by 

three-quarters of a million young men and women. 

Each year our schools fail to educate nearly 

twenty-five percent of young men and women who turn eighteen 

for the eight out of ten job opportunities that do not 

require a college education. 

The federal government invest $14 in the nation*s 

universities for every $1 it invests in vocational education 

programs; yet it spends as much as $12,000 per person per 

year in remedial programs to get unemployables off the 

welfare rolls. 

Local districts, concentrate on college-preparatory 

and general programs in reckless disregard for the sixty 

percent of our young people who will get no formal education 

beyond high school. 

Young people are making inappropriate choices 

because they are victims of the national yearning for 
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educational prestige. The number of jobs the unskilled can 

fill is declining rapidly. The number requiring a liberal 

arts degree, while growing, is increasing far less rapidly 

than those demanding a technical skill. In the 1980*s it 

will still be true that fewer than 20 percent of our job 

opportunities will require a four-year college degree.. 

These and other facts were contained in the 

Council reports, released at a time when our country was 

deeply concerned with racial unrest, violence, and unemploy¬ 

ment of youth a time when Americans were discarding an 

estimated eighteen billion dollars worth of repairable 

items because of the complexity of modern appliances and 

the scarcity and high cost of repairmen (3:53). 

John A. Beaumont, formerly program officer with the 

U. S. Office of Education, and a consultant to the 

National Advisory Council, told a business education con¬ 

ference at Northern Illinois University that educators 

should take seriously these mandates because they indicate 

very definitely a dissatisfaction with some of the current 

procedures in the educational institutions. It is apparent 

that the continued support of the educational institutions 

by Congress and the public may in large measure depend 

upon the reaction of educational institutions to this 
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legislation (the Vocational Education Act Amendments of 

1968). 

Distributive education teacher-coordinators now 

face a challenge that will have more impact on their 

beliefs, concepts, philosophies, curriculum designs, 

and instructional strategies than anything they have ever 

faced before. 

In the contemporary social scene, with its large 

city problems, ghettos, school dropouts, and a variety of 

disadvantaged groups, the need for vocational education 

stands out clearly. Never before in its history has voca¬ 

tional education had such an opportunity to reach out into 

the total population and serve the groups that society 

has passed by. 

Under the influence of the 1963 Act, vocational 

education grew rapidly. This rate of growth must continue 

so that more of the youth in high schools and in post¬ 

secondary institutions have an even greater opportunity 

to prepare for the world of work. 

The U. S. Office of Education has projected that by 

1975 approximately 14 billion students will be enrolled in 

vocational education programs. Distributive education 

programs will enroll 1,350,000 students. Thirty percent 
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of the enrollments will be at the secondary level, ten 

percent at the post-secondary level, fifty-six percent 

in adult programs, and three percent in special needs pro¬ 

grams . 

With this tremendous enrollment growth projected 

for distributive education, major efforts at the local, 

state, regional, and national levels must be directed toward 

the achievements of balanced programs. 

Even though Congress believes that vocational 

education has given America a better return on its invest¬ 

ment than any other federally funded educational program, 

it is concerned that only 14 percent of all high school 

students are enrolled in vocational education programs. 

The writer feels that career education may change this in 

the near future. 

If distributive education teacher-coordinators are 

to meet the challenges handed them by Congress, they must 

(1) expand perceptions, (2) fill the gap, and (3) tool up 

for cooperation. 

Distributive education will not be a course or two 

in retailing or salesmanship. It will be a program to pre¬ 

pare people for careers in merchandising, management, and 

marketing on all levels. The content in distributive 
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education focuses upon the major purposes of the program—to 

prepare sutdents for entry and advancement in the field of 

distribution and marketing. This content is categorized 

into five competency areas: Marketing, technological, 

social, basic skill, and economic. 

These five competency areas form the essential 

content of the DE curricula. At different levels of 

complexity, they represent the standards of employment 

in distribution. 

Distributive education will not be a work-experience 

program to provide a means for students to earn money and 

get out of school. It will be an educational program in 

which planned and coordinated occupational experiences are 

provided by training sponsors who have been properly pre¬ 

pared by the teacher-coordinator. Training plans will be 

an essential part of every program. 

The distributive education program should not be 

a one curriculum program. Distributive education should 

have multiple curriculums—basic job curriculums, career 

development curriculums, and specialized curriculums. 

Larger high schools and post-secondary institutions 

may have twenty or more full-time instructors, plus 

numerous adult education and para-professional staff members. 
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The potential for offering a wide variety of instructional 

programs is almost unlimited. 

The U. S. Office of Education has identified the 

following twenty-one instructional programs in distribution 

and marketing: advertising services, apparel and acces¬ 

sories, automotive, general merchandise, finance and credit 

floristry, food distribution, food service, hardware, 

building materials, farm and garden supplies and equipment, 

home furnishing, hotel and lodging, industrial marketing, 

insurance, international trade, personnel services, petrol¬ 

eum, real estate, recreation and tourism, transportation, 

retail trade, and wholesale trade. 

Multiply these 21 programs by the three levels of 

curriculum in distributive education (basic, careed develop 

ment, and specialist), add some skill programs and you end 

up with over seventy programs. Multiply seventy by the 

duration of the instructional program and it is entirely 

possible you will have over 500 different instructional 

programs in distributive education in a community (3:54). 

With the increased need for teachers and teacher 

instruction areas, the job of the teacher training 

institutions is becoming more and more important. Montana 

State Coordinators Handbook claims that to be able to teach 
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at the secondary or post secondary level the teacher- 

coordinator must be able to provide the student with compe¬ 

tency in: basic marketing, technology, social skills, 

mathematical, communicative, and economic understanding. 

It must be kept in mind that those competencies 

mentioned above must always be developed in relation to one 

another. Because of these interrelationships, any one unit 

of instruction in a curriculum necessarily is concerned 

with the development of competencies other than those of its 

area of concentration. A unit on selling, for example, 

inevitably is involved with product or service knowledge 

and tchniques; with ethics and human relations as social 

skills; with the basic skills of effective speech and the 

mathematics of selling cost; with economic understandings 

related to disposable income and the role of selling in the 

marketing process; and with all other functions in the 

marketing area of instruction (2:47). 

A teacher-coordinator teaches technology to 

technicians, or he teaches principles of management to 

managers. But he is more than a classroom teacher. He is 

a combination teacher-personnel manager dealing with students, 

parents, fellow teachers, administrators, job supervisors, 

tradesmen, union leaders, managers, and owners. This role 
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calls for a man or women who has developed the mature 

judgement of a successful teacher and of a successful 

employee as well. It is for this reason that certification 

requirements include a certain amount of recent and varied 

occupational experience. 

A prospective coordinator needs the equivalent of at 

least two years of business or industrial experience, per- 

ferably in more than one type of activity. It is desirable 

for the experience to be in the kinds of jobs and firms in 

which his students will be working. If possible, he should 

have had the responsibility of supervising or training 

workers on the job, thereby knowing firsthand the problem of 

maintaining work standards. A coordinator must administer 

his cooperative program in a manner that encourages students 

to assume responsibilities in the classroom and on the job. 

He needs the knack of stimulating his students to maximum 

accomplishment. The ability to think in terms of the trade 

and to talk in the language of the trade comes only from 

trade experience or close association with those in the trade 

A teacher with occupational experience makes classroom 

instruction more meaningful by bringing authority into the 

classroom. 

It is comparatively easy for a propsective teacher to 



15 

obtain a job in business or industry to gain valuable basic 

experience because of his education, attitudes, and interst. 

However, it is often difficult to obtain concurrently both 

the college training necessary to qualify as a teacher and 

the practical experience. Many men and women do accomplish 

both during their college careers by working in business 

full time during their college careers by working in 

business full time during the summer and part time during the 

academic year. An alternative is college level cooperative 

education or supervised work-study programs. A coordinator 

should also gain additional occupational experience after 

he begins coordinating in order to keep abreast of change 

and to expand his areas of competence (5:125). 

In Montana the requirements for a qualified distri¬ 

butive education teacher-coordinator is 2,000 hours. In 

New Mexico for example, teachers of Business and Office 

Edcuation are required to: (1) have one year or 1,500 

hours as a paid worker in an office occupation certified by 

the employer, and (2) have at least three semester hours 

in professional vocational courses that contain the term 

"vocational education" in the title. The emphasis in all 

certification requirements for vocational teachers is 

toward broadening and strengthening vocational background 
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through continuing education in State approved vocational 

education courses as well as updating work experience in 

a vocational environment (1:458). 

Business experience gives the teacher that profes¬ 

sional poise and satisfaction that comes from mastery, it 

inspires confidence in the student; and it provides a strong 

incentive for individual student achievement. Moreover, 

business experience enables the teacher readily to earn the 

respect and support of the business leaders of the community 

(8:) 

The following studies show the importance of rewarding 

prior work experience efforts and identifying this with 

curriculum credit. 

Lauda emphasizes the importance of granting credit 

for already existing work experience held by the preparatory 

teacher in which basic formulated vocational skills are 

integrated with a business environment. This tests the 

feasibility of basic skill instruction being applied to a 

vocational situation (4:63). 

Ramp takes graduates of a two year post-high school 

vocational-technical program and provides them with a 

24-month full-time employment setting, professional educa¬ 

tion courses, general education courses, and student 
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teaching in three additional tears, culminating in a 

Bachelor*s degree at the completion of the program (6:37). 

Schaefer recognized the need for teacher competency 

and attempted to distinguish between usual and superior 

indiustrial education teachers on the basis of John Walhs* 

list of 107 competencies. He employed thirty local 

directors and fifteen teacher educators who were in 

agreement that "knowledge of the subject matter" was the 

critical variable (7:85). 

Current research seems to indicate that concurrent 

work experience is an important factor in acquiring "subject 

matter competency," but very few institutions are granting 

credit for already existing trade competency. It may be 

that institutions are granting credit for already existing 

trade competency. It may be that institutions fail to 

recognize and regard specialized prerequisite competency 

because of lack of knowledge in the area and, as a result, 

measure only academic aptitude as a basis for general com¬ 

petency. It is becoming evident that prior occupational 

experience can help crystallise prospective teachers judge¬ 

ment by establishing realistic preceptions to occupational 

activities needed in the classroom (1). 

One area that goes hand in hand with instruction and 
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coordination for the vocational student is that of voca¬ 

tional guidance. Law states that there are three proposi¬ 

tions to consider, namely: (1) Career guidance and orien¬ 

tation is needed by everyone. (2) Vocational guidance needs 

a regular place in the school curriculum. (3) There can be 

no satisfactory program of career guidance without vocational 

education (9). 

The current pattern of professionalized courses will 

not constitute lifetime approval for distributive education 

professional personnel. Differentiated pre-service and 

extensive inservice teacher education programs will help 

prepare teachers and teacher-coordinators for high school, 

post-secondary, and adult programs. 

Exchange programs between education and business 

personnel will be developed to better prepare members of 

the total distributive education team. Differentiated 

staffing on the vertical and horizontal levels will become 

a reality. For example, the display specialist from a 

local business will be employed for three weeks to teach 

the unit on display. 

Distributive educators have a major challenge which 

must be met to serve the needs of the students and commun¬ 

ities on the local, state, and national levels. Students 
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must be taken from where they are and given an opportunity 

that is equal to any in the world of work (3.) . 



CHAPTER III 

EVALUATION OF THE MONTANA STATE UNIVERSITY 
DISTRIBUTIVE EDUCATION CURRICULUM 

To determine whether or not courses of study and work 

experience at Montana State University were sufficient to 

prepare the graduate to teach, questionnaire were sent to 

all students who had graduated from Montana State University 

from the start of the Distributive Education option in 1965 

through the summer quarter of 1971. There were letters mailed 

to fifty-one students and thirty-one usable returns were 

received, five were returned with wrong addresses. 

Teaching 

The question which asked if they were now or ever did 

teach distributive education, twenty-three or 74 percent 

replied that they were now teaching or had at a previous date 

taught distributive education (with one in Washington now 

teaching DO), five or 16 percent said that they were in a 

related area to DE, and three or 10 percent said.that they 

were not in an area related to DE or teaching. Of those 

responding that they had taught, eight or 35 percent had 

taught only one year, three or 13 percent had taught two 

years, four or 17 percent had taught three years and four or 



21 

17 percent had taught four years or more. This information 

is revealed in Table 1. 

Table 1 

NUMBER OF YEARS TEACHING D.E. 

Number of years Number Percent 

One year or less of teaching 8 35 

Between one and two years of teaching 3 13 

Between two and three years of teaching 4 17 

For or more years of teaching 4 17 

Did not indicate how much teaching 4 17 

Totals 23 99 

Course Value 

The first course that was part of the D.E. option that 

was listed on the questionnaire was Marketing Principles. 

Of those responding all thirty-one had taken the class and 

twenty-nine or 94 percent felt that the course was worth- 
/ 

while as indicated in Table 2. Two replies found the course 

not worthwhile. One of these was due to the instructor and 

one for other reasons which were not given. 
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Table 2 

MARKETING PRINCIPLES 

Conclusion Number Precent 

Course worthwhile 29 94 

Course not worthwhile 2 6 

Content 0 0 

Instructor 1 1 

Other 1 3 

Totals 31 100 

The next course on the questionnaire was Salesmanship. 

Of the thirty-one responses, thirty indicated that they had 

taken the class with twenty-eight or 93% indicating that 

the course was worthwhile and two indicating that it was not*. 

One found that the course was not worthwhile due to course 

content and the other one said it was due to the instructor. 

Table 3 presents this information. 
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Table 3 

SALESMANSHIP 

Conclusion Number Percent 

Course worthwhile 28 93 

Course not worthwhile 2 6 

Content 1 3 

Instructor 1 3 

Other 0 0 

Totals 30 99 

Advertising was the third course listed with thirty- 

one responses indicating that they hatd taken the class and 

thirty of the thirty-one considering the class worthwhile 

or 97 percent. The one response that indicated that the 

course was not worthwhile found this due to course content. 

This person indicated at another place on the questionnaire 

that this class was of the least value to him after gradua¬ 

tion. 

Table 4 will present the information for the 

Advertising question. 
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Table 4 

ADVERTISING 

Conclusion Number Percent 

Course worthwhile 

Course not worthwhile 

Content 

Instructor 

Other 

30 

1 

1 

0 

0 

97 

3 

3 

0 

0 

Total 31 100 

One hundred percent or all twenty nine of the 

students that had taken Retail Merchandising found the class 

worthwhile. This was the only class or course that was so 

listed on the questionnaire. This is shown on Table 5. 

Table 5 

RETAIL MERCHANDISING 

Conclusion Number Percent 

Course worthwhile 29 100 

Totals 29 100 
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Twenty-six students indicated that they took Business 

Communications at Montana State University. Of those that 

took the course eighteen or 69 percent found the class to be 

worthwhile and, of those that did not find it to be so, five 

or 19 percent found that it was due to the instructor. 

Three or 12 percent laid the blame on the content. This 

information is indicated in Table 6. 

Table 6 

BUSINESS COMMUNICATIONS 

 Conclusion  Number Percent 

Course worthwhile 

Course not worthwhile 

Content 3 12 

Instructor 5 19 

Other 0 0 

Total   26  100 

The sixth course in the Distributive Education option 

on the questionnaire was Personnel Administration. Twenty- 

six responeses found twenty-one or 80 percent of those 

18 69 

8 31 
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responding considering the course worthwhile, while five 

people or 20 percent found it not worthwhile. Of that 

20 percent, three or 12 percent felt it was due to the 

instructor, while two or 8 percent gave other reasons, but 

did not list them. 

Table 7 will reflect this information. 

Table 7 

PERSONNEL ADMINISTRATION 

Conclusions Number Percent 

Course worthwhile 21 80 

Course not worthwhile 5 20 

Content 0 0 

Instructor 3 12 

Other 2 8 

Totals 26 100 

Organization and Administration of Office and Dis¬ 

tributive Education was question seven and it was found that 

thirty-one of the respondents had taken this course and 

indicated it's worth. Of those responding, twenty-six or 

84 percent felt that they had received value from it while 
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five or 16 percent found it not worthwhile. One of those 

five felt that it was due to content while three found 

fault with the instructor and the last one was under the 

other area again with no reason given. Table 8 will 

present this. 

Table 8 

ORGANIZATION AND ADMINISTRATION 
OF OFFICE AND D.E. 

 Conclusion  

Course worthwhile 

Course not worthwhile 

Content 

Instructor 

Other 

Totals 

Number 

26 

5 

1 

3 

1 

31 

Percent 

84 

16 

3 

12 

3 

100 

Coordination Practices in Office and Distributive 

Education was the next course listed and again all thirty- 

one responses had taken the course. Again twenty-six or 

84 percent found the class of value and five or 16 percent 

felt that it was not worthwhile. Four of these, or 13 

percent felt that it was the instructor, and one found fault 
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with the course content. Table 9 will reveal this data. 

Table 9 

COORDINATION PRACTICES IN OFFICE 
AND DISTRIBUTIVE EDUCATION 

Conclusions Number Percent 

Course worthwhile 26 84 

Course not worthwhile 5 16 

Content 1 3 

Instructor 4 13 

Other 0 0 

Totals 31 100 

Only seventeen of the thirty-one had taken Financial 

Management but of those that did fourteen or 82 percent 

felt that it was worthwhile and three or 18 percent felt 

that they did not get their moneys worth. Of these three, 

two felt that it was content and one blamed it on other but 

gave no specifics. The results are shown in Table 10. 
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Table 10 

FINANCIAL MANAGEMENT 

Conclusion Number Percent 

Course worthwhile 14 82 

Course not worthwhile 3 18 

Content 2 12 

Instructor 0 0 

Other 1 6 

Totals 17 100 

Twenty four of those repling had taken Retail Manage¬ 

ment and of that bunch, twenty-one or 88 percent felt that 

it was a worthwhile class and of the three that did not feel 

it worthwhile, one or 4 percent gave other as a response and 

two or 8 percent gave the instructor as the cause. This is 

shown in Table 11. 
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Table 11 

RETAIL MANAGEMENT 

Conclusion   Number Percent 

Course worthwhile 21 88 

Course not worthwhile 3 12 

Content 0 0 

Instructor 2 8 

Other 1 4 

Total 24 100 

Project Programs in Distributive Education had been 

taken by twenty-three of the thirty-one usable responses, 

with sixteen or 70 percent feeling that the course was 

worthwhile, while seven or 30 percent felt that the class 

was not up to par. Of those seven people that did not 

like the class, four or 17 percent felt that the instructor 

was at fault. Two gave other as a reason but again did not 

explain what the cause was. The last one felt that the 

content was of little or no value. This is shown in Table 

12. 
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Table 12 

PROJECT PROGRAMS IN DISTRIBUTIVE EDUCATION 

Conclusion Number Percent 

Course worthwhile 16 70 

Course not worthwhile 7 30 

Content 1 4 

Instructor 4 17 

Other 2 9 

Totals 23 100 

Retail Advertising and Sales Promotion had again 

twenty-three responses with twenty or 87 percent feeling 

that it was worthwhile with three or 13 percent feeling that 

it was not worthwhile. Of those that were not happy with 

the class, two felt that it was the fault of the instructor 

and one blamed the course content. Table 13 shows the 

relationship. 
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Table 13 

RETAIL ADVERTISING AND SALES PROMOTION 

Conclusions Number Precent 

Course worthwhile 20 87 

Course not worthwhile 3 13 

Content 1 4 

Instructor 2 9 

Other 0 0 

Totals 23 100 

Methods and Materials in Distributive Education 

had twenty-eight takers with twenty-five or 90 percent 

feeling that it was a good course and three others divided 

equally among the other three areas for those that did not 

think the class had merit. Table 14 covers this area. 
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Table 14 

METHODS AND MATERIALS IN 
DISTRIBUTIVE EDUCATION 

Conclusion Number Percent 

Course worthwhile 25 90 

Course not worthwhile 3 10 

. . . Content 1 3 

Instructor 1 3 

Other 1 3 

Totals 28 99 

Foundations of Adult and Vocational Education was 

taken by twenty-three students of the thirty-one that 

returned their survey. Of these nineteen or 83 percent 

felt that the course was good while four or 17 percent felt 

that it was not worthwhile. Three of these thought that it 

was the instructors fault and one felt that the content 

was of no use. Table number 15 gives the results. 
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Table 15 

FOUNDATIONS OF ADULT AND VOCATIONAL EDUCATION 

 Conclusion  

Course worthwhile 

Course not worthwhile 

Content 

Instructor 

Other 

Totals 

Number 

19 

4 

1 

3 

0 

23 

Percent 

83 

17 

4 

13 

0 

100 

The next question asked whether or not students 

teaching should be for a full quarter. It received a res¬ 

ponse of thirty with twenty-six in favor of a full quarter 

and four against a full quarter. This is reflected in a 

rounded off percentage of 87 percent for the full quarter 

and 13 percent against it. Two of those responding against 

it had never taught. The results are found in Table 16. 
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Table 16 

FULL QUARTER STUDENT TEACHING 

For Opposed 

Number 26 4 

Percentage 87 13 

The yes or no response to the matter of offering 

a class or workshop in DECA Organization received twenty- 

nine responses. Twenty-seven were in favor of the class 

and two against it. This reflects a 93 percent in favor and 

7 percent against as it is shown in Table 17. 

Table 17 

CLASS IN DECA ORGANIZATION 

For Opposed 

Number 27 2 

Percentage 93 7 

The most worthwhile classes consisted of the following: 

Sales 8 

Methods and Materials in D.E. 2 
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Organization and Administration of Office 
and D.E. 2 

Coordination practices in Office and 
D.E. 2 

Accounting 1 

Business Communications 1 

Marketing Principles 1 

Retail Advertising and Sales Promotion 1 

Adult Education II (This is from the 
Ag. Dept.) 1 

The least valuable were given as follows: 

Marketing 2 

Retail Merchandising 2 

Media and Materials 2 

Quantative Business Methods 1 

Secondary Methods 1 

Business Communications 2 

"All education courses" 1 

Advertising 1 

Educational Psychology 1 

Retail Advt. and Sales Promotion 1 

Retail Management 1 

Personnel Management 1 

Foundations of Vocational Education 1 
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English 1 

Office Machines 1 

Classes not offered that the graduates thought would 

be beneficial are as follows: 

Counseling and/or Guidance 5 

DECA 4 

Methods of Display 4 

Federal Programs 2 

Market Research 1 

Buying 1 

Human Relations 1 

Curriculum Development 1 

Teaching as a Career 1 

Some of those mentioned such as: Federal Programs, Market 

Research, Buying and Curriculum Development are now being 

offered. 



CHAPTER IV 

CONCLUSIONS AND RECOMMENDATIONS 

The writer finds it hard to place too much emphasis 

on some of the findings in terms of change of curricula. 

This is due to the change of personnel at Montana State 

University and, of course, change is content from year to 

year. Still I think that there are general implications to 

be found in the data collected. 

CONCLUSIONS 

1. The majority of the Distributive Education graduates 

went into teaching at least for a short period of time. 

2. Most of the classes were found worthwhile by a large 

percentage of the graduates. 

3. When a class was not found to be worthwhile by the former 

student it was in most cases due to the instructor. 

4. The large majority of the graduates that went into 

teaching would favor a full quarter of student teaching. 

5. Most of the students that went into teaching would favor 

some kind of preparation for DECA. 

6. Guidance as a class would have been desired by many of 

the graduates. 
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RECOMMENDATIONS 

1. A class or workshop in DECA for undergraduates and those 

that are now teaching. 

2. Make a vocational guidance course required at the senior 

year for all Distributive Education students. 

3. Implement supervised work experience during the school 

year and summer to help students meet the 2000 hr. work 

experience requirements. 

4. Student teaching should be for a full quarter. 

5. Business communication class should be evaluated due to 

the high number of students that felt the class was not 

worthwhile. 

6. Project programs class should be evaluated due to the 

high number of students who felt that the class was not 

worthwhile. 

The writer recommends another follow-up study be con¬ 

ducted after five years to see if current curriculum is 

meeting current graduate needs. 

7. 
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P. O. Box 864 
Helena, Montana 59601 

June 2, 1972 

Ladies and Gentlemen: 

Please fill out the following questionnaire as the 

information will be used to help evaluate the D.E. program 

at Montana State University. 

If the address we have for you is incorrect, please 

indicate your present address. 

Thanks, 

Charlie Stalnaker 

Ijr 
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QUESTIONNAIRE 

NAME:  

What year did you graduate?   

Yes ( ) No ( ) Are you now teaching D.E.? 

Yes ( ) No ( ) If NO did you ever teach D.E.? 

If YES how many years?  

Yes ( ) No ( ) If you are not now teaching, are you in an area related 
to D.E.? 

The following courses are part of the D.E. option. The following 
evaluation of the course by you is to determine its value to you since 
graduation. 

Did you consider this If Ifo why? 
course worthwhile? Content Instructor Other 

Marketing Principles Yes ( ) 

Salesmanship ( ) 

Advertising ( ) 

Retailing Merchandising '( ) 

Business Communications ( ) 

Personnel Administration ( ) 

Organization & Administration 
of Office & D.E. ( ) 

Coordination Practices in 
Office & D.E. ( ) 

Financial Management ( ) 

Retail Management ( ) 

( ) 

No ( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) 

( ) ( ) ( ) ( ) Project Programs in D.E. 
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Did you consider this If No why? 
course worthwhile Content Instructor Other 

Retail Advertising and 
Sales Promotion Yes ( ) No ( ) ( ) ( ) ( ) 

Methods & Materials in D.E. ( ) ( ) ( ) ( ) ( ) 

Foundations of Adult 
& Vocational Education ( ) ( ) ( ) ( ) ( ) 

Yes ( ) No ( ) Do you think student teaching should be for a full quarter? 

Yes ( ) No ( ) Do you think there should be a class in DECA Organization? 

Please write in any other classes not offered that you think would be 

worthwhile: 

What do you consider the most worthwhile and least worthwhile course 

that you took? 

Host worthwhile  

Least worthwhile  

Comments: 


