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INTRODUCTTION

There are many definitions of distributive education.

fine

1 ]w WS

ford d dis

Lucy C

ion is a

Distributive ed

instructional program desi
s of persons who have ente
aring to enter a distributive
occupation or an occupation
competency in one or more of
ing functions. It offers instruc

market , merchandising, related ge-
ment and personal development. (Crawford

£
& Meyer, 1972, p. 2)

stributive education ''the people-

Crawford and Meyer call dis

mily'

center member of the vocational education

p. vii). Distributive education is a program of

1d of

for those who are interested in careers in the

student is centered on

distribution. The instruction of

he

distributive occupations and for those who desire to ente:

distributive occupations. Post-secondary distrib

tion is designed for young and old; for those

those who are enrolled as

high school; and £

students in a commmity college, junior college, or area

vocational-technical school. The curriculum may be

eneral or

one-year or two-year design, and may be specialized




ributi

> oceupation is one in which

in the marl

ged prima

and services, at both the management and non-management levels.

The activities performed in a distributive occ

pation might

buying, transporting, storing, sales promo-

(&3]

include sellis

tion, financing, market r ~ch, and management (Crawford

perly trained wo

fact: have

interest in distributive occupations are

The

caused distributive education enrollments to

federal goverrment has also played an important part in the

sed

expansion of distributive education. In 1936, Congress p:

the George-Dean Act and for the first time Congressional

allocations were earmarked for distributive occupations. In

1946, the Geor zed for annual

1

appropriat & Woolschlager,

1976) .

became possible for a state to transfer funds from one occu-
pational category to another. No longer were funds earmarked
for occupational fields (Crawford & Meyer, 1972). | The 1963

ntered

legislation is often referred to as

Act according to Harris and Woolschl:

One of the concermns in the 1963 Act was

education in closer harmony with the labor marl

the time. With the passing of the Vocational Anm




> who could profit from and

Furtado and Meyer quote Edward Hary

Amendments basically say, we don't care what kind of pr
you have, but serve the people'" (Harris

48) .

ictional Program Codes for Dist

>

nstructional programs, which can vary
length and depth, are struct
the needs of persons with dive tal
abilities, interests, cultural background
and employment and training experiences
who want, need, and can benef from in-
struction in marketin (USCE, Instruc-
tional Program Codes for Distributive
Education, 1977)

1 marketing progr

(1) the degree of

-, and (2) the degree of student interest. If these

rs are determined to be positive, ti




stration

the need for a general marketi

11

will also aid in completing a Phase

for the initiation of a request

general marketing to the Utah S

Purpose of

questions will be answered:

1. Are the high school students

interested in occupations related to

occupati

3. Does Snow College area show

for

tate Board of

the St

3 in

2. How many of those students interested ir

s would attend Snow Colleg

surl

L,

or Plamin

role designation ir

e Snow

ents?

s believe tl

trained people in their busine

to support the cooperative
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ficient part-time ar

5. Will employers be supportive of a ge
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o7 )sal 5

legents.

College area

)
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loration at the

promote career awareness, orientation, and exy

elementary and junior high school levels, and to promote

econdarv and post-secondary le

career preparation at the s

& Woolschlager, 1976). Thus, r the fiel
R e S Py Eo e 1 , £ 41. -
f distribu education i rtant b of the large
number of jobs available in distribution (Cx d & Mever
1972) . With the advancement of technology n d

training requirements that go with this
will be a far greater need for post-secondary occupational

programs. It should be clear, therefore, that if business

tonm

and distributive education fields are going

cant contributions to economic progress, personnel in these

of post-

areas must make dr.

stic improvements in the nu

secondary offerin & W 1976)
N In the ed States, there is currently a shift from
production to a service economy. Such a = would suggest

that people should be trained in the service occupations.

School at Syracuse

Alan Cambell, dean of the Maxwell Graduate

pidly shiftin

Universit ees that the United States is

from a production to a service economv. The authors of the

Occupational Outlook Handbook concur with this trend. The

in

authors predict "'significant growth between 1°

service occ




the Utah Job Outlook

r Vocationa

o

following information can be found: (1) an ave
openings figure in distributive occupations of 2,850, and

(2) an average job openings figure

of 90 in the Central Utah Planning

al Occ

The Utah State Board of Education and Ut:

ty have developed a 'Master Plan'' for curriculum develop-
ment, entitled, Vocational Education lfanagement-Delivery Guide.

According to this guide the first activity in program develop-

ment is to identify what programs should be offered. The

1ide identifies the first two steps in p elopment

as (1) perform a labor market analy vey student

interests and goals (Utah State Board

Educatic Delix

with the Snow College voc

teachers (November, 1976) it was

training in the distributive or marketing fie

trend

place. The national, state, and loc:

a need for research concerning student

a general marketing program in the Snow

This survey study will be conductec

nesses in Manti, Ephraim, and Mt. Pleasant, Utah. FEmplovers




to determine their

rret

ing Drof

This study will also include a student inter

conducted with seniors at the following U

Manti, Gunnison, Richfield, North Sanpete,

The study will be delimited to the Sn

ning District

Central 1

This district includes Juab, Sanpete er, Piut
Wayne, and Millard counties, all in Utah (Job Service,

Occupations, 1977,

Utah Job Outlook for Vocational-Te chnical

ributive Education

tructional

Distributive education is a vocation

Loy N
have entered

1 designed to meet the needs of persons

d to enter a di

ction in marketing, merchandising

personal development (Crawford & Meyer,

and Interest

An employer, in order to be consi

interested, must be willing t«

neral marketing program, contribute

with activities concer




ject matter and learning experien

concerned with the general application of

principles, practices, and procedures. The basic knowledge,

i flmim
1 are applicable

skills, and attitudes developed in this pro

holesaling, sales, and ot

; ¢
of Education, Instri rogT
Codes e 1€ on, 1977
Marketing Functions
Include selling, buying, promoting, t in storing

marketing research, and

pricing, financing,
management (USOE, Instructional Program Codes for Distributive

Education, 1977).

hich one or more

structional

and Wavne

erest
ent will e or she e
an interest in a or inte




SELECTED REVIEW OF RELATED LITE

This chapter covers three areas related to new program

se

development. Included

problems and challenges for post-secondary progra

next section deals with how to conduct surv The
third section of this chapter summarizes survey studie:
dealing with emplover interest and student intere in nes

Jashington,

vocational programs that have been conducted in
Nebraska, and Utah, These sections are followed by a brief

summary at the end of the chapter. This literature was

back

selected in order to give the resea

thods have been

in how to conduct a survey study and what mo

been given to

successful in the past.

hods and procedures used by o

field of vocational education.

Problems and Challer

ributive education programs:

1. To provide the student with basic concepts concerning the

facets of business and indus

rv' commensurate wi

abilities, desires, and ambitions.




o provide the student wi

to qualify him/her for po

ng and also to

requiring specific knowledge and/or
provide a basis and background for additional academic

work towards advanced degrees

3. To assist the student in

and societv. (p. 19)

Many problems arise in trying to accomplish se objectiv
We must understand what these problems are if we are to
accomplish any stated objective.

Many students at the post-secondary level have inadequate

nda

incentives and motivation. Studencs at the

r goals. Many students

level may not have any type of set care
attend just to have something to do. Some students attend

ind a mate, or because it

‘hool to

doing.

Many institutions create a problem for students when tl

ey

consider that a high school diploma means an end to the

Co provide a

1 developn

lent's perso

training for students, it is nec to provide specialized

of busi-

training for the students in the variot

ing from

and industry. The students may have g

ne

he

chandising

retailing to beef marketing production or f




ach student should have an opportunity to inwv ] 1d

lear
learn

R

s education (Ogg, 1975).

In providing training for students in rural areas, educ

tors are faced with the problems caused by a low socioeconomic

level. Thus training opportur

current recommendation is the

education for lent 01
number of job 974)

tion, the first

According to the Utah State Board of Edu

activity in new program development is to identify vocational
education programs that should be offered. According to the
should be

Utah State Board of Education, two questions

answered are:

i {9 For

ocific jobs or career fields should we

intere

2. Are the prospective stuc

these careers? (Utah State Board of Education, W cational

ucation Managemen

hat are recormended for answer

are: (1) Perform a labor market analvsi

a student interest survey.

In any survey the first step is to iden

rveyed and outline the tasks to be ac:




urvey. The next step would

1 collection will be us

of interviews and mailed surveys,

should develop a timetable for completing the survey
this point the researcher would sel sample to be

surveved and design an

this time. Before the instrument can I
tested on a sample that resembles the study sam

discovered in the pilot test

are

possible. Any probl

the survey

should be corrected. The next step is to
[f the survey is the personal interview type, three steps must

a visitation schedule must be developed;

second, an interviewer's kit

must be

interviewer must practice or pre “or the inter-
views If the survey is a mail survey, the archer mu

take the lowing steps:

1. Develop a schedule £ ending surveys eminde T

2. Mail the instrument and cover letter and d

irections

~ds.

3. Send thank you reminder c:

. Phone non-respondents.

5. Visit non-respondents.

After all the data has been received by

researcher must then analyze and interpret

of the findin

a rep




ry Guide, 19 y Ps

mation were taken from the followin Downie & Heath, Basic
Statisti

Procedur:

In a multiphased study conducted

ck (1968) surveyed tea

Denman and

ers in the field of distribution, to det

most important on the job, and which of those skil needed

increased emphasis at the secondary and post-secondary levels.
The findings indicated that increased training efforts should
be directed towards the following:

.

1. Job knowledge

2. Human relations

Personal characteristics

ic Arithmetic)

6. Salesmanship

7. Internal & external organization relatior

Boardman and Hutcheson (1974) in a £

undertaken at the University of Nebras

determine the need for more programs ive education
Phase Two of the study consisted of a student inter-

ests and educational goals. Phase Three

of a survey of employer needs and intere




phase, employers were surveyed to determine the i11i

to employ vocational graduates. The

showed that 62% of the 1lth and 12th

not plan to attend a four-year college and about 337 were

interested in business or vocational educat

Employers were found to be moderately interested in

cooperative we

rk program

Koenig (1976) conducted surveys of students and emp

to determine the interest in an expanded distributive educa-

Utah.

School, Bount

tion program at Bountiful 1

senic

Koenig surveyed 10% of the sophomore

at Bountiful High. The next phase of the studv consisted of

a telephone survey of 25 of the parents of the students

surveyed. The third phase of the study cc

survey of employer interest in an expanded dis

cation program. The results of the study

all the students surveyed plarmed a career ir

five percent of the students supported the idea of a part-time
job during school. Four out of five of the students surveved

was explained

were interested in distributive educa

to them. Sixty-eight percent of the

to employ students enrolled in the distributive education

program.
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The Fillmore study (1969) conducted in Brigham City,
Utah, attempted to implement a cooperative distributive
education program. Although there was a tendency in this
area to resist federally funded programs, Fillmore attributes
the success of this study to good commmication and the

cooperation of all those who participated.
Surmary

In the studies that have been summarized in this section,
it may be noted that all of the data collected in the surveys
tended to indicate an interest in marketing and distributive
education programs by employers and students. All of these
studies resulted in the expansion of existing programs, or
the development of new programs, based upon this apparent
interest.

In most of these studies a combination of techniques
were used. The techniques most commonly used were:

1. Personal interviews

2. Mailed surveys

3. Telephone interviews

All three techniques seemed to be adequate for this type of
study.

Two concerns were reflected in the studies reviewed.
First, there was a concern about manpower needs or the demand
for properly trained employees. Second, there was a concern

that existing programs were not meeting the needs of the students.




Although there are other things that must be considered in the

development of new programs, these two areas seem to be of prime
concern among experts in the field. Hopkins (1975) states:
""the ability to channel vocational and technical education
programs into manpower areas that need training is very
important in the development of an occupational training system'

(p. 43). Ogg (1975) states: 'a post-secondary marketing or

distributive education program should attempt to reassess the
importance of the individual and focus on his growth'" (p. 20).
Thus, it can be seen that, although not the only factors to
be considered, student interests and employer interests are

important factors in new program development.




CHAPTER III
METHODS AND PROCEDURES

The results of this study were used to determine the
degree of student and employer interest in a general marketing
program at Snow College in Ephraim, Utah. The procedures
and methods used in this study are as follows:

1. Samples to be surveyed were determined.
2. Questionnaires to be used were developed.
3. Data was collected.

4. Data was tabulated and analyzed.

Population and Samples

Two populations were involved in this study: (1) employers
in general marketing related businesses in Ephraim, lManti,
and Mt. Pleasant, and (2) high school seniors at Juab, North
Sanpete, Manti, Gunnison, Richfield, and Wayne High Schools.
Approximately 627% of the marketing related businesses, or
22 of 35 businesses, were surveyed. Four major businesses
(10 employees or more) were included in the sample. The
rest of the sample was made up of minor businesses (10 employees
or less). Of the 457 seniors enrolled in the high schools
surveyed, 326 (71.3%) completed the questiomnaire. Table 1
gives a breakdown of the percentage of the total seniors

enrolled and the percentage surveved at each high school.




Table 1
Percent of Seniors Enrolled
that were Surveyed in the Study

High Seniors Seniors Percent of
school enrolled surveyed respondents
Juab 66 36 54.57,
No. Sanpete 17 48 62.3
Manti 89 61 /A
Gunnison 40 40 100.0%
Richfield 149 118 79.2%
Wayne 36 23 63.9%
Total 457 326 71.3%

The Instruments

Two questionnaires to measure the objectives of the

study were developed and pilot tested; one for inter

employers, and another for surveying the high school seniors
The employer interview questiomnaire was pilot tested in the
Logan area in an actual interview situation with the owner/

manager of Ceenies', a ladies' wear shop in the Logan area.

The student questionnaire was piloted at Bear River High

School in Tremonton, Utah.

Gathering the Data

This study was conducted in two phases. The first phase

was the student survey, which was conducted by the counselors




and principals at the various high schools. The first phase

was conducted as follows:

1. The principals were contacted by telephone and permission
to survey was obtained.

2. Instructions as to the purpose and how the survey should
be conducted were given by telephone.

3. The questionnaires and return envelopes were mailed

to the various high schools. (See appendices)

4. The counselors distributed the surveys to the homerooms,
where the questionnaires were completed.
5. The principals returned the questiomnaires by mail.
The second phase of this study consisted of interviewing
22 employers involved in marketing in Ephraim, Manti, and
Mt. Pleasant. The second phase was conducted as follows:
1. The general marketing related businesses were listed
by the researcher.
2. The researcher then interviewed employers in 22 of the
35 marketing related businesses but was unable to

contact the remaining 13.
Analysis of Data

All data was tabulated manually and recorded in tables
or lists that consisted of frequency counts and percentages

This data was then used to make conclusions and recommendations.




CHAPTER IV
FINDINGS

As explained in chapter three, the study was completed
in two phases. The data obtained in these two phases is

ction

sumarized in two sections in this chapter. The s
entitled Phase I summarizes the data obtained from the survey

1531

of high school seniors, while the section entitled Phase
sumarizes the data obtained from the employer interviews.

The objectives of this study were as follows:

1. Are the high school students in the Snow College area
interested in occupations related to general marketing?

2. How many of those students interested in general marketing
occupations would attend Snow College to receive training?

3. Does Snow College area show sufficient need for general
marketing to warrant applying for a role designation through
the Board of Regents?

4. Do the employers believe that there is a need for pre-
trained people in their businesses?

5. Will employers be supportive of a general marketing program?

6. Are there sufficient part-time and full-time jobs available

to support the cooperative aspect of a general marketing

program?




ription

An example of the questionmnaire used to gather the
data can be found in the appendices of this study. The

s 1

questionnaire consisted of three questions, with question

two having two parts (a

The students surveyed were

to answer and twi

following questions (questi

pertain to objective one of the study and question three

pertains to objective two):

1. What type of post-secondary education do you plan to
pursue? (The students were asked to check one of four

choices; two-year college, four-year college or university,

vocational school or trade-tech, or none of the above.)

2. Following a brief description of what a general

keting

program might entail, the students were

a. Would you be interested in receiving

of training?
b. Would you be interested in taking a class in
general marketing to find out if you are interested in
this type of work? (Both questions were to be
answered by checking ves or no.)
3. Would you be willing to attend Snow College to receive

such training if it were available? (The

to check yes or no.)




Objective I

Are the high school students in the Snow Coll

interested in occupations related to general marketing?

Post-Secondary Goals
The following data was tabulated from responses to

question one.

Crhhnl Q (959
School, 9 (257%)

1. Of the 36 students surveyed at Juab H

planned to attend a two-year college; 5 (13.9%) plamned

\

to attend a four-year institution; 16 (44.47) planned to
attend a vocational school or trade-tech; and 6 (16.7%)
had plans other than those listed on the questionnaire.

2. Of the 48 students surveyed at North Sanpete High
School, 19 (39.67) plamned to attend a two-vear college;
6 (12.5%) planned to attend a four-year institution;

10 (20.8%) plamned to attend a vocational school or
trade-tech; and 13 (27.1%) had plans other than those
listed on the questionnaire.

3. Of the 61 students surveyed at Manti High School, 32
(52.5%) planned to attend a two-year college; 6 (9.87%)
planned to attend a four-year institution; 16 (26.2%)
planned to attend a vocational school or trade-tech;
and 7 (11.5%) had plans other than those listed on the
questionnaire.

4. Of the 40 students surveyed at Gunnison High School,

20 (50.0%) plamned to attend a two-vear college; 8

(20.0%) plamned to attend a four-vear institution;




7) planned to attend a vocational school ox

w1

5. (12,
trade-tech; and 7 (17.57) had plans other than those
listed on the questionnaire.

5. Of the 118 students surveyed at Richfield High School,
31 (26.3%) plamed to attend a two-vear college; 43
(36.47) plamned to attend a four-year institution;

32 (27.17) plamned to attend a vocational school or

other than those

trade-tech; and 12 (10.2%) had p
listed on the questionnaire.

6. Of the 23 students surveyed at Wayne High School,
1 (4.3%) planned to attend a two-year college; 6 (26.1%)
plammed to attend a four-year institution; 11 (47.8%)
planned to attend a vocational school or trade-tech;
and 5 (21.7%) had plans other than those listed on the

questionnaire.

Totals revealed that 112 (34.47) of the 326 seniors surveved

r college; lanned to

planned to attend a two-y

attend a four-year institution; 90 (27.6%) pl

a vocational school or trade-tech; and 50 (15.
other than those listed on the questionnaire. (See Table 2

on page 24.)




o
3 Ol

2-year 4-year

School college college or trade-tech the above

Juab 9 5 16 6
(25.0%) (13.9%) (44.47) (16.7%)

No. Sanpete 19 6 10 13

(20.8%) (27.1%)

Manti 32 6 16 7

~

Gurnison 20 8 3
(50.0%) (20.0%) Q2.50) (17.5%)
Richfield 31 31 43 12

(26.3%) (26.3%) (36.47,) (10.2%)

Wayne 1 6 11 5
(4.3%) (26.1%) (47.8%) (21.7%)
Total 112 74 90 50

(34.47, €22.7%) (27.6%) (15.

Interested in General Marketing

The following data was tabulated from responses to
question two.
1. Of the 36 students surveyed at Juab High School, 17

(47.27%) indicated that they were interested in receiving

training in general marketing, while 19 (52.87) indicatec

|




4.

ining. Of

were not interested such

that

those surveyed, 22 (61.1%) indicated they were interested
in taking an exploratory class in general marketing,
while 14 (38.97) indicated they were not interested

in an exploratory class.

Of the 48 students surveyed at North Sanpete High School,

21 (43.8%) indicated that they were interested ir
receiving training in general marketing, while 27
(56.2%) indicated that they were not interested in
such training. Of those surveyed, 20 (41.7%) indicated
they were interested in taking an exploratory class

in general marketing, while 28 (58.3%) indicated that
they were not interested in an exploratory class.

Of the 61 students surveyed at Manti High School, 19
(31.1%) indicated that they were interested in receiv-
ing training in general marketing, while 42 (68.97)
indicated that they were not interested in such
training. Of those surveyed, 31 (50.8%) indicated
that they were interested in taking an exploratory
class in general marketing, while 30 (49.2%) indicated
that they were not interested in an exploratory class.
Of the 40 students surveyed at Gunnison High School,

21 (52.5%) indicated that they were interested in
receiving training in general marketing, while 19

(47.5%) indicated that they were not interested in




such training. Of those surveyed, 27 (67.5%) indicated

that they were interested in taking an exploratory class

in general marketing, while 13 (32.5%) indicated that
they were not interested in an exploratory class.

5. Of the 118 students surveyed at Richfield High School,
50 (42.4%) indicated that they were interested in

ining in general marketing, while 68

receiving

(57.6%) indicated that they were not interested in

such training. Of those surveyed, 58 (49.27) indicated

they were interested in taking an exploratory class in
general marketing, while 60 (50.8%) indicated they were
not interested in an exploratory class.

6. Of the 23 students surveyed at Wavne High School, 8
(34.8%) indicated they were interested in receiving
training in general marketing, while 15 (65.2%) indicated
they were not interested in such training. Of those
surveyed, 9 (39.1%) indicated they were interested in
taking an exploratory class in general marketing, while
14 (60.9%) indicated that they were not interested in
an exploratory class.

Totals revealed that 136 (41.7%) of the 326 seniors surveyed

were interested in receiving training in general marketing,

while 190 (58.37%) were not interested in receiving such

training. Totals also revealed that 167 (51.2%) of those

surveyed were interested in taking an exploratory class in

general marketing, while 159 (48.8%) were not interested in

an exploratory class. (See Table 3 on page 27.)




Table

ing (M) Program

Student Interest in General Market

Exploratory Attend Snow

School @1 training class in GM for GM training
Juab

Yes 17 (47.2%) 22 (61.1%) 13 (36.1%)

No 19 (52.8%) 14 (38.9%) 23 (63.9%)
No. Sanpete

Yes 21 (43.8%) 20 (41.7%) 21 (43.8%)

No 27 (56.2%) 28 (58.3%) 27 (56.2%)
Manti

Yes 19 (31.1%) 31 (50.8%) 24 (39.3%)

No 42 (68.9%) 30 (49.27) 37 (60.7%)
Gunnison

Yes 21. (52.5%) 27 (67.5%) 25 (62.5%)

No 19 (47.5%) 13 (32.57) 15 (37.5%)
Richfield

Yes 50 (42.4%) 58 (49.27%) 26 (22.0%)

No 68 (57.6%) 60 (50.8%) 92 (78.0%)
Wayne

Yes 8 (34.8%) 9 (39.1%) 2 (8.7%)

No 15 (65.2% 14 (60.9%) 21 (91.3%)
Total

Yes 136 (41.7%) 167 (51.2%) 111 (34.0%)

No 190 (58.3%) 159 (48.8%) 215 (66.0%)




Objective IT

occupations would attend Snow Colleg

How many of those students

Q

0 receive training?

Students Willing to Attend Snow College

L

~

The results were as follows:

Of the 36 students surveyed at Juab High School, 13
(36.1%) indicated that they were willing to attend Snow
College to receive training in general marketing, while
23 (63.9%) indicated that they were not willing to
attend Snow College to receive such training.

Of the 48 students surveyed at North Sanpete High School,
21 (43.8%) indicated that they were willing to attend
Snow College to receive training in general marketing,
while 27 (56.27%) indicated that they were not willing
to attend Snow College to receive such training.

Qnl
School, 24

Of the 61 students surveyed

(39.3%) indicated that they were willi; o attend

now College to receive training in general marketing,
while 37 (60.7%) indicated that they were not willing
to attend Snow College to receive such training.

Of the 40 students surveyed at Gumison High School,
25 (62.5%) indicated that they were willing to attend
Snow College to receive training in general marketing,
while 15 (37.57%) indicated that they were not willing

to attend Snow College to receive such training.




Of the 118 students surveyed at

w

attend

26 (22.07%) indicated that they were
Snow College to receive training in general marketing,
while 92 (78.0%) indicated that they were not willing
to attend Snow College to receive such training.

6. Of the 23 students surveyed at Wayne High School,

2 (8.7%) indicated that they were willing to attend

Snow College to receive training in general marketing,

while 215 (66.0%) indicated that they were not willing

to attend Snow College to receive such training.
Totals showed that 111 (34.0%) of the 326 seniors surveyed
were willing to attend Snow College to receive training in
general marketing, while 215 (66.07%) were not willing to

attend Snow College to receive such training. (See Table 3

on page 27.)

Objective ITI

Does Snow general

College area show suf

marketing to warrant applying for a role designation through

the Board of Regents?

The following information was also revealed in the
Phase I survey:
1. Of the 36 students surveyed at Juab High School, 12
(33.3%) indicated that they were interested in the
general marketing program or exploratory class but

would not attend Snow College to receive such training,




=~

while 12 (33.37) indicated that they were
in the general marketing program or the exploratory c
and would be willing to attend Snow College.

Of the 48 students surveyed at North Sanpete High School,
5 (10.4%) indicated that they were interested in the

general marketing program or the exploratory class but

would not attend Snow College to receive such training,
while 19 (39.67) indicated that they were interested

in the general marketing program or the exploratory class
and would be willing to attend Snow College

Of the 61 students

surveyed at Manti High School, 9 (14.8%)
indicated that they were interested in the general

marketing program or the exploratory class but would not

attend Snow College to receive such training, while
(32.9%) indicated that they were interested in the
general marketing program or the exploratory class and
would be willing to attend Snow College.

hool, 4

Of the 40 students surveyed at Gunnison Higl

(10.0%) indicated that they were interested in the general

marketing program or the exploratory class but would

not attend Snow College to receive such tra

ning, while

25 (62.5%) indicated that they were interested in the

class and

eneral marketing program or the explora
% g T

would be willing to attend Snow Coll

Of the 118 students surveyed at Richfield High School,

39 (33.1%) indicated that they were interested in the




general marketing prog xplora

would not attend Snow College to receive such training,
while 26 (22.0%) indicated that they were interested
in the general marketing program or the exploratory
class and would be willing to attend Snow College.

6. Of the 23 students surveyed at Wayne High School, 7

(30.4%) indicated that they were interested in the

1 or the exploratory class but

general marketi

PT():}{"

would not attend Snow College to receive such training,

while 2 (8.7%) indicated that they were interested in
the general marketing program or the exploratory class
and would be willing to attend Snow College.
Totals revealed that 76 (23.3%) of the 326 students
receiving training in a general

surveyed were interested ir

to attend Snow College to receive such training. Of those

surveyed, 104 (31.9%) indicated that tt
in the general marketing program or the exploratory class
and were willing to attend Snow College to receive this

training. (See Table 4 on page 32.)

program or exploratory class but were not willing




General Marketing that Would

o Attend Snow College

School Would attend Would not

Juab 12 (33.3%) 12 (3

No. Sanpete

Manti 20 (32.97) 9 (14.87)

Gunnison 25 (62.5%) . (10.0°

Ri

Wayne 2 (8.T%)

7 (30.4%)
Total 104 (31.9%) 76 (23.3%)

f6) ploy erview (
in Phase TI can be found in the appendix of this stud

uestionnaire consisted of five questic

after a brief introduction and explanation

ion one pert

two, three, and four pertain to

five pertains to objective

1. Do you believe there is a need for

your business or other businesses si

yours?

(The response was recorded as yes or no.)




2. Do you employ any students from Snow College during

year? (The response was recorded as

3. If you had a part-time job opening available, would vou

be willing to hire a student who was involved in a general
marketing program? (The response was recorded as ves

or no.)

4. Would more about

became available? response was reco

or no.)

5. How many students could you employ part time in your

business? (Number response was solicited.)

Objective IV

Do the employers believe that there

pretrained people in their business

Of the 35 marketing related bu

and Mt. Pleasant

surveyed, 22 (100.07%) indicated to the ir

they believed pretrained people were needed in theix

businesses or similar businesses. (See Table 5 on page 35.)

Objective V

Will employers be support:

program?

The following data was tabulated from the cc
=3

lonmaires:

employer interview quest




1 Snow Colleoec

full or part time, while 16 (73%) indi
did not employ any Snow College students either full

or part time.

2. Of the 22 businesses surveyed,

ses surveyved, 19 (867%) indicated that

3. Of the 22 busines
they would like to know more about the general marketing

n if it became available, while 3 (147%) indicated

that they did not need additional (See
355)
Are there sufficient part-time and jobs available
ketir

to support the cooperative aspect of a

As a result of the employer interview, 41 potential part-time
positions were identified. These positions are possible posi-
tions, not available positions. (Some of the positions were

immediately available.)




Employer Interest in a General Marl

Employers who believe pretrained
people are needed in their

business or in

ar businesses

Employers who currently e

[e))

Snow College students part time (73%)
[f a part-time job were available

would employer hire student from 20 2
general marketing program at (9%)

Snow College

Employer would like to know more

about the program




CHAPTER V
SUMMARY, CONCLUSIONS, AND RECOMMENDATTONS

The purpose of this study was to determine if there

was a need for a general marketing program at Snow College

or questions

in Ephr The specific objec

to be answered were as follows:

1. Do the employers believe that there is a n
pretrained people in their businesses?

2. Are there sufficient part-time and full-time jobs
available to support the cooperative aspect of a
general marketing program?

3. Will employers be supportive of a general marketing
program?

4. Are the high school students in the Snow College area

marketing?

interested in occupations related to geners

How manv of those students interested in general

w

marketing occupations would attend Snow College to
receive training?

ient need for general

6. Does the Snow College area show suffi
marketing to warrant applying for a role designation
through the Board of Regents?

se 1 consisted

The study was conducted in two phases.
of a student interest survey. Seniors at Juab, North Sanpete,

Manti, Gunnison, Richfield, and Wayne high schools were




7 F 1

wrveyed. Approximatelv 72% of

these high schools completed the

ndices

questionnaire can be found on page

Phase II of this study consisted of interviews with employers

in Ephraim, Manti, and Mt. Pleasant, Utah.

=

63% of the employers ir

general m

were surveyed. (A sanple interview f

on page 47 in the appendices.)

Conclusions

a need for

Do the employe:

s believe that ther

pretrained people in their businesses? The conclusion must

ined people

be made that employers do feel a need for

in their businesses. In response to this question, 1007

ved answered ves.

of the employers intervi

Are there sufficient part-time and full-time ]

availabl

o suppc

tential

marketing progr.
part-time positions were identified. Data obtained from Job
Service showed approximatelv 90 full-time jobs available

be concluded

each year in the Snow College area.

active coop pre

there are sufficient jobs to support an

at Snow College.

Will employers be supportive of a g

program? When the employers wer

students involved in a gener:




indicated that they would do so. Of th

indicated that thev would like more infor

program. It can be concluded that the en
Manti, and Mt. Pleasant would be supportive of a general
marketing program.

Are the hi,

Data obtained from the student survey rev

(41.7%) of the 326 seniors sur in

@S TOSE

receiving training in gene

to 167 (51.2%) when those interested in the exploratory

class were included. Therefore, it can be concluded that

a high percen > of the students in the Snow College area

are interested in general

How many

those students interested in g

1] marketing

g

ults

would attend Snow College to receive training? The

of the survey indicated that 104 (31.9%) of 3 seni
surveyed were interested in receiving in al

marketing or were interested in the exploratory class and

data

willing to attend Snow College for such trai

indicated that 76 (23.:

ereste

&) were in

ling to attend Snow College for the t

Does the Snow College 1
1 marketing program to
designation through the Board of Re all




the answers to the other objectives of tl e positive
would indicate the need for a rol signation in general
marketing. It can be concluded that e W

justified in applying for a role designation in general

marketing.

The following is a list of recommendations the researcher

e administrators as a res of having

would make to Snow Coll

completed this study:

1. Snow College should begin a general ma
in order to serve the needs of students in the Snow College

area. It is recommended that the title General Marketing

be used for the program. The reason behi
fold. First, the soon-to-be-revised occupational codes

define general marketing as organized subject matter and

learning experiences concerned with the general AT
of marketing fimctions, le i ce
dures. The basic knowledge, skills, itudes

developed in this program are applicable to retailing,

wholesaling, sales, and other mar! el 1 ar

ion of

(U.S. Office of Education, 1977). This de

general marketing leaves room for diversification and special-

ization in the areas of sales, retaili saling, and

other marketing related areas. This




Marketing should be u:

¢

indication as to what

of training

the two yeax

to be placed with firms at

had not received the trai

gement training period before pl:

managen positions. Thus, the title of General Marke

/she can expect in

ing is indicative of w

¢

Y Of

emplo

ent upon comp

other study

Using the results of this studv, and

sary, Snow College administrators should apy

nece
additional fimding 1 state and fe e
aid in the developmen impleme of the geng

marketing program. The area of need is a top priority

eral and state sources

for funding from both

[t is reco h be conducted to

marketing program, or 23% of those surveved, were not

willing to attend Snow College to receive such training

e present placement

of the emplc

Snow should be reviewed.
had no Snow College students employed, vet the majority

of employers were very ortive of the program.

Many of the employers interviewed e




that there was a lack ¢

conmmal it ) VE 1 e 1ves
and the college.
5. It is recommended that all three aspects of a und

marketing program be implemented.

of classroom instruction. Second,

or Distributive

organization

DECA is a cc

t or designed

develop leadership in the student. Third, an active

cooperative work e

perience program that is directly

related to marketing should be deve
5. It is also recommended that some type of employer training
and information plan be developed to further inform

employers on how cooper education can be of benefit

to them and to the school.
7. It is highly recommended that a trained distributive

education teacher-coordinator be hired to assis

cion o the

faculty in the development and impler

general marketing prog

It is further recommended that a study dealing with ourse

content or curriculum be undertaken to

15%}'}& .

subject matter should be
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APPENDT?

UTAH STATE UNIVER = LA AN, UTAH 84322
EGE OF
ITMENT OF

JSINESS EDUCATION
801-752-4100

December 15, 1977

As a part of my graduate work at Utah State Universi I am cond

a study of student interest in a general marketing 1 at Sn

Ephraim, Utah., | in this s

This study will provide Snow College with information that may help obtain
a role designation for general marketing from the State Board of Rec

inis

e agreed on the phone, this questionnaire
rs in their homerooms. | would apprecia
the completed questionnaires by January 10, 1¢

u could

Thank you very much for your cooperation.

Sincerely,

Rick L. Dove
Graduate Assistant

Student Questionnaires




APPENDIX B

Student Questionnaire

INSTRUCTIONS: Complete the following questions according to
the directions given by your instructor. Please answer as
completely as possible. If you have any question, please
ask your instructor for help.

1. I plan to attend: a two-year coll

_a four-year college or univer
_a vocational school or trade-tech

o _none of the above

2. General Marketing is an area in business. A student in
this area would study to become a sales clerk, insurance
saLesman, deparmlent store manager, sales representative
for a company such as IBM, or he/she might go into business
for him/herself. 1In a General Marketing program the student
would not only take classes at the school, but would work
part time to receive training in his or her chosen career
The student would receive college credit for this on-the-
job training, plus pay for the work he/she does

a. Would you be interested in receivin of
training?
YES NO

marketing so you could find out if you are interested
in this type of work?
YES NO _

0 receive ucn

3. Would you be willing to attend Snow Coll
training if it were available?

THANK YOU FOR HELPING WITH THE COMPLETION




loyer Interview Questior

I am conducting
snow College. The purpose of the

in the Snow College

INTRODUCTION: Hi, my name is
a survey in conjunction with ¢
study is to determine whether employe
area feel a ne For/

that 1

n 1nte t in a new program

near fut

a prc
of the employers in the area.

trained people in

1. Do you believe that there is a need for
your business or other businesses that a

similar to yours?

YES NO

2. Do you employ any students fron
basis during the year?

ed in a program like

YES NO
4. Would you want to know more about such a program if it
became available?

S NO

How many students could you
in your business?

w

_PING ME COMPLETE

THANK YOU FOR YOUR TIME AND EFFORT IN E
THIS SURVEY.
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