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INTRODUCTION

Yurpose of the Study

This study was made in an effort to evaluabte the nsed in
Texes for Distributive Education--a wvocabtional sducatlion for
workers in distributive occupations. By the term, distribu-
tive occupatlon, is meant an occupation in which workers are
employed in the commercisal exchanges necessary for making
available to consumers the goods and services produced by others.
An attempt was made in thls study to make o national survey
of the need for Distributive BEducation in the Unlted States
and to show the present set up and need for dlistributive edu-
cational Training in Texas., An ondeavor was made in this study
to justify Distributive Training in Texas beceuse of the need
for 1it, and then to meke recommendatlons for the program in

connection with the present business sducatlional sot up.

How the Data Were sepure&‘

Some of the information used in this thesis was acquired
through personal interviews with Mr. H. A. Browming, State
Supervisor for Distributive Bducation, and from Mr. W, J. Adkins,
coordinator of Distributive Education at Temple, Texas. Haterial
for this study was also collected from State and Hational
Bullebtinsg which deal with the subject of distributive education.
Through the ald of Mr. W, J. Adkins, the wrlter of this thesls
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was able to secure the names of several merchants, located in
different soctions of the 3tate of Texas, who were using co-
oporative part-tlme trainecs. The guestlonnaire that was asent

to sach of the merchants conslisted of the following guestions:
(1) the need for cooperative sbore training, () the wvalue of
this kind of training over other kinds of training, (3) the
efficiency of such training, (4) its sdventages and disadvantages
to the merchants, (5) the problems releted to cooperablive pari-
time training. Both Mr. Browning and Mr. Adkins gledly gave
informatlon which was very helpful. The merchants answered

the questionnalires very promptly.

How the ?ata Were Presented

The data aré presented in the foilewing order: Introduction;
A Wabtional Survey in Distributive Hducation in Reference to
the Need for Training in This Type of VWork; The Status of the
Present Disbributive Bducatlional Program in Texas; A4 Btudy of
the Need for Distribullve Bducational Training In Texas; A Just-
ification of Distributive Training in Texas; Recommendations
for the Frogram in Comnectlon with the Present Business Edu-
cation Set-up. The Introduction is divided into the following
sections: (1) Purpose of the Study, (2) How the Data Were
Secured, (3) How the Data Were Presented, (4) Limitations of
the Study, and (5) Definition of Terms,

Chapter I, A National Survey in Distributive Eduecation in

Reference to the Heed for Training in This Type of Work, 1s



composed of the following sections: (1) Bstimated number of
Youbths GLach Year Inbering in the Fileld of Distributive Educa-
tion, (2) The Need for a Comprehensive Program in Distribu-
tive Occupations, (3) The Veoecational Training Principles in
the Secondary Schools, (4) The Responsibility of Present-Day
Bducators, (5) The Different Types of Training Carried On,
(6) A Survey of People Engaged in Retall Cecupations,

Chapter II, The Status of the Present Distributive Edu-
cational Program in Texas, Is divided into the following parts:
{1) The George-Deen Act, (2) The Meaning of Distributive Edu-
cation, (3) Objectives of Distributive Educatlon, (4) Train-
~ing Levels in Distributive Bducation, {5) Cooperative Parte
Time Program in Distributive Education, (6) Hature and Deter-
ninante of Distributive Occupations, (7) Types of Distribu-
tive Occupabions, (8) Tralning Programs for Adults Through Hxe
tension, (9) Evening Classes, (10) Par%«?ima Classes, (11) Co-
operative Part-Time Classes.

Chapter III, A Study of the Heed for Distributive Edu-

cational Training in Texas, conbains the following: (1) The
Opiniong of the Herchants in Reference to Cooperative Part-
Time Treiuning, (2) Cooperative Part-Time Training Programs,
(3) Troparsbory Curriculum, (4) The Cooperatlve Part-Time Cur
riculum, (8) Different Kinds of Distributive Education Goursés
Teught, (6) The Place of Cooperative Training Frogram in School
Curriculum, (7) Kinds of Cooperative Fart-Time Plans, (8) The

Essentisls for Success of Training Courses.



Chapter IV, A Justification of Distributive Training in
Toxes, is divided up into the following parts: (1) The Value
of Cooperatlive Training as Hxpressed by Teachers and School
Administrators, (2) The Opinions of Pupils in Regard to the
Value of Distributive Educational Training in Texas, (3) The
Value of Cooperative Training Revealed by Cthor Sources of
Haterial, (4) The Heed for Treining in the Distributive Cecupa-
tions, (5) Extent of Education for Distridbutive Cccupablions,
(6) An Important Problem in Texas with Reference to Distribue
tive Rducation.

Chapter V, Summary, Conclusions, and Recommendations,

is presonted in the divisions indicated in the chapter title,

Limltations of the Study

The study is 1limited in its scope to the training of high
sehool students and to adulis who are able Lo onroll in evening
classes and teke courses that will help them in their work
elther at the present time or in the futurc.

The scope of this thesis ls geographically limlted to the
State of Texas with the exception of the First Chapter which
desls with a Habtional Survey showing the nsed for the tralne

ing of Distribubtive Bducation in the United States,.



CHAPTER I

A HATIOHAL SURVEY OF DISTRIBUTIVE EDUCATION IN REFERENCE
TC THE NEED POR TRAINING IW THIS TYPE OF WOBK

The fact becomes clesrly apparent when the number already
engaged in distributive occupations; the number of individuals
who enber the distributive field each year, the great turmn-
over of distributive workers, the large nunber of faillures
among small retallers, the unsatisfactory serviece rendered
to consumers, and the personal and socilal costs of inefflelency
in the distribubive occupations are considered that there 1s
e grest need of training for distrlbutive workers.

It is estimated that 150,000 youth elighteen to nineteen
years of age find their first employment in distributive oc-
cupations emch year, An additional 130,000 persons bebween
the ages of twenty and twenty-four enter the distributive field
each year, many of whom are from other occupatlons, Relatlvely
few of those entering‘the distributive cccupations have had
any effective vocatlonal btralning for thelr employment, Largely
because of the lack of training on the part of euployses, the
rate of labor turn-over in retall stores 18 extremely high,
There is no doubi that adesquate and appropriate tralnlng for

ouners, managers, executives, and store workers would result
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in more &conomicai and efficient merchandising methods, & re-
duction in lsbor turn-~over, and & conseguont reduction in the
costs of operation. 5
"One of the principal needs for vocational education to-
day is accurate informatlion and data concerning the opportunities
for employment in various occupations.] This need is now being
met in many sections of the country--in citles, towns, and
counties~-through cccupational surveys, follow-up studies, and
job anslyses, Through these devices is determined the type
of training that should be provided in a given school area In
order for the student to obtain employment.'l Such studies
revenl the major employment areas, tho mwiber and qualificatlons
of those who should be trained, and the skills that should be
taught those preparing for various occupations. These studlies
have resulted in the organizatlion of a curriculum that more
nearly meets the training needs of a glven comauniby. They
have also revealed the need of tralining for employment in re-
tall stores, as well as training for employment in other dise
tributive occupabions., "It has been shown th&augh regearch
and surveys that almest 9,000,000 persons, or one out of every
elght persons gainfully employed, are engeged in distributive

(2]
ocoupatims. "=

Ixennetn B, Hassas, Distributive Educatlon Orgenizatlon and
Administration, ps Y

gﬁenneth B, Hass, Cooperative Part-Tiume Retall Training
Programs, 1939, De 12.




Retail-store operating costs, which have been rising
constantly since 1900, now average from 24 to 36 per cent
of the net sales. Another fact revesled by research 1s
that less than 10 per cent of those who start in dlstribu-
tive business succeed. Thoss who start in retall business
have only two ehances out of three to remain In business
one year, an even chance of remaining in business two years,
and only two chances out of five of lasting three years.

It is apparent from these statistlcs--vwhlich are the result
of mmerous surveys, analyses, and researches that there

is a great need for a comprohensive natlon-wide educatlonal
program that will prepare for efficient service those who
expect to engage in distributive oceupations, "o

The George~Deen Act, which provides for training under
Federal grants, has served to dirsct attenticen to the fact
that distributive educatlion has been too long neglected and
to emphasize the need for workers and prospecilve workers in
these ocecupatlions. Distribubtive education can be offersd in
the public sehool just as other kinds of educatlion are offered.
Distribution of goods and services 1s not a mysterious art;
1t can be taught, studied, and practiced the asame a8 can any
other business or profession,

Although vocational training for the distributive occu-
pations has been neglected, the need for such training is o] s 28
vious when one considers the number of persons entering these
ocecupationa each year, the large turnover of workers, the rate
of failure among retaillers, and the mounting costs of distribu-

ting poods and services,

3Kanneth D. Hoss, Distributive Eduecation Orgenization and
Administration, De O




Probably the besit type of educatlion that occupies the
ground bebween the old-fashioned education, that was desipned
primarily to promote mind discipline, and the so-called "pro-
greassive" educatlon of today, which is "designed for fun," is
vocational educabtion, which geslts to train the youth teo earﬁ
a respectable living and to live a contented 1lifle.

In many of our sccondary schools the principles of vo-
catilonal training in the crafts bave been incorporated ino
the regular currlculum with excellent results. In many lnstences
such training has diverted the mind of youth from intellectual
mlrages to the practical sphere of honest mamal abllities,
There seems bto be no r@ason,wéy training in the last year of
the secondary school cannot be supplemented with more inten-
sive courses that will tend to meet the demands of tralining
in speclalizged filelds, such s the distribubtive occupations.
The essentlal point, as far as training for the area of dlae
tribution 1s concerned, ls that the germ of useful endeavor
would be implanted in the trainse and he would be brought ul-
timately to roeslize economic independence, which might other-
wise be vague and uncertain,

Students should be taught in school to do the specific
mﬁhin@s they will later be called upon to do as workersg in disw
tributive occupations. They should be given an opportunity
to become adept in at least one specifice skill and versatlile

In meny. The omployer 1s not interested in any theories of



genaral salesmanship that the prospective employee may have -
acquired In & classroom COUrd, but rather in his abilliy bo
perform specific jobs. genersl training for occupations in
the field of selling should include practicsl instructlon
through actusl employment in specific jobs.

The responsibility of present-day educators 1s not con-
fPinod to the achool house. During the period in which the
frontiers of this country were expending and businoss was ol
larging its activities, 1t was somparatively easy bto make ad-
justments after employment in spite of any shorbeomings In
the educational system, During thab porlod, the schools con~-
fined themaelves to academic education, Today, however, the
educational system must face the fact that 1t is a social ine
stitublon set up for the purpose of inducting youth safely and
swiftly into some ccoupationally and scclelly uaeful place in
1ife, The most offsective chammel to soglal and occupational
competence is sound, penetrating vocationel training under
public~school supervision and conirols

The first Torm of training for retall-store work was that
provided by department heads or their assistants for women and
girls employed in stores. It conaisted of sysbtematic tralning
on the job Loy the dutles bo be performed. Later, tralning
DPOLYANS Were dévalop@d in schools for store workers snd pro-
spective workers, As the need for teachers of retall-storo-

treining courses developed, trainlng-propgraus wore set up for
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educational-training directors in stores snd for beachers of
salesmanghlp coursos,

The two beginning types of tralning carried on were:

{1) tralning In stores that covered sales-check routine and
later embraced instructlion in salesmanship, merchandising,
and training for junior executive work; (2) orgeniszed tralne
ing in high schools in day clesses, conbtinuation classes, and
evening classes, More recently, however, distributive educaw
tion courses in merchandising and cother phases of store work
have been established in colleges snd universities.

The latest Torm of tralning for the distributive octu-
pations is that provided in pert-time and evening classes in
the pibliec high schools of the country for those engaged in
these occupations, This tralning is carried on strictly under
the provisions of the CGeorge-Deen Ach,

Through a nationsl survey 1t has been found that
there arve 5,437,212 people engaged in retail occupations,
while ,5lo,291 are &nwaged in wholesaling, making a btotal
ol 6,752,493 Individuals directly engaged in distributive
oecupations,”

Thege figures do not include a peossibly equal number of ine-
direct, passive serviese and executive salespeople, nor do they
include producers who engage in actunl sales activities. It

1s obvious that if this multitude of people is to be glven

an intelligent understanding of how to render intelligent serve

ice to cusbomers, employers, and socliety, organized education

40, M, Arthur, "The Passage of the George-Dean Ast,"
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of gome kind shiould be provided for thems It has been found
that properly adminigtered education will help prevent the
gcononle and emotlional waste resulting when those with apti-
tudes for selling follow other kinds of work; and when those
with no aptitude for selling try to make progress in an oCCu-
pational field for which thoy are nob adapted. There 1ls little
doubt that the number of both small and large stores will ine
erease from time bo time, This willl result in & constantly
increasing and persistent demsnd for well-educated and well-
trained abore workers.

Formnl education should hely people to meke adjustments
to 1life circumstances, Posslbly the primary noed of 1life 1s
to mako a living. There ls no job so triviel thet 3% does nob
carry with its mastery personal pride, self respset, and a
surety of aceomplishmont and heppiness. To traln persons to
sarn & living and to live as happlly as possible is the primary

need and objectlive of vocatlonal education,



CHAFTER IX

THE STATUS OF THE PRESENT DISTRIBUTIVE EDUCATICHAL
PROGRAYM TH TEXAS

Yoeatlonal training in the distributive fleld is a come
paratively new phase of the federal-aided program of sducation.
rrior to the passsge of the George-Deen Act few states or
local programs had included training in this area of vocatlonal
education, The raaliz&tian of the inadequacy of the training
being provided in distributive education, and the recognlitlon
of the economle and soeclgl desirability of making vocational
training avalleble for workers in distributive occupatlons,
led to the inclusion is the George-Desn Act of a provision
for distributive education.

The (eorge-Deen Act was passed by Congress in 1936, It
wes signed June 8, and beceme effective July 1, 1937,

Tn additlon to authoriszing an appropriation for the purpose

of providing for the further development of vocational educa-
tion 1n agriculture, home economics, and trades and industries,
3gction 2 of the George-Deen Act mede specifle end separate
provision for training in distributive occupatlonal subjects.

The following is Section 2 of the Goorge-Deen Act:

The sum of 41,200,000 to be alloted bo the States and
Territoriss in the proportion that thelr total populablion

12
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bears to the total population of the United Stabes and
Territories, sccording to the United States census pre-~
ceding the end of the fiseal year in which any such allot-
ment is mads, and ahell be used for the salurles and neces-
sayy travel expenses of teaschers, supervisors, and divectors
of, and maintenance of bteacher tralning in, dlstributive
occupational subjects in such States and Territories: pro-
vided, however, that the allotment of funds to any State

or Territory for the purpose of thig seection ghall be not
legs than a minimam of $10,000 Tor sny flscal year after
July 1, 1937, and there is hercby authorized to be appros~
priated for the fiscal year begimning July 1, 1837 and
annpually thereafter the sum of 554,000 or so much thereofl
a8 m&gibe needed, which shall be used for the purpose of
providing the minimum allobtments to the States and Terrie
tories provided for in this section,l

These allotments under the act are to bo matehed by the
Stabtes on a 50 per cent basis until June 30, 1942, Subsecquent
to that date, the mabohing percentage will increase 10 per cent
each year until the beginning of the fisgcal year July 1, 1946,
when the States will be required to mateh Federal funds dollar
for dollar.

Section 6 specifies "that the appropriations made by this
act for distributive acéupﬂtianal subjects shall be limited
to part-time snd evening schools as provided in the Smithe
Hughes Act of February 23, 1917, for trsasde, home economics,
and industriel subjects and as qualified by the provisions of
this section,™?

Hany teachers of busliness subjects seem to have the

impression that the Ceorge-Deen Act provides subsidies only
for instruction in preparablon for the digtributive trades,

lgenneth B. Hass, Distributive Eduecabion Organization -
snd Administration, Distribubtive Loucation Bulletin 1o 2il, De le

2
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The Act aprropriates roughly $14,750,000 to be apportioned
gmong the various fields of vocabionsl education, Trade
snd industry, home economics and agrieculture arée each ap~
proximately 28% of the sum appropriated, Instrucktion for
the diestribubive occupatlions 1s sssigned the remaining

14% of the total funds, or an amount of §1,298,602,10,°

The following are the beneficial effects of the George-
Deen Act:

{1) Cooperative courses which reoguire pupils to work in
stores and attend clagsses allernate weeks are included in the
provisions of the Act, Courses lan which students work elther
mornings or efternoonsg snd spend the rest of the day in the
classproon are alsc provided fors In fect, the Act will encourage
the formabtion of other types of cooperative courses,

(2) The Aet will glve a declided impetus to adull evening
courses, Specialiged distyibutive courses wlll inerease in
nmuber,

(3) The added interest in part-time and evening courses
in disbtributlive occupations will hasten the adoptlon of retall-
ing courses in sscondary scliools,

"Teachers, principsls end store executives are beglnning
to eppreclate the numerous opperbtunities afforded high school
gradustes in the retalling field. A conservative estimate is
that retalling courses in high schools will increase at least

ten-fold during the next five years."4

Sglinton A. Reed, "The George-~Deen Act and Its Relation
to Voestional Business Bducabion,” Lastern Commerclel Teachers!
Associstion, Lleventh Yearbook, 1938, Philadeiphis, 'fes De <98,

$yorris A, Drisco, "The Challenge of the New Federsal Vo-
eational Aect which Provides Training for Commerciel Dlstrlbutlive
Oecupations,” Eastern Comuerciasl Teachers' Assoclation, Tenth
Yearbook, 1937, Philodelphia, Pg ‘ '

5L e
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The Hesning of Dlstributlive BEducatlon

Digtribubive education is vocabtional sducstlon for workers
in distributive occcupations. Disgtributive ocoupabions are
those followed by workers directly engaged in merchandising
activities, or in direct contact with buyers and sellers when:

. Distributing to consumers, retallers, jobbers, and
wholesalers the prcducts of farm and Industry.

be Hanaging, operating, or conductling a comnerclal
gorvice or personal service business, or selling the seprv-
ices of such & business, Distribubtive cccupstlons do nokt
include clerical cccupations such as stenographvy, Look-
keoplng, office clerical work, and the like; nor do they
Inclunde trade end Industrlal work followed by those engaged
in railroad, trucking, or other tranaportation activities,®

Cbjectives of Distributive Education

Certaln baslc objectives must be kept in mind in setiing
up and operating any educatlional program. A4 program 0f dise
tributive educatlion under publice supervision can be jJjustifisd
only when 1t provides training which enables those engaged
in the distributlive field to give better, more economical and
more efficient services.

One of the most important objectives of the distributive
education program is to train the distributive worker to render
a more intelligent and efficient service, Through use of
appropriate courses for the different occupstional levels, the

vocational skills and knowledges required for successful

Sﬁanvan R, Armstrong and ¥. A, Browning, Manual for Evening
and Part-Time Classes in Distributive Educatbion, State Doard
for Voeatlonal Education, p. L.
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functioning in the different distributive occupations will be
developed. dJob satisfaction and apprecisblen, increased use-
fulness and esrning esbility, advancement, and stabllizablon
are important oubcomes of g vocational training program for
distributive workers.

“inother important objective of the distribubtive edueation
program is to reduce the loss caused by business purnover by
training not only salespersons and other store workers to render
efficlent service, bub also by training owners and nManagers
to conduct their businesses in accordance with sound manage=
ment pollicies and practices, It will be a purpose of the
distributive sducation program to serve the large group of
smoll distributors and their employeses throuph a vocational
tralning progran sulbed to their needs, There are hundreds
of thousands of amail, individusl distributive businessesg that
are geriously handicapped because of the lack of any voecatlonal
training smong the workers.

|/ An important objective of the distributive educablon pro-
gram 1s to train salespersons and other sbtore workers to render
a more intelligent and helpful serviece in thelr contacts with
the customer, An efficlent salésyﬁPson should heve accurabe
tmowledge of the goods thet he sells. Equelly lmportant is
the ability of the salesman to behave 1n a meaner thal is agree-

able and pleasing to the customer.
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Praining Levels in Distributive Educatlon

Below are llsted the levels for distributive educatlon:

1. Freparatory program on the secondary school level,

2. Gooperative part-time program on the 12th grade, high
school post-graduate, or the junlcor college level.

%. Ixtensilon progran on the adult level for salespeople
and others who have customer contacts.

4, Extension progrem on the adult level for junlor exec-
utives, buyers, and department heads.

5, Lxtension program on the adult level for owners, managers,
and executives,

Programs for these five levels, could be organigzed to pro-
vide positive relationships between the subject nabier taught
and the levels of training. Within obvious limitations these
programs may be arranged to carry the trainee through a whole
broad series of learning experiences from the secondary school
level to the adult executlve level,

| The preparatory program should be carefully planned to
discover the rupll's interest in snd aptitude for distributive
work, to develop certain basic abllitles and understandings,
and to provide a knowledge of related distribubtive subjects
as a backsround for vocational training uwnder the wrovisions
of the George-Deen Act. In owder to glve pupils an understand-
ing of business and their relatlon to 1%, such general courses
as elementary business training, business pconomlics, record

keeping, and business law may be included, Puplls should be
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given also a knowledge of those subjeets that are related to
the field of diatributioﬁ, Sueh courses am econgmlic geography,
business arithmetie, and retail booklkeeping are suggested,
In addition certain ecaﬁpaﬁianal information and braining should
he given which will include the functions of reballing, common
practices in carrying on routine work in storss, elements of
retaill salesmenship, snd a study of merchendise in one broad
field.
Cooperative Part-Time Program in Distributive
Educatlion

Cooperative part-time currlcula in distributive educatlon
may include a wide variety of course subject content and sub-
ject sequence, The variablon in the instructlional material
ineluded in courses now in operatlon in verious parte of the
country is evidence of the fact that curriculum organizatlion,
subjeet matber, and experience should conform to local con-
ditiens and the needs of the tralnees enrolled in the coopera-
tive parit-time program,.

The following is a llst of possible subjects to be taught

in & cooperative pari-time program:

Principles of retailing Store Arithmetlc
Conference on store problems  Retasll selling
hdvertising and display Store English
Elements of store organi- Merchandlse study
zabtlon and manasgement Customer relations

Reball bookkeeping
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The Hature and Determinants of Distribubive Cccupsatlions

Miskributive occupablons ave those in which workers are
employed in the commercisl exchanges necessary for making
availableo to consumers the goods and services produced by others,
Meny retallers are also menufacburers of the goods they sell,
So far as thelir retall activities are concerned, they are dig-
tributors. For example, printers, bankers, Jjewolers, photopgw
raphers, and sign writers are both mamufacturers and diatributors.
The managera, salespersons, snd other customer contact workers
in these organizations are distribubtive workers.

Gustomers buy not only a wide variety of commodities, bub
also sn ever-increasing variety of services, Jome of these
services are commercisl in nature and some afc norsonal. Come-
mercial services are gold by individusls engaged in conducting
businesses or managing agencies for adverilsing, Tinancing,
insuring, ssoring, eollecting, reporbing, and employing actlv-
itiea, Personal services luclude cleaning, repairing, hobtel
housing, recreation, and other services necessary Tor comfort-
able livinge. Therofore, those workers who manage, sell the
services, or make the necessary customer combacts poculiar to
such businesses, are distribubtive workers as much as those who
distribute commodities. Soecisl needs snd business praoctlce
justify the inclusion of commercisl and personal services as

distributive occupstionsg,
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The determinents for a distributive occupablon lie in the
nature of work done; not in the kind of business in which a
worker 1s employed. If the worker is in conbtact with consumers,
or if he is engaged in meneging, buying, selling, or servicing
to consumers, he is engaged in a dlstributive occupations If
the worker is not in direct contact with consumers, or if he
1s not engaged in related buying, selling, promotional, ox
managing activities, he is not engeged in a distributive oc-
cupations This excludes all clericsl workers, gueh ag book-
keepers, stenopraphers, recording clerks, and othera not directly
engaged in consumer contacts or Iln other merchandlising active
1ties, even if they are employed in stores and other dlstribe-

utive organizations.

pypes of Distributive Cccupations
Below is a list of the common déistributive occupations:
1. Mansgers and operators of all kinds of sbores, shopsd,
and other businesses:
n. Retall stores of every kind: grocery, furniture,
hardware, dry goods,; ete.
b, Jobbing and commission housos.
c., Commercial service businessos.
d, Wholesale stores.
e, Cooperative orgenlzations: retall, wholesale,
and agricultural.

f. Personal serivce businesses: leundries, dry



2.

G
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6.
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cleaners, barber shops, and benuby shops.
g+ Contractors dealing wlith consumers: electrieal,
plumbing, bullding, etc.
ra Hotel, resturant, reecrestlon, and amusement busi-
nesses.,
Hanaging agenbts: brench mansgers snd other loceal
representabives of all kinds,
Avprentices and learners in tralaning for managerieal
positions in stores.
Purchasing agents snd general buyers of all kindas for:
a, Retgll and vwholesale siores.

. Cooperative orgenizatlons.

¢, Industrial, comuercial, and personal service organm

izationsg of all kinds.
d. Agriculbural products.
Department hesds, supervisors, and foremen ln stores:
a. Commnodity departments: buyers for dresses, men's
sults, meat, cligars, etc,
b. Service departuents: delivery, restaurant, ebc.
Selesmanagers in all kinds of business.
Salespersons: Sales agents, canvassers, solicltors,
demonstrabors, in:
2. Retall stores of all kinds.
b, Wholesale, comalsslon, jobbing organizetlons.
¢, Industriasl organizations: Iindusirial salesman,

specialty salesmen, otc,



o

d. Commercial services: canvassers, sollcltors,
realtors 1ife underwriiers, elc,
e, Transporbation, commmnicatlon, and other public
service organizatlions,
f. Personal servics businesses: cleaners, auto agency,
etcs
ge Hotel, resteurant, amusement, oclcC.
8e Store service workers in contact with customers:
caghlers, adjusters, collesctors, eic.
94 Delivery mon of all kinds:
a, Dellvery salesmen: milk, ice, otc.
bs Reball and wholesale dellvery men.
10, Hiscellaneous: auctioneers, newspaper vendors, stowards,

ebc.

Training Programs for Adults Through Dxtension

Courses for adult workers should be adjusted to thelr oc-
ecupational levels, the kind of business in which they are en-
gaged, and the nabure of their job actlvities. Tonstructional
mekerial common to different groups and various dlstribublve
occupations may be organized inbto appropriate courscs. In the
larger centers, it may be possible to offer many of thess courses
each year, while in the smeller cenbers fewsr and different
courses mey be offeved each year, so that over a period of Jrom
two bo four yesrs rebail workers mey be sble to secure compre-
hensive vocablonsl training in thely flsld of interest and

activity.



Below is & liat of courses that represents possiblllties
for instruction on the three adult levels of training needed
by employed salespeople; junior execublves, buyers, and depari-
ment hends; snd exccubives, owners and Managers.

Suggested Courses for the Selespeopie:®

Specialty selling Business belwmvior

Applied displey Consumer relatlonships

Art principles , Herchandising information
Store arithmetic Selling for special groups
Study of textiles Retall salesmanship

Suggested Courses for Junlor Executives, Buyers, snd Deparbt-
ment Heads:

Retell buying and selling Counsumer relationships
Selling depariment survey Junlor sales training

Personnel management Delivery service tralning
Price marking Credits and collection

Principles of retalllng Plenning and control
Preparation of advertlsing Display techniques
Duties of a junior Eeonomlcg of fashlon
axecutive Market research and snalysis
Aetivities of buyers and
desparinent menagers

Sugrested Courses for Cwners, Hanagers, and Exscutives

Merchandise control 8tore operablon and service

Sales promotion 8elling clinlce

Retall merchandising Hanagement probleus

Public relations Advertising methods and

Retall buylng problems practices

Departuental coordination CGroup efforts bto promote

Training of employees trade

Pinsncial control Store traffic problems

Harket surveys Store letters to the publlc

Prinecinles of retalling Operation and management

Store orgenization and of the small store
administration Trends in compensabing seles

persons

g enneth Ba Hass, Dlstributive Bducabion, Orgenls
and Administration, Vocabional bulletin No. 211, Businoss
TAucation Series No. 13, United States CGovernment FPrinting
office, Washington, D. C., 1940, p. 2l.




Evening Classos

"An aven;ng schoul or class in distributive gecupstions
for which reimbursoment can be made is one which conforms to
the following regulrements.’”’

1. 411 those enrclled for instruction must be olxteen
years of age.

2, All those enrolled must be lawfully employed, or
temporarily unemployed, in a distributive occupabtlion.

3, The instruction must be directly supplemsntal
to the daily employment of the workers.

4, The class st meet at any hour of the day ovr
evenin@ when the workers are not employed.

5, The teacher mmst be guelified under the State
plan to bteach the clags,

Evening~school classes may offer instructilon which prepares
workers in an industrial or trade ocoupation for promotlon to
a full-time distributive ocoupstion if the dailly employment
of the workers involves some conbtact with consumers, The woriers
must have an agreenent for full-time employment In a Consumerw
gontact posltion in a closely related distributive businesgw
industrisl fleld, For example, a pgarsge ropalr men whose am-
ployment requires him to meet customers can be enrolled In an
svening class for prepering him to become a salesman of aubo-
mobiles, 1f he has a promise sf full-time employment as en
aubo sslesuan,

fyening classcs may be scheduled to meet at any hour of
the dey or night thet 1s outside the regular working hours of

those in the class, For workers who {inish thelr work abt noen,

vmibidﬁ * Do 234
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an evening class may be scheduled for any convenient hour in

the aftoernoon,

Fart-Time Classcs

Part-time classes are those classes conducted during the
working hours of the workers enrolled. The workers mist be
sizteen years of age, or over. The evening c¢lasses meoct after,
before, or oubslde their worklng hours, and the workers must
be slxteen years of age, or over, The chief difference in these
two types of classes is the time at which the classos are
ascheduled,

Reimbursement from Federsl distributive education funds
may be made for sslaries Lo teachers of three different kinds
of part-time classes for distributive workers:

1. Continucusly scheduled classes for distributive workers
who can leave their daily employment for instruction only &
few hours cach weoks

2. Short inteaslve courses to be taught for a limited
Time to distributive workers who can leave their dailly emplLoy-
ment or who are temporarily unemployed.

S5« Classes organized Tor contlnuous instrucktion on g
cooporative school-snd-omployment schedule for persons who are
regularly employed in a distributive occupatlon and regularly

enrolled In a school.
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Values of Evening and fert-Time Classes in Distributive
Bducation

Worth while extension sducabtion for the distributive
occupations can be productive of beneflits to employeos,
employers, the schools, and consumers, Values become ap-
parent in those prografs in which the probleus of traine
ing are aprroached serlously and thoughtfully by the groups
cooperating. When high standards are upheld the fellowling
values have been demonstrated:8

Values bto the Employee:

1. Better than a 50-50 chance to recoive a reward
for bime spent in classes in the form of incressed enrne
inga. ‘

2., Job securlty because of increased skill and lmowl-
8dgo.

Je Increased prestipe in the orgenization both in
the eyes of menagement and in the eyes of fellow-workers.

4. ©BSatlsfaction that comes from personal developw
ment on a job rather thru through a change of jobsg.

5. Better understanding of customers which will per-
mit greater service bto be rendered thom,.

_ 6. Inereased self-confidence in meeting the verying
demands of the times,

7+ Pleasure through acguaintance of their feollovw-
retall employess In the commmiby.

Values to the Employer:

1. Increased sales and lowered selling costs result-
Ing from a more alert and better trained sales force.

2. Reduectlion in excessive labor turnover through the
means of elasses to ilmprove pregent personnel.

3« Opportunlty to secure replacements from smong those
who nave sgecured training through distributive classes,

4. Hore effective performance of the duties of per-
gsonnel with less suporvision from management,

5. Fewor customer complaints and less returned goods
resulting fron better selling.

6. Improved employee morale as a tangible benefit
of extension classes in distributive education. NMentally
alert saleapeoople exhibiting wore enthusiasm and inberest
in their work,

gﬁanavam R. Armstrong and ¥, A. Brownlng, Hamel for
Bvenline and Part-Time Clsgses in Distributive Educalion, State
Toard Tor Vocatlonal Education, Distributive maucation Division,
fustin, Texas, September, 1940, p. 3.
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Yalues to the School:

1. Better understanding of the schools by busineas
and closer cooperation which results, »

2+ Enables the schools to asslist in further educa-
tion of those who haye no opportunity to continue thelr
aducetion In institubions of higher education.

Ds Opportunity to place in sulteble employment meny
students who are forced into flelds in which there is
1ittle chance for success,

Cooperative Part-Dime Classes

A cooperative part-time student is a person eanrolled in
certain coursesz in a public school where i1t ia poasible to
get organized practical experience in a distributive business.
The student takes such a course for the purpose of acquiring
knovledge and skilll in a partlculsr occupation. Under this
setup a traince’s tlwme is Aivided between schocl and worl,

The students enrolled in cooperative part-time classes
mist hnve all of the following qualificationa:

1. Sixtoen years of age or over.

« Regularly enrolled in & schoel,.

4]

» IZmployed in s distributive gecupation for at least

LA

as many hours each day or week or other unilt of tims as they
gpend in school during the same unilt of time.

4., Possess those personsl éﬁd occupstional chavacteristics
required for the type of work which instruetion supplements,

54 Able to profit by the instruction.

To be able to qualify for relzbursement from Federal

distrlibutive education funds for part of the salery of the



teacher, students enrolled in cooperstive part-time classes
mast be employed in a distribubive occupation during the ene
tire school year for o minimm of at least twenty hours =

woek for at least thirty weeks., The time spent in employment
by cooperztive part-time students must be egual Lo or exceed
the total time spent in school., If the students are in school
three hours each school day through the school week, then the
time spent at work must be at least fifteen hours a weok, if
the school schedule calls for alternate w&éks of school attende
ance and employment, then the time spent st work must equal

or exceed the tlme spent in school, In figuring the amount

of time spent in employment, the hours spent at work on Satur-
deys can be included; but the time spent in wnemployment When
the schools are closed for summer, Christmas, or other vacabions
cannot be included, unless coordinated or supervised. A cow-
operative pert-tlme student ls scheduled for regular olass
inatructi@ﬁ’in‘ragara to his working experiences amounting to

at least two school periods in each school day.



CHAPTER IIX

A STUDY OF THE NEED FOR DISTRIBUTIVE EDUCATIOHAL
TRATHING IN TEXAS

The data referred to In the followlng digcusalon was
collected from the State Board for Vocatlional Bducation, and
through psrsonal interviews and letters weritten to department
store merehants in different sections of the State of Texas
who enmployed cooperative part~time students,

,‘ The Opinlons of the Merchants in Reference to
\3 Cooperative Part-Time Tralning

Information was gothered from the merchants of department
stores in Dallag through personal interviews. The Herchants
in Amerillioc, Borger, Blg Springs, Paris, Terrell, and Pampa
were contacted by letters. All merchants interviewed and all
those to vhom letters were written were asked the following
quostions: (1) the need for cooperative part-time store train-
ing, (2) the value of this kind of training over other kinds
of training, (3) the efficlency of sueh tralning, {4) the problems
related to 1t, and (B) its adventapges and dlsadvantages to the
merchant, The results of the survey revealed that 93 per cent
of the merchants believed that there is a definite need for
cooperabive training on the secondary school lewvel, and that
coonerative tralining 1s more efficlient than that offered on

29
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other bases. The determining factors for success in coopera-
tive tralning sccording to the merchants were: (1) the type
of student teking the training, (2) the type of class teacher,
and (3) the type of store coordinator.

The merchents stated that thelr problems were to secure
the proper type of puplls, to find employment opportunities
for them, and to errange a satisfactory schedule between store
and gehools They recommended that the students for cooOperasm
tive pari-time tralning be more cavefully aelect@d? that in-
structors be thoroupghly familisr with shore work, and that
the acedemic instruction of ryupile be provided for, The mer-
chants oxpressed thelr bellef that there were no trends that
would take the place ofrceoyﬁr&tiv& training on the secondary
level.

The wmerchants feel that the chilef advanbtage of cooperabive
training is that it provides for more careful selectlon of fu=
ture full-time store personnel, in other words it 1s an up-
grading of store workers. The very grave disadvontage, on the
other hand, iz that some of those selected for training are
later found unsulted for store work. gThare were several other
disadvantages cited by the merchants, bub they were local in
nabture, and none were serious,

Below are listed a few of the sdvantages of cooporative

tralning as expressed by the merchants:



(1) Cooperative training provides for the constant in-
duction of desirable beglnners Into the store personnel.

{2) It provides the specific training for the tralnees
that the wmerchants desirve them to receive,

(3) Store owners are able to get better trained workers,
because those btaking cooperative training are required to study
related sublects, such as salesmanship, sclence, mathemables,
economics, Inglish,

{4) "The school btraining raises the educational level
Of the store occupations, and thereby attracts a better grade
of employees.

{5) "The store is relieved of the tralning problems and
expense, because the school assumes the burden of tralning.

There are many more advanbtages of cooperatlve training
for the merchants but the above mentioned are the most important
OIEDE »

tmhe following is a sugpested 1list of what the schools
wight do to betier prepsre the youth of today in the distribu~
tive occupations®:l

1, Always besr in mind that the boy or glrl may find
1t aifficult to see the relationship bebwesn classroom ma-
terisl and business requirements, Therefore, try Lo get
across, even to the younger students, the "uly™ of school
work, If your student is being given a course In bextiles,
ne should be shown that mowledge regerding the length
of cotton Fibera can pive him confidence in seliing the

customer who wants to lmow whether a towel will dry her
hands properly or will stand up under continued wear.

lgrnest B. Lawton; “&suthﬁ'ﬁmployar Seca I%," Zasten
Commerclal Teachers ﬁﬁsogiatian,_ghirtﬁenth’gﬁarbqak, 1940,
Philaedelphla, Pa., ps. 108,
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The Cooperatlive Fert-Time Currloulum

One of the importent features of the cooperative parie
time type of training le that 1t coordinobes work cxperience
end Instructlon, Hot less than the equivelent of one hour
of class work each dey sbouvld be devoted bo a discusslon
of the problems which have been encountered by the puplls on
the job, This procedure holps them to orlentate themselves,
agsiats them In their solution of pressing personsl and store
problems, and thus makes them more effliclent workers and par-
tlcipants in the dlstributive field., The remeinder of the
time spent in the clasgroom may be devoted to the related
subjects and project material get up in the curriculum, in
other words, the samg related courses or subjecbs may be offered
in either the preparabory or cooperative training curriculume.
The distinetion between the two tyves of tralning lies in the
teaching techniques employed and in the Pact thab actusl work
experlience ls provided in connection with the cooperative

part-time type of training.

Differont Einds of Distributive Bducatlon Courses Taughb
The kind apd mumber of courses will very with coammnliies,
kinds of distributive businesses, and funde avallable. In
courses for non-hiomogeneous groups 1t will be necesssry Lo
detormine by analysis the clemenbts common Lo the problems

end activities of individual members of the clags, The



occupational levels which lend themselves Lo extension training
through evening and part-bime classes range from the begluning
levels through top mansgement positions, Courses may also be
get up for the sub-executive group and for those senlor soless
people or senlor workers who are capable of advencement, Other
courses may be provided for executives, menagers or ownors,
of small and large atores,

"Below are listed Lypes of courses for Distributive e
cation classes®:4

A, Training for spoecific jobs
1., ©OStock room cmployees
2, Service employees
5. Balesgpeople
Be Training in specific rebail functions
1, Heball dleplay
2+ Retall credit problems
5. Retall edvertising
Cs Herchandise information alone
1, Texblles
2., DBuilders hardvare
S« Ready-to-wear
De Specific funchtlons in terms of mevchandise
1., Digpleying grocerles
2+ Bhoe store advertlsing
5« Buying problems in furnliture
Be Herchandige as affected by all Tunections
1. Retalling men's shoes
2s Rebtailing herdware
5e Retalling furs
P, Comnon nesdg
1. S3tore speech
2+ Store mathemmtlios
3« Telsphone personolity

For mixed pgroups of salespersons or store workers, when
clags menbers are fron various kinds of stores, courses developed
from the olements common to the warious tynes might apply oqually

well in all types. The following courses may be sugsested

4Donoven R, Armstrong and M. A. Browning, op. cite., pe 10.
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which will indicabe possibiliities. Content in each course

will be determined by ths needs of the locallty, group, snd

dlstributive oceupationg reprogented:

iy
b
Cw
de
e,
fo
e

e

e

e

Oa

Retall Sales FPromotlon

Buying Practices

Aritimstic of Rotalling

Telephone Selilng

Herchandising Principles

Beonomics of Retalllng
Porgonalized Retaliling

Pgyehology of Selling

Principles of Harketing

Retall Storve Advertising

Store Control

Store Speech and Vocsbulary in Belling
Advertising Copy Wrlting and Layout
Show Card Writing

Window and Store Display

For homogeneous groups of workers in dlstridbutive occupations,

the members having the same duties in one or more stores or

businesses, the followlng courses ave suggested:

Bow

De

Ce

da

Color, Line, and Deslgn
Fashion Trends
Selling Home Furnishings

Shoe ¥itting and Sellling
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Hillinery Selling

Good Herchandising
Furniture Merchandising
Advanced Selesmanship
Department Stores Salesmanship
Delivery Saleagmanshlp
Hardware Herchandising
Retall Bskery Selling
felling Men'ls Veayr

delling Women's Wear
Variety Stores Salesmaunship
Selling Bullding Supplles
Bagic Textiles

Real Esbtate Appralisals

Selling Glasswars

Selling Cosmebics and Tolletries

Por sub-executives and senior executlves, courses may be

orpanized for the discussion or atudy or verious elements In

managing or operating a distributive business.
list of

S

b
Gy
d,

Se

ghort unit suggested courses,
Fersonal Hanogement Froblems

Sales Promobion

Aceounting for Retall Store Execublves

Retall Credit Henegemont

Wholesale Credit Mansgement

Pelow ig o



£y Heonomles of Retalling

fe Laws Affecting Retaliling

he Advertising

1. Problems of Retall Executives

Jo Credits and Collections for Small Store Owners

ke Harketing Problems

ls Becord Xeeping for B3mall Stores

ms Exeeutlve Training for Department Store Buyers

n; Leadersnip Tralining

The sbove list does not exheust the possibilities for
coursged in distributive occupations, but 1t 1s meant to suggest
the types of courges which bave been offered, Individual
classes must De approved by the State 0ffice befors they are
eligible for relmbursements 4an outline of each course must
by submlitbted prior to starting the class, unless en approved

outline is on file in the State Office,

Place of Coopersative Trainlng Program in School Curyiculum

It iIs necessaery to determine carefully the length of the
cooperative tralning course and the year or years of the school
curriculum In which 1%t is to be tauvght, If the course ig in-
tended to prepare students for sbors worlk, the tralning period
should not be less than two semesters in Jength. A four-~tern
course should provide ample time for the practice and sbtudy
of school gubjects that will best fit the student for a position

in a store., It should allow the sbtudent sn opporbtunity bto
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develop through supervised stors work desirable attltudes,
abllities, and skills. If local conditions werrant, & two-
semesber course might be adequate, and it would be Eaughﬁ in
the twelfth or thirteenth year of high schools A one-torm
course ig of 1ittle walue, since it allows liﬁtlﬁ‘mﬁfﬁ than
a discusslon of the elementary practices of retall sgelling,
and the store vpractice is llkely to be inadequatoe,
V/éinﬁs of Cooperative Part-Time Plans

The prectices followed in operating cooperative purt-time
training courses are divided into two genersl plans: (1) the
alternate cooperative plan, {2) the non-alternete cooperative
plans

Under the alternate plan pupils spend one day, one weelk,
or opne month in actual employment and the followlng day, weak,
or month in eclasaroom instructlion, Pupils are paired under
this alternating plan and change plaaas at the close of each
alternating period, Under the non-alternate cooperative plan
only one pupil is sgsigned to each positlon and thore 18, there-
fore, no alternating of groups of pupile between school and
store, In many programs operabing uwnder this plan puplls attend
school a certain number of hours and work in stores an equsal
mudber of hourg a day. They may also work on Saturdays, and
in gsome programs students work st the call of ithe merchants

end meke up their school work when not employed.
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The opinion of those who have had experience wlth both
types of plans is that the training opportunities are greaster
under the non~albternate plan than under the alternate plan
and that the non-glternate plsn is sasler to administer by
both the school end the store, In the smell town, however,

the elternate plen mny somé Limeswork better,

The Essentials for Success of Training Courses

Ho cooperative parbt-time course in retail selling will
be successiul unless provision is maede for the sbudents enrolled
in 1t to do practical work in a store or in soveral stores.
This essential cannot be met, however, unless both the stores
and the school cooperate in the tralning program, It can
be maintained only, if bthe loecal reball stores can employ &
reasoneble nupmber of students throughoui the school year for
part-time work; if store menagers and owners are sufficlently
interested in voys and girls to supply prectical vocational
guldance for them through pert-time cooperative employment;
if the merahanta will give preference in employing full-tlme
workors to retall-sellins students and graduates of retall-
selling courses; and if the students will remaln with the
stores after they are gradusted from high sehool, The merchant
often wmeasures the effectiveness of the retall-selling program
by the pumber of cooverablive students who become permanent

mandbers of his sbore personnel,
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A plan of training for retail selling can be meintalned
only if the school is so located as bto malte cooperabive work
feasible; if it can supply to the stores from btime bto tine
the required nuber of desirsble and well-quallfied coopera-
tive siudent workers; and if the school execublve and his faculty
are willing bto make adjustmente In the school schedule and
progran that will enable students to work in the sbores at
the tiume the stores need their seorvices. This may lnvolve
changing the opening hour of the school or the length of the
regulay class period, shortening the retall-selling studentst
dally schedule, or schedullng claspoes in requlred subjects
at speclal periods of the day.

Faeulty members should be willing not only te excuse the
students from class atbendance so that they can help in the
stores during special sales and during the holiday S@asona;
but elsc to assist students in making up the class work mlssed
in this way. The school executive and hils faculiy should look
upcn the retall-selling course and its sccompanying cooperative
store work on the part of students zs a bLralning progrem lubended
to prepare students for a definite voeation and not as a wmesns
whereby students wmay work thelr way through school,

Hwuch of the success of a retall-selling program in the
s¢hool depends upon the sureness with which 1t develops. IV
should not be started until merchants, school administrators,

teachers, and a sufficient mumber of parents and puplls are



convinced that such a course is neededs The course should
be planned by school and gtore represenbatives to mect the local
needs, mud the program should be developed glowly so that 1t

may beo asdapbed to changing of the needs of the imuedlate locallty.



CHAPTER IV
A JUSTIFICATION OF DISTRIBUTIVE TRAINING IN TELIZAS

The materisl used in this chapter was secured from school

sdministrators, teachers, pupils, and from the Repumo of Dige

tributive Ddueption in Texas (1937-41), published by the State

Board for Vocabtional FEduecatlon.
The Velue of Cooperative Training As Expressed by
Teachers end School Administrators
\//ﬁélaw are listed six advantages for students engaged in
sooperative part-time claesses which are fostered under the
present Distributive Educational setup in Toxas.

1. Cooperative tralning is advantageous to the student
peecause it offers him a natural moethod of choosing an occupations
The training gilven him is determined by his aptitudes and adapta~
bility, snd his attitude in sebtting up the alms and objectives
toward which he degires to work.

2, A student engaged in cooperative part-time training
scquires certaein socisl advenbages. He has contacts with store
personnel and shopping cusbomers, which brings his scclal ine
telligence into play and lmproves his social attitude, He alsgso
learns to adjust himself bto various kinds of people. The student
algo learns the ilmportence of health, personal cleanliness,
dress, and soclal behavior,

42
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%, Tducstional advanteges ape also acquired by the student
receiving cooperative part-time training, He acquires a come-
binstion of theory and practice by which he 1s able to relate
instruction to 1life situations, Because it has a vital place
in his sbtore work, such instruction is interesting insbtesad
of boring to him. It develops sales abllity and job intelligence
in him and gives him a technical lmowledge of the occupatlion.

T4 offers him training in Inglish, civics, relsted art, atore
menageuent, related mathematies, related sclence, and business
economlies, It provides him with practlcal experience, for which
he recelives high school credit,

4. The cacpéﬁative part-time student acquires economic
values, Cooperative training offers the student an opportunity
for enbrance into business without losing the advanieges of
high-school training. The student ls enabled 4o earn noney
while in training, thms pariislly supporting himself, Finally,
e scquires a background from the training that contributes
to more rapld promotion in the trade after sraduntion.

5. Diselplinary values sre instilled into the sooperntlve
pert-time student. Puplls must assmume cortain definite responsi-
bilities in store work, To compebe with older salespeople bthey
ymat develop polse, dlgnity, and personal address. The stors
demands a grade of 100 per cent in its employees instead of

the 70 por cent passlng grade reguired In school worke



6. Cooperative part-time training builds up non-vocational
values, These values are considered to be wvery much worth
while by the bteachers snd sdministrators. It is felt that many
of the personsl and business fallures are due bto personality
snd soclal conflicts, therelore, it is believed that cooperative
training has great value in bulldlng up sound thinking hablts,
emobional stabllity, and a constructive attitude toward soclety.
culdance can be offered in many ways, but it is especlally
effective in thlg type of tralning since aectual Lusiness con-
tacts ensble the pupll to declde and plan his ;ﬁtur@ voeational
cholce,

Vfit has slready been clearly indlicated that cooperative
training provides voocational guldance in the student so that
he 1g nble through actual contact with various types of busl-
ness to decide and plsn hisg fubture vocabional cholce. The
following are a few of the advantages received by the school,
teachsrs, and school edministrators through cooperative tralning
of pupilses

1. The student receives considerable ingtruction in
sechnical matters in the store which can therefore be omitted
in school instructlion.

. 2. (lassroom lnstruction glven in conjunction with store
work is more vital, more inbteresting, more useful, and more

lasting than instructlon on a purely theoretlcal basis.
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B+ The double test of the competence and adaptabllity
of the student provided throush his record in the school room
and in acbuel store work affords a meang by which those un-
suited for stors work mey be eliminabed,

4, Through 1ts rolablonshive with the stores vrovided
by its students, the school learns to maks 1ts tralning effective
and practlcal.

Opinians of Pupils in Regerd to the Value of Distribuiive
Zducational Trelining in Texas

Habterial for ths following discussion was gathered fron
twenty-five graduabes from cooperative tralning courses ln
digtribubive education. The students were asked to stabte,
{1} what they considered the advanbages and disadvantages of
this type of training, (2) if they considered the tralning
they were receiving valuable as a meang of becomlng successful
and eflicient salespsople, and (3} to give their reasons for
taking this type of training,

The students reached in the survey listed the following
as their motives for taling cooperative part-time tralning:

{1) Zarn money

{2) The desire for practical training

{3) Their intsrest in selling

A1l of the puplls reached in the survey felt that their
training had msde them more efficlent and valusble to thelr

employers. They believed that thelr trelining advantages centered



around the vocational opportunities afforded by cooperatlive
nart-time training. The principal disadvantages, they belleved,
gentered around their inability to engage in school sctivities
and the unsympatibetic abttltude of teachors, other than those
under whom they received their instruction and of older storve
workers, These disadvantoges were not listed by all the atudents
and, therefore, should not be consldersd general weslmesses

in this type of training. The students stated that the cause
for the‘abbva disadvantages was local conditionse

The Value of Cooperabive Tralning Hevealed by Other Sources

of Material
Besides conducting the surveys above dlscussed, material
was secured from the Distribublve Zducatlon Division, Austin,
Texas, and other references which analyzed briefly the coopera-
§iva treining programs in the many ¢itles throughout Texas.
\/?his investigetion revealsd thabt s large proportion of the trainees

remelined in store work after complebing the course and had leter
sdvanced to responsible positions. It was shown that only e
very small per cent of the tralnees who had taken the tralnlng
changed to other vocablons. This is & very strong snd an
effective indicetlon of the helding power and attractiveness

of this typa of work,

The Heed for Training in the Distributive Uccupations
"there aps thousands of youths bebtween the sges of sighteen

and ninebteen that anmnuelly Ffind thelr first employment in
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a3 atributive businesses, and a large wmajority of the youths
that follow this line have no formel training that would qualify

them for this tyve of work,"™ Although our distributive organ-

izatlon organizabions have made great strides toward luproving
their methods, they are still handicapped by wasteful mothods
and incompetent personnel, Thelr progress has bean remarkeble
when one considers the lack of training pogsegsed by the average
sales clerk,.

There is considersble cvidence that we need a betier edu-
cated personnel in the distribublve ococupations who will seck
new smd more efficient ways of servicing and reducing the spread
in price Trom menufacturer to a final customer. There 1s also
a great need for more wide spread lnowledge about the work of
sgles agents, assemblers, agents, and brokers, and other limited
function wholesslers, A study of the activitles of each of
these groups would be of some value in thabt it would invite
the curlosity of some students and give 211 a wmore objective
approach than when this information ls gathered solely by exe

perience within the walls of a single lnstitutlon.

Extent of Educatlon for Distributive Occupations

We meed highly brained people in the distribubtion
field for sales management, sales promotion, market analysis
and rescarch, ond distribution accounting, to mention just

lgenneth B. Hass, "Marching Along Together,® Business
BEduneation “ﬁQI’l{i, XTI (Jﬁ'ﬂ.‘, 1941 } s De 350,
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a few of the responsible positlons which gradustes of good
schoola of business will eventuslly have a better chance
to secure,"e

Distributive EBducablon is an almost unexploved field,
but a few plonsers have demonstrated thst we can look to the
application of this subject for the elimination of much waste
in future sales actlviitles.

During the last five yesrs an uvgent need has developed
for the retraining of the unemployed who have either losb
their jobs because of changes in process oy operations in in-
dustries or who have become unsuitable for employment as a re-
sult of long disuse of their specisl gkills and abllities
through the depression years., The State Off'ice of Education
Indicates thet these groups, as woll as those who need tralne
ing for newly developing types of employment, will have additlonal
opporbunities for tralining undeyr the present Distributive Ldu-
cational setup.

>

\/6nﬁ of the ecritieal problems facing the progrem of voe
cational ecducatlon in the State 1s the lack of an adeguate
supply of well-trained and qualified teachers for the ssveral
fields of wvocatlional education. With the expansion of the vo-
cational education program, special emphasis will be placed
upon training additlonsl teachers, snd Texas la making definite
plang to that end. The Stabte of Texas plans to maks good use

of the additional fundg auvthorized under the Goorge-Deon Act,

2hoswell P, Sneed, "The Need for Training in the Distribu-
tive Occupations,” The Journel of Business Educatlon, Feb.,
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The future of American education liss in the hands of
the young people now in schools Additional formel eclassroom
education will not solve the entire problem of unemployment
of youth, nor will 1t answer all the critics of the school;
however, thera can be no quastié@ but that the right kind of
additional education can do much toward the schievement of a
satisfactory solution of both of these problems. The answer
for the problems is to train the young people in the fields
of distributive education, This btraining will help the un~
employed seventeen year old graduate Irom high school to find

smployment and & means for esrning income,



TABLE 1

CCCUPATIONS TN WHICH STUDSNTS ARE BEING TRATNED AND
THE WUMBER OF STUDENTS TAKING THE TRATNING
DURTHG 193738, 1938-39, 193940, 1940-41

IN THE TEN CITIES INCLUDED IN THE STUDY

Enrollmﬁnt

City Occupations - ‘ '
103730 |1036-39 | 1939~-40 |1940~41

San Antonio | Dent, Stores,
Hotols, Spe-
clalty Shops
Grocery
Stores, lum-
ber Yards,
Heat Depts.,
Insurance
Cos, Adver-
tising Agen-
cies, Offlice
Hanagement,
Farniture,
Woments VWeay,
Variety Store 40 33 28 56
Amarillo Dept. Store,)
Hardware
Store, (ro-
cery Store,
Auto Acceg-
gories, Dis-
play, Hil-
linery,
Heady-to=-
Weary Shoes,
Wholesale
}31"115;3 cxsw 39 S5 &5
Borgery Dept. Store,
Grocery
Store, 4Lubo
Supplles,
Hardware,
Varisbty
Store, Hon's
Wear, The-
abre Manage-
ment, Whole~
aale 01l >t n 13 22 3B




TABLE l-~-Continued

QUCUPATIONS Zﬁ WHICH STUDEITS ARE BE B3 PRAINED
R sz%}jﬁ OF STUDBHTS TAXING THE TRATH :ﬁﬁ
DURTHG 193‘7-&58: 1958339 » 1830-40 s 194041
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NS E i
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et

sy
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En?éilm@nt

Occupations

195750

193639

1958wd0 [L940m41

Dellas

Fl Paso

Horshall

Menmphisg

Women's Shoes,
Iy Goods,
Groeery, Shoes
Viomen's Wear,
Hen's Wear,
Hillinery

Dry Goods, Dept.
stores,; Shoes,
Show Card,
Paint and
Glass, Florist
Ready~to~Veoor

Wholesale To-
baeco, Fro-
duce, Dept.
Stores, Heady
to-Haeap »

Shoes, Furni-
ture, Auto
Parts, CGro-
cery Store,
Hardware

Store, Kleo-
trical Appli-
ancesn, Jewelry

Dept. Store,
Grocery Store,
Hougehold Ap-
pliance, Men's
Purnlshings,
Feod and Grain
Floriskt, Auto
Supprlies and
Accessories

R % 8

semw

LE & ¥ )

-wee

21

10

20

10

44

42

15

48

29

25

20



TABLE l=-Continued

OCCUPATIONS IN WHICH STUDENTS ARE BEINC TRAINED AND
THE NUMBER OF STUDENTS TAKING THE TRATNING

DURINCG 1937-586, 1938=39, 1059-40, 1940-41
IN THE TEN CITIES INCLUDED IN T S7TUDY

Enrﬁllmﬂht

City Occupetions ' , -
LO37=38 |1938=39 | LOBO=40 |1940-41

Harlendale
School Auto Supnplies
and Aceaso-
'3 ries, Uro~

cory, YWom-
ents Wear,
Variety
Store, Deptl
:Z;'bcra "eew R EEES 14 %
Faris Dept. Store,
Advarti&ingﬁ
Show Card
Writing,
Dry Coods,
Varisty
Store - ny - TEEY la
Lubbock Grocery Store,
Hardware ﬁ
Store,
Jewslry
Store, Drug
Store, 04l ‘ -
fice Sup-
plies, Feed
and Grain,
Lusber, Dept,.
to-Hear, |
?hentmgraph% e 23 S1 29




CHAPTER V
SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS

Swanaxry
The desirable aims and objectives of education for dig-
tribusive occupations are ns follows:

(1) To helyp workers in dlstributive cccupations to
glve better service, :

{2) To help workers to conduct thelr working actlve-
ities for their best personsl irterests, as well as for
the best interests of their comwunity snd the nation,

(3) To encourage workers to develop a distributlive
‘gystem that will render economlic service to both producers
and COnAUNROYS.

{(4) To hely develop among workers in distributive
occupations an understanding of the soclally and economi-
cally desirable services that distributive workers should
render in Turthering the general wellare of our citizens,

(5) To help workers in distributlve sccupations de-
velop the abili+iec necessery for successful employment
in the highest positions they cen attain: that is, to ilm-
prove their economlc status.

{(6) To help prepare relatively inexperienced youths
for efficlent employment in dlstributive occupations.

(7) To direct the growth of the personal sbilitles
neceasary for satisfactory personal, soclal, economic,
and occupationsl adjustments In a rapldly changing world.

{(8) To stimmlete the growth of pride in lmowledge
and sccomplishment in the distributive occupations so that
these occupations may tend to become samimprafessianalizad.l

With the objectives statad and gqualified, the nexbt step
is to consider how these objectives may be attained, What aro
the types of courses and kinds of programs through which these

aims and objectives may be achleved?

lgenneth B, Hass, "Distributive Education, Cbjectives
and Achievements," The Business Education World, XIX, (1940),
Pe 280,
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The preparation of individuals for lmmedinte job gfficlency
is importants While a program of distributive education is
beling initlated, we shall need several short-unit courses to
provide flexibility so that the subject matter may be easily
adjusted to meet the immediate needs, These short-unlt be;lu-
ning eourses, however valusble, will not go far toward solving
many of the wajor problems of distribution, A substentisl pPro-
blem will require more than one or bwo semesters of s tudy and
practice, Probably a thorough training course for the retail
business will require from two to five years of intensive well~
planned, supervised study and experience.

Only long~range programs will insure the safety of in-
dividual jobs in the distribubtive occupations. There is no
one speclal llne of work that offers security for the future.
That is the denger of concentrating on short-unit specislized
courses. ¥While they have thelr place, they will not solve the
major problems. The longer pain will cowe only through a
thorough long line, aysbtematic training.

The ceontent of s general program designed to give this
broad tralning should inelude the following:

(1) The training should begin with what might be
called the eclements of retailing, including 2 general supr-
vay of what retailing 1ls, what its functions are, and how
1ts work is carried on.

(2). While getiing an education and tralning in mer-
chandise knowledge, the student should also take courses

in retall store management, vetall accounting, retall
advertising, retail selling, and so on through the whole
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cirecls of activities necessary for efflclent store work
or successful management,2
Conclusions

Bduecation at public expense can be justified only in
terms of the contribution it makes Lo the general welfare of
society. The soclel-economic objectives of distributive edu-
catlon should be considered the fundamental basis Tfor intsl-
ligent particlpation in the program., One of the most impor-
tant of social-sconomlc cbjectives 1s to help disbtributive
workers to give better service end thereby promote the general
welfere of beth producers and cusbomers. This objective pro-
vides much of the sccial and economic justification for public-
school instruction of workers in distributlve occupations.

Vocational educatlon ahanié be prepared for the wanagers
of distributive orgmizations. Intelligent buying for any
store means selecting those articles that will be most ubille
tarian to patrons of that store., Therefore, in buying, the
menager must know what satisfections are wanted by the con-
sumers he serves. Many menagers need to lmow more about how
to operate thelr business at the lowest possible costb. They
can be helped only through glving them a lmowledge of the least
costly and at the seme time the most effective managoment

practlces,

2Neal Bowman, "Development of & Program for Voeablonal
Tpaining for the Distributive Occupstions,” Eastern Commerclal
Tea%%%rﬂ* Association, Tenth Yearbook, 1937, Philadeiphlia, ra.,
Da 00
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Vocational educatlon for salespeople should be conducted
to help them lesrn how to zive better service to purchasers |
of goods, FPurchasers deglre two closely related kinda of sob-
isfactions, (1) satisfaction with the goods, (2) satlisfaction
with the conduct of the salesperson. Both are so lmportant
that they should be regarded as two of the major objective arvess
for sll courses ror salssapecple and consumer-conbact employees.

Studies have shown that more purchagsers are dissatisflied with

the way salespeople treat them than with the goods purchased

major attention to helping the salespeople understend how Lo
behave in ways that are socially pleasing Lo customers.

Yxperionce in conduching distribubive educabion classes
should result in the acquisitcion of more lmowledge sbout (1) the
working activities reguired in distribubive occupations and
(2) the wmost effective materialg for developing specific work
Ing abilitics.

Lxperience with these classes should also develop & beltber
understanding of the content and nature of the preparatory
training that can be given in a secondary school to help youth
in develoning certain foundation abilitlies and in discoverlng
thelr own capacitles for growth In disbtributive work., As a
roesult of such accumulated experiences in conducting classos
effoctive prograss for certaln distributive occupations can

be developed in the public schools Youths interested in following



a career in distributlive occupations cen et the £eneral prepayrse
tory instruection while in the secondary school, and then, after
entering upon employment, enroll in a seqguence of part-time
and evening clagses, This would caryvy them through the learning
astages and finelly prepare them for promotion %o managerlal
pogltions, for successful independent businoss ownershln, and
for useful, satlsfactory economic eitizenship,

Distributive education needs a balaneced point of view
because:

There are more persons engaged in the distributive
cccupatlons than in all other types of business OC CUup B
tions, Hence training for this tyre of work, is of ine
estimable value. This fact lmposcs upon the schools an
obligation of making the comuereisl work an stiractive
and effective meens of shortening the experience method
of training.d -

S0 far as cooperative part-time training is concerned,
it 1s believed thabt in the fubure the merchant will | ave a new
coni'idonce in the schools, IHe will have particular confidence
in eduecation for retailing. He will have confidence, because
cooperative part-time training for store work 1s free from
the shackles of tradibion, and the fallacles of rationalization.
Cooperative part-time tralining plves school and business
new vitellity. Classes and individuals deal with the reality
of life, Cooperative part-time teschers have s real understanding
of businoss because they have spent meny years in business and

may continue to spend part of each year in business. The aschool

3Ibid., pe 356.
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produet, the student, is oriented to business conditions be~-
cause, whils attending school, he, too, ls in businsas,

Cooperative part-bime trainliog closes the gap between
the clasarcom and the real 1life of comuerce through the cow-
ordination of business and school. Through such coordination
the student inereases the amount of time he apends in bualinoss
without onbtirely relinquishing contact with the school.

In citles where cooperatlve pert-time training has GeMON-
strated its wvalue, schools no longer have to beg stores o
talko thelr students, as hes been the case, and still ls, in
mony communities, Instead, wmerchants will demand them, Where
cooperabive p?og?ams are in sffect, retailers have 1@@?3@&
thet wellwselected, properly trained students are far‘mnra
to be desired than are casual, lnexporlienced people whio have
no gepulne inbtersst in retalling excent as a Job for the moment,
or experiencoed people who have sunik so deeply ianbto the roubtine
of reteiling thet even rotallors hesitate bto employ them. 1In

those fortunate commnliises that have cooparative pro

amng ,
merchants have come to wadersbtand the greabter value of traluning
plus experience as against trainlng alone or experlence slone,
Then merchants have come, or will como, Lo lock upon coopers-
pive store tralning es s school and comaunlty service essential
to their business.

Cooperative store training up-grades and semiprofessionaliues
thoge who expose themsolves to 1t. Cooperative part-time store

progrems offer o kind of business training and a kind of tralning
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for 1ife that are lnseparable, they must be insoparable,
Training must not be go nerrowly veecatlionel that 1t excludes
the business of 1iving, Hor must 1t be so noarrowly acadenlc
that the student pursulng & vocational coopsrative pert-time
program is a socisl oubesst in the school.

Trolnes: from a cooperatlive school-store training pro-
gram are wore capable in advising the prowlng nusber of dls-
eriainating consumers then are those who have not had the ad-
vantage of such training. Such trainses and such consumers
undersband each other, because they talk the same languapge.
Cther school vocablonal and 1ifs reality programs should strive
to reduce distributive economic lgnorance to the vanlshing point.

Relfined »easurement methods for selecting students for
enroliment in treining courses in the disgtributive occupatlons
have not as yet beon devised., Hevertheless, there are several
tests and measurement devices that cen probably be successfully
adanted to selection in this field of training. The varlous
standard tests and measurvements, when comblned with an analysis
of tho prospeetive trainee's social, scholastlic, healith, and
personality records, will give a high degree of accuracy in
determining his success in distribubtive ccecupations. Testing
devices used Lo select sbtudentes for dlatribubtive training should
be based upon an actual measurement of each pupll, first, with
rogard o his capacity as he grows; and, second, with regard

to & comzon measure of his school asccomplishuents.
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Recommendations

The content of the distribublve subjects taught in co-
opsrative part-time classes wmust be that which supplements
the emrloyment activibies of the worker and contributes Lo
the development of the abilitics noceded in the occupstion,

To be most effective on the seocondery school levsl, co-
operatlve part-time programs should nske nrovision for & ecer-
talin amount of background business training in addition to the
vocablonal and related dlstributive training, Related dis-
tributive training should usually vrecede the resl wocationsl
treaining, b in soue cases 1t may accompany it,.

In gotual practice, cooperative part-time trainins shouwld
be given on the upprer secondary or post-secondary schiool age
level. Honece umeh ol the supporting background business traine
Ing will have preceded it. During the periled of direct traine-
lated distributive sublects will occupy most of the class tinme.
It is In thig latier period that the work should be eligible
for reimbursement under the George-Deen hckt, 1f it meets the
r@quiv@memﬁs of an approved 3tate plan.

Vocatlonal Iinstruction should expand the working expsriences
of those enrolled., Instructlion in selling and in the principles

of retailling, given to juanlors employed in nonselling positions

in lerge stores may be considered of 1little help in developing

the Immediabte abllities required, but it is lmportant if tralining
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is to upgrade the level of retull workers, Discussions aboub
suggestive selling glven to girls employed in stores wherve
both the store plicies forbid, and the working conditlons
do not permlt salespersons to do any sugsestive selling, is
apparently not a worthwhille contribubtlon to their imsediate
needs, yet they should be piven this instruchion because 1t
will probably be of future use to them 1f they continue thelir
selling works. Likewlsme, Iinstruction in merchendising or re-
tall store mensgement should be given to store juniors bee
cause 1t will be extremely profitable in preparing them for
vromobtion Lo a full-time distributive occupaiion.

The process of developing the werking abilities of young

workers lg made saslier and more effectlive when those enrolled

v

are placed In classes organized for those with similer working

dutles,
In this respect the following quotation is perbinent:

In general tho most effective veecational insbruction
will be given in a class comiosed of workers employed in
the same occupation. Hence, in the larpge cities, and
olgewhere when possible, separvabte classes for the teach-
ing of vocabional practices should be organized for each
group of digtributive workers, such as grocoery store ome-
ployecs, dry goods store employeos, and sinller separate
retall trades. Relsted subjects which present informa-
tilon sgually waluable to workers ian seversl distributive
occupations may be taurht to composite vocational classes,

In the smell communities classes for composite groups
3 ) by ; Y, 2 =1 1y gy B 3 oy o 4 '
gﬁyag@i%u %;cggfdbgéﬁgl g% %ﬁg %ﬁ%ggggté?ng%%igg“ %%vggng
in the specific vooational practices neoded by each worker.
Usually such instruction can be effectively ziven on a
project basls including class conferences suprlemented
by special reading and investigetions. Related subjects
for these composlite groups may be tausht to all those
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included in thess groups so far as such instruction meets
comuon needs 4

Workers in ddstributive occupatlions are in slmost cone
tinuwous contact with the rublic. Therefore, they nced & high
degree of soclal abiliby for a large nuwber of sobivitics.
Below is a list of these needs:

1., The abillty to appralse correcily the persons with
whom the worker has working relationshins. For distribubive
workers these include employers, offiecials, superiors, purw
chasers, and fello. workers.,

Ze The abllity “c talk and act effectively and pleasingly
to all the persons with whom he must desl,

Ss The abillty to control his emotions so that only those
emotional resctions are revesled which are most effective in
desling with the porsons with whon he has busincss relations,

4y The abil;ty to meintaln a personal appearance accepbable
to those vilth whom he hes business relabions,

The above mentlened elements are part of so many of tho
warkiﬁg activities of distributive worlkers that their develop-
ment should be regerded as one of the mimary objectives in
distributlve educetion classes, Indecd, their universalltiy
would Imply the inclusion of 2 course in porsonsl relationships
as one éf the courses in all cooperative part-time aurﬁicula

for dlstributive workors.

4Kanngth Be Hags, Distributive Education, Orggnization,
and Administration, Division Bulletin No. 211, p. 37.
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0f the two or more hours dally devoted to disbtributive
instructlion, ample time should be spent in dlscussing and offer-
ing solutions for eurrent job difficuliles and problems. Fol-
lowing the discussion of job difficulties new information
should be pregented which will Le corvelated with the neoeds
of thie occupetions in which the pupil ls employed, In order
to facllitabe the develo menit of ablility in eoffeciive oral ex-
pregsion is one of the most efficiont methods of dealinp with
Job difficultlies and of yresenting neW‘informatianﬁ

There should be no limitetions upon the teaching
mnethods and devices that may be employeds Hecitablon,
digeussion, lecture, eanference, demanstvat*cn, BUp@Y-
vised sbwly, woving pletures, vislts te stores, actories,
and tsalke by experienced business workers or by authori-
ties in sgec&fia fields all have thelr rightful place
In the instructlional procedures uaed.§

Gvaluating the Distributive Mducatvon Frogrem in Texes

The finel test of the suqceess of a yprogram will be
the demend for sddibtlonal classes and r@vuestﬁ for cone
tinuance of the program by merchants and 3&16&”“0u16 who
varticipate in the progsram, YFor the purpose of chocking
results during the progress of a program, the fellowing
suprestions ave made:

1. Secure opinions of advisory comulitee members se
to the velue of the courses.

2, Hake questicnnaire tests for executives Lo secure
thelr valuation of repults beinc obtained,.

Se heck students on the job.

4, Confer with those In charge of persomel to de-
termine progress belng made,

5, Search out ny&matiam& of individusls on thelr
jobs, or seek these indlvidusls attendins clase who have
advenced on theilr jobs,

“Roswell F, Sneed, ODe Clbay De 4504
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Ge Check on opinlon of mewdbers of & c¢lass as to the

velue of the insbruction.

7« Determine the improvement.,

Be Check attendance in clasces, The wmoat valuable
clagses are usually best cttended,
i3 Observe the contlnued desire of store people to

e

act as instructors or dlseussion leaders in the claspos,

Sponovan R. Armstrong, and M. A. Browning, op. clb., pe. 27.



APPENDIX

QUESTIONHATIRE SENT P0 MERCHANTS IN AHARILLO, DORGER, BIG
SPRINGS, PAEPA, TEERELL, AXD PARIE, TEXAS

1, Hame of firms

‘;3,,. Hame of store owner:

3« Humber of ceooperative parb-time workers enployed:

4. The need for cooperatlve pari-~time store training:

5. The velue of this type of training over othor kinds
of training:

6, The efficisncy of such training:

7. The problems related to coopsrative part-time training:

B¢ Advantages received by the nmerchant from cooperative
nart-tine training:

Oe The dlsadvantages vo the merchant from this type of

treining?



QUESTIONHAIRE VILIED OUT BY 8TUDBHTS 07 CO~-OPERATIVE

TRAINING WHO

; TH DIFVERENT DISTRIBUTIVE

FIELDS IU UIFFERENT TOWNS CF THXAS

1. Home of student:

2, Heme of firm worked for:

3, Hature of business:

4o SeXE:

5., Advantages received from thelr Distributive Training:

Go Biaadvantagés-of this type of training:

7., If they eonsidered the training they were recelving
was valusble as o means of turning out to be successful and
efficient salespeople:

8, 0Oive reasons for taling this type of tralning:
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