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The purpose of this study was to test the use of the

published simulation, Jeffrey's Department Store

(Koeninger and Hephner, 1978), in high school Distributive

Education classrooms. The simulation was compared to

"traditional" methods of instruction, testing for achieve-

ment (knowledge gained) and attitude (feelings about the

class after instruction).

Control and experimental Distributive Education

groups were selected from four high schools in Anchorage,

Alaska. All of the 135 randomly assigned participants

studied the same topics for eleven weeks, with control

groups using "traditional" methods and materials, and

experimental groups using the Jeffrey's Department Store

simulation.

All participants were pretested and posttested, using

the Sales Comprehension Test (Bruce, 1976) to measure

achievement; a survey instrument was designed for this



research as an attitude measure. Analysis of covariance

was utilized to determine if there were significant

differences among schools, significant differences

between experimental and control groups, and significant

interaction between levels of schools and groups. Where

multiple comparisons were necessary, the Least Significant

Difference (L.S.D.) test was used to determine the loca-

tion of differences.

Based on the results of the research, there was little

evidence that the use of Jeffrey's simulation showed a

significant difference on either the achievement or

attitude mean scores of student participants. Achieve-

ment scores of students learning in the "traditional"

classroom were not significantly different from those

using the simulation. An examination of attitude scores

revealed no significant difference between "traditional"

classroom participants and simulation participants.

There were, however, significant differences among the

four schools. School 3 attitude scores were higher than

the other schools on 15 of the 25 test items. Schools 3

and 1 appeared to have fewer differences than School 3

compared to Schools 2 and 4.
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A COMPARISON OF ATTITUDES AND ACHIEVEMENT
OF ALASKA SECONDARY

MARKETING AND DISTRIBUTIVE EDUCATION STUDENTS
TOWARD A SPECIFIC SIMULATION MODEL
VERSUS TRADITIONAL INSTRUCTION

I. INTRODUCTION

The selection of an instructional method is a

question every school teacher faces each day with any

educational topic. The list of possible methods is

endless: lecture, discussion, demonstration, role-

playing, programmed instruction, individual-oriented

instruction, panel discussion, project, case study, in-

basket exercises, and simulation are just a few of the

possibilities. New methods are added, some used ones are

discarded, and, occasionally, older ones are revived.

Highet (1976) believes this change is good. He

cites a number of reasons that teachers should change:

1. The subjects we teach keep changing. Time

changes today into history, technology changes

inventions and machines, and policies changes

geography and people. New theories are pro-

posed, and discoveries are made.

2. Our attitude toward our material changes. We

emphasize certain points of interest, then

change that emphasis as our interest increases
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or time decreases. Occasionally we become bored

with repeating the same material, or challenged

by a particularly difficult question.

3. Our relationship with students changes from one

semester to another. As we age, we view our

pupils differently, and we look different to

them. We become more mentally mature and con-

trolled, and forget their immaturity or

inability to comprehend.

4. The students, themselves, change. Their atti-

tudes toward education, society, and the world

are different from ours because they come from

different backgrounds, grew up in different

environments, and have had different experiences.

5. We as human beings change. Our physical strength

and durability diminish. Our patience and appre-

ciation of the past increase.

No solution to any of our problems is permanent.
Change and renewal are constantly necessary. We
must incessantly reexamine our job and ourselves
(Highet, 1976, p. 75).

It is the possibility of change that has inspired the

present research. The study examines change from the

present traditional methods of instruction in a high

school classroom to the use of a published simulation,

examining both the students' achievement and attitude.
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Background

Marketing and Distribution, also known as Marketing

and Distributive Education, is taught in many of the

nation's schools. Distribution has been defined as "any-

thing that happens to a product from the time it leaves

the producer or manufacturer until it reaches the ultimate

consumer" (NAM). Distributive Education, then is thought

of as the study of goods and services from the time they

"leave the producer" until they "reach the ultimate

consumer".

Crawford and Meyer (1972) define Distributive Educa-

tion as:

A vocational instructional program designed to
meet the needs of persons who have entered or
are preparing to enter a distributive occupa-
tion or an occupation requiring competency in
one or more of the marketing functions. It
offers instruction in marketing, merchandising,
related management and personal development (p. 2).

Distributive Education has four basic objectives:

1. to prepare individuals for gainful employ-
ment as semiskilled or skilled workers or
technicians or semiprofessionals in recog-
nized distributive occupations and in new
or emerging distributive occupations,

2. to prepare individuals for enrollment in
advanced or highly skilled vocational and
technical education programs,

3. to assist individuals in the making of
informed and meaningful occupational
choices, and
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4. to achieve any combination of the above
objectives (Crawford and Meyer, 1972,
p. 38).

It is a series of courses and experiences designed to

bridge the gap between secondary school and post-

secondary or real-life employment situations.

Because Distributive Education is designed to

prepare for a changing world, it is also characterized

by change. In the past, most Distributive Education

programs were located in smaller communities. Presently,

Distributive Education classes are found in schools in

the cities, suburbs, towns, and villages. Previously,

Distributive Education teachers were allowed to "select"

their students, looking for values, appearances, and

talent that matched their ideas of the "ideal" Distribu-

tive Education recruit. Students now come from broad

racial, ethnic, and academic variances on a first-come,

first-serve basis. Traditionally, students were able to

narrow their career expectations to one or two choices.

Now students want a variety of choices, with no more

than a temporary commitment to one area of distribution

(Ferguson, 1972).

These changes suggest the need to reexamine the

Distributive Education curriculum. In the past, classes

were offered on a full-year basis, students were
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required to be sixteen years of age, and students were

able to enroll in one or two hours of daily instruction

in selling, buying, transportation, storing, sales

promotion, operations, or personal development. As soon

as students were considered ready, they were given

specialized materials in an area of their choice (i.e.,

Jewelry Sales, Apparel, Food Service, or Food Marketing).

Classes were small, and in the form of text assignments

and lectures, discussion, and demonstration instruction.

Each student then spent the other part of the school day

at a cooperative work experience station, applying the

classroom information to his and/or her job. The student

was provided entry-level information, and encouraged to

seek advancement in that career field.

Today, however, many students are entering the

Anchorage, Alaska programs at the ages of 14 and 15.

Classes are larger, and many students are not participat-

ing in cooperative work experience, selecting just the

classroom portion of the program. Students are less

willing to make more than a single semester commitment

to the program. Many complete one class and move into

other disciplines. Some return to the Distributive Educa-

tion area one or two semesters later. Students seem to

be more interested in gaining an introduction to a
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variety of career opportunities, as opposed to selecting

a specialized career area. Their reauests seem to be

in the areas of human relations, techniques for

occupational adjustment, and avenues of personal develop-

ment.

These thoughts suggest change in teaching method.

For years, Anchorage instructors have used a combination

of lecture, discussion, and demonstration methods to give

information and to extract ideas and reactions. The

methods seemed efficient, and allowed the instructor to

be in control. But students sometimes seemed bored with

those overworked procedures. Teachers then branched to

the use of question, role-playing, panel discussions,

programmed instruction, or individualized instruction.

These methods allowed for a more learner-centered

environment, as opposed to the former teacher-centered

classroom. The approach, however, was still the same.

The ideas were taught with the hope that students could

take them out of the classroom, to be applied to

businesses elsewhere.

Within the last ten years, some Anchorage Distrib-

utive Education teachers developed school stores, an

actual business operating within the school. The stores

sold school supplies, clothing, gifts, and food to the

remainder of the school population, usually during the
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lunch period. The store then became a "laboratory" for

practicing the skills learned in the classroom. However,

the stores, because of size, usually accommodated a

handful of workers each day, and the "employees" seldom

experienced the sales, human relations, security, product

knowledge, and management problems that occurred on an

actual job. Students were still expected to retain those

concepts for use in the job outside the school.

A more recent development offers an alternative -

bringing the business environment to the classroom.

Suggested by Koeninger and Hephner (1978), the method

of simulation is an alternative for the changing

Distributive Education classroom.

Purpose of the Study

The primary purpose of the study was to test the use

of the published simulation, Jeffrey's Deartment Store

(Koeninger and Hephner, 1978), in high school Distributive

Education classrooms. The simulation was compared to

"traditional" methods of instruction, testing for achieve-

ment (knowledge gained) and attitude (feelings about the

class after instruction).

Assumptions

The conclusions reached in this study were based on
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the following assumptions:

1. The Hawthorne Effect could be minimized by not

informing students whether they were control

or experimental.

2. Instructor bias could be reduced through an

in-service session held prior to the adminis-

tration of pretests and treatments.

3. The use of the analysis of covariance statistic

could control for initial differences in the

independent variables.

4. Instructors would utilize structured course

outlines for both the control and experimental

groups.

5. Student attitude responses would be more

accurately marked knowing the pretests and

posttests were collected by students and sealed

until final grades were awarded.

Definition of Terms

The following terminology is used throughout this

document. Definitions are offered in the interest of a

clearer understanding of the report.

1. Achievement Test - a measurement of student

knowledge. in this study, the achievement
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test was 'given both at the beginning and the

end of the treatments, measuring knowledge

gained.

2. Analysis of Covariance - a statistical tool

combining the features of analysis of variance

and regression. For purposes of this research,

pretests were used to adjust posttest scores,

resulting in a better estimate of treatment

effects, reducing experimental error, and

resulting in a more precise comparison (Snedecor

and Cochran, 1967).

3. Attitude Test a test used to measure positive

or negative feelings toward a topic. The atti-

tude test was administered both at the beginning

and the end of this study, comparing feelings

toward the class.

4. Delphi Panel - a technique for assessing group

opinion through the use of a series of mailed

documents. Participants, unknown to each other,

are repeatedly asked to review a document, with

each successive review being refined based on

the panel's recommendations.

5. Distributive Education Student - a student

enrolled in high school classes studying
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merchandising, marketing, and management.

6. Game - a contest, with players operating within

a set of rules and guidelines, involving compe-

tition, and resulting in some players winning

or losing. Although many authors use the terms

"simulation", "game", and "simulation-game"

synonymously, for the purposes of this study,

the terms have different meanings.

7. Jeffrey's Department Store - the published

simulation used in this research.

8. Sales Comprehension Test - the published test

used as the instrument for assessing achieve-

ment in this research.

9. Sales Exploration - the first class in the

sequence of Distributive Education courses

offered in the Anchorage School District.

10. School Store - a business operated by Distribu-

tive Education students within the school. It

is a "laboratory" for practicing the skills

learned in the classroom.

11. Simulation - creation of the key elements of

the outside or future world within the classroom

so the student must make decisions and act as if

he and/or she were actually operating in this

environment (Boocock and Schild, 1968).
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II. RATIONALE OF THE STUDY

History of Teaching Methods

The examination of teaching methods is not new. The

ancient Hebrews gave advice to teachers in the form of

short maxims:

Teach your tongue to say "I don't know" when
you are uncertain lest you later be proven
incorrect....

If one asks of thee a question, do not stammer
but reply without hesitation....

Always teach your pupils in the shortest man-
ner....

Teach from the known to the unknown and from
the simple to the complex.... (Berachot and
Rosenberg, as quoted by Hyman, 1970, p. 26).

Ancient Greeks analyzed the activities of successful

poets and speakers to determine the key elements of their

success. Dionysius of Thrace, who lived in the Second

Century, B.C., suggested six steps to be used in teaching

literature:

1. Give the selected passages an exact reading
with respect to pronunciation, punctuation,
and rhetorical expression.

2. Explain the figures of speech.

3. Explain the historical and mythological
references.

4. Comment on the choice of words and their
etymology.
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5. Point out the grammatical forms employed.

6. Estimate the literary merit of the selec-
tion (Broudy and Palmer, 1965, p. 23).

The study of method passed from Greece to Rome, where the

teaching of rhetoric continued. The Romans set forth

their method of speaking effectively, then dealt with

teaching their students to do the same. Broudy and

Palmer (1965) reported "it would be difficult to match the

minuteness of analysis that went into teaching of rhetoric

in the schools of Greece and Rome" (p. 24).

The study of method continued.

By the time of St. Thomas Aquinas the method of
logical demonstration had been perfected. Armed
with the mastery of Aristotelian philosophy and
the results of theological scholarship, he began
with a question, reviewed the authorities, pro-
posed the correct solution, and then systematically
refuted all the objections which he thought could
be brought against it (Broudy and Palmer, 1965, p.
65) .

Medieval teachers were well aware of the sequence of

steps in teaching. Odefredus, a Thirteenth Century lec-

turer of Law at the University of Bologna, described his

teaching method:

First, I shall give you summaries of each title
before I proceed to the text; secondly, I shall
give you as clear and explicit a statement as I
can of the purpose of each Law; thirdly, I shall
read the text with a view to correcting it;
fourthly, I shall briefly repeat the contents of
the Law; fifthly, I shall solve apparent contra-
dictions, adding any general principles of Law,
commonly called "Brocardica", and any distinc-
tions of subtle and useful problems arising
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out of the Law with their solutions, as far
as the Divine Providence shall enable me. And
if any Law shall seem deserving, by reason of
its celebrity or difficulty of a Repetition, I
shall reserve it for an evening of Repetition
(Rashdall, 1895, pp. 219-220).

From that time to the present, men such as Comenius,

Pestalozzi, Froebel, and Herbart have devoted much

thought to methods of teaching. It is not simply a

Twentieth Century phenomenon (Hyman, 1970).

Simulation is also not a Twentieth Century phenom-

enon. Although relatively new in the public education

system, it is the subject of a large body of literature.

Simulation

Simulation, when used in the classroom, can be

explained as "anything which models reality" (Sharan and

Sharan, 1976). It is a simplification of the real

world, drawing only those elements into the class-

room that are necessary for the learning process. It

is a laboratory, a microcosmic environment.

Some writers use the terms "simulation" and "game"

interchangeably. Others distinguish them by introducing

the idea of competition and winning or losing in a game:

Simulation is a "general term referring to
constructing and operating on a model that
replicates behavioral processes"....A simu-
lation is an operating imitation of a real
process.
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A game may be defined as any contest (play)
among adversaries (players) operating under
constraints (rules) for an objective (winning,
victory, or payoff).... (Hyman, 1970, p. 167).

Hyman is quick to point out that not all simulations

involve a game, nor does every game involve a simulation.

Some writers refer to the process as a "simulation-game".

For the purposes of this research, the term "simulation"

and the first definition (model of reality) will be used.

History of Simulation

The first report of the use of simulation dates back

to the year 3000 B.C., when the Chinese used war games

(Gilliam, 1974). Since then, we have seen its use in

many areas astronauts train for space flights using

simulators; law students learn through simulated court

cases; airplane pilots and driver education students use

simulators prior to practice in the actual vehicle; and

first-aid people practice cardio-pulminary resuscitation

(CPR) with an inflatable dummy called "Resusci-Annie"

(Hyman, 1977) .

Some simulations are required by law. School

children must engage in fire drills, and passengers on

ocean liners practice life-boat drills.

Colleges use simulation in Marketing, Mathematics,

and Engineering courses. Corporations use simulation in
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training new employees as well as management or executive

personnel.

The introduction of simulation to the public educa-

tion classroom, however, is relatively recent. Boocock

and Schild (1968) summarize the history of simulation in

education as having gone through three phases:

1. Phase 1: Acceptance on Faith.

During this phase, prior to 1963, social

scientists were "discovering" simulation as a

technique for the classroom. Several simula-

tions were developed and field tested, and

there was a great deal of enthusiasm for the

technique, without much concern with collecting

"hard" evidence to support the enthusiasm.

Reports were mainly of new or proposed games,

and what they would or could do in the schools.

Boocock and Schild (1968) state:

It is testimony to the enthusiasm
which a game session typically
arouses in the observer - and to the
schools' great need for new teaching
approaches - that simulation games in
many cases have been adopted with
little empirical evidence or systematic
theoretical rationale for their effec-
tiveness (pp. 14-16).

2. Phase 2: Post-Honeymoon.

Between 1963 and 1965, researchers tested con-

trolled experiments with games. The results
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were generally inconclusive, or negative, and

led to some sobering conclusions:

a. that simulations were not a panacea for

all of education's ills,

b. that many of the games in their present

forms had serious flaws, and

c. that neither standardized tests nor the

relatively crude instruments designed

specifically for evaluating particular

games were adequate or sufficient for

measuring the impact of games (Boocock

and Schild, 1968).

3. Phase 3: Realistic Optimism.

The third phase, beginning about 1966, showed

a trend toward renewed optimism, based upon

accumulated experience. This phase could be

characterized by three fronts:

a. field testing a number of different simu-

lations in a wide variety of educational

settings.

b. accumulation of a pool of data on the

learning effects of specific simulations,

and,

c. revision and clarification of "theory",

and of claims concerning what simulations
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can do in the classroom (Boocock and

Schild, 1968).

As Hulsey (1977) summarizes:

Thus, like any other attitudes, the attitude
toward the value of simulation games has swung
like a pendulum from total acceptance on faith
to almost total rejection and now has come back
toward a middle ground of realistic optimism
(p. 245).

Advantages of Simulation

Cruickshank and Telfer (1980) list a number of advan-

tages to the use of simulation:

1. Simulations offer participants an experience

very much like experiences they will encounter

in the real world.

2. Simulations give participants opportunities to

solve problems themselves rather than observing

someone else solving them.

3. Simulations provide a responsive environment,

wherein both students and teacher know imme-

diately how they are progressing.

4. Simulations telescope time, and allow partici-

pants to experience in a short time what might

take weeks or years in the real world.

5. They are relatively safe, and allow the parti-

cipant to make mistakes without major conse-

quences.
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Abt (1970) lists several less obvious advantages to the

use of simulation:

1. Simulations often encourage the use of intuition

in problem-solving, and when properly used, it

is rewarded and judged on pragmatic standards

rather than doctrinal ones.

2. Simulations stimulate learning of acceptable

social behavior, including cooperation, teamwork,

and "sportsmanship".

3. Simuations help the teacher to identify certain

types of nonverbal abilities that are not as

readily apparent with other methods, including

social negotiation, organizing, communicating,

dramatizing, and managing talents.

Boocock and Schild (1968) also state that simulation

helps to close the gap between the unsuccessful student

and his and/or her more successful peers. Simulation

discourages withdrawal from the class activity, and many

less capable students show great improvement when learning

from their peers.

It is interesting to note that Cline (1979) states

that simulation is also especially effective in working

with gifted students. He lists as advantages:

1. Help in developing multiple levels of thinking,

including analysis, synthesis, and evaluation.
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2. Self-directed learning since the student is

now in control of the learning process.

3. Social education since the gifted student must

learn to cooperate and communicate ideas to

his and/or her peers in a coherent manner.

Disadvantages of Simulation

Cruickshank and Telfer (1980) list a number of dis-

advantages in using simuation:

1. Teachers are relatively unfamiliar with the use

of simulation, and consequently hesitate to use

it. Many who try it do not use it well.

2. Simulations can be expensive. Many use paper

materials that must be replaced each semester.

3. Simulations often limit the number of students

who can participate, meaning some students may

be left out.

Related Research

Since simulation was introduced to education in the

1960's, several studies have been reported. As with many

other areas of educational research, some of the evidence

is inconclusive, while other data are contradictory

(Cruickshank and Telfer, 1980). A brief overview of the

more important research is summarized in this section of

the report.



20

A study was conducted in the Winter of 1965-66 with

eighth grade students at a junior high school in Illinois.

Using materials the researcher developed for teaching the

Civil War, two classes were taught using simulation, and

two classes using conventional methods. Surveys were

administered before and after the 15 days of instruction,

testing for immediate learning, retention of material

learned, and attitude toward issues of the Civil War.

Baker reported simulation as significantly superior

in knowledge, and "a potentially more efficient

means of communicating historical facts, concepts and

attitudes to children at this age level" (Boocock and

Schild, 1968) .

A thorough study of attitudes toward a subject was

conducted in 1963 in two Kansas high schools by Garvey

and Seiler. The experimental group used a version of

"I-NS" in conjunction with regular work in international

relations, while the control group spent their time on

the regular course using traditional methods. The

results showed no difference between the groups in terms

of attitude. The control group learned more information,

however, that was expected since they spent more time

studying the subject (Nesbitt, 1971).

Harpstrite (1972) studied the attitudes of teachers

and students toward simulation as a teaching method com-

pared to lecture-discussion. Six groups of students were
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randomly selected as simulation treatment groups.

Another group received lecture-discussion instruction,

while still another received no treatment. In addition,

one teacher group was treated experimentally while the

other teacher group served as a control. Harpstrite

reported that both students and teachers held positive

attitudes toward simulation and negative attitudes toward

lecture-discussion.

Teplitsky (1972) developed simulation materials for

use in English classes at a New Jersey high school.

Eighteen sophomores were randomly divided into three

groups - simulation, non-simulation, and control. Simu-

lation students used the materials for ten days, while

non-simulation students used an anthology and workbook,

and control students used'the standard curriculum. No

significant differences were reported in grades, reading

levels, or attitudes toward English or toward the school.

Simulation students did, however, show a significant

increase in attendance both in school and in English

classes.

In 1976, Devries and Salvin reported the results of

a four-year study in which all teaching was game-based.

They reported increased academic performance; however, they

found that certain concepts such as evaluating art,

analyzing stories, or writing compositions could not be
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taught through games. They concluded other student

changes as a result of the simulation. Most

noteworthy were the development of cross racial friend-

ship patterns, increased group cohesiveness, improved

pupil attitudes toward school, and a higher pupil percep-

tion of the probability of success (Cruickshank and

Telfer, 1980).

For the past eleven years, a group of researchers

headed by Ainsworth and Fifield have developed and field

tested work simulation units to be used in Utah's elemen-

tary, junior high, and senior high schools. Over 70 units

are now available to the state's sixth graders, and the

researchers report:

Simulating occupational experiences does, in
fact, generate occupational interests (Krum-
bolts, et al. 1967; Krumboltz and Bergland
1969; Twelker 1968; Hansen and Parker 1972;
Ainsworth and Fifield 1973; Nervig 1974;
Manwell 1974). Students working in a simu-
lated situation tend to perceive themselves
as actually involved in authentic work problems
when they use real tools and materials in
completing a realistic task. This perception
results in a high degree of motivation and a
realistic exploration by students of their
interests, aptitudes, and special abilities
(Fifield and Petersen, 1978, pp. 326-327).

More specifically, Ainsworth and Fifield demon-

strated that cognitive learning, measured by the correct

usage of terms and concepts that apply to the specific

job being simulated, increased significantly after the

students completed the unit. Learning increased, as
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measured by knowledge of vocabulary words and concepts

that were taught. In addition, the students' interest

in the job simulated showed a significant increase.

Abt (1970) summarized the background of simulation-

games well in the following paragraph:

In education, there are no substitutes for
highly motivated and creative teachers,
relevant and exciting school texts, imagina-
tive and well-planned curricula providing
individualized instruction, and effective
and well-designed school facilities and
plants. But the day has not yet arrived
in which all of these ideals flourish in
all school systems, and until that day
does arrive, games will play an important
role in educational life. Games are not a
panacea for all the ills of the educational
system today, but they do provide fast and
effective relief for some of these ills
(pp. 27-28).

In an effort to provide some "effective relief" to

the Distributive Education classroom, Koeninger and

Hephner published the Jeffrey's Department Store

simulation.

Jeffrey's Department Store

Jeffrey's Department Store - A Retailing Simulation

(Koeninger and Hephner, 1978) consists of a series of

activities similar to those experienced by any new

employee in any department store. Using an Employees'

Guide, students experience problems, complete forms, make

decisions, and assume roles of new employees who have
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gathered each day for a training session with the training

manager.

As any retail business is organized into five divi-

sions, Jeffrey's has an Introduction and five sections:

1. Introduction to Jeffrey's.

The introduction asks students to complete an

application form, take a preemployment test,

and learn interviewing techniques. Students

learn the store layout, company policies, and

procedures, as well as cash register operation

and cash and charge sales transactions.

2. Merchandising Division.

Activities in the Merchandising Division are

centered around selling techniques, including

product knowledge, giving service to customers,

and telephone selling. Groups of students play

a "game" of buying and selling sporting goods,

competing against other groups in the class. As

human relations are important in selling, exer-

cises emphasizing relationships with supervisors,

co-workers, and customers make up a major portion

of the Merchandising Division unit.

3. Sales Promotion Division.

Including the Advertising, Display, and Public

Relations Departments, this division asks
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students to plan and execute a two-week promotion

culminating in an actual fashion show.

4. Operations Division.

In this division, the Warehouse Department

provides a "game", measuring the speed and

accuracy with which groups process shipments of

merchandise. The Safety and Security Department

poses a number of incidents requiring decisions

in the areas of shoplifting and embezzlement,

armed robbery, fire safety, and customer first

aid.

5. Personnel Division.

The Personnel Division simulates decisions in

preparing weekly work schedules, and hiring,

counseling, and evaluating employees. Exercises

involving confidentiality, dress codes, and

excessive absenteeism are included.

6. Control Division.

As employees of the Accounting Department, stu-

dents are asked to check daily receipts and

record them properly. In the Credit Department,

students evaluate credit applications, and record

transactions in charge accounts.

Throughout the simulation, students use an "Employee

Handbook", providing information about Jeffrey's corporate
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history, store policies and organization, and store lay-

out. Students may earn "profit points" for each exercise,

which may later be converted to earnings, with simulated

paychecks. Time sheets are provided for employees to sign

in or out (Koeninger and Hephner, 1978).

In 1979, Koeninger, one of the authors, stated that

Jeffrey's was becoming increasingly popular in the

nation's high schools, and that teachers were already

reporting an improved student attitude as a result of its

use. He mentioned student interaction, confidence build-

ing, and enjoyment as distinct advantages offered by the

simulation. When asked about the development and use of

Jeffrey's prior to publication, Koeninger stated that

research had not been formally conducted. He did indi-

cate, however, the need for formal research, and encour-

aged the pursuit of the present study (Koeninger, 1979).

McGarry, the Senior Editor for the McGraw-Hill

Book Company and Editor for Jeffrey's Department Store

simulation, reported that many of the activities included

in the simulation had first been tried in a Distributive

Education classroom in an Oklahoma City high school, and

refined prior to inclusion in Jeffrey's. The entire simu-

lation was then field-tested in high school Distributive

Education classrooms in New Jersey and New York, with

positive comments from both teachers involved. However,
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McGarry concurred that no formal research had been

conducted, and there was a need for it. She also

encouraged the present investigation (McGarry, 1979).
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III. RESEARCH METHOD AND DESIGN

This study was designed to test the use of the

published simulation, Jeffrey's Department Store

(Koeninger and Hephner, 1978), in high school Distributive

Education classrooms. The simulation was compared to

"traditional" methods of instruction, testing for achieve-

ment (or knowledge gained) and attitude (feelings about

the class after instruction).

The Population

Four schools offering Distributive Education in the

Anchorage (Alaska) School District participated in the

research. Each of the schools was a comprehensive four-

year high school with an established Distributive Educa-

tion program taught by one instructor.

The four participating schools were:

1. Bartlett High School.

The newest high school in the city, with a

total enrollment of 1,826, Bartlett serves

two military bases and areas on the east

side of the city. The teacher had taught

Distributive Education one year prior to

the study.
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2. Dimond High School.

Located on the southwest side of Anchorage,

Dimond is the smallest of the high schools with

a total enrollment of 1,586. The instructor had

been in the Distributive Education area for

seven years.

3. East High School.

The oldest and largest of Anchorage's schools

with an enrollment of 1,946, East serves the

north and central sections of the city. The

instructor had taught Distributive Education

for nine years.

4. Service High School.

Serving the east and south hillside areas of

the city, Service has a total enrollment of

1,780. At the time of the study, the teacher

had taught four years in the Distributive

Education area.

The Sample

The samples for the present study consisted of

representative composites of students from the four

selected Anchorage high schools. Students assigned to

control and experimental groups were randomly placed by

the flip of a coin.
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Table 1 shows the sample sizes by school in testing

for achievement.

Table 1

Sample Sizes for Achievement Testing

School

1 Control Group n = 22

Experimental Group n = 19

2 Control Group n = 11

Experimental Group n = 17

3 Control Group n = 27

Experimental Group n = 21

4 Control Group n = 10

Experimental Group n = 12

Total n = 139

The power level of the statistical testing was dictated

by the smallest number of cases in any one cell of the

sampling matrix. Thus, the cell size of 10 provided a

power level of .50, with an effect size of .40. Hence,

in the analysis of findings, it is assured that Type I

errors would not be committed more than fifty percent of

the time (Cohen, 1969).
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The sample sizes for testing the students' attitudes

are shown in Table 2.

Table 2

Sample Sizes for Attitude Testing

School

1 Control Group n = 19

Experimental Group n = 18

2 Control Group n = 11

Experimental Group n = 17

3 Control Group n = 25

Experimental Group n = 23

4 Control Group n = 10

Experimental Group n = 12

Total n = 135

With the smallest cell size of 10, and an effect size of

.40, the accompanying power level equalled .50. Thus,

it was assured that, in the analysis, Type I errors would

not be committed more than fifty percent of the time

(Cohen, 1969) .
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The Treatment

In order to compare the student achievement of

traditional methods versus Jeffrey's Department Store

simulation, it was important that course content for both

the control and experimental groups be similar. There-

fore, materials were selected from Jeffrey's to match, as

closely as possible, those topics regularly being taught.

The control groups used the regular outline, and the

experimental groups used Jeffrey's for eleven weeks.

Those outlines are shown in Table 3.

Instructors used "traditional" teaching methods for

control groups. Activities included lecture-discussions,

school store demonstrations, textbook readings, work-

sheets, workbook assignments, audio-visual presentations,

and written tests covering subject matter. Grading

systems were based on points assigned to each acitivity.

Students in experimental groups were treated as

though they were employees of Jeffrey's Department Store,

brought together daily for training sessions of new

employees. The Jeffrey's Department Store Employee Guide

was used for activities, with minimal large-group instruc-

tion. Some activities called for students working

individually; others required small groups. Audio-visual

presentations were made when appropriate. There were no
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Table 3

Course Outlines for Experimental and Control Groups

Week Control Group

1 Introduction, Free Enterprise and
Job Interview

2 Job Interview, using traditional
materials, including Preparation of a
Notebook, Personal Data Sheet, Applica-
tions for Employment, and Lectures on
Interviewing

3 Job Interview (continued)

4 Introduction to School Store

5 Introduction to School Store (continued)

6 Personnel (Organization Chart, Chain
of Command)

Stockkeeping and Pricing (Price Tags
and Merchandise Returns)

Week Experimental Group

1 Introduction, Free Enterprise, and Welcome
to Jeffrey's Department Store

2 Job Interview, using some traditional
materials and Jeffrey's Incident 1 (Personal
Data Sheet and Application for Employment)

3 Job Interview, including Inc. 2(Pre-employ-
ment Evaluation), Inc. 4 (Group exercise on
waiting for the Hiring Decision)

4 Job Interview, including Inc. 5 (Social
Security Application and Withholding Form),
Inc. 6 (Insurance Forml

5 Introduction to School Store and Inc. S
(Group exercise on Jeffrey's Store Layout)

6 Introduction to School S,ore (continued)

7 Inc. 9 (Jeffrey's Organization Chart), Inc.
10 (Group exercise on Value of Chain of
Command), Inc. 11 (Evaluation of Store
Image), and Inc. 12 (Group exercise on
Philosophy of Business)

3 Selling (Customer Wants and Needs, 3uying 3 Inc. 14 (Cash Sales, Sales Tax, Price Tags),
Motives, Product Analysis, Features Inc. 15 (Voids and Cash Register Records)
versus Benefits, Selling Approaches)

9 Selling (continued) Determining Customer 9 Inc. 16 (Charge Sales), Inc. 17 (Merchandise
Need, Objections, Closing the Sale. Returns)
Suggestion Selling, and Evaluation of a
Sales Demonstration

10 Advertising

11 Advertising (continued)

12 Display

13 Display (continued)

14 Retail Security

:5 Retail Security (continued)

16 Management

17 Merchandising Math

18 Business Finance and Finals

In addition, human relations problems were
interspersed as time permitted.

10 Inc. 19 (Group exercise on Initiative),
Inc. 20 ( Stockkeeping), Merchandising
Inc. 1 (Customer Wants and Needs), Inc. 2
(Customer Buying Motives)

11 Inc. 3 (Product Analysis), Inc. 4 (Product
Features versus Benefits), Inc. 5 (Selling
Approaches), Inc. 6 (Determing Customer
Need)

12 Inc. 7 (Evaluation of Sales Demonstration
Inc. 8 (Handling Customer Objections), Inc.
9 (Closing the Sale), Inc. 10 (Suggestion
Selling)

13 Advertising

14 Display

15 Retail Security

16 Retail Security (continued)

17 Merchandising Math

18 Business Finance and Finals

In addition, human relations problems
selected from Jeffrey's Department Store
were interspersed as time permitted.
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assigned textbook readings, and no written tests.

Grading systems were based on "Profit Points" assigned

to each activity.

In-Service

Prior to the beginning of the 1979-80 school year,

all of the instructors involved in the study met to

review Jeffrey's Department Store materials and class

outlines.

Discussion emphasized the importance of:

1. following, as closely as possible, the

time schedule outlined for each group,

2. minimizing teacher bias,

3. administration of pretests and posttests,

and

4. student instructions insuring privacy of

answers.

Pretests were given during the second week of

instruction, and posttests were administered during the

thirteenth week. Students were told that the tests

would not be scored until semester grades were assigned.

Students were assigned to collect completed tests, seal

them, and send them for scoring.
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Any student absent from class during testing was

tested immediately upon his and/or her return. Any

student absent from school for an extended period of

time was excluded from the research.

The Instruments

In order to assess both knowledge and attitude

toward the classes, two instruments were used. In the

selection of the instruments, teacher time schedules and

numbers of students were considerations. The tests were

administered to groups in a short period of time, and the

student responses were evaluated by hand. The Sales

Comprehension Test (Bruce, 1976) met these criteria. The

second instrument, an attitude survey, was developed for

this study.

Sales Comprehension Test

The Sales Comprehension Test (See Appendix A) was a

30-question multiple choice instrument designed to measure

the amount of understanding and appreciation of the basic

principles of selling. Administration of the instrument

required no special instructions. Most subjects were able

to complete the test within a 20-minute time frame (Bruce,

1971). The test contained such questions as:



Which one of the following approaches would be
best for the sales representative to use when
seeing for the first time a purchasing agent
who is known to be a tough customer?

Tell the purchasing agent some good jokes.
Discuss the product as if the P.A. were a
good customer.
Tell the P.A. that services are available
even if there is no purchase.
Discuss the merits and faults of competitors'
products.

The most frequent objection to purchasing life

insurance is:

"I don't need it."
"My work isn't dangerous."
"I need time to think it over."
"I can't afford it." (Bruce, 1976)

36

Each response was weighted and included the possibility of

positive, zero, and negative scores.

Norms. First published in 1953, the Sales Compre-

hension Test had been tested with a variety of sales and

non-sales groups, both male and female. Among the list

of 40 normative groups were paint salesmen and applicants,

typewriter salesmen, department store sales trainers,

cosmetic sales managers, students in salesmanship classes,

insurance agents, retail clothing salespersons, non-

salespeople, sales trainee applicants, and non-sales

applicants (Bruce, 1971).

Validity. The publishers of the Sales Comprehension

Test report a number of tests of validity. A 1966 study

reported mean scores of 30.8 for sales groups and 11.1
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for non-sales groups. The standard deviations were 13.8

and 18.7, respectively.

Scores on the Sales Comprehension Test were corre-

lated with final grades of 27 students in a university

Sales class. The research reported an r of .68,

suggesting a moderate correlation.

A 1970 study of 82 copy machine salesmen compared

the Sales Comprehension Test scores with job performance

data, including sales productivity, commission earnings,

and supervisor evaluation. Researchers reported an r

value of .19, indicating a slight relationship (Bruce,

1971) .

Katzell's review of the test's validity studies was

not as positive. He stated:

The Sales Comprehension Test exhibited satis-
tically significant validity (concurrent) in
three of these studies, in which the samples
comprised, respectively, house to house sales-
men, wholesale steel warehouse salesmen, and
a group consisting mainly of wholesale salesmen.
The test clearly lacked validity in one study
utilizing six samples of salesmen of foodstuffs;
on the other hand, it fared no worse than did
a variety of 14 other psychometric scales which
were used. In a fifth study, based on 82 sales
managers in the cosmetics industry, the t-ratio
between the test means of "good" and "poor"
criterion groups turned out to be 1.9, which
falls slightly short of the 5 percent level
of confidence (Buros, 1959, pp. 942-943).

Reliability. The publisher of Sales Comprehension

Test reported a reliability study of 103 college students.

A ten-week lapse occurred between the first and second



38

administration. First test scores had a mean of 10.4,

and a standard deviation of 15.8. Second test scores

produced a mean of 11.1, and a standard deviation of 14.9.

The test-retest reliability coefficient was calculated

as .71 (Bruce, 1971).

A 1971 study of 96 white collar workers reported a

two-week test-retest reliability of .81 (Bruce, 1971).

A study of 77 salesmen, with a 30 to 60 day period

between test administrations, reported a test-retest

reliability of .73 (Bruce, 1971).

Test items and weights are periodically checked by

the publisher to insure that socio-economic conditions

have not influenced scores. The Fry Readability Formula

was applied to the Sales Comprehension Test, indicating

readability at the ninth grade level.

Attitude Survey

The attitude test, used to measure feelings about

the class, was designed for this research. The Arlin-

Hills Attitude Toward Learning Processes (Secondary)

(Arlin and Hills, 1976) provided a base for the instrument.

The number of questions was changed from 15 to 25, and a

6-point scale was substituted for the 4-point scale in

the Arlin-Hills Survey.
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A modified Delphi Panel (Hostrup, 1975) was used

for establishing content validity for the instrument.

The eight members (listed in Appendix B) consisted of

representatives from the Alaska State Department of

Education, a university Distributive Education professor,

a director of a state youth leadership center, a director

of testing and evaluation for the Anchorage School

District, a director of vocational education for the

Anchorage School District, a former Distributive Educa-

tion teacher with eight years of experience, and a

practicing Distributive Education teacher with eight

years experience.

The initial instrument, along with a cover letter

asking for reactions and recommendations, was forwarded

to each member of the panel. When concensus was reached

among panel members, the revised instrument was then

reviewed by the four Distributive Education teachers who

were to administer it for the study. They made no

further changes in either the content or the format.

The attitude survey (see Appendix C) consisted of

25 statements, 13 of which were positive, and 12 negative.

The following are examples:

1. I have enough chances to ask questions.

2. This is the best class I have this semester.

3. I have to spend too much time listening in
this class.
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4. We spend too much of our class time working
as a large group.

Responses were checked on a scale of (1) Very Strongly

Disagree, (2) Strongly Disagree, (3) Disagree, (4) Agree,

(5) Strongly Agree, and (6) Very Strongly Agree for the

positive statements. Scores were reversed for negative

statements (i.e., (6) Very Strongly Disagree and (1) Very

Strongly Agree).

Statistical Design

This research utilized a two-way fixed factorial

design, testing for differences among the four schools,

differences between experimental and control groups, and

statistical interaction. Because the sample sizes for

achievement and attitude testing varied, the design and

results are described separately.

Achievement Design

In testing for achievement, retention or rejection

of the following null hypotheses was considered:

H
1

There is no significant difference among the

adjusted posttest achievement scores for

schools.

H
2

There is no significant difference between

the adjusted posttest achievement scores for

groups.

H
3

There is no significant interaction between
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achievement mean score levels of schools and

groups.

The statistical tool utilized in this study was the

analysis of covariance. Combining the benefits of analy-

sis of variance and regression, the technique adjusts

posttest scores (dependent variables) on the basis of

pretest scores (independent variables). By matching the

independent variables, the statistic gives better esti-

mates of treatment effects, reduces the experimental

error, and makes a more precise comparison (Snedecor

and Cochran, 1967).

The mathematical model for this design, as described

by Neter and Wasserman (1974), was:

Y. . = 1.1 + Ct1 ., 1-_13. (aa).. y(X.. - R) + c..,
ijk 13 13k 13x

1-1 is an unknown constant

a.
1

is the differential effect associated with

schools

B. is the differential effect associated with

groups

(a6)ij is the differential effect associated with

interaction

y(Xijk - is the adjustment of the posttest scores

is the residual effect, which is indepen-cijk

dently and normally distributed with a

mean of zero and a variance of a2 .
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The achievement analysis of covariance arrangement

is shown in Table 4.

Table 4

Achievement Test Analysis of Covariance Layout

Source of
Variation

Degrees of
Freedom (df)

Sum of
Squares

Mean
Square

F

Schools 3 A A/3 MSA/MSE

Groups 1 B B/1 MS
B
/MS

E

Interaction 3 C C/3 MS
C
/MS

E

Error 130 D D/130

Total 137 E E/137

When the null hypothesis for schools was rejected, a

multiple comparisons test was required to determine the

location of significant differences. The Least Significant

Difference (L.S.D.) test was applied to decide the

following a priori hypotheses:

P3 > P1

P3 > P2

P3 P4
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Attitude Design

When testing for attitude, the following null

hypotheses were considered:

H
1

There is no significant difference among the

adjusted posttest attitude scores for schools.

H
2

There is no significant difference between the

adjusted posttest attitude scores for groups.

H
3

There is no significant interaction between

attitude mean score levels of schools and

groups.

The analysis of covariance, described previously,

was utilized for statistical testing. The analysis layout

for the attitude testing is shown in Table 5.

Table 5

Attitude Test Analysis of Covariance Layout

Source of
Variation

Degrees of
Freedom (df)

Sum of
Squares

Mean
Square

F

Schools 3 A A/3 MSA
/MS

E

Groups 1 B B/1 MS
B
/MS

E

Interaction 3 C C/3 MS
C
/MS

E

Error 126 D D/126

Total 133 E E/133
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In instances where the null hypothesis for schools

was rejected, a multiple comparisons test was applied to

determine the location of differences. The L.S.D. test

was selected to consider the following a priori hypotheses:

1-13 P
1

P
3

P
2

P
3

P
4

Hence, the design followed the typical model used

for analyzing a fixed two-way arrangement and included

provision for interaction testing.
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IV. PRESENTATION OF FINDINGS

The primary purpose of this study was to test the

use of the published simulation, Jeffrey's Department

Store, in high school Distributive Education classrooms.

The simulation was compared to "traditional" methods of

instruction, testing for achievement (knowledge gained)

and attitude (feelings about the class after instruction).

Samples for the study consisted of one control group

and one experimental group from each of four high schools

in the Anchorage (Alaska) area. Control groups were

taught using "traditional" methods, while experimental

groups used the Jeffrey's simulation for eleven weeks.

All research participants were pretested and post-

tested, using the Sales Comprehension Test as an achieve-

ment measure, and a survey developed for this study as

the attitude measurement.

The research called for a two-way fixed factorial

design, testing for differences among the four schools,

differences between experimental and control groups, and

the presence of statistical interaction. Analysis of

covariance was utilized to analyze the data, using a =

.05 as the level of significance. When the computed F
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value was equal to or greater than the tabular F value,

the null hypothesis was rejected. Conversely, when the

computed value was lower than the tabular value, the null

hypothesis was retained.

Achievement Analysis

The initial hypothesis considered in analyzing

achievement scores was:

H
1

There is no significant difference among the

adjusted posttest achievement scores for

schools.

Out of a total of 30 items on the Sales Comprehension

Test, 27 showed no significant difference among schools.

Table 6 indicates the results of the analysis.

Differences among schools were detected on three of

the Sales Comprehension Test questions. The Least

Significant Difference (L.S.D.) test was used to determine

the location of these differences. The a priori hypotheses

for this testing were:

P
3

> P 1

P
3

> P
2

1-1

3
> P

4

The results of this analysis are shown in Table 7.
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Table 6

Analysis of Covariance for Achievement Hypothesis 1

Adjusted Posttest Mean Scores

Scncols Ho
Question 1 2 3 4 Decision

3.07317 1.53572 1.70833 2.04545 Retain

2 -1.90244 1.10715 - .93750 .00000 Retain

3 1.34147 .85715 1.29167 1.50000 Retain

4 .02439 .60714 - .16667 - .50000 Retain

5 -1.19512 -3.17857 -2.39583 -1.90909 Reject

-2.41463 - .64286 -1.87500 -2.96212 Retain

7 .00000 .64286 .91667 1.09091 Reject

a .00000 .29629 - .06250 .09091

...

Retain

9 - .70732 - .89286 - .91667 - .22727 Retain

10 .82927 .46429 1.31915 - .77273 Retain

11 -1.00000 -1.32143 - .75000 -1.63637 Retain

12 1.39025 - .60714 .12500 - .27272 Retain

13 .39024 .25000 .27083 .68182 Retain

14 -1.09091 - 1.50000 -2.54166 - .54545 Retain

15 -1.02500 - .57143 -1.16667 -1.22727 Retain

16 .73171 - .25C00 - .72917 - .27273 Retain

17 -1.34146 -1.07143 .04255 .18182 Reject

18 -1.02439 - .64286 - .91666 - .86364 Retain

19 - .95122 .92857 1.06250 - .22727 Retain

20 - .85366 -1.10714 -1.75000 -1.45454 Retain

21 - .78049 .46429 2.18750 .59091 Retain

22 - .41463 - .46428 - .48936 - .90909 Retain

23 1.12195 -1.00000 -1.14893 - .54545 Retain

24 .58537 .78571 .87500 .81818 Retain

25 -2.70732 - .46429 .06250 - .40909 Retain

26 .43903 .17857 1.47917 .63636 Retain

27 -1.14634 - .85714 -1.35417 - .93638 Retain

28 -1.09756 -1.35714 - .60416 - .54545 Retain

29 1.00000 1.29286 1.85167 1.50000 Retain

30 - .70732 -1.07143 -1.12500 - .33334 Retain
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Table 7

L.S.D. Analysis for Achievement Hypothesis 1

Question No. 5:

Which one of the following items sells better in rural
districts than in cities?

overalls
sporting goods
books on animal husbandry
building materials (Bruce, 1976)

L.S.D. Ho
Value DecisionSchool X Difference

3 -2.39583
1.20071 1.65633 p = u No Sig. Dif.

1 -1.19512 3 1

3 -2.39583-
.78274 1.65633 u = u- No Sig. Dif.

2 -3.l7857

3 -2.39583
.48674 1.65633 u- = 11

4
No Sig. Dif.

4 -1.90909

Question No. 7:

Most of those on the sales staff of a particular soap com-
pany are doing better than ever before; but one is doing
worse. This sales representative can probably improve
MOST by

finding out more about the product.
requesting a change in territory.
developing pleasant personality traits.
studying the methods of successful sales people.

(Bruce, 1976)
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3

Table

-Z Difference

.91667

7 (continued)

L.S.D. Ho
Value Decision
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.91667 1.25311 113 = pi No Sig. Dif.
1 .00000-''

3 .91667

2 .64286/-.
.27381 1.25311 113 = 1.12 No Sig. Dif.

3

.17424 1.25311 113 = p4 No Sig. Dif.
4 1.09091

Question No. 17:

The best group to canvass when selling office equipment
is

offices with expanding credit ratings.
all offices in an office building.
previous purchasers.
offices suggested by purchasers. (Bruce, 1976)

School X Difference

3 .04255

L.S.D.
Value

Ho
Decision

1.38401 1.83891 113 = pi No Si'. nif.
1 -1.34146/.

3 .04255.
1.11398 1.83891 11 = V No Sig. Dif.

2 -1.07143 3 2

3 .91667
.17424 1.83891 = 1-1 No Sig. Dif.

4 3 4
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Although the analysis of covariance indicated a

significant difference for questions 5, 7, and 17, the

L.S.D. multiple comparisons test did not locate the differ-

ences. There were two reasons for this condition. The

first, which applied to Question 17, was a result of the

limitation of n - 1 comparisons used in the conduct of the

L.S.D. test itself. Just three comparisons were made, none

contrasting the highest mean score with the lowest mean

score. Thus, no differences were identified. Secondly,

the L.S.D. measures at a slightly different alpha level

than does the F statistic, occasionally resulting in not

being capable of locating the significant differences.

This was the case with Questions 5 and 7.

The second hypothesis considered in testing for

achievement was:

H
2

There is no significant difference between the

adjusted posttest achievement scores for groups.

The results of the analysis of the second hypothesis

are reported in Table 8. No significant difference was

found between experimental and control groups for 29 of

the 30 items. Hence, only one hypothesis was rejected.
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Table 8

Analysis of Covariance for Achievement Hypothesis 2

Adjusted Posttest Mean Scores

Grouts H,
Question Control Experimental Decision

1 2.25714 2.00000 Retain

2 - .85714 - .46377 Retain

3 1.17141 1.33333 Retain

4 - .21429 .20290 Retain

5 -2.01428 -2.23188 Retain

6 -1.50000 -2.42270 Retain

7 .37143 .86957 Retain

8 - .02898 .13043 Retain

9 - .64286 .78261 Retain

10 .88572 .94118 Retain

11 -1.05714 -1.10145 Retain

12 .18571 .76812 Retain

13 .40000 .33334 Retain

14 -1.79610 -1.37681 Retain

15 -1.02857 -1.00000 Retain

16 - .38571 - .23189 Retain

17 .78261 - .36232 Retain

18 - .77143 -1.00000 Retain

19 .11429 .59420 Retain

20 - .95714 -1.66667 Retain

21 .57143 .85507 Retain

22 - .65217 - .40580 Retain

23 - .57142 -1.47059 Retain

24 .74286 .78261 Retain

25 -1.00000 .86956 Retain

26 .71428 .86957 Retain

27 -1.28571 .96522 Retain

28 - .88571 .89855 Retain

29 1.95715 .94029 Reject

30 - .91429 .02941 Retain



The one item resulting in a significant difference

was Question 29, which read:

You are a new sales representative having your
first interview with Joan Carson, a skilled and
experienced buyer. She asks a question about
your product which you are totally unprepared
to answer. What would you do?

Guess at the answer so that she will not
think you do not know your product.
Evade the question by trying a new line
of approach.
Say that you don't know since you are new,
but you can get the information by contact-
ing the home office.
Tell her that it isn't too important, and
continue on to some other information
about the product. (Bruce, 1976)
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The control groups, taught by "traditional" methods,

scored significantly higher than the experimental groups,

who used Jeffrey's materials, on this test item.

The third hypothesis for the achievement testing was:

H
3

There is no significant interaction between

achievement mean score levels of schools and

groups.

The analysis indicated no significant interaction

for 27 of the 30 questions. Those results are reported

in Table 9.

J
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Table 9

Analysis of Covariance for Achievement Hypothesis 3

Question
Ho

Decision Question
Ho

Decision

1 Retain 16 Retain

2 Retain 17 Reject.

3 Retain 18 Retain

4 Retain 19 Retain

5 Retain 20 Retain

6 Retain 21 Retain

7 Retain 22 Retain

8 Retain 23 Retain

9 Reject 24 Retain

10 Retain 25 Retain

11 Retain 26 Retain

12 Retain 27 Retain

13 Retain 28 Retain

14 Reject 29 Retain

15 Retain 30 Retain

Three of the 30 achievement test items indicated

significant interaction effects. A plot of cell means for

these questions is included in Appendix D. The plot of

Question 9 indicated disordinal interaction between Schools

1 and 2, Schools 2 and 3, and Schools 3 and 4. The diagram

of Item 14 showed ordinal interaction between Schools 1 and

2, and Schools 2 and 3. However, disordinal interaction oc-

curred between Schools 3 and 4 of Question 14. Question 17,

as shown in Appendix D, indicated disordinal interaction

between Schools 1 and 2, Schools 2 and 3, and Schools 3 and

4.
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Attitude Analysis

The first hypothesis considered in analyzing

attitude scores was:

H
1

There is no significant difference among the

adjusted posttest attitude scores for schools.

The results of the analysis are reported in Table 10.

Out of a total of 25 items, 10 were retained as not

significantly different among schools. Consequently,

15 of the items were rejected.

For the 15 rejected items, the Least Significant

Difference (L.S.D.) test was utilized to determine the

location of differences. The following a priori

hypotheses were considered for this analysis:

1-13 1'1

P
3

> P 2

P2 > P4

The results of the L.S.D. analysis are reported in

Appendix E.
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Table 10

Analysis of Covariance for Attitude Hypothesis 1

Question

Adjusted Posttest Mean Scores

Schools H,
Decision1 2 3 4

1 4.56757 3.96296 4.75000 3.86363 Retain

2 4.00000 3.96423 3.95833 3.31313 Retain

3 4.05556 4.32143 4.02083 4.00000 Retain

4 4.45946 3.75000 4.62500 4.09091 Retain

5 2.97298 3.75000 5.38298 2.77273 Reject

6 4.78373 4.59259 5.14584 3.95454 Reject

7 3.69135 3.33572 4.79167 2.63637 Reject

b 4.66667 4.25926 4.47917 3.68182 Retain

9 4.56757 4.10714 5.02083 3.72727 Reject

10 3.29723 3.75000 3.90851 2.50000 Reject

11 4.02703 3.48148 4.06250 3.34711 Retain

12 4.00000 3.75000 3.97917 3.09091 Reject

13 3.67568 3.42857 4.27083 3.54545 Reject

14 4.21622 3.62963 4.39583 3.68132 Reject

13 4.18919 4.07408 4.93750 4.18182 Retain

16 4.21622 3.78572 4.56250 3.36364 Reject

17 3.78378 3.57143 4.16667 3.40909 Retain

18 4.25000 4.07143 4.60417 4.04546 Retain

19 3.70270 3.64286 4.48936 4.00000 Retain

20 3.75675 4.03571 4.95834 3.27273 Reject

21 3.50000 2.51352 4.68750 2.27273 Reject

22 4.75676 3.96296 4.91667 4.18132 Reject

23 4.94444 4.25926 5.35417 4.04546 Reject

24 3.70270 3.53571 4.70833 3.04545 Reject

25 4.29730 3.35714 5.39583 3.59091 Reject
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The L.S.D. analysis indicated that School 3 scored

significantly higher than School 4 on all 15 of the items.

When comparing School 3 with School 2, a significant

difference was found on 12 of the 15 attitude items. A

comparison of School 3 with School 1 indicated a differ-

ence on only 6 of the 15 attitude statements.

The second attitude survey hypothesis was:

H
2

There is no significant difference between the

adjusted posttest attitude scores for groups.

The analysis indicated no significant differences

between the experimental and control groups on 21 of the

25 attitude items. Table 11 reports the findings of

Hypothesis 2.

Four of the items indicated significant differences

in attitude between the control and experimental groups.

These four items are shown in Table 12.
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Table 11

Analysis of Covariance for Attitude Hypothesis 2

Adjusted Posttest Mean Scores

Groups Ho

Question Control Experimental Decision

4.40000 4.39130 Retain

2 4.18462 3.57143 Re'ect

3 4.18462 4.00000 Retain

4 4.21539 4.40000 Reject

5 4.15385 3.75362 Retain

6 4.67187 4.80000 Retain

3.93200 3.82857 Retain

a 4.21875 4.47826 Retain

9 4.50000 4.40000 Retain

10 3.51563 3.37142 Retain

11 3.56250 4.05195 Reject

12 3.81538 3.77143 Retain

13 3.84615 3.78571 Retain

14 3.96875 4.17143 Retain

15 4.48438 4.38572 Retain

16 4.10769 4.27143 Retain

17 3.72308 3.90000 Retain

18 4.36923 4.24638 Retain

19 3.89231 4.13044 Retain

20 4.27692 4.05714 Retain

21 3.55385 3.50000 Retain

22 4.67692 4.44928 Retain

23 5.04687 4.57971 Reject

24 3.80000 4.02857 Retain

25 4.69231 4.28571 Retain
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Table 12

Significant Differences in Attitude Between Groups

Question No. 2:

I have to spend too much time listening in this class.
(High rating indicates the students did not agree)

Question No. 4:

I can usually think of the right answers to questions that the
teacher asks.

Question No. 11:

Group Rating Hiyhe,;t

Control

Experimental

We are given opportunities to say what we want to learn. Experimental

I think I will be able to use a lot of the things I am learning Control
in this class.

Question No. 23:

The third hypothesis considered for the attitude

survey was:

H
3

There is no significant interaction between

attitude mean score levels of schools and groups.

The analysis indicated no significant interaction

on 22 of the 25 attitude survey items. Those results are

reported in Table 13.
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Table 13

Analysis of Covariance for Attitude Hypothesis 3

Question
Ho

Decision Question
Ho

Decision

1 Retain 14 Retain

2 Reject 15 Retain

3 Retain 16 Reject

4 Retain 17 Retain

5 Retain 18 Retain

6 Retain 19 Retain

7 Retain 20 Retain

8 Retain 21 Reject

9 Retain 22 Retain

10 Retain 23 Retain

11 Retain 24 Retain

12 Retain 25 Retain

13 Retain

Only three of the 25 attitude test items indicated

significant interaction. A diagram of those items is

included in Appendix F. The Diagram showed disordinal

interaction between Schools 1 and 2, and 2 and 3, with

ordinal interaction between Schools 3 and 4 for statements

2 and 16. The attitude statement number 21 plot showed

disordinal interaction between Schools 1 and 2, and 3 and

4, with ordinal interaction between Schools 2 and 3.

Summary of Results

The results of this research may be summarized into

two main categories: Achievement and Attitude.
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Analysis of achievement scores indicated no signifi-

cant difference among the four participating schools.

When comparing experimental group scores with control

group scores, a significant difference was indicated on

only one of the 30 test items. Only three test questions

indicated a significant amount of statistical interaction,

and that interaction was attributed to chance results in

testing.

An examination of the attitude test results revealed

15 statements of significant difference among schools.

The multiple comparisons analysis indicated that School 3

had higher attitude scores than one or more of the other

schools on all 15 items. School 3 and School 2 appeared

to have fewer differences than School 3 compared with

Schools 2 and 4. A comparison of attitudes of the control

and experimental groups resulted in significant differences

on four test items, however, two were rated higher by the

control group, and the remaining two were rated higher

by the experimental group. Only three of the attitude

items were found to have a significant interaction effect.
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V. CONCLUSIONS AND IMPLICATIONS

The selection of an instructional method is a

question every school teacher faces each day with any

new educational topic. Many adopt the more "traditional"

methods of lecture, discussion, and demonstration, using

textbooks, workbooks, and unit tests. Some teachers,

however, prefer change. It is the possibility of

changing teaching methods in Distributive Education that

inspired the present research.

Restatement of the Problem

The primary purpose of this study was to test the

use of the published simulation, Jeffrey's Department

Store (Koeninger and Hephner, 1978) in high school Distrib-

utive Education classrooms. The simulation was compared

to "traditional" methods of instruction, testing for

achievement (knowledge gained) and attitude (feelings

about the class after instruction).

The Treatment

Control and experimental Distributive Education

groups were selected from four high schools in Anchorage,

Alaska. All of the randomly assigned participants studied

the same topics for eleven weeks, with control group

teachers using "traditional" methods and materials, and
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experimental groups using the Jeffrey's Department Store

simulation.

The Instruments

All participants were pretested and posttested,

using the Sales Comprehension Test to measure achieve-

ment, with a survey being designed for use as an attitude

measure. Analysis of covariance was utilized as the

statistical tool, with the Least Significant Difference

(L.S.D.) test, a multiple comparisons analysis, being

applied to determine the location of differences.

Major Findings

The analysis of the achievement test indicated no

significant differences among the four schools that

participated in the research. When comparing the control

group achievement scores with those of the experimental

group, there was no significant difference on 29 of the

30 items. On the one item indicating a difference, the

control group, taught with "traditional" methods, scored

higher. Only three of the achievement test items indicated

a significant amount of statistical interaction. This

incidence of interaction was attributed to chance results

in the testing, and was not considered as an influence

in the interpretation of the tests of the main hypotheses

of interest.
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An examination of the attitude test results revealed

10 statements of no difference, and 15 statements of

significant difference among schools. The multiple

comparisons analysis indicated that School 3 had higher

attitude scores than one or more of the other schools on

all of the 15 items. When comparing School 3 with School

1, there appeared to be fewer differences than with Schools

2 and 4. School 3 scored significantly higher than School

4 on all of the 15 items. A comparison of attitudes of

control groups and experimental groups resulted in no

significant differences for 21 of the 25 items. Of the

four attitude items indicating a significant difference,

two were rated higher by the control group, and the

remaining two were rated higher by the experimental group.

Only three of the attitude items were found to have a

significant interaction effect.

The Conclusions

Based on the results of this research, there was little

evidence that the use of Jeffrey's simulation had a

significant effect on either the achievement or attitude

of student participants. Achievement scores of students

learning in the "traditional" classroom were not signifi-

cantly different from those using the simulation. An
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examination of attitude scores revealed no significant

difference between "traditional" classroom participants

and simulation participants. There were, however,

significant differences among the four schools. School 3

attitude scores were higher than the other schools on 15

of the 25 test items. Schools 3 and 1 appeared to have

fewer differences than School 3 compared with Schools 2

and 4.

Implications

A number of observations, ideas, and suggestions

resulted from the present research. They are offered as

considerations for the authors of Jeffrey's, for teachers

who plan to utilized Jeffrey's in the classroom, and for

those individuals who are conducting further research in

the use of Jeffrey's Department Store.

1. Workshops, sponsored by the publishers of Jeffrey's,

would be extremely helpful to teachers considering its

use. Teachers must know what the simulation contains,

and should experience some of the activities, in order to

properly integrate it into an existing curriculum.

Teachers who are unfamiliar with the materials may develop

a poor attitude toward the process, unconsciously passing

that attitude on to student participants.

2. Jeffrey's Department Store should have been field-

tested in more classrooms, with a wider variety of students
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before publication. Many of the activities seemed too

simple for the average Anchorage Distributive Education

student, while a few others were extremely difficult. The

simple activities, with very obvious answers, produced

boredom on many occasions. The difficult activities

required more detailed instructions and explanations.

Both of these problems could have been alleviated through

field testing.

3. A number of activities in the simulation called for

small group work, often extending over two or three class

sessions. Individual student absences during the small

group work presented problems during those activities.

In addition, since grades were awarded on group work, the

"make-up" work for those absent became a problem. The

authors should consider limiting the length of group

activities to a normal class session.

4. In order to standardize the curriculum of both

experimental and control groups, all students in the

experimental group were assigned to the Merchandising

Division of the simulation. The authors recommended that

classes be divided into separate divisions, each working

on different activities. This idea would increase the

activity in the classroom, and improve attitudes.

5. A formal evaluation should have been conducted among

the participating teachers. This evaluation might include
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a list of Jeffrey's activities used, problems experienced,

recommendations for improvement, and feelings about the

simulation experience.

Suggestions for Further Study

The following suggestions are made as a result of

this research:

1. The attitude survey developed for this research

should be refined and tested with a larger population in

order to establish stable validity and reliability

estimates.

2. A study should be conducted using Jeffrey's

Department Store with special groups of students, includ-

ing those who are "gifted", "unsuccessful", low in reading

skills, or low in self-concept.

3. The Jeffrey's simulation should be tested in rural

schools, especially those isolated from exposure to large

city department stores. A study of the achievement and

attitude of such student participants should then be

conducted.
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APPENDIX A

Sales Comprehension Test
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SALES COMPREHENSION TEST
Form M

Revised

Name Date
Last.) First middle

Organization Age

Years of sales experience

Types of selling you have done

INSTRUCTIONS

On the following pages there are a number of questions about selling. Each question
is followed by four possible answers. You are to select the one answer which, in youropinion, is the best of the four. it may be that you will not agree completely with any
of the answers offered, or more than one answer may appear to you to be correct. How-
ever, you are to select the ONE answer whicn you consider the BEST of those offered,and mark an X beside that answer. If you are not sure of an answer, guess. Do not leave
any questions unanswered.

Score

[In trim test all references to ME:HIM/NIS should be interpreted also to mean SHE/HER/HERS. All
references to SHE/HER/HERS should be interpreted atso to mean HE/HIM/NISI.

Percentile Group

Percentile Group

Percentile Group

Published by

Martin M. Bruce, Ph.D., Publishers
340 OXFORD ROAD

NEW ROCHELLE. NEW YORK 101104

6 1976 by Martin M. Bruce. Ph.D.

All rylphts rewrved.



I. Which one of the following will best aid a sales
representative in making a sale?

_demonstrate and otherwise explain the full
use of the product

_determine if the potential customers need the
product

_offer the product on time payments
_allow the potential customers to use the

product on trial

2. A heavy machinery sales representative has been told
during the course of a conversation with
the production manager that the company
cannot afford to buy the product. The sales
representative's best move is to

_point out to the manager that in the long
run the cost of the machinery will be returned
in new profits.

_explain to the manager that time payments
can be made on the machine.

_explain to the manager that such a matter is
worthy of more consideration than he has
given it.

_leave and later send material illustrating the
virtues of the product to the production
manager.

3. A woman has requested a furniture reupholstery
firm to send one of their sales people. When
the representative arrives she says she has
changed her mind. What is the best thing
for the sales representative to do?

_ Politely explain that she is obligated to see
the samples.

Ask her. "Have you purchased some already?
__Tell her she is making a serious mistake.
_ Say to her. ".As long as I am here. I may as well

show you the samples.-

4. A job lot dealer has bought up a large number of
second-hand cameras. with the :tope of
getting rid of them quickly. but at a decent
profit. Which one of the following groups
will probably be the best market?

__camera shops selling second-hand equipment
_schools offering art courses
_newspaper photography departments
_student camera clubs

5. Which one of the following items sells better in rural
districts than in cities?

_overalls
_sporting goods
_books on animal husbandry
_building materials

6. A prospective customer comes to the stationery
department of a store in search of desk acces-
sories advertised in newspapers. After
seeing the items as well as others not adver-
tised. the person leaves without having pur-
chased anything. What is the most probable
reason for this?

The sales person failed to make the items
appear as attractive as the ad presented them.

_The items were poorly displayed. mak rig them
unattractive.

The potential customer could not decide just
what to buy.

_The prospective customer was not asked by
the sales person to make a purchase.

7. Most of those on the sales staff of a particular soap
company are doing better than ev,er before:
but one is doing worse. This sales represent-
ative can probably improve MOST by

_finding out more about the product.
_requesting a change in territory.
_developing pleasant personality traits.
_studying the methods of successful sales people.

8. The same book would sell best under which one of
the following titles?

_Sing for Your Supper"
_'How to Sing for Money"

"Dollar Serenade"
_"Manual of Voice Training"

9. Which one of the following will best serve to improve
a sales representatives business?

_invite prospective customers to dinner
read recent sales publications

_take courses in psychology
_read up on economic theories

10. During the discussion between a company's buyer
and a sales representative, the buyer has to
leave to meet a scheduled appointment. In
this instance, which one of the following
should the sales representative do?

_Wait for the buyer to return.
_ Leave and call later for an appointment.
_Ask to go along with the buyer so as to

continue the talk.
_ Request another interview.

75



I I. In trying to persuade a client to increase home tire
insurance coverage, which one of the follow-
ing sales demonstrations would serve best?

_Show the client that fire insurance today is
cheaper than it ever was before.

Point out that the insurance does not cover
the current value of the house.

. Point out that millions of dollars were col-
lected last year by fire victims.

Point out similar homes in the neighborhood
that are insured for more.

12. Illustrative material is frequently an aid in selling a
product. At art initial interview it will best
serve its intended purpose if used in which
one of the following ways?

_given to the client at the start of the inter-
view

held by the sales representative and shown to
the buyer occasionally

relied on to clinch the sale
_given to the buyer at the end of the inter-

view to scan at leisure

I3. Which one of the following population selection
methods best serves the door-to-door sales
representative of encyclopedias?

visit people listed in the telephone directory
visit "Book of the Month Club" members
visit homes indiscriminately
visa homes of college students

14. The sales representative who takes orders from
retailers usually has another task. Which one
of the following is it?

_familiarizing the retailer with discount policies
__providing tree samples for distribution to

customers
_rearranging stock to make it more presentable
_ setting up advertising displays

15. Which one of the following attributes is MOST
important in selling brushes door-to-door?

_ congeniality
_ appearance
_ persistence
_ personality

16. The most frequent objection to purchasing life
insurance is

"I don't need it:
'My work isn't dangerous."
"I need time to think it oven-
"! can't afford it."

17. The best group to canvass when selling office
equipment is

offices with expanding credit ratings.
all offices in an office building.
_previous purchasers.

offices suggested by purchasers.

18 Which one of the following is the best single sales
argument in tavor of purchasing a home?

It is a step towards financial independence.
A good real estate value is better than a savings

account.
..The home owner has a credit rating in the

business world.
A home is an investment.

19 You are selling a service which, if adopted by your
prospect. would mean a change in long estab-
lished policies. A company executive is

favorably impressed. but tells you it must be
discussed with the other executives. What
would be your next step?

_Ask that you be told what happens, then leave.
Press for a commitment since the initial

reaction has been favorable.
_Go through your sales talk again briefly so the

executive will know how to present it
properly.

_ Ask to see the executive's colleagues so that
you can present the plan to them personally.

20. All of the following motivate people to enter the
field of selling. Which one is the strongest?

_opportunity to earn more money
_desire to be one's own boss
_desire to meet people

dislike of desk jobs

21. Your supervisor points out that your sales have
been falling off. You should

_convince him you are doing your best.
_point out that you have been given the poorest

customers.
_ask for some tips on how to improve.
_explain that you hadn't been well. but will do

better soon.

1-1 What is the sales engineer's most important requisite?
knowledge of the product

a pleasant personality
inventive ability
_ability to solve industrial problems
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23. Many factors are involved in the price of property.
Which one of the following is the most
important?

closeness of recreational facilities
availability of transportation facilities

_ restrictions which offer protection
_ number of people who want to buy the property

24. There are many reasons people resist buying addi-
tional stocks recommended by a broker. The
most common one is

the current status of the market.
previous experience with recommendations.

_lack of faith in the broker.
_ the current price of the stock.

25. Which one of the following approaches would be
best for the sales representative to use when
seeing for the first time a purchasing agent
who is known to be a tough customer!

Tell the purchasing agent some good jokes.
Discuss the product as if the P.A. were a good

customer.
Tell the P.A. that services are available even

if there is no purchase.
_ Discuss the merits and faults of competitors'

products.

26. Your firm makes all kinds of paper containers.
Mr. Roberts. owner of a small soft drink
plant. has asked for a representative of
your company to call. What would you do
when you enter his office'?

Introduce yourself, and wait for him to tell
you why he asked a representative to call.

Tell him that containers will cut his shipping
costs because they weigh less and are more
compact than bottles.

Say, "We make containers for all purposes.
We have the type that will be perfect for
your needs."

_Say. "Before we start. Mr. Roberts. I'd like
to look over your plant. Then I will know
how we can best serve you."

27 You are visiting a prospect who voices strong views
regarding labor unions. He then asks for
your opinion. His views do not agree with
yours. What would you do?

Agree with him, and give additional reasons
for his viewpoint.

__Tell him firmly but politely that you disagree:
then change the subject.

_Try to point out the flaws in his argument.
Tell him you hadn't thought much about it.

28. You are trying to sell a public address system for
use in a factory. After you have used all your
sales arguments. the prospect is receptive
but not quite convinced. What would
you do?

Leave and send some literature on the product
as soon as possible.

Leave and return as soon as possible with a
-specialist" to try to further convince the
prospect.

Remain and go over the arguments once again.
Remain and tell the prospect you cannot

understand why she is not convinced of the
product's value.

29. You are a new sales representative having your first
interview with Joan Carson, a skilled and
experienced buyer. She asks a question
about your product which you are totally
unprepared to answer. What would you do?

_Guess at an answer so that she will not think
you do not know your product.

_ Evade the question by trying a new line of
approach.

_ Say that you don't know since you are new.
but you can get the information by contact-
ing the home office.

_Tell her that it isn't too important, and continue
on to some other information about the
product.

30. Which one of the following BEST describes good
salesmanship?

calling on people who are logical prospects
persuading people to buy your product
knowing how to get along with people
convincing people they need your product
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Delphi Panel

Dr. Gary Fuller
Division of Vocational Education
State Department of Education
Juneau, Alaska 99811

Mr. Arnie Handschke
Division of Vocational Education
State Department of Education
Juneau, Alaska 99811

Dr. Joe Hlebichuk
Division of Vocational Education
School of Education
Oregon State University
Corvallis, Oregon 97331

Dr. Gene Davis
Director of Vocational Education
Anchorage School District
4600 DeBarr Road
Anchorage, Alaska 99504

Dr. Fred Stofflet
Director of Testing and Evaluation
Anchorage School District
4600 DeBarr Road
Anchorage, Alaska 99504

Mr. Larry Hall
Director of Student Leadership Center
215 Front, N.E.
Salem, Oregon 97301

Mr. John Curry
Distributive Education Coordinator
Nome-Beltz High School
Nome, Alaska 99701

Mr. Tom Davis
Distributive Education Coordinator
Bartlett High School
25-500 North Muldoon Road
Anchorage, Alaska 99506
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Name:

School:

Period:
Date:

Check the answer that most nearly exoresses your feelings about this class.
Your teacher will not see your answers. Please feel free to answer as you 4sh.

1. We get enough time to help each other
in class.

2. I have to spend too much time listening
in this class.

3. We spend too much of our class time
working as a large group.

4. I can usually think of the right answers
to questions that the teacher asks.

5. Too much of what I learn comes from the
textbook.

6. I have enough chances to ask questions.

7. This class is usually boring.

8. We are given opportunities to express
ourselves.

9. We have enough chances to learn up-to-date
information.

10. We have to get permission from the teacher
to do anything in this class.

11. We are given opportunities to say what we

want to learn.
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12. The teacher does too much of the talking
in class.

13. We have enough chances to try new ideas.

14. I am given enough time to study with my
friends in this class.

15. I have too much homework in this class.

16. I have enough chances to work with others
in small groups in this class.

17. I have enough chances to work at my own
speed.

18. Most of the assignments in this class are
too difficult or take too much time.

19. I often have trouble getting the classwork
done on time.

20. This class teaches too many things I
already knew.

21. This is the best class I have this semester

22. I usually understand the assignment.

23. I think I will be able to use a lot of the
things I am learning in this class.

24. I often feel like I could be learning a
lot more if the class were run differently.

25. I would not recommend this class to very
many of my friends.
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APPENDIX D

Achievement Test Interaction Diagrams



Achievement Test Interaction

Question No. 9:

Which one of the following will best
serve to improve a sales representa-
tive's business?

invite prospective customers to
dinner
read recent sales publications
take courses in psychology
read up on economic theories

Control

Experimental

2.5

2.0 -

1.5 -

1.0 -

.5-

0.0 -

/
F

/

1 2 3 4

Schools



Question No. 14:

The sales representative who takes
orders from retailers usually has
another task. Which one of the
following is it?

2.0-

1.5-

1.0-

.5-
0.0

familiarizing the retailer with .5-
discount policies
providing free samples for dis-

-1.0

-1.5tribution to customers
rearranging stock to make it -2.0

more presentable
setting up advertising displays

-2.5

-3.0

-3.5

Control
-4.0

Experimental 1_

.

2 3 4

Schools



Question No. 17:

The best group is canvass when selling
office equipment is

offices with expanding credit
ratings.
all offices in an office building.
previous purchasers.
offices suggested by purchasers.

Control

Experimental ---

2.5-

2.0-

1.5-

1.0-

.5-

0.0-

-1.0-

-1.5-

-2.0

-2.5-

/

/
/

/

A

/

1 2 3 4

Schools
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L.S.D. Analysis for Attitude Hypothesis 1

Question No. 5:

Too much of what I learn comes from a textbook. (Higher
ratings indicate the student did not agree with the state-
ment).

School

3

1

3

2

3

4

X

5.38298

2.97298,

5.38298

3.75000-'

5.38298

2.77273,

Difference

2.41000

1.63298

2.61025

L.S.D
Value

.73316

.73316

.73316

Ho
Decision

p
3

> p
1

Sig.

p
3

> P
2

Sig.

u3
> p

4
Sig.

Dif.

Dif.

Dif.

Question No. 6:

I have enough chances to ask questions.

School

3

R Difference

5.14584

L.S.D.
Value

Ho
Decision

.36206 .60559
3

= u
1
No Sig. Dif.

1 4.78378

3 5.14584
.55325 .60559 p3 = p2 No Sig. Dif.

2 4.59259-"

3 5.14584
; 1.19130 .60559 p > p Sig. Dif.

4 3.95454-" 3 4
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Question No. 7:

This class is usually boring. (Higher ratings indicate
the student did not agree with the statement).

L.S.D. Ho
School re Difference Value Decision

3 4. 79167
1.10032

1 3.69135
.77929 p3 > pi Sig. Dif.

3 4.79167 N\
1.25595 .77929

2 3.53572
p3 > p2 Sig. Dif.

3 4. 79167 ......,

2.15530 .77929 p3 > p4 Sig. Dif.
4 2.63637 ."-.....

Question No. 9:

We have enough chances to learn up-to-date information.

L.S.D. Ho
School R Difference Value Decision

3 5.02083
...N.

. 45326 .64514 P
3 1

= P No Sig. Dif.
1 4.56757

3 5.02083
. 91369 .64514

2 4.10714 ...

3 5.02083N
1.29356 .64514

4 3.72727 /

P

P

> 1_12 Sig. Dif.

> p Sig. Dif.
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Question No. 10:

We have to get permission from the teacher to do anything
in this class. (Higher ratings indicate the student did
not agree with the statement).

School

3

X Difference

3.80851

L.S.D.
Value

Ho
Decision

.51123 .68328 u3 = u/ No Sig. Dif.

1 3.29728

3 3.80851
.05851 .68328 v3 = 112 No Sig. Dif.

2 3.75000/4'

3 3.80851
1.30851 .68328 3 > v4 Sig. Dif.

4 2.50000/'

Question No. 12:

The teacher does too much of the talking in class.
(Higher ratings indicate the student did not agree with
the statement).

School X Difference
L.S.D.
Value

Ho
Decision

3 3.97917
.02083 .64188 v3 = 111 No Sig. Dif.

1 4.00000

3

3.97917 .22917 .64188 v
3

= v No Sig. Dif.

2 3.75000
2

3 3.97917 N,N
.88826 .64188 U > v4 Sig. Dif.

4 3.09091
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Question No. 13:

We have enough chances to try new ideas.

L.S.D. Ho

School X Difference Value Decision

3 4. 27083
. 59515 .63757 p3 = pl No Sig. Dif.

1 3.67568

3 4.27083
. 84226

2 3.42857/.
.63757 p3 > p2 Sig. Dif.

3 4. 27183
.72538 .63757 113 > 1.14 Sig. Dif.

4 3.54545

Question No. 14:

I am given enough time to study with my friends in this
class.

School X Difference
L.S.D.
Value

Ho
Decision

3 4.3583
.17961 .66661 1.13 = 111 No Sig. Dif.

1 4.21622/

3 4.39583
.76620 .66661 u3 > p2 Sig. Dif.

2 3.62963

3 4.39583
.71401 .66661 u3 > u4 Sig. Dif.

4 3.68182
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Question No. 16:

I have enough chances to work with others in small groups
in this class.

L.S.D. Ho
School X Difference Value Decision

3 4.56250
.34628 .55182 p3 = pi No Sig. Dif.

1 4.21622 --""

3 4.56250 \,%
.77678

2 3.78572

3 4.56250\
.69886

4 3.86364

Question No. 20:

.55182 P
3

> P
2
Sig. Dif.

.55182 113 > 114 Sig. Dif.

This class teaches too many things I already knew.
(Higher ratings indicate the student did not agree with
the statement).

L.S.D. Ho
School R Difference Value Decision

3 4.95834
1.20159 .69954 113 > 1.11 Sig. Dif.

1

3 4.95834

2 4.03571
.92263 .69954 11

3
> p

2
Sig. Dif.

3 4.95834
1.68561 .69954 p

3
> 11

4
Sig. Dif.

4 3.27273
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Question No. 21:

This is the best class I have this semester.

School

3

X Difference

4.68750

L.S.D.
Value

Ho
Decision

1.18750 .78317 P3 > Pl Sig. Dif.
1 3.50000-

3 4.68750
2.16898 .78317 P3 > p2 Sig. Dif.

2 2.51852

3 4.68750.
2.41477 .78317 p3 > p4 Sig. Dif.

4 2.27273-'/

Question No. 22:

I usually understand the assignment.

School X Difference
L.S.D.
Value

Ho
Decision

3 4.91667
.15991 .53638 p3 = pi No Sig. Dif.

1 4.75676/

3

.95371 .53638 > '2 Sig. Dif.
2 3.96296'/'

3 4.91667
.73485 .53638 p3 > p4 Sig. Dif.

4 4.18152
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Question No. 23:

I think I will be able to use a lot of the things I am
learning in this class.

School

3

Y Difference

5.35417.

L.S.D.
Value

Ho
Decision

.40973 .72201 p
3

=
I
No Sig. Dif.

1 4.94444/

3 5.35417
1.09491 .72201 P

3
> P

2
Sig. Dif.

2 4.25926/

3 5.35417
1.30871 .72201 P3 > 114 Sig. Dif.

4 4.04546

Question No. 24:

I often feel like I could be learning a lot more if the
class were run differently. (Higher ratings indicate the
student did not agree with with statement).

School R Difference
L.S.D.
Value

Ho
Decision

3 4.70833
1.00563 .76947 u3 > pi Sig. Dif.

1 3.70270-/

3 4.70833
1.17262 .76947 U3 > P2 Sig. Dif.

2 3.53571

3 4.70833
1.66288 .76947 u3 > u4 Sig. Dif.

4 3.04545/.
3
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Question No. 25:

I would not recommend this class to very many of my
friends. (Higher ratings indicate the student did not
agree with the statement).

School

3

1

3

2

3

4

X

5.39583

4.29730

5.39583

3.85714

5.39583

3.59091

Difference

1.09853

1.53869

1.80492

L.S.D.
Value

.79339

.79339

.79339

Ho
Decision

P
3

> P
1
Sig.

u
3

> u
2
Sig.

u3 > u4 Sig.

Dif.

Dif.

Dif.
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Attitude Test Interaction Diagrams



Question No. 2:

I have to spend too much time
listening in this class.

Control

Attitude Test Interaction

Experimental

5.0.

4.5-

4.0.

3.5-

3.0

2.5

1 2 3

Schools

4



Question No. 16:

I have enough chances to work with
others in small groups in this class.

Control

Experimental ---

5.5-

5.0-

4.5-

4.0-

3.5-

3.0-

2.5-

2.0-

1.5-

1 2 3 4

Schools



Question No. 21:

The is the best class I have this 5.0 -
semester. 4.5

4.0

3.5 \
Control 3.0

2.5
Experimental

2.0
,

1 2 3

Schools
4


