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Purpose of the Study

The study was an examination of the effect of utilizing the

DECA Merit Awards Program (MAP) materials on high school

distributive education student interest levels toward careers in

marketing. It compared three groups of high school distributive

education students who used MAP with three groups who had not,

in terms of changing interest levels toward distributive occupations.

The purpose of the study was to determine if there was a significant

difference in interest levels between those who used MAP and those

who did not.

The Strong Vocational Interest Blank (SVIB) was used to

measure these changes. This study was only concerned with



marketing occupations; hence, only the basic interest scales re-

lated to marketing of the SVIB were used.

Procedure

The sample was selected from Oregon high schools having two

distributive education classes which were taught without using the

cooperative method of instruction. Both classes in each school

were taught by the same instructor. Thus, a control group and an

experimental group were established at each school.

The control group received instruction in the traditional man-

ner and the experimental group used MAP as part of their instruc-

tional program. The interests of each of the students in both groups

were measured at the beginning and at the end of the experiment

using the Strong Vocational Interest Blank.

The nature of the instrument required that male and female

respondents be considered separately for the purpose of data

analysis.

The experiment was carried out for 12 weeks and included 113

students.

The SVIB's were machine scored and the results were trans-

ferred to punched cards for statistical processing.



Analysis of Data

The statistical significance of the differences in student scores

on the relevant scales of the SVIB was determined by using a one-way

analysis of covariance with unequal cell sizes. The statistical com-

putation was completed using computer programming.

Summary of Findings

1. Based on the results of the SVIB testing, there was no

significant difference in the change in student interest

levels toward careers in marketing between those male

distributive education students using MAP and those

male distributive education students receiving traditional

instruction.

2. Analysis of the female SVIB scores indicate that for

female distributive education students there was a sig-

nificant difference in the changes of interest levels toward

careers in marketing between students receiving tradi-

tional instruction and those using MAP. Those using

MAP became significantly more interested in distributive

occupations than those who had not used MAP.
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When education is seen as both an art and
a discipline, personal growth comes not
only by admonition but by inspiration.
When education begins with a felt need or
concern, one's perspective is not des-
troyed but becomes a framework out of
which the next meaningful step may be
taken.

--- Castle



Wisdom, Where is it Found?
(Selected from Job 28)

Wisdom, where is it found?
And understanding, how may it be attained?
There are mines for silver,
And refineries for gold;
Iron is taken from the earth,
And copper molten out of stones.
Men enter darkness into furthermost depths,
And grapple for stones in the shadow of death.
Sapphires lie among the stones,
And dust of gold lies with the dust of the ages.

But, wisdom, where is that found?
And understanding, how may that be attained?
No gold can purchase wisdom,
Nor silver pay the price of it.
Wisdom is more precious than rubies,
No weight of gold can purchase it,
Since it is hidden from all eyes,
Even from the fowls of the air.

Wisdom, where is it found?
And understanding, how may it be attained?
When God laid the foundations of the earth,
And saw the whole world beneath the heaven;
When He made the winds obey His will,
And meted out the waters, measure by measure;
And He stemmed the mighty floods,
And tempered the fury of the storms,
He saw wisdom then, and He established it;
But for man He declared:

"Behold, the fear of the Lord, that is Wisdom;
To shun evil, that is understanding."
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THE EFFECT OF THE DECA MERIT AWARDS PROGRAM
ON HIGH SCHOOL STUDENT INTEREST LEVELS

TOWARD CAREERS IN MARKETING

I INTRODUCTION

Distributive education programs in our nation's schools are de-

signed to provide students with the skills, knowledge, attitudes, and

understandings necessary for updating, advancement, entry or

preparation for additional education in marketing and distribution.

The four methods of instruction which are utilized in distributive

education programs are:

1. Basic in-class instruction,

2. Individualized instruction,

3. On-the-job instruction (real or simulated),

4. Participation in the student vocational organization.

Basic in-class instruction includes both large and small

group instruction. It is usually geared toward the development of

marketing competencies which are basic or common to the occupa-

tions for which most members of the class are receiving instruc-

tion.

Because of the large number of occupations in distributive

education there are many competencies which are needed by only

one or a few students in the group. For this reason individualized

instruction has always been an integral part of the distributive
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education programs. The extensive use of individualized instruction

has also given the distributive educator additional flexibility in

individualizing both the sequencing and pace of instruction.

Distributive education has become closely associated with the

use of on-the-job instruction. Many programs use the cooperative

method of instruction. Cooperative education involves the estab-

lishment of a cooperative agreement under which the student re-

ceives a portion of his instruction at the school and a portion on the

job. This agreement provides that the student is to receive on-the-

job instruction in the occupation for which he is preparing. It is

usually written and includes the provision for a schedule of on-the-

job experiences which help the student reach his career objective.

Some programs do not provide the student with instruction in

an actual employment situation. In these cases projects, work in

the school store, or other simulated on-the-job instruction is sub-

stituted.

The fourth method of instruction utilizes the student voca-

tional organization activities. In distributive education the organi-

zation is called the Distributive Education Clubs of America (DECA).

DECA was organized in 1946 by 12 interested state associa-

tions. In 1947 the first full scale national conference was held and

a constitution and program of activities were approved. DECA is

the only student vocational organization that operates in our nation's
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secondary schools which is designed to help students develop the

competencies needed for careers in marketing and distribution.

The student vocational organization is open to all students enrolled

in distributive education programs and anyone interested in dis-

tributive education. There are many types of DECA activities but

all are geared toward developing student abilities in one or more

of the following areas:

1. Vocational understanding

2. Leadership abilities

3. Social skills

4. Civic consciousness

One method used to develop vocational understanding is com-

petitive activities. These have been an important part of the DECA

program since its inception. Competition has been held in such

areas as sales demonstration, window display, public speaking,

advertising, job interview and studies in marketing. In most areas

competition is held on a local, district, state and national level.

These competitive activities offer additional motivation for students

to develop many of the competencies needed in today's distributive

occupations. Because of the size of DECA, participation in com-

petitive events beyond the local level has been available only to a

few. Since the beginning of DECA less than three percent of the

high school members have been able to participate as national
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contestants and less than 0. 14 percent received the recognition of

national winner.

In 1966, with the help of Dr. Carroll B. Coakley of the

University of Tennessee, DECA began the development of a new

awards program. This program, called the Merit Awards Program,

is individualized for each student and allows him to progress toward

his individual career objective. Any DECA member may partici-

pate on a local, state, and national level for recognition. Since

the student is only competing with himself, if he satisfactorily com-

pletes the activities of the program of activities he has chosen he

will be given the award and recognition. This means that all stu-

dents who enter could win awards and receive recognition on local,

state, and national levels.

Purpose of this Study

This study was undertaken to measure the effect of the Merit

Awards Program (MAP)on the student interest levels toward

careers in marketing. The study involved the comparison of

changes in levels of interest toward a career in marketing between

distributive education students who received instruction using MAP

and students who received instruction without MAP as measured by

the Strong Vocational Interest Blank.
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Objectives

Specifically, the study sought answers to the following

questions:

1. Are the differences between pre-test and post-test scores

on the Strong Vocational Interest Inventory's management, sales,

and merchandising scales significantly different for male 1/ Merit

Awards Program distributive education students and male distribu-

tive education students enrolled in classes in which MAP materials

are not used?

Hypothesis: There will be no significant difference in male student

interest levels toward careers in marketing among the

experimental and control groups.

2. Are the differences between pre-test and post-test scores

on the Strong Vocational Interest Inventory's merchandising scale

significantly different for female 2/ Merit Awards Program

1/ The Strong Vocational Interest Inventory consists of both
a male and female form. Each has different scales which indicate
interests in careers in marketing. Because of the differences in
the instrument male and female students were considered as separ-
ate groups for the purpose of this study.

2/ See Footnote 1.
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distributive education students and female distributive education

students enrolled in classes in which MAP materials are not used?

Hypothesis: There will be no significant difference in female

student interest levels toward a career in marketing

among the experimental and control groups.

Rationale for the Study

Prior to 1964 secondary school distributive education pro-

grams primarily used the cooperative method of instruction.

Students received instruction both in school and on the job when

this method was used. Up to that time no provision had been made

in federal legislation to reimburse schools for non-cooperative

method distributive education programs. With the passage of the

Vocational Act of 1963 (Public Law 88-210, Section 10, Item 1),

the requirement of on-the-job instruction as part of the program

was removed. It also provided reimbursement for pre-employment

instruction in distributive education. With federal funds available,

the number of project method programs began to grow.

The literature on the project method of instruction in dis-

tributive education indicates that it has not been used as widely as

it could have been because of a lack of materials (Palmer, 1968).

Martel (1971) indicated that the time needed to prepare projects
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was much greater than that needed to prepare for a traditional

lesson.

According to Applegate (1970), MAP was designed to strengthen

each area of instruction in distributive education. It provides the

teacher with ready-made projects to be used in the program.

The MAP materials were tested during the 1970-71 school

year in eight pilot states. Patton (1971) found no significant differ-

ence in the development of distributive competencies between

students using MAP materials and those receiving traditional in-

struction. Based on testing and interviews that Patton had with

students and teachers he concluded that MAP had met its stated

purposes and objectives, allowed students to set their own goals,

provided student contact with people in the community, provided

an opportunity for student recognition, provided an opportunity for

students to learn about their individual areas, and was relevant to

student needs.

Graves' (1971) discussion of the pilot testing indicates that

MAP does develop knowledge in the five competency areas. No

studies were found concerning the effect of MAP on student career

interests.

Definition of Terms

For the purpose of this study the following definitions of

terms are offered. Other terms or phrases used in the study
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were deemed to be self-explanatory.

Activities refer to the various tasks selected to be performed

within each competency area.

Basic Interest Scales refer to those scales that have been

developed from groups or families of test items with high intercor-

relations. These intercorrelations may be positive or negative.

Competency Area is any one of five competency areas

covered by MAP:

1. Economic understanding

2. Product and service knowledge

3. Communications

4. Human and public relations

5. Marketing

(DECA, 1972b).

Cooperative Method in distributive education is a means by

which an organized sequence of on-the-job learning experiences

to develop competencies related to each student's distributive occu-

pational interest is articulated with classroom instruction

(Crawford, 1972).

Coordination is the process of organizing, developing and

maintaining effective relationships among all groups involved in

the distributive education program to the end that the student

receives the best possible preparation for a career in distribution
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(Crawford, 1972).

DE is the abbreviation for distributive education.

DECA is the abbreviation for the Distributive Education Clubs

of America.

Distributive Education includes programs of instruction de-

signed to provide students with the skills, knowledge, attitudes and

understandings necessary for updating, advancement, entry or

preparation for additional instruction in marketing and distribution.

Distributive Education Preparation Instruction, whether under

the project plan or as part of the cooperative plan, is instruction

which prepares youth or adults for entry and advancement in a dis-

tributive occupation or in an occupation requiring distributive

competencies (Crawford, 1972).

Distributive Education Teacher-Coordinator is a member of

the local school staff who teaches distributive and related subject

matter to students preparing for employment and cbordinates class-

room instruction with on-the-job training or with occupationally

oriented learning activities of students. He is responsible for the

distributive education program in the school. His responsibilities

for adult distributive education may vary (Crawford, 1972).

Distributive Occupational Objective is a current career goal,

selected by the student, the preparation for which is the purpose
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for his vocational instruction in distribution and marketing

(Crawford, 1972).

Distributive Occupations are those occupations followed by

persons engaged primarily in the marketing or merchandising of

goods and services, at both management and non-management

levels (Crawford, 1972).

Individualized Instruction is the instructional method which

is organized in such a fashion as to allow each student to move at

his own pace through a student sequenced body of material under

the guidance of the instructor.

Letter of Intent is the contract developed by the student to

fulfill the requirements for a specified award by a certain date

(DECA, 1972b).

Level of Award refers to the three different awards; bronze

for a local award, silver for a state award, and gold for a national

award.

MAP is the abbreviation for the "Merit Awards Program."

Men's Booklet is the SVIB test booklet used by males. Form

T399N was used in this study.

Occupational Area is any designated marketing occupation

which a student may select in order to carry out the activities related

to his career interest:



Advertising Services
Apparel and Accesories
Automotive
Finance and Credit
Floristing
Food Distribution
Food Services
Food Distribution
Food Services
General Merchandise
Hardware, Building

Materials, Farm and
Garden Supplies and
Equipment

Home Furnishings
Hotel and Lodging

Industrial Marketing
Insurance
International Trade
Personal Services
Petroleum
Real Estate
Recreation and Tourism
Transportation
Retail Trade, Other
Wholesale Trade, Other
Distributive Education, Other

11

Occupational Scales on the SVIB were developed by contrasting

the responses of people in a specific occupation with people in gen-

eral. Each scale is derived from items that discriminate between

the interests of these two groups; thus an individual's score pro-

vides an index of the similarity between his interests and the char-

acteristic interests of persons in the designated occupation

(Campbell, 1971).

Profile Forms are the sheets on which the students Strong

Vocational Interest Blank scores are reported. They contain all of

the scales.

Progress Form is a form which provides for an outline of the

activities planned by the student; it also serves as a check list

for the satisfactory completion of the requirements for the MAP

award (DECA, 1972b).
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Project in the distributive education project plan is a com-

bination of organized classroom and community learning activities

related to an individual's distributive occupational interests. The

length of time to complete the project depends upon the ability of

the individual learner (Crawford, 1972).

Project Method is a means by which classroom instruction is

correlated with a series of group and/or individually designed

learning activities and projects related to a student's occupational

interest (Crawford, 1972).

SVIB is the accepted abbreviation for the Strong Vocational

Interest Blank.

Women's Booklet is the SVIB test booklet used by females.

Form TW398N was used in this study.
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II THE REVIEW OF RELATED LITERATURE

The review of literature in this chapter has been subdivided

into the following areas: (1) distributive education; (2) the project

method of instruction; (3) DECA; (4) the Merit Awards Program;

and (5) the Strong Vocational Interest Blank.

Distributive Education - A Historical Review

According to the Vocational Education Act of 1963, distributive

education includes programs of instruction inmarketing, merchandis-

ing and management not leading to a bacculaureate degree designed to

prepare students with the basic skills, knowledge, attitudes and

understandings necessary for updating, advancement, or preparation

for additional instruction in the field of distribution.

Over the years one of the most frequently asked questions

about this area has been: "Why call it distributive education?"

Many feel that a more easily understood term would be better.

John Beaumont (1958) addressed himself to this question while he

was serving as director of the Distributive Education Branch of

the United States Office of Education. He said:

Why distributive education? Why not selling education,
retailing education, or some other such term? For-
tunately the framers of the legislation which provided
for the Federally aided program of distributive education
were foresighted. Education for distribution is a compre-
hensive term which more completely describes the scope
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of the training that is required by current practices
in distribution. In fact, the term distribution, as
applied to the movement of goods and services from
the producer to the consumer, has gained a wide
acceptance. Currently accepted definitions indicate
that the terms marketing and distribution can be
used synonomously.

The term distributive education is becoming more meaningful

as we begin to realize that there is more to DE than retailing. It

must provide programs that span marketing's spectrum (Martel,

1972b). Beaumont (1958) reports that by the mid 50's programs

were already being offered in previously unexplored areas such

as floristing, industrial sales, the hotel industry, agricultural

marketing, the petroleum industry, insurance, real estate, whole-

saling, fisheries trades, etc.

Distribution is becoming more complex and opportunities in

the field abound. Our largest distributive industries are calling on

distributive education to help meet the demands of our distribution

oriented economy. Today more Americans are involved in the dis-

tribution of goods and services than in their production. The

wholesale industry needs over 200, 000 new employees each year to

meet its needs and by 1980 this may grow to over a quarter million

(Courtney, 1971).

The W. T. Grant Company must keep 2, 000 people enrolled

in its store management training program at all times in order to

meet current needs. Students who have been in distributive
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education programs are prime management candidates. In a

recent speech the public relations director of W. T. Grant Com-

pany said;

Equip your students with the economic facts of life.
Help them understand that profit is the just reward
for a job well done and that it provides the wherewithal
for continued expansion of service to the American
public ....
Help us, through them, to counteract the efforts of
those who would have the consumer believe he needs
constant protection against the merchant in the mar-
ket place. We're really honorable people, working
hard to do a good job....

And, above all, equip your students with an apprecia-
tion of the opportunity which can be theirs if they are
but willing to work hard to attain it ....
In conclusion, I honestly believe there is no end to
the potential we share for good and realistic direction
of America's solid youth---you in distributive education
and we in the retailing industry (Edgerton, 1971).

The hotel and motel industries will provide employment for

thousands of distributive education graduates. The industry has

indicated a desire to work with the schools (Kunz, 1971).

Distributive education, as we know it today, started during

the first few years of this century. A comprehensive occupational

survey of retail occupations in Boston was conducted by the

Women's Educational and. Industrial Union in 1905. Lucinda W.

Prince, on the basis of the findings of this investigation, began

a retail selling instructional program as part of the society's
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activities. Enrollment in this program grew so quickly that

students were soon being turned away (Brown, 1956).

Prince felt that instruction in retailing needed to be individ-

ualized and that a portion of the instruction should be provided in

an on-the-job situation (Brown, 1956). In 1906, Mrs. Prince began

on-the-job placements. With a promise from local merchants to

provide her students with on-the-job experience one day per week,

Mrs. Prince began to use work experience as an instructional tool

(Martel, 1972a). Principles developed in this early program have

greatly influenced distributive education.

Growth of distributive education was slow but steady with

many large high schools instituting retail selling programs. A

1916 survey showed courses in salesmanship being offered in

Cleveland, Newark, Buffalo, Pittsburgh, Baltimore, and Boston

(Brown, 1956).

It was not until after the passage of the George-Dean Act in

1936 that distributive education began to grow significantly (Patton,

1971). Although under certain circumstances federal funds could

be used to reimburse school districts for programs in distributive

education, the George-Dean Act was the first to allocate funds

specifically for it (Vivian, 1967). The injection of federal money

into the program caused it to grow at a phenomenal pace (Patton,

1971).
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Legislation has played an important part in the growth of

vocational education in general and distributive education in

particular. Each day we become more aware of the need for it.

This heightened level of awareness probably began with people like

Lucinda Prince and was brought to national awareness by people

like Congressman Dudley Hughes, Senator Hoke Smith, Senator

Walter George, and many more. The Smith-Hughes Act was in-

troduced in the Congress on July 16, 1916, by Congressman Hughes

who said:

The greatest resource of any nation is the undeveloped
skill and vocational possibilities of its population ....
Vocational training is 'especially needed to prevent
waste of human labor, which is the most destructive
form of extravagance of which a nation can be guilty ....
National efficiency is the sum total of efficiency of all
individual citizens, and the national wealth is the sum
of their wealth producing capacity. While, therefore,
our national prosperity in the past has been largely
based on the exploitation of our natural resources, in
the future it must be based more and more upon the
development, through vocational education, of our
national resource of human labor. In the markets of
the world we compete, not as individuals but as a unit
against other nations as units. This makes the protec-
tion of our raw material and of our productive skill and
human labor a national problem, and unquestionably in-
troduced a national element into vocational education,
making the right preparation of the farmer and the mechanic
of vital concern to the nation as a whole .... (George, 1956).

During World War II the shortage of goods created a market

condition in which little merchandising was necessary. During this

period with greater amounts of federal funds being funneled into
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the war effort federal support for vocational education was cut

sharply (Patton, 1971).

Near the close of his career as a United States Senator,

Walter George continued his fight for vocational education. In

1953 he appeared before the Senate Appropriations Committee and

said:

It would in my estimation be tragic indeed to do anything
at this time to weaken America's program of vocational
education. Instead we should be taking steps and sup-
porting measures of every sort that will help strengthen
the program and make it available to a larger per cent
of our people (George, 1956).

The George Dean Act was followed by the George -Bardon

Act which increased the appropriation for distributive education

from $1, 200, 000 to $2, 500, 000 per year. The George -Bardon Act

became law in 1946 but it was not until 1956 that the entire

$2, 500, 000 which had been authorized was finally appropriated.

The funds provided under both Acts could only be used to

provide instruction to persons over 16 years of age who were em-

ployed in distribution. This meant that no funds could be used for

pre-employment instruction of adults and that in high schools funds

could only be used in cooperative programs (Vivian, 1967).

The Vocational Education Act of 1963 gave distributive

education much more flexibility than any of the earlier acts. The

distributive education enrollment was greatly expanded to include

people not currently employed. This allowed schools to institute
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preparatory programs and also use simulated on-the-job instruc-

tion. Emphasis was also put on the post-high school programs.

This encouraged the establishment of programs beyond the high

school level which did not lead to a baccalaureate degree. The

minimum age for participation in the program was cut from 16 to 14.

The Act says that programs should be devised to meet the needs of

all ages and all ability groups, with particular interest given to

youth with special needs. It looks at the needs of the individual- -

people rather than programs and helping them find their way into

the work force (Beaumont, 1965).

In 1968 Congress acted again with the Vocational Education

Amendments of 1968. This law increased appropriations and gave

special emphasis to:

1. The reimbursement of employers of extra costs involved
in program participation,

2. Research,

3. Exemplary projects,

4. Residential vocational schools,

5. Consumer and homemaking education,

6. Cooperative education,

7. Work study programs (Mason and Haines, 1972).

The new legislation required the President to appoint a

National Advisory Council on Vocational Education. The subsequent
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reports of this council showed that great challenges were ahead.

The first and second reports included the following:

1. School dropouts were 750, 000 each year.

2. Schools fail to educate our young people for 80%
of the jobs that do not require college education.

3. The federal government spent 14 times as much
on universities than on vocational education. It
then takes unemployables who are out of school
and spends as much as $12, 000 per person on
remedial education.

4. Local school districts concentrate on college
preparatory programs although most students
do not go to college.

5. The number of jobs for unskilled workers is
falling and while the number of jobs requiring
a college education is increasing it will still be
less than 20% by the mid-1980's (Harris, 1971).

This came at a time of national unrest. People were con-

cerned about the war in Viet Nam, violence, inflation, unemploy-

ment, student unrest, and racial unrest that had erupted into

a number of hot summers. Congress saw the need in 1968 and

responded by passing the 1968 Vocational Education Amendments

unanimously. This authorized over three billion dollars for

vocational education from 1969 to 1972.

John Beaumont, in a speech at Northern Illinois University,

said:
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Educators should take seriously these mandates because
they indicate very definitely a dissatisfaction with some
of the current procedures in the educational institutions.
It is apparent that the continued support of the educational
institutions by Congress and the public may in large meas-
ure depend upon the reaction of educational institutions to
this legislation.

As high school distributive education continues to grow we

will see the advent of more specialized distributive education pro-

grams. This will be especially true in large high schools. Pro-

grams specializing in food service, petroleum, and wholesaling

are a few of these (Vivian, 1967).

We will have to change and compromise in light of new ideas

and objectives (Bernard, 1969). One of the most striking changes

to be made is in the area of joint programs. Agriculture and dis-

tributive education will join forces in the agri-business area,

distributive education and trade and industrial education will pre-

pare industrial salesmen, home economics and distributive educa-

tion will prepare fashion merchandizers. The list of possible joint

programs seems infinite (Logan, 1963).

Since the passage of the Vocational Education Act of 1963,

post-secondary programs have shown an increased growth in the

nation's community colleges, junior colleges and area vocational

schools. Many of these are preparing young people for mid-

management positions in distribution (Van Wagenen, 1958).
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In 1967, Vivian predicted that post-secondary programs

would continue their rapid growth. He said that he looked for the

programs to move in the following directions:

1. Development of entry-level courses for those who
have had little or no experience or education in
distribution.

2. Programs in depth for those who have completed the
high school program.

3. Continued growth of specialized curriculums stimu-
lated by leaders in such fields as industrial sales,
real estate, petroleum distribution, and insurance.

4. Programs along functional lines such as advertising,
display, finance, storage, traffic management, etc.

5. Emphasis on programs for middle-management
personnel stressing marketing, decision making,
and supervision. (Such programs will become in-
creasingly necessary to fill the gap caused by a
change of policy in the collegiate schools of busi-
ness. These institutions are emphasizing education
for administrative management and are rapidly
changing their curriculums accordingly.)

The largest enrollments in distributive education are in adult

programs. These comprise about 85% of all enrollments.

Each year business becomes more complex. This requires

distributive employees to refresh and renew their competencies in

marketing. Adult education for distributive occupations helps in

this regard by offering courses designed to help these workers up-

date or advance their skills in distribution (Vivian, 1967).
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The Project Method

Patton (1971) indicated that use of the project method of

instruction began about the same time that distributive education

had its beginnings, during the first few years of this century. One

of the earliest service areas to make use of this technique was

home economics. Its use soon spread to other service areas.

The project method is one form of individualized instruction.

It can allow each student to follow an individualized program of

activities leading directly to his career objective (Pellegrene,

1952).

Projects may be used in conjunction with cooperative work

experience or to simulate work experiences. They are learning

experiences in which the student participates that help him reach

his career objective. They may be completed in or out of school

or both (Palmer, 1969).

Projects had long been an integral part of individual instruc-

tion in distributive education. Before 1963 only programs in which

students were employed in distribution could be reimbursed with

federal funds. With the passage of the Vocational Education Act of

1963 employment of students was no longer required. Simulated

experiences and projects could be substituted (Palmer, 1965).

In studies completed by Wallace (1969) and Kuntz (1965), it
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was found that few programs across the country were taking advan-

tage of this by instituting project plan programs in place of cooper-

ative plan programs. The Act of 1963 specifically encouraged the

use of the project plan. Nelson (1967) paraphrased the purpose of

the Act as follows:

It is the purpose of project training to extend the capa-
bilities of distributive education so that persons enrolled
for full time study will have ready access to an option of
vocational application of instruction, through project
participation, which is realistic and meaningful in the
light of their occupational objectives and which is suited
to their needs, interests and abilities in developing em-
ployment qualifications.

In 1965, Mary V. Marks of the United States Office of Edu-

cation was asked to speak on the project method at a meeting of

the National Association of Distributive Education Teachers. She

discussed five essential elements of the project method:

1. The project method seeks the same learning out-
comes as the cooperative method.

2. The project method extends class room instruction
into a laboratory environment.

3. The project method provides learning experiences
individualized according to occupational objectives
and student differences.

4. The project method gives the teacher-coordinator
direct control of the pace and nature of laboratory
activities assigned to individual students.
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5. The project method uses individual training
records to document projects assigned and
completed by trainees. (Marks, 1965)

The use of projects in distributive education has opened up

many new avenues. Projects not only complement work in a

cooperative program but can also substitute for business labora-

tories in total project programs. Many communities have claimed

to be too small to support a distributive education program. Their

contention was that there were not enough businesses in the com-

munity which could provide on-the-job instruction to allow them to

offer DE in their school. The project method gives them a method

to simulate the on-the-job instruction (Nelson, 1967).

Many teacher-coordinators have not received preparation in

the use of the project plan. As a result of increased interest in

the project plan generated by the availability of federal funds,

teacher-education institutions began to institute pre-service, in-

service and graduate instruction in the use of the project method.

In discussing the responsibility of teacher educators for teacher

preparation in this method of instruction, Rush (1967) concluded:

The project method of teaching DE is a fact in law
and whether it should or should not be incorporated
as a part of the total program is no longer a worth-
while subject of debate.

Ashman (1967) discussed methods of preparing teachers to

teach under the project plan. It is difficult to make a distinct
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separation between project and cooperative plans in teacher prepar-

ation. Many of the same methods apply to both and projects may

be used under both plans. He suggests that projects be used as a

method of instruction in teacher education and says, "It should be

kept in mind that a teacher is likely to teach the way he has been

taught. "

Woolf completed a study in 1970 which compared student

achievement between students receiving instruction in a total

project plan program and those in the most traditional cooperative

programs. His findings indicated that those receiving instruction

under the cooperative method performed better on standardized

tests. A number of limitations listed in the study prompted him

to question the study's validity.

Martel (1971a) found that there was no significant difference

in student achievement between students completing individual

projects and those receiving traditional instruction. It was noted

that those completing the projects did so in considerably less time

than it took for similar competency development using more tradi-

tional instructional methods.

A study was done by Coakley in 1968 to determine student

reaction or attitudes toward project instruction. His findings in-

cluded the following conclusions:
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1. Students get a better understanding of marketing and
distribution using projects.

2. The projects studied were well managed by teachers.

3. Students had a favorable attitude about project content.

4. Projects became more effective as student involvement
increased.

5. Projects should be related to classroom instruction
and to the occupational objective of the student.

Ferguson (1967) investigated the project method in high

school DE and how it compared to the cooperative method. He

measured the students' economic understanding and sales compre-

hension using standardized tests. The cooperative method classes

scored higher on sales comprehension.

DECA

After the passage of the George-Dean Act in 1936, distributive

education began to grow at an increased rate. The requirement of

work experience as an integral part of the program meant that

many of the students were precluded from participation in regular

school social activities. This, coupled with the desire for profes-

sional activities and common interests with other DE students

prompted them to form clubs. Future Marketers, Distributors

Clubs, Future Retailers, Future Salesmen, Future Merchants,

Future Distributors, and Distributive Education Clubs were but a
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few of the organizations that sprang up between 1938 and 1942.

A number of the states formed state associations composed of

these local clubs (Roberts, 1971).

In December, 1944, a committee of representatives from

various states was appointed. This committee was charged with

the responsibility for laying the ground work for a national organ-

ization. The U.S. Office of Education gave its blessing, full

cooperation and necessary funds for DECA's inception (Loos, 1950).

In 1947 the first National DECA Conference was held in

Memphis, Tennessee, at the Peabody Hotel. There were 150

people in attendance. Today's national conferences are usually

attended by over 5, 000 people. On April 19, 1947, the members

formally approved the organization. DECA has grown at an average

rate of about 19% per year and today has over 150, 000 members

(DECA, 1972a).

DECA is made up of 52 state associations including all 50

states plus the District of Columbia and Puerto Rico. The country

is divided into four DECA regions, each including 13 state associ-

ations (DECA, 1972a).

DECA has been well accepted by the business community

with both moral and financial support coming from many quarters.

Many of our largest corporations and trade associations are active

DECA participants (Roberts, 1971).
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DECA is a non-profit organization. It is financed through

member dues, business contributions and royalties from suppliers.

State associations are supported in much the same way. On the

local level most chapters put their distributive skills to work and

raise the necessary funds for club operation (DECA, 1972a).

Applegate (1959) discusses the need for DECA as a social,

professional, civic and vocational organization. It helps students

develop distributive skills and gives educators still another avenue

of teaching to use. It encourages students through the recognition

programs at all levels. The club becomes the program's show

window for student achievement and progress.

Many of the DECA activities give recognition to employers

and other local businessmen as well as students. Hlebichuk (1970)

talked about choosing a training sponsor of the month, student of

the month, employee-employer banquets and other recognition and

promotional activities.

DE and DECA are so closely entwined that it is difficult to tell

where one begins and the other ends. Students receive extra stim-

ulation to participate through additional recognition and the possi-

bility of attending district, state or national conferences (Brenna,

1961).

Applegate (1964) listed the following goals for DECA:
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1. To assist state associations in the growth and
development of DECA.

2. To further develop vocational competencies of those
engaged in distribution.

3. To create an awareness of the responsibility of
citizenship of those engaged in distribution in a
free competitive society.

In 1972 the National Advisory Council on Vocational Educa-

tion underscored the need for student vocational organizations.

Their report to the Secretary of Health, Education and Welfare

emphasized that the student vocational organizations were an

"integral, functional, part of the curriculum, " rarely recognized

as such by school boards and administrators. The Council made

a number of recommendations for federal financial support,

teacher education and a "massive campaign with financial and

professional assistance from the U.S. Office of Education" to

promote student vocational organizations so that they may be made

available to all students enrolled in vocational programs (National

Advisory Council on Vocational Education, 1972).

MAP

The Merit Awards Program (MAP) was on the DECA drawing

board for over three years before field testing (Coakley, 1970).

During the 1970-71 school year MAP was pilot tested in eight states,

two from each of DECA's four regions. The pilot test states were:
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Idaho and Washington from the Western Region, Indiana and

Wisconsin from the Central Region, New Jersey and Pennsylvania

from the North Atlantic Region, and Oklahoma and Virginia from

the Southern Region (Graves, 1971).

MAP is designed to fit the needs of students more closely by

individualizing the projects to each student's competency level,

ability, time requirements and occupational objective. With MAP,

any student who completes the requirements may receive the state

or national recognition reserved only for a few in the past.

MAP awards are presented on the local, state and national

level (bronze, silver and gold awards, respectively). Each of

these levels is more difficult to achieve than the one below it. Each

of the awards requires the completion of a specified number of

activities, in the student's occupational area, selected from each

of the five competency areas. DECA has established criteria which

teachers and advisory boards may use in considering the worthiness

of activities for awards.

In order to qualify for a bronze award the student must com-

plete a total of ten activities with two coming from each of the five

competency areas. These activities should involve the acquisition

of knowledge. Students working on bronze awards are expected to

collect, assemble, classify and organize information.

Qualification for a silver award involves achievement of the
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bronze award plus the completion of seven activities with at least

one activity completed in each of the five competency areas. The

competencies evaluators look for in these activities involve the

analysis of knowledge. This involves the examination of knowledge

for the purpose of analyzing and is done by comparing, examining,

validating, defining, clarifying, and bringing together of informa-

tion.

The gold award is the most difficult of all MAP awards.

Students who complete the requirements for this award receive

national recognition. To earn a gold award students must, in addi-

tion to achieving the bronze and silver awards, complete five acti-

vities, one in each of the five competency areas. Each of the

activities completed must involve the interpretation of knowledge.

This involves explaining, applying, developing, elaborating, illus-

trating, and evaluating data.

The DECA Merit Awards Program Handbook lists the purposes

and goals of MAP as follows:

Purposes

1. To broaden the opportunities for student recognition.

2. To provide a means for individual student expres-
sion of initiative and creativity.

3. To motivate students to assume responsibility for
self-improvement.
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Goals

1. To develop a greater awareness of the impor-
tance of marketing and distribution in the
economy.

2. To strengthen understanding and appreciation
of the competencies necessary for building
rewarding careers in marketing and distribution.

3. To increase the employability of distributive
education students. (DECA 1972b, p. 3)

Any active DECA member is eligible to participate in the

program. DECA supplies one set of materials including lesson

plans, handouts and visual aids to each local DECA chapter.

Additional materials may be purchased but most schools simply

duplicate whatever they need.

Each student begins by deciding in which occupational area

he wants to complete his award. Students may change areas but

are not permitted to complete any one award by combining occu-

pational areas. For example, a student would not be permitted

to receive a bronze award if five activities were completed in the

advertising area and the other five were in transportation. Students

are permitted to change their occupational area after they complete

an award.

All participating students begin with the bronze award.

Students may not work on a silver award until a bronze has been

completed nor work on a gold until a silver has been completed.
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The student may complete as many bronze, silver, or gold awards

as he wishes.

After the occupational area and award level have been chosen,

the student completes a letter of intent and a progress form. In

these he indicates what he intends to do, when he expects to com-

plete the activity and how long he expects such activity to take.

A local advisory committee is used to assist students and

teachers in the implementation, execution and evaluation of MAP

activities. These committees usually include businessmen from

the student's occupational areas, community leaders and possibly

educators. Since many of the activities culminate in the prepara-

tion of detailed reports, it is advisable to have an English teacher

on the committee. This will give the English teacher a chance to

see first hand what is being done in DE (Martel, 1971b). A mini-

mum of three people is recommended for each committee. The

committees may each work with one or more students.

The students work on the activities under the guidance of

their advisory committee and teacher-coordinator. When they have

completed all activities in their programs and have received satis-

factory evaluations the awards may be presented.

In 1971 Graves investigated the attitudes of students who had

just participated in the pilot testing of MAP in the eight pilot test

states. In the opinions of the students involved in the project they
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had developed a "better understanding of the free enterprise

system, and became more aware of marketing and distribution as

a profession." Teacher-coordinators involved in the study des-

cribed MAP as, "a group of self-initiated and self-directed acti-

vities which will complement and enhance the current instructional

program."

Patton (1971) investigated the development of competencies

in sales comprehension and economic understanding. He compared

students in the pilot test states who were receiving instructing using

MAP with those to whom the MAP materials were not made avail-

able. He found no significant differences, using standardized tests,

on either sales comprehension or economic understanding. He

also asked the students and teachers to evaluate MAP. In this

evaluation, teacher-coordinators said that:

1. MAP achieved its general purpose,

2. It achieved the objective of teaching economic
understanding,

3. It achieved its purpose of teaching marketing
competency, and

4. Overall MAP was a success.

Students said, in the evaluation, that MAP should be

implemented on a national basis because:

1. It provided added recognition,

2. It gave students a chance to meet new people, and
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3. It provided an opportunity to learn about an area
of work (Patton, 1971).

The Strong Vocational Interest Blank

The Strong Vocational Interest Blank was first published in

1927 and over the years has become one of the most widely res-

pected measuring instruments in the area of vocational interests.

E. K. Strong devoted much of his life to developing and refining

the instrument. David Campbell has also had a great deal of

responsibility in many revisions and almost total responsibility

since the death of Strong in 1963 (Campbell, 1966). Most exten-

sive revisions of the male forms were completed by Campbell in

1966 and the most extensive revisions of the female form were

completed in 1969 (Campbell, 1969).

The scales used in the Strong Vocational Interest Blank are

the result of over 40 years of testing utilizing over 100, 000 people.

Many of the tests have been replicated four or more times. Of

those tested in the development of the scales the majority have

been employed for over three years, are successful in their work

and say they like their jobs. The material compiled by Campbell

into the Strong Vocational Interest Blank Handbook is claimed to

be the most extensive collection of data concerning normal adults

in the world (Campbell, 1971).
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The instrument has been designed to help guide people into

jobs which will give them the most satisfaction. It is not neces-

sarily a prediction of success except to the extent that job success

is dependent on job satisfaction. Examinees respond to test items

largely in terms of whether they like the particular item or dislike

it. Responses are then evaluated on the basis of how they compare

to responses given by people successfully employed in the occupa-

tion. The test also groups responses into clusters of related items

such as business management or sales activities (Campbell, 1971).

Rottney (1967) and Frecke (1968) have criticized the inventory

as being "transparent" and "easily faked". If a person wanted to

it is possible to fake responses on the SVIB. In studies where

students have been instructed to modify their responses to produce

certain results they have been able to do so (Steward, 1947;

Garry, 1953; and Gehman, 1957). All of these studies used arti-

ficial situations where subjects were directed to fake their scores

in a certain way.

Gray (1959) compared scores by students taking the SVIB as

part of a school counseling program with scores of the same

students on the test when it was completed as part of the application

process for medical school. The assumption here was that students

would have no reason to fake scores for a counseling program but

that they would be tempted to try to increase their physician score
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if they were attempting to get into medical school. (Gray (1959,

13 296) concluded:

Forty-seven per cent of the medical applicant group
did not or could not raise their physician score be-
tween testing for counseling and testing for admission
for medical school. Twenty-four per cent raised their
physician score enough to have a serious effect on its
interpretation by an admission officer; twenty-nine per
cent raised their score by a less important amount ....
Although the two Strongs of the medical applicants were
separated by a mean time lapse of two and one half years,
the passing time did not systematically affect the physi-
cian score; amount of change in physician score was not
significantly related to time lapse.

After reviewing the literature on faking, Campbell (1971,

p. 23) concluded:

1. People can and do raise their SVIB scores on specific
scales when instructed to do so in experimental
studies.

2. When instructed to fake, individuals generally increase
their scores by roughly one or two standard deviations
(10 to 20 standard points).

3. When instructed to fake in a specified direction, say
"like a man, " individuals exaggerate their answers;
in a sense, they answer much more "like a man"
than does the average man.

4. In real life situations, some people sometimes give
different answers when they are applying for a job
or advanced training than when they are seeking
counseling, but the differences are mild, usually
about one-third of a standard deviation (3 or 4
standard points).

Campbell then went on to say, "although the possibility of faking

is always present, the frequency of this phenomenon is not such
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that we have to be especially paranoid about it."

The predictive validity of the SVIB has been substantiated in

a number of studies (Harmon, 1969; McArthur, 1954). Strong

(1955) reported on a follow-up he had made 18 years after testing

of 663 students who had completed the test from 1927-30. He

looked at the predictive ability of the occupational scales and found

that the odds were three to one that a man would enter an occupation

where he had a very high (A) rating and five to one against his

entering an occupation where he had a low (C) rating.

Campbell (1971, p. 70-86) reported on the reliability of both

the men's and women's blank. He said that the two main factors

affecting change on the occupational scales were the time between

testing and the age at the time of the first testing. He concluded:

1. After age 25 people's interests appear to change
very little.

2. Between age 20 and 25 mild changes may appear,
but the usual finding is one of considerable stability.

3. Between ages 15 and 20 there will be some people
whose results will show considerable change.

He reported that in informal conversations with Professor Strong

he had come to believe that the total change between age 15 and 25

could be divided into thirds with approximately equal amounts of

change occurring in each of the following age levels:
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One-third of the change between ages 15 and 16.

One-third of the change between 16 and 18.

One-third of the change between 18 and 25.

The SVIB results are reported on both basic interest scales

and occupational scales. Basic interest scales identify groups or

families of interests. They are more general than the occupational

scales and instead of pinpointing one specific occupation each basic

interest scale shows interest or lack of interest in a wide range of

activities. There are 22 basic scales on the men's SVIB and 19 on

the women's blank (Campbell, 1969, p. 7).

The basic scales enrich and clarify the meaning of the profile,

Although their use in selecting a specific occupation is limited, when

they are used in combination with the occupational scales they im-

prove the ability of the counselor to interpret the scales (Johnson,

1971).

There has not been as much research on the basic interest

scales as on the occupational scales. According to Campbell

(1971, p. 130-131), the basic scales are reliable. Except for a

group of teenagers who were retested after a 36-year lapse of

time mean changes of three points or more in basic interest scale

scores appear in less than one-third of those tested. He stated

that establishing the validity of the basic interest scales was diffi-

cult because they overlap and often measure items that apply
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to many occupations.

Summary

This review of literature was divided into five areas which

are pertinent to this study. It was designed to provide background

information related to (1) distributive education, (2) the project

method of instruction, (3) DECA, (4) the Merit Awards Program,

and (b) the Strong Vocational Interest Blank.

Little empirical research has been done in distributive

education. Much of the literature expresses beliefs, feelings,

hypothesis and wishes, but little has been substantiated through

research.
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This study was involved with the measurement of the effect

of MAP on secondary distributive education student interest levels

toward careers in marketing. It was specifically concerned with:

1. Changes in female secondary distributive education
student interest levels as they relate to females
employed in merchandising occupations, and

2. Changes in male secondary distributive education
student interest levels as they relate to males employed
in sales, business management and merchandising
occupations.

The Instrument

The Strong Vocational Interest Blank (SVIB) was used to

measure the student interest levels before and after the treatment.

This study was concerned only with occupations in marketing and

distribution. Only the basic interest scales on the SVIB which

measure interests in distributive occupations were considered in

reaching conclusions and preparing the findings of this study.

This included only the merchandising basic interest scale on the

female SVIB and only the sales, business management, and mer-

chandising basic interest scales on the male SVIB.

The basic interest scales were developed in 1969. They deal
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with families of occupations rather than specific occupations. These

new scales make the SVIB more flexible for use in counseling and

research. There is no limit to the number of scales one could de-

velop if a scale was designed for each occupation (over 16, 000

occupations are listed in the Dictionary of Occupational Titles).

The first edition of Strong was published in 1927. Since then

it has been revised to the point where it is one of the most highly

respected tests of its type.

The reliability and validity of the SVIB was substantiated in

studies cited by Campbell (1971). One hundred and forty male

sophomores at the University of Minnesota College of Liberal Arts

were tested and then retested two weeks later. Their test-retest

correlations on scales relevant to this study are as follows:

Table 1. Test-Retest Data Over Two Weeks for 140 Male
Sophomores at the University of Minnesota.

Scale rt-r

Business Management 0. 90
Sales 0.89
Merchandising 0. 89
Median for all basic interest scales 0. 89
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A similar study was done using males of the U. S. Army

Reserve personnel. In this study, the time lapse between the test

and retest was 30 days and yielded the following test-retest corre-

lations:

Table 2. Test-Retest Data Over 30 Days for Male U. S. Army
Reserve Personnel.

Scale rt-r

Business Management 0.88
Sales 0.89
Merchandising 0. 88
Median for all basic interest scales 0.89

At the University of Minnesota two sets of female students

enrolled in an introductory psychology class were included in a two-

week test-retest study. The two sets showed results nearly iden-

tical to those shown above.

Table 3. Test-Retest Data Over Two Weeks for University of
Minnesota Females.

Scale rt-r

Merchandising
Median for all basic interest scales

Set 1 Set 2

0.88 0.87
0.89 0.89
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Since 1927 a great number of studies have been completed,

largely by Strong, which confirm the concurrent validity of the

SVIB. Concurrent validity is concerned with the power of the test

to distinguish between specific groups at the current moment. For

example, salesmen should score high on the sales scale. The

results of male testing for 1969 and female testing for 1966-68

affirm the concurrent validity of the instrument (see Appendix B).

In the early 1960's a study was completed at the University

of Minnesota which concerned itself with predictive validity of the

SVIB. Male graduates of the university employed in accounting,

dentistry, journalism, law, mechanical engineering and medicine

were identified and tested. Each of the subjects had completed

SVIB eight to ten years earlier as high school students. The tests

were then compared with the following results on scales relevant

to this study (Campbell, 1971):

Table 4. Test-Retest Correlation Data on SVIB Business Manage-
ment, Sales and. Merchandising Scales.

Basic scale rt-r

Business Management 0.46
Sales 0.38
Me rchandising 0.52
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A similar study was completed a few years later using

females who had graduated in art, elementary education, home

economics, occupational therapy, library science, medicine

(M. D. 's), and social work. These subjects had completed the

SVIB during the University's orientation program. The average

test-retest interval was nine years. The test-retest correlation

in this study for the female merchandising basic interest scale

was 0.44 (Campbell, 1971, p. 176).

The Sample

The following procedure was utilized in the selection of

groups used in this study:

1. Secondary schools in Oregon with two distributive
education classes in which the cooperative method
of instruction was not used were identified. A list
of these schools was obtained from the State
Specialist for Marketing and Distributive Education
at Oregon Board of Education.

The schools in the study were required to have
DECA chapters in order to be eligible to use the
DECA MAP materials. All five schools on the
list supplied by the State Specialist utilized DECA
as a part of the distributive education curriculum.
Four of the five schools identified were in the
Springfield and Eugene school districts and the
other school was located in Dallas. The Springfield
and Eugene school districts were selected for use
in the study. Three teachers showed an interest
in participating and were utilized in the research.
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2. Experimental and control groups were arbitrarily
4/chosen I/ according to the following proposed matrix:

Table 5. Proposed Sampling Matrix for the Study.

Pre-test Post-test

Experimental n=50 n=50 n=100

Control n=50 n=50 n=100

n=100 n=100 n=200

Testing and Application of Treatments

Workshops were held in Eugene and the distributive education

coordinators from the participating schools during the month of

August, 1973. These meetings concerned the use of MAP and the

procedure for using the instrument SVIB. Follow-up meetings

were also held on an individual basis every two or three weeks

during September, October, and November of 1973.

Early in September, 1973, students in the control and

3/ Groups were chosen so that the schedule of the experi-
mental group was such that the investigator could visit all three
groups on the same day.

4/ Actual sample sizes may be found in Tables 6 and 7.



48

experimental groups completed the appropriate Strong Vocational

Interest Blank. The experimental group received MAP materials

and instruction in their use. The control group received no special

treatment. Each teacher taught one control group class and one

experimental group class. During the last week in November, the

students again completed the appropriate Strong Vocational Interest

Blank. The differences in student scores on the merchandising,

business management, and sales scales for the males, and the

merchandising scale for the females, were compared and anal-

yzed. 5/

Analysis of the Data

The study's design was amenable to significance testing pro-

cedures and the most appropriate statistical tool for this research

was analysis of covariance. Analysis of covariance makes use of

both analysis of variance and of regression (Steel, 1960). The

problem was involved with covariance analysis as it is used to

adjust treatment means of the dependent variables for differences

in the independent variable. For the present study, the Strong

Vocational Interest Blank pre-test score (X-Variable) was

5/ The only basic interest scale on the SVIB for women that
measures interest in distributive occupations is the merchandising
scale.
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considered as the covariant and the post-test score (Y-Variable)

was the dependent variable.

The principal concern was to test the hypothesis relating to

the extent of interest change resulting from the exposure of the two

treatments (i.e., with MAP and without MAP). The hypotheses

were tested for males and females separately.

Three basic scales (sales, business management, and mer-

chandising) were used in compiling the data for the male respon-

dents. The hypotheses were tested according to the following

diagram:

Adjusted Adjusted
Hypothesis df a-level

1 1, 34 MS error
MS treatment .05

Critical
region

F>4. 13

One basic scale (merchandising) was used in compiling the data

for the female respondents. This hypothesis was tested according

to the following diagram:

Hypothesis

1

Adjusted Adjusted Critical
df F a-level region

MS treatment
1, 70 . 05 F>3. 98MS error
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IV ANALYSIS OF DATA

This study was designed to determine if changes in student

interest levels toward careers in marketing were greater in

secondary distributive education programs in which MAP materials

were used or in secondary distributive education programs using

traditional instructional methods. Changes were measured through

the use of the Strong Vocational Interest Blank.

The students were divided into experimental and control

groups as follows;

Table 6. Sample Matrix for Male Students.

Pre-test Post-test E

Experimental

Control

n=23

n=14

n=23

n=14

n=46

n=28

E n=37 n=37 n=74

Table 7. Sample Matrix for Female students.

Pre-test Post-test E

Experimental n=40 n=40 n=80

Control n=36 n=36 n=72

E n=76 n=76 n=152
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After administering the treatment to the experimental groups

for 12 weeks, all students were retested. Only those scores for

basic interest scales on the SVIB which were directly related to

marketing occupations were considered for this study. These in-

cluded only the merchandising scale on the female SVIB and the

sales, business management and merchandising scales on the male

SVIB.

Analysis of Covariance Comparing Changes in Student
Interest Levels Toward Careers in Marketing_

In order to determine whether there were significant differ-

ences in the changes in student interest levels toward careers in

marketing, a one-way analysis of covariance was used. Based on

the results of this analysis, the null hypothesis concerning male

subjects was retained and the null hypothesis concerning female

subjects was rejected.

Male Student Interest Level Change Comparison

The pre-test (covariant) was used as the reference point from

which changes were measured when compared to the post-test. The

mean scores on the pre-test for males in the control and experi-

mental groups respectively were 48.071 and 49.130 (merchandising

scale), 53.286 and 53.826 (sales scale), and 49.857 and 47.435
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(business management scale).

The tabular F-value at the .05 level of significance with df=1,

34 equals 4.13. Hence, the computed F-values of 0.512 on the

merchandising scale, 1.296 on the sales scale, and 0.524 on the

business management scale, were not found to be within the critical

region; therefore, the hypothesis was retained in each instance.

Thus, the adjusted mean scores for the control and experimental

groups of 52.645 and 51.085 (merchandising scale), 57.647 and

55.041 (sales scale), and 50.841 and 49.097 (business management

scale) were found not to be significantly different from one another

(see Tables 8 through 13).

Female Student Interest Level Change Comparison

The pre-test (covariant) was used as the reference point

from which changes were measured when compared to the post-

test. The mean scores on the pre-test were 52.054 for the control

group and 51.700 for the experimental group.

The tabular F-value at the .05 level of significance with

df=1, 70 equals 3.98. The computed F-value of 8.804 is larger

than the tabular value; hence, there is a significant difference be-

tweentween the mean scores. In this instance, the adjusted mean

6/ This is also significant at the .01 level of significance.
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score for the experiment group (54. 566) is significantly larger

than the adjusted mean score for the control group (49. 578);

therefore, the null hypothesis was rejected (see Tables 13 and 14).



Table 8. One-Way Analysis of Covariance on the SVIB Male Merchandising Scale.

Source of
variation df X. X X. Y Y- Y Adjusted

df SS MS F
Control/

experimental 1 9.760 -4.808 2.369 1 21.110 21.110 0.512*
Error 35 3279.537 3214.565 4551.739 34 1400.859 41.202

Total 36 3289.297 3209.757 4554.108 35 1421.968

Factor X is pre-test.
Factor Y is post-test.
* Not significant at the 05 level of significance.

Table 9. Mean Scores for SVIB Male Merchandising Scale.

Observations Mean X Mean Y Adjusted Mean Y

Control group 14 48.071 52.000 52.645*

Experimental group 23 49.130 51.478 51.085*

Factor X is pre -test.
Factor Y is post-test.
* No significant difference at the .05 level of significance.



Table 10. One-Way Analysis of Covariance on the SVIB Male Sales Scale.

Source of
variation df X X X Y Y. Y Adjusted

df SS MS F

Control/
experimental 1 2.541 -10.063 39.846 1 59.095 59.095 1.296*
Error 35 4196.161 3625.441 4683.127 34 1550.283 45.611

Total 36 4198.703 3615.378 4722.973 35 1609.878

Factor X is pre-test.
Factor Y is post-test.
* Not significant at the .05 level of significance.

Table 11. Mean Scores for Male Sales Scale.

Observations Mean X Mean Y Adjusted Mean Y

Control group 14 53.286 57.357 57.647*

Experimental group 23

Factor X is pre-test.
Factor Y is post-test.
* No significant difference at the .05 level of significance.

53.826 55.217 55.041*



Table 12. One-Way Analysis of Covariance on the Male Business Management Scale.

Source of
variation df X X X Y Y Y Adjusted

df SS MS F
Control/
experimental
Error

1 51.066 83.342 136.019

35 3543.366 3230.820 4640.792

1 26.115 26.115 0.524*
34 1694.950 49.851

Factor X is pre-test.
Factor Y is post-test.
* Not significant at the .05 level of significance.

Table 13. Mean Scores for Male Business Management Scale.

Observations Mean X Mean Y Adjusted Mean Y

Control group 14 49.859 52.214 50.841*

Experimental group 34 47.435
Factor X is pre-test.
Factor Y is post-test.
* No significant difference at the .05 level of significance.

48.261 49.097*



Table 14. One-Way Analysis of Covariance on the Female Merchandising Scale.

Source of
variation df X X X Y Y. Y Adjusted

df SS MS F

Control/
experimental 1 2.409 -31.598 414.394 1 478.069 478.069 8.804*
Error 75 5876.292 5876.286 9598.411 74 4018.301 54.301

Total 76 5878.701 5694.688 10012.805 75 4496.370

Factor X is pre-test.
Factor Y is post-test.
* Significant at the .05 level of significance.

Table 15. Mean Scores for Female Merchandising Scale.

Observations Mean X Mean Y Adjusted Mean Y

Control group 37 52.054 49.757 49.578*

Experiment group 40 51.700 54.400 54.566*

Factor X is pre-test.
Factor Y is post-test.
* Significant difference at the .05 level of significance.
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V SUMMARY, CONCLUSIONS AND RECOMMENDATIONS

Summary

The present study was an examination of the effect of utilizing

the DECA Merit Awards Program materials on high school distribu-

tive education student interest levels toward careers in marketing.

It compared three groups of high school distributive education stu-

dents who used MAP with three groups who had not, in terms of

their changing interest levels toward distributive occupations. The

purpose of the study was to determine if there was a significant

difference in change of interest levels between those who used MAP

and those who did not.

The Strong Vocational Interest Blank was used to measure

interest changes. This study was concerned only with marketing

occupations; hence only the basic interest scales of the SVIB which

were directly related to marketing occupations were used.

Procedure for Collecting Data

The sample was selected from Oregon high schools having a

minimum of two distributive education classes not utilizing the

cooperative method of instruction. Five such schools were found

to meet the criteria and three were used in the study. Each of
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the three schools had one experimental group and one control

group, both taught by the same teacher.

The control group received instruction in the traditional

manner and the experimental group used MAP as part of their in-

structional program. Each of the students in both groups was tested

in early September (before the treatment) and again in late Novem-

ber (after the treatment) using the Strong Vocational Interest

Blank.

The nature of the instrument required that male and female

respondents be considered as separate groups for the purpose of

data analysis. Data were collected on 113 students; 36 in the female

control group, 40 in the female experimental group, 14 in the male

control group and 23 in the male experimental group.

The tests were machine scored and the relevant data were

transferred to punched cards for statistical processing.

Analysis of Data

The statistical significance of the differences in student scores

on the relevant scales of the SVIB was determined utilizing a one-

way analysis of covariance and unequal cell sizes. The statistical

computation was completed using computer programming. Needless

to say, the inferential aspects of the study are limited to those

schools utilized in the sample.
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Summary of Findings

1. Based on the results of the SVIB testing, no significant

difference was found in the change in student interest levels toward

careers in marketing between those male distributive education

students using MAP and those male distributive education students

receiving traditional instruction.

2. Analysis of female SVIB scores indicated that for female

distributive education students there was a significant difference

in the changes of interest levels toward careers in marketing

between students receiving traditional instruction and those using

MAP.

Conclusions

The conclusions that follow result from an analysis of the

findings, the survey of literature, and the experience of conducting

the study.

1. There are differences between male and female distribu-

tive education students that may cause them to react differently to

similar stimuli, such as exposure to MAP. Males may be more

aware of opportunities in marketing and distribution than females.

This is probably due to the fact that many occupations in marketing

have been considered "male" occupations. Today most of the
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previously so-called "male" occupations are becoming open to

women. Hence, when people are exposed to a program that pro-

vides information on occupational opportunities in marketing

women tend to react more strongly because they are being provided

with a greater amount of new information.

2. Participation in MAP is not significantly related to

changes in interest levels toward careers in marketing for male

distributive education students in the groups studied as measured

by SVIB.

3. Participation in MAP is significantly related to changes

in interest levels toward careers in marketing for female dis-

tributive education students in the groups studied as measured by

SVIB.

Recommendations for Further Study

1. This study should be expanded into other distributive

education student populations to verify the findings for inferential

purposes.

2. Similar studies should be completed in other service

areas (i.e., vocational agriculture, trade and industrial education,

home economics education, technical education, distributive edu-

cation, and business education) to determine the effects of various

materials on student interests.
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3. There is a need to develop a valid and reliable instru-

ment to determine levels of interest in specific areas of marketing

which can be used for both males and females.
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APPENDIX A

Table 16. Female Experimental Group Scores on the SVIB
Merchandising Scale.

Student Pre-test Post-test Student Pre -test Post-test

1 44 34 21 52 58
2 40 71 22 52 60
3 45 39 23 52 52
4 53 44 24 52 61
5 69 71 25 63 63
6 52 45 26 49 52
7 42 45 27 60 60
8 41 47 28 53 58
9 64 68 29 57 69

10 55 58 30 53 60
11 6Q 68 31 63 68
12 36 39 32 45 52
13 60 61 33 53 55
14 50 47 34 63 64
15 44 42 35 42 45
16 36 33 36 49 50
17 47 47 37 55 59
18 47 53 38 50 52
19 52 55 39 64 69
20 41 49 40 63 58
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Table 17. Female Control Group Scores on the SVIB Merchandising
Scale.

Student Pre-test Post-test Student Pre-test Post-test

1 47 47
2 36 34
3 55 61
4 60 66
5 42 44
6 57 66
7 52 47
8 36 41
9 69 71

10 41 39
11 49 52
12 39 41
13 49 44
14 47 39
15 63 55
16 64 55
17 50 53

19 64 58
20 31 31
21 58 58
22 57 52
23 44 41
24 57 50
25 45 49
26 61 58
27 58 58
28 60 60
29 60 55
30 52 50
31 45 44
32 60 61
33 53 50
34 58 49
36 49 47
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Table 18. Male Control Group Scores on the SVIB Business
Management, Sales, and Merchandising Sales.

Business
Student Management Sales Merchandising

Pre-test Post-test Pre-test Post-test Pre-test Pro-test

1 58 67 61 69 62 63
2 38 50 40 57 36 55
3 42 45 48 59 39 48
4 62 68 67 79 66 65
5 38 52 49 51 42 57
6 53 57 48 53 66 57
7 67 58 67 63 62 60
8 43 50 67 65 42 51
9 48 52 44 65 48 59

10 30 32 48 44 36 33
11 53 55 42 44 48 57
12 57 40 53 46 37 37
13 57 57 57 53 52 51
14 52 48 55 55 48 45
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Table 19. Male Experimental Group Scores on the SVIB Business
Management, Sales and Merchandising Scales.

Business
Student Management Sales Merchandising

Pre-test Post-test Pre-test Post-test Pre-test Post-test

1 55 58 59 61 52 63
2 43 50 59 61 57 59
3 67 72 79 79 66 71
4 53 50 55 53 48 49
5 50 60 57 71 52 72
6 40 32 49 55 39 37
7 52 48 55 57 55 57
8 47 55 63 67 52 62
9 62 65 75 71 68 68

10 63 65 63 67 57 66
11 47 48 40 40 46 45
12 43 45 49 51 46 48
13 47 40 46 49 48 42
14 50 52 77 71 57 57
15 57 62 59 65 60 63
16 47 45 57 49 45 48
17 32 42 40 53 40 43
18 43 38 36 36 45 37
19 48 58 53 48 48 48
20 45 32 53 48 45 48
21 28 30 36 36 31 31
22 30 25 40 44 33 31
23 42 38 44 36 40 39
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APPENDIX B

Table 20. Mean Test Group Scores on the Men's Business
Management Scale, 1969 Groups.

Mean score Sample

63 Department store managers
61 Personnel directors
61 Sales managers
59 Buyers
57 Dentists
57 Life insurance salesmen
57 School superintendents
57 Purchasing agents
56 Funeral directors
56 Public administrators
56 Real estate salesmen
56 Army officers
55 Bankers
54 Army sergeants
53 Social science teachers
52 Vocational agriculture teachers
51 Investment managers
51 Policeman
51 Cartographers
51 Chiropractors
51 Ministers
51 Lawyers
48 Tool and die makers
46 Electricians
46 Muscians
46 Skilled tradesmen
45 Physicians
45 Carpenters
45 Dental educators
44 Chemists
43 College professors
39 Mathematicians
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Table 21. Mean Test Group Scores on the Men's Sales Scale, 1969
Group.

Mean score Sample

68 Life insurance salesmen
64 Real estate salesmen
62 Department store managers
60 Buyers
57 Funeral directors
55 Purchasing agents
55 Vocational agriculture teachers
54 Social science teachers
53 Personnel directors
53 Policemen
52 Bankers
52 School superintendents
52 Ministers
51 Lawyers
51 Army sergeants
50 Carpenters
50 Tool and die makers
50 Army officers
49 Investment managers
49 Public administrators
49 Musicians
48 Dentists
47 Physicians
45 Dental educators
44 Chemists
43 College professors
41 Mathematicians
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Table 22. Mean Test Group Scores on the Men's Merchandising
Scale, 1969 Group.

Mean score Sample

65 Department store managers
63 Buyers
58 Funeral directors
58 Life insurance salesmen
58 Purchasing agents
57 Real estate salesmen
56 Personnel directors
54 Bankers
54 School superintendents
54 Social science teachers
53 Public administrators
53 Army sergeants
52 Policemen
52 Army officers
52 Vocational agriculture teachers
51 Chiropractors
51 Ministers
50 Investment managers
50 Lawyers
48 Musicians
48 Tool and die makers
47 Dentists
47 Carpenters
45 Physicians
44 Dental educators
42 College professors
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Table 23. Mean Test Group Scores on the Women's Merchandising
Scale, 1966-68 Groups.

Mean score Sample Year tested

61 Saleswomen 1966
58 Stewardesses 1966
57 Life insurance underwriters 1967
57 Home economics teachers 1967
56 Business education teachers 1967
54 Secretaries 1967
54 Interior decorators 1966
54 Barkwomen 1968
53 Dietitians 1967
53 Beauticians 1967
53 YMCA staff 1967
53 Instrument assemblers 1966
53 Guidance counselors 1967
53 Telephone operators 1967
53 Army enlisted 1967
52 Dental assistants 1966
52 Wives of animal husbandry professors 1967
52 Elementary teachers 1966
52 English teachers 1967
52 Social science teachers 1967
51 Army officers 1967
51 Wives of social workers 1967
51 Sewing machine operators 1967
51 Occupational therapists 1966
51 Directors of Christian education 1966
51 Accountants 1968
50 Licensed practical nurses 1967
49 Physical therapists 1966
49 Navy officers 1967
49 Entertainers 1966 67
49 Registered nurses 1967
49 Math-science teachers 1967
49 High school physical education teachers 1967
48 Lawyers 1967
48 Navy enlisted 1967

Continued



78

Table 23--Continued.

Mean score Sample Year tested

48 Radio logic technologists 1967
48 Librarians 1967
48 College physical education teachers 1968
47 Wives of physicists 1967
47 Newswomen 1966
46 Medical technologists 1967
44 Psychologists 1966
44 Physicians 1967
44 Translators 1966-67
41 Chemists 1966
40 Artists 1967
40 Mathematicians 1966
40 Photographers 1966


