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INTRODUCTION

Seven years have passed since the changes in the retailing pro=-
gram occurred and Fashion Stors Service Laboratory became a reality at
Kansas State University, It is time to evaluate those 221 graduates to
learn what they are deing, what job responsibilities thay.have, what
jobs they aspire %o, and what parts of their educational backgzrounds
they believe contributed to their jeob sucecess, Althouch there was a
Clothing and Textiles Retailing major prior to seven.years ago, this
study is based on only those who have participated in the Clothing and
Textiles Retailing Bloek Program where students have an off-campus
retail store work experience. No research has been done on the Kansas
State Uriversity graduates but previous studies at Ohio State University
on curriculum evaluation (Hamilton) and at Oregon State University on
satisfaction and dissatisfaction (Sampson) have been done using the

Clothing and Rstailiag majors of those respective schools,

The purposs of this study was to learn more about the gradu-
ates of the clofhing and retailing block program at Kansas State
University, The backgrounds of the graduates as well as the educa-
tional and eultural activities were studied to determine if any rela-
tionship betwesen backgrcund and job suceess is present., Information on
the typss of store operations in which graduates have worked and the

reactions of the graduates to the overall Fashion Store Service



Laboratory was also studied, Another area of study was that of the
long-range career expectations of the graduates and of those who have
left retailinz how leong they worked and why they left,

This research benefits the Department of Clothingz, Textiles,
and Irterior Design at Kansas State University in several ways. It
gives additional information to the advisors as to the opportunities
available toc retailing graduates; it enables the Department to ses the
types of store operations the graduates are working in; and with the
general reactions te the Fashion Store Service Laboratory, it gives a
basis for further development of the Clothing and Retailing ecurriculum,

-Universities or colleges considering implementing a program
‘similar to the Fashion Store Service Laboratory will benefit from this
research since it may help guide their thinking in curriculum courss
content and development, Merchandising faculty in this institution and
cther educaticnal institutions may read of the graduates! reactions to
the areas within the curriculum, Knowledge of the typss of jobs and
. retail store operations the graduates are employed in would be of use
t6 anyone counseling tﬁose interested in retailing as 2 career, Others
will vse the research to become more knowledgable about the professional

opportunities afforded through a program of this scops,

Obiectives

e kit T T

The objectives of this research are to:

i, Determine if backgrounds have any influsnce cn the
graduates staying in retailing or not;

2., Determine if educational and cultural activitiss have
any influence on job success in retailing or not;

3. View the curreni job titles and responsibilities of
the graduates;
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4, View the reactions to the curriculum by the graduates:

5. View ths lengerarze career expectations of the grade
"~ uates who are in retailing or who plan to return to
retailing;

6, View the reasons why some graduates have left retailing,

Definition of Terms Used in the Study

Fashion Store Service Laboratery: This is an actual work exper-
ience during tﬁa last wseks of the fall semester of the senior year,
Each of the students is placed with a store (department, specilalty or
chain) in a major metropolitan area for & minimum of six weeks, As
temporary employees of the stores, the students are exposed to retail-
ing in as many ways as possible, Five semester hours of credit are
received for the work. The store laboratory experience is supervised
by the merchandising instructor,

Large university: Ome having an gnrolJnmt of 10,001 or morse
students,

Small college or university: _One having less than 10,000 stu=
dents and listed as a Senior College in the 1973 World Al=manae,

Junior or community college: One listed in Junior College sece

tion of 1973 World Almanaec, Enrollments vary,



BREVIEW CF LITERATURE

Twentisth century literature was reviewed on the following
topics: (1) job rasponsibilities of retail management positions, (2)
evaluation of retailing curriculums and job success, and (3) questione

ing procedures and questionnaires,

Job Resmoncibilities of Retail MM-nare=ent Positions

According to Dakins {5) "Retailing is the business of bringing
to tﬁe peopls the goods and wares of the world that they want, when
they want, at a price they are able to pay." The 1963 U. S. Census of
Business (224-227) lists ten different types of rstail stores, -Qna
group is general merchandise stores and another is apparel and accese
sories stores which includs department stores, speelalily stores, anhaln
stores, discount stores, and variety stores, Although terminelogy used
in definitions of stores varies from source to source, the most concicse
ones were trose in Troxell!s and Scott'!s books, A department store
employs 25 or more people, sells merchandise in three categeries (heme
furnishings, householi linens and dry goods, a'md apparel fof men, womenm,
and children) (Troxell 385). Junior department stores are' equal to
deparinent stores in spparel lines and soft goods but carry very little
in the home furnishinzs line (Scott 30). Speciality stores carry mer-
chanﬁise within narrow categories or very closely related items (Scott
28; Troxell 392), Chain stores have many stores (usually with the same
name) in many cities (St_:ott 29), Discount stores are similar to departw
ment or junior department stores except they de not have many of the

extra services such as delivery, gift wrap, sales personnel, and others
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which halp the customer, Variety stores carry limited lines of apparel
for men, women, and children as well as limited assortments of other
gocds, The rricelines are usually low to mediwm, Thoy are descendants
of the five and ten cent stores of the past (Scott 31; Troxell 393).

Wilinsky (56), Scott (43), and Dakins (14) 1list the five divi-
sions of a retail store as (1) merchandising division (the buying part),
(2) sales promotion (the selling part), (3) personnel (the people part),
(4) contrel (ths ficure part), and (5) operations (the legisties part),
The merchandising divisicn of a store is concerned with the buying and
sellinz of the goods, There are many management po#itions within the
merchandising division with various levels of responsibilities,

‘Jobs with the merchandising division of a retail organization
usually include the following: head of stock or merchandise clerical,
assistant buyer, brauch store menager, branch store assistant manager,
branch store departmsnt manager, buyer, merchandise menager, and general
merchandise m#xiager'(sreenwood 28; Troxsll 355).

Job responsibllitiss of head of stock, as discus;sed by Scott
(50) and Troxzell (355) include noting "outs", taking merchandise counts,
advising buyer on “want slip" items, and keeping the inventory current
on fast-moving items. Wilinsky (61) sums up the duties of an assistant
buyer, Saying it is 'truly a Job of buyer in training, one in which you
taste &rd ssmple virtually all ths buyer's funetions and experiences,
all the skills of management,"

Merchandise managers, whether divisional or general, are much
less involved in the actual work of buying but are mores involved in
the functions of manageméﬁt (Wingate and Frisdlander 7). Scott (54)

gsets the duties of the merchandise manazer as (1) working with buyers
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in planning budzets, (2) settinz merchandise policies that conform to
the store objectives, (3) counseling buyers on problems, (4) urging
buyers to use the control reperts available to them, and (5) coordin-
atingz his (merchandise manager) division's operations with those of
other divisions,

Directly below the merchandise manager in the hierarchy of most
stores is the buyer, Greenwood (29) and Harris (13) agree that dutiss
and responsibilities of buyers include (1) procuring the merchandise
through actual selection and purchase, (2) planning, supervising, and
evaluating the stocks and record keeping, (3) promoting sales through
cooperation with the advertising and display departments, and (4#) supere
vising the sales personnel while they actually sell, A buyer must also
explain to the sales people why the merchandise was purchased and what
its salisat feastures are for effective selling (EHarris 21).

Scott (52) believes the buyer has duties and respensibilites in
four main areas: (1) to the customer whom the department serves, (2)
to the assistants, selling and stock staff who help withAdetails. (3)
to the supervisors to whom he is responsible for overall department pere
formance, and (4) to the vendors from whom he buys his goods, Wingate'
and Friedlander (23-27) found buyers' duties can be grouped as follows:
(1) stockkeeping, (2) physical inventorying, (3) priecing, (%) selling,
(5) analyzing the demands of the custoxmer, (6) budgeting sales and
stocks, and (7) plamning and control, Scott lists the following func-~
tions for a buyer: (1) to decide what to buy, how to price it, and how
to pramote it, (2) to be responsible for expense and profit, and analye
sis of department statistics and records, (3) to be aware of selling

trends, (4) to be a liaision betwsen his department and other departments,
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(5) to havs tht:;rough knowledge of his "market" (custame}s he serves),
(6) to be knowledgeable about his ccmpetition, (7) to be a good idea
person for prcmotions and sdvertising, (8) to be knowledgable as to
resources in his field, and (9) to travel frequently to keep abreast

of the newest merchandise in his field (53). Wingate and Friedlander
(7) believe another function of a buyer is to motivate thoss perform-
ing work under his supervision., They believe this motivation should |
take the form of counseling, directing, praising when due, censuring
when needed, insisting upcn adequate compensation for them, and helping
in the hiring and firing of his people,

Retailinz Curriculvm and Job Success

Evaluation ¢f retailing curriculums within the last fiftesn
years is very scarce, Work of few researchers was found in this area,
Banmilton and Sampson have analyzed retailing curriculums with home
eccnonics majors in clothing and retailing departments, Sampson's work
~was on saticfaction and dissatisfaction among home economics elothing
and retailing graduateé who are exmployed in retailing versus non-home
economics majors who are also employed in retailing, Eamilton's work
was on the evaluation of the textiles and clothing business curriculum
at Ohio State University.

- The areas of dissatisfaction in rotecilirz wore expressod as:
the necessity of Saturday work; the travel opportunities; the oppore
tunities for long vacations at ideal times (freguently compared with the
long summer vacations of those in other fields such as education); the
lack of outdoor activity; the necsssity of working on holidays and dur-
ing the holiday season; the requirements for clothes of store regula-

tion" colors; iransportaticn to work; later hours than many other jobs;



and prcmoticns on the basis of merit (Sampsen 57). Ellsworth ;nﬂ
Hulquist (157-158) feund dissatisfied junior axécutives left retailing
most freguently becauss of the leng hours, Saturday work, marriage,
family otlizations, night openings, and wages, Ellsworth and Hulquist
(156) alss found many ware leaving for the same reason theoy initially
eame--an opportunity for advancement, increased salary, and challenging
work, Of those surveyed by Ellsworth and Hulquist, most left retailing
before thay hzd worksd three years, Neiderpruem and Plant, in a survey
for the Persormel Group of the Naticnal Retail Merchants Association
(NRMA) 4in 1960, listed the major reasons executives left as: other

Jobs in-retailing, other jobs outiide retailing, involuntary discharge,
marriage, family, or retirement, The difference between Ellsworth and
Hulquist!s research and that done by Neiderpruem and Plant is the manner
in which the questions were handled, Ellsworth and Holgquist asked the
people directly through a mail questionnaire while Neiderpruem and Plant
asked the store persomnel department for the most frequently cited reae
. sons., EHEamilton found her subjects left retailing for the following reae-
s&ns: marriage, long iours, Saturday work, low wages, slow advancezent,
lack of jcb opportunity, nizht work, pressure, competition, and uninter=
esting work (34=35).

Sampson asked if the subjects felt they wore adequately preﬁared
by their curricultm in various areas, The subjscts believed they were
least prepared in the areas of men's clothing, actual buying of élnthing
and textiles, the clothing and textiles marksts, and a realistiec approach
to retailing (69)., Hamilton (25) found in 1963 that 54 percent of her
semple felt their curriculum presented an unrealistic picture of retail-

ing; Sampson's percentage on the szme question in 1966 was 56 percent (87).



Ellsworth and Hulquist's participants believed education
failed in not pointing out: (1) the physical aspects of the job,
(2) the slow advancement, (3) the difference betwesen theory and real-
ity, (4) the continuous pressures and time deadlines, (5) the low sal-
aries for the first year or two, and (6) the necessity to comply with
the often pickish demands of higher executives (165), Gillespie asked
retailers to rate 81 courses as essential, desirable, or of little
value, "Most of tke essential cres listed by the retail personnel were
in retailing or business, Merchandising mathematies, English composi=-
tion, human relations, and general mathematics were rated high (10),
Other e‘.aui'sss considered important were mansgemcnt, marketing, econome
'ics,- retail store operations, and retail buying,’ Those that received
& low rating or a listing of 1ittle value included courses in general
education, sciencs courses, nutrition, foreign languages, and journale
ism (14),

The respondents to Hamilton's survey revealed the core home
' eccnomies courses in family living, housing, and general hcme econcmics
were least helpful in contributing to job success (79-80), Hamiiton's
study ccnsisted of 92 sab:;ecf.s in which riore than 920 percent felt the
field experience itself was hsipful as were the coursas in clothing and
textiles and business (28-36),

Questioning Proccdures and Cuestionnaires
Personal interviews and mail questionnaires are two methods of

collecting data frem a large sample, The methods differ not only in
the manner of presentation to the sample tut alse in the types of ques=

ticns asiked and the forms that answers tal:s, Most anthors believe
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perscnzl interview questionnaires are more costly, mors time consuming,
&nd frequently more biased than mail questionnaires, Parten lists five
guidelines for effective mail questionnaires (383). They are: (1) use
an ints-estinz title, (2) use a pleasing cover design, (3) send a ques-
tionnaire that is not too long, (&) send a personnally signed cover
letter, and (5) use a newly issued commemorative stamp,

Porten (388=291) suzgests increasing the return on mail ques-
ticrnzires by enclosing a stamped, self-zdidrassed envelope for the
return; timing the mailing of the questicnnaire for arrival on Friday
or Saturdzy (days when psople generally have more free time and would
be morellikely to answer ths questionnaire), In addition to memtioning
ways to increase return, Parten recormends the following follow=-up
methods to assure maxirum possible results, Her recormendations are:
(1) to send a postcard ten days after the deadline for the return of
the questicnnaire that thanis those who have responded and reminds those
whe have not completed the form to do so; (2) to send a second copy of
" the guesticrmaire cne week after the postecards to those still not
responding and accompany the questiocnnaire with a2 letter mentioning tke
possibility of the qucstionn#ire boing lest in the mail or being mislaid
with a reguest for the pre=pt return of the new questionnaire; and (3)
send grotior posteard two weeks after the first postcard followeup that
thanks thoso who have respended and rexinds those who have not returnsd
the questionnaires to please do so (398-339).

The importance of pre-testing any questisnnaire for elearness
of instraction, comprehsansion of guestions, ard completeness of answers
for analysis before it is sent to the population to be surveyed were

stressed by Compton and Parten (359). The latter further states that
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a thres-point opinion scale is adequate for rating questions as it pro-
vides a positive, a negative, and a neutral choice but that a five-
point scale allows for more fresdcm in choice as it bhas a valne between
positive and neutral and between negative and neutral (133),

The data gathered must be analyzed and tabulated; the results
must be illustrated in chart or table form, As a result, tabulation
plans and general table ideas should bes planned and developed at the
sama tirme the questionnaire is developed (Parten 460-461).

Compton (241) points out easier questions should precede the
more difficult ones, new topies should be introduced gradually by a
seriss of questions, and 211 questions should be arranged by topies in
a logical manner, Parten (200-213) offers the following advice for
wording questions: (1) use simple language and words that are familiar
to those who will receive the guestionnaire, (2) avoid leading questicns
(be sure the answer you want is not indicated), (3) keep any writing teo
a minimum, (4) make realistic multiple choice answers, (5) avoid words
" with obvious emotional or stereotyped meanings, (6) word questions as
exactly ard concisely as possible, and (7) nmake sure each questicn has
only one meaning, Compton (245) also stresses the importance of using
language and words familiar to the subjects for whom the questionraire
is intended,

Branch stores have developed vary rapidly and have become very
important to stores in the past decade. Thus the duties and responsie
bilities of the various retail management positions may have changed;
additional management-level jobs may have been added. Management posi-

tions which have come into importance with the development of branch



12
stores includs branch store assistant, branch store manager, branch

store coordinator, and area manager,



PROCEDURE

A questionnzire was mailed to all Clothing and Retailing grad=-
uates since June 1966 through May 1972, It was designed to investigate
the following:

I. Background
A, Marital status
B, Children, number and ages
C. Rural or urbzn home

- II, Educational and Cultural Activities
"~ A. Number of years at Kansas State University
B, Number of years in major curriculun
C. Transfer frcm other major(s) and/o~ institutions
D, Classification at time of transfer
E. Courses taken after graduation
F. Participation in in-store training program

! III., Current Job Resronsibilities and Titles
- -7 A, Travel in connection with present job
B, Responsibilities of job
C. Job title
D. Means of obtaining present job

- IV, Effectiveness of the Curriculum and its Contribution to
- Job Success
A, Effectiveness as seen by respondents
B, Effectiveness as seen by those currently employed in
retziling
C. Effectiveness as seen by those having left retailing

V. Job History of the Graduates
A, Jobs held by all resvondents
B. Reason for leavine retailing
C. length of time worked

VI. Lonz-Range Career Zxpectations
A, Expectaticns of these still employed in retailing
B, Expectations of those planninz to return to retailing
C. Effect of travel cu career expectations
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Prevarzticn of the Cuasticnraire

The gu=stions were developed from a review of literature in
the field, personal experience and interviews with professionals in
retailinz, Fossible answsrs the respondents might give were included
so the questionnaire would take less time to complete thus encouraging
the recipient to reply.

The questiornnaire was presented to a faculty committee, Revi-
sions were made and the resulting quesiionnzire was tried out, Ten of
the current seniors who had participated in the Fashion Store Service
Laboratory during the fall semester of 1972 filled out a gusstionnaire
to determine if the questions were clear and precise. The guestionnaire

was further rsfined (Appendix A).

Salcetion of Samnle

The commencement programs for the past seven years (Junz 1966w
May 1972) were éonsulted to establish the list of 221 names, This list
was then compared to the January 1973 master list in the.Alumni Associse
tion Office of Kansas State University to ascertain the most recent

address for each graduate and to make any other changes that were neces=-

sary. The list was then ni—bered to m2intain a control, A cover letter =

(Appendix B) was prepared and enclosed with the questiocnnaire along with
a stompad, self-czdressed envelope, The control nimber appeared on the
envelope, Thus the replies could be checked off and the envelopes dis-
carded yet preserve the annoymonity of ths rospondent. All question-
naires were mailed on April 8, 1973. A follow-up postcard (Appendix C)

was sent to the non-respoh&ents on May 3 and 4 ard encouraged response

if they had not done so,

g

21
Fa
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Ana2lysis of Data

Consultation with a statistician determined that twoe and
threseway contingency tables giving chi-square valuss would be a benea
ficlizl peans of analyzing scme of the collected data, Other parts of
the data would be analyzed using percentages, The chi-square values
were dsiermined using two different computer metheds, The three-way
tables wore calculated on a Monrce 1775 prograrmable caleclator, This
way the chi-cguare value for each tier of ths tables could be noted as
it wes completed. Ths twoeuay tables were caleculated using AFL (A
Programning Language) and an electric typewriter terminsl connected to
a computer telephone., The degrees of freedon and the calculated chi-

square were printed out at the typewriter terminal,



FINDINGS

The findings in this study will be discussed in relation to
the five major areas which were investigatéd: backgrounds of the
graduates; educational and cultural activiﬁies while_in college and
after graduation from college; current Job respensibilities and titles:
effectivcness of the curriculum as it contributed to job success; job
history of the graduates; and long-range carser expectations,

There were 221 names on the original list and 219 question-
naires were sent, One person was deceased and another did not graduate
although her name appeared on the commencement program, Of the 219 sub-
jects, three were male and 216 were female,

By Mzy 1, three weeks after mailing, 130 questionnaires had
been received for a 59,81 percent return, On May j and 4 the.follow-up
post cards (Appendix C) were mailed to the eighty-five non-respendents,
By May 8, eight more replies had been received making a total of 138
or 63,01 percent.

of the 138 replies, 136 or 98.55 percént ﬁare usuable for the
analysis, The two repliss not used for the analysis included a Home
Economics graduate not in the retailing option and a graduate who

received 2z Xaster'!s degree in Family and Child Development,

Backeround of Resvondents

Thirty-seven of the 136 respondents wsre single; ninety-seven

were married; one was separated; and ocne was widowed, Thirty-three of
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the married rsspondents had forty-three children among them and several
othars indicated they were expecting a child within the next five or.
six months,

Thirty-cne (22,0£%) of the married respondents ware still em-
ployed in ths rotail professicn; thirtssn had buyer titles and the others
were in non-buying positions, Several had both a title of buyer and of
a nen<buysr position, Thirtson (35.19%) of the single respendents were
still eo~ioyed in tho retail prefessicn; five with tha title of buyer
and ths othsrs in neonebuying retail positions.. Table I shows the year-
by-=year brezkdewvn of the recpondents currently employed in reteiling by

year of graduation,

TAELE I

NOMBER OF RISPCULINTS CURRZNTLY EMPLCYZD IN RETATLIEG
BY YzdRr OF GRATUATICH AHD MARITAL STATUS

' Widewed or Total

Year Single Marriad sepurated Employed  Recpondents
1966 i 9 0 L 10
1967 4 ) 0 3 ic
1953 3 13 i 3 17
1969 8 20 0 5 28
1970 9 20 1 10 30
1971 5 19 0 10 24
1972 L 12 2 -] iz

Totzl 57 97 2 4y 136
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Although all eleven U, S, Census Bureau population sizes wore
shown on the gquesticnnaire, the respondents' answars were grouped for
analysis, The groups were: under 1000 to 5000 population; 5000 to
100,000 perulation; and 100,000 and over population, It was necessary
to group the populations tegether becauss some of the numbers were
quite small and it would be difficult to work with in the statistical
analysis, The complete list of 21l respondents by size of home cormune

ity is shown in Tabla II.

TABLE II

SIZE OF RESPCNDEZNTS' HOME CCMMUNITIES (n=120)

- = = e i
e s - e e

Population of Town Number of Graduates
Under 2500 18
2500 - 5000 A 1z
5000 - 10,000 14
10,000 - 25,000 13
25,000 - 50,000 16
50,000 - 100,000 B
100,000 - 250,000 18
250,000 = 500,000 11
500,000 - 1,000,C00 16

The eifect of size of home commnity on whether respondents
were currently employed in a retail position or whether they had left
retailing was looked 2t, A chi-square value of 4,33 with two degrees

of freedom was obtained which was significant at the 0,1 level,
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Further stucy was done with data on those respondents still employed
in the retail profession, The data were divided into two groupse-
buyers and non-buysrse-using the sames three population size groups, A
chi-square value for this was 1.31 with two degrees of freedom which
was significant at the 0,5 level showing there was little relationship

between the size of the hometown and success in retziling (Appendix G),.

Edueaticnal zr4 Cultural Rackeround

Seventy-five of the 136 respondents attended Kansas State Uni-
versity for four or mors years, The number of former students who
spent less than four years at Kansas State University were nearly evenly
divided with twenty-one having transferred at the end of thoe sophomore
year and twenty at the end of the freshman year of college., Forty-two
of the respondents majored in clothing and retailing gll thoair collage
years; forty-five were clothing and retailing majofs for thréa years;
and another forty-eight were majors for two years only,

Of the forty-two who majored for four years, nineteen (45,24%)
are currently working in rstailing; sixteen indicated they have left
retailing; the other seven are either employed in another field or full.
time homemakers who never entered retailing after graduation, Of thoss
transferring from other institutions or curriculums, twelve (25%) who
majored in clothing and retailing two years are still employed as are
thirteen (23.295) of those majoring in it for three years, Table III
shows those currently employed in retailing by the number of years in

the major,
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TABLE III

RESPONDENTS CURRENTLY EXPLOYZD EY NUMBER OF YEARS IN MAJOR
BY YEAR CF GRALUATION®*

Number of Years in Major

Year of Graduation 2 Year 3 Year 4 Year

1966 2 2
1967 1 1 1
1968 1 2
1969 3 2

1970 2 3 5
1971 3 2

1972 3 2 5

* nonc transferred senior year

The eighty-two who transferred into the curriculur wsre class-
ified primarily as sophcmores (49)., Twenty-six were classified as
Juniors and seven as freshmen at the time they transferred teo Kansas
State University. Table IV chows the major curriculums of respendents

transferring to the clothing and textiles retailing curriculunm,
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TAELE IV

PORDINTS TRANSFERRED

AREAS FRCM WHICH 82 RES
ALD RETATLING*

TO CLCIZING

Curriculum Number of Transferess

Home Economies areas 48
ILiberzl Arts areas 25
Sciencs areas

Business areas

Eduecaticn {excluding Home Economics Education)

- W [+ B W

Associate of Science degrse preczram

* gome respondents transferred more than oncs

nge of the respondents did not indicate the institution they
had szttended prior to transferring to Kansas State University. Those
vwho did indiecate prior institutions transferred from junior colleges
- (8), small wniversities or small colleges (14) and large universities
(61), Fiftye-eight respondents indicsted they had changed majors while
at Kansas State University from another acadeﬁic area to clothing and
textilss retailing,

Twenty-nine (21.45%) of the respondents have taken courses for
credit since gradusting from Kansas State University. Seven of these
have ccmpleted raster'!s degrees, Four were in Textiles and Clothing,
one in Early Childhocd Education, and two did not specify the areas of
study, Two other respondenis are currently working on master's degrees,

cne in Horticultural Therapy and one in Textile Design., Two more have
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received teacher certification and another has obtained a Bachelor of
Science in Ssecondary Education.

Of the graduates who have taken credit courses since gradua-
tion, six are currently exployed in retailing, sixteen have left retail-
ing and seven have ckanged employment or are full-time homemakers, Two
of the three who have received educaticnal certification are currently
employed in retailing,

The twcnty-nine respondents indicated thirty-cne courses they
had taken were for graduate credit and nineteen were for undergraduate
credit, Some of the respondents listed only the course name and did
not indicate tha eredit nor the institutioﬁ. The majority of the
courses (34) were taken at major universities while eleven wore at
smaller universities or colleges, seven were from junior colleges or
cormmunity collezes, and one was through & branch of a large state uni-
versity, Table V shows the courses grouped by category,

TABLE V |

AREAS STUDIED BY 29 RESPONDENTS FCR COLLEGE CREDIT SINCE CRADUATION

Area Number of Graduates

Fdueation coursss 25
Hone eccuomics coursss 13
Guidanca 8
Retail related courses , 7
Psycholery [
Other courses 4
Science 3
Foreizn lanzuage 2
Sociolopy 2
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A total of eighty-four non=credit courses were taken by fifty-
three of the respondents at a variety of institutions. Of these courses
eighteen were taken through adult education, fifteen through a college
or university, and seven through the IHCA.'IWCA. YVMHA-YWHA or a come
munity rscreztion commission., Four courses were taken through a pro=-
fessional group such as the Retail Merchants Association cr the American
Banking Institute. Vocational-technical schools, stores, extension
agents and the Armed Forces accounted for three courses each, Seven
courses were taken at miscellaneous places including a riding acadenmy,
a private h-me, & local art association, & local historical society and
a welfare cffice,

Non-credit courses were taken by fifteen respondents who cone
tinue to work in the retail profession; the others are employed in

another field or are homemakers,

Current Job Besponsibilitiss and Job Titles

Of the fifty-four respondents, who indicated they were currently
employed, there were forty~four working in retailing, Four are working
in related areas., One is a pattern maker for a clothing manufacturer,
one is a cost analyst in the accounts payable department of a retail
store operatiocn, one is a fashion merchandising instructor in a business
college, and cne is an assistant fashion director for a textile company,
Other employrent indicated included a military officer, an extension
worker, two office workers, a substitute teacher and a2 consultant to a
computer billing servicse.

Twenty-two of those currently employed work for specialty stores,

nineteen for dspartment steres, one for a discount store, ons for a drug
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store, and one for a junior department store, Sixteen of thess busi-
nessss are independently cwned, twolve are affiliated with national
chains, one is a family-owned corporaticn, and one is a uvniversity
sponsored shop of which the respondent is the manager and merchandising
instructor.

Buyers represent thirteen (29,80f) of the woriing group, assis-
tant buyers another twelve (27.27%) and various other jobs are held in
lesssr porcentagss,

TAELE VI
JOB TIMLES OF 44 RESPONDENTS CURRENTLY EMPLOYED IN RETAILING

Job Title Number

Buyer 13
Assistant Buyer ) " 12
Salesperson _ 5
Head of Stock (merchandise clerical) 3
Branch store assistant manager 3
Area manager 2
Store mzinagsr 2
Personnel clerk 1
Branch stors arsa manager 1
Fashion coordinator

Stockholdsr, owmer, managsr and president

Owvner and manager i
Secretary of corporation 1
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The duties and rasponsibilities of these forty-four pecople
were fournd to be guite varied, Some responsibilities seem to have many
respondsnts responsible for the work involved regardless of the job
titles,

In planning and evaluatingz, 81.82 fercent of the respondents
checked "mark-ups and mark-downs" as an area of responsiblility, This
was the most fregquently checked responsibility of the nine responses
listed, Other responses in the same area getting more than 50 percent
responss wore plarninz and evaluating departmental assortment plans,

26 (59.09%); departmental basic stock lists, 29 (65,91%); sales promo-
tions including selection of merchandise and the resultant success or
failure of the promotion, 29 (65.91%); and purchase sheets against
irveices, ersdits and memos, 24 (5%.55%).

Saven types of respopsihbilities for procurqment of mearcnapdise
were investigated, Writing reorders of basics and best sellers was the
responsibility most frequently checked, receiving 34 (77,27%) responses,
Additional rospensibilities receiving more than a 50 percent respcrnze
in procurcmant of morchandise included: looking at salesmen!s linss in
the stors, 29 (65.91%); selecting and crdering merchandise on a regular
basis, 24 (5%.55%); and arranging for and processing vendor claims end
returns, 24 {54,55%),

Seven responsibilitias were listed under premotion of sales,
Thirty-eicht of the respondents (86,36%4) were responsible for keering
the departmsni neat and orderly. To acquaint sales persomnsl with new
stock in the department was the responsibility of 37 (84.09%) of the

respondont.s, Other responsibilities receiving more than 50 percent
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respense included: departmental display of merchandise, 35 (79,55%);
informative sizns for merchandise, 30 (€8,18%); and working hand-in-
hand with the display department cn major promctions, 24 (54,55%),

There were four responsibilities concerned with the merchandis-
irg of the despartment, Responsibilities r;ceiving more thkan 50 per-
cent response were: taking stock counts on fast moving items, 35
(79.55%); maintaining welleorganized under and reserved stock areas,

29 (65.91%); erd transferring merchandise to branch stores, 24 (54,55%).

Most of the respcondents, 36 (81.82%), were responsible for
helping with: problem sustomer returns, Additicnal tasks for which the
response was more than 50 percent included: seeing that the flloor was
adequately covered during breaks and lunches, 29 (65.91%); working with
the service manager or flcor supervisor to provide the necessary cover-
ege for the selling floor at the times it was nceded, 31 (?0,#5%); 580«
ing that all saleschecks sre filled accurately and rapidiy, 26 (59.05%);
evaluating sales personnel at their annual review, 24 (5%,55%); and
determining adequate coverage for the department to keep selling cocts
in line, 24 (54.55%).

A complste listing of the five areas and the rasponﬁibilities
in each area along with the number of resrondents and totai rercentage
for each respensibility is shown in Table VII (Appendix D, p., 61).

Twenty-three of the respendents travel in connection with their
Jobs, Sixteen of them raported that they travel less than once a menth;
four travel cnce a month; and two travel more than once & ronth, One
respondent travels during the day but does not stay away overnight,
Nine of those traveling are usualily not gone more than five days at one

time; four are gone only overnight; four for three days at & time; and



27
four for not more tkan a week at a time, One person is gone as much
as two weeks when a new branch store is opened and at other times may
travel only during the day.

In response to the question ebout obtaining their current jobs,
twenty-one of the forty-eight respondents indicated they had applied
directly to the personnel departments, Twelve indicated they were pro=-
moted from within the organizations; five answered newspaper advertise=
ments; five by word-of-mouth; three throuzh an employment agency; and
two through friends., Two persons bought existing corporations and
another borrowed the money to establish her own store, Several respon-
dent.s checked a combination of the above ways as to how they obtained
their current Jobs,

Sixty-two of the 136 respondents participated in in-store
trsining programs following graduation, Three participated in more
than one of the types of programs listed on the questionnaire, Half
of the recpondents received training in semi-formal typas of training
programs, Forty of them participated in onethe=job training programs
and sixteen in formalized programs, Those who had participated in
tfaining programs and were still employed in retail positicns were
studied in relation to those who had participated and left retailing
or had not participated and were or were not in retailing, A chi-
square of 12,4 with one degree of freedom was significant beyond the
0.001 level (Appendix G), Stayinz in retailing was found to be depen-
dent on participation in an in-store training program, Participation

contributes to job satisfaction for these respondents,



g;fectiveness of Crorrienlum and its Contribution to Jeb Suecass

Chi-cquare values were computed for the total population and
the two sub-croups (thoss respondents currently employed in retailing
end those respondents indicating they had left retailing) with the
data analyzsd four different ways (Table VIII). Five areas of study
within the curriculum (fashion merchandising including sﬁore service
laboratory, other clothing and textile courses, business administra-
tion ecourses, professional and supporting courses in Arts and Sciences,
and general education courses), the graduation date and the contribution
of the curriculum to job success were the factors related in contingency
tables,

The original five areas of contribution to job success (con-
tributed significantiy, contributed somewhat, no opiniocn, did net con-
tribute signifiecantly, snd little or no contribution) were analyzed as
four, The iast two areas of contribution were combined since there
were too many vacant cells in the table for analysis.

The individual chiesquare tables with the observed data are

shown in Appendix F, p. 69.
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TABLE VIII

SUMMARY OF STATISTICAL ANALYSIS OF CURRICULUM
EVALUATICN BY R=SFONDENTS

Composition of Type of Degreses of Level of

sampls table xi fresdom significance
Everyone who
snswered guestion RxCxT 156,67 72 cce 0,001
RxT 37.35 18 < 0,005
CxT 0.57 24 N.S,
RxC 53.03 12 << 0,001
Resrondents currently
employed in '
retailing RxCxT 167.43 72 <c< 0,001
BxT 33.24 18 < 0,025
cxT 0.37 24 N,.S,
RxC 33.33 12 < 0,C01
Respondents who have
left retailing RxCxT 143.13 72 «<< 0,001
RxT 38.24 18 < 0,005
cxx 0.94 24 N.S.
RxC 27.12 12 < 0,010

R rerreseats the five divisions of the curriculum,
C rerrescnts the four measursments of contribution to job success,
T reproscnts the year of graduaticn,
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Of the forty-four respondents currently employed, twenty-three
(52,27%) reported that the Fashion Store Service Laboratory contributed
significantly to their job success and twentyetwo of them (50%) said that
the business administration courses ccntributed to their job success,
Only threse (6,8%) out of the forty-four currently employed in retailing
felt that the store experience did not contribute to their job success,

Of the sixty-eight respondents who indicated they had left
retailing, thirtyesix (52,94%) thought the store service laboratory con-
tributed significantly to their job success and thirty-seven (54,38%)
thought the business administration coursas were significant to their
Job success., Only ten out of the sixty-sight who had left retailing
felt that the actual store experience did not contribute to their job
success, The percentage for this group is 6.8 percent, the usame as the
percentage for the currently employed in retailinz group,

Considering the entire group, seventy (52,63%) of the 133
respondents who answered the question felt the store experience contri-
buted significantly to their job success, and sixty-five (48,89%) felt
the business coursss contributed significantly, Fourteen (10,53%) did
not believe the steore experience contributed anything to their job |
success,

Seventy-five respondents (56,81%) said they would not major in
clothing and retailing egain; fifty-six respondents (42,42%) said they
would, Four (3,03%) did not know if they would major in it azain or
nct., Thres people answered both yes and no with conditional answers,
One said "“yes" if she wers planning to marry a "ecity person'; "no" if

she were planning to rmarry a "farmer!, Another said "yes" if the
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curriculum were in the College of Business and 'no" if it were still
in Home Economics., A third said "yes" if she were to stay single and
pursue a career and "no" if she were planning to marry,

The respondents were asked whether they felt the curriculum had
presented a realistic concept of retailing or not and why., Forty-six
(39.25%) of the 107 answering the gquestion said "yes" while fifty-seven
(53.27%) sa2id "no" and eleven (10,28%) said “somewhat", Some respon-
dents ancwered both Myss" and Mno", Of the cnes saying the curriculum
was realistic in its presentation of retailing, most of the respondents
mentioned the Fashion Store Service Laboratory as being the most real-
istic p;rﬁ. They also felt the general background they received was
helpful and ssveral felt the business courses were more valuahle than
the Home Economics courses with the exception of Fashion Merchandising
I and II and textiles, Other reasons given for the concept of realism
ineluded: hard worlk and ilong hours stressed in college; desirabtle field
for women only if they plan to stay single; developed ability to judze
 workmanship in comparison to cost for items for personal, family and
home use; znd the career aspects of the retail profession., The respon-
dents who did not fesl they had hzd a rezlistie concept most often rien-
tioned ths presentation as being "too glarorous" with little stress on
the work required for the wages paid or the ruthlessness and prograssive
personaliiy traits needed to advance or succéed. Another frequently
menticned reason for the unrealistic approach was lack of business
coursss, Four respondents felt ths program was unrealistic except for
ths store expsrience while fifteen felt that actual on-the=job training

would be as acceptable &s trainiiz s&s a college education, Several
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believed their degree helped them get a job but only because it was a
dezree,

The enswers to both the qusstion on majoring again or not in
retailing and the realism of the curriculum were combined and analyzed
statistically., Again the porulation was subdivided into those currently
employed in retailing and those who had indicated they had left retail-
ing, The chi-square for those currently employed in retailing was 3,35
with one degree of fresdom and significant at the 0,05 level while the
chi-square for those who had left retailing was 10,53 with one degree
of freedom and significant at the 0,001 level, Those who are currently
employeﬁ tnought the curriculum was more realisiic than those who havs
left retailing,

The job histories revealed that the respondents had had a wide
variety of jobs and had advanced in their positions, This was espscially
true of those currently exmployed in retailing, Several had started their
careers as a salesperson and gradually advanced upward; only two began
" at the level of buyer, Othsrs began their careers as manzgement trainess
or merchandise eclericals (heads of =toek),

Three respondents had accepted at ore time jobs which normally
would not rcguire a college degree, One respondent who indicated shs
had been a wzitress is married and held thse job only four months between
retail jobs, A respondent who indicated she had been a cashier began
her career at that position and is now assistant buyer in the same firm,
The airlinec reservation clerk changed jobs after ten months to beconme
a buyer trainee in a department store, A graduate who is married is

the office manager for two autcmotive dealerships because the cormunity



33
she lives in is small, Table IX (Appendix E, p. 67) lists the job
titles and the number of respondents who have held or are holding that

position,

Lonz<RPanre Carasayr Ex—~atations

The long=-range carser expectations of seventy-nine respondents
are shoun in Table X, Forty are currently employed in retailing and
thirty-nine indicated they have left retailing but plan to return,

Several respondents indicated they had more than one aspiration.

TABLE X

LONG-RANGE CAREER EXPECTATICNS OF 79 RESPONDENTS
CURRELNTLY EMPLOYZD CR PLANNING
TO0 RETURN TO RETAILING

Currently Left, Pian

Position Employed to Return
Buyer 15 5
Ovner and/or manager of own business 13 23
Buyer ovar rore than one department 5 2
Market revrssentative 5 i
Divisional zmerchandise manager 4
Area rmanzger 3 i
Personnel worker 2
Fashion ccordinater 2 i
Store prasident 1 1
As far as possible 1
Coszetic sales consultant or vice-president

in charge of advertising merchandising i
Owner of soveral stores 1 2
Plan for zud make opsrational new storss 1
Suparvisor of accounts puyable 1
Vice-president 1
Branch store ranager 1

Designer of clothing and owner of small
business
Corbine retailing and education

) b
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Twenty=-seven (25%) of 108 respondents recorted that travel did

affect th=ir lcr=-rance career goals and thirty (27 plus 3 additional
respondents) gave reasons why travel affected their long-range career
expectations, The most frequently checked reason that travel affected
longerange goals was family responsibilities as indicated by twenty-
seven (907) of the respondents, Six others (20%) checked that it was
not convenient to leave home while three disliked travel and four
resperdents gave miscellaneous reasons, When travel did affect the
long-range career expectations, job preferences were: five as assis-
tant buyers, three as area managers, two as personnel workars, three in
sales sﬁpporting areas, thres as owmers of own business, and one each
as a specialty shop manager and as a derartment manager,

Seventy-four respondents had left retailing for a variety of
reasons, Thirty-seven (50%) left before working a full year in retail-
ing; fifteesn (20,27%) after working one year; ten (13.51%) after two
years; seven (9.46%) after three years; three after four years; and two
~ after five years, Table XI shows in descending order the reasons the

seventy=four subjects listed for leaving retailing,
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TABLE XI

REASCHS CITED BY 74 RESPONDENTS FOR LEAVING RETAILING*

Reasen Number Responses

Wszes not ccrratible with 1ife style 35
Lonz hours of work 27
Marriacs 22
Family resvcnsibilities 19
Attitvde of ranaccnent 18

Dasire for more czalary

Per:z:crzily unsatisfying job

ko exzlormeni ozmortunity in cocmunity

Exsessive narvcus strain

Militzry nusband; cvesrsomnel departmentis
prajudiced 2gainst military wife

Foved

Toc few rewards

Physizally too demanding

Managenmoent suggested change

Fregnzney

Store itselif

Roturn teo eollege

Personz2l dasire for & change

Work Tor clothing manufacturer

Limited career

Teach

HEe oD DWW NN N

* More than one reason was given by several respondents,

Surrary

There have been 221 graduates of the clothing and textiles
retailinz curriculunm since its incepticn in the fall of 1965 through
May of 1972, Cut of 219 mailed questionnaires, 136 useable returns
were roceived, .

Forty-four of the respondents are currently employed in the
retail prefession, thirty-one of whom are married, The size of the
respondents! homes communities was not significant with whether or not

the respondents vere currently employed.
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Seventy-five of the 136 respondents attended Kansas State
University for four or more years., Of those attending for less than
four years, it was nearly evenly divided betwsen the two years and
thres years at Kansas State University, Respondents majoring in cloth-
ing and retailingz for all four years nunbered forty-two; for three
years, fortye~five; and for two years, forty=-eight,

Nineteen {45.24%) who majered in retailing for four years are
still errloyed in a retail eazaecity, Thirteen (26.86%) of those major-
ing for three yeuars in retailing are still in the rotail profession
while twelve (25%) of the twoeyear group 2re still working in retaile
- -

Of the eighty=two transfsrs to the curriculum, nearly 60 per-
cent were_classified as scphomore when they transferred; 32 percent
were classified as juniors; and 8 percent as freshmen, Most of the
transfers were either from other home economies options or liberal arts
curriculums,

Seven have earned master's degrees, Three have received zartie
fication to teach school and several othsrs are working on advanced
desreos, Two of the three with educaticnal certification ars currently
employed in retailing, Many respondents have taken non-credit courses
sinca graduation,

Slightly more than oneefourtk of the forty-four respondents
currently employed in retailing are buyers. Several buyers have more
than cne title, Twelve are assistant buyers, Three own and manage
their own businesses, Thirty-four of the respondents with lorg-range

goals indicated & desire to own and manage thslir own business while
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twenty=-seven others hove to be buyers, Only twe respondents desire to

become store presidents.

Of ths forty-four respondents currently employed in retailing,
ralf work for specialty stores and nineteen for department steres.
Sisteen of ths businoess establishments are independently owned; four-
teen baleng to regional chains; and twelve bslong to national chains,

The job respensibilities of the respondents employed in retaile
ing were varisd, Kssponsibilities of 73 percent or mors of the respon-
dents included: plaszning and evaluating marke-ups and markedowns; proe
curing of rmerchandiss throuzh writing reorders of bssics and best
sellers; rrcmoting of sales thrcugh dopartmental display of msrchardise;
promoting of sales throuza keopinz deparirent neat and orderly; mer-
chandisinz ths department by taking stock counts on fast moving items;
snd supar%ising perscnnel ty hslping with problem customer returus,

Overall, seventy (52.63%) of the respondents (133) felt the
store exporience centributed significantly to thelr Job success, Sixty-
- five (48.87%) of the total group also said that the courses in btusiness
sdministration contributed to their job success, The relaticnship
betwesn the evaluztien of the curriculum as it contributed to job sue-
cess was statistically significant for those who had answered the ques-
tion, those who were still employed in retailing and those who dndicated
they had loft retailing, Neither job success nor the exprossed contri-
bution of the currisulum to job svcccess was dependent on the ysar of
graduation,

Fifty-six of 132 respondents answered that thsy would major in
retailinz zeain, Forty-two of the 107 respondents felt thz curricalum

presented a roalistic picture of retailinz, The aralysls for thosa
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currently employed was found to be significant at the .05 level, The
analysis of the data for those who had left retailinz was found to be
significant at ,001 lewvel, Thus the respcndents who felt the program
realistic were more apt to still be employed in retailing,

A study conducted by Ellsworth and Hulquist in 1955 showed most
graduates who leave retailing do so within the first three years of
their work exreriencs, This study showed similar results, Seventy-
four respondents indicated they had left retailing and sixty-two left
before reaching their three-year work anniversary, The overall reasons
the respondents indicated for leaving retailing were similar to those
mentionéd by Hamilton in 1967 who found marriage to be the most fre-
quently cited reason for leaving, Ellsworth and Hulquist found that
wages were cited most often followed by hours of work, The Kansas
State University respondents most frequently cited wages incompatible

with thesir life styls closely follewed by the hours worked,



CONCLUSIONS AND RECOMMENDATIONS

The graduates agreed that the Fashion Store Service Laboratory
is good and should be continued, However certain recommendations can
be made from their corments, If possible, consideration should be
given to moving the laboratofy course to earlier in ﬁha curriculum,
Several graduates mentioned that they realized that retailing was not
for them after participating in the laboratory but they were one semes=-
ter away from graduation--toé late to change majors, The respondents
seemed to feel that it would be better to have a2n opportunity for a
work experience laboratory the second semester of the sophomore ysar or
the first semester of the junior year., It is realized that finding
positions for large numbers of students one or two years before gradu-
ation might have to be required of ths siudents themselves, The cost
of supervision for the work experience fof more students would have %o
be included in the departmentzl budget,

An alternative method might be to require independent work
experience for at least cne summer before allowing partieipation in the
Fashion Store Serviee Laboratory, This could be handled in sevsral
ways. An instructor would have to be hired, paid a mileags fee to
visit each of ths students at least once over the surmer, presuming
most of the students remained in Kansas, Separate arrangements would
have to be made for those desiring to work elsewhere, This alternative
would require additional departmental funding,

Another methed would be to supervise using a learning packet

given each participant the previous semester, The student would locate
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her own job and send partiecular assignments back to the supervisor,
Departmental funding would still be necessary for the instructor's
salary, but the mileage money would be unnecessary,

Both of these alternatives presume credit would be given the
students, Students would not be desirous ;f doing this except for
credit, Perhaps this particular course could be offered on a credita-
no credit basis rather than a letter grade basis but be required before
participation in the actual Store Service Laberatory, |

Participants recormended that it should be emphasized to the
stores that the students are to have a lezrning experisnce teyond sales
for six weeks, This problem is in communication because the purpose of
the program has been explairied many times to the personnel departments,
but it fails in the "trickle down" system to the buyer, departmsnt head
and merchandising mznager, Many grzduates expressed negativg feslings
about the Fashion Store Service Labeoratory because although they expected
to sell part of the time, they did not feel they should do nothing but
sell for six weeks, Perhaps more work with the participating stores
ard a better understanding by students of the value and need for selling
experience, stock knowledge and store policles would lead to better
understanding between stores, advisors and the students, '

Participants suggested that another season besides Christmas be
used for the store experience, Most of them remarked that Christmas
was so busy that it was difficult for them to share in 211 the work that
should be a part of the learning experience, At this season most buyers,
department managers and/or assistant buyers take their bookwork home
with them as they are too busy to complete it durinz the day., Ons

respondent who has participated in the Fashion Store Service Laboratory
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from both sides--as a senior in colleze and as a department manager in
one of the particirating stores--pointed ocut that she took her bookwork
home and f<lt t:=ily that she was unable to share this part with the
student,

This very busyness at Christmas is one reason the store exper=-
ience is planned for that time, Stores are willing to take 211 students
enrolled in the course because Christmas is a very busy time for the
stores and thsy can use extra help for the season, The students are
compstent and dependable help and can usually sell well, Other respon=-
dents expressed the same idea that another time would be more profitable
to the student as a learning experience as.more time would be available
to observe the ranagement functions, At other seasons though, stores
would limit the work experience to those they feel would most likely
succeed in retailing,

Another recormendaticn made by ths graduates is to endeavor to
broaden the variety and types of stores that participate‘in the program,
The actual curriculum is fashion oriented and the stores currently par-
ticipating are fashion steres, This brings up another point made by
the respondentse~=include more on other areas in retailing and cn jobs
other than that of buyer, Several respondents felt that the entire pro-
gram was aimed toward being a buyer in a fashion specialty store,
Retailing is a much broader field than that, and care rust be taken to
see that the presented material exposes as many varied jobs as possiblas,
Many students see buying as the main job in retailing and not until
after completion of the laboratory experience do they realize the other
areas within retailing, Although instructors have constantly stressed

buyirg positions are not the only Jjobs available to retail majers,
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students aprzrently have not understood this, It is recommended that
when perscnnel directors of retail establishments talk to students on
campus thkat they explain opportunities in non-selling areas of retail-
ing, This would be another crportunity for the personnel director to
explain store policies and re-emphasize the importance of selling, It
is also reccrmended that special assiznments be made to investigate
non~selling areas of retailing rprior to participating in the Fashion
Store Service Laboratory and while actuzlly at the store,

Nearly half the respondents feel that business courses needed
to be stressed more and that more of them should be required, Courses
in manzgemsnt froblem solving, sales nanagément. salesmanship, market=-
ing, retailing, economics, accounting, fashion promotion, and advera
tising should 211 be stressed., Many felt that more math was needed,
particularly merchandising mathematies,

To help meet the suggestion of 2 problem sclving course, per=
haps the last few weeks of Fashicn Merchandising I couldAba dsveloped
into a hypothstical mini-store opsration, Several departments could be
formed with two to three students to a group, The instructor could bs
the merchandise marager or anothar group of students ecould play that
role, Budget sales figures would be worked out by the departrment and
daily sales fizures given them, The department managers would then need
to determine sales personnel coverage reguired and work with the service
manager on that aspect; advertising ideas would have to te planned and
presented to the merchandise manager to secure the lineage to run the
advertising, This idea could beccme as involved as desired, including
daily stock eontrol figures, writing reorders and computing and main-

taininz open-to~buy, This recomzendation would require a very highly
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qualified teacher to implerment, but it would be a method in whick texte
book knowledze could be combined with problem solving before the actual
Fashien Store Serviece Laboratory is encountered,

Many of the respondents mentioned the value of the textile
courses, At the time they had taken them they could see little wvalue
but now that they have worked the importance of them has become appar-
ent,

Scme respondents reccrmended more contact with the youngz col-
lege graduates in retailing would be desirable, A chance to talk with
someone in the field is often enlightening, Perhaps more of the sarlisr
graduates who are currently employed in retailing in near-by cities
would come and talk with the undergraduates., Telling about & typical
day in their job is interesting and informative, Learning by talking
with people in the business can be as beneficial as reading everything
in a textbook.

Opportﬁnities have been made for students to talk with retailing
graduates, btut the students are not interested unless théy are to receive
a grade for listening to the person speak, It 1s recommended that the
speaker be scheduled during a regular mseting of ome of the merchandis-
ing classes, An alternative is to have a list of visiting speakers at
the beginninz of the course and have the students sign contracts for the
speakers thsy plan to listen to,

One recomondation rade by the respondents was that the Fashion
Store Service Laboratory instructor should have considerable experience
in retailinz before turning to educaticn, Most of the instructors in
the program have had at léast eighteen months! experience, Retailing

is a business, and unless an instructor has had rmeh business experience,
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it is difficult for the instructor to convey all that retailing truly
is to the students, The theory frcm the textbook is one thing but
actual on-theajob experience is ancther, The instructor should not be
one who has left retailing because of dissatisfaction with the career
but one who desires to share a love of the field with others of a simi-
lar interest,

Universities will need to be constantly searching for this type
of instructor, Perhaps female instructors can be hired who wish to
leave retailing because of home and family responsibilities yet desire
to work, Others may be those whose husbards have returned to school or
who have located in a university town,

The questionnaire itself had two major weaknesses, The question
about job history was not well placed in the guestionnaire, Only six
resporidents besides those currently working in the retail profession
answered it, Little kncwledge was gained which would bs a service to
those couns2ling potential retailing students, A second area of weak-
ness was that nowhere did a question specifically ask if a respondert
was currently employed in a position outside retailing,

Obvicusly all of these reccrmendations cannot be fuifilled now
nor are they all practical at this time, It is evident that the curria-
culum has been updated to keep abreast of the changes in the retail
profession as each year of graduates indicated the curriculum did con-
tribute to their job success, It is hoped however that as the Fashion
Store Service Labecratory is evaluated, this study will be helpful in

offering sugzestions and ideas for continued improvement,
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APPENDIX A
QUESTIOKNAIRE SENT TO GRADUATES



CLOTHING AXD RETAILING SURVEY
OF KANSAS STATE UNIVZESITY GRADUATES
FROM 1966 TEROUGH 1972

In each of the following questions please eircle the letter(s) that
best completes your answer to the guestion, If the answers listed do
not apply or there are pno answers given, please answer in the space
provided,

1. Are you
‘ A, single
B, married
C. divoreced
D, ssparated
E. widowed or widower

2, Do you have children?
h A. yes
B, no

3. If you do have children, please indicatse their agss,

&4, Please indicate the approximate size of your hometown.,
A, uvrder 1000
B, 1C00-250G0
C. 2500=5000
D, 5000=10,00C
E, 10,000=25,000
F, 25,000-50,000
G. 50,000=180,000
H, 100,020.250,000
I. 250,0080-500,000
J. 500,000-1,000,000
K. over 1,600,000

5, 1If you are currently employed in 2 retail establishment, indicate
-~ what typs it is, Cirele ena ansver in each £nlu-m,

A, natienal chain A. departmant store

B. regional or local c¢hain . E., speciality store

C. independently owned store C. discount store

D, othar, D, homs furnishingss store

E. drug store
F. variety store
G, other,
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9.

1o,

11,

12,
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Circle the month and year you graduated from Kansas State
University,

Decenber January May June July August
1966 1967 1968 1969 1970 1971 1972

How many years did you attend Kansas State University?
A, ome '

B. two
C. three
D, {four

E. nore than four

How many years was your declared major Clothing and Retailing?
A, one year )

B. two years

C. three years

D. four years

If you transferred tc the Clothing and Retailing option, what was
(were) your other major(s)?

Maior School

When you transferred, wers you elzassified as a
A, freshman

B. sophomore

C. Junior

D, senior

Have you taken any courses for credit since your graduation?
A, yes
B. no

If yes, pleass l1list the coursss, schools involved and whether for
graduate cr undergradnate credit,

Course Credit - School
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14,

15.

16,

17.

5

Eavs vou taken non-credit coursss since graduation?

A, yes
B. no

If yes, wore these courses offered threugh any of the following
establisiments?

A, vocational-technliesl schocls

B, Retail Merchants Assoeciation

C., adult educaticn

D. YHCA-TWCA or XHA-YWHA

E. recresaticnal cormission

F, other, please indicate

If Quaestion 13 is yes, did vou take these courses for
A, persoral satisfaction

B. gaining knowledge

C, making friends

D, professional enrichrent

E. professional advancenment

F, other, please spscify

Did you participate in a management or executive training program
after graduation?

A, Yyes

B, no

If the answer is yes, was this program
A. a formalized program (training squad running for a fixed peried;
orgenized yet varied job rotaiion supplew
rented by continusus elassrosm training)
B. a semi-formal program (job assignment based on bacikzround or
experience; no crzanized job rctaticn
schsdule; supplemented by regular classe
. room training)
C. an Yon-the-job" program {counssled from time to time: no classz=

roonn instructicn; other employee teachses

: you perscnally)
D, other, please describe

If you are no Jonger holding a retail positién, skip questions 18
through 25, Pleass resune answering with Questiocn 26,
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©18, What is your current job title in retailing or ctker business or
Ey industry?

A. Esad of Stock

B. Assistant Buyer

C. Buyer

D, Area Manager

E, Branch Store Area Manager

F. Branch Store Assistant Manager

G, Divisional lMerchandise Kanager

H. other, please specify

19, How did you obtain your current job?

A, neuspapsr ad .

B. word of mouth

C. dirset application to personnel department
D, prormoticn fron within organization

E. employment agency

F. othsr, plezse specify

" 20, How many times have your retsil job responsibilities chanced sines
your graduation from Kansas State University? (Additional respon-
sibilities added?)

A, onca

B, twiece

., three times

D. fonr times

E. five times

F. six or more timss

21, Pleass list all the jobs you have held sinece graduvatien, giving jeb
. title, approximate dates, and type of retail establishment, (i.e,
depart=cnt store, speciality store, discount store, ete,)

Job Title Dates Tvype of Estzblish=ant

22, Do you travel ocut of town in connection with your prosent job?
A, yes
B. no



23,

24,

2.
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If you travel out of towmn, how often is it?
A, less than oncs a month

B, onece a mcnth

C. more than cnce a month

For how lenz, on the average, are you gone each time?
A, overnight

B, three days

C. not over five days

D, more than one week

Circls the letters of the tasks in each of the following areas
that you perform regularly and are the primary person responsible
for that task.

Planning and evaluating:

A, departmental assortrment plans
B, day-to-day sales ficsures
C. best seller reports
D, mark-ups and markdowns

" E. departmental basic stock lists
F, sales promotions, merchandise involved, success or failure
G, purchase sheets against invoices, credits, memos
H, departrental open-to-buy sheets
I. monthly, quarterly, yearly orerating statements for
: departmental sirengihs and wezknesses

Procurement of merchandise:
A, selocting and ordering merchandise on a regular basis
B. looking at salesmen's lines in the store
C. attending trade shows, market weeks, and trade fairs or

marts

D, making regular buying trips out of town

E, writing reorders of basics and best sellers

F, arranzing for and preocessing vendor clains and returns

Promotion of sales thrcuzgh:
A, planning advertisinz by day, item, and price
B. requesting advertising lineage
C. derartrmenial display of marchandise
D. infornative sisns for merchandise
E. working Y"hand-inehand" with the display department on
major promoticns
F, kespins department neat and orderly
G. acguainting sales personnsl with new stock

Merchandisinz of department through:
A, arrancing for transfer of merchandise to branches
B, well organized under and reserve stock areas
C., taking stock counts on fast moving items
D, maintaining stock control on warehouse stock
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Supervising personnel:

A, adeguate coverage of floor during lunch and breaks
. determining adequate coveragze for department to keep
selling costs in line
workinz with the service manager or floor supervisor to
provide necessary coveraze
helping# when needed with problem custcmer returns
evaluating sales personnel at their annual review
checking to see if saleschecks filled rapidly and accure

ately

26, If you are working in retailing or planning to return to retail-
5 ing, what are your long-range career expectations? (How far do
you plan to advance?)
A. Buyer
B. Buyer over rore than one department
C. Area Manager (supervision of merchandising of several depart-
ments, no tuying function)
D. Branch Store Manager
E. Divisional erchandise Manager
F.  Viee President
G. Store President
H, Market Representative in Resident Buying Office
I, Owner and manager of own retail business
J. Other, please specify

“JFJ.U O w

27, Dces tha fact that travel is involved in some cf the pesitions
listed in Question 26 prevent you from seeking that job?
A, yes
B, no

28, If yes, what are your objesctions to travel?
A, family responsibilities
B, dislike of travel
C. not convenient to leave home
D, other,

29, If you do not wish to travel in a retail job and still plan to
remain in retailinz, what are your long-range career expectaticns?t
A, Assistant Buyer
B, Ar=2a Manager
C, transfer to personnel and move upwards from there
D, transfer to sales supportinz area of retailing (advertising,

eales supervision, conmparison shopping, ete,)

E. other, please indicats

30, If you have left restailing, how long did you work in retziling
- before you left?

A. less than one year E, four years
B, one year F. five years
C., two years G, more than five years

D, three years
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32,

L 33,
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If you have left retailing, why did you leave?

A'
b,
c.
D,
E'
F.
G.
H,
I'

In

marriage

family responsibilities

wazes were insufficlient for life style
hours of workx inconvenient

attitvde of manzzerment

health, physically too demzanding
excassive nsrvous strain

management suzgested a carear change
other, pleass indicate

thinking back over the Clothing and Textiles Retailing curri-

culum and in consideration of your past and present job respon=
sibilities, pleass rate each of the following areas as they have
contributed to your Jjob success,

Coursss in:

fashion mercoandising inelunding
store service lacoratory

other clothine and textile courses

business administration

professional and supporting
courses in Arts and Scicaces

general education

Do you think your collegze curriculum prepared you for a realistie
concapt of retailing? Please cormient on your answer,
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34, If you ware starting college over egain, would you still major in

retailinzg?
A, yes
B. no

35, Pleace mske any additional corments rezarding the Fashion Mere
chandisinz Program at Kansas State University that you wish,
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- -.---—7

s i

e —d KANSAS STATE UNIVERSITY 58

Department of Clothing, Textiles, and Interior Design
Justin Hall
Manhattan, Kansas 66506

April 4, 1973

Dear Retail Block Graduate:

I am Sally Hively. After I graduated from Kansas State University

in the early 1960's, I worked in retailing until 1970. Last summer
I returned to K-State to do graduate work. Dr. Warden, Head of the
Department, is my advisor. As research for the master's degree, I

have chosen to do a survey of Clothing and Retailing Graduates who

participated in the block program from 1966 through 1972.

I want to learn the types of jobs you hold and have held, the job
responsibilities, the types of retail store operations and Scme

of your general reactions to the block program. Wiil you £ill

out the enclosed guesticrnaire and return it to me in the enclosed
stamped envelope by Aprii 257 I will appreciate your cooperation
as the more responses received the more representative the analysis
of the results and the more help the research will be in improving
the curriculum.

Your name appears nowhere in the survey; answers are confidential.
If you would be interested in the results, they.will be available
to you. To obtain a copy of the results, just write "yes" at the
top of the first page of the questiounaire.

Thank you for helping me. Please remember that I would like the
completed survey by April 25, 1973.

Sincerely, )
da L&] o Blawor R L"&J

Sally Shaw Hively
Graduate Assistant

np



APPENDIX C

FOLLOW-UP POSTCARD



Mey 3, 1973
Dear Clothing and Retailing Block Jraduate:

Several weeks ago I sent you a questionnaire concerning
your undergraduate major, If you have already filled it
out and returned it to me, thank you very much. If not,
would you please mail it at your earliest convenience,
The more responses I receive, the more helpful the
resulting research will be in improving and keeping the
curriculum in Clothing, Textiles, and Interior Design

up to date.

Thank you.
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MAJOR AREAS OF RESPONSIBILITIES OF RESPONDENTS
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APPENDIX E
TABLE IX

ALL JOBS HELD BY 54 RESPONDENTS SINCE GRADUATION



TABLE IX

ALL JCBS HELD BY 54 RESPCNDENTS SINCE GRADUATION

Job Title

Number of graduates
having held job title

Assistant buyer

Salesperson

Buyer

Departrment rmanager

Head of stock (marchandise clerical,
records clerk)

Managerment trainee

Fashion coordinator or consultant

Assistant store rmanager

Advertisinz-promotion positions

Instructor, retail related

Instructor, other areas

Salesperson and bookkeeper

Branch assistant manager

Secretary

Assistant buyer and bookkeerer

Associate buyer

Owner and manazer

Branch store manager

Area ranager

Division rmanager

Office ranager of automotive dealerships

Assistant to an accountant

Stockholder and officer in corporation

Service manager

Personnel clerk

Cashier

Waitress

Assistant fashion director

Social worker

Alterations

NGirl Friday" in Home Furnishincs retail operation

Sales manager

Pattern rzker

Girl Scout camp unit leader

Reservations clerx for airline

Medical ccrsultant for doctor'!s computer
billing service

29
27
16
14
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APPENDIX F

COKTINGENCY TABLES FOR CURRICULUM EFFECTIVENESS DATA
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THREE-DIMENSICNAL CONTINGENCY TABLES

The R (row) by C (colurm) by T (tier or layer) continsency
tables shown are only two dimensional, To achieve the RxCxT table it
is necessary to visualize the RxC table for each year layered one upon

the next as in the sketch below

-l

;. Rows

The rows in each of the following tables are labeled as follows:

SSL represents Fashion Merchandising ineluding the store service
leborzlory

TC reprosonts other textils and elothing courses

BA represcnis business administration courses

AS represents professicnal and surcperting courses in the Arts
and Sciences

GE represents general education courses

The cclurms in each of the following tables are labeled as follows:

A represents contrivuted sirnificantly to job success

B represents contributed somewhat to job sucesss

C represents no opinion on contribution to job success

D reproserts did not contribute cr contribution of 1little valus

Tke tiers in each of the following tables are ths year of graduation,
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OESERVED DATA FCR RESPCNDENTS BY YEAR OF GRADUATION
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SSL
TC
BA

GE

OBSERVED DATA FOR R=SFCLLENTS FOR ALL YEARS

1965

(RxC TABLE) n = 133

A B C D
ssL |70 |50 | & |14
TC (49 |64 | 2 |14
BA |65 |26 | 6 {12
AS |25 | 65 |14 {22
GE |u4 |66 | 8 |15

253 282 34 77

OBSERVED DATA FOR ALL RESPONDENTS
(CxT TAELE) n = 133

128
129
129
127
133
645

1967 1968 1969 1970 1971 1972

16 13 | 33 | 47 | 54 53 37

16 23 34 56 | 7 48 3
6 5 9 | 9 | o0 3 | 2 |
6 4 6 | 20 | 23 10 | 8 |

iy 45 82 132 148 114 81

OBSERVED DATA FOR ALL RESFONDENTS
(RxT TAELE) n = 133

1966 1967 1968 196 1970 1971 1972
8 9 17 26 | 29 23 | 16 |
9 9 17 20 | 29 23 | 16
9 9 17 25 | 29 23 | 16 |
9 9 16 | 25 | 29 22 | 16 |
9 | 9 | 15 | 28 | 32 23 17 |

4y L5 82 132 148 114 &1

253
282

77
6l46
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Ly

O3SERVED DATA FOR RESPCIDINTS CURRENTLY EMPLOYED
IN RETATLING (&xCxT TABLEZ) n

1967

C

B

A

0|

SSL

GE

|0 |0

2

0

{ 0

2

2

-

SSL
TC

BA

GE

15

11

19

10

29

13

15

10
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1971

1970

10
10

10

2
i

1

0

SSL
TC

10

10
10
ic
50

3
1

l
{

GE

0

SSL

21

19

15

" 10

10
10

10
50

SSL
TC

EA

GE

23

23



OBSERVED DATA FOR RESPCKDENTS CURRENTLY EMPLOYED
IN RETAILLNG (RxC TABLE) n = 44

A B C D
SSL |23 | 17 L 3 Ly
TC {12 | 28 0| 6| 46
BA |22 |19 | 2 | 3| 46
AS 4 | 26 | & |11 45
GE {15 | 25 2 | by 46
76 115 9 27 227

OBSERVED DATA FOR RESPONDENTS CURRENTLY EMPLOYED
IN RETATLING (CxT TABLE) n = 44

1966 1967 1968 1969 1970 1971 1972

A 10 1 3 | s 15 19 | 23 76
B 8 11 0 1 13 28 21 | 23 115
C 1 2 1 T 1 1 9
D 0 1 i\ 7 +t 7 1 8 i 3 27
19 15 15 29 50 49 50 227

OBSERVED DATA FOR RESPONDENTS CURRENTLY EMPLOYED

IN RETATILING (RxT TABLE) n = 44

1966 1967 1958 1959 1970 1971 1972
SsL 3 3 3 5 10 10 10 it
TC 4 3 3 6 10 10 10 46
BA 4 3 3 6 10 10 10 46
AS n 3 3 6 10 | 9 10 45
GE 5 | 3 | 3 | 6 | 10 | 10 10 b6
19 15 15 29 50 49 50 227
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NG (RxCxT TABLE) n = 70

OBSERVED DATA FOR RESPONDENTS WHO INDICATED THEY
EAD LEFT RET

1966

c

B

A

SSL
IC

GE

é
29

1

0 |1

| 1!

3
12

SSL

31

12

12

20

19
19
19

19

o

42

36

53

19

23
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1970

7
3

15

26

SSL
TC

13
15
15

BA

GE

15
73

0
0

10

{

4
8

10

33

30

SSL
Tc

BA

GE

16

SSL

c



o a Wk

SSL
e
BA

GE

A B C D

SSL |35 | 18 3 |10 67

TC |28 |32 | 2 69

BA |37 |21 | & | 7] 69

AS |18 |32 | 9 |10]| 69

GE |22 |36 | 4| 6| 68
141 139 22 40 342

OBSERVED DATA FOR RESPONDENTS WzZ0 INDICATED TEEY
HAD LEFT RETATLIHG (CxT TABLE) n = 70

1966 1967 1968 1969 1970 1971 1972

6 12 23 36 30 26 8 144
12 12 19 42 33 15 é 139
5 L 8 3 0 2 0 22
6 3 3 1 15 i6 ¢ 1 2 40
29 31 53 96 73 o i6 342

OBSERVED DATA FOR RESPOSDINTS WEO INDICATED THEY
HAD LEFT RETAILING (CxT TARLE) n = 70

1966 1967 1968 1969 1970 1971 1972

5 6 11 20 13 9 3 67

6 6 11 19 15 9 3 69

6 6 11 19 15 9 3 69

3 7 10 1 19 15 9 3 69

. 6 6 10 | 19 15 | 8 | &4 63
29 ¥ i 53 56 73 44 16 342

76



APPENDIX G

CONTINGENCY TAELES FOR OTHEER DATA



OBESERVED DATA FOR HOME COMMUNITY SIZE OF RESPONDENTS

Under 5000
5000=100, 000

100,000 and over

Currently Left
employed retailing
10 28
13 20
21 22
L4 70

38
33

43
114

OBSERVED DATA FOR RESPONDZINTS CURRENTLY ENMPLOYED BY
HOME CONMUNITY SIZE AND EUYER OR NON-BUYER

Buyer Non=Buyer
Under 5000 3 7
5000-100, 000 2 11
100,000 and over 8 13
13 31

10
13
21
I

OBSERVED DATA FOR PARTICIPATION In TRAINIEG PROGRAH.
VERSUS CURAENTLY miPLOYED IN RETAILING CR LOT

Training Yes

Prozram No

Left retailinz In retailing
3 3
54 14
85 45

OBSERVED DATA FOR REALISTIC CCHCEPT
VERSUS MAJOR AGAIN OR NCT

CURRENTLY ErPLOYED IN RETAILING

Concept
Yos ko
Yes 9 12
Kajor o 1 9
10 21

21
10
A

Major

Yes
No

62

130

Concent
Yes

ko

11

5

10

33

21

38

78

NO IONGER Z:PLOYED IN RETAILING

16
43
59
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—~T ,
:,,}‘_I‘he purpose of ‘this study was to secure’information about the

background, the educational and cultural activities before and after
graduation, the current job fesponsibilities and titles, the effective-
ness of the curriculum as it contributed to job success, the job his=-
tory and“‘thef‘].cng range career expectations of "’thgraduates of the
clothing and retailing option at Kansas State University, ;The instru-
ment used wf.;a mail questionnaire, {75+  saiwead

Results showed that the curriculum, as evaluated by graduates,
;lid;centributaa to job success, Sizs of respondents! home commnities
ﬁs found to have no significant relationship to stay:ingiin retailing,
More of those majoring in the curriculum for four years were currently
employed in retailing than either those majoring in it for two or three
years, Participation in an in-store traininz progrsm and believing the
curriculum had presented retailiﬂg rezlistically were fastors which
affected job success, More of the graduates whb kad left retailing did
"so before their three year work anmniversary,

Recommendations were made to supplemegt the Fashion Store Ser=
vice Laboratory with an earliér work experience or to Vmove the labora-
tory to an earlier position in the curriculum, A problem solving course
was recormended as was strengtheﬁing the business course requirements,
It was also recommended that students be made more aware of the oppor-

tunities in the non-selling areas of retailing through speakers, dis-

cussions and outside assignments,



