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The dual purpose of this study was to verify if the 

Interstate Distributive Education Curriculum ConsortiQm 

(IDECC) Economics-Marketing (EM) competencies were founda-

tional to the job performance of mid-level aviation 

managers, and evaluate the effectiveness of the IDECC EM 

Learning Activity Packages (LAPs) in teaching the concepts 

and understandings for EM competency achievement. The 

IDECC EM LAPs were also evaluated to determine their 

effectiveness in teaching college and university academic 

content areas as opposed to occupational skills. 

A judgment sample was drawn of mid-level aviation 

managers located in the central portion of Florida, and 

students enrolled in a business management course at an 

aeronautical university. A Likert five-position scale 
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survey instrument was administered to obtain perceptions of 

agreement or disagreement with EM competency statements. 

A quasi-experimental non-equivalent control group 

research design was used to evaluate the instructional 

delivery system. Each intact class section was randomly 

assigned to one of three instructional treatments: IDECC 

EM LAPs, modified IDECC EM lecture only, and traditional 

lecture method. The groups were administered a pre-test 

and a post-t.est. Group gains and achievement were evalua-ted. 

Major findings and conclusions were: (l) Managers 

and students perceived the EM competencies foundational to 

job performance; (2) The IDECC EM LAPs resulted in 

significantly higher student gain and achievement; (3) 

IDECC EM LAPs were an effective instructional delivery 

system; (4) IDECC EM LAPs were effective in teaching 

academic content; and (5) IDECC EM LAPs were effective for 

teaching college and university business subjects. 

Implications relative to student achievement, 

motivation, curriculum design, and contingency style 

management for instruction were presented. Proposals for 

future application and research involving new areas of 

competency development and instruction, and learning styles 

research were made. 
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CHAPTER I 

INTRODUCTION 

Statement of the Problem 

American educational institutions, more than ever 

before, are being called upon to produce graduates that 

have the skills, knowledge and understandings to assume 

productive roles in society. The complex environment of 

business and industry requires that these graduates possess 

the competencies necessary for entry into the world of work. 

The student, also, reasonably expects that success on the 

job will be dependent upon the skills and knowledge acquired 

in school. A basic problem for the educational institution 

is to determine how the student in an occupational program 

will learn effectively the skills and subject matter 

needed for that occupation. To provide effective learning 

experiences, the focus of the teaching/learning experience 

1 
must be on the learning and performance of the student. 

An effective educational institution is aware of 

the skill needs of employers and accordingly designs and 

1Dennis C. Nystrom, G. Keith Bayne, and L. Dean 
McClellan, Instructional Methods in Occupational Education 
(Indianapolls: Bobbs-Merrill Co., Inc., 1977), pp. 96-98. 

1 
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develops curriculums and instructional delivery systems to 

produce graduates with requisite competencies for employment 

and universities successfully place graduates, and employers 

are satisfied, when the competencies of graduates fit the 

job performance requirements and specifications of the 

employers. 2 Success factors for an effective educational 

institution are the identification of competencies for job 

application and the effective instructional delivery 

systems that lead to achievement of the competencies. 

A neglected area for competency investigation and 

identification by college and university curriculum 

designers is the mid-level managerial jobs in the aviation 

industry. The various businesses in the aviation industry 

are privately owned and have profits as a primary motive. 

Individuals holding managerial jobs in these aviation busi-

ness needs economics and marketing competence. Also 

governmental bodies that provide support to the aviation 

industry need to be efficient and effective in providing 

their services to aviation within the environment of the 

American free enterprise system, and thus require 

economics and marketing competence of their managers for 

them to carry out their jobs. 

2Lucille Stoddard, "Employer Accountability," in 
Evaluation and Accountability in Business Education, ed. 
by Donald J. Tate and Robert L. Roskinson (Reston, Va.: 
National Business Education Association, 1978) p. 93. 
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The Interstate Distributive Education Curriculum 

Consortium (IDECC) has identified twenty-three economics 

and marketing competencies (EM) common to all occupations 

within the business environment. (Appendix 1). The 

competencies form the basis for an instructional package 

that was developed for the purpose of delivering the 

concepts and understandings for achievement of the 

competencies. 

Purpose 

This research was carried out to fulfill two related 

and complimentary purposes. First, to verify if the 

twenty-three EM competencies are foundational to the job 

performance of mid-level aviation manager. This would 

expand the universality and scope of the IDECC work in 

distributive and vocational education into a new industrial 

area. Second, to evaluate if the IDECC EM unit is an 

effective instructional delivery system to teach the con

cepts and understandings to achieve these competencies. 

This research also would extend the scope of IDECC instruc

tional systems into an academic instructional area as 

opposed to an occupational-preparation setting. 

As a combined product the purpose of this research 

was to extend existing knowledge so that a tighter compe

tency fit would be realized between the expectations of 

employers of mid-level aviation managers and competent 

graduates seeking these jobs. 
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The following hypotheses were tested: 

l. Mid-level aviation managers perceive the twenty-three 

IDECC EM competencies to be foundational to their job 

performance. Following Ammerman and Essex's decision

criteria for competency identification
3 

and Samson's 

and Barrett-Rathert's criteria used in their study of 

4 
the identification of marketing concepts, a compe-

tency is defined as foundational when the survey 

response mean value is 3.1 or greater, indicating the 

item response ranges from neither agree or disagree 

to strongly agree. 

2. Students perceive the twenty-three IDECC EM compe-

tencies to be foundational to the job performance of 

mid-level aviation managers. The operational definition 

of foundational for hypotheses one above, applies here. 

3. There is no significant difference between the mean 

gain scores taken from the difference between the mean 

post-test and pre-test achievement scores of students 

who receive IDECC EM unit instruction, modified IDECC 

EM lecture-only instruction in a business management 

course. 

3H. Ammerman and D. Essex, Performance Content for 
Job Training. (Columbus: The Ohio State Un1vers1ty, The 
National Center for Research in Vocational Education, 1977). 

4 Harland E. Samson and Margaret A. Barrett-Rathert, 
A Survey of the Importance of Basic Marketing Concepts and 
the Extent of Their Coverage in the IDECC System (Madison: 
The University of Wisconsin, 1976), p. 178. 
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4. There is no significant difference between the mean 

post- test achievement scores of students who receive 

IDECC EM unit instruction, modified IDECC EM lecture-

only instruction, and students taught by the lecture 

method in a business management course. 

5. There is a significant difference in the main gain 

scores of students receiving IDECC-type instruction, 

from students taught by the lecture method in a busi-

ness management course. 

6. There is a significant difference in the mean post-

test achievement scores of students receiving IDECC-

type instruction, from students taught by the lecture 

method in a business management course. 

Significance of the Problem 

According to G. Theodore Mitau, Distinguished 

Service Professor, State University System of Minnesota: 

" ... American post-secondary education 
must increasingly seek a definition of its 
own purposes. It must recognize and 
respect a wide range of possibilities in 
program offerings. It should: 

Provide processes that will enable the 
student to become a capable individual 
through the imparting of necessary infor
mation, skills, values, and theoretical 
bases of thought in whatever lifestyle 
the student may choose. 

In terms of society, post-secondary education 
should seek to: 

Provide those capable individuals with 
tools necessary to play their role in 
the society, whether their major role is 
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through the employment, or in their5 voluntary and non-paid activities." 

Learning at all educational levels requires an 

expenditure of efforts by educators, administrators and 

students to produce the desired types and levels of learner 

achievement. Mayhew proposes that three forces influence 

the future of education for occupations. First, the costs 

of education are becoming higher and the public is demanding 

that educational programs be relevant, innovative, and cost 

effective. Second, life styles change and people must 

prepare for the new life style. Colleges and universities 

will serve by providing the education to assume new roles. 

Third, more emphasis is being placed on the effectiveness 

of collegiate instruction. 6 

Curriculum developers and administrators are con-

cerned with the discovery of the most effective methods to 

produce the requisite knowledge and skills to prepare 

students for their life's roles. Educators need access to 

results of research that investigates the effectiveness of 

instructional methods and the risks involved in using them. 

5G. Theodore Mitau, "Comprehensive Competence Based 
Education--A Bridge Between Liberal and Applied Learning in 
Post-Secondary Education: American's Contribution to the 
Future of Education," in The Future of Vocational Education, 
ed. by Albert J. Pautler, Jr. (Columbus, Ohio: The Center 
for Vocational Education, the Ohio State University, 1977), 
p. 178. 

6 
Lewis B . May hew , :..:H:..::i~g~h,:..e=r-=E:..:d:.;..u:.:.,c:::-:..:a-=t-=i:..:o:..:n~-=f-=o-=r_O;;..,c,:-::.c-=u'-'-p-=a:.;_t.:...l.:... . ..:..o..;_n...:...s . 

SREB Research Monograph No. 20. (Atlanta: Southern 
Regional Education Board, 1974), p. 9. 
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A general societal concern for competence is 

emerging. Acording to Reisman, this concern leads to the 

belief that Americans' are insufficiently competent to 

carry out their societal tasks. This concern stems partly 

from the perception that environmental complexities are 

increasing faster than the levels of competence in the 

society, and that more groups have entered the "competence 

market." Civil rights and women's liberation for example 

have lead to the opportunity for previously excluded groups 

7 to become competent. 

Hall puts competence in a psychological perspective, 

based upon R. W. White's theory of the competence motive. 

According to Hall, the need of people to be competent is a 

natural part of life. 

"Being able to do what needs to be 
done, dealing with other people, being 
able to solve problems and respond 
appropriately to the circumstances one 
encounters are part and parcel of normal 
development."8 

Competence is expressed as a means to survival, but 

is also valued as an expression of biological and psycho-

logical growth. It is intrinsically satisfying. The per-

son's need for competence provides a potential symbiotic 

7 Gerald Gra~t, et al., On Competence: A Critical 
Analysis of Competence-Based Reforms in Higher Education 
(San Francisco: . Jossey-Bass Publishers, 1979), pp. 19-45. 

8Jay Hall, The Competence Process: Managing for 
Commitment and Creativity (The Woodlands, Texas: 
Teleometrics Int'l., 1980), p. 31. 
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relationship between the organization's personnel and the 

organization. Each act to their mutual benefit. As the 

worker's needs for competence are satisfied by performing 

organizational job tasks, the organization achieves its 

goals. In the context of competence, the task of manage-

ment becomes one of providing a framework within which 

competence can be expressed. To do this, the work must be 

9 structured so competence can be expressed. 

Hall proposes that managers can achieve a high level 

of productivity and performance when individual competence 

is brought into conjunction with the proper context created 

by the manager. This is illustrated by the following 

relationship: Productivity is a function of both the con-

10 text created by the manager and individual competence. 

Productivity= f(Context created by X 
the manager 

Individual) 
competence 

Competency-Based Education (CBE) is a form of 

education that derives a curriculum from analysis of a 

prospective or actual occupational role, and evaluates 

student progress on the basis of demonstrated performance 

of that role. 11 

CBE is a systems approach for preparing students 

for employment in jobs for which they are qualified, and 

9Ibid., pp. 31-57. 

10rbid., p. 143 

11 
Grant, On Competence, p. 6. 
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for convincing employers that students have demonstrated 

competency in skill areas and are ready to commence work. 

An educational program is designed where the desired learning 

outcomes or competencies and the evaluation guidelines are 

specified in advance. The competencies and evaluation 

guidelines are visibly associated with an instructional 

delivery system employing a competency learning unit or 

12 learning activity package (LAP) as a basic component. 

Today, more is being expected and demanded of 

educational institutions in regard to their student products. 

Society is a source of expectation and influence which asks 

that the educating institution account for the resources 

intrusted to it, and to use the resources wisely, efficiently 

and effectively. One way to measure if the resources have 

and are being used well is to establish learning outcomes 

or competencies the system will produce, and then evaluate 

learners to determine if their demonstrations or responses 

show achievement. 13 

Competency-based education produces graduates 

meeting the expectations of society by providing potential 

employees with the competencies society has prescribed. 

12H.H. McAshan, Competency-Based Education and 
Behavioral Objectives (Englewood Cliffs: Educational 
Technology Publications, 1979), p. 94. 

13Faye s. Bryan., "The Development and Validation 
of a Competency-Based Business Teacher Education Course at 
Mississippi State University" (unpublished Ph.D dissertation, 
University of Alabama, 1977), p. 45. 
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Graduating competent individuals is one way the educational 

institution can account to society for the resources 

d 
. 14 

entruste to 1t. 

Another source of pressure and expectation for 

educational institutions is a movement called "educational 

consumerism," that asks for the protection of the student as 

a contractor for educational services. According to Stark: 

"The acceptance of a consumer stance 
by students both stems from and contributes 
to their lack of willingness to remain 
unequal partners with institution. The 
notion of consumer protection in post
secondary education implies a new under
standing of accountability--that of a 
reciprocal student-institution relationship 
that is built on the mutual responsibility 
of the parties to each other and to a goal 15 
beyond themselves--the educational process." 

The student/client of the educational institution 

expects that the education received will satisfy certain 

goals. If the education is sought to increase employment 

potential, then it is expected that as a graduate, the 

student will be competent to perform in a job for an 

employer. As a consumer of educational services, the 

graduate has the right to expect that his educational prep

aration for employment, in fact makes him enjoyable. 16 

p. 4. 

14 
Lewis B. Mayhew, Higher Education for Occupations, 

15 Joan S. Stark, The Many Faces of Educational Con-
sumerism (Lexington, Mass.: D.C. Heath and Co., 1977), p. 16. 

16
sandra L. Willett, "An Overview: Consumer 

Protection in Higher Education. Why? For Whom? How?" 
(paper presented at annual meeting of the Association of 
American Colleges, January 12, 1975), pp. 7-8. 
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Competency-based education fulfills this expectation by 

making job preparation responsive to the needs of employers 

who accept the graduates and by producing a competency fit 

between the employer and the student contractor of educa

tional services. Educational institutions must know what 

employers require in the way of job competencies, and 

develop efficient and effective educational strategies and 

delivery systems to teach the competencies. 

The IDECC EM unit is an instructional competency 

model that is a self-contained package including a planned 

series of learning experiences designed to enable the 

student to master specified competencies. The package has 

three components: 

1. Competencies. 

2. Behavioral objectives (evaluation guidelines). 

3. Enabling str ategies leading to achievement of 

the objectives and competencies. 

The EM unit is divided into twenty-four Learning 

Activity Packages (LAPs). Each LAP, except number twenty

two and twenty-three, develops a specific EM competency in 

the learner for job performance. LAPs twenty-two and 

twenty-three develop a competency between them. The LAP 

components are: 

1. Pre-test. 

2. Objectives. 

3. Individual learning activities. 

4. Alternate learning activities. 
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5. Subject matter content. 

6. Exercises for objective achievement. 

The twenty-three competencies that form the basis 

for the EM unit lead to performance behaviors that demon

strate a basic working knowledge of general economics and 

marketing concepts. 

This study answers the following questions. Are 

the twenty-three IDECC Economics and Marketing competencies 

foundational to the job performance of mid-level aviati0n 

managers? Is the EM unit an effective instructional 

delivery system for teaching the concepts and understandings 

to achieve the EM competencies? 

Delimitations of the Study 

The participants of this study were limited to: 

1. The mid-level aviation managers of those air

line companies and the airport directors in Daytona Beach, 

Orlando, Tampa, and Jacksonville, Florida. 

2. Students taking business management courses at 

Embry-Riddle Aeronautical University, Daytona Beach, Florida. 

This research was limited to the verification of 

those economics and marketing competencies identified by 

IDECC as being foundational and common to all occupations, 

and to the evaluation of the Economics-Marketing Unit 

published by IDECC for the purpose of delivering the con

cepts and understandings for achievement of the economics 

and marketing competencies. 
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Assumptions of the Study 

Certain assumptions were made in undertaking this 

study: 

1. The mid-level aviation managers and airport 

directors surveyed for the sample were typical of other mid

level aviation managers and airport directors nationwide. 

This assumption was made because the business developmen t 

in this Florida cross-section, due to the tourist popu

larity in the area, provided representation of many of the 

nation's airlines, and that the airport directors of the 

area operate under similar economic and marketing conditions 

as the other airport directors nationwide. 

2. The students included in the study were typical 

of the students normally enrolled in the course, "American 

Business Enterprise," offered by Embry-Riddle Aeronautical 

University. 

3. The responses of the mid-level aviation 

managers, airport directors, and students to the survey 

instruments were valid and accurate. 

4. The randomly selected questions from the IDECC 

Random Access Test Bank used to construct pre-tests and 

post-tests for the IDECC EM unit evaluation were valid and 

accurate. 

Limitations of the Study 

The study had the following limitations: 

1. The students used in the study came from intact 
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class sections of the American Business Enterprise course 

and were pre-registered for the course sections. 

2. The students used for the study were enrolled 

at Embry-Riddle Aeronautical University, and the results 

are applicable to college students in general only in so far 

as Embry-Riddle Aeronautical University student populations 

are representative of college students nationwide. 

3. The mid-level aviation managers and airport 

directors in Daytona Beach, Orlando, Tampa, and Jacksonville, 

Florida are typical of other mid-level aviation managers 

and airport directors, and the survey results are appli

cable to mid-level aviation managers and airport directors 

in general only in so far as the Daytona Beach, Orlando, 

Tampa, and Jacksonville, Florida aviation managers and 

airport directors are representative of similar managers 

and directors nationwide. 

4. The results of the EM LAP evaluation study are 

applicable only to the extent that the questions in the 

IDECC Random Access Test Bank were valid and reliable. 

Definition of Terms 

The following definitions are offered as they 

apply to this study to facilitate reading and understanding. 

Accountability: In the management sense, is an 

obligation on the part of a person holding a position of 

responsibility to answer back to a higher authority on the 

discharge of that responsibility. Educational account-
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ability refers to the belief that educational institutions 

exist to serve their community and the consumers that 

support them, and it is the obligation of teachers and 

administrators to report back to the community and their 

consumers as to the educational results achieved for the 

resources used. 

Adult IDECC System: The strategy and supportive 

documents and procedures developed for distributive educa

tors nationally to initiate and maintain the IDECC instruct

ional system in adult programs. 

Affective Domain: That area of learning which deals 

with student attitudes. It is one of three learning domains 

into which LAPs behavioral objectives are categorized. 

Attitude: A mental position; a feeling or an emo

tion toward a fact or state; a predisposition to act in a 

given manner. 

Behavioral Outcome: A behavioral response which a 

learner may perform as an indication of how well a compe

tency has been achieved. Stated as specific statement 

which specifies the exact performance expected of a student. 

It is often referred to as a behavioral objective. 

Cognitive Domain: That area of learning which deals 

with student knowledge. It is one of three learning domains 

into which LAPs behavioral objectives are categorized. 

Competence Motive: A need to express competence. 

Compet·ency: The skills, abilities, knowledges and 

attitudes required for a student to succeed at a particular 
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occupation. Becomes part of the being to the e x t e nt that 

particular cognitive, affective, and psychomotor behaviors 

can be satisfactorily performed. Represents the instruct

ional intents of a program and are stated as a specific goa l 

to be achieved. 

Competency-Based Education: Instruction based on 

actual competencies required for a specific occupation. 

The desired learning outcomes or competencies and the behav

ioral outcomes or evaluation indicators are specified in 

advance. Each of these components is visibly associated 

with an instructional delivery system that incorporates a 

module as the basic component. 

Curriculum: The planned educational experiences 

provided by an educational institution. 

Economics: The process of making decisions to 

satisfy unlimited human needs and wants with limited 

resources. 

Educational Consumerism: The consumer stance taken 

by students in their association with colleges and univers

ities. Protection for those who contract for education 

services. Instituting in the educational marketplace the 

conviction of the consumer movement that the educational 

marketplace can operate freely and fairly only to the extent 

that all parties are respected in the buying and selling 

process, and that all parties exercise their rights and 

responsibilities. 
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EM Competencies: The skills, abilities, knowledges, 

and attitudes that lead to performan ce behaviors that demon

strate a basic working knowledge of general economics and 

marketing concepts. 

Enabling Strategy: Alternative choices which 

student may make to acquire the knowledge, skills and 

abilities set forth in the competencies they are assigned. 

Normally, these strategies will consist of activites such 

as reading, listening, interacting, creating, viewing, 

constructing, observing, and other related activites. 

Evaluation: Behavioral outcome responses used in 

post-assessment activites to determine whether or not 

students have achieved assigned competencies. 

IDECC: Interstate Distributive Education Curriculum 

Consortium--a group of eleven states who are jointly respon

sible for the development of the LAPs program. 

IDECC Systematic Approach: A procedure for develop

ing a competency that entails the use of a Learning Activity 

Package. The student is administered a LAP pre-test. If 

the test is passed, it is assumed that the student is com

petent, and goes on to the next LAP, if not, the student 

does a learning activity, after which a post-test is com

pleted. If successful, the student goes on to the next 

LAP. If not, another learning activity is attempted. The 

cycle is continued until the post-test is passed. 

Individualization: Instruction designed for a 

particular student. 
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Instructional Delivery System: All o f the enabling 

activities, resources, and other phenomena that are deve

loped by teachers as strategies to aid students to achieve 

the competencies to which they are assigned. 

Knowledge: The recall of specifics and universals; 

the recall of methods and processes and the recall of a 

pattern. 

Learning Activity Packages (LAPs): A collection of 

materials designed to provide training toward a achievement 

of a competency. Each LAP contains tests, learning activi

ties, and handout materials. Designed to fulfill (teach) 

the behavioral objectives developed from competencies. 

The basic component of an instructional delivery system, 

representing competency-based instruction. Provides a 

guide for the student and a teaching plan for instructors. 

Performs the same function as a competency module. 

Learning Manager: The role for the Distributive 

Education coordinator--that of organizing and coordinating 

learning experiences for the student. 

Learning Outcome: The competencies, knowledge, 

skills, and abilities or capabilities that people achieve 

in an instructional situation which becomes part of their 

own being. 

Marketing: All of the planning, pricing, promoting, 

and distributing activities that must take place in order 

to get goods and services from the producers to the 

consumer. 
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Post Secondary IDECC System: A set of materials 

developed under U.S.O.E. Part C grant in 1976 which adapted 

the original IDECC LAP learning activities to the post 

secondary level by providing learning activities and re

sources which are conducive to the 13th - 14th school years 

for the supervisory and management level competencies. 

Post-Test: Designed to measure the student's 

mastery of the given objective after completion of the 

appropriate learning activity. 

Pre-Test: Intended to screen those students who 

have adequate knowledge and do not, therefore, need to 

complete a learning activity for that competency. Also, 

used to measure student knowledge before instruction is 

commenced in order to measure student achievement gain 

after administration of a post-test. 

Psychomotor Domain: That area of learning which 

deals with skills and physical abilities. It is one of 

three learning domains into which LAPs behavioral object

ives are categorized. 

Skill: A rather high level of ability; the ability 

to use one's knowledge effectively and readily in execution 

of performance; the ability to analyze, synthesize, and 

evaluate. 

Understanding: The power to make experience intelli

gible by applying concepts and theories; the comprehension 

of ideas of the ability to use abstractions in particular 

and concrete situations. 



CHAPTER II 

REVIEW OF THE LITERATURE 

The literature relating to competency-based educa

tion and instruction, and the IDECC systematic teaching 

approach was reviewed. The results of the review are cate

gorized under the headings: Educational Accountability and 

Curriculum Development; Educational Consumerism and 

Curriculum Development; Competency Based Education; 

Competency Identification and Development; Learning Activity 

Packages; Learning Styles and Teaching Methodology; 

Economics-Marketing Competencies; and Economic-Marketing 

LAPs. 

Educational Accountability and Curriculum Development 

Ruddell examined the early origins and contemporary 

events influencing educational accountability. The 

"efficiency era'' in education extended from around 1900 un

til about 1925. Scientific management was offered as a 

solution for the problems of schools. In 1903, Frederick 

Taylor, an industrial engineer, proposed his sytem of 

scientific management. Taylor said the principles of 

scientific management had universal applicability and 

could be applied to any social activity. Because of 

America's concern for efficency, Taylor became prominent 

20 
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nationally and the methods of scientific management were 

applied to the operations of school systems, and to the 

study of curriculum. This period illustrates a reality 

educators face. Schools and the educational system exist 

in a cultural context, and it is the cultural context that 

often dictates the operations of schools and the educational 

systems. The cultural context of the "efficiency era" was 

business and industry. The policies and leaders of business 

and industry exerted a major cultural influence. The educa

tional system was criticized for inefficiency and it was 

questioned why the system was not as efficient as business 

and industrial organizations. The scientific managment 

"efficiency expert'' was called upon to reduce the ineffi

ciency of the educational system. 

More recently, it has been suggested that political 

and educational leaders are responsible for the current 

interest in accountability. In his 1969 "State of 

Education" address, President Nixon said there was a need 

for school systems to begin responsible measurement of how 

well education is working. He also charged that a signifi

cant return is not being received for our educational 

investment. This interest in accountability also is 

influenced by a view of some educators that accountability 

may be a way to answer education's critics. Recent effie-

iency influences on curriculum have been to introduce 

management science techniques as a means of eliminating 



22 

waste and of improving the efficiency of educational systems 

(e.g. PERT, CIPP, PPBS) .
17 

Carr and Hunter reflected that teachers of business 

subjects are more advanced in accountability actions than 

are teachers in other disciplines. Business teachers, 

because their product is an employable person, have been 

forced into accountability sooner and more completely than 

have other teachers. 18 

Harris urged that some restraint should be applied 

in defining educational outcomes in terms of short-term 

behavioral outcomes. Many educational models emphasize 

measurement of short-term, observable behavioral outcomes. 

These behavioristically biased-models appear to suggest a 

direct causal link between teaching and learning, but Harris 

claims the models inadequately reflect the complexities of 

the teaching-learning process. The overriding problem with 

such models is that they place too much emphasis on student 

accomplishment of prespecified short-term outcomes and may 

inadvertently contribute to educational stagnation. 19 

17Robert B. Ruddell, ed., Accountability and Reading 
Instruction: Critical Issues (Urbana, Ill.: National 
Counc1l of Teachers of English, 1973), pp. 1-5. 

18Glenna Carr and Elizabeth Hunter, "Student and 
Teacher Accountability, "in Evaluation and Accountability 
in Business Education, ed. by Donald J. Tate and Robert L 
Rosk1nson (Reston, Va.: National Business Education 
Association, 1978), p. 57. 

19 Ian Murray Harris, "The Logic of Teacher Account
ability" (unpublished Doctoral Dissertation, Temple Univer
sity, 1975). 



23 

Gilmore questions the educational response to 

accountability demands of preparing student for specific 

jobs. Professional and technical education is supposed to 

be relevant to the job the student eventually fills, to the 

needs of society, and to the needs of the student himself. 

Conflicts counter the needs of the future employer and 

those of the future employee. Employer's needs specify 

short-term demands for specific skills. The student's 

needs are for a lifetime of jobs and social experience, for 

through these jobs, an individual gives shape and meaning 

to his life and derives important satisfactions. According 

to Gilmore: 

"Nothing can entirely bridge the gap 
between school and work. The gap exists 
to provide a future employee with an 
education that yields long-term benefits 
for both him and his employer. But the 
managers of the world of work will forever 
be complaining of the lack of specific 
skills in the people they hire, and the 
teacher will, I hope, forever be pointing 
out to them their shortsightedness.~20 

Glenn developed a humanistic model of accountability 

that reflects humanistic assumptions about the nature of 

people. The model encourages critical choice-making and 

accomplishment of goals toward self-actualization, and 

provides a vehicle for shared responsibility in the account-

20 Paul C. Gilmore, "Educational Relevance for 
Future Employer or Future Employee?" in Educating for 
Careers: Policy Issues in a Time of Change, ed. by Thomas 
F. Powers. University Park: The Pennsylvania State 
University Press, 1977), pp. 27-31. 
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ability process. Every individual is afforded an opportunity 

to affect the means by which they are held accountable and 

the decisions about the outcomes they are held accountable. 

The model also provides for determining the effect of 

environmental variables on an individual's attainment of 

educational outcomes through utilization of expectancy 

h . f . . 21 t eor1es o mot1vat1on. 

Stoddard approaches accountability from the view-

point of the employer. Employer accountability interfaces 

the accountability of the educational and social community. 

The interests and talents of employers, the skills and 

aspirations of students, the objectives and concerns of 

educational personnel, and the expectations of the social 

community can be coQbined. This will lead to increased 

productivity for employers, provide a better education for 

students, encourage teachers to teach more effectively, and 

furnish better products for society. When employers work 

closely with the educational community a better "fit" 

occurs between what is taught in the schools and what is 

. d . th k . 22 pract1ce 1n e wor env1ronment. 

According to Lessinger, " ... commitment to account-

ability in education can be viewed as a commitment to 

21Robert B. Glenn. "A Humanistic .Hodel for Teacher 
Accountability" (unpublished Doctral Dissertation, The 
University of Colorado, 1975). 

22 Stoddard, "Employer Accountability," pp. 63-64. 
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better instructional practice." He predicts certain educa-

tional changes as a result of demands for accountability. 

1. The teaching role will change from information-

giving to directing learning. 

2. School facilities will become more open, flexible, 

and less group oriented, encouraging individualized 

instruction to produce results. 

3. The curriculum will become more relevant. The 

emphasis will be on results and the process becomes open 

to a variety of input. Variety will provide the motivation 

and realism needed to make the curriculum more relevant. 23 

Educational Consumerism and Curriculum Development 

Casey and Harris report that the public perceives 

the quality of higher education has eroded seriously. This 

is difficult to prove or disprove completely, but declines 

in standardized test scores, grade inflation, and expanding 

programs of remedial instruction in colleges and universi-

ties, suggest that there are problems. They observe: 

"While student activism in the late 
1960's is often cited as one primary cause 
of current pressure for accountability, 
today's students also contribute to this 
environment in their role as consumers. 
The States have promoted the concept of 
the student as consumer by exercising 

23 Leon M. Lessinger, "The Powerful Notion of 
Accountability in Education," in Accountability for Teachers 
and School Administrators: Readings 1n Contemporary 
Education, ed. by Allan C. Ornstein (Belmont, Calif.: 
Fearon Publishers, 1973), pp. 9-10. 
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state licensing and authorizing powers 
to close degree mills, and sometimes 
to protect enrollments at in-state 
institutions. The Federal government 
has promoted the consumer concept by 
supporting higher education through 
students rather than institutions, 
and by more and more regulations ostensibly 
designed to protect Federal dollars."24 

Some educators call student consumer protection a 

new form of accountability. Interest in providing consumer 

protection to students in postsecondary institutions sterns 

from the 1965 legislation that extended financial aid to 

students in the form of grants and loans. Many reports 

have been received of abuses of both student rights and 

government funds. According to Stark, these reports led to 

Federal attempts to protect those who contract for educa-

tional services. In 1975, Federal steps were taken to 

ensure that postsecondary institutions--profit and non-

profit--enrolling students receiving Federal aid, provide 

specific information for prospective students based on a 

"truth-in-advertising" model. In 1976, Congress adopted 

education amendments, which included "student cons~~er 

information" provisions, and in 1977 legislation was pro-

posed that would place colleges and universities under the 

jurisdiction of the Federal Trade Cornrnission. 25 

24 Robert J. Casey, and John W. Harr is, Account
ability in Higher Education: Forces, Counterforces, and 
the Role of Institutional Accreditation. (Washington, D.C.: 
Counc~l of Postsecondary Accredat~on, 1979), p. 8. 

25 Stark, Educational Consumerism, p. 3. 
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Willitt examined the protection of students and 

prospective students at the postsecondary level. Her exam

ination revealed 25 possible educational abuses and concerns. 

These included: Misrepresentation, lack of available jobs 

upon graduation, non-delivery of items or services con

tracted, unrealistic academic requirements and practices, 

such as inaccurate grading systems, changing degree require

ments mid-stream, and use of outdated materials. Con

siderable dissatisfaction was found on the part of graduates 

of both public and proprietary occupational institutions, 

voiced as poor job placement, and placement in jobs for 

which the student did not train. Willitt observed that 

education is an industry, and like any other industry has 

its share of self-serving, insensitive and unscrupulous 

operators. With enrollments dropping and costs rising, 

the student is a valuable commodity. Since government 

money is available for student support, the opportunity is 

there for dollars to be gained by educational institutions. 

With opportunities come abuses, and the disregard of the 

student consumer. In the educational marketplace, the 

student is the seeker of knowledge and skills and purchases 

education from a supplier to meet his needs. Buying 

education and training requires the investment of money, 

time and effort to satisfy goals of the consumer in the 

form of productive employment, social development, intel

lectural enrichment or personal satisfaction. To ~~illitt, 
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one purpose of educational consumer protection is to estab-

lish consumer priorities in the educational marketplace 

where the educational market operates in a manner where all 

parties are respected in the economic processes and their 

. ht d . b . 1 . . d 2 6 r1g s an respons1 1 1t1es preserve . 

Student's rights and abilities to choose an education 

program of maximum benefit depend heavily on information 

which helps to assess the personal and occupational advant-

ages to be gained. Stark reports on numerous complaints 

about the failure to provide unbiased information concerning 

the "outcomes" of education programs at vocational pro-

prietary schools and traditional colleges. Although 

vocational program goals are usually stated clearly and 

acquired skills can be measured readily, the expected jobs 

may not exist or may be in short supply. Traditional 

colleges may be more susceptible to accusations of fradulent 

representation of educational outcomes. Their goal state-

ments are often general in nature, with such objectives 

proposed as: Sharpened critical-thinking skills, broadened 

intellectual interests, preparation for effective citizen-

ship, or appreciation of the culture, that are difficult to 

measure and evaluate.
27 

26willett, "Consumer Protection in Higher Education," 
pp. 2-8. 

27stark, Educational Consumerism, p. 9. 
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Grant suggests that competence-based approaches to 

education emphasize accountability--holding facul~y and 

institutions responsible for teaching students to achieve 

certain outcomes. Students accept external assessment of 

their competence. These assessments measure the relative 

success of various teachers against a standard, and report 

the performance of the institutions and the curriculum as 

a whole. 28 

Competency-Based Education 

The background for competency-based education (CBE) 

is found in earlier movements that influenced educational 

practice and philosophy, such as: Efficiency in education, 

vocational education, progressive education, and instruct-

ional technology. Proponents claim that it is both cost 

and time efficient; for example, the competency-based 

programs at Florida State University were developed in 

response to legislative request for a time-shortened 

29 degree. 

Accor~ing to H. H. McAshan, CBE overcomes many 

problems associated with educational programs. 

1. Duplication of content. Statements of competen

cies and objectives avoids most content duplication. 

28 Grant, On Competence, p. 14. 

29 rbid, pp. 66-67. 
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2. Establishing and maintaining consistency of 

what is taught. Teachers may ignore course and catalog 

guidelines and teach whatever they wish. The use of 

competency modules requires all instructors to cover the 

same content. 

3. Individualized instruction. Content can be 

adapted to the learning rates and styles of students, by 

using built-in recycle opportunities and alternative 

strategies provided in the instructional modules. 

4. Reporting of student achievement. The state

ment of competencies and behavioral outcomes in competency 

modules indicates that the student's success is determined 

by competency achievement based upon what they know, rather 

than upon comparisons with what other student's know. 

5. Communicating to the student the learning task 

and how success will be determined. Statements of module 

competencies and behavioral objectives and their corres

ponding enabling strategies help students become more aware 

of their learning tasks, and the demonstrated performances 

they will be expected to achieve. 

6. Providing students with on-going information 

about personal progress. The competency module guidelines 

and continuous assessment and feedback allows constant 

input regarding achievement, and personal growth and 

development. 
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7. Preparation of students to function at all 

levels of learning. The use of the cognitive, psychomotor, 

and affective taxonomies in the competency statement pro-

vides that various levels of student concept mastery are 

achieved. This also establishes a basis for determining 

the behavioral outcomes to be used in post-assessment, 

since the behavior to be exhibited should be congruent 

with the level of learning identified in each competency. 

8. Account to society for the educational program 

standards accepted by educational institutions. Specific 

competency statements and objectives outlined in module 

formats establish the program standards that apply in 

judging program accountability. 

9. To base a student's fitness to be employed. 

Teachers and employers become more aware of what behaviors 

a student should be able to demonstrate in response to 

competency achievement. 

10. Improvement of student achievement. Students 

learn more when they have pre-stated competencies and ob-

jectives, because they perceive more clearly what is ex-

pected, and are accountable for achieving their learning 

'b. '1' 30 respons1 1 1tes. 

Charles E. Johnson outlined eight characteristics 

of competency based education: 

30 McAshan, Competency Based Education, pp. 31-35. 
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1. The main indicator of student achievement is the 

· ability to do the job effectively and efficiently. 

2. Learnings (competencies) are presented in small 

units or modules. 

3. Entrance requirements are not of paramount 

concern. Students start where they are. If they are not 

ready, they are helped to become ready. 

4. Provision is made for differences among students 

in their styles of learning by providing them with various 

alternative paths for acquiring competence. 

5. Instruction is individualized/personalized and 

systematically planned for as an integral part of the 

educational program. 

6. The learning experience of the individual is 

guided by continuous evaluation and feedback. 

7. The learner is held accountable for performance. 

8. Instructors are held accountable to the extent 

which students acquire the desired competencies within the 

1 . 't d' db h . b'l' . 31 1m1 s 1ctate y t e1r a 1 1t1es. 

At the core of CBE is the competency which reflects 

the ability to do something, in contrast with more tradit-

ional ability to demonstrate knowledge. A competency 

reflects the skills, abilities, knowledges, and attitudes 

required for a student to succeed at a particular 

31 Charles E. Johnson, "Competency-based and 
Traditional Practices Compared," Journal of Teacher 
Education, 25 (Winter, 1974), pp. 355-356. 
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. 32 
occupat1on. 

A competency-based occupational program requires 

these components: 

1. Performance objectives which are specific 

enough to inform both the teacher and the student of the 

learning that is to take place. 

2. A system for diagnosing the readiness of each 

individual for learning the specific performance objectives 

and enabling strategies to provide for more than one mode 

of learning. 

3. An arrangement which provides each student with 

the amount of time needed to learn. 

4. An evaluation system that includes the criterion 

level of performance understood by the teacher and the 

learner, where both will be able to secure evidence of 

33 progress. 

Ralph W. Tyler established the position that a 

curricul~~ should be organized around educational object-

ives. 

"If an education program is to be 
planned and if efforts for continued 
improvement are to be made, it is very 
necessary to have some conception of 
the goals that are being aimed at. These 
educational objectives become the criteria 

32curtis R. Finch, and John R. Crunkilton, 
Curriculum Development in Vocational Technical Education: 
Planning Content, and Implementation (Boston: Allynand 
Bacon, Inc. , 19 7 9) , p. 2 2 0. 

33Nystrom, Bayne and McClellan, Instructional 
Methods in Occupational Education, p. 103. 
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by which materials are selected, 
content is outlined, instructional 
procedures are developed, and tests 
and examinations are prepared. All 
aspects of the education program 
are really means to accomplish basic 
educational purposes. Hence, if we 
are to study an educational program 
systematically and intelligently we 
must first be sure as to the educational 
objectives aimed at. The most useful 
form for stating objectives is to 
express them in terms which identify 
both the kind of behavior to be 
developed in the student and the 
content or area of life in which this 
behavior is to operate."34 

Performance objectives have certain characteristics. 

1. They are stated in precise language and clearly 

define the desired behavior. 

2. Observable and measureable proficiency levels 

are established . 

3. The objectives may also describe procedures for 

determining whether the student can perform at an estab-

lished level of proficiency. 

4. The information and standards of performance 

established in the performance objective serve as the basis 

for development of criterion tests used to access the 

35 performance of students and the program. 

34Ralph w. Tyler, Basic Principles of Curriculum 
and Instruction (Chicago: Universlty of Chicago Press, 
1950), pp. 46-47. 

35Nystrom, Bayne and McClellan, Instructional 
Methods in Occupational Education, p. 103. 
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Charters reported a Syracuse University project o f 

curriculum renewal. The project objective was to make an 

empirical determination of the effectiveness of a competenc y -

based distributive education program by comparing student 

achievement in retailing, merchandising and occupational 

work experience courses with similar, traditionally organized 

course. To make comparison, the courses were translated 

into a competency-based format, using Houston's method of 

"program translating" which involved rewriting course 

requirements as behavioral objectives. The competencies 

developed for the program were validated locally and state-

wide by a group of distributive education teachers, school 

administrators, students, and businessmen. Significant 

improvement was shown in student achievement under the 

competency-based format as compared to the traditional, for 

all courses. The results were interpreted to strongly 

36 favor the competency-based format. 

The Interstate Distributive Education Curriculum 

Consortium (IDECC) has developed a formalized, systematic 

system of competency-based education. IDECC is an organ-

ization of eleven member states that developed competency-

based curriculum materials for distributive education based 

36wayne L. Detwiler and John M. Shemick, A 
Verification of Industrial Education Teacher Competencies 
by In-Service Vocational Industrial Education Teachers and 
Industr1al Arts Teachers from the Central Region of 
Pennsylvania (University Park, Pa.: The Pennsylvania State 
Un1versity, 1979), pp. 6-7, 94. 
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upon tasks performed in over 100 occupations within the 

field of marketing and distribution. The basic system was 

developed in the early 1970's. 

The original IDECC system consisted of 500 Learning 

Activity Packages (LAPs) , based upon the 983 competencies 

for 76 occupations identified in a study completed in 1967 

by Lucy Crawford, A Competency Pattern Approach to 

Curriculum Construction in Distributive Teacher Education. 

The occupations span seven marketing institutions: · Depart-

ment store, variety store, wholesaling, hotel/motel, restau-

rant, service station, and food service. The LAPs are 

divided into ten curriculum sections: Advertising, 

communications, display, human relations, management, 

mathematics, merchandising, product and service technology, 

operations, and selling. Completion of a designated series 

of LAPs prepare a student for one of the 76 occupations. 

In February, 1978, the IDECC executive committee 

adopted the following mission statement: 

"The role of IDECC is to develop and 
disseminate systematic approaches for 
planning, organizing, directing, and 
evaluating distributive education curri
cula for specific occupations in marketing 
and distribution. Further, IDECC curricula 
will be competency-based--including 
materials for testing, content documents, 
learning activites, behavior objectives and 
related support materials."37 

37Terry M. Williams and Betty H. Turner Sipos, 
Experimentation and Further Validation of the IDECC 
Competency Based Teachlng Approach in Post-Secondary 
Education (Columbus, Ohio: The Ohio State University, 
IDECC , Inc. , 19 7 8) , p. 3 . 
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The IDECC systematic teaching approach is a 

competency-based system of instruction based on Crawford's 

study. The student selects a desired occupation, and 

develops the competencies required to reach the occupational 

goal. The systematic teaching approach for developing the 

competencies provides a learning activity package which 

consists of a pretest, objectives for developing the com-

petency, learning activities, handouts, and a post-test. 

The instructor becomes a learning manager as the students 

develop needed competencies at their own pace through the 

system. The approach requires the student to take a pre-

test, before commencing the learning activity. The pretest 

determines the need for the student to develop the com-

petency. If the pretest performance demonstrates competency, 

the student moves to the pretest of the next competency. 

The same procedures are followed for the remaining competen-

cies leading to the job goal. If the pre-test performance 

demonstrates the need for competency development, a learn-

ing activity is selected and the student proceeds to develop 

the competency by completing the learning activity. Once 

competency is demonstrated by the mastery of the post-test, 

the student moves to the next competency and the procedures 

38 are repeated. 

In 1976, IDECC was awarded a grant from U.S. Office 

of Education to adapt the original IDECC system to the 

38 Ib1'd, 15 18 pp. - . 
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postsecondary and other levels. The project entitled, 

Development and Validation of Competency-Based Instructional 

Systems for Adult, Post-Secondary, Special Needs, and 

Entrepreneurship Via the IDECC System, was completed in 

March, 1978. 520 competency packages were identified within 

the original IDECC system at the supervisory and management 

levels, and revised to provide competency-based instruct-

ional packages at the postsecondary level. Materials were 

revised by: 

1. Rewriting objectives, pretests, learning 

activites, and post-tests. 

2. Combining objectives. 

3. Updating or substituting postsecondary resources 

39 for secondary resources. 

Competency Identification and Development 

Competencies are identified and developed from an 

analysis of the tasks that comprise a job to be performed. 

After discovery of task elements, competencies are identi-

fied that form the basis for behavior reflecting the 

skills, abilities, knowledges, and attitudes possessed by 

a worker to effectively perform the job. 

An early, efficient use of job or task analysis 

to discover job tasks for structuring worker training was 

39Reginald Broadnax, et al., Development and Vali
dation of Competency Based Instructional Systems for Adult, 
Post Secondary, Special Needs, and Entrepreneurship Via the 
IDECC System (Columbus, Ohio: The Ohio State University 
IDECC, Inc., 1978), p.p. 2, 22-24. 
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proposed by Frederick Tay lor. Taylor described, in 1903, 

the use of job analysis for time and motion studies in The 

Principles of Scientific Management. According to Taylor, 

"Each job should be carefully subdivided into its elementary 

operations, and each of these units should receive the most 

careful time study." Taylor saw the potential value of 

using job analysis to structure the training program of 

employees, but did not develop this relationship to any 

e x tent. 

In 1919, Charles R. Allen wrote The Instructor, the 

Man and the Job, which presented his ideas for the training 

of instructors for vocational education. Allen, reflecting 

Taylor's influence, placed great emphasis upon job analysis 

being the foundation for training programs. He proposed 

that learning units or "blocks'' be identified representing 

the specified skills to be developed, and arranged according 

to difficulty. 

In 1918, Franklin Bobbitt, an influential subscriber 

to Taylor's ideas, wrote The Curriculum. In a section, 

"Scientific Method in Curriculum Making," a scientific 

approach was presented for study of the curriculum. The 

technique started with an "activity analysis"; another term 

for job analysis. The use of activity analysis to derive 

curricular objectives required the articulation of the 

objectives in terms of real-life activities. These 

objectives -started as activites were the forerunners of 
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of today's behavioral objectives. 

W. W. Charters elaborated on Bobbitt's work. From 

1924 to 1926, he developed many techniques similar to job 

analysis, using such terms as activity analysis, functional 

analysis, the difficulty analysis, the duty analysis, the 

trait analysis, and the information analysis to identify 

the technique. In 1923, Charters guided Strong and Uhrbrock, 

who conducted a study of the use of job analysis in 

designing a curriculum for the training of executives in the 

printing industry. This was an early attempt to adapt job 

analysis to a profession. 

Interest in job analysis for curriculum construction 

declined in the 1930's with growth in the influence of pro

gressive education. In the 1950's and 1960's, interest was 

revived, where the principle concern was the development of 

techniques of task analysis to behaviorally specify per

formance objectives. The work of Miller and Gagne' 

illustrate this emphasis. 

Robert Miller used task analysis to identify the 

variety of tasks in a job. Task, used interchangeably 

with job, referred to parts of tasks, functions of tasks, 

and task activities. Each task was divided into several 

subtasks, with the subtasks divided into a task sequence 

that was arranged to facilitate the transfer of learning 

from task to task. The outcome of task analysis was a 

task description, which served as an instructional goal. 
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I 
Robert Gagne viewed task analysis as the most use-

ful technique for arriving at a statement of training 

I 
objectives in behavioral terms. According to Gagne, skills 

were identified by asking what necessary prerequisite be-

havior was required for a desired terminal task to be per-

formed. The same question was again asked about that 

behavior, with the procedure being repeated until behaviors 

already possessed by the trainees were identified. The 

outcome of the analysis was a learning hierarchy consisting 

of the requisite skills arranged in successive levels of 

' learning subordination. Gagne claims task analysis is the 

most effective means of instructing individuals to develop 

motor skills, sequence skills, and such higher order skills 

t bl h . bl 1 . 40 as rou es ootlng or pro em so Vlng. 

Information about tasks and a job can be gathered 

by a variety of methods or techniques. The one selected 

by a job analyst is determined by the particular job being 

analyzed and the purpose for analyzing the job. The tools 

for analysis include: The interview, questionnaires, 

observation, diary or log, and literature review. Many of 

the methods use parts of the Department of Labor model or 

variations of it. The methodology of the Department of 

Labor model involves: Determining what the worker does in 

relation to data, people and things; the methodologies used; 

the materials, products, subject matter, and services in-

40 Grant, On Competence, pp. 69-87. 
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valved; machines, tools, equipment, and work aids used; and 

the traits required of the worker for satisfactory per-

41 formance. 

E. S. Primoff of the Personnel Research and 

Development Center of the U. S. Civil Service Commission, 

designed the Job Element Method for job analysis. Job ele-

ments are those fundamental units that describe worker 

characteristics. An element may be knowledge, skill, 

ability, willingness, interest, or a personal characteristic 

that is necessary for successful job performance. Five 

steps are required for the analysis. 

1. A panel of raters is selected who know the 

requirements of the job. 

2. A set of item contents for the job elements is 

developed by the panel. 

3. Items are rated. 

4. Data is summarized. 

5. Results are interpreted and an item index is 

computed to determine the items most useful for job 

42 performance. 

Rosenfeld and Thornton suggested a checklist com-

bination data gathering approach to job analysis. The 

41Theodore Abramson, Carol K. Tittle, and Lee Cohen, 
eds., Handbook of Vocational Education Evaluation (Beverly 
Hills: Sage Publications, Inc., 1979), pp. 264-265. 

42 Ibid., pp. 268-269. 
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procedure begins with a review of existing j ob descriptions, 

or the literature, to develop a draft checklist of tasks. 

The review is supplemented and altered by interviews and 

the observations of job incumbents. Job analysts refine 

the checklist and design a self-administered format. Pilot 

testing is conducted, after which the final version of the 

checklist is administered to a sample of workers, from this 

the various analysis of the job are made. 43 

Systematic competency analysis is another method 

for selecting competencies for curriculum development. The 

method is designed to break down content areas rather than 

activities or functions. Large content areas are reduced 

to sublevels with less abstraction than with other methods. 

. . . . . 4.1 
From th1s, spec1f1c competenc1es are determ1ned. · 

A job analysis can be performed using a relational 

approach. An initial task list is developed by examining 

the relations between the actions and objects found in a 

job. The analysis is made by listing a set of action words 

such as--check, align, service, repair--along one axis of 

a matrix. On the other, a set of object words are listed. 

Expert judges are asked to check those cells in the matrix 

where proper or actual combinations exist between the action 

d b
. 45 

an an o Ject. 

4 3 Ibid. , P. 2 6 9. 

44 McAshan, Competency Based Education, p. 65. 

45Abramson, Tittle, and Cohen, Handbook of Voca
tional Education Evaluation, p. 336. 
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The job model method was introduced by H. L. 

Ammerman to deal with task listing for man-ascenda nt jobs. 

The model provides a basis for structuring job activites, 

for applying behavioral science theory and data to the 

definition of job functions, and for deriving job functions 

from system characteristics. The model has three sections. 

l. A specification of broad job functions. 

2. A specification of general behavior consider

ations for each broad job function. 

3. A specification of the information categories 

needed to explicate each broad job function. 

A comprehensive task list is produced that excludes irre

levant tasks. It is useful procedure for task listing jobs 

that are not well structured, or not determined by clearly 

identified characteristics of the job environment. 46 

Mager and Piper altered Gagne's task analysis 

method by breaking it down into several separate operations. 

The steps to the procedure are: 

l. Analyze each task and identify the steps to 

perform it. 

2. List the skills that must be learned to perform 

it. 

3. Arrange the skills into a learning hierarchy 

consisting of the requisite skills arranged in successive 

levels of learning subordination. 

46 rbid., pp. 338-339. 
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The skills identified form the basis for instructional 

program objectives, and the learning hierarchy establishes 

h b . 1 . 47 t e as1c earn1ng sequence. 

Regardless of the method or technique used, the 

primary piece of information to be obtained from the job or 

task analysis is the basic task statement, which provides 

information about an action of someone to produce a desired 

output. The statements are worded by using an action verb, 

an object, and expected output, and whatever procedures, 

tools, equipment, or aids that are needed to perform the 

task, and should be so worded that performance of the task 

by different individuals produces the same behavior. 48 

Ammerman and Essex, in Performance Content of 

Job Training, explained the relationship between task 

analysis and curriculum content development. Task analysis 

assists curriculum developers in determining the task per-

formance content of jobs for training and the important 

tasks to be learned by students. The analysis is dependent 

upon the task data gathered from those closest to and most 

knowledgeable about the job and its requirements. Task 

analysis is important when uncertainty exists about rele-

vant job performance or where the need exists to establish 

47 Ibid., p. 348. 

48
rbid., pp. 261-263. 
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th 1 d . f . t' . 1 49 e re evancy an mer1t o ex1s 1ng curr1cu urns. 

The Office of Continuing Education, State University 

of New York, reported on the identification and development 

of competencies for a graduate degree program in administra-

tion of adult continuing education. The procedures and 

methods used for competency identification were based upcn 

role theory. Roles describe and define the behavior of 

position occupants in an organization. From the study of 

the roles performed by position incumbents in the perfonremce 

of the organization's functions to achieve organizational 

goals, the competencies needed to fulfill these roles are 

revealed. A listing of the functions and resulting 

responsibilities provides a means to examine the knowledge, 

skill, and attitude elements required for role behavior. 

The steps to develop the graduate program were: 

1. Analyzing the role functions (task listing) . 

2. Determine the competencies required to perform 

each function. 

3. Diagnose the knowledge, understanding, skills, 

attitudes, interests, and values that make up each com-

petency. 

4. Formulate objectives in terms of behavioral 

changes to be sought. 

49 Ammerman and Essex, Performance Content for Job 
Training, p. 7. 
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5. Plan the learning activities to achieve the 

b
. . 50 

o Jectlves. 

Williams surveyed teachers in five states to 

identify relevant performance tasks for distributive 

education teacher-coordinators who utilize the IDECC 

System. A task survey using two instruments provided a 

data base of task information. The task inventory pro-

cedures of the National Center for Research in Vocational 

Education, The Ohio State University were used. 100 rele-

vant pedagogical tasks were found to be performed by the 

teachers. 51 

Herring reported on a project that identified and 

validated competencies for agriculture teacher education. 

A list of competencies was developed from a review of the 

literature, a working conference of teacher educators, and 

a pilot test using vocational-agriculture teachers. 131 

professional competencies were identified; most, modi-

fications of those competencies in t he "Vocational Teacher 

Competency Profile, "developed at the Center for Vocational 

Education, Columbus, Ohio. Competency validation was made 

50state University of New York, Office for Contin
uing Education, Final Report of Research and Development of 
Competencies for Masters Degree in Curriculum Planning and 
Development: Administration and Supervision of Adult 
Educatlon (Albany, N. Y.: State Unlversity of New York, 
19 7 7) , pp .• 6-7 . 

51Terry M. ~Villiams, "Identification of Performance 
Tasks for Distributive Education Teacher-Coordinators who 
Utilize the IDECC System," The Journal of Vocational Educ
ation Research, IV (Fall, 1979), pp. 49-73. 
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using a mailed-survey of Texas supervising vocational-

. l h 52 agr1cu ture teac ers. 

Detwiler and Shemick identified and verified 

teaching competencies for industrial education teachers. A 

list of 173 competencies was developed and a survey was sent 

to 448 vocational-industrial education teachers and 780 

industrial arts education teachers to establish the relat i on-

ship of the competencies to the two groups of teachers. It 

was found that both groups perceived the relative importance 

53 of teacher competencies in the same manner. 

IDECC has adopted procedures for conducting occu-

pationally relevant requirements as the training control of 

curriculum materials. The IDECC procedures manual outlines 

the procedures for conducting occupational task surveys. 

The sequential steps for the surveys are: 

1. Determine occupation scope. 

2. Develop task statements. 

3. Construct task lists. 

4. Determine needed task information. 

5. Determine needed respondent information 

6. Design task survey questionna i res. 

52 Don R. Herring, Identification and Validation of 
Competencies for Teacher Education--Agriculture (College 
Stat1on, Texas: Texas A & M University, 1976. pp. 1-5. 

53~vayne L. Detwiler and John M. Shemick, A Verific
ation of Industrial Education Teachers and Industrial Arts 
Teachers from the Central Region of Pennsylvania (Univer
Slty Park, Pa.: The Pennsylvania State University, 1979), 
pp. 78-79. 
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7. Adminster task survey questionnaires. 

8. Process task survey data. 

9. Develop competency statements. 

10 . . Evaluate competency statements. 

According to IDECC, a competency may fall into one 

of three domains: Cognitive, psychomotor, or affective. 

Knowledge and understanding competencies are cognitive, 

skill competencies are cognitive or psychomotor, and 

attitude competencies are affective. A competency statement 

begins with a stern, such as: Knowledge of, understanding 

that, skill in, ability to, attitude that, or awareness 

that. The stem is followed by a statement of the behavior, 

such as: The knowledge or understanding the learner should 

have, the attitude the learner should hold, or the skill the 

54 learner should possess. 

Williams, Berns, and Turner-Sipos carried out a 

study to identify the tasks relevant to sixteen general 

merchandising department store occupations in order to 

test IDECC standards of occupational task analysis. A 

standard task inventory process was developed for use in 

the curriculum development activities of IDECC. Completed 

task inventory questionnaires from thirty states provided 

the task data for the study. After review by an advisory 

54Terry M. Williams, Robert G. Berns, and Betty H. 
Turner-Sipos, Task Validation of 16 General Merchandising: 
Department Store Occupations (Columbus, Ohio: The Ohio 
State University, IDECC, Inc., 1979), pp. 2-3, 38. 
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committee, the task lists were validated through surveys of 

. d 1 . h. 55 supervlsors an emp oyees ln t lrty states. 

Learning Activity Packages 

Eggland comments that, "One result of the many 

changes in the way subject matter is delivered in education 

today has been the learning activity package surfacing to 

become a popular and promising mode of instruction. This 

teaching method has also become the topic of discussion by 

many educators and researchers." He recommends that, 

" ..• learning activity packages have and should continue to 

be an important component of education." 56 

The learning activity package format originated at 

NOVA High School, Fort Lauderdale, Florida. 57 In 1971, 

Harrisberger reported the use of LAPs in a self-paced 

Individually Prescribed Instruction course to teach engine

ering subjets at Oklahoma State University. 58 Other similar 

modular constructions are the: Teaching/Learning Unit, and 

the Duluth Learning Contract. The various formats share 

55 Ibid., p. 6. 

56steven A. Eggland, The Development and Evaluation 
of a Directed Occupational Experience Program (Lincoln, 
Nebraska: Unlversity of Nebraska, 1978), pp. 15-19. 

57 Ibid. I p. 15. 

58 Lee Harrisberger, "Self-Paced Individually 
Prescribed Instruction." Engineering Education, Harch 1971, 
pp. 508-510. 
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common elements and may differ in length and scope, but not 

in purpose. The terms packet, package, contract module and 

competency module are often used interchangeably. 

Competency-based education (CBE) is often regarded 

as synonymous with modular packaging of learning experiences. 

Individualization of competency-based instruction leads to 

the use of modules, which permit a clear specification of 

learning objectives, assortment of alternative learning 

activities, an assessment process, and learner accountabil-

ity. Additionally, students are provided with a self

pacing format within which to develop competencies. 59 

Modularization of instruction is proposed as an 

alternative to conventional instructional lecture-discussion 

arrangements. This is based upon the premise that students 

are better able to learn if they can do so at their own 

rates and study those areas which focus directly on mastery 

of a particular objective or set of objectives. 60 

The module includes a set of activities intended to 

facilitate the learner's achievement of a specific objective. 

It usually focuses on limited objectives and can be 

completed in a short time, although some modules are broad 

59 The Center for Vocational Education, Annual 
Report. (Columbus, Ohio: The Center for Vocatlonal 
Education, February, 1975), p. 17. 

6°Finch and Crunkilton, Curriculum Development in 
Vocational Education, p. 225. 
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61 in scope, and require a week or more to complete. 

McAshan states CBE is brought into focus by the 

module. The module serves as: 

1. A written guide to direct the learning efforts. 

2. A teaching plan for the instructor. 

3. An in-service training tool for faculty 

62 professional development. 

The form or format of the module may vary with the 

setting and objectives. Most modules contain the following 

elements: 

1. Rationale. A statement of the importance and 

relevance of objectives to be achieved. 

2. Objectives. Desired results stated in 

criterion-referenced terms, specifying the conditions for 

achievement. 

3. Pre-Assessment. A test to screen competence of 

the learner in meeting the objectives of the module. 

4. Enabling activities. Alternative learning 

methods for attaining competence. 

5. Post-assessment. Measurement of competency. 

Successful performance signals completion of the module. 

61 Bryan, "The Development and Validation of a 
Competency-Based Course,: p. 45. 

62 McAshan, Competency-Based Education, p. 94. 
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Unsuccessful performance leads to recycling. 63 

Finch and Crunkilton described the characteristics 

of a competency module. 

1. Self contained. Information and direction are 

provided within the module. 

2. Individualized. Provision is made for self-

pacing, feedback, and mastery. 

3. Complete package. There is a logical and 

systematic flow of content with a definite beginning and 

ending. 

4. Learning experiences and objectives. The 

experiences assist the student in mastering specified 

objectives and make provision for student involvement. 

5. Assessment. A mechanism for evaluating the 

extent to which the module's learning objectives have been 

h . d 64 ac 1eve . 

McAshan states that the chief values of a competency 

module lie in: 

1. The identification of competencies to be achieved. 

63Allen A. Schmieder and Stephen Holowenza, 
"Consortia," Competency-Based Teacher Education, ed. by 
Robert Houston and Robert B. Howsam. (Chicago: Science 
Research Associates, 1972), p. 10. 

64Finch and Crunkilton, Curriculum Development in 
Vocational Education, pp. 225-226. 



54 

2. A statement of corresponding behavioral object-

ives to evaluate competency achievement. 

3. Relating the competencies and behavioral object-

ives to enabling strategies for the acquisition of skill, 

65 ability, and knowledge. 

Detwiler and Shemick studied the usefulness of 

eight competency-based teacher-education modules, developed 

by the Ohio State University Center for Vocational Education, 

by incorporating them into a course taught at Pennsylvania 

State University. It was concluded that student attitude 

improved significantly due to the modules' use. 66 

Eggland developed a modularized directed occupa-

tional experience program to examine the relationship 

between types of occupational professional competence of 

vocational teachers, and to discover if directed occupa-

tional experience was an effective alternative strategy for 

the development of professional competence. It was found 

that directed occupational experience was an effective 

alternative for the development of professional competence. 

Also, it was demonstrated that a modularized competency-

based curriculum was a viable instructional strategy for the 

67 development of professional competence. 

p. 79. 

The literature also contains evidence that c~tency 

65 McAshan, 

66 '1 Detw1 er 

Competency Based Education, p. 95. 

and Shemick, Verification Competencies, 

6 7, Egg land, Occupational Experience Program. pp. 37-40. 
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modules are no more successful than traditional or conven-

tional instructional methods to develop student competence. 

Lee studied the comparison of learning achievement under a 

Personalized System of Instruction (PSI) "learning activity" 

method of instruction with a traditional lecture/textbook 

method of instruction. The PSI format was adapted to an 

introductory college-level investments course. The PSI 

"learning activity" method consisted of eight learning 

activity packages, each including behavioral objectives, 

exercises and assignments, followed by a quiz for each sub-

unit. No significant difference was found between instruc-

tional methods, and no evidence existed to show that either 

instructional treatment was more effective than the other.68 

Cunningham studied the effectiveness of IDECC 

individualized Learning Activity Packages in Human 

Relations as compared with conventional instruction of 

distributive education in East Tennessee. The study con-

eluded there was no significant difference between the 

instructional methods. 69 

68Philip M. Lee, "An Experimental Study Comparing a 
Learning Activity Method of Instruction with a Lecture/ 
Textbook Methods in an Introductory College-level Unit on 
Investments" (Unpublished Ph.D. Dissertation. University 
of Iowa, 1976). 

69 '11' . h " . f W1 1am J. Cunn1ng am, A Compar1son o the IDECC 
learning Activity Packages with a Conventional Presentation 
in Distributive Education." (Unpublished Ph.D. Dissert
ation, The University of Tennessee, 1976). 
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One study reported mixed results for the effect-

iveness of competency modules. Bry an compared the effect-

iveness of a competency -based method, using instructional 

modules, and the lecture-discussion method, in a business 

education course at Mississippi State University. A 

comprehensive list of vocational teache r c ompetencies was 

secured from the Center for Vocational Education, The Ohio 

State University. Competencies were selected from this 

list which corresponded to the goals a n d objectives of the 

course to be taught. Twenty-three instructional modules 

were written by the investigator. It was reported that no 

significant difference was revealed between the two groups 

in terms of achievement, or attitudes of the students. 

However, a significant diffe rence was found between the 

70 groups when performance was compared. 

Many module formats are suggested for particular 

organizational needs. Russell, and Johnson have suggested 

formats for teaching science, history and drafting. The 

International Labor Office provides a vocational training 

system that utilizes modules of "employable skill. '' 

Projects 81 Center uses a UNIPAC approach. UNIPAC's have 

been developed for such curriculum areas as science, 

social studies, humanities, business education, and physical 

education. IDECC develops Learning Activity Packages (LAPs) 

70 Bryan, "The Development and Validation of a 
Competency-Based Course, pp. 124-125. 
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that focus on a broad range of distributive education 

skills. 71 

The original IDECC system of 500 LAPs was based 

upon the 983 competencies identified in Crawford's study. 

Each LAP consists of one to fourteen competencies; with the 

average of two competencies per LAP. The competencies 

which make up a LAP are sequenced from simple to complex. 

72 The LAP contains eight components. 

1. Pretest. 

2. Objectives. 

3. Learning activities. 

4 . Handouts (learning resources). 

5. Learning Manager's guide. 

6 . Pretest Key. 

7. Post-test. 

8. Post-test key. 

In 1974, -weber, Lucas and Miles reported on the 

development and evaluation of the IDECC LAPs. The 983 

competencies, identified in Crawford's study, were divided 

among the IDECC member states. Each state was to develop 

learning activity packages for each of the competencies. 

500 packages were prepared. The evaluation model was 

designed by Weber, and judged those package characteristics 

71Finch and Crunkilton, Curriculum Development in 
Vocational Education, p. 230. 

72 '11' d s. k \'h lams, Berns, an Turner- lpos, Tas 
Validation, pp. 1-2. 
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relating to students, materials, administration, economics, 

and personnel. Analysis of the data revealed findings 

highly favorable to the LAP method of instruction. 73 

In 1978, two studies were conducted that used 

experimentation instead of field-testing to evaluate IDECC 

LAP effectiveness. One, by Williams and Berns reported 

utilizing adult IDECC curriculum materials to evaluate 

the effectiveness of IDECC's systematic teaching approach. 

The adult IDECC teaching approach was compared with the 

postsecondary traditional teaching approach. Sixteen 

classes were randomly selected. The IDECC approach used 

selected Adult IDECC competency-based materials. The 

traditional instructors developed educational materials at 

a workshop. Findings based upon analysis of covariance by 

regression utilizing forty-eight sources of variance, in-

dicated that five sources of variance made a significant 

contribution: School, student education level by student 

education level, student occupational experience by 

student occupational experience, teaching approach by 

student past participation in distributive education 

programs, and student age. Teaching approach was found to 

contribute significantly to post-test scores when con-

sidered in combination with student past participation in 

73 Larry J. Weber, Stephen R. Lucas, and Benton E. 
Miles, "The Evaluation of Learning Activity Packages 
Developed by the Interstate Dlstributive Educatlon 
Currlculum Consortium" (paper presented at the annual con
ference of the American Educational Research Association, 
Chicago, Illinois, April, 1974), pp. 1-14. 
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Distributive Education programs, and when considered in 

combination with student supervisory and/or managerial 

experience. It was concluded that adult students having 

never participated in Distributive Education prior to 

instruction may achieve more by being taught by the adult 

IDECC approach. However, an adult student with experience 

in distributive education may achieve more by being 

74 taught by the traditional approach. 

A second study was conducted by Williams and Sipos 

utilizing postsecondary IDECC curriculum materials to 

evaluate the effectiveness of IDECC's systematic teaching 

approach. The study compared the postsecondary IDECC 

teaching approach with the postsecondary traditional 

teaching approach. A similar methodology was used as in 

the Williams and Berns study described above. Findings 

based on an analysis of variance indicated only one source 

of variance: the effect of schools. In addition, it was 

found that teaching approach when in combination with 

related work experience made a significant contribution to 

the student's post-test score. It was concluded that 

postsecondary students achieve higher scores when learning 

by the IDECC teaching approach than do postsecondary 

74 Terry M. Williams and Robert G. Berns, 
Experimentation and Further Validation of the IDECC 
Competency Based Teaching Approach in Adult Education 
(Columbus, Ohio: The Ohio State University, IDECC, Inc., 
19 7 8 ) ' pp . 9 3- 9 8 • 
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75 
students when learning by the traditional approach. 

Learning Styles and Teaching Methodology 

Task analysis instruction theory provides a basis 

for the instructional design of competency-based education. 

Competencies and educational objectives are identified 

from an analysis of tasks that make up a job and the tasks 

describe the behavior required to perform the job. Task 

analysis and taxonomies are developed to reveal the 

learning types required for competency and objectives 

achievement. Once the learning types are classified, the 

learning conditions and instructional procedures are 

evident. 

Task Analysis Instructional Theory 

Task analysis instructional theory proposes that 

the types of learning in an educational program must first 

by identified. A task analysis is made to produce a 

taxonomy of learning types. The taxonomy provides 

descriptions of relationships between its components so 

hierarchial learning arrangements and learning factors that 

influence each type of learning can be determined. Later, 

more specific indications are derived of learning content 

and how it is to be taught. 76 

75 'll' d . l' d . f Wl lams an Turner-Slpos, Va l atlon o IDECC 
Postsecondary Education, pp. 82-85. 

76Glenn E. Snelbecker, Learning Theory, Instruct
ional Theory, and Psychoed~cational Design (New York: 
McGraw-Hill Book Co., 1974), p. 454. 
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I 
Robert M. Gagne presents a well-known task analysis 

instructional theory, which proposes the use of task analy-

sis to identify and classify behaviors leading to an 

instructional design. By conducting a task analysis from 

this perspective, a relatively direct link is assumed 

between the taught task behavior and nece ssary instructional 

conditions, so effective instructional activities can be 

identified. 

Instruction involves the arrangement of the condi-

tions which facilitate learning which are the sets of 

circumstances bringing about learning. 
I 

To Gagne, 

"learning is a change in human disposition or capability 

which persists over a period of time and which is not 

77 simply ascribable to processes of growth." These 

conditions are both internal--within, and external--in 

the environment, of the student. The instructional design 

becomes some combination of the internal conditions: prior 

learning, aptitudes, attitudes, and e x ternal conditions: 

material sequencing, mode of presentation, kinds of feed-

back, which expedite achievement of the learning outcomes. 

The activity of instruction evolves from a description of 

the needed conditions of learning. The conditions are 

arranged in a hierarchial pattern taking into account the 

previously acquired capabilities of the learner, the 

requirements for retention, and the specific stimulus 

77 b I h d. . f . Ro ert M. Gagne, T e Con 1t1ons o Learn1ng 
(New York: Holt, Rinehart and Winston, 1977), p. 3. 
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situation needed for the next stage of learning. 78 

, 
Gagne theorizes eight types of categories of 

learning; some subordinate to and components of other, more 

complex types. Each have a particular beginning state, 

result in a particular performance capability, and for each 

are internal conditions or prerequisite skills needed for 

that type of learning to occur. A set of external con-

ditions is also appropriate for each learning type. The 

learning types are arranged in a hierarchial relationship; 

where lower-order learning precedes demonstration of higher 

learning. 79 The learning categories from simple to complex 

are: 

1. Signal learning. This type is based on the 

classical conditioning model where an unconditioned 

stimulus is paired with a neutral or conditioned stimulus 

to produce a desired response. The association is con-

tinued until the neutral stimulus produces the desired 

response. An involuntary reaction is produced. An educa-

tional example would be learning to associate a spoken 

name of an object with the printed name of the object. 

2. Stimulus-response learning. This is similar 

to the operant conditioning model of B. F. Skinner. The 

learning process involves making a single connection 

between a stimulus and a response, where a stimulus 

78 b'd 19 24 I l ., pp. -

79 Snelbecker, Learning Theory, pp. 464-465. 
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becomes associated with a correct response through the 

application of a reward or reinforcement that follows the 

response. This type of learning permits a person to per

form a voluntary response. The learning conditions that 

facilitate this learning are a repeated exposure to 

response-provoking stimuli, and continuous practice. An 

educational example would be for the teacher to extend 

praise and encouragement to a student as more and more 

correct approximations of the desired behavior are 

demonstrated. 

3. Chaining. Chaining is a matter of connecting 

together, in a sequence, two or more previously learned 

stimulus-responses. Motor chaining is used to carry out 

a sequence of motor responses which lead to a completed 

task. Through external direction or prompting, separate 

motions are performed in a close sequence. The learning 

activities that facilitate this learning are the present

ation of external cues, and allowing a number of trials 

to secure an even behavior pattern. An educational 

example would be the mastery of operational sequences 

involved in operating a typewriter. 

4. Verbal association. The learning conditions 

are similar to that for chaining. A connecting stimulus

response is required to associate the new cue with the 

response sought. The chain is sequentially ordered so 

continuity and confirmation is achieved with each repeti-
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tion. In many instances, a mnemonic device is created 

to be used as a memory aid. The learning activities 

that facilitate this learning are the presentation of 

external cues, using mnemonic devices, and providing a 

procedure to follow. An educational example would be to 

learn a checklist of operational sequences to start an 

engine. 

5. Discrimination. This learning involves 

distinguishing one stimulus from another, and requires 

learning not only what an object is, but also what it is 

not. The learning activities that facilitate this type of 

learning are providing items that are clearly different at 

the initial phase, presenting stimuli which are similar, 

but different, and presenting items that are closely alike 

which require measurement for discrimination. An educa

tional example would be learning the different character

istics which distinguish one model of a computer from 

another. 

6. Concept learning. Concept learning takes place 

when a learner makes a response that identifies and cate

gorizes an entire class of objects or events. Learning to 

classify objects and establish a concept, involves dis

covering the similarities and differences between the 

objects. When enough similarities are found, a grouping 

is made, and a concept is formed. The learning activities 

that facilitate this type of learning are the presenting 
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of a variety of stimuli and requiring the learner to make 

generalizations, making the stimuli and requiring the 

response as di stinctive as possible, and confirming 

successful application. An educational examp le would be 

learning what is meant by such concepts as marketing, 

distribution, and economics. 

7. Rule using. This type of learning requires 

the development and applications of principles. In its 

·simplist form, rule using is the chaining of two or more 

concepts to form a meaningful relationship. Once the 

concepts have been learned, the process of chaining or 

learning a principle involves recall of the concepts 

making up the rule. The learning activites that facilitate 

this type of learning are to have the students restate the 

rule in their own words, and provide laboratory experiences 

which will permit confirmation of previously learned rules. 

An educational example would be to learn how to establish 

the market price of a product. 

8. Problem solving. Problem solving occurs when 

the individual combines previously learned rules to form a 

higher-order rule. This requires the learner to utilize 

previously learned principles to solve a problem which has 

not been encountered before. The learning activities that 

facilitate this type of learning are to provide a problem 

for solution, allow students to use their own method of 

solution, and have the students list several alternative 
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problem solutions. An educational examp le would involve 

finding how to do something that is not solvabl e by 

f 11 . . 1 1 80 o ow1ng a s1ng e ru e. 

Sherman and ~Hldman examined task analy sis from 

several perspectives to discover a link with student 

lear ning. Their e xamination revealed tha t interest in 

learning theory and the purposes of task analysis has 

shifted from a predominately behavioral perspective to a 

more cognitive orientation. Task analysis has typically 

been used in instructional design by identifying and 

classifying component behaviors of a terminal behavior. 

Task analysis is now used for the analysis of the cognitive 

processes that occur between component behaviors. Three 

approaches to task analysis were categorized: The Optimal 

Content Structure Approach, the Learner-Content Match 

Approach, and the Optimal Content Presentation Approach. 

1. The Optimal Content Structure Approach is an 

idealized model of the cognitive processes to perform a 

specific function. The analysis results in the 

description of a hypothetical structure listing the 

processes in a sequential order. The hierarchy described 

represents one of several paths a learner may take in 

80 I 
Gagne, Conditions of Learning, pp. 76-167 
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solving a problem, any of which will lead to a correct 

solution. The instructional goal is stated and several 

strategies are identified to reach the goal. The link 

between the ideal or hypothetical structure and learning 

is the teaching routine. 

2. The Learner-Content Match Approach establishes 

that the demands of content must be in harmony with the 

competence of the learner. Applications from Piaget's 

theory of instruction form the basis for this approach. 

A three-step instructional design is used consisting of: 

Structural analysis--identification of ideal operations, 

individual assessment--identification of operations the 

learner actually uses in solving the problem, and 

instructional planning--the link between the learner's 

operations and the ideal operations. 

3. The Optimal Content Presentation Approach 

provides instructors with a high level of control over 

learning by explicitly defining teaching routines and 

student outcomes. Two methods are suggested to provide 

this control. One suggested by Englemann, where the 

instruction is organized by emphasizing the instructional 

routine rather than the learner response. This method 

results in learning uniformity, a single interpretation of 

program input, and generalizations consistent with the 
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example taught. A second method involves the use of 

algorithms to solve problems. Knowledge of an algorithm 

allows solution of problems of a particular type, and 

establishes a high degree of control over learner infor-

. . 81 mat1on process1ng. 

Patricia Cross constructed a Learning Model for 

Education, based upon assumptions of how people differ on 

three dimensions of learning: Learning rate, learning 

style, and their notivation and talents for various types 

of learning tasks. She says: 

" .•. If we expect learning to have 
maximum impact on the development of 
individuals, we must offer options with 
respect to pacing, metho~2 of instruction, 
and curricular content." 

According to Cross, self-paced learning and mastery learning 

are the keys to personalized and individualized education. 

Mastery learning leads to high achievement regardless of 

the time spent learning. A unit of study must be mastered 

before the next unit may be attempted. The cumulative 

features of knowledge stipulate that learning takes place 

81 Thomas M. Sherman and Terry M. Wildman, "Linking 
Task Analysis with Student Learning" (paper presented at 
the annual convention of the Association for Educational 
Communications and Technology, Denver, Colo., April 21-24, 
1980) 1 PP• 3-11. 

82K. Patricia Cross, "Personalizing Instruction for 
the Masses," in Personalized Instruction in Education Today, 
ed. by J. Gilmour Sherman, Robert S. Ruskin, Ronald M. 
Lazar (San Francisco: San Francisco Press, Inc., 1978), 
p. 3. 
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in a sequential fashion, with mastery demanded at each 

83 
step. 

Bloom claims 85 to 95 percent of students can 

master the tasks and concep ts to which they are exposed. 

The teacher's job according to Bloom, is to use teaching 

strategies that allow mastery of the material to be 

learned. 84 The teacher establishes what will be learned, 

how mastery of the learning will be demonstrated, and the 

methods, materials and procedures for mastery. McAshan 

claims that students will enjoy learning and be more 

motivated to learn, when they receive instruction that 

1 d t 1 . h' t 85 ea s o earn1ng ac 1evemen . 

Williams identified eight assumptions related to 

mastery learning. 

1. There is hierarchial sequence to learning. 

2. Learning cannot be assumed to have taken place 

unless the learner can demonstrate new behavior. 

3. Almost anyone can learn, given the proper 

instruction and time to learn. 

4. Different students learn in different ways. 

83Tb'd ..... 1 • ' pp. 3-4. 

84 Benjamin S. Bloom, Handbook on Formative and 
Sumrnative Evaluation on Student Learning (New York: 
McGraw-Hill, Inc., 1971), p. 43. 

85 McAshan, Competency Based Education, p. 104. 
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5. Success motivates students to learn more. 

6. Learning is enhanced when feedback is given 

about progress. 

7. If the student does not learn, the instruct-

ional strategy can be blamed. 

8. Competition with other students is not needed 

. 1 . 86 to mot1vate earn1ng. 

According to McAshan, a close relationship is 

found between the concepts of motivation and competency-

based education. Motivation produces achievement in 

students beyond which their abilities or skills would 

predict, and can be secured by the teacher positively re-

inforcing student learning outcomes. Herzberg's Theory of 

Motivation can be used by the teacher to identify certain 

motivational factors that can be used to reinforce student 

behavior reflecting successful learning. These motiva-

tional factors include: 

l. 

2. 

3. 

4. 

5. 

Knowledge of achievement. 

Recognition of achievement by others. 

The work itself. 

Responsibility. 

87 
Advancement and growth. 

86 John Williams, "Mastery Learning for Business 
Education," NABTE Review, No. 4 (1977), p. 48. 

87 McAshan, Competency Based Education, pp. 101-103. 
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Harrow perceives the process of motivation to be a 

hierarchy of steps consisting of interest, application, 

attitude, value and life adjustment. This is explained as: 

"A student's interest must first be 
captured; once you have his/her attention 
he/she can acquire some knowledge. The 
greater satisfaction, in terms of success, 
that this knowledge/skill level brings to 
the student, the more appreciation for the 
activity he/she will develop. From this 
appreciation, the student begins to 
structure a set of attitudes toward a 
particular activity or concept. As the 
attitude becomes more positive, the student 
progresses through higher levels of mastery 
skill development from which a set of values 
can emerge. It is from a well-developed set 
of values that changes in life style emerge ... 
To reinforce motivation, it is important 
to identify the prerequisite experiences 
necessary for a new situation, thereby 
allowing a student to begin a new learning 
experience from previous learning."88 

Learning Styles 

Cognitive strategies are internally organized 

skills used by people to manage their processes of 

attending, learning, remembering and thinking. These 

internal conditions require the recall of intellectual 

skills and information relevant to the specific learning 

89 tasks. These cognitive strategies lead to the develop-

ment of a cognitive style or learning style. Riechrnan 

88Anita J. Harrow. "The Behavioral Objectives 
Movement: Its Impact on Physical Education," Educational 
Technology, June, 1977, pp. 31-38. 

89 I 
Gagne, Conditions of Learning, pp. 48-49. 
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observed that students react diff e rently to class s i tuat i on s 

and learn in different ways. These reactions are 

influenced by a learning style which is a particular se t of 

b h . d . d 1 d 1 . 90 1 e avlors an attltu es re ate to earnlng. Cross a so 

observed that cognitive style is important to how students 

learn, teachers teach, and how students and teachers 

interact. 91 

Riechman categorized learning sty les according to 

activities instrumental to learning. The styles were 

classified as Classroom Interaction, Developmental, and 

Cognitive. 

1. Classroom interactions styles are characterized 

by categorizing typical student responses to other students, 

the teacher, and the general classroom environment. The 

resulting style categories are titled: Independent, 

dependent, participant, avoidant, collaborative, and 

competitive. 

2. Developmental styles arise from the view that 

learning style changes with the life cycle change. Piaget 

and others have shown that as we become older, we are 

better able to deal with material of greater abstraction 

and complexity. This approach to style proposes the need 

to consider the maturation of students in terms of their 

90 Riechmann, Sheryl W., Learning Styles: Their Role 
in Teaching Evaluation and Course Design (Amherst, Mass: 
Unlverslty of Massachusetts, 1979), p. 5. 

91 11 1' • ' II 6 8 Cross, Persona lZlng Instructlon, pp. - . 
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approach and capaci ty for learning . 

3. Cognitive a pproaches to style dea l with "how 

the head works." Attention is given to the mental 

strategies used toward problems and new information. Two 

cognitive approaches to style are the field-independent-

d d t d . . 1 . 92 epen en construct an cogn1t1ve sty e mapp1ng. 

Riechmann reported on the work of Witken in the 

development of the field-independence-dependence construct, 

and Hill and his colleagues in the development of cognitive 

style mapping. Field independence refers to the ability of 

isolating a particular factor from related information and 

is demonstrated by such student characteristics as: Being 

interested in and sensitive to others, conforming, liking a 

social context, drawn to fields involving people and human 

relations, being intuitive, and requiring a high degree of 

external structure for learning. Field dependence refers to 

the tendency to perceive things as a whole and is illus-

trated by such student characteristics as: Being intern-

ally directed, not sensitive to the social field, favoring 

the sciences and mathematics, being analytical, and 

requiring low structure for learning. The cognitive style 

map provides the assessment of learners characteristics 

and preferences for learning from material presented 

auditorily, pictorially, or in words or symbols. The 

analysis provides information about learning context 

92R . hm e1c ann, Learning Styles, p. 3. 
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preferences of students and teaching strategies favoring 

93 student learning preferences. 

Teaching Styles 

A teacher's cognitive strategy also leads to prefer-

ences for certain behavioral modes in relating to students. 

These modes can be categorized into teaching sty les. 

Koppelman investigated differences in teaching behavior as 

related to the field-dependence-independence construct. 

The study revealed several contrasts in the ways field 

independent teachers behaved in the classroom. Field-

dependent teachers use a more personal teaching style than 

their field independent counterparts. The personal style 

leads to a concern for the student as a person, a consistent 

pattern of friendly, familiar student interaction, a more 

personalized disciplinary approach using commands that 

students were expected to obey, and giving answers to help 

students with assignments. Field-independent teachers use 

an impersonal classroom management technique, emphasizing 

analytical processes for interaction, and emphasis on the 

student's role and responsibilities as a learner.
94 

Roberts presented an interesting developmental 

93 b •.d 6 I ~ . I pp. 4- . 

94Kent Koppelman, "The Relationship of Cognitive 
Style to Teaching Stle" (paper presented to the Midwest 
Education Research Association, Toledo, Ohio, October 17, 
1980) 1 PP o 12-13 • 
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approach to identification of teaching style by examining 

the life cycle stages of teachers from early professional 

life to late teaching years. His premise is that the 

teacher's style changes with each life-cycle phase. This 

is based upon the belief of developmental psychologists 

that adult development occurs according to a generally 

predictable, age-grouped timetable. Advancement from one 

adult stage to another requires meeting certain develop-

mental tasks which influence the teaching style. The 

first stage is the twenties period, which is a time of 

impatience and idealism, where teachers tend to over-

estimate student abilities. In the thirties period, the 

teacher is in a state of transition and turmoil. The mood 

is one of pragmatism, and energy is expended in overtime, 

deadlines, and upward mobility. The forties period is 

characterized by a letdown. Teaching loses its challenge, 

life becomes predictable, and change is opposed. Student 

ability now tends to be under estimated. After fifty is 

the last adult life cycle, and is a mellow time, one of 

stablization, exhibited in a sense of total self-

acceptance and a tolerance of others. According to Roberts: 

It is at fifty and beyond that many 
teachers becrnne the 'master' teachers, 
teachers who support the system without 
pandering to it. They have learned to be 
honest and forthright without being in
flarnrnatory ... they establish, by their own 
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example, an emotional climate conducive 
to harmony.95 

Contingency Style Management for Instruction 

To consider learning styles and teaching styles, 

suggests that for optimal learning to take place, the 

student learning style should be compatible with the 

instructional method or teaching style used to develop new 

learning. The instructional approach should be contingent 

upon the needs and learning style of the learner. The 

need exists for educational programs to include alternative 

instructional methods that can be selected by the student 

to fit or match his or her particular learning style. This 

requires at least three actions. 

1. Identification and awareness of the teacher 

of his or her particular learning style. 

2. Identification and awareness of the teacher of 

his or her particular teaching style. 

3. Matching the student to an instructional 

alternative or teaching style that provides the greatest 

opportunity for student learning. 

The work of Fred Fiedler, William Redden, and 

Victor Vroom and Philip Yetton provide a basis for 

matching student learning style and teaching style. The 

application reference is from management and leadership 

95 oon Roberts,"Adult Life Cycles and Teaching," 
The Education Digest, April, 1978, pp. 14-16. 
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theory, where an appropriate leadership style is matched to 

fit the situation and needs of the subordinate. When 

leadership style, situation and subordinate needs are 

matched, the performance behavior of the leader and 

subordinate is expected to lead to the highest achievement 

of organizational goals. When the teaching style or 

instructional method is matched to the learning style of 

the learner, effective learning can be expected to result, 

provided the learner is motivated to complete the learning 

activity. 

Riechrnann, explained that people go about learning 

things differently, and urged the consideration of the 

implications of student learning styles on student satis-

faction. When material is presented that fits the learning 

styles of the student, they can and do learn. Teachers 

should understand why certain teaching behaviors fail and 

different people accept information in different ways; 

some in writing, pictures, graphs, within a group setting, 

. d. . d 11 96 or ln lVl ua y. 

Cross proposes a teaching/learning style match, 

using the field-dependent-independent construct. A 

continuum of possibilities exist for individualized 

instruction. At one extreme, are the methods of programmed 

instruction, and mastery learning--highly structured and 

impersonal approaches. At the other extreme, is the method 

96 . h . 1 5 6 Re1c mann, Learn1ng Sty es, pp. - . 
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of individualized learning contracts--essentially unstruct-

ured and highly personalized. Fie l d-dependent learners 

need matching with instruction using mastery learning, and 

the high interpersonal interaction of learning contracts. 

On the other hand, field-independent learners need the 

low structure of learning contracts together with the 

. d d . d f d . . 97 1n epen ence ga1ne rom programme 1nstruct1on. 

Tomaino proposed a teaching style model based upon 

the characteristics of adult learners. To Tomaino, adult 

learners differ from child learners in terms of four 

characteristics which influence the teaching approach. 

1. Self-concept. Adults perceive themselves as 

able to manage their own affairs, and should be encouraged 

to plan the learning process and diagnose their needs. 

The teacher's role becomes one of stimulator, facilitator 

and resource person. 

2. Experience. Typical adult students enter into 

an educational activity with a background of experience, 

and are less dependent upon experts and books. 

3. Readiness to learn. Adults are motivated to 

that which is congruent with their developmental phase. 

4. Time perspective. Adults are likely to respond 

to learning as a "new" activity with problem solving 

features about it. Units of learning organized around 

97 Cross, "Personalizing Instruction," p. 8. 
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present life problems are perceived as more relevant than 

u~its clustered around logical divisions of subject matter. 

Tomaino implies that teaching style should conform 

to the characteristics of the student. A two-dimensional 

framework for identification of teaching style is adapted 

from the Blake-Mouton Managerial Grid as a model repre-

senting behavioral alternatives for the teacher. The two-

dimensions are: A concern for student conformity to the 

new teaching goals, and a concern for student commitment 

to the new learning. Conformity means that the learner 

does what the teacher wants, and commitment means that 

the learner psychologically "buys" the significance of 

what is learned. The dimensions are scaled from a low 

value of 1 to a high value of 9. The teacher•s style is 

identified in terms of the creative synthesis by the 

teacher between the dual concerns of conformity and 

commitment, taking the characteristics of the adult 

1 . "d . 98 earner lnto cons1 erat1on. 

The IDECC systematic teaching approach using the 

LAP method of instruction, provides alternative learning 

activities in each LAP that individualizes the instruction 

and allows the student to select the learning activity 

most compatible with the personal learning style. 

98 Louis Tomaino, "On Teaching College Students as 
Adults, n Improving College and University Teaching, ~\Tinter, 

1977, pp. 13-15. 
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Economics-Marketing Competencies 

In 1976, Samson and Barrett-Rathert investigated 

what major marketing concepts were important to include in 

a curriculum for distributive education students. The set 

of IDECC LAPs presently covered the specific competencies 

for a variety of distributive occupations. The study was 

conducted to discover if there were major marketing 

concepts more inclusive than a competency, and if the 

concepts were covered presently in the IDECC system. The 

objectives of the study were to: 

1. Identify marketing concepts from research and 

literature. 

2. Validate the concepts with business people of 

the consortium states. 

3. Determine if the validated concepts were in 

IDECC LAPs. 

Sixteen major marketing concepts were identified and the 

concepts were validated using a survey administered to 312 

business people. The mean responses to the survey in-

dicated the sixteen concepts were rated as important or 

better. On the basis of the study, it was recommended 

that LAPs be developed for all concepts except Risk and 

GNP. 99 

Eggland, also in 1976, investigated which economic 

understandings were thought to be most important by 

99 samson and Barrett-Rathert, Marketing Concepts, 
pp. 1, 43. 
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by economists and economics educators. The fifty-six 

economics concepts and understandings identified were 

translated into competency statements, and rated by 222 

distributive education persons in the Midwest. A Delphi 

technique was used to determine the degree of importance 

and depth of knowledge needed. Hiearchies of competencies 

were identified for each U.S.O.E program code and a 

l t . k. d . d 100 cumu a 1ve competency ran 1ng was er1ve . 

Economics-Marketing LAPs 

In 1977, the IDECC executive committee decided to 

publish the EM LAPs in a desire to reach a larger target 

market, feeling the EM economics and marketing concepts 

would have a wide market appeal. The EM LAPs were designed 

to provide an instructional package for the development of 

a basic working knowledge of general economics and market 

concepts. The economics and marketing concepts were 

identified in the Eggland, and Samson and Barrett-Rathert 

studies. These studies were chosen because, at that time, 

they were the only ones that identified specific competen-

cies in line with the procedures of IDECC. 

The two studes identified overlapping competencies, 

concepts, and understandings. Appendix 2 shows the 

100steven Eggland, "The Determination and 
Verification of Economic Competencies Required of Persons 
Employed in Distributive Occupations," The Journal of 
Vocational Education Research, II (Spring, 1977), pp. 18-21, 
32 
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alignment made by Karen Leonard, IDECC curriculum specia-

list, under the guidance of Dr. Neal Vivian to avoid this 

duplication. After the alignment, twenty-three 

competencies were approved for LAP development. State 

consortium members, Virginia and Wisconsin, volunteered for 

the LAP development and field-testing. As a result, 

twenty-four LAPs were developed--one competency is 

developed by two LAPs--and released to users in 1980. 101 

101Based on personal recollections of Karen 
Leonard, IDECC curriculum specialist, who coordinated the 
development of the EM LAPs. Communicated to the author on 
July 29 and August 9, 1982. 



CHAPTER III 

METHODOLOGY 

This chapter describes the methcds and procedures 

used to verify the twenty-three Interstate Distributive 

Education Curriculum Consortium (IDECC) Economics/Marketing 

(EM) competencies and evaluate the IDECC EM Learning 

Activity Packages (LAPs). 

Verification of Competencies 

The following section describes the design and 

instrumentation used for the verification of the twenty

three EM competencies. The scope of the verification does 

not include the task analysis and competency identification 

which was previously carried out by Samson and Barrett

Rathert, Eggland, and the IDECC staff. The primary data 

input for this portion of the study was the responses to 

the EM competency statements by mid-level aviation 

managers, and students seeking future employment as mid

level aviation managers. 

Sample Subjects 

The sample for the EM competency verification was 

drawn from mid-level aviation managers located in a ·cross 

section of the state of Florida, and from students, as 

potential seekers of employment as mid-level aviation 

83 
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managers, in aviation degree programs at Embry -Riddle 

Aeronautical University, Daytona Beach, Florida. 

Manager Subjects. The mid-level aviation managers 

were selected using judgment sampling. Judgment sampling 

involves selecting un its/subjects on the basis of the 

judgment of the researcher. The results from a judgment 

sample are obtained by procedures which depend on a 

judgment-selection of "typical" or "representative" sub

jects concerning which information is to be obtained. 102 

The author's background and experience in teaching 

aviation management and knowledge of the airline industry 

and airport management lead to the judgemental selection 

of the sample subjects for this study. 

An exhaustive sample 'l.vas drawn of the twenty-five 

airline companies and aviation authorities located in 

Daytona Beach, Jacksonville, Orlando, and Tampa, Florida. 

In the judgment of the author, it was felt that the mid-

level aviation managers and airport directors at these 

locations were typical and representative of other mid-

level aviation managers and airport directors nationwide 

in that all were subject to company and organizational 

policies for interviewing, hiring, evaluating subordinates, 

and describing job dimensions. 

The selection of the geographical area for the 

study was based upon the belief that the extensive business 

102 '11' . h f 1' Wl lam Dem1ng, Some T eery o Samp 1ng, (New 
York: John Wiley & Sons, Inc., 1950), p. 13. 
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development of the Daytona Beach, Jacksonville, Orlando, 

and Tampa, Florida cross-section due to the area's tourist 

popularity, geographic location, favorable climate, and 

business opportunities, led to basing of many of the 

nation's major airlines and commuter airlines in this area, 

and that these airlines were representative of airlines 

serving the Southeastern United States, and the United 

States as a whole. 

The aviation authorities selected for the sample 

were believed to be representative of other aviation 

authorities because the airports of this area were operated 

under similar economic and marketing conditions as other 

aviation authorities nationwide. 

The basic organization unit, for an airline, at 

an airport, is the station. Each station is headed by a 

manager. The size of the station is largely dictated by 

the numbers of company flights arriving and departing 

from an airport. The more flights, the larger the station 

staff. The mid-level aviation managers surveyed were 

those assigned to a particular company station, and the 

positions surveyed for each station were: 

l. Station Manager. 

2. Sales Manager. 

3. Customer Service Manager. 

4. Operations Manager. 

For many of the stations, the station manager was the only 
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Manager assigned at the station. 

The aviation authority is a county /governmental 

unit, headed by an airport director or manager, who 

supervises the airport operations. The size of the 

aviation authority varies according to the traffic at the 

airport served. The management positions surveyed f or each 

airport were: 

1. Airport Director/Manager. 

2. Operations Manager. 

3. Marketing Manager. 

The airline companies and aviation authorities surveyed 

were: 

1. Delta Airlines. 

2. Eastern Airlines. 

3. Piedmont Airlines. 

4. Dolphin Airlines. 

5. Altair. 

6. Air New Orleans. 

7. Air Florida. 

8. United Airlines. 

9. Texas International Airlines. 

10. People Express Airlines. 

11. Republic Airlines. 

12. Continental Airlines. 

13. T~vA. 

14. Ozark Airlines. 
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15. Northwest Airline s. 

16. USAIR. 

17. Midway Airlines. 

18. Pan American World Airways. 

19. American Airlines. 

20. Devoe Airlines. 

21. NY Air. 

22. Aviation Authority, Daytona Beach, Florida. 

23. Aviation Authority, Orlando, Florida. 

24. Aviation Authority, Tampa, Florida. 

25. Aviation Authority, Jacksonville, Florida. 

Student Subjects. The student sample was drawn 

from those students enrolled in aviation, associate or 

bachelor degree programs offered by Embry-Riddle 

Aeronautical University. The primary purpose of this 

University is to prepare students for careers in aviation, 

and in the judgment of the author, the students of the 

University were representative future seekers of mid-level 

aviation management positions. The sample was taken from 

those students enrolled in sections of the MS 205, 

American Business Enterprise course taught at the 

University. Students in this course were sampled because 

the course is required in all but one undergraduate degree 

program offered by the University, and it was believed 

that the students taking the course were representative 

of other students attending the Univ~rsity. 
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Instrumentation 

This section describes the various instruments that 

were used to collect competency verification data. 

Interview Guide. The Interview Guide (See Appendix 

No. 3) was used to collect the perceptions and opinions of 

mid-level aviation managers if whether the twenty-three EM 

competencies were foundational to their job performance. 

The Interview Guide was designed by the author using a 

five-point Likert-type scale for respondents to indicate 

their degree of agreement or disagreement with a particular 

EM competency statement. The Guide was designed so choices 

to the statements cculd be indicated by placing a check

mark in an appropriate box corresponding to the columns 

headed: SA (Strongly Agree), A (Agree), N (Neither Agree 

nor Disagree), D (Disagree), and SD (Strongly Disagree). 

Values of one to five were assigned to the scale positions. 

Since the statements were all positively worded, the five 

value corresponded to Strongly Agree, and the one value to 

Strongly Disagree. Two open-ended questions were asked at 

the end of the instrument. One, asking if any other 

foundational EM competency was needed for job performance, 

and two, asking for comments. All interviews were 

conducted by the author. The instrument was also used as 

a mailed questionnaire when respondents did not wish a 

personal interview. 



89 

Questionnaire. The Questionnaire (See Appendix 

No. 4) was designed to collect the perceptions and op inions 

of students if whether the twenty-three EM compe tencie s 

were foundational to the job performance of mid-level 

aviation managers. The Questionnaire was designed using 

a five-point Likert-type scale for respondents to indicate 

their degree of agreement or disagreement with a parti

cular EM competency statement. The Questionnaire was 

arranged so respondents would indicate their choices to 

the statements by placing a check-mark in an appropriate 

box corresponding to the columns headed: SA (Strongly 

Agree) , A (Agree) , N (Neither Agree nor Disagree) , 

D. (Disagree), and SD (Strongly Disagree). Values of one 

to five were assigned to the scale positions. Since the 

statements were all positively worded, the first value 

corresponded to Strongly Agree, and the one value to 

Strongly Disagree. Two open-ended questions were asked 

at the end of the instrument. One, if any other found

ational EM competencies were needed for job performance, 

and two, asking for comments. All Questionnaires were 

administered by the author. 

Data Collection 

The following procedures were followed to 

verify the twenty-three IDECC EM competencies. 

Aviation Managers. Appendix 5 shows the intro

ductory letter used to ask for an interview appointment 
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and explaining t h e need to verify the EH competencies. The 

letter wa s mailed to each station manager and airport 

director of the airline companies and airport authorities 

selected for the survey. The appointments were arranged at 

a convenient time for the managers and directors on one of 

the two days the interviewer was scheduled to be in a city . 

A copy of the Interview Guide was enclosed, along with a 

list for the manager to check-off of convenient times, and 

a return-addressed stamped envelope for reply. 

If a manager was agreeable to an interview, a 

confirmation letter (See Appendix No. 6) was sent. 

When managers were unavailable for an interview, or 

failed to respond to the initial contact letter, a follow

up letter was sent immediately after the interviewer 

visited a city (Appendix No. 7) , asking that the manager 

complete the Interview Guide on his own, and return. Also, 

Interview Guides were sent along for the other managers to 

be included in the survey to complete, if persons occupied 

these positions, and if the Station Manager or Airport 

Director was agreeable. A return-addressed stamped 

envelope was included for reply. 

A second follow-up letter (Appendix No. 8) was sent 

three weeks after the first follow-up letter as a final 

effort to secure responses. In order to elicit responses, 

a token/financial incentive was offered to stimulate 

interest and mot i vate action for survey completion. 
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In some cases, upon receipt of the initial contact 

letter, managers independently completed the Interview 

Guide rather than arrange for an interview, and returned 

the Interview Guide as a mailed questionnaire. In this 

instance, another letter was sent (Appendix No. 9) as 

thanks for the response, and asking that the marketing 

manager, customer service manager, and operations manager, 

assigned to the station, complete and return Interview 

Guides as mailed questionnaires. Interview Guides were 

enclosed, along with a return-addressed stamped envelope 

for reply. 

Students. Questionnaires were administered to 

students in sections of the American Business Enterprise 

Course offered by Embry-Riddle Aeronautical University. 

The author administered all questionnaires. The instrument 

was administered in a classroom environment, during a class 

period. Subjects were asked to respond to the competency 

statements, "to the best of their knowledge." The 

questionnaires were explained as an attempt to improve 

curricular offerings of the University. Subjects were 

encouraged to respond to the open-ended questions at the 

end of the questionnaire. Ample time was allowed for all 

to finish the instrument. 
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Instructional Delivery System Evaluation 

The IDECC EM LAPs were evaluated to determine if 

they were an effective instructional delivery system to 

teach the concepts, and understandings for achievement of 

the Economics and Marketing competencies. Two experimental 

instructional treatments: IDECC EM LAPs and Modified 

IDECC ~1 Lecture-only were compared against a traditional 

lecture-method of instruction. 

The pre-test and post-test student achievement 

scores resulting from the instructional treatments were 

the data inputs for the evaluation. The section on 

Instrumentation following, describes the tests' construct

ion and administration. 

Subjects. 

Students in three intact class sections of the 

MS 205, American Business Enterprise course taught Spring 

term 1982, at Embry-Riddle Aeronautical University, were 

the experimental subjects for the comparison and 

evaluation. This course was chosen because the subject 

matter taught--introductory principles of free enterprise, 

and general economics and marketing concepts--paralleled 

the content of the EM LAPs. It was sophomore-level 

course, within the community college scope of the research 

emphasis. 

Subjects were assigned as intact groups to 

experimental treatments. A random number of table \vas used 
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to make the assignments. 

Experimental Design 

A quasi-experimental non-equivalent control group 

h d . 103 d f h . researc es1gn was use or t e exper1ment. The 

schematic of the experimental design was as follows: 

0 0 

0 0 

0 0 

Each intact class section was randomly assigned to one of 

three instructional treatments. 

IDECC EM LAPs. Designated as an experimental 

group (X 1 ). The IDECC EM LAPs were divided into six :major 

topics, which established the instructional sequence shown 

in Appendix 10. Each topic was taught using a number of 

LAPs that delivered the concepts and understandings for 

competency achievement. The topic assignment and LAP 

order was suggested by IDECC. A lecture was given for 

each LAP using the IDECC-provided lecture materials for 

the LAP. Students were given the LAP for study a class 

prior to the LAP's lecture. After each topic was completed 

a short quiz was given to test intermediate progress, and 

be the basis for University prescribed assignment of a 

mid-term grade. 

103Donald T. Campbell and Julian C. Stanley, 
Experimental and Quasi-Experimental Designs for Research 
(Chicago: Rand McNally & Co., 1963), pp. 47-50. 
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Modified IDECC EM Lecture-Only. Designated as an 

experimental group (X2 ). Lectures were given based on 

the EM LAPs, to deliver the concepts and understandings for 

competency achievement. The instructional sequence shown 

in Appendix 10 was used to guide lecture presentations. 

No LAPs were made available to students nor were any 

references made to LAPs or IDECC, the course text, 

Introduction to Business: C t V. 104 A on emporary 1ew was used 

for subject matter reference. After each topic was 

completed, a short quiz was given to test intermediate 

progress, and be the basis for University prescribed 

assignment of mid-term grades. 

Lecture Method. Designated as the control group 

(X 3 ). This group was taught using the course text as the 

basis for subject matter content. The class lectures were 

based on the course text, and text reading assignments 

were made to lead to student achievement of course 

objectives. Appendix 11 shows the instructional sequence 

for this groups. There was no attempt to tie the 

instructional sequence of the experimental groups to that 

of the control group. The course text was chosen because 

of its coverage of the introductory principles of free 

enterprise, and general economics and marketing principles, 

as related to the IDECC EM LAPs subject matter. This 

104John A. Reinecke and William F. Schoell, 
Introduction to Business: A Contemporary View (Boston: 
Allyn and Bacon, Inc., 1980). 
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group differed as to when the post-test was administered. 

For the two experimental groups, the post-test was 

administered when the instructional sequence was completed 

the ninth week of the course. The post-test for the 

control group was administered when the course's instruct

ional sequence was completed--the fourteenth week of the 

course. The learning objective content of the American 

Business Enterprise course was not altered to accomodate 

for the experimental treatments, rather the IDECC-based 

materials were used as an alternative enabling strategy for 

achievement of certain course objectives. The control 

group was not administered the post-test until course 

completion because the instructional sequence of the control 

group leading to achievement of course objectives, was not 

completed until the end of the course. All instructional 

treatments were designed to lead to achievement of the 

course's learning objectives, therefore the time span of 

learning within the fourteen week course period would not 

influence achievement of course learning objectives. 

Instrumentation 

A Student Information Sheet, and pre-post achieve

ment tests were used to evaluate the effect of the instruct

ional treatments on experimental and control groups. 

Pre-post achievement tests. The achievement pre

test was developed by the author using questions randomly 

drawn from the IDECC Random Access Test Bank (RATB) of 
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multiple-choice questions for the EM LAPs. The questions 

included in the RATB were related to the competencie s to be 

achieved, not to the specific teaching materials. The pre

test shown in Appendix 16, consisted of fifty multiple

choice questions, and was intende d to measure entering know

ledge about economics and marketing. This instrument was 

administered to all groups on the second day of class, with 

the explanation that the instructor wished to identify the 

level of the class in respect to their background 

knowledge about business. 

The achievement post-test shown in Appendix 17, was 

developed by the author using questions drawn from the RATB. 

It consisted of fifty-multiple-choice questions, and was 

intended to measure existing knowledge about economics and 

marketing after instruction. The post-tests for the experi

mental groups were administered in the ninth week of classes, 

upon completion of the Instructional Sequence. The post

test for the control group was administered after the four

teenth week of class; at the end of the course. Student 

subjects received a grade for their post-test performance 

which contributed twenty percent toward their final grade 

in the HSZOS, American Business Enterprise course. 

Questions for the pre-post tests and quizzes were used only 

one time. Once a question was selected for a test or quiz, 

it was withdrawn from the RATB to minimize testing effects. 

Student Information Sheet. All subjects completed 

a Student Information Sheet (Appendix 12) designed by the 
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author. The instrument provided personal, academic, 

vocational background data, and aspiration2l inf ormation 

about subjects and was used to measure equivalency of t h e 

three groups used in the study. 

Statistical Tests for Hypotheses 

The research hypotheses of the study and the 

statistical tests used to evaluate these hypotheses are 

summarized in Table 1. 

The samples taken for the competency verification 

and instructional system evaluation were drawn independ

ently; where the selection of one sample or subject had no 

effect on the selection of the other samples or subjects. 

A uniform level of significance, p = .05, was adopted for 

all hypothesis tests. 

Hypotheses One and Two 

A Likert-type scale was used to measure and collect 

Interview Guide and Questionnaire responses. The Likert 

scale is a summated scale consisting of a series of items 

to which the subject responds. Degree of agreement or 

disagreement with each item on an intensity scale is 

indicated. This technique produces an ordinal scale 

requiring non-parametric statistics to be used for analysis. 

The Kolmogorov-Smirnov one-sample test is the appropriate 

non-parametric alternative to the chi-square goodness-of

fit test for evaluating the goodness of fit between a 

sample of observed values and a hypothesized probability 



Hypothesis 

1. x>3.1 

2. x>3 .1 

3. Gain Scores 
xl =X2=x3 

4. Achievement 
Scores 

xl =X2=x3 

5. Gain Scores 

xl +2 > x3 

6. Achievement 

xl +2 >x3 

TABLE 1 

SUMMARY OF HYPOTHESES TESTS 

Significance 
Level 
p=.OS 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Kolmogorov
Smirnov one
Sample Test 

Yes 

Yes 

One-way 
Analysis 

Of Variance 

Yes 

Yes 

Yes 

Yes 

/ 
Scheffe 

Test for 
Multiple Comparisons 

Yes 

Yes 

Yes 

Yes 

w 
co 
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d . "b . 105 lstrl utlon. The Kolmogorov-Smirnov test requires sample 

data measured on an ordinal scale with the assumption that 

the data is continuously distributed. The hypothesized 

distribution is converted into a relative cumulative frequ-

ency distribution with intervals comparable to sample inter-

vals. The sample distribution is also converted into a 

relative cumulative frequency distribution. The test is 

based upon the largest absolute difference bet"l.veen the sample 

intervals of the two distributions. The largest 'absolute 

difference is designated as the symbol D, and is compared 

to critical table values of D for the appropriate sample 

size and level of significance. If the calculated value of 

D equals or exceeds the tabled D value the hypothesis is 

rejected that the sample carne from a population with the 

hypothesized frequency distribution. If the calculated D 

value is smaller than the tabled D value, the hypothesis of 

no difference between the distributions is retained. 

Percentage and numerical tabulations were also made 

to analyze and describe the data. 

Hypotheses Three Through Six 

Student gain scores and achievement scores were 

analyzed to determine if any significant differences 

existed among the study groups. Because three groups were 

compared, the one-way analysis of variance procedure 

105 h d 1 h . . Jo n T. Roscoe, Fun amenta Researc Statlstlcs 
for the Behavioral Sciences (New York: Holt, Rinehart and 
Wlnston, Inc., 1975), p. 271. 
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(ANOVA) provides t he appropriate statistical analysis t o 

test the hypothesis of equal means between groups. 106 

The T-test is not appropriate in this instance because the 

T-distribution is based upon the assumption that only two 

samples will be compared. The ANOVA procedures enables 

the investigator to analyze the contribution of the 

experimental treatment. and sampling error toward the total 

variability of individuals in an experimental situation. 

The analysis results in the calculation of an F statistic. 

The calculated F value is compared to a tabled F value at 

the desired level of significance and with the appropriate 

degrees of freedom. If the calculated F equals or exceeds 

the tabled F value, the hypothesis of equal means is re-

jected, and a significant difference between the means is 

determined to exist. If the calculated F value is smaller 

than the tabled F value, the hypothesis of equal means is 

accepted, and no further analysis is required. 

In the three sample cases, when the M~OVA reveals 

a significant difference between the means, it does not 

show which means are significantly different from other 

means. To bring the research analysis to a satisfactory 

conclusion, a post hoc comparison is appropriate to 

determine which pairs of means differed. 
/ 

The Scheffe test 

for all possible comparisons was used to test for any and 

106Ibid., p. 292. 
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107 ~ 
all possible comparisons between means. The Scheffe 

test was used in preference to other post hoc tests b e cause 

of its applicability to samples of unequal size. The F 

statistic is calculated for any pair of means, with the 

same level of significance and degrees of freedom used for 

the ANOVA, and compared with the tabled F value. As with 

the ANOVA, if the calculated F equals or exceeds the 

tabled F value, the hypothesis of equal means is rejected. 

If the calculated F. value is smaller than the tabled F 

value, the hypothesis of equal means is accepted. 
I 

The Scheffe procedure can also be used to study 

more complex relationships than simple comparisons of pairs 

of means. The means of two groups can be combined and 

d th f h . d 108 compare to e mean o a t lr group. This method was 

followed to combine the means of group x1 and x2 and then 

compare the combined means to the mean of group x3 , to 

test the hypothesis of equal means. An F value is cal-

culated and compared to a tabled F value. If the calcu-

lated F equals or exceeds the tabled F value, the hypothesis 

of equal means between groups is rejected. If the 

calculated F value is smaller than the tabled F value, 

the hypothesis of equal means is accepted. 

lO?Ibid., pp. 309-13. 

108Ibid., p. 314. 



CHAPTER IV 

RESEARCH FINDINGS 

This research was conducted to verify t h e twenty 

three Interstate Distributive Education Curriculum Con

sortium (IDECC) Economics/Ma rketing (EM) competencies and 

to evaluate if the IDECC EM Learning Activity Packages 

(LAPs) were an effective instructional delivery system to 

teach the concepts and understandings to achieve these 

competencies. This chapter presents the analysis of the 

research results. The six hypotheses of this study will be 

evaluated, and appropriate conclusions will be made. 

Verification of Competencies 

Data input for this portion of the study was the 

perceptions of mid-level aviation managers and students 

seeking future employment as mid-level aviation managers, 

in the form of opinions concerning the twenty-three IDECC 

EM competencies. 

The sample distributions of the perceptions of 

aviation manager and student subjects regarding EM 

competencies were evaluated to determine if they were 

distributed in the same fashion. The determination was 

made to establish the equivalency and homogenity of the 

two groups in order to allow any subsequent generalizability 

102 
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of results. The Kolmogorov-Smirnov two-sample procedure 

was used and Table 2 shows the evaluation. No significant 

difference in the sample distributions of managers and 

students was revealed. Therefore, the groups were 

considered equivalent and homogenous. 

Mid-level Aviation Managers 

The perceptions and opinions of the managers were 

collected with the Interview Guide survey instrument 

(appendix 3). Forty-six managers from the twenty-five 

airline companies and aviation authorities included in 

the sample were initially contacted for an interview. Five 

personal interviews were conducted, and 39 Interview Guides 

were independently completed as a mail questionnaire by 

the manager concerned, for a total of 44 completed surveys 

received. Twenty-one of the twenty-five airlines and 

authorities participated in the survey. The companies and 

authorities were located at Daytona Beach, Jacksonville, 

Orlando, and Tampa, Florida International Airports, where 

an exhaustive sample was taken at these locations. Each 

airline and authority had one or more managers assigned. 

Two follow-up attempts were made to obtain the 

total forty-four responses. Return of the completed 

Interview Guide by mail, whatever the reason, obviously, 

was preferred to the personal interview method. The 

managers, also, were reluctant to provide the personal 

data asked for on the cover page of the survey, and reply 
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TABLE 2 

VALUES OF THE KOLMOGOROV-SMI RN OV D STATISTIC 
FOR TWO INDEPENDENT SAMPLES FOR EVALUATION OF 

POPULATION HOMOGENITY OF AVIATION ~UlliAGERS 

AND STUDENT SAMPLE (p=~5, D=.2220) 

Nanager Student 
Cumulative Cumulativ e 
Relative Relative 

Competency Response Frequency Fr equency Difference 

1. SA .5682 .3490 .2192 
A 1. 0000 .4490 .0510 
N 1.0000 .9922 .0078 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

2. SA .4773 .3765 .1008 
A 1.0000 .9138 .0862 
N 1.0000 .9883 .0117 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

3. SA .2046 .2628 .0582 
A .7500 .8197 .0697 
N .9773 .9726 .0049 
0 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

4. SA .2955 .1961 .0994 
A .8409 .7333 .1076 
N .9773 .9490 .0283 
D 1.0000 1.0000 0 

SD 1. 0000 1.0000 0 

5. SA .6591 .4941 .0165 
A .9773 .9294 .0479 
N 1.0000 .9961 .0039 
0 1.0000 1.0000 0 

so 1. 0000 1.0000 0 

6. SA .6136 .4510 .1626 
A .9091 .8784 .0307 
N .9546 .9843 .0297 
0 1. 0000 .9961 .0039 

so 1.0000 1.0000 0 

D 

. 2192 

.2192 

.0697 

.1076 

.0165 

.1626 
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TABLE 2 (Continued) 

Manager Student 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

7. SA .5909 .4314 .1595 .1595 
A .9546 .8392 .1154 
N 1.0000 .9490 .0510 
D 1.0000 .9961 .0039 

SD 1.0000 1.0000 0 

8. SA .3409 .4471 .1062 .1062 
A .8409 .9177 .0768 
N .9546 .9804 .0258 
D .9773 1. 0000 .0227 

SD 1.0000 1.0000 0 

9. SA .3636 .2745 .0891 .0891 
A .9091 .8431 .0660 
N 1. 0000 .9726 .0274 
D 1.0000 .9961 .0039 

SD 1.0000 1.0000 0 

10. SA .2500 .2392 .0108 .0112 
A .7955 .7843 .0112 
N .9546 .9647 .0102 
D 1.0000 .9961 .0039 

SD 1.0000 1.0000 0 

11. SA .4546 .4235 .0311 .0311 
A .9091 .8980 .0111 
N 1.0000 .9804 .0196 
D 1. 0000 1.0000 0 

SD 1.0000 1.0000 0 

12. SA .3182 .2275 .0907 .1405 
A .9091 .7686 .1405 
N 1.0000 .9647 .0353 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

13. SA .5455 .3608 .1847 .1847 
A .9091 .8471 .0620 
N 1. 0000 .9568 .0432 
D 1.0000 .9961 .0039 

SD 1.0000 1. 0000 0 



106 

TABLE 2 (Continued) 

Manager Student 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

14. SA .4091 .2667 .1424 .1424 
A .9546 .8353 .1193 
N .9773 .9647 .0126 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

15. SA .4091 .2667 .1424 .1570 
A .8864 .7294 .1570 
N .9773 .9333 .0440 
D 1. 0000 .9922 .0078 

SD 1.0000 1.0000 0 

16. SA .3636 .3922 .0286 .0286 
A .8864 .8588 .0276 
N .9773 .9804 .0031 
D 1.0000 1.0000 0 

SD 1.0000 1. 0000 0 

17. SA .1818 .2392 .0574 .0574 
A .8409 .7843 .0566 
N 1.0000 .9804 .0196 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

18. SA .2773 .2000 .0273 .0742 
A .6591 .7333 .0742 
N .9318 .9373 .0055 
D 1.0000 .9961 .0039 

SD 1.0000 1.0000 1.0000 

19. SA .1136 .2000 .0864 .0864 
A .7727 .7059 .0668 
N .9318 .8980 .0338 
D 1.0000 .9922 .0078 

SD 1. 0000 1.0000 0 

20. SA .1364 .2745 .1381 .1381 
A .7935 .7961 .0026 
N .9318 .9569 .0251 
D 1.0000 .9922 .0078 

SD 1.0000 1.0000 0 
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TABLE 2 (Continued) 

Manager Student 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

21. SA . 4318 .2745 .1573 .1573 
A .8864 .8392 .0472 
N .9773 .9843 .0007 
D 1.0000 1.0000 0 

SD 1.0000 1.0000 0 

22. SA .5682 .3961 .1701 .1701 
A .9318 .8784 .0534 
N 1.0000 .9843 .0157 
D 1.0000 .9961 .0039 

SD 1. 0000 1.0000 0 

23. SA .2500 .2863 .0363 .0363 
A .8192 .7961 .0221 
N .9773 .9529 .0244 
D 1.0000 .9843 .0157 

SD 1.0000 1. 0000 0 

to the two open-ended questions at the end of the survey. 

The responses to the open-ended questions--questions 24 and 

25--are summarized in Appendix 13. 

Students 

The perceptions and opinions of students were 

collected with the questionnaire survey instrument 

(Appendix 4). Two hundred and fifty-five questionnaires 

were received. The responses to question 24, "Are there 

other foundational economics and/or marketing competencies 

needed for job performance," are summarized in Appendix 14, 
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and responses to question 25, "Comments," are summarized in 

Appendix 15. 

Hypothesis One 

Hypothesis one stated that mid-level aviation 

managers perceive the twenty-three IDECC EM competencies 

to be foundational to their job performance. Appendix 3 

shows the Interview Guide and presents the survey results: 

percent of response according to degree of agreement or 

disagreement with a particular competency statement, 

number responding to each choice, and mean response value 

for each competency statement. 

"Foundational" was operationally defined as a 

competency response mean value of 3.1 or greater. All 

competencies received a response mean value greater than 

3.1. The response mean value for all twenty-three com

petencies was 4.231 ranging from a high of 4.613 to a low 

of 3.818. 

Goodness of fit to a hypothesized frequency 

distribution was evaluated using the Kolmogorov-Smirnov 

one-sample procedure. Table 3 shows the results of the 

analysis. 

The Kolmogorov-Smirnov procedure requires that a 

hypothesized frequency distribution be established by the 

researcher to compare with the sample distribution. This 

hypothesized distribution is based upon whatever information 

is possessed by the researcher. The competencies being 
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TABLE 3 

VALUES OF THE KOLHOGOROV-SMIRNOV D STATISTIC 
FOR EVALUATION OF AN INDEPENDENT SAMPLE OF 

MID-LEVEL AVIATION MANAGERS (N=44) FOR 
GOODNESS OF FIT TO A NORMAL DISTRIBUTION 

( p=. 0 5 I D=. 2 0 50) . 

Sample Hyr:othesized 
CUmulative CUmulative 
Relative Relative 

Competency Response Frequency Frequency Difference 

1. SA .5682 .3000 .2682 
A 1. 0000 .8000 .2000 
N 1.0000 .9000 .1000 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

") .... SA .4773 .3000 .1773 
A .9546 .8000 .1546 
N 1.0000 .9000 .1000 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

3. SA .2046 .3000 .0954 
A .7500 .8000 .0500 
N .9773 .9000 .9773 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

4. SA .2955 .3000 .0045 
A .8409 .8000 .0409 
N .9773 .9000 .0773 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

5. SA .6591 .3000 .3591 
A .9773 .8000 .1773 
N .9773 .9000 .0773 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

6 . SA .6136 .3000 .3136 
A .9091 .8000 .1091 
N .9545 .9000 .0545 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

D 

* .2682 

.1773 

.0954 

.0773 

* .3591 

* .3136 
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TABLE 3 (Continued) 

Sample Hypothesized 
CUmulative CUmulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

* 7. SA .5909 .3000 .2909 .2909 
A .9545 .8000 .4545 
N 1.0000 .9000 .1000 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

8. SA .3409 .3000 .0409 .0546 
A .8409 .8000 .0409 
N .9546 .9000 .0546 
D .9773 .9500 .0273 

SD 1. 0000 1.0000 0 

9. SA .3636 .3000 .0636 .1091 
A .9091 .8000 .1091 
N 1.0000 .9000 .1000 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

10. SA .2500 .3000 .0500 .0546 
A .7955 .8000 .0045 
N .9546 .9000 .0546 
D 1.0000 .9500 .0500 

SD 1.0000 1. 0000 0 

11. SA .4546 .3000 .1546 .1546 
A .9091 .8000 .1091 
N 1.0000 .9000 .1000 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

12. SA .3182 .3000 .0182 .1091 
A .9091 .8000 .1091 
N 1. 0000 .9000 .1000 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

* 13. SA .5455 .3000 .2455 .2455 
A .9091 .8000 .1091 
N 1.0000 .9000 .1000 
D 1.0000 .9500 .0500 

SD 1. 0000 1.0000 0 
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TABLE 3 (Continued) 

Sample Hypothesized 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

14. SA .4091 .3000 .1091 .1546 
A .9545 .8000 .1546 
N .9773 .9000 .0773 
D 1. 0000 .9500 .0500 

SD 1. 0000 1.0000 0 

15. SA .4091 .3000 .1091 .1091 
A .8864 .8000 .0864 
N .9773 .9000 .0773 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

16. SA .3636 .3000 .0636 .0864 
A .8864 .8000 .0864 
N .9773 .9000 .0773 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

17. SA .1818 .3000 .1182 .1182 
A .8409 .8000 .0409 
N 1.0000 .9000 .1000 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

18. SA .2273 .3000 .1273 .1409 
A .6591 .8000 .1409 
N .9318 .9000 .0318 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

19. SA .1136 .3000 .1864 .1864 
A .7727 .8000 .0273 
N .9318 .9000 .0318 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

2 0. SA .1364 .3000 .1636 .1636 
A .7955 .8000 .0045 
N .9318 .9000 .0318 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 
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TABLE 3 (Continued) 

Sample 
Cumulative 
Relative 

Competency Response Frequency 

21. SA .4318 
A .8864 
N .9773 
D 1.0000 

SD l. 0000 

22. SA .5682 
A .9318 
N 1.0000 
D 1.0000 

SD 1.0000 

Hypothesized 
Cumulative 
Relative 
Frequency Difference 

.3000 .1318 

.8000 .0864 

.9000 .0773 

.9500 .0500 
l. 0000 0 

.3000 .2682 

.8000 .1318 

.9000 .1000 

.9500 .0500 
l. 0000 0 

D 

.1318 

* .2682 

* 23. SA .2500 .3000 .0500 .0773 
A .8182 .8000 .0182 
N .9773 .9000 .0773 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

*Significant at p= .05 

-evaluated were identified by IDECC from previous research, 

and selected because of the strong agreement revealed by 

the research that the competencies were foundational to job 

performance. Accordingly, the following hypothesized 

distribution was judgmentally adopted. 

l. Strongly Agree (SA) : 30 percent. 

2. Agree (A) : 50 percent. 

3. Neutral (N) : 10 percent. 

4. Disagree (D) : 5 percent. 

5. Strongly Disagree ( SD) : 5 percent. 
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Hypothesis 1 was accepted. The analysis revealed 

that the twenty-three competencies were perceived by mid

level aviation managers to be foundational to their job 

performance. Additionally, the goodness of fit tests 

showed that the sample distributions of competencies 1, 5, 

6, 7, 13 and 22 were significantly different from the 

hypothesized distribution. Therefore, these six compe

tencies received stronger agreement than the other seventeen 

EM competencies of being foundational to job performance. 

Hypothesis TWo 

Hypothesis 2 stated that students perceive the 

twenty-three IDECC EM competencies to be foundational to 

the job performance of mid-level aviation managers. 

Appendix 4 shows the questionnaire administered to students 

and presents the survey results: Percent of response 

according to degree of agreement or disagreement with a 

particular competency statement, number responding to each 

choice, and the mean response value for each competency 

statement are indicated. The operational definition for 

foundational, survey mean response value greater than 3.1-

established for Hypothesis 1 applies to this hypothesis. 

All competencies received a mean response value greater 

than 3.1. The mean response value for all twenty-three 

competencies was 4.111, ranging from a high of 4.419 to a 

low of 3.796. 

Goodness of fit to a hypothesized frequency 
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distribution, using the Ko lmogorov-Smirnov one-sample 

procedure, was evaluated. Table 4 shows the results of 

this analysis. 

The following hypothesized frequency distribution 

which was established for the evaluation of hypothesis 1, 

was used to evaluate this hypothesis. 

1. Strongly Agree (SA): 30 percent. 

2. Agree (A): 50 percent. 

3. Neutral (N): 10 percent. 

4. Disagree (D): 5 percent. 

5. Strongly Disagree (SD): 5 percent. 

Hypothesis 2 was accepted. It was determined that 

the twenty-three IDECC EM competencies were perceived by 

students to be foundational to the job performance of mid

level aviation managers. Additionally, the goodness of fit 

tests showed that the sample distributions of competencies 

1, 2, 5, 6, 7, 8, 11, 16 and 22 were significantly 

different from the hypothesized distribution. Therefore 

these nine competencies received stronger agreement than 

the other fourteen EM competencies of being foundational 

to job performance. Competencies 4, 18, and 19 did not fit 

the hypothesized distribution, but did meet the operational 

criteria as being foundational to the job performance, 

because their response mean values were greater than 3.1. 
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TABLE 4 

VALUES OF THE KOLHOGOROV-SMIRNOV D STATISTIC 
FOR EVALUATION OF AN INDEPENDENT SAMPLE OF 
STUDENTS (N=255) FOR GOODNESS OF FIT TO A 

NO~~L DISTRIBUTION (p=.05, D=.0852) 

Sample Hypothesized 
CUmUlative CUrm.llative 
Relative Relative 

Competency Response Frequency Frequency Difference 

1. SA .3490 .3000 .0490 
A .9490 .8000 .1490 
N .9922 .9000 .0922 
D 1.0000 .9500 .0500 

SD 1.0000 1. 0000 0 

2. SA .3765 .3000 .0765 
A .9137 .8000 .1137 
N .9882 .9000 .0822 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

3. SA .2628 .3000 .0372 
A .8196 .8000 .0196 
N .9726 .9000 .0726 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

4. SA .1961 .3000 .1039 
A .7333 .8000 .0667 
N . . 9490 .9000 .0490 
D 1.0000 1. 0000 0 

5. SA .4941 .3000 .1941 
A .9294 .8000 .1294 
N .9961 .9000 .0961 
D 1. 0000 .9500 .0500 

SD 1. 0000 1.0000 0 

6. SA .4511 .3000 .1511 
A .8784 .8000 .0784 
N .9843 .9000 .0843 
D .9961 .9500 . 0461 · 

SD 1.0000 1.0000 0 

D 

* .1490 

* .1137 

.0726 

* .1039 

* .1941 

* .1151 
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TABLE 4 (Continued) 

Sample Hypothesized 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

* 7. SA .4314 .3000 .1314 .1314 
A .8392 .8000 .0392 
N .9490 .9000 .0490 
D .9961 .9500 .0461 

SD 1. 0000 1. 0000 0 

* 8. SA .4471 .3000 .1471 .1471 
A .9177 .8000 .1177 
N .9804 .9000 .0804 
D 1.0000 .9500 .0500 

SD 1.0000 1. 0000 0 

9. SA .2745 .3000 .0255 .0726 
A .8431 .8000 .0431 
N .9726 .9000 .0726 
D .9961 .9500 .0461 

SD 1.0000 1. 0000 0 

10. SA .2392 .3000 .0608 .0647 
A .7843 .8000 .0157 
N .9647 .9000 .0647 
D .9961 .9500 .0461 

SD 1.0000 1. 0000 0 

* 11. SA .4235 .3000 .1235 .1235 
A .8980 .8000 .0980 
N .9804 .9000 .0804 
D 1.0000 .9500 .0461 

SD 1.0000 1. 0000 0 

12 .. SA .2275 .3000 .0725 .0725 
A .7686 .8000 .0314 
N .9647 .9000 .0647 
D l. 0000 .9500 .0461 

SD 1.0000 1.0000 0 

13. SA .3608 .3000 .0608 .0608 
A .8471 .8000 .0471 
N .9569 .9000 .0569 
D .9961 .9500 .0461 

SD 1.0000 1.0000 0 
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TABLE 4 (Continued) 

Sample Hypothesized 
Cumulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

14. SA .2667 .3000 .0333 .0647 
A .8353 .8000 .0353 
N .9647 .9000 .0647 
D 1. 0000 .9500 .0500 

SD 1.0000 1.0000 0 

15. SA .2677 .3000 .0333 .0706 
A .7294 .8000 .0706 
N .9333 .9000 .0333 
D .9922 .9500 .0422 

SD 1. 0000 1.0000 0 

* 16. SA .3922 .3000 .0922 .0922 
A .8588 .8000 .0588 
N .9804 .9000 .0804 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

17. SA .2392 .3000 .0608 .0804 
A .7843 .8000 .0157 
N .9804 .9000 .0804 
D 1.0000 .9500 .0500 

SD 1. 0000 1. 0000 0 

* 18. SA .2000 .3000 .1000 .1000 
A .7333 .8000 .0667 
N .9373 .9000 .0373 
D .9961 .9500 .0461 

SD 1.0000 1.0000 0 

* 19. SA .2000 .3000 .1000 .1000 
A .7059 .8000 .0941 
N .8980 .9000 .0020 
D .9922 .9500 .0422 

SD 1.0000 1.0000 0 

20. SA .2745 .3000 .0255 .0569 
A .7961 .8000 .0039 
N .9569 .9000 .0569 
D .9922 .9500 .0422 

SD 1.0000 1.0000 0 
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TABLE 4 (Continued) 

Sample Hypothesized 
Ct.mrulative Cumulative 
Relative Relative 

Competency Response Frequency Frequency Difference D 

21. SA .2745 .3000 .0255 .0843 
A .8392 .8392 .8000 .0392 
N .9843 .9000 .0843 
D 1.0000 .9500 .0500 

SD 1.0000 1.0000 0 

* 22. SA .3961 .3000 .0961 .0961 
A .8784 .8000 .0784 
N .9843 .9000 .0843 
D .9961 .9500 .0461 

SD 1.0000 1.0000 0 

23. SA .2863 .3000 .0137 .0529 
A .7961 .8000 .0039 
N .9529 .9000 .0529 
D .9843 .9500 .0343 

SD 1.0000 1. 0000 0 

*Significant at p=.05 

Instructional Delivery System Evaluation 

To guide the following discussion of hypotheses 

evaluation relating to the delivery system evaluation, three 

experimental groups were used in the study. 

1. IDECC EM LAPs (X1 ). Designated as an experi

mental group. 

2. Modified IDECC EM Lecture-only {X2 ). Designated 

as an experimental group. 

3. Traditional Lecture Method (X 3 ). Designated as 

the control group. The pre-test and post-test student 
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achievement scores resulting from the instructional treat

ments, were the data inputs for this portion of the study. 

Group Equivalency 

A basic requirement of an effective experimental 

design is to start with groups that are essentially equal. 

When the experimental treatment is administered to the 

experimental group and not the control group, any sub

sequent difference in group performance or achievement after 

the treatment can be attributed to the treatment, provided 

extraneous influences have been adequately controlled. 

Information used to measure the equivalency of the 

study groups is presented in Tables 5, 6, 7, and 8. Table 

5 shows the descriptive measures for the groups parti

cipating in the study. Group comparisons were made using 

the variables: Group size, number of students dropping 

the course, previous business-related course taken, pre

ious business experience, sex, age, grade point average 

(GPA), and class standing. Groups x1 and x2 were about 

twice the size of the control group, x3 . The number of 

students that dropped the sections of the course were about 

the same for each group. Students who had taken previous 

business-related courses and having business experience 

comprised about one-half of each group. The number of male 

and female students were about the same in groups x1 and x2 , 

but a larger percentage of female students were in group 

x3 . More than 90 percent of the students in each group 



TABLE 5 

DESCRIPTIVE MEASURES FOR EXPERIMENTAL GROUPS 

Modified 
IDECC EH 

IDECC EM Lecture- Control 
Variable LAPs {Xl) Percent Only (X2) Percent Group (X3) Percent 

Group Size (N) 54 51 25 

Number of Students Who 
Dropped the Course 2 3.7 4 7.8 3 12 

Students With Previous Business, 
Marketing, or Economics Course 28 51.9 24 47.1 13 52 1-' 

N 
0 

Students With Previous Business 
Experience 31 57.4 21 41.2 16 64 

Sex: Male 50 92.6 47 92.2 18 72 

Female 4 7. 4 4 7.8 7 28 

Age 20.7 19.7 19.9 

GPA (N=l07) 2.99 2.87 2.79 

Class Breakdown: Freshmen 19 35.2 34 66.7 20 80 
Sophomore 30 55.6 15 29.4 3 12 
Junior 5 9.2 2 3.9 2 8 
Senior 0 0 0 
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were at the freshman and sophomore level. This is con-

sistent with student matriculation progress, where Univer-

sity degree program requirements require that the MS 205, 

American Business Enterprise Course be completed by the 

end of the sophomore year. 

Table 6 shows the analysis of variance for the 

variance for the variables age, and GPA. 

TABLE 6 

AN~~YSIS OF VARIANCE OF SELECTED VARIABLES 
FOR GROUP EQUIVALENCE 

AN OVA Age (N=l30) GPA (N=l07) 

Variation 

Between Groups 29.900 .548 

Within Groups 1138.030 29.390 

Total 1160.320 29.938 

DF 2/127 2/104 

Mean Square 14.645/8.960 .274/.283 

F 1. 64 .968 

Results Not Significant Not Significant 

The analysis showed no significant difference between the 

groups in terms of age and GPA at the p=.05 level of 

significance. 

Table 7 indicates the pre-test mean achievement 
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scores of the s t udy groups. 

Statistic 

Mean 

Standard 
Deviation 

Coefficient 
Variation 

N 

TABLE 7 

PRE-TEST MEAN ACHIEVEMENT SCORES 
OF EXPERIMENTAL GROUPS 

IDECC EM Modified IDECC 
LAPs EM Lecture Only 
(Xl) (X2) 

71 68 

ll. 359 10.940 

of 
16 percent 16.09 percent 

54 51 

Control 
Group 
(X3) 

64 

17.107 

26.73 percent 

25 

The scores shm., that group x1 had a mean of 71, x2 a mean 

of 68, and x3 a mean of 64. Approximately a four point 

difference existed between each group. Group x3 showed the 

largest dispersion of scores with a standard dev iat i on of 

17.107. Groups x1 and x2 showed a smaller dispersion with 

standard deviations of 11.359 and 10.940 respectively. The 

coefficient of variation is the ratio of the standard 

deviation to the mean and compares the magnitude of the 

standard deviation relative to the sample mean. It is 

used as an index in comparing distributions. The coeffic-

ient for group x1 and 16 percent, 16.09 percent for group 

x2 and, 26.73 percent for group x3 . This shows that the 

standard deviation as a percentage of the sample mean was 
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almost identical for groups x1 and x2 , but that the relative 

dispersion was 10 percent greater in group x3 . 

Table 8 shows the analysis of variance of the pre-

test mean achievement scores of the study groups. The 

analysis revealed no significant difference between the 

mean of the study groups at the p=.05 level of significance. 

TABLE 8 

ANALYSIS OF VARIANCE OF THE PRE-TEST MEAN 
ACHIEVEMENT SCORES OF THE EXPERIMENTAL GROUPS 

Source of 
Variation Sum of Squares DF Mean Square 

Between 865.430 2 432.715 

Within 22513.000 127 177.268 

Total 23378.430 129 

*Not Significant p=.05 

F 

2.44 

Based on the evaluation of group descriptive vari-

* 

ables, and pre-test achievement scores of the study groups, 

it was concluded that no significant difference existed 

between the groups, and therefore, the groups were essen-

tially equivalent prior to experimental treatments. 

Hypothesis Three 

Hypothesis 3 stated there was no significant 

difference between the mean gain scores taken from the 

difference between the mean post-test and pre-test 
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achievement scores of students who receive IDECC EM Unit 

Instruction, modified IDECC EM lecture-only instruction, 

and students taught by the lecture method in a business 

management course. Table 9 presents the mean gain scores 

of the study groups. Gain scores between the pre-test and 

TABLE 9 

MEAN GAIN SCORES OF EXPERIMENTAL GROUPS 

Statistic 

Mean 

Standard 
Deviation 

Coefficient of 

IDECC EM 
LAPs 
(Xl) 

43.409 

31.816 

Modified IDECC 
EM Lecture Only 

(X2) 

28.858 

25.604 

Variation 73.29 Percent 88.27 Percent 

N 54 51 

Control 
Group 

(X3) 

17.907 

27.127 

151. 4 9 Percent 

25 

the post-test were calculated using the following formula: 

Gain Score = Actu~l Performance Gain. X 100 Poss1ble Performance Ga1n 

By this formula, actual performance gain was computed as the 

difference between the scores on the post-test and the pre-

test. Possible performance gain was calculated as the 

difference between the total possible score and the actual 

score on the pre-test. This gain formula adjusts for per-

formance on the pre-test and results in a gain score more 

descriptive of actual performance gain. 
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The mean gain scores showed that group x1 achieved the 

highest gain with a score of 43.409, with a standard devi-

ation of 31.816. Group x2 posted a gain of 28.858, with a 

standard deviation of 25.604, and group x3 indicated a 

17.907 gain, with a standard deviation of 27.127. The 

coefficient of variation for group x1 was 73.29 percent, 

88.72 percent for group x 2 , and 151.47 percent for group x 3 . 

This shows that the relative variation for groups x1 and 

x2 was approximately half that of group x3 . 

Table 10 shows the analysis of variance applied to 

the mean gain score data. 

TABLE 10 

ANALYSIS OF VARIANCE OF THE ME&~ GAIN 
SCORES OF THE EXPERIMENTAL GROUPS 

Source of 
Variation Sum of Squares DF Mean Square 

Treatment 12414.871 2 6207.436 

Error 80078.899 127 630.543 

Total 92493.770 129 

*Significant at p=.05 

F 

* 9.85 

The analysis revealed a significant difference between the 

group means due to treatment rather than sampling error. 

The calculated F-value, 9.85, was significant at p=.05 

level of significance. 
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I 
Table 11 presents post-hoc Scheffe multiple 

comparisons of the study groups' mean gain scores. The 

multiple comparisons indicated a significant difference 

between groups x 1 and x 2 and x 1 and x
3

, at the p=.OS 

level of significance. No significant difference was 

shown between groups x 2 and x 3 . 

TABLE 11 
I 

POST HOC SCHEFFE MULTIPLE COMPARISONS OF 
HEAN GAIN SCORES OF EXPERIMENTAL GROUPS 

Groups F DF Results 

xl and x2 

xl and x3 

x2 and x3 

Based 

was rejected. 

4.41 

8.81 

1. 59 

2/127 

2/127 

2/127 

Significant at p=.OS 

Significant at p=.OS 

Not Significant at p=.OS 

upon the analysis of the data, Hypothesis 3 

Therefore, it was concluded that a signi-

ficant difference existed in the mean gain scores of the 

study groups. In particular, a significant difference was 

found between the mean gain scores of group x 1 compared to 

groups x 2 and x 3 . 

Hypothesis Four 

Hypothesis 4 stated there was no significant 

difference between the mean post-test achievement scores of 

students who received IDECC EM unit instruction, modified 

IDECC EM lecture-only instruction, and students taught by 
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the lecture method in a business manag emen t course. Table 

12 presents the post-test mean achievement scores of 

experimental groups. 

Statistic 

Mean 

Standard 
Deviation 

Coefficient 

TABLE 12 

POST-TEST MEAN ACHIEVEMENT SCORES OF 
EXPERIMENTAL GROUPS 

IDECC EM Modified IDECC 
LAPs EM Lecture Only 
(Xl) (X2) 

84 77 

9.437 8.432 

of 

Control 
Group 
(X3) 

72 

11.225 

Variation 11.23 Percent 10.95 Percent 15.59 Percent 

N 54 51 25 

The mean post-test achievement scores indicate that group 

x1 achieved the highest with a mean score of 84, and a 

standard deviation of 9.437. Group x2 mean score was 77 

with a standard deviation of 11.225. The coefficient of 

variation for group x1 was 11.23 percent, 10.95 percent for 

group x2 , and 15.59 for group x3 • This shows that the 

relative variation of group x3 was approximately 4 percent 

greater than that for groups x1 and x2 . 

Table 13 shows the analysis of variance for the 

post-test mean achievement scores of the study groups. The 
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analysis revealed a significant difference between the 

groups due to treatment rather than sampling error. The 

calculated F-value, 6.72, was significant at the p=.OS 

level of significance. 

TABLE 13 

ANALYSIS OF VARIANCE OF THE POST-TEST MEAN 
ACHIEVEMENT SCORES OF THE EXPERIMENTAL GROUPS 

Source of 
Variation Sum of Squares DF Mean Square 

Treatment 2778.62 2 1389.31 

Error 26253.00 127 206.72 

Total 29031.62 129 

*Significant at p=.OS 
I 

F 

6.72 

Table 14 presents the post-hoc Scheffe multiple 

* 

comparisons of the post-test mean achievement scores. The 

comparisons showed a significant difference between groups 

x1 and x2 , and x1 and x3 , but no significant difference 

between groups x2 and x3 , where p=.OS. 

On the basis of these evaluations, Hypothesis 4 was 

rejected. Therefore, it was concluded that a significant 

difference existed in the mean post-test achievement scores 

of the study groups. In particular, a significant differ-

ence was revealed in the mean post-test achievement of 

groups x1 as compared to groups x2 and x3 . 
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TABLE 14 
I 

POST-HOC SCHEFFE MULTIPLE COMPARISONS OF POST-TEST 
. MEAN ACHIEVEMENT SCORES OF EXPERIMENTAL GROUPS 

Groups F DF Results 

xl and x2 3.11 2/127 Significant at p=.05 

xl and x3 5.95 2/127 Significant at p=. 05 

x2 and x3 l. 01 2/127 Not Significant at p=.05 

Hypothesis Five 

Hypothesis 5 stated there was a significant 

difference in the mean gain scores of students receiving 

IDECC-type instruction, from students taught by the 

lecture method in a business management course. The mean 

gain scores of groups x 1 and x 2 were combined and compared 
I 

to the mean gain scores of group x 3 using the Scheffe 

multiple comparisons procedure. Table 15 shows this analysis. 

TABLE 15 
I 

POST-HOC SCHEFFE COMPARISON OF THE MEAN GAIN 
SCORES OF THE COMBINED IDECC GROUPS 

(Xl and x 2 ) WITH THE CONTROL GROUP (X 3 ) 

Group F DF Results 

5.35 2/127 Significant at p=.05 
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The results showed a significant difference between the 

combined means of groups x1 and x2 , and group x3 , at p=.OS 

level of significance. 

It was concluded that the null hypothesis of no 

significant difference between the groups was rejected, 

and therefore, Hypothesis 5 was accepted. 

Hypothesis Six 

Hypothesis 6 stated there was a significant 

difference in the mean post-test achievement scores of 

students receiving IDECC-type instruction, from students 

taught by the lecture method in a business management 

course. The combined mean post-test achievement scores of 

group x1 and x2 were compared to the mean post-test 

achievement score of group x3 using the Scheff/ multiple 

comparisons procedure. Table 16 presents this comparison. 

Group 

TABLE 16 
I 

POST-HOC SCHEFFE COMPARISONS OF THE POST-TEST 
MEAN ACHIEVEMENT SCORES OF THE COMBINED IDECC 
GROUPS (Xl and x2 ) WITH THE CONTROL GROUP (X 3 ) 

F DF Results 

3.61 2/127 Significant at p=.OS 
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The results revealed a significant difference between the 

combined means of groups x1 and x2 , and group x3 , where 

p=.OS. 

It was concluded that the null hypothesis of no 

significant difference between the groups was rejected, and 

thus, Hypothesis 6 was accepted. 

Summary 

A summary of the results of hypothesis testing is 

presented in Table 17. Survey data was collected from mid

level aviation managers and students in order to evaluate 

their perceptions and opinions regarding the EM competencies 

as being foundational to job performance of aviation managers. 

The evaluation revealed that the IDECC EM competencies were 

perceived by the managers and students to be foundational 

to job performance. 

Additionally, as a combined set, the sample 

distributions of competencies 1, 2, 5, 6, 7, 8, 11, 13, 16 

and 22 were significantly different from the hypothesized 

distribution. Thus, these ten competencies received 

stronger agreement than the other thirteen EM competencies 

of being foundational to job performance. Student per

ceptions of competencies 4, 18, and 19 did not fit the 

hypothesized distribution and thus subsequent generalizations 

of these student perceptions to the job performance of 

managers of other specialized occupational areas cannot be 

supported on this evidence alone. However, competencies 



Hypothesis 

1. x>3 .1 

2. x>3 .1 

3. Gain 
.§_core~ x1= 
x2 = x3 

4. Achievement 
.§_core~ x1= 
x2 = x3 

5. Gain 
Scores 
xl+2>x3 

6. Achievement 
Scores 
xl+2>x3 
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TABLE 17 

RESULTS OF HYPOTHESES TESTING 

Results 

Accept 

Accept 

Reject 

Reject 

Accept 

Accept 

Explanation 

All competencies received a 
response mean value greater than 
3.1. Competencies 1, 5, 6, 7, 
13 and 22 were strongly supported 

All competencies received a 
response mean value greater than 
3.1. Competencies 1, 2, 5, 6, 
7, 8, 11, 16 and 22 were 
strongly supported. Competencies 
4, 18 and 19 did not fit the 
hypothesized distribution 

Significant difference between 
the mean gain scores.Group X 
differed from groups x2 and t

3
• 

Significant difference between 
the mean post-test achievement 
scores. Group x1 differed from 
groups x2 and x3 

Significant difference between 
combined mean gain scores of 
group x1+2 and group x3 

Significant difference between 
combined post-test achievement 
scores of group x1+2 and group 
x3 

4, 18, and 19 did meet the operational criteria and were 

therefore perceived by student respondents to be found-

ational to the job performance of mid-level aviation 

managers. Hypotheses 1 and 2 of the study were accepted. 
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The IDECC EM LAPs instructional delivery system 

was evaluated. Analysis of student performance revealed 

that the IDECC-based instructional treatments outperformed 

the traditional textbook-lecture method treatment in 

teaching the concepts and understandings for achievement of 

the twenty-three IDECC EM competencies. In particular, the 

IDECC EM LAPs treatment led to significantly higher results 

than the other treatments. It was shown that no signi

ficant difference existed between the two lecture treat

ments, groups x2 and x3 , in delivering the concepts and 

understandings for competency achievement. The IDECC EM 

LAPs produced the most significant results and was adjudged 

an effective instructional delivery system. Hypotheses 3 

and 4 of the study were rejected because a significant 

difference existed between the groups on the basis of their 

mean gain scores and post-test achievement scores. 

Hypotheses 5 and 6 were accepted because the combined 

IDECC groups, x1 and x2 , received significantly different 

results from group x
3 

on the basis of gains and post-test 

achievement. 



CHAPTER V 

SU~WARY AND CONCLUSIONS 

In this chapter is presented a summary of the 

research, including a restatement of the problem, the 

methods and procedures used, and the major findings result

ing from the research. The primary contents of this 

chapter are the conclusions drawn from the major findings, 

along with their implications and recommendations for 

additional study and applications. 

Restatement of the Problem 

The study was conducted to determine if the Econo

mics/Marketing (EM) competencies identified by the Inter

state Distributive Education Curriculum Consortium (IDECC) 

were perceived to be foundational to the job performance of 

mid-level aviation managers, and to determine if the IDECC 

EM Learning Activity Packages (LAPs) were an effective 

instructional delivery system to teach the economics and 

marketing concepts and understandings to achieve these 

competencies. 

The competency verification was also made to reveal 

if the EM competencies identified by IDECC for a wide 

range of marketing and distributive occupations applied to 

the specialized occupational area--the aviation industry. 

134 
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If so, this would expand the target market of IDECC and add 

to the universality of the EM competencies. 

The evaluation of the IDECC EM LAPs was also made 

to expand the appeal and utilization of the IDECC instruct

ional systems from the occupational application of the 

teaching of skill, to the teaching of concepts and under

standings for subject matter knowledge and achievement in 

an academic setting. The results of this research then, 

would expand existing knowledge so a tighter competency 

fit could be attained between the expections of mid-level 

aviation managers and competent graduates seeking mid-level 

aviation management jobs. 

Description of Procedures 

The procedures used to verify the EM competencies 

and evaluate the IDECC EM LAPs instructional delivery 

system are presented in this section. 

Verification of Competencies 

The verification of the EM competencies was made by 

survey means to obtain the perceptions of aviation managers 

and students as to whether the EM competencies were found

ational to the job performance of mid-level aviation 

managers. 

Managers. An exhaustive judgment sample was drawn 

of the twenty-five airline companies and aviation author

ities located at Daytona Beach, Jacksonville, Orlando and 

Tampa, Florida International Airports. An introductory 
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letter was sent to each of the station managers and airport 

directors/managers of the airline companies and aviation 

authorities included in the sample asking for an opportunity 

to complete the Interview Guide survey instrument during a 

personal interview. Five personal interviews were conducted, 

and thirty-nine of the managers completed the Interview 

Guide survey instrument as a mailed questionnaire, for a 

total of forty-four, completed survey instruments from 

managers received, with twenty-one airline companies and 

aviation authorities participating in the survey. Airline 

managers holding the job titles of station manager, sales 

manager, customer service managers, and operations managers, 

and aviation authority managers with job titles of airport 

director/manager, marketing manager, and operations 

manager, were in the manager group included in the survey. 

Two series or sets of followup letters had to be sent to 

secure the completed surveys. 

Students. Student perceptions of the EM competen

cies were secured by administering a questionnaire to 

sections of the MS205, American Business Enterprise course, 

taught at Embry-Riddle Aeronautical University. This 

course was chosen because the course's content was similar 

to the content of the IDECC EM LAPs--principles of free 

enterprise, and introductory economics and marketing 

concepts and that the student's taking this course were 

representative of all students of the university and those 
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potential seekers of mid-level aviation manager jobs. Two 

hundred and fifty-five completed questionnaires were obtained. 

The questionnaires were administered in a classroom, during 

the class time by the author. 

Instructional Delivery System Evaluation 

Students in three intact class sections of the 

MS205, American Business Enterprise course were used as 

experimental subjects. The pre-test and post-test student 

achievement scores resulting from the instructional treat

ments were the data inputs for this portion of the study. 

The instructional treatments and groups were: 

l. IDECC-EM LAPs(X1 ). Designated as an experi

mental group. This group received instruction relating to 

achievement of the EM competencies, using the IDECC EM LAPs 

instructional delivery system. 

2. Modified IDECC-EM Lecture-only (X 2). Designated 

as an experimental group. This group received IDECC-based 

lectures for EM competency achievement, but r.o other IDECC 

materials were used or handed out, and the course text was 

used for subject matter reference. 

3. Traditional Lecture Method (X 3 ). Designated as 

the control group. The course text was used for this group 

as the basis for class presentations, EM competency achieve

ment, and for subject matter reference. 

Students in all groups were administered a pre-test 

on the second day of class. A post-test was administered 
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when the instructional sequence was completed. For the 

experimental groups, this was done during the ninth week 

of class when the IDECC instructional sequence was completed 

For the control group, the post-test was administered 

during the fourteenth week of class, when the course was 

completed. 

The pre and post-tests were developed by the 

author using the IDECC Random Access Test Bank (RATB) . The 

multiple choice questions for the tests were randomly 

chosen, and when a question was chosen for the pre-test, it 

was withdrawn from the RATB to minimize testing effects. 

Students filled out an information sheet. This 

instrument provided descriptive data for measurement of 

group equivalency. Also, pre-test scores were used to 

evaluate equivalency. 

Major Findings 

Six hypotheses were tested in the study, Hypotheses 

1 and 2 were related to the verification of EM competencies 

portion of the study. Hypotheses 3, 4, 5, and 6 were 

related to the instructional delivery system evaluation. 

Evaluation of competencies 

The sample distributions of manager and student 

responses to the EM competency statements were homogeneous. 

Hypothesis One. This hypothesis stated that mid

level aviation managers perceive the twenty-three IDECC EM 

competencies are foundational to the job performance of mid-
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level aviation managers. All competencies received a 

response mean value greater than 3.1. Therefore, the hypo

thesis was accepted, and the competencies were perceived to 

be foundational to the job performance of mid-level aviation 

managers. The sample distributions of competencies 1, 5, 6, 

7, 13 and 22 received stronger support and agreement than the 

other seventeen EM competencies. 

Hypothesis Two. This hypothesis stated that students 

perceive the twenty-three IDECC EM competencies to be 

foundational to the job performance of mid-level aviation 

managers. All competencies received a response mean value 

of greater than 3.1. Therefore, the hypothesis was accepted, 

and the competencies were perceived to be foundational to 

the job performance of mid-level aviation managers. The 

sample distributions of competencies 1, 2, 5, 6, 7, 8, 11, 

16 and 22 received stronger support and agreement than the 

other fourteen EM competencies. When compared to the 

hypothesized distribution, student sample distributions of 

competencies 4, 18 and 19 did not show a good fit, but did 

meet the operational criteria as being foundational to job 

performance. 

Instructional Delivery System Evaluation 

The groups were tested for homogenity and were 

judged to be from equal populations on the basis of 

descriptive variables and pre-test achievement scores. 
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Hypothesis Three. This hypothesis stated t hat 

there is no significant difference in the mean g a in scor es 

taken from the difference between the mean post-test and 

pre-test achievement scores of students who receive d IDECC 

EM unit instruction, modified IDECC EM lecture~only 

instruction, and students taught by the lecture method i n 

a business management course. The hypothesis was rejected. 

Therefore, a significant difference existed in the mean 

gain scores of the study groups. Group x1 was significantly 

different from the mean gain scores of groups x2 and x3 . 

Hypothesis Four. This hypothesis stated that there 

was no significant difference in the mean post-test 

achievement scores of students who received IDECC EM unit 

instruction, modified IDECC EM lecture-only instruction, and 

students taught by the lecture method in a business manage

ment course. The hypothesis was rejected. Therefore, a 

significant difference existed in the mean post-test 

achievement scores of the study groups. Group x1 was 

significantly different from the scores of groups x2 and x3 . 

Hypothesis Five. This hypothesis stated that there 

was a significant difference in the mean gain scores of 

students receiving IDECC-type instruction, from students 

taught by the lecture method in a business management 

course. The hypothesis was accepted. The null hypothesis 

of no significant difference was rejected. Therefore the 

IDECC groups gain scores were determined to be significantly 
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different from the control group. 

Hypothesis Six. This hypothesis stated there is a 

significant difference in the mean post-test achievement 

scores of students receiving IDECC-type instruction, from 

students taught by the lecture method in a business 

management course. This hypothesis was accepted. The null 

hypothesis of no significant difference was rejected. 

Therefore, the IDECC groups achievement scores were deter

mined to be significantly different from the control group. 

Conclusions 

The generalizations that follow are supported by 

the findings obtained from the analysis of the research 

data presented in the preceding chapter. 

1. The EM competencies identified by IDECC were 

perceived by students at an Aeronautical University, and 

airline and aviation authority managers, based at the 

Daytona Beach, Jacksonville, Orlando, and Tampa, Florida 

International Airports, to be foundational to the job 

performance of mid-level aviation managers. The conclusion 

was reached that the IDECC competencies applied to a 

specialized occupational area--the aviation industry, there

by expanding the target market of IDECC and adding to a 

wider market appeal for the EM competencies. 

2. Significant improvement in the achievement of 

learning outcomes and competency attainment was attained as 

a result of instruction using the IDECC EM LAPs competency-
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based method. Therefore, it was concluded that the IDECC 

EM LAPs was an effective instructional delivery system. 

3. Significantly higher student achievement scores 

wereattained as a result of instruction using the IDECC EM 

LAPs competency-based method. It was concluded that 

students were able to experience more confidence and 

success from the IDECC EM LAPs instructional delivery 

system than traditional lecture methods. 

4. Combined IDECC-type instruction--IDECC EM LAPs 

and IDECC-based lectures--resulted in significantly higher 

EM competency attainment than traditional lecture instruct

ion using a textbook for subject matter content for EM 

competency achievement. 

5. The IDECC EM LAPs unit was an effective 

instructional delivery system for the teaching of college 

and university business subjects. 

Implications 

The following implications were drawn from the 

conclusions of this study. 

1. Students experience more success in demonstrating 

achievement of learning outcomes and competency attainment 

using the IDECC LAPs teaching approach. Success breeds 

success. Student confidence is increased leading to higher 

achievement goals being set by the student. Motivation will 

increase to achieve the higher level goal. As a result, 

student achievement increases and more learning takes place. 
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2. The IDECC instructional delivery system is a 

"motivation generator." For learning to take place, the 

motivation to learn must be present. The IDECC LAPs 

teaching approach sub-divides the learning for competency 

into small units, feedback of success is received sooner, 

instead of waiting until the end of an instructional 

sequence to demonstrate competency achievement. Therefore, 

sooner feedback of success raises confidence levels and 

generates motivation for more learning achievement. 

3. Learning is facilitated when the material to be 

learned is perceived to be relevant and instrumental to the 

future need satisfaction of the learner. Identifying and 

verifying foundational competencies for job performance and 

success provides reassurance and confidence to the learner 

that the competencies learned will be of value in executing 

job requirements and will lead to successful job performance. 

The IDECC methods of task analysis and competency 

identification, together with the IDECC LAPs instructional 

delivery system provide assurance that a tighter competency 

fit will be realized between the expectations of employers 

and prospective employees seeking jobs. 

4. The IDECC methods of task analyis and 

competency identification can lead to selection by colleges 

and universities of the appropriate curriculum content to 

produce graduates that have the skills, knowledge, and 

understandings to assume productive roles in society. · 
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Curriculums designed in this fashion assure that the grad

uates produced are competent to perform successfully in 

jobs. 

5. The IDECC EM LAPs instructional delivery 

system was more effective than lecture methods in teaching 

the principles of free enterprise, and the introductory 

concepts of economics and marketing. 

6. The IDECC LAPs instructional system is an 

effective method to teach traditional acacemic business 

subjects. Subject matters that can be broken down to 

identify those competencies that produce behaviors reflect

ing the concepts and understandings for successful applic

ation, are appropriate for a competency-based instructional 

system. 

7. Agreement between the perceptions of managers 

and students on the EM competencies being foundational to 

job performance, demonstrated a congruity between student 

and employer expectations, and college and university 

curriculum offerings to fulfill these expectations. 

8. The IDECC EM LAPs was a teaching method suited 

to the adult learner's self concept, lesser dependence 

upon experts and books, motivation to learn, and time 

perspective. 

9. The IDECC instructional delivery system 

provides alternative learning activities so students can 

choose a learning activity for competency attainment which 
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complements their learning style. Matching student 

learning style with an appropriate learning activity pro

duces high levels of learning and competency attainment. 

Recommendations 

In view of the findings, conclusions, and impli

cations of this study, the following recommendations for 

additional study and application are made. 

1. That mid-level aviation managers be surveyed 

again in five years to determine if their perceptions 

regarding the EM competencies have changed. 

2. That other specialized occupational areas be 

surveyed to verify if the EM competencies are foundational 

to job performance. 

3. That the IDECC EM LAPs be used in marketing or 

other freshman and sophomore-level business courses to 

teach the introductory principles of free-enterprise, and 

general economics and marketing concepts. 

4. That the IDECC EM unit be upgraded in terms of 

illustrations, examples, and references, to make the unit 

more compatible with adult learners and college and univer

sity course offerings. 

5. That competencies be identified for areas of 

job performance interactive with marketing and economics, 

to reflect the concepts and understandings for: 

a. Introductory accounting. 

b. Human relations, behavior, and interactions. 
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c. Introductory business management. 

d. Small business management. 

e. Money and banking. 

f. Salesmanship, and sales management. 

g. Marketing management. 

h. Business cornnunications--written and oral. 

i. Computer systems. 

j. Macro and micro economics. 

6. ~~at competency-based instructional delivery 

systems using learning activity packages be developed fo~ 

colleges and universities to teach the competency sets 

identified in recommendation 5. 

7. That a learning styles inventory be administerec 

to students before IDECC EM LAPs instruction is co~~enced. 

This will enable students to identify their personal 

learning sty le, and select the alternative learning activit' 

appropriate for that style. 

8. That further research of student gain and 

achievement be conducted on the relationship between 

student learning sty le and the alternative learning 

activities proposed in the LAPs. 

9. That inves tigation be made of the attitudes and 

opinions of students preparing for occupations in aviation 

and mid-level aviation managers regarding co~petency-based 

education, competency-based curriculums, and competency

based instructional materials. 
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LAP NUHBER 

1. 

2. 

3. 

4 . 

5. 

6. 

7. 

8. 
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EM LAPS AND COMPETENCIES 

TITLE/COMPETENCY 

ECONOMICS AND YOU 

Knowledge of what economics is and why it 
is important. 

ECONOMIC GOODS AND SERVICES 

Knowledge that economic goods and services 
are products offered to meet consumer needs 
and wants. 

PRODUCT UTILITY 

Knowledge that the utility of a product means 
increased usefulness resulting from form, 
time, and possession availabilities. 

ECONOMIC RESOURCES 

Understanding that economic resources may 
be classified as land, labor, and capital. 

THE "vmAT" AND "WHY" OF MARKETING 

Knowledge of what marketing is and why it 
is important. 

MARKETING FUNCTIONS 

Knowledge that marketing involves the functions 
that have to be performed successfully for a 
business to continue, such as financing, buying, 
storing, servicing, transporting, etc. 

PROFITING FROM PROFITS 

Knowledge that profit is the driving force 
behind the free enterprise system. 

BUSINESS RISKS 

Understanding that risks are potential losses 
to which businesses are exposed. 



LAP NUMBER 

9 . 

10. 

11. 

12. 

13. 

14. 

15. 

16. 
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TITLE/COMPETENCY 

MA~~ET PRICE 

Understanding that a market price of a product 
is determined by what a consumer is willing 
to give and what a seller is willing to take. 

SUPPLY AND DEMAND 

Knowledge that supply and demand involve the 
interaction between products available and 
the ability and desire of customers to own 
them. 

COMPETITION 

Knowledge of the effects of competition 
on buyers and sellers. 

MARKET IDENTIFICATION 

Knowledge that a market includes all of the 
potential customers of a good or service. 

MARKETING STRATEGIES 

Understanding that a marketing strategy is 
a plan of a company's goals and ways to 
achieve those goals. 

PROMOTIONAL MIX 

Knowledge that the proomotional mix of a busi
ness is a combination of different forms of 
product promotion, such as advertising, sales 
promotion, personal selling and publicity. 

PRIVATE ENTERPRISE SYSTEM 

Understanding in a private enterprise system, 
businesses are owned by individuals not 
government. 

GOVERNMENT AND BUSINESS INTERACTION 

Knowledge of the interactions of government 
and business. 



LAP NUMBER 

17. 

18. 

19. 

20. 

21. 

22. 

23. 

24. 
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TITLE/COMPETENCY 

BUSINESS AND SOCIETY 

Knowledge of the types of activities business 
performs for society. 

CHANNELS OF DISTRIBUTION 

Understanding that the channels of distribu
tion are involved in the flow of finished 
products from producers to points of sale. 

WHAT'S GNP? 

Knowledge that the Gross National. Product 
is the total market value of the goods and 
services produced and rendered in a given 
year. 

BUSINESS CYCLES 

Understanding that business cycles are alter
native periods of prosperity and recession. 

SPECIALIZATION OF LABOR 

Knowledge of the advantages and disadvantages 
involved in the division and specialization 
of labor. 

LABOR UNIONS 

Knowledge of the effects of organized labor 
on business. 

COLLECTIVE BARGAINING 

Knowledge of the effects of organized labor 
on business. 

INTERNATIONAL TRADE 

Knowledge of the effects of international 
trade on the interdependency of nations. 
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AN ALIGNMENT OF BASIC MARKETING CONCEPTS * WITH 
ECONOMIC COMPETENCIES FOR HARKETING AND DISTRIBUTION""'' 

(A Basis for IDECC Marketing and Economic Concept LAP Development) 

MAR KETING COMPETENCI ES 

I ld f k .. d h... + Know e gc o what mar et1ng I S an w y 1t IS 1mportant 

)Understanding that in a private enterpris e system, 
busin e s s es are owned by individuals no t governments 

4 Kno1~ledg e that~ is th e driving force behind the 
free enterprise system 

5Knowl edge that supply a~d demand involves the interaction 
be t¥1een products ava i I ab I e and the ab i I i ty and desire of 
cus t01nc rs to own them 

6Kno~1ledge th a t products are economic goods and services 
offered to meet consumer needs and wants 

]Knowledge that the Gross National Product is the total 
market value of the ~~~~5 and services produced and rendered 
in a given year 

ECONOMI C COMPE T EN_C~IE~5~---

2Knowledg e of what econon~ics i ~ and why i t i s impo rt an t+ 

Compare the consumption and pr oducti on processe s in capit a li s ti c , 
socialistic, and communi s tic econom i c sy~ t cms 

Know that the main obj ective o f dnyo ne ~1ho un de rtakc s a 
business is to earn a profit 

Apply the concept of supply and demand to the produ c tion und 
distribution of goods 

Show the direct relationship between cons ume r demands und th e 
good s and services businesses can produce and market for a 
profit 

Identify the factors which will in f l u , ~ ncc th e supp ly of a 
product ( i .e. government price cei I ing s , cos t of produc t ions , 
competition) 

Identify the factors which wi 11 influence the demand for a 
product (i.e. us e fulne s·s, standard o f livi ng , ,1dv e rti s in9 , 
sal e smanship, customs) 

De fine the characteristics o f a buye r s ' o r a sell e r s ' ma r ke t 

Identify some probl ems associ a-ted v1 it h i nc r eas ing prod ucti on 
of goods and s e rvices faster than th e r a t e of popul a tion g rowth 

:~Rat!-IPrt, M.A., Samson, H. E., Harrison, W.J., "A Survey of The Importance of Basic 11orkcting Concep ts and 
The Extent of Their Coverage in The IDECC System", Wisconsin, 1976 

:~ :'• Eggland, S., "The Identification of Economic Compe tencies for Marke ting and Oi s trilJ u t' ion" , Doc t ora l 
Dissertation, 1977 
+ add ed com pe ten cy (nL.rn be r ed st a t ements a r c key com~e t encies to be developed) 

r 11 I 1'1A 

1--' 
Ul 
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HARKETING COMPETENCIES ECONOMIC COHPETlNCIES 
8Kno1~ledge th.1t the utility of a product means increased 
usefulness resulting from form, time, plilce, and possession 
av.1i l~bi I it ies 

9
understilnding that risks are potential losses to which 
businesses .1re expo~ 

10und~~standing ~hat the .market price of a product is 
determined by what a buyer is willing to give and what a 
seller is wi I ling to take 

11 ~nderstanding of the Interrelationships of marketing 
and economics+ 

· +a.dded competency 

Compare the direct or indirect relationship between the price 
of a product and the demand for the product 

Price products at a level which is con~istent with competition 
and yet maintain a reasonable profit 

Sell a product In a nonp~ice competitive market as well as a 
price competItive market"' 

Name the market price for a business' products at a given time 

Identify the "Laws of Consumption" such as: "The relative 
amount of income used for miscellaneous purposes (including 
savings) increases as the amount of income increases." 

12understanding that business cycles are alternate periods of 
prosperity and recession 

Compare methods of operation businesses usc to milximize profits 
or minimize losses durin9 the periods of rcc.t·•.sic.n or infl.11 inn 

Analyze the problems involved in production iuod ~.de:. durin!) o.J 

period of inflation or recession 

l3Knowledge of the effects of organized labor on business 
organIzatIons 

~~Knowledge of the interactions of government and business+ 

Show through examples how the Federal Reserve System controls 
bank deposits and reserves 

2 

Know how increasing taxiltion on business can decrc~sc initiative 
and new Investments 

Know that one function of government is to provide legal 
framework within which business funct ·lons (continued) 

1-' 
U1 
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HARKETING COHPlTENCIES 

19 understanding that competition is the struggle among 
sellers for the cust~cr's money 

+ added competency 

ECONOMIC COHP[Tf~CIES 

15Knowledge of the interilctions of government .1nd businc~~. cont'd. 

Know how credit trans.:Jctions arc controlled by government 
I eg i s I at ion 

Identify the tax obligations imposed on business and also the 
tax advantages allowed business 

Refer to the various government regulations and laws which play 
significant roles in production and distribution decisions 
and policies 
6---~ 1 

Knowledge of the advantages and disadvilntilgcs involved in the 
division and specialization of labor 

Give examples of ways to'ols, machines, and efficient allocation 
of resources have increilsed productivity 

Know how automation and specialization c.Jn cause problems of 
unemployment, occupation relocation, and over-interdependence of 
people · 

Show examples of economic goods which hav'e been standardized 
through mass production 

17understandlng that economic resources may be classified as 
land, labor, or capital 

fBKnowledge of the effects of inlcrn.Hion:~l tr .1<k on lhc 
interdependence of nution~ 

Explain the use of various types of tilriffs in our economic 
system to regulate foreign trilde and protect the American 
Industrial worker 

Name the competitors of a given employer 

Name several types of monopolies and describe their effect on 
competition 

2°Knowledge of the types of activities that business performs 
for society+ 

3 

Give examples of how a business can contribute to individual, 
social, and national wealth (continued) 

I-' 
Ul 
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MARKETING COMPETENCitS 

22u~nderstanding that ·the "cho:~nnels of distribution11 are 
Involved In the flow of finished products from producers 
to points of sale 

~3Knowledge that all basic business activities are dictated 
by consumer needs and wants 

24Knowledge that a~ includes all of the potential 
consumers of a good or service 

25understanding that a marketing strateqy is a plan of a 
company's gouls and ways to .:~chievc these goals 

26Knowledge that the promotional mix of <1 business is a 
combination of different forms of product promotion such 
as advertising, sales promotion, personal selling and 
publicity 

27Knowledge that merchandising Involves the functions that 
have to be performed successfully for a business to continue 
such as financing, buying, storing, servicing and transpor
tation, etc. 

Ecci"NciM"icCOiiPt:Tr...:c' r. s 

21 Knowledge of the types of .:~ctivilic :. thilt !Ju~iu c ~~ perfu r·~~ 
for society, coot 'd. - ---

llluslr.:~te civic, sociul, mor.:~l, Jml pol i ticill .:~clivi Li .... ~ 
business performs for soci e ty 

State how an employee's pcr~on<d atlvanc ..: rncnt .:~nd pro~pcrity 
CilO be determined by the contribution s/hc makes to tt.e ~uccc ~ s 
of the business 

Identify economic problems which can be created due to t he 
lack of efficient business man.:~gement 

Illustrate how our entire United States economic system of 
production and distribu~ion is dependent upon efficient 
transportation 

Describe the functions of the manufacturer, wholesaler, anti 
the retailer in our economic system 

28Knowledge of how banks increase or decrease the supply of 
money and crcd it --

It 
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INTERVIEW GUIDE 

1. Name 

2. Company 

3. Position Title 

4. How long with the company 

5. Previous jobs held 

6. Title of job being reviewed 

7. Description of reviewed job 

Your opinions are asked for concerning twenty-three foundational 

economics and marketing competencies. A competency is a learning goal 

that a person achieves that reflect the knowledge, understandings, skills 

and abilities essential to performance on a job. 

I shall read twenty-three competency statements. After each statement 

please respond by indicating the extent to which you agree or disagree that 

the competency is foundational for performance in the job being reviewed. 

Your agreement or disagreement should be expressed as: 

SA - if you STRONGLY AGREE with the statement 

A - if you AGREE with the statement 

N - if NEITHER agree nor disagree with the statement 

D - if you DISAGREE with the statement 

SD - if you STRONGLY DISAGREE with the statement 
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SA A :l D SD :!EA~ -

1. Knowledge of what economics is dnd % 56.8 43.2 0 0 0 4.568 
~hy it is important. N 25 19 0 0 0 

2. Knowledge that economic goods and % 47.7 47.7 4.6 0 0 4.431 
services are products offered to ~ 21 21 0 0 0 
meet customer needs and wants. 

3. Knowledge that the utility of a % 
product means increased usefulness N 

20.5 54.5 22.7 2.3 0 3.931 
9 24 10 1 I 0 

resulting from form, time, place, 
and possession availabilities. 

4. Understanding that economic resources % 29.5 54.6 13.6 2.3 0 4.113 
may be classified as land, labor, N 
and capital. 

13 24 6 1 0 
I 

5. Knowled~e of w:1at marketing is and i. 
! 

65.9 31.8 0 2.3 0 4.613 i 
why it is important. N 29 14 0 1 0 

6. Knowledge that marketing involves i. 61.4 29.4 4.6 4.6 0 4.477 
the functions that have to be N 27 13 2 2 0 ! 
performed successfully for a , 

I 
business to continue, such as . 
financing, buying; storing, 
servicing, transporting, etc. 

i 

f 
7. Knowledge that profit is the driving ~ 

force behind the free enterprise N 
59.1 36.3 4.6 0 0 

, 
4.545 i 

26 16 2 0 0 
system. 

B. Understanding that risks are potential i. 34.1 so 11.3 2.3 2.3! 4.113 
losses to which businesses are N 15 22 5 1 1 
exposed. 

9. Understanding that the market price of i. 36.4 54.5 9.1 0 0 4.272 
a product is determined by what a N 16 24 4 0 0 
consumer is willing to give and 
what a seller is willing to take. 

10. Knowledge that supply and demand % 25 54.5 15.9 4.6 0 4.000 
involve the interaction between 11 24 7 2 0 
products available and the ability 
and desire of customers to win them. 

11. Knowledge of the effects of competi- % 45.5 45.5 9 0 0 4.363 
tion on buyers and sellers. 20 20 4 0 0 
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12. Knowledge that a market includ~s all % 
of the potential customers of a good N 
or service. 

13. Understanding that a marketing strategy i, 

is a plan of a company's goals and N 
ways to achieve those goals. 

14. Knowledge that the promotional ~ix % 
of a business is a combination of 
different forms of product promotion 
such as advertising, sales promotion, 
personal selling and publicity. 

15. Understanding in a private enterprise % 
system, businesses are owned by N 
individuals not government. 

16. Knowledge of the interaction of % 
government and business. N 

17. Knowledge of the types of activities % 
business performs for society. N 

18. Understanding that the channels of % 
distribution are involved in the flo~ N 
of finished products from producers 
to points of sale. 

19. Knowledge that the Gross National % 
Product is the total market value N 
of the goods and services produced 
and rendered in a given year. 

20. Understanding that business cycles % 
are alternative periods of prosperity N 
and recession. 

21. Knowledge of the advantages and dis- % 
advantages involved in the division N 
and specialization of labor. 

22. Knowledge of the effects of organized io 
labor on business. N 

23. Knowledge of the effects of inter- % 
national trade on the interdependency N 
of nations. 

SA 

31.8 
14 

54.5 
24 

40.9 
18 

40.9 
18 

36.4 
16 

18.2 
8 

22.7 
10 

11.4 
5 

13.6 
6 

43.1 
19 

56.7 
25 

25 
11 

N=44 

A N D so ~lEA~ -r 
: 

59.1 9.1 0 0 4 . 227 ! 
26 4 0 0 I 

I 

I 

36.4 ~·l l 0 0 4. 454 
16 0 0 

l 
54.5 2.31 2.3 0 4. 340 
24 1 I 1 ; 

I 

47.7 9.1 2.3 0 4. 272 
21 4 1 0 

52.2 9.1 2.3 0 4. 227 
23 4 1 0 

65.9 15.9 0 0 4.022 
29 7 0 0 

43.2 27.3 6.8 0 3.818 
19 12 3 0 

' 

65.9 15.9 6.8 0 3.818 
29 7 3 0 

65.9 13.6 6.9 0 3.863 
29 6 3 0 

45.5 9.1 2.3 0 4. 295 
20 4 l 0 

36.4 6.9 0 0 4.500 
16 3 0 0 

56.8 15.9 2.3 0 4.045 
25 7 1 0 

TOTAL SURVEY ~EAN 4.231 
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24. Are there other foundational economics and/or marketing competencies 
needed for successful job performance (list). 

25. Cormnents: 
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QUESTIONNAIRE 

A study is being conducted to verify foundational economics and 

marketing competencies for successful job performance in a set of mid

level aviation management jobs. A competency is a learning goal that a 

person achieves that reflects the knowledge, understanding, skills, and 

abilities essential to performance on a job. The management jobs this 

survey considers are: 

a. Airline Station Manager. 

b. Airline District Sales Manager. 

c. Airline Customer Service Agent Manager. 

d. Airline Reservation Sale's Agent Manager. 

e. Airport Director/Manager. 

f. Aviation Insurance Manager. 

Instructions 

Below are twenty-three competency statements. Read each statement 

carefully, and indicate the extent to which you agree or disagree that the 

competency is foundational to the set of above jobs. For your responses, 

check the appropriate box according to the following scale. 

SA - if you STRONGLY AGREE with the statement. 

A - if you AGREE with the statement. 

N - if you NEITHER agree or disagree with the statement. 

D - if you DISAGREE with the statement. 

SD - if you S_TRONGLY DISAGREE With the statement. 

Please turn to the next page to begin. 
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1. Knowledge of what economics is and i. 
why it is important. N 

2. Knowledge that economic goods and i. 
services are products offered to 
meet customer needs and wants. 

3. Knowledge that the utility of a i. 
product means increased usefulness N 
resulting from form, time, place, 
and possession availabilities. 

4. Understanding that economic i. 
resources may be classified N 
as land, labor and capital. 

5. Knowledge of what marketing is and i. 
why it is important. N 

6. Knowledge that marketing involves i. 
the functions that have to be N 
performed successfully for a 
business to continue, such as 
financing, buying, storing, 
servicing, transporting, etc. 

7. Knowledge that profit is the driving 7. 
force behind the free enterprise N 
system. 

8. Understanding that risks are po.tt:!ltiali. 
losses to which buinesses are N 
exposed. 

9. Understanding that the market price i. 
of a product is determined by what N 
a consumer is willing to give and 
what a seller is willing to take. 

10. Knowledge that supply and demand 7. 
involve the interaction bet,veen N 
products available and the ability 
and desire of customers to win them 

11. Knowledge , of the effects of competi- i. 
tion on buyers and sellers. N 

SA A 

34.9 60 
89 153 

37.6 53.7 
96 137 

26.3 55.7 
67 142 

19.6 53.7 
so 137 

49.4 43.5 
126 111 

45.1 42.7 
115 109 

43.1 40.8 
110 104 

44.7 47.1 
114 120 

27.5 56.9 
70 145 

23.9 54.5 
61 139 

42.4 47.5 
108 121 

N D SD ~E:l. :-1 

4.3 .8 0 4.290 
11 2 0 

7.4 1.3 0 4. 278 
19 3 

15 .3 2.7 0 4.054 
39 7 0 

21.6 5.1 0 3.878 
55 13 0 

6.7 .4 0 4.419 
17 1 0 

10.6 1.2 .4 4.309 
27 3 1 

11 4.7 .4 4.215 
28 12 1 

6.2 2 0 4 . 3.t.5 
16 5 0 

12.9 2.3 .4 4.086 
33 6 1 

18.1 3.1 .4 3.984 
46 8 1 

8.1 2 0 4.301 
21 5 0 
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12. Knowledge that a market includes all % 
of the potential customers of a good N 
or service. 

13. Understanding that a marketing % 

14. 

15. 

16. 

17. 

18. 

19. 

20. 

strategy is a plan of a company's N 
goals and ways to achieve those goals. 

Knowledge that the promotional mix 
of a business is a combination of 
different forms of product promotion 
such as advertising, sales promotion, 
personal selling and publicity. 

Understanding in a private enter
prise system, businesses are owned 
by individuals not government. 

Knowledge of the interaction of 
government and business. 

Knowledge of the types of activi
ties business performs for society. 

Understanding that the channels of 
distribution are involved in the 
flow of finished products from 
producers to points of sale. 

Knowledge that the Gross National 
Product is the total market value 
of the goods and services produced 
and rendered in a given year. 

~nderstanding that business cycles 
are alternative periods of pros
perity and recession. 

% 
N 

% 
N 

% 
N 

% 
N 

% 
N 

% 
N 

% 
N 

21. Knowledge of the advantages and % 
disadvantages involved in the N 
division and specialization of labor. 

22. Knowledge of the effects of organi- % 
zed labor on business. N 

23. Knowledge of the effects of inter- % 
national trade on the interdepen- ~ 

dency of nations. 

SA 

22.7 
58 

36.1 
92 

26.7 
68 

I 

26.7 
68 

39.2 
100 

23.9 
61 

20 
51 

20 
70 

27.5 
70 

27.5 
70 

39.6 
101 

28.6 
73 

A N I D 

54.1 19.6 3.6 
138 so 9 

48.6 11 3.9 
124 28 10 

56.9 12.9 3.5 
145 33 9 

46.3 20.4 5.8 
118 52 15 

46.7 12.1 2 
119 3l 5 

54.5 19.6 2 
139 so 5 

53.3 20.4 5.9 
136 52 ~5 

50.6 19.~ 9.4 
133 41 9 

52.2 16.1 3.4 
133 41 9 

56.5 14.5 1.5 
144 37 4 

48.2 10.6 1.2 
123 27 3 . 

51 15.7 3.1 
130 40 8 

N=255 TOTAL S~RVEY MEAN 

SD MEAN 

0 3.960 
0 

.4 4.160 
1 

0 4.066 
0 

.8 3.921 
2 

0 4.231 
0 

0 4.003 
0 

.4 3.866 
1 

.8 3.796 
2 

.8 4.019J 
2 

0 4.098 ! 

0 

.4 4.254 
1 

1.6 4.019 
4 

4.111 
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24. Are there other f oundational economics 3nd/or ~arketing competencies 
needed for successful job performance (list) . 

25. Comments: 
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EMBRY-RIDDLE AERONAUTICAL UNIVERSITY 
Regional Airport 

Daytona Beach, Florida 32014 

A significant purpose and goal of an educational institu
tion is to prepare graduates for their future life's endea
vors. To this end, Embry-Riddle Aeronautical University 
prepares its graduates for careers in aviation. 

Effective preparation requires that the graduates possess 
the skills and competencies to perform efficiently in their 
jobs for their employers. Part of these are the economics 
and marketing competencies foundational to the performance 
of aviation managers. 

In order to improve our curriculum and produce competent 
graduates for managerial careers in aviation, your opinions 
are sought to verify certain foundational economics and 
marketing competencies for aviation managers. This veri
fication will be made during an interview, scheduled at a 
time convenient for you. An Interview Guide is enclosed, 
listing the questions to be asked. 

May I make an appointment for the 
take no longer than 15 minutes to 
your city on 
indicate on the enclosed form the 
interview. Enclosed is a stamped 
for your reply. 

interview, which should 
complete. I shall be in 

Please 
time convenient for the 
self-addressed envelope 

Thank you for your cooperation and contribution to aviation 
education. 

PW:ldf 

Sincerely, 

Philip A. Weatherford 
Program Chairman 
Aviation Management 



TIME 

0830 

0900 

0930 

1000 

1030 

1100 

1130 

1200 

1230 

1300 

1330 

1400 

1430 

1500 

1530 

1600 

168 

DAYTONA BEACH 

MONDAY 
JUNE 14 

TUESDAY 
JUNE 15 



TIME 

0830 

0900 

0930 

1000 

1030 

1100 

1130 

1200 

1230 

1300 

1330 

1400 

1430 

1500 

1530 

1600 

TAMPA 

MONDAY 
JUNE 21 
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TUESDAY 
JUNE 22 



TIME 

0830 

0900 

0930 

1000 

1030 

1100 

1130 

1200 

1230 

1300 

1330 

1400 

1430 

1500 

1530 

1600 

ORLANDO 

MONDAY 
JUNE 28 
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TUESDAY 
JUNE 29 



TIME 

0830 

0900 

0930 

1000 

1030 

1100 

1130 

1200 

1230 

1300 

1330 

1400 

1430 

1500 

1530 

1600 

171 

JACKSONVILLE 

TUESDAY 
JULY 6 

WEDNESDAY 
JULY 7 
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EMBRY-RIDDLE AERONAUTICAL UNIVERSITY 
Regional Airport 

Daytona Beach, Florida 32014 

Thank you for an appointment and interview. As an important 
and practicing airline manager, I certainly need your 
opinions regarding certain foundational economics and 
marketing competencies for aviation managers. The appoint
ment is confirmed for 

I realize you have an already busy schedule, but your 
responses will contribute and lead to curriculum improve
ments that will produce better graduates for careers in 
aviation management. 

PAW:ldf 

Sincerely, 

Philip A. Weatherford 
Program Chairman 
Aviation Management 



APPENDIX 7 

FIRST FOLLOWUP LETTER 
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EMBRY-RIDDLE AERONAUTICAL UNIVERSITY 
Regional Airport 

Daytona Beach, Florida 32014 

I regret that y ou will not be available for an interview on 
the dates I shall be in your city. However, as an important 
and practicing airline manager, I certainly need and solicit 
your opinions regarding certain foundational economics and 
marketing competencies for aviation managers. 

Could you take a few minutes to complete the enclosed 
Interview Guide? At the time of the interview, I was going 
to ask for permission to speak to your people in charge of 
sales, customer service and operations, or similar positions. 
If you consent to completing the Interview Guide, would you 
please ask your above managers to complete and return an 
Interview Guide to me? 

I realize you have an already busy schedule, but your 
responses will contribute and lead to curriculum improve
ments that will produce better graduates for careers in 
aviation management. 

PAW:ldf 

Sincerely, 

Philip A. Weaterford 
Program Chairman 
Aviation Management 



APPENDIX 8 

SECOND FOLLOWUP LETTER 
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EL'1BRY-RIDDLE AERONAUTICAL UNIVERSITY 
Regional Airport 

Daytona Beach, Florida 32014 

Let me buy you a cup of coffee. Please take a short break 
to complete this Interview Guide. I am sure it will take 
less time to fill out the survey than it will to drink this 
coffee. 

Please! I am really desperate. We are trying to improve 
our curriculum and produce better graduates. In the long 
run, we can both prosper if you will take a few minutes to 
complete the survey. 

Give me a break in the interest of aviation management 
education. 

PAW:ldf 

Sincerely, 

Philip A. Weatherford 
Program Chairman 
Aviation Management 



APPENDIX 9 

REQUEST FOR COMPLETION OF 
ADDITIONAL INTERVIEv~ GUIDES 
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EMBRY-RIDDLE AERONAUTICAL UNIVERSITY 
Regional Airport 

Daytona Beach, Florida 32014 

Thank you for your opinions regarding certain foundational 
economics and marketing competencies for aviation managers. 
As an important and practicing airline manager, your 
opinions are definately needed. 

At the interview, I was going to ask for permission to speak 
to your sales, customer service, and operations (or similar 
positions) managers in order to get their opinions about 
these competencies. Would you please ask your above managers 
to complete and return an Interview Guide to me. 

I realize that you and your managers have an already busy 
schedule, but these responses contribute and lead to 
curriculum improvements that will produce better graduates 
for careers in aviation management. 

PAW:ldf 

Sincerely, 

Philip A. Weatherford 
Program Chairman 
Aviation Management 
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IDECC EM LAPS AND MODIFIED IDECC EM 
LECTURE-ONLY INSTRUCTIONAL SEQUENCE 



181 

IDECC EM LAPS AND MODIFIED IDECC EM 
LECTURE-ONLY INSTRUCTIONAL SEQUENCE 

TOPIC 1 - NATIONAL ECONOMY 

LAP 15 - Private Enterprise System 

LAP 17 - Business and Society 

LAP 16 - Government and Business Interation 

TOPIC 2 - ECONOMIC FUNDAMENTALS 

LAP 1 - Economics and You 

LAP 4 - Economic Resources 

LAP 2 - Economic Goods and Services 

LAP 19 - ~vhat' s GNP? 

LAP 24 - International Trade 

TOPIC 3 - MARKETING FUNDAMENTALS 

LAP 5 - The "What" and "Why " of Harketing 

LAP 6 - Marketing Functions 

LAP 7 - Profiting From Profits 

LAP 8 - Business Risks 

TOPIC 4 - PRODUCTS AND PRICES 

LAP 3 - Product Utility 

LAP 9 - Market Price 

LAP 10 - Supply and Demand 

LAP 11 - Competition 
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TOPIC 5 - MARKETING GOODS/SERVICES 

LAP 12 - Market Identification 

LAP 18 - Channels of Distribution 

LAP 13 - Marketing Strategies 

LAP 14 - Promotional Mix 

LAP 20 - Business Cycles 

TOPIC 6 - ORGANIZED LABOR 

LAP 21 - Specialization of Labor 

LAP 22 - Labor Unions 

LAP 23 - Collective Bargaining 

• 
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CONTROL GROUP I NSTRUCTIONAL SEQUENCE 

TOPIC 1 - INTRODUCTION 

Chapter 1 - Economic Ideas for Business 

Chapter 2 - The Business Firm 

TOPIC 2 - BUSINESS BASICS 

Chapter 3 - Ownership 

Chapter 4 - Organization 

Chapter 5 - Management 

TOPIC 3 - BUSINESS DECISIONS 

Chapter 6 - Producing Goods and Services 

Chapter 7 - Marketing I 

Chapter 8 - Marketing II 

Chapter 9 - Accounting 

Chapter 10 - Financial Institutions 

Chapter 11 - Financial Decisions and Insurance 

Chapter 12 - Personnel 

Chapter 13 - Labor Relations 

Chapter 14 - The Computer and Other Business 

TOPIC 4 - SPECIAL TYPES OF BUSINESS 

Chapter 15 - Small Business 

Chapter 16 - International Business 

TOPIC 5 - BUSINESS AND SOCIETY 

Tools 

Chapter 17 - How Business and Society Interact 
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STUDENT INFORMATION SHEET 

MS205 Section 

1. NAME 

2. AGE 

3. SEX (circle one) Male Female 

4. Degree Program Area of Concentration 

5. GPA 

6. Hours completed prior to this trimester 

7. Have you had a prior business/economics/marketing course? 

(circle one) Yes No 

If yes, where (circle one) High School 

College/University 

Other 

Describe 

8. Have you had any business experience/jobs? 

(circle one) Yes No 

If yes, how long 

Briefly describe 

9. What is your career objective after graduation? 
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SUMMARY OF RESPONSES TO QUESTIONS 
24 AND 25 OF THE INTERVIEW GUIDE 

1. The following are responses to Question 24, which 

asked, "Are there other foundational economics and/or 

marketing competencies needed for successful job perform-

ance?" 

a. Sales ability. 

b. Sales Tools. 

c. Self-representation when out in the field 

(marketing) . 

d. Outside influences impacting economic results. 

e. The following were suggested reflecting that 

successful job performance involves certain competencies 

that are interactive with those of economics and marketing. 

(1) Personality. 

(2) Education. 

(3) Desire. 

(4) Personnel management and personal 

relationships. 

(5) Knowledge of operating controls for 

performance measurement. 

(6) How to add, read, and write effectively. 

2. The following are responses to Question 25, 

which asked for "Comments." 

a. Without marketing the product would be 

unknown and of no value. 
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b. We should stress the needs of good marketing 

from day-to-day in our classrooms. 

c. Sounds like ECON 101. 



APPENDIX 14 

SUMMARY OF RESPONSES TO 
QUESTIONNAIRE QUESTION 24 
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SUMMARY OF RESPONSES TO 
QUESTIONNAIRE QUESTION 24 

These responses were made in answer to the question, 

are there other foundational economics and/or marketing 

competencies needed for successful job performance? 

l. Understanding that the consumer is most 

important. 

2. How to outsmart your competition. 

3. Target market creativity. 

4. Effect on the airline industry. 

5. Commercial banking and the monetary system. 

6. Salesmanship. 

7. Financing a business. 

8. How to start and operate a business. 

9. The following competencies were suggested 

reflecting that successful job performance involves certain 

competencies that are interactive with those of economics 

and marketing. 

a. Human behavior, relations, and interactions. 

b. An understanding of the hierarchy of business; 

proper channels to go through. 

c. Accounting. 

d. Ability to communicate. 

e. Job enjoyment and satisfaction. 

f. Computer skills. 

g. Value of experience and reputation. 
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SUMMARY OF RESPONSES TO 
QUESTIONNAIRE QUESTION 25 
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SU~MARY OF RESPONSES TO 
QUESTIONNAIRE QUESTION 25 

These comments were made about the Questionnaire and 

the competency statements. 

1. A good background in economics and marketing 

is essential for a person to become an effective manager. 

2. I don't think students are adequate judges 

of needed competencies for jobs they don't have. 

3. In order for one to have an understanding of 

business--all of these are necessary. 

4. Stress the importance of a capitalist, free 

enterprise s y stem. 

5. Efficiency can be most economical. 

6. Most of the statements should be basic require-

ments for all managerial positions. 

7. Question 20 is especially relevant to the 

airlines. It is an industry which is reflected by the 

economy stronger and harder than most other industries. 

8. A basic knowledge of all these things are 

needed. All leads to a well-rounded individual. 

9. All are basic skills that one must understand 

in order to be successful. If any of these skills are 

not obtained, I sure as hell wouldn't want that person 

working for me. 
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10. All of the above knowledge is needed by a 

manager in the fast-paced real world. 
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PRE-TEST 
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1. Which of the following marketing functions can be 
performed by channel intermediaries: 

a. Buying c. Promoting 
b. Financing d. All of the above 

2. The process of making decisions to satisfy unlimited 
human needs and wants with limited resources is called 

a. Economics c. Advertising 
b. Marketing d. Selling 

3. The rivalry between two or more businesses to obtain 
customers for a similar product or service is known as: 

a. Advertising c. Competition 
b. Efficiency d. Salesmanship 

4. Market price represents a: 

a. Phase c. Balance 
b. Segment d. Division 

5. In marketing, the best definition of the term "Promotion" 
is: 

a. Advertising 
b. Elevation to a higher position within the company 
c. Business activities that are designed to influence 

people to buy goods and services 

d. Display 

6. Which of the following comp onents is used to calculate 
Gross National Product: 

a. Consumer spending c. Depreciated merchandise 
b. Stocks and bonds d. Raw materials 

7. An advantage of a sole proprietorship is: 

a. Easy to start and to control 
b. High taxes 
c. Unlimited capital 
d. Limited liability for debts 

8. Which of the following items has inelastic demand: 

a. Televisions c. Bread 
b. Ice cream d. Movie tickets 
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9. Which of the following services does the government 
provide free of charge: 

a. Protecting free competition 
b. None of these answers is correct 
c. Protecting businesses 
d. Protecting consumers 

10. Which of the following represents an "economic activity " 

a. Scott is visiting a friend at the hospital 
b. Sheila is learning how to skate 
c. Valerie is working as a flight instructor 
d. Hank is singing a song for his friends 

11. Most people have an inaccurate idea of the amount of 
profit earned by businesses because: 

a. Businesses try to deceive the public 
b. It is illegal for the businesses to disclose their 

real profits 
c. They do not understand money at all 
d. They do not fully understand the expenses involved 

in running a business 

12. Market price depends upon the: 

a. Purchasing power of consumers 
b. Actions of competitors 
c. Number of different products that can be produced 

for sale at different prices 
d. Number of product units that can be sold 

13. Which statement best describes a "consumer" good or 
service: 

a. Purchased and used by an individual to satisfy his/ 
her own wants and needs 

b. Purchased by businesses for industrial use in 
their operations 

c. Can only be used once before it is consumed 
d. Can be used repeatedly 

14. Businesses should: 

a. Use effective marketing strategies 
b. Ignore marketing strategies 
c. Utilize the same marketing strategies every year 
d. None of these answers are correct 
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15. Determine the type of utility being described i n the 
following situation: 

The store at a local campground is stocked with 
items such as marshmallows, matches, and hotdogs: 

a. Possession utility c. Time utility 
b. Place utility d. Form utility 

16. Carefully designed public relations programs are 
intended to: 

a. Develop good public images 
b. Increase operating expenses 
c. Deceive consumers 
d. Attract similar businesses to the area 

17. Why does government try to restrict the growth of 
monopolies: 

a. Monopolies do not always operate to benefit 
consumers 

b. Monopolies do not have to pay taxes 
c. Monopolies are difficult to manage 
d. Monopolies reduce the power of the government 

18. Risks that insurance companies cannot or will not cover 
are referred to as: 

a. Uninsurable 
b. Hazardous 
c. Too expensive 
d. Not important 

19. What federal agency is responsible for preventing 
false advertising: 

a. All of these answers are correct 
b. Federal Trade Commission 
c. Food and Drug Administration 
d. Environmental Protection Agency 

20. The fluctuations in the economic activities of 
business are referred to as: 

a. Channels of distribution 
b. Business cycles 
c. Supply 
d. Demand 
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21. In the United States businesses have an average profit 
rate of about: 

a. 25% c. 5% 
b. 35% d. 15% 

22. Which statement best describes the term "primary want:" 

a. A desire for an essential item that is needed for 
survival 

b. A desire for an unessential item that is needed 
for pleasure, comfort, convenience, etc. 

c. A desire for a consumer good or service 
d. A desire for a captial good or service 

23. The United States Department of Commerce calculates and 
reports our country's Gross National Product every: 

a. Quarter c. Year 
b. Five years c. Six months 

24. Arrangements of merchandise set up in store areas to 
whow off selected items of merchandise are called 

a. Special sales events 
b. Publicity releases 
c. Advertisements 
d. Displays 

25. In 1975, the Gross National Produce of the United States 
was that of the USSR, West Germany, and 
France combined. 

a. Less than 
b. None of these answers is correct 
c. Greater than 
d. As much as 

26. Primarily, economics deals with: 

a. Making decisions 
b. Completing unfinished business 
c. Increasing foreign trade 
d. Producing products and services 

27. What percent of the United State's total labor force is 
employed in the field of marketing: 

a. 10 to 20% 
b. 25 to 33% 
c. 50 to 75% 
d. 35 to 60% 
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28. Labor includes: 

29. 

a. Mental and physical activities required to 
manufacture and distribute goods and services 

b. Mental activities required to manufacture and 
distribute goods and services 

c. Physical activities required to manufacture 
and distribute goods and services 

d. None of these answers are correct 

When new and better ways are found to produce 
goods and services, we can say that have been 
made which contribute to a high Gros-s~N~a~t-l~. o-nal 
Product 

a. Scientific discoveries 
b. Profits 
c. Mechanical improvements 
d. Technological advances 

30. The component in the Gross National Product formula 
which represents all of the consumer goods sold during 
the year is known as: 

a. Imports 
b. Exports 
c. Gross private investment 
d. Personal consumption expenditures 

31. Which of the following is a principle on which the 
marketing concept is based: 

a. All business activities should be geared toward 
satisfying the wants and needs of the business · 

b. Profitable sales volume will result when more 
merchandise is produced 

c. All of these answers are correct 
d. Profitable sales volume will result from giving 

customers quality products at fair and reasonable 
prices . 

32. For consumers, as prices decrease, demand usually: 

a. Stays the same c. Increases 
b. Becomes more elastic d. Decreases 

33. A business encounters a "loss" when: 

a. Expenses are greater than income 
b. Income is greater than expenses 
c. Accounts receivable are all paid 
d. Operating expenses decrease 
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34. New developments in have enabled manufactures 
to produce more than people can use: 

a. All of these answers are correct 
b. Technology 
c. Automation 
d. Mass production techniques 

35. Identify the statement that best describes the term 
11 Competition: 11 

a. A large number of producers who sell different 
products 

b. A situation in which there is only one supplier of 
a product/service 

c. A form of business ownership found in the United 
States 

d. Rivalry between two or more businesses which offer 
similar products/services in order to attract 
customers 

36. The economic resource that represents all the human 
effort required to manufacture and distribute economic 
goods and services is: 

a. Natural resources 
b. None of these answers are correct 
c. Labor 
d. Capital 

37. Which of the following situations represents a 
noneconomic activity: 

a. Jackie bought a new radial tire for her car 
b. Jeana worked at a restaurant to earn money 

school 
c. Larry bought gasoline for his lawnmower 
d. Sandy walked through the park on his lunch 

for 

hour 

38. Determine the type of utility being described in the 
following situation: 

A jewelry firm offers a cutom design service in which 
they will design and manufacture rings to the 
customer's specifications. 

a. Time utility c. Possession utility 
b. Place utility d. Form utility 
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39. Which of the following countries has a capitalist 
economic system: 

a. All of these answers are correct 
b. United States 
c. Switzerland 
d. Canada 

40. Why has the use of integrated distribution increased 
in importance: 

a. Gives producer greater control over the 
production and distribution process 

b. Gives retailers greater control over the 
production and distribution process 

c. Gives wholesalers greater control over the 
production and distribution process 

d. Gives agents greater control over the production 
and distribution process 

41. A major advantage of a corporation i~: 

a. Limited liability 
b. Lower taxes 
c. Higher profits 
d. Increased productivity 

42. The work stoppage of a group of workers to force 
management to meet its demands is known as a (n): 

a. Boycott c. Lockout 
b. Injunction d. Strike 

43. The most common form of business ownership under 
communism is: 

a. Cooperative c. Government ownership 
b. Partnership d. Corporation 

44. What marketing function helps to answer questions 
about "what" to sell and to "whom" to sell: 

a. Buying c. Financing 
b. Pricing d. Market research 

45. All of the costs involved in actually running a 
business are referred to as: 

a. :Losses c. Operating expenses 
b. Selling price d. Cost of merchandise 
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46. Which of the following is a characteristic of a 
buyer's market: 

a. All of these answers are cor~ect 
b. Small demand 
c. Large supply 
d. Low prices 

47. Which of the following groups has the most control 
over what goods and services are sold in the 
marketplace: 

48. Monies received by businesses from the sale of 
goods and services are called: 

a. Income c. Profit 
b. Expenses d. Loss 

49. An advantage of capitalism is: 

a. Increased government control 
b. Greater competition 
c. No taxes 
d. Determination of occupation for workers 

50. What is the Federal Trade Commission: 

a. A federal agency created to protect competing 
businesses against unfair methods of competition 

b. A federal agency established to enforce 
antipollution laws 

c. A federal grant that gives exclusive rights to 
reproduce, publish, and sell literary works 
for 28 years 

d. A federal grant that gives exclusive rights to 
inventors for 17 years 
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1. The activities involved in moving, handling, and storing 
products on the way from the producer to the consumer 
are known as: 

a. Marketing c. Distribution 
b. Warehousing d. Economics 

2. Which of the following events would be most likely 
to result in a business changing its marketing 
strategies: 

a. A store's current pro~otional campaign is quite 
successful 

b. Government continues its regulation of utility 
companies 

c. A store selling similar products opens down the 
street 

d. A restaurant opens down the street from a 
service station 

3. An economic resource that is gift of nature is 

a. Equipment c. Buildings 
b. Tools d. Oil 

4. The foundation of the marketing concept is: 

a. Producers beware 
b. Business should be concerned with quality 
c. Needs of customers always come first 
d. Buyers beware 

-----

5. A shop in which all employees are required to pay 
dues but do not actually have to join the union 
is called a (n) : 

a. Closed shop c. Agency shop 
b. Union shop d. Open shop 

6. Which of the following best defines a "market" for 
a product: 

a. A group of potential consumers that has similar 
characteristics and/or needs 

b. A group of sellers that has similar character
istics or needs 

c. Rivalry between two or more businesses which 
offer similar products or services to attract 
customers 

d. A situation in which there is only one supplier 
of a certain product or service 
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7. A union member, elected by his/her peers, who handles 
any grievances or problems that other members might 
have with management is referred to as a (n): 

a. Secretary/treasurer c. Union president 
b. Business agent d. Shop steward 

8. In recent years, United States' exports have been: 

a. Greater than imports c. About the same as imports 
b. Nonexistent d. Less than imports 

9. Theuse of techniques such as advertising and display 
in selling merchandise is known as: 

a. Pricing c. Distributing 
b. Promoting d. Planning 

10. Countries that can produce certain goods and services 
more efficiently than other countries are said 
to have: 

a. Comparative advantages 
b. Competitive prowess 
c. Better employment skills 
d. Greater technologies 

11. What situation exists when management decides to 
temporarily close the business and stop production 
during a labor conflict in order to exert pressure 
on the union: 

a. Boycott c. Injunction 
b. Lockout d. Strike 

12. The most important economic resource is: 

a. Land c. Labor 
b. Capital d. None of the above 

13. Which of the following is NOT an exclusive right of 
ownership granted to individuals to protect their 
properties: 

a. Patents c. License 
b. Trademarks d. Copyrights 

14. A type of union made up of · workers in a particular 
occupation or in closely related occupations is known 
as: 

a. Industrial union c. Labor union 
b. Affiliate union d. Craft/trade union 
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15. Getting products to points of sale is the primary 
activity of the marketing funct i on: 

a. Transporting c. Selling 
b. Servicing d. Packaging 

16. An advantage of socialism is: 

a. Higher profits c. Citizen's welfare 
b. Lower taxes d. Increased competition 

17. Identify the factor which would affect the marke t price 
of a product in the following situation: A company 
introduces a new product on the market with an 
expensive promotional campaign on television and 
radio--

a. Labor costs c. Competition 
b. Advertising d. Buying habits 

18. The things people must have in order to live full 
and happy lives are called -----
a. Needs c. Economic Services 
b. Economic goods d. Form utility 

19. How can market segmetation benefit business: 

a. Greater efficiency is provided in marketing 
a product successfully 

b. More customers are provided 
c. Greater appeal is provided to the general 

population 
d. None of the above 

20. A dentist is an example of labor specialization by: 

a. 
b. 
c. 
d. 

21. The 
in 

a. 

b. 

c. 
d. 

Trade or profession 
Stage of production 
Geographic location 
Job tasks 

primary purpose of most government regulations 
regard to products and services is: 

To protect customers against inferior products 
and services 
To increase the number of products and services 
available for sale 
To protect producers of products and services 
To increase the prices of goods and services 
that are available for sale. 
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22. The market for deodorant is 
briefcases: 

a. The same size as 
b. Smaller than 

the market for ----

c. Smaller than 
d. None of the above 

23. All of the potential losses to which a business is 
exposed are called 

a. Property damage c. Shipment losses 
b. Embezzlement d. Business risks 

24. Building and zoning regulations are primarily 
enforced to: 

a. Keep all businesses in the same location 
b. Foster the goals of public transportation 

companies 
c. Increase business traffic 
d. Protect individual's home environments 

25. The process: of dividing the total consumer market into 
smaller groups of potential customers is referred 
to as: 

a. Marketing research c. Market segmentation 
b. Market identification d. Market division 

26. Business income can be defined as: 

a. Actual profits earned by the business 
b. Revenues minus costs and expenses 
c. Amount of money kept by the business 
d. Revenues received from the sale of goods and 

services 

27. Which of the following conditions is NOT a 
characteristic of the Prosperity phase of a business 
cycle: 

a. High prices c. 
b. High unemployment d. 

High dividends 
High interest rate 

28. Distribution channels that use intermediaries are 
usually than those that do not use them: 

a. Longer c. Cheaper 
b. Shorter d. None of the above 
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29. Economics attempts to: 

a. Decrease the public debt 
b. Increase the value of goods and services 
c. Expand the role of welfare in the United States 
d. Satisfy human wants and needs 

30. Determine the type of utility being described in 
the following situation: A local bank offers 
mortgage loans for people wishing to buy homes--

a. Time utility c. Place utility 
b. Form utility d. Possession utility 

31. Which of the following does NOT influence consumer 
demand: 

a. Producer needs and wants 
b. Customer needs and wants 
c. Product utility 
d. Price 

32. Which of the following is an advantage of labor 
specialization: 

a. Workers' morale improves 
b. Workers' pride in the finished product 

increases 
c. Worker dependency increases 
d. Transferability of workers from one employer 

to another is easier 

33. During which phase of the business cycle are factory 
closings quite common: 

a. Prosperity c. Recession 
b. Obsolescence d. Recovery 

34. The act of positioning sign-carrying union members 
near a company's entrace during a conflict or 
strike is known as: 

a. Wildcatting c. Boycotting 
b. Picketing d. Striking 

35. In integrated distribution: 

a. Consumers share in the distribution process 
b. Independent wholesalers and retailers perform 

various activities in getting products to 
consumers 
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35. c. Intermediaries are hired according to equal 
employment opportunities, regardless of sex , 
age, religion, race, or national origin 

d. Producers, or a strong channel member, 
assume control of channel distribution 

36. Which of the following represents a type of labor 
specialization 

a. Trade or profession c. Skill level 
b. Production rates d. Job training 

37. A disadvantage of labor specialization is that: 

a. Inventions and technological advances increase 
b. The work may become dull and boring 
c. Training of workers is simplified 
d. The workers become highly skilled at their t asks 

38. Which of the following services does the 
government provide free of charge: 

a. Protecting free competition 
b. Protecting businesses 
c. Protecting consumers 
d. None of the above 

39. Determine the type of utility being described in 
the following situation: A department store begins 
selling winter holiday decorations in late autumn--

a. Form utility c. Time utility 
b. Possession utility d. Plac~ utility 

40. In the U. S., businesses have an average profit 
rate of about: 

a. 25% c. 5% 
b. 35% d. 15 % 

41. Typists, forest rangers, and actors are examples 
of labor specialization by: 

a. Trade or profession 
b. Job tasks 
c. Geographic regions 
d. Stages of production 
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42. Which statement best describes the term "ultimate 
consumer": 

a. A person who buys a product 
b. A person who uses a good or service to satisfy 

his/her own want and needs 
c. A person with no unsatisfied wants or needs 
d. A person with unlimited buying power 

43. Identify the type of product utility being described 
in the following situation: A retail store 
decides to locate in a suburban shopping center--

a. 
b. 

Form utility c. 
Possession utility d. 

Place utility 
Time utility 

44. Which of the following factors affects the types and 
amounts of insurance needed by a business: 

a. Products sold by the business 
b. Location of the business 
c. Number of employees 
d. All of the above 

45. What organization helps union locals become 
established, recruit new members, and negotiate 
with management: 

a. Shop stewards c. Federal government 
b. National union d. State government 

46. In the calculation of the gross national product, 
which of the following components is subtracted: 

a. Imports c. Gross private investments 
b. Exports d. Government purchases 

47. In a private enterprise system, who normally decides 
what goods will be produced and what prices will 
be charged for them: 

a. Businesses and consumers 
b. Businesses 
c. Consumers 
d. Government 
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48. What are the four areas in which most government 
regulations fall: 

a. Competition, property rights, environmental 
protection, and taxes 

b. Monopolies, patents and copyrights, building 
and zoning laws, and property rights 

c. Taxes, prices, products, and public welfare 
d. Property rights, public welfare, customer 

protection, and competition 

49. A type of union made up of all classes of workers 
within a given industry is known as a (n): 

a. Labor union 
b. Affiliate union 
c. Industrial union 
d. Craft/trade union 

50. During periods of prosperity, businesses usually 
engage in: 

a. High production 
b. High unemployment 
c. Low interest rates 
d. Low profits 
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