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Introduction
DECA, An Association of Marketing Students, and FBLA, Future Business Leaders of America, are Career Technical Student Organizations (CTSO’s) that are integral components of the Business and Marketing Education instructional programs.  These student organizations are specifically created to provide teaching/learning experiences to be used both in and outside the classroom.  Curriculum for these organizations is tailored to specific career goals of students and emphasizes strong academic, human relations, and employability skills.

Today’s businesses require teamwork, consensus building, decision-making, interpersonal skills, and goal orientation.  While business organizations value cooperative effort, they also demand independent thinking.  DECA and FBLA seek to transform students into team workers who recognize that their own success depends on the success of others.  At the same time, students learn that effective leadership is critical to successful group work.

Classroom projects, chapter activities, and competitive events all serve to assist students in becoming team workers and leaders.  DECA and FBLA students may choose to pursue leadership roles by running for local, state, and national offices.  Learning the democratic process through participation is a hallmark of both organizations.   

Competition and recognition for achievement are fundamental parts of DECA’s and FBLA’s dynamic student-centered programs of leadership development.  Business and industry representatives participate in competitive events by assessing student competence as exhibited in research-based projects, authentic performance-based demonstrations and role plays, case study analyses, and independent and group projects.  

Businesses and corporations recognize DECA and FBLA as vital links between the classroom and the business world.  Through applied learning methodology, students are motivated to develop skills and apply them in school-to-work learning experiences.  Local chapters work with the business community to develop mutually beneficial relationships by creating a strong, well-trained work force from which businesses can draw.

DECA and FBLA competitive events, conferences, and publications develop leadership, management skills, civic consciousness, job competence, responsibility, and motivation to excel.

The DECA and FBLA Handbooks are designed to assist chapter advisors in understanding the nature of each student organization and to provide guidance for integrating the components of the organization into the Business/Marketing Education instructional programs.
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Using This Handbook

The Handbook for Integrating DECA into Marketing Education Programs was written to serve as a key resource for DECA chapter advisors and student leaders.  Included in this handbook is general information about the purpose and organizational structure of National DECA and California DECA, as well as the numerous activities and services that are provided at the national and state levels. 
Starting a Local Chapter 

The section entitled “Starting a Local Chapter” outlines a step-by-step process for the educator who is organizing a DECA chapter.  Information for managing a newly organized chapter is provided in suggested time lines and hints for developing partnerships with administrators and parents.

Aligning DECA with the Curriculum

The DECA program of activities enriches instructional programs in general and strengthens career technical programs in particular.  “Aligning DECA with the Curriculum” focuses on the development of quality instructional programs based on California Career Technical Education (CCTE) foundation standards and CCTE Marketing, Sales, and Service Industry Sector standards.  Specific instructional activities include sample lessons for use in planning presentations on DECA.   Each plan includes a crosswalk illustrating the use of applicable Marketing Content Areas, CCTE standards, and DECA Activities; indicating the correlation to the DECA Diamond; and listing related resources.  

Instructional Strategies and Delivery Systems
This section elaborates on effective strategies and delivery systems for incorporating DECA principles into marketing and career technical education.

Assessment of Student Achievement
Multiple measures for assessing achievement of DECA and marketing students are described.
What is DECA?
Purpose of DECA
Picture, if you will the most prestigious professional organization within your industry. The spokes of this professional organization are many and go deep and wide to fulfill all the needs of its members. Its members know that if they want to get anywhere within their profession, they must join their professional organization to network and utilize all it has to offer. If a need arises that is not presently included, the organization will rise to the occasion and create another spoke to fulfill the need. DECA: An Association of Marketing Students (formerly known as Distributive Education Clubs of America) is just such a professional organization at the high school level! 

DECA fulfills many needs in today’s educational trends. Education today has its roots in teaching to standards and exit exams.  DECA curriculum integrates the California Career Technical Education (CCTE) foundation standards, Marketing, Sales, and Service industry sector standards, Academic Content Standards and the National Marketing Standards into project-based activities that validate the cross-training link to the California High School Exit Exam (CAHSEE). These co-curricular activities stimulate learning in a variety of ways, promoting success for multiple intelligences and learning styles within marketing, management, and entrepreneurship programs.  What more could teachers want?  They simply guide their students to follow the DECA activity outlines and document the linkages to state and national standards for positive program recognition.  
Career technical student organizations exist at national, state, and local levels.  In California, they are linked to the career technical areas identified below:
Marketing Education


DECA:  An Association of Marketing Students 



(Formerly Distributive Education Clubs of America)
Business and Office Education


FBLA-Phi Beta Lambda (Future Business Leaders of America)

Home Economics


California Association FHA-HERO (Home Economics Related Occupations)


National Affiliation – FCCLA (Family, Career and Community Leaders of America)

Trade/Industrial Education


Skills USA – VICA (Formerly Vocational Industrial Clubs of America)

Health Careers


HOSA (Health Occupations Students of America)

Agricultural Education


FFA (Future Farmers of America)

Each student organization has its own set of goals and objectives.  However, these organizations are alike in sponsoring leadership development conferences, competitive awards programs, and educational student publications; producing written guides for advisors and handbooks and promotional materials for student members; and providing members with opportunities to participate as future leaders in their respective career technical areas. 
Benefits of DECA
The benefits of a DECA component extend not only to chapter members and advisors, but to members of the education and business communities.
STUDENTS profit from DECA by participating in activities from which they can learn to value themselves and recognize their potential.  They can achieve benefits in the following areas:
· Leadership
Students develop leadership skills by serving as officers, committee members, and spokespersons; attending conferences; planning and conducting elections and meetings; and developing and managing a program of work.

· Knowledge and Skills Development and Application
Through participation in competitive events and school-to-work learning experiences, students can apply classroom knowledge to real-world business situations.  These practical experiences help them to recognize the vital connection between lifelong learning and success in marketing-related careers.
· Team Building
Chapter activities and competitive events emphasize the importance of cooperation, teamwork, and cohesiveness.  Working collaboratively helps students to develop the skills of listening, questioning, and deliberating.  Considering the thoughts of others is important in evaluating their own thinking skills.

· Self-Concept
The DECA competitive events program provides avenues through which students can demonstrate their individual initiative and creativity, and encourages self-discipline and self-improvement.  


Experiencing personal growth and self-fulfillment enhances the student’s self-concept.

· Recognition

Recognition for achievement contributes to the development of self-esteem.  Through their 
participation in activities and competitive events, DECA students can earn certificates, ribbons, 
plaques, trophies, scholarships, and internships.
· Student-Teacher Rapport
Teachers involved with DECA also serve as mentors, coaches, and collaborators.  When students and teachers work as teammates, a rapport often develops that is more nearly that of adult-to-adult than teacher-to-student, with the student assuming increased responsibility and learning to interact with adults.
· Networking and Social Awareness
Fostering social intelligence in members is a goal of DECA.  Through a variety of activities, students can develop skills such as communicating appropriately, making introductions, writing letters of appreciation and congratulations, dressing professionally, and using dining etiquette.

· Citizenship
DECA students learn the lessons of constitutional democracy through participation in projects and elections, and demonstrate good citizenship through contributions to their school, community, and country.

· Career Technical Understanding
Through participation in DECA, students can prepare for careers that reflect their interests, values, and skills.  They gain an understanding of the skills and attitudes needed for success and receive guidance toward finding satisfaction in their life’s work.

TEACHERS that are actively involved with DECA generally experience enhanced career satisfaction and rewards.  DECA activities are designed to motivate both students and teachers and to meet the needs and interests of students.  The activities generate greater student involvement, positively influencing their participation and decreasing the number of disciplinary concerns.   Other areas in which teachers can benefit from DECA involvement are listed below:
· Program Recruitment
Recruiting students for DECA participation is readily achieved.  Students and parents actively seek such programs that provide students with opportunities to apply their knowledge and skills to real-world situations and to be recognized for their accomplishments. 

· Business and Industry Support

Thousands of employers are aware of DECA and the excellent education and training that the 
students receive.  Recognizing that this training will provide them with a pool of potential future 
employees, business and industry representatives willingly contribute their time, expertise, and 
resources to support DECA chapters.

· Professional Development 
Many new and experienced teachers serving as DECA advisors indicate that major sources of their professional and personal growth include advisor in-services, the collegiality of working with other advisors, and occasions for networking with local and national business leaders.

· Instructional Ideas and Materials

DECA combines marketing, management, and entrepreneurship curriculum with real-world

instructional activities, many of which are supported by teaching aids, such as teachers’ guides, 
project guides, and computer software.  

· Recognition


Knowing that the success of DECA participants is dependent on the knowledge and skills gained

from a business curriculum, school and community members recognize and appreciate the

expertise and contributions of teachers involved with DECA.
· Student and Teacher Rapport
Getting to know one another outside of the classroom can be a valuable experience for students and teachers alike.  As a result of their cooperative working relationship with DECA students, advisors tend to form many and long-lasting friendships.
SCHOOLS benefit from business and civic communities’ recognition of DECA as a program that effectively prepares students for success in the business world.  Schools are acknowledged for DECA’s achievements in the following areas:
· Creating a Positive Public Image

Student achievement and successful programs generate positive public opinion for the educational process and for the schools that provide the programs.  The widespread recognition and respect that DECA receives reflects on the entire education community.

· Meeting State and National Curriculum Standards

In recognition and support of the current emphasis on accountability and the public ranking of 
schools, DECA’s curriculum is aligned with state and national standards and promotes local 
outcomes and the school’s educational goals.  

· Integrating Academic and Career Technical Education
Relevant instruction for a rewarding learning experience focuses on core academic content and technical skills, and is based on the ways in which students learn, recall, and transfer knowledge.

Within the DECA curriculum, the California Academic Content Standards and California Career Technical Education Standards are integrated, supported, and reinforced.  Students can apply and enhance their acquired knowledge and skills through real-life, practical experiences such as involvement in industry partnerships and in paid or unpaid workplace learning opportunities.

The COMMUNITY benefits from DECA through the workplace training that DECA provides to students.   In addition, community members recognize that DECA achieves the following:
· Increases Accountability
DECA strives to be on the cutting edge of educational reform by integrating innovative and current best practices into its competitive events and activities.  DECA student achievement, reflecting higher standards and increased program goals and accountability, is readily observable and commended by the educational and civic communities.  

· Addresses the Priorities of Business and Industry 
Through their involvement in and support of DECA, local and national businesses can make known their specific requirements for qualified employees and directly influence the development of effective programs.
· Produces Quality Citizens
Participating in community service projects helps DECA students to understand and appreciate the responsibilities of citizenship.  Over the years DECA community service projects have raised millions of dollars for a variety of charities and causes.
Support for DECA

Support for DECA is widespread among teachers, administrators, parents, professionals, entrepreneurs, and legislators nationwide.
The UNITED STATES DEPARTMENT OF EDUCATION strongly endorses the objectives of DECA and has issued a policy which does the following:

· Endorses the concept that total development, both personal and professional, is necessary for career technical students as they enter the labor market and begin to assume successful roles in society.

· Recognizes the educational programs and philosophies embraced by DECA as being an integral part of the marketing education program of training.

· Promises to provide technical and supportive services to assist Career Technical Student Organizations and state agencies in their efforts to improve the quality and relevance of instruction, develop student leadership, enhance citizenship responsibilities, overcome gender discrimination and stereotyping, and serve students with special needs.

· Permits the use of federal and state career and technical grant monies in order to give leadership and support to DECA, and to activities which are directly related, to establish career technical education instructional programs at all levels.

The CALIFORNIA DEPARTMENT OF EDUCATION recognizes the value of Career Technical Student Organizations as evidenced by its efforts to promote and integrate youth organizations into the curriculum.  These efforts include the following:
· Providing statewide services coordinated through a state advisor.

· Developing a DECA Career Technical Student Organization that provides a necessary support for the foundation of standards-based marketing education. 

· Developing curriculum containing a Leadership Skills component that is consistent with current 

California Career Technical Education Standards and that can best be addressed through a well 
planned DECA program of activities.
The following is a list of PROFESSIONAL ORGANIZATIONS and INSTITUTIONS that support Career Technical Student Organizations at the state and national levels:
ACTE—Association of Career Technical Education  
                                                  www.acte.org
AMA—American Marketing Association                                                                www.marketingpower.com
Business Education Resource Center
                                                                                         www.bused.org
California Department of Education
                                                                                        www.cde.ca.gov
CBEA—California Business Education Association   
                                                    www.cbeaonline.org
California DECA                                                                                                                        www.cadeca.org

MarkEd—Marketing Education Resource Center
www.mark-ed.org
National DECA                                                                                                                              www.deca.org

NBEA—National Business Education Association  
                                                                   www.nbea.org
NMEA—National Marketing Education Association  
                                           www.nationalmea.org
SIFE—Students in Free Enterprise 
                                                                                             
www.sife.org 

VE—Virtual Enterprise 
                                                                                      www.virtualenteprise.org
Organizational Structure of DECA
National DECA
Founded in 1946, DECA is a non-partisan, non-sectarian 501(c)(3) non-profit association of marketing students—185,000 high school and college students nationwide—and the teachers, school administrators and local business people who support them.  The young men and women of DECA are generally talented, dedicated individuals already actively involved in preparing for careers in marketing, management, and entrepreneurship.  They are experienced in workplace skills and are proven leaders within their peer groups and neighborhood communities.  The majority—generally juniors and seniors in high school—hold jobs, and a surprising percentage owns their own businesses.  Eighty-six percent of DECA members will pursue postsecondary education.  For more information, please visit the National DECA Web site at www.deca.org or the California DECA Web site at www.cadeca.org 
Mission Statement  

The mission of DECA is to enhance the co-curricular education of students with interests in marketing, management, and entrepreneurship.
DECA helps students to develop skills and competence for marketing careers, build their self-esteem, experience leadership, and practice community service.

DECA is committed to the advocacy of marketing education and the growth of business and education partnerships.

DECA Goals

· To prepare marketing education students to take their proper places in the business world

· To develop leadership characteristics

· To develop self-confidence and self-acceptance

· To develop a greater understanding of our competitive, free enterprise system

· To further develop occupational competencies needed for careers in marketing, management, and entrepreneurship

· To develop high ethical standards in personal and business relationships

· To develop effective international relationships

· To develop a greater awareness of career opportunities in marketing

· To develop greater proficiency in communication

· To develop greater appreciation of the responsibilities of citizenship

· To develop a healthy competitive spirit

· To develop social and business etiquette

DECA  Creed

I believe in the future which I am planning for myself in the field of marketing and management, and in the opportunities which my vocation offers.
I believe in fulfilling the highest measure of service to my vocation, my fellow beings, my country and my God—that by so doing, I will be rewarded with personal satisfaction and material wealth.

I believe in the democratic philosophies of private enterprise and competition and in the freedoms of this nation—that these philosophies allow for the fullest development of my individual abilities.

I believe that by doing my best to live according to these high principles, I will be of greater service both to myself and to mankind.

DECA Emblem
The official DECA emblem is a diamond shaped symbol whose points correlate to the organization’s foundation principles.  When these principles are integrated into the daily curriculum, students develop valuable career and living skills.

 The four points of the DECA diamond are:

Leadership Development—Through DECA activities, students are given opportunities to participate in local, state, and national activities designed to develop leadership skills.  They can learn to value themselves and their potential.  Students learn to listen, deliberate, question and think critically while working in teams.  Opportunities are available for them to serve as chapter officers, committee members, and chapter spokespersons; attend conferences; plan and conduct elections and meetings; and develop a program of work. They learn the importance of teamwork and cohesiveness in managing an organization.

Social Intelligence—DECA provides numerous occasions for students to interact with peers and adults on professional and social levels and to develop the poise and social skills that will benefit them in the business environment and in daily life.  These important lifetime skills are constantly reinforced through discussion, demonstration, and modeling.
Civic Consciousness—Civic activities are conducted by many chapters to serve the school and the community.  Civic projects can take many forms and are frequently conducted in cooperation with local business organizations, school organizations, and civic groups.  Participants may develop leadership characteristics, self-confidence, high ethical standards, effective interpersonal skills, and social and business etiquette.  Perhaps most importantly, students learn to recognize and value the responsibilities of citizenship.  

Vocational/Career Technical Understanding—DECA provides a relevant and exciting platform to achieve industry performance standards and to explore and experience career fields of interest.  Students enhance their technical understanding by participating in a variety of DECA activities, including competitive role-playing judged by industry partners, comprehensive exams, and research and team projects.  

National DECA Activities  
Regional Leadership Development Conferences are held for chapters within each region to give greater numbers of students opportunities to participate in leadership activities.  California DECA is part of the Western Region and is an active participant in the annual Western Region Leadership Conference and regional state officer training.
The Sports and Entertainment Marketing Conference is a unique conference designed to help prepare DECA students for the dynamic world of marketing sports and entertainment-oriented events, marketing destinations, marketing in a multicultural environment, marketing through media, and building partnership through sponsors.

The New York Experience is an exciting conference held in New York City.  Participants have opportunities to visit fashion houses; listen to speakers from the fashion, finance and international marketing industries; and tour the many attractions of New York.
The International Career Development Conference annually draws over 13,000 DECA members, advisors, business persons, and alumni from the 50 states plus Canada, Puerto Rico, the Virgin Islands, Mexico, Germany, and Washington, D.C.  Participants in this conference may compete in a variety of competency-based competitive events, attend seminars and workshops, participate in leadership academies, and elect the national officers.  They are offered chances to earn national awards and scholarships for their participation.  The number of students participating from each state is based on the membership enrollment in that state.

The National Officers’ Election and Training event is very rigorous.  National DECA is represented by students who are elected from two student divisions:  High School and Delta Epsilon Chi.  Extensive training is provided to assist these young people in fulfilling their responsibilities as national officers.
National DECA Services
Special Projects are identified and designed to meet the needs of local and state DECA advisors.

Scholarships to assist students in furthering their education are made possible through gift contributions from individuals and organizations.  National DECA also offers over $250,000 in scholarships each year.

Membership Awards are presented to chapters that report 100% membership in both the state association and National DECA, based upon their marketing education enrollment.

The National Student Magazine, Dimensions, a student magazine that is published and disseminated four times throughout the year, is a valuable resource for the development of instructional units.  Subscriptions are included with membership dues.

DECA Newsletter, the DECA Advisor, is a newsletter for the Professional Division that contains helpful suggestions for using the student magazine, Dimensions, as an instructional tool.

The DECA Guide is designed to assist advisors in managing local chapters.
Chapter Packets containing posters, calendars, chapter aids, and special publications are mailed periodically to active DECA chapters.
National Advisory Board (NAB) consists of business and industry representatives of sponsoring organizations and acts in an advisory capacity to DECA’s Board of Directors.  NAB members contribute articles to Dimensions, the student magazine, and sponsor individual projects such as competitive events, entrepreneurship programs, scholarships, and a variety of specialized projects
National DECA Organization Chart: 
The following is a visual representation of National DECA’s relationship to state organizations, local chapters, and groups that provide advice and direction.







California DECA Organizational Structure
State Association Level 
In addition to those offered by National DECA, California provides a variety of membership services and activities at the local, district, and state levels.  
California DECA, Inc., (CA DECA) is a non-profit, 501 (c) (3) educational corporation that is governed by Articles of Incorporation and Corporate Bylaws.  CA DECA is composed of local chapters that are organized into geographic districts for administrative purposes and is governed by the California State Constitution and Bylaws.  
The State Board of Directors guides and directs the activities of California DECA.  Currently, the board comprises representatives from each district, an industry representative, the state president, and a representative from the CA Department of Education.

A State Advisor or Executive Director may be employed at the discretion of the Board of Directors in conjunction with the California Department of Education to administer the day-to-day affairs of the state chapter.   This individual may be called upon to perform the following duties:
· Serve as a liaison between the State and National Association
· Represent the State Board of Directors to the National Association
· Send informational reports to the National Association

· Promote CA DECA throughout the state
· Coordinate CA DECA activities with the activities of other career and technical student organizations
· Encourage teacher training through workshops, in-services, and leadership training seminars
· Organize and administrate funds and facilities for workshops, training sessions, and production of handbooks and promotional materials
· Serve as a liaison between CA DECA and the State Business Partnership
· Coordinate the activities of the Leadership teams

The State Officer Coordinator is a chapter advisor selected to coordinate and supervise the activities of the state officer team.  The coordinator facilitates the program of work, chapter visits, and the travel and training of the state action team.

The State Action Team consists of students elected by their peers to establish goals for California DECA, implement state projects to achieve those goals, and represent the interests of the members and chapters across the state.  They act as ambassadors to present a positive image of the organization.  The state action team is composed of the State President, a Vice President from each district, a Vice President of Communications, a Vice President of Civic Consciousness, and a Vice President of Web communications.
District Level 
A group of local chapters are organized geographically for the purpose of conducting joint projects that provide for the leadership development of members and the operation of competitive events.  Within California there are two districts—Northern and Southern.
The Leadership Team is a group of chapter advisors that are elected by their peers to coordinate the district conferences and activities. 

District Action Teams are composed of students that are selected for a one-year term to assist District Vice Presidents in planning and conducting district conferences and activities.
Local Level 
A group of Marketing Education students in a local program are organized to develop marketing career competence through participation in a variety of team activities.  The Marketing Education teacher acts as the chapter advisor.  Each school chapter elects/appoints leaders or officers. Each chapter must be affiliated with the state and national organizations, and all activities directly related to the instructional program.  It is important that the chapter be recognized as a co-curricular organization rather than an extra-curricular club. 

The activities of the local chapter are referred to as the “Program of Work” and focus on the needs of individual students, providing each student an opportunity to participate.  The DECA CAP (Chapter Awards Project) is viewed as an excellent way to plan and record chapter activities.
California DECA Activities
The activities and services provided by the California Association of DECA are described below:

· District Chapter Officers Training is offered in each district in the early fall to help chapter officers plan their activities for the year.  Leadership topics may include: chapter organization, programs of work, teamwork, civic-consciousness, running for state office, sales projects, developing corporate sponsorships, public speaking, promotion and publicity.

· Mini-Conferences are one-day events that are conducted by groups of local advisors who want their students to participate in competitive, role-playing activities. They are designed to introduce DECA members to competency-based series competition as it is conducted at the District, State and International Conferences. Student recognition is part of the mini-conferences.
· District Career Development Conferences (CDC’s) are competitive events conferences in which students participate in competitive series events and written research projects.  Students can earn recognition and awards for their competence in various occupational areas.
· State Career Development Conference is the highlight of the California DECA year.  This conference is an advanced version of the District CDC.  Students who earn awards at this conference may become eligible for international competition.  In addition, members have opportunities to attend the career/trade fair, participate in the quiz bowl, meet important representatives from business and industry, and make new friends.  Also, student representatives from each chapter elect the state officers who will represent their association.  Student recognition is provided, and selected student winners may receive travel awards to help defray the costs of attending the international conference.

· State Officers Training is in-depth training to acquaint newly elected state officers with their roles and responsibilities. State officers are responsible for developing a program of work for the promotion of DECA throughout the state.  The training assists them in enhancing their public speaking skills and learning how to effectively run a meeting.  

· Prospective Advisors In-service provides new and prospective chapter advisors with insight into the operation of a DECA chapter.  This in-service focuses on such topics as chapter 
management, motivating and recruiting students, time-management, chaperoning students, fund-raising, program of work, and curriculum development.
· Advisors In-service is co-sponsored by CA DECA and members of the State Business Partnership. These workshops are designed to “kick off the school year,” and include speakers and activities that relate to DECA competitive events, instructional strategies, curriculum, and instruction.  

California DECA Services
· The State Advisor directs the program of activities for existing DECA chapters, promotes and recruits new chapters throughout California, and provides information and support to both new and existing chapters.

· The State Newsletter, Future Horizons, is a student newsletter which is produced by the state officer team and published and distributed three or four times throughout the school year.   

· The California Business Partnership is the industry support group for DECA in California.  It is made up of representatives of leading corporations which support DECA and its program of activities.

· The Competency-Based Competitive Events Program is a full range of marketing education related competency-based competitive events and types of student recognition.
CA DECA Organization Chart


















































                                                                



                    





                                                    









STARTING A DECA CHAPTER
Understanding the Role of a Chapter Advisor
The success of the DECA chapter begins with one person—the chapter advisor.  The chapter’s program of activities should be student-created and student-directed; however, it is essential that the students have the counsel of an adult advisor in planning their activities.  The advisor should provide guidance and counsel to the chapter members, develop the interest and support of adults, and assume responsibility for the total chapter program.  In other words, the effective advisor assumes the roles of counselor, communicator, and leader.

Counselor: The first concern of a chapter advisor should be the educational development of the individual student chapter members.  As a counselor and friend, the advisor should permit students to conduct their own program of activities while recognizing that many of them may lack the maturity to organize and carry out a chapter program of activities.  It is the advisor’s responsibility to sense when assistance is needed, stimulate student participation, and channel student efforts into activities that have educational benefits.

Communicator: The breadth and scope of the marketing education program involves many adults who are interested in the development of individual students.  They include school officials, training sponsors, business and community leaders, and parents.  The prudent advisor will seek the advice, assistance and participation of these individuals.
Leader:  The chapter advisor is the adult leader of the chapter.  Various activities may be the responsibility of chapter officers who, in turn, delegate these responsibilities to student members.  Ultimately, however, it is the responsibility of the chapter advisor to see that all activities are conducted within educational objectives, and to protect the welfare of all participating students.
Preparing for the Role of a Chapter Advisor
The educator interested in becoming a chapter advisor should take the following steps:
· Review this handbook and the official national handbook available through DECA Related Materials.

· Communicate with the State Advisor/Executive Director and request assistance.

· Participate in a Prospective Advisors’ In-Service.

Getting Organized
To make the process of “getting started” easier and more effective, new advisors may want to consider following these recommendations:

· Develop a personal philosophy identifying beliefs about the purpose of the organization, the role and responsibilities of the chapter advisor, and the roles and responsibilities of student members.
· Schedule a meeting with school administrators to discuss the purposes, philosophy, and positive benefits of a career technical student organization.  In general, administrators may ask:

· What steps need to be taken to establish the chapter?
· What facilities will be used and how will they be used?

· How much time will be required of the teacher?
· What will be the extent of the activities?
· How will the activities be financed?

· What will be the involvement of people outside the school?
Selling DECA to Students
A successful DECA chapter requires knowledgeable and motivated members.  Using a positive attitude and adequate time during class conveys to students the importance of the organization and its activities.  Effective methods of motivating students and illustrating the “fun” of DECA could include inviting officers from other chapters to share their experiences and using PowerPoint presentations, visuals, and photographs.
Communicating with parents often serves to promote student interest.  Parents want schools to provide the best education possible for their children.  It is important to explain to parents how the youth organization can benefit their sons and daughters, and to keep them updated about the plans and accomplishments of the chapter.

Forming the Chapter
The following steps are suggested for the educator who has chosen to become an advisor:
· Download “Starting a Chapter” forms from the Web site at www.cadeca.org.
· While interest is high, conduct an organizational meeting designed to impress the students.

· Orient students to the organization by involving them in activities that bring immediate returns.

· Develop a chapter constitution/by-laws, and submit it to the State Advisor and the school’s activity director.  Download sample constitution forms at www.cadeca.org.
· Send the state and national membership dues to DECA.  Go to online memberships at www.deca.org.
Using Resources
The following pages contain these additional resources that will assist a new advisor in forming a chapter:
· Developing a Time line 
· Forming Partnerships with Administrators and Parents 
· Integrating DECA into the Marketing Curriculum 
DEVELOPING A TIME LINE
The following sample time line will assist the advisor in organizing a chapter
September    



· School begins

· Introduce students to DECA –Give an overview 

· Begin membership campaign—Show membership video and recruit 

· Describe competitive events and conferences

· Officer candidates run for positions and hold elections

· Begin weekly officer meetings—Plan Program of Work 

· Hold a monthly chapter meeting/activity—build the team

· Officers organize a fundraiser—Set goals and execute

October



· Membership deadline occurs this month—Finalize roster

· Attend Officer Training Conference within district

· After training, execute Program of Work

· Train and elect a DECA competition manager 

· Begin practicing DECA events for conferences 

· Begin planning a local mini-conference for December 

· Officers plan/execute activities for National DECA week

· Deadline for regional CDC paperwork and fees due this month

· Celebrate National DECA Week

November
· Continue planning local mini-conference for December

· Continue training and practicing DECA events for CDC

· Attend regional conference

· Officers plan and execute a chapter activity—build the team

· Deadline for local mini-CDC Paperwork and fees due this month

December
· Attend local mini-conference

· Officers plan and execute a chapter activity—build the team

· Officers plan and execute a chapter fundraiser for CDC

· Continue training and practicing DECA events for CDC

· Deadline for district CDC paperwork and fees due this month

January
· Attend district Conference

· Celebrate district successes with chapter and school-wide

· Gear up for state CDC in March

· Officers plan/execute fundraiser for State CD

February
· Continue preparation for state CDC

· Plan fundraiser for state CDC

· Deadline for state CDC paperwork and fees due this month

· Celebrate Career Technical Education Week

· Promote DECA for next year class registration

· Promote DECA to feeder middle schools

March

· Attend state CDC

· Celebrate state CDC successes

· Gear up for International CDC

· Officers plan/execute fundraiser for International CDC

· Deadline for ICDC paperwork and fees due this month

April/May
· Attend International CDC

· Celebrate success from ICDC

· Thank sponsors and mentors 

May/June

· Hold an end of the year DECA celebration

· Elect new chapter officer(s)

· Current president trains next year’s new officer(s)

· Brainstorm ideas with chapter for successes and improvements for next year’s chapter

· Recognition/awards ceremony/banquet

· Enjoy the summer break

August

· Meet with new president and new DECA students to plan activities and fundraisers for the year

FORMING PARTNERSHIPS WITH ADMINISTRATORS AND PARENTS

School/district administrators and parents are the life-blood of the DECA program.  Developing a partnership to benefit the students, school, and district is essential to the success of a DECA Chapter.

The following points will help in preparing a presentation about DECA:

1. DECA is co-curricular and is infused into the curriculum of marketing, management, and entrepreneurship.

2. DECA is recognized by Congress and endorsed by the U. S. Department of Education.

3. DECA’s charter to each state is issued to the State Department of Education.

4. DECA has 501 (c) (3) IRS status.

5. DECA’s co-curricular programs and activities teach the practical skills of career preparation, encourage exploration of career fields, and provide experience in the world of work.

6. DECA creates community and business-based partnerships benefiting the student and school.

7. DECA emphasizes the importance of core studies

8. DECA connects the importance of life-long learning with success.

9. DECA develops leadership skills by offering the most extensive leadership development opportunities of all student organizations.

10. DECA offers state and national recognition through competition in 35 occupational areas.

11. DECA is the only student organization serving marketing, management, and entrepreneurship education.

12. DECA awards more than $250,000 in scholarships each year.

13. DECA promotes free enterprise and entrepreneurship.

14. DECA focuses the student on defining his/her college and career goals and emphasizes the relevance of core studies.

15. DECA has over 6,000 chapters in all 50 states, four U.S. territories, two Canadian Provinces, the District of Columbia, Mexico, Korea, and Germany.

16. DECA has over 180,000 high school and college members.

17. DECA enjoys the support of business and industry with National Advisory Board members providing financial resources and active personnel support.

19. Thousands of business leaders support local DECA chapters as employers, guest speakers, competitive event judges, and sponsors.

20. Business leaders serve on local advisory committees.

21. Business involvement helps aid local, state, and national members.

Aligning DECA with the Curriculum
Integrating DECA into Marketing Education Curriculum
The DECA program of activities complements, supplements, and strengthens the instructional program of career technical education. Combined with classroom instruction and significant projects, DECA activities give greater scope and depth to the total instructional program. Success in a career is dependent upon attitudes that lend themselves to leadership development within an educationally oriented, student-centered program. DECA provides an avenue for the enrichment of the instructional program through competitive events and activities planned by students under the guidance and direction of the teacher/coordinator.
Because of the co-curricular nature of DECA with respect to the competency-based competitive event format, the teacher/coordinator is in a position where students will not only be prepared for competitive events, but will also have the competency-based knowledge, skills and attitudes required for entry and advancement in marketing/management occupations, and to pursue advanced training.
Marketing Education Teachers Use DECA . . .
· To complement classroom and/or employment instructions 

· To encourage student responsibility 

· To develop student leadership 

· To develop and strengthen a close student-teacher rapport 

· To instill proper social responsiveness and an appreciation for the free enterprise system

Standards-Based Instruction

Quality marketing programs can be developed by incorporating DECA’s foundation principles of leadership development, social intelligence, civic consciousness, and career technical understanding into the curriculum.  Focusing on standards helps to ensure that students are prepared for high stakes testing, advanced education, and entry into the world of work.  Effective programs should also be based soundly on national, state, and local marketing education and academic standards. 
California Career Technical Education Standards 
In June, 2005, the California State Board of Education (SBE) adopted the California Career Technical Education (CCTE) model curriculum standards for 15 industry sectors, or groupings of interrelated occupations and broad industries, including the Marketing, Sales, and Service sector.  In accordance with legislation, the standards were developed in consultation and coordination with an advisory group appointed by the State Superintendent of Public Instruction.  The advisory group represented business and industry; institutions of higher education; classroom teachers, school administrators, parents and guardians, legislature, the California Department of Education (CDE), and the Labor and Workforce Development Agency.  
Each sector has two or more career pathways that prepare students for successful completion of state academic and technical standards and more advanced postsecondary course work related to the career in which they are interested.  The Marketing Sales and Service sector comprises the following four career pathways:  E-Commerce, Entrepreneurship, International Trade, and Professional Sales and Marketing.

The CCTE standards are general expectations of what students should know and be able to do.  Each standard has at least two subcomponents that elaborate on the specific knowledge and skills encompassed by the standard.

There are two different types of standards in each sector:  foundation standards and pathway standards.  There are 11 foundation standards that all students need to master to be successful in the career technical education curriculum and in the workplace.  The pathway standards are concise statements that reflect the essential knowledge and skills students are expected to master to be successful in the career pathway.  These standards build upon existing career technical education standards, academic content standards, and appropriate standards established by business and industry.

To assist educators in integrating the standards into their instruction, the DECA activities and projects in the following pages of this handbook contain crosswalks indicating linkages to the California Career Technical Education (CCTE) foundation standards and Marketing, Sales and Service industry sector standards as well as the correlation to the DECA Diamond.  Additional resources are cited.
All CCTE standards may be viewed at www.cde.ca.gov/ci/ct/sf and www.sonoma.edu/cihs/cte.   The Marketing, Sales, and Service standards may also be found at www.cadeca.org, and all Business Education Sector standards are at www.bused.org. 
CCTE Framework
The CCTE Framework will be developed for publication in June 2006.  The framework will provide a blueprint for building course sequences and organizing instruction to give every child the opportunity to meet or exceed the standards.
INSTRUCTIONAL Activities
Integrating DECA Lesson Plans
A sample outline for a DECA instructional lesson is provided below to assist marketing educators in getting started with the process of integrating DECA into the curriculum.  This information will also assist in planning a comprehensive presentation for students who are potential DECA members.  

Each sample lesson includes the following component

· Overview
· Activities


--Teacher



--Students
· Best Time for Using This Lesson

· DECA Curriculum Integration Matrix
Instructional activities are presented in the following page in this order:
A.  DECA Knowledge

B.  DECA Chapter Officers/Management Team

C.  DECA Chapter Meeting

D.  DECA Program of Work/Chapter Awards Project

E.  DECA Membership Recruitment

F.  DECA Sales Projects

G.  DECA Competency-Based Competitive Events

H.  DECA Public Relations

A.  DECA KNOWLEDGE

Overview

To receive the maximum benefits from their DECA participation, students should be knowledgeable about the program’s history, purpose, organization, and activities.  The DECA Knowledge test is an assessment tool that is administered at district and state conferences where students who receive high marks on this test will be recognized.  Students who are candidates for state offices must receive a passing grade on the test in order to campaign.  

The team of chapter officers may choose to prepare this activity in such a way that it is a “fun” way to learn about DECA.

Activities 
The teacher may:
· Provide students with the necessary information obtained from the national and state DECA Web sites as well as from the fact sheet that is distributed annually by the state advisor.

· Review and discuss the information. 

· Prepare a large number of questions with answers on the information.

· Divide the students into teams and present the material to students in a game format, such as Quiz Bowl or Jeopardy.  Keep score and provide the winning team with rewards such as candy, extra credit, etc. (Students find the competition an enjoyable way to reinforce learning about DECA.)
· Suggested activity:  when students are receiving instruction in the concepts of publicity, the teacher may wish to have students prepare press packets for their DECA chapter and include a DECA Knowledge fact sheet for students to review.  
The students may:
· Review the information that has been presented.

· Study the current DECA Knowledge fact sheet.

· Quiz each other on the facts.

Best Time for Using This Lesson
This activity can be conducted early in the school year as a “get acquainted and learn about DECA” activity, or later, as a review game to prepare for the DECA Knowledge Test.
DECA CURRICULUM INTEGRATION
A.  DECA KNOWLEDGE

	Marketing Content Area
	Suggested

Marketing, Sales, and     Service Foundation Standards (FS)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Communication

· Interpersonal Skills
	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 10.0 Technical Knowledge

               and Skills

     (10.4) Promotion

      concepts and strategies 

	· Chapter Meetings

Officer Training

Career Development Conferences


	Leadership Development
	www.deca.org
www.cadeca.org
www.cde.ca.gov 

State Advisor

MarkED LAP’s



	· Leadership


	FS 5.0 Problem Solving and

            Critical Thinking

FS 7.0 Responsibility and

            Flexibility

FS 8.0 Ethics and Legal

           Responsibility

FS  9.0 Leadership and
            Teamwork

FS 11.0 Demonstration and

             Application


	Chapter Meetings

Officer Training

Career Development Conferences
	Leadership Development
	DECA Images 

www.deca.org
www.cadeca.org
www.cdde.ca.gov 

State Advisor

MarkED LAP’s



	· Teamwork
	FS 5.0 Problem Solving and

            Critical Thinking

FS 7.0 Responsibility and

            Flexibility

FS 8.0 Ethics and Legal

           Responsibility

FS  9.0 Leadership and

            Teamwork

FS 11.0 Demonstration and

             Application
	Chapter Meetings

Officer Training

Career Development Conferences
	Leadership
Development
	DECA Images 

www.deca.org
www.cadeca.org 

www.cde.ca.gov
State Advisor
MarkED LAP’s


B.  DECA Chapter Officers/Management Team
Overview

The development of a successful DECA chapter begins with a solid, enthusiastic, dependable, well trained, and efficient officer team.  There are a variety of ways to implement the election process for the team.  
Activities

The teacher may:
· Teach a lesson about the electoral process, using this as a guideline for the chapter’s election procedures. 

· Describe the chapter’s election process, including a step-by-step guideline or handout to be used as a checklist.  

· Include the current chapter officers in conducting the screening and voting process.  

· Oversee the election to ensure fairness and make certain that chosen candidates will be able to fulfill their obligations for the school year.  

The students may: 
· Develop an application with a resume and letter of intent.  

· Participate in a candidate screening.
· Write and print a list of interview questions prior to the candidate interviews.  

· Print a sheet of questions for all interviewers and an interview scoring matrix.  

· Tally votes to determine who passed the screening.
· Announce which candidates will continue to the next stage of the process.
· As candidates, present a professional officer campaign for two days to one week in duration, depending on the size of the chapter.
· As officers, conduct a workshop on creative campaigning.
· As chapter members, elect candidates. 

· Announce and post the election winners and hold an installation ceremony.
· Create a program of work with the officer team.  

Best Time for Using This Lesson:

This lesson should be used in conjunction with the officer elections.
DECA CURRICULUM INTEGRATION
B.  DECA CHAPTER OFFICERS/MANAGEMENT TEAM

	Marketing Content Area
	Suggested
Marketing, Sales, and Service
Foundation Standards (FS)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Communication

· Interpersonal Skills
	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 10.0 Technical Knowledge

               and Skills
       (10.4) Promotion concepts
        and strategies


	Officer Elections

Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers

Business Partnerships

Chapter Promotion

DECA Week
	Civic Consciousness

Career Technical 
     Understanding

Leadership 

      Development
	DECA Guide
Marketing

     Textbooks

DECA Comprehensive

     Exams

DECA Images
Roberts Rules of Order

MarkED LAP’s

www.cde.ca.gov


	· Leadership


	FS 3.0  Career Planning and

              Management

              (3.6) Strategies for 

              self-promotion,

              including resume
              writing and inter-

              view skills
FS 5.0 Problem Solving and

            Critical Thinking

FS 7.0 Responsibility and

            Flexibility

FS 8.0 Ethics and Legal

           Responsibility

FS  9.0 Leadership and

            Teamwork

FS 11.0 Demonstration and

             Application


	Officer Elections

Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers

Business Partnerships

Chapter Promotion

DECA Week
	Civic Consciousness

Career Technical 

     Understanding

Leadership 

      Development
	DECA Guide
Marketing

     Textbooks

DECA Comprehensive

     Exams

DECA Images
Roberts Rules of   Order

MarkED LAP’s

www.cde.ca.gov



C.  DECA Chapter Meetings Management
Overview
Chapter meetings should be held on a regularly scheduled basis to maintain the momentum, motivation, and enthusiasm of the chapter.  Meetings should be conducted in an established orderly manner in an effort to ensure productivity.

Activities
The teacher may:
· Conduct/supervise the election of the officer team.
· Schedule timely officer and chapter meetings to plan the activities for the year.  

· Along with the chapter officers, use the sample time line in this handbook to create a program of work.  

· Oversee the planning process to make certain that goals are realistic and timely and make recommendations.  

· Approve agendas prior to meetings so that meetings proceed as scheduled.
· Present a workshop to officers and chapter on the advisor’s expectations for the year and parliamentary procedure/meeting protocol.
The students may:
· As officers, produce an agenda and have it approved by the advisor prior to each meeting.
· As chapter officers/management team members, refer to Roberts Rules of Order for conducting meetings.  

· Be required to become familiar with meeting protocol, such as Call to Order, DECA Creed, Pledge of Allegiance, Introduction of Guests, Roll Call, Minutes, Officer Reports, Committee Reports, Old and New Business, Program, Advisor’s Report and Adjournment.  
Best Time for Using This Lesson

Meetings management should be taught early in the school year with practice and follow up throughout the school year.

DECA CURRICULUM INTEGRATION

C.  DECA CHAPTER MEETINGS MANAGEMENT

	Marketing Content Area
	Suggested
Marketing, Sales, and Service
Foundation Standards (FS)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Communication

· Interpersonal Skills
	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 10.0 Technical Knowledge

               and Skills
       (10.4) Promotion concepts
       and strategies


	Officer Elections

Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers

Business Partnerships

Chapter Promotion

DECA Week
	Civic Consciousness

Career Technical 

     Understanding

Leadership 

      Development
	DECA Guide
Marketing

     Textbooks

DECA Comprehensive

     Exams

DECA Images
Roberts Rules of Order

MarkED LAP’s
www.cde.ca.gov


	· Leadership


	FS 5.0 Problem Solving and

            Critical Thinking

FS 7.0 Responsibility and

            Flexibility

FS 8.0 Ethics and Legal

           Responsibility

FS  9.0 Leadership and

            Teamwork

FS 11.0 Demonstration and

             Application


	Officer Elections

Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers

Business Partnerships

Chapter Promotion

DECA Week
	Civic Consciousness

Career Technical 

     Understanding

Leadership 

      Development
	DECA Guide
Marketing

     Textbooks

DECA 
Comprehensive

     Exams

DECA Images
Roberts Rules of Order

MarkED LAP’s
www.cde.ca.gov



D.  DECA Program of Work (POW)

Chapter Awards Program (CAP)

Overview
The DECA Program of Work and Chapter Awards Program is an outline of activities covering a specific period of time.  It includes goals and objectives, a method of achieving these goals, and a process for documenting activities and verifying achievement related to the goals. Much like a road map for traveling across the country, DECA’s Program of Work (POW) and Chapter Awards Program (CAP) will help to guide the chapter’s journeys toward a well-rounded experience.  Each year newly elected officers will provide the leadership and direction necessary for building chapter management. The DECA officer team will develop the chapter objectives, plan and organize the implementation, and assess the success of the chapter’s desired objectives.   

Activities
The teacher may:
· Discuss the importance of developing a Program of Work

· Hand out copies of the Chapter Awards Program and DECA Diamond.
· Provide criteria for establishing the Program of Work goals and objectives.
· Provide a school calendar and a blank calendar to assist with the planning process.
· Guide students in their efforts to develop a Program of Work
The students may:
· Review the Program of Work (POW).
· Review the Chapter Awards Program (CAP) and DECA Diamond.
· Plan and assign different activities for the chapter POW.
· Assign activities to the CAP outline.
· Verify that the CAP activities meet the required number of activities needed for CAP competition.

· Prepare an activity, assign responsibilities for the activity, and post the activities on the chapter calendar.

· Organize an area in which to file completed activities.
· Complete a chapter scrapbook

· Review the CURRENT Chapter Awards guidelines for recognition level.

Best Time to Use This Lesson
Beginning the CAP program after the close of the state conference in March is an excellent way to plan the year’s activities so that they are in place during the summer.
DECA CURRICULUM INTEGRATION
D.  DECA PROGRAM OF WORK

	Marketing Content Area
	Suggested
Marketing, Sales, and Service
Foundation Standards (FS)

Career Pathway Standards

(CP)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Interpersonal Skills

· General Marketing Communications

· Leadership Development

· Management Skills


	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4)Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 5.0 Problem Solving and

            Critical Thinking
FS 7.0  Responsibility and

             Flexibility 

FS 8.0 Ethics and Legal

           Responsibility
FS  9.0 Leadership and

            Teamwork
FS 10.0 Technical Knowledge

               and Skills
       (10.4) Promotion concepts 
       and strategies

FS 11.0 Demonstration and

             Application
CP D.  Professional Sales and 

             Marketing

       D2.1 Strategic Planning

       D2.2 Motivating and

                Evaluating a sales

                staff


	Program of Work

(POW)
	Civic Consciousness

Leadership 

Social Intelligence
	www.deca.org 
www.cadeca.org 

www.cde.ca.gov
MarkED LAP’s

	· Interpersonal Skills

· General Marketing Communications

· Leadership Development

· Management Skills


	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4)Listening and 

      Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 5.0 Problem Solving and

            Critical Thinking
FS 7.0  Responsibility and

             Flexibility 

FS 8.0 Ethics and Legal

           Responsibility
FS  9.0 Leadership and

            Teamwork
FS 10.0 Technical Knowledge

               and Skills
       (10.4) Communication 

      about products, services,

      images, and ideas

FS 11.0 Demonstration and

             Application
CP—D.  Professional Sales and 

             Marketing

       D2.1 Strategic Planning

       D2.2 Motivating and

                Evaluating a sales

                staff


	Chapter Awards 
     Program (CAP)
	Civic Consciousness

Leadership 

Social Intelligence
	www.deca.org 
www.cadeca.org 
www.cde.ca.gov 

MarkED LAP’s




E.  DECA MEMBERSHIP RECRUITMENT

Overview
The recruitment of new members is essential to all DECA chapters.  All students who are eligible for membership should be made aware of the organization and its benefits and provided the opportunity to participate.  It is beneficial for local chapters to develop “a plan of action” for publicizing DECA and recruiting members.  In many instances, the chapter officer team is responsible for preparing such a plan to be implemented at the beginning of the school year.

Activities
The teacher may:
· Discuss the goals of DECA and importance of informing business education students about the opportunities available through DECA.

· Review the criteria for membership and dues.

· Guide students in brainstorming about membership recruitment and fundraising efforts to assist students with dues.

· Discuss with students the role of the chapter and committees.

· Assist students in planning how to accomplish various recruitment ideas. 

The students may:

· Review recruitment strategies used in the past.

· Ask other chapters and state officers for advice based on their experiences.  Students may wish to tie-in with existing state or national recruitment themes. 
· Brainstorm for ideas and select a realistic number that can be accomplished.

· Prepare a time line for each selected activity.
· Decide how chapter members will be involved in activities.

· Determine procedures for setting up committees and delegating responsibilities.

· Develop a budget for each activity.

· Conduct a follow-up evaluation of each activity for future reference.

Best Time for Using This Lesson

Membership recruitment activities should take place at the beginning of the school year to establish a membership base to carry out the program of work
 DECA CURRICULUM INTEGRATION
E.  DECA MEMBERSHIP RECRUITMENT

	Marketing Content Area
	Suggested
Marketing, Sales, and Service
Foundation Standards (FS)

Career Pathway (CP)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Communication

· Interpersonal Skills
	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards 
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4.0 Technology
Academic Standards


	Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers

Chapter Promotion

DECA Week
	Career Technical 

     Understanding

Leadership 

      Development
	DECA Guide
DECA Images
www.deca.org 
www.cadeca.org 
www.cde.ca.gov
State officer team
Other Local 

     Chapters

MarkED LAP’s


	· Leadership


	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

FS 2.5  Written business communication modes

FS 4.0 Technology
Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10


	Chapter Meetings

Officer Meetings

Officer Training

Career Development

     Conferences

Fundraisers


	Career Technical 

     Understanding

Leadership 

      Development
	DECA Guide
DECA Images
www.deca.org 
www.cadeca.org 
www.cde.ca.gov 

State officer team

Other Local 

     Chapters

MarkED LAP’s


	· Business Management
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of number 

          sense—gr. 7 

      Specific applications of 

           mathematical 

            reasoning—gr. 7 

FS 10.0 Technical Knowledge

               and Skills

        (10.1) Use marketing 

         information concepts, 

         systems, and tools

       (10.4) Promotion concepts

        and strategies

        (10.5) Methods to   

         determine and respond to

         client needs to influence

         buying decisions.

CP—D.  Professional Sales and 

             Marketing

              D1.0 Key concepts of 

                 professional sales

                 and marketing

              D2.0 Theories and basic
                 functions of sales

                 management  

                 D2.1 Strategic

                          Planning

                 D2.2 Motivating and

                          Evaluating a

                          sales staff

       
	Chapter Promotion

DECA Week


	Career Technical 

     Understanding


	Marketing Textbooks

DECA Guide
DECA Images
 www.deca.org 
 www.cadeca.org
www.cde.ca.gov 

State officer team

Other Local 

     Chapters

MarkED LAP’s



F.  DECA SALES PROJECTS

Overview
Sales projects are of particular importance in the Marketing Education Program because the curriculum teaches salesmanship, pricing, purchasing, inventory, recordkeeping, and sales promotion.  What better way to teach many of these concepts than through practical selling experiences?  Sales projects benefit all DECA members by providing selling experiences, funds to compete the chapter program of work, a means of promoting the Marketing Education Program, and opportunities to plan and conduct sales promotion events.

A properly conducted sales project requires students to formulate a budget, secure administrative approval, be knowledgeable about their product or service, plan how the money will be used, set project dates, determine profit margins, set prices, and maintain efficient records.  Overall, many competencies can be taught or reinforced through a sales project.  Every effort should be made to ensure that earning and distributing money for the chapter is a learning experience for all involved.  It should be made very clear to members that raising money is not the primary objective.  It is more important to understand the mechanics of budgeting, sales promotion, money management, etc.  The Learn and Earn Project (DECA Competitive Events) is considered an activity of this lesson

Activity
The teacher may:

· Explain to students the importance of sound fiscal management for the chapter.

· Review the guidelines for “Learn and Earn Project” in the DECA Guide.
· Orient students to the Learn and Earn Project.

· Guide students in their selections of sales projects.

· Assist students in evaluating their efforts in conducting sales projects.

The students may:

· Refer to the proposed chapter program of work and budget to determine the number of sales projects which will be needed

· Using a computer, prepare letters requesting information from fund-raising companies regarding potential projects.  Refer to the current DECA Guide for a list of officially sponsored companies.

· Communicate with the school activities director regarding sales projects that have been planned by other school organizations.

· Determine the types and number of projects that will be conducted.

· Set project dates.

· Determine the profit margin and individual budget for each anticipated activity.

· Submit written requests to conduct each sales project well in advance.

· Outline how products/services will be distributed and communicate this information to chapter members.

· If necessary, determine how products will be stored for safekeeping.

· Determine how profits will be used and/or distributed.

· Establish sales goals for each member.

· Order the necessary materials, products, and supplies.

· List and identify the steps which will be taken to promote the sales project.

· Assign sales promotion responsibilities to chapter members.

· Establish a system of recordkeeping.

· Formulate a “To Do” list that identifies the tasks needed to successfully complete the project.

· Assign the tasks from the “To Do” list to various members.

· Upon receipt of products, inventory for quality and quantity.
· Launch the project as planned.

· Maintain records of inventory and sales on the computer.

· Make deposits and pay bills.

· Prepare and distribute sales reports, profit/loss statements, etc.

· Present oral and written reports regularly during chapter meetings.

· Participate in the Learn and Earn project. (Guidelines available in the DECA Guide, or online at www.deca.org
Best Time to Use This Lesson

Sales projects will vary distinctly from chapter to chapter in terms of timing, duration and product/service.  Some considerations for planning include:

1. Plan around others organizations to avoid competition for student dollars and effort.

2. Schedule activities well in advance to provide ample time for promotional activities.

3. Plan activities around other school activities and heavy workload periods to avoid fatigue/burnout on part of members.

Choosing to participate in the Learn and Earn Project will necessitate a decision by chapter members early in the year.  This project must be completed and submitted to the State Advisor at least two weeks prior to the State Career Development Conference.
DECA CURRICULUM INTEGRATION
F.  DECA SALES PROJECTS

	Marketing Content Area
	Suggested
Marketing, Sales, and Service Foundation Standards (FS)

Career Pathway (CP)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	· Communication

· Interpersonal Skills
	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10

FS 2.5  Written business communication modes


	Chapter Meetings

Officer Meetings

Fundraisers
	Career Technical Understanding

Leadership Development
	DECA Guide

DECA Images 

www.deca.org
www.cadeca.org
www.cde.ca.gov 

State officer team 

Other local chapters

MarkED LAP’s

	· Leadership


	FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1)Reading--gr. 9-10

      (2.2 Writing--gr. 9-10

      (2.3)Written and Oral 

              English Language

              Conventions--gr 9-10

      (2.4)Listening and 

              Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4.0 Technology

	Chapter Meetings

Officer Meetings

Fundraisers


	Career Technical Understanding

Leadership Development
	DECA Guide

DECA Images 

www.deca.org
www.cadeca.org 
www.cde.ca.gov 

State officer team 

Other local chapters

MarkED LAP’s

	· Business, Management


	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of number 

          sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 10.0 Technical Knowledge

               and Skills

       (10.1) Use marketing 

        information concepts, 

        systems, and tools

    (10.4) Promotion concepts

          and strategies     
     (10.5) Methods to   

     determine and respond to

      client needs to influence

      buying decisions.

CP—D.  Professional Sales and 

             Marketing

              D1.0 Key concepts of 

                 professional sales

                 and marketing

              D2.0 Theories and basic

                 functions of sales

                 management  

                 D2.1 Strategic

                          Planning

                 D2.2 Motivating and

                          Evaluating a

                          sales staff


	Chapter Promotion

DECA Week
	Career Technical Understanding
	Marketing Textbooks

DECA Guide

DECA Images 

www.deca.org
www.cadeca.org
www.cde.ca.gov
 State officer team 

Other local chapters

MarkED LAP’s

	· Marketing
	FS 10.0 Technical Knowledge

               and Skills

        (10.1) Use marketing 

         information concepts, 

         systems, and tools to make

          marketing decisions
       (10.4) Promotion concepts

        and strategies--advertising

        (10.5) Methods to   

         determine and respond to

         client needs to influence

        buying decisions.
CP—D.  Professional Sales and 

             Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and use

                 marketing information 

                  to enhance sales


	Chapter Promotion

DECA Week


	Career Technical Understanding
	Marketing Textbooks

DECA Guide

DECA Images
www.deca.org
www.cadeca.org 

www.cde.ca.gov 

MarkED LAP’s

	· Selling
	FS 10.0 Technical Knowledge

               and Skills

        (10.1) Use marketing 

        information concepts, 

        systems, and tools

       (10.4) Promotion concepts

        and strategies—sales   

        promotion, public relations,  

        and personal selling.

       (10.5) Methods to   

       determine and respond to

       client needs to influence

       buying decisions.

CP—D.  Professional Sales and 

             Marketing

 D1.0  Key concepts of professional sales and marketing

          (D1.1) Characteristics of

          successful salesperson

          (D1.2) Various types of 

          selling

          (D1.3)  Steps of selling 

           process

           (D1.4) Sales techniques
           (D1.5) Product knowledge

           (D1.6) Buying motives

	Chapter Promotion

DECA Week


	Career Technical Understanding

Leadership Development
	Marketing Textbooks

DECA Guide

DECA Images 

www.deca.org
www.cadeca.org
State officer team 

Other local chapters

MarkED LAP’s


G.  DECA COMPETITIVE EVENTS

Overview
DECA offers a comprehensive program of competitive events based on industry trends, the occupational goals of its student membership, and the activities of chapters in high school. The 35 competitive events provide authentic situations relating to current business.  Competitive events are one of the best ways to assess student progress and integrate the marketing curriculum and the Content Standards for California Public Schools into the Marketing and Entrepreneurship instructional areas.

Competitive events are congruent with sound educational practices, providing learning activities designed to evaluate students’ skills as they relate to marketing and entrepreneurship.  Business/industry judges measure student competency using a set of performance indicators.  The performance indicators relate to occupational proficiency in specific areas of marketing, management, and entrepreneurship.

Activities
The teacher may:

· Contact the State Advisor for assistance at www.cadeca.org. 

· Review materials from National DECA, the DECA Guide. 

· Visit web sites www.deca.org and www.cadeca.org.
· Review DECA’s Competitive Events information.
· Contact the nearest DECA Advisor.

· Determine dates and deadlines for District, State, and International DECA Career Development Conferences.
· Orient students to DECA’s Competitive Events Program.
· Provide guidance and direction for competitive members as they prepare for competition.

The students may:

· Review the DECA Competitive Events program.
· Select competition area/s relevant to their career interests.

· Review specific information on selected events.
· Prepare for competitive events.
· Participate in mini-conferences, district and state competitions.
Best Time To Use This Lesson

The best time to introduce this unit is early in the year.  The advisor may want to ask a State Officer or member of another DECA chapter to present information from a student’s perspective. All students should be encouraged to get involved; requirements for participation should be determined with corresponding guidelines and agreed-upon criteria.  Chapter assessments may be completed by using DECA Competitive Events as the evaluation. 
Competitive Events List

The following competitive events provide opportunities for students to demonstrate competency in all areas of marketing, management, and entrepreneurship.  Preparation for the competition is an ongoing process and should integrate seamlessly with daily instruction.  

Individual Series Events

DECA’s individual series events effectively measure students’ proficiency in those skills identified by occupational industry professionals as essential to success in a given occupation.  The skills evaluated are selected from a list of performance indicators validated by industry representatives.  Participants in these events are not informed in advance of the skills to be evaluated

Management Team Decision-Making Events

Participants in these events may analyze one or a combination of elements essential to the effective operation of a business in a specific occupational area.  These elements may include, but are not limited to, financial management, personnel management, merchandise management, marketing issues, security issues, etc.  The business situation to be analyzed will be presented in a case study.

Marketing Research Events

The Marketing Research Events allow participants to demonstrate skills needed by management personnel.  Each year the topic for the written project is changed; most relate to a current trend in the marketing research area.
Chapter Team Events

Team events can involve the DECA chapter community, the school, and/or local businesses. They provide opportunities for all DECA members to develop projects, analyze results, and suggest improvements in projects.  Participants can demonstrate the skills necessary for planning, organizing, implementing and evaluating a project.

Business Management and Entrepreneurship Events

Participation in these events involves researching and designing a plan to start a business or develop new components of existing businesses.  Students may participate individually, or on two- or three-member teams in the following events:  E-commerce Business Plan Event, Entrepreneurship Written Event, and International Business Plan Event.  However, the Entrepreneurship Participating Event (Creating an Independent or Franchising Business) requires individual participation.
Marketing Representative Events

The events in this category are designed to encourage students to demonstrate skills needed to carry out specific responsibilities of a marketing representative.  Two of the events are for individual participants only and one event allows either individual participation or participation by a two- or three-member team.

The Fashion Merchandising Promotion Plan, for individual participants only, provides an opportunity for students to demonstrate the promotional competencies needed by management personnel.  Participants develop a seasonal promotional plan for a retail store, using apparel and accessory items only; and, in a role-playing situation, present the plan to the store manager.
The Technical Sales Event, for individual participants only, calls upon participants to demonstrate knowledge of the National Curriculum Framework performance indicators as well as the ability to organize and deliver a sales presentation for one or more technical products and/or services.
The Advertising Campaign Event, in which students may participate individually or as part of a two- or three-member team, provides an opportunity for the participants to demonstrate the skills needed by advertising management personnel.  They are to prepare an advertising campaign of any length for a real product, service, company, or business, and to present the campaign to a prospective client/advertiser.  Participants will also indicate an appropriate budget and select appropriate media.    
Online Competitive Events

The 7 Up Challenge encourages DECA members to seek knowledge beyond advertising’s traditional media and to develop a working appreciation for advertising on the Internet.  The online campaign will be divided into two categories:  Web Campaign and Banner Ad.  Technical specifications for submissions are on the national DECA Web site.
DECA Virtual Business Challenge (VBC) participants will operate a computerized business simulation of a retail environment or sports franchise utilizing a demonstration version of the newly released software, Virtual Business—Retailing 2.0 or Virtual Business—Sports.  The event is conducted via the Internet.
The Stock Market Game is conducted via the Internet and allows DECA members to engage in online competition with one another.  Each participating team will attempt to increase the value of the beginning portfolio by managing all aspects the portfolio including stock selection, buying, and selling.

Special Event
The DECA Quiz Bowl Event is intended to stimulate and motivate teams of students to test their knowledge on topics and situations related to marketing management and entrepreneurship.   Questions will cover occupational areas taught in marketing education programs and knowledge of DECA.
DECA CURRICULUM INTEGRATION
G.  DECA COMPETITIVE EVENTS

	Marketing Content Area
	Suggested
Marketing, Sales, and Service Foundation Standards (FS)

Career Pathway (CP)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	Accounting Applications 

Apparel and  
  Accessories Marketing
   AL/ML

Business Services  

   Marketing

Food Marketing AL/ ML

Marketing Management 

Quick Serve Restaurant  

   Management
Restaurant and Food  
   Service Management
Retail Merchandising  
  AL/ML
Vehicles and Petroleum  

   Marketing 
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
 FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Individual Series Events Comprehensive exam and role-playing events

Mini Conference 

District and State Career Development Conferences
	Career Technical Understanding

Leadership

Social Intelligence
	DECA Images Product Catalog

Comprehensive Exams, Student Training Guides and CBCE Role-play handbooks

Marketing Textbooks

www.cde.ca.gov 

MarkED LAP’s



	Business Law & Ethics
E-commerce 
Financial Analysis

Hospitality Services 
Sports and Entertainment  

   Marketing

Travel and Tourism 

   Marketing


	FS 8.0 Ethics and Legal

     Responsibility

FS 9.0  Leadership and 

      Teamwork

CP—A.  E-Commerce Pathway standards and subcomponents
FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility

FS 9.0 Leadership and

     Teamwork
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Management Team Decision Making Events

Mini Conference

District and State

Career Development Conferences


	Career Technical Understanding

Leadership

Social Intelligence

Civic Consciousness
	DECA Images Catalog

Management Team  Decision Making Event Guide, MDM Case Study Handbook and Preparing for DECA’s Marketing Research Team Events

Marketing Textbooks

Internet Research

www.cde.ca.gov

MarkED LAP’s


	Marketing Content

 Area
	Suggested
Marketing, Sales, and Service Foundation Standards (FS)

Career Pathway (CP)

Academic Standards

(Standard contents are paraphrased.)

	DECA Activities
	DECA Diamond Correlation
	Resources

	Business and 
   Financial Services
General Marketing Hospitality and 
   Recreation
Retail Marketing 
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts
Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Marketing Research Event Project and Competition

State Career Development Conference
	Civic Consciousness

Career Technical Understanding

Leadership

Social Intelligence
	Internet Research

DECA Images Written Event Winners

Advisory Committee

www.cde.ca.gov 

MarkED LAP’s



	Civic Consciousness 
   Project

Creative Marketing    

   Project

Entrepreneurship
   Promotion

   Project

Learn and Earn 

   Project

Public Relations   
   Project
	CP—B. Entrepreneurship Pathway standards and

subcomponents
FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts
Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility

FS 9.0 Leadership and

     Teamwork
FS 10.0 Technical Knowledge
      and Skills

     (10.4) Promotion

      concepts and strategies 

CP--D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Chapter Team Events Competition 
State Career Development Conference


	Civic Consciousness

Career Technical Understanding

Leadership

Social Intelligence


	DECA Images Catalog 

Written Event Winners

Internet Research

Local Community Volunteer Center

Advisory Committee

www.cde.ca.gov 

MarkED LAP’s


	E-commerce Business 
   Plan Event   
Entrepreneurship   
   Written Event
International 
   Business Plan

   Event
Entrepreneurship Participating Event 
   (Creating an

   Independent or

   Franchising

   Business)
	CP—A. E-commerce Pathway  standards and subcomponents.

CP—B. Entrepreneurship Pathway standards and subcomponents.

CP—C. International Trade Pathway standards and subcomponents.

FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.
Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Business Management and Entrepreneurship Events

DECA Week and CAPE
	Civic Consciousness

Career Technical Understanding

Leadership

Social Intelligence


	U.S. Small Business Administration

DECA Images Written Event Winners, and Owning and Operating a Service Business

Local Small Business Owners

Advisory  Committee 

Marketing Textbooks

www.cde.ca.gov 

MarkED LAP’s


	Advertising

   Campaign Event

Fashion

   Merchandising

   Promotion Plan

   Event

Technical Sales

   Event
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	Marketing Representative Events 

DECA Week and CAPE Program


	Leadership

Career Technical Understanding

Social Intelligence

Civic Consciousness


	DECA Images

Comprehensive Exams, Parliamentary Procedure 

Set of Competition Files from  the Virtual Business Challenge

Internet Research

Marketing Textbooks 
Zeecraft Tech Quiz Bowl Equipment

www.cde.ca.gov 

MarkED LAP’s


	DECA Quiz Bowl

7 UP Challenge

Virtual Business

   Challenge
Stock Market Game
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication in a variety of formats and contexts.

Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions--gr 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10
FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility
FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts of 

                 professional sales

                 and marketing

      D2.0  Theories and basic

                 functions of sales

                 management  

       D3.0  How to access and

                 use marketing

                  information to

                  enhance sales

	DECA Special Activities


	Leadership

Career Technical Understanding

Social Intelligence

Civic Consciousness


	DECA Images

Comprehensive Exams, Parliamentary Procedure Reference Cards, Set of Competition Files from  the Virtual Business Challenge

Internet Research

Marketing Textbooks 
Zeecraft Tech Quiz Bowl Equipment

www.cde.ca.gov 

MarkED LAP’s


H.  DECA Public Relations

Overview
Public relations are necessary for a DECA chapter to build a positive image within the school and local community.  Reporting newsworthy information about the chapter via a press release costs nothing and helps to make the purpose and role of the chapter more apparent to the public.  This type of positive publicity conditions the community to expect a quality program for students, reduces the impact of occasional problematic news stories, and increases the likelihood of greater reception of future project proposals. Student members will learn the basics of writing a press release and planning public relations campaigns.  They will also develop an understanding of how their own personal actions reflect upon the entire chapter.
Publications/media
· Dimensions – National DECA publication distributed four times a year to all members

· Future Horizons—California DECA Newsletter

· Chapter Newsletter

· School Newspaper and newsletter
· School District Newsletter

· Service Organization Newsletters:  Chamber of Commerce, Rotary Club, Lions Club, Soroptimists Club, etc.

· Local Newspapers and television and radio stations
· School, chapter, state, and national Web sites

Activities
The teacher may:
· Inform students of the dates for all potential promotional activities as they become available.

· Explain the importance of starting early to plan.
The students may 
Participate in National DECA Week Activities.   
The following are suggestions for preparing for the activities:

· Conduct an organizational meeting for planning National DECA Week.

· Review and discuss activities that were conducted during the previous year.

· Brainstorm various ways in which DECA and Marketing Education can be promoted.

· Identify the activities that the chapter wishes to promote.

· Prepare a list of materials and equipment that will be needed for each activity.

· Delegate responsibilities to individual members for planning and organizing each activity.
· Obtain the materials and equipment needed for the activities.

· Prepare a budget for each activity and the overall promotional campaign.

· Conduct the activities as planned.

· Use various forms of media to promote National DECA Week.

· Document all activities in the chapter scrapbook.

· Evaluate the success/failure of each activity at the conclusion of the promotional campaign.

· Publish the annual program of activities in booklet form for all members
  Additional suggestions for student participation in National DECA Week Activities include the following:   

· Conduct an Employer Appreciation Event by
Conducting an organizational meeting

Securing a meeting location

Developing a guest list

Planning the program

Confirming plans made to date

Developing and sending invitations

Finalizing preparations

Reviewing and evaluating the success of the event

· Present awards for



Membership 



Honorary memberships 


Perfect attendance at chapter meetings 



Greatest progress or improvement by a chapter member:  consider attributes, such as 



attitude, participation, cooperativeness, etc.
· Enlist the participation and support of faculty by



Making presentations about DECA in all required classes so as to reach all students



Sponsoring a faculty breakfast, luncheon, or reception



Inviting faculty members to judge local competitive events
· Promote DECA and Marketing Education in a variety of ways, such as



Developing a program to be used on local radio or television stations



Preparing bulletin boards and showcases in the school and business establishments with a chapter 



display and exhibiting the DECA emblem


Displaying a DECA trophy in the school lobby



Displaying messages on marquees of local businesses and outdoor billboards



Preparing and disseminating a promotional brochure about the chapter



Preparing and distributing a chapter newsletter



Releasing news stories about individual and chapter achievements to local newspapers and state 



and national publications



Setting up a DECA information booth at a local shopping mall



Inviting parents, school personnel, news media representatives, and business leaders to chapter 



functions



Presenting a public program to a school assembly, civic club, or other community organizations


Using materials bearing the emblem and letters of the organization



Declaring a “professional dress” day for members 



Participating in a local parade

· Develop Chapter Civic Consciousness Projects.
· Obtain chapter sponsorships
· Invite a state or national officer to visit the program
Best time to use this lesson
Lessons about DECA public relations should be integrated throughout the year.
DECA CURRICULUM INTEGRATION
H.  DECA Public Relations
	Marketing Content Area
	Suggested
Marketing, Sales, and Service Foundation Standards (FS)

Career Pathway (CP)

Academic Standards

(Standard contents are paraphrased.)
	DECA Activities

Suggested
	DECA Diamond Correlation
	Resources

	· Marketing

Strategies
· Promotion

· Communication

· Interpersonal Skills
	FS 1.0  Academics

     1.1  Mathematics:  

      Specific applications of

          number sense—gr. 7 

      Specific applications of 

          mathematical 

          reasoning—gr. 7 
FS 2.0 Communications:  effective oral, written, and multimedia communication Academic Standards
      (2.1) Reading--gr. 9-10

      (2.2  Writing--gr. 9-10

      (2.3) Written and Oral 

      English Language

      Conventions—gr. 9-10

      (2.4) Listening and 

       Speaking--gr. 9-10

FS 2.5  Written business communication modes

FS 4. 0 Technology

FS 5.0 Problem Solving and 

     Critical Thinking

FS 7.0 Responsibility and

     Flexibility

FS 9.0 Leadership and

     Teamwork

FS 10.0 Technical Knowledge and Skills

     (10.4) Promotion

      concepts and strategies 

    (10.5) Methods to

       determine and respond to

       client needs 

       (10.7) pricing concepts

        and strategies 
FS 11.0 Demonstration and Application

CP—D.  Professional Sales and Marketing

       D1.0  Key concepts    
      D2.0  Theories/basic

                 functions of sales

                 management  

       D3.0  Use marketing

                  information to

                  enhance sales

	Competitive Events

Public Relations 

Civic Consciousness 

Sales Projects

Chapter /School Promotions

Community Projects

Business Partnerships

National DECA Week

Employer Appreciation Banquet

Membership Awards

Chapter Sponsorships

Faculty Receptions/Luncheons

Faculty/administration participation as judges
Chapter displays
“Professional Dress” day 

Radio or television programs
State or national officer involvement
Display of the DECA emblem

Preparation of a chapter promotional brochure
Development of new articles for local papers
Presentations to civic organizations 

Organization of DECA information booth 

Invitations to parents, school personnel, news media representatives, and business leaders to participate in chapter functions
Honorary membership awards
Submission of articles to state and national publications
Presentation of a public program to a school assembly, civic club, or other community organization
Use of materials bearing the DECA emblem 
Display of messages on business marquees
Preparation/distribution of chapter newsletter

Preparation of program of activities in booklet form


	Civic Consciousness

Career Technical Understanding

Leadership Development


	DECA Guide

Marketing Textbooks
DECA Comprehensive Exams

DECA Images 

www.deca.org
www.cadeca.org
www.cde.ca.gov 

MarkED LAP’s



Instructional Strategies and Delivery Systems

The following strategies and delivery systems can be used in conjunction with the marketing, management, and entrepreneurship program.  
Virtual Enterprise

A Virtual Enterprise is a simulated business that is set up and run by students to prepare them for working in a real business environment. With the guidance of a teacher (“consultant”) and real-world business partners, the students determine the nature of their business, its products and services, and its management and structure, and they engage in the daily operations of running a business. Emphasis is placed on using current business software, communications, and the Internet for business transactions. Students may utilize the DECA Entrepreneurship Written and/or Entrepreneurship Participating competitive event business plan formats for both Virtual Enterprise and DECA competitions. Communication and leadership skills are enhanced by the Virtual Enterprise and DECA modalities, as both require formal presentations, teamwork during trade fairs and business operations, and the ability to motivate all stakeholders to perform for the benefit of the business organization.

As the network of student-run businesses in the United States continues to grow, virtual enterprises are linking together in regional, national and global networks so that the firms have each other as trading/business partners. Such a network permits standardization and coordination of activities among all firms within a city, state, or country. 
Since all schools are basically the training ground for the future’s workforce, the Virtual Enterprise Program is leading the way in workforce preparation. As the business world constantly changes, the business education world must also change to meet the needs of industry. A simulated working environment, equipped with the latest business technology, will allow students and teachers to enter the virtual business world in the pursuit of global business skills through project based instruction. When Virtual Enterprise students graduate and enter their prospective career paths, they bring with them a core of skills founded in the Business Education Career Path and Model Curriculum Standards and reinforced in the California Career Technical Education Standards for business education.
School Stores and School Based Enterprises
There are four components to a typical marketing class: classroom instruction, cooperative work experience, DECA, and school based enterprise.  School based enterprises are valuable educational tools for assisting students to develop management, supervision, and leadership skills.  One of the most effective ways of providing real-world experiences in a school based enterprise is through a school store.
School stores are a powerful teaching lab, where concepts of marketing, taught in theory, can be put into practice.  The marketing principles that students can learn include:  Research, Merchandising, Business Operations, Finance, Visual Merchandising, Promotion, Product/Inventory Control, Security, Salesmanship, and Marketing Mix.  In addition, school stores can be a source of funding for DECA activities; and, the high visibility of the store generates positive publicity for the DECA chapter.
In many ways, the educational and business communities benefit from a well-run school store:  the faculty and students have access to a variety of products; the revenue generated by the store benefits the school; and the business community will have a pool of well-trained students as potential employees.
When determining the feasibility of operating a school store, DECA advisors and chapter members should take the following factors into consideration:
· There may be competition among several schools organizations for the operation of the store.

· Because the store will be a learning lab, the equipment should be current, and the environment should reflect, as nearly as possible, an up-to-date establishment.

· Methods of tracking and distributing funds will require a great deal of planning.

· An attempt should be made to create a partnership with the cafeteria staff by involving them in the planning process and inviting them to provide products for sale in the store.
Junior Achievement

Along with DECA, Junior Achievement (JA) is a great way to prepare for a future in the business world.  Junior Achievement is a non-profit, worldwide organization that reaches nearly 5.2 million students. It allows students to hone their business skills and interact with real business professionals.  Volunteers who care about today’s future business leaders service the organization.  

The www.ja.org Web site offers a variety of student and instructional resources that can be integrated into DECA chapters and marketing programs.  These resources address the areas of personal finance, entrepreneurship and business ethics.  In addition, the site offers suggestions for involving DECA chapters locally and way to make a DECA chapter shine.
Each year on Ground Hog Day, Junior Achievement sponsors a national job shadow day.  In the fall semester, a J.A. representative meets with chapters and advisors to determine chapter interests, searches for local business professionals that meet the chapter’s needs, and arranges the job shadow day for the students.  This experience provides students with valuable insight into the real business world.

“J.A. Titan” is an online program, designed by J. A. to complement a DECA class.  This interactive business simulation offers a new and engaging way for high school students to learn about how to compete and to manage a successful business in the marketplace.  This program can be found at www.titan.ja.org   

Community/Problem Based Projects

Community/Problem Based Learning provides students with real life experiences in critical thinking and problem solving as members of a team, allowing them to use their classroom skills in a relevant manner. This type of teamwork occurs frequently when community and business/industry partnerships work cooperatively to solve a common problem.  A classroom example of community/problem based learning could include students from a marketing class, or a combination of classes, partnering with the local city government to brainstorm possible uses of an empty train station, and, perhaps, to arrive at a solution.
Community Site Classroom

The community site classroom instructional methodology utilizes unpaid on-the-job training experiences at business, industry, and public agency sites to assist students in enhancing their business knowledge and acquiring entry-level job experiences and employment.  In these training situations, formalized classroom instruction is extended to the hands-on acquisition of job related SCANS (Secretary’s Commission on Necessary Skills) skills.  For example, students could receive classroom instruction in Sales and Merchandising for one day a week, and on-the-job training nine hours a week in a community store.
Internships

The High School Internship Program is an unpaid program that provides high school juniors and seniors with opportunities to work for a specific number of hours in jobs related to their areas of career interest.  Besides assisting DECA students to further develop their employment readiness and workplace skills, the real world experience helps them to make realistic career choices.  The Internship Program is frequently used as the culminating instructional activity within a specific career pathway; for example, a 40-hour internship in a local marketing firm may be the culminating activity for students completing a marketing pathway.

Cooperative Jobs 
Cooperative jobs are similar to community classroom site experiences in that students receive on-the-job training and related classroom instruction; however, cooperative jobs are paid positions.  In general, DECA students who participate in cooperative jobs and most other work-related experiences tend to excel in competition.  They have a good understanding of how companies operate and have been able to apply their classroom instruction to workplace situations.  DECA series and team decision-making events are based on actual case situations that occur in the workplace.  
All class members can benefit when students in cooperative jobs share their experiences and present problems for the class to solve as a team.  Such activities help students to prepare for competitive events.  

Cooperative job situations can lead to other connections between DECA/marketing classes and the participating local businesses.  They can open the door for additional work-related experiences as well as involvement in partnerships, sponsorships, and advisory committees, etc.
Assessment of Student Achievement

Performance Based Assessment

As we move further into the information age with its burgeoning body of facts and fallacies, students need to be able to think critically, analyze, make inferences, and solve problems.  Furthermore, they must use these skills both individually and as members of a team.  Performance based assessment techniques are frequently used to evaluate higher-order thinking skills.  In many instances, students are presented situations that they might encounter in the real world and are asked to solve problems or determine how best to complete tasks.  Frequently student responses take the form of oral presentations, demonstrations, written papers and projects, etc.

DECA’s competitive events, described earlier in this document, represent a form of performance based assessment that evaluates student achievement of specific skills related to marketing and entrepreneurship.  Students are provided a vehicle through which to demonstrate acquired skills by participating in individual and/or team activities.  

Project Based assessment is a form of performance based assessment and is closely related to project based learning and problem based learning.  Few people agree on the exact meaning of these terms, and they are often used interchangeably.  In most cases, problems are designed that require students to learn content-specific knowledge and problem-solving skills as they seek various solutions.  Projects can be both effective teaching strategies and important methods of measuring learning that has taken place prior to and during the project.  

Sample projects for the California Career Technical Education Standards for the Marketing, Sales, and Service Industry Sector are provided at www.bused.org.  These projects frequently come at the end of a unit; serve to connect information learned into a cohesive whole; are usually grounded in real world situations; and stress application of knowledge and skills.

These assessments, like the Marketing, Sales, and Service standards, are broad-based and non-prescriptive to allow for adaptability and flexibility of use by instructors and curriculum developers. Opportunities for student input will be provided by classroom teachers.

Some general assessment criteria have been provided. However, specific scoring rubrics are left to the determination of the instructor in accordance with the project that is selected, adapted, or developed, and in possible collaboration with students.

Time frames are not specified. Projects range from shorter, more contained projects of one to two weeks to open-ended explorations lasting much longer. Decisions on scope are best made in the beginning and based on students' experience and readiness, school schedule, subject, and teacher's level of comfort and expertise.

A Virtual Enterprise program, with a simulated working environment, allows students and teachers to enter the virtual business world in the pursuit of global business skills through project based instruction. Students perform as employees; thus, assessment of the application of their skills and knowledge is considered performance based and project based.

Objective Assessment

Most educators agree that because students learn in a variety of ways and perform differently on different types of tests, multiple measures of student progress are necessary.  There are instances when student knowledge may be best measured through objective tests, such as short answer, true-false, multiple-choice, etc.

Online and pencil-and-paper assessments are often used to establish proof of learning and to qualify students for certificates.  

The A*S*K Institute (www.ASKInstitute.org  or www.WebXam.org) is jointly sponsored by DECA, MarkED/Career Paths, state education agencies, and business partners nationwide, and is designed to identify highly qualified high school and college business/marketing students.  It provides objective, third-party documentation of learning achievement through A*S*K Business Certificates.  Based on industry-validated skills and requisite knowledge, the certificates offer added value to the completion of course work and other learning experiences.

Specifically, A*S*K Institute will:

· Administer business-validated assessments nationwide 

· Identify those individuals who meet business-validated standards 

· Document achievement 

· Connect high-achieving students with business partners 

· Encourage articulation of high school and college curricula 

The key elements of the institute include:

· Online exams addressing specific elements of the nationally validated curriculum standards for Marketing Education. 

· Proctored, online exams independent of classroom delivery system that ensure valid, objective, and reliable test taking and scoring. 

· Certificates awarded on the basis of business-derived standards for core business concepts and skills (marketing emphasis) and for knowledge of specific business/marketing functions (e.g., selling) or industries (e.g., retail or hospitality). 

· Recognition of high-achieving examinees, including file letters, web-based profile (optional), press release(s), and other appropriate documentation of achievement for use in personal portfolios and other job/college application materials.

The California Business Education Core Assessment Project (BECAP) is a 127-question multiple-choice instrument.  It has been developed to assess the general knowledge of student understanding of the Business Education Core Standards identified in the document, Challenge Standards:  Career Preparation—Business Education.   The project can be found at www.virtualenterprise.org/CDEAssess. 
The Business Education Core Standards are divided into the following seven categories:

· Business Communications 

· Business Environment

· Career Preparation, Job Acquisition and Retention

· Economics and Financial Concepts

· Employability Skills

· Information Technologies

· Leadership Development

A pre-test and post-test are available to measure student growth in achievement.  The Business Education Core standards address the knowledge and skills that provide a foundation for the pursuit of a Business Education Career Pathway.  The Core is broad based and facilitates the integration of academic and career technical knowledge.  Mastery of these standards support the core academic standards identified for inclusion on the California High School Exit Exam (CAHSEE).

Objective assessment items for the California Career Technical Education Standards for the Marketing, Sales, and Service Industry Sector will be available at www.bused.org  in the fall, 2005.  Each of the broad-based career pathway standards and subcomponents are analyzed and further defined by more specific descriptions of what students must know or be able to do to achieve the standards and subcomponents.  For each of the detailed descriptors, also referred to as “unwrapped standards” or “performance indicators,” five multiple-choice questions will be provided.  The questions will be made available in a database from which educators may select and use or adapt as needed.

Marketing Education Resources 
The following resources are provided for assistance in developing effective DECA and marketing programs and for implementing the Marketing Sales and Service standards.

California DECA: An Association of Marketing Students                                    www.cadeca.org 
Marketing, Sales, and Service Industry Sector                                      www.bused.org/marketing
California Department of Education Leadership                                                    www.cde.ca.gov                                                           



High School Initiatives and Career Education Office                                 www.cde.ca.gov/hsi       
Secondary, Postsecondary, and Adult Leadership Division                    www.cde.ca.gov/shsd
Academic Content Standards and Frameworks                                               www.cde.ca.gov/be/st/ss
Aiming High:  High Schools for the 21st Century                           www.cde.ca.gov/ci/gs/hs/ahgen.asp 
A how-to document for implementing a standards-based educational system
Business and Marketing Education                                                                 www.cde.ca.gov/ci/ct/bm
Business Education Resource Consortium                                                                     www.bused.org
California Career-Technical Education (CCTE)


Standards and Framework                                                                          www.cde.ca.gov/ci/ct/sf/

CCTE Draft Standards                                                                             www.sonoma.edu/cihs/cte
California High School Exit Exam                                                                   www.cde.ca.gov/ta/tg/hs
CDE Press (Publications for California Department of Education)                   www.cde.ca.gov/re/pn/
Global Online Marketing Resources                                                                    www.global-reach.biz
MarkEd, Marketing Education Resource Center                                                      www.Mark-ED.org
National Business Education Association                                                                        www.nbea.org 

Tech Prep Distributions Points
                                          www.ca-clearinghouse.net/tech/tech.htm
Virtual Enterprise, California Network                                                         www.virtualenterprise.org


















Competitive Events Task Force


Executive Council


National Advisory Board


Postsecondary Program Advisory Council


Secondary Program Advisory Council





High School Division


Professional & Program Development


Delta Epsilon Chi Division


Marketing


Corporate Development


Finance, Administration


Data Management


Publications


Office Management





Advisory Groups





Executive Director





Board of Directors





DECA Inc.





High School Division


Associations (55)





Delta Epsilon Chi Division


Associations (34)





Chapters





Chapters








Southern Leadership Team





Northern Leadership


Team





State Officers





State Officer Coordinator


Coordinator


Coordinator





State Business Partnership





California DECA Inc.


Board of Directors





California State DECA Advisor





California Department of Education








PAGE  
8

