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I. INTRODUCTION

School-based enterprises are effective educational tools in helping to prepare students for the transition from school to
work or college. For many students, they provide the first work experience; for others, they provide an opportunity to
build management, supervision and leadership skills. While some in the education community have only recently
discovered the value of school-based enterprises, marketing educators and DECA advisors have used them as a powerful
teaching tool for more than four decades.

The marketing education program was designed as a four-part program consisting of classroom instruction, co-op
training stations, DECA, and the school store lab. The school store lab is an important part of the curriculum; the main
function of the store being an educational lab where the concepts of marketing education curriculum are put into practice.

The school store can also be used as a tool in supporting the activities of the DECA chapter by providing a source of
funding.  Beyond these two considerations, the store is a service to the student body and should project a positive image
to potential students.

A school store laboratory provides the following benefits to the students:

1. An actual business atmosphere where they can apply the following marketing theory and principles learned in the
classroom:
• research
• merchandising/display
• forms of business operations
• financing a business
• cashiering
• store layout and design
• purchasing (cost analysis)
• advertising
• inventory control
• security
• salesmanship
• housekeeping
• marketing mix

2. An opportunity to supplement, reinforce, and enhance the knowledge, skills and attitudes required for careers in
marketing.

3. The development of businesslike procedures and attitudes in students.

4. The development of leadership and management skills.

5. Goods and services at reasonable prices for school faculty and the student body.

Considering the recent national emphasis on competency-based, individualized instruction in education, the ideal
learning situation is one which develops the student into an independent learner with the teacher acting as the “manager”
of learning rather than as a lecturer.  The school store provides that ideal learning situation.

The unavoidable abstract nature of many of the concepts in marketing and distribution, the interests and aptitudes of
many of the students, and other related considerations all stress the need for creating as many teaching situations as
possible where the student can learn by doing.  Many of the skills required for entry-level employment can only be
taught by doing.

Most administrators are hesitant when the subject of a school store is mentioned.  Instead, the store should be referred to
as a “business laboratory” suggesting vast learning experiences in an entrepreneurial atmosphere—not just a profit
motivated school store operation.

By conducting marketing research through questionnaires, departmental contact and a great deal of public relations with
staff members, the school cafeteria and administrators, advisors can write formal proposals to satisfy the requirements of
the school boards and superintendents who normally approve or disapprove a retail laboratory.  A sample proposal for
starting a school-based enterprise is included in Section II of this guide.

Basic Considerations for the Marketing Teacher/Coordinator
The school store is very visible on campus and therefore, can become very political with the cafeteria, athletics, clubs
and faculty members.  It will be the responsibility of the coordinator to become an ally to all the different factions.
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1. The cafeteria will become a supporter of the school store if the coordinator works with them and includes them in
the product selection process.  Depending on the item, the cafeteria could produce it and the store will sell it.  Deli
sandwiches would be an example of this partnership.

2. The store is a profit making school-based enterprise.

3. The store is a learning laboratory therefore, should have the latest up-to-date equipment to train the students.  If
money is an object, donations are always possible.  Contacting your local grocery outlets or other major department
stores could help in acquiring the latest technology for student training.

High school SBEs vary according to school size and community.  They range from elaborate walk-in stores with an
extensive inventory to a mobile cabinet on wheels.  This guide will walk you through the business start-up format as we
develop an operation for a secondary school’s store lab.
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