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I. MAJOR CONCEPTS/CONTENT: This program is to prepare students for employment in the industrial distribution and manufacturing industry.  Industrial distribution includes electrical, wholesale, plumbing, plastic, HVAC and other product distribution.

Content includes, but is not limited to, distribution operations procedures, sales techniques, computer programs, business math, business letters and reports, inventory control operations, negotiating techniques, marketing and economics, human relations and industrial shop distribution applications.  The course includes a three-week rotating externship component.

II. LABORATORY ACTIVITIES:  Laboratory activities are an integral part of this program.  For the laboratory activities to be meaningful, facilities must be adequate for classroom, sales and display areas, laboratory, and storage should be provided.  

III. SPECIAL NOTES:  DEX, Delta Epsilon Chi, “An Association of Marketing Students” (post secondary), is the appropriate career student organization for providing leadership training and for reinforcing specific career and technical skills.  Career Student Organizations, when provided, shall be an integral part of the career and technical instructional program, and the activities of such organizations are defined as part of the curriculum in accordance with Rule 6A-6.065 (8), FAC.

Cooperative Training: The three week, rotating externship experience should include at least three separate businesses. Regular school externship procedures and documentation should be followed. Completion of an evaluation of the student’s progress during the externship by a business co-coordinator is highly recommended. Additionally, the student should be provided an externship journal in which to record each day’s activities. Work stations provided during the externship activities shall reflect equipment, skills and tasks relevant to the occupation the student has chosen as a career goal.

In accordance with Rule 6A-10.040, FAC, the minimum basic-skills grade levels required for adult career and technical students to exit this program are: Mathematics 9.0, Language 9.0, Reading 9.0.  These grade-level numbers correspond to grade-equivalent scores obtained on one of the state-designated basic-skills examinations.  If a student does not meet the basic-skills level required for completion of the program, remediation should be provided concurrently through Vocational Preparatory Instruction (VPI). Please refer to the Rule for exemptions.

Federal and State legislation requires the provision of accommodations for students with disabilities to meet individual needs and ensure equal access.  Adult students with disabilities must self-identify and request such services.  Students with disabilities may need accommodations in such areas as instructional methods and materials, assignments and assessments, time demands and schedules, learning environment, assistive technology and special communication systems.  Documentation of the accommodations requested and provided should be maintained in a confidential file.

SCANS Competencies: Instructional strategies for this program must include methods that require students to identify, organize, and use resources appropriately; to work with each other cooperatively and productively to: acquire and use information; to understand social, organizational, and technological systems; and to work with a variety of tools and equipment.  Instructional strategies must also incorporate methods to improve students' personal qualities, higher-order critical thinking skills, and problem-solving, technical, and literacy skills.

To be transferable statewide between institutions, this program/course must have been reviewed, and a “transfer value” assigned the curriculum content by the appropriate Statewide Course Numbering System discipline committee.  This does not preclude institutions from developing specific program or course articulation agreements with each other.

When offered at the postsecondary adult career and technical level, this program may be offered in courses.  Career and technical credit shall be awarded to the student on a transcript in accordance with Section 1001.44 (3)(b) F.S.

IV.
INTENDED OUTCOMES:  After successfully completing appropriate course(s) for each occupational completion point of this program, the student will be able to perform the following:

OCP A– Customer Service Representative, SOC Code 43-4051.00



01.00 Introduction to Industrial Distribution

02.00 Marketing and Economics 


03.00 Human Relations Principles 


04.00 Effective Communication Skills 

OCP B – Billing Clerk, SOC 43-3021.02



05.00 Computer fundamentals


06.00 Business writing and math skills

OCP C – Stock Clerk, SOC 43-5081.03


07.00 Perform inventory control operations skills 

OCP D– Sales Representatives, Wholesale and Manufacturing, SOC 41-4011.00

08.00 Perform Industrial Distribution Applications 

The following diagram illustrates the program structure:
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Program Title: 

Industrial Distribution & Management

Postsecondary Number:
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Occupational Completion Point A-

 
CUSTOMER SERVICE REPRESENTATIVE
SOC Code 43-4051.00




Introduction to Distribution Operations 


01.00 Introduction to Industrial Distribution—The student will be able to:


01.01   Complete school orientation



01.02   Complete course orientation



01.03   Explain the channels of distribution




01.04   Identify career opportunities 



01.05   Apply risk management skills



02.00 Marketing and Economics –The student will be able to:



02.01   Explain basic economic concepts



02.02   Explain business concepts



02.03   Explain marketing functions



02.04   Explain basic marketing concepts


 


02.05   Identify the nine elements of design



03.00 Human Relations Principles-The student will be able to:



03.01   Identify appropriate dress and grooming on the job



03.02   Apply effective telephone etiquette and voice mail techniques



03.03   Identify effective business and sales ethics 

03.04   Identify basic sales, up selling and closing techniques



03.05   Identify basic customer relations techniques



03.06   Call in special orders and stock orders 


04.00 Effective Communication Skills-The student will be able to:

04.01   Identify need for effective communications

04.02   Describe factors that obstruct effective communications

04.03   Apply effective interpersonal communications skills

04.04   Give and follow directions

04.05   Apply oral communications techniques

04.06   Apply Negotiation Techniques as described by Yuri & Fisher

Occupational Completion Point B 

 
BILLING CLERK   SOC 43-3021.02





Computer Technology Applications 


05.00 Computer fundamentals-The student will be able to:



05.01   Apply keyboarding techniques



05.02   Navigate MS Outlook 



05.03   E-mail etiquette



05.04   Create, receive and attach e-mail 



05.05   Organize and prioritize e-mail



05.06   Maintain automated calendar and meeting schedules 



05.07   Navigate MS Word



05.08   Create and modify computerized documents



05.09   Conduct an Internet research project



05.10   Create a computerized advertisement 



05.11   Apply basic computer systems operations

06.00 Business writing and math skills-The student will be able to:

06.01   Solve marketing problems using a calculator



06.02   Solve math problems involving addition, subtraction, multiplication, division, percentage, ratio, and decimals.

06.03   Navigate MS Excel

06.04   Perform MS Excel dashboard functions

06.05   Create automated spreadsheets utilizing formulas

06.06   Create vertical lookups

06.07   Create pivot tables

06.08   Create business letters, reports and memos                              

OCCUPATION COMPLETION POINTS C 


Stock Clerk, SOC 43-5081.03

Inventory Control Operations

07.00 Perform inventory control operations skills-The student will be able to:





07.01   Describe inventory control operations



07.02   Receive and inspect merchandise



07.03   Price and stock merchandise



07.04    Display and interpret inventory screens



07.05   Analyze computerized warehouse data



07.06   Run and analyze inventory reports



07.07   Apply computerized sequencing procedures



07.08   Maintain automated inventory file



07.09   Maintain current pricing information



07.10   Maintain periodic automated inventory procedures


OCCUPATIONAL COMPLETION POINT D


Sales Representatives, Wholesale and Manufacturing, SOC 41-4011.00        
 Industrial Distribution Specializations

08.00 Perform Industrial Distribution Applications-The student will be able to:





08.01 Identify Industrial Safety Skills 

08.02
Understand the importance and the cost of physical distribution

08.03   Identify basic tools and fasteners

08.04   Measure parts using a caliper

08.05   Test parts using an ammeter

08.06   Read basic blueprints

08.07   Explain the basic principles of hydraulics

08.08   Identify mechanical and fluid power components

08.09   Explain AC and DC electrical circuits  

08.10   Participate in a three week rotating internship component

08.11   Navigate customer contact software package 

08.12   Use manual parts catalogs and interchanges

08.13   Perform automated cataloging

OCP B


Billing Clerk 


SOC 43-3021.02


(225 Hours)





OCP A


Customer Service Representative


SOC 43-4051.00


(225 Hours)





OCP C


Stock Clerk


SOC 43-5081.03


(150 Hours)





Industrial Distribution and Management


M812040 


(825 Hours)





OCP D


Sales Representatives, 


Wholesale and Manufacturing 


SOC 41-4011.00


		(225 Hours)
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