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Individual Role Plays

Accounting Applications







(Finance Test)

Stu​dents will be challenged to perform management functions and tasks focusing on the application of financial data to business planning, including collection and organization of data, development and use of reports, and analysis of data to make business decisions.  Roles in these events are those of supervisors, managers or entrepreneurs.
Apparel & Accessories Marketing 






(Marketing Test)
Students will be challenged to perform marketing and management functions and tasks in retail establishments, wholesale establishments and/or manufacturing firms primarily engaged in the marketing of clothing and related articles for personal wear and adornment. Roles in these events are those of customers, employees, supervisors and managers. 

Automotive Services Marketing






(Marketing Test)
Students will be challenged to perform marketing and management functions and tasks related to auto dealers, service stations and related businesses or auto parts stores. Roles in these events are those of customers, employees, supervisors, managers and entrepre​neurs. 

Business Finance








(Finance Test)

Students will be challenged to perform management functions and tasks focusing on high-level financial and business planning, including the collection and organization of data, development, and use of reports, and analysis of data to make business decisions. Roles in these events are those of customers, employees, supervisors, and managers.

Business Services Marketing







(Marketing Test)
The student is given a description of a specific situation that measures skills, knowledge and attitudes in business services marketing. Students will be challenged to perform market​ing functions and tasks involved in providing services to businesses on a fee or contract basis or providing services to consumers. Roles in these events are those of customers, employees, supervisors, managers and entrepreneurs. 

Food Marketing








(Marketing Test)
Students will be challenged to perform marketing and management functions and tasks in retail establishments, wholesale establishments and manufacturing firms resulting in the sale of food. Roles in these events are those of customers, employees, supervisors and managers. 
Hotel and Lodging Management






(Hospitality Test)
Students will be chal​lenged to perform marketing and management functions and tasks in hotels, motels, lodging services, conven​tion services, and food and beverage services. Roles in these events are those of customers, employees, supervi​sors and managers. 

Human Resources Management






(Business Management Test)
Students will be challenged to perform manage​ment functions and tasks focusing on staffing, recruitment, selection, training, performance appraisal, compen​sation and safety training. Roles in these events are those of supervisors, managers, human resource experts or entrepreneurs. 

Marketing Management







(Marketing Test)
Students will be challenged to perform marketing and man​agement functions and tasks that can be applied broadly in a non-retail marketing environment. Roles in these events are those of clients, employees, supervisors, managers and entrepreneurs. 

Quick Serve Restaurant Management





(Hospitality Test)
Students will be challenged to per​form marketing and management functions and tasks in retail establishments, wholesale establishments and manufacturing firms primarily engaged in the quick-serve restaurant industry. Roles in these events are those of customers, employees, supervisors, managers and entrepreneurs. 
Restaurant and Food Service Management





(Hospitality Test)
Students will be challenged to perform marketing and management functions and tasks in a full-service restaurant or a food-service busi​ness. Roles in these events are those of supervisors, managers and entrepreneurs. 

Retail Merchandising








(Marketing Test)
Students will be challenged to perform marketing and man​agement functions and tasks that can be applied in any retail establishment. Roles in these events are those of customers, employees, supervisors and managers. 

Sports and Entertainment Marketing





(Marketing Test)
Students will be challenged to per​form marketing and management functions and tasks related to amateur or professional sports or sporting events, entertainment or entertainment events, selling or renting of supplies and equipment (other than vehicles) used for recreational or sporting purposes, products and services related to hobbies or cultural events, or businesses primarily engaged in satisfying the desire to make productive or enjoyable use of lei​sure time. Roles in these events are those of supervisors and managers. 
Principles Events 

Principles of Business Administration Events consist of two major parts: a business administration core exam and a content interview

with a business executive. A second content interview will be given to finalists.  The participant will be given a written assignment to review. In the content interview the student is asked to explain or demonstrate mastery of a selected group of performance indicators in an interview with an industry representative.

In the content interview portion of the event, participants must accomplish a task by translating what they have learned into effective, efficient and spontaneous action.  A list of four performance indicators specific to the assignment is included in the participant’s instruc​tions. These are distinct tasks the participant must accomplish during the interview. The judge will evalu​ate the participant’s performance on these tasks and on follow-up questions.

Participants will have 10 minutes to review the assignment and to develop a professional approach to the interview. 
Principles of Business Management and Administration
The interview events will use language associ​ated with careers in Administrative Services, Business Information Management, General Management, Human Resources Management, and Operations Management.

Principles of Hospitality and Tourism
The interview events will use language associated with careers in Hotels, Restaurants, and Tourism and Travel.

Principles of Marketing 

The interview events will use language associated with careers in Marketing Com​munications, Marketing Management, Marketing Research, Merchandising and Professional Selling.
Team Role Plays

Business Law and Ethics







(Business Management Test)
For the purposes of this event, business law is U.S. law and will include con​tracts, product liability, employment and types of business ownership. The ethics component involves evaluating competing social values that may reasonably be argued from either side. 

Buying and Merchandising







(Marketing Test)
Employees in buying and merchandising positions get the product into the hands of the customer. This process includes forecasting, planning, buying, displaying, selling and provid​ing customer service. 

Financial Services








(Finance Test)
Students will refer to services offered in the finance industry by financial institutions. Concepts include understanding the source and purpose of financial statements, the impact of management decisions on statements, and the analysis and interpretation of data for planning purposes.
Hospitality Services








(Hospitality Test)
Marketing and management functions and tasks that can be applied in hotels, mo​tels, lodging services, related convention services, and related food and beverage services. 

Marketing Communications







(Marketing Test)
Marketing functions and tasks that inform, remind, and/or persuade a target market of ideas, experiences, goods/services, and/or images. 

Sports and Entertainment Marketing





(Marketing Test)
Marketing functions and tasks that can be applied in amateur or professional sports or sporting events, entertainment or entertainment events, selling or renting of sup​plies and equipment (other than vehicles) used for recreational or sporting purposes, products and ser​vices related to hobbies or cultural events, or businesses primarily engaged in satisfying the desire to make productive or enjoyable use of leisure time. 

Travel and Tourism








(Hospitality Test)
Marketing and management functions and tasks that can be applied in enterprises engaged in passenger transportation, travel service, attracting and serving the traveling public, arrang​ing tours or acting as independent ticket agencies, and other services incidental to the travel or tourism industry. 
Hybrid Events
The Professional Selling Events provide an opportunity for participants to demonstrate knowledge and skills needed for a career in sales. Participants will organize and deliver a sales presentation for one or more products and/or services.

The participant will organize appropriate information and present and defend a sales presentation to a potential buyer/client.

The participant may bring all visual aids to the event briefing. Only approved visual aids may be used dur​ing the presentation.

The oral presentation may be a maximum of 20 minutes in length. 
Rubric for Presentation

1. The opening was effective

2. Clearly demonstrated thorough and effective product/service knowledge

3. The information was realistic and logical (e.g., timelines, finances) and was clearly communicated

4. Effectively used feature/benefit selling that appeals to primary and secondary target markets 

5. Effectively used suggestion selling to enhance the presentation 

6. Overcame objections in a poised and confident manner; answered all questions from the judge 

7. Effectively moved toward the close of the sale 

8. Used visual aids to clarify and/or enhance the presentation (e.g., prospectus, proposals, fact sheets)

9. The presentation was well-organized and clearly presented; used professional grammar and vocabulary; voice conveyed proper volume, enthusiasm, enunciation and pronunciation 

10. Professional appearance, poise and confidence

11. Judge’s subjective evaluation of the total performance; overall general impression
Professional Selling Event



1 Participant


Marketing Test
For 2013-2014, you will assume the role of a sales representative of a major tablet maker. Many school districts are starting to purchase tablets to aide in instruction and reduce textbook expenses. Tablets have gained mainstream popularity in classrooms for their range of capabilities and ease of use. You have a meeting scheduled with a large school district’s purchasing manager to pitch your company’s products and price points.
Hospitality & Tourism Professional Selling 

1 Participant


Hospitality Test
For 2013-2014, you will assume the role of a service training provider for a hospitality corporation. A large city is interested in training all of the hospitality workers in the city. Research indicates that in the past few years visitors to the city feel that many of the hospitality workers are unfriendly and unhelp​ful. You have been instructed to develop a program to train workers in the hospitality sector (hotel concierges, museum guides, cab drivers, etc.) to be friendlier and more customer service oriented. The ultimate goal of the city is to be recognized as one of the most helpful and friendly cities to visit. The city has an airport that services all large cities as well as international travelers. Your city offers travelers hotels to accommodate all budgets, museums, beaches, amusement parks, shopping, and restaurants of all cuisine. You have a meeting scheduled with the vice president of marketing for the city’s travel bureau to discuss your training plan and the associated costs of implementing the training.
Entrepreneurship Innovation Plan
1-3 Participants
5 Page Paper

Business Management Test

The Entrepreneurship Innovation Plan Event involves the idea generation and opportunity recognition needed to take advantage of market opportunities to introduce a new business, product or service. Any type of busi​ness, product or service may be used. Participants in the Entrepreneurship Innovation Plan Event will present a brief concept paper explaining the op​portunity that exists in the marketplace and how their innovation will meet the needs of consumers.
I. EXECUTIVE SUMMARY 

II. PROPOSED BUSINESS/PRODUCT/SERVICE 

A. Explanation of business/product/service proposed 

B. Description of the opportunity that exists (What need does the product/service fulfill? What challenge does the product/service solve?) 

C. Description of the target market 

III. RATIONALE AND FEASIBILITY 

A. Trend—What trend is occurring which suggests the proposed business/product/service will be marketable? 

B. Differentiation—What is the unique selling proposition? 

C. Potential 

1. What is the potential reach of the proposed business/product/service? 

2. What is the growth potential? 

3. What is the earning potential? 

IV. CONCLUSION 

Specific request of financing and summary of key points 

V. BIBLIOGRAPHY 

VI. APPENDIX
Advertising Campaign

1-3 Participants

11 Pages

Marketing Test
The purpose of the Advertising Campaign Event is to provide an opportunity for the participants to prepare an advertising campaign of any length for a real product, service, company or business and to present the cam​paign to a prospective client/advertiser. The participants will also indicate an appropriate budget and select media. The Advertising Campaign Event allows an opportunity for the participants to demonstrate promotional knowl​edge and skills necessary for advertising management personnel.
I. EXECUTIVE SUMMARY 
II. DESCRIPTION 

Description of the product, service, company or business selected 

III. OBJECTIVE(S) OF THE CAMPAIGN 

IV. IDENTIFICATION OF THE TARGET MARKET 

A. Primary markets 

B. Secondary markets 

V. LIST OF ADVERTISING MEDIA SELECTION NECESSARY FOR THE CAMPAIGN 

VI. SCHEDULES OF ALL ADVERTISING PLANNED 

VII. SCHEDULES OF ALL SALES PROMOTION ACTIVITY(IES) PLANNED 

VIII. BUDGET (Detailed projections of actual cost) 

IX. STATEMENT OF BENEFITS TO THE CLIENT/ADVERTISER 

X. BIBLIOGRAPHY 

XI. APPENDIX
Fashion Merchandising Promotional Plan

1-3 Participants
11 Pages
Marketing Test
The purpose of the Fashion Merchandising Promotion Plan is to provide an opportunity for the participants to demonstrate promotional competencies and other competencies needed by management personnel.

The Fashion Merchandising Promotion Plan provides the participant with the opportunity to

· Develop a seasonal sales promotion plan, using apparel and accessory items only, for a retail store
· Present the plan in a role-playing situation to the store manager
I. EXECUTIVE SUMMARY 

II. DESCRIPTION OF THE STORE 

III. OBJECTIVES—What the promotional campaign is to accomplish 

IV. SCHEDULE OF EVENTS—Promotional activity(ies) must include the following: 

A. Special events (example: fashion shows, demonstrations) 

B. Advertising (example: paid/co-op advertisement in various types of media) 

C. Display (example: interior and exterior) 

D. Publicity (example: press releases sent to various types of media) 

E. Other in-store activity(ies) (example: involvement of sales employees, etc.) 

V. RESPONSIBILITY SHEET (assigned positions and activity(ies), etc.) 

VI. BUDGET (detailed projections of actual cost, Section IV A-E) 

VII. STATEMENT OF BENEFITS TO THE RETAIL ESTABLISHMENT 

VIII. BIBLIOGRAPHY 

IX. APPENDIX
Sports & Entertainment Promotional Plan

1-3 Participants
11 Pages
Marketing Test

The purpose of the Sports and Entertainment Promotion Plan is to provide an opportunity for the participants to demonstrate promotional competencies and other competencies needed by management personnel.

The Sports and Entertainment Promotion Plan provides the participants with the opportunity to

• develop a seasonal sales promotion plan for a sports and/or entertainment company

• present the plan in a role-playing situation to the company manager
I. EXECUTIVE SUMMARY 

II. DESCRIPTION OF THE COMPANY/ORGANIZATION 

III. OBJECTIVES—What the promotional campaign is to accomplish 

IV. SCHEDULE OF EVENTS—Promotional activity(ies) must include the following: 

A. Special events (example: theme nights, giveaways, etc) 

B. Advertising (example: paid/co-op advertisement in various types of media) 

C. Display (example: signage, souvenir stands, and facility decor) 

D. Publicity (examples: press releases sent to various types of media, appearances) 

V. RESPONSIBILITY SHEET (assigned positions and activity(ies), etc.) 

VI. BUDGET (detailed projections of actual cost, Section IV A–D) 

VII. STATEMENT OF BENEFITS TO THE COMPANY/ORGANIZATION 

VIII. BIBLIOGRAPHY 

IX. APPENDIX
Entrepreneurship Participating Individual
    1 Participant
11 pages
Bus. Management Test
The purpose of the Entrepreneurship Participating Event (Creating an Independent or Franchising Business) is to provide an opportunity for the participant to develop and present a proposal to form a business. The Entrepreneurship Participating Event includes the development and presentation of various aspects of a plan to form a business. The event provides an opportunity for a participant to develop and demonstrate mas​tery of essential knowledge and skills as they apply to the analysis of a business opportunity, the development of a marketing/promotion plan and the development of a financial plan.

Please note: Franchising businesses are an option within the Entrepreneurship Participating Event. Franchising projects qualifying for international conference competition will compete in a separate section. 
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I. EXECUTIVE SUMMARY 

II. DESCRIPTION AND ANALYSIS OF THE BUSINESS SITUATION 

A. Rationale and marketing research 

B. Introduction: type of business, brief description of major product(s)/service(s) involved 

C. Self-analysis: actual personal experience and/or training in proposed field 

D. Analysis of the business opportunity, customer and location: geographic, demographic and economic analysis of trading area, customer and locale of proposed business 

E. Proposed organization: type of ownership, steps in starting to form business, planned personnel, management knowledge and skills 

III. PROPOSED MARKETING/PROMOTION PLAN 

A. Proposed product or service: details of product(s) or service(s) to be offered; potential suppliers or manufacturing plans 

B. Proposed pricing policy: costs, markups, relationship to competitors
C. Personal promotion: nonmedia sales plan, staffing and merchandising appeal 

D. Nonpersonal promotion: media, basic appeal and initial promotion plan 

E. Place: channel of distribution from manufacturer or service provided to consumer
IV. PROPOSED FINANCING PLAN 

A. Projected income/cash flow statement: projected budget describing income and expenditures for the first year 

B. Projected three-year plan: describe planned growth, including financial resources and needs 

C. Capital and repayment plan: earnings, short-term and/or long-term borrowing, long-term equity, plan to repay borrowed funds or provide return on investment to equity funds 

V. BIBLIOGRAPHY 

VI. APPENDIX

Business Operations Events

1-3 Participants

30  Pages

No Test
The Business Operations Research Events provide an opportunity for participants to demonstrate knowledge and skills needed by management personnel.

The following definitions are used to determine the activities or careers that are included in each of the Business Operations Research Events. These career areas are connected to career clusters.

· Business Services includes human resources, information technology and personal and contracted services businesses.

· Buying and Merchandising includes retail and wholesale businesses that provide consumer goods.

· Finance includes banks, credit unions, accounting, investments and other financial businesses.

· Hospitality and Tourism includes hotels, restaurants and tourism-related businesses.
· Sports and Entertainment Marketing includes businesses that conduct sporting and/or entertainment events.

2013 Topic 
The 2013 topic for each career category is the research of an existing business’s website, products, and services and the development of a strategic plan based on the results of the research conducted. The strategic plan will attempt to provide new and exciting ways to restructure, change and update that business’s website to create a wider audience and/or generate more customers. 
Objectives 
The business operations research events involve the preparation of a strategic plan based on the results of the research study. The participants must 

· Select an actual local business operation 

· Conduct a marketing research study, including a SWOT analysis of that local business’s products/services and of its website 

· Analyze the results of the research study 

· Develop a proposal to improve the website, including identifying revenue streams for websites and developing a cost analysis of changing the website 

· Present in a role-playing situation 

· the design of the research study 

· the findings and conclusions of the research study 

· the strategic plan for enhancing the website
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I. EXECUTIVE SUMMARY 
II. INTRODUCTION 
a. Description of the business or organization 
b. Overview of the business’s current website structure, capabilities, offerings, etc. 
III. RESEARCH METHODS USED IN THE SWOT ANALYSIS 
a. Steps taken to design the study and the instrument 
b. Steps taken to conduct the study 
IV. FINDINGS AND CONCLUSIONS OF THE SWOT ANALYSIS 
a. Strengths of the business’s or organization’s website 
b. Weaknesses of the business’s or organization’s website 
c. Opportunities for the business’s or organization’s website 
d. Threats to the business’s or organization’s website 
V. PROPOSED STRATEGIC PLAN AND COST ANALYSIS 
a. Develop a strategic plan to revise and improve the business’s website 
b. Create a timeline to implement the strategic plan 
c. Develop a cost analysis of revising the website, hosting fees, and technical support 
d. Identify revenue streams for the website 
VI. BIBLIOGRAPHY 
VII. APPENDIX 
Chapter Team Events


1-3 Participants

30 Pages

No Test
Community Service Project

The Community Service Project is a chapter project that provides an opportunity for chapter members to de​velop a better understanding of the role civic activities have in society, to make a contribution to a community service or charity, and to learn and apply the principles of the numerous components of marketing manage​ment. The purpose of the Community Service Project is to provide an opportunity for the chapter members to demonstrate the knowledge and skills necessary in planning, organizing, implementing and evaluating a com​munity service project.

The project may be conducted anytime between May, 2012 & January, 2013. The project requires DECA chapter members to develop a manual on the procedures of planning, implementing, coordinating and evaluating the project.

Objectives
The Community Service Project provides an opportunity for chapter members to 

• demonstrate their understanding of the role of community service within their community

• plan and conduct a project to benefit a community service or charity

• evaluate the project’s effectiveness in meeting the stated goals

Major emphasis should be placed on

• selecting the community service project

• implementing and coordinating the project

• evaluating the project
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I. EXECUTIVE SUMMARY 

One-page description of the project 

II. INTRODUCTION 

A. Historic background of the selected community service or charity 

B. Description of the local DECA chapter, school and community 

III. CONTRIBUTIONS TO A NEEDED COMMUNITY SERVICE OR CHARITY

A. Description and purpose of the project
B. Rationale for selecting the community service or charitable project 

C. Description of the benefits of the project to the chapter and chapter members’ under- standing of leadership development, social intelligence and community service 

IV. ORGANIZATION AND IMPLEMENTATION 

A. Organizational chart, member involvement and job description 

B. Description of the project and documentation 

C. Impact goal for the beneficiary 

V. EVALUATION AND RECOMMENDATIONS 

A. Evaluation of the project 

B. Impact of the community service or charitable project 

C. Recommendation(s) for future projects 

VI. BIBLIOGRAPHY 

VII. APPENDIX 
Creative Marketing

The Creative Marketing Project is a chapter project that develops in chapter members an analytical and cre​ative approach to the marketing process, actively engages chapter members in the marketing activities of their community, and provides an opportunity for experienced executives to guide and assist in preparing emerging leaders and entrepreneurs in marketing, finance, hospitality and management.

The Creative Marketing Project is designed to encourage DECA chapter members to recognize marketing as a force for the economic and social good of the community. 

The project should be a research study in the marketing field, planned, conducted and reported by a DECA chapter, the use of which will measurably improve the marketing activities of an individual company, a group of companies (such as a shopping mall), an organization, a club or the business community. All chapter members are encouraged to participate. Such a project might concern itself with finding new markets for local products, promoting the community’s resources, increasing the trading area of facilities, increasing sales, increasing employ​ment, providing better shopping facilities, solving problems or challenges affecting the marketing process, etc.
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

A. Statement of problem 

B. Significance of the problem studied 

C. Background information: description of the business, community situation or whatever is necessary to understand the value of the project 

III. PROCEDURES AND RESEARCH METHODS USED 

A. Description of secondary (library) research conducted: books, articles and other sources on market research, local descriptive data, etc. 

B. Description of primary research conducted 

C. Description of involvement of chapter members and businesspeople in the project

IV. FINDINGS AND CONCLUSIONS 

A. Presentation of findings, data to support findings 

B. Presentation of conclusions, rationale to support conclusions 

V. RECOMMENDATIONS 

A. Recommendations resulting from the study 

B. Projected outcomes from implementing the recommendations 

C. Plan for implementing the recommendations 

D. Evidence that the project has been presented to the appropriate business and/or government officials who would benefit from the study 

VI. BIBLIOGRAPHY 

VII. APPENDIX
Entrepreneurship Promotion Project

The purpose of the Entrepreneurship Promotion Project is to provide an opportunity for the chapter members to demonstrate the knowledge and skills needed in planning, organizing, implementing and evaluating a cam​paign to educate chapter members and the general public or an organized group about the opportunities avail​able for becoming an entrepreneur. Suggested targeted audiences are educational groups, business groups, etc.

The Entrepreneurship Promotion Project is a chapter project that develops the economic and marketing knowl​edge and skills necessary to be successful in a global economy. After learning the economic principles associ​ated with entrepreneurship, chapter members will utilize their marketing knowledge and skills to communicate the benefits of entrepreneurship to others. The project may begin at any time after the close of the previous chartered association conference and run to the beginning of the next chartered association conference.

The Entrepreneurship Promotion Project provides an opportunity for chapter members to

• demonstrate their knowledge and understanding of entrepreneurship
• engage in activity(ies) that clarify and enhance understanding of entrepreneurship
• plan and implement a presentation or activity(ies) to educate and promote entrepreneurship to orga​nized groups and/or the general public
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

A. Description of the local DECA chapter 

B. Description of the school and community 

III. MANAGEMENT OF ACTIVITY(IES) TARGETED AT OUTSIDE AUDIENCE 

A. Purpose of the activity(ies) 

B. Planning and organization of activity(ies) 

C. Implementation of activity(ies) 

IV. EVALUATION AND RECOMMENDATIONS 

A. Evaluation of campaign 

B. Recommendations for additional new activity(ies) for future campaigns

V. BIBLIOGRAPHY 

VI. APPENDIX 
Financial Literacy

The purpose of the Financial Literacy Promotion Project is to provide an opportunity for the chapter mem​bers to demonstrate the knowledge and skills needed in planning, organizing, implementing and evaluating a campaign to educate chapter members and the general public or an organized group about the importance of financial literacy. To be financially literate, one must be able to confidently read, analyze, and manage their personal finances to lead more secure and satisfying lives. 

The most basic areas include banking (managing checking and savings accounts), budgeting, and setting and implementing financial goals (short term to retirement). To set and obtain financial goals, one must have a working knowledge of investment instruments, borrowing, and insurance. Further, financial literacy includes an understanding of employment benefits, taxes, and other payroll deduction options. Maintaining good credit can save an individual a significant sum of money in interest savings, insurance premiums, and may even affect one’s ability to secure employment. 

The Financial Literacy Promotion Project is a chapter project that develops the economic and marketing knowl​edge and skills necessary to be successful in a global economy. After learning the economic principles associ​ated with financial literacy, chapter members will utilize their marketing knowledge and skills to communicate the benefits of financial literacy to others. The project may begin at any time after the close of the previous chartered association conference and run to the beginning of the next chartered association conference.

The Financial Literacy Promotion Project provides an opportunity for chapter members to

• demonstrate their knowledge and understanding of financial literacy

• engage in activity(ies) that clarify and enhance understanding of financial literacy

• plan and implement a presentation or activity(ies) to educate and promote financial literacy to organized groups and/or the general public
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

A. Description of the local DECA chapter 

B. Description of the school and community

III. MANAGEMENT OF ACTIVITY(IES) TARGETED AT OUTSIDE AUDIENCE 

A. Purpose of the activity(ies) 

B. Planning and organization of activity(ies) 

C. Implementation of activity(ies) 

IV. EVALUATION AND RECOMMENDATIONS 

A. Evaluation of campaign 

B. Recommendations for additional new activity(ies) for future campaigns 

V. BIBLIOGRAPHY 

VI. APPENDIX 

Learn and Earn Project
The Learn and Earn Project is a chapter project that develops business and marketing knowledge and skills. Positive earning outcomes in this project are not as critical to its success as the learning outcomes. The Learn and Earn Project applies entrepreneurial knowledge and skills to a single sales/service activity to be run as a real business venture. In a sense, the project is a chapter entrepreneurship project. The sales/service activity may focus on any subject of interest to the chapter and should involve the majority of the chapter members. School store projects may be appropriate, but should be planned around a new marketing program within the store. The project may begin at any time after the close of the previous year’s chartered association conference and run to the beginning of the next chartered association conference. An evaluation of the project’s planning, organization and implementation must be included in the report.

The Learn and Earn Project provides an opportunity for chapter members to

• plan, organize and conduct a sales/service project in their local community

• develop a business plan

• implement a promotional campaign 

• evaluate the planning, implementation and outcome of the project
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

The type of project proposed, a brief description of the major product/service involved, sources of information (resource materials, presentations, etc.), a brief description of advisors and their involvement 

III. ANALYSIS OF THE BUSINESS SITUATION 

A. Trading area analysis 

General data: geographic, demographic, economic; competitive data: present competitors (listed and briefly described), competitive advantages and disadvantages of the proposed project 

B. Market segment analysis 

Customer buying behavior related to the proposed project 

IV. PLANNED OPERATION OF THE PROPOSED PROJECT 

A. Proposed organization 

Start-up steps to form the project; planned personnel (or functional) needs; proposed staffing to handle managerial, financial, marketing, production (if applicable) functions; proposed organization chart 

B. Proposed product/service 

Details of product(s)/services(s) to be offered; include potential suppliers, inventory policies, if applicable. If the project is a service project, appropriate information about plans to provide the service, including necessary supplies, etc. 

C. Proposed marketing strategies 

Proposed promotional program, promotional activity(ies), media availability, costs, promotional plan outline 

D. Projected budget 

1. Projected operating budget 

2. Rationale for the projected budget 

V. OUTCOMES 

A. Describe project implementation, unusual or unforeseen challenges or successes and the methods of handling them 

B. Learning outcomes 

Describe what chapter members learned about marketing and management from the project 

C. Earning outcomes 

Document earnings and compare to the projected budget 

D. Recommendations for improving the project 

1. Recommendations for future projects 

2. Plans for improving the learning and earning outcomes of the project 

VI. BIBLIOGRAPHY 
VII. APPENDIX 
Public Relations Project
The purpose of the Public Relations Project is to provide an opportunity for the chapter members to demon​strate the knowledge and skills needed in planning, organizing, implementing and evaluating a single public relations campaign conducted by the chapter. The campaign may focus on any topic or subject of interest to the chapter and should involve the majority of the chapter members. The project may begin at any time after the close of the previous chartered association conference and run to the beginning of the next chartered as​sociation conference. An evaluation of the campaign’s planning, organization and implementation must be included in the report.

The Public Relations Project provides an opportunity for chapter members to

• develop and/or identify a theme for a public relations campaign

• plan and organize a public relations campaign in their local community

• implement a public relations campaign

• evaluate the planning and implementation process
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I. EXECUTIVE SUMMARY 

II. CAMPAIGN THEME OR FOCUS 

A. Statement and description of the issue to be addressed 

B. Rationale for selecting the issue 

C. Description of the target population (such as community, school, etc.) 

III. LOCAL MEDIA AND OTHER PROMOTIONAL POSSIBILITIES 

A. Local print and broadcast media available 

B. Other possible promotional activity(ies) 

C. Media mix and rationale for media and other promotional activity(ies) 

IV. CAMPAIGN ORGANIZATION AND IMPLEMENTATION 

A. Organizational chart, member involvement and job description 

B. Description of the campaign and documentation 

C. Estimated impact on the target population 

V. EVALUATION AND RECOMMENDATIONS 

A. Evaluation of the process 

B. Recommendations for future campaigns 

VI. BIBLIOGRAPHY 

VII. APPENDIX 

Entrepreneurship Written

The Entrepreneurship Written Event involves the development of a proposal to start a new business, a self-analysis (including the willingness to take risks), an analysis of the business situation, a description of the way the business will operate and detailed plans for financing the business through its first three years of operation. Any type of business may be used. 

The Entrepreneurship Written Event will provide the participants with the opportunity to

• prepare a written proposal for a new business

• request financing for the proposal in a role-playing interview with a bank or venture capital official
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

Type of business proposed, a brief description of the major product/service involved, sources of information (interviews and research sources), a brief description of advisors and their involvement 

III. ANALYSIS OF THE BUSINESS SITUATION 

A. Self-analysis 

Personal business experience and training/education in the proposed field, personal business strengths and weaknesses, demonstrated willingness to take risks, a brief plan for personal development in the proposed field 

B. Trading area analysis 

1. General data: geographic, demographic, economic 

2. Competitive data: present competitors (listed and briefly described), competitive advantages and disadvantages of the proposed business 

C. Market segment analysis 

Target market (age, income level, population estimate, other specific demographic and economic information), customer buying behavior related to proposed business 

D. Analysis of potential location(s) 

Availability, cost (rent or buy), traffic patterns, proximity to competition, etc.

IV. PLANNED OPERATION OF THE PROPOSED BUSINESS/PRODUCT/SERVICE 

A. Proposed organization 

Type of ownership and rationale; start-up steps to form the business; planned personnel (or functional) needs; proposed staffing to handle managerial, financial, marketing, legal, production (if applicable) functions; proposed organization chart, brief job descriptions, if necessary 

B. Proposed product/service 

Details of product(s)/service(s) to be offered; include potential suppliers, manufacturing plans, inventory policies, if applicable. If the business is a service business, appropriate information about plans to provide the service, including necessary supplies, etc. 

C. Proposed marketing strategies 

Proposed pricing policy; costs, markups, markdowns, relation to competition, etc.; proposed promotional program; personal promotional activities; nonpersonal promotional activities; media availability, costs, one-year promotional plan outline 

V. PLANNED FINANCING 

A. Projected income and expenses 

(The following are recommended items to be included. You may select the appropriate items for your business.) 

1. Projected income statements by month for the first year’s operation (sales, expenses, profit/loss) 

2. Projected cash flow for the first year 

3. Projected cash flow by month for the first year’s operation 

4. Projected balance sheet, end of first year 

5. Projected three-year plan 

6. A brief narrative description of the planned growth of the proposed business, including financial resources and needs
B. Proposed plan to meet capital needs 

(The following items are recommended for inclusion. You may select the appropriate items for your business.) 

1. Personal and internal sources 

2. Earnings, short-term and long-term borrowing, long-term equity 

3. External sources 

4. Short-term and long-term borrowing, long-term equity (if applicable) 

5. Repayment plans 

6. Plan to repay borrowed funds or provide return on investment to equity funds 

VI. CONCLUSION 

Specific request for financing, summary of key points supporting the financial request 

VII. BIBLIOGRAPHY 

VIII. APPENDIX
The Entrepreneurship—Growing Your Business Event
The Entrepreneurship—Growing Your Business Event involves the idea generation and strategy development needed to grow an existing business. 

Participants in the Entrepreneurship—Growing Your Business Event will analyze their current business opera​tions and identify opportunities to grow and expand the business. Options may include franchising, expanding into new markets, opening a second location, licensing agreements, merging with or acquiring another busi​ness, diversifying product lines, forming strategic alliances with other businesses, expanding to the Internet, etc. At least one team member must currently own and operate an existing business.
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

A. Type of business owned and operated and a description of the current business operations 

B. Products and/or services offered 

C. Unique characteristics of the business 

D. Documentation to verify ownership/operation 

III. SWOT ANALYSIS 

A. Strengths of the business 

B. Weaknesses of the business 

C. Opportunities available for the business 

D. Threats to the business 

IV. FIVE YEAR PLAN TO GROW AND EXPAND THE BUSINESS 

A. Expansion opportunities 

B. Marketing plan 

C. Demographics of market area 

V. FINANCING PLAN 

A. Current financial situation, including financial documents 

B. Capital needed for expansion opportunities 

C. Fixed overhead and cost of operations 

D. Time to achieve profitability 

VI. CONCLUSION 

Summary of key points 

VII. BIBLIOGRAPHY 

VIII. APPENDIX 
International Business Plan

 The purpose of the International Business Plan Event is to provide an opportunity for the participants to

• apply marketing knowledge and skills in an international setting

• prepare a written proposal for a new business venture (a new business or a new product or service of an existing business)
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I. EXECUTIVE SUMMARY 

II. INTRODUCTION 

The type of business, product or service proposed and a brief description. A brief description of the country proposed for trade, the rationale for selecting the country, identification of existing trade barriers, identification of sources of information (research sources and interviews). 

III. ANALYSIS OF THE INTERNATIONAL BUSINESS SITUATION 

A. Economic, political and legal analysis of the trading country 

1. Describe the trading country’s economic system, economic information important to your proposed business/product/service, the level of foreign investment in that country 

2. Describe the trading country’s governmental structure and stability, how the government controls trade and private business 

3. Describe laws and/or governmental agencies that affect your business/product/ service [i.e., labor laws, trade laws (U.S.A. and/or Canada and foreign)] 

B. Trade area and cultural analysis 

1. Geographic and demographic information, important customs and traditions, other pertinent cultural information, competitive advantages and disadvantages of the proposed product and/or service 

2. Market segment analysis target market (age, income level, population estimate, other specific demographic and economic information) customer buying behavior related to the proposed product and or service 

3. Analysis of the potential location—importance and requirements of each trade document required by the U.S.A. and/or Canada and the country of choice 

IV. PLANNED OPERATION OF THE PROPOSED BUSINESS/PRODUCT/SERVICE 

A. Proposed organization 

Type of ownership and rationale; advantages/disadvantages of the type of ownership selected; start-up steps to form the business; planned personnel (or functional) needs; proposed staffing to handle managerial, financial, marketing, legal, production (if applicable) functions; proposed organization chart, brief job descriptions, if necessary 

B. Proposed product/service 

1. Details of the product(s)/service(s) to be offered; include potential suppliers, manufacturing plans, inventory policies, if applicable. If the business is a service business, appropriate information about plans to provide the service, including 

necessary supplies 

2. How the product/supplies will be transported to/from the home country; costs, benefits, risks of the transportation method; documents needed to transport the product/supplies 

C. Proposed strategies 

1. Proposed pricing policies, what currency will be used, costs, markups, markdowns, relation to competition, factors that could affect the price of the product (e.g., competition, political conditions, taxes, tariffs, transportation costs) 
2. Proposed promotional program, promotional activity(ies), media availability, costs, one-year promotional plan outline 

V. PLANNED FINANCING 

Projected income and expenses (The following are recommended items to be included. You may select the appropriate items for your business.) 

A. Projected income statements for first year’s operation (sales, expenses, profit/loss) 

B. Projected balance sheet for the end of the first year 

C. A brief narrative description of the planned growth of the proposed business, including financial resources, needs and a brief three-year plan projection 

VI. BIBLIOGRAPHY 
VII. APPENDIX 

Online Events
Stock Market Game
Purpose
Participants in the SIFMA Foundation Stock Market Game develop and manage an investment portfolio. The Stock Market Game is conducted via the Internet and allows DECA members to test their knowledge and skills against other DECA members in an online competition. Each participating team manages all aspects of the portfolio including stock selection, buying and selling. The goal of the competition is to increase the value of the beginning portfolio.

During the course of the Stock Market Game, participants will

• develop investment strategies based on expectations of growth, diversification and stability

• attempt to avoid the pitfalls of market decline, mergers and overextension
The Stock Market Game will take place September 4–December 13, 2013.
· Each team must have completed a minimum of three (3) executed stock purchases during the first seven weeks of the game (deadline is 8 p.m. EST, October 28, 2013). In addition, each team must hold three (3) different stocks by the end of the game. 
· Portfolios will be available for retrieval until February 1, 2014. After February 1, portfolios will not be ac​cessible.
· The body of the written entry must be limited to 11 numbered pages, not including the title page and the table of contents.
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I. EXECUTIVE SUMMARY 

II. ANALYSIS OF PORTFOLIO PERFORMANCE 

III. RATIONALE 

A. Explanation of research conducted prior to selection of stocks and/or funds 

B. Strategy used to diversify investment portfolio 

C. Description of how selected stocks and/or funds fit strategy 

IV. CONCLUSIONS AND FINDINGS 

A. Explanation of strategy effectiveness 

B. Proposed changes in strategy for future investments 

V. CHARTS/DIAGRAMS OF PORTFOLIO PERFORMANCE 

VI. BIBLIOGRAPHY 

VII. APPENDIX 

Virtual Business Challenge

Participants in the DECA Virtual Business Challenge (VBC) operate a computerized business simulation of a res​taurant, a retail environment or sports franchise utilizing a competition version of the Virtual Business Restau​rant software, Virtual Business Retailing 3.0 software or the Virtual Business Sports software. The VBC qualifying rounds are conducted via the Internet. For complete Virtual Business Challenge event guidelines and procedures, go to http://vbc.knowledgematters.com/vbc. 
Entries will be composed of one to three members of the DECA chapter. A team member may be on a restaurant team, a retail, and a sports team at the same time; however, a team member may not be on two restaurant, two sports, or two retail teams at the same time. No additional team members may be added once a team has registered.

The Virtual Business Challenge will contain two (2) ICDC qualifying events. 

Challenge 1:   Monday, October 21, 2013, 10 a.m. EST   through   Friday, November 15, 2013, 5 p.m. EST

Challenge 2:   Monday, January 6, 2014, 10 a.m. EST   through   Friday, January 31, 2014, 5 p.m. EST

In the VBC Personal Finance (VBCPF) track, participants will:
· manage bank accounts, credit and debit cards, bills, credit scores, taxes, insurance and investing 

· interpret actions, charts and graphs to make strategic financial decisions and optimize net worth

· post competition scores online to view chartered association, regional and national rankings

In the VBC Restaurant (VBCRS) track, participants will:

• manage specific marketing and business concepts such as market research, menu design and pricing, advertis​ing strategies and purchasing within their own restaurant

• interpret actions, reports and financial information in order to make strategic marketing decisions for their res​taurant to optimize profitability

• post competition scores online to view how they rank within their chartered association, region and internationally

In the VBC Retailing (VBCRT) track, participants will:

• manage specific marketing concepts such as pricing, purchasing and promotion within their own convenience store
• interpret actions, charts and graphs in order to make strategic marketing decisions for their store to optimize profitability
• post competition scores online to view how they rank within their chartered association, region and internationally

In the VBC Sports (VBCSP) track, participants will:

• manage specific marketing concepts such as ticket pricing, media planning and sponsorships within their own football franchise
• interpret actions, charts and graphs in order to make strategic marketing decisions for their franchise to opti​mize

profitability
• post competition scores online to view how they rank within their chartered association, region and internationally
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