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INTRODUCTION. 

The business and commercial world found itself confronted by an 

entirely changed situation at the close of the World War . With economic 

conditions rearranged, in many instances employees were unable, through 

lack of skilled training, to perform the new duties made necessary by the 

readjustments in the business and commercial world . Never in the world's 

history have so many lessons been learned in so short a time. New depart­

ments of business in schools and in industry were made necessary; and many 

new duties required of those in charge. 

Nowhere in the annals of history do we find any record of such 

system and speed in mobilizi~g, organizing and equipping such a vast army 

as was done in this country during the World War . Speed and efficiency 

were demanded everywhere, and these two factors were soon felt in the 

business and commercial world . The public, awakening from its lethargy, 

su.dden]y demanded service from all industrial, business and commercial 

concerns. These soon learned that service implied efficiency at the helm 

and skill in the discharge of duty. The lack of trained men and women to 

fill these positions was very acute, and in thousands of instances unskilled 

and untrained persons were put in charge. Greater demands than ever before 

were made upon the high school, the business school, the college and the 

university to supply the need. 

As a result of this urgent demand all these educational and 

industrial institutions attempted to answer the call and at once established 

systematized courses of training. Many of these courses were hastily estab-
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lished and were formed without careful planning. State and federal govern­

ments ca.me to the assistance through the establishment of vocational courses, 

industrial schools and trade schools, while business concerns established 

corporation and part-time schools in order to supply the demand for skilled 

employees. In fact practically all of the large industrial concerns estab­

lished part-time or training schools in order to maintain their business 

efficiency. The Ford Motor Company is an outstanding concern in this 

respect. The Goodyear Tire and Rubber Company is another example. This 

concern has a school 11with a teaching staff of 117 instructors, a student 

enrollment of more than 6,200, and a course of study including economics, 

corporation organization, industrial management, finance, bookkeeping and 

accountancy, costs and statistics, commercial geography, and economic 

history." (1) 

Following the World War, business colleges sprang up in every city 

where twenty or more students could be guaranteed; high schools began 

offering commercial work, and new courses were added in our colleges and 

universities. Witness the rapid and marvelous growth of such departments 

in the Oklahoma Agricultural and Mechanical College and other of the larger 

educational institutions of higher learning. 

But now, after the rush incident to the war has ended, and business 

conditions are becoming normal, we are able to study more accurately the 

commercial situation as it applies to commercial education. 

For a few years the various institutions of higher learning have 

been preparing an army of young people for the demands of the business world. 

(1) Business Training and Commercial Education, U.S. Bureau of Education 
Survey, Bulletin 43, 1921, page 3. 
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For several years the business world has been drawing trained employees 

from the commercial high schools and the private business colleges, and 

has had ample time to study the character , nature and quality of their 

services. The business should have some idea of what is expected and 

demanded of the office employees and whether they are meeting these demands. 

The main purpose of this thesis, then, is to summarize the com­

mercial work offered in the high schools of Oklahoma in order to discover 

to what extent it meets the demands of the business interests of the state. 

It soon became evident to the writer that this was an entirely 

new field, that little or no published information would be available, and 

that original research work was necessary. With this object in view 

information was sought from the Okl ahoma State Superintendent of Public 

Instruction, from the State High School Inspection Department, and from 

the Extension Division of the State University of Oklahoma. (1) 

A questionnaire (2) was prepared and sent to one hundred eighty­

five high schools of the state. A similar questionnaire (5) was sent to 

one hundred eighty-five business concerns of Oklahoma. The information 

gotten directly from these high schools and the business concerns by means 

of these questionnaires was compiled. The results were then supplemented 

by such published information as could be obtained, and by personal inter­

views , and the composite results are the subject matter of this investigation. 

(1) See letters I, II and III in Appendix. • 
(2) See Appendix for questionnaire, IV and letter, V. 
(3) See Appendix for questionnaire VI and letter VII. 
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PART 0 NE 

CHAPTER I 

THE MEANING OF COMMERCIAL EDUCATION 

A. In General. 

Invariably the work of the private business college is 

confined almost entirely to office training, while that of the high 

school may include both business and commercial education. Commercial 

education implies a study and a knowledge of many related subjects, such 

as economics, sociology, salesmanship, business organization, business 

law, industrial history or others, in addition to the usual work in 

bookkeeping, shorthand and typewriting. The work given by universities 

and colleges may include both, while a third type may be included - that 

of secretarial training which may involve no knowledge of bookkeeping 

nor of any of the related subjects. In some respects the field of these 

three classes overlap making it more difficult to determine just what the 

business world wants and expects from the high school graduates. 

Swiggett (1) quite clearly differentiates these two types of 

education when he says: ."The aim of business education is definite and 

specific, while that of commercial is of wide range and may even at first 

glance seem purposeless in its effort to educate broadly for the under­

standing of social phenomena and economic management ." 

(1) Business Training and Commercial Education, U.S. Bureau of F.ducation 
Survey , Bulletin 43, 1921, page 6. 
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In business the individual is trained to do a certain specific 

and definite thing without regard to related subjects. He is trained to 

operate almost mechanically a typewriter, and may learn very little or 

nothing about closely related subjects, is not called upon to exercise 

judgment in any great degree, to weigh subject matter or to draw con­

clusions. Instead, he is trained to operate a typewriter, or to record 

the transactions of others under a definite heading in the proper book 

without learning but little about the business transactions concerned, 

or the reasons for his own actions. 

On the other hand, commercial education in its broad sense gives 

one a broad and a general knowledge of many related subjects . This is 

evidenced by a study of the courses offered by our higher institutions. 

So , in a general way, this thesis must be confined to business training 

rather than to commercial education since so few of our high schools can 

afford to offer a commercial course in the broad and true sense of the term. 

Until very recently the business world wanted only the business­

trained young man or woman . Owing to the rapid advancement of the business 

world, due to the application of science to industry, we find calls for 

both the business and the commercially trained person, and in very recent 

yeara a greatly increasing call for commercially-trained young men and 

women. In the mad business rush many business men expect the young person 

to have both types of training . An attempt has been made in this inves­

tigation to discover which type our hi gh schools are stressing, and which 

the business world wants most. 

Business education as a type is somewhat peculiar in that it 
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stands aloof from other types of education and has never been reduced 

to a standardized value in credit hours or credits of work. It may or 

may not be included in the curriculum of a high school or institution of 

higher learning, and it may be confined exclusively to a particular insti­

tution as in our private business colleges. Such is not the case with 

any other type of subject matter for we do not have schools devoted ex­

clusively to the teaching of mathematics, Latin, science or other subjects. 

In fact, business training has never been closely bound by the curriculum 

of any institution. In the high school certain subjects are required to 

be taught in certain years, but this is not true with business training 

or commercial work. Other subjects usually require some prerequisites; 

but not so with business training, for we find it taught from the lower 

grades to the last year of the high school; and even in business colleges 

those who have not even completed the seventh grade take business training 

in some cases. In a personal l etter from the largest business college in 

the state, a school which enrolled 1100 students last year, the president 

stated that 27 percent of its students had no high school education at all. 

Yet these same persons pursue business courses although they probably could 

not successfully pursue a commercial course at all. 

We find many types of education in our curricula governed by 

statutory provisions. Until very recently this was not true of business 

and commercial training, and no legal sanction or recognition was given 

it. In fact in this state no recognition was given commercial education 

until 1915. (1) This law places all business colleges under bond to the 

(1) See Appendix VIII. 
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state. However, but two have so arranged their course of instruction 

t hat students completing certain units or parts of it may receive credit 

in any accredited high school in the state. These two colleges have been 

accredited by the State High School Inspection Department for but four 

units each. (1) None of these nineteen business colleges are offering 

true commercial training - all being business training as defined above. 

B. In Oklahoma. 

From a legal standpoint it is readily seen that commercial edu­

cation in this state means very little indeed. No standard is prescribed, 

no course of study is required, and there is no supervising board. In 

fact, any person, firm, association or corporation willing to give the 

required bond can establish a business college and teach nothing whatever 

but shorthand, arith.~etic or any other single subject and be protected 

under our law so long as they teach the subject or subjects stipulated in 

the bond, and as promised when soliciting students to attend. 

Once established, their instruction might be very inferior and 

given by inefficient teachers with no l egal qualifications. Such is not 

true with other high school work, for there all teachers must be legally 

qualified and comply strictly with the law. Why should not the curricula, 

teachers and officers of business colleges come under the strict survei­

lance of the laws the same as other schools? The fact that but two 

business colleges in the state have established a course of study, with 

efficient teachers that would be approved by the State High School Inspection 

(1) Bulletin: Accredited High Schools of Oklahoma, 1923, page 42. 



Department tends to show that commercial education, as now offered by 

private business colleges in this state is at a very low ebb, indeed. 

10. 

A survey of all the commercial school work offered in Oklahoma 

would come under three headings, - the public high school, the private 

business college, and the institutions of higher learning. Each of these 

has a field unto itself, and each would require a separate investigation 

and report. So we confine ourselves to the public high schools to which 

we must look for change, improvement, and the source of supply of a large 

percent of the help the business world is calling for in ever_·increasing 

numbers. 

Commercial education is usually confused with business training. 

It includes not only a knowledge of business, but of all t hat affects 

business, and includes a knowledge of economics, sociology, psychology, 

salesmanship, business and commercial law, business administration, and 

advertising, distribution and marketing of goods. From this standpoint, 

then, our high schools are not offering much commercial education, but 

instead, a smattering of business training. Tables given later and through­

out this thesis will show to what extent they are offering each kind of 

training. Schools as well as people are slow to break away from tradition 

where the original idea of commercial education was a clerical training 

in one or more phases of office work, penmanship, bookkeeping, and later 

stenography and typewriting. Such an aim and idea is strictly vocational 

and involves only the act and knowledge of doing routine, or almost 

mechanical, work. 
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On the other hand, commercial education, that which business 

is really demanding, goes out further and wider and invol ves a knowledge 

of conditions, relations and possibilities which in any way affect the 

business world. 

So in concluding this phase of the discussion, we may state 

that commercial education in Oklahoma means little more than business 

training, except in a very few of the largest high school s, as will be 

shown later in tables prepared from information gathered in this survey. 
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CHAPTER II 

THE SPREAD OF COMMERCIAL EDUCATION 

A. In The United States. 

Due to the unprecedented growth and expansion of business 

within the past twenty-five years, business education has grown almost 

beyond belief in the United States. Brief mention of this is necessary 

in order to better understand what our own state is doing. The first 

phase of this is shown in the following table: 

TABLE I 

STUDENTS IN PRIVATE CO~lMERCIAL SCHOOLS. (1) 

= = = = = = - - - - -- - - - - -:-

Students in private 
commercial schools. 

= = = = = = = = = 

1895 1918 

115,748 289,579 

= = = - - = = = 

-:- = = =:= = = = = = -
1920 (2) 

536,052 

= = = = = 

Percent 
increase 

190.B 

= = = = = = 

This gives an increase of over 290 percent in 27 years. Were 

we to add to this vast number the enrollment in private, nondenominational, 

commercial and business schools we would have a grand total of more than 

a half million receiving some instruction in commercial education in the 

United States in other than the public schools. 

But this marvelous growth has not been confined to the business 

colleges alone, for the number of high schools offering some commercial 

work in the United States in 1911 is shown in Table II. 

(1) U.S. Bureau of Education Survey, Bulletin 47, 1919, page 5. 
(2) U.S. Bureau of Education, Bulletin 4, 1922, page 1. 



TABLE II 

INCREASE IN NUMBER OF HIGH SCHOOLS 

TEACHING COMMERCIAL WORK (1) 

= = = = = - - = = = =:= = = = = = =:= = = = = = = 
YEAR 

: 1911: 1918 

Number of high schools 1752 2955 

Percentage 
increase 

68.55 
= - - - = === = = i = = === = = = = = = = = = = = 

Table I shows the increase in enrollment . in the business 

colleges, but in spite of this enormous increase we see the schools 

offering this work also increasing at an unparalleled rate as shown 

in Table II. Table I was for a 27-year period while Table II was for 

but a 7-year period. Had figures been available for 27 years it is 

quite probable that the increase in the number of schools would have 

shown even a larger percentage than that shown for the business college 

enrollment. 

But the increase has not been in the high schools alone, but 

in the number enrolled in them as shown by Table III. 

-

= 

TABLE III 

INCREASE IN NUMBER OF PUBLIC SCHOOL STUDENTS AND PUBLIC 

_ HIGH SCHOOL COMMERCIAL STUDENTS FROM 1893 TO 1918.(2) 

= = = = = = = = = = = =:= = = = = = = = = =:= = = = = = = = 
Number of Students y E A R Percentage 

1893 1918 . increase . 
High School Students 289,274 . 1,925,453: 565.62 . 
Commercial H.S.Students: 15,220 . 278,275: 1,728.35 . 
= = :: = = = = = = = = = = = = = = = :: = = = :: = = = = ;:: = = 

(l) U.S. Bureau of Education, Bulletin 19, 1920, page 15. 

= = 

= = 

(2) U.S. Bureau Ed. Survey, 1920. Bul. 31, p. 4; Bul. 19, p. 158. 

= = 

= = 
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With such phenomenal increase in the number of schools, and the enroll­

ment, the question may arise as to the percent of high school students 

who are taking some commercial work and are enrolled in that course. 

The information and figures from Table III show the relation expressed 

in percentage of increase. 

TABLE IV 

PERCENT OF HIGH SCHOOL STUDENTS IN 

COMMERCIAL COURSE 

- - - - - - - - - - - = = = = = = = = - - - - - - - - - - - = = = = = = = = = = = 

Commercial Students . . . . 
Percentage of high school students: 
enrolled in com.JTtercial course : - - - - -- - - - - = = =-= =-=; = = = = = = 

y ear :Percentage 
1895 : 1918: Increase . . . . 

5.26 :15.55 155.8 

= = = - - - -- - - - - - - -- - - -
This shows the increase in the number of high school students 

who are enrolled in the commercial course has also been phenomenal 

within this period. It is even greater than the percentage increase in 

the enrollment in private business colleges which was 149.5 for the 

same period. 

The statement is often made that the students of the business 

colleges come from the country and small towns. Investigation was made 

to ascertain to what extent, if at all, this were true, and the results 

as show.a in Table VI were obtained. These will l ater be used in compari­

son with the work in Oklahoma. 



= = = = = = 

TABLE V. 

PERCENTAGE OF HIGH SCHOOL STUDENTS IN RURAL, 

VILLAGE AND CITY COMMUNITIES 

TAKING COMMERCIAL WORK 

IN 1919. (1) 

= = = = = = = = = = = = = = = = 

15. 

= = = = = = = 
City ~Village: Rural :Total {o• or :Eercen age . . 

Total No .. Students Reported . 7,943 . 5,510 . 18,172 . 31,172 . . . . 
Number Commercial Students 2,040 . 235 . 604 . 2,879 . . . . . 
Percent Commercial Students 20.05 . 4.09 . ·3.21 . 8.45 . . . 

= = = = = ,... - - - - - - - - - i: - - - - - - - = = = = - - - - - - - - - - - -

These statistics are from the United States Survey in which 

the term "rural" is applied to all cities with a population under 

2,500; "village", from 2,500 to 5,000; and "city" above 5,000. "Rural", 

then, includes small towns and country districts in this table and 

survey. 

Analyzing these figures we see that the "city" students com­

prise 25.4 percent of the total number enrolled in the high school, 

while on the other hand they comprise 70.85 percent of the total number 

enrolled in the commercial course. The "village" students comprise 

11.25 percent of the total number of students enrolled in high school, 

but only 20.97 percent of those enrolled in the commercial course. 

(1) U.S. Bureau of Education, Biennial Survey, Bulletin 19, 1920, 
Tables 29, 30, 31, 57. 
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These "rural" students are from towns havi~g a population under 2,500 

and from all country high schools. We see here that the small high 

school with an enrollment under 500 is giving very little commercial 

education. These figures also verify the statement that the great fiel d 

from which the business colleges draw their support is from the country 

districts and the small town schools where the students are not given 

the opportunity to take this work in high school. 

The one gr.eat problem, and perhaps the only one, in the solu­

tion of this question is that of rural school consolidation, in which 

rural schools unite with each other and form a large high school with 

greater opportunities, or that they unite with the small town, village 

or city school and obtain such advant ages there . It has been proven 

that it is far cheaper to take the school to the child than to take 

the child to the school. 
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B. Spread of Commercial :Education in Oklahoma. 

Little or no information has been available along this line, 

since no official reports have been made public which in any way 

separates the commercial work from other high school work. In fact, 

very little information was obtainable as to the number of schools 

offering any commercial work, as the Annual Report of the State High 

School Department was not available for more than four years back and 

these were not except for examination in the State Superintendent's 

Office. Being unable to obtain this information for a number of years 

back, that for the year 1919 only, as shown in Table VI, is given. 

TABLE VI. 

ENROLLMENT IN HIGH SCHOOLS AND 

BUSINESS COLLEGES. 

Enrollment in Oklahoma High Schools, 1920. 

Enrollment in 17 Business Colleges in Oklahoma, 1920 

High Schools Approved for 1920 

Percentage of total enrollment in high school 

Percentage of total enrollment in business college 

• 41,177 (1) 

4,485 (2) 

418 (5) 

90.18 

9.82 

(1) Okla. State Superintendent's Annual Report, 1922, page 17. 
(2) U.S. Bureau :Ed. Biennial Survey, 1922 , Bu.lletin 4, page 5. 
(5) Okla. State Superintendent's Annual Report, 1922, page 61. 
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The number of approved high schools in Oklahoma for the 

year ending June 1, 1923, together with the number offering certain 

kinds of commercial work is shown in Table VII. 

TABLE VII. 

NUMBER OF .APPROVED HIGH SCHOOLS AND NUMBER 

OFFERING CERTAIN COMMERCIAL WORK. 

- - - - - - - - - - - - - - - - - - - - - - - - - -------- - - - - - - - - - - - - - - - - - - - - - - - - -------. . 
Number of schools and subjects offered Number : Percent 

Number of schools approved, 1922-1923 . 640 (1) . . . . . 
Number offering bookkeeping . . : 145 (1) 22.65 

Number offering stenography . 75 (1) 11.72 . . . . 
Number offering bookkeeping and stenography . 56 (1) 8.75 . . . . 
Number North Central Association Schools . . 

in which subjects are not reported . 76 (1) . 11.87 . . . . . . 
Number North Central Association Schools . . . . 

repor ting in this survey . 36 . . . 
Number reporting which offer some . . . : . . 

commercial work . 26 . . . . . . . . . 
Number reporting, but no commercial work . 10 . . 
- - - - - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - -

Some other commercial subjects are offered but may be with 

or without any of the above subjects. For this reason they are not 

tabulated here. But whatever the figures might be, it is Tery evident 

(1) Okla. State Department of F.ducation, Official Bulletin State 
Accredited High Schools, 1925-1924, pages 23 to 42. 
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that a more rapid growth in commercial education would be shown in 

this state than in the United States as a whole, owing to our peculiar 

conditions, the opening and settling of the country, the admission to 

Statehood, the rapid industrial advancement, business and industrial 

achievements, - all are indicative of a rapid growth. 

But why this great demand for commercial work in the high 

schools? Why have we 19 business colleges in our state? Why a State 

Business Academy? Wby an extended course in our Agricultural and 

Mechanical College? Is this commercial education only a fancy of the 

student or the teacher? Or, is there a real justifiable demand for 

commercial education? 

With 145 high schools offering bookkeeping, with 56 offering 

stenography and bookkeeping, and 75 offering stenograpcy-, the question 

arises as to why we must permit the existence of these business colleges 

to do the work which our students are supposed to obtain in the high 

school free? Since the high school and the business college both 

depend upon the business world they cannot hope to change it and make 

it conform to the ideas of the institutions. Instead, each should 

adjust its course of instruction to the needs of the business world. 

The great problem is to ascertain what the business world 

wants, and then to see that our schools give it, if not already doing 

so. Once it is well known what is wanted, the true commercial teacher 

will be able to t'lll'n out a product true to specifications, and which 

the business world can utilize in its every department. 
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A. 

CHAPTER III 

THE COMMERCIAL WORK OFFERED BY THE 

HIGH SCHOOLS OF OKLAHOMA 

From the Standpoint of the School. 

20. 

The problem was first studied from the standpoint of the 

school itself and an effort made to ascertain just~ and how much 

commercial work was offered, both as to quality and quantity. Ac­

cordingly the questionnaire was sent to one hundred eighty-five high 

schools of the state in cities of over fifteen hundred population, 

with a few exceptions, from which one hundred forty-eight replies 

were received, though few gave all the desired information. 

Of the seventy-six North Central Association High Schools 

in the state, only thirty-six returned the questionnaire though a 

second request was sent to those failing to return it at first. Thus 

it is that a great number of our larger high schools are not repre­

sented in this survey. Table VIII shows some of the information. 

In this surTey, and in Table VIII, commercial work includes 

bookkeeping, stenograpby, or typewriting, or any combination of them 

with other related subjects. Without at least one of these subjects 

in the course, th~ school was not considered as offering any commer­

cial work at all. These subjects were taken as the basis for commer­

cial work. 
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TABLE VIII 

ENROLLMENT, NUMBER OF STUDENTS, AND NUMBER OF 

SCHOOLS OFFER.ING COMMERCIAL WORK 

- - - - - - - - - ------ - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - - - - - - - -
Number of questionnaires sent out to high schools • . • • 185 

Number of replies received . . . . . . . . . • 148 

Number of schools offering some commercial work . . . . • 108 

Number of schools not offering commercial work . . . . . 40 

Total enrollment in the 148 high schools • . . . • . 40,586 

Total enrollment in schools offering work . . . . • . 50,582 
• 

Total enrollment in schools not offering work . . . . 10,034 

Percent of students given opportunity to obtain commercial or 

business education. . . . . . 75.3 

Percent not given opportunity to obtain it. . . . . 24.7 
/ 

/ 

Number of schools offering full commercial course . . . • 22 

- - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - -
Upon examining the report from these twenty-two which reported 

as offering a full commercial course, it was seen that they were offering 

business training instead, since most of them gave all electives, or else 

had but one or two reqlll:red subjects and gave so little, or none, of the 

related work that their course could not be called a commercial course. 

In fact, only eight of t he twenty-two have a fairly good commercial course. 

It was desired to obtain the number of boys and girls each in 

the different courses, such as bookkeeping, stenography, typewriting, but 
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this part of the report was so incomplete that definite facts could not be 

summarized for the entire number reporting. Many schools reported students 

as taking typewriting only, others taking bookkeeping only, and still others 

as shorthand only. One school reported one hundred fifty taking type­

writing, with but thirty-four taking shorthand. Such definite information 

as could be gotten is shown in Table IX. 

TABLE IX 

NUMBER OF STUDENTS TAKING DIFFERENT SUBJECTS 

==---================================= 
Subject 

Number taking bookkeeping. 

Number taking shorthand 

Number taking typewriting 

Number reported miscellaneously 

Total ta.king commercial work , . 

Percent taking bookkeeping 

Percent taking stenography 

• 

• • 

Percent taking stenography and typewriting. 

Perdent taking typewriting alone • 

Percent of total taking bookkeeping 

Percent of total taking stenography 

Percent of total taking typewriting • 

Boys : Girls: Total 

535 

530 

. . . . 
752 

708 

902 : 1491 

1285 

1038 

2395 

2189 

1765 

41.48 

51.79 

11.3 

. . . . 

2951 : 6905 

:58.52 

:68.21 . . . . 

:15.94 

: 54.65 

19.62 

26.97 

6.99 :15.01 : 22.00 . . . . 
19.12 :51.61 : 50.75 

= = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = - -
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Although much of the above is incomplete or somewhat indefinite, 

it will serve to show the general tendency and the relative percentages 

in these subjects, and as to the number of boys and girls taking each. 

B. From Subjects Required in Commercial Course. 

On the question of required subjects in the commercial course 

only twenty-two schools reported definitely, they being the same ones 

which offer a full commercial course. According to the State High School 

Inspector's report for the year ending June 1, 1923, there were fifty­

six schools in the state offering both bookkeeping and stenography, none 

of which were in the North Central Association of schools. As these 

schools do not report the subjects offered, no information was obtainable 

from the State High School Inspector's Annual Report. Many may be 

offering a full course, or an elective course. In this survey only 

thirty-six of the seventy-six such schools returned the questionnaire, 

even upon second request for its return. Henc~, forty of the North Cen­

tral Association schools are not represented in this survey. 

From the reports of those giving definite information as to the 

required subjects in the commercial course, it is seen that there is a 

very wide difference both as to the particular subjects and as to the 

number required. Of the twenty-two schools reporting definitely, there 

were thirteen different required subjects given, while the number required 

as given by each school varied from one to nine. The different subjects 

required, and the number of schools offering each is shown in Table X, 
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and is worthy of consideration since only the strong schools - those in 

the North Central Association - are represented therein. 

TABLE X 

SUBJECTS AND NUMBER OF SCHOOLS REQUIRING EACH 

- - - - - - - - - - - - - - - - - ------ - - - ------ - -------- - - - - - - - - - - - - - ~ - - - - - - - - - - - - - -
Subject :Number of schools . reguiring it . . Number Percent . . . . . 

Stenograph;y . • . . . • . . 19 . 86.5 . . . 
Typewriting . . . . . . 20 . 90.9 . . 
Bookkeeping . . . . • • . : 17 . 77.2 . . . 
English • . . . 8 . 56.5 . . . 
Penmanship . . . • . . . 5 . 15.1 . . 
Commercial Law . . . . . 8 . 56.5 . . 
Commercial Arithmetic . • . . . 10 : 45.4 . . . 
Business English . • . . . . . 4 : 18.l . 
Commercial Geograph;y • . . . . . 5 : 15.1 . 
Economics . . . . . . 1 . 4.5 . . . . 
Penmanship and spelling • • . . . 2 . 9.1 . . . . . . 
Office Practice . . . . . . . . 5 . 15.1 . . 
American History . . . . . . 2 9.1 . . . 

- - - - - = = = - - - - - - - - - - - - - - - - - -
These results show that there is very wide latitude as to what 

subjects should be required in a full commercial course. Of the thir-

teen subjects, only three are required by half of the schools, while 
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but six of them are required by even one-fourth of the schools. Such a. 

wide variation in required work cannot result in efficiency in the commer­

cial or business world by or on the part of the part of the graduates. 

Only a standard course can accomplish this desired end. 

Wide variation in the particular subjects required would not 

be possible under an adopted course by some authoritative board. Or, 

even permissible where ,a large percent of the course was required, but 

where most of the course is elective, unconditionally, the commercial 

work will remain at a low ebb. However, if the electives were from ·a 

selected or required list of electives the result would not be quite so 

unsatisfactory. However, the figures in Table XI show the results in this 

investigation and speak quite clearly for the work being offered. 

= = = .. 
Number 

Number 

TABLE XI 

NUMBER OF SCHOOLS REQUIRING DIFFERENT 

NUMBER OF SUBJECTS 

=--= = = = ... "" = - .. = = ... -= = ... -- = - .. . . . . . . 
of Sub,jects 1 2 5 4 . 5 . 
of Schools . l 1 5 5 . 5 . . . . 

requiring each . . 
= = = = = = = = = = al = = z = = :I: = = :I: = = :I: = = :I: 

"" = ... - ... -= "" = - C -
6 7 8 - 9 . . . . 
2 5 1 1 

= = :I: =- = % = = :I:: = = 

It needs neither mathematecian, scholar nor wizard to tell that 

something is radically wrong when the small number of twenty-two high 

schools offer thirteen different required subjects in their commercial 

course, and even worse when the number of required subjects varies from 

one to nine. In the first instance there is no set purpose, no definite 
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aim, no concrete knowledge as to what constitutes a commercial course, 

and an utter lack of knowledge as to what the business and commercial 

worl d wants from the high school graduate. 

If "An education is the development by training and experience 

of that which is in an individual to the end that his best destiny may be 

accomplished," (1) it is very evident that many high students in these 

leading twenty-two high schools will not get very far in the business 

world and will not have to look far to see their des tiny clearly depicted 

on the curtain of the world's stage. An attempt will be made to discover 

where the trouble lies. 

Aside from these t wenty-two schools there were forty-f ive others 

which reported either bookkeeping or stenography without any commercial 

law or commercial geography. It is quite evident that the whim and fancy 

of the superintendent enters very largely into the commercial courses 

offered. 

It is naturally assumed that the authorities of each high school 

prepared the course in the belief that it would qualify their students to 

do what the business world expected a high school commercial graduate to 

' be able to do. How very widely then do their ideas differ as to what the 

business world wants, and how utterly lacking their own knowledge of the 

business world. 

Perhaps this divergence of opinion and difference in ideas as 

to the course of study can best be realized by a comparison with others 

and those of national fame and authority. This is shown in the following 

(1) I. R. Garbutt, in THE BALANCE SHEET, November 1925, page 4. 



27. 

Courses of Study, known as the Berkeley Conference, and the Oregon. 

MINIMUM REQUIREMENTS FOR GRADUATION FROM COMMERCIAL DEPART­

MENTS IN HIGH SCHOOLS AS RECOMMENDED BY THE SECOND CONFERENCE OF COMMERCIAL 

EDUCATION SPECIALISTS HELD UNDER THE JOINT AUSPICES OF THE UNITED STATES 

BUREAU OF EDUCATION AND THE VOCATION.AL EDUCATION ASSOCIATION OF THE MIDDLE 

WEST, MILWAUKEE, JANUARY 11, 1929. (1) 

Bookkeeping and accounting course. 

Two majors: Units 

1. English, including business correspondence 3 

2. Social Science • 

Minors: 

U.S. History and Civics 
Commercial Law 
Economics 
Economic History 
Economic Geography 
Salesmanship and Advertising 

Penmanship . • . • • 
Commercial Arithmetic . • 
Bookkeeping. • • • . 
Typewriting • • • • 
Laboratory Science . . 
Electives . . . 

Total . 

3 

. 1/2 or 1 

. 1 

. 2 

. . 1 
1 

. 4 or 4 1L2 

. 16 

In this course it is seen that 75 percent of the work is 

positively required, and that seven of a possible eight or nine subjects 

are definitely stated, leaving not more than two subjects to be elected. 

This tends to make the work uniform throughout the entire United States 

when adopted. 

The work for the Stenographic course varies somewhat, but has 

(1) U. s. Bureau of Education, Commercial Education Leaflet 2, 1922, page 3. 



the same basis work and is as follows: 

Stenographic Course. 

Two majors: 

1. English, including business 
correspondence • 

2. Social Science: 

U. s. History and Civics 
Commercial Law 
Economics 
Economic History 
Economic Geography 
Salesmanship and Advertising 

Minors: 
Penmanship. . . 
Commercial Arithmetic . . 
Bookkeeping . 
Stenography . . 
Typewriting . . . 
Office Training . 
Laboratory Science . • 
Electives . 

Total . 

• 

. 

. 
.. 1 

. 

Units 

5 

5 

1/2 or 1 
1 
1 
2 

1/2 or 2 
1/2 

1 
.. 1 ·1L2 or 2 1[2 

16 
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In this course from 84.2 to 90.6 of the work is required and 

the subjects definitely adopted. This, too, tends to provide a strong 

course and one uniformly known as having a good foundation when adopted 

by all states. 

Compare this course and the percent of required work with that 

shown in this survey of the Oklahoma work. In this survey the greatest 

percent of the course required was 56.25 percent with but one school 

holding that standard, while the lowest was 6.25 percent. 

Perhaps the state of Oregon has taken the most prominent part 

as a leader in commercial education, for in January 1923 it adopted a 
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course based upon and almost identical with that prepared by the com­

mission of the National Educational Association and recommended by the 

United States Bureau of Education. Apparently the Oregon Course is the 

first to be adopted f rom the recommendations of these t wo bodies, and 

for this reason it is safe to compare the Oklahoma work as found in this 

survey with it. The Oregon Course is as follows: (1) 

COMMERCIAL COURSE FOR OREGON HIGH SCHOOLS, 1925 

REQUIRED CREDITS FOR GRADUATION 

C o u r s e 
Bookkeeping Stenography 

Basic subjects. . . . 5 

Related subjects • • 2 1/2 

Vocational subjects. • . • 5 

Electives (See groups 1 to 5) s 1L2 
16 

Basic Subjects 

Required of all high school students 

English . . . 5 

American History . . • . 1 

Civics . • . . . _!_ 
5 

5 

2 1/2 

7 

11L2 
16 

5 

1 

_1.__ 
5 

(1) A Course of Study for the Commercial Departments in the High Schools 
of Oregon, 1925, pages 4-5. 



Related Subjects 

Recommended for all high school students and required 

of students in the commercial course 

C o u r s e 
Bookkeeping Stenography 

Business English. . . . 1 1 

Commercial Geography and Local 
Industries . . . • . 1 1 

Commercial Law . . . . 1/2 
2 1/2 

1/2 
2 1/2 

Vocational Subjects 

Required of all students in the commercial course 

Course 
Bookkeeping Stenography 

Bookkeeping . . • . 2 1 

Commercial Arithmetic and 
Business Forms . . . 1 1 

Penma.~ship and Word Study . . 1 1 

Stenography . 2 

Typewriting . . . .L _g_ 
5 7 

50 



the work: 

ELECTIVE SUBJECTS 

The following electives are suggested in schools offering 

Group 1 - Salesmanship 

Salesmanship . • . . 1 
Business Organization . . 1/2 
Typewriting . . . 1 
Industrial History. . . . 1/2 
Apprenticeship. . . . . 1/2 

3 1/2 

Group 2 - Agriculture 

Chemistry • • 
Botany and Zoology. 
Agriculture • • 

0 

Group 3 - Mec~apical Arts 

Algebra . . . . . . 
Mechanical Drawing. . . 
Manual Training • • . 

0 

Group 4 - College Preparatory 

Modern Language . . • . 2 
Algebra . . . . 1 
Science . . 1 
Geometry . . • . • -1.... 

5 

1 
1/2 

11/2 

1 
1 

-1.... 
3 

1 
1/2 

2 
51/2 

2 
1 
1 

__L 
5 

51 

This course is worthy of careful study and consideration by 

any commercial teacher, high school principal or superintendent in 

planning a course of study for their high school. It is observed that 

all electives must come from related subjects in the course for which 

the student is preparing. 
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The following quotation from letters of transmittal of their 

course to the State Super intendent by the committee which prepared it 

is worthy of some thought: 

(1) 11 't! By secondary commercial education this committee under­

stands that training of the secondary school, direct and related, the 

aim of which is to equip young people for entrance into business life..!-- _ 

Assuredly those going into business are entitled to an education, which, 

so far as possible, will give breadth of view and catholicity of interest, 

as well as f acility in performing some specific task in the business world. 

The committee believes, ther efore, that secondary commercial education 

can and should be made liberal, and at the same time prepare for some 

br anch or branches of business.• (From statement of the National Educa­

tion Association Committee on Business Education.) It is upon t his 

fundamf:)ntal •proposition that t his course has been planned. 11 

(1) A Course of Study for the Commercial Departments in the High Schools 
of Oregon, 1923, page 5. 
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CHAPTER IV 

YEAR IN WHICH VARIOUS SUBJECTS ARE OFFERED 

As in the grades, so in the high school do we find a set and 

prescribed time for certain subjects to be given. This is due to the 

laws of mental growth and development mainly, and that certain prere­

quisite work essential·in building a fomdation may be given at the 

proper time. No workman, however unskilled, would thLl'l.k of constructing 

the framework of a building before he had laid the foundation~ nor of 

placing the roof upon the building before he had properly placed the 

sills, sleepers or studding as supports, for he would have nothing upon 

which the structure could stand nor anything within to properly brace 

and support it. 

And yet this is exactly what we see is being done in most 

instances with the commercial work in this state as evidenced by an 

analysis of the reports received. Ma.ey subjects required in the jmior 

and senior years are given in the freshman or sophomore years, and vice 

versa. Some teachers give the finishing touches and then proceed to 

erect the structure; some giving the finishing work before laying the 

foundation. It is quite evident that no attention is paid to the time or 

year in which certain work is to be given. In fact, an average of the work 

shown in Table XII reveals to us that more than 60 percent of the commer­

cial work is given out of its proper place in the course of study for 

Oklahoma high schools, and a still greater percent of it according to 

the Oregon course. No craftsman ;coµj.d ;~i~ ~~~: to win nor his structure 
• 4 • e e • • • • Cl • • C. • . 

, . . . .. . . . . .. . . .. . . . . . . .. . ·.. . . ., . . : ' . . . . , . . . . . . . . . .. . .. . . . . . . . ... .... . . . . . , . . . . . . . . . ~ . . . . . . . .. . . . .. 
,. . . . .. .. . . . . . . . . . . . . . . . . . . . . . . . ~. . . 

. .... . . . . . . . .... . . ; ... ·". : .. 
. . . . .. . . . . . 
: .. . _: : · .. : .. : . ·. 
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to stand if he worked upon such a plan, but it seems perfectly all right 

for the teacher who is working upon human minds to pursue such a course. 

TABLE XII 

YEAR IN WHICH VARIOUS SUBJECTS ARE OFFERED, AND THE 

YEAR IN WHICH REQUIRED BY THE OKLAHOMA 

AND THE OREGON COURSE OF STUDY 

= = s - s = = = ::c a = = 2 ~ = = = = • = = = = = = = ::c = = = = = = = = = 
Required commercial: Percent of schools offer- Year in which: Percentage 
subjects reported . ing this subject in each : reguired : out of order . 
by 108 high schools: year. . Okla.: Ore • . according to . . 
of Oklahoma. :Fresh.: So:eh.: Jr.: Sr. . (1} . (2} . Okla.: Ore • . . . 
Commercial Geog. 56.1 27.8 . 25. . 11.1 . 11-12: 10 . 65 • . 65. . . . . . 
Sociology . 0 6.9 . 58. : 55.1 . Not required . 100~ : 100. . . . . 
Spelling . 57. : 26.3 . 26.5 . 10.4 10 . 9 . 73.7: 65. . . . . . 
Office Practice . 16.7 : 8.5 25. 50. : 10-12: 12 . 16. 7: 50 • . . 
Penmanship . 28.6 28.6 21.4 : 21.4 : 10 . 9 71.4: 71.4 . . 
Commercial Law 14.8 . 14.8 . 57. . 55.4 : 12 . 11 . 66.6: 65. . . . . . 
Economics 3.7 . 5.7 44.4 . 48.2 . 12 . 12 . 51.8: 51.8 . . . . . 
Business English 6. : 19. : 44. 31. : 11 . 12 . 56 • . 69. . . . 
Banking 0 . 12.5 12.5 : 75. . Not required . 100 • . 100. . . . . 
Stenogrpphy . 11.4 . 16. 56.3 . 56.5 . 11-12: 11012 . 27.4: 27.4 . . . . . 
Commercial Arith. : : 27. 5 . 20. 30. 22.5 9 . 9 . 72.5: 72.5 . . . 
Civics 8. : 12. : 40. 40. :Not rq: 12 . 100. . 60. . . 
Industrial Hist. . 0 : 55.3 . 53.3 . 35.4 . 10 . 10 . 66. 7: 66.7 . . . . . . 
Typewriting . 6.8 . 25.1 : 36.3 . 31.8 . 10-11: 11-12 : 38.6: 51.9 . . . . 
Bookkeeping 20.7 . 27.5 . 34.5 . 17.5 . 12 . 10-11 . 82. 7: 58 • . . . . . . 
Com. Papers ahd o. . 27. . 27. . 36. :Not rq: · 9 . 100. . 100 • . . . . . 
Business Forms . : . . . . . . . . . 

Average . 18.1 . 19.3 . 31.9 . 50.7 . . : 68. . 64.25 . . . . . . . 
Percentage required: . . . . . . . . 
each year by Okla. : . . . : : . . . . . 
~ogi-~e= = = = = = === g-~8~ ~9=4=:=2~-~ 

. Q6.!.5g . . . . . . . . . - - - -- - - - - - - - - - - - - - - - -
(1) Oklahoma High School Manual, 1919, pages 11 and 12. 
(2) Course of Study for the Commercial Departments in the High Schools of 

Oregon, 1923, pages 6 and 7. 
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An analysis of this table shows that much of the work is given 

far out of its regular order in the course of study. Some subjects are 

remarkably out of place in being given two and three years too early or 

too late as the case may be. Some subjects in particular are worthy of 

notice. 

Commercial geography - a junior or senior subject,~s given in 

the freshman year by over 36 percent of the schools. Commercial law is 

another senior subject but is given prominence in the freshman year. 

Economics,another of the senior subjects, is given by more than half of 

the schools before that year. On the other hand, nearly one-fourth of 

the work in commercial arithmetic is delayed until the senior year when 

it should be given in the freshman year. More than one-fifth of the work 

in bookkeeping is given in the freshman year, and more ·than eighty-three 

percent is given in advance of its proper time. 

The 'average' shows the percent of the schools which give the 

work in that particular year, which in the main is the amount of the com­

mercial work given in that year, while beneath this is given the amount 

required in that or each year by the Oklahoma Course of Study. This very 

clearly indicates that the freshman year is over-loaded, that far too 

much of the work is given without foundation or prerequisites and of 

course cannot come up to expectations. 

The two right-hand columns show the percent of work that is 

given out of its proper time in both the Oklahoma and the Oregon Course 

of Study. With such irregularities, is it any wonder that we have in-
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efficient work and that the business man complains of the product the 

high school is sending him? Apparently teachers are not following a 

definite or a prescribed course of study at all, but allow whim and fancy 

to dictate. Much of the work seems to be given merely to enable the 

student to 1 get 1 a credit rather than to make an efficient business man 

or woman, or, that the work is offered and given too often by those who 

know nothing of actual commercial work . Teachers do not think of giving 

English, Algebra, Geometry, History or Domestic Science out of its regular 

place and time, but do not hesita te in giving 68 percent of the commercial 

work out of its proper time and place. "Consis tency, thou art a jewel1 11 

It is also observed tha t too much office practice is given the 

first year, and 72 percent of the penmanship work delayed beyond the pro­

per time. Also, 66 percent of the schools offer commercial law too early. 

In fact, most of the schools offer this before bookkeeping is given. 

It is also observed that 52 percent of the sc~ools give the 

work in economics too early according to the Oregon-Oklahoma standards, 

and before students are able to comprehend its importance, or even its 

meaning. More than 27 percent of them offer stenography in advance of 

the student's ability and capacity, while 72 percent give commercial arith­

meti·c far out of its prescribed order in the course of study. Some of this 

may be due to the adopted text, though all cannot be charged to it since 

the one we have is not a true commercial text. But as it is, we see that 

more than 2i percent of the schools are offering it in the freshman year 

when it is recommended for the senior year. 
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One-fifth of the schools offer civics in advance of its time 

and in advance of history, though it is not given in the Oklahoma Commer­

cial Course. Industrial History is not provided by our course, though 

it is offered by nine schools somewhat out of order. Typewriting is 

another subject which seems to be given to satisfy the fancy of the stu­

dents rather than for the future good of them and the business world, 

since 38.6 percent of the schools give it too early. Bookkeeping seems 

to appeal to the fancy of the students for 83 percent of the work is 

given in advance of its regular place in the course of study, and before 

the student generally is capable of comprehending it. 

In this survey it is seen that more than twenty high schools 

with enrollments from 200 to 725 do not offer any commercial work at all. 

Also, from above table it is seen that many of them - in fact about all 

except the particular twenty-two schools - give their work in a hap­

hazard way merely to suit the whim of the student, or the fancy of the 

teacher or superintendent. 

One high school teacher reporting an enrollment of more than 

700 makes this statement - "Out of the high school enrollment of over 

700 students, more than 450 are taking something in commercial work with 

not a single student taking straight commercial work. 11 If this be true, 

in the large high school where they are able to maintain a commercial 

department, what can be expected from the smaller high schools? What 

is true in this one large high school is evidently true in many others. 

With such variation in the number of required subjects, and equally as 
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great in the time in which they are given, efficient and standard com­

mercial work cannot be done, and so long as these conditions continue the 

business colleges will flourish, and ever-increasing numbers will enroll 

in the commercial course in our high schools. 

Many high schools do not allow credit on transfers from other 

schools where the work has been given too early, though from observation 

this does not apply to commercial work, but does to English, History and 

some Science and Mathematics. But what is the difference between such 

advanced work and that given in the commercial course? 
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CHAPTER V 

ENGLISH AND SPANISH IN THE COMMERCIAL COURSE 

Answers to the question, - 11How much English do you require in 

full four-year commercial course?" were not as full and complete as it 

was hoped they would be. Of the 108 schools reporting some commercial 

work, we find the same wide variation as in other subjects offered, and 

an apparent low value placed upon commercial education, believing that 

if the students get some training in bookkeeping, stenography or type­

writing they are qualified for commercial workl Table IIII gives figures 

and comparisons made by Lyon covering twenty-six states, one for a Short 

Course of three years, and one for full course of four years. 

TABLE XIII 

NUMBER OF YEARS OF ENGLISH REQUIRED IN 

COMMERCIAL COURSES 

= = = = = = = = = = = = - - - - - - - = = = = = = = = ::: = = - - - - - - -. . : . . 
Number of years of English of fered : 1 5 5 1/2: 4 

Percent requiring in this survey . 6.25 o.o . 75. 2.1 12.5 . . 
Percent in lv7on 1 s Short Course (1) : 2.2 75.5 24.4 . o.o o.o . . . 
Percent in Lyon's Full Course (2) 0.8 5.4 . 15.6 : 5.2 74.7 . 
- - - - - - - - - - - - - - - === - - . - - === - - ! - - =·= -- - - - - - - - - - - - - - - - - :!: - - - - - - -

This table and comparisons show that Oklahoma is far behind in 

the matter of English requirements in the commercial course, being~­

sixth that of the average requirement for the twenty-six states reported 

(1) Education for Business, Lyon, 1922, page 599. 
(2) Ditto. Page 402. 

--
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and included in the Lyon Survey as shown for the four-year course. 

FOREIGN LANGUAGE 

Only three schools reported any requirement in foreign languages, 

though many offered it as an elective. Two require one year, and two re­

quire two years of Spanish in the full commercial course. This subject 

seems in nowise connected with commercial work, yet there is a demand in 

certain parts of the state for stenographers who have a knowledge of 

Spanish simply as an aid in transacting business with employees. No 

business men reported Spanish as a requirement, though several stated 

that it was considered a great asset to the employee in their own parti­

cular case and business. 

It is well to keep in mind these English requirements when we 

come to study the criticisms and objections the business man offers con­

cerning the com.~ercial graduate from the high school and see whether 

there is any comparison to be made, or just ground and reasons for his 

criticism. 

Whatever objections there may be raised against other academic 

subjects by the utilitarian organizers of the high school curricula, it 

is very evident that the need of English is admitted and cannot be dis­

regarded. We must have English, more of it, •in the commercial course, 

perhaps less of the classics or Elizabethan, but more of the practical, 

the business English of today - the ability to understand, write, and 

comprehend - to compose an intelligent business letter and to give it 
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the proper meaning by correct punctuation. This is what the business man 

wants. See his criticisms hereafter. 

Referring back to Table X it is observed that only four of the 

twenty-two North Central Association High Schools require Business English 

in their full commercial course, yet these same schools require four years 

of general English. In the survey by Lyon covering twenty-six states, it 

was found that 87.6 percent of the schools reporting required Business 

English. (1) Again this state seems to be behind. 

(1) Lyon - "Education for Business." 1922, page 409. 



CHAPTER VI 

COMMERCIAL WORK IN THE HIGH SCHOOLS 

A. Reasons for Offering It. 

42. 

In asking for reasons wby commercial work should be offered 

in the high schools, the following three reasons were in mind:-

(1) The teacher. (2) The student. (5) The public. 

Many and varied were the reasons given, and being so varied 

the reasons were difficult to tabulate. As many of them offer food 

f or thought and speculation, a number of the answers are given with the 

number of teachers giving that as their reason in several instances. 

"Vocational." 

"To prepare to enter the business world. 11 

"No special reason for giving it." • 

"To promote interest in commercial work." 

"Demand for it. 11 

"To give pupils a chance. 11 • 

"Raise standard of commercial graduates." 

"Give commercial advantage to small high school 

"Benefit of those whose education is limited to the 

local high school 

11Desire of pupils to study it.". • 

"Familiarize students with business problems. 11 • 

"I like to teach it. 11 

11 To give pupils a knowledge of f acts the same as 

mathematics, English or history." 

11No particular reason." 

12 

10 

10 

5 

21 

5 

5 

5 

5 

18 

5 

10 

5 

58 
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In summing up these replies, it is difficult to determine which 

plays the greater part - the pupil's fancy for the work, the demand for 

it, the whim and f ad of the teacher, or the aim of the teacher to better 

equip the student and prep~re material the business world is calling for 

daily. 

B. MEETING TEE DEMANDS OF BUSINESS 

In order to obtain the teacher's own and honest opinion of the 

work being offered and done, and to get an open and f rank expression 

from the "master workman" himself as to the merits of his own product, 

the following question was asked, - "DOES THIS COURSE QUALIFY YOUR STU­

DENTS TO DO WHAT THE BUSINESS WORLD EXPECTS A HIGH SCHOOL COMMERCIAL 

GRADUATE TO BE ABLE TO DO?" 

Answers were many and varied, indefinite and indicative of 

wasted time, energy and money as an analysis of the results will readily 

show. The following are most of the answers given, a strict analysis of 

which affords food for serious thought. 

Answers 

"No. 11 • 

"Yes." 
"Hardly • 11 • • 

"Only in a few cases." 
"Fairly well. 11 

"No high school does this." 
"Only partially. 11 

"Don' t know. " • 
"It may. 11 • 

"I think so. II • 

"Is supposed to." • 
"Can't tell." • 
"Doubtful. 11 

No. of 
Schools. 

20 
15 

9 
15 

3 
1 
3 

_·5 
4 
2 
2 
5 
7 
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Of these 89 replies, but 16 percent are clear and decisively 

for the commercial work offered and being -done; 22 percent are just as 

positive that the work is a failure in so far as meeting the demands of 

the business .world is concerned, while the remainder indirectly state 

that it does not qualify for the work expected of the graduates. 

What a sad indictment of our schools and commercial teachers 

if this condition holds good in all the schools of the state. In fact 
I 

it would appear, after analyzing thi£ survey, that it is even -worse 

since most of the larger and better schools have reported leaving the 

smaller ones in which the work would be of as good quality as tha t 

offered in the large schools which have reported i n this survey. These 

smaller schools, and most of those which have not reported, are offering 

but one or two subjects and their work certainly could not qualify its 

students for the work of the business world. 

Some points brought out are deserving of mention. The McAlester 

High School with more than 450 in the commercial course does not have a 

single student taking a straight commercial course, yet the principal 

says their work does qualify for the bueinass world. This is possible 

where the demand is for strictly technical work as bookkeeping, steno­

graphy, typewriting or minor office work, but would not meet the demands 

generally, according to results to be given later from business men them­

selves. 

Another thought is suggested by replies from six of the more 

important schools offering one and two years of commercial work and a 
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full course, each answering "no" - that their course did not qualify 

students for the business world. One of the largest in the state with 

over 2500 enrolled in the commercial department answered "hardly", others 

of the larger ones a.rJ.swered "only in f ew cases," or "only partially, 11 

while another said "No school does." One with an enrollment of but 96 

and offering all electives answered "yes. 11 This is a small town of 

ab~ut 500 inhabitants and it is quite apparent that there is not the 

local demand for students to perform extensive work found in the large 

cities, for in this small town the demand is for stenography, typewriting 

and vecy light office work for which the students are perhaps well quali­

fied. With but t wo or t.hree exceptions the l arger cities answered "No," 

or at least did not think the work was what the business world expected 

it to be as there were more calls for students with broader traini ng. 

c. SUGGESTIONS BY TEACHERS FOR IMPROVEMENT 

OF COMMERCIAL WORK 

Answers to the question, - "What changes do you think would 

improve your work?" were not given in many instances. As some might 

be worthy of consideration, a few are given below, with the number in 

some instances. 

"More and better equipment". 

"More complete course." 

"More practice in business methods." 

"More work in commercial arithmetic" 

"Stronger organization" 

16 

16 

3 

3 

2 



"Second year of stenograpby. 11 . 
11 Close cooperation with business firms." 

"More strictly commercial work . 11 . 
"Better text book. 11 . . 
"Better teachers." . . . 
"None. 11 . . . 
"A well organized commercial course with 

certain requirements - offering of, and 

the requiring of penmanship and spell­

ing as well as Business English, practi­

cal experience along with school work. 

If possible have the academic subjects 

mostly during the first two years of 

high school and the commercial subjects 

during the last two, and then require 

office training, and say two weeks actual 

experience with some business firm. In 

this way he would not have to miss so 

3 

3 

2 

2 

5 

8 

much of work other than commercial." 1 

"A definite standard set and then followed 

by the high schools of .the state, and 

courses offered that will be in keeping 

with that standard." l 

46 

In this summary there are two outstan~ing suggestions tending 

to the betterment of the work, with a possible third one receiving men-
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tion by five teachers. More and better equipment, more complete course, 

and better teachers. 

Of the answers 11 none 11 , some were given by schools offering but 

one or two subjects which might indicate l ack of realization of commer­

cial work, lack of demand for graduates, or at most, demand for but one 

special line of work - t ypewriting or shorthand, with light work in 

either as is found in the smaller towns generally. 



CHAPTER VII 

EXTENT AND APPLICATION OF COMMERCIAL WORK 

A. PEH.CENT OF STUDENTS COMPLETING COMMERCIAL COURSE WHO ENTER UPON 

SUCH EMPLOYMENT WHEN LEAVING HIGH SCHOOL 

48. 

The object back of the question, - "What percent of your 

students completing your course enter upon such employment when leaving 

school?" was to ascertain the extent\o which the school and course turned 

out a usable - a 11 ready-to-wear11 - product, whether their high school 

commercial training had been the kind worth while, and what the business 

world Ras demanding. In one respect the replies were a disappointment 

since so fe w were given. The information is tabulated in Table XIII and 

speaks for itself, for the teachers, and the work offered. 

As much of the information was so incomplete or indefinite, it 

could not be tabulated . Only those reports wlibh were in best form and 

condition are tabulated. A few of the best and largest schools are not 

included for the above reason. Had their report been full it might have 

made a good showing. However, from these we may get a fair insight into 

the situation and form some idea of what the general condition may be 

throughout the state. 



TABLE XIII. 49. 
- - - - - - - - - - - - - - - -- - - - - - - - - - - - - = = - - = = - - - - - - - - - - - - - - - - -
High School 

Atoka 

Bartlesville 

Blackwell 

Chickasha 

Cleveland 

, Cushing 

El Reno 

Guy!ilon 

Kiefer 

Lawton 

Marietta 

McAlester 

McMann 

Nowata 

Oilton 

: En r o 11 men t: Full course Percentage following 
work in after life. : High :Commercial offered? 

: School: work 
. . 

. . 

. . 

165 

560 

616 

480 

255 

408 

898 

200 

137 

596 

175 

700 

. . 

. . 

. . 

56 

61 

155 

150 

47 

114 

20 

50 

450 

27 

26 

No • 

Yes. 

Yes. 

Yes. 

Yes. 

Yes. 

Yes. 

No. 

:No.Elective 

. . 
98 

5 to 5 

50 

80 

25 

:No. Elective: Practically all. 

:No. Elective: None. 

:Yes.Elective: 70 

Yes. None. 

:Yes. Elective: Large percent 

:No. Elective: 

Oklahoma City: 

84 

540 

265 

2491 . . Yes. 

40 

25 

Okmulgee 

Perry 

Ponca City 

Sand Springs 

Sapulpa 

Skiatook 

Tulsa 

Yale 
- - - = = 

Sr.Hi: 
: 1542 

. . 

400 

500 

450 

750 

156 

: 5296 

350 . . 
- - = 

343 

50 

75 

50 

50 

25 

2054 

? 

. . 
Yes. 

Yes. : Negligible. 

. :Yes. Elective: 

:No. Elective 

. . 

Yes. 

No. 

Yes. 

Yes. 
= = = = = = = 

. . 

= - - = = = = 

50 

60 

50 



B. WHY NO MORE ENTER UPON COMMERCIAL CAREER 

WHEN LEAVING HIGH SCHOOL 

50. 

Information relative to this subject is very meager and 

none other than in this investigation was obtainable. The object was 

to see how many and how well students chose their career in early life 

as later evidenced by their following up this career when leaving high 

school. Various factors enter into the question in this survey, as in 

life, making it difficult to arrive at general conclusions. As so few 

replies were given to this question the most of them are given herein 

as follows: 

Reason Number of 

"Go to college." . . . . . . . 
"Decided to enter upon other work." . 
"Don't know." . • . . . . 
"Lack of ambition." • • • 

"Course not extensive enough for business 
world . . . . • . . 

"Can't find jobs. II . • • 

"High schools do not possess the professional 

atmosphere in which young people can be 

trained for business. They do not profess 

to send trained workers into business any 

more .than schools of commerce in colleges 

give practical training. The business 

theory which a high school student gets may 

schools 

10 

9 

8 

4 

11 

5 



be compared to the theory a college student 

learns. There is no practical contact in 

high school, or in a school of commerce. 

Business discipline is taught only in business 

colleges." 

"The commercial department of the McAlester 

high school is maintained not so much as a 

separate department but as one to be correla­

ted with the other regular high school sub­

jects. We have always more or less discouraged 

the students desirous of taking solely a com­

mercial course, and insisted that they take a 

regular high school course in addition to cer­

tain commercial subjects. In this way they are 

not trained for, nor do they assume the role of, 

a commercial graduate so as to enter upon that 

career when leaving high school." • 

"The commercial department is maintained for the 

benefit of that great mass of students to whom 

a high school education is likely to be their 

finished education. None of the commercial 

subjects are compulsory, except in cases where 

students are taking a straight com.mercial course, 

in which case all commercial subjects become com­

pulsory. Out of the high school enrollment of 

51. 

• l 

l 



over seven hundred students more than four 

hundred fifty are taking something in commer­

cial work, but with not a single student taking 

straight commercial work." • • • • 1 

52. 

Perhaps the McAlester High School is the most outstanding 

one in the state for offering the work for purely vocational purposes 

rather than for either business or commercial training, since all work 

is elective and they do not have a single student who is taking straight 

commercial work. That the work is given to satisfy the whim and fancy 

of the student in many instances is no doubt true, yet since their re­

port states that 70 percent of their students follow this work af ter 

leaving school it cannot be said that whim and fancy constitute the main 

reason for taldng the work. They offer one year of bookkeeping, type­

writing i n all grades, with office practice, business English, business 

forms and commercial papers, commercial law, economics, spelling in all 

grades, and sociology, - a very good list from which the student may 

select his work. 

There is one good lesson to be drawn from this survey in this 

respect, and that is whether it would not be best for all schools to 

offer more vocational work and let the business and commercial training 

work go to the business colleges and institutions of higher learning. 

The part-time school, cooperation school, night school and corporation 

schools have come to us as a result of the failure of the high school 

to meet the demands of business, and also because students were not 
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able to attend the business colleges. All these other types of school 

give vocational training - the vecy thing the active young person wants 

and what he invariably follows in after life. 



A. Bookkeeping. 

CHAPTER VIII 

AMOUNT OF COMMERCIAL WORK A HIGH SCHOOL 

SHOULD OFFER 

54. 

In order to ascertain further the quantity of certain com­

mercial work offered the question, "How much of the adopted text is 

completed each year?" was asked. Wide and distinct variations in the 

quantity of work done were shown, which in turn would have a bearing 

upon the quality as well. 'Lyon's Complete Bookkeeping', the state 

adopted text provides for two full year's work. 

However, regardless of the quantity of work the adopted 

text offers, some teachers complete it in one year, some in one and 

one-half, and others require two years. Table XIV gives a SUllll~ary of 

results. 

TABLE XIV 

AMOUNT OF WORK DONE IN THE ADOPTED TEXT IN 

BOOKKEEPING EACH YEAR 
- - - - - - - - -- - - - - - - - - = = - = = = = = = = = = = = = = = = = = = = = = = = 
Time and quantity 

Completing two sets first year . 
Completing three sets first year 

Completing entire text in one year 

• 

• 

. 

Percent of schools 
doing this amount 

• 5.7 

. • 5.7 

. 65.0 

Completing text in one and one-half years 11.1 

Completing text in two years . . 16.5 

= = = = = ------ - - - - - - - - - = = = = = = = = = - - - - ------- - - - - - - - - -

These results will be commented upon in our conclusions. 

= 
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As efficiency and thoroughness of the work performed are 

judged•in part by the rate at which it is done, this table will enable 

one to draw some conclusions after it has been analyzed. A better under­

standing may be gotten from results as shown in Table XV which gives it 

in a different light and shows relative conditions. 

TABLE XV 

PERCENT OF SCHOOLS, NUMBER AND LENGTH OF 

PERIODS PER WEEK, AND TIME DEVOTED TO 

THE ADOPTED TEXT IN BOOKKEEPING 
= = = = = = = = = - - - - -- - - - - -------------- - - - - -- - - - - - - = 

Number and length of 
recitations per week. 

Five 35-minutes periods. 

Four 45-minute periods 

Five 45-minute periods. 

Five 45-minute periods. 

Five 60-minute periods. 

Five 60-minute periods. 

Five 65-minute periods. 

Five 70-minute periods. 

Five 90-minute periods. 
= = = = - = - - - -- - - - - = 

Percent of schools and 
:_--=l __ en__,g...,t ___ h ___ o __ f ___ t __ im=e---____ _ 

1 year 2 years 

: 4.55 

4.35 

: 43.48 

. . 
: 4.55 

. . 
4.35 . . 
8.7 . . . 21.79 . 

= = 

. . 

. . . . 

. . . . 

8.7 

4.35 

= = = = = = = = 

This table shows that almost half of the schools complete the• 

work in one year with 45-minute recitation periods, while almost one­

fourth require the same time with 90-minute recitation periods. As qual­

ity and efficiency are affected by the rate, as well as the ability of 

the student to secure employment, Table XVI is deserving of close analysis. 



TABLE XVI 

Na~e of school:Time spent:Number Does it 
quality 

: Percent : Reasons for offering this work in your 
high school 

Atoka 

:on text :taking 
:bookkeeping: 

: securing 
employment 

: 1 year : 24 : Local demand for such work. . No. . . . 
Yes. Bartlesville : 1 year 95 98 : 

Blackwell : 1 year Q to 5 : Hardly. . . 
2 sets : 20 Vocational - enable to grasp college. Yes. . . 
1 year 15 : Yes. 50 Qualify for positions in life. 
2 years: : Yes. 80 : Vocational. 
1 year : Yes. : 25 : Qualify for business. 
1 year : Yes. : Demand in school by students. 

Chickasha 
Cleveland 
Cushing 
El Reno 
Hugo 
Kiefer : 1 year. 6 Yes. : Raise standard of cominercial graduates. 
Lawton 
McAlester 
McMann 
Miami 
Nowata 
Oilton 
Oklahoma City 
Okmulgee 
Perry 
Ponca City 
Sand Springs 
Sapulpa 
Skiatook 

:1.5 year : 55 : Yes. 80-90 : Vocational. 
: 2 years: : Yes. 70 : Benefit majority of students. 
:1.5 year : 17 No. None. : Desire of students and community. 

1 year : : --------
: 1 year No. ; 40 Demanded by students. 

1 year 26 Yes. 40 Demand for it. 
2 years : Ye s . 25 : Demand in city. 

: _1 year : Only partly. ? : Prepare for business. 
: 1 yea:r 24 No. :Negligible To meet popular demand. 
: 1 year : 57 : Fairly well. : Help meet demands of community. 
:1.5 year : 24 : Only few cases.: 50 i Familiarize with business problems. 

2 yesrs: : Not thoroughly: 60 : Demand for it. 
: 1 year : 21 Hardly --------

Tulsa 2 years: 249 No. : 50 : To meet demand. 
~Y~a=l=e-----"-~l~y~e_ar No. 50 Patrons demand practical work. 

Reports from other schools were so vague, lacking in information or incomplete as to render them 
valueless in this table. It is noted that, with one or t wo exceptions, where but one year was given to the 
work, the report as to qualifying is negative, and in these instances the class enrollment is apt to be very 
small. Also, note in several instances where two ·years are given to the work that the answer is negative, 
though this is perhaps due to l arge classes and a more extended demand of local business requirements in l arge 
cities. 

Bus six schools reporting on bookkeeping are complying n~th the state Course of Study as to the time 
allotted to the adopted work . Why have a course? Either it is dreadfully faulty or the teachers are lacking 
in the realization and comprehension of the work. 

en 
O} 

• 
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B. Second Year Work. 

Comparatively little information was given regarding this sub­

ject, and much of what was given is indefinite and hard to classify and 

tabulate. Some schopls gave two full years each to bookkeeping, steno­

graphy, and typewriting, and gave it as a t wo-year course; others gave a 

year of each of the three and called it a one-year course; others gave 

the same and called it a one-year course; some gave two years of steno­

graphy and one of typewriting and called it a two-year course, and still 

others gave a year of bookkeeping and two of typewriting and called it a 

two-year course. The length of recitation period and number per week 

were shown in Table XV. Table XVII shows the results obtained relative 

to second year commercial work. 

TABLE XVII 

PERCENT OF SCHOOLS OFFERING SECOND YEAR WORK 
- - - - - - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - - -

Subject Percent of schools giving it. 

Two years of bookkeeping. 

Two years of stenograplzy" • 

Two years of typewriting. 

• 

One year of bookkeeping and typing 
each - considered two years work 

Bookkeeping, with stenography and 
typing - considered two years work 

Three years of typing alone and 
considered as two years of work 

• 

• 

15.87 

15.87 

25.84 

22.22 

17.47 

4.75 
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Here is another instance of a lack of systematic work and disregard of 

the High School Manual and Course of Study. No doubt this is very large­

ly due to local demands and conditions, though all surely is not, for poor 

equipment, with insufficient and inefficient teachers, would have much to 

do with this condition. 

C. SHOULD A HIGH SCHOOL OF LESS THAN 500 STUDENTS OFFER 

ANY COMMERCIAL WORK?----WHY? - ~ 

In the rapid spread of commercial education the past few years 

the desire seems to have come to every high school regardless of its size 

to offer this work. For this reason it was desired to ascertain the 

opinion of commercial teachers concerning it and the question was asked. 

As community interests play an important part in all affairs 

of life it is apparent that the student in the large high school, brought 

up under the hum and hurry of the business world, grows up under an en­

vironment very different from that of his country cousin. Should the 

student in the country and small tovms be forced to attend the business 

college to obtain a commercial education? Table XVIII shows the result 

and the general sentiment . 

TABLE XVIII 

SHOULD THE SMALL HIGH SCHOOL OFFER ANY COMMERCIAL EDUCATION? 

= = = = - - - - - = = = - - = = = = - - - - = :: - - - - - - - - - - = = = - - - - - - - - - - : - - - -
Replies received Number . Percent . 

. . 
Schools reporting affirmatively 100 85.55 . . 
Schools reporting negatively 20 : 16.67 

- - - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - ·- - - - - - - - -I 
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It might be worthy of note that ten of the leading schools, 

which reported that their course did not qualify the student to meet 

business conditions upon graduating, were in favor of commercial work in 

the smaller high school and voted "yes" on this question. Thq were: 

Atoka, Blackwell, Hobart, Marietta, McMann, Perry, Okmulgee, Sand Springs, 

Skiatook, and Yale. Local conditions might have influenced their note. 

The larger high schools which had reported their own work as 

a success or failure, very frequently voted that the small high school 

should not attempt to offer a commercial course for financial reasons, 

while some said "yes" because of the excellent material in the small 

high schools, and because of the duty and obligations due the students 

who were not able to attend the business college. Some reasons are given 

herein, as follows: 

Reason 

"If demand is sufficient to justify it. 11 • 

"If finances will permit its introduction." 

"Yes, to suppzy demand of small towns." 

"For its practical value. 11 • 

"Students deserve it - should have the 
opportunity.". • • • 

"Fits the need of many students." • 

"Good material often f01.md there." 

• 

• 

"Same reason as for the large high school." 

"Should have equal chance with large ones." 

"Might as well give what advantage we can, 
even but a little." • • • • 

"Ho harm can be done." • • • • 

• 

• 

Nu1J1ber 

12 

10 

7 

5 

5 

2 

2 

1 

1 

1 

1 
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"Because 50 percent of the students will engage 
in that work after graduating." • • • • 1 

"Serves the community with its own product." . . 1 

"To prepare for simple office work." • . • . 1 

"Gives opportunity to decide whether they want 
to follow it in later life. 11 • . • 1 

"With proper requirements it is as appropriate 
as a college entrance course." • • • 1 

From the above it is clear that sentiment favors the offering 

of this work in the smaller high schools. But, however true this may be, 

they are not getting it as this survey tends to indicate, for of the 

schools reporting in this survey there were but nine with an enrollment 

below 500 which were offering any commercial or business training. Table 

XIX shows the percentage of high school students taking commercial work 

in rural and city schools, or in cities having less than 2500 inhabitants 

and classed as rural, and those having more than that number. 

TABLE XIX 

PERCENTAGE OF HIGH SCHOOL STUDENTS 

TAKING COMMERCIAL WORK 
-------- - - - - - - - - - -

Source of information City : Rural 

The entire United States. (1) • • 

Oklahoma - U.S. Bureau F,d. Survey (2). 

. . . . . .. 56.9 

• : 29 .8 

. . . 
• 

. . . . 

7.5 

Oklahoma - this survey • • • .: B5.0 : 11.5 

(1) Lyon - F.ducation for Business, 1922, page 15. 
(2) 1yon - F.ducation for Business, 1922, page 15. 
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These results may not be conclusive as regards the work 

in this state for the reason that so few schools have reported. 

And it is quite apparent that had more reported the results would 

have shown a corresponding decrease for the rural schools, or those 

with population below 2500 since most of the largest cities are 

included in this survey. Increase in number of reports should have 

come largely from the smaller tovms which would have shovm much 

less than 11.5 percent of the high school students as having an 

opportunity to obtain commercial education in the local high school. 

The smal.ler and rural high schools are not offering commercial work, 

though there is an insistent and a gro,rl.ng demand for it. Consoli­

cation of schools with the establishment of more vocational courses 

will tend materially to solve this phase of the problem. 



CHAPTER IX 

1!AQli!R~ 

A. Qualifications, Training and Business Experience. 

62. 

The best work can be done only when the most efficient, 

thoroughly competent and well-trained teachers are employed. To 

a great extent the success or failure of the work to measure up 

to expectations through the students sent out as graduates will 

depend largely upon the teacher, and if our high school commercial 

work ever attains a high degree of efficiency it will be when our 

com.~ercial teachers come to a full and true realization of all 

that a commercial education implies, when they themselves fully 

understand business methods, and when they are required to come 

up to the same high standard of qualifications demanded of those 

for other subjects. The following table gives the various quali­

fications as reported in this survey. 



= = = = 

TABLE Il. 

QUALIFICATIONS, BUSINESS EXPERIENCE .AND 

NUMBER OF COMMERCIAL TEACHERS 

- - - -- - - - - - - - - - - - - -- - - - - - - - - - - - = 
Number of schools reporting. 

Number of business college graduates 

Number of university gradua~es. 

N'llllber of college graduates • 

Number of normal school graduates 

Number of undergraduates 

Number holding degrees as follows: 

Master of Accounts 

Commercial Science, B. s. 

Bachelor of Science 

Bachelor of Arts 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

• 

. 1 

• 1 

• 24 

• 12 

Number with previous business experience 

Three months' experience 

One year's experience. 

Two years• experience. 

Seven years• experience 

• 

• 

. 1 

• 

• 

5 

2 

• 1 

• 

• 

• 

65. 

- - = 
108 

26 

12 

26 

15 

28 

58 

9 

Number with no actual business experience 98 

Number devoting full time to commercial 
teaching in high school • • 

Number devoting part time to com.mercial 
teaching in high school • • 

------- - - - - - - - - - - - - -------- - - - - - - - - - ------

61 

46 

- - = - - = 
There were 108 reported some commercial work, yet 

only 107 teachers were reported. A number of schools gave no 
information on this subject. 



64. 

B. Salaries. 

Of late we hear so much regarding salaries of teachers 

for different subjects. For this reason it was decided to obtain 

some information concerning the salaries of commercial teachers 

and comparing with those paid other teachers. No information on 

this subject was obtainable from any source other than that in 

this survey, the results of which are shown in Table XXI. 

TABLE XXI. 

SALARIES OF COMMERCIAL AND NON-COMMERCIAL 

TEACHERS. 

- - - -- - - - = = = = = = = = = = = = = 
Class 

Commercial teachers. • 

Non-Comraercial teachers. 
= = - - - - - = ------------

- - - - - - - - -- - - - - - - - -. 
• No. : Average 

• : 59 

• : 48 

$1530.85 

$1559.14 

This shows a higher average salary is paid the non­

commercial teacher. This is due mainly to the fact that in many 

instance~, and especially in the smaller schools the principal's 

salary was given and was always greater than that received by 

the commercial teachers. In no instance was the principal a 

strictly commercial teacher, while he was in all other instances. 

Another factor tending to lower the commercial teacher's 

salary is the fact that so many undergraduates are teaching - some 

not even normal school graduates. In fact, one North Central 

Association School reported that the head of the commercial depart-
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ment as a business college graduate, had but two years of college 

work, and that not a degreed teacher in that school was doing 

any commercial teaching. 

c. SUGGESTIONS AND CRITICISMS GIVEN BY 

TEACHERS REGARDING THE WORK 

Most of the teachers seemed reluctant to give a:ny criti­

cisms, while suggestions for the betterment of the work were 

indifferently given in most instances it seemed. A few of them 

are given below: 

"Work be made more intensive and practical." • 2 

"La.ck of organization." . . . . 2 

"Broaden the work to include more subjects.it • 2 

"Adopt a new text." • . • • . • 9 

11A full course should be offered." • • • 1 

nchange the text and add more teachers." . . 2 

"Adopt the 20th Century Bookkeeping text.ii 6 

"Need more of it. 0 • • . . . . • 1 

"Not broad enough. 11 • • • . . . . 1 

"Change typewriting and bookkeeping text:s." . 2 

flAdopt a usable text or leave it to the school" 1 

11Bool"J<eeping text antiquated." • . . . 1 

"La.ck of money to make the department efficient11 1 

11None.n . . • . • • . • • 71 
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It was found that ab out 85 percent of those answering 

"none" were offering all elective work of one or two subjects. 

In fact two schools offer stenography alone with no other com­

mercial subject whatever, three offered it without typewriting, 

four offered typewriting without any other commercial subject, 

while twelve offered bookkeeping with no other commercial subject. 

No wonder, then, that business colleges flourish and the business 

world becomes dissatisfied with high school commercial education. 

Some of these criticisms are worthy of thought and indi­

cate that the commercial teacher is fully conscious of the meaning 

and value of commercial work in the high school. It is also quite 

evident that a change in textbook is not only desirable, but high­

ly advisable, since these references to unsatisfactory text come 

from teachers in the larger schools and those offering a full com­

mercial course, at least in bookkeeping and related subjects. 

D. DRAWBACKS TO COMMERCIAL EDUCATION 

IN THE HIGH SCHOOL 

In answer to the question,- "What do you consider the 

greatest drawbacks to c·ommercial education in the high schools?" 

a numb er of deserving replies were received, though most of the 

teachers failed to give any reply. Some of them are listed below. 

"Not enough time." • • • 4 

"Lack of finances and available good teachers.". 3 

"Requirements not strict enough." • • • • 2 



"La.ck of seriousness on the pa.rt of the pupil." 1 

"La.ck of training by commercial teachers." 

"Work is only half taught." • 

"Lack of equipment." 

4 

2 

2 

"Commercial course too weak in general subjects"l 

"Lack of finances." • 2 

"Lack of f oundatian." • • 2 

"Poor text in bookkeeping and typewriting--la.ck 

of college trained teachers in commerce--teach-

er s not allowed to select the text." • 

"Business colleges of low standards." • 

• 1 

1 

"Lack of business-like methods and requirements­

teachers should have business experience." • 1 

"Poor selection of adopted texts." 3 

"Business college with 3 to 6 months course." 2 

"None." • 31 
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Some of these are meritorious and show a trend of 

seriousness on the part of the teacher. Some replies are not 

fully substantiated by general conditions in the school of the 

one offering the criticism a.s revealed by the questionnaire. For 

a teacher to offer a criticism when he himself is guilty of the 

thing criticised is not consistent, yet this was revealed in some 

instances. 

After considering the field for speculation in this 

question, a.nd reading the replies received, one might readily con­

clude that a very great number of the commercial teachers could sea 
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no further, figuratively speaking, in a commercial training sense, 

than the student in the rear seat. This would be due, no doubt, 

to their own lack of commercial training, low estimate placed upon 

the value of commercial education, or low standards required for 

commercial teachers' qualifications. 
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CHAPTER X 

CONCLUSIONS AND COMPARIS ONS 

The principal criticisms seem to be inefficient 

teachers, unsatisfactory text, la.ck of finances and proper 

equipment. With poor teachers little could be expected. Vhy 

they are poor cannot be explained in full since they come from 

the business schools, colleges, universities and Teachers' 

colleges. Twenty-six of these teachers are from the business 

college and should have sufficient business training. The same 

number from the college may or may not have had the business train­

ing though they are supposed to have received it. The twelve from 

the university, and fifteen from the normal school, may or may not 

have had sufficient business training. True, they have degrees or 

diplomas, yet possibly have received no business training. But the 

sad part of the matter is that only nine have had any actual business 

experience. Without this they could not so fully realize the sig­

nificance or importance of the work they were attempting to teach. 

Another element entering into the poor work, is that of 

the fifty-six teachers who are devoting a part of their time to com­

mercial work. Their qualifications are not given and it is not shown 

whether they have any business preparation, training or experience. 

Many of these may be teaching some subject, other than bookkeeping 

or stenography, with 1)ut having had the work in college or elsewhere. 

Such would be possible with other than these two since they are tech-
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nical and require skilled instruction. Other subjects may be 

taught by one who has not pursued them in college and in such in­

stance poor work would result. 

Finance and equipment must necessarily continue to play 

an important part, for without the former the latter cannot be pro­

vided. With these two essentials granted there still remains the 

matter of inefficient teachers. 

There is a local, and a general, demand for commercial or 

business-trained young people. Patrons want the work introduced in 

their high school, students desire to study it, and teachers incline 

to teach it. Competent and efficient teachers are not available so 

the unqualified are given a class or two to teach, and in this 

manner much of the instruction is given. students ta.lee bookkeeping 

without commercial law, business forms or other related subjects in 

fact most of them seem to be taught only "to pound" a typewriter, to 

ta.lee dictation, or to record the simplest business transactions in a 

book with printed headings, without knowing the underlying principles 

governing the same. 

Again, much of the poor work done is chargeable to t he low 

standards required for commercial teachers, or to variable standards. 

With our State Agricultural and Mechanic al College, the State Univer­

sity, and the State Business and Junior Voc ational College of Tonkawa 

all traini ng teac hers i t i s no wonder t hat st andards vary, for no t wo 

i nstitutions have the same requirements for graduation. Fur t her, 

many t eachers are employed who are not graduates of any of t hese insti-
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tutions. That this condition is not confined to Oklahoma alone 

is evidenced by data gathered by the Commercial ]:ducation Service 

of the Federal Board for Vocational Educatfu n which make a series of 

investigations of :teacher-tra'ining by means of a questionnaire, from 

which the following quotations are ta.ken: (1) 

"Lack of clearly defined aims and widely varying standards 

of teaching requirements characterize the educational policies 

of the majority of states and cities. It is a testimony to the 

unexplored problems of providing adequately trained teachers for 

commercial courses that no study of the needs and possibilities 

of commercial teacher-training has been published up to the pres­

ent time. The following conditions exist at present: {a) a policy 

of expediency, (b) lack of standardization in requirements and, 

(c) confusion as to what educational institutions should assure 

the responsibility for preparing teachers." 

"Under the pressure of securing teachers, school authorities 

have turned to various sources. From business schools have been 

secured teachers thoroughly trained in shorthand, typewriting, 

sometimes bookkeeping and penmanship supported by a high school 

education and possibly in addition a normal-school training. This 

group has served best under existing circumstances to teach the 

"technique" courses. From the business world have been obtained 

men and women with office or selling experinece, whose knowledge 

(1) "Lyon," Education for Business, 1922, page 535. 
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of actual business, rather than their specific educational re­

quirements, has been their qualification to teach commercial 

courses." 

"Finally, a third source has been teachers of other 

subjects, who, because of the decrease in popularity of certain 

courses, as German and the Classics, and the attractiveness of 

higher salaries offered to commercial teachers, have been willing 

to change their work. It is thus evident that the qualifications 

of commercial instructors vary greatly in respect to experience, 

educational training, and, as a result, outlook." 

"When uniformity is so utterly lacking in the securing 

of teachers, it is not to be expected that standardization of re­

quirements is to be f ound. As a matter of fact, certain states 

and cities where commercial education has assumed great importance, 

have developed regulations to be observed in selecting commercial 

teachers. But in many instances these have been set aside where 

their observance would prevent the procuring of a sufficient numb.er 

to fill the school needs. Other states have not found it necessary 

to differentiate their requirements for commercial teachers, or else 

have included them under the group called "Special." -- The one 

generalization applicable to the country as a whole is that the re­

quirements are moderate and where existing are often unobserved by 

individual cities." 

Quoting from Bulletin No. 43, 1921, Depart ment of the 

Interior, Bureau of Education, page 11, we find this statement: 
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"It is thus seen that it was impossible to receive training 

for the teaching of secondary school subjects in preparation 

for business and commerce at the close of the · school year as 

reported in the following states: Alabama, Arkansas, Delaware, 

Louisiana, Maine, Maryland, Mississippi, Nevade, New Mexico, 

Rhode Island, South Gerolina, Tennessee, Vermont and Wyoming." 

Missouri has taken a good step in this direction, for 

in 1923 the state Superintendent of Public Instruction, the 

state Board of Education, and the Presidents of the State Teach­

ers' Colleges adopted the following regulations concerning quali­

fications of commercial teachers, with semester hQurs of college 

credit reguired by the teacher in that particular subject in order 

to teach that subject in the high school: 

TABLE XXII 

SUBJECTS '!ITH SEMESTER HOURS OF CREDIT REQUIRED 

FOR MISSOURI TEACHERS IN ORDER TO TEACH 

THAT PARTICULAR COMMERCIAL SUBJECT (1) 

Subject to be taught. Semester hours of 
college credit reguired. 

Bookkeeping - one unit of work. 
Bookkeeping - two units of work. 
stenography. • • • • • 
Typewriting. • • • • • 
Commercial geography. • • • • 

with additional credit in geography. 
Commercial arithmetic. • • • 

with additional credit in accounting. 
and additional credit in college Math. 

Commercial law. • 

• 

• 

. 
• 

(1) The Balance Sheet, September 1923, page 20. 

. 
• 
• 
• 

. 

. 7.l 
~~ 

• 10 . 7.l 
2 

• 5 

• 2t . . 5 

• • 2.1. 2 . 21 
2! . 5 



Penmanship, credit in method. • • • 
Also, attainment certificate, grade of sofc 

Business English . • • • • • • 
with additional credit in regular English. 

• 

• 

Salesmanship, advertising or marketing, each. 
with additional credit for each in Psych. 

------------------------

. 
. 
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• 2½ 

• 21-
f 7-

21 

• 2½ 

-------------------------------
Before one is permitted to teach any of the listed 

subjects he must have college credit in that subject of the 

number of hours so indicated, VIith additional cr edit in several 

instances. 

It is very evident that if these or similar require­

ments were met by teachers less cause would exist for unsatis­

factory work or inefficient teachers, and criticism would soon 

cease. 

In Oklahoma there are no legal requirements to be met 

by commercial teachers, other than those of the local board or 

the superintendent in selecting his teachers. Provided, of course, 

that they have the necessary elementary or state certificate. 

However , there may not be a single commercial credit on this cer­

tificate, since none are required. 

In issuing various kinds of state certificates, such 

as music , manual training, or home economics, a certain number 

of college credits are required, and unless these are properly 

certified by the teacher he or she cannot teach said subjects in 

an accredited high school in this state and the students recoive 

for the work. 

How long, oh how long, shall Oklahoma continue to 
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lag in education? She now ranks as thirty-fifth in general 

education, but where in commercial education ? 



TABLE XXIII 

COMPARISON OF THE COMMERCIAL COURSE OF STUDY SUGGESTED 

BY THE OKLAHOMA STATE BOARD OF EDUCATION, WITH THAT 

ADOPTED BY OREGON, AND THE ONE REC OMMENDED BY 

THE NATIONAL EDUCATIONAL ASSOCIATION 
- - - - - - - - - - - -. - - - - - - - - - - - - -· - - - - - - - - - - - - - - - -. 

;-klah~~~ (2) - - - - - ,- -O;ego;. -(3) - - - - - -;-N~fo~f Ed:- Association. l 41-

English. (Required) 
(l )Spag or French. 

General Science 
or 

Botany or Zoology 
Algebra. 
Business Arith. 

. 
:English. 
:Pen. & Word Study •• 
:Com. Arith. & Bus. Forms 

(1) Manual Training. _ 
Dom. Art of Agri. 
Modern Language. 
Algebra or Dr awing: 

English. 
Penmanship. 

(!) Manual Training. 
Dom. Sci. & Dom. Art. 
Modern Language. 
Algebra or Drawing. 

. . -----------~------------~------------- - - --_-_-_-_ 7 __ _ ___ ~ __ ~O£h!!!Ote_Y~8.£. ___ 1 _______________ _ 
English. \Re quired) : English. . • • • • : English 

(l)S panish or French : 
Hist. of Commerce.: 
Office Pr actice. 
Pen. & Spelling. 

Bookkeeping. 
Com. Geog. & Local Ind. : 

(1) Manual Training. 
D. S. & D. A. · or AgJ! 
Modern Language. 
Pl. Geom. or Drawing . . 

Bookkeeping or Penmanship. 
Com. Arith. or Com. Geog. 

(l)Manual Training. 
Dom. Sci. & Art or Agri. 
Modern Language. 
Pl. Geom. or Drawing. 

- - - - - - - - - - - -·- - - - - - - - - - - - -·- - - - - - - - - - - - - - - -
Junior. Year.. 

- - - - - - - - - - - -:- - - - -- - - - -M - - - -:- - - - - - - - - - - - - - - -
English ½ unit. 
Business Eng. ½ unit. 

: English. • • 
Bookkeeping or Steno. 
Civics. • • 
Com. Law or Typing. 

(l)Book pg. or Stenog. 

. : 

(1) Stenography or 
Stenotypy. • • 
Commercial Geog. 
Office practice. 
Spanish or French.: 

Typing or D.S. & D.! 
Physics or Com. Law: 

Typewriting •• •: History. • • 
Elective (one) • Salesmanship •• .. . . . 

English. • •• 
Stenography or Bookkeeping. 
Typewriting. • • • • 
Elective (one) • 

(l)Bookkeeping. 
Domestic Sci. & Art. 
History. 
Commercial Law. 
Elective (one) 

.. -------- - ---------------- - ---------------
Senior Year. - - - - - - - - - - - -:- - - - - - - - - - - - -:- - - - - - - - - - - - - - - -

(!)Bookkeeping. • Business English. • • Business English •••• 
Stenog. or Typing. · Am. History & Civs. Stenography. • • • • 
American Hist. • : Salesmanship or Typewriting. • 
Bus. Organization. : Stenography & Typing. Elective (one) 
Office Practice. (l)Stenog. & Typing. (!)Economics ••••• 
Com. Geog. or BusLaw: Bookpg. or Economics: Office Practice •••• 
Pen. & Spelling •• : Office Training •• : American Hist. & Civics. 

(All elective in Apprenticeship. • Apprenticeship. • 
___ !th y_ey _i!!, Q.k!_a.:J ___ E!,eQ.t!.v2, io!!el _. _____ E1_e£_t!,v! io!!el._ :.. _._ :.. __ 

(1) Electives indented in outline. 
(2) Oklahoma High School Manual, 1919, page 11-12. 
(3) Or egon Course of study, 1923, page 6- 7. 
(4) Lyon-Education for Business, 1922, page 552,553, 554. 



PART , TWO 

CHAPTER XI 

COMMERCIAL EDUCATION ,FROM THE STANDPOINT OF 

BUSINESS WORLD 

7,7 • . 

Formerly it was the custom of manufacturers in placing their 

products upon the market to make the public and the customers conform 

to the ideas of the manufacturer himself as to the character and quality 

of the product. In other words, the producer controlled the public thus 

developed a desire for the particular product. But in recent times this 

attitude has changed and the manufacturer who turns out the greater 

quantity and the best quality of goods is the one who keeps his ear to 

the ground, so to speak, and who "listens" to get an idea as to what the 

public really wants; and then makes up his product accordingly. In fact 

a very large quantity· of manufactured products is those which are made 

on special order, where the producer takes the order from the customer 

and makes up the article according to the customer's specifications. The 

custom is gaining rapidly for the consumer to specify what kind of an 

article he wants, for what purpose it is required, and -to demand that the 

product be made up accordingly. Today we find business making its demands 

and those supplying these demands must first ascertain just what is wanted. 

The business world no longer buys what is offered it without murmur, but is 

everywhere making its specific demands; and those supplying these demands; 

must make their product conform thereto. 

What was true and is now true in the manufacturing and industrial 
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world is also true in the educational and business world. Very few 

schools today are content to merely graduate students and turn them 

loose upon an unsuspecting world with the statement "Here they are -

take and use them without question." Business has grown and methods 

changed so that the school of a few years ago no ~onger sends to the 

business world a product it cannot use without being rebuilt and re­

made. 

But as the school was an old institution, and business a 

new ideal the school continued long in its old way until business be­

gan making its own product and training its own help. Industrial 

plants organized training schools, stores and small establishments 

intorduced cooperative and part-time training schools. Y. M. C. A. 

schools were established, and private business colleges world began 

making such demands and began turning out a product to suit the needs 

of the business world without only partially knowing what was really 

wanted. 

This condition with reference to the correlation of schools 

and business needs was true in Oklahoma as elsewhere. Great dissatis­

faction was quite apparent. Business was displeased, but the schools 

were not clearly able to diagnose the case and to determine just what 

really was needed. In fact, business has two ways of telling what it 

wants, namely: by expression and by facts. One, directly, by expressions 

made in statements, books, magazines and answers to questionnaires. 

The other method, indirectly, by a study of what it actually employs 

or seeks to employ and make use of continually. This survey combines 
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both in a measure since it sought the kind and number of employees 

at present, with opinions and expressions directly from business 

concerns. A letter (1) and a questionnaire (2) were sent to one 

hundred seventy:- f5.ve business, industrial and commercial concerns 

over the state of Oklahoma to gather information from the business 

man '"S viewpoint, as to the type of commercial work being offered by 

the high schools, and particularly what the business world wanted, 

what it was getting, and its degree of satisfaction with the product 

being furnished. 

Of the firms addressed, one hundred returned the question­

naire, though not all information called for was always given. The 

results obtained are tabulated, and many replies and suggestions are 

also given herein. 

The following cities were selected and as many of the lead­

ing representative business or industrial concerns as could be ascer-

tained \-Vere included, though replies were not received from all of the 

cities: Lawton, Oklahoma City, Guthrie, Enid, Ponca City, Sapulpa, 

Tulsa, Bartlesville and Muskogee. Twenty-eight different types of 

business are represented, the designation and number of each being as 

shown in Table XXIV. 

(1) See letter VI in Appendix. 

(2) See Questionnaire VII in Appendix. 
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TABLE XXIV 

TYPES AND NUMB:sR OF BUSINESS FIB.MS REPRESENTED 

=================================== 
Type 0f firm. 

Auto dealers. 
Banks. • 
Book Company - wholesale. • 
Building and Loan Association. • 
Contractors and Builders. • 
Cooperative Marketing Associations •• 
Cotton Mills. • • • • 
Department Stores •• 
Drygoods - wholesale . • 
Drug Company - wholesale. 
Furniture - ,;1holesale and 

. . 

retail. 
Groceries - wholesale •• 
Hardware - wholes ah and retail. 
Implement Distributors • ._ • 
Life Insurance Company. • • 
Manufacturers and Distributors. • 
Of fie e arid Bank Furniture. • • 
Oil Well Supplies & Machinery . • 
Oil Company. • • • • 
Publishers , Printers & Bookbinders •• 
Packers. • • • 
Produce - wholesale dealers. 
Real Estate, Loans and Insurance. 
Railroad - Electric Interurban •• 
Ranch. • • 
Refinery . • • 
Telephone ~ Telegraph Co., • 

Number. 

3 
11 

2 
4 
3 
3 
1 

11 
2 
1 
2 
3 
2 
4 
3 
3 
3 
2 
7 
6 
3 
2 
5 
1 
1 
4 
3 

One firm to whom the questionnaire was sent replied that it 

would require two or three months and from $3Otl, to $500 to secure and 

tabulate the information; another that two .months time and $200 ex­

pense would be required. Two firms, each employing about 150 and 200 

business clerks replied that they had been compelled to refuse such 

information except upon legal requirements owing to the great expense 

and time necessary ~n obtaining it. 



WHAT THE BUSINESS WORLD WANTS AS EVIDENCED BY 

THE NUMBER OF PRESENT EMPLOYEES 

81. 

The old adage, that "A man is known by the company 

he keeps, 11 might be applicable to a business concern in a degree 

as "A business concern is knovm by the type of employee on its 

payroll." The type of employee is one of the best guides in judg­

its needs. This is shown in Table XXV. 

TABLE XXV 

NUMBER OF EMPLOYEES V/TIH COMMERCIAL HIGH 

SCHOOL TRAINING ------- ---------------------- ----------------- ---------------------
Occupation. .Males :Females Total . Percent. . -stenographer-Typewriter. 192 15.9 

. . 244 20.1 Bookkeeper. . . . 
Clerk - technical. 212 . 17;5 . • . 

: 
Ca.shier., . • 36 3.0 . • 
General Office Work. 

. 228 . 18.7 . . 

Adding Machine. 
. 0 . 0 . . • . . . . 

Salesman. 84 : 7.0 . • . • . . 
Clerk. 

. 32 . 2.6 Counter • . . . . . 
Collector. . . 12 LO . . . . . : 

(Typing only),. . . 40 3.3 Typist . . . 
Order and Billing Clerk : 56 4.6 . . . . . . 24 2.0 Messenger. • 

. . 

Auditor. 
. 16 . 1.3 . • . . 

Advertising. • 36 3.0 

Total number reported: 874 338 1212 . 1')0. . 

------------==== · ------------------
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From this table it is seen that bookkeepers, general office 

work, clerks and stenographers are, in the order named, demanded most 

by the business world, with salesmen, order and billing clerk, typist, 

and cashier and advertising tied each in the order named. Whether the 

above results are in accord with other states and the Nation at large 

is shown in Table XXVI in which the first column shows the results of 

a survey of 1067 boys and girls in the city of Milwaukee, made by the 

Federal Board for Vocational Education, 1920. (1) The second column 

shows the result of a national survey by the same board and represent­

ing 3, 567 boys and girls. The third column shows the results in this 

survey. However, the first two surveys include all employees who have 

had some commercial education, but only 71,, were high school graduates. 

Also, the Milwaukee and the National survey include employees under 

seventeen years of age, while this is regardless of age. 

TABLE XXVI 

COMMERCIAL OCCUPATION OF BOYS AND GIRLS ------------------------------------------------------------------------Occupation. :Milwaukee: National 
: survey. : survey. : 
• No • : % No • : % 

Oklahoma 
survey • 

No. : % 
Bookkeeper.. • • • • : 62 : 4.5: 54: 1.5: 244 : 20.1 
Stenographer-typist. :114 :10.7: 88: 2.5: 192:: 15.9 
Clerk - general. • :244 :23. : 692:19.4: 212 : 17.5 

Cashier. • • • • • • : ___ :--- : - 71 :-2.9: -~e : 3.0 
General Office Work. =--- :-- -: --:-- -: 228 18.7 
Adding Machine.. • • : 40 : 3.7: 28: .8: 0 : (). 
Salesman. •• 1--- :-- -: --:-- -: 84 7.0 
Counter Clerk. • • • : 48 : 4.5: 832:23.3: 32 : 2.6 
Collector. • • • • • : -- :-- -: 23: .6: 12: 1.0 
Typing only. •• •• :150 :15.0: 211: 6.9: 40: 3.3 
Order and Billing. • :172 :16.l: 436:12.2: 56: 4.6 
Messenger. •• :229 :21.4: 1116:31.3: 24: 2.0 
Auditor. •• •• : -- :-- -: ---:-- -: 16 : 1.3 
Advertising. •• •• ~ -- :-- -: ---:-- -: 36: 3.0 =~f================================= 

Lyon - Education for Business, 1922, page 121 and 147. 
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The above table shows that the class of employees in this 

survey are superior to those in either of the other two in all the 

more technical and important positions, due to the fact that they are 

high school graduates, while but 7 percent of the others are high school 

graduates. 

Whether the business world wants males or females cannot always 

be determined since the supply of the one might not be adequate which 

would result in a greater number of the other sex being employed. The 

results or percentages of this survey compared with three others are 

shown in Table XXVI. 

TABLE XXVI 

PERCENTAGE OF MALES AND FEMALES EMPLOYED WHO 

ARE COMMERCIAL HIGH SCHOOL GRADUATES 

Source of information. 

Clerical positions, Cleveland, Ohio. 

Administrative positions, Cleveland, o. 

:Males. 
,; 

(l): 61 

(l): 94 

Clerical positions, 16 large cities, U. s. (2): 56 

Clerical positions - this survey •••• : 72 

Females. 
,; 
39 

6 

44 

28 

------------------------------------------------------------------------
Neither the Cleveland survey nor the survey of the 16 large 

cities of the United States was confined to high school graduates, but to 

clerical positions in general held by persons over 17 years of age. This 

survey applies only to high school graduates. However, it is apparent that 

as the more important administrative positions are considered we find the 

percentage of males on the increase. 
(1) Lyon - Education for Business, 1922. page 124. 
(2) Lyon - Education for Business, 1922, page 145. 



CHAPI'ER XII 

THE EFFICIENCY OF THE COMMERCIAL HIGH 

SCHOOL GRADUATE 

84. 

In reply to the question "In your experience, have these young 

people been able to do what you had a right to expect them to do?" 

many answers were given tending to show that the business man has 

been studying this class of employees carefully in connection with 

his business. Table XXVII gives the tabulated results. 

TABLE XXVII 

DO CQMMERCIAL HIGH SCHOOL GRADUATES COME UP 

TO EXPECT AT IONS? 

Business man's reply. :Number. : Percent 

Yes. . . • • . . . 33 33 . 
No. • • • • • . • . . 27 27 

Generally, but not always. . 3 . 3 . . 
Not always. • . • • • : 6 6 

Fairly well. • • . : 6 6 

No reply, but with "?" mark. 10 10 

No reply at all. • • . 15 . . . 

. . 

. . 

. . 

. . 

--------------------------------------------------------------------
These results speak for themselves and should be given a 

great deal of consideration. On the face of the table, but 33 per­

cent were free to testify as to the satisfactory service rendered by 

this class of young people, though 15 percent additional were fairly 

well satisfied with their services and ability to make good. 



OBJECTIONS OFFERED BY THE BUSINESS MAN TO 

THE COMMERCIAL HIGH SCHOOL GRADUATE. 

as. 

In asking the business man what had been his greatest 

trouble with these young people, or his chief objection to them, 

it was hoped to ascertain additional information as to their effi­

ciency and ability to satisfy business demands. Some of the follow­

ing replies are worthy of consideration while others seem trivial 

and unjustified. 

"The commercial high school graduate is usually young. The 

training he received in high school may have given him the 

ability to write shorthand or to transcribe his notes on 

the typewriter, but it has given him a very vague idea of 

the duties of an up-to-date business office. He needs in­

tense training, given him in a business-like manner. He is 

not .inclined to take his work seriously." 

"Lack of application to their work, and lack r! thoroughness. 

in what they do." 

"They do not know how to speak and write the English language." 

"Do not have a head of their own - cannot think." 

"Ignorant of office work and training. 11 

"Lack of initiative." (Given by 7 firms.) 

"Talce a job that re quires experience at first and cannot 

qualify." 

"Lack of knowledge as to what 'work' means." (By 5) 

"Not enough practical education - can •t don't think." 

"Depend wholly upon memory - cannot reason a question 

or matter out to a solution." 



"Frequently think they 'know it all.' " 

CAUSES OF FAILURE AS SEEN BY THE 

BUSINESS MAN 

The business man who is dissatisfied with the high 

86. 

school graduate should be the proper person to whom the graduate 

should go for advice and suggestion. Were this suggestion followed 

the career of many young people would possibly terminate more success­

fully. However, comparatively few were anxious to give their views 

as to why these young people failed to come up to expectations. But 

here again it is seen that the business man is thinking along this 

line even though he may not have expressed himself in every instance. 

A few replies to the question "To what do you ascribe their failure 

to come up to expectations?" are here given. 

"Youth and lack of proper training." 

"Inability to adapt themselves to business conditions." 

"Subject not taught enough - just 'passed by'." 

"Lose their head too easily and quickly." 

"Work purely automatic, careless in spelling and 

pur.ctuation, incompetentcy in accounting." 

"Lack of training in the home - lack of training 

for independent thinking in school." 

"Should have more experinece before being considered 

a finished course." 

"Lack of ambition." (Given by 5) 

"Lack of concentrat:io n." (Given by 4) 

"Do not know their work well enough - not well 



grounded." (By 5) 

"Business and giddiness do not go together." 

"A business head cannot be supported on a child's 

shoulders." 
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"Poorly or improperly taught in high school." (By 9) 

"Too often taught by inexperienced business teachers." ( 6) 

"Frequently taught by non-commercial teachers." ( 4) 

''More concerned in making a credit in high school 

than in making a reputation in business or life." 

"Know too little, or nothing, of related subjects 

and work." (By 5) 

If proper weight and significance of each reply could be 

ascertained it is highly probable that the next to the last one given 

would counterbalance all others, for, regardless of what is or may be 

said, the student is concerned in making his credit in a degree far 

surpassing that of his desire to earn a reputation in life. To the 

average student his career and the future mean but little to him - his 

credit towards graduating means all - everything to him - ar least in 

the great majority of cases. The author of this reply had looked be­

yond the limits of his office desk, or the confines of his office. 



WEAKNESSES OF COMMERCIAL HIGH SCHOOL GRADUATES 

AS SEEN BY THE BUSINESS MAN 

88. 

After ascertaining the objections, and the causes of 

their failure, it seems proper to locate their weaknesses. A 

graduate may attain a reasonable degree of success b~t skill 

have one or more weak points in his individuality. The following 

table sums up the weaknesses as seen by tm business men and re­

ported in this survey. 

TABLE XXVIII 

WEAKNESSES OF COMMERCIAL HIGH SCHOOL GRADUATES 

-~------------------------ -- ----~-- - - - - \V;aknesi.- - - - - - - - - - - - - - 7Number of- - - - -
__________ ..,.._ ____________ :re12l.i ....... es-'---. ____ _ 

English and punctua~ion. 

Penmanship. 

Spelling . 

Dictation. 

Knowledge of bookReeping methods . 

General office ability . 

Non-e,daptation to v.rork. 

Letter writing. 

Inaccuracy. 

Office practice and methods. 

Interest in vmrk. 

Personality - fr ankness •• 

Guardedness in conversation. 

Ability .to meet the public in office. 

Lack of desire to become familiar with 

vrork in office, or business. 

12 

2 

4 

5 

9 

15 

, 6 

6 

7 

5 

4 

4 

3 

7 100 



CHAPTER XIII 

,1'JHAT BUSDCSS EXPE!CTS OF THE COMMERCIAL 

HIGH SCHOOL GRADUATE 

A. Other than Technical Knowledge. 

89. 

That the high school may adjust)its operation so as to furnish 

the type of product demanded by the business world, it is necessary 

that the business world give an outline of its specifications in 

order that the school may shape and fashion its work accordingly. 

This was the intention of the writer when asking the question "What 

do YOU expect of a commercial student other than ability to pound a 

typewriter, take dictation or keep books?" Answers varied as the 

nature of the business varied, but as there are various kinds of 

business it is only just that each be given attention and its speci­

fications given due consideration. Some of the answers to the above 

question were as follows: 

"Show an interest in his work and the business." 3 

"Willingness to learn, and an absorbing interest in 

future advancement commensurate with results. 11 1 

"Honesty , integrity, common sense and application to," 1 

"General interest in the business." 

"To be able to grasp a business proposition." 

"Know how to meet and greet people, and to cultivate 

their personality ." 

"How to manage an office. 11 

5 

4 

3 

3 



"To use their heads and do the work according to 

diet at es of good judgment." • • 1 

"A fair degree of common sense." 

"To spell, figure accurately, and a knowledge of 

office routine." 

"Knowledge of commercial practice, business law, 

and civil government." (101 Ranch) 

"An understanding of what is expected of them -

care and accuracy in their work." 

"Adaptability to work assigned them." 

"An interest in business , ambition, disposition 

to study and to improve." • • 

"Use their co!Ill'!lon sense and ask quest:b ns no 

one knows it all." 

"Initiative and discretion - "Horse sense" 

"Initiative and executuve ability ." 

3 

2 

l 

1 

4 

1 

l 

1 

1 

"Ability to comprehend a business transaction." 3 

"To use s'.JUnd business ji.tdgment in handling the 

business, patrons and complaints." 

"Loyalty, integrity, honesty." 

1 

1 
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1/hile these replies cannot be classes it is possible to 

see a train of closely related ideas prevailing in the business 

world, most of which cannot be obtained from the printed text. 

Honesty, initiative, ambition, integrity, . interest, good judgment, 
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loyalty, ability to meet the public, tact and common sense being 

the dominant ones and are characteristics the business man hopes 

and expects to find i11 the commercial employee. 

Such characteristics cannot be acquired through pound­

ing a typevrriter, ta~ing dictation or posting books, but must be 

instilled through the personality of the teacher , through environ­

ment , and above all, through related subjects in the high school 

curriculum - Civics, ~conomics , Sociology , Office Practice , English 

and a love for good litereature. One may secure a business train­

ing - in one subject as bookkeeping, stenography or typevrriting -

in three or four months, but he cannot obtain the broader commercial 

education in that length of time . 

B. Related subjects. 

The business man a few years ago was satisfied if his book­

keeper was accurate in recording and posting the business transactions 

and sending out statements; or, it his stenographer was able to trans­

cribe her notes with a reasonable degree of speed and accuracy. This 

was all that was required of either bookkeeper or stenographer. No 

other knowledge was considered necessary or advisab le. 

From the study make in this survey, and its comparison with 

other state and national surveys of like nature, it is quite apparent 

that the business man has changed his ideas as to the qualifications 

and knowledge required of his office employees, and that he himself 

has been making considerable progress in this raspeot. His former 



technical employee can no longer meet his requirements but must 

be commercially trained and have a knowledge of ali related subjects 

which would broaden his field of knowledge, enhance his usefulness 

and increase his efficiency. Table XXIX shows results. 

T ABL.LE XXIX 

SUBJECTS WHICH THE BUSINESS MAN EXPECTS THE 

COMMERCIAL HIGH SCHOOL GRADUATE TO KNOW. 

---- ---------------
Economics . • 
Sociology. • 
Commercial Law. 
Civics. 
Spanish. 
French . 
German . 
Salesmanship. 
Banking . • • 
stenography. 
Cost Accounting 
Insurance. • 
Latin. 
Advertising • 
Auditing . 
Diet aphone. 

• 
• 

Shipping Clerk • 
Others not mentioned. 

English - how to 
speak and write it. 

• 

36 
20 
44 
24 

4 
0 
0 

64 
36 
60 
44 
32 
0 

52 
48 
16 
20 

8 

41 
23 
50 
27 
4.6 
0 
0 

72 
41 
69 
50 
37 

() 

59 
55 
18 
23 

9 

While few business men absolutely requires any one or more 

of these subjects he does expect the employee to have a knowledge of 

some of them. In fact some replies expected as many as twelve, while ·' 

the average expected a little more than nine, and two expected know­

ledge of all save French, German and Latin. 
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Worthy of consideration is the fact that a very large percent 

expec~ed knowledge of Salesmanship {721,), Advertising (59t ), Auditing 

(551,), Cost Accounting and Commercial Law each (501"), Economics (41%), 

and Insurance (37fo). 

None of these subjects have been considered within the field 

of business college or commercial high school course until within the 

last five or ten years and then by only the largest high schools in 

which it was offered as an elective vri.th very few students taking the 

work . This tends to show that the business man has surpassed the schools 

from which he has been supplied secretarial help. 

c. Business Man 's Preference . 

As every business firm has its preference for a certain line 

of go ods, for trading with a certain jobber or wholesale house, for one 

section of the c :mntry over another, so it is reasonable to suppose he 

has his preference of s 'lurces from which he obt ains his supply of busi­

ness help . Just as a merchant wou ld like to know which competitor's 

goods are preferred to his own, so we wou ld like to know wt, ether the 

product of the business college is preferred to that of the commercial­

hi gh school or vice versa, and why. If the high school is not turning 

out a pro du ct that stands the test of the business world then it is 

time that the C')urse of study, equipment, met hods of teaching or 

instructors be changed. The public - ~nd very largely the business 

man, supports the high school and has a right to expect a product that 

can be utilized by the public - the business man - in preference to the 
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of the business college . The question - "Which do you prefer - the 
commercial high school graduate, or the business college ~raduate , 

and ,ihy?" - was asked , c1nd the results are as shown in Table XXX . 

No information of like nature from elsewhere was obtainable . 

TABIE XXXX 

THE BUSINESS HAN 'S PREF~RENCE 

- - -, -Preference . 

Commercial high school . 

Business college. 

No pr eference . 

Total replies received . 

Firms. 

32 

64 

4 

u 

Percent 

33. 3 

66 . 7 

---- - ----- - ----- - --- ------- - -- ---- -- ------------- - - - ----- -- ------
So many varied and different repli es were received that 

cannot be tabulated in full , so are given in part , the more potent 

ones being given that we may the more clearly see or understand why 

the business prefers the one to the other . Preferring high school 

graduate, they are as follows : 

"Younger - not set in ways - more easily directed . " 

"Habits formed - they have to study in high school, 

but do as they please in the business college." 

"More apt to grow into the business." 

"Generally has more education - and more brains -

has usually studied something else along with his 

business .work." 

"Broader training - more than two or three subjects." 
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"Seems to be more thoroughly trained. Many business 

collages turn out graduates too fast and exercise no 

choice of students other than ability to pay tuition." 

"From the high school we often get '1Ur best students 

who were unable to pay tuition in the business college, 

but get it free in the high school and make better 

business men and vmmen in after life." 

"Because their morals have been guarded better in the 

high school - they 'drift' in the business college." 

PREFERRING BUSINESS COLLEGE GRADUATES. 

"Uore specific and intensive training, usually older 

and have better judg"l!ent." 

"Because of better general knowledge , better cultured 

mind , and more balanced character." 

"Best fitted for business." 

"Have more practical business training ." 

"High school graduates have usually taken the vmrk 

only for the 'credits' and really know very little 

about it when through with it." 

"Bec ause as a rule they realize the value of service , and 

hit the ball - not all theory with them." 

"He has specialized and no doubt has applied himself 

and derived more benefit from his studies than in the 

hi::;h school." 

"Training seems to be more thorough and practical ." 

"Because they are better trained." 



"Tl-iey knov, their work, and know they know it. 11 

"Are more ambitious to begin vii th, have an idea of 

what they want to do , and have the ' push'." 

"Our experience has been much better with the 

Business college graduate." 

"Generally more easily adapted to their v10rk." 

"Seem to be more thor:)Ugh in business training." 

"Usually they have grown up in an enviorment of 

activity and readily adjust themselves to it." 

"Because there are few persons graduated from the 

up-to-date business college, at the present time, 

who have not had at least a high school education." 

"The business college graduate has been through some 

pretty intensive work and is usually ready to settle 

dovm to business when he takes a position." 

"The high school graduate has usually taken his time 

about his \"' Ork, and is not 6eared to the higher speed 

expected of him in an office." 

Since most of the replies come from the larger cities 

and \'/here they have better business colleges, it is quite apparent 

they would have come in contact with a better class of business 

college graduates, while on the other hand the smaller tovms have 

c ome in contact with the local high school graduate who may have 

had meager training under an inefficient teacher and cannot measure 

up to the graduate of the better business colleges. 
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GRADUATES EMPLOYED 
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As more business firms reported from the larger cities 

than from the smaller cities more business college graduates are 

therefore employed . The total number was 537 . A summary of high 

school and business college gr aduates employed is shown in Table 

XXXI . 

TABLE XXXI 

SUMMARY OF COMMERCIAL HIGH SCHOOL AND BUSINJ;SS 

COLLEGE GRADUATES 

Class . 

High school graduates employed . 

Business college graduates . 

Firms preferring high school •• 

Firms preferring Bus . College 

Number 

1212 

537 

32 

64 

Percent 

69 . 3 

30 . 7 

33 . 3 

. . . . . . - -- - - ----- - - - -- - -- - ------ ---
This table show~ that 69 . 31, of the employees were high 

school graduates , although only 33 . 3fo of the employers preferred 

them . Local conditions and the r easons heretofore given show this 

is true. 

1.1.fhile several firms did not report the total number of 

employees , it is still possible to arrive at a fair conclusion as 

to possible results . Of the 100 replies received , Table XXV shows 

t hat 1212 employees were re?orted . Table XXXII shows results in 

another form and condition . 



98 . 

TABLE XXXII 

GREATEST NUMBER OF EMPLOYEES OF EACH CLASS 

---------- - - - - - ---------------Greatest number of employees High Business 
by single firm. school college. 
Largest number. Two firms. 65 50 

Second. Different firms. 63 4 8 

Third. Differ ent firms. 27 40 

Fourth. Different firms. 22 13 . . 
Fifth. Different firms. 14 12 . . 
Highest number of each . . . ' . 

employed by single firm. 48 . 22 . 
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CHAPTER XIV 

THE BUSINESS MAN AND THE FUTURE 

In considering the future in this instqnce three points 

were in mind:-

(1) The business man 's child and its education. 

(2) The future of business as it might be influenced or 

controlled by his preferred employee - male or female. 

(3) The future of the commercial high school as the business 

man would or might influence it. 

The first point (1) deals with the business man's child, 

while all questions heretofore have dealt with the other person's 

child. There the business man was given.ample opportunity to express 

his opinion, give his ideas and reasons. But here the matter is put 

squarely before him in his own case and interest, and tests his real 

attitude toward the two types of business institutions discussed here­

in. This question was asked, - "For commercial training would you 

send YOUR child to the private business college or to the public 

high school and why?" Talbe XXXIII gives the results. 

TABLE XXXIII 

PREFERENCE FOR HIGH SCHOOL OR BUSINESS 

COLLEGE TRAINING 

Where send his child. : High school: Bus. College 
: Number: Percent : Number : % 

Business college. 

High school. 

Replies received. 

• • 

as 

52 59.1 

36 40.9 

=~================================= 
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As the replies in this case cannot be tabulated, a 

number are given below, from which a general conclusion may be 

dr awn. 

REAS ONS FOR FAVORING THE BUSINESS COLLEGE 

"More is accomplished by specialization. Would have 

him complete high school and then go to business 

college." 

"More specific training - would be older and 

have better judgment - less liable to be wrongly 

influenced." 

"Better business training - more intensive." 

"Best field for business - good atmosphere." 

"More condensed - more intensive." • 

• 

• 

• 

• 

• 

• 5 

l 

3 

2 

3 

"Because of intensive, practical teachi ng there." 1 

"Closer application and specialization." 3 

"Instruct ion more thorough and practical." • • 2 

"Experienced and practical teachers, better work." 2 

"Better training - better teachers." • • • 3 

"Get more they can use and less they cannot." • 3 

"Because it broadens them in a business way." ' • 1 

"Better teachers - better methods." • . • • 5 

REASONS FOR FAVORING THE HIGH SCHOOL 

"A more practical course of training dealing with actual 

business instead of theories." (From high school in 

large city.) 

"Gets a broader education in the large high school." 

"Because of attraction and social traini ng."(College town) 
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"More thorough instruction." (Large city high school) 

"Course is more complete." (Large city.) 

"Under rigid high school discipline." 

In every instance where reply was favorable to the high 

school the individual resided in a large city where they had com­

plete commercial course in the high school and where the work pro­

bably was of better quality. 

(2) The second point will necessarily involve the question of a 

difference between the sexes and t ·he demands for each in the busi­

ness world. Some information and statistics will be available along 

this line. 

DIFFERENT DEMANDS FOR BOYS AND GIRLS 

Much has been said and ,.,vritten regarding different require­

ments for boys and girls. It is frequently stated that their train-

ing in the office is different because of sex. The boy is trained for 

managerial and executive positions; the girl for clerical, secretarial, 

stenographic and typing which are "blind alley jobs" with little chance 

for promotion. This study does not go into this phase of the question 

very deeply. However, the following questions were asked to get some 

idea of the business man's attitude toward the two classes of employees: 

In Lyon's Education For Business(ii find this quotation, "Gen­

erally, if you can say a boy has pep and the girl is quiet, you have 

satisfied the business man.? 

(1) Do you agree with this statement? (2) Why? 

Table XXXIV shows the results obtained from replies. 

(1) Lyon-page 162 
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TABLE XXXIV 

BUSINESS MEN'S REQUIREMENTS OF BOYS AND GIRLS 

----------------------------------- - -s-t'ai"eiiient- In1,Y'0N' 7 - - - - - - - - - Numoer : P'ercen-t' - - - -

Agreeing with the statement in Lyon. i 25 . 29.4 . . . 
agreeing with statement in Lyon. 60 

. 
70.6 

. 
Not . . . . . . 

: : : 

Total. . 85 100. 

- - - - - - - - -- - - ------ - - - - - - - - - - - - - -
As the reasons cannot be tabulated a few of them are given 

verbatim, those agreeing with the , statement being given first. 

Reasons for Agreeing with the Statement 

"The exception may be greater than generally would be im­

plied. If the boy directs his energy aright, and the 

'quiet' girl is not lazy, they generally "get ahead." 

"Both add to their ability and ma.k e for better employees." 

"If they have these traits you can teach them t he rest." 

"The business man can train technic ally if they furnish 

the foundation." 

"The trouble usually is that the boy has too much pep." 

"If the girl is not quiet she is a very poor excuse for 

an office employee, for if not quiet she is apt to be 

g iddy,, insincere, the thoughtless and uninterested in 

work." 

"The quiet girl does more work - the t alk ative one makes 

too many mistakes and loses her position." 

"The quiet girl thinks deep and seriously - the noisy one 

shallow, if at all. 

"If the boy doesn't have pep he is a laggard and gets no­
where." 



Reasons not agreeing with the statement. 

"It has little application to business." 

"No difference in sexes." (By 10) 

"We want intelligence - not sex - as a foundation." 

"It ta.l{es more than quietude to make a good business 

woman of the office girl." 
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"Brains and application - not pep and quietude - win ." 

"Both need pep and initiative." (By 4) 

"Life and action - sobriety and seriousness - counts most. 11 

"Pep should be backed up by brain that either is or can 

be developed further." 

"The trouble is usually that the boy has too much pep . 

Very often the girl is too quiet. A business man wants a 

girl who is not afraid to speak up, and who cannot be 

bluffed . He wants a boy to have enough pep , but not 

too much. Too much pep usually leads to bluffing and 

sooner or later to looking for another position ." (By a 

Woman) 

Additional information was desired as to whether the busi­

ness man believes in subordinating the girl in her work while promot­

ing the boy, and the following questions were asked , - "Do you prac­

tice the plan of holding the girl back while promoting the boy, and 

why?" Table XXXV shows the tabulated results, together with a com­

parison with A Survey of Commercial Education in the Public High 

Schools of the United States by Lyon. (l) 

(1) Lyon - Educat ion for Business, 1922, page 161 

( 

i 



TABLE XXXV 

DIFFERENT DEMANDS F'.)R THE SEXES IN 

COMMERCIAL OCCUPATIONS 

Number practicing plan of promot-
ing the boy while holding the 
girl back . 

Number not practicing the plan . 

Number practi ci ng plan in part 

survey of 66 large cities of u. s. 

Number cities favoring boy . 

Number cities favoring neither 
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. 24 28 . 6 . 
44 52 . 4 

. 16 19 . 0 . 
: 

42 63 . 4 

24 36 . 6 

--------------------------------- - --------------------------------------
This shows that far more preference is given to the girl 

in this survey than is shown i n the survey of the 66 large cities of 

the United States , but th i s may be due very largely to the fact that 

in this surv~y only high school or business college graduates were in­

cluded , while in the survey of the 66 cities all classes were included . 

Again it is seen that as the more important positions are filled the 

boy i s given no preference over the gir l, showing that ability and 

qualification constitute the basis for promotion . 

~s s~me replies given might afford food for thought a few 

of them are given, as follows : 

THE BUSINESS MAN ' S REASONS FOR HAIG JG DIFFE1ENCE B3T.'1JEEN THE 

"Because girls get married and quit . " 

"Girls use business as a steppingstone 

to matrim:my . " 

• 7 

3 



"The boy is training for a lifetime -the -

girl for matrimony ." 

"Girls do not stay long enough to get the 

idea and are more prone to change because 

of some friend she would rather be wit h . 

Girls do not take the knocks and bumps like 

boys do - they are by nature more easily 

hurt. " • 

"Our business necessitates boys to a cer­

tain extent • " 

"The ::;irl wants the salary - the boy '.'r:onts 

promotion." 

""'.}irls not precocious enough - wont forge 

ahead in business." 

"In the administrative and 1ore im:_:iortant 

:,ositions in life man naturally prefers 

to transact business with a man . 11 

''B 'J ys are 0xpec+ed to 6ro\'1 up dth the 

business - .;irls to remain unt il they 

dro'-: off into -'-he sea of matrimony ." 

"I'usiness demands initiat ive - girls do 

not have en'Jugh of it." 

• 1 

1 

1 

5 

1 

1 

1 

THS BUSDCSS 1~1\N 'S R'S 1',SO JS F0'.1 MAKIFG m DFFERE:t-TCE BE-

105. 

11=: n.ch ho.s equal chance vrith us - srnne salary for ::;o.me 

,,ork for each. 11 ( By firm employing 65 high school 

graduates .) J. 



"'.'!e promote for efficiency alone - not 

bece.use of sex." • 1 

"Fo difference if they do the v:ork as rrell . 11 6 

"Women should have just treatment, but should 

be favored in business because of sex." 1 

"" e give both an equal chance as far as 

possible. 11 (Employs 48). 1 

"If the girl does the work she is entitled 

to promotion." • 1 

111/'!e promote for efficiency regardless of 

sex." 1 

"}irls appreciate promotion more than boys 

do . " 1 

EUSHESS IlSN 'S SUGGESTIONS FOR THE BETTEREENT OF COI:1J.CR 

CIAL F.DUCATION nr THE HIGH SCHOOL 
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Previous tables show what the business man has been get­

ting , his degree of satisfaction, e.nd ,,hat his desires , so it is 

only proper that his suggestions for changes or improvement be 

given consideration. A few of the leading ones are given below: 

"Give us more PRACTICAL work . " 9 

"More PR '\.CTICAL APPLICATION. Host graduates 

are lost when they begin their first job . " 1 

11 A more practical course of training deal" ng 

with actual business methods instead of with 

so much of theory." • • 1 

"Strict application to duty and ,1ork . 11 3 

"That teachers be graduates of reputable 

business colleges . " 6 



"Hore efficient teachers - more thorough work. 11 

"More complete course - better teachers ." 

"Better teachers - more importance attached 

to the work. 11 • 

"The teaching of business ethics and emphasis 

on service - Service - that is demanded by 

modern business." • • • • • • 

"Better teachers, e.nd require all teachers to be 

graduates of higher institutions." 

"Make the course more complete, and give the 

same tests as the business college does ." 

"Cut out a lot of useless stuff and give more 

time to useful ones - better teachers." 

"Include a course in such lines as railroads, 

telegraph, telephone, express, commercial 

industries." • 

"More experience in business, more practical 

teachers and methods ." • • • 

"More attention to business - less time and 

attention to the 'getting' of credits in the 

high school." • 
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5 

5 

2 

1 

1 

1 

1 

1 

1 

1 

Throughout these suggestions there runs a plea for better 

• teachers and more practical work. The business man is rot a teach­

er, but seems to know what is lacking when he puts the graduate to 

work in his office. He believes the student has not been given 

practical train i ng, and that he has been taught by inferior teachers 
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who are inexperienced in business . 

His third plea is for an extended and more comprehen­

sive course , something more than ability to take dictation , 

manipulate a typewriter , or make an entry in the daybook . He has 

indicated some of the causes of failure on the part of the gradu­

ate to measure up to expectations . 

In the next chapter we will summarize what the business 

man wants, and what he is getting , together with some comparisons 

and conclusions . 
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CHAPTER XV 

WHAT BUSINESS SAYS IT WANI'S 

In preceding chapters it has been shown by tables , a~d 

from statements of business men , what business wants , directly and 

indirectly. In Port One of this thesis it was shown v1hat was being 

prepared and offered to business . In this chapter some comparisons 

will be made through tables in which these two factors - the school , 

and business - are contrasted from the standpoint of the business 

man. 

A comparison of vrhat the high schools are offering through 

the graduates , and what the business world is using as evidence by 

what it employs, is shown in Table XXXVI . 

TABLE XXXVI 

PREPARATION AND EMPLOYMENT BY SEXES 

- - --- - - -- - -------- - - - - - Ma 18 s - FeMalaS Number now being trained 
Number : % : No . · % 

Commercial students . 

Graduates now employed . 

2302 : 39 . 5: 3523 

874 : 72 . 1 : 338 . . . . . . . . 

60.5 

27 . 9 

- - -- - ------ - --- -- -- -- -------- - - ----- - ---------- - - -- -- - ----
This table shows that the business vmrld wants one thing 

but is being given another. There is a wide difference between the 

percent bej ng trained and the percent now be i.ng employed as the 

table shows , for twice the per cente.ge being prepared are already 

employed . But with the females the results are more than reversed . 

There is either an extreme demand for males , or else n very large 

percent of the girls never enter upon such employment when leaving 

the high school . This is shown in another way in Table XXXVII . 
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TABLE XXXVII 

SURPLUS AND SHORTAGE IN TRAINED AND E:MPLOYED 

--------------------------------------------====----
Surplus or shortage. 

Excess in training. 

Shortage in training. 

: Males. : 
: Percent.: 

. . 32 . 6 

- - - - -

Females. 
Percent. 

32. 6 

. . --------
This excess or shortage is based upon the actual difference 

between the percent being trained and now being employed, which may 

not be a true comparison, one with the other, as the base in each in­

stance is different . 

The five leading occupations in business as reported, with 

specific lines of training are shown in Table XXXVIII. 

TABLE XXXVIII 

, LEAD ING OCCUPATIONS AND TRAININGS 

-------------------------------==== 
Occupation and training. : Trained: Employed: 

-----------------------------------
Bookkeeping. 

General Office Work. 

Clerk - skilled, technical. 

Stenography-typewriting. 

Salesman. 

Order and Billing Clerk. 

Typewriting alone. 

2s.2fo 

(1) 

(1) 

24.7 

(1) 

( 1) 

22.4 

20 .11, . . 
1 8.7 

17.5 

15.9 

7.0 

4.6 

3.3 

-------- - --------------------------------------------------------
This shows that in but three instances, bookkeeping, steno­

graphy-typewriting, and typewriting alone, is the training given what 

the business worLd is wanting , and in each of these we see a very large 

(1) Numbers not' reported. Work, if given, is in connection 
v1ith other work. 
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excess i n the number being trained as compared wit h the number of the 

same specifictraining now employed . For this reason , then , we should 

expect the business man to be well satisfied with what he is getting 

since he has a large percentage from which to make his selection. 

i'fuether thi s be true or not is partly shown in Table XXXIX, for i t 

shows the degree of satisfaction as expressed by the business men in 

this survey . 

TABLE XXXIX 

l!:FF:j:CIENCY OF THE COMMERCIAL HIGH SCHOOL GRADUATE 

AS EXPRESSED BY THE BUSINESS MAN 

------- - -------- - --------------- - -----------------------
Degree of satisfaction . 

Satisfied . 

Not satisfied . 

Not always . 

Fai rly well . 

• 

No reply - indicated by "?" 

- ----- - -----~--- ~--

. . Percent. . . 

33 

27 

9 

6 

15 

From these replies it is evident that but 33fo of the business 

men are satisfied and consider the conunercial high school graduate effi­

cient and capable of do~_ng the v10rk expected of him . The reasons cannot 

be tabulated , but the greatest objection urged i s that of inefficien-cy. 

that they do not know their work a..~d are not suff i ciently well grounded 

in it and business principles in general . 

The next conclusion to be drawn is that they have been t aught 

by inefficient and inexperienced teachers, and that they do not compre-



112 . 

hend the seriousness of their new relation . 

In summarizing what the business world wants in addi tion to 

specific courses in bookkeeping , stenography and typing , and contrasted 

with what it is getting , Table XL gives the results , showing the percent 

of each occupat i on wanted , t he per cent of schools that requi r e it in 

their commercial course, c.nd the percent giving it as an elect i ve . 

TABLE XL 

SUBJECTS W!-IICH THE BUSINE:SS WORLD EXPECTS THE COMMERC I AL 

HIGH SCHOOL GRADUATE TO KNOW SOMETHING ABOUT 

Subjects . : wanted by : Taught in school 
: business : Requi red: El ective . --------- - - - --------- - ----------

Salesmanship . 72% i.s1o . l . ~ . 
stenography . 69 70 . 3 29 . 7 

Advert i s i ng. : 59 o.o o.o 

Auditing. . . . 55 o.o o.o 
. . 

Commer cial Lr.w. . . 50 37 . 0 33 . 3 . . . 
. . . . 

Cost Accounting. . 50 o.o o.o . . . 
Economics . 41 1.8 . 73 . 1 . 

. 
Banking . 

. 
41 o.o 3. 7 . . . 

Insurance . . . 37 o.o 0 . :) . 
Ci vi cs . • • 27 o.o 33 . 3 

Sociology . 23 o.o 18 . 5 

Shipping Cler k . 23 o.o o.o 
- - - - - ------ - --

Average . 47 . 3 10 .0 . 16 . 1 . 
---------------------------------------
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An analysis of this table shows that for these twelve sub­

jects which the business men expect the commercial graduates to know 

S0!'.1ething about, the average expectation of the business man is 47 . 3 

1,, and that but lOfo of this work is required in the high schools, or 

rather is offered by but lOfo of them, and that only 16.11, of the 

schools give it as elective. No figures were given showing how much 

of the elective work was actually being given this year . Truly the 

business world is disappointed . 

The very great expectation for Salesmanship shows its im­

portance in the business world. This subject is remarkable in two 

respects - it stands highest in the expectations of the business 

world , and also stands lowest in both the required and the elective 

work now actually offered by the high schools , though there are some 

which are not offered at all. 

Advertising is another which is high in the expectations of 

the business world although it is not offered in a single high school 

reporting in this survey . It would seem that this table should re­

ceive the most thoughtful and serious consideration of the commercial 

teachers of the state, for as "coming events cast the:i.r shadows be­

fore them, 11 so does this list cast its light in the direction in which 

the business world is drifting . In all candidness , it is a rather 

serious matter when tm high schools are requiring but 10~ of tm work 

expected by the business world through the graduates, and offering but 

16.1% as elective . Tradition has fastened itself upon us . 



114 . 

CHAPT3R XVI 

C ,0 NC LU SI ON S 

AS TO THE COMMERCIAL ':/ORK OFFERED BY THE HIGH SCHOOLS 

That the business man is justified in criticising commercial 

work offered by our high schools is very evident for at least reasons: 

(1) Inefficiency . Confining criticism to the work in bookkeeping, 

type·writing , stenograrihy and commercial arithmetic from the adopted 

text, it is very evident that the work is given in a desultry and hap­

hazard manner in too many schools . In support of this criticism I 

would refer to Table XII, page 34 in v1hich is sho\7!1 the year in which 

a certain percent of the schools are giving this work as reported in 

this survey, the year in which it is supposed to be given as provided 

by the Course of study recom.~ended by the State Board of Education, and 

al-so the year in vrhich the same subject is given in the Oregon Course of 

study, tle latter be·L ng based almost wholly upon the recommended course 

planed by the :rational 2:ducation <\ssociation. Yigures there clearly 

show that much of the i."Jork is f;iven at r".ndom 9.nd at a time •;rhen r,ost 

convenient for the sturlent to r.iake a ' credit ' rather than a reputation. 

In further support of inefficiency it is only necessary to 

note the tir.ie s':'lent on these f·nr subjects, for ... he rate i:J.t which ··10rk 

:is perfor·-ned i s usua.lly indic~.tive of its efficiency w:ien a prescribed 

time is indicated and the work performed in half of that prescribed 

time . In the following table is shown the percent of schools and the 

length of time required for each of these four subjects as found by 

t!1.is survey , ~nd compsred ·:.1th that of 2, survey of high schools in the 

'Jnited St at es "13. e by Lyon. ( 1) 



rr !LIE XLI 

- Time- - :3°oqklc eeping :T'ypei:T:iting: Stenography: ".:"ofrr:iorcial -=-
in : ' r' : <! e1,~ : 4 .. :~~ithn:etic : 

years. :okla.: u.s.:6kla.:u.s. :Okla.:u.s. :Okla.: u.s.: 

One-h3.lf 

One yeor 

II 

TY!O lf 

II 

Three" 

II 

Four " 

1. .o: 3.3: J.·o 

68.0: ll.5:7C.O 

12.0: 1:).3: 4.0 

1(, .o: 49.5:12.0 

'.) .o: 5.7: J.O 

.3 : 9 .5 .'.3 :72.7 :31.5 

13.4:Cl.9 •. '7 '7 
• I • I 

5.4: 4.3: 4.3 

48.2: '.: 3.B :63.9 

6.0 

:27.3 : 6 3.1 

2.c 

1.7 

J.J 

J .J: 14.J: 0.0: 19.G: J . J 9.4 

J.O 

J.O 

).J J.J 

.9: o.o 

3 . 6: J.J 

.8: O.J 

1.7: 0.J 

0.) 

O. J 

Average percent of work completed f..irst year, Okla.:31.5 

.~verage percent of r:ork cor:iploted second year,u.s. :35.3 : 

--------- -- -------- ---------- - -- -- -- - ------------- - - - - - - - - .. . 
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This table shows that Oklahoma is devoting but half time to 

these subjects . It is seen that. 68;~ of the schools in Oklahoma devote 

but one year to bookkeeping, while 49. 5;, of the schools in the Lyon 

survey devoted two years to it; that 76i of the Oklahoma Schools de­

vote one year to typewritine;, vrhile 4S . 2~ of the United States devote 

tvm years; while for stenography e.nd arithmetic is even as bad . 

(2) Grade in which work is given. 

'::'hat the .time or grade in which the wor k is given is an im­

portant factor cannot be denied , for no academic teacher would think 

of giving English Litereature in tl:e freshman yeer , or Plane Geometry 

(1) Lyon - :Sducation for Business , 1922, page 433 . U. S. 
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either; nor would Houseplanning or Eillinery be given to first year girls. 

No one would think of it nor consent to it. .And yet , far greater 

variations are seen in tre commercial work, for we see senior subjects 

given to freshman classes without hesitation or thought of tre consequence . 

By reference to Table XII, page 34, it is seen that the Fresh­

man year is carrying 13. l~ of the commercial vJOrk Vlhile our recommended 

C.Jurse of study gives it but 5. 88fo. This is placing more than three 

t .:.mes the work upon the freshman student that he is supposed to carry of 

the commercial work . 

By this table it is still further ohserved that on an average, 

68fo of the commercial vork is given out of its prescribed time and grade 

in Oklahoma. There is but slight difference between giving seventh a.mi 

eighth grade work to fourth and fifth grade pupils , and that of giving 

senior and junior subjects to freshman and sophmore students . Such 

irregularity cannot produce the best results , nor can we hope to see 

our schools sending out strong students to the businessman until our 

cormnercial v10rk is as firmly established , and as highly respected, as 

that of the regular academic work . The amount of required 1··ork, and 

the amount~~ is more definitely shorm in Table XLII . 

In planning a course of study the laws of mental growth and 

development are kept in mind and the more difficult subjects placed in 

the later years . Also, it is well knovm that certain subjects require 

a foundation - a certain amount of prerequisite work , and for this 

reason certain subjects are reauired to be given in certain years . 

Whether this has been done , end the laws of mental growth and develop­

ment observed , in giving the work in this state is shown in Table XLII . 
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T .\BLE XLII 

AMOUlIT OF RO::QUIRED WORK IN THE COMMERCIAL COURSE FOR EACH YEAR AS 

PROVIDED IN VARIOUS COURSES , AND THE AMOUNT GIVEN 

BY THE SCHOOLS LISTED IN THIS SURVEY 

---------------------------------------- - ----- - - - --- - ---- ----- ----
Course of study . :Fresh . Soph . : Junio r : Senior: 

• "' 4 --------------------=--~ -----"-· 
National Education Association: 
Bookkeepi ng Course . 12. 5 18. 75 15 . 6 18. 75 . 

stenographic 12 . 5 18. 75 18. 75 18. 75 
. 

Saine , Course . . . . . . . . . 
Oklahoma Cour se . . • . 6. 25: 6. 25 6. 25 6. 25 . . . . . 
Average in thi s sur vey . • . . 18 . ~2 : 22 . 64 34. 47 24 . 47 

(1) 

(1 ) 

( 2) 

------------------------------------------------------------ ----------
( 3) Lax Regulations . 

Another cause of i nefficient wor k is that old lax regulations 

concerning required and elective sub j ects . The Oklahoma Course has but 

one required sub j ect ; namely , Engl i sh in the first three yea.rs . All 

others are el ective . The recommended work is disr egarded in more than 

fifty percent of the schools and other whol l y unre l ated work given, is 

no regularity in this respect is shown by the varying number of requir ed 

sub j ects i n the school s reporting in this sur vey . These r es~ilts are 

shown in Table XLIV . 

(l) Lyon - Edu cation for Busi ness , 1922 , page 552-, 554 . 

( 2) Ok l ahoma High School Manual, 1919, page 11- 12 . 
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PERCENTAGE OF SCHOOLS 1:ITTH NUMBER OF 

REQUI R~D SUBJECTS 

ll8 . 

---------------------- - -----------------------------------------------

B. 

Number of subjects required. 

One subject required . 

Two subjects required . 

Three subjects required . 

Four subjects required . 

Five subjects required . 

Six subjects required . 

Seven subjects required . 

Eight subjects required . 

ine subjects required . 

. 

Iumber of schools re:Jorting . 

As to Teachers . 

• 

. 

Percent of 

5 

15 

15 

25 

15 

10 

5 

5 

5 

108 

schools . 

!4 

Another very potent cause of ineffic i ency is that of unqualified 

teachers due to lack of standard qualificat i ons . As poi nted out in pre­

vious pages we have no legal qualifications for commercial te achers, 

other than regular academic work, and the on~y approach to any require­

ment is the recommendation of the State Department of Education . · · 

The Oregon Course has 12½ required units in the bookkeeping 

course , and 14 in the stenographic c Jurse . The course recom.mended by 

the }Tational Educational Association requires 10+ in the bookkeeping 

cour se, and 11 in t he stenographic c ,Jurse . Also, in each of these courses 
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all electives must come from a strictly related source and all these 

electives are desi3nated , from which the student must "lake his elec­

ticms . The comparison in :,ercentage ,of the required and the elective 

subjects is shovm in Table XLIII . 

TAB LE XLIII 

Course and work . 

National Educational Asso­
ciation - Bookpg . 

Same - stenographic. 

Oregon Course, PoJkkeeping . 

S a;:1e - '."'t enogr aphic. 

Oklahoma Course . 

-------------

- - - - -- - - - -
:Required 
tpercent. 

90 . __, 

93 . 75 

78 . 12 

37 .5 

6. 25 

- - - -

- - - - -- - - - -
'Uective . . 
Pere ont . : 

9 . 2 

v ■ 25 

21. .38 

12.5 

93 .75 

- - - ----------- ---------- - - - -
'T'his table sho·:1s vrhere Oklahonn. st 1mds relative to the amount 

of re1uired work in the commercial course . 3 lcctive •,•mrk is all risht 

if elected fron related subjects, but ·.1hen elected at random and with­

out any rer;~.rd to these or to vocati:rnal •·:ork it freq·1ently becomes use­

less 2nd 1:1orthl ess other than to meet the required number of units for 

.;rc.duation. Since our course offers but one re qu ired sub-teachers ,ire 

free to re qu ire •11h2.t +hoy prefer. That there follows : (1) "'~'-le St ate 

rie::-iart..,ent of ---:d,1cs.ti:m rec ,r.imends that only teac 110rs wL.o 0 re £rc.·'1t::i.tes 

cJ_1ir1e ?+ l.')""'t t"relve semestnr hours in special preparation and study of 

(1) Oklahoma Eigh School m,.nual , 1919, n::ige 12. 
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the content ,md peda6ozy of the subject to be ta.ught . Jo tee.cher 

should be employed in the hie;h school ,.-:ho is not a graduate of a 

:::t~;1--l- rd collebe 1.:ork above s. f.,ur :rerr :1ibh sc:·,ool criurse . ';he sta.-'-e 

'"igh Sc:1oal Scrti:ic"ta is -'-:1& ~Jini'1nn ." (l) 

!r,i;h sc:1aol. In fact one school i;1 the ;'Jrth CenJ:ral :.ssocia-t:.on of!'ers 

2 full c0;.1::10rc:i..r~l c:mrsc bcit rep0rts th:;t the hc:::.d of t~1e dcpcrtwr.t is 

not s. gradu,.to of business collebe , normal s::~001, c::.illef;G ror univer-

dty, but ·::ith some college ·,:ork and one t ,:irm in r.. s,Y.11 y-d.vate busi-

ness oollege . T.is teacher ~ay ur ~ay not be do~ng efficient vork, but 

it is quite evident that many arc not t:.nd that the stand:i.rd is very lor: 

in -tl1is sto..te. 

C. st 8.Yldardizdion. 

The ·,vork should be st'J.ndardizcd · s to the requirerl end elective 

subjects . ·:'e must have 2. stronger required course; rhould h ave S:?eci::i.c 

r::~:nd.-rd len,;th of time to be devoted to each s.ib ject; should have long­

er time on the avern.ge devoted to each subject; ::hould l.'1&.ke a credit in 

a col'll!lercic,l sub ject ncan the srune in ol l school::: of the stc1.te . 

,.,hat our required course is i."Ieak is evidenced by the fact 

th8t ::;n...,1:5.:::;h is the only r,ubject re c:uircd , -::.11 others being elective . 

·:1hat can be expected from such a commercial course as this? If the 

electives ·:1er e fron those r:hich business wants they \1ould. 1:,i0et the de -

r:icnds . 

(1) Oklahoma :-!igh Schoo l I.I:mual, 1Jl9, page 12 . 
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That OJrlahoma is hold; ng to her reputation of going at 

breakneck speed in comr.1er cial aducs.tion ;S in other respects is 

cle2.rly shown by Table XLI, pr>be 111 this survey, \·:hich shows that 

t 1-ie high schools of Jklahoma hre completing practically as much wor k 

in one year as the general average of scho'Jls for tJ-e United States 

are completing in two years , for the average amount completed in one 

year is 81.3; v1hile that for the United States is 85 . 3~ for two ye"Jrs . 

• 01'hat can we expect ·2hen going at S:.lch speed? 

J . :~s to the Business !:an . 

P.n an&lys i s of the business ne.n ' s side of this survey indi­

cates decidedly that he is not pleased ·;rith the c)m..'7lercial high school 

nor its product . He gives some strong evidence in support of his views , 

some harsh critid sms, and offers some valuable sugc;estions . He con­

siders teachers inefficient , work not intensive enough, is not practi­

cal , the graduate too young , ~,nd knows entirely too litt le of related 

vro r k . 

I n stenography and typewriting , 2nd in a measure in bookkeep­

ing , the high school graduate renders a reasonable degree of sat i sfac ­

tion , but his field of knowledge of rele.ted subjects is so limited that 

he fails to satisfy the business man who has someth · ng more than this 

mere routine work to bB done . That he selects 64; of his commercial 

help from the business college product which comprises but 43~ of the 

available supply further indicates his displeasure . 

The commercial high school sells its product to the business 

man 8..nd depends upon him for existence . If this support is ,,ithdravm 

the high school must close its corunercial department . Su ch action ca.n-
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not be considered. If the c ::munercial hi8h school is to continue to 

exist it and fulfill its mission it must give a'-tention to the de­

mands of business and so arrange and rearrange its course of study 

as to enable it to turn out a product which will be 10ot in demand 

by the business world . 

The business man wants greater efficiency, more practical 

work , and more related subjects taught, and additional knowledge on 

the part of the employee. ::e prefers business college graduates to 

the high school graduate . By far the greater percent of business 

men make no sex distinction in employment or promotion , and are rapidly 

getting away from the plan of strict bookkeeping and stenographic work 

to one of general office management and administr ative work fort~ 

em?loyee . 

E. The Small High School. 

There is little hope for financial relief for tbe average 

small high sch:Jol. Hence, the next and perhaps the only relief will 

have to come through college and university graduates with com.~erciai 

training , ma~ing them combination teachers who can devote a part of 

their time to commercial instruction which should then be as efficient 

as that given in the large high schools. It is imperative that v:e have 

more and better commercial teachers if our commercial work is to survive 

in the high school , for with the ever-widening ~.nd increasing demands 

of the modern business world the high school must develop rapidly. 

Business cannot get commercial relief from tre business college 

since it trains for technical business and not for commercial ,mrk . If 

the high school fails to take advantage of its golden opportunity, the 
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private business college, the vocational school, part-time schools, 

cooperative school, cor poration school and industrial school all now 

develo ) ing so rapidly - will have to take over the corJillercial v10rk 

and train our young people for commercial occupations . The world 

looks to the high school and is proud of it; the business man supports 

it and expects a usable product . Will the high school be true to its 

trust and measure up to expectations ? 

We must break away from the time- honored tradition that a 

commer cial education is the ability to \iTite 100 words a minute or to 

make a profit and loss statement . It is the commercial high school ' s 

opportunity to show to the business world that it is actually doing 

something in return for what it pays . 



APPENDIX I. 

Oklahoma City, Oklahoma 
Dec. 11, 1923 

Mr. Avery L. Carlson 
A. & M. College 

Stillwater, Okla. 

Dear Mr. Carlson: 

I have your letter of December 7 relative to 

the proposed study to be made by Mr. Frost, candidate 

for Master's degree at the Oklahoma A. & M. College, 

surveying commercial education in the high schools of 

this state by means of a questionnaire. 

I approve this project heartily. I am sure that 

the commercial instructors in the various high schools 

will gladly furnish the necessary information, inasmuch 

as the results of the study will be of benefit to all 

superintendents and principals of the state, and 

especially to the commercial teachers' section of the 

Oklahoma Educational Association. 

Very truly yours, 

M.A. Nash, 

State Superintendent. 

124 . 
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Oklahoma City, Oklahoma 
Dec. 15, 1925 

Mr. E. M. Frost 
Stillwater, Oklahoma 

Dear Friend Frost: 

We have accredited bulletins for only four years 

back. You may be able to get some old ones from the 

University. 

As we have no one to compile statistics the only 

way I know for you to get the number of students studying 

commercial subjects for the pa.st four or five years, is 

to come to this office and go over the records yourself. 

Our files are not quite complete, but near enough to 

give you a fairly good idea as to the extent of the work. 

Very truly yours 

E. E. Tourtellotte 

125 . 

Chief High School Inspector 
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Norman, Oklahoma 
Dec. 13, 1923. 

Mr. E. M. Frost, 
Stillwater, Oklahoma. 

fey" dear Mr. Frost: 

I have received your recent letter asking for 

information on the Commercial work done in the High 

Schools of the State and I am very serry that I must 

write to tell you that we have no information on this 

subject. 

I hope you will call on us at some future time 

when we may be able to give you better service. 

Very sincerely yours, 

Elizabeth Andrews, 

Secretary Department of 

Public Information. 

126 . 
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OKLAHOMA A. 8c M. COLLEGE 
School of Commerce and Marketing 

Stillwater, Oklahoma 

January 5, 1924 

Dear Co-Worker: 

Will you please give me a few minutes of your busy 
time? I have spent many years in the schoolroom in this 
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state and am well aware of what TIME means to tb_-e busy 
teacher. However, I have nothing to sell. Instead, I am 
working in cooperation with the Oklahoma Agricultural and 
Mechanical Col lege through the School of Commerce and 
Marketing -- and at the request of the officers of the 
Commercial Section of the Oklahoma Educational Association, 
and also at the suggestion of State Superintendent M.A. Nash­
on an investigation of the Commercial work offered in the high 
schools of this state. 

Information on both the quantity and quality is 
sought. A similar study is also being made as to the demands 
the business men make of the graduates of our Commercial 
Departments. Our purpose, then, is merely to gather reliable 
information which we hope to use in pointing the way to more 
efficient commercial ~ork in our high schools. We hope to 
find the w.eak piaces; and also to ascertain what the business 
world demands from our schools, that greater efficiency may 
result in this part'icular line of work. 

Will you kindly fill out the enclosed questionnaire 
and return to me at your earliest convenience, a stamped 
envelope being enclosed for reply? I shall be glad to send 
you a summary of the results, if you are interested. Thankst 

Very truly yours, 

E. 1111. Frost 
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!UESTIONNAIRE 

For a Survey of Commercial Education in the 
High Schools of Oklahoma 

12 a . 

1. Name of high school __________ H. S. Enrollment __ _ 
2. Is full Commercial Course offered? ------5. Required subjects :Recitations pr. wk:No. in class 

in Com. Course :Yr:Wks:Th 1 ry:Min:Lab:Min:: Boys:Girls: . . . . 
4. Elective subjects: 

in Com. Course 
. . 

. . 

5. Underscore subjects given, indicating after each the year in 
which it is given in your school. 
Commercial Geog Commercial Law ___ Commercial Ari th __ _ 
Sociology _____ Economics _____ Civics ______ _ 
Spellin ______ Business English __ Industrial History: __ 
Penmanship _____ Bankin _______ 'fypewriting ____ _ 
Office Practice ___ Stenography ____ Com. papers and 

Business Forms. __ _ 
6. How much English do you require in full four-year Commercial 

Course? ---------------------------7. How much and what foreign language is required in your 
Commercial Course? ----------------------8. Reasons for offering this commercial work in your high 
school? __________________________ _ 

9. Does this course qualify your students to do what the business 
world expects a high school commercial graduate to be able to 
do? · What changes do you think would improve 
your work? _________________________ _ 

10. What percent of students completing your course enter upon 
such employment when leaving school? -------------Why no more? ________ ........ _______________ _ 

11. How much of adopted text in bookkeeping is completed first year? ___________________________ _ 

12. Do you offer second year work? ____ Do you complete the 
text in bookkeeping? ____________________ _ 

15. Should a high school of less than 500 offer any commercial 
work? _______ Why? __________________ _ 

14. Is teacher of strictly commercial subjects a business college 
graduate? ____ College graduate? ____ University 
graduate? ____ Norman School graduate? ___ _ 

15. Where was training received? -----------------Experience in business? ___________ Degree ___ _ 
16. How many teachers devote full time to commercial subjects? ---Part time? --------------------------17. Salary of strictly commercial teachers? _____ Others? __ _ 
18. What suggestions or criticisms would you offer regarding the 

text or the course as now given? ______________ _ 
19. What do you consider the greatest drawbacks to commercial 

education in the high schools? ----------------2 o. Signed___________ Position-:------------
Supt., Prin.,or Teacher 

(Extra space eliminated throughout this copy) 



Dear Sir: 

.APPENDIX VI 

OKLAHOMA A. & M. COLLEGE 
School of Commerce and Marketing 

Stillwater, Oklahoma 

January 24, 1924 

129 • 

I have nothing to sell. As a business man you are 
interested in three things - TAXES, SCHOOLS, and BUSINESS --
are you not? Taxes support schools -- schools educate and 
train our children --- our children run the busi ness of the 
world tomorrow. We must have. schools, but are YOU, as a 
business man, satisfied with them -- are you satisfied with the 
business and commercial training they give our children? Do they 
qualify these young people to fill the positions the business 
world has to offer them today? Is the business man satisfied 
with the ability of the commercial student coming to him for 
employment? Are YOU? What is demanded -- what is expected -­
of the high school gommercial graduate? What does the business 
world want? Our schools should give to the world exactly what 
it wants. 

This is exactly what I am trying to find out. I am 
working in cooperation with the Agricultural and Mechanical 
College through the school of Commerce and Marketing, in an 
effort to determine whether the Commercial work offered by the 
high schools of the state is what the business world demands. 
In this investigation I hope to find out particularly what the 
business world, the business man, what YOU demand and expect of 
a commercial graduate coming to you from the high school. When 
this information from hundreds of business men is assembled I 
hope to ascertain definitely what the business world wants and 
then to suggest results for improvement that greater efficiency 
may result. 

Will you kindly fill out the enclosed questionnaire and 
return to me at your earliest convenience, a stamped envelope 
being enclosed for reply? I shall appreciate it very much indeed. 
Thankat 

Yours very truly, 

E. M. Frost. 
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1. What is the number of employees with commercial high school 
qualification in your industry as stenographer? __ cashier?_ 
bookkeeper?__general office work?_adding machine? __ 
typiet?_salesman? __ counter clerk? ___ collector?_ 
order and billing clerk? __ messenger? __ auditor? __ advertising 
__ clerk? __ No. males with high school commercial traininL._ 
females? ---2. In your experience have these young people been able to do what 
you had a right to expect them to do? ____________ _ 

5. If not, what has been your greatest objection or trouble? __ _ 

4. To what do you ascribe their failure to come up to expecta­
tions? -----------------------------5. Wherein is their greatest weakness -- spelling, dictation, 
bookkeeping, general office ability, adaptation to work, or 
what? -----------------------------6. What do YOU expect of a commercial student other than mere 
ability to pound a typewriter, take dictation or keep books? 

7. Do you expect them to know anything about the following 
subjects? ______ Check them. 

Economics German 
Sociology Salesmanship 
Commercial Law Banking 
Divics Stenograplzy 
Spanish Cost Accounting 
French Insurance 

Latin 
Advertising 
Auditing 
Dictaphone 
Shipping Clerk 

• 

Others not mentioned: __________________ _ 
8. Which do you prefer - the high school graduates now employed 

by you? ---------------------------9. How many, if any, business college graduates now employed 

10. 
by you? ____ _ 
For commercial training would you send your child to the private 
business college or to the public commercial high school? ---Why? _______________ _ 

11. As a business man , what suggestions would you offer for the 
betterment of commercial education in the high school? -----

12. A prominent author makes the statement, "Generally, if you can 
say a boy has pep and the girl is quiet, you have satisfied 
the business man." Do you agree with this author? _____ _ 
Why? ____________________________ _ 

13. Another says, "We want girls to work and boys to train for 
promotion." Do you agree with him? ______ Do you practice 
this plan of holding the girl to her position while promoting 
the boy? _______ Wey? ________________ _ 

14. Signature --------------------------
15. Na.me and address of firm~------------------
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APPENDIX VIII 

B U S I N E S S C O L L E G E S 

SECTION 595. Shall Give Bond: Any person, firm, 

association or corporation having established or proposing to 

establish a business college in the state of Oklahoma, shall be 

reqtU;red to furnish a good and sufficient bond with two or more 

sureties, to be approved by the county clerk to the State of 

Oklahoma , in the penal sum of two thousand dollars ($2,000), con­

ditioned that such business college shall faithfully perform aey 

and all expressed or implied contracts made in soliciting a bonus 

from cities or towns or in selling scholarships and that such 

business college shall continue a reasonable length of time, not 

less than six months, to enable those who have subscribed and paid 

for scholarships, either in whole or in part, to finish the course 

or courses to which the scholarship entitled the holder thereof, 

and that the course of study taught in said college shall be in 

accordance with such contracts made in soliciting the sale of 

scholarships. Such bond shall be filed in the office of the county 

clerk of the county in which such business colleges are located and 

shall remain on file subject to the inspection of the public and 

shall be for the use and benefit of any person or persons for a 

violation of aey of the conditions of said bond.(Sec. 1, H.B.4O3, 

Ch. 281, L. 1915). 

SECTION 594. Liability: Any person, firm, association or 

corporation conducting or running a business college in the state 
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shall be liable on said bond given under section 1 of this act, 

to any person, defrauded by reason of not having completed the 

course or courses of study for which said scholarship was purchased, 

or aey other breach of said bond, and any person defrauded is here­

by authorized to maintain a suit on said bond to recover any and 

all sums due by reason of a breach of said bond. (Sec. 2, H.B.403, 

1. 1915.) 

SECTION 395. Penalty: Any person, firm, association or 

corporation running, maintaining, operating or conducting a business 

college without first having complied with Section 393, shall be 

deemed guilty of a misdemeanor, and upon conviction, shall be fined 

in any sum not less than one hundred dollars, ($100.00), and not 

more than five hundred dollars, and by :µnprisonment in the county 

jail not less than thirty days, and not more than six months. 

(Sec. 5, H.B. 403, Ch. 281, L. 1915.) 
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