COMMERCIAL EDUCATION
in the
HIGH SCHOOLS
of
OKLAHOMA,

Ellis Mark Frost, Sr.



COMMERCIAL EDUCATION
in the
HIGH SCHOOLS OF OKLAHOMA

by
Ellis Mark Frost, Sr.

A Thesls Submitted in Partial Fulfillment of
the Requirerments for the Degres of
Master of Science
in the
Oklahoma Agricultural and Mechanical College,
School of
Commerce and Marketing.

19R24.

Y] .« o *
= Olffse B S ORORIC
O A * o
. e cos o O =00
. . 0% 4 e % o
. e e s o0 e
3 L L] o o . .o
"o 0% o= of @ b o *° e
. oo e . 2 .s
. e ¢ | (& wers ST el ek
e O 4 o lofY 8 o' eee’e® oos
. .
LYY . RS
° e o . OO S0 0 % os
% .o ®s0 00 9o o G TGS GRO)
o ®»3s 6 0 o o e, ol =19 e Tar 10 oty
s o @ 0o Lo PN (g0 SR .
<o » s s . . e 38 s et o



TABLE OF CONTENTS
CHAPTER PAGE
INTRODUCTION . . . . . . . . 5
RPARI ONE
I. MEANING OF COMMERCIAL EDUCATION . . . . 6
II. SPREAD OF COMMERCIAL EDUCATION . . . . 12
ITI. COMMERCIAL WORK OFFERED BY THE HIGH SCHOOLS OF
OELAHOMA . . . . . . . . . 0
IV. YEAR IN WHICE VARIOUS SUBJECTS ARE OFFERED . . 33
V. ENGLISH AND SPANISH IN THE COMMERCIAL COURSE . . 39
VI. REASONS FOR OFFERING COMMERCIAL WORK IN THE
HIGH SCHOOL . . . . . . . . 42
VII. EXTENT AND APPLICATION OF COMMERCIAL WORK . . 48
VIII. AMOUNT OF COMMERCiAL'WORK A HIGH SCHOOL SHOULD OFFER 54
IX. TEACHERS . . . . . . . . . 62
X. COMPARISONS AND CONCLUSIONS . . . . o 69
| BARI IHQ
I1. COQMERCIAL EDUCATION FROM THE STANDPOINT OF THE
BUSINESS WORLD . . . . . . . . 7
XII. FEFFICIENCY OF THE COMMERCIAL HIGH SCHOOL GRADUATE . .84
XIII. WHAT BUSINESS EXPECTS OF THE COMMERCIAL HIGH
SCHOOL GRADUATE . . . . . . . 89
XIV. THE BUSINESS MAN AND THE FUTURE . . . . 99

XV. WHAT BUSINESS SAYS IT WANTS . . . . . 109

XVI. CONCLUSIONS . g . " 3 . " S
quDIX [ ] - [ ] L J [ ] [ ] L ] [ ] [ ] 124
BIBLIOGRAPHY . ) e -



3.

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
gsystem and speed in mobilizing, 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 publie, awakeging from its lethargy,
suddenly demanded service from all industrial, business and comﬁercial
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
£111 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 é£ once established

systematized courses of training. Many of these courses were hastily esteb-
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lished and were formed without careful planniné. State and federal govern-
ments came to the assistance through the establishment of vocational courses,
industrisl schools and trade schools, while business concerns esteblished
corporation and part-time schools in order to suppiy the demand for skilled
employees. In fact practically all of the large industrial concerns estab-
lished part-time or training schools in order to maintein 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 & school "with & teaching staff of 117 instructors, a student
enrollment of more then 6,200, and a course of study including econbmics,
corporation organization, industrial menagement, finance, bookkeeping and
accountancy, costs and statistics, commerclal 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, gfter 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 educatilon.

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 Treining end 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 gsome idea of what is expected and
demanded of the office employees and whether they are meeting these demands.
The maln purpose of this thesis, then, is to summerize the com-
mercial work offered in the high schools of Oklahoma in order to discover
to what extent it meets the demends of the business interests of.the state.
It soon became evident to the wrlter that this was an entirely
new field, that 1little or no published information would be available, and
that original research work was necessary. With this object in view
information was sought from the Oklahoma 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 (3) was sent to
'one hundred eighty-five busiﬁess concerns of Oklahoma. The information
gotten directly from thésa high schools and the business concerns by means
of these gquestionnaires 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. L
(2) See Appendix for questionnaire, IV and letter, V.
(3) See Appendix for questiomnaire VI and letter VII.
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PART ONE
CHAPTER I
THE MEANING OF COMMERCIAL EDUCATION

A. In Generai.

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 & study and a knowlegge of many related subjects, such
as economics, soclology, salesmanship, business organization, business
law, industrial history or others, in addition to the usual work in
bookkeeping, shorthand and typewriting. The work given by umiversities
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 1s 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 Treining and Commercial Educati&n, U. S. Bureau of Educztion
Survey, Bulletin 43, 1921, page 6.
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In business the individual is tralned to do a certain specifiec
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 actioms.

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 raplid 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 commerciglly-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 thls inves-
tigation to discover which type our high schools are stressing, and which
the business world wants most.

Business education as a type is somewhat pecullar 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. 1In the high school certain subjects are required to
be taught in certain years, but this is not trus 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 letter 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.
Ygt 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 train;ng, 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
that 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, arithmetic or any other single subject and be proteéted
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 legal 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-
}Jance 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.
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Department tends to show that commercial education, as now offered by
private business colleges in this state is at a very leow ebb, indeed.

A survey of all the commercial school.work offered in Oklahoma
would come undér 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 copufine ourselves to the public high schools to which
%e 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 ususlly confused with business training.
It includes not only a knowledge of business, but of all that affects
business, and includes a knowledge of economics, sociology, psichology,
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
end involves only the act and knowledge of doing routine, or almost

medhanical, work.
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On the other hand, commercial education, that which business
is really demanding, goes out further and wider end involves a knowledge
of conditions, relations and poésibilities 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 schools, 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, bueiness 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 COMMERCIAL SCHOOLS. (1)

1895 * 1918 1920 (2) Percent
3 increase
Students in private 115,748 ¢ 289,579 336,032 190.5

commercial schools.

@ 28 ae oo o¢ [0 9o oo
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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
& 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.
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TABLE II

INCREASE IN NUMBER OF HIGH SCHOOLS

TEACHING COMMERCIAL WORK (1)
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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 sn 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, buf

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 H YTEAR H Percentage
: 18985 : 1918 3 increese -

High School Students : 289,274 : 1,925,453 565.62

Commercial H.S.Students: 15,220 : 278,275: 1,728.35

- e ar ew wr Ew Sw e Emm e G @ e mm Ee Ee e an e e e G me e me S me Em o s mw we  me e e
E e — R T — e — -~ IR———-— i — I~ - —a—

) U. S. Bureau of Education, Bulletin 19, 1920, page 13.
) U. S. Bureau Ed. Survey, 1920, Bul. 31, p. 4; Bul. 19, p. 138.
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With such phenomenal increase in the number of schoolg, and the enroll-
ment, the question may erise as to the percent of high school students
who are taking some commersial work and are enrolled in that course.
The information and figures from Table III show the relation expréssed

in percentage of increase.

TABLE IV
PERCENT OF HIGH SCHOOL STUDENTS IN

COMMERCIAIL COURSE

- e Ee mm e wm s B e A e Sm B B G wm e M mm e N M ee e mm e mm e mm e o e e em e
- ee Sm an e an e er Em we Se e ER e e E e B Me G e em Am e e am e s e e e mw e mm ww

Commercial Students H Year :Percentage
: 1895 : 1918 : Increase
Percentage of high school students: 5.26 :13.35 155.8

enrolled in commercial course

This shows the inecrease in the number of high school students
who are enrolled in the commerciai course has also been phenomenal
within this period. It 1s even grea£er than the percentage increase in
the enrollment in private business colleges which was 149.3 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 shown in Table VI were obtained. These wlll later be used in compari-

son with the work in Oklahomea.
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TABLE V.
PERCENTAGE OF HIGH SCHOOL STUDENTS IN RURAL,
VILLAGE AND CITY COMMﬁNITIES

TAKING COMMERCIAL WORK

IN 1919. (1)
= City 37111&;93 Rural {%g;g%n ég??
Totel No. Students Reported : 7,943 : 5,510 : 18,172 : 31,172
Number Commercial Students : 2,040 : 235 : 604 : 2,879

Percent Commercial Students : 20.03 : 4.09 : '3.21 : 8.45

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 eﬁrolled in high school,

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

(1) U. S. Bureau of Education, Biemnial Survey, Bulletin 19, 1920,
Tables 29, 30, 31, 57.
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These "rural® students are from towns having a population under 2,500
and from all country high schools. We see here that the small high
school with an enrollment under 300 is giving very little commercial
education. These figures a8lso verify the statement that the great field
'from which the business colleges draw their support is from the country
districts and the small town schools where the students are not éiven
the opportunity to teke this work in high school.

The one great 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 a@vantages there. It has been proven
that 1t 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
geparates 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 & 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.

-— e o e am e wm Ee e s Em Em Em e = e e e e ew M em e e em e me e em e e e e e e
- e e mm e wm e ee e s e e e G Em e e e Em e ae e e e e e s e en e e e e we

Enrollment in Oklahoma High Schools, 1920 . . .+ « « . .« 41,177 (1)
Enrollment in 17 Business Colleges in Oklahoma, 1920 . . . 4,485 (2)
High Schools Approved for 1920 . + o &« o o « o o 418 (3)
Percentage of total enrollment in high school ol iy NS ' 80.18

Percentage of total enrollment in business college . . . . 9.82

(1) Okla. State Superintendent's Annual Réport, 1922, page 17.
(2) U. S. Bureau Ed. Biennial Survey, 1922, Bulletin 4, page 5.
(3) 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.

- s wm e e o ew e mm me em s o e ew e e e em e e mm e em e ae Me e mm mm e em e ma

— em am an e we mm er e R me em e e e EE o e e m R G e e an mm e e e e e e e

Number reporting which offer some . . .

commercial work . & 3 § " o .

Number of schools and subjects offered ; Number ; Percent
Number of schools approved, 1922-1923 . . ; 640 (1) ;
Number offering bookkeeping o 4 b a ; 145 (1) ; 22.65
Number offering stenography S == ; 75 (1) ; 11.72
Rumber offering bookkeeping and stenogrephy .; 56 (1) ; 8.75
Number North Central Association Schools ; ;
in which subjects are not reported . . ; 76 (1) ; 11.87
Number North Central Association Schools ; ;
reporting in this survey . s . C ; 26 ;

@ on o0 e 08 s
N
»

Number reporting, but no commercial work .

- eem mm wr s mm ms mm wm e mR e M e e s e mm e e e — mm e e e e e e e e e e

Some other commerciel subjects are offered but may be with
or without any of the above subjects. For this reeson they are not

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

(1) Okla. State Department of Education, Official Bulletin State
Accredited High Schools, 1923-1924, 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, owling to our peculiar
conditions, the opening and settling of the country, the admission to
Statehood, the repid industrial advancement, business and industriel
achievements, - all are indicative of a rapid growth.

But why this great demend for commercisl work in the high
schools? Why have we 19 business colleges in our state? Why a State
Business Academy? Why an extended course in our Agricultural end
Mechanical College? I8 this commercial educatlion only & fancy of the
student or the teacher? Or, is there a real justifiable demend for
commercial education?

With 145 high schools offering bookkeeping, with 56 offering
stenography and bookkeeping, and 75 offering stenography, the question
arises as to why we must permit the existence of these business colleges
to do the work which owr 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 cennot 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, 1f not already doing
so. Once it 1s well known what is wanted, the true commerciel teacher
will be able to turn out a product true to specifications, and which

the business world can utilize in its every department.
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CHAPTER IIT
THE COMMERCIAL WORK OFFERED BY THE

HIGH SCHOOLS OF OKLAHOMA

A, From the Standpoint of the School.

The problem was first studied from the standpoint of the
school itself and an effort made to ascertain just what and how much
commercial work was offered, both as to quality and quantity. Ac-
cordingly the guestionnaire 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 as first. Thus
it is that a great number of our larger high ‘schools are not repre-
sented in this survey. Table VIIT shows some of the information.

In this survey, and in Table VIII, commercial work includes
bookkeeping, stenography, or typewriting, or any combination of them
with other related subjects. Without at least one of these subjects
in the course, thg 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 OFFERING COMMERCIAL WORK

- e Em e R am e e em e Mm Em Em B S S e ew b WB e Mm Em p e b e e s s am mm  sm cm  ww  mm wm
- s em Am W AP an Em AT Em ER AP et S mw wm AP A Em M M Em tm Em am e e mm S ew m am Eme e ew em e

Number of gquestionnaires sent out to high schools . . . . . 185
Number of replies received . ‘. . . . . . 3 . c . 148
Number of schools offering some commercial work : = . = . 108
Number of schools not offering commercial work . . 8 3 a . 40
Total enrollment in the 148 high schools . . . . « o 40,586
Total enrollment in schools offering work . . . e« « « 50,582
Total enrollment in schools not offering work : i o= « « 10,034
Percent of students given opportunity to obtain commercial or

business education . . . o e . o . . . . 75.5
Percent not given opportunity to obtain it . . . = . . 24.7

F

Number of schools offering full commercial course . . o . R2

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 required 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 the 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

@ o e e ww e e e an Em e W M wm Gw M B m mn s Mm G S WS mm e T M W= M s me em e mm e am  ma
- EE em wm mm wm vm e e mm e mm o em e m em e me wm e m Em e e e % e e Gm e e wh e e e e e

Subject ‘Boys ¢ Girls: Total

§ - : g

Number teking bookkeeping . < . s . g 633 ; 752 ; 1285
Number taking shorthand . . . . . o 330 ; 708 ; 1038
Number taking typewriting . . . . . . 902 ; 1491 ; 2393
Number reported miscellaneously C . % s ; ; 2189
Total taking commercial work .. .. .. . . 1765 ; 2951 ; 6905
Percent taking bookkeeping C C . . . 41.48 ;58.52 ;

Percent taking stenography . . . . .« Ol.79 ;68.21 ;

Percent taking stenography and typewriting. = ; ; 34.65
Perdent taking typewriting alone . . . % ; ; 19.62
Percent of total taking bookkeeping . . o« 11.3 ;15.94 ; 26.97
Percent of total taking stenography . . « 6.99 ;15.01 ; 22.00
Percent of total taking typewriting . . . 19,12 ;51.61 ; 50,73

- > em e s amm e mm  mw wm e mm mm e e e mm e mm e mm Mm Mm me s e s mw om mm wm pwm s e o s e
- - — I — A — A — S — A — A - A S - A - - a1



23,
Although mucﬁ of the above is incomplete or somewhdt 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 guestion of required subjects in the commercial course
only twenty-two schools reported definitely, they being the same ones
which offer & full commercial course. According to the State High School
Inspector's report for the year ending Jumne 1, 1925, 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 gquestionnaire,
even upon second request for its return. Hence, 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 oniy 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

s__requiring it

: _Number Percent
Stenography . . o e . . . . ; 19 ; 86.3
Typewriting . . . . . . . . ; 20 ; 90.9
Bookkeeping . . . . . . . . ; 17 ; 77.2
BAEIIBR . & & v & 3 ® & A ; 8 ; 36.3
Penmanship . o . . . . 5 . ; 3 ; 13.1
Commercial Law . . . . . . . ; 8 : 36.3
Commercial Arithmetic . . . . . : 10 : 45.4
Business English . C . = C e 2 : 4 : 18.1
Commercial Geography . . . . . . : 3 : 13.1
Economics . . . . . . . . . : 1 : 4.5
Penmanship and spelling . . . ! . : '3 : .1
Office Practice . . . « = '# . : 3 : 13.1
American History . . . . . v - : 2 : 9.1

e e R R R R R T e R e T T
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These results show that there is very wide latitude as to what
subjects should be required in a full commerclial 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. éuch a
wide variation in required work cannot result in efficiency in the commer-
clal 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 & large Percent of the course was required, but
where most of the course is elective, unconditionally, the commercial
work will remain at & 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 Taeble XI show the results in this

investigation and spesk quite clearly for the work being offered.

TABLE XI
NUMBER OF SCHOOLS REQUIRING DIFFERENT

NUMBER OF SUBJECTS

Number of Subjects

Number of Schools
requiring each

o0 o oo [oe oo
Mo oo o0 o0 [o0 oo |
MHe e o0 oo [os oo
He o eo o0 loa oo ||
Mo oo oo se fae o0
He o0 oo o0 los o0 |

o

[T
[
(¥}

Mo oo oo oo los oo
(4}

Mo oo oo oo fas oo |
[+ ]

It needs neither mathematecian, scholer nor wizard to tell that
something is radicélly 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
world 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 destiny clearly depicted
on the curtain of the world's stage. An attempt will be made to discover
where the trouble lies.

Aside from these twenty-two schools there were forty-five 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 commercisl 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 1923, page 4.
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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 VOCATIONAL EDUCATION ASSOCIATION OF THE MIDDLE
WEST, MILWAUKEE, JANUARY 11, 1929. (1)
Bookkeeping and accounting course.
Two mejors: Units
1. English, including business correspondence 3
2. ©Sociel Science . . . . . . . 5
U. S. History and Civies
Commercial Law
Economics
Economic History

Economic Geography
Salesmanship and Advertising

Minors:

Pepmenship . .+ .« .« .« . 1/2or1l

Commerciel Arithmetic . . . x 1

Bookkeeping. . . . . . . 2

Typewriting e e e e s s 1

Laboratory Science . e . . 4 1

Electives . . . . . . 4 or 41/2
" Totll s s 8 » % s wm 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) wu. s. Bureau of Education, Commercial Education Leaflet 2, 1922, page 3.
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the same basis work and is as follows:

Stenographic Course.
Two majors: 5 . . . . . . . . Units

1, English, including business
correspondence . . . . . . 3

2. Soclal Science: a a G s s o 3

U. S, History and Civics
Commercial Law

Economics

Economic History

Economic Geography
Salesmanship and Advertising

Minors:
Penmanship « « . « o+ =« 1{f20r1
Commercial Arithmetic . " u 1
Bookkeeping s . . = . 1
Stenography . 5 . C . 2
Typewriting il 4w e E1E ol
O0ffice Training A S 1/2
Laboratory Science . . . . 1
Eerhlves . . . .« » MU erBl2e
Total s 3 o "

s 16

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 fhat
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



29,
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 from the recommendations of these two bodies, and
for this reason it is safe to compare the Oklehoma work as found in this

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

COMMERCTIAL COURSE FOR OREGON HIGH SCHOOLS, 1923
REQUIRED CREDITS FOR GRADUATION

Course
Bookkeeping Stenography

Basiec subjects . . . . . 5 5
Related subjects . . . . 2 1/2 2 1/2
Vocational subjects. . - . . 5 7
Electives (See groups 1 to 5) . ,Ig_lég 12 1/2

Basic Subjects
Required of all high school students

Eoglilk =« & « s w 3 5
American History . . . . it 1
Civies . . . . . . . i 1

5 5

(1) A Course of Study for the Commercial Departments in the High Schools
of Oregon, 1923, pages 4-5.



Related Subjects

Recommended for all high school students and required
of students in the commercial course

Course
Bookkeeping Stenography

Business English . . . . - Al al

Commercial Geography and Local

Industries . 5 # 5 Ol i
Commercial Law . . . . . 1/2 12
21/2 21/2

Vocational Subjects

Required of all students in the commercial course

Cour se .
Bookkeeping Stenography

Bookkeeping . L . i . PR 1
Commercial Arithmetic and
Business Forms . . . . 1 1
_Penm;nship and Word Study e o 1 1
Stenography . " . . . . 2

Typewriting . .

oth
~aro

50
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ELECTIVE SUBJECTS
The following electives are suggested in schools offering

the work:

Group 1 - Saiesmanship

Salesmanship . . . . . 1 1
Business Organization . . . 1/2 1/2
Typewriting . . . . . 1 -—
Industrial History. . . . 1/2 o
Apprenticeship. . . . . 1/2 —
31/2 11/2
Group 2 - Agriculture
Gty « .« & 5 0+ & = 1
Botany and Zoology. . . . —-— 1
Agriculture . .+ .« . - 4
0 3

Group 3 - Mechanical Apts

Algebra . . . . . . - ik
Mechanical Drawing. . . . S 1/2
Manual Training . . . . - =

0 31/

Group 4 - College Preparatory

Modern Language . . . . 2 2
Algebra . . . s . . 1 1
Science . . . . . . 1 .1
Geometry . . « o o . . i

5 )

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 thair
course to the State Superintendent by the committee which prepared it
is worthy of some thought: |

(1) "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 faellity in performing some specific task in the business world.
The committee believes, therefore, that secondary commercial education
can and should be made liberal, and at the same time prepare for some
branch or branches of business.! (From statement of the National Educa-
tion Association Committee on Business Education.) It is upon this

fundamental®proposition that this course has been planned.”

(1) A Course of Study for the Commercial Departments in the High Schools
of Oregon, 1923, page 3.
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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 bullding a foundation may be given at the
proper time. No workman, however unskilled, would think of constructing
the framework of a building before he had laid the foundétion; 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 exﬁctly 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. Many subjects required iﬁ the junior
and senior years are given in the freshman or sophomore years, and vice
versa. Some teachers give %he finishing touches and then proceed to
erect the structure; some giving the finishiﬁg 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 Tablé XII reveals to us that more than 60 percent of the commer-
clal 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 craftsmanécoﬁi&?@i§§ ﬁpﬁg'to win nor his structure



to stand if he worked upon such a plan, but it seems perféctly 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

34,

Required commercial: Percent of schools offer- : Year in which: Percentage
subjects reported : ing this subject in each :__required : out of order
by 108 high schools:_year., ¢ Okla.: Ore. : according to
of Oklahoma. :Fresh.: Soph.: Jr.: Sr. : (1) : (2) : Okla.: Ore,
Commercial Geog. : 36,1 : 27.8 ¢ 26. ¢ 11.1 : 11-12: 10 ¢ 63, : 83.
Sociology : 0 : 8.9 : 38, : 55.1 : Not required : 100, : 100.
Spelling 287« 3 26:8 3 28617 10,4 210 = 9 & To57= GSw
Office Practice : 16.7: 8.3 : 2. : 80. :10-12: 12 : 16.7: 50.
Penmanship t 28.6 : 28.6 : 21.4 : 214 :10 : 9 : Ti.4: T71.4
Commercial Law : 14.8 ¢ 14.8 ¢+ 37. : 33.4 :12 ¢ 11 ¢ 66.,6: 63.
Economics t 3.7 3.7 44.4 ¢ 48,2 212 ¢ 12 ¢ 5l1l.8: §51.8
Buginess English . G5 s A9 1 dde 3 3l e I [ § LB : 56 @ 695
Banking : 0 :12.5:12.5 ¢ 75. ¢ Not required : 100. : 100.
Stenography : 11.4 s 16. : 36.3 : 36.3 : 11-12: 11212 : 27.4: 27.4
Commercial Arith. ::27.5 : 20. : 30. :22.5 : 9 ¢ 9 : T2.5: 72.5
Civics ? 8. £ 12: & 40: = 40, tNot rq¢ 12 : 100. ¢ 60.
Industrial Hist. t 0 3 33.83 : 33.3 £33.4 :10 : 10 : 66.T7: 66.7
Typewriting ¢ 6.8 ¢ 25.1 s 36.3 ¢ 31.8 : 10-11l: 11-12 : 38.6: 31.9
Bookkeeping : 20,7 ¢ 27.5 ¢ 54,5 ¢+ 17.3 : 12 : 10-11 : 82,7z 358.
Com. Papers and : 0. 227, :27. ¢ 36, :Notrq:s -9 : 100, : 100.
Business Forms s H H : : s : 3
Average s 18.1 3 19.5 3 51,9 3 30.7 § ——— 3 -—— : 68, 3 64,28
Pertentage required: : s H 3 : 3 F
each year by Okla. : 2 5 3 t g - 2
gourse. _ _ _ _ _ _ s_ 5.88: 29,4 : R9.4 : 36,52 3 _ _ 3. _ _ . _ _3_ _
(lg 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 anaslysis of this table shows that much of the work is given
far out of its regular order in the course of study. Some subjectz 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,is 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 taverage! 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, whiie 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 f;pndation or prerequisites and of
course cannot come up to expectations.

The two right-hand columns show the percent.of work that 1is
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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efficlent work and that the business man complains of the product the
high school ié sending him? Apparently teachers are not following a
definite or a prescribed course of stu&y at all, but allow whim and fancy
to dictate. Much of the work seems to be given merely to enable the
student to 'get' a credit rather than to meke an efficient business man
or woman, or, that the work is.offered and given too often by those who
know nothing of actual commerciel work. Teachers do not think of giving
English, Algebra, Geometry, History or Domestic Science out of its regﬁlar
place and time, but do not hesitate in giving 68 percent of the commercial
work out of its proper time and place. "Consistency, thou art a jewell"

It is also observed that too much office practice is given the
first year, and 72 percent of the penmenship 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 schools give the
work in economics too early according to the Oregon-Oklahoms 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-
metic 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 1s, we see that
more than 2% percent of the schools are offering it in the freshman year

when it 1s recommended for the senlor 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-
ciel 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 father 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 1t 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 sult 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 & single student taking straight commercial work." If this be true,
in the large high school where they are able to maintain a commercial
depertment, 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



38,
great in the time in which they are given, efficient and standard com-
mercial work cannot be done, and so long &s these conditions continue the
business colleges will flourish, end e%er—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 guestion, - "How much English do you require in
full four-year commercial course?" were not as full and complete as it
was hoped the& would be. Of the 108 schools reporting some commercial
’work, we find the same wide variation as in other subjects offered, and
an apperent low value placed upon commercial education, believing that
if the students get some training in bookkeeping, stenography or type-
writing they are qualified for commercisl workl Table XIII 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

- s mE am ew ww e e e ew e em mm e e e e mm e e em e G e e em e G e S e G s me  me e e
- = R R DN D e D D R S SRR sE T E DD Emmmmmm==

-— e e e e e e mm me mm mm wm e e wm se e e _ e = o=
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Number of years of English offered : 1 : : 3 :31/2: 4

3 sl - : : R
Percent requiring in this survey : 6.256: 0.0 3 75. : 2.1 : 18.5
Percent in Lyon's Short Course (1) : 2.2 : 73.3 3+ 24.4 : 0.0: 0.0
Percent in Lyon's Full Course (R) : 0.8 : 3.4 : 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 one-

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

(1) Education for Business, Lyon, 1922, page 399.
(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 nowlse connected with commercial work, yet there is a demand in
certain parts of the state for etenographers 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 commercial 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 ralsed 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 reguire 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) ILyon - "Education for Business." 1922, page 409.
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CHAPTER VI

COMMERCIAL WORK IN THE HIGH SCHOOLS

A. Reasons for Offering It.

In asking for reasons why commercial work should be offered
in the high schools, the following three reasons were in mind:-
(1) The teacher. (2) The student. (3) The publiec.

Meny and varied were the reasons glven, and being so varied
the reasons were difficult to tabulate. As many of them offer food
for thought and speculation, a number of the answers are given with the

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

"Vocational." . . %= = . . = . . . 12
"To prepare to enter the business world." . v 8 10
"No special reason for giving it." . 3 . . . 10
"To promote interest in commercial work." . o c 3
"Demand for it." . . . . . . . . . el
"To give pupils a chance.™ . a : S c c 0 3
"Raise standard of commercial graduates." . . " 3
"Give commercial advantage to small high school . 3

"Benefit of those whose educatlon 1s limited to the

local high school . 3 o S 5 " = & 3
"Desire of pupils to study it.". & s . . . 18
"Familiarize students with business problems." . c 3
"] like to teach it." . . . - 5 . . . 10
"To give pupils a kmowledge of facts the same as

mathematics, English or history." . . . . 5

"No particular reason.” . . 5 e . . e 38
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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 fad of the teacher, or the aim of the teacher to better
equip the student and prepare material the business worid is calling for
daily. .

B. MEETING THE DEMANDS OF BUSINESS

In order to obtain the teacher's own and honest 6pinion of the
work being offered and done, and to get an open and frank 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 aﬁ analysis of the results will readily
show. The following are most of the answers given, a strict analysis of
which affords food for seribus thought.

No. of

Answers Schools.

nNo." L] L] e . . [ (] [ ] [ ] . 20

"Yes,." 5 . g . C v . . < 1b
"Hardly." . . & . . . . . . . 9
"Only in a few cases." . < . . . 13
"Fairly well." . . . C . . .
"No high school does this." . . = .
"Only partially." . . . g 5 . C

"Don't know." . . . . c - . C
"It may." . . . .
"I think so." . x .
"Ts supposed to." . o
"Can't tell." . . .
"Doubtful." . . .

*

[ ]

.
[0 Ol
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Of these 89 replies, but 16 percent are clear and decisively
for the commercial work offered and beiﬁg-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 ?11 the schools of the state. In fact
it would appear, after analyzing this 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 that
offered in the large schools which have reported in this survey. ' These
smaller schools, and most of those which have not reported, are offering
but one or two subjects and their work cgrtainly 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 thelr work does qualify for the busginess 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 2300 enrolled in the commercial department answered "hardly", others
of the larger ones answered "only in few cases," or "only partially,"
while another said "No school does.™ One with an enrollment of but 96
and offering all electives ;nswered yes." This is a small town of
about 500 inhabitants and it is quite appareﬁt that there is not the
local demand for students to perform extensivg work found in the large
cities, for in this small town the demand is for stenography, typewriting
and very light office work for which the students are perhaps well quali-
fied. With but two or three exceptions the larger 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 training.

cC. ] 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®. . 5 . 16

"More complete course." . s . . 16

"More practice in business methods." . 3

"More work in commercial arithmetic"® . 3

"Stronger organization” . . . . 2
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"Second year of stenography." . . . 8
"Close cooperation with business firms." 3
"More strictly commercial work." . o 18
"Better text book." . . . . e .« R
"Better teachers." . . . . . . b
"None." . . . . C . . . . 8
"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. 1In

this way he would not have to miss so

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." s & == & » ik

In this summary there are two outstanding 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 "none", some were given by schools offering but
one or two subjects which might indicate lack of realization of commer-
clal work, lack of demand for graduates, or at most, demand for but one
special line of work - typewriting or shorthand, with light work in

either as is found in the smaller towns generally.
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CHAPTER VII

EXTENT AND APPLICATION OF COMMERCIAL WORK

A. PERCENT OF STUDENTS COMPLETING COMMERCIAL COURSE WHO ENTER UPON

SUCH EMPLOYMENT WHEN LEAVING HIGH SCHOOL

The object back of the question, - "What percent of your
students completing your course enter upon such employment wheﬁ leaving
school?" was to ascertain the extenﬁ*o which the school and course turned
out & usable - a "ready-to-wear" - product, whether their high school
commercial training had been the kind worth while, and what the business
world was demanding. In one respect the replies were a disappointment
since so few 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 whith 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 msy be

throughout the state.
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TABLE XIII.
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Enrollment

Full course

Percentage following

High School ; High :Commercial : offered? : work in after 1life.

¢ _School: _work : s
Atoka s 163 56 : No. : —
Bartlesville ; 360 : 61 : Yes. : o8
Blackwell ; 616 ; 155 ; Yes. : to &
Chickasha ; 4380 ; 150 ; Yes. ; ———
Cleveland ; 235 ; 47 ; Yes. : 50
Cushing ; 408 ; -— ; Yes. ; 80
El Reno ; 898 ; —-— ; Yes. ; 25
Guymon ; 200 ; 114 ; No. ; e
Kiefer ; 137 ; R0 ;No.Elective ; —
Lawton ; 596 ; 80 ;No. Elective ; Practically all.
Marietta ; 175 ; 30 ;No. Elective ; None.
McAlester ; 700 ; 450 ;Yes.Elective ; 70
McMann ; 84 ; 44 ; Yes. ; None.
Nowata : 340 ; s :Yes. Elective; Large percent
Oilton : 265 ; 26 ;No. Elective ; 40
Oklahoma City ; 2491 ; ——— ; Yes. ; 25

¢ Sr.Hi: : :
Olmul gee g 542 . 2 _545 : - Yes. s ?
Perry : 400 50 " Yes. : Negligible.
Ponca City ; 500 ; 75 ‘;Ies. Elective; —
Sand Springs : 450 : 50 ;No. Elective ; 50
Sapulpa ; 750 ; 50 ; Yes. ; 60
Skiatook ; 156 ; 25 ; No. ; —
Tulsa : 3296 : 2034 ; Yes. ; —_—
Yale ; 350 ; — ; Yes. ; 50

.
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B. WHY NO MORE ENTER UPON COMMERCIAL CAREER

WHEN LEAVING HIGH SCHOOL

Information relative to this subject 1s 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, meking it difficult to arrlve at general conclusions. As so few
replies were given to this question the most of them are given herein

as follows:

Reason Number of
schools

"Go to college." . . . . . . . 10
"Decided to enter upon other work." o . 9
"Don't know." . . . . . . . . 8
"Lack of ambition." . . . . . . 4
"Course nof extensive enough for business

world . . . . . . . . . 11
"Can't find jobs." e e s e« s 5

WHigh 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



be compared to the theory a college student
learns. There is no practical contact in
high school, or in a school of commerce.
Business diseipline is taught only in business
colleges." o . « e e . o« e
"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-
Jjects. 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 commereial course,
in which case all commercial subjects become com-

pulsory. Out of the high school enrollment of

51.
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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." . s & e . 1

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 wﬁrk 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 after
leaving school it cannot be said that whim and fancy constitute the main
reason for taking the work. They offer one year of bookkeeplng, type-
writing in all grades, with office practice, business English, business
forms and commercial papers, commerclal law, economics, spelling in all
grades, and sociology, - & very good 1list from which the student may
select his work.

There 18 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 very thing the active young person wants

and what he invariably follows in after 1life.
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CHAPTER VIII

AMOUNT OF COMMERCIAL WORK A HIGH SCHOOL
SHOULD OFFER
A. Bookkeeping.

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. Wlde 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 summary of

results.
TABLE XIV
AMOUNT OF WORK DONE IN THE ADOPTED TEXT IN
BOOKKEEPING EACH YEAR
;i;eza;dzq:a:t:t; T ;e;c;n; ;f—s;h;ois_

doing this amount
Completing two sets first year . . = 5 3.7

Completing three sets first year . . . 3.7
Completing entire text in one year . a . 63.0
Completing text in one and one-half years . 1l.1
Completing text in two years : : . « 1845

- e s um s e e e wm e M e o aw e mm wm wm e mw ew mm  Gp e e S s mm e wm e am  ww  am e
-~ - - = — R — - 1

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 wlll 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 1light 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

- wm e e e s e Gm e em e e e mm e e s e e e e e mm ew e Mm M e e e mw e dw m mem e e
- e e - AP B 4B am e e e mm e MR e M e s e em mm e W ew e mm me e s Mm ew mm e am o e e

Number and length of
recitations per week.

Percent of schools and
length of time

; 1 year i 2 years
Five 35-minutes periods. : 4.35 ;
Four 45-minute periods ; 4,35 ;
Five 45-minute periods. : 43.48 :
Five 45-minute periods. : : 8.7
Five 60-minute periods. : 4.35 :
Five 60-minute periods. : : 4.35
Five 65-minute periods. : 4,35 :
Five 70-minute periods. : 8.7 :
Five 90-minute periods. : 21.79 :

S e mm em e mm Mm mm e mw e am mw e wm e em e ME em e me am m A am Em e am mm s e mw s e
o~ e em s e B P e am Em em am mm Ee ar e e Em ew aEm mm M e em am = wm me Mm w e e aw = wm =

This table shows that almost half of the schools complete the *
work in one year with 45-minute recitatlion 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.



Name of school:Time spent:Number : Does it ¢ Percent t

ton text  :taking : guality : securing :

: sbookkeeping: : employment :
Atoka s 1 year 3 24 : No. - —— -
Bartlesville : 1 year : 95 : Yes. 3 o8 4
Blackwell t 1 year : o ¢ Hardly. 3 dtod :
Chickasha ¢ 2 sets : 20 : Yes. s -— s
Cleveland : 1 year : 13 : Yes. s 50 5
Cushing : 2 years : . ¢ Yes. c 80 g
El Reno = 1 year % : Yes. & 25 :
Hugo ¢t 1 year : - : Yes. : —— 2
Kiefer s | 1 wahr: 3 6 ¢ Yes. - — 3
Lawton 1.5 year : 35 : Yes. F 80-90 3
McAlester e R yeHEP 2 - : Yes. 5 70 g
McMann :1.5 year : 17 : No. B None. 2
Miami %4 1 year — : - s - g
Nowata g -l yeaE = — : No. 5 40 ;
0Oilton t 1 year : 26 : Yes. : 40 3
Oklahoma City : 2 years : —_— : Yes. - 25 g
Okmulgee : 1 year —— : Only partly. - g s
Perry : 1 year : 24 : No. : :Negligible :
Ponca City : 1 year 57 ¢ Fairly well. : - 3
Sand Springs :1.5 year : 24 ¢ Only few cases.: S0 2
Sapulpa : 2 yesrs : —— ¢ Not thoroughly : 60 5
Skiatook s 1 yeam @ 21 ¢ Hardly g e 2
Tulsa : 2 years : 249 : No. - 50 -
Yale ¢ 1 year - 1 Nal. ¢ 50 2

Reasons for offering this work in your
high school

Local demand for such work.

Vocational - enable to grasp college.
Qualify for positions in life,
Vocational.

Qualify for business.

Demand in school by students. :
Raise standard of commercial graduates.
Vocational.

Benefit majority of students.

Desire of students and community.
Demanded by students.

Demand for it.

Demand in city.

Prepare for business.

To meet popular demand.

Help meet demands of community.
Familiarize with business problems.
Demand for it.

To meet demand.
Patrons demand practical work.

Reports from other schools

valueless in this table.

cities.

were so vague, lacking in information or incomplete as to render them

It is noted that, with one or two exceptions, where but one year was given to the
work, the report as to qualifying is negative, and in these instences 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 large classes and a more extended demand of local business requirements in large

Bus six schools reporting on bookkeeping are complying with the state Course of Study as to the time

allotted to the adopted work.

Why have a course?

in the realization and comprehension of the work.

Either it is dreadfully faulty or the teachers are lacking

*9s
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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 herd to classify and
tabulate. Some schopls gave two full years each to bookkeeping, steno-
grapny, and typewrliting, and gave it as a two-year course; others gave a
year of each of the three and called it a one-year course; others gave
the same and called 1t 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 sec;nd year commercial work.

TABLE XVII

PERCENT OF SCHOOLS OFFERING SECOND YEAR WORK

- mr e Am S ew S ER B s TR aE T en SR MR S em R AP MR mR SR e R SR E em EP M am e e am cm an e
- S e mm e e ke Gm P MR WP WP MR s P @M MR e e v G ey ew e A Em S e R e wE e e e e e

Subject Percent of schools giving it.

Two years of bookkeeping « . . .+ . 15.87
Two years of stenography . . . % . 15.87
Two years of typewriting . . . . z 23.84

One year of bookkeeping and typing
each - considered two years work . . 22.22

Bookkeeping, with stenography and
typing - considered two years work = 17.47

Three years of typing alone and
considered as two years of work . . 4,73

n mm e am e e em wE e e e e e E) em ew e T mm e Am e wE s s W MR N P M e D e aw em  Am e
- Emh em em Am ME e an A ew aw M S S D WD e Gm e S e e a mm e e AW e em e e am e mm e am  am
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Here 1s 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-
1y 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 300 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 1ife 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 towns be forced to attend the business
college to obtain a commercial education? Table XVIII shows the result
and the general sentiment.

TABLE XVIIT

SHOULD THE SMALL HIGH SCHOOL OFFER ANY COMMERCIAL EDUCATION?

- em B e eam mE m sm mm mw s cws mm w WS D D = We B mm M mm e mm B s e MBS w D e em e mm e ma
A mp m ME e r = D em R S am am e m e am AR M e = e mm e ea wm = e em —_— = e s e e e

Replies received Number Percent
Schools reporting affirmatively 100 s 83.33
Schools reporting negatively 20 s 16.67
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It might be worth} 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. They 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 matserial 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 Number
"If demand is sufficient to justify it." . . 12
"If finances will permit its introduction." 10
"Yes, to supply demand of small towns." . . 7
"For its practical wvalue.". . . . . . 5

"Students deserve it - should have the

opportunity.". . ¢« & ¢ s e . b
"Fits the need of many students.® . = . v 2
¥Good material often found there." . . . R
"Same reason as for the large high school.® . 1l
"Should have equal chance with large oges.“ . 1l

"Might as well give what advantage we can,
even but a little." . . g F s . 1

"No harm can be done." . ® o 5 ¥ - 1
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"Because 50 percent of the students will engage
in that work after graduating.® . . . » 1

"Serves the community with its om produet." . . 1
"To prepare for simple office work." . . . . 1

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

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

From the above it is clear that santiment 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 indicaée, for of the
schools reporting in this survey there were but nine with an enrollment
below 300 which were offering any commercial or business training. Table
XIX shows the percentage of high schoel 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) . . . . .; 36.9 : 7.8
* Oklahoma - U. S. Bureau Ed. Survey (2). . .; 29.8 ; 5.5
Oklahoma - this survey . . - . . .; 35.0 ; 11.3

- N i e e e s ME e e mm En MR e M e AP mm s wm e m me GB m e M8 MR e mm e mm e e = e e
- e am e wm Em M e G M Em WP R e wE e R s G wm MR MD em e e M e e mm ww e aw e e wm =m

(1) Lyon - Education for Business, 1922, page 13.
(2) Lyon - Education for Business, 1922, page 13.
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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 woﬁld
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 towns which would have shown much
less than 11.3 percent of the high school students as having an
opportunity to obtain commercial education in the local high school.
The smaller and rural high schools are not offering commercial work,
though there is an insistent and a growing demand for it. Consoli-
cation of schools with the establishment of more vocational courses

will tend materially to solve this phase of the problem.
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CHAPTER IX |

TEACHERS

A. Qualifications, Training and Business Experience.

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
commercial 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.
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TABLE XX.
QUALIFICATIONS, BUSINESS EXPERIENCE AND

NUMBER OF COMMERCIAL TEACHERS

o e s am am wm am mw WE M ae aw Smr mm me Am M e et S sE e G s s e ew s mw e s e
R — R A — R —— A~ — - — I

Number of schools reporting. . . . . 108

Number of business college graduates . . 26
Number of university graduates . . . . -
Number of college graduates . . o . 26
Number of normal school graduates . . . 15
Number of undergraduates . . . . . 28

Number holding degrees as followss
Master of Accounts o . . . 1
Commercial Science, B. S. - . 1
Bachelor of Science . . & . 4
Bachelor of Arts o . . . 12 58
Number with previous business experience
Three months'! experience . . v A
One year's experience . . . e« 5
Two years! experience . . . aIE
Seven years' experience . . CRi | 9
Number with no actual business experience 98

Number devoting full time to commercial
teaching in high school . . @ v 61

Number devoting part time to commercial
teaching in high school . . . . 46

- e e mw s e amm aw v mm mm mw s wm e mm em wm  mm e w  me Me B mw e mm e we = e e
P~ - - A A — A A

There were 108 reported some commercial work, yet
only 107 teachers were reported. A number of schools gave no
information on this subject.
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B. Salaries.

O0f 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 teacheras. No information on
this subject was obtainable from any source other than that in

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

TABLE XXI.

SALARTES OF COMMERCIAL AND NON-COMMERCIAL

TEACHERS.
Class ; No. : Average
Commercial teachers . . . : 59 : $1530.85
Non-Commercial teachers . . : 48 : $1559.14

@ aw ew S AR e e B e S B MR Mm MW s s e M D e R ew e e e

This shows a higher average salary is pald the non-
commercial teacher. This is due mainly to the fact that in many
instances, and especially in the smaller schools the principal's
salary was glven 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 1s the fact that so many undergraduates are teaching - some
not even normal school graduates. In fact, one North Central

Assoclation 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 any criti-
clsms, 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." . &

"Lack of organization."” . . . . . . 2

=
.
™N

"Broaden the work to include more subjects.
"Adopt a new text." . . . . . . . 9
"A full course should be offered.” . . . 1

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

"Adopt the 20th Century Bookkeeping text.” . . 6
"Need more of it." . o e e . o @ 1l
"Not broad enough.” = . . . . . . 1
"Change typewriting and bookkeeping texts." 5 2

"Adopt a usable text or leave it to the school" 1l
"Bookkeeping text antiquated.® c X 3 . 1
"Lack of money to meke the department efficient" 1

nNone L " L] . L] L] L] ® L4 L] L] * 71
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It was found that about 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 meaming
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

1 In answer to the question,-~ "What do you consider the
greatest drawbacks to commercial education in the high schools?"
a number of deserving replies were received, though most of the
teachers failed to give any reply. Some of them are listed below.

"Not enough time." +« « ¢ + o ¢ ¢ ¢« o+ . 4

"lack of finances and aveilable good teachers.". 3

“"Requirements not strict emough." . . . . . 2
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"Lack of seriousness on the part of the pupil.” 1
"Lack of training by commerciel teachers.” . 4
"Work is only half teught." . . . . . . 2
"Lack of equipment.” . . . . . . . . 2
"Commercial course too weak in general subjects"l
"Lack of finances.” . . . . . . . . . 2
"Lack of foundation." « . « ¢ o« o o« & 2
"Poor text in bookkeeping and typewriting--lack
of college trained teachers in commerce--teach-
ers not allowed to select the text." . . . 1
"Business colleges of low standards." . . . 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 [} e L] . . ° ° L] * . ] ° ° ° L] 31

Some of these are meritorious and show a trend of
seriousness on the part of the teacher. Some replies are not
fully substantiated by géneral conditions in the school of the
one offering the criticism as 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, and reading the replies received, one might readily con-

clude that a very great number of the commerciasl teachers could see
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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
th; value of commercial education, or low standards required for

commercial teachers' qualifications.
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CHAPTER X

CONCLUSIONS AND COMPARISONS

The principal criticisms seem to be inefficient
teachers, unsatisfactory text, lack of finances and proper
equipment. With poor teachers little could be expected. Why
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
expsrience. 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 subjeect, other than bookkeeping
or stenography, without having had the work in college or elsewhere.

Sueh would be possible with other than these two since they are tech-
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nical and require skilled imstruction. 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 imtroduced in
their high school, students desire to study it, and teachers incline
to teach it. Competent and effieient 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 take bookkeeving
without commercial law, business forms or other related subjects in
fact most of them seem to be taught only “to pound” a typewriter, teo
take 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 the low
standards required for commercial teachers, or to variable standards.
With our State Agricultural and Mechanical College, the State Univer-
sity, and the State Business and Junior Vocstional College of Tonkawsa
all training teachers it is no wonder that standards vary, for no two
institutions have the same requirements for graduation. Further,

many teachers are employed who are not graduates of any of these insti-
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tutions., That this condition is not confined to Oklahoma alone

is evidenced by data gathered by the Commercial Education Service

of the Federal Board for Vocational Education which make a series of
investigations of teacher-training by means of a questiomnaire, from
which the following quotations are taken: (1)

"Lack of clearly defined aims and widely varying stendards
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 staendardization in rquirements and,
(c) confusion as to what educational institutions should assure
the responsibility for prepearing ?edchers."

"Under‘the pressure of securing teachers, school authorities.
have turned to various sources. From business schools have been
secured teachers thoroughly treined in sﬁorthand, typewriting,
sometimes bookkeeping and pemmanship supported by a high school
education and possibly in addition & 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, rether 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 im respect to experience,
educational training, end, as a result, outlook."

"When uniformity is 80 utterly lacking in the securing
of teachers, it is not.to be expected that standardization of re-
quirements is to be found. 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 instences these have been set aside where
their observance would prevent the procuring of a sufficient number
to fill the school needs. Other states have not found it necessary
to differentiete their requirements for commercial teachers, or else
have included them under the group’calléd "Speciel." -- The one
generalization applicable to the country as a whole is that the re-
quirements are moderate and where existing are oftemn unobserved by
individual cities.”

Quoting from Bulletin No. 43, 1921, Department 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 andvcommerce at the close of the school year as

reported in the following states: Alabema, Arkansas, Deleware,

Louisiana, Maine, Maryland, Mississippi, Nevade, New Mexico,

Rhode Island, South Carolina, Tennessee, Vermont and Wyoming."
Missouri has taken a good step in this direction, for

in 1923 the State Superintendent of Publie 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 hours of college

credit required by the teacher in that particular subject in order

to teach that subject in the high school:
TABLE XXII
SUBJECTS WITH 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. . . . . . .7}
Bookkeeping - two units of work. . . . . . 10

BEmmegrAphy: s+ + » & & & a4 & & 73
Typewrit ing . . . . . . . . . . . 5

Commercial geographye .« ¢ =« o« o « « o 2%
with additional credit in geography. . . . 0 5

Commercial erithmetic. . . .« « =« + o+ o 2%
-

with additional credit in accounting. . . .
and additional credit in college Math. . ” .
Commercial law., . . . . . . . . . .

(1) The Balance Sheet, September 1923, page 20.
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Penmanship, credit in method. . . . 2
Also, attainment certificate, grade of 80%

Business English. . . . B . 0. F
with additional credit in regular English. . 7

Salesmanship, advertising or marketing, each. o

with additional credit for each in Psych. . .

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, with additional credit in several
instances.

It is very evid;nt 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 necesséry 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 certaein 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 recoeive
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)RECOMMENDED BY

THE NATIONAL EDUCATIONAL ASSOCIATION

Oregon. (3)

- Oklahoma. (2) :
English. (Required) :English. ; English.
(1)spam or French. :Pen, & Word Study. . . ; Penmanship.
General Science .Com. Arith. & Bus. Forms g (1)Manual Training.
or ¢+ (1) Manual Training. Dom. Sci. & Dom. Art.
Botany or Zoology : Dom. Art of Agri. : Modern Language.
Algebra. . . . Modern Language. : Algebra or Drawing.
Business Arith. . Algebra or Drawing:
_______ P R N P e T e ——y Ty — W —y T
i 1 SR LY . R T A e e et -

Eapldishe . . = ‘s

Bookkeeping. . . .

Com. Geog. & Local Ind.
(1) Manual Training.

Bookkeeping or Penmanship.
Com, Arith. or Com. Geog.
(1)Manuel Training.

(1)Spanish or French
Hist. of Commerce.
Office Practice.

Pen. & Spelling. D. S. & De Ae-or Agm Dom. Sci. & Art or Agri.
Modern Language. - Modern Language.
Pl. Geom. or Drawing Pl. Geom. or Drawing.

English 4 unit.
Business Eng. 4 unit.
(1) stenography or
Stenotypy. .
Commercial Geog.
Office practice.
Spanish or French.
Typewriting. . .
Salesmenship. .

Eagiifie o aua AIMESE 4
Stenography or Bookkeeping.
Typewriting,: « .« « - &« =
Com. Law or Typing. . Elective (one) . . . . .
(1)Bookpg. or Stenog. (1)Bookkeeping. « « + o .

Engli Bh ] '3 . . . o 3
:
s

Typing or D, §. & D.& Domestie Sei. & Art. . .,
s

Bookkeeping or Steno.
Civicse ¢ o o o &

Physics or Com. Law HIBEOrYs o o @ o 9 &
History. . . . Commerciel Law. . . .
Elective (one) . Elective (one)

88 o2 68 o3 @0 SE 8 e e N ©

- eem am am Em e an e v e am e len S am am am e e am e e es e e e T EmE G eE E G e e G fm G Gm em e= e

(1)Bookkeeping. .
Stenog. or Typing.
American Hist., .
Bus. Organization.
Office Practice.

Business English. . . * Business English. . . . .
Am. History & Civs. Stenogrephy. « . « « . .
Salesmanship or Typewriting. . . . . . .
Stenography & Typing. Elective (one)

(1)stenog. & Typing. (1)Beonomics. . .« .+ o

Com. Geog. or BusLaw Bookpg. or Economics: Office Practice. . .
Pen. & Spelling. . Office Training. . : American Hist. & Civies.
(A1l elective in Apprenticeship. . Apprenticeship. . . .

- — - 4th year in Okla.) _ _Elective (ome) _.__ _ _ Elective (ome). . _._. _ _

(1) Electives indented in outline.

(2) Oklahoma High School Manual, 1919, page 11l-12.

(3) Oregon Course of Study, 1923, page 6-7.

(4) Lyon-Education for Business, 1922, page 552,553, 554.
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PART TWO
CHAPTER XI
COMMERCIAL EDUCATION FROM THE STANDPOINT OF

BUSINESS WORLD

Formerly it was the custom of menufacturers in placing their
products upon the market to maké the publie and the customers conform
to the ideas of.the menufeacturer himself as to the character and quality
qf 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 mamufacturer 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, end who "listens" to get an idea as to what the
public really wants;'and then mekes up his product accordingly. In fact
a very large quantity of manufacture& products is those which are made
on special order, where the producer takes the order from the customer
end 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. Todey we find business making its demends
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 meking 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 turnm 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 longer sends to the
business world a product it camnnot 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 o0ld 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 traiﬂing schools. Y. M. C. A.
schools were established, and private business colleges world began
making such demands and began turning out e 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
end business needs was true in Oklahoma as elsewhere. Greast 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 steatements, 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- five business, industrial and commercial concerns
over the state of Dklahoma 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
be;ng furnished.

Of the firms addressed, one hundred returned the question-
naire, though not all information cailed for was always given. The
results obtained are tabulated, and many replies and suggesﬁions are
also given herein.

The following cities were eelectedland as many of the lead-
ing representative business or industrial concerns as could be ascer=-
.tained were 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 Questiomnaire VII in Appendix.



TABLE XXIV

TYPES AND NUMBIR OF BUSINESS FIRMS REPRESENTED
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Type of firm. ' Number.

Anto dealers. . v . . .
B&nks. L] L L] * L[] *
Book Company - wholesale. . .
Building and Loan Association. .
Contractors and Builders. 3 .
Cooperative Marketing Associationms.
Cotton Mills. ° . . . .
Department Stores. . E . .
Drygoods -~ wholesals. . . .
Drug Company - wholesale. . .
Furniture - wholesale and retail.
Groceries - wholesale. . v
Hardware - wholesak and retail.
Implement Distributors. . g .
Life Insurance Company. . . o

* Manufacturers and Distributors. .
0ffice and Bank Furniture. . .
0il Well Supplies & Machinery. .
0il Company. . 5 . E C
Publishers, Printers & Bookbinders.
Packers. . . . .
Produce - wholesale dea.lers. .
Real Estate, Loans and Insurance.
Railroad - Electric Interurban. .
Ranch. . . . & - .
Refinery. . . By . . .
Telephone & Telegraph Co., . .

L]
W N WOO NN WRWWPNWNMHDHFHFWW MW

One firm to whom the questionnaire was sent replied thet it
woﬁld r;quire two or three months and from $3006x to $500 to secure and
tabulate the information; another that two months time and 3200 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 excepf upon legal requirements owing to the great expense

and time necessary in obtaining it.
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WHAT THE BUSINESS WORLD WANTS AS EVIDENCED BY
THE NUMBER OF PRESENT EMPLOYEES
The old adage, that "A man is known by the company
he keeps," might be applicable to a business concern in a degree
as "A business concern im known by the type of employee on its
payroll.,” The type of employee is one of the best guides in Jjudg-
its needs. This is showm in Table XXV,
TABLE XXV
NUMBER OF EMPLOYEES WITH COMMIRCIAL HIGH

SCHOOL TRAINING

Occupation. Males :Females : Total : Percent.
Stenographer~Typewriter. 192 15.9

Bookkeeper. .« .« .+

e ov s as b

244 ¢ 20.1

Clerk - technical. . . f -- E - i 212 ; 1735
Cashiere o« + +« =+ o f Y Syl t 36 : 3.0
General Office Work. . f -- % - % 228 ; 18,Y
Adding Machine. . . . : -- f -- 5 0 i 0
Salesman. « o« ¢ o e f -- f -- 3 84 : 7.0
Counter Clerk. . . . : it S 32 : 2.6
Collector. .« =« =« o : -- : -- % 12 ¢ 1.0
Typist (Typing only). f -- f -- i 40 t 3.3
Order and Billing Clerk f o B~ % 56 i 4.6
Messenger. . ¢ OO f -- 3 -= E 24 f 2.0
Auditor. . . o« o f -- : -- E 16 i 1.3
Advertising. e W@ L ; 36 ¢ 3.0
Total number reported: 874 : 338 % 1212 : 190.
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From this table it is seen that bookkeepérs, 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 7% 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

Oceupation. tMilwaukee: National : Oklahoma
, BUrvey.: survey. : survey.

No. s £ : No. : % No. : %

Bookkeeper.. .. .. 862 % 4.5 54: 1.5: 244 : 20.1
Stenographer~typist. £114 :10.7: 88: 2.5: 192:: 15.9
Clerk - general. . 3244 :23., : 692:19.4: 212 : 17.5
Cashier. G . e $ews ge== ; -F1:-2.0: -36 3 3,0
General 0ffice Work. $eve 3o= =3 ==g-- -3 228 : 18.7
Adding Machine.. .. % 40 s 3.7: 28: .8: 0 : 0.
Salesman. .« oo .. feue 2o- -3 oepe- -2 84 : 7.0
Counter Clerk. . .. : 48 : 4,53 832:23.3: 32 : 2.6
Collector. « ¢+ oo L Y 23: .6: 12: 1.0
Typing only. .. .. $160 :15.0: 211: 6.9: 40: 3.3
Order and Billing. . $172 :16.1: 436:12.2: 56 4.6
Messenger. Wial @ $229 :21.4: 1116:31.3: 24 : 2.0
Auditor. sl ok e e = mmege~ -2 16 ¢ 1.3
Advertising. .. . T me gmw =3 we=ge= -2 36 : 3.0

- e ap @ om e S ey ep T ey T s e EE G G) S G G e D EE Gp W @ @ P e e o =D -

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 gregter 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 COMMFRCIAL HIGH SCHOOL GRADUATES

Source of information. :Males. : Females.
3 3

Clerical positions, Cleveland, Ohio. (1): 61 s 39

Administrative positions, Cleveland, O. (1): 94 : 6

Clerical ﬁositions, 16 large cities, U. S. (2): 56 : 44

Clerical positions - this survey. . . . ¢ 72 $§ 28 3

- e s GE D mp e D e EmD Ep mD EmD e D s M D Gy e ED EE Ep P e S ED ED RS G EE An D S ED e
- e me EE EE GE D eS8 S e e - G Ep G S s W @ S mp G G SR S T D G e e e D e Ey we -

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.



CHAPTER XII
THE EFFICIENCY OF THE COMMERCIAL HIGH
SCHOOL GRADUATE
In reply to the question "Im 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 COMMERCIAL HIGH SCHOOL GRADUATES COME UP

TO EXPECTATIONS?

Business man's reply. sNumber. : Percent :
Yo & = % @l @ iaf s s 8 33 H a3 :
No. & 0N W e ®mo@ W oney w27 : 27 g
Generally, but not always. ¢ 3 : 3
Not always. B 46, AL A St 6 3 6 :
Feirly well. ¢ o« % » n¥ 8 : 6
No reply, but with "?" mark. 3 10 : 28. 3
No reply at alle. . . .« . ¢ 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.
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OBJECTIONS OFFERED BY THE BUSINESS MAN TO
THE COMMERCIAL HIGH SCHOOL GRADUATE.
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 usuall; 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 & 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.”
"Lack of initiative." (Given by 7 firms.)
"Take a job that requires 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."
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"Frequently think they ‘know it all.*' "

CAUSES OF FAILURE AS SEEN BY THE
BUSINESS MAN
The busihess man who is dissatisfied with the high
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 expecta#ions. 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,"
"Tnability 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
punctuation, 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 concentration." (Given by 4)

"Do not know their work well enough - not well
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grounded.” (By 5)

"Business and giddiness do not go together."

"A business head cannot be supported on a child's

shoulders.”

“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 ﬁothing, 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 hiﬁ - aY 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.
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WEAKNESSES OF COMMERCIAL HIGH SCHOOL GRADUATES
AS SEEN BY THE BUSINESS MAN .
After ascertaining the objections, and the causes of
their failure, it seems proper to locate their weaknesses. A
gfaduate may attain a reasonable degree of success but skill
have one or more week points in his individuality. The following
table sums &p the weaknesses as seen by tl® business men and re-
ported in this survey.
TABLE XXVIII

WEAKNESSES OF COMMERCIAL HIGH.SCHOOL GRADUATES

o
Gm Gy Gm Em m Gw Gw G e Gm S S W Em T Gm S G W Mm G Gw W e S e G S A G Ge ea G 6=

''''' Weakness.  ‘iMumber of
sreplies.
English and punctuation. . . . . . 12
Penmanship., . . .« . T S 2

Spelling. . g W W e o o . 4
Dictation. S S el o e 2 = @ S
Knowledge of bookkeeping methods. . . 9
General office abiUitees L4 3 ¢« o 15
Non-adaptation to work. . . o B ' 6

Letter writing. . = Lokl o E @ @ 6

Ineccuracy. o . OMEC TIC . e 7
Office practice and methods. o =’ 5
Interest in work. % & b 5 & 4
Personality - frankness. . + + .+ . 5
Guerdedness in conversation. o e e 4
Ability to meet the public in office. 3

Lack of desire to become familiar with

work in office, or business. i/ 100
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CHAPTER XIII

JWHAT BUSINESS EXPECTS OF THE COMMERCIAL

HIGH SCHOOL GRADUATE

A. Other than Technical Knowledge.

That the high school may adjustfits operation so as to furnish
the type of product demanded by the business world, it is necessary
that the business world give an o?tline 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 #han abi}ity 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
"Fillingness to learn, and an absorbing interest in
future advancement commensurate with results.” 1
"Honesty, integrity, common sense and application to." 1
"General interest in the business." . . . . 5
"Po be able to grasp a business proposition.” 3 4
"Know how to meet and greet people, and to cultivate
their personality."” . % . c . . 3

"How to manage an office." . . . . . 3
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"To use their heads and do the work according to

dictates of good judgment." . . . 1
"A fair degree of common sense." . . . 3
"To spell, figure accurately, and a knowledge of

office routine." . . . . 2
"Knowledge of commercial practice, business law,

and civil government."” (101 Ranch) a |
“"An understanding of what is expected of them -

care and accuracy in their work." . . 1
"Adaptability to work assigned them." . . 4
"An interest in business, ambition, disposition

to study and to impro&e." . . . 1

"Use their common sense and ask questions no

one knows it all." . . . . 1
“Initiative and discretion - "Horse sense" 1
"Initiative and executuve ability," . . 1
"Ability to comprehend a business transaction.” 3

"To use sound business judgment in handling the
business, patrons and complaints." . 1

"Ioyalty, integrity, honesty." . : . iy

While 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 in the commercial employsee.

Such characteristics cannot be acquired through pound-
ing a typewriter, taking dictation or posting books, but must be
instilled through fhe personality of the teacher, through environ-
ment, and above all, through related subjects in the high school
curriculum - Civics, Economics, Sociology, Office Practice, English
" and a love for good litereature. One may secure a business train-
ing - in one subject as bookkeeping, stenography or typewriting -
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 end posting the business transactions
and sending out statements; or, it his stenographer was able to tran%-
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 advisable.

From the study maeke 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 #deas as to the qdalifications
and knowledge required of his office employees, and that he himself

has been making considerable progress in this respeet. His former
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technical employee can no longer meet his requirements but must
be commercially trained and have a knowledge of 8ll related subjects

which would broaden his field of knowledge, enhance his usefulness

and increase his efficiency. Table XXIX shows results.

TABLLE XXIX
SUBJECTS WHICH THE BUSINESS MAN EXPECTS THE

COMMERCIAL HIGH SCHOOL GRADUATE TO KNOW. .

. [— i e ;) - — (- - e e

Subject . Replies. Percent
Econonmics., . . . ©" @ . 36 : 41
Sociology. . . . s e » 20 5 23
Commercial Law. . . . . 44 s 50
Civics. ® Wb i e 6 @ « 24 27
Spanish. . . . . Ik > 1§ 4,6
FrenCho 0 . . . . . . 0 : 0
Baraltic: & » 8N &« w .o 4e P ¥ 0
Salesmanship. . . o e . 64 : 72
Bankingo . . . . . . . 36 : 41
Stenography. . . ) W o 60 : 69
Cost Accounting . . @ = s 44 50
Insurance. . . . . ORI S H 37
Latin. F J s s d > B % 0
Advertising . . . s 18 o B2 y 59
Auditing. . . . . . 48 H 55
Dictaphone. c C . o | 116 s 18
Shipping Clerk . . o . .+ 20 g 23
Others not mentioned. :

English - how to
speak and write it. 8 1 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,



93'
Worthy of consideration is the fact that a very large percent

expected knowledge of Salesmenship (72%4), Advertising (597), Auditing
(55%), Cost Accounting and Commercial Law each (50%), Economics (41%),
and Insurence (37%).

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 with very few students teking 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 goods, for trading with a certain jobber or wholesele house, for one
section of the country over another, so it is reasonable to suppose he
has his preference of sources from which he obtains his supply of busi-
ness help. Just as a merchant would like to know which competitor 's
goods are preferred to his own, so we would like to know whether the
product of the business college is preferréd to that of the commercial-
high school or vice versa, and why. If the high school is not turning
out a product that stands the test of the business world then it is
time that the course of study, equipment, methods of teaching or
instructors be changed. The public - and 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 craduate,

and why?" - was asked, and the results are as shown in Table XXX.

No information of like nature from elsewhere was obtainable.

TABLE XXXX

THE BUSINESS MAN'S PREFERENCE

T " preferemce. "~~~ "~ Firms. _ Percemt
Commercial high school. . . : 32 3 383 &
Business college. 5 e« « : 64 s 66.7 :
No preferencs. s @ « @ % 4 : 8

Total replies received. . . : 100

— e mm em e e Ep Ep e cm e D G E e e G e mE e me e mm e mm e e ew ED e e =m e e

So many varied and different replies 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
colleges turn out graduates too fast and exercise no
choice of students other than ability to pay tuition."

"From the high school we often get our 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 women in after life."

"Bocause their morals have been guarded better in the
high school - they 'drift® in the business college."

PREFERRING BUSINESS COLLEGE GRADUATES.

"More specific and intensive training, usually older
and have better judgment."

"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 work
only for the 'credits' and really know very litile
about it when through with it."

"Because 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
high school."

"Training seems to be more thorough and practical."

"Because they are better trained."
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"They know their work, and know they know it."

"Are more ambitious to begin with, 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 work."

"Seem to be more thorough 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 lecast a high school education.”
"Fhe business college graduate has been through some
pretty intensive work and is usually ready to settle
down to business when he takes a position."

"The high school graduate has usually taken his time
about his work, and is not geared to the higher speed

expected of him in an office."

Singe most of the replies come from the larger cities
and where 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 towns have
come in contact with the local high school graﬁuate 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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NUMBER OF BUSINESS COLLEGE

GRADUATES EMPLOYED
As more business firms reported from the larger cities
then from the smaller cities more business college graduates are'
therefore employed. The total number was 537. A sumﬁary of high

school and business college graduates employed'is shown in Table

XXXI.
TABLE XXXI
SUMMARY OF COMMERCIAL HIGH SCHOOL AND BUSINESS
COLLEGE GRADUATES
= S . . Number _ Percemt
High school gra@uates employed. s L1212, = 69.3 :
Businegs college graduates. . ; 537 ; 30.7 ;
Firms preferriné high school. . ; 32 ; 33.3 :
Firms preferring Bus., Collége . ; 64 ; 66.71 ;
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This table shows that 69.3% of the employees were high
school graduates, although only 33.3% of the employers pr?ferred
them. Local conditions and the reasons heretofore éiven show this
is true.

While sgveral firms did not réﬁort 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
that 1212 employees were reported. Table XXXII shows results in

another form and condition.
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TABLE XXXII

GREATEST NUMBER OF EMPLOYEES OF EACH CLASS

Greatest number of employees ¢ High t Business :
by single firm. g school : college. :
Largest number. Two firms. § B5 s 50 3
Second. Different firms. 4§ 53 s 483 :
Third. Different firms. ¥, 37 : 40 s
Fourth. Different firms. 3= 129 ; 13 ;
Fifth. Different firms. : 14 ¢ 12 :
Highest number of each ¥ 3 s

employed by single firm. : 48 : 22 H
Second highest - one firm, : 13 s _ 13 :
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CHAPTER XIV

THE BUSINESS MAN AND THE FUTURE

In considering the future in this instgence 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
cbntrolled 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
childs There the business man was given gample opportunity to express
his opinion, give his ideas ;;d reasons. But here the metter is put
squardly 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
gend YOUR child to the private business college or to the publie
high school and why?" Talbe XXXIII gives the results.

TABLE XXXIII
PREFERENCE FOR HIGH SCHOOL OR BUSINESS

COLLEGE TRAINING

- ey o e e e - oy ER G WS o e S ) e G ) Em ey Ge e e e e em Em e o o o

Where send his child. ¢+ High school : Bus. College
:Number: Percent : Number:

52

Business college. 58el

High school. « .« .+

% s s ee s
w
()]
.
©O
e o8 o¢ se e

e es o8 oo o0

Replies received. 38
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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
drawn.

REASONS 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 intemnsive.”" . .« 3

"Best field for business - good atmosphere." . . 2

"More condensed - more intensive." . .« . e 3
"Because of intensive, practical teaching there." 1
"Closer application and specialization.™ . v 3
"Ingtruction more thorough and practical,." . o 2

"Experienced and practical teachers, better work." 2

"Better training - better teachers.” . . e 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 training."(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 coﬁmercial 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 the 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 written regarding different require-
ments for boys and girls. It is frequently stated that their train-
ing in the office is different becauée of sex., The boy is trained for
managerial and executive positions; the girl for clerical, secretarial,
sténographic and typing which are "blind alley jébs" 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 employeeé:

In Lyon's Education For Business(%% 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

= ~“sTafement InLYON -~~~ ~~ ~~ ~Naumber : Percenf ~ ~ — ~
Agreeing with the statement in Lyon. i 25 : 29.4
Not agreeing with statement in Lyon. ; 60 ; 70.6 :
Totale « + o« « . 3 8 1 100. 3

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 make for better employees."

"Tf they have these traits you can teach them the rest."

"The business man can train technically 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
giddy, insincere, the thoughtless and uninterested in
work."

“The quiet girl does more work - the talkative one makes
too many mistakes and loses her position."

*The quiet girl thinks deep and seriously - the noisy one
shallow, if at all.

"Tf the boy doesn't have pep he is a laggard and gets no-
where."
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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 takes more than quietude to make a good business
woman of the office girl.®
"Brains and application -~ not pep and quietude - win."
“Both need pep and initiative." (By 4)
"Life and action - sobriety and seriousness - counts most.”
"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
t00 much. Too much pep usually leads to bluffing and
sooner or later to looking for another positién." (By a

Woman)

Additional information was desired as to whether the basi-

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
Sehools of the United States by Lyon. (1)

(1) Lyon - Education for Business, 1922, page 161

-y
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TABLE XXXV

DIFFERENT DEMANDS FOR THE SEXES IN

COMMERCTAL OCCUPATIONS

Requirementa. Number :Percent :

Number practicing plan of promot-
ing the boy while holdlng the

girl back. . . 24 ; 28.6
Number not practicing the plan. : 44 ; 52.4 @
Number practicing plan in part ; 16 ; 19.0 ;
Survey of 66 large cities of U. S. : : :

Number cities favoring boy. : 42 : 63.4 :

Number cities favoring neither : 24 : 36.6 :

This shows that far more preference is given to the girl
in this survey than is shown in the survey of the 66 large cities of
the United States, but this may be due very largely to the fact that
in this survegy 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 is given no preference bver the girl, showing that ability and
qualification constitute the basis for promotion.

As some replies given might afford food for thought a few
of them are given, as follows:

THE BUSINESS MAN'S REASONS FOR MAKING DIFFERENCE BETWEEN THE

"Because girls get married and quit."” . . o
n3irls use business as a steppingstone

to matrimony." z e It c - s 3
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"The boy is training for a lifetime-the
girl for matrimony." . . . . w i
"Girls do not stay long enough to get the
idea and are more prone to change because
of some friend she would rather be with.
Girls do not tak; the knocks and bumps like
boys do - they are by nature more easily
hurt.” . . . . . . . 1
"Our business necessitates boys to a cer-
tain extent." . . . . . 1
“The girl wants the salary - the boy wants
promotion." . . . . . 5
"t3irls not precocious enough - wont forge
ahead in business." . . . 2
"In the administrative and ore important
positions in life man naturally prefers
to transact business with a man." p!
"Boys are expected to grow up with the
business - girls to remain until they
drop off into the sea of matrimony." 1
"Business demands initiative - girls do

not have enough of it." . . . o

THE BUSINESS MAN'S REASONS FOR MAKING NO DIFFERENCE BE-
TWZEN THE SEXES
"Zach has equal chance with us - sume salary for same
work for each." (By firm embloying 65 high school

gra.duates.) ‘e . . . . . . 1
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"We promote for efficiency alone - not

because of sex." . . . . 1
"No difference if they do the work as well." 6
"Women should have just treatment, but should
be favored in business because of sex." . 1
"We give both an equal chance as far as
possible." (Employs 48). ” . 5 1
"Tf the girl does the work she is entitled

to promotion." . . . . 1
"We promote for efficiency regerdless of

SexX." . . . . . 1
"Girls appreciate promotion more than boys

dO." 3 L] [} ® [} 1

BUSINESS MEN'S SUGGESTIONS FOR THE BETTERMENT OF COMMER
CIAL EDUCATION IN THE HIGH SCHOOL
Previous tables show what the business man has been get-
ting, his degree of satisfaction, and what 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 PRACTICAL APPLICATION. Most graduates
are lost when they begin their first job." 1
“"A more practical course of training dealing
with actual business methods instead of with
so much of theory." . . . . al
"Strict application to duty and work." 3
"That teachers be greduates of reputable

business colleges.» 6
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"More efficient teachers - more thorough work." 5

"More complete course - better teachers.” . 5
"Better teachers - more importance attached

to the work." . . . . . . 2

"The teaching of business ethics and emphasis

on service - Service - that is demanded by

modern business." . . . . « e i
"Better teachers, and require all teachers £o be
graduates of higher institutions." . . 1
"Make the course more complete, and give the

same tests as the business college does." . 1

"Cut out a lot of useless stuff and give more

time to useful ones - better teachers." . 1
"Include a course in such lines as railroads,

telegraph, telephone, express, commercisal

industries.” . . . . . . 1
"More experience in business) more practical

teachers and methods." . . o . 1
"More attention to business - less time and

attention to the 'getting' of credits in the

high school." . . . . . . 1
Throughout these suggestions there runs a plea for be