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SABBATICAL LEAVE REPORT
ACADEMIC YEAR 1989-90

JOANN DRIGGERS
HOME ECONOMICS DEPARTMENT
MT. SAN ANTONIO COLLEGE

At Mt. San Antonio College | teach in three areas: Fashion (Fashion
Industry, Fashion Merchandising, Professional Job Search, Field Studies in
Fashion Merchandising), Sales (Professional Selling), and Life Management
(Life Management, Consumer Economics). My sabbatical proposal (Appendix I,
pgs 44-54) included independent study and three projects, including curriculum
revision, costume collection management, and networking. Essentially | spent my
time doing the many tasks that faculty do outside of the classroom when not on
sabbatical. The difference this year was that | had the luxury to do them full-time,
and | could wander away from campus during the day, for many days in a row, not
having classroom obligations or students' needs to consider.

Statement of Goals:

il Study independently in the areas of Fashion Merchandising, Sales, Life
Management, and student learning styles.

2. Review and revise the Fashion Merchandising program.

3. Attend an executive training program with a major department store.



4. Facilitate the use of a regional costume coliection by Mt. SAC students of
Fashion and Theater, as well as others interested in costume research
within the East San Gabriel Valley and Orange County.

5. Identify and meet with people in the community who can be resources for the
Fashion and Life Management programs including providing advice, jobs for
students, and financial aid to the department in the form of equipment,
scholarships, and the like.

General Benefit to Mt. San Antonio College

| am returning to Mt. SAC a refreshed, relaxed, and motivated instructor with
updated knowledge and revised teaching techniques. | have had a year which
was more flexible and less stressful than usual because | have been able to
frequently work at home, avoiding some rush-hour driving. The knowledge | have
gained is already being transferred to students. In some cases it is making them
better prepared for the job market and more employable. In other casesitis
helping students organize thier lives in a more balanced and satisfying way. The
networking which was begun on this sabbatical is being continued by myself and
other department members.

The Results

1. Study independently in the areas of (a) Fashion Merchandising, (b) Sales.
(c) Life Management, and (d) student learning styles. | read the following books

and incorporated information from them into curriculum development, course
content, and course projects. Although | usually selected a book with a specific
course in mind, | found that each book | read was relevant to more than one course.
Included here are abstracts of each book and how | am utilizing the new know-
ledge gained.

A. hi ndisi

Fashion Direction and Coordination , Goschie, Susan. Glencoe
Publishing Company. Encino, California.Second Edition, 1986.



This book is the text used in the Mt. SAC Fashion Coordination class. Over
the last ten years this class has been taught by an hourly instructor who is or has
recently been employed in the Fashion Industry as a Coordinator. | felt | needed to
know more about this class, as many of my students in Fashion Merchandising
have already had it. Additionally, as a club advisor for Fashion Associates | have
been involved in supervising students who planned and created fashion shows
and fashion videos. Having read this book, | feel more informed and will be more
competent in these situations. | can reinforce what | know students have learned in
Fashion Coordination.

From the perspective of teaching about careers, | now understand that a
Fashion Director oversees a Fashion Coordinator as well as a Fashion Stylist.
Even though these job titles are loosely defined there are definite distinctions that |
hadn't understood before. As a result of reading this book | learned about the
details of planning a fashion show such as staging, lighting, music and
merchandise lineup. This book will be an excellent reference for me as well as the
students in Fashion Associates.

The New Complete Book of Fashion Modeling , Lenz, Bernie. Crown
Publishers, Inc. New York, 1982.

This has been the text used in two Mt. SAC courses: Modeling, and
Advanced Modeling. This text gave me a better understanding of job opportunities
in this field, and how fashion modeling such as runway or fashion stage, differ from
photographic modeling for magazines or newspapers, and in turn how they differ
from television or film modeling. Also included was a discussion of modeling for
exhibits and conventions. This is invaluable information for counseling students
about careers.

As | mentioned as a club advisor for Fashion Associates | have been
involved in supervising student fashion shows and videos. The sections on
responsibilities of a model and how to produce a fashion show gave me a greater
depth of knowledge on these topics. | will be better prepared to guide students on
future endeavors.

Fashion Sales Promotion: The Selling Behind the Selling , Phillips,
Pamela; Bloom, Ellye; and Mattingly, John. John Wily & Sons, New York, 1985.



This book addresses the activities that promote and stimulate the sale of
fashion goods primarily from a larger retailer's focus. It approaches this task from
the viewpoint of a Buyer, who must not only select merchandise but be a visual
interpreter, marketer, and merchandiser. The authors emphasized the marketing
concept. a sales promotion program driven by the external market rather than by
internal performance or resource considerations.

The authors thoroughly explored the field of advertising, types of advertising,
and the role of the Buyer in creating and implementing an advertising plan. The
costs, advantages, and disadvantages of advertising mediums were explored. Of
particular interest to me were the sections on special events and publicity.

The text provided me with a more thorough understanding of the jobs
involved in fashion sales promotion, as well as several case studies which can be
adapted for the classroom to incorporate collaborative learning into my Fashion
Merchandising course.

B. rofessi i

Winning When It Really Counts: Quick, Easy Strategies for Success in
Any Speaking Situation. Lustberg, Arch. Simon and Schuster Inc. New York,
1988.

The information in this gem of a book will be applied in every course | teach!
I originally selected it with the Sales and Fashion fields in mind. However, since
teachers sell something every day whether it be an idea, a program, or a career, |
will be using this information directly in each class. The author advocates creating
a personal style and believes that the most important element of that style is the
face. He stresses that a person needs an open face, which is characterized by
elevated eyebrows and a smile. Although many authors would agree an open face
is important, few stress this point as much. Lustberg goes further and says that
posture should also be open and that the audience should feel that you are
hugging them. Photographs illustrate both the open face and open posture.

After reading this book | really understand for the first time proper breathing
techniques and how they affect the sound of a voice. Volume, pitch, and rate of
speaking are also discussed. Uniquely, Lustberg stresses that oral communication
should be conversational: converse, talk, and confide, rather than preach or orate.



When in a confrontation, he recommends a pause, for thought. This gives time to
frame your thoughts, select your words, and puts you back in control. Then, using
positive language and maintaining eye contact, you can respond.

The chapter "Winning the Job Interview" was concise, thorough, and put the
situation in perspective. Lustberg points out that the interviewer is not intrinsically
superior, but only has a particular role. He reminds the reader that interviews are a
two-way street. To help gain confidence he recommends that if a person is
desperate for a job, that they ought to take whatever job is available to bring in
some money, allowing the search to continue for something more desirable and
permanent.

| have been practicing the techniques of an open face, and am working on
correct breathing. | can use these techniques in all of my classes. | can also teach
all my students in Professional Selling, Fashion, Life Management, Consumer
Economics, and Professional Job Search how to more effectively present their
ideas, negotiate their needs, and win when it really counts.

C.  Life Management

A Whack on the Side of the Head: How You Can Be More Creative.
von Oech, Roger. Warner Books, 1990.

In recent years there has been an emphasis in education on critical thinking.
Critical thinking needs to be applied in decision making, which is the backbone of
many courses | teach. As a result | am fascinated by the process that people use to
define problems and identify alternatives. This book focuses on those issues. It
emphasizes that creative definitions of problems, and identification of unique and
numerous alternatives are essential today. The author believes that the rapid rate
of change makes it impossible to solve today's problems with yesterday's solutions.
He also thinks that creative thinking is fun!

The book is filled with puzzles, exercises, drawings, quotes, and questions.
For example, there is the quote from Picasso: "Every child is an artist. The problem
is how to remain an artist after growing up." The concepts are very accessible, and
take into consideration different learning/social styles. It is upbeat and positive and
stresses self-esteem. | have already selected several drawings and exercises from
this-book for incorporation into my courses. It also occurs to me that the author



might be an excellent Visiting Professor as he is a consultant and conducts
creativity seminars. His doctorate is from Stanford.

Peace in the Family : A Workbook of Ideas & Actions , Dorn,Lois.
Pantheon Books, New York. 1983.

This book is the product of the Nonviolence and Children Programs Parent
Support Project. It's purpose is to offer support and ideas to those working with
children and young adults, with the intent of enhancing the self-esteem of all
parties involved. It begins with a discussion of affirmation: "the open and
nonmanipulative expression of appreciation for an individual's intrinsic worth and
infinite potential." The art of listening, expressing feelings, setting limits, and saying
"no" are explored in light of accepting and affirming other people.

Of special note are the discussions of equal power among family members,
of the expression of nonattacking anger, and of negotiating limits. Useful to all
readers is the discussion on problem solving and conflict resolution. Throughout
the book are interspersed individual or group exercises which make the ideas
accessible to the reader. | found several | will use as presented, or adapt for use in
my Life Management as well as in the Sales course.

Whole-Brain Thinking: Working from Both Sides of the Brain to
Achieve Peak Job Performance. Wonder, Jacquelyn, & Donovan, Priscilla,
Ballentine, New York. 1984.

The goal of this book is to help the reader work more effectively and with
ease and pleasure by using a more balanced approach to thinking. After a simple
introduction of the split-brain theory, the authors present a self-test so a reader can
identify their preference for right-brain or left-brain thinking. Next, six techniques
are introduced which teach an individual how to shift thinking from one side of the
brain to the other. The first technique, internal brainstorming, focused on
perception and problem definition. There was much overlap in this chapter with
Whack on the Side of the Head (see above). | particularly appreciated the
suggestion to define a problem four ways, since alternatives flow from the
perception of the problem. Cinematics, the second technique, stressed
daydreaming, visualization, and getting in touch with the feelings related to an
event or situation. The goal is to use this technique to get the most from past
experiences, and to be most prepared for future ones. The third technique, inside-



outs, has a similar goal and if applied will expand perceived alternatives. The
technique is to do the opposite: reverse the objective, visualize the opposite,
anticipate the unexpected. Both techniques two and three encourage access to the
right-brain, and alter an individuals perception or interpretation of a situation.

The remaining techniques teach the reader how to move from the left-brain
to the right, and back again. | found this section of the book less clear. However, it
did present a learning/studying idea | had forgotten: SQ3R: survey, question, read,
recite, review. | plan to incorporate this into my classes in a more structured and
regular way.

From this point the authors focused on the application of this information to
speaking, listening, and memory in the education and business sectors. Included
were comments about listening styles, stress, and perfectionism. | was intrigued
with a discussion of research which indicated that it took from five to twenty minutes
to refocus concentration after an interruption. Included in the book are excellent
mini-summaries of ideas that would fit beautifully into a teacher's files or on a one
page handout for students. Some topics presented this way were Brainstorming
Rules, Social Styles and Listening Preferences, and SQ3R. Certainly these ideas
are relevant to Fashion, Sales, and Life Management courses as well as
understanding student learning styles.

Mega-Trends 2000: Ten New Directions for the 1990s. Naisbitt, John
and Aburdene, Patricia. William Morrow and Company, Inc. New York, 1990.

Having found the first Mega-Trends very enlightening, | read the
second with much anticipation. Again the authors focus on ten trends which this
time are: 1) Booming Global Economy, 2) Renaissance in the Arts, 3) Emergence of
Free-Market Socialism, 4) Global Lifestyles and Cultural Nationalism, 5) Privi-
tization of the Welfare State, 6) The Rise of the Pacific Rim, 7) Decade of Women in
Leadership, 8) Age of Biology, 9) Religious Revival of the New Millennium, and 10)
The Triumph of the Individual.

The list seems overwhelming at first, but is nothing in comparison to the
amount of data and information that we hear daily. The list of trends provides
another way to interpret that data and make sense of our rapidly changing world.
Since a major goal of the Life Management course is to help students make sense
of the world and plan for the future, this book proved to be an invaluable resource.
Because of the economic focus of the book | will also use this information in



Fashion as well as Sales. Some of the ten trends seem obvious to anyone living in
Southern California, particularly the concept of booming global economy, giobal
lifestyles, and rise of the Pacific Rim. However, the specific cases related to these
trends still make for interesting reading.

Significantly, facts and examples are presented which give credibility and
substance to the selection of each trend. | have selected some of these examples
for inclusion in class discussion. For example, one reason that the economy is
booming is because of the increased numbers of families with two adults in the
workforce. The second paycheck moves families higher on the economic scale,
especially in a household with well-educated professionals who are then often
lifted upward out of the middle class. Also along economic lines is this statement:
"There is growing consensus that the root of poverty is failure to create families.
More that one third of the 10.4 million female-headed families are poor. When
couples marry, they overwhelmingly tend to escape poverty; about 94 percent of
married couples are not poor" (pg. 46). Decisions about lifestyles and families are
central to course content of Consumer Economics and Life Management.

Regarding a global lifestyle and cultural nationalism the authors say: "The
more humanity sees itself as inhabiting a single planet, the greater the need for
each culture on that globe to own a unique heritage. It is desirable to taste each
other's cuisine, fun to dress in blue denim, to enjoy some of the same
entertainment. But if that outer process begins to erode the sphere of deeper
cultural values, people will return to stressing their difference, a sort of culturai
backlash" (pg. 153).

It seems then that as we move towards creating a global village we must
make opportunities to identify our cultural, racial, and religious differences so that
we might revel in their uniqueness.

The Second Shift: Working Parents and the Revolution at Home.
Hochschild, Arlie. Viking Penquin, Inc. New York 1989.

Arlie Hochschild conducted a longitudinal study of household management.
She studied fifty two-earner couples, each of which had at least one child under the
age of six. The results are somewhat startling.

It comes as no surprise to hear that the majority of women today work
outside the home. Nor would most of us question the fact that in two-earner



couples women are still responsible for more of the tasks related to household
management and children. The shocking part is how much more women do than
men. Hochschild discovered that women work a "second shift" each day; the work
done to care for family members and household. The amount of work that the
average woman contributes totals an extra month a year: thirty twenty-four hour
days! Why women permit this to happen, the author feels, is a result of gender
ideologies.

A gender ideology is drawn upon beliefs from a person's chiildhood about
their manhood or womanhood. This affects the way they see their role as well as
that of their spouse or partner in marriage. Three gender ideologies are described
in this book, and then illustrated with descriptions and stories about ten couples.
Although the couples portrayed are imaginary, they are composites of couples
included in Hochschild's research.

Hochschild concludes that women allow this uneven work load for two basic
reasons. First, women have bought into the idea that they are responsible for child
care, cooking, cleaning, laundry, and other household tasks. Secondly, many
women fear divorce if they cause conflict. Since they know they will experience a
decrease in level of living and since women's wages tend to be lower in the first
place, they do not feel they can take the risk. Basically many choose between
equality and marriage.

As time passes, and /or as another child is added to the household
increasing the workload and stress level, many women suppress their resentment.
Yet the anger is still apparent and is often indirectly aimed at the husband. As a
result, men begin to feel isolated from the family, and the frequency of sexual
intimacy lessens.

It is not Hochschild's intent to place the blame for this dilemma at the feet of
men. Rather than being a male conspiracy, it is simply a response by men to their
own gender ideologies. Hochschild calls for increased awareness of the different
gender ideologies. She then seeks recognition that men are also suffering from
the "second shift" performed by women. Finally, Hochschild concludes that we are
in the middle of a stalled Industrial Revolution.

The Industrial Revolution drew men out of their homes and off their farms to
work in factories. The men no longer engaged in non-market home production:
milking the cows, animali care, home or furniture construction. That is, they quit
doing tasks which produced food, clothing, and shelter for the family. Many of
these needs were thereafter purchased with the earnings from the factory work.



Those tasks which remained became "women's work.”" With men away at factories
women provided a support system, managing meals, children, and the home.

Hochschild argues, however that the Industrial Revolution is stalled, that it is
only half complete. Now that women are also working outside the home she
contends that a more extensive support system needs to be created for single
parent and two-earner families. Elements of such a system include: available and
affordable child care, parental leaves, flexible working hours, working in home-
based offices, and job-sharing, to name a few. She encourages women and men
to recognize that benefits will accrue to all family members if changes are made in
the workplace.

D.  Student Learning Styles

Ambivalent Mind : The Neuropsychology of Left and Right, Corballis,
Michael C., and Beale, Ivan L.. Neison-Hall, Chicago, 1983.

This was a fascinating summary of research regarding the functions and
abilities of the left and right hemispheres of the human brain. Included were the
results of many studies performed on other animals for comparison. The author's
original premise is that the differences perceived by humans between left and right
in general require reference to our own bodies. They come to the conclusion that
the left-right axis is unique, is difficult for humans to identify as quickly as other axis
(up-down, front-back) and is psychological rather than physical. They also believe
the problem to be one of labeling ("left" or "right") as opposed to perception. They
conclude from the research that humans have learned a left-right equivalence, and
that it is a factor of a larger issue: pattern recognition.

The authors state that the mechanism in the brain which stores memory
makes a record of both the event and its mirror image. For example if only the right
eye viewed something, it would first be recorded in the left hemisphere, and then
the mirror image of the event would be transferred for memory storage into the right
hemisphere. This transference of mirror images is not made by most animals. The
disadvantage to humans is the difficulty in distinguishing mirror images, but the
advantage is that it is easier to recognize patterns or events when they reoccur.
Such an event might be a lion charging the first time from the right side, and later in
life a lion charging from the left side.

10
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The concept of left and right being distinct is at odds with the perceived
symmetry of the body. The ability to detect symmetry between the left and right
sides of an image eases the burden of perception: one effectively halves the
amount of perceptual processing.

The preference of right-handedness appears to be universally human. The
authors think the preference developed before the Stone Age and is biological, not
cultural. According to this book, right handedness is not completely selected until
late in the first year of life and becomes firm by the age of eight or ten. Itis
connected to maturation and correlated with other asymmetries that are evident at
or before birth, including birth position and preferred tilt of head of an infant. The
ability to distinguish between left and right seems to come around age five or six.
Since reading implicitly includes left-right distinctions, the authors conclude that
this is an appropriate time for children to begin to read.

The authors think that left-handers belong to a sub-group of the population
whose members lack the predisposition to be lateralized. They conclude that
members of this sub-group display degrees of left and right preferences. An
example of this mixed pattern of asymmetry would be a preference for using the
left hand, but having a dominant right eye. The authors note that a left-hander
would have an advantage of surprise in warfare or sports.

In most people the right side of the body is controlled or connected to the left
hemisphere of the brain, which is the center for language (speech and writing).
This accounts for its more analytical style since language is a symbolic
representation of ideas. The left side of the body is controlled by the right
hemisphere which is connected to nonverbal, spatial skills; pictures of faces, dots
and lines; judging depth and color, and perception while touching. This cerebral
lateralization and handedness share a common cause, rather than one caused by
the other. They both can be traced to the evolution of an upright stance. The freed
forearms and to a lesser extent the mouth and vocal apparatus allowed for
manipulation and communication skills.

Regarding dyslexia the authors believe the problem is not perception, but a
reluctance to learn a particular (left or right) directional habit. The person has not
formed asymmetrical habits. Many dyslexics compensate their problems with
reading and spelling by excelling in design, sculpture or acting.
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Learning Patterns and Temperament Styles : A Systematic Guide to
Maximizing Student Achievement, Galay, Keith. Manas-Systems, Newport Beach,
Ca, 1982.

Educators need to understand the differences in what students experience,
judge, or interpret. Our goal should be to present a subject or activity in a way that
is compatible with each students' beliefs, values, interests, likes and learning
patterns. This is a big task! When added to the fact that each personality type
tends to expect that what he feels is what others feel and what he sees is what
others see, the task of meeting student needs can seem overwhelming. Galey's
primary goal is to assist teachers in meeting the needs of the four learning patterns
or styles used by students. A secondary goal is to teach educators that all students
will not respond equally to content or instructional strategies due to student
learning style preferences.

Galey discusses four basic learning styles derived from the Myers Briggs
Temperament Assessment developed by Kiersey and Bates. (I am very familiar
with this assessment as | administer it in my Life Management class, and have the
results interpreted by the Mt. SAC Counseling staff.) Then Galey explores three
important forces on students: instructional strategies, curriculum content, and
classroom atmosphere. The author notes that by viewing each student as having a
particular learning style the teacher no longer expects all students to be equalily
responsive to the three afore mentioned forces.

Temperament is primary and includes abilities and preferences. It
predisposes one to a way of thinking, understanding or conceptualizing, and to
having certain wants, motives, and values. Since patterns of emotions and actions
are governed by thoughts and motives, they follow suit. That which enhances self-
esteem for a particular individual will also be somewhat dependent upon
temperament.

The four basic learning styles are labeled Actual Spontaneous Learner
(ASL) - 38% of the population; Actual Routine Learner (ARL) - 38%; Conceptual
Specific Learner (CSL) - 12%; and Conceptual Global Learner (CGL) - 12% of the
population. Notes describing each learning style follow below:

n -D Vi

Learns by doing, learns from experience, and from sensation. Prefers action,
adventure, risk and physical involvement. Likes to manipulate materials and tools.
Knowiledge is only significant to ASL if it has immediate relevance as only the NOW



exists; they feel restricted by planning, and resist structure. They seek feedback on
performance and want to know that it was liked and appreciated. ASL often drops
out before or at high school.

As students they respond well to fun, competition, games, assignments and
projects which are flexible. They prefer leaderiess discussions, roleplaying, and
dramatization. They will not like and may not do highly structured assignments
which require long range goals. They dislike drill, but can tolerate such restrictions
if they know they can choose an activity later. If a task captures their imagination
they can do it for hours, but if they view it as routine, they will be disinterested.

Actual Routina | ing (ARL) - LIKING (Affective/ attitude)

Wants approval of product. Looks for the mechanics, the practical. Needs
consistent, clearly defined procedures, step-by-step. Source of pleasure is
approval from others. Focus is on duty and responsibility. ARL want to "do the
right" thing.

As a student ARL prefers a sequenced, organized lecture. Likes doing drills
especially if praised for performance. If discussion format is used, wants to know
ahead of time so he can plan. Not responsive to roleplaying or demands to be
inventive or spontaneous.
ifi -W ivational

Learns by discovery; very curious and thrives on research, exploration, and
logic. They have a compulsion to improve. It is vital that they be provided with
material which match their ability, as it varies from one to another. They get bored
with repetition and drill. Frequently lack people skills, and so are perceived as
cold, arrogant, terse.

They can become isolated as a student. They want feed back on the quality
of their work, and want to be competent. They prefer logical, concise lectures,
focused on how things are ordered. They respond well to opportunities for
questions and answers. They like to develop theory and put it into practice. They
like brainstorming, inventing, designing, discovering. They may reject ideas of
those students who are not an intellectual equal.

[ rner L) - KN nitiv i

Reality is subjective; needs to personalize learning. Future oriented, people
oriented. Uses hunches and impressions, which may be interesting and vivid, but
not detailed or technical. When looking at facts is looking to confirm impressions.
Thrives in caring, warm, and personal environment. Withers in hostility, conflict,

13



sarcasm, and ridicule. Favors social openness and equality. Needs to be seen as
unique; acknowledge by first name, or a touch.

To reject this person's work is to reject the person. As a student CGL likes
small group discussions, wants to create and speculate. Wants to work
independently and personalize own work by making choices about content and
process. Prefers to be "moved" by something than to be entertained. Needs
repetition since glosses over details.

Styles of Thinking: Strategies for Asking Questions, Making
Decisions, and Solving Problems. Harrison, Allen F. and Bramson, Robert M.
Anchor Press/ Doubleday. New York 1982.

Our thinking strategy dictates our approach to problem solving. Thinking
styles are based upon our values and our assumptions about how the world works,
or ought to work. The authors have identified five strategies: Idealist, Pragmatist,
Realist, Analyst, and Synthesist. Generally an individual uses one or two styles
most of the time.

The goal of this book is to help an individual understand their own style of
thinking. A short test is provided for self scoring. Like the Myers Briggs
assessment there are no right or wrong answers, just a personal preference. After
scoring the evaluation device, a reader can rank their preference for using each
style. By knowing our preferred styles we can identify our own blind spots and
compensate for them. We will be able to use our strengths more productively, and
enhance effective communication. As we develop skKills in this area we will also be
able to broaden our repertoire of styles. Finally by understanding the possible
styles we will be able to identify and understand the styles of others.

The authors' theory and conclusions fit fairly well with the other books | read
about learning styles. They summarized some of their thoughts on a chart entitled
"Behavioral Clues to Styles of Thinking" (pg. 98 and 99) which | have included here
in Table 1.

After adding all this information to what | had known previously, | created a
cross-referenced list of the different learning or social styles (Table 2). Since some

14
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What to
lookand
listen for

Apt to
appear:

Apt to say:

Aptto
express:

Tone:

Enjoys:

Apt to use:

Dislikes:

Under stress:

Stereotype:

Synthesist

Challenging, skeptical,
amused; or may appear
tuned out, but alert
when disagrees.

“On the other
hand. . .

“No, that’s not neces-
sarilyso. . .”

Concepts, opposite
points of view; specu-
lates, may identify
absurdities.

Sardonic, probing,
skeptical; may sound
argumentative.

Speculative, philo-
sophical, intellectual
argument. ;

Parenthetical expres-
sions, qualifying
adjectives and phrases.

Talk that seems sim-
plistic, superficially
polite, fact-centered,

repetitive, “mundane.”

Pokes fun.

“Troublemaker”

Tealist

Attentive, receptive;
often supportive smile,
head nodding, much
verbal feedback.

“Jt seems tome . . .

“Don’t you think
that. .. ?”

Feelings, ideas about
values, what's good for
people, concerns about
goals.

Inquiring, hopeful;
may sound tentative
or disappointed and
resentful,

Feeling-level discus-
sions about people and
their problems.

Indirect questions, aids
to gain agreement.

Talk that seems too
data-bound, factual,
“dehumanizing”’; and
openly conflictual argu-
ment unless about
issues of caring or
integrity.

Looks hurt.

“Bleeding Heart”

Pragmatist

Open, sociable; often a
good deal of humor, in-
terplay, quick to agree,

“'ll buy that. .

“That’s sure one way
togo. . .”

Non-complex ideas;
may tell brief personal
anecdotes to explain
ideas.

Enthusiastic, agreeable;
may sound insincere.

Brainstorming around
tactical issues; lively
give-and-take.

Case examples, illustra-
tions, popular opinions.

Talk that seems dry,
dull, humorless; or too
conceptual, philosophi-
cal, analytical, “nit-
picking.”

Looks bored.

“Politician”

Analyst

Cool, studious, often
hard to read; may be a
lack of feedback, as if
hearing you out.

““It stands to rea-
son...”

“If you look at it
logically . . .”

General rules; describes
things systematically,
offers substantiating
data.

Dry, disciplined, care-
ful; may sound set,
stubborn.

Structured, rational
examination of sub-
stantive issues.

Long, discursive, well-
formulated sentences.

Talk that seems irra-

tional, aimless, or too
speculative, “far-out”’;
and irrelevant humor,

Withdraws.

“Great Stone Face”

Realist

‘I 8iqelL

Direct, forceful; agree-

ment and disagrecment
often quickly expressed
nonverbally.

“It’s. obvious to
me...”

“Everybody knows
that. . "

Opinions; describes fac-
tually, may offer short,
pointed anecdotes.

Forthright, positive;
may sound dogmatic or
domineering.

Short, direct, factual -
discussions of immedi-
ate matters.

Direct, pithy, descrip-
tive statements.

Talk that seems too
theoretical, sentimen-
tal, subjective, imprac-
tcal, “long-winded.”

Gets agitated.

“Blockhead”

S1
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Table 2. in i |
Pragmitist Idealist Analyst Synthesist Realist
ASL CGL CSL ARL
SP* NF NT SJ
Right B Right B Left B Left B Left B
Orange™* Blue Green Gold
Driveri# Amiable Expressive
Analytical
Power Boss## Affliator Achiever Manipulator Avoider

* Myers-Briggs Temperment Types: Sensing-Perceiving (SP); Intuitive-Feeling; (NF) Intuitive-
Thinking (NT); and Sensing Juding (SJ).

**See notes on SOCAP meeting called "True Colors"

#Personal Styles and Effective Performance, Merrill, David and Reid, Roger. Tracom Corp. 1981.

#itIncreasing Your Sales Potential, Ades, Leslie J. Harper & Row. New York, 1981.

systems use a total of four styles and others use five, there are some gaps in the
table.

| will be using this chart to integrate these ideas into my own mind. | have
taught about social styles in both Life Management and Professionai Selling.
Having adopted a new textbook in Professional Selling this semester | have found
that the authors are using a system of analyzing social styles which is different than
my previous text. This chart will help me understand the new system, and aid me in
adapting my classroom activities accordingly.



The chart also reveals that there are limitations to these systems, and that
most of them do not consider an individual's beliefs, ethics, or abilities. Therefore
they should not be taken as static. It is important to note that a particular style might
be preferrred in a work setting, while another used in a home setting. These
classification methods are just a short-cut to make a quick assessment and an aid
to a better understanding of human behavior.

2. Review and revise the Fashion Merchandising program with the following

purposes in mind: to update curriculum, to incorporate computers into coursework,
to incorporate use of costume collections as a resource when appropriate, and to
expand and include fashion industry contacts.

| visited 16 colleges to research which classes are being offered. | visited
classrooms, talked with instructors, and collected course catalogs and program
brochures. | explored how computers are being utilized in the classrooms of other
campuses. Visitations included:

Fullerton College

Long Beach City College

Los Angeles Trade Tech

Mesa College

Modesto Junior College

Saddleback College

San Joaquin Delta

Fashion Institute of Design and Merchandising

Cal State Los Angeles

Cal State University Long Beach
Cal Poly - San Luis Obispo

Cal State Chico

Oregon State University
University of California - Davis
Western Washington University
Woodbury University

17
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A complete analysis of Fashion Merchandising requirements was made.
This report was then mailed to all campuses which were visited. It is found in
Appendix Il, pgs. 55-83. Already Mt. SAC and other campuses have found that this
document is useful for articulation.

Based on research and ideas gleaned from visitations, | concluded that the
Fashion Merchandising curriculum was quite well developed and on-target with
programs on other campuses. It became apparent that developing an Advanced
Visual Merchandising course at this time is inappropriate. Only two other
campuses in the state have done this: Modesto Junior College and Los Angeles
Trade Tech. | determined that the investment in facilities would not be cost
effective. | now recommend that students interested in this area could gain
valuable experience by enrolling in a Props and Scenery course in the Drama
department. | also explored cooperative use of the East San Gabriel Valley ROP
facilites by the ROP students and our Mt. SAC students. At this point faculty
teaching in that area are working out the details.

A second course | had planned to develop was Fashion Internship. This
class is dependent upon support from the fashion community as it will entail on-the-
job work sites, equipment, etc. Our Fashion Advisory Committee has encouraged
our department to pursue a course of this nature. A model already exists in our
department in the Interiors field. However some members of the fashion faculty are
doubtful if our staffing and enrollment could support this requirement. It was
determined that this idea be placed on "hold" until | return from sabbatical.

| wanted to improve what | personally taught in a course entitled Fashion
Merchandising. This course focuses on merchandising from a buyer's perspective.
This is an increasingly centralized task in retailing and so the number of buying
positions are not growing. This situation coupled with the variety of other fashion
job opportunities means that many of our students will not be buyers, and certainly
not right out of Mt. SAC. In recent years | have focused on management skills,
since students need these skills as department or regional managers, jobs which
are more likely to be in their immediate future.

To get ideas and feedback, | initiated a meeting of Fashion Merchandising
instructors from local community colleges. Eight of us brainstormed about course
content, textbooks, and student projects in light of the changing marketplace. |
concluded that there was a lot that | was doing right! | also discovered that those
faculty who were thoroughly and successfully teaching a buying plan had a math
prerequisite for their course. This provided something to consider. Although Mt.
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SAC student skills in math seem to be a bit higher since the initiation of assess-
ment, students still resist studying math. After teaching this class again in Spring,
1991 with a new text | will have a better idea of the needs of the students, the
feelings of our Fashion Merchandising faculty, and the recommendations of our
Fashion Merchandising Advisory Committee.

C. ifi ife Man rriculum. | reviewed each week's
topic, identified the most important concepts, incorporated new facts and theories
and examples, and merged this into a more polished form. The result is a notebook
of lectures written on the computer which will serve me well, and which can easily
be kept current (see Appendix I, pgs. 84-113).

At the same time | analyzed the Life Management course content and
created multiple choice test questions for each lecture. Prior to this time | had only
used definition/short answer format. This will meet the needs of a larger variety of
students. This Fall | have initiated short weekly quizes and shortened my mid-term
and final exam. This evaluation system is based on the recommendation of a Mt.
SAC Project: "Student Responsibility for Learning - Collaborative Learning" whose
participants indicate that students learn more and remember it better if they are
evaluated frequently and on smaller bits of information.

3. | n n "Traini
Carter, Hawley, Hale (parent company for The Broadway).

My goal was to determine what skills and training are needed by department
store managers and executives, including computer skills. A secondary goal was
to identify what issues concern the industry. 1 attended with approximately 80
Managers from across the nation an intensive three day participatory experience at
the Carter Hawley Hale corporate offices in Los Angeles. The managers had been
selected by their Store Directors to participate in the training so that they might
return to their stores and train all store employees. Some participants were in
Personnel, while others were Buyers, or Divisional Managers.

We were led by the staff of the Executive Training Center. After experiencing
the training as a "student" all of us then spent the next week learning how to teach
this material to others. The teaching was supported with participant materials,
teaching videos, flipcharts, group projects and the like. Then each participant
received an instructors manual to help them replicate the experience at their own
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stores. All of these materials were given to me as well. Participants practiced
sections of the program and received instant feedback via videotapes.

| had anticipated that the course might focus on sales techniques, or
customer setrvice or the like. Imagine my surprise when | discovered that this year's
emphasis was self-esteem! Topics ranged from goal-setting and values to
motivating self and others, visualizing, and affirming. Participants responded well
to both the topics and materials. The staff of the Training Center indicated that
sales had increased in stores where this program had been fully implemented.
Initially, the stores experience a large turn-over of staff, presumably as a result of
individuals clarifying goals and acting upon new decisions. Then, personnel
stabilizes and morale rises, as does productivity.

| could see immediate uses of this material in Life Management, Fashion
Merchandising, and Sales, as well as in my personal life. Using the experience
and materials | was able to revise what had been a two hour lecture in Life
Management. It is now a fully-developed, two week unit on Self-Esteem.

It also became clear that our students need hands-on experiences in making
visuals and videos. Art media materials, design principles, and the like are
thoroughly taught in our Applied Art course. In Fashion Coordination students
learn a little about videos, but | can see that we need to increase their opportunities
for this, and put cameras into their hands.

Finally | discovered that all managers used computers on their job for
inventory controll, merchandise ordering, and record analysis. In addition, each
manager is connected to a communications network which includes the Central
Buying Office, as well as each branch store. Managers "talk" with the Buyer two or
three times a day and receive direction regarding shipments, consolidations, and
markdowns through this network.

| concluded that the industry is concerned about competition, lack of
motivation on the part of personnel, high turnover, and improved customer service.
Carter Hawley Hale is solving some of these problems by increasing the self-
esteem of its employees, aiding them in goal setting, and increasing their decision-
making skills.  All of these topics are key components of the Life Management
course. The selection of this training program for CHH employees certainly
validates the decision by Mt. SAC to include Life Management in the General
Education list for Graduation in category "E," Lifelong Learning.



4.  Eacilitate the use of a regional costume collection by Mt. SAC students of

Fashion and Theater, as well as others interested in costume research within the
East San Gabriel Valley and Orange County.

Background

Since 1980 | have been an active member of the Fullerton Museum Center
(FMC) Textile and Costume Guild (TCG). This is the primary support group for the
sole collection of the museum. This collection consists of over 5,000 items of
clothing for men, women, and children. The strength of the collection is in 19th and
20th century apparel. It is the only collection that is available in Southern

California for hands-on research. All other public collections are for exhibition only.

This collection is used both for exhibition and research. The museum has a small,
paid staff. The registration, curatorial, and exhibition responsibilities are primarily
assumed by volunteers, namely TCG members.

My goal was to make this collection more accessible to students and
researchers. |intended to deveiop policies and procedures for class visitations
and for lending items to college instructors for classroom instruction. | also wanted
to help the museum refine its retrieval system.

Procedure
| studied for a week at the Henry Art Gallery, University of Washington. | was

accompanied in this venture by Doris (Dorrie) Fuqua, Fashion Design instructor at
Fullerton College, and also a charter member of TCG. She was funded by a
professional development grant from Fullerton College.

The Henry Art Gallery (HAG) has a collection similar to that of FMC, but
larger, which is used both for research and exhibition. We were supervised by
Judy Sourakli, Curator of Collections. Since we did this work during the quarter
break for the University of Washington, we had her full attention. We attended a
Museum Management meeting where the 15 staff members discussed upcoming
exhibits, publicity campaigns, special educational programs, and budgets. Then
we toured the costume storage, registration, and conservation facilities, which also
includes a small exhibition space. Next we studied the entire HAG process of and
procedures related to acquisition, registration, conservation, storage, and
exhibition.

21
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Regarding acquisition, Judy considers if the item is displayable, if it is worthy
of display, and if it is something that they do not have represented in the collection.
We had hands-on experiences examining possible acquisitions, and evaluating
the amount of cleaning and repair necessary to make an item displayable. Judy
convinced us of the advantages of flat storage, and showed us how multiple items
can be stored in acid-free boxes.

The staff at HAG has developed unique methods of supporting shoes and
hats so that they can be stored on open-shelving (enclosed with a dust drapery)
rather than in boxes. |tried my hand at creating individualized shoe and hat forms
out of acid-free matting cardboard. The advantage of this approach is that the item
is gently coaxed into returning to its original, three dimensional state, without
creating stress. It can also be photographed, studied, or displayed on its form,
decreasing handling of the item.

Particularly intriguing is the registration process used by HAG. It is cross-
referenced in six ways: Provenance (country of origin); Date; Function; Technique
(i.e., fabric construction or embellishment); Donor; and Miscellaneous (i. e., motifs
or materials used for decoration). Since there is great interest in FMC in
computerizing the data related to the collection, we collected all the forms and
documents related to this system. We found it similar to what we use at FMC, but
more detailed. We felt this information could help us clarify what data to collect and
how to organize it into fields appropriate for computer retrievai.

Besults

As the week progressed Dorrie and | began to realize that our goal of
improved storage and accessibility for the FMC collection was highly dependent
upon having a trained curator on the museum staff. We concluded that a curator
was necessary to supervise acquisition, storage, retrieval, exhibition, research,
and loans. Lack of funds has slowed the achievement of goals related to the
collection. A curator would also be able to write for grants to help alleviate that
deficiency.

We formulated three goals for FMC:

il hire a trained curator, part-time if necessary due to funding limitations.
2. computerize the documentation of the collection.
3. gradually convert more of the collection to flat storage.
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We agreed that the Textile and Costume Guild should continue with their
current level of out-reach, regardless of progress made towards the three goals.
This would enhance community support for the collection.

We discussed these plans with the TCG Board members, who considered
them and then heartily endorsed them. Then we met with FMC Director Joe Felz to
discuss our research and recommendations. Joe agreed to pursue obtaining
computer hardware, and to continue to look for a larger, more appropriate site for
storage of the collection. | agreed to investigate computer software at the national
annual meeting of the Costume Society of America to be held in Washington, DC.
Joe felt dubious that there would be funding for a curator, but acknowledged the
need.

Our proposal (see Appendix IV, pgs. 114-116) will be presented to the FMC
Board of Trustees in early Fall, 1990. My investigation of software proved fruitless.
None of the major costume collections have computerized at this point, although
many are also in the exploratory stage. The TCG has agreed to make a stronger
commitment to fund-raising and dedicate the profits to the collection. Members in
the Guild have agreed to assist in writing a grant to obtain funding for storage and a
curator, as well as to assist in computer in-put of collection documentation data.

The invitation to college and university professors was considered too
premature considering these other goals. We will continue to offer our free slide
program, "Museum in a Trunk" which is accompanied by three or four items from
the collection. The Guild will continue with out-reach as it plans a major exhibition
for Summer, 1991. Flat storage will be emphasized when new items are acquired
and processed.

Although | was not able to reach my original goal, | do feel that | am making
progress towards its completion. | have supplied the museum with enough
information to begin to computerize, which will aid in retrieval. Handling of clothing
is detrimental to its preservation. Being able to read about the item and view a
picture is often adequate, and will eliminate taking the item out of its storage box to
confirm its characteristics. When we have a museum staff person in charge of the
collection it will be a simple matter to arrange for visitations.

| also gained some "real world" expetience studying behind-the-scenes at
HAG and negotiating with FMC. These business-world experiences are valuable
as they provide teachers with another perspective and enhance credibility.
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5.  Identify people within the community who can be resources for the Fashion

and Life Management programs including providing advice, jobs for students, and
financial aid to the department in the form of equipment, scholarships, and the like.
The goal is to strengthen our linkage to the community.

In order to reach this goal | participated in the following activities:

A. isi i riel Vall -

In December | spent two days at the ESGV ROP Del Norte site in West
Covina. This gave me an opportunity to observe some very talented ROP
instructors in action. Their goal was to merge four classes of high school students
who in turn would create, produce, and star in a holiday fashion show. The results
were spectacular!

After talking with several students | must say that | was so impressed with
the changes that take place within each student as a result of this program. Many
students are attending classes with no encouragement from family or friends, and
with the temptations of drugs, alcohol, and the like readily available. Yet they are
turning into responsible adults who can satisfactorily support themselves, and in
some cases their parents and siblings.

Myrna Craig Evans is the Director of this program which has received state-
wide acclaim as a model ROP program. She and | discussed how we could work
together more effectively, particularly in sharing resources and facilities. We
agreed that in the Fall | would arrange for her students to come to Mt. SAC for a
special day, to tour our facilities and meet our staff. Since then we have selected
October 12, 1990 for that event. | am also exploring the possibility of her students
using Mt. SAC computers for a short period of time. In turn, Mt. SAC could use their
auditorium and stage space for courses such as Modeling, Fashion Coordination,
and Visual Merchandising Display.

We confirmed our need to articulate ESGV ROP classes with Mt. SAC
Fashion classes. We identified Visual Merchandising Display, Fashion Strategies,
Fashion Industry, and Modeling as courses which will articulate. We also
discussed the strong interest that the Mt. SAC modeling students show in the
fashion program. We concluded however, that these students needed more
guidance regarding additional coursework. We then created a rough draft of a
certificate which we later titled Fashion Media Performance. This is aimed at a



student who is interested in either fashion show and special event production or
modeling. Later this was finalized, approved, and is in the Mt. SAC 1990-91
college catalog (Appendix V, pgs. 117-118).

B. i mmi

On February 9th | attended the Consumer and Family Studies Advisory
Committee meeting at California State University Los Angeles. At this time the
department Chairperson announced the selection of a new department name:
Human Environmental Sciences. CSULA faculty identified and described their
new core courses and then | met with the Consumer Services faculty to discuss
curriculum and articulation.

The Mt. SAC Consumer and Home Economics Advisory Committee met on
March 27th to review curriculum and employment trends. At that time | reported on
the results of the Life Management curriculum grant.

The_Mt. SA i r ising Advi i met on April 4th.
It was well attended by industry and faculty from our campus as well as local
universities. | distributed copies of my Fashion Merchandising Curriculum study.
The committee endorsed the inclusion of both an Internship Program and a Field
Studies class in our Fashion Merchandising program. They also praised our new
Fashion Media Performance certificate.

Ilam on the East San Gabriel Valley ROP Advisory Committee and am
monitoring a 2+2+2 articulation agreement between this ROP, Los Angeles Trade
Tech Fashion Program, and California State University Los Angeles Fashion
Merchandising major. My goal is that we will fit into this agreement as soon as
possible. In this capacity | attended the ESGV ROP Apparel and Accessories
Marketing/ Merchandising Advisory Committee Meeting on June 12th. We
reviewed the ROP competencies which emphasize basic skills (writing, verbal
communication, math) as well as marketing. We also learned that this ROP has
excellent retention: 3% of the students drop out of high school, while 80% go on to
college. The program has a record of 100% job placement.

This year | have worked with the Mt. SAC Home Economics department in a

similar 2+2+2 agreement with Rowland Heights High School and California State

University Long Beach. Each articulation group has worked with the intent of

25
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establishing procedures and models that can be replicated by others. As a result
we are now proceeding with the completion of articulation with ESGV ROP.

C.  TaskForce: The Program Plan for Community College Home
Economics

| served on a statewide committee which was charged with revising the
Program Plan for Community College Home Economics. The Program Plan is a
significant curriculum development and strategic planning tool for the field of Home
Economics. This 160 page document was first created in 1984 and delineated
Home Economics into five fields: Life Management; Fashion; Interiors; Nutrition and
Food; and Child Development, Family, and Gerontology.

The first step of the Task Force was to implement a statewide review of the
content of the Plan. Home Economics community college instructors were asked to
submit their ideas for revision. Then a team of 45 educators and professionals
working in the field met for the purpose of revising the Plan on December 5 and
6,1989. | helped plan this event and served as the Life Management facilitator
during the two day workshop. Our decisions were immediately recorded on
Macintosh computers, and then distributed to all Home Economics community
college faculty for comment and critique.

The Program Plan Committee met again in February in Sacramento to
finalize this document. The name of the Child Development area was changed to
Lifespan. All curriculum levels and recommendations were reviewed. Then we
created a distribution and marketing plan for our revised document. The Program
Plan was published and distributed in April, 1990 to Home Economics instructors,
department chairs, and vocational/occupational deans at all California community
colleges.

To promote our Plan and answer questions about it, a national
teleconference was planned for May 2nd. | was one of six participants in this 50
minute program broadcast from California State University Chico. | described the
changes in the Life Management section of the Program Plan, highlighted some
specific courses, and identified trends in the field. The video tape was distributed
to all California community colleges, as well as those who established a downlink
nationally.

Our marketing plan concluded with Home Economics Summer In-service
Tours. | was a co-coordinator for the Southern California event which began with a
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dinner and panel discussion on "Life Management Across the Lifespan." | was
responsible for this panel which focused on job opportunities, responsibilities and
necessary training. The speakers included: Carol Heinz-Dooley, Consumer Affairs
Specialist, Southern California Edison Company; Monica Gibson, Financial
Planner & Educator; Roberto Melendez, Shared Housing Coordinator-County of
Orange; and Dan Hirst, Service Chief, Multi-purpose Senior Services Program
(MSSP) - County of Orange.

| also arranged for a tour of TRW Credit Data the next morning. Here we
learned more about the services of the largest credit data collection corporation in
the country, and we previewed three videos on credit management that might be
used in the classroom. As a result of our visit, all three videos will be available free
to participants.

After TRW we visited the Regional Headquarters of Nordstrom's Visual
Merchandising department, dined at Fashion Island and explored up-scale retail
shops. The say concluded with a tour of the design and manufacturing facilities of
St. John Khnits.

The Program Plan Committee also worked on plans for continuing the
publication of our state-wide newsletter, Compendium. We began to organize Peer
Site Reviews which will be held at various Home Economics Departments in
California beginning Fall, 1990.

My commitment to the Program Planning Committee also made me a part of
the CHE Telecommunications Network Advisory Committee. This committee
assisted Sandra Bucknell, Modesto Junior College in initiating a statewide
electronic mail and message system for Home Economists. | attended two
workshops on Info-Net, the particular network selected. Since the Mt. SAC phone
system neither conveniently nor effectively accommodates electronic mail at this
time, | have attempted to come on-line at home on behalf of the department.

The Info-Net training was given on an IBM and | own and use a Macintosh.
Since no guidelines or direction sheets have been created for those of us using a
Macintosh, connecting to Info-Net has been a challenge. | have personally
explored the connection of a modem to my personal computer. This has entailed
learning more about software, obtaining new and updated programs, and
purchasing phone connections. Like many MAC users, | am less interested in this
aspect of using computers, and quite ignorant of the electronic aspects of
computers and telephones. Each time | thought | was ready to connect | needed
something else. At this point, I'm still not connected, but have borrowed a Microsoft
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Works guidebook (the necessary new software) so the next step is reading and
experimenting.

D. Attended "Networks: Connections That Count." the annual meeting of

the Association of College Professors of Textiles and Clothing, in Atlanta in
October, 1989.

| was struck by the emphasis on apparel manufacturing. It encouraged me
to review our curriculum to see what Mt. SAC offers students interested in this area.
Although we don't offer a design or production program we do have over 24 units
of relevant coursework. The result is a flyer which gives direction to design
students. This flyer has already been distributed in our classes, and at Career Day
(Appendix VI, pgs. 119-120).

As with all conferences, this one provided opportunities to meet new faculty
and renew acquaintances with others. Research sessions expanded my
knowledge of the discipline. Since Atlanta is the fourth largest market for apparel
in the United States, a visit to the apparel Mart and its showrooms provided an all-
important behind-the-scenes look at the industry. | also participated in a pre-
meeting tour of the Milliken Design Center in La Grange, Georgia. We saw the
design facilities, sales support areas, CAD and Millitron system of computer
controlled carpet dyeing, and product development display.

E. A monthly _meetin f The Fashion Gr

During the year | attended several meetings to up-date my knowledge of the
field and do some networking. Unfortunately several conflicted with out-of-town
conferences which | attended, so | could not participate as much as | had hoped.

In September, 1989 Frances Lear, Founder and Editor-in-Chief of LEAR'S
spoke on "Redefining Beauty." She stated that there is a movement away from
defining beauty only in terms of looks, appearance, or the body, towards including
character in the definition of beauty. She believes that the industry will begin to sell
self-esteem as beauty, and noted that aging is not the enemy. The enemy is
discrimination against those who are no longer young.
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In November | attended "Style and Stylemakers: California into the 90s."
Three participants focused on issues in California fashion beginning with Neil
Feineman who discussed California lifestyle, athletics and their impact on world-
wide fashion. Karen Anderson, former Fashion Editor of the Hearld-Examiner
presented the fashion industry from a financial and global perspective, and
Leonora Langely, West Coast Editor of Elle magazine described the designs of
some of California's newest designers.

| attended the annual holiday party which provided a chance for networking.
Then January, 1990 saw the annual members only meeting. The topic "Fast-
Forward into the 90s" highlighted Fashion Group plans for a multi-media
extravaganza focusing on West Coast/LA fashion. This was eventually titled "Look
West 91" and scheduled for September 24, 1990.

"Fashion Means Business in the '90s" was the topic in February. The
meeting featured three speakers: Eve Rich, Chairman and CEO, Contempo
Casuals; Paul Lafon-Rodier, Owner of Lafon-Radier - a Paris Buying Office; and
Tom Tashijian, Vice President, Senior Retail and Consumer Analyst, Seidier Amdec
Securities, Inc. The problems of competition and market share were explored as
well as marketing and merchandising trends for the 1990s. Tashjian predicted that
there would be a general shake-out in retailing, and only those who are constantly
changing will survive. He also noted that the smaller companies with only a few
locations will find the times particularly difficult since they cannot buy in volume.
Their only choice is to distinguish themselves in the type of merchandise they offer
and to provide excellent customer service.

As a result of increasing participation by community college faculty more
opportunities are being created for our students. For example, students were
allowed to attend the dress rehearsal for "Look West 91." | arranged for
approximately 65 Mt. SAC students to take a bus to this event at the Embassy
Theater in Los Angeles. The rehearsal was preceded by a program planned for
students and featuring Jim Waterson, the designer and producer of the show.
Activities such as this which interface students with the leaders in the Fashion
Industry are invaluable!

F. - ips: Teami

| attended the Statewide Home Economics and Early Childhood Educators
Conference October 18-21, 1989. The focus of the conference was forming
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partnerships with business, industry and government. Breakout sessions, special
speakers, and industry tours identified ways to initiate and strengthen partnerships.
| reported on the results of my VEA Special Projects grant.

That grant titled "Impact Assessment of Life Management Curriculum,”
sought to determine if the model Life Management Curriculum formulated in
Project 111-6-987 (California Community Colleges) was meeting intended goals
and if male and female students including both Home Economics majors and non-
majors, are making progress in achieving career/family balance and increased
quality of life. My research also sought to determine which California Community
College campuses are teaching Life Management and it intended to stimulate and
facilitate articulation amongst two-year and four-year colleges and universities. |
completed the research and report just in time for this conference. (The report itself
was finished and submitted to the Chancellor's Office in December, 1989.)

My research revealed that both students and faculty judge the Life
Management course to be a rousing success. The Life Management Model
Curriculum is a success in meeting the varied needs of students of all ages and
experiences, particularly women. Instructors who have initiated this class are
selling it on the quality of the curriculum. It is comprehensive, flexible, and
appropriate to men as well as women, married or single, parent or not. The course
prepares students of all majors and backgrounds to meet the demands of multiple
roles related to career, family, community and self.

This project has also encouraged sharing of curriculum ideas amongst
instructors, has helped facilitate course approval on several campuses, and has
stimulated a dialog between faculty of Life Management at two-year and four-year
colleges, which will hopefully lead to articulation.

G.  Presented a paper at the Western Regional Home Management

This annual meeting was held in Seattle in November, 1989. It is attended
by college professors and extension agents working in the western half of the
United States. The introductory reports were of particular interest to me. They
focused on the Family Independence Project (FIP) Washington's Pilot Welfare
Reform Program. It sounded highly successful and involved job-training, family
counseling, and child care as well as financial support.



I'm pleased to say that | presented a reviewed paper: "Life Management: A
Successful Curriculum Suitable For All College Students?" This was based upon
the research grant that | described above. In making this report to the Western
Region, | hoped to expand articulation and communication beyond the California
borders. Based on our success, | urged faculty at universities in the Western
Region to offer Life Management at a lower division level and make it available to
all students across their respective campuses, retaining their upper division level
course for Home Economics majors.

My paper was printed in the conference precedings: Papers of the Western
Region. Home Management Family Economics Educators, Volume 4, 1989. (See
Appendix VI, pgs. 121-126 for a copy of my research.)

H. Participated in the i ffairs Professional

-Chairperson of E n.

I was selected as co-chair of the Education Committee for the 1990 term. In
November we began with a two-day retreat of the new and retiring officers in
Oxnard. At this time we reviewed the past year, and set goals for 1990. My
committee goals are listed in Appendix VI, pgs. 127-128.

During this term our committee has doubled the size of the Video Library
which is utilized by colleges and corporate members. We created a library
inventory which was distributed to all SOCAP members, and we tracked the
lending history of each video to determine usefuiness.

In the Spring we focused on National Consumer Affairs week April 22-28,
1990 by providing coordination of speakers and consumer literature. As a result,
Consumer Affairs materials supplied by SOCAP members were distributed at the
California State University Long Beach all-campus Open House (Kaleidoscope),
as well as one week later at the CSULB student-attended campus Health Fair. The
latter was perhaps more important due to its possibilities of recruiting students to
the field of Consumer Affairs. At the Mt. San Antonio College Consumer Resource
Center there were daily activities, including speakers, videos, and literature
distribution. Our fledgling center in downtown Pomona is gradually gaining
community awareness. Orange Coast College Consumer Resource Center held
four very successful seminars on campus over a two day period. Programs were
planned in conjunction with classes in Consumer Affairs and Business Law and
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attendance totalled 200. The Consumer Resource Center, California State
University Northridge held a Career Panel attended by Consumer Affairs students.
The activities drew attention to the newer, more visible location of their campus
office. In total, literature was distributed to over 1,000 people.

In June 1990 the Education Committee helped organize a program which
was part of a seminar for 250 Head Start pre-school parents from the Los Angeles
County Unified School District. Four SOCAP members presented consumer affairs
information.

The Education Committee supported a Consumer Affairs Seminar jointly
offered by CSULB and CSUN at CSULB on September 8 and October 6, 1990.
SOCAP members patticipated as speakers as well as evaluators of student
projects. Video tapes of the SOCAP members' presentations were made and
added to the SOCAP library. This was the first such joint class and it had over 30
registrants, one third of whom were already practicing in the field. The seminar
focused on how to establish and operate a successful Consumer Affairs Office.
The goal of the class was to expand participants' knowledge, assist SOCAP
members new to the field, and recruit new members to the field from the student
population.

As | complete this report we are in the midst of planning a panel discussion
at CSUN focused on "Consumer Trends for the 90s.". This will be held on October
30th and we anticipate an audience of 200 people.

Committee members nominated a fellow educator for the SOCAP
Community Service Award and he was selected recipient: On October 18th Dr.
William Buckner, Home Economics Department, CSULB will be honored for
serving as Director of the Financial Crisis Clinic in Long Beach for the past twenty
years. This is a thrill for me, since | studied with Bill when | earned my Masters
degree at CSULB and | initiated the nomination.

The Education Committee has also been instrumental in establishing new
SOCAP policies. A Student Meeting Attendance Fund was created to facilitate
attendance by students at our monthly luncheon meetings which cost $20. This
Fund will be supported by the corporations represented by SOCAP membership.
Also as a result of our recommendation, Chapter newsletters are now being mailed
to CSUN and to CSULB for distribution to student chapter members.

| served on the Invitation Sub-committee of the SOCAP Annual Awards
Dinner Committee. And | attended as many monthly meetings as possible.
Through this organization | made invaluable contacts, have an increased
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understanding of this employment field, and have grown professionally. As a result
of increased participation by community college instructors such as myself in
SOCAP, a new category for student scholarships was created for community
college students. (Prior to this year scholarships were only given to four year
college and university students.) | assisted the Scholarship Committee to draft the
new scholarship application and set criteria for selection.

| attended many SOCAP monthly meetings. In August, 1989 | was able to
take a Mt. SAC student along to hear a program entitled "Get To Know Our
Members." Five SOCAP members participated: Beth Burns, Supervisor Customer
Relations, Data Quick; Ruth Collander, Director Public Affairs, KRLA Radio; JoAnn
Kney, Consumer Affairs Representative, Pepsi-Cola; Vanessa Orr, Advertising
Standards Associate, American Association of Retired Persons; and Greg Price,
Manager Member Relations, Kaiser Permanente. Each described their job
responsibilities and training.

Arch Lustberg's topic for November, 1989 was "Likeability: The
Communicator's Goal." He stressed how to be accepted by your audience and
inspired me to include his book in my independent study.

"A Prospectus on Consumer Affairs in the Health Field" was presented at
the February meeting. The program focused on changes in this field particularly
the impact of multi-cultural diversity, increased concern for ethics, and demand for
educational programs.

In March Ron Zemke, author of The Service Edge, stressed the need for
companies to understand that retaining customers is their goal. This is
accomplished by performance, relationships, and results. He stated that a
Marketing Department needed to spend half its budget on retention. When
problems occur, customers want 1) an apology, 2) a fair fix, 3) to be treated as if
someone cares while the problem is being fixed, and 4) a company to keep both
the letter and spirit of the promise.

In April Charles Wiley, a member of Accuracy in Media described how the
approach to journalism has changed over the last thirty years. He described both
advocacy journalism and interpretive reporting. He emphasized how journalists
today have the power to set the public agenda.

The June meeting was an all-day professional development seminar on
personality style, which fit beautifully with my sabbatical goals. The program was
titled "True Colors" and was based on the Myers-Briggs/Kiersey Bates research.
Each of the four styles were described and designated by a color. Patticipants took
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a short test to determind their own style or color. We gathered together with others
of the same color and discussed our choice of behavior under specific
circumstances. Then each group shared the results with everyone else, allowing
us to learn about the other three styles. The approach used in the program was
fun, yet informative. Each person felt good about their own style, and yet gained
insight into the others. Participants learned how to apply this information in a
business setting.

This program gave me some ideas on how to expand what | had been doing
in my Life Management and Professional Selling classes in regards to
personality/social styles.

L . District. California Home E o

Over the last few years | have not been able to be active in this group since
my evening contract teaching conflicts with their evening meetings. The leadership
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