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Overview of Business Operations Research

Business Operat ions Research ( former ly  Market ing Research)  is  an area in  which Monta Vista

DECA is  both competent  and exper ienced in.  Monta Vista DECA has developed a fo l lowing step-by-step

guide to assis t  you in the hopes that  you wi l l  represent  us upon the ICDC stage as our  f i rs t  in ternat ional

w i n .

In Business Operat ions Research,  s tudents are requi red to wr i te  a 30 page research p lan

(excluding the Ti t le  Page and Table of  Contents) for  a company of  thei r  choice,  depending on the

category they choose to compete in .  Al l  f ive compet i t ions are sui table for  ind iv iduals or  teams of  up to

three members.  Students wi l l  have a tota l  o f  15 minutes to present  thei r  research to judges (10 minutes-

present ;  5 min-  quest ions) .  The research p lan composes 60% of  your  f ina l  score,  and the other  40% is

determined through presentat ion.  The judges wi l l  evaluate your  wr i t ten p lan and presentat ion us ing a

rubric or a Written Entry Evoluotion Form with specific categories of your plan and presentation and

mark ing them as "Exceeds Expectat ions,"  "Meets Expectat ions,"  "Below Expectat ions,"  or  "L i t t le /No

Va  l ue . "

This year ,  the theme for  Business Operat ions Research Events is  the development  of  a s t rategic

plan to enhance or  in t roduce a customer loyal ty  program to an ex is t ing business or  organizat ion.  Using

an exis t ing business of  thei r  choice,  par t ic ipants wi l l  research the current  and potent ia l  use of  customer

loyal ty  programs and thei r  ef fect iveness.  Par t ic ipants wi l l  develop a st rategic  p lan to enhance or

int roduce customer loyal ty  programs and serv ices in to the current  operat ions wi th the goals of  bui ld ing

customer prof i les,  t rack ing sales,  t rack ing v is i ts ,  reta in ing current  customers,  improving customer

serv ice and expanding the current  customer base.

Business Services BOR Research businesses that include
human resources, information
technology, and/or personal and
contracted business services
Research retai l  or wholesale
businesses that provide consumer
goods
Research banks, credit  unions,
account ing f i rms, investment-related
companies, and other f inancial
businesses
Research hotels,  restaurants, and
other tour ism-related businesses
Research businesses that provide

sport ing and/or entertainment events

L-3 people

Buying and
Merchandising

Finance

Hospitality and
Tourism
Sports and
Entertainment
Marketing

BMOR

FOR

HTOR

SEOR

L-3 people

L-3 people

Financia l  knowledge
highly recommended

1-3 people

1-3 people

The Different Events
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Bescritrlt io!1s of the Events
The fo l lowing are br ief  descr ipt ions of  the f ive compet i t ive events in  Business Operat ional  Research.  This

branch of  DECA compet i t ions is  based on conduct ing market ing research to improve a company of  your

choice.

fi ';',;r, ry t; i1,! it,r.': i.ii.i

Business Services [BOR), Buying and Merchandising IBMOR), Finance (FOR), Hospitality
and Tourism IHTOR), and Sports and Entertainment (SEOR)

In these events,  ind iv iduals or  teams of  up to 3 members research a company of  thei r  choice
that  fa l ls  wi th in the industr ies of  human resources,  in format ion technology,  and personal  and

contracted business serv ices;  reta i l  and wholesale businesses that  prov ide consumer goods;  banking,

account ing,  credi t  unions,  investments,  and other  f inancia l  businesses;  hote l ,  restaurants and tour ism-

re lated businesses;  spor t ing and/or  enter ta inment ,  respect ive ly .  You wi l l  be judged against  s tudents in

the same compet i t ion;  however,  the var iety  of  topics and open-ended inst ruct ions means that  judges

are lookingfor  professional ism and thorough research when evaluat ingyour p lan and presentat ion.

l n  o rde r  t o  f i t  i n  w i t h  t h i s  yea r ' s  t heme ,  s tuden ts  w i l l  be  assuming  the  pos i t i on  o f  emp loyees  i n  t he

company the research and wr i te  a p lan to improve the socia l  network ing st rategies of  the company.

Make sure that  Vou are fami l iar  wi th a l l  aspects of  your  company however,  as depth and understanding

is key to establ ish ing a compet i t ive edge.  Speci f ic  inst ruct ions on wr i t ing the p lan are avai lable fur ther

on  i n  t h i s  gu ide .

Of  the f ive events in  Business Operat ional  Research,  Business Serv ices is  the broadest ,  so i t  is

essent ia l  for  you to make your  presentat ion wel l -p lanned and memorable for  the judges.  Hospi ta l i ty  and

Tour ism is  the most  popular ,  and Sports  and Enter ta inment  is  a fa i r ly  new event .  Speci f ic  inst ruct ions on

wr i t i ng  t he  p lan  a re  ava i l ab le  f u r t he r  on  i n  t h i s  gu ide .

Written Fian Guidelines

i . "  .  " ,  , r  , ' t " .  .  : , : ,  r1  13 :  ] i , . ;1  ; . :  
' t : . : j \ , , , ; r " l t : . , : ;? ;

The wr i t ten  p lan  has  severa l  par ts :

1,  Vy ' r i t ten Statement  of  Assurances (check on the DECA websi te and GET lT SIGNED!)

2 .  T i t l e  Page

3.  Table of  Contents

4.  Execut ive Summary

5.  ln t roduct ion

6.  Research Methods used in the Study

7 .  F ind ing  and  Conc lus ions  o f  t he  S tudy

8.  Proposed Strategic  Plan

9 .  B ib l i og raohy

10 .  Append i x  (op t i ona l )
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W rrt.{ e rr ? i an {}:"st ti t:Ex xx* s
* This was token from the Notionol DECA event guidelines. Please refer to the officiol guidelines to

ensure that no chonges have been mode since time of publishing.

I, EXECUTIVE SUMMARY
One-page descr ipt ion of  the p lan

I l . INTRODUCTION
A. Descr ipt ion of  the business or  organizat ion
B.  Descr ipt ion of  the communi ty  (economic,  geographic,  demographic and socioeconomic

fa ctors)
C.  Descr ipt ion of  the business 's  target  market

I I I .  RESEARCH METHODS USED IN THE STUDY
A. Descr ipt ion and rat ionale of  research methodologies selected to conduct  the research

study
B.  Process of  conduct ing the selected research method(s)

IV.  FINDINGS AND CONCLUSIONS OF THE STUDY

A. Findings of  the research study

B.  Conclus ions based on the f ind ings

V. PROPOSED STRATEGIC PLAN (lncluding application of marketing concepts and

technology usage)
A.  Goals/object ives and rat ionale (shor t -  and long- term benef i ts  to  the business of  enhancing

or  in t roducing a customer loyal ty  program into current  operat ions)

B.  Proposed act iv i t ies and t imel ines

C. Proposed budget  ( ident i fy  costs associated wi th potent ia l  s t rategles)

D.  Proposed metr ics to measure return on investment  (ROl) ,  sa les,  customer retent ion,

customer sat is fact ion,  etc .

VI .  BIBLIOGRAPHY
VII .  APPENDIX

An appendix is  opt ional .  Inc lude in an appendix an, i  exhib i ts  appropr iate to the wr i t ten entry ,

but  not  important  enough to inc lude in the body.  These might  inc lude sample quest ionnaires

used,  le t ters sent  and received,  general  background data,  minutes of  meet ings,  etc .

Deciphering the Written Plan
The fol lowing descript ions wi l l  guide through each step of the wri t ten plan. Also, make sure that you

read through them again before competi t ions to make sure your plan is complete.

"l'r:,*'tr'iii* Fag*
This page will be the first impression you make on your iudges. The title page conveys professionalism

and how serious you real ly are about the plan. The t i t le page should contain the fol lowing information:

.  Name of competi t ive event -  Capital ize each word and make this the most prominent let ter ing

on page
. Name of your DECA Chapter -  Monta Vista DECA
o Name of your high school -  Monta Vista High School
r  SchoolAddress -2L840 McClel lan Rd, Cupert ino, CA 95014
. Names of Part ic ipants -  John Smith, Sarah Lee, and James Brown
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Contact Information
c Emai l  ( i t  is  a good idea to create an emai l  re levant  to  your  company for  th is  event)
o Address ( inc lude actual  company address i f  possib le)
o Fax and Phone Numbers ( these do not  need to be real ;  the judge wi l l  not  contact  the

company )
Date -  Use the date you arr ive at  the conference.
One re levant  graphic to your  p lan -  This image is  not  requi red,  but  wi l l  make your  p lan more
aesthet ica l  ly  p leasing.

L is t  the d i f ferent  par ts  of  the business p lan (as l is ted in  the guidel ines of  your  event)  and the
exact  s tar t  page of  each sect ion so judges wi l l  easi ly  navigate through your  p lan and not  penal ize vou
later  on.  This can be automat ica l ly  generated in  Microsof t  Of f ice 2007:

H i n a  l r : a r  F j l i  _ a r i u i  P a - r r e n ( t 5

a

a

: - - ; r  $ x . - t c l t i d  "

11 . . . l :  
'  

_ i r  - lp . l r l r  j r l_ ,11

I  i b i r  i 1

: 1 '  ' :  ! ' :  :

E u r l t  l n

A ! i o ' i i d i i r  i d b L r  I

AL i :c rn3 i i r  I JL Ie  t

^T l i r {  f . r . ) tnotr

F  i .  ' r ;  i +

f,lailin!, Rs?;rK lien

' r  
. { H a n i r g e  5 c u r c e r

. 
t"" a;i,i si_?lr t,,lLA

tr!€ li
C r t i l ' r n '  ; i t  B i l ; l i r ! l r i P h l '

J: i  . . i  i r i  i r i : r i  ; f  i  ; '

/ ::.
1 ,  .  . . ,  - . . .  , - -  ,

I

tey€ l !p i r

'  
l  i r i l e r tTnb l i  r t  F lq l r4 j

i r r l  -

l n i r d

Cnp l ro r '  : : l l  i : t ! t3 - r r f  e r is (e

a ii i:::: t '1"

. . . . . . . . . . . . . .  r : : . . . : , . . . . . . . . . . , , , r : : . . ; , . .1

\  J  I ' r r . n  j n  l e r  :  t j  I i l r
* l+ 

- "i")

f . jar i r  :  F., l . r l :
Efr tr t  ( i l r t r i ) rr

i t \ i : - ' .

' i

Aulr i r iat i (  ln lr le ?

Go to Reieren[es --+ Table crf t, ontents --+

Tairle of Corrterrt-: -+ Ciroose a siyle.

Tfri" feeture r, 'vorks with l.,Vorc{':, l i tr i l t- in
headings { founcl  on Horne -+ Sty le: )  anci  1 l . lge
rlumllerg {lniert --rHp.tcler' & Footer) scl t lt.rt
, rny f readi rgs and page nurnbers t l ra t  Worc l
r---r etect: r,,,i | | lte a uto nr.rt i r": I l'; i l cl u 11 ed .r r-r cl
npclatecl ," ', 'hi le you edit your docullerrt.

To upclate your  table before 1,e l l  pr i r r t ,  s imply
c l ick anyt ' , l rere i r r  the ta l t le  ancl  c l ick "L lpdate

Tab le " .

Note: ln orcler for this featr,rre to r,vork, your'
ent i re repor t  r i iust  i :e  kept  together  ar  a
s i r r5 l le  document ,

! , l r ln f f  a t i i  ta r t la  ia )n i f  n i ,  i i i ha laa i
Ta ' r le  ! l  i . rn t . r t i  i  tha t  in . lLJ . l i ,

r l l  l ! , : i  lnrnt i t i t l  ?, i ih thr Hi idi l : i l
1 -:t tl.iltl

. l  l i , i i l  I 3 l . i a  n r  i :  i i n t i  .

\  
! . rx i : !  Jar - \ : t  , :1  :  r f i .  r t ,

**:"****::*:*_*.

This is the page the page that wil l have the greatest impact on your judges, so be professional and
compiete because i t  summarizes what  your  whole p lan is  about .  l t  determines whether  the judges wi l l
take an in terest  in  your  idea and how you stand out  f rom other  compet i tors in  terms of  professional ism,
concepts,  and general  business idea.  Your execut ive summary should g ive a br ief  overv iew of  the other
par ts  in  rTour p lan,  inc luding f inancia ls ,  target  market ,  so lut ion to a g iven market  problem, method of
approaching and inst i tu t ing you ideas,  etc .  This  is  basical ly  a one page summary of  the who,  what ,  when,
where,  why,  and how,of  your  p lan.  Since th is  sect ion is  s ingle-spaced,  i t  is  advisable to separate each
sect ion wi th a heading.  l f  you pre us ing the automat ic  table of  contents generator ,  use the "subt i t le"

sty le tc  prevent  i t  f rom showing up in  the table.
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Write this last! Cover everything else in your plan before coming back to write this short, sweet
beginning.  Keep th is  sect ion to a s ingle page at  most-  you wi l l  have the remain ing 29 pages to
elaborate.

Lxztz"r*dwtLttz*
lntroduce your business, the community in which it  is situated, and the objectives of the current
employee-training program. Be concise and yet formal, because the introduction should easilv f low into
the next section of your plan.

o Economic:  For  example,  wr i te  about  the average salary in  the area compared to other  areas,
or  maybe even how the economic recession af fected the c i ty

o Geographic:  This  can range f rom c i ty  to the locat ion of  the store i tse l f .  For  example,
Cupert ino is  a suburban c i ty  around 45 mi les f rom San Francisco.  At the same t ime,  Vou can
ta lk  about  the locat ion of  the store,  l ike is  i t  near  the mal l  or  any schools.

r  Demographic:  You may want  to ta lk  about  the age range or  ethnic i t ies in  the c i ty .  You may
also ta lk  about  the percentage of  people who are marr ied or  have chi ldren.  l t  real ly  depends
on what  group of  people is  important  to  your  s tore.

r  Socioeconomics:  This is  the sect ion that  ta lks about  how the economic act iv i ty  and socia l  l i fe
re late to each other .  For  example,  in  Cupert ino,  people in  th is  area have a h igher  median
income rate,  especia l ly  those near bet ter  schools,  usual ly  making i t  so that  the students in
th is  area tend to have more money to spend.

Remember, when you write about the factors, what you write needs relate to your store, especially
your store's target market.

T4 t.: * t: ;:a r ul p. W r:tXz * t:, s
In this section, you should describe in reasonable detai l  the extent of your research methods and the
goals you had when set t ing them. A. lso,  descr ibe the process of  the research,  and make sure to inc lude
why you chose that  speci f ic  method(s) .  Research methods should typ ical ly  inc lude both secondary
research (e.g.  searching onl ine for  repor ts ,  s tatements,  s imi larstudies conducted,  customer comments,
etc. )  and pr imary research (e.g.  Surveying customers,  in terv iewing employees,  etc . ) .  Don' t  be af ra id to
approach people (wi th the permiss ion of  the business)  -you'd be surpr ised at  how many people are
intent  on help ing young people l ike you succeed in thei r  educat ion!

Regarding customer surveys,  we typ ical ly  recommend get t ing a min imum of  100 responses.  The longer
you conduct  the research,  the more accurate the measure you wi l lget .  Do not fudge your  data -  i t  wi l l
be b latant ly  obvious to the judge!  You may be able to get  away wi th i t  a t  Norcal ;  however,  the h igher
the level  you compete in ,  the harder  i t  gets to cover  up for  the "assumpt ions"  you have made about
your  data.  ln  h igher  level  compet i t ions (especia l ly  ICDC) there wi l l  be judges f rom the industry ,  perhaps

from the same company that  you are researching on!

t'ix.t"tLiztg,l; :.ii:;"i i",i:ii#-.ii.iiii,:1)'i1t:i ':.:!; f;\;':r-: !ii!':",:r"1,2,'

In  th is  sect ion,  you wi l l  descr ibe the current  socia l  network ing promot ion st rategies in  both st ructure

and ef f ic iency.  Also,  inc ludethe conclus ions of  your  research.  This is  a great  p laceto put  professional ,

s t ream-l ined char ts  and graphs to show complex analys is  of  data.  Judges would rather  see a n ice,
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informative graphic rather than a boring chunk of text to explain something! Don't  talk about any
f indings that are i rrelevant to your solut ion and plan.

Fr )'L t. l tr' : ; s, o 1.1 ;,1 ;t" ?, i" ; i l; :; gi t;: 7 1 ;z al

This is  the par t  of  your  p lan that  requi res the most  creat iv i ty  and understanding of  the content  you are
deal ing wi th.  Compet i tors should descr ibe thei r  so lut ions to improve employee-t ra in ing programs wi th
proposed act iv i t ies,  t imel ines,  and a reasonable budget .  l t  a lso makes a great  impression on the judges i f
you incorporate market ing terms,  employees you actual ly  in teracted wi th,  and any business re lat ions
you have/had wi th the company.  In format ion about  the concise budget  can be found in the Financia ls
Resource sect ion of  th is  guide.  Remember to incorporate th is  year 's  theme {customer loyal ty)  because
the judges real ly  want  to see how creat ive you can be wi th i t !  A lso,  be sure to show how th is  new plan
helps solve the problems f rom before l

This sect ion is  se l f -explanatory,  but  rememberto stay in  MLAformat.  The b ib l iography is  a lso
mandatory;  not  having i t  means major  penal ty  points.  Don' t  forget  to  c i te  the company i tse l f .  This
sect ion can be s ingle-spaced.  A n i f ty  t r ick to use,  esp.  i f  you are running out  of  pages,  is  to  decrease the
font  s ize to a reasonable s ize.  Of  course,  L-point  font  wi l l  not  cut  i t ,  but  i t  doesn' t  necessar i ly  have to be
12-pointTimes New Roman ei ther .  Websi tes such as Son of  the Ci tat ion Machine and Easybib are fast ,
easy ways to create a b ib l iography.

The appendix is  a great  p lace to put  extensive graphics,  char ts ,  tables,  market ing devices ( f lyers,  posters,

e t c . ) t ha t  c l u t t e r you r  p lan .  S imp ly  a r range  them in  t he  append i x  i n  t he  same o rde r tha t  you  re fe r to

them in the p lan,  and i t 's  a great  idea to have a smal l  tab le of  contents for  the appendix i tse l f  i f  i t  is  over
a page,  The appendix should not  cover  more than three pages,  but  i t 's  a great  wal i  to  f i l l  ext ra pages in
your p lan i f  you have usefu l  content  to  add.  We recommend put t ing a copy of  your  survey in  th is  sect ion
to show your judges how you conducted your  pr imary research.  An example is  on the next  page.
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Guide to Financials
The budget  is  a key e lement  of  your  research p lan.  Al though you are a l ready represent ing employees of

the company and not  appeal ing to venture capi ta l is ts ,  the purpose of  your  business p lan is  s t i l l  to
propose a cost-ef fect ive solut ion to the issue at  hand.  The budget  in  a research p lan is  much more

conc i se  and  s imp l i f i ed  t han  an  en t rep reneu rsh ip  p lan ,  bu t  con ta ins  many  o f  t he  same te rms  and

requires a sequent ia l  order  to show monetary f low.

Some important  par ts  of  the budget  are l is ted below. Other  par ts  are speci f ic  to  your  compet i t ion,  and

we wi l l  cover  th is  in  our  f inancia ls  presentat ion la ter  on.  Also,  sample budgets are avai lable onl ine or

upon request  f rom of f icers.
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Budget

Ex. Advertising/Media
Promotion/Market ing
Revenue
Promotiona I  Act iv i t ies
Approx. Cost Per Employee
Growth
Cash
(others)

TOTAL

" , : , , : ;  
i ; . : : t ,  . .  . , . : ' , . :  . . : t : : : :

Current

Total Current
Budget

:j lt{.1''t,:: r,i '.t;'t, i.:'::r'1..:', t.:l 'tl I

Moneta Budget

Total Prospective
Budget

' : i.,i, (;'.:.:. a.: :11 |) :.; ii :,t I ; : :.1 J

Total  Monetary
Difference

: i t t .  i ! , ' , i f  i  , i ' : t : a f  ! . :  t , '  ' , , : .

General Sitrategies for Research Plans

' 1 , . ' . - . , i , ' '

When def in ing a solut ion the market ing problem, ask yoursel f
o ls  i t  real is t ic?
r  l lo ' , , , r  can i t  be implemented?
.  Does i t  fu l ly  so lve a l l  issues brought  up by the prompt?
r  How wi l l  i t  improve the ex is t ing company?
r What  is  the budget? The locat ion?
.  is  the i ime per ioc i  prac i ica i?
r  ls  i t  creat ive and yet  professional?
.  Does i t  re late to the theme?

o This year 's  theme: the development  of  a p lan to enhance or  in t roduce a customer
loyal ty  program to an ex is t ing business or  organizat ion.

,- :":.': ' 
' 
. ,, :;i '. vi i:,i1':n

Research ear ly :  The more t ime you have to research,  the more resul ts  you wi l l  have and the greater
you rv i l l  understand your  target  market .  When conduct ing customer surveys,  i t  he lps to s tar t  ear ly
because you can get  a wider  range of  resul ts  which wi l l  show accuracywhen forming conclus ions
and proposed p lans.  You wi l l  a lso have more t ime to compi le your  data and star t  making sense of  i t .
DO NOT PROCRASTINATE! Make a schedule of what parts of the plan you wil l have by when and
STICK TO IT!
Use Resources:  At  MVDECA, we have l i terature,  onl ine resources,  guidel ines,  of f icers who would
love to help,  and var ious t ips and guides to help you wr i te  a winning p lan.  Take advantages of  some
of  these resources at  s tudy sessions.  Also,  remember to contact  your  company for  research -  you

may be surpr ised at  how support ive they can be.
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3 .

4 .

5 .

Write your plan, edit your plan, and get others (and officers) to edit your plan, re-edit your plan:
I t 's  a long cyc le,  but  the f in ished resul t  wi l l  be wel l  wor th i t .  This  is  one of  the most  important  par ts !
Aesthet ics:  Make your  p lan look s leek in  terms of  graphics,  text ,  organizat ion,  tables,  etc ,  to  appeal
to your  judges (don' t  use the same type of  graph throughout  your  p lan) .  Be sure to be conslstenf  -
p ick a color  scheme and st ick wi th i t l
Use formal  language that  can st i l l  be understood.  For  example,  instead of  us ing "should,"  "would, , , ,
"could,"  or  " th ink" ,  L lse "wi l l " ,  "must" ,  and "know".  l tshows cer ta intv  and conf idence in vour  p lan.

The Business Presentation
1.  Use the same color  scheme for  your  p lan and presentat ion.  This adds to the st reaml ined

aesthet ic  appeal .
2.  KISS i t :  Keep l t  Sweet  and Simple.  Put  yoursel f  in  the judges'  seats:  they ' re hear ing your  idea for

the f i rs t  t ime.
3.  Make the powerpoint  easy to read wi th few words and large graphics.  Transi t ions should be

uni form. This year ,  sound is  a lso a l lowed,  but  i t  must  be kept  at  a moderate noise level  in  vour
prese ntat i  o  n.

4.  Your powerpoint  should be shor t  to  keep the focus of  the presentat ion on you.  Use l , -2 s l ides
maximum per sect ion of  your  p lan,  and put  the bulk of  your  content  in  your  speech.

5.  Add a quest ions s l ide at  the end to l ink back to each s l ide.  This g ives the judges the impression
that  you are organized and in contro l .  A lso,  add a hyper l ink back to th is  s l ide f rom each s l ide so
you can return to i t  a f ter  each quest ion.  l f  you don' t  know how to do th is ,  don' t  worry;  we wi l l
run through everyth ing at  s tudy sessions.

6.  Rehearse,  Rehearse,  Rehearse:  s tay in  the t ime l imi t  and make sure that  i f  you are in  a team, the
f low of  the speech is  even and smooth:  judges do grade you on coordinat ion.  l f  you Know you
wi l l  go over  10 minutes,  do not  ta lk  fast ,  but  cut  down on less important  th ings to say instead.
Also,  rather  than d iv id ing up hal f  o f  the powerpoint  to  one par tner  and the other  hal f  to  the
other ,  take turns for  speci f ic  s l ides.  l t  shows more coordinat ion and f lex ib i l i ty  dur ing your
prese ntat io  n.

7 .  L e t e v e r y o n e t a l k f o r a n e q u a l a m o u n t o f  t i m e a n d m a k e s u r e e v e r y o n e a n s w e r s t h e  j u d g e s '
quest ions.

8.  Strong handshakes,  focused eye contact ,  good posture,  and conf ident  vo ices are VERY helpfu l  to
show that  you are in  charge.

9.  Even i f  you make a mistake,  cover  i t  up easi ly  and don' t  pause:  the judges wi l l  accept  that  you
are subject  to  occasional  human error  but  do not  want  to l is ten to you sta l l ing in  thought .

1 "0 .  Be  am iab le ;  a  sm i l e  and  f r i end l yexp ress ion  can  do  no  ha rm.
LL.  Avoid presentat ion pet  peeves:  do not  rock back and for th,  avoid f idget ing,  and stand st i l l .

However,  mi ld hand mot ions to accentuate your  speech are f ine.
12.  Fol low the dress code:  th is  should be the easiest  guidel ine to adhere to,  l f  you are present ing as

a group,  wear ing matching at t i re  is  h ighly  recommended ( i t  wi l l  make your  group look more
professional ) .

13.  Be enthusiast ic  and bel ievable:  the judges want  to hear  YOUR passion for  YOUR idea.
1,4.  I ry  to be unique f rom the rest  of  the groups.  Remember that  your  judges may have seen many

of  these presentat ions;  show what  sets you and your  p lan apart  f rom the rest .
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Tips for Conducting Research
.  Use Google Docs as a means to conduct  surveys,  as appropr iate.

o They even graph your  data for  you!
.  Make sure your  survey is  comprehensive ond object ive!

o Do nof  design quest ions wi th the hope of  in f luencing customers to g ive a cer ta in
responses.  You wi l l  not  achieve a sol id  understandlng of  the market ,  thus skewing your

ent i re repor t .
o Create a few draf ts  of  your  surveys and show i t  to  d i f ferent  people and see what  they

th i  nk .
o Make ' 

;i:lJ:ilffiil::;I,:illllli; the most part - they are hard to sort through
and hard to compi le in to v is ib le t rends.
Use rat ing systems (ex.  Rate on a scale of  1to 5)  - they ' re easyfor the customer
to f i l l  out  and easy for  you to compi le in to usable data.
Inc lude p lenty of  whi te space to make your  survey less daunt ing.  Your survey
should be one page of  most  -  we recommend having a hal f -page survey only.

r  Conduct  research in  your  target  market .
o lt is very important to identify your primary and secondary target markets !
o You should research the same people your  p lan deals wi th.

r  Con tac t  you r  company  ea r l y  on .
o L is t  any major  changes that  occur  dur ing the t ime per iod of  your  p lan.

o Network!  Remember to ment ion and c i te  any people you work wi th to show that  you
had actual  business re lat ions wi th the company.

o Set  deadl ines and goals for  yoursel f .

o  You don' t  want  to do your  presentat ion the day before.
o A good way to pace yoursel f  is  s tudy sessions;  we' l l  te l l  you what  we wi l l  be cover ing the

fo l lowing week,  so make sure to have that  par t  ready to be completed then.
.  Incorporate terms and knowledge about  your  industry  and market ing in  general .

-  o , , . i ^ ^ . .  . ^ . ^ - . ^ h  . ^ ^ , , i . ^ .  h ,  r . i ^ ^ . .  t , ^ ^ . . , t ^ , . t ^ ^.  u u J r l  r c J J  I  q J g o r  L r  |  |  c q u r r  g J  w u J i l  r c J J  N r  r v v v r c v S E .

o The judges l ike to see that  you can handle your  presentat ion in  the same knowledgeable
manner that  professionals do.

.  Learn f rom vour mistakes.
o What  doesn' t  work at  Nor-Cal  should not  be used at  s tates,  for  example.
o Edi t  your  presentat ion to keep up wi th the business wor ld.
o Make sure your  idea is  unique f rom both other  compet i tors and the business wor ld.

.  Mr.  Schmidt  is  AMAZING at  ass is t ing people wi th p lans.

o Try meet ing wi th h im ear ly  on for  advice and i f  you fo l low his  advice,  i t  wi l l  real ly  pay of f .
.  Of f icers wi l l  not  b i te  -  we' re here to help,  so don' t  be af ra id to ask!
.  Rernember the l i t t le  th ings !

o The Statement  of  Assurances and DECA binder  (both wi l l  be provided)  are not  opt ional ,
and  you r  p la in  i s  vo id  w i t hou t themlA  p lan  w i thou t  a  Wr i t t en  S ta temen t  o f  Assu rances
has a penal ty  of  15 points,  which can drop you down in your  rankings.

o Make sure your  page numbers are correct  (Exec.  Summary is  Page 1) .
o Review what 's  a l lowed and what 's  not  in  the Comoet i t ive Event  Guidel ines found on the

nat ional  DECA websi te.

12 |  Monta Vista DECA



r  Be on your  best  behavior  at  conferences.  Judges may be in rooms nearby yours in  the
hote l .

Integrating the Theme of the Year * (2011)
Incorporat ing the theme of  the year  in to your  wr i t ten p lans is  cruc ia l  dur ing the research as wel l  as
judging process of  your  wr i t ten p lans.  And of ten t imes,  s t ick ing to the theme can be the hardest  par t  of
wr i t ing your  p lan.  Take a look at  th is  year 's  theme.

:"\J 1. ;, v*'{ ritt.*.ux Y tr a* tkt * ysz * :
This year, the theme for Business Operations Research Events is the development of a strotegic

plan to enhance or  in t roduce a customer loyal ty  program to an ex is t ing business or  organizat ion.  Using
an exis t ing business of  thei r  choice,  par t ic ipants wi l l  research the current  and potent ia l  use of  customer
loyal ty  programs and thei r  ef fect iveness.  Par t ic ipants wi l l  develop a st rategic  p lan to enhance or
int roduce customer loyal ty  programs and serv ices in to the current  operat ions wi th the goals of  bui ld ing
customer prof i les,  t rack ing sales,  t rack ing v is i ts ,  reta in ing current  customers,  improving customer
serv ice and expanding the current  customer base.

? I p;rs $-*l ::,tu.r {:"ttv,rg l.* ;l {fu*alt* t

{.* * r,t p; t: y * r.L t" t: * r}* I:i';;yfi yt w i t: ::lz: .

Of ten t imes,  people real ize that  the company that  they have chosen may not  f i t  the cr i ter ia  that  they
were looking for  in  thei r  research.  By the t ime th is  problem is  real ized,  there may not  be enough t ime to
conduct  new research on another  company.  This conf l ic t  u l t imate ly  resul ts  in  the " fudging"  of  data and
research in  wr i t ten p lans to f i t  the cr i ter ia  that  the judges are looking for .  When you are choosing a
company,  make sure you ta lk  to the managers and ask them what  aspects of  thei r  company need to be
improved.  (Ask lo ts  of  quest ionsl )  Also,  when you f ind a company,  th ink about  ways that  you can
improve i t  and make sure i t  f i ts  the theme.
l f  soc ia l  network ing is  one of  them, then you know you' re s tar t ing of f  on the r ight  t rack.  However,  i f  they
are not  as focused on socia l  network ing as they are in  other  areas,  then you might  be wast ing both your
t ime  and  the i r s .

' i  
; i i i : . : ; : t i i { i i t i l { {J , ' i j - t i : :  { t  ' ; : i - i ; : : ; " :  : ,1  ' . ' , ; ' l { , ; : t ' : l r | r . } ; : i l ; : , : : ; .1  c . . ; l r }3t i j .

When tak ing customer surveys,  be sure to ask s imi lar  quest ions that  you asked the manager ( i .e .  what
aspects should the company improve on) .  Customers are a great  source of  ideas for  your  research p lan
because they g ive the opin ion of  the publ ic .  l f  you do th is  ear ly  enough,  you wi l l  be able to conduct
more of  them for  accuracy in  data resul ts ,  but  a lso i f  you real ize that  th is  company st i l l  may not  work for
you,  there is  s t i l l  t ime to search in  other  areas.

1-3 | Monta Vista DECA



7i'{ ' ,": i, ;: t.:",:- ::,:,:.:. i-:: ' ;:+,:r:.*L Ltp lst*gt: T{.}zlc" tSt"LyWcJS*{t i{,I{:ag es{tr" *t.

The theme speci f ica l ly  says that  you have to enhance or  in t roduce a customer loyal ty  system that  real ly
targets your  target  markets.  l f  you know what  your  target  audience is  and what  they are involved in,  i t
wi l l  be easier  to  come up wi th re levant  ideas.  You can a lso conduct  surveys speci f ic  to  that  target  market .

Y,ii',L4! ;:; i;irr1t:t rixay'.}:;*t, t* b;l,s* vclq!!" prffpc$ed tc{*.as *{t *{.

F ind out  or  observe how other  companies are able gain loyal  customers.  Even i f  i t  seems too large-scale
for  your  wr i t ten p lan,  you can st i l l  th ink of  something s imi lar .  For  example,  for  s tamp cards ( l ike the ones
at  Quick ly 's) ,  you can r i f f  o f f that  idea and make i t  more in terest ing that  would real ly  p ique that  target
market 's  in terest .

r  Does i t  enhance/ int roduce customer loyal ty?
r  ls  i t  creat ive?
r  How ef fect ive wi l l  i t  be?
r  Do I  have any ev idence to support  that  people wi l l  actual ly  respond to th is  k ind of  customer

loyal ty  system?
r Does th is  company have any promot ional  act iv i t ies? And i f  so,  is  my idea s imi lar  to  thei r

prev ious at tempts,  or  is  i t  something new?
r How would the manager/s taf f  perceive th is  idea? How would the publ ic  perceive th is  idea?
.  How would my target  market  perceive th is  socia l  network ing idea?
r iVhat  are the shor t  term/ long term benef i ts  to  adopt ing my idea?
.  Would I  actual ly  return to the store more i f  such a system was put  in  p lace?

: r r '.:, .t rr ,) f '3, , i i  r i .; i ! ' ; i :. l i  ioi l- ;: i ,,. i i i . i :;.:.: i ,;:.:t l ' : , i ,,"

Since nrany of  us have pr ior  exper ience wi th wr i t ing p lans and t ry ing to get  theme-re levant  ioeas,  we
can  he lp  you  b ra ins to rm ideas  on  how to  enhance  a  company ' s  soc ia l  ne two rk ing  p rog ram.  We ' re  he re

to  he lo !  O
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An Annotated Page of a Research Plan
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Resculrces for Written Plans
1. *The compony of your choice

. Moke sure to stay in professionol contoct with the compony until your final competition to
note any moior changes, conduct necessary reseorch, ond refer to the in your plan

2. http ://www. d eca. org
I  Use th is  s i te  as a guide and checkl is t

3. http : //www. mv deca.org
.  We have resources and compet i t ive updates for  a l l  members

4. http://www.marketingteocher.com/Lessons/esson_marketing_reseorch.htm -
r  This s i te  has great  t ips on conduct ing market  research and market ing components for  your
o t  an

5,  ht tp: / /www. informat ionweek.com/news/showArt ic le. jh tml?ar t ic le lD=20690261-1,&pgno=3
i  Here,  you can f ind in format ion on socia l  network ing st rategies.

6. http ://www. eh ow. co m/h ow_2 377 343Jo r ms-su rveys-u si n g -g oog le. html
.  Google surveys are a great  way to conduct  research,  and th is  s i te  g ives you a l l  the in fo you

need  to  make  one
7 . h ttp ://w ww.fg c u. e d u /s u p po rt/offi ce 2007 /W o rd /i n d e x. o sp

I  This Microsof t  Word 2007 tutor ia l  has a l l  the deta i ls  on how to pol ish your  p lan
8. wwtu. citoti o n mq chi n e. n et

i  An easy way to c i te  a l l  your  sources:  just  copy and paste l
9.  ht tp: / /sxc.hu/

r  A great  s i te  to get f ree graphics and you don' t  even need to c i te  theml
10. *The competitive event binders

.  Avai lable at  s tudy sessions have many past  p lans that  have p laced at  ICDC, so i t 's  a good idea
to check out  what  works and doesn' t  work in  comoet i t ions.

Good luck with your competition!
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