Marketing, Management and Entrepreneurship Professional Sales (Option A)
Two Year Program Design articulated with Arizona Economic Standards
	Economic Concept & Marketing Standard
	Economic Performance Objective
	Marketing Essentials Chapter & Key Vocabulary
	Marketing Overview/Objectives
	Additional Resources

	Economic Concept 1:

Foundations of Economics

The foundations of economics are the application of basic economic concepts and decision-making skills.  This includes scarcity and the different methods of allocation of goods and services.
Marketing Standards
21.0a - Analyze Factors That Influence consumer Behavior
20.1a  – Describe how personal values influence choices and goals
21.2a – Describe how diversity influences purchasing decisions made by consumers
16.0 – Evaluate the role of a marketing business in the economy.
16.1 – Compare/contrast sole proprietorships, partnerships and corporations in the marketing profession

16.2 – Evaluate the role of marketing businesses on local, state, national and international economies

16.3 – List the factors, Economic Concept &
Marketing Standard

including personal traits, which contribute to the success of a small marketing company

16.4 – Analyze the relationship of customer service and customer satisfaction on the success of a marketing business

22.0a – Analyze Economic Principles and Pricing Strategies
22.2 a – Explain the principles of supply and demand
22.3a – Discuss the concept of competition

22.4a – Explain the concept of productivity

29.0a – Examine Legal Issues in Sales

29.1a – Explain warranties and guarantee

29.2a – Discuss consumer laws and regulatory agencies

29.3a – Relate the use of sales contracts and contract law
	PO 1:  Analyze the implications of scarcity

a. limited resources and unlimited human wants influence choice at individual, national, and international levels.

b. factors of production (e.g., natural, human, and capital resources, entrepreneurship, technology).

c. marginal analysis by producers, consumers, savers, and investors
PO 2:  Analyze production possibilities curves to describe opportunity costs and trade-offs

PO 3:  Describe the characteristics of the mixed-market economy of the United States:

a. property rights

b. profit motive

c. consumer sovereignty

d. competition

e.  role of the government
f. rational self-interest

g. invisible hand

PO 4:  Evaluate the economic implications of current events from a variety of sources Economic Performance Objective
(e.g., magazine articles, newspaper articles, radio, television reports, editorials, Internet sites).

PO 5:  Interpret economic information using charts, tables, graphs, equations, and diagrams.
	Chapter 4:  Global Economies

· economy

· resources

· capital

· land

· labor

· entrepreneurship

· factors of production

· infrastructure

· scarcity

· command economy

· market economy

· capitalism

· socialist

· communist

· privatization

· productivity

· Gross Domestic Product (GDP)

· inflation

· Consumer Price Index (CPI)

· business cycle

· prosperity

· recession

· depression

· recovery

Marketing Essentials Chapter & Key Vocabulary
Chapter 3:  The Free Enterprise System

· free enterprise system

· competition

· non-price competition

· monopoly

· risk

· profit

· supply

· demand

· surpluses

· shortages

· equilibrium

	Chapter 4 Overview:  
Students will be introduced to different economic systems.  In the course of comparing market, command, and mixed economies, it develops key economic concepts like resources, scarcity, and basic economic questions.  The chapter also presents an overview of economic measurements countries use to assess their economies.
Chapter 4 Objectives:

· What is meant by the term economy.

· The factors of production.

· The three basic economic questions.

· The difference between a market economy, command economy, and mixed economy.

· Different types of economic philosophies.

· The goals of an economy
· The various measurements used to analyze an economy

· The four phases of the business cycle

Marketing Overview/Objectives
Chapter 3 Overview:

Chapter 3 describes the operation of the U.
S. free enterprise system.  This chapter identifies the basic principles of such a system.  It also elaborates on government’s role in our economy and the power of consumers.

Chapter 3 Objectives:

· Basic principles of a free enterprise system

· The role of competition

· The importance of risk and profit

· The roles government plays in our free enterprise system
· The supply and demand theory
	We will incorporate lessons from the Mesa Public Schools approved Economics, Principles in Action text book by Arthur O’Sullivan and Steven M. Sheffrin specifically to address areas that are not covered in the Marketing Essentials textbook for example Concept 2 PO 3 and Concept 5.
Virtual Economics.  An Interactive Center for Economic Education by (NCEE) National Council on Economics Education.  Virtual Economics contains approximately 1,200 NCEE lessons, both print and online.
 National Council on Economics Education Print Publications and EdEcon materials.  Also found online at the EdEcon link website:  http://www.econedlink.org/lessons/
Examples listed below for Concept 1 PO 1.  

Concept 1 PO 1:

Lesson 5 -   Scarcity and Choice – Old MacDonald to Uncle Sam.  Lesson Plans from Writers around the World.
Lesson 2 – Economic Decision Making – Economics in Action:  14 Greatest Hits for Teaching High School Economics.  

Unit 1:  Lesson 4:  To Choose or Not to Choose?  That is Not the Question.  Capstone:  Exemplary Lessons for High School Economics – Teacher’s Guide.
Section 6:  The Basics of a Market Economy – Your Credit Counts Challenge:  Trainer’s Guide.
Additional Resources


	Economic Concept 2:  Microeconomics  

Microeconomics examines the costs and benefits of economic choices relating to individuals, markets and industries, and government policies.
Economic Concept &

Marketing Standard

Marketing Standards
22.0a – Analyze Economic Principles and Pricing Strategies

22.1a – Describe the nature of economics and economic activity
22.2 a – Explain the principles of supply and demand

22.3a – Discuss the concept of competition

22.4a – Explain the concept of productivity
22.8a – Explore the nature and scope of pricing

22.9a – Explain legal considerations for pricing

22.10a – Select an approach for setting a base price

22.11a – Determine the cost of the product (POI, markup, price, etc.)

22.12a – Explain factors affecting pricing decisions

22.13a – Identify strategies for pricing new products

11.1 – Investigate marketing career options including entrepreneurship
Economic Concept & Marketing Standard



	PO 1:  Describe how the interdependence of both households and firms is affected by trade, exchange, money, and banking:

a.  why voluntary exchange occurs only when all participating parties expect to gain from the exchange.
role and

Economic Performance Objective
b.  interdependence of households, firms, and government in the circular flow model of economic activity.
c. role of entrepreneurs in a market economy and how profit is an incentive that leads entrepreneurs to accept risks of business failure

d. financial institution and securities markets

e. importance of rule of law in a market economy for enforcement of contracts.
PO 2:  Describe how markets function:

a.  laws of supply and demand.

b. How a market price is determined

c. Graphs that demonstrate changes in supply and demand

d. How price ceilings and floors cause shortages or surpluses

e. Comparison of monopolistic and competitive behaviors

f. Theory of production and the role of cost

Economic Performance Objective
PO 3:  Describe how government policies influence the economy.

a.  need to compare costs and benefits of government policies before taking action.
b. use of federal, state, and local government spending to provide national defense; address environmental concerns; define and enforce property, consumer and worker rights; regulate markets; and provide goods and services.
c. effects of progressive, proportional, and regressive taxes on different income groups.

d. role of self-interest in decisions of voters, elected officials, and public employees.

	Chapter 3:  The Free Enterprise System

Marketing Essentials Chapter & Key Vocabulary
Chapter 33 – Entrepreneurial Concepts
· entrepreneurship

· entrepreneurs

· franchise

· sole proprietorship

· unlimited liability

· partnership

· general partnership

· limited partnership

· corporation

· stockholders

· foreign corporation

· Subchapter S corporation

· DBA

· Articles of Incorporation

Marketing Essentials Chapter & Key Vocabulary
Chapter 25:  Price Planning
· Price-unit price

· Market share – market position

· Return on investment-break even point

· Elastic demand – inelastic demand
· Price fixing – price discrimination

· Loss leader – bait and switch



	Marketing Overview/Objectives
Chapter 33 Overview
This chapter introduces entrepreneurial concepts including the meaning of entrepreneurship and its risks, advantages, and disadvantages.  The chapter identifies the characteristics and skills needed by entrepreneurs, and details the importance of small business to our economy.  The types of business ownership and legal steps in establishing a business are also explored.

Chapter 33 Objectives:

· The meaning of entrepreneurship

· How to identify the risks involved in entrepreneurship

· The advantages of entrepreneurship

· How to identify the personal characteristics and skills necessary for entrepreneurs

· The scope of small business in the American economy

· How to discuss business ownership opportunities

· How to identify forms of business ownership

· The legal steps to take in establishing a business

Marketing Overview/Objectives
Chapter 25 Overview:

Introduces students  to price planning.  The chapter discusses the goals of pricing, as well as the market factors that affect it.  Government regulations that deal with pricing are also considered.
Chapter 25 Objectives:

· The different forms of price

· The importance of price

· The goals of pricing

· The difference between market share and market position

· The four factors that affect price planning

· What demand elasticity is in relation to supply and demand theory

· The government regulations that affect price planning


	Additional Resources
Additional Resources


	Economic Concept 3:  Macroeconomics

Macroeconomics examines the costs and benefits of economic choices made at a societal level and how those choices affect overall economic well being.
Economic Concept & Marketing Standard


Marketing Standards
22.5a – Relate the impact of business cycles on business activities
29.0a – Examine Legal Issues in Sales

29.1a – Explain warranties and guarantee

29.2a – Discuss consumer laws and regulatory agencies

29.3a – Relate the use of sales contracts and contract law

	PO 1:  Determine how inflation, unemployment, and gross domestic product statistics are used in policy decisions.

PO 2:  Explain the effects of inflation and deflation on different groups (e.g., borrowers v. lenders, fixed
Economic Performance Objective

income/cost of living adjustments).

PO 3:  Describe the economic and non-economic consequences of unemployment.

PO 4:  Analyze fiscal policy and its effects on inflation, unemployment, and economic growth.

PO 5:  Describe the functions of the Federal Reserve System (e.g., banking regulation and supervision, financial services, monetary policy) and their influences on the economy.
PO 6:  Explain the effects of monetary policy on unemployment, inflation, and economic growth.

PO 7:  Determine how investment in factories, machinery, new technology, and the health, education, and training of people can raise future standards of living.
	Chapter 4:  Global Economies
Chapter 3:  The Free Enterprise System

3.2 (Government and Consumer Functions)

Marketing Essentials Chapter & Key Vocabulary
Chapter 4:  Global Economies
Chapter 3:  The Free Enterprise System 3.2 (Government and Consumer Functions)



	Chapter 4 Global Economies Objectives
Chapter 3:  The Free Enterprise System 3.2 Objectives

Marketing Overview/Objectives

Ch. 3 contd.           Ch. 4 contd.


	Additional Resources



	Economic Concept 4:  Global Economics

Patterns of global interaction and economic development vary due to different economic 
Economic Concept & Marketing Standard

systems and institutions that exist throughout the world.
Marketing Standards
22.3a – Discuss the concept of competition
24.3a – Explain marketing and its importance in a global economy
Economic Concept & Marketing Standard

22.6a – Explain international trade

	PO 1:  Analyze the similarities and differences among economic systems:

 Characteristics of market, command, and mixed economic systems, including roles of production, 
Economic Performance Objective
a. distribution, and consumption of goods 
              and services.

a. Benefits and costs of market and command economies.

b. characteristics of the mixed-market economy of the United States, including such concepts as private ownership, profit motive, consumer sovereignty, competition, and government regulation.
c. role of private property in conserving scarce resources and providing incentives in a market economy.

PO 2:  Describe the effects of international trade on the United State and other nations:

a.  how people and nations gain through trade.

b. how the laws of comparative advantage leads to specialization and trade.

c. effects of protectionism, including tariffs and quotas on international trade and on a nation’s standard of living. how exchange rates work and how they 
Economic Performance Objective
d. affect international trade.

e. how the concepts of balance of trade and balance of payments are used to measure international trade.

f. factors that influence the major world patterns of economic activity including the differing costs of production between developed and developing countries.

g. economic connections
among different regions, including
h. changing alignments in world trade partners.

i. identify the effects of trade agreements (e.g. North American Free Trade Agreement.
	Chapter 4  Global Economies
Chapter 6  International Trade

· international trade

· imports

· exports
Marketing Essentials Chapter & Key Vocabulary
· absolute advantage

· comparative advantage

· balance of trade
· tariff

· quota

· embargo

· World Trade Organization (WTO)

· North American Free Trade Agreement (NAFTA)

· European Union (EU)

· custom brokers

· freight forwarders

· multinationals

· mini-nationals

· joint ventures

· nationalize


Marketing Essentials Chapter & Key Vocabulary


	Chapter 6 Overview:

Explains the need for international trade, its benefits, and how governments are involved in it.  It also explains balance of trade, trade barriers, and trade alliances, and 
Marketing Overview/Objectives
introduces the practical side of doing business abroad.
Chapter 6 Objectives:

· The interdependence of nations

· The benefits of international trade

· Government involvement in international trade

· Balance of trade

· Trade barriers

· Trade agreements and alliances
· How businesses can get 
· involved in international trade

· The standard business practices involved in importing and exporting

· The cultural, economic, and political factors that should be considered when deciding whether to do business abroad

Marketing Overview/Objectives


	Additional Resources
Additional Resources


	Economic Concept 5:  Personal Finance
Decision-making skills foster a person’s individual standard of living.  Using information wisely leads to better informed decisions as consumers, workers, investors and effective participants in society.
Marketing Standards

30.0a – Demonstrate Advertising, Public Relations and Visual Merchandising and Display Strategies

Economic Concept & Marketing Standard


20.0 – Analyze the Financial Concepts Used in Business Decisions
20.1 – Explain the nature and scope of financing

20.2 – Describe sources of financing for businesses

20.3 – Forecast financial growth based upon organization’s future plans

Economic Concept & Marketing Standard



	PO 1:  Explain how education, career choices, and family obligations affect future income.

PO 2:  Analyze how advertising influences consumer choices.

PO 3:  Determine short-and long-term financial goals and plans, including income, spending, saving, and investing.
Economic Performance Objective
PO 4:  Compare the advantages and disadvantages of using various forms of credit and the determinants of credit history.

PO 5:  Explain the risk, return, and liquidity of short- and long-term saving and investment vehicles.

PO 6:  Identify investment options, (e.g., stocks, bonds, mutual funds) available to individuals and households.
Economic Performance Objective

	Chapter 19Advertising

· promotional advertising

· institutional advertising

· media

· print media

· broadcast media

· online advertising

· banner ad

· specialty media

· cost per thousand

network radio 
Marketing Essentials Chapter & Key Vocabulary
· advertising

· national spot radio advertising

· local radio advertising

· cooperative advertising
Chapter 32.2 Extended Product Features – Credit

· credit

· regular, or 30-day charge accounts

· installment accounts

· revolving accounts

budget accounts 
Chapter 36 Financing the Business

· personal financial statement

· asset

· liability

Marketing Essentials Chapter & Key Vocabulary
· start-up costs

· income statement

· gross sales

· net sales

· net income

· interest

· principal
· balance sheet

· net worth

· cash flow statement
Chapter 33:  Entrepreneurial Concepts
· stockholders

	Chapter 19 Overview:

Introduces advertising and its purposes, and explains the different types of print, broadcast, and specialty media.  The chapter also gives an overview of how advertising rates are determined for newspaper, magazine, and online advertising.  Key reasons for selecting a promotional media are also reviewed.

Marketing Overview/Objectives
Chapter 19 Objectives:

· The concept and purpose of advertising

· The different types of advertising media

· How various media rates are set

· The costs or print media

· The standards for selecting promotional media
Chapter 32.2 Overview:

Credit, both consumer credit and business credit is essential to our economy.  Without it, many people and businesses would not be able to buy products when they need them.  Ultimately, extending credit to consumers can give them an incentive to buy and thus increase a business’s profits.
Chapter 32.2 Objectives:

The importance of credit

The five sources of consumer credit

The four types of credit accounts extended to consumers

How businesses use trade credit legislation

Chapter 36 Overview:
Tells students how to identify and plan for the capital needs of a proposed business by developing a financial section to a business plan.  It discusses estimating start-up costs and the 
Marketing Overview/Objectives
importance of a personal financial statement.  It explains the need for and preparation of an income statement, balance sheet, and cash flow statement.
Chapter 36 Objectives:

· The purpose of preparing financial documents

· How to develop a personal financial statement

· How to prepare an income statement
· an income statement

Chapter 33 Overview

This chapter introduces entrepreneurial concepts including the meaning of entrepreneurship and its risks, advantages, and disadvantages.  The chapter identifies the characteristics and skills needed by entrepreneurs, and details the importance of small business to our economy.  The types of business ownership and legal steps in establishing  business are also explored.
Chapter 33 Objectives:

· How to identify the risks involved in entrepreneurship

· The advantages and disadvantages of entrepreneurship
	NEFE (National Endowment for Financial Education) High School Financial Planning Program
Unit 1 – Your Financial Plan:  Where It All Begins

Unit 2 – Budgeting:  Making the Most of Your Money

Unit 3 – Investing:  Making Money Work for You

Unit 4 – Good Debt, Bad Debt:  Using Credit Wisely
Financial Fitness for Life by NCEE (National Council on Economics Education)
Additional Resources
Additional Resources



Additional Marketing Standards Marketing, Management and Entrepreneurship

Professional Sales & Marketing (Option A) 2009 covered in Marketing I and Marketing II
Marketing I is a prerequisite to Marketing II

Standards 11, 16, 22, 24, 20, 29, 31 are incorporated within the economics articulation above.

These state standards are designed to be delivered in a sequence of courses. *Standards 1-12 are to be taught as an introduction within the Marketing, Management and Entrepreneurship program.
*1.0 
EXPLORE A CAREER PLAN IN THE FIELD OF MARKETING

1.1 
Examine traditional, non-traditional and entrepreneurial occupational choices

1.2 
Research marketing career opportunity information

1.3 
Review common marketing job descriptions

1.4 
Examine industry trends in marketing occupations

1.5 
Complete self assessment of aptitudes and interests and how they apply to careers

1.6 
Investigate the level of education needed for certain marketing careers
*2.0 
PRACTICE PRACTICAL JOB SEARCH SKILLS FOR THE MARKETING PROFESSION

2.1 
Research employment opportunities through the use of technology

2.2 
Complete a traditional and online job application

2.3 
Prepare an employment resume, portfolio and cover letter

2.4 
Practice interviewing skills
*3.0 
IDENTIFY EMPLOYABILITY SKILLS RELEVANT TO THE MARKETING PROFESSION

3.1 
Identify factors contributing to job success

3.2 
Develop work ethics and behavior

3.3 
Demonstrate workplace etiquette and dress

3.4 
Discuss how social skills are helpful in obtaining and maintaining a job

3.5 
Identify professional organizations that support the marketing profession

*4.0 
PRACTICE COMMUNICATION SKILLS NEEDED IN A MARKETING ENVIRONMENT

4.1 
Interpret verbal and nonverbal communication

4.2 
Identify barriers to effective communication

4.3 
Practice client communication skills through role plays

4.4 
Produce effective written communication in letters, reports and emails
*5.0 
PARTICIPATE IN LEADERSHIP ACTIVITIES SUCH AS THOSE SUPPORTED BY DECA

5.1 
Determine the roles and responsibilities that leaders and team members bring to a marketing workplace

5.2 
Identify the differences between management and leadership

5.3 
Describe characteristics of an effective team player

5.4 
Discuss characteristics of effective teams

5.5 
Practice techniques to involve each member of the team

5.6 
Practice teamwork required for the marketing field

5.7 
Practice effective meeting management

5.8 
Examine the differences between consensus building and majority decision making

5.9 
Participate in a marketing career development event

5.10 
Practice the decision-making process
*6.0 
EXPLORE TECHNOLOGY TOOLS TO SUPPORT MARKETING OPERATIONS

6.1 
Use word processing software to prepare letters, memorandums, and reports

6.2 
Use spreadsheet or presentation software to prepare effective tables and graphs to communicate numerical data for marketing

6.3 
Use desktop publishing software to develop marketing collateral materials such as newsletters, brochures or advertisements

6.4 
Import text and graphics from software programs

*7.0 
PRACTICE CRITICAL THINKING, PROBLEM SOLVING AND DECISION MAKING SKILLS APPLICABLE TO MARKETING

7.1 
Apply problem-solving processes

7.2 
Describe methods of establishing priorities

7.3 
Prepare a timeline or Gantt chart for completing a project

7.4 
Explore and identify key performance indicators and success metrics

7.5 
Explore the needs of internal and external customer communication

*8.0 
PRACTICE SAFE WORKING PROCEDURES FOR THE MARKETING

PROFESSION

8.1 
Identify the responsibilities of marketing professionals to create/maintain a safe marketing work environment

8.2 
Explain the need for common safety rules in a marketing workplace

8.3 
Identify ergonomics and repetitive strain injuries commonly experienced within the marketing profession

*9.0 
EXPLORE THE LEGAL AND ETHICAL ENVIRONMENT OF THE MARKETING PROFESSION

9.1 
Explain the basic concepts involved in contract law, consumer law and consumer credit and protection

9.2 
Examine the relationship between ethics and the law for the marketing profession

9.3 
Identify workers’ rights regarding workplace issues including safety, drug testing, harassment, discrimination, privacy, etc.

9.4 
Practice ethical behavior in the completion of marketing projects

9.5 
Discuss basic copyright principles

*10.0 
CREATE DIGITAL MEDIA PRODUCTS REQUIRED IN A MARKETING WORKPLACE

10.1 
Select and communicate information in an appropriate digital format

10.2 
Select the appropriate productivity tool for solving a specific marketing problem

10.3 
Produce a multi-page product for print and/or digital distribution

11.0 
DEVELOP AN INDIVIDUAL CAREER PLAN FOR THE MARKETING PROFESSION

11.1 
Investigate marketing career options including entrepreneurship

11.2 
Develop marketing career goals based on interests, aptitudes and research

11.3 
Review/revise plan/goals on an annual basis

11.4 
Manage personal and career goals

11.5 
Describe factors that contribute to job satisfaction and success in the marketing field

12.0 
PREPARE FOR EMPLOYMENT IN THE MARKETING FIELD

12.1 
Explain the steps in a job search for the marketing profession

12.2 
Develop a résumé and portfolio of work and accomplishments

12.3 
Research a marketing company as a potential employer

12.4 
Complete the job application process

12.5 
Demonstrate interviewing skills, including pre-interview preparation and post-interview follow up
13.0 
PARTICIPATE IN WORK-BASED LEARNING EXPERIENCES IN THE MARKETING FIELD

13.1 
Use technology appropriate for the marketing field

13.2 
Demonstrate positive work behaviors

13.3 
Demonstrate positive interpersonal behaviors

13.4 
Demonstrate safe and healthy work behaviors

13.5 
Adapt to changes in the marketing workplace

14.0 
DEMONSTRATE ORAL COMMUNICATIONS SKILLS FOR THE MARKETING FIELD

14.1 
Conduct formal/informal research to collect appropriate topical information

14.2 
Use questioning techniques to obtain needed information from an audience

14.3 
Interpret oral and nonverbal communications of audience

14.4 
Apply active listening skills

14.5 
Demonstrate appropriate technologies for a formal presentation in marketing

14.6 
Prepare and deliver presentations

15.0 
DEMONSTRATE WRITTEN COMMUNICATIONS SKILLS FOR THE MARKETING FIELD

15.1 
Conduct formal/informal research to collect appropriate topical information

15.2 
Organize information and develop an outline

15.3 
Write business communication using appropriate format for the situation

15.4 
Using appropriate technology, prepare a draft document using established rules for grammar, spelling and sentence construction

16.0 
EVALUATE THE ROLE OF A MARKETING BUSINESS IN THE ECONOMY

16.1 
Compare/contrast sole proprietorships, partnerships and corporations in the marketing profession

16.2 
Evaluate the role of marketing businesses on local, state, national and international economies

16.3 
List the factors, including personal traits, which contribute to the success of a small marketing company

16.4 
Analyze the relationship of customer service and customer satisfaction on the success of a marketing business

17.0 
PARTICIPATE IN LEADERSHIP ACTIVITIES SUCH AS THOSE SUPPORTED BY DECA

17.1 
Determine the roles and responsibilities that leaders and members bring to a marketing

organization

17.2 
Evaluate characteristics of an effective team player

17.3 
Evaluate characteristics of effective marketing teams

17.4 
Practice techniques to involve each member of the marketing team

17.5 
Practice effective meeting management

17.6 
Participate in marketing career development events

17.7 
Develop and implement a personal and professional improvement plan

17.8 
Demonstrate business etiquette

17.9 
Practice decision-making process

18.0 
CULTIVATE CONCPTS AND STRATEGIES NEEDED TO INTERACT EFFECTIVELY WITH OTHERS

18.1 
Practice the fundamentals of communication

18.2 
Foster positive working relationships

18.3 
Explore the nature of staff communication

18.4 
Analyze group-working relationships

18.5 
Determine strategies related to customer relations

18.6 
Participate as a team member
19.0 
APPLY CONCEPTS AND STRATEGIES NEEDED FOR CAREER EXPLORATION, DEVELOPMENT, AND GROWTH

19.1 
Demonstrate ethical and professional work behavior

19.2 
Identify desirable personality traits important to a marketing business

19.3 
Investigate career options in Professional Sales and Marketing

19.4 
Investigate career options in Entertainment Marketing

19.5 
Investigate career options in E-Commerce Marketing

19.6 
Investigate career options for Entrepreneurship
20.0 ANALYZE THE FINANCIAL CONCEPTS USED IN BUSINESS DECISIONS

20.1 
Explain the nature and scope of financing

20.2 
Describe sources of financing for businesses

20.3 
Forecast financial growth based upon organization’s future plans
21.0a ANALYZE FACTORS THAT INFLUENCE CONSUMER BEHAVIOR

21.1a 
Describe how personal values influence consumer behavior

21.2a
Describe how diversity influences purchasing decisions made by consumers

21.3a
Analyze customer buying decisions

21.4a
Explain the role of business in society

22.0a 
ANALYZE ECONOMIC PRINCIPLES AND PRICING STRATEGIES

22.1a  
Describe the nature of economics and economic activities

22.2a  
Explain the principles of supply and demand

22.3a  
Discuss the concept of competition

22.4a  
Explain the concept of productivity

22.5a  
Relate the impact of business cycles on business activities

22.6a  
Explain international trade

22.7a  
Determine influences on a nation’s ability to trade

22.8a  
Explore the nature and scope of pricing

22.9a  
Explain legal considerations for pricing

22.10a 
Select an approach for setting a base price

22.11a 
Determine the cost of the product (POI, markup, price, etc.)

22.12a 
Explain factors affecting pricing decisions

22.13a 
Identify strategies for pricing new products

22.15a
Describe economic indicators and trends (GDP, CPI, etc.)

23.0 
EXPLAIN THE CONCEPTS AND PROCESSES OF DISTRIBUTION
23.1a
 Explain the nature and scope of distribution

23.2a
 Explain channels of distribution

23.3 a
Explore information systems for order fulfillment

23.4a
Explain the shipping process

23.5a
 Explain the receiving process

23.6a
 Evaluate the warehouse and stock handling techniques of business

23.7a
 Explore distribution management

23.9a
 Evaluate the types of inventory control systems

24.0a
EXAMINE CONCEPTS, RESEARCH AND INFORMATION NEEDED TO DEVELOP AND IMPLEMENT A MARKETING PLAN 
24.1a
 Describe the impact of quality business communications on the success of a marketing organization

24.2a
 Describe marketing functions

24.3a
 Explain marketing and its importance in a global economy

24.4a
 Explore the nature and scope of information management

24.5a
 Describe strategies of marketing information gathering

24.6a
 Identify technology used in gathering marketing information

24.7a
 Use information analysis techniques

24.8a
 Explain the importance of sales forecasting

24.9a
 Use problem-solving strategies

24.10a
 Explain the importance of marketing plans

24.11a
 Explore the nature and scope of product/service management

24.12a
 Explain the impact of product life cycles on marketing decisions

24.13a
 Explain quality assurance 
24.14a
 Explain the concept of a product mix

24.15a
 Describe factors related to positioning and branding

24.16a
 Explore retail product considerations 
24.17a 
Evaluate the types of marketing research used today

24.18a 
Explain methods and sources of prospecting for new customers

24.19a 
Practice the steps for market research

24.20a 
Implement a customer questionnaire

24.21a 
Demonstrate the use of technology in reporting and analyzing research data

24.22a 
Identify a product or service to promote

24.23a 
Research a customer base

24.24a 
Research pricing based on competition and costs

24.25a 
Develop a sales promotional plan

24.26a 
Prepare a multi-media promotion based on research

24.27a 
Present the marketing plan

25.0a 
DEMONSTRATE RETAIL SALES TECHNIQUES

25.1a 
Practice proper cash register POS system (Point of Sale) use

25.2a 
Display proper cash handling skills

25.3a 
Explain the use of the debit card system for sales

25.4a 
Describe and classify products including convenience goods, specialty goods and impulse goods

25.5a 
Demonstrate methods of credit sales

25.6a 
Discuss fraud and security issues related to retail sales

25.7a 
Calculate mark-up and discount pricing
26.0a
 APPLY SELLING ONCEPTS

26.1 
Explain the importance of sales forecasting

26.2a 
Discuss the nature and scope of selling

26.3a 
Determine key factors in building a clientele

26.4a 
Analyze product information to identify product features and benefits

26.5a
Assess customer/client needs 

26.6a 
Analyze support activities needed for selling

26.7a 
Analyze technology for use in sales functions 
26.8a 
Address the needs of individual personalities

26.9a 
Establish relationship with client/customer

26.10a 
Assess client/customer needs

26.11a 
Demonstrate product presentation methods

26.12a 
Demonstrate handling of customer objections and questions

26.13a 
Demonstrate methods of closing a sale

26.14a 
Demonstrate suggestion selling

26.15a 
Present a sales presentation

27.0a
A EXAMINE SALES PATHWAYS

27.1a 
Compare retail and wholesale sales methods

27.2a 
Examine business to business sales

27.3a 
Discuss telemarketing sales techniques

27.4a 
Examine internet sales

27.5a 
Demonstrate approach methods
28.0a
EXAMINE FUNDAMENTAL MANAGEMENT CONCEPTS THAT AFFECT BUSINESS DECISION MAKING  
28.1a 
Define the five management functions: planning, organizing, directing, staffing and controlling

28.2a 
Describe the methods a marketing organization can use to effectively manage its economic resources

28.3a 
Describe the roles of support staff, supervisors, managers and technology in achieving business goals
28.4a 
Determine personal characteristics of effective leaders

28.5a 
Compare and contrast leadership and management styles

28.6a 
Describe cultural/ethnic differences 

28.7a 
Describe the concept of management

28.8a
Discuss the role of management in achieving quality

28.9a 
Compare the types of marketing business ownership including sole proprietorship, partnership and corporations

28.10a 
Analyze management strategies related to business risk

28.11a
 Evaluate the nature of leadership

29.0a
A EXAMINE LEGAL ISSUES IN SALES

29.1a 
Explain warranties and guarantee

29.2a 
Discuss consumer laws and regulatory agencies

29.3a 
Relate the use of sales contracts and contract law
30.0a 
DEMONSTRATE  ADVERTISING, PUBLIC RELAIONS AND VISUAL MERCHANDISING AND DISPLAY STRATEGIES

30.1a 
Explain the role of promotion

30.2a 
Discuss the components of a promotional mix

30.3a 
Compare the types of advertising media (i.e., radio, television, outdoor)

30.4a 
Analyze the components of advertisements

30.5a 
Evaluate costs and benefits of participation in community activities

30.6a 
Explain the role of merchandising and visual merchandising

30.7a 
Explain the roles of the various departments of an advertising agency

30.8a 
Examine the role of a public relations specialist

30.9a 
Compare costs of advertising methods

30.10a 
Outline the components of a public relations plan
31.0a
 DEMONSTRATE BUSINESS AND FINANCIAL MANAGEMENT PRACTICESNEEDED FOR MARKETING ENTREPRENEURS
31.1a 
Interpret financial information for decision making and planning
31.2a 
Monitor and adjust marketing business operations based on financial performance

31.3a
Explain the purpose and importance of credit

31.4a 
Describe how to obtain business credit

31.5a
 Determine financing needed to start a business
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