Anchorage School District

Career & Technology Education Curriculum
Course Title:  Intro to Marketing
Course No: H8660
Career Cluster:  Business Management and Administration
CIP #: 52.1801
Grade Level: 10-12 One semester
Credits:  .5
Prerequisite:  None
UAA Tech-Prep/Articulation:

Certification:

Academic Credit: 
Course Description:  Students will be introduced to the principles of the free enterprise system and will learn about careers in the marketing and distribution cluster.  The course covers introduction to the nine functions of marketing (distribution, financing, marketing information, management, pricing, product/service planning, promotion, purchasing, risk management and selling.
	Major Instruction Units
	Student Competencies/Outcomes

	Unit 1:  Employability Skills
	Enabling Competencies:

1.1   Conduct a job search..
1.2   Secure information about a job.

1.3   Identify documents that may be required when applying for a job.

1.4   Write logical and understandable statements, or phrases, to accurately fill out a job application form and to compose a resume.

1.5   Demonstrate competence in job interview techniques.
1.6   Identify and demonstrate appropriate responses to criticism from employer, supervisor, or other persons.
1.7   Identify acceptable work habits.
1.8   Identify how to make job changes appropriately.
1.9   Demonstrate acceptable personal hygiene and appearance.
1.10 Identify proper personal and business ethics, e.g. preventing theft, pilfering, and unauthorized discounting.
Integration Skills:
1.1a  Demonstrates the problem solving process, as called for in RFW, and addresses the thinking skills as called for in SCANS.

 

	Unit 2:  Human Relations Skills
Unit 3  Basic Communication Skills
Unit 4  Apply Higher Level Mathematical Skills Unique to Marketing
Unit 5  Basic Economic Principles

Unit 6  Basic Marketing Principles

Unite 7  Introduction Selling Techniques and Procedures

Unit 8  Marketing Operational Techniques

Unit 9  Sales Promotion Techniques and Procedures to the Marketing of Products

Unit 10 Product and Service Technology

Unit 11 Careers in Marketing

Unit 12 Entrepreneurship

Unit 13  Use of Computers in Marketing
	Enabling Competencies

 2.1 Demonstrate such interpersonal skills as punctuality, initiative, courtesy, loyalty, and honesty and a positive self-image.
 2.2  exhibit the ability to get along with others.
Integration Skills:

 2.1-2a.  Chooses  appropriate speaking, writing, and listening techniques and demonstrates ability to work with others while using appropriate interpersonal skills as called for in RFW and SCANS.
 2.2

Enabling Competencies:
3.1 Speak effectively to customers, co-workers, supervisors, and vendors using proper grammar and terminology.
3.2.  Demonstrate  good listening skills.

3.3  Compose unified and coherent correspondence directions, descriptions, explanations, and reports such as business letters and memos.
3.4  Improve one’s own writing bby restructuring, and by revising to adhere to the conventions for standard English.

3.5  Gather and organize information from two or more primary and secondary sources to generate a report.

Integration Skills:
3.1-5a  Utilizes speaking, writing, listening, information management as called for in RFW and basic skills as called for in SCANS.

Enabling Competencies:
4.1  Solve work related problems using whole numbers, fractions, decimals, and percent.
4.2  Apply problem solving techniques to sales related transactions including cash, checks, charge, discount, layaway, C.O.D.,, and returns.

4.3  Demonstrate the ability to collect, organize, interpret data and predict outcomes relative to opening and closing procedures for a sales terminal.

Integration Skills
4.1-3a.  Applies basic math skills to solve problems as called for in RFW and SCANS.

Enabling Competencies:
5.1  State and compare the three major types of economic systems.

5.2  Explain the purpose of marketing in the free enterprise system.

5.3  Explain the role of the profit motive.

5.4  Explain the concept of “supply and demand.”
5.5  Identify the major components of gross domestic product.

5.6  Identify economic resources.

5.7  Identify the advantages and disadvantages of the legal form of business ownership.

5.8  Explain the four types of product utility.

Integration Skills:
5.1-8a  Utilizes resources and systems as called for in SCANS.

Enabling Competencies:

6.1  Explain the functions of marketing.

6.2  Describe the channels of distribution.

6.3  Explain the elements in the marketing mex (price, product, promotion, and place).

6.4  Differentiate among the three basic categories of consumer goods (convenience, shopping, and specialty goods).

6.5  Identify current trends that have developed in retailing.

6.6  Develop a marketing mix for a product.

Integration Skills:

6.1-6a  Acquires and uses information, systems and applies technology as called for in SCANS

Enabling Competencies:

7.1  Identify an effective sales presentation, to include steps of sale; consumer buying motives; approaches through greeting, merchandise, and service; proper time to approach a customer to open a sale; and feature benefit analysis; closing the sale; and suggestion selling.
7.2  Handle different customer types, such as the casual looker, the decided customer, and the undecided customer.

7.3  Demonstrate completing the sales transaction, including method of payment, the proper way to fold, wrap and bag merchandise after sale; and thanking the customer.

7.4  Identify methods of building customer clientele and repeat business, including customer call files, appointment selling, etc.

7.5  Describe comparative shopping and critique other levels of customer service.

Integration Skills:

7.1-5a  Utilizes basic skills, thinking skills, personal qualities, critical attitudes and critical values as called for in SCANS and RFW.
Enabling Competencies:
8.1  Identify security procedures for simulated situations.

8.2  Identify various types of credit policies and procedures.

8.3  Explain the importance of receiving, checking, and pricing techniques.

8.4  Describe proper work procedures and techniques for preventing accidents.

8.5  Identify techniques for preventing security problems, including correct procedures for recognizing and monitoring potential shoplifters.

8.6  Identify environmental concerns and issues that relate to the operation of a business.

8.7  Identify procedures for and demonstrate employees’ roles in preventing  internal loss.

Integration Skills:

8.1-7a  Utililizes resources, interpersonal skills, system, critical values and critical attitudes as called for in SCANS and RFW.

Enabling Competencies:
9.1  Explain the purposes and elements of advertising and display.

9.2  Identify the parts of an ad layout.

9.3  Discuss the importance of advertising media.

9.4  Use designpriciples in preparing such merchandise displays as windows, ledge, island, and point of sale.

9.5  Create an example of a nonpersonal sales techniques such as use of button, t-shirts, or point-of-sale signs.

9.6  Identify public relations as it relates to marketing.

Integration Skills:

9.1-6a  Applies technology, systems,  information, thinking skills, critical skills, and critical attitudes as called for in  SANS and RFW.
Enabling Competencies:

10.1  Explain the importance of product and service technology as it relates to customer satisfaction.

10.2  Identify sources of product knowledge.

10.3  Identify specific technology and future trends as they relate to the student’s selected marketing occupation.

Integration Skills:

10.1-3a  Utilizes technology, information, and systems as called for in SCANS.

Enabling Competencies:

11.1  Research a marketing occupation.

ll.2  List the various jobs within a slected marketing occupation.

11.3  Diagram a career ladder for the selected marketing occupation.

11.4  Write a job description for a selected marketing occupation.

11.5  Identify the educational requirements and work experience needed for the selected marketing occupation.

Integration Skills;

11.1-5a Applies  information, critical skills and competencies as  called for in SCANS and RFW.

Enabling Competencies:

12.1  Define entrepreneurship.

12.2  Describe the importance of entrepreneurship to the American economy.

12.3  List the advantages and disadvantages of business ownership.

12.4  Identify the risks involved in ownership of a business.

12.5  Identify the necessary personal characteristics of a successful entrepreneur.
12.6  Identify the business skills needed to operate a small business efficiently and effectively.

12.7  Develop a plan for opening a business.

Integration Skills:

12.1-7a  Applies interpersonal, information, resources and critical attitudes as called for in SCANS and RFW.

Enabling Competencies:

13.1  Discuss the importance of data entry procedures, i.e. payroll, inventory control, etc.

13.2  Discuss the importance of merchandising math, data entry procedures such as-stock turnover, mark-up, mark-down, open-to-buy, pricing invoice, etc.

13.3  Discuss the importance of marketing spreadsheet data decision making skills.

Integration Skills:

13.1-4a  Applies technology, information, thinking skills, critical skills and critical attitudes as called for inn SCANS and RFW.



Evaluation:  The evaluation of this course is performance based.  The students will submit documents demonstrating their ability to complete these competencies.  Observation by instructor validate that proper keyboarding techniques are used.
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