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	( Career Cluster/Pathway:
	Marketing, Sales and Service
	( Prerequisite Course(s):
	None

	( Is this the final course offered by district?    YES  FORMCHECKBOX 
    NO  FORMCHECKBOX 
(
	Next Course In Sequence: Marketing Operations and Advertising

	( High School Credit =
	.5
	( This course will be offered:
	 FORMCHECKBOX 
 every year?
	OR
	 FORMCHECKBOX 
 every other year?

	( Technical Assessment Title & publisher: 
	

	( Is this course part of a CTE Program of Study agreement? 
	YES  FORMCHECKBOX 
    NO  FORMCHECKBOX 


	
If Yes, list postsecondary institution & attach the CTEPS Agreement:
	

	( Is this course brokered through another institution or agency?
	 FORMCHECKBOX 
 No
	OR
	 FORMCHECKBOX 
 Yes

	
If Yes, list institution/agency:
	

	( Tech Prep:
	 FORMCHECKBOX 
 No
	OR
	 FORMCHECKBOX 
 Yes
	If Yes, (1) List Postsecondary Institution:
	

	
(2) Name of Course: 
	
	Number of postsecondary credits
	
	

	( Eligibility for Nationally Recognized Skill Certificate(s)/State License or credential at conclusion of this course?
	 FORMCHECKBOX 
 No
	OR
	 FORMCHECKBOX 
 Yes

	
If Yes, identify Certificate(s) or License:
	ASK Business Institute Certification, National Professional Certification in Customer Service

	


( Course Description (a brief narrative description as published in the school’s registration materials OR attach the district syllabus):  Students will be introduced to the principles of the free enterprise system and will learn about careers in the marketing and distribution cluster. This course covers introduction to the nine functions of marketing (distribution, financing, marketing information management, pricing, product/service planning, promotion, purchasing, risk management, and selling), marketing math, and career planning and exploration.
( Content Headings/Topics: 
· Introduction to Marketing (Overview)

· Economic Aspects of Marketing

· Business and International Marketing

· Selling

· Promotion

· Distribution

· Marketing  Information

· Product Service Management

· Career Exploration and Development

Source of Occupational Skills Standards

	Source/Organization/Agency
	Acronym
	Website or Location of Information
	Section, Chapters, etc. referenced in 
Performance Standards
	Date
of Edition or Version

	States Career Cluster Initiative
	SCCI
	www.careerclusters.org
	(use appropriate pathway)
	2008

	National Marketing Education Standards
	Mark-ED
	http://www.mark-ed.com
	
	


	Student Performance Standards

(Learner Outcomes or Knowledge & Skill Statements)
	Specific

Occupational

Skills Standards
	Alaska Reading, Writing, Math, Science 
4th Ed. PSGLE’s
	Alaska Employability Standards
	Alaska Cultural Standards
	All Aspects of Industry
	How Will Students Be Assessed?
(Formative Level)

	
	
	
	
	
	
	

	Introduction

Describe marketing functions and related activities
	BME
	W-4.5

R-4.4

E.1
	A.5
	E.1
	IWE 2,4
	Pre/Post test

	Explain the foundations and functions of marketing
	NMES
	R-4.6

MA 6.4.1
	A.5
	E.1
	IWE 4
	Pre/Post test

	Determine forms of economic utility created by marketing activities
	ECO
	W. 4.3

A 6.4.4

A 6.4.5
	
	
	IWE 4
	Pre/Post test

	Explain employment opportunities in marketing
	PD
	W.4.1

W.4.3

W.4.4

W.4.5

R 2.2
	B.2
	B.2
	IWE 6
	Pre/Post test

	Economics
	
	
	
	
	
	

	Explain the type of economic systems
	ECO
	W.4.3

R 4.6

MA 6.4.1
	
	E.3
	IWE 1
	Pre/Post test

	Explain principles of supply and demand
	ECO
	W 4.3
	
	
	IWE 3
	Pre/Post test

	Explain the concept of economic resources
	ECO
	
	
	
	IWE 3
	Pre/Post test

	Distinguish between economic goods and services
	ECO
	W.4.3

R.4.4

R.4.5
	A4
	
	IWE 4
	Pre/Post test

	Explain the concepts of GDP, consumer price index, GNP
	ECO
	W.4.3

R 4.4

R 4.5
	A4
	
	IWE 2
	test

	Describe the role of global economics in today’s world
	ECO
	W 4.2

R 4.4

MA  A4.4.1

MA  A6.4.1
	A4
	
	IWE 2
	test

	Explain the concept of productivity


	ECO
	W 4.3

R 4.4
	A4
	E 1

E 3
	IWE 9
	test

	Business and International Marketing
	
	
	
	
	
	

	Demonstrate ethical work habits
	PD
	W 4.1

R 4.11
	A1
	B 1

B 2

B 3
	IWE 9
	Tea obser

   w/ rubric

	Explain the nature of environmental regulations
	ECO
	W 4.3

W 4.5

R.4.4

R.4.5

S.A.4.B

S C.3

S D.1

S.D.4
	A6

A7

E 2
	
	IWE 8
	c

	Explain the nature of international trade.
	ECO
	W.4.3

MA.A.6.4.4

R 4.9
	E 2
	E1
	IWE 2
	Pre/Post test

	Evaluate influences on a nation’s ability to trade
	ECO
	W.4.1

W.4.3

W.4.5

R.4.11

MA A6.4.4
	E 2
	A4
	IWE 3
	simulation

	Identify the impact of cultural and social environments on world trade
	ECO
	W 4.3

W 4.5

S C.3

R 4.1

R 4.4
	A 4
	E 1- 8
	IWE 7
	simulation

	Explain the nature of trade regulations
	ECO
	W 4.1

W 4.3

R 4.4
	A 4
	
	IWE 8
	Pre/Post test

	Demonstrate effective business communications both verbal and written
	CIS
	W 4.1-4.5

R 4.4

R 4.6

MA A6.4.4
	A 2
	
	IWE 4
	demo

	Demonstrate positive work relationships
	CIS
	S C.C

R 4.4
	A 1

A 2

B 1, 4

C 4
	B 1

E 1
	IWE 9
	Tea obser

	Explain the nature or leadership in organizations
	BME
	W 4.1

W 4.3

R 4.4
	A 5
	
	IWE 9
	Pre/Post test

	Identify personality traits important to business
	PD
	E 4.5
	A 1

A 2

A 5
	
	IWE 9
	Pre/Post test

	Selling
	
	
	
	
	
	

	Explain the nature and scope of the selling function
	SEL
	W 4.1

W 4.3

R 4.4

MA A1.4.3
	A 2

A 4
	
	IWE 4
	Pre/Post test

	Analyze product information for use in selling
	SEL
	W 4.1-4.3

R 4.6

MA A3.4.1
	A 2

A 4
	
	IWE 4
	Pre/Post test

	Facilitate customer buying decisions including determining customer needs and buying motivation.
	SEL
	W 4.3

R 4.4

S C2, D1

MA A6.4.1
	A 4
	
	IWE 4
	simulation

	Explain key factors in building a clientele
	SEL
	W 4.3

R 4.4

MA 6.4.1
	A 4
	E 1
	IWE 4
	Pre/Post test

	Explain the selling process
	SEL
	W 4.3

R 4.4
	A 4
	
	
	Pre/Post test

	Demonstrate the product using features and benefits 
	SEL
	W 4.2

R 4.4
	A4
	
	IWE 4
	demo

	Convert customer questions/objections into selling points
	SEL
	W 4.3

R 4.4,4.5
	A 5
	
	IWE 4
	demo

	Close the sale
	SEL
	W 4.3

MA A3.4.4

MA A3.4.5
	A 4
	
	IWE 4
	demo

	Demonstrate suggestive selling
	SEL
	W 4.2

W 4.3

R 4.4
	A 4
	
	IWE 4
	demo

	Explain the role of customer service in creating and maintaining and expanding a clientele
	SEL
	W 4.1

W 4.3

W 4.5

R 4.4
	A 5
	E 1
	IWE 1
	Pre/Post test

	Successfully process sales documentation
	SEL
	W 4.3

R 4.4

R 4.6

MA A3.4.4

MA A3.4.5
	A 4
	
	IWE 3
	Demo

	Explain the purpose and importance of credit


	FIN
	W 4.3

R 4.34

MA 3.4.6
	A 4
	
	IWE 3
	Pre/Post test

	Determine discounts and allowances that can be used to adjust base prices
	PRI
	R 4.4 

MA A3.4.6
	A 4
	
	IWE 3
	Pre/Post test

	Use information system for order fulfillment
	DIS
	W 4.3

R 4.4

R 4.6
	A 2

A 4
	
	IWE 4
	simulation

	Promotion
	
	
	
	
	
	

	Explain the role of promotion as a marketing function
	PRO
	W 4.1

W 4.3

W 4.5

R 4.4
	A 4

A 5
	
	IWE 4
	Pre/Post test

	Identify the elements of the promotional mix
	PRO
	W 4.3

R 4.4
	A 4

A 5
	
	IWE 4
	Pre/Post test

	Analyze costs/benefits of company participation in community events
	PRO
	W 4.3

R 4.4

MA A6.4.4
	A 4

A 5
	
	IWE 7
	simulation

	Explain the use of visual merchandising
	PRO
	W 4.2

W 4.3

R 4.4
	A 4
	
	IWE 4
	Pre/Post test

	Identify the types of visual marketing display arrangements
	PRO
	W 4.3

R 4.4


	A 4


	
	IWE 4
	Pre/Post test

	Prepare merchandise for display in a manner that is customer appropriate
	PRO
	W 4.3

MA A3.4.6
	A 2

A 4
	
	IWE 4
	demo

	Distribution
	
	
	
	
	
	

	Explain the nature of channels of distribution
	DIS
	W 4.2

W 4.3

R 4.4


	A 4
	
	IWE 4
	Pre/Post test

	Identify the nature of channel members relationships
	DIS
	W 4.2

W 4.3

R 4.4


	A 4
	
	IWE 4
	Pre/Post test

	Select appropriate channels of distribution for specific products
	DIS
	W 4.2

W 4.3

R 4.4


	A 4
	
	IWE 4
	simulation

	Using an example, be able to describe the shipping process
	DIS
	W 4.3

R 4.4

R 4.6

MA 4.3.1

MA 4.3.3

MA 4.3.4
	A 2

A 4
	
	IWE 4
	Pre/Post test

	Identify warehousing and storing considerations
	DIS
	W 4.3

W 4.4


	A 4
	
	IWE 4
	Pre/Post test

	Marketing Information
	
	
	
	
	
	

	Describe the need for marketing information
	MIM
	W 4.3

R 4.4


	A 4
	
	IWE 4
	Pre/Post test

	Explain the role of marketing research in a marketing-information function
	MIM
	W 4.1

R 4.4

SC 8

MA 6.4.4
	A 4
	
	IWE 4
	Pre/Post test

	Identify the types of information monitored for marketing decision making
	MIM
	W 4.1

R 4.4
	A 4
	
	IWE 4
	Test

	Explain the importance and function of sales forecasts
	MIM
	W 4.1

R 4.4

MA 6.4.4
	A 4
	
	IWE 4
	Test

	Explain the nature and scope of the marketing-information function
	MIM
	W 4.1

R 4.4
	A 4
	
	IWE 4
	Test

	Using appropriate technology, organize and evaluate data collected by the student for specific information analysis
	MIM
	W 4.2

R 4.4

S D2
	A 2

A 4
	
	IWE 5
	Project – with teacher rubric

	Describe sources and use of secondary data
	MIM
	W 4.2

R 4.4
	A 4
	
	IWE 4
	Test

	Product Service Management
	
	
	
	
	
	

	Explain the nature and scope of the product/service management function
	PSM
	W 4.1

R 4.4
	 A 4
	
	IWE 4
	Test

	List and explain the steps involved in the development of a new product
	PSM
	W 4.3

R 4.4
	A 4
	
	IWE 4
	Test

	Given a specific store description, plan an appropriate product mix
	PSM
	W 4.3

R 4.4
	A 4
	
	IWE 4
	simulation

	Explain the product life cycle and how it affects a product
	PSM
	W 4.3

R 4.4
	A 4
	
	IWE 4
	Test

	Explain the factors involved in product/business positioning
	PMS
	W 4.3

R 4.4
	A 4
	
	IWE 4
	Test

	Explain the nature of branding
	PMS
	W 4.3

R 4.4
	A 4
	E 1
	IWE 4
	Test

	Differentiate among the various types of  branding
	PMS
	W 4.3

R 4.4
	A 4
	
	IWE 4
	Test

	Explain the functions of packaging
	PMS
	W 4.3

R 4.4
	A 4
	
	IWE 4
	Test

	Explain labeling laws
	PMS
	W 4.1

MA 6.4.1

R 4.4
	A 4
	
	IWE 4
	Test

	Career Exploration and Development
	
	
	
	
	
	

	Identify tentative occupational interest
	PD
	W 4.3

R 4.4
	A 3

B 1-5
	
	IWE 9
	project

	Access personal skills and interests necessary to success in business
	PD
	W 4.3

R 4.4
	B 1-4
	
	IWE 9
	project

	Identify sources of career information
	W 4.3

R 4.9
	
	B 1-5
	
	
	project


(Hint: Use the “tab” key at the end of this table to add more rows.)
List of Major Instructional Resources:  (websites, textbooks, essential equipment, reference materials, supplies)

Recommended Resources:  (websites, textbooks, essential equipment, reference materials, supplies)


Marketing Essentials, 3rd Edition, Glencoe


DECA project materials, (suggest use of DECA co-curricular class organization)

State Standards:


Content Standards for Alaska Students


Performance Standards for Alaska Students


Employability Standards for Alaska Students


Cultural Standards for Alaska Students


http://www.eed.state.ak.us/qschools/standards.html
All Aspects of Industry:


The Institute for Workforce Education (IWE)


http://www.lx.org/iwe/Resources/All_Aspects.doc
Occupational Skills/Standards:


National Marketing Education Standards


http://www/mark-ed.com

National Skills Standards Board (NSSB)


http://www.nssp.org/main
Form #05-08-048
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