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Marketing Education

The mission of Marketing Education is to enable students to understand and apply marketing, management, and entrepreneurship principles; to make rational economic decisions; and to exhibit social responsibility in a global economy.*
Marketing

Marketing is a process composed of activities designed to create exchanges that satisfy individual and organizational objectives. These marketing activities help to get a good or service to users/consumers, change behaviors, or influence ideas. Career opportunities in marketing can be found in all types and sizes of businesses. In the 21st century, economic survival in nearly any business setting or profession will depend on the ability to understand and execute business skills such as marketing. Marketing Education provides those skills.*
Marketing Education
In Washington, more than fifteen thousand high school students with diverse ability levels and marketing interests obtain education in marketing subjects annually. The curricula range from studying marketing for personal use and career exploration to developing advanced management and supervisory skills.

Washington DECA provides the opportunity for students enrolled Marketing Education to participate in a co-curricular student organization that provides opportunities for student to demonstrate their mastery of the marketing curriculum in competitive events, develop leadership skills, and exhibit awareness of civic responsibilities. DECA as an instructional tool is an integral part of the Marketing Education program. The amount of time spent on DECA, as shown in the time sequence, represents class time only. The actual implementation and participation by the total group and as individuals can involve hundreds of hours depending on the individual’s desire for involvement, and the marketing instructors emphasis on DECA activities.

* 2005 Marketing Education Resource Center

Premises of the Curriculum*

Marketing is a critical, challenging business function that applies economics, psychology, and sociology. Its successful performance depends on the application of mathematical and English principles, the use of scientific problem solving, and the application of computer technologies to marketing situations and problems. 

The Marketing Education Curriculum should:

· Provide students a fundamental understanding of business and economics

· Encourage students to think critically

· Stress the integration of and articulation with academics

· Be sequenced to provide a foundation that supports advanced study of marketing – both degree-based and experiential

· Enable students to acquire broad understandings of and skills in marketing so that they can transfer their skills and knowledge between and among industries

· Enable students to understand and use technology to perform marketing activities

· Stress the importance of interpersonal skills in diverse societies

· Foster a realistic understanding of work

· Foster an understanding and appreciation of business ethics

· Utilize a variety of types of interactions with the business community

* 2005 Marketing Education Resource Center

Use of this Guide

The primary purpose of this guide is to insure organization and standardization of instructional units for 360 hours of instruction in secondary marketing courses. The included standards are based on the 2005 National Standards for Marketing Management, Entrepreneurship, and Business Administration and the 2007 Marketing Cluster Status Report. The majority of students will follow an orderly time sequence of instruction, with flexibility for individual students and programs. This allows students the same standards if they transfer to another school or even another teacher within a school. Students must be guaranteed flexibility in entering, leaving, and reentering the program as their individual time demands dictate. 

Curriculum Structure*


The marketing education curriculum is divided into four tiers of specificity: the Business 
Administration Core, the Marketing Core, the Marketing Pathways, and the Marketing Specialties. 
This guide focuses on the Business Administration and Marketing Cores. For more information 
on the other curriculum tiers and 
the States’ Career Cluster Initiative, contact the Marketing 
Education Resource Center in Columbus, Ohio.


Within each tier, the curricular content has been organized in Knowledge and Skill Statements, 
Performance Elements, and Measurement Criteria. 


Knowledge and Skill Statements are broad-based content standards. They identify what 
students should 
know and be able to do as a result of instruction in any of the business-related 
clusters. These 
statements encapsulate the overarching intent/purpose of a work function. Each 
Knowledge and Skill Statement is composed of multiple Performance Elements. These 
statements are broad-based work or cognitive performances that aid in defining the 
Knowledge and Skill Statements. Performance Elements
are defined through Measurement 
Criteria that are indications of performance related to quality, time, accuracy etc. They specify 
what an individual worker must know or be able to do to achieve the Performance Elements. 
Knowledge and Skill Statements, Performance Elements, and Measurement Criteria are 
provided for each instructional unit.

* 2005 & 2007 Marketing Education Resource Center

Curriculum Planning Levels*

Measurement criteria are assigned to one of six curriculum-planning levels that represent a 
continuum of instruction ranging from simple to complex. The levels can serve as building blocks 
for curriculum development in that students should know and be able to perform indicators at 
one level before tackling more complex skills and knowledge at the next level. The six 
curriculum-planning levels are:



Prerequisite (PQ) 



Career-Sustaining (CS)



Specialist (SP)



Supervisor (SU)



Manager (MN)



Owner (ON)


This instructional guide focuses primarily on the Prerequisite, Career Sustaining and Specialist 
levels with minimal exposure to more complex indicators as identified in the 2005 National 
Marketing Standards and 2007 Marketing Cluster Report. For more complete information 
descriptions of each planning level contact Marketing Education Resource Center.

Tier 1:  Marketing Core Standards*




Business Law



Channel Management



Communication Skills



Customer Relations



Economics



Emotional Intelligence



Entrepreneurship



Financial Analysis



Human Resource Management



Information Management



Marketing



Marketing Information Management



Marketing Planning



Operations



Pricing



Product/Service Management



Professional Development



Promotion



Selling



Strategic Management

* 2005 & 2007 Marketing Education Resource Center
A*S*K Certification


Included in the guide is a correlation with the A*S*K Business Institute Certification-an industry-based exam to certify student learning of specified business skills and concepts. The majority of the Measurement Criteria that are tested on the A*S*K 
Business Institute; Assessment of Skills and Knowledge for Business; Exam 1: Fundamental Business Concepts and Exam 2: Fundamental Marketing Concepts as of September 2006 are identified within the respective units. It is important to note that not all of the measurement criteria are included in these units, as the criteria are changed periodically. For more information on the up-to-date listing of all the criteria contact the Marketing Resource Center. 

Model Program Usage

The suggested time frames for each unit are “teacher directed” and do not allow for individual student activities and/or remediation for mastery. Because the Model Program requires that each student achieve mastery and provides time for remediation and student directed individual activities, it’s highly unlikely that all students will be able to master the measurement criteria within the these time frames. As such, Model Program adopters should adjust the time requirements for the units to meet their local needs over a two year time frame.

Suggested time frames have been included to assist in curriculum planning needs. It is important to recognize that depending on the needs of the local community, suggested time frames will be adjusted accordingly. It is also important to understand that the majority of high school marketing students will complete only one year of marketing instruction and thus should be taught the core marketing standards at the prerequisite and career sustain levels.
Marketing I

Semester 1

Instructional Area
Time Frame
Page

Marketing
5 
Hours
1

Economics
30 
Hours
2

Business Law
2 
Hours
4

Information Management
5
Hours
5

Customer Relations
8
Hours
6

Selling
10
Hours
7
Emotional Intelligence
15
Hours
8
Financial Analysis
5
Hours
11
DECA/Leadership Activities
10
Hours
Appendix
Semester 2

Channel Management
5
Hours
12
Marketing Information Management
5
Hours
13
Market Planning
5
Hours
14

Pricing
5
Hours
15
Product Service Management
5
Hours
16
Communications
18
Hours
17
Strategic Management
1
Hours
19
Operations
10
Hours
20
Promotion
10
Hours
22
Professional Development
15
Hours
23
Human Resource Management
1
Hours
25
DECA/Leadership Activities
10
Hours
Appendix

Marketing II

Semester 1

Instructional Area
Time Frame
Page

Economics
25
Hours
27

Business Law
10
Hours
29

Information Management
10
Hours
30

Communications
15
Hours
31

Emotional Intelligence
10
Hours
32

Professional Development
10
Hours
34

DECA Leadership Activities
10
Hours
Appendix

Semester 2

Operations
10
Hours
35

Market Planning
5
Hours
36

Marketing Information Management
20
Hours
37

Product Service Management
15
Hours
38

Customer Relations
5
Hours
39

Promotion
20
Hours
40

Financial Analysis
15
Hours
42

DECA Leadership Activities
as needed 

Appendix

Marketing 1
Semester 1

Marketing
Time Frame: 5 Hours

Marketing:  Understands the tools, techniques, and systems that businesses use to create, communicate, and deliver value to customers and to manage customer relationships in ways that benefit the organization and its stakeholders. 

Performance Element: 
Acquire an understanding of marketing’s role and function in business to 




facilitate economic exchanges with customers.
Measurement Criteria
Explain marketing and its importance in a global economy (MK 001) (CS) *




Describe marketing functions and related activities (MK 002) (CS) *
Marketing 1
Semester 1
Economics

Time Frame: 30 Hours
Economics:  Understands the economic principles and concepts fundamental to business operations.

Performance Element: 
Understand the fundamental economic concepts to obtain a 




fundamental to business operations.
Measurement Criteria
Distinguish between economic goods and services (EC: 002) (CS)*




Explain the concept of economic resources (EC: 003) (CS) *




Describe the concepts of economic scarcity and economic activities (EC: 001) 




(CS) *




Determine economic utilities created by business activities (EC: 004) (CS) *




Explain the principles of supply and demand (EC: 005) (CS) *




Describe the functions of prices in markets (EC: 006) (CS) *

Performance Element:
Understand the nature of business to show its contributions to 




society.

Measurement Criteria
Explain the role of business in society (EC: 070) (CS) *




Describe types of business activities (EC: 071) (CS) *
Performance Element:
Understand economic systems to be able to recognize the 





environments in which a businesses function.

Measurement Criteria
Explain the types of economic systems (EC: 072) (CS) *




Explain the concept of private enterprise (EC: 009) (CS) *




Identify factors affecting a business’s profit (EC: 010) (CS) *


Determine factors affecting business risk (EC: 011) (CS) *




Explain the concept of competition (EC: 012) (CS) * 

Marketing 1
Semester 1
Economics

Time Frame: 30 Hours

(cont.)
Performance Element:
Analyze cost/profit relationships to guide business decision- 




making.

Measurement Criteria
Explain the concept of productivity (EC: 013) (CS) *

Performance Element: 
Acquire knowledge to the impact of government on business 




activities to make informed economic decisions.

Measurement Criteria
Determine the relationship between government and business (EC: 008) (CS) *
Marketing 1
Semester 1

Business Law
Time Frame: 2 Hours

Business Law:  Understands business’s responsibility to know, abide by, and enforce laws and regulations that affect business operations and transactions.

Performance Element: 
Apply knowledge of business ownership to establish and 





continue business operations.
Measurement Criteria
Explain types of business ownership (BL: 003) (CS) *

Marketing 1
Semester 1

Information Management
Time Frame:  5 Hours
Information Management:  Understands tools, strategies, and systems needed to access, process, maintain, evaluate, and disseminate information to assist business decision-making.
Performance Element: 
Utilize information-technology tools to manage and 






perform work responsibilities. 
Measurement Criteria
Identify ways that technology impacts business (IM: 260) (PQ) 





Explain the role of information systems (PQ)





Discuss principles of computer systems (PQ)





Use basic operating systems (PQ)





Describe the scope of the internet (PQ)





Demonstrate basic e-mail functions (IM: 261) (PQ) 





Demonstrate personal information management/productivity 






applications (IM: 262) (PQ)





Demonstrate basic web-search skills (IM: 263) (PQ) 




Demonstrate basic word processing skills (IM: 264) (PQ) 





Demonstrate basic presentation applications (IM: 265) (PQ)





Demonstrate basic database applications (IM: 266) (PQ) 





Demonstrate basic spreadsheet applications (IM: 267) (PQ) 





Use an integrated business software application package (CS)





Demonstrate collaborative/groupware applications (IM: 268) (CS) *

Marketing 1
Semester 1
Customer Relations
Time Frame: 8 
Customer Relations:  Understands the techniques and strategies used to foster positive, ongoing relationships with customers

Performance Element:
Foster positive relationships with customers to enhance 





company image.

Measurement Criteria
Explain the nature of positive customer relations (EI: 031)(CS)





Demonstrate a customer-service mindset (EI: 032) (CS)





Reinforce service orientation through communication (EI: 039) (CS)

Performance Element:
Reinforce company’s image to exhibit the company’s brand 




promise.

Measurement Criteria:
Identify company’s brand promise (CR: 001) (CS)





Determine ways of reinforcing the company’s image through employee 





performance (CR: 002) (CS)
Marketing 1
Semester 1

Selling

Time Frame: 10 hours
Selling:  Understands the concepts and actions needed to determine client needs and wants and respond through planned, personalized communication that influences purchase decisions and enhances future business opportunities.
Performance Element: 
Acquire a foundational knowledge of selling to understand its 




nature and scope.
Measurement Criteria
Explain the nature and scope of the selling function (SE: 017) (CS) *




Explain the role of customer service as a component selling 




 

relationships (SE: 076) (CS) * 




Explain key factors in building a clientele (SE: 828) (SP)





Explain company selling policies (SE: 932) (CS) *




Explain business ethics in selling (SE: 106) (SP)





Describe the use technology in selling function (SE: 107) (SP)
Performance Element:
Acquire product knowledge to communicate product benefits and 



to ensure appropriateness of product for the customer.

Measurement Criteria
Acquire product information for use in selling (SE: 062) (CS) *




Analyze product information to identify product features and benefits 



 

 (SE: 109) (SP)

Performance Element:
Employ sales processes and techniques to enhance customer 




relationships and to increase the likelihood of making a sale.
Measurement Criteria
Explain the selling process (SE: 048) (CS)




Discuss motivational theories that impact buying behavior *
Marketing 1
Semester 1

Emotional Intelligence
Time Frame: 15 Hours
Emotional Intelligence:  Understands techniques, strategies, and systems used to foster self-understanding and enhance relationships with others.
Performance Element: 
Foster self-understanding to recognize the impact of personal 




feelings on others.

Measurement Criteria
Describe the nature of emotional intelligence (EI: 001) (PQ) 




Explain the concept of self-esteem (EI: 016) (PQ) 




Recognize personal biases and stereotypes (EI: 017) (PQ)




Assess personal strengths and weaknesses (EI: 002) (PQ)

Performance Element:
Develop personal traits to foster career advancement. 
Measurement Criteria
Identify desirable personality traits important to business (PQ)





Exhibit self-confidence (PQ)





Demonstrate interest and enthusiasm (PQ)





Demonstrate initiative (PQ)

Performance Element:
Apply ethics to demonstrate trustworthiness.
Measurement Criteria
Demonstrate responsible behavior (PQ)





Demonstrate honestly and integrity (PQ)





Demonstrate ethical work habits (PQ)
Performance Element: 
Exhibit techniques to manage emotional reactions to people and 




situations.
Measurement Criteria
Maintain positive attitude (PQ0





Demonstrate self control (PQ)





Explain the use of feedback for personal growth (PQ)





Adjust to change (PQ)
Marketing 1
Semester 1

Emotional Intelligence
Time Frame: 15 Hours

(cont.)
Performance Element:
Identify with others’ feelings, needs, and concerns to enhance 




interpersonal relations.

Measurement Criteria
Respect the privacy of others (EI: 029) (PQ) 




Show empathy for others (EI: 030) (PQ) 





Exhibit cultural sensitivity (EI: 033) (CS)*
 Performance Element:
Use communication skills to foster open, honest 






communications.
Measurement Criteria
Explain the nature of effective communications (EI: 007) (PQ) 
Performance Element:
Manage stressful situations to minimize negative workplace 




interactions. 

Measurement Criteria 
Use appropriate assertiveness (PQ) 





Use conflict resolution skills (EI: 015) (CS)* 

Performance Element:
Implement teamwork techniques to accomplish goals.

Measurement Criteria 
Participate as a team member (EI: 045) (CS)*

Performance Element:
Employ leadership skills to achieve workplace objectives.

Measurement Criteria 
Explain the concept of leadership (EI: 009) (CS)*





Determine personal vision (CS)





Demonstrate adaptability (CS)





Develop an achievement orientation (CS)





Lead change (EI: 005) (CS)*

   Enlist others in working toward a shared vision (CS) 

Marketing 1
Semester 1

Emotional Intelligence
Time Frame: 15 Hours

(cont.)
Performance Element:
Manage internal and external business relationships to foster 




positive interactions.

Measurement Criteria
Treat other fairly at work (PQ)





Foster positive working relationships (EI: 037) (CS)*
Marketing 1
Semester 1

Financial Analysis
Time Frame:  5 Hours

Financial Analysis:  Understands tools, strategies, and systems used to maintain, monitor, control and plan the use of financial resources.
Performance Element: 
Understands the fundamental principles of 







money needed to make financial exchanges.
Measurement Criteria
Explain forms of financial exchange (cash, credit, debit, electronic 





fund transfer, etc.) (FI: 058) (PQ)





Identify types of currency (paper money, coins, banknotes, 






government bonds, treasury notes, etc.) (FI: 059) (PQ)





Describe functions of money (medium of exchange, unit of 






measure, store of value) (FI: 059) (PQ)





Describe sources of income (wages/salary, interest, rent, 







dividends, transfer payments, etc.) (FI: 061) (PQ)





Explain the time value of money (FI: 062) (CS) * 





Explain the purposes and importance of credit (FI: 002) (CS) *




Explain legal responsibilities associated with financial     







exchanges (FI: 063) (CS) *
 Marketing 1
Semester 2
Channel Management
Time Frame: 5 Hours

Channel Management:  Understands the concepts and processes needed to move, store, locate, and/or transfer ownership of goods and services.

Performance Element: 
Acquire foundational knowledge of channel management to 




understand its role in marketing.
Measurement Criteria
Explain the nature and scope of channel management (DS:001) (CS) *




Explain the relationship between customer service and 







channel management (DS:029) (CS) *




Explain the nature of channels of distribution (DS:055) (CS) *




Describe the use of technology in the channel management 





function (DS:054) (CS) * 




Explain legal considerations in channel management (SP)





Describe ethical considerations in channel management (SP)






Marketing 1
Semester 2
Marketing-Information Management
Time Frame: 5 Hours
Marketing-Information Management:  Understands the concepts, systems, and tools needed to gather, access, and synthesize, evaluate, and disseminate information for use in making business decisions.

Performance Element: 
Acquire foundational knowledge of marketing-information 





management to understand its nature and scope.
Measurement Criteria
Describe the need for marketing information (IM:012) (CS) *




Explain the nature and scope of the marketing-information 






management function (IM:001) (SP)





Explain the role of ethics in marketing-information management 






(IM:025) (SP)





Describe the use of technology in the marketing-information 






management function (IM:183) (SP)

Marketing 1
Semester 2
Market Planning
Time Frame: 5 Hours

Market Planning:  Understands the concepts and strategies utilized to determine and target marketing strategies to a select audience.

Performance Element: 
Employ marketing information to plan marketing activities.
Measurement Criteria
Explain the concept of marketing strategies (CS) *




Explain the concept of market and market identification (CS) *




Conduct SWOT analysis for the use in the marketing planning process (MN)



Marketing 1
Semester 2
Pricing
Time Frame: 5 Hours
Pricing:  Understands concepts and strategies utilized in determining and adjusting prices to maximize return and meet customers’ perceptions of value.

Performance Element: 
Develop a foundational knowledge of pricing to understand 




its role in marketing.
Measurement Criteria
Explain the nature and scope of the pricing function (PI:001) (SP)





Describe the role of business ethics in pricing (PI:015) (SP)





Explain the use of technology in the pricing function (PI:016) (SP)





Explain the legal considerations for pricing (PI:017) (SP)




Explain factors affecting pricing decisions (PI:002) (SP)
Marketing 1
Semester 2
Product/Service Management
Time Frame: 5 Hours
Product/Service Management: Understands the concepts and processes needed to obtain, develop, maintain, and improve a product or service mix in response to market opportunities.

Performance Element: 
Apply quality assurances to enhance product/service knowledge
Measurement Criteria
Describe the uses of grades and standards in marketing (PM: 019) (CS) *





Explain warranties and guarantees (PM: 020) (CS) *







Identify consumer protection provisions of appropriate agencies (SP)
Marketing 1
Semester 2
Communications
Time Frame: 18 Hours
Communications:  Understands the concepts, strategies, and systems used to obtain and convey ideas and information.
Performance Element: 
Read to acquire meaning from written material and to apply 




the information to a task.
Measurement Criteria
Identify sources that provide relevant, valid written material (CO:054) (PQ)





Extract relevant information from written materials (CO:055) (PQ)





Apply written directions to achieve tasks (CO:056) (PQ)





Analyze company resources to ascertain policies and 





procedures (CO:057) (CS) *

Performance Element: 
Apply active listening skills to obtain and convey information.
Measurement Criteria
Explain communication techniques that support and encourage a speaker 





(CO: 082) (PQ)





Follow oral directions (CO: 0119) (PQ)





Demonstrate active listening skills (CO: 017) (PQ)
Performance Element: 
Apply verbal skills to obtain and convey information.
Measurement Criteria
Explain the nature of effective verbal communications (CO:147) (PQ) 





Ask relevant questions (CO:058) (PQ) 





Interpret others’ nonverbal cues (CO:059) (PQ)





Provide legitimate responses to inquiries (CO:060) (PQ)





Give verbal directions (CO:083) (PQ)





Employ communication styles appropriate to target audience (CO: 084) (CS)





Defend ideas objectively (CO:061) (CS) * 

Handle telephone calls in a businesslike manner (CO:114) (CS) *




Participate in group discussions (CO:053) (CS) *




Make oral presentations (CO:025) (SP)
Marketing 1
Semester 2
Communications
Time Frame: 18 Hours
(cont.)

Performance Element: 
Write internal and external business correspondence to convey 




and obtain information effectively.

Measurement Criteria
Explain the nature of effective written communications (CO:016) (CS)*





Select and utilize appropriate formats for professional writing (CO:088) (CS)





Edit and revise written work consistent with professional standards (CO:089) (CS)





Write professional e-mails (CO:090) (CS)





Write business letters (CO:0133) (CS)*





Write informational messages (CO:039) (CS)* 





Write inquiries (CO:040) (CS)*

Marketing 1

Semester 2

Strategic Management

Time Frame: 1 Hours

Strategic Management:  Understands tools, techniques, and systems that affect a business’s ability to plan, control, and organize/department.

Performance Element: 
Recognize management’s role to understand its contribution to 




business success.
Measurement Criteria
Explain the concept of management (SM:005) (CS) *

Marketing 1
Semester 2
Operations
Time Frame: 10 Hours
Operations:  Understands the process and systems implemented to monitor, plan, and control the day-to-day activities required for continued business functioning.

Performance Element: 
Adhere to health and safety regulations needed 






to support a safe work environment.
Measurement Criteria
Describe health and safety regulations in business (OP:004) (PQ)





Report noncompliance with business health and safety 







regulations (OP:005) (PQ)

Performance Element: 
Evaluate safety issues needed to protect employees.
Measurement Criteria
Follow instructions for use of equipment, tools, and machinery (OP:006) (PQ)




Follow safety precautions (OP:007) (CS)*




Maintain a safe work environment (OP:008) (CS)* 





Explain procedures for handling accidents (OP:009) (CS)*




Handle and report emergency situations (OP:010) (CS)*
Performance Element: 
Analyze security issues to protect employees and to 





minimize loss. 
Measurement Criteria
Explain routine security precautions (OP:013) (CS)*

Performance Element: 
Analyze purchasing activities implemented to obtain 





business supplies and equipment.
Measurement Criteria
Explain the nature and scope of purchasing (OP:015) (CS)*




Place orders/reorders (OP:016) (CS) *

Marketing 1
Semester 2
Operations
Time Frame: 10 Hours

(cont.)

Performance Element: 
Acquire an understanding of production’s role and function 




in business to recognize its need in an organization.
Measurement Criteria
Explain the concept of production (OP:017) (CS) *




Describe production activities (OP:018) (CS) *
Performance Element: 
Perform activities to facilitate ongoing business operations.
Measurement Criteria
Maintain inventory of supplies (OP:031) (CS) *
Marketing 1
Semester 2
Promotion
Time Frame: 10 Hours
Promotion:  Understands the concepts and strategies needed to communicate information about products, services, images, and/or ideas to achieve a desired outcome.

Performance Element: 
Acquire a foundational knowledge of promotion to 






understand its nature and scope.
Measurement Criteria
Explain the role of promotion as a marketing function (PR:001) (CS) *




Explain the types of promotion (PR:002) (CS) *




Identify the elements of the promotional mix (PR:003) (SP)

Performance Element: 
Understand the use of an advertisement’s components to communicate with targeted audiences.
Measurement Criteria
Explain the components of advertisements (SP)


Explain the importance of coordinating elements in advertisements (SP)
Marketing 1
Semester 2
Professional Development
Time Frame: 15 Hours
Professional Development:  Understands concepts, tools, and strategies used to explore, obtain, and develop in a business career.

Performance Element: 
Acquire self-development skills to enhance relationships and 




improve efficiency in the work environment.
Measurement Criteria
Maintain appropriate personal appearance (PD:002) (PQ) 





Set personal goals (PD:018) (CS) *




Make decisions (PD:017) (CS) *
Performance Element:
Utilize critical-thinking skills to determine best options/outcomes.
Measurement Criteria
Explain the need for innovation skills (CS)





Make decisions (PD:017) (CS)* 





Demonstrate problem solving skills (PD:007) (CS) 

Performance Element:
Participate in career-planning to enhance job-success potential.

Measurement Criteria
Access personal interests and skills needed for success in business (PD:013) (PQ)





Analyze employer expectations in the business environment (PD:020) (PQ)





Explain the rights of workers (PD:021) (PQ)





Identify sources of career information (PD:022) (CS)*







Identify tentative opportunities in business (PD:023) (CS)*





Explain employment opportunities in business (PD:025) (CS)*

Marketing 1
Semester 2
Professional Development
Time Frame: 15 Hours

(cont.)

Performance Element: 
Implement job-seeking skills to obtain employment.
Measurement Criteria
Utilize job-search strategies (PD:026) (PQ) 





Complete a job application (PD:027) (PQ)





Interview for a job (PD:028) (PQ)

Write a follow-up letter after job interviews (PD:029) (CS)*




Write a letter of application (PD:030) (CS)*




Prepare a resume (PD:031) (CS)*
Performance Element: 
Utilize career-advancement activities to enhance 






professional development.
Measurement Criteria
Describe techniques for obtaining work experience (e.g., 







volunteer activities, internships) (PD:032) (PQ) 





Explain the need for ongoing education as a worker (PD:033) (PQ)





Explain possible advancement patterns for jobs (PD:034) (PQ)

Marketing 1
Semester 2
Human Resource Management
Time Frame: 1 Hours

Human Resource Management:  Understands the tools techniques, strategies, and systems used to foster self-understanding and enhance relationships with others.

Performance Element: 
Lead staff growth and development to increase productivity and 




employee satisfaction.

Measurement Criteria
Orient new employees (HR:360 (CS) *

MARKETING ll
Marketing II

Semester 1
Economics

Time Frame: 25 Hours
Economics:  Understands the economic principles and concepts fundamental to business operations.

Performance Element:
Understand economic systems to be able to recognize the 





environment in which businesses function.

Measurement Criteria:
Describe how markets function (EC:072) (SP)

Performance Element: 

Acquire knowledge of the impact of government on business 


activities to make informed economic decisions.

Measurement Criteria: 
Describe the nature of taxes (RC:072) (SP)

Performance Element: 
Analyze cost/profit relationships to guide business decision-




making.
Measurement Criteria:
Analyze impact of specialized/ division of labor on productivity 






(EC:014) (SP)





Explain the concept of organized labor and business (EC:015) (SP)





Explain the impact of the law of diminishing returns (EC:023) (SP)

Performance Element: 
Understand economic indicators to recognize economic trends 




and conditions.

Measurement Criteria:
Describe the concept of price stability as an economic measure 






(EC:080) (SP)




          
Discuss the measure of consumer spending as an economic indicator 





(EC:081) (SP)
Marketing II 
Semester 1
Economics

Time Frame: 25 Hours

(cont.) 

Performance Element: 
Understand economic indicators to recognize economic trends (cont.)



and conditions.





Discuss the impact of a nation’s unemployment rates (EC:082) (SP)





Describe the economic impact of inflation on business (EC:083) (SP)





Explain the unemployment and inflation tradeoffs (EC:099) (SP)





Explain the economic impact of interest-rate fluctuations (EC:084) (SP)





Determine the impact of business cycles on business activities 






(EC:018) (SP)

Performance Element: 
Determine global trade’s impact of business decision-making.

Measurement Criteria:
Explain the nature of global trade (EC:016) (SP)





Describe the determinants of exchange rates and their effects on the 





domestic economy (EC:100) (SP) 





Discuss the impact of cultural and social environments on global trade 





(EC:045) (SP)





Explain labor issues associated with global trade (EC:101) (SU)

Marketing II
Semester 1
Business Law
Time Frame: 10 Hours

Business Law:  Understands business’s responsibility to know, abide by, and enforce laws and regulations that affect business operations and transactions.

Performance Element: 
Acquire foundational knowledge of business laws and 





regulations to understand their nature and scope.
Measurement Criteria:
Discuss the nature of law and sources of law in the United States (BL:067) (SP)





Describe the United States’ judicial system (BL:068) (SP)





Describe the legal issues affecting business (BL:001) (SP)

Performance Element:
Understand the civil foundations of the legal environment of 




business to demonstrated knowledge of contracts. 
Measurement Criteria: 
Identify the basic torts relating to business enterprises (BL:069) (SP)





Describe the nature of legally binding contracts (BL:002) (SP)

Performance Element: 
Explore the regulatory environment of United States’ businesses 




to understand diversity of regulations.

Measurement Criteria: 
Discuss the nature of environmental law (BL:073) (SP)


Marketing II

Semester 1
Information Management

Time Frame: 10 Hours

Information Management:  Understands tools, strategies, and systems needed to access, process, maintain, evaluate, and disseminate information to assist business decision-making.
Performance Element:
Use Information literacy skills to increase 




      


workplace efficiency and effectiveness. 

Measurement Criteria:
Explain legal issues associated with the use of 




      

 

information. (CS)





Assess information needs (CS)





Obtain needed information efficiently (CS)




Evaluate quality and source of information (CS) 







Apply information to accomplish a task (CS)





Store information for future use (CS)

Manage information sources (where to look, what exists, how to manage data) (CS)




  

Marketing II
Semester 1
Communications
Time Frame: 15 Hours
Communications:  Understands the concepts, strategies, and systems used to obtain and convey ideas and information.

Performance Element: 
Record information to maintain and present a report of business 




activity.
Measurement Criteria:
Utilize note-taking strategies (CO:085) (CS)





Organize information (CO:086) (CS)





Select and use appropriate graphic aids (CO:087) (CS)

Performance Element: 
Write internal and external business correspondence to convey 




and obtain information effectively.
Measurement Criteria: 
Write persuasive messages (CO:031) (SP)





Write executive summaries (CO:091) (SP)





Prepare simple written reports (CO:094) (SP)
Marketing II
Semester 1
Emotional Intelligence
Time Frame: 10 Hours
Emotional Intelligence:  Understands techniques, strategies, and systems used to foster self-understanding and enhance relationships with others.
Performance Element:
Understand others’ feelings, needs, and concerns to 





enhance interpersonal relations. 
Measurement Criteria:
Cultural sensitivity (EI:033) (CS)
 Performance Element:
Use communications skills to foster open, honest, 






communications.

Measurement Criteria: 
Explain ethical considerations in providing information (SP)
Performance Element:
Use communication skills to influence other.

Measurement Criteria: 
Persuade others (SP)





Demonstrate negotiation skills (SP)

Performance Elements: 
Manage stressful situations to minimize negative workplace 




interactions.

Measurement Criteria: 
Explain the nature of stress management (SP)








Performance Element: 
Implement teamwork techniques to accomplish goals.

Measurement Criteria: 
Use consensus- building skills (SP)





Motivate team members (SP)

Marketing II
Semester 1
Emotional Intelligence 
Time Frame: 10 Hours

(cont.)

Performance Element:
Manage internal and external business relationships to foster 




positive interactions.

Measurement Criteria: 
Maintain collaborative partnerships with colleagues (SP)





Explain the impact of political relationships within an organization (SP)

Marketing II

Semester 1

Professional Development

Time Frame: 10 Hours

Professional Development:  Understands the concepts, tools, and strategies used to explore, obtain and develop in a business career.

Performance Element: 
Utilize critical-thinking skills to determine best options/





outcomes.

Measurement Criteria: 
Demonstrate appropriate creativity (PD:012) (SP)



Use time-management skills (SP)

Performance Element:
Implement job-seeking skills to obtain employment.

Measurement Criteria: 

Use networking techniques to identify employment opportunities (SP)

Performance Element: 
Utilize career-advancement activities to enhance


professional development.

Measurement Criteria: 

Identify skills needed to enhance career progression (PD:035) (SP)



Utilize resources that can contribute to professional development (e.g., trade 


journals/periodicals, professional/trade associations, classes/seminars, trade 


shows, and mentors) (PD:036) (SP)

Marketing II

Semester 2

Operations 

Time Frame: 10 Hours

Operations:  Understands the process and systems implemented to monitor, plan, and control the day-to-day activities required for continued business functioning.

Performance Element: 
Utilize project management skills to improve workflow and 





minimize costs.
Measurement Criteria
Explain the nature of project management (SP)





Develop project plan (OP: 001) (SP)





Manage projects (OP: 002) (SP)





Evaluate project results (OP: 034) (SP)

Marketing II
Semester 2
Market Planning
Time Frame 5 Hours

Market Planning:  Understands the concepts and strategies utilized to determine and target marketing strategies to a select audience.

Performance Element:  
Employ marketing information to development a marketing Plan.

Measurement Criteria:       Explain the nature of marketing planning (SP)



Explain the nature of marketing plans (SP)



Explain the role of situational analysis in the marketing planning process (SP)



Explain the nature of sales forecasts (SP)
Marketing II

Semester 2

Marketing-Information Management

Time Frame: 20 Hours

Marketing-Information Management:  Understands the concepts, systems, and tools needed to gather, access, and synthesize, evaluate, and disseminate information for use in making business decisions.

Performance Element: 
Understand marketing-research activities to show command of 




their nature and scope
Measurement Criteria:
Explain the nature of marketing research (IM:184) (SP)





Explain types of primary marketing research (SP)





Identify sources of primary and secondary data (SP)





Describe the use of technology in the marketing-information 






management function (IM:183) (SP)





Explain the nature of marketing research (IM:184) (SP)





Explain types of primary marketing research (SP)





Identify sources of primary and secondary data (SP)





Explain research techniques (SP)





Determine the marketing-research problem/issue (SP)





Identify research approaches (e.g., observation, survey, experiment) appropriate 




to the research problem (SP) 





Identify the relationship between the research purpose and the marketing research 



objectives (SP)





Discuss the nature of sampling plans (i.e., who, how many, how chosen) (SP)





Describe types of rating scales (including Linkert scales, semantic differential 




scales) (SP





Explain the use of diaries (e.g., product, media-use, contact) (SP)





Explain he nature of qualitative research  
Marketing II

Semester 2

Product/Service Management

Time Frame: 15 Hours

Product/Service Management:  Understands the concepts and processes needed to obtain, develop, maintain, and improve a product or service mix in response to market opportunities.

Performance Element: 
Acquire a foundational knowledge of product/service 





management to understand its nature and scope.

Measurement Criteria: 
Explain the nature and scope of the product/service management function 




(PM:001) (SP)



Identify the impact of product life cycles on marketing decisions (PM:024) (SP)



Describe the use of technology in the product/service in the product/service 


(PM:001) (SP)


Explain business ethics in product/service management (PM:040) (SP)
Performance Element: 
Generate product ideas to contribute to ongoing
                                     
business success.
Measurement Criteria:
 
Identify product opportunities (PM:134) (SP)



Identify methods/techniques to generate a product idea (PM:127) (SP)



Generate product ideas (PM:128) (SP)

Performance Element: 
Employ product-mix strategies to meet customer 
                                     
expectations.

Measurement Criteria:

Explain the concept of product mix (PM:003) (SP)



Describe the nature of product bundling (PM:041) (SP)

Marketing II

Semester 2

Customer Relations

Time Frame: 5 Hours

Customer Relations:  Understands the techniques and strategies used to foster positive, ongoing relationships with customers.
Performance Element:  
Reinforce company’s image to exhibit the company’s 



brand promise.

Measurement Criteria: 

Identify company’s brand promise (CR:001) (CS)



Determine ways of reinforcing the company’s image through employee 



performance (CR:002) (CS)

 Marketing II

Semester 2

Promotion

Time Frame:  20 Hours

Promotion:  Understands the concepts and strategies needed to communication information about products, services, images and/or ideas to achieve a desired outcome.
Performance Element: 
Acquire a foundational knowledge of promotion to understand its 



nature and scope.

Measurement Criteria: 
Describe the use of business ethics in promotion (PR:099) (SP)



Describe the use of technology in the promotion function (PR:100) (SP)


Describe the regulation of promotion (PR:101) (SP)

Performance Element: 
Understand the promotional channels used to

     
communicate with targeted audiences.

Measurement Criteria:  
Explain types of advertising media (PR: 007) (SP)


Describe word-of-mouth channels used to communicate with targeted 


audiences (SP)



Discuss direct marketing channels (SP)



Identify communications channels used in sales promotion (SP)


Explain communications channels used in public-relations activities (SP)

Performance Element: 
Understand the use of public-relations activities to

     
communicate with targeted audiences.

Measurement Criteria:
 
Identify types of public-relations activities (SP)



Discuss internal and external audiences for public-relations activities (SP)

Marketing II

Semester 2
Promotion 

Time Frame: 20 Hours

(cont.)

Performance Element: 
Understand the use of trade shows/expositions to

   
communicate with targeted audiences.

Measurement Criteria: 

Explain how businesses can use trade-show/expositions participation to 



communicate with targeted audiences (SP)



Explain considerations used to evaluate whether to participate in trade 



shows/expositions (SP)

Performance Element:
Manage promotional activities to maximize return on

promotional efforts.

Measurement Criteria: 

Explain the nature of a promotional plan (PR: 073) (SP)


Coordinate activities in a promotional mix (PR: 076) (SP)

Marketing ll
Semester 2
Financial Analysis
Time Frame:  15 Hours

Financial Analysis:  Understands tools, strategies, and systems used to maintain, monitor, control and plan the use of financial resources.
Performance Element: 
Analysis financial needs and goals to determine financial 





requirements.
Measurement Criteria
Explain the nature of financial needs (e.g., college, retirement, wills, insurance, 




etc.) (FI:064) (CS)





Set financial goals (FI:065) (CS) 










Develop personal budget (FI:066) (CS)

Performance Element:
Manage personal finances to achieve financial goals.

Measurement Criteria
Explain the nature of tax liabilities (FI:067) (PQ)




Interpret a pay stub (FI:068) (PQ)





Read and reconcile bank statements (FI:069) (PQ)





Maintain financial records (FI:070) (CS)*





Demonstrate the wise use of credit ((FI:071) CS)*





Validate credit history (FI:072) (CS)*





Protect against identity theft (FI:073) (CS)*





Prepare personal income tax forms (FI:074) (CS)*

Performance Element:
Understand the use of financial-services providers to aid in 




financial-goal achievement.

Measurement Criteria
Describe types of financial-services providers (FI:075) (CS)*





Discuss considerations in selecting a financial-services provider (FI:076) (CS)*

Performance Element:
Use investment strategies to ensure financial well-being.

Measurement Criteria
Explain types of investments (FI:077) (SP)
Appendix A
Distributive Education Clubs of America

Advisor Checklist for Leadership Activities
FIRST SEMESTER ACTIVITIES
LEADERSHIP CONCEPTS 
1. Schedule DECA chapter meeting
Planning, organization, and 


communication skills.

2. Collect Dues. Visit Washington DECA
Responsibility, follow-through and 
website for procedure commitment to


group goals.

3. Elect officers
Decision making, democratic electoral 


process, the political process, 


understanding group processes, 


articulation and self-confidence.


4. Train officers for their positions
Leadership skills, acceptance of


responsibility.


5. Develop program of work for DECA
Utilizing planning time, setting realistic


activities goals, accepting guidelines,


follow-through, group decision making, 
organization development.

6. Develop budget to fund the program
Planning and organizing, decision 
making, and operations.

7. Introduce chapter protocol for conducting meetings
Order, speed, and efficient transaction of 
business and individual rights.



Appendix A 

(cont.)
First Semester Activities 

 Leadership Concepts
8.  Conduct the chapter meetings

Communication skills, self-worth,



planning, listening habits, conformity to 


group protocol and participation in 


democratic process.

9. Prepare and attend the Fall Leadership


    and Western Region Leadership 

    Conferences. 

10. Participate in Area DECA activities

Attendance at the scheduled DECA
      Including Area Competitive Event

Conferences support the following
      Conference.

concepts:


11. Participate in community activities

Leadership skills, organizational 



structure of DECA, networking with 


businesspeople, teachers and other 


students. 


Developing articulation skills.



Experiencing esprit de corps.



School and community public relations, 



reinforcing positive social values and



reinforcing social skills.



Creating a desire to achieve leadership 



roles in larger groups.



Reinforcing civic responsibility and 



creating civic pride.



Practical application of performance



indicators learned in the classroom.



Greater understanding of the role of



business in society.

Appendix A 

(cont.)

Second Semester Activities

Leadership Concepts
1. Schedule chapter meetings

Professional growth through vocational



understanding activities.

2. Adjust program of work

Opportunities to increase communication



skills.

3. Prepare for and attend the State Leadership

Development of skills necessary for 

    Development Conference 

careers in marketing.



Evaluate student achievement of skills 


through careful measurement devices
 

(performance indicators.)

4. Attend International Career Development

Motivate students to

    Conference

demonstrate (via 



performance indicators) their acquired 



Skills through individual or team 



activities.

5. Develop and implement a strategy to 

Provide visibility for the educational goals

    promote the marketing education/DECA

and objectives of marketing education.

    program
Appendix B

Marketing Educators Resources

OSPI

http://www.k12.wa.us/CareerTechEd

Links



CTE


Pathways


Business/Marketing


Planning Tools (Frameworks)

Marketing Education Resource Center (MarkEd)

http://www.mark-ed.org/
Links

Conference/Conclave


A*S*K Institute


Related Websites


DECA/DELTA Resources


Teaching Ideas


Curriculum/Std (2005 Standards found here)


Other useful information on the homepage includes links to Workshops, Standards, 
Textbook Crosswalks and information on Laps.

Washington Association of Marketing Educators (WAME)

http://wame.us/
WAME is the professional organization of secondary marketing teachers in Washington State. Included is contact information for association officers and links to useful websites.

Washington Distributive Education Clubs of America (DECA)

http://www.wadeca.org/
National DECA

http://www.deca.org/
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