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Marketing Education Strategies
in Alignment with the Idaho State Division Vocational-Technical
Education Strategic Plan

State Division Objective 1-3: Participate actively in coordinating the development and
implementation of new vocational-technical models of education.

Marketing Education Strategy:

1. Develop and implement alternative models for delivering marketing education instruction.
State Division Objective 1-4: Develop and implement a public information plan to
explain the role of and worth of vocational-technical information.

Marketing Education Strategy:

1. Inform students. parents. school personnel, and community members of the benefits of
participation in a marketing education program through widespread distribution of the
marketing education curriculum guide.

State Division Objective 2-1: Develop and improve vocational-technical education
using current industry standards and/or employer expectations.

Marketing Education Strategies: :

1. Integrate skills standards established for the retail industry by the National Retail Federa-
tion into the marketing cducation curriculum.

<

Utilize instruetional activities that develop workplace competencies and toundation skills
identiticd by the U.S. Department of Labor,

3. Determine regional employer expectations from members of local and state advisory boards.

4. Revise the marketing education curriculum every tive vears to reflect current industry
practices and standards,

State Division Objective 2-3: Increase and improve the integration of vocational-
technical competencies and applied academic concepts.

Marketing Education Strategies:
1. Reinforee and strengthen students” hasic academic skills thronghout all marketing cduca-
tion coneepts,

2. Provide instruction in ecconomics, mathematics. oral and written conumnunications. devision
making. and other arcas in an applied. contextual approach.

State Division Objective 2-4: Require comprehensive employability skills development
for students as an integral part of instruction.

Marketing Education Strategics:

1. Provide emplovability skills instruction to all secondary marketing cducation students,

20 Uilize cooperative education and other waorkbased learming experiences to complement
and reinforee classroom instruction,
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MARKETING EDUCATION STRATEGIES

State Division Objective 2-9: Develop expertise throughout the system that provides
quality vocational-technical education through telecommunications and other emerg-
ing technologies.

Marketing Education Strategics:

1. Provide training in the use of telecommunications and other technologies through
preservice and inservice to marketing educators.

<

20 Include e-mail addresses in the Ldaho marketing education directory and encourage the use
of e-mail for communications when available.

3. Intedrate uses of teleconminunications and othier technologies into the marketing education
curriculum as acceess is estab’ished

State Division Objective 4-1: Increase vocational-technical education opportunities at

the secondary and postsecondary levels.

Marketing Education Strategy:

1. Increase the number of marketing education programs at the sccondary and postsecondary
levels.

State Division Objective 4-2: Increase the impact of the tech-prep initiative.

Marketing Education Strategies:

1. Develop and retine articulation agreements between secondary and postsecondary market-
ing cducation programs.

(%4

Coordinate the marketing education curriculum to provide a scamless transition for
individuals articulating from secondary to postsecondary marketing education programs.

State Division Objective 5-1: Promote the development of private-public partnerships
to increase involvement of business and industry in identifying and developing
workbased learning opportunities.

Marketing Education Strategies:

1. Increase the number and tvpes of training stations util zed in cooperative education and
other workbased learning prograns.,

2, Increase the number of school-hased enterprises as a means of providing workbased
learning opportunitics for students.

State Division Objective 6-1: Implement guidan<c programs in all schools and voca-
tional-technical colleges consistent with the K-12/ adult guidance models.

Marketing Education Strategy:

1. Provide guidance counsclors and students with current intformation on careers in the
marketing education field.

State Division Objective 6-2: Provide State Division counselors and teachers with the
training, curriculum and information to assist students to: identify their strengths and
motivations; explore careers uniquely suited to their strengths and motivations;
identify educational programs and formulate a plan leading to their career goals; and
develop skills for locating, maintaining, and advancing in a job.

Marketing Education Strategies:

1. Promotc back-to-industry experiences for marketing education imstrictors,

20 Train all preservice marketing teachers on the State Division Comprehensive Guidanee

Maoded.

-

Provide training on the comprehensive guidanee model as anoinserviee for marketing
cdieators.,

»
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Business and Management Career Pathway

The Business and Management career pathway inchides programs related to the business
environment. These may include entreprencurship, sales, marketing, hospitality and tourism.
compurer information systems. finance. accounting. personnel. cconomies, and management.

Marketing Education programs provide students with the opportunity to develop compe-
tencies that will be useful in many of the other career pathways identified in Idaho, The matrix
below shows which marketing classes will henefit students as they pursne a career inanother of
Idaho's carcer paths.

Idaho Career Pathways

w Artsand
Communication :

Intro to Business

FTITET

.- Business and

" Management

Intro to Business

" 'Health ~
" Services

Intro to Business

Marketing Education

“Human.-
Resources

Intro to Business

Intro to Business

_-Natural’
Resources

Intro to Business

Business Business Business Business Business Business
Technology Techinology Technology Technology Technology Technology
Marketing Marketing i Marketing o Marketing Marketing i Marketing
Economics Economics ¢ Economics { Economics Economics Economics
Hospitality~ Hospitality- Hospitality- Hospitality~ Hospitality/
Tourism Tourism Tourism Tourism Tourism

Principles of

Principles of

Principles of

Principles of

Principles of

Principles of

Management

Management

Management

Management

Management

Marketing Marketing - Marketing i Marketing I Marketing  Marketing
Retail/ Retail. Retail: Retail/
Floristry Floristry Floristry Floristry
Promotion Promotion Promaiion i Promotion ! Promotion Promotion
Principles of Principles of Principles of Principles of Principles of Principles of

Management

Business Owner
Entreprencurship

|
1

Business Owaner
Entreprencurship

Business Owner
Entreprencurship

Business Owner
Entrepreneurship !

Business Owner |
Entreprenenrship

Business Owner
Entreprenenrship

Marketing Lab Marketing Lah Marketing Lab Marketing Lab Marketing Lah Marleting Lab
Qccupational i Occupational Occupational Occupational ! Occupational Occupational
& Career o & Career & Career & Carceer v & Career & Career
Cooperative Cooperative Cooperative Cooperative Cooperative Cooperative
Fducation Education Education Education Education LEducation

BEST COPY AVAILABLE

'/




Idaho Marketing Education - General Information
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What Is Marketing?

Marketing is the process of determining consumer needs and then directing products and
services to meet those needs, The functions of marketing include financing, risk management.
selling. promaotion. pricing, purchasing. marketing intformation. management. product service
planning. and distribution,

What Is Marketing Education (ME)?

Marketing Education is the vocarional instruction program designed to prepare motivated
people for marketing careers. Idaho's goals for Marketing Edacation are to:

¢ Prepare people for work in marketing occupations.
¢ Prepare people for turther education.
¢ Increase the efficiency of the Idaho marketing system,

Marketing Education is a program within the Business and Management career pathway.
Introductory courses provide exploratory experiences for students interested in careers ina
business environment. These may include entreprencurship. sales. marketing, hospitality and
tourisn. computer information systens, finance. accounting, personnel. economices. and
managenient.

How Are Marketing Education Occupational Areas Classified?
Marketing Education provides training for skills and competencies needed in the follow-

ing occupational arcas:

o Advertising Marketing

o Apparel and Accessories Marketing

¢ Business and Personal Scrvices Marketing

¢ Entreprencurship

e Pinancial Services Marketing

¢ TFood Marketing

¢ General Marketing

¢ Home and Office Products Marketing

¢ Hospitality and Tourism Marketing

¢ Insurance Marketing

¢ [nternational Marketing

¢ Retailing Marketing

¢ Transportation Marketing

¢ \chicles and Petroleum Marketing

¢ Marketing and Distribution, Other

See Appendix A for a listing of marketing-related ocenpations available in ldaho and through-
out the United States.

What Is the Job Outlook for Marketing Education Occupations?

The US. hepartment of Labor Burcan of Statistics predicts that most positions in the ficld
ol marheting edncanon will increase at least as fast as the average for all occupations. and the
demand for some positions will he above average through 2005, One contributing factor to this
strong job nurket is the inercased need for marketing, promotional, and public relations efforts
due to inercasing competition in domestic and global products and services.,

5
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For What Employment Levels Does Marketing Education
Prepare Students?

Au entry level corriculun provides instruction that will prepare students for jobs involving
standard or rowtine procedures with limited oeed for exercising decision-making skills.
Required competencies are related to sales-supporting tasks, basic shills. and fundamental
ciplovability skills.

A career sustaining level curriculnm provides instruction that will prepare students for jobs
involving more comples duties than at the entry level, These jobs require a comprehensive
knowledge ot products or services marketed and the marketing practices and technigues
associated with the industry. Individuals at this level perform multiple tasks and canaceept
responsibility and demonstrate decision-making skills,

A specialization level cirviculum provides instruction that will prepare students for jobs
involving the performance of a highly specialized activity requiring extensive technical
knowledge and experience in aspecitic marketing funetion, product area, ov service ficld.

A supervisory level curriculum provides instruction that will prepare students for jobs that
require the ability to coordinate business activities, supervise other employees, and make
decisions within management guidelines,

An entrepreneurial level curriculum provides instruction that will prepare students for
managing or owning a business engaged primarily in the marketing o a product or sevvice.

Marketing Education at the secondary and post-secondary levels prepares students tor
positions that require more than entry-level skills, Al seecondary marketing education
programs in ldaho prepare students for positions at the career-sustaining level some
programs may also provide instruction for selected competencies within the specialist level.

Post-secondary programs prepare individuals for careers at the career sustaining, specialist,
supervisory, and cntreprencurial levels, Established competencies and cuvricuhum at cach
carcer level allow a seamless transition for individuals who complete a secondary program
and who mav wish to enroll atan Idaho post secondary vocational technical school and
prepare themselves for higher employvment levels.

What Instructional Arcas Are Included in the Marketing Education

Curriculum?
o Advertising o Nanagenent Supervision
o Carcer Developmen o Marketing
o Connnunicaiions o Mathematios and Computers
¢ Displan o Merchandising
o Fconomics * Operations
o Lntreprencurship o Product and Service Teehnology
o Human Relations o Selling
¢ job Sceking

What Types of Skills and Knowledge Are Learned?

The marketing education curviculum emphasizes shifls and knowledge that are peeessary
tor hiel job performanee o all nuarketing cdneation ocoupations: Basic and advanced academice
SRitls and higher order workplace competencies identitied instiadies by ahe U Department of
Pabor and the Nanonal Re il Foderation serve as a toundation tor marheting edocation in
straction.,

These skills and conpetencies e incorporated into chatlenging and interesting instiue
ton in the followimg arcas: product anahvsis, selling merchandise and services, cashiering,

JERIC 4 BEST COPY AVAILABLE
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supervising crmployees, time and money management, stock and inventory control, selecting
and pricing merchandise, job interviewing, resume writing, basic communication, and computa-
tional skills. The use of advanced technologies in the marketplace is integrated throughout the
program of study.

Students completing a Marketing Education program in Idaho will have a broad under-
standing of marketing in a global environment. They will understand the interdependence of all
marketing tools as they relate to the total marketing effort. This is accomplished through the
study of marketing as it applies to both a product-oriented and service-oriented organization.

Is There More to Marketing Education than Classroom Instruction?

Classroom instruction is one important aspect of marketing education. Equally important
are training expericences and participation in the marketing education student organization,
DECA or Delta Epsilon Chi.

Students in Marketing Education receive marketing training in either a co-op or a project
(laboratory) method of instruction. Under the co-op method of training, the student combines
classroom instruction with on-the-job training in a chosen career area. Students receive aca-
demic credit and pay from their employer for the supervised work experience. Under the project
(laboratory) plan of instruction. the student combines classroom instruction with supervised
laboratory activities designed to help the student achieve his or her career goal. The laboratory
exg erience may include business simulations or the operation of a school store.

Participation in DECA. the secondary division. or Delta Epsilon Chi. the postsecondary
division, provides students with the opportunity to become involved in many exciting activities
related to their marketing curriculum. Involvement offers students leadership training and a
chance to compete in local. state. and national events in specific career arcas—all designed to
stimulate and motivate classroom interest and vocational competence. Through DECA and
Delta Epsilon Chi, students also have the opportunity to participate in social functions. meet
many business leaders in the community, and apply for scholarships and loans which may be
used to further their education for marketing careers,

How Does Marketing Education Improve Marketing in Idaho?

LEmployers can hire a Marketing Education trainee or graduate knowing that this indi-
vidual has received relevant education for the position.

Adults already in the work foree can receive continuing instruction which supplements
their present jobs and leads to improved performance and advancement.

All ldaho citizens interested in marketing—including people with disabilities, minorities,
and other special populations—are assisted in their pursuit of a meaningtul carcer in the
marketing ficld.

s U



Idaho Marketing Education Core Curriculum

Marketing Fducation in Idahoe is a vocational education program designed to prepare
motivated people tor marketing carcers. Marketing Fducation offers instruction at the second-
ary, post-secondary. and adult levels for those individuals working in or sceking employment in
marketing occupations not requiring a four-vear degree.

Students completing a Marketing Education program at the Carcer Sustaining level in
Idaho will be prepared for jobs involving more complex duties than the entry level. In addition
to competencies in the basie skills, they will have a greater commitment to and knowledge of'a
particular industry, be able to aceept responsibility. and demonstrate decision-making skills.

Students completing a Marketing Education progran at the Specialist level in Idaho will
possess all the competencies of the Carcer Sustaining level and possess a mastery of technical
skills in marketing functions.

Those individuals completing a Marketing Education program at the Supervisory level
will possess all competenicies at the Career Snstaining and Specialist levels, as well as be pre-
pared to enter positions which require the ability to coordinate business functions, supervise
other employvees, and make decisions within management guidelines.

Students completing the Entreprencurial level will possess the competencies of the Career
Sustaining and Specialist levels and will be prepared to manage or own a business engaged
primarily in the marketing of a product or service.

Students who have successfully completed an Idaho Marketing Education Program
have demonstrated the ability to:

1. Define and Apply the Role of Marketing in the Economic System:
Carcer Sustaining Level
1.1 Understand and explain the role of cconomics in socicty.
1.2 Understand the cirenlar flow.,
1.3 Identify the elements of production,
1.4 Distinguish between procdhets and services.
1.5 Distinguish between wants and needs.
1.6 Compare and contrast the major ccononiic systens.
1.7 Explain the gross national product (GNP) and gross domestic producet (GDP).
1.8 Compare and contrast the tvpes of business ownership.
1.9 Identity and deseribe the characteristics of a free enterprise systenn,
1.10 Develop and appreciation for the profit motive.
1.11  Understand and analyze supphy and demand.
1 12 Understand the role of marketing in a global cnvironment.
1.43  Understand and or apply the following cconontic coneepts:
Characteristies of TS, production (efficieney, lmw of diminishing renurn, mass
production, specialization, and productivity)
Consumer protection
l.conomic thictuations (inflation. recession. and business evele)
Federal Reserve Svstem and monetary policy
Labor relations
Money and credit
National ceonomic goals
Opportunity costs (trade offs)
Price indexes and ceonomic indicators
Productivity
Taxation and fiscal poliey

-




| IDAHO MARKETING EDUCATION CORE CURRICULUM

Specialist Level

Explain and apply all competencies noted at the Career Sustaining level with specitic
industry emphasis.

Supervisory Level

Demonstrate and interpret all competencies noted at the Career Sustaining level with
~pecific industry enmphasis,

2. Define and Apply Basic Marketing Elements:
Career Sustaining Level
2.1 Deseribe the role of marketing in society.

2.2 Explain the markeung coneept,

~

2.3 Outline the tuncnons of marketing.

<

4 Deseribe external environments atfecting marketing.

<
n

Understand the role of marketing in a multi-national economy.

2.6 Esplain serviees marketing,

2.7 Esplain how tardet market decisions are made.

2.8 Puaderstand and or demonstrate the followwing marketing coneepts:
Demographics Pricing strategy
limage Product-lite evele
Marketing strategy Target marketing
Multi-level marketing Vertical markets

Non-price competition
Competencies at the Specialist and Supervisory levels will be demonstrated by
application to specitic industries,
Specialist Level

2.9 Understand the marketing rescarch process

2,100 Assess products in relationship to product-Lfe evele.

211 Develop a marketing plan.

2,12 Develop a marketing rescarch proposal.
213 Use marketing research techiniques.

2.4 Eaplain and analvze buyving behavior,
215 Davelop a marketing strategy

2160 Analyze competition,

217 Develop a SWOT analysis,

208 Implement the role of macketing within an ordanization,
Supervisory Level

2,19 Control and evaluate the marketing plan.
220 Implemont and analvze market research,
221 mplement and evaluate nuanket stranegy.

222 Evaluate the overall marketing plan,

3. Apply the Basie Skills of Marketing Math:
Carcer Sustaining Level

A1 Add snbract, multiply and divide whole numbcors, nambors eontaining decimals,
. and miscd number s,
S

ERIC
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IDAHO MARKETING EDUCATION CORE CURRICULUM

3.2 Convert mixed numbers, percentages, and decimals.

3.3 Solve first-degree algebraic equations.

3.4 Prepare purchase orders and sales slips.

3.5 Understand, caleulate, and or apply the following concepts:
Average inventory Markup
Basic stock Open to buy
Change making
Cost of goods sold

Pavent deadlines
Periodic inventory
Discounts Perpetual inventory
Maintained markup Stock turnover
Markdown

3.6 Interpret graphs and tables,

Specialist Level

3.7 Calculate average mavkups to reach a markup percentage goal.

3.8 Understand how job lots can be used to average markup profitably.

3.9 Demonstrate how to improve average markup with additional purchases.
.10 Compare initial markup with maintained markup.

.11 Explain the ditference between maintained markup and gross margin,

}

}

3.12  Analyze the impact of markdowns on profitability,

3.13  Analvze the difference between the cost and retail methods of inventory valuation.
3

.14 Derive a shortage or overage figure after comparing a book inventory with an actual
phvsical inventory,

3.15  Analvze how stock turn can affeet profitabiliy.
3,16 Use spreadshects and database systems.
3.17  Reconcile a bank statement.

3.18  Caleulate single and chain trade discounts.

3,19 Caleulate net pay,

3,20 Calculate federal and state unemplovment tases.

3.21 Calenlate simple interest using exact and ordinary interest methods.

3.22 Caleulate interest due on partial note pavinents.

323 Caleulate interest and maturity value of promissory and simple discount notes.
3,24 Caleutare future value of funds and notes.

3.25  Compute present value.

4. Describe and Apply Sales Transaction and Store Operation Skills:
Career Sustaining Level
4.1 Understand the sales transaction,
4.2 Operate a point-of-sale cash register terminal.

43 Demonstrate the procedures for the following special customer services:

PAFulToxt Provided by ERIC

Alterations

Carry out

Chieek cashing

Credit

Customer complaints
Customer follow-up
Delivery

Gift wrap
Lavaway
Rain chiecks
Refimds
Returns
Special orders




IDAHO MARKETING EDUCATION CORE CURRICULUM

10

t

ERIC

4.4 Inderstand the importance of company. organization sales policies and procedures,
4.5 Understand the process of purchase non-resale goods and services,

4.6 Understand the role of maintenance and housekeeping.

4.7 Understand and implement security measures,

4.8 Understand and implement safety procedures.

5. Define and Apply the Critical Elements of Advertising:

Carcer Sustaining Level

4

I Describe the purposes and goals of advertising,

5.2 Use product service information,
5.3 Understand the relationship of advertising, selling, and other promotional activities.
3.4

Maintain an awareness of competitors’ promotional activities.

5.5 Use legal and ethical standards.

I
.—~
Z

Desceribe and or demonstrate the following advertising concepts:
Advertising agencies
Advertising canpaigns
Advertising vs. publicity/public relations
Elements of an ad layout
Market- product awareness
Media tvpes
Tyvpes of ads
Specialist Level
5.7 Assistinand or:
Assess costs for various types of media.
Contract for various types of advertising,
Coordinate promotional activities.
Develop advertising calendar.
Develop and maintain an advertising budget.
Lvaluate media advertising effectiveness,
Mantain advertising files and records.
Prepare varionus types of advertising,
Seleet appropriate media-media mix.

Selecet merchandise for promotion,

Jt

S Explain the produetion process for print, broadeast, and direet nwil advertising.

]

A Demonstrate how to buy media time and space.

Jt

A0 Implement the planning process,

N

A1 Seck cooperative promotion materials and funds.

512 Use computer technology to develop print and broadceast advertisements,

6. Define and Apply the Basic Elements of Display and Sales Promotional Activities:
Carcer Sustaining Level
6.1 Determine types of arrangements,
6.2 Prepare merchandise and employ offective thense ideas.
6.5 Analvze merchandise displavs,

Gob o Construct o display.,

)
-
e
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6.5 Deseribe and or dentonstrarte the following coneepts:

Balance Harmony

Color Location

Display lighting Point-of-purchase signs
Dominance Proportion

Fabric use Props

Fixtures Unity

6.6 Understand the use of contests, sweepstakes, rebates. premiums, and coupons.
6.7 Understand the use of prodict sampling in new products.

Specialist Level

6.8 Assistinand or:
Coordinate displays with advertised merchandise.
Determine sourees and types of display materials, fixtures. and props.
Estimate material costs and time requirements.
Maintain display files and records.
Prepare a display calendar.
Prepare and maintain a display budget.
6.9  Evalnate effectiveness of displays.
(.10 Plan and implement special events and sponsorship events.
G.11  Plan and apply the use of co-op funds.

6.12  Develop a sales promotion plan,

7. Apply Selling Techniques:
Career Sustaining Level
7.1 Develop a positive sales attitude,
7.2 Use appropriate grecting and opening statement for the sales presentation.

-

7.3 Determine customer needs and wants,

7.4 Involve the enstomer in the sale presentation.

7.5 Emphasize customer benefits when presenting prodiet servvice features,
7.6 Properly handle and demonstrate the product service.

7.7 Listen to and answer enstomer objections and or complaints.

7.8 Uscappropriate closing technigues and recognize when to close the sale.
7.9 Usesnggestion selling.

710 Treat enstomers with conrtesy and respect. even when they do not buy.
7.11 Understand company selling policies.

7.12  Locate merchandise on the selling floor and in reserve stock.
Specialist Level: Retail and Direct Selling Techniques
713 Analvze enstomer needs and identify the customer’™s huving motives,

A4 Build and maintain a clientele,

~1

13 Use nmultiple sonrees of produet intormation.

7.16 Use customer follow-up techniques.

~1

A7 Understand and apply company selling policies,
718 Use avaricty of selling approachies.

719 Use acustomier prospeet Hist.,

200 Understand sales quotas.

-1

21 Understand asales jonrnal, il
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Prepare sales records.

Anaivze product and scrvice trends and innovations

Understand product liability,

Explain and interpret to customers: measures, standards, grades, brand names.
trademarks, labels. tags, stamps, guarantees/warranties.

Use trade journals. wholesalers, customers, competitors, and other sales people to
supplement product merchandise and service knowledge.

Specialist Level: Direct Selling Techniques

7.

I

~1

27

Demonstrate self-management skills,
Demonstrate territorial management techniques.
Set and evaluate sales goals and quotas.

Explain proper use of expense accounts.
Demonstrate effective negotiation skills.
Develop and effectively utilize sales manuals,
Develop and effectively utilize sales aids.

Demonstrate techniques of cold calls and call back procedures.

Supervisory Level

7

~! =1

~1

~l =I =~ =~I =~

~1

=1

~1
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35
36
37
38
39
40
41
A2
43
~H
A5

Explain the nature of sales management.
Set up sales call reporting system.
Explain the nature of sales training,
Design sales training program.
Determine sales foree size,

Determine structure of sales organization.
Set sales foree objectives.

Evaluate eftectiveness of salespeople.
Monitor ethical conduct of sales foree,
Set up prospecting standards,

Establish sales territories.

Assign salespeople to territorices,

Prepare sales territory analysis,

Justify accounts through territory screening,

Desceribe techniques tor covering a territory effectively,
Develop a sales call pattern.

Design a route plan for the sales force.

Set sales quotas for sales for the sales foree,

Analyvze salespeople’s use of time,

Analvze selling strategics appropriate to a business customer.
listablish sales terms,

Prepare a sales budget.

Develop a budget to control sales expenses.

Monitor budgets,

Design sales foree compensation plans,

Conduct sales contests,

Develop sales-incentive programs, 1 t

BEST COPY AVAILABLE
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7.62 Participate in the trade show oftering the best exposure.

7.63  Conduct a sales audit.

8. Apply Interpersonal Skills:
Carcer Sustaining Level
S.1 0 Understand and explain the role of interpersonal skills and recognize how they
contribute ro husiness and personal suceess,
8.2 Develop a realistic self-understanding,

S.3 0 Develop human relations skills and attitudes needed to work with tellow emplovees.
ciplovers, and customners,

sS4 Develop the ability to work with people from diverse populations,

8.5 Understand and ov demonstrate the following hnman relations coneepts:

Communication Judgement
Constructive eriticisim Leadership
Confidence Listening
Courtesy Lovalty
Creativeness Morale
Cross-cultural awareness Motivation
Decision making Organization
Dependability Positive attitude
Empathy Problem solving
Flexibility Responsibility
Goal Scetting Selt-control
Honesty Stress tolerance
Initiative Work cthics
Integrit

.

9. Explore Carcer Opportunities and Develop Appropriate Job Seeking Skills:
Carcer Sustaining Level
9.1 Identity marketing oceupational career parhs, ty pical jobs, and occupational
charac teristics,
9.2 Eaplain the role of cducation. training, and expericnce in career plan.

93 Tdentity job sourees to seaure ciploy ment.

.

Develop a personal data sheet and know whe to use it

4.5 Develop appropriate letter of application and know when ro use it

a4 Complete a neat and aceurate job application form.

9.7 Recognize the importance of rescarching a company prior to an interview,
4.8 Demonstrate appropriate appeardoee including dress and grooming.

9.9 Use appropriate technigues inmaking interview appointments.

910 Apply appropriate job interview echniques,

911 Demonstiate appropriate follow arp procedures,

12 Understand appropriate voluutary termination procedures.

Specialist Level

913 Assess and update cach step of a long-range cmploy ment plan by analy zing the
role of cducation, trajning, and experienee in career planning

G Use vducational and naining resources tor professional development,

i/

, PAruittext provided oy esic:




IDAHO MARKETING EDUCATION CORE CURRICULUM

14

ERIC

Aruitoxt provided by Eic:

10.

11.

9.15 Read trade journals and periodicals,
9.16 Participate in professional organizations and rade associations,

Apply Communication Skills:

Career Sustaining Level

10.1  Listen effectively to requests, directions, assignments, and information.
10.2 Write in a neat and legible manner,

10.3  Use the telephone ina courteous and businesslike manner,

10,4 Incorporate correct and appropriate grammar and vocabulary in speaking and
writing.

10,5 Speak ina clear. distinet manner to individuals and groups.

10.6 Incorporate correct grammar, punctuation, sentence structure, and spelling in the
composition of written communications.

10.7  Identify and make suggestions to supervisors, co-workers. and customers in an
ctfective manner.

10,5 Read and understand information including computer-generated data that appears in
reports, forms, product information sources, and company publications.

10,9 Explain the basic model of communication.

10.10 Identify the bavriers to effective communication

10,11 Understand how conununication can be used to improve interpersonal relationships.

10.12  Understand non-verbal connmunication.

Specialist Level

1013 Analyze complex written documents.

1014 Use advanced communication deviees.

10,15 Interpret information generated by reports, forms, product information sources, and
company publications.

1016 Distinguish between formal and informal communication networks,

10,17 Use various verbal and visual supporting materials to enhance communication, i.c.
explanation, illustration, statistics. visual aids, comparison. example, and expert
opinioi,

1018 Discuss and demonstrate principles of effective oral prescntations.
10,19 Deseribe various conununication styles and their effects on business relationships,

10.20 Tdentify obstacles of organizational communication and develop strategics for
removing these obstacles.

10,21 Apply writing guidelines to produee effective business communication.

Supervisory Level

10,22 Compose mission statements, policy and procedures statements, and job deseriptions.
10.23 Develop a formal rescarch report.

10.24 Conduct various types of interviews and be an effective interviewee,

Define and Apply Merchandising Esscntials:

Careor Sustaining Level

111 Understand the merehandising process.,
11.2  Explain procedures tor reeciving and distributing merchandise,

115 Uidenstand procedures for stock maintenanee,

Iy
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11.4  Prepare merchandise for sale.

11.5  Make and record price changes,

1.6 Explain the procedures for handling returned damaged merchandise,
11.7  Understand perpetual inventory and take physical inventory,
Specialist and Supervisory Levels

11.8  Create a merchandise plan,

11.9  Determine the purchase price.

11,11 Effectively manage inventory.

11.12  Determine what, when. and how much to buy.

11.13  Understand buying procedures at market.

11.14  Develop an open-to-buy plan.

11.15 Understand computer svstems used by retailers.

11.16  Understand and apply a sales and stock plan.

11.17  Analyze merchandise trends.

11.18 Develop and or implement a planogram,

11.19  Demonstrate effective nzgotiation skills,

11.20  Understand and apply merchandising ratios.

Explore and Utilize Technology:
Career Sustaining Level
12.1  Deseribe the impact of technology on marketing applications,
122 Understand ethical issues as they relate to technology.
12,3 Identify hardware components.,
124 Seleet and use appropriate software.
12,5  Perform hasic operatiofis 011 4 MICrocomputer.
126 Understand the use of teleconnmunications technology:
E-mail Voice mail
Facsimile Wireless deviees
Internet
Specialist Level
12,7 Demonstrate the ability to use word processing. spreadsheet. database. and
presentation sottware packages,
12,8 Apply and utilize current technology to business applications.
12,9 Demonstrate overall business knowledge via computer simulations,
Supervisory and Entreprencurial Levels

12,10 Integrate technology into business operations.

Understand Management and Supervisory Skills:

Carcer Sustaining Level

121 Explan the coneept of management.

13.2  Deseribe the functions of a manager supervisor,

133 Deseribe the processes involved in attaining a managerial supervisory position,
134 Identify and deseribe management styvles, b

145 Analvze the characteristies of a pood manager. 15

LRY
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13.10

Understand the importance of developing personal professional goals,
Demonstrate probleni-solving processes.,

Laplain the process of planning and conducting group mectings.,
Deseribe the procedure for hiring and terminating employees,

Demonstrate use ot marketing information in management decision making.

Specialist Level

13,11

Supes
13,16
1517
13.

<

o
s

[
o
—

)

s

Laplain the historical development of mamagement theory,
Lxplain the nature of leadership in organizations,

Distinguish the difference benween management and teadership.
beseribe environments that influence management.

Describe the importance of mission statements, goals, and objectives,

wvisory Level: Supervisory Management and Human Resource Management Areas

Deseribe the role of management in the achievement of quality,

Recognize the importance of working within a diverse organization,

Explain the nature of managerial ethies.

Assess the carrent rends and methodologies that affect today's management.
Evaluate current issues and coneerns facing management today.,

Compare and contrast the ditferent tvpes of plauning,

Discussahe importancee of portfolios and how they refate 10 the ordanization.
Deseribe the nature of planning for a strategic husiness unit (SBU)Y,

Deseribe planning tools used by management such as buddets, forecasts, tinancial
statements. and sthedules,

Fxamine the factors influencing management decision making,
Ditterentiate the different techniques for group decision making.
Describe the use of management information svstems,

Explain the nanure of decision support svstems,

Beseribe the influence of corporate cultire on cmploy ee maotivation.

Distinguish between the diftferenee of ordganizational approacl.es to leadership
styvles,

Supervisory Level: Supervisory Management Area

13.31

1.3.32

Pertorm a job anahsis,

Write a job deseription using the job analysis,

bBesign the eriteria for cmplovee sclection and inteirviewing techniques,
Pertorm a joby interview.

Design and conduct an orientation session.

Design and conduet a training mecting.

Dresign and conduet a general cimplovee mecting.,

Apply the techmigues of team building md total quality management,
Pertorm role plaving evernts dealing with customer service complaints.
Pedtornole pliving events dealing with cmplovee conflict wesolving conthiet,
Design a industry specitic work schedule,

Disenss the hudgeting constraints nvelved with front ine superyision and lahor,

Designa performancee appraisal ton,
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1344 Perforna performance appraisal.

1345 Explain the role of coaching and counseling in development.

1346 Design an exit interview ceriteria.

13,47 Explain the nature of remedial disciplinary action.

1348 Describe proper procedures for suspension or termination of employees.
1349 Pertorm an exit interview or termination interview,

1330 Explain ways to develop a positive working cnvironment.

13,51 Explain wavs to build cmployvee morale.

13.52 Explain the coneept of staft motivation.

13.53  Explain the relationship between communication and employee motivation.
13.54  Explain the coneept of employee participation in decision-making.
Supervisory Level: Human Resource Management Area

13.55 Detine human resource management {HRM).

1:3.536  Deseribe the roles and functions of HRM.

13.57 Discuss the contemporary challenges in HRM.

13,538 Deseribe the many legal constraints that affeet HRM.

13.59  Evaluate how the organizational characteristics of management philosophy,
leadership styvle. and organizational cutture and climate atfect HRM practices.

13.60  Develop and inplement company policies and procedures.

13.61 Maintain personnel records,

13.62  Caleulate personnel turnover rate.

13.63  Use evaluation data for statting decisions,

13.64  Explain techniques for recruiting managenent persorinel.

13.65 Deseribe the legal regulations of the selection process.

13.66 Explain the nature of management supervisory training.

1:3.67 Describe the historical development of motivational theory.

13.65  Handle emplovee complaints and grievances.

13.69  Describe the current trends and techniques in used in motivation such as
selt-directed work reams and total gquality management.

Describe the current issues and concerns in motivation.
13.71  Discuss the many tactors that intluence compensation packages.

13.72 Compare and contrast the many reward systems that can be used 1o increase
cuplovee morale and productivity.

13,73 Evaluate various henefits pachages,

12.74 Esplain the components of exeeutive compensation.

13,75 Discuss current trends affecting compensation and benefits,
13,76 Examine the collective bargaining process.

13,77 Discuss the elfest of unions on the labor loree.

13,78 Eaplain the process of labor negotiation techniques icluding handling of contlicts,
dricvances, arbitration, and bargaining.

for K.
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14. Understand Accounting Principles:

15.

16

Carcer Sustaining Level
14.1 Explain basic accounting principles.
Specialist Level
L2 Demonstrate and apply knowledge of hasic accounting principles. 5
LE3 Understand and demonstrate the complete accounting evele.
L4 Construct and understand the tollowing financial reports:
Balanee sheets Cash flow statements equity
Income statements Statement of owner’s equity
1-H5 0 Construct and maintain a basic accounting systen,
4.6 Journalize and post all accounting entries.
LET Understand and demaonstrate the use of specialized and general journals,
14.8  Analvze business transactions.,
Supervisory and Entreprencurial Levels
149 Analvze, evaluate, and imerpret all competencies noted in the Career Sustaining and
Specialist levels,
Define and Apply the Critical Elements of Business Law:
Carcer Sustaining Level
151 Compare and contrast the tpes of business onwnership,
152 Successtully explain and interpret brand names and trademarks.
Supervisory and Entreprencurial Levels

155 Demonstrate and apphv knowledge inthe following arcas:

Ageney Commercial paper
Consamer law Contracts

Crines and torts Emplovment Law
Fthies Legal environment
Sales cantracts Retaining attorney

Property (real and personal)
Types of business ownership

The Tedal svstem and its role in society

Understand Entreprencurship: -
Carcer Sustaining Level
6.1 Define entteprencurship.
1.2 Recognize the personal gualities and skills necded 1o e a suceessful entreprencar.,
T Bdentify sonrees of techmicat assistanee.
6.8 Compare the tpes of business ownership
165 Identdy anud prepare the following compounents of a business plang
Balance sheet Marketing plan
Budeet Personal strategn
Ineonie statenent
16,6 Compare methods and sonrees ol financing aiew business.

1.7 Tdentify the steps to estaldish a business,

o
t \-




Appendix A
Marketing Education Occupations

Executive, Administrative, and Managerial Occupations
Administrative services managers
Financial managers
Hotel managers and assistants
Management analysts and consultants
Marketing, advertising. and public relations managers
Personnel, training. and laber relations specialists and managers
Property and real estate managers
Purchasers and huyers
Restaurant and food service managers

Retail managers

Marketing, Sales, and Service Occupations
Cashicers
Counter and rental clerks
Insurance agents and hrokers
Manufacturers” and wholesale representatives
Real estate agents, hrokers, and appraisers
Retail sales workers
Sceurities and tinancial services sales representatives
Servives sales representatives
Travel agents
Chets, cooks. ad other Kitehen workers

Food and beverage service

Reterence: ULS. Department of Labor Burcau ot Labor Statisties, (F984), Ocanpationad ontlond:
ook, Tndianapolis, TN JIs T Works,
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Appendix B
1996 Edition Contributors

lim Bowen
Business Marketing Management
Lewis Clark State College

Don Friis
Marketing. Management
North Idaho College

James Gilliand
Marketing Management
Idaho State University

Jettf Green
Student
University of Idaho

David Hanson
Marketing ‘Management
Idaho State University

Starla Haislip
Marketing Management
Boise State University

Terry Herr
Marketing Education
Coeur d’Alene High School

Josh Holt
Marketing Management
Ricks College

Les Lande
Former Marketing Fducator
Moscow, [D
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Rob Lolirmeyer
Business Marketing. Management
Lewis-Clark Srtate College

Dennis Luvaas
Marketing Education
Borah High School

Sindyv Matthewson
Marketing Education
Lewiston High School

Mike McClvmonds
Marketing’ Management
College of Southern ldaho

Chris Mottern
Marketing Management
College of Southern ldaho

Larry Motzner
Marketing ' Management
College of Southern Idaho

Lori Playstead
State DECA Advisor
Boise, 1D

Kelley Rhioe-Collins
Marketing Management
Lastern Idaho Technical College

Kelly Sparks
Hillerest High School
Idaho Falls X
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Idaho Business Representatives

Bruce Allbright, Academic Relations
Lockhiced Martin Idaho Tech
Idaho Falls

Clift Brady. Owner
Bradys

Idaho Falls

Betry Capps. Director

Idaho Small Business Developnient Center

ldaho Falls

David Collins, Vice President

Jericho Communication Group

Idaho Falls

Jay Colonel. Manager
First Security Bank
American Falls

Todd Curtis, Store Manager
Inkwell, Toe
[.ewiston

Mike Frelleson, President
White Cloud Mountain Coftec
Boise

Paul Gebo, Manager
Supersave Sports
Pocatello

Marilvn Halsey, Loan Supervisor
Lewis Clark Federal Credit Union
Lewiston

J

Jim Houston, Owner

Espresso ltalia
Boise

. 7 .
Jan Jesberger, Persdénal Lines Producer

Lake City Insurance
Coeur d'Alene

Carol Lowe. Coordinator
Region 6 Tech Prep
Idaho Falls

Sharon Meintz. Store Manager
Wal-Mart
Lewiston

Richard Napier. Viee-President
Idaho Mounrtain Trading
Idaho Falls

Jon Ochi. Proprictor

Fred's Signs & At
Idaho Falls

Pug Ostling. Owner
Noodles Pizza Pasta Pizzazz
Roise

Ron Revoolds, Owner
The Grocery Ontlet
Lewiston

Robin Schultz, Resident General Manager
The Bon Marche
Lewiston
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