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Course Outcome Summary 

Course Information: Intro to Marketing and Sales 

Description:  The most dynamic growth industry in the business environment is 

marketing. This course will instruct students in the foundations of 

marketing, the 4P’s of marketing (product, price, place, 

promotion), human relations and communications (people skills), 

and economic principles as they apply to marketing. Small group 

oriented instruction and the opportunity for involvement in the 

associated student organization (DECA) will allow the student to 

achieve a true “hands on” experience.   

Instruction Level:  GRADE LEVELS: 9-12 RECOMMENDED 

Total Credits: 1 

Prerequisites:   None 

Textbooks:  Farese,Kimbrell,Woloszyk. Marketing Essentials . Glencoe, ISBN 

#0-07-861257-8)  

Course Standards: 

 Students will communicate and collaborate with others to accomplish tasks and develop 

solutions to problems and opportunities. 

 Students will identify and apply employability skills 

 Students will assess the benefits and challenges of working in diverse settings and on 

diverse teams 

 Students will apply leadership skills in real-world, family, community and business and 

industry applications. 

 Students will explain the tools, techniques and systems that businesses use to create 

exchanges and satisfy organizational objective 

 Students will analyze the concepts and strategies utilized to determine and target 

marketing strategies to a select audience 

 Students will analyze how an economy functions 

 Students will apply concepts and strategies used in determining and adjusting prices to 

maximize return and meet customers’ perceptions of value. 

 Students will analyze the concepts and processes needed to identify, select, monitor, and 

evaluate sales channels. 

 Students will describe the techniques and strategies used to foster positive, ongoing, 

relationships with customers 
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 Students will explore 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 

 Students will describe the concepts and strategies needed to communicate information 

about products, services, images and/or ideas to achieve a desired outcome 

 

ACT Career and College Readiness Standards 

Math: 

 Calculate the average given the frequency counts of all the data values 

 Calculate the average of a list of numbers 

 Apply counting techniques 

Writing: 

 Show strong understanding of the persuasive purpose of the task by taking a position on 

the specific issue in the prompt and offering a broad context for discussion 

 Generate thoughtful reasons for a position; show recognition of the complexity of the 

issue in the prompt 

 Provide thorough development in support of ideas; extend ideas by using specific, logical 

reasons and illustrative examples 

 Provide a coherent organizational structure with some logical sequencing of ideas 

 Use accurate and clear transitional words and phrases to convey logical relationships 

between ideas 

 Present a generally well-developed introduction and conclusion 

English: 

 Identify the purpose of a word, phrase, or sentence when the purpose is fairly 

straightforward (e.g., identifying traits, giving reasons, explaining motivations) 

 

 

 

 

 

Unit 

1. World of Marketing 

2. Economics 

3. Retail Marketing and Pricing 

4. Selling and Customer Service 

5. Promotion 
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Unit Outlines  

1. The World of Marketing 

Standards:   

 Students will explain the tools, techniques and systems that businesses use to create 

exchanges and satisfy organizational objective. 

 Students will analyze the concepts and strategies utilized to determine and target 

marketing strategies to a select audience. 

Essential Question: 

Students will be able to answer the question(s): 

 How do the principles of marketing impact your day to day life? 

Essential Knowledge: 

 The student will be able to identify the three foundations of marketing and the seven 

functions of marketing by analyzing a local business and how they use them.  

 

2. Economics 

Standards:   

 Students will analyze how an economy functions. 

Essential Question: 

Students will be able to answer the question(s): 

 How do your wants and needs drive the US economy? 

Essential Knowledge: 

 The students will be able to understand how wants and needs drive the US economy by 

examining how three big questions are answered. 

 

3. Retail Marketing/Pricing 

Standards:   

 Students will apply concepts and strategies used in determining and adjusting prices to 

maximize return and meet customers’ perceptions of value. 

Essential Question: 

Students will be able to answer the question(s):  

 How does pricing effect your buying decision? 

Essential Knowledge: 

 The students will be able to understand the channels of distribution and how pricing 

effects each channel.  
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4. Selling and Customer Service 

Standards:   

 Students will analyze the concepts and processes needed to identify, select, monitor, and 

evaluate sales channels. 

 Students will describe the techniques and strategies used to foster positive, ongoing, 

relationships with customers 

Essential Question: 

Students will be able to answer the question(s):  

 How does the sales process work? 

Essential Knowledge: 

 The students will be able to role play the parts of being sales personnel along with a 

customer by using the seven steps of the sale. 

 

5. Promotion 

Standards:   

 Students will explore 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. 

 Students will describe the concepts and strategies needed to communicate information 

about products, services, images and/or ideas to achieve a desired outcome. 

Essential Question: 

Students will be able to answer the question(s): 

 What is the main purpose of promotion? 

Essential Knowledge: 

 The students will be able to identify the different forms of promotions by creating a 

portfolio of examples. 

 

 

 

 

 

 

 

 


