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Marketing I is the foundation for all marketing courses. Students will learn basic principles that lead to careers in marketing, finance, hospitality, and management. Students will be introduced to the world of marketing including the free enterprise system. The seven core functions of marketing will be examined: Marketing Planning, Marketing-Information Management, Pricing, Product/Service Management, Promotion, Channel Management, and Selling. A central focus throughout the course will be the development of soft skills including teamwork, oral communication, written communication, decision-making, and emotional intelligence. Students should have the opportunity to participate in DECA, a student organization that prepares emerging leaders and entrepreneurs. DECA related activities and curriculum can be used as an approved part of all marketing classes.
Expectations of your Behavior

	- Be on time
- Follow all direction 

- Be Polite
- Work during all work times
- Keep your hands, feet, and objects to yourself

- Be prepared for class
- Be considerate of others
- Always try to do your very best all of the time
	




Materials Needed for Marketing
- 1 single subject notebook
- Pencil or Pen EVERYDAY!

- Planner

Grading Scale
30% - Formal Assessments (Tests)
20% - Quizzes

20% - Projects

20% - Homework (Including in class assignments)

10% - Participation (Did you try, make an attempt, give your best effort every day) 
Late Work Policy (Missing Work and Absentees)
If you are absent please check with me for assignments you have missed.  It is the student’s responsibility to obtain their make-up work.  Assignments that are older than two weeks late will be entered as a 0 in the grade book. 
 
Homework
Students may have homework in Marketing from time to time.  Since this is a high school course it is expected that students will complete homework assignments by the due date.  

Projects

There will be several projects throughout the year.  The purpose of projects is to take what we learn in class and use it in a creative and relevant manner.  Students will always have several weeks to complete projects, so they must manage their time effectively.  For some projects students will be allowed to work with others, but they are not required to do so.  

Test and Quizzes
It is expected that students will be prepared for tests and quizzes when they are scheduled.  Students should appropriately manage their personal time to prepare for these assessments.  In short, studying is homework.

Things the Classroom Needs/Donations: 
Clorox Wipes

Hand Sanitizer


Tape Refills

Kleenex 

Expo Markers


Spiral Notebooks
Utah State Standards and Objectives Covered:

Standard 1 Students will be introduced to the world of marketing.

	
	


Objective 1 Understand that marketing is all around us

	
	


Define the term “marketing” Identify the functions of marketing 

Objective 2 Understand the concept of private enterprise

	
	


Explain the importance of marketing in a global economy 

Identify types of economic systems (tradition, command, market, mixed) Understand the four pillars of the free enterprise system (Private Property, Price System, Competition, Entrepreneurship) Understand the role of entrepreneurs, businesses, government, and consumers in the free enterprise system 

Objective 3 Understand the marketing mix or 4P’s of marketing

	
	


Identify the four elements of the marketing mix (4P’s of marketing -Product, Price, Place, Promotion) Discover how each element is strategically used to make marketing decisions 

Objective 4 Students will understand how DECA integrates into the marketing classroom

	
	


Marketing Planning Standard 2 Students will understand the concepts and strategies utilized to determine and target marketing strategies to a select audience

	
	


Objective 1 Understand the concept of market and market identification

	
	


Define the term “market” Define the term “target market” Understand how to identify an appropriate target market Understand the difference between B2B marketing and B2C marketing Explain the role of situational analysis in the marketing planning process 

Objective 2 Understand the concept of market segmentation

	
	


Define the term market segmentation Understand common methods used to segment a market (demographic, psychographic, geographic, and behavioral) 

Objective 3 Understand the importance of evaluating marketing plans

	
	


Define Return on Marketing Investment (ROMI) Explain methods to monitor and evaluate performance of marketing plans. Marketing-Information Management

Standard 3 Students will understand the concepts needed to gather and evaluate information for use in making business decisions

	
	


Objective 1 Describe the need for marketing information

	
	


Objective 2 Understand marketing-research activities

	
	


Explain the nature of marketing research Identify sources and types of primary and secondary research Explain importance of determining the marketing-research problem Understand the need to interpret, assess, and evaluate marketing information 

Objective 3 Understand how to employ marketing-information to develop a marketing plan

	
	


Explain the concept of marketing strategies Explain the importance of designing marketing strategies based on market research Explain the nature of marketing plans 

Pricing Standard 4 Students will understand concepts and strategies utilized in determining and adjusting prices to maximize return and meet customers’ perceptions of value

	
	


Objective 1 Explain the nature and scope of the pricing function

	
	


Understand the concept of break-even point 

Objective 2 Understand how basic economic principles affect pricing

	
	


Explain the principles of supply and demand Identify factors affecting a business’s profit  Explain the concept of competition 

Product/Service Management Standard 5 Students will understand the concepts and processes needed to obtain, develop, maintain, and improve a product or service mix in response to market opportunities

	
	


Objective 1 Explain and describe the nature and scope of the product/service management function

	
	


Identify the components of the product life cycle Identify the impact of product life cycles on marketing decisions Understand market position and market share 

Objective 2 Understand the importance of generating product ideas to the ongoing success of a business

	
	


Identify product opportunities Identify methods/techniques to generate a product idea 

Objective 3 Understand how product-mix strategies are employed to meet customer expectations.

	
	


Explain the concept of product mix Describe the nature of product bundling 

Promotion Standard 6 Students will understand the concepts and strategies needed to communicate information about products, services, images, and/or ideas to achieve a desired outcome

	
	


Objective 1 Understand the nature and scope of promotion

	
	


Explain the role of promotion as a marketing function 

Identify elements of the promotional mix (advertising, public relations, personal selling, sales promotion) Explain the nature of a promotional plan Explain the importance of coordinating activities in the promotional mix 

Objective 2 Understand promotional channels used to communicate with the targeted audiences

	
	


Explain types of advertising media used to communicate with target audiences Understand the use of public-relations activities to communicate with targeted audiences Identify methods personal selling is used to communicate with targeted audiences Identify and explain communication methods used in sales promotions Understand the use of social media tools to communicate with targeted audiences Identify metrics used to assess results of promotional efforts 
Channel Management Standard 7 Students will understand the concepts and processes needed to identify, select, monitor, and evaluate sales channels

	
	


Objective 1 Explain the nature and scope of channel management

	
	


Define sales channel Identify members of a sales channel 

Objective 2 Explain the nature of channels of distribution

	
	


Define channel of distribution Understand the role of intermediaries Understand exclusive, selective, and intensive distribution 

Selling Standard 8 Students will understand 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

	
	


Objective 1 Acquire a foundational knowledge of selling to understand its nature and scope

	
	


Explain the nature and scope of the selling function 

Explain the role of customer service as a component of selling relationships 

Objective 2 Acquire product knowledge to communicate product benefits and to ensure appropriateness of product for the customer

	
	


Identify methods to acquire product information for use in selling 

Analyze product information to identify product features and benefits 

Objective 3 Understand sales processes and techniques to enhance customer relationships and to increase the likelihood of making sales

	
	


Explain the selling process Discuss motivational theories that impact buying behavior 

