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channel man-
agement.
4321022
Describe ethical
considerations
in

channel man-
agement.

information
management.
43210 29. Ex-
plain the nature
of marketing re-
search.
4321030.
Discuss the na-
ture of market-
ing research
problemsl/is-
sues.
4321031
Describe meth-
ods used to de-
sign marketing
research studies
(i.e., descriptive,
exploratory, and
causal).
4321032.
Describe op-
tions businesses
use to obtain
marketing-re-
search data
(i.e., primary
and secondary
research).
4321033.
Discuss the na-
ture of sampling
plans.

43210 34.
Describe data-
collection meth-
ods (e.g., obser-
vations, mail,
telephone, Inter-
net, discussion
groups, inter-
views, scan-
ners).

43210 35. Ex-
plain character-
istics of effective
data-collection
instruments.
43210 36. Ex-
plain techniques
for processing

4321056. Ex-
plain the role of
promotion as a
marketing func-
tion.
4321057. Ex-
plain the types
of promotion.
4321058.
Identify the ele-
ments of the
promotional mix.
4321059.
Describe the
use of business
ethics in promo-
tion.
4321060.
Describe the
use of technol-
ogy in the pro-
motion function.
4321061.
Describe the
regulation of
promotion.
4321062. Ex-
plain types of
advertising me-
dia

4321063.
Describe word
of mouth chan-
nels used to
communicate
with targeted
audiences
4321064. Ex-
plain the nature
of direct market-
ing channels
43210065.
Identify commu-
nications chan-
nels used in
sales promotion
4321066. Ex-
plain communi-
cations chan-
nels used in
public-relations

the

pricing function.
4321043. Ex-
plain legal con-
siderations for
pricing.
4321044, Ex-
plain factors af-
fecting pricing
decisions
4321052, Ex-
plain the con-
cept of product
mix.
4321053.
Describe factors
used by
marketers to po-
sition
products/ser-
vices.
4321054, Ex-
plain the nature
of
product/service
branding.
4321055. Ex-
plain the nature
of corporate
branding.
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marketing infor-
mation.

activities
4321067. Ex-
plain the nature
and scope of the
selling function
4321068. Ex-
plain the role of
customer ser-
vice as a com-
ponent of selling
relationships
4321069. Ex-
plain key factors
in building a cli-
entele.
4321070. Ex-
plain company
selling policies
4321071.Ex-
plain business
ethics in selling
4321076. Ex-
plain the selling
process
4321077. Es-
tablish relation-
ship wit cli-
ent/customer
4321078.
Determine cus-
tomer/client

needs
4321079.
Recommend
specific product
Curricu- - Textbook: (- Textbook: |- Textbook: |- Textbook: |- Textbook: |- Textbook: |- Textbook: |- Textbook: |- Textbook: - Textbook:
lum Mate- |Marketing, Marketing, 3e [ Marketing, 3e [Marketing, 3e [ Marketing, 3e | Marketing, 3e [ Marketing, 3e [ Marketing, 3e | Marketing, 3e Marketing, 3e
rials 3e, South- - Guided - Guided - Guided - Guided - Guided - Guided - Guided - Guided - Guided
Western Cen-|Notes: Chap- | Notes: Chap- |Notes: Chap- | Notes: Chap- | Notes: Chap- | Notes: Chap- [ Notes: Chap- | Notes: Chap- Notes:
gage ter 2 ter 3 ter 4 ter 5 ter 6 ter 7 ter 8 ter 9 - Assign-
- Guided - Assign- - Assign- - Assign- - Assign- - Assign- - Assign- - Assign- - Assign- ments:
Notes: Chap- |ments: 2.2 ments: 3.1 ments: Shut- |ments: 5.1 ments: 6.2 ments: 7.1 ments: ments: - Project-
ter 1 Supply & De- |Business tle Service Movie Thea- |Buying Mo- |[Market Seg- |- Project- - Project- Based
- Assign- amnd, Con- [Venture, Mi- |- Project- ter, 5.2 Suc- |tives ments, 7.2 Based Based Learning:
ments: 1.1 sumer Legis- |cro vs. Macro |Based cess Skills, |- Project- Positioning, |Learning: Learning: Virtual Busi-
Marketing lation - Project- Learning: 5.3 Frag- Based 7.3 Types of ness Soft-
Functions, - Project- Based Marketing an |mented Me- |[Learning: Competition, ware Simula-
1.2 Functions |Based Learning: unmarketable |dia 7.4 tion

Academic Services | Curriculum & Instruction

Adopted 03/18/2019



District Curriculum

E.'USD 348 Business | Marketing

of a Business |Learning: product/ser- |- Project- 6.1 Radio Ad- | Competitive
- Project- Socially Re- vice Based vertisement [ Information
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