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CLUSTER CURRI CULUM FRAMEWORK

Cluster Title: Mar keti ng and Sal es

Cluster Type: Job Preparatory

Occupati onal Area: Mar ket i ng Educati on

Conponent s: Core, Seven Progranms, and Ei ght Gccupationa

Conpl eti on Poi nts
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Cl P Number: 0208. 0700CL 0208. 0700CL
Grade Level: 9-12, 30, 31 30, 31
Facility Code: 222 222
CTSC DECA Del ta Epsilon Chi
Coop Met hod: Yes Yes
Apprenticeshi p: No No

PURPOSE: The purpose of the prograns in this cluster is to
prepare students for enploynent or advanced training in the

mar keti ng and sales industry. This cluster of prograns focuses on
broad, transferable skills and stresses understandi ng and
denmonstration of the follow ng el enments of the marketing industry:
pl anni ng, managenent, finance, technical and production skills,
underlying principles of technol ogy, |abor issues, community

i ssues, and health, safety, and environnmental issues.

CLUSTER STRUCTURE: This cluster is a planned sequence of

i nstruction consisting of a core, seven prograns, and eight
occupational conpletion points. Wen the recormmended sequence is
foll owed, the structure will allow students to conplete specified
portions of the program for enpl oynent or remain for advanced
training. A student who conpl etes the applicable conpetencies at
any occupational conpletion point may either continue with the
trai ning program or beconme an occupational point conpleter

It is reconmended that students conplete the core, or denonstrate
the mastery of skills standards contained in the core, before
advancing in any of the prograns: Acadeny of Fashion Marketing,
Acadeny of Sport, Recreation, and Entertai nment Marketing,

I nsurance Marketing, Internet Marketing, Marketing Managenent,
Rest aurant Marketing, and Retail Food Marketing.



CLUSTER

The follow ng diagramillustrates

MARKETI NG AND SALES

Secondary and Post secondary
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When offered at the secondary level, the programs in this cluster
consi st of the two core courses and a course specializing in the
particul ar area of study:

CORE: 8827110 - Marketing Essentials
8827120 - Marketing Applications

I nsurance Marketing - 8836100/ MB10010
CORE
8836110 - I|nsurance Marketing Operations

I nternet Marketing - 8827200/ MB99992
CORE
8827210 - Internet Marketing

Mar ket i ng Managenent - 8827100/ M399991
CORE
8827130 - Marketing Managenent

Rest aurant Marketing - 8824100/ MB09050
CORE
8824110 - Restaurant Marketing Operations

Retail Food Marketing - 882110/ M3806010
CORE
8821110 - Food Marketing

Acadeny of Fashi on Marketing* - 8806000/ MB01020
8806010 - Fashion Essentials

8806020 - Fashi on Applications

8806030 - Fashi on Marketing Managenent

Acadeny of Sport, Recreation, and Entertai nment Marketing**

- 8827400/ MB99400

8827410 - Sport, Recreation, and Entertai nment Essentials

8827420 - Sport, Recreation, and Entertai nment Applications

8827430 - Sport, Recreation, and Entertai nment Mrketing
Managenent

* The fashion enphasis in this program necessitates different
course nunbers for the core. The conpetencies are sinmlar to the
core for the other prograns.

** The sport, recreation, and entertai nnent enphasis in this
program necessitates different course nunbers for the core. The
conpetencies are simlar to the core for the other prograns.

I11. LABORATORY ACTIVITIES: Laboratory activities are an integral part
of this cluster. Equipnment and supplies should be provided to
enhance hands-on experiences for students in the chosen
occupati on.




SPECI AL NOTE: DECA, “An Association of Mrketing Students”
(secondary), and Delta Epsilon Chi, “An Association of Marketing
Students” (postsecondary), are the appropriate career and
techni cal student organizations for providing | eadership training
and for reinforcing specific career and technical skills. Career
and Techni cal Student Organizations, when provided, shall be an
integral part of the career and technical instructional program
and the activities of such organizations are defined as part of
the curriculumin accordance with Rule 6A-6.065 (8), FAC.

Cooperative training (QJT), 8800410/ M899990/0208. 9999CP, or Cui ded
Wor kpl ace- Learni ng, 8300430/ D886300/ 1098. 8630CP, are highly
recommend for use with this program as a work-based | earning
experience. Wen OIT is offered, each student is required to have
a training agreenent and a training plan, signed by the student,
par ent/ guardi an, teacher/coordinator, and enployer. The training
pl an shall include a diverse list of instructional objectives and
on-the-job and in-school |earning experiences. The workstation
shall reflect equipnment, skills, and tasks relevant to the
occupation the student has chosen as a career goal. The student
nmust receive conpensation for work perforned.

When CGui ded Workpl ace-Learning is offered, the student is allowed
to work a maxi mum of 450 hours and nust participate, with the
wor k- based | earning site supervisor, in a preplacenent conference
A wor k- based | earni ng plan nust be devel oped to include the

| earni ng obj ectives, nethods of |earning, activities/
responsibilities, time required, provisions for supervision, and
nmet hod(s) of student evaluation. Students nust also neet a

m ni mum of once per week for the purpose of related instruction
and devel opnental activities. Enploynent may be either paid or
unpai d. (For additional information consult the Gui ded Workpl ace-
Learni ng framework.)

It is highly recomended that for every 20 students (or portion
thereof) enrolled in Marketing QJT and/or Cui ded Workpl ace-
Learni ng, the teacher/coordi nator be given a m ni num of one hour
of QJT-coordination release tine per day for the purposes of
visiting students on the job and managi ng the cooperative method
of instruction.

The teacher/coordinator should visit each training site for the
pur pose of observation a mnimum of once during each grading
period, preferably while the student is actually working. A second
contact each grading period for the purpose of evaluating the
student's progress in attaining the conpetencies listed in the
wor k- based | earning/training plan is highly reconmended.

On-the-job activities my be continued as a summer | earning
experience w thout classroominstruction for students who
participated in the program during the school year imediately
precedi ng the sumer assi gnment.



The OJT course may be taken by a student for one or nobre senesters
at the secondary | evel enabling the student to earn multiple
credits. The specific student performance standards, which the
student nust achieve to earn credit, nust be specified in the QIT
trai ning plan.

In accordance with Rule 6A-10.040, FAC., the m ninmum basic skills
grade levels required for postsecondary adult vocational students
to exit the prograns in this cluster are listed at the program

| evel or at the occupational conpletion points within the program
These grade | evel nunbers correspond to a grade equival ent score
obtai ned on one of the state designated basic skills exam nations.
If a student does not neet the basic skills level required for
conpl etion of the program renediation should be provided
concurrently through Vocational Preparatory Instruction (VPI).

Pl ease refer to the Rule for exenptions.

When a secondary student with a disability is enrolled in a
vocational class with nodifications to the curriculum framework,
the particul ar outcones and student performance standards, which
the student nust master to earn credit, nust be specified on an

i ndi vidual basis. The job or jobs for which the student is being
trai ned should be reflected in the student’s desired postschoo
out come statement on the Transition |Individual Educational Plan
(Transition | EP).

SCANS Conpet enci es: Instructional strategies for this program nust
i nclude methods that require students to identify, organize, and
use resources appropriately; to work with each other cooperatively
and productively; to acquire and use information; to understand
soci al, organizational, and technol ogi cal systenms; and to work
with a variety of tools and equipnment. Instructional strategies
nmust al so i ncorporate nmethods to i nprove students' persona
qualities, higher-order critical thinking skills, and problem
solving, technical, and literacy skills.

To be transferable statew de between institutions, this

progranf course nust have been reviewed, and a "transfer val ue"
assigned the curriculum content by the appropriate Statew de
Course Nunbering System discipline comrittee. This does not
preclude institutions from devel opi ng specific program or course
articul ati on agreenents with each ot her

When offered at the postsecondary adult vocational level, this
program may be offered in courses. Vocational credit shall be
awarded to the student on a transcript in accordance with Section
230.643 F. S

Equi pment List: A generic furniture and equipnment list is
avail able for the prograns in this cluster at the Marketing
Educati on website, http://ww.firn.edu/doe/bi n00029/ nk_cont. ht m
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Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS
CORE OF MARKETI NG AND SALES CLUSTER

Cour se Nunber: 8827110
Course Title: Mar keti ng Essentials
Course Credit: 1

COURSE DESCRI PTI ON:

The purpose of this course is to devel op the conpetencies essential to
mar keti ng. These conpetenci es i nclude human rel ations, enployability,
comuni cation, math, and econonic skills. The fundanentals of marketing
and selling are also included. There is not an occupational conpletion
point after the conpletion of this course.

o

01. Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
mar ket i ng occupati ons.

03.0 Denonstrate proficiency in applying comuni cati on and
technol ogy skills.

04.0 Denonstrate proficiency in applying math skills unique to
mar ket i ng.

05. I dentify econonic principles.

06. Identify marketing and busi ness fundanental s.

07.0 ldentify effective selling techniques and procedures.

o o
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Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS CORE

Cluster Title: Mar keti ng and Sal es
Course Title: Mar keti ng Essentials
Cour se Nunber: 8827110

Course Credit: 1

01.0 DEMONSTRATE EMPLOYABI LI TY SKILLS--The student will be able to:

01.01 Identify and utilize resources used in a job search (e.qg.

01.

01.

01.

01.

01.

01.

02

03

04

05

06

07

net wor ki ng, newspaper, Internet). LA A 1.4.1, LA A1l.4.2

LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ24.3,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,
LA D1.4.2, LAD1.4.3, LAD24.1 LAE246, MAA 3. 4.2,
SC.H. 3.4.5, SC.H 3.4.6, SS.D.1.4.1

Di scuss i nportance of drug tests and crininal background
checks in identifying possible enpl oynent options.
LAA141 LAA1L1.42 LAA1.43 LAALLl44 LAB14.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.2, LAB2.4.4, LAC 1. 4.1,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD24.1 LAD2.4.4 LAD24.5,
SC.H. 3.4.1, SC.H.3.4.3, SS.A. 5.4.7

Identify steps in the job application process including
arranging for references and proper docunentation (e.gqg.
green card). LA A 1.4.1, LAA1.4.2, LA A1l 4.3,

LA A1l 4.4 LAA2.4.1 LAA2.4.2, LAA2 4.3, LAAZ2 4.4,
LA.A2.4.5 LAA2 4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD241 LAE246, MVAA5 41 SCH3.4.6
Identify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LA A 1l.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LA D241, LAE24.6,
MA.A 5.4.1, SC.H3.4.6, SS.A 5.4.7

Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter
letter of resignation, and letter of recomendati on
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..3,
LA B.2.4.4, MVAA1l 41 SCH3.4.2

Identify and denonstrate appropriate dress and groom ng for
employment. LA A 2.4.4, LAA2.4.7, LAA2.4.8 LAC3.43
SC.H.3.4.3

Identify and denonstrate effective interviewi ng skills
(e.g., behavioral). LA A 1.4.3, LAC1l.4.1, LA C1.4.3,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4, LAD1l.4.1,



LA.D.1.4.3, LAD24.1 MAAIL1L41 M. AL14.3,

LA.D.1.4.2,

SS.C.2.4.3

SC. H. 3. 4. 3,
01. 08 Descri be nmethods for

i nterview and

handling ill ega

LA.A1.4.3, LAAZ2.4.2,

LA.A1.4.2,

application questions.

LA.A2.4.5 LAAZ2.4.8 LAB1.41 LAB14.2,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.1.4.3,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C. 1.4.4,

LAD.1.4.2, LAD1.4.3, LA D241, LADZ24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D 2.4.5 LAD2. 4.6, SC.H3.4.1,

LA.D. 2.4.3,

SS.A.5.4.7
01.09 Discuss state and federa

| abor | aws regulating the
Law, sexual

Child Labor

har assnment, EEQCC
LA A 1.4.3,
LA.B.1.4.3, LA.B.2.4.2,

LAA1.4.1, LAA1.4. 2,
LA.B.1.4.2,

wor kpl ace (e.g.
FMLA, GOSHA).
LA B. 1.4.1,

ADA,
LA A 1.4.4,

LAC1l.4.1, LAC1.4.3, LAC3.4.1, LA C3.4.2,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5, SS.C.2.4.3, SCH3.4.4
01.10 Identify positive work attitudes and behavi ors such as

LA.D. 2. 4.4,

LA.D.2.4.1,

fairness,

respect, responsibility,
LA A1.4.1 LAAL1L1lA4 2,

conpassi on,

honesty,

and cari ng.

trustwort hi ness,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA D2.4.1, LAE2.4.6, SCH3.4.3
01.11 Identify ways to work cooperatively in a business situation

LA.D. 1.4.3,

LA.D.1.4.2,

wi th diverse popul ati ons and the physically chall enged.

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

LA E 2.4.6
01. 12 Describe inportance of producing quality work and neeting

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

per f ormance st andards.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE 2.4.6, SC.H 3.4.2

LA.D. 1.4.3,
01. 13 ldentify persona

preventing

and business ethics (e.qg.,

and unaut hori zed di scounti ng).

pilfering,

t heft,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LA/A2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

MACAL.4.1, MAAL4.2 M AL 43 MALA4LA4,

LA E 2.4.6,

SS.C.2.4.6

0l1. 14 Denonstrate orderly and systematic behavi or

SS.C. 2.4.3,

SC. H. 3. 4.3,

by creating and

LA.B.1.4.1,

LA.A 1.4.3,

mai ntai ni ng a nonthly planner.

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.D.1.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.B. 2. 4.4,



LA.D.2.4.2, LAD2.4.3, LA D244, LAD24.5, LAD24.6,
LA E2.4.4, LAE 2.4.6, LAE 2.4.8, VAA5 4.1 MAB1l.4.2

01.15 ldentify qualities typically required for pronotion (e.qg.
productivity, dependability, responsibility). LA A 1.4.1,
LAA1.4.2 LAA1L1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 248 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE24.6,
SC.H.3.4.3

01.16 ldentify how to prepare for job separation and re-
employment. LA A 1.4.1, LAA1.4.2, LAA1.4.3 LAALl44
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1l.4.4, LAC24.1 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6, SCH3.4.5

01.17 Create and maintain a portfolio of docunents for job

placenent (e.g., resune, letters of reconmendation, awards,
evi dence of participation in school/conmunity/vol unteer
activities, enployer evaluations). LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
MA.A 1.4.1, MA A 1l.4.4, SCH 3.4.5 SCH3.4.6

01.18 Identify and practice stress managenent and rel axation
techniques. LA A 1.4.1, LAA1.4.2, LAA1.4.3, LAAL1lA4 4

LAA2.4.1, LAA2.4.2, LAA2.4.3 LAAZ2 4.4, LA A 2.4.5,
LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l.41 LAB1.4. 2,
LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2 LAD1.4.3,
LA.D.2.4.1, LAE 2.4.6

01. 19 Discuss inportance of practicing positive custoner service
skills. LA.A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.C1.4.1, LAC1.4.2, LAC1l.4.4, LAC3.4.1 LAC3.4.2

02.0 DEMONSTRATE HUMAN RELATI ONS SKI LLS NECESSARY FOR SUCCESS | N
MARKETI NG OCCUPATI ONS- - The student will be able to:

02. 01 Denpnstrate ability to work cooperatively with team nenbers,
supervi sors, and custoners from di verse cultura
backgrounds. LA A 1.4.3, LA C.3.4.2, LA D1.4.1,
LA.D.1.4.2, LA D.1.4.3

02. 02 Define and di scuss issues involving gender equity,
disability, and age. LA.B.2.4.1, LA B.2.4.2, LA B.2. 4.
LA.B.2.4.4, LA C.3.4.1, LA C.3.4.2, LA C3.4.3, LA C3
LA.C.3.4.5, LA D1.4.1, LAD1.4.2, LAD1.4.3

02. 03 Denobnstrate interpersonal skills (e.g., courtesy, loyalty,
being a teamplayer). LA C. 1.4.3

02.04 ldentify and define friendliness, adaptability, enpathy, and
politeness as relates to business. LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C. 3.4.4, LA C. 3.4.5

02. 05 Explain concepts of integrity, credibility, reliability, and
perseverance. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

3
4.4,



03.

02.
02.
02.

02.
02.

02.
02.

02.

02.

02.

02.

02.
02.

02.

06
07
08

09
10

11
12

13

14

15

16

17
18

19

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denonstrate personality traits inportant to business (e.g.

i nterest, enthusiasm honesty, responsibility, flexibility).
Mai ntai n professional personal appearance and attitude.
Denonstrate ability to use creative problem sol ving,

deci si on-maki ng, and critical thinking strategies.

LA A2.4.7, LAA24.8

Denonstrate sel f-nmanagenent, initiative, and rulti-tasking.
Expl ai n concepts of self-understandi ng, self-esteem and
self-imge. LA A 1.4.3, LAB.1.4.2, LAB1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate professional behavior and etiquette. LA D 1.4.2
Denonstrate respect for the opinions, custons, and

i ndi vidual differences of others. LA D.1.4.2, LA D1.4.3
Set personal and career goals and devel op a plan of action
to achieve those goals. LA B.2.4.2, LA A2 4.4

Identify areas where personal and professional change and
adj ust rent nmay be necessary. LA A 1.4.3, LA B. 1. 4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denmonstrate ability to offer and accept feedback

LA.C. 3.4.2

Identify and practice stress nanagenent and rel axation

t echni ques.

Mai ntain confidentiality of business nmatters.

Support and foll ow conpany policies and procedures (e.g.
attendance, tardiness, returns).

Devel op and denonstrate human rel ations skills needed for
successful entry and progress in occupation selected by the
student as a career objective. LA.C 1.4.3, LA C 3.4.2,
LA.D1.4.2

DEMONSTRATE PROFI Cl ENCY | N APPLYI NG COMVUNI CATI ON AND TECHNOLOGY

SKI LLS--The student will be able to:

03.01 Identify and apply effective workpl ace conmuni cation skills
(e.g., verbal, nonverbal, witten, electronic). LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4

03.

03.

03.

02

03

04

LA.C. 3.4.5

Descri be effective staff communication and its uses (e.qg.

i nter-personal, departnmental, inter-departnental, conpany).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denmonstrate ability to read and conprehend witten
conmuni cati ons.

Identify a variety of forns of witten business

comuni cations utilized in the workplace. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C. 3.4.5

10



03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

05

06

07

08

09

10

11

12

13

14

15

16

17

18

19

Prepare a business letter, menmorandum fax, and e-nmmil.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB24.4

Denonstrate ability to speak effectively to custoners/
clients, co-workers, supervisors, and vendors using
appropriate grammr and term nology. LA C 3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4

Di scuss i nportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Prepare and deliver a business-related presentation.
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4

Denonstrate active |listening strategies that inprove
under st andi ng and performance. LA.C.1.4.1, LA C 1.4.2,

LA C1.4.3, LAC1l.4.4

Descri be positive custonmer relations. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Denmonstrate conflict and di spute resol ution techniques.
LA A1.43 LAE24.1

Identify means of nonverbal comunication. LA A 1.4.3,
LA.C2.4.1, LAC2.4.2

Denmonstrate effective tel ephone and e-mail techni ques and
etiquette/netiquette in a business situation. LA B.2.4.4,
LA.C1.4.3, LAC3.4.2

Di scuss met hods of resolving custoner conplaints.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5 LAE 241 LAE24.2
Interpret business policies to custoners/clients.

LA A2.4.7, LAA24.8

Di scuss inportance of providing clear directions,
descriptions, and explanations. LA A 1.4.3, LAA2 4.1
LA A 2.4.4, LAB1.4.2, LAB1.4.3, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, L
LA.C.3.4.4, LA C.3.4.5

Denonstrate ability to | ocate, understand, interpret
informati on found in trade journals, manuals, graphs,
schedul es, charts, diagrans, and |Internet resources.

LA A 2.4.4, LAA2.4.6, LAA2.4.7, LAA2.4.8, LA B. 2. 4.4,
LA.C.3.4.3, MVAMA4.4.1

Identify types of technol ogy/equi pment used in the

wor kpl ace. LA.B.2.4.4

Define hypertext, URL, links, Internet Service Provider
(I1'SP), bulletin board service (BBS), electronic storefront,

LA.B.2.4.2,
LA.C. 3.4.3

A B.2.4.1, LAB24.2,
A.C3.4.2, LA C3.4.3

e-mail, newsgroups, flames. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

11



04.0 DEMONSTRATE PROFI Cl ENCY I N APPLYI NG MATH SKILLS UNI QUE TO

MARKETI NG- - The student will be able to:

04.01 Perform addition, subtraction, rmultiplication, division

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

02

03

04

05

06

07

08

09

10

11

12

13

14

15

16

17

18

rati os, and percentage problens as related to industry.
MAA1.4.1, MMAAL142 MAAL143 MAL1l 4.4 M.B 143,
MA.B.3.4.1, MAE1l.4.1, MAE11l42 MAE1..4.3

Apply problem solving techniques to sales rel ated
transactions including cash, checks, debit cards, credit
cards, discounts, |layaway, C. O D., returns, gift
certificates, and automatic fee withdrawals. MA A 1.4.1,
MAA1.4.2, MAMA1.43 MAI1L144 MAA2.42 MAADS 41
Interpret quantitative information fromtables, charts, and
graphs as related to the workplace. LA A 1.4.3, MAA1.4.1,
MAA1.4.2, MAMA1.4.3 MAL11l44 MAB1.4.3, M.B3.4.1,
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Denonstrate ability to nake change correctly. MA A 1.4.1,
MAA1.4.2, MAMAL1.4.3 MAI1L144 MAA2.42 MAB3.4.1
Calculate tax, gratuity, commission, and m scell aneous
charges. MA A 1.4.1, MAA1l.4.2 MAA1.4.3, MAA2 4 2,
MA.B.3.4.1

Denonstrate ability to collect, organize, and interpret
data, and predict outcones relative to opening and cl osing
procedures for a sales termnal. MAE 1.4.1

Col | ect and anal yze sales information to determ ne stock
turnover and stock-sales ratio. MAE 1.4.1, MAB.1.4.3
Apply standard industry fornula to determ ne markup and

mar kdown on merchandi se. MA.A 5.4.1

Apply mat hemati cal concepts to conpl eting purchase orders,

i nvoi ces, packing slips, and shipping and handling charges.
MAA1.4.1, MMAL143 MAIL1L42 MALl44 MAA24.2
Anal yze standard industry fornulas relative to discount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE 1.4.1

Identify conponents of a break-even analysis. LA A 1.4.3

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Comput e and anal yze a break-even point.

Operate 10-key keypad. MA A 1.4.1, MA A 1.4.2, MAAL1lA4 3,
MA.A1.4.4, MAB.1.4.3, MAB3.41 ME141 ME1l4.2

MA.E. 1.4.3

Read and interpret a | ease agreenent. LA A 1.4.2,

LA A 242, LAA245 LAA248, MAB3.4.1

Read and interpret a contract for purchase of real estate.
LA A1.42 LAA242 LAA245 LAA248 MAB3.4.1
Read and conpl ete an application for a bank | oan.

LA A1.4.2 LAA242 LAA245 LAA248 MAB3.4.1
Cal cul ate the areas of surface and conplete an accurate
estimate of the costs of materials for covering those
surfaces, including applicable taxes. MA. B.1.4.1,
MA.B.1.4.3

Use ratios, proportions, and scales to calculate distance on
a map and cal cul ate the square footage of roons in a

12



05.0

| DENTI FY ECONOM C PRI NCl PLES- - The student wil |

bui l di ng using a sc
MA.B.3.4.1

aled plan. MA.B.1.4.1, MAB.1.4.3

be able to:

05. 01 Expl ain concept of econonics and economc activities.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

02

03

04

05

06

07

08

09

10

11

12

LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS.D2.4.5

Expl ai n concept of econom c goods and services. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 Ss.D.2.4.1

Expl ai n concept of economc resources. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 Ss.D.1.4.1

Expl ain concept of utility (form place, tinme, possession
information). LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

Expl ai n concept of "supply and demand." LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.2

Expl ai n concept of price. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.1

Identify, conpare, and contrast mjor types of econonic
systems. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 SS.D.2.4.1,
SS.D.2.4.6

Expl ain rel ati onship between governnment and busi ness.

LA A1.4.3, LAB1.4.1, AB1.4.2 LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.4

Expl ai n concept of private enterprise and busi ness
ownership. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1
Explain role of profit notive. LA A 1.4.3, LAB1.4.1

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

Expl ain concept of risk. LA A 1.4.3, LA B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

Expl ai n concept of conpetition. LA A 1.4.3, LA B.1.4.1

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3
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06.

05.

05.

05.

13

14

15

LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4
LA.C. 3.4.5, SS.D.1.4.1,

Expl ai n concept of productivity. LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

Identify conponents of gross national product (GNP) and
gross donestic product (GDP). LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB24.2, LA
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA
LA.C.3.4.5, SS.D.2.4.5

Expl ain function of the Federal Reserve Board. LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.2.4.5

| DENTI FY MARKETI NG AND BUSI NESS FUNDAMENTALS- - The student will be

able to:

06. 01 Define marketing and its role. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

06.

06.

06.

06.

06.

06.

06.

02

03

04

05

06

07

08

LA.C.3.4.5

Expl ai n purpose of marketing in the free enterprise system
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS.D2.4.4

Identify and explain the four foundations of marketing.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,

LA.C. 3.4.3, LA C. 3.
Identify and expla
mar keti ng. LA A 1.

.4, LA.C.3.4.5

di fferences between indirect and direct
.3, LAB.1.4.1, LAB.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify and explain the functions of and differences

bet ween marketing and nmerchandising. LA A 1.4.3
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

Expl ain relationship of marketing to business and the
econony (e.g., SWOT anal ysis--strength, weakness,
opportunity, threat). LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n i nportance and net hods of conducting market research
(e.g., sanpling, surveys, focus groups, etc.). LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

Di scuss maj or fields of business activity (extractive,
subcontracti ng, manufacturing, wholesaling, retailing,
services, cottage industries, urban street sales).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,

B N = T - - >N [ SN SN S

-

A B.2.4.2,
A.C.3.4.3

A 1.4.3,
B.2.4.2,
C.3.4.3
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06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

09

10

11

12

13

14

15

16

17

18

19

LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify, explain, conpare, and contrast the different types
of business ownership (sole-proprietorship, partnership
corporation, franchise, licensing). LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA
LA.C.3.4.5, LAE2.4.7

Expl ai n concept of narketing strategies. L
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB 2.
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC.3.
LA.C.3.4.4, LA C.3.4.5

Expl ai n concept of narket segnentation and denographi cs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n i nportance and techni ques of offering the right

wnN
Rl

Om

A A
4.1,
4.2

h
mer chandi sing blend. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain nature of channels of distribution. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Expl ain el enents that allow devel opment of a marketing plan
(e.g., research, advertising, public relations, direct and

i ndirect marketing, pronotions, nerchandising, distribution
etc.). LA A1.4.3, LAB1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain factors affecting pricing decisions. LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5

Di fferentiate anong the three basic categories of consuner
goods (conveni ence, shopping, and specialty). LA A 1.4.3
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LA C3.4.
LA.C.3.4.4, LA C.3.4.5

Di scuss role e-conmerce will play in the marketing of goods
and services. LA.A1.4.3, LAB1.4.1, LA B 1.4 2

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain network marketing (multilevel marketing) and how it
differs froma pyram d schenme. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Di scuss the role of federal regulatory agencies [e.g., Food
and Drug Administration (FDA), Consuner Product Safety

Commi ssi on (CPSC), Environnental Protection Agency (EPA),
Securities and Exchange Conmi ssion (SEC), Federal Trade
Commi ssion (FTC), GOccupational Safety and Health

Admi nistration (OSHA)]. LA A 1.4.3, LAB1.4.1, LAB. 1. 4.2,

A
A
A

OlIH-‘
wnN A
A AW
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07.0
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| DENTI FY EFFECTI VE SELLI NG TECHNI QUES AND PROCEDURES- - The st udent

will be able to:

07.01 Expl ain purpose, principles, and inportance of selling.

LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.02 ldentify qualities of a professional sales associate.

LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.03 ldentify an effective sales presentation for a target
mar ket, including steps of a sale; consuner buying notives;
approaches through greeting, nerchandi se, and service;
proper tine to approach a customer to open sale; feature-
benefit analysis; building and closing the sale; and
suggestion and substitution selling. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

07.04 Handl e di fferent custoner types, such as the casual | ooker
t he deci ded custoner, the undeci ded customer, and the
di fficult custoner.

07.05 Discuss inportance of neeting specialized sal es needs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.06 Denonstrate conpleting the sales transaction, including
nmet hod of paynent and counting back change; the proper way
to fold, wap, and bag nerchandi se after sale; and thanking
the customer and inviting themto return.

07.07 Discuss reasons for nmaintaining a client file. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LA B .4, LA.C.3.4.1, LA C.3.4.2, LAC3.4.3

2.4 ,
LA.C.3.4.4, LA C. 3.4.5
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July 2001
Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cluster Title: Mar keti ng and Sal es
Course Title: Mar keti ng Applications
Cour se Nunber: 8827120

Course Credit: 1

COURSE DESCRI PTI ON:

This course is designed to provide students with an in-depth study of
marketing in a free enterprise society and provide the know edge,
skills, and attitudes required for enploynent in a wide variety of
mar ket i ng occupations. After successful conpletion of the core

(Marketing Essentials and Marketing Applications) students will have net
Occupational Conpletion Point - Data Code A, Sal esperson, Retail - OES
49011.

08.0 Select a marketing industry for career planning.

09.0 Denonstrate applications of distribution to the selected
mar keti ng i ndustry.

10.0 Dempnstrate applications of financing to the selected
mar keti ng i ndustry.

11.0 Denpnstrate applications of product/service planning to the
sel ected marketing industry.

12.0 Dempnstrate applications of marketing-information managenent
to the selected nmarketing industry.

13.0 Denpnstrate pricing applications for the selected marketing
i ndustry.

14.0 Dempnstrate pronotion applications for the selected
mar keti ng i ndustry.

15.0 Dempnstrate purchasing applications to the selected
mar keti ng i ndustry.

16.0 Dempnstrate applications of safety and risk nanagenment to
the sel ected marketing industry.

17.0 Dempnstrate applications of selling to the selected
mar keti ng i ndustry.

18. Denonstrate an understandi ng of entrepreneurship

19.0 Identify the uses of technol ogy in marketing.

o
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July 2001

Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS CORE

Cluster Title: Mar keti ng and Sal es
Cour se Nane: Mar keti ng Applications
Cour se Nunber: 8827120

Course Credit: 1

08.0 SELECT A MARKETI NG | NDUSTRY FOR CAREER PLANNI NG - The student will
be able to:

08.01 Identify current enploynment opportunities in marketing
related fields.

08.02 ldentify sources of information for career planning
including the Internet. LA . B.2.4.4

08. 03 Conduct in-depth career research including requirenments for
entry and advancenent, career |adders, and opportunities
related to the career field. LA B.2.4.4

08.04 Explain duties, responsibilities, and needed skills and
know edge of a particular career. LA A 1.4.3, LA B 1.4.2
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, LAB24.3, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC

08.05 ldentify advantages and di sadvantages of a particul ar
career. LA A1.4.3, LA A2 4.4, LAB1.4.2, LA B 143
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

08. 06 Conpl ete self-assessnents and analysis of life-style goals
and career aspirations. LA A 1.4.4, LA B.2.4.3

08. 07 Devel op an individualized educati on and career plan rel ated
to a major marketing field. LA A 2.4.4, LAA2.4.6

08.08 Wite a job description for a sel ected narketing occupation
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB2.4.4

2.4.4,
3.4.5

9.0 DEMONSTRATE APPLI CATI ONS OF DI STRI BUTI ON TO THE SELECTED MARKETI NG
| NDUSTRY- - The student will be able to:

09. 01 Explain the concepts and processes needed to nove, store,
| ocate, and/or transfer ownership of goods and services.
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3,
LA.C.3.4.4, LA C.3.4.5

09. 02 Expl ain concepts of physical distribution and transportation
systens related to the industry. LA A 1.4.3, LA B 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

09.03 Identify and anal yze appropriate transportation services for
the industry. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB. 2. , LA/B.2.4.4, LA.C. 3.4.1,

3.4.3 . .4.5

4.3
LA.C.3.4.2, LA C , LA.C.3.4.4, LA C
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10.

09.

09.

09.

09

04

05

06

.07

Devel op appropriate plans utilizing the channels of
distribution for the selected narketing industry.

LA A2.4.4, LAA24.6

Denmonstrate skills required for materials and service
managenent .

Anal yze information related to routing and tracking
nmerchandi se. LA A 2.4.7, LA A2.4.8

Expl ain the rel ationshi p between custoner service and

distribution. LA A 1.4.3, LAB1.4.2 LAB1 4.3,
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4 LAC3.4.5

DEMONSTRATE APPLI CATI ONS COF FI NANCI NG TO THE SELECTED MARKETI NG
I

| NDUSTRY- - The student w |

be able to:

10. 01 Expl ain financial concepts used in nmaking business

10.

10.

10.

10.

10.

10.

10.

10.

02

03

04

05

06

07

08

09

decisions. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n concept of financial administration. LA A 1l.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

Expl ain di fference between income (credit) and expense
(debit). LA A 1.4.3, LAB.1.4.2, LAB1.4.3, LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Descri be and prepare a cash-flow statenent. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Identify various types of credit policies and procedures.
LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Expl ai n purposes and inportance of credit. LA A 1.4.3,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5
Identify the positive and negative inpacts of using credit

in marketing situations. LA A 1.4.3, LA A 2. 4.4,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C3.4.5, MVAA4.4.1 MAE11l.4.1 MAE1l.42 MAE1.4.3
SS.D.1.4.2
Conpare and contrast the use of different credit
applications. LA A 1.4.3, LA B 1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAE24.7,
MA.A4.4.1, MMAE114.1, MEL1A4. 2 MA.E. 1.4.3

ic

Anal yze industry concepts of pr profit, conpetition, and
productivity. LA A 1.4.3, LA A 1 4 4, LA.A 2.4.7,
LA.A.2.4.8, LA A1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1,
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11.

12.

LA.B.2.4.2, LA B.2.4.3, LA
LA.C.3.4.3, LA C3.4.4, LA . 5, . ,
10. 10 Cal cul ate exchange rates. MA.B.2.4. , MA.B. 3. 4.

DEMONSTRATE APPLI CATI ONS OF PRODUCT/ SERVI CE PLANNI NG TO THE
SELECTED MARKETI NG | NDUSTRY- - The student will be able to

11. 01 Explain the concepts and processes needed to obtain,
devel op, mmintain, and i nprove a product or service mx in
response to market opportunities. LA A 1.4.3, LA B 1.4.2
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LAB24.
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C 3.4.

11. 02 Explain the steps involved in decision-mking (e.g
assessnent, planning, inplenmentation design, and
evaluation). LA A 1.4.3, LA B 1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

11. 03 Expl ain inportance of product and service technology as it
relates to custonmer satisfaction. LA A 1.4.3, LA B 1.4.2

41
5

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA.D.2.4.4

11.04 ldentify sources of product know edge. LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

11. 05 Dempnstrate awareness of inpact of both current and energing
technology on life-roles, life-styles, careers, and

mar ket i ng occupations. LA . B.2.4.4

11. 06 Expl ain product and service quality as applicable to grades
and industry standards. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB24.3, LA .4, LA .C.3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA 5

11. 07 Discuss product-liability risks. LA A
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LA
LA.C1.4.3, LAC3.4.1 LACS3.4.2, LA
LA.C. 3.4.5

11. 08 Explain warranties and guarantees. LA
LA.A2.4.6, LAB1.4.2, LAB1.4.3, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA
LA.C.3.4.4, LA C.3.4.5

11. 09 Devel op a product/service plan for a marketing area.

11.10 Describe factors used by marketers to position products/
business. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3, LAB. 2. 4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

11.11 ldentify stages of and discuss inpa
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LA A1.4.3, LAB1.4.2, LAB1 A B.2.4.1,
LA.B.2.4.3, LAB.2.4.4, LA C3. A.C3.4.2

LA.C.3.4.4, LA C. 3.4.5
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L

DEMONSTRATE APPLI CATI ONS OF MARKETI NG- | NFORVATI ON MANAGEMENT TO
THE SELECTED MARKETI NG | NDUSTRY- - The student will be able to:
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13.

12.01

12.02

12.03

12.04

12. 05

12. 06

Expl ai n concepts and processes needed to obtain, devel op,
mai ntai n, and i nprove a product or service mx in response
to market opportunities. LA A 1.4.3, LAB 1.4 2,

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Expl ai n process of nmarketing-information managenent.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Expl ain nature and scope of marketing operations.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Denonstrate know edge of inventory contro
shi ppi ng and receiving procedures.
Identify procedures for gathering information using
technology. LA A 1.4.3, LAA2.4.4, LA A 2.4.6, LA B 1. 4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Utilize appropriate marketing-informati on nanagenent forns.
LA.B.1.4.3, LAB2.4.4

systenms and

DEMONSTRATE PRI CI NG APPLI CATI ONS FOR THE SELECTED MARKETI NG

| NDUSTRY- - The student will

13.01

13.02

13.03

13.04

13. 05

13. 06

be able to:

Expl ain concepts and strategies utilized in determ ning and
adjusting prices to maxim ze return and neet custoners’

perceptions of value. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 MAAL1lA4.1,
MAA1.4.2, MAMA11.4.3 MAI1L1l44 MAMEL1L1l 4.1 M E 14 2,
MA.E. 1.4.3

Expl ain pricing objectives, policies, and strategies.

LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LAC3.4.5, VAA1l.41 MAAL1l42 M AL1A4.3,
MAA1l.4.4 MAE11.4.1, MAE11l42 MAE1.4.3

Expl ain price-marking techniques. LA A 1.4.3, LA B 1.4. 2,
LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
MALA1.4.1, MMAAL142 MAL143 MALA44

Expl ai n procedures for changing prices. LA A 1.4.3,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA C3.4.5, MVAA1l.41 MAIL1l42 MAAL143 MALA44
Denonstrate decision-naking skills required for determ ning
pricing relative to the conpetition. LA A 2.4.4,

LA C3.4.2, MMA1l.41 MAI11l42 MAAL143 MALA44
MAE1.4.1, MAE1l.4.2 MAE1.4.3

Denonstrate problemsolving skills required when considering
profit and price. LA A 2.4.4, LA C3.4.2, MAE1l41,

MA.E. 1.4.2, MAE1.4.3
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14.0 DEMONSTRATE PROVMOTI ON APPLI CATI ONS FOR THE SELECTED MARKETI NG

15.

| NDUSTRY- - The student will be able to:

14. 01 Explain the concepts and strategies needed to conmuni cate

14.

14.

14.

14.

14.

14.

14.

14.

14.

14.

14.

02

03

04

05

06

07

08

09

10

11

12

i nformati on about products, services, inmages, and/or ideas
to achieve a desired outconme. LA A 1.4.3, LA B.1.4.2

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Identify types of pronotion used in the industry.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Di scuss i nportance of advertising nedia. LA A 1.4.3,

LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

Expl ai n purposes and el enents of advertising and display as
related to the industry. LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, LAB24.3, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC
LA.D.2.4.5

Expl ain the inpact on and uses of the Internet and |ntranet
in marketing products and services. LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB24.2, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC
LA.D.2.4.4

Use advertising guidelines to design appropriate nedia
sanple ads, i.e., print, radio, television, Internet, and
others. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4

Use design principles in preparing such nerchandi se/ service
di spl ays as wi ndows, endcaps, kiosks, and point of sale.

LA B1.4.1

Create an exanpl e of a non-personal sales technique such as
use of magnets, buttons, T-shirts, or point-of-sale signs.
LA B1.4.1

Wite a pronmotional nmessage to appeal to a target narket.
LAA2.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

Devel op a sales pronotion plan for a marketing organi zation.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.2

Denonstrate public relations techniques as used in the

mar keting i ndustry. LA . C. 3.4.4

Design a web site to pronmote a product/service. LA B.2.4.4

2.4.3, LA B.2.4.4,
3.4.4, LAC 3.4.5

DEMONSTRATE PURCHASI NG APPLI CATI ONS TO THE SELECTED MARKETI NG

| NDUSTRY- - The student will be able to:

15.01 Explain relationship between stock turnover and purchasing.

LA/A1.4.3, LAB1.4.2 LAB1.43 LAB241 LAB24.2,
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 MAD1l.4.1

15. 02 Denmpnstrate proper purchasing procedures.
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16.

17.

15. 03

15.

15.

15.

04

05

06

Expl ain types of purchasing situations. LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

Denmonstrate techni ques used to obtain the best terns when
negoti ating a purchase. LA.C 3.4.4

Denonstrate use of forms required for purchasing.
LA.B.1.4.2, LA B.1.4.3

Eval uat e nerchandi se or services using industry standards or
conpany assessnents. LA A 2.4.7, LA A 2.4.8

DEMONSTRATE APPLI CATI ONS OF SAFETY AND RI SK MANAGEMENT TO THE

SELECTED MARKETI NG | NDUSTRY- - The student will be able to

16. 01 Expl ain how | ack of know edge and skill can cause accidents

16.

16.

16.

16.

16.

16.

16.

02

03

04

05

06

07

08

and health hazards in the workplace. LA A 1.4.3,

LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SCF.1.4.1, SCF.1.4.7, SCH1.4.7, SCH3.4.3
Li st reasons how anger, worry, drugs, alcohol, fatigue, and
illness can cause accidents. LA A 1.4.3, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,

SC.F.1.4.1

Descri be actions that various agencies take to prevent
accidents on the job. LA A 1.4.3, LA B 1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Denonstrate an understandi ng of environnmental problens that
i mpact health and safety. LA A 1.4.3, LA B1.4.2
LA B.1.4.3, LAB2.4.1, LAB24.2, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC
SC.F.1.4.7, SC.H. 3.4.6

Expl ai n procedures for handling and reporting accidents.

, LA.B. 4,
LA. C. 5

wn

4.
4.

LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Identify security procedures for the marketing industry.
LA A1.4.3, LAA1.4.3 LAB1.4.2 LAB1.4.3, LAB24..1,

LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify techniques for preventing security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA A 1.4.3, LA B 1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify procedures used by industry to prevent interna
theft and enbezzlement. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5

DEMONSTRATE APPLI CATI ONS OF SELLING TO THE SELECTED MARKETI NG

| NDUSTRY- - The student will be able to:
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17.01 Expl ain concepts and actions needed to deternine client
needs and wants and devel op a personalized comruni cation
that will influence purchase decisions and enhance
future business opportunities. LA A 1.4.3, LA B 1.4. 2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LAC3.4.4, LA C.3.4.5

17. 02 Describe the appropriate relationship between buyer and
seller. LA.A1.4.3, LAB1.4.2, LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5 LAEZ24.2

17. 03 Dempnstrate sal es know edge of industry, conpany, products,
and conpetition. LA C 3.4.2

17. 04 Analyze potential prospects and customer buyi ng behavi or

17.05 Anal yze inportance of comrunication and listening in
creating a positive buying climate. LA C 1.4.1

17.06 ldentify sales techniques to aid custoners/clients in meking
buyi ng decisions. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.5

17.07 Prepare a list of skills necessary to nmintain sales
accounts. LA B.2.4.1

17.08 Create a sales presentation using presentation software.
LA.B.2.4.4, LA.C. 3.4.4

17.09 ldentify strategies to build and maintain a clientele.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LAC3.4.3
LA.C. 3.4.4, LA .C. 3.4.5

18.0 DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P- - The student will
be able to:

4.3, L 4.

, L
L

18. 01 Define "entrepreneurship." LA A 1.
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3
SS.D.2.4.5

18.02 Discuss role of the entrepreneur in the domestic and gl oba

> > w
w N >
PP D
A WP
>N

LA. B. B.2.4.4,
, LA.C C.3.4.5

economy. LA A 1.4.3, LA B.1.4.2, LAB1.4.3, LAB.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD241 SS.D24.6
18. 03 Di scuss entrepreneurship as a career choice (e.qg.
characteristics, aptitudes, and skills necessary to be a
successful entrepreneur). LA A 1.4.3, LA A2 4.4,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5
18.04 ldentify econom c principles of entrepreneurship
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.6
18. 05 Discuss the four parts of a business (production, finance,

mar keti ng, customer service). LA A 1.4.3, LA B 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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18. 06 Analyze current entrepreneurial trends in the marketpl ace.
LA A 2.4.6, LAA2.4.8, SS5.D.2.4.6

18. 07 Discuss inportance of ethics in business. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB241 LAB242, LAB2
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LACS3
LA.C. 3.4.5

18.08 ldentify strategies and nethods for generating a business
idea. LA A 1.4.3, LAB1.4.2, LAB1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

18.09 Qutline steps in planning a new business. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB241 LAB242, LAB2
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LACS3
LA.C. 3.4.5

18.10 ldentify types and sources of governnent regul ati ons and
taxation that nay affect a business. LA A 1.4 .3,
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB.24.2,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C. 3.4.5

18.11 ldentify conmunication and technology skills used in
entrepreneurship. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

. 4.3,
4.4,

. 4.3,
4.4,
LA.
LA.

19.0 | DENTIFY THE USE OF TECHNOLOGY | N MARKETI NG - The student will be
able to:

19. 01 Expl ain inportance and uses of conputers and the Internet in
marketing. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C.3.4.4, LA C.3.4.5 LA D2.4.4, LA D245
SC.H. 3.4.5

19.02 Uilize word processing software to create a career/

i ndustry rel ated docunent. LA . B.2.4.4

19.03 Performdata entry procedures, i.e., payroll, inventory
control, etc. LA.B.2.4.4

19. 04 Perform nmerchandi sing math data entry procedures such as-
stock turnover, mark-up, mark-down, open-to-buy, pricing,
invoicing, etc. LA B.2.4.4, MAE11l41 ME1.4.2
MA.E. 1.4.3

19. 05 Dempnstrate marketing spreadsheet data entry and out put
procedures. LA.C.3.4.3, MAE1.4.1, MAE11l42 M.E1.4.3

19.06 Uilize spreadsheet software to enhance deci si on-maki ng
skills. LA.B.2.4.4, LA D.2.4.4, LA D.2.4.5 MAA1l. 4.1,
MA.E 1.4.2, MAE 1.4.3

19.07 Uilize integrated software prograns to generate marketing
reports and solve marketing problens. LA B.2.4.4,
LA.D.2.4.4, LAD.2.4.5, MAE1.4.1, MAE1.4.2, MAE143

19.08 ldentify technol ogy appropriate for marketing functions and
practices related to a sel ected marketing career field.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4. 3, 4.4, LA.C.3.4.1, LA C3.4.2, LAC3.4.3

.4.5, LA.D.2.4.4, SCH3.4.5
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19. 09 Sel ect and use a variety of electronic nedia, such as the
Internet, information services, and desktop-publishing
software progranms, to create, revise, and verify
information. LA.D.2.4.4
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July 2001
Fl ori da Departnment of Education
| NTENDED OUTCOMES

Program Titl e: I nsurance Marketing

Secondary PSAV
Program Nunbers: 8836100 M810010
Cl P Nunber : 0208. 100100 0208. 100100
Grade Level: 9-12, 30,31 30,31
Lengt h: 3 credits 450 hours
Certification: RETAILING @ G TEACH CDE @
MKTG 1 @ RETAILING @ G
TEACH CDE @ DI ST ED @
DI ST ED @ MKTG 1 @

| NSURANCE @ G
MKTG MGMI @ G

| NSURANCE @ G
MKTG MGMI @ G

Facility Code: 222 222
CTSO DECA DEX
Coop Met hod: Yes Yes
Basic Skills
Mat h 9
Language 9
Readi ng 9

MAJOR CONTENT:
when of fered at

Li sted bel ow are the courses that conprise this program
the secondary | evel:

8827110 - Marketing Essentials
8827120 - Marketing Applications
8836110 - Insurance Marketing Operations

| NTENDED OUTCOMVES:

After successfully conpleting appropriate course(s)

the student will

for each occupational conpletion point of this program
be able to performthe follow ng:

OCCUPATI ONAL COWVPLETI ON PO NT -
SALESPERSON, RETAIL -

DATA CODE A
OES Code 49011
CORE: Marketing Essentials

8827110 MB99991

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
mar ket i ng occupati ons.

03.0 Denobnstrate proficiency in applying comunication skills.

04.0 Denonstrate proficiency in applying math skills unique to
mar ket i ng.

05.0 Identify econom c principles.

06.0 Identify marketing and business fundanental s.

07.0 ldentify effective selling techniques and procedures.
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Mar keti ng Applications 8827120 MB99991

08.
09.

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.

0
0

0

Sel ect a marketing industry for career planning.
Denmonstrate applications of distribution to the selected
mar keti ng i ndustry.

Denmonstrate applications of financing to the selected

mar keti ng i ndustry.

Denmonstrate applications of product/service planning to the
sel ected marketing industry.

Denonstrate applications of marketing information managenent
to the selected narketing industry.

Denmonstrate pricing applications for the selected marketing
i ndustry.

Denonstrate pronotion applications for the sel ected

mar keti ng i ndustry.

Denonstrate purchasing applications to the sel ected

mar keti ng i ndustry.

Denonstrate applications of safety and risk nanagenent to
the sel ected nmarketing industry.

Denonstrate applications of selling to the sel ected

mar keti ng i ndustry.

Denonstrate an understandi ng of entrepreneurship

Identify the use of conmputers in narketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
I NSURANCE SALES WORKERS - OES 430022

22.

23.

24.

25.

26.

27.
28.

29.

30.

31.

32.

33.

Apply econom c principles to insurance industry.
Denonstrate merchandi sing skills appropriate for insurance
mar ket i ng.

Apply proficiency in applying higher |evel mathenmatica
skills unique to insurance marketing.

Under st and i nportance of insurance marketing operations.
Descri be how a typical property or liability insurance
contract is structured to offer coverage agai nst hazards or
perils.

Devel op a framework for analysis of liability insurance
contracts.

Explain the difference between inland and ocean mari ne

i nsur ance.

Descri be the major types of surety bonds and their usage.
Summari ze the protection provided by the boiler and

machi nery coverage endorsenents.

Describe the different fornms of autonobile policies used to
provi de coverage to individuals and busi nesses.

Explain the nature and scope of the Florida Joint
Underwriting Association and its inpact on the insurance

i ndustry.

Denmonstrate know edge of workers’ conpensation and workpl ace
safety.

Descri be and explain the declarations, common policy, and
general provisions of a crime insurance policy.

Expl ai n why honmeowners and comrercial |ines insurance are
mar ket ed as package policies.
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34.
35.
36.
37.
38.

39.

o o

Denonstrate know edge of aviation insurance.

Expl ain how life insurance coverage is deterni ned.
Denmonstrate knowl edge of the general policy provisions of
heal th i nsurance.

Devel op an understanding of the licensing process in the

i nsurance i ndustry.

Descri be the nature and scope of pricing in the insurance
i ndustry.

Understand the role of the manager in an insurance agency.
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July 2001
Fl ori da Departnent of Education
STUDENT PERFORMANCE STANDARDS

CLUSTER TI TLE: Mar keti ng and Sal es

COURSE TI TLE: I nsurance Marketing Operations
COURSE NUMBER: 8836110

COURSE CREDI T: 1

COURSE DESCRI PTI ON

This course is designed to provide students with an in-depth study of
i nsurance marketing in a free enterprise society and provide the
know edge, skills, and attitudes required for advancenment to mniddle

| evel managenent enploynent in a wide variety of insurance marketing
occupations. After successful conpletion of the core and this course,
the students will have attained Occupational Conpletion Point - Data
Code B, |nsurance Sal es Wrkers - OES 43002.

20.0 APPLY ECONOM C PRI NCI PLES TO | NSURANCE | NDUSTRY- - The student will
be able to:

20.01 Discuss origin of insurance and its devel opnent up to the
present time. LA A 1.4.3, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

20.02 Explain why the institution of insurance is needed by
society. LA A1.4.3 LAB1l.4.2, LAB1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

20.03 State and explain differences between i nsurance and
ganbling. LA A 1.4.3, LA B.1.4.2, LA B1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

20.04 Define technical terns used in the insurance business.
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C. 3.
LA.C.3.4.4, LA .C. 3.4.5

20. 05 Understand and explain applications to insurance of the "l aw
of large nunbers" and the "theory of probability."
LA.A1.4.3, LAB.1.4.2, LAB.1.4.3, LAB2.4.1, L
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA .C. 3.4.5

20.06 Explain characteristics of an insurable hazard. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.
LA.B.2.4.4, LA.C.3.4.1, LA C.3.4.2, LA C3.4.3, LA C.3.
LA.C. 3.4.5

20.07 List and discuss alternate nethods of dealing with risk.
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

4.2,
4.3,
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21.

22.

0

20.

20.

20.

20.

20.

20.

08

09

10

11

12

13

LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C. 3.4.5

Li st and explain characteristics of the insurance contract.
LA A 1 4.3, LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA C.3.4.5

Li st prerequisites to an enforceable contract. LA A 1.4.3,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C. 3.4.4,
LA.C. 3.4.5

Define and understand applications of the doctrines peculiar
to the insurance contract. LA A 1.4.3, LA B 1.4 2,

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C3.4.3, LA C3.4.4, LA C.3.4.5
Li st and di scuss different types of insurance carriers.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA .C.3.4.5
Expl ai n background of insurance regulation and its
devel opnent up to the present tine. LA A 1.4.3, LA B.1.4.2,

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C3.4.3, LA C3.4.4, LA C.3.4.5
Expl ai n why econoni c sources of risks are beconi ng
increasingly nore inportant to the risk nanager

LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C. 3.4.5

DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR | NSURANCE

MARKETI NG - The student will be able to

21.01 Explain role of buying/purchasing/selling in nerchandi sing

21.

21.

21.

02

03

04

of insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA.B.2.4.2, LA.B.2.4.3, LA.B.2.4.4, LA.C.3.4.1,
LA.C.3.4.2, LA.C.3.4.3, LA C.3.4.4, LA C.3.4.5

Di scuss role of the conputer and the Internet in
mer chandi si ng i nsurance. LA A 1.4.3, LA.B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C3.4.5

Descri be inmportance of inventory control. LA A 1.4.3
LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2, L
LA.B.2.4.4, LA C3.4.1, LA C.3.4.2, LA C3.4.3
LA.C. 3.4.5

Denonstrate an understandi ng of industry safety
requi renents.

APPLY PROFI CI ENCY I N APPLYI NG HI GHER LEVEL MATHEMATI CAL SKILLS

UNI QUE TO | NSURANCE MARKETI NG- - The student will be able to
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22.01 Perform addition, subtraction, rmultiplication, division
rati os, and percentages as they relate to the insurance
i ndustry.

22.02 Cal cul ate actual cash val ue.

22.03 Calcul ate | oss paynents.

22.04 Cal cul ate prem um di scounts.

22.05 Calculate the linmts for insurance coverage.

22.06 Coll ect paynments and di sburse nonies for all insurance
servi ces.

22.07 Conplete an invoice.

22.08 Convert nunerical operations into graphs for presentation
pur poses.

UNDERSTAND | MPORTANCE OF | NSURANCE MARKETI NG OPERATI ONS- - The
student will be able to:

23.01 List and discuss various functions of an insurance conpany.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA .C. 3.4.5

23.02 Expl ain organi zati on and wor ki ngs of the underwiting
function. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

23.03 Explain underwiting function as it influences other
functions. LA A 1.4.3, LAB1.4.2, LAB.1.4.3, LAB
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LAC
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

23. 04 Di scuss agency policy of insurance conpanies. LA A 1.4.3,
LA.B.1.4.2, LAB.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C.3.4.5

2.4.1
3.4.2,

DESCRI BE HOW A TYPI CAL PROPERTY OR LI ABI LI TY | NSURANCE CONTRACT | S
STRUCTURED TO OFFER COVERAGE AGAI NST HAZARDS OR PERI LS- - The
student will be able to:

24.01 Explain ternms, conditions, and coverages found in the
standard fire policy. LA A 1.4.3, LA B 1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

24.02 List and explain purposes of the forns that can be added to
the standard fire policy. LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C.3.4.5

24. 03 Understand and di scuss standard cl auses found in various
fire and allied forms. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5
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25.

24.

24.

24.

24.

24.

24.

24.

24.

04

05

06

07

08

09

10

11

Li st and expl a
LA A 1.4.3, LA

n various dwelling coverage forns avail abl e.
B.1.4.2, LA.B.1.4.3, LA B.2.4.1, LA.B.2.4.2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Li st and explain various comercial coverage forns
available. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.
LA.B.2.4.2, LA.B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C. 3.4.
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Under stand and di scuss different types of insurance
contracts avail able to cover consequential and contingent
losses. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B2.4.1,
LA.B.2.4.2, LA B 2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Under st and and di scuss procedure followed in the rating of
fire and allied lines insurance contracts and denonstrate
this understanding. LA A 1.4.3, LA B.1.4.2, LA B.1. 4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Expl ai n purpose and scope of the special flood and wi ndstorm
progranms. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3, LA B2 4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA.C 3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Di scuss principles and application of the | aw of negligence.
LAA1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
4. 4,
4.5

11
2

LA.B.2.4.3, LA B.2. LA.C.3.4.1, LA C3.4.2, LA C3.4.3,
LA.C. 3.4.4, LA C. 3.
Di scuss conprehensive glass policy. LA A 1.4.3, LA B.1.4.2,

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C.3.4.5
Denonstrate an understandi ng of procedure followed in the
rating of plate glass insurance. LA A 1.4.3, LA B 1.4 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

DEVELOP A FRAMEWORK FOR ANALYSIS OF LIABILITY I NSURANCE CONTRACTS-

-The student will be able to:

25.01 List and discuss broad division of general liability

25.

25.

02

03

insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss different personal liability coverages and explain
di fferences anong them LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

Di scuss different comercial liability coverages and explain
the application to practical situations. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB242, LAB
LA.B.2.4.4, LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC
LA.C. 3.4.5

2.4.3,
3.4.4,
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26.

25. 04 Understand and di scuss procedure followed in the rating of

general liability insurance and denonstrate this
understanding. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

EXPLAI'N THE DI FFERENCE BETWEEN | NLAND AND OCEAN MARI NE | NSURANCE- -

The student will be able to:

26. 01 Discuss origin and devel opnent of inland nmarine insurance.

26.

26.

26.

26.

26.

26.

26.

26.

26.

26.

02

03

04

05

06

07

08

09

10

11

LA.A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24.2,
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C.3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Under st and and di scuss basic inland marine policy.

LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C3.4.2, LA C3.4.3
LA.C.3.4.4, LA.C.3.4.5

Li st major types of personal inland narine coverages and
explain their uses and differences. LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Li st maj or types of commercial inland marine coverages and
explain their use and purpose. LA A 1.4.3, LA B.1.4.2,

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LAC3.4.4, LA C3.4.5
Denonstrate an understandi ng of the procedures followed in
the rating of inland marine insurance contracts.

Di scuss origin of ocean marine insurance. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C. 3.4.5

Li st and di scuss divisions of ocean marine insurance.

LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

List and define inplied warranties in ocean marine
insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C 3.4.2,

LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Explain liability of an ocean carrier for the property of
others. LA A 1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Li st and explain nature of the insurable interests in an
ocean marine venture. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LA C3.4.5

Define common ocean marine terns associated with the
settlenent of losses. LA A 1.4.3, LA B 1.4.2, LA B. 1. 4.3,
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LA B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5

26. 12 List and understand ocean marine perils. LA A 1.4.3,
LA.B.1.4.2, LAB1.4.3, LAB2.4.1, LAB2.4.2, LA B 2.4.3,
LA.B.2.4.4, LA C3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C. 3.4.5

26. 13 Expl ai n purpose of basic ocean marine clauses. LA A 1.4.3,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C. 3.4.4,

LA.C. 3.4.5

26. 14 Di scuss coverages afforded by ocean marine policies.
LAA1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA .C. 3.4.5

26. 15 Understand and di scuss procedure followed in the rating of
ocean marine contracts and denonstrate this understandi ng.
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C. 3.4.5

27.0 DESCRI BE THE MAJOR TYPES OF SURETY BONDS AND THElI R USAGE- - The
student will be able to:

27.01 Explain purposes of fidelity bonds. LA A 1.4.3, LA B.1. 4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LAC3.4.4, LAC3.4.5

27.02 Define certain basic terns used in the fidelity field.

LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C. 3.
LA.C.3.4.4, LA .C. 3.4.5

27.03 List and discuss different types of fidelity bonds.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

27.04 Denpnstrate an understandi ng of procedures followed in the
rating of fidelity bonds. LA A 1.4.3, LA B.1.4.2,

B
w

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C3.4.3, LA C3.4.4, LA C.3.4.5

27.05 Explain differences between suretyship and insurance.
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

27.06 List and identify parties to a surety bond. LA A 1.4.3,
LAB.1.4.2, LAB1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C. 3.4.5

27.07 List and discuss different types of surety bonds.
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1 LACS3.4.2, LACS3.4.3,
LA.C.3.4.4, LA C.3.4.5
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28.

29.

27.08

Denmonstrate an understandi ng of procedures followed in the

rating of surety bonds. LA A 1.4.3, LA B 1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,

LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

SUMVARI ZE THE PROTECTI ON PROVI DED BY THE BO LER AND MACHI NERY

COVERAGE ENDORSEMENTS- - The student will be able to

28.01

28.02

28.03

28. 04

28.05

Di scuss nature of the boiler and nmachi nery hazard.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LAB2.4.1, L
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C. 3.4.5

Li st and explain basic coverages found in boiler and

machi nery policies. LA A 1.4.3, LA B1.4.2, LA B 1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.5

Expl ai n use and purpose of the various boiler and nmachi nery
endorsenents. LA.A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

Di scuss various policy provisions found in boiler and

machi nery policies. LA A 1.4.3, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.5

Under stand and di scuss procedure followed in the rating of
boil er and machi nery insurance and denonstrate this
understanding. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

DESCRI BE THE DI FFERENT FORMS OF AUTOMOBI LE POLI CI ES USED TO

PROVI DE COVERAGE TO | NDI VI DUALS AND BUSI NESSES- - The student wil |

be able to:

29.01

29.02

29.03

29. 04

Di scuss negligence liability of autonobile owners and
operators. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Expl ain various autonmobile liability insurance plans.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LAB.2.4.1, LA B. 2. 4.
LA.B.2.4.3, LA.B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.
LA.C.3.4.4, LA C.3.4.5

Conpare and contrast autonobile insurance policies and
explain their differences. LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C. 3.4.
Li st and explain different types of autonobile coverage.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LAB.2.4.1, LA B. 2. 4.
LA.B.2.4.3, LA.B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.
LA.C.3.4.4, LA .C.3.4.5
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29. 05 Understand and di scuss procedure followed in the rating of
aut onobil e insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

29. 06 Describe five kinds of protection that a business auto
policy permits an insured to purchase. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

30.0 EXPLAIN THE NATURE AND SCOPE OF THE FLORI DA JO NT UNDERWRI TI NG
ASSOCI ATI ON AND | TS | MPACT ON THE | NSURANCE | NDUSTRY- - The st udent
will be able to:

30. 01 Discuss purpose and operation of the Florida Joint
Underwriters Association (FJUA). LA A 1.4.3, LA B. 1. 4.
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C3.

30.02 Explain Florida Autonobile Reparati on Reform Act (Persona
Injury Protection-PIP). LA A 1.4.3, LA B 1.4.2, LA B 1. 4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LA C3.4.5

2
4.4,
4.

4
5
I

30. 03 Discuss negligence liability of enployers. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C 3.4.4,

LA.C.3.4.5

31.0 DEMONSTRATE KNOW.EDGE OF WORKERS' COMPENSATI ON AND WORKPLACE
SAFETY--The student will be able to:

31.01 Discuss origin and devel opnent of Wrkers’ Conpensation
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

31. 02 Discuss coverages, endorsenents, conditions, and exclusions
found in Workers’ Conpensation policies. LA A 1. 4.3,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C. 3.4.5

31. 03 Denpnstrate an understandi ng of the workings of the various
Wor kers’ Conpensation retrospective rating plans.
LA.A1.4.3, LAB.1.4.2, LAB.1.4.3, LAB2.4.1, L
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA .C. 3.4.5

31. 04 Denpnstrate an understanding of the procedures followed in
the rating of Workers’ Conpensation insurance. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C.3.4.1, LA C.3.4.2, LA C3.4.3, LAC3.4.4
LA.C. 3.4.5

A B.2.4.2,
A.C.3.4.3
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31. 05 Describe conmponents of a return to work program
LAA1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1, L
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5

31. 06 Di scuss purpose and operation of the assigned risk plan
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA C.3.4.5

32.0 DESCRI BE AND EXPLAI N THE DECLARATI ONS, COVMON POLI CY, AND GENERAL
PROVI SI ONS OF A CRI ME | NSURANCE POLI CY--The student will be able
to:

32.01 Define basic crine terns. LA A 1.4.3

32.02 ldentify and discuss a variety of personal crinme policies.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C3.4.3,
LA.C.3.4.4, LA .C.3.4.5

32.03 List and discuss basic and m scel | aneous conmercial crinme
coverage forms. LA.A. 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LA C3.4.5

32.04 Expl ai n purposes, advantages, and di sadvantages of crinme
deductibles. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

32. 05 Denmpnstrate an understandi ng of procedures followed in the
rating of crinme insurance. LA A 1.4.3, LA B 1. 4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C3.4.3, LA C3.4.4, LA C.3.4.5

33.0 EXPLAIN VHY HOVEOANERS AND COMMERCI AL LI NES | NSURANCE ARE MARKETED
AS PACKAGE POLI CI ES--The student will be able to:

33. 01 Discuss devel opment of the homeowners policy. LA A 1.4.3
LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LAB.2.4.2, L
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, L
LA.C. 3.4.5

33.02 Deternmine types of risks that are eligible for the
homeowners program LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

33.03 State limts of liability required under the various
homeowners forms. LA A 1.4.3, LAB.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

33.04 List and di scuss basic homeowners coverage formns.
LA.A 1.4.3, LA B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA
LA.B.2.4.3, LA.B.2.4.4, LA C.3.4.1, LA C3.4.2, LA
LA.C.3.4.4, LA .C.3.4.5

B~ W

A B. 2. 4.
A C 3. 4.

B.2.4.2,
C.3.4.3
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34.

35.

33.

33.

33.

33.

33.

33.

33.

33.

05

06

07

08

09

10

11

12

Di scuss various optional homeowners coverage forns
LA A1.4.3, LAB1.4.2, LAB1.4.3 LAB241 LAB
LA.B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2, L . C.
LA.C.3.4.4, LA C.3.4.5

Expl ai n application of the mandatory honeowners deducti bl es
and di scuss the optional deductibles available. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Denonstrate an understandi ng of procedure followed in the
rati ng of homeowners contracts. LA A 1.4.3, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB2.4.2, LA B 2.4.3, LAB.2.
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C. 3.
Di scuss history and concept of commercial nultiple-line
insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B 2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Define above coverage risk and explain howthis is reflected
in the rate. LA A 1.4.3, LA B1.4.2, LA B.1.4.3,

LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

2.4.2,
3.4.3

4.4,
4.5

Li st and di scuss advantages of packaging. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Li st and di scuss various commercial nultiple-line prograns.
LAA1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.2,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C 3.4.3,

LA.C.3.4.4, LA .C. 3.4.5

Denmonstrate an understandi ng of the procedures followed in
the rating of comercial nultiple-line prograns.

LA A1.4.3 LAB1.4.2 LAB1.4.3, LAB24.1 LAB2
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LAC 3.
LA.C.3.4.4, LA C.3.4.5

4.2,
4.3

DEMONSTRATE KNOWLEDGE OF AVI ATI ON | NSURANCE- - The student will be

abl e to:

34.01 Explain requirenments necessary to underwrite and sel

34.

02

aviation insurance. LA A 1.4.3, LA B.1.4.2, LA B1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Descri be coverages that are available to a consumer in this
field. LA A1.4.3 LAB1.4.2, LA B1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

EXPLAI N HOW LI FE | NSURANCE COVERAGE | S DETERM NED- - The st udent

wi | |

be able to:
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36.

35.01 Explain how price of life insurance is determ ned
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA .C.3.4.5

35.02 Discuss origin of life insurance. LA A 1.4.3, LA B 1.4. 2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LAC.3.4.3, LA C3.4.4, LA C.3.4.5

35.03 Explain why life insurance is needed by our society.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA C. 3.4.5

35.04 Define terms used in life insurance. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2, LA C3.4.3, LA C 3.4.4,
LA.C. 3.4.5

35.05 ldentify and explain various types of life insurance.
LA.A 1.4.3, LAB.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA C. 3.4.5

35.06 Explain the basic life insurance policy and its provisions.
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA .C. 3.4.5

35.07 ldentify and expl ain paynent procedures and options for life
insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

35.08 Explain Florida's rules and regulations relative to life
insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

DEMONSTRATE KNOWLEDGE OF THE GENERAL PCLI CY PROVI SI ONS OF HEALTH

| NSURANCE- - The student w

36.01 Define health insur
LA.B.1.4.3, LA B.2.
LA.C.3.4.1, LA C 3.
Expl ai n i nmportance
LA.A 1.4.3, LA B.1.
LA.B.2.4.3, LA B.2.
LA.C. 3.4.4, LA C 3.
Identify and expla
heal t h i nsurance.

LA.B.2.4.1, LA B.2.
LA.C.3.4.2, LA C 3.
Di scuss i nportance
i nsurance policy.

LA.B.2.4.1, LA B.2.
LA.C. 3.4.2, LA C 3.

36. 02

36. 03

36. 04

Il be able to:

ance. LA.A1.4.3, LA B.1.4.2,

4.1, LA.B.2.4.2, LA.B.2.4.3, LA B.2.
4.2, LA.C.3.4.3, LA C.3.4.4, LA C 3.
of the health insurance application
4.2, LA.B.1.4.3, LA B.2.4.1, LA B.2.
4.4, LA.C.3.4.1, LA C.3.4.2, LA C 3.
4.5

n di fference between individual and
LA.A 1.4.3, LA B.1.4.2, LA B.1.4.3,
4.2, LA.B.2.4.3, LA.B.2.4.4, LA C 3.
4.3, LA.C.3.4.4, LA.C.3.4.5

of uniformprovisions in a health
LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
4.2, LA.B.2.4.3, LA B.2.4.4, LA C 3.
4.3, LA.C.3.4.4, LA.C 3. 5
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37.

38.

36.05 Explain the rating systemof health insurance. LA A 1.4.3,
LA B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA B.2.4.4, LA C. 3.4.1, LA.C.3.4.2, LA C.3.4.3, LA C 3.4.4,
LA.C.3.4.5

36. 06 Di scuss deducti bles and co-insurance clauses in health

[
insurance. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

36. 07 Explain the marketing concepts for the health insurance
mar ket as they affect the various age and econom c | evel s of
society. LA A 1.4.3 LA B1.4.2, LAB1.4.3, LA B24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

36. 08 Di scuss inportance of proper conpletion of an acci dent
i nsurance application. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

36. 09 Discuss reasons for deductibles and co-insurance cl auses of
accident insurance. LA A 1.4.3, LA B.1.4.2, LA B1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

36. 10 Di scuss enmergence of HMO s as a non-insurance alternative
for dealing with health care costs. LA A 1.4.3, LA B 1. 4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B , LA

A

.2.4.3 B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LAC3.4.4, LA C.3.4.5

DEVELOP AN UNDERSTANDI NG OF THE LI CENSI NG PROCESS | N THE | NSURANCE

| NDUSTRY- - The student will be able to:

37.01 Denonstrate know edge of qualifications required for a
General Lines License, a Custoner Representative License

and a Limted Customer Representative License. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB24.2, LAB24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LA C. 3.4.4,
LA.C. 3.4.5

DESCRI BE THE NATURE AND SCOPE OF PRI CI NG | N THE | NSURANCE

| NDUSTRY- - The student will be able to:

38.01 Describe principle rating procedures used to determ ne
i nsurance prem uns: individual rating, class rating, and
nodi fication rating. LA A 1.4.3, LA B.1.4.2, LA B. 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

38.02 Describe two | oading nethods used to get general rate
| evel s: the pure prem um nethod and the | oss rati o nethod.
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
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38. 03 Descri be how state | aw and busi ness consi derations affect
i nsurance pricing and rating procedures. LA A 1.4.3,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2. 4.
LA.B.2.4.4, LA.C.3.4.1, LA.C.3.4.2, LA C.3.4.3, LA C 3.4.
LA.C.3.4.5

3
4,

39.0 UNDERSTAND THE ROLE OF THE MANAGER | N AN | NSURANCE AGENCY- - The
student will be able to:

39.01 List and discuss various functions perforned by an insurance
agency. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B 2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

39. 02 Explain the personnel nmanagenent of an insurance agency.
LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LA B2.4.1, LA B.2.4.
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.
LA.C.3.4.4, LA .C. 3.4.5

39.03 Discuss different ways functions can be divided in an
i nsurance agency. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5

39. 04 Discuss how functions are coordinated in an insurance
agency. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

wnN

39. 05 Explain nature and scope of the Child Labor Law and its
i mpact on enpl oyee placenment responsibilities. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB24.2, LAB24.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC. 3.4.4,

LA.C. 3.4.5

39. 06 Discuss inpact of the Internet on insurance marketing
managenent. LA A 1.4.3, LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
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July 2001

Fl ori da Departnment of Education

| NTENDED OUTCOVES

Program Titl e: I nternet Marketing

Secondary PSAV
Program Nunbers: 8827200 MB99992
Cl P Nunber : 0208. 089901 0208. 089901
Grade Level: 9-12, 30, 31 30, 31
Lengt h: 3 credits 450 hours
Certification: RETAILING @ G TEACH CDE @
MKTG 1 @ RETAILING @ G
TEACH CDE @ DIST ED @
DIST ED @ MKTG 1 @
MKTG MGMI @ G MKTG MGMI @ G
Facility Code: 222 222
CTSO DECA DEX
Coop Met hod: Yes Yes
Basic Skills
Mat h 9
Language 9
Readi ng 9

MAJOR CONTENT:
when of fered at

8827110 -

Li sted bel ow are the courses that conprise this program
the secondary | evel:

Mar keti ng Essentials

8827120 - Marketing Applications
8827210 - Internet Marketing

| NTENDED OUTCOMES: After successfully conpleting appropriate course(s)
for each occupational conpletion point of this program the student will
be able to performthe follow ng:

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSON, RETAIL - OES Code 49011

CORE: Marketing Essentials 8827110

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
mar ket i ng occupati ons.

03.0 Denonstrate proficiency in applying communication skills.

04.0 Denonstrate proficiency in applying math skills unique to
mar ket i ng.

05.0 Identify econom c principles.

06.0 Ildentify marketing and business fundanental s.

07.0 ldentify effective selling techniques and procedures.

MB99991

Mar ket i ng Applications 8827120 MB99991
08.0 Select a marketing industry for career planning.
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09.

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.

0
0

Denonstrate applications of distribution to the selected
mar keti ng i ndustry.

Denmonstrate applications of financing to the selected

mar keti ng i ndustry.

Denmonstrate applications of product/service planning to the
sel ected marketing industry.

Denonstrate applications of marketing information managenent
to the selected nmarketing industry.

Denmonstrate pricing applications for the selected marketing
i ndustry.

Denonstrate pronotion applications for the sel ected

mar keti ng i ndustry.

Denonstrate purchasing applications to the sel ected

mar keti ng i ndustry.

Denonstrate applications of safety and risk nanagenent to
the sel ected nmarketing industry.

Denonstrate applications of selling to the sel ected

mar keti ng i ndustry.

Denonstrate an understandi ng of entrepreneurship

Identify the use of conmputers in narketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
ONLI NE MARKETI NG MANAGER - Industry Title

20.
21.
22.
23.
24.
25.
26.
27.

[oNeoNelNolNolNolNolNe]

Di scuss the Internet as a marketing tool

Conduct a marketing anal ysis.

Devel op a nmarketing oriented website.

Identify and inplement marketing support activities.
Manage an | nternet narketing canpaign.

Apply entrepreneurial concepts to Internet marketing.
Anal yze global trends in the Internet marketing industry.
Apply a career plan to Internet marketing.
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July 2001

Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cluster Title: Mar keti ng and Sal es
Course Title: I nternet Marketing
Cour se Nunber: 8827210

Course Credit: 1

COURSE DESCRI PTI ON:

This course is designed to provide students with genera

the use of the Wrld Wde Wb as a marketing tool including the
devel opnent of a web site and supporting marketing activities including
t he managenent of an Internet marketing canpaign. After conplet
the core and this course, the student will have attained COccupat
Conpl eti on Point - Data Code B, Online Marketing Manager - |ndustry

Title.

20.0

know edge of

on of
onal

DI SCUSS THE | NTERNET AS A MARKETI NG TOOL--The student will be able

to:

20.01 Define the Internet and industry related terns (e.g.
protocol, ISP, URL, WAV bandw dth). LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

20.02 ldentify services the Internet provides (e.g., file transfer
protocol, newslists, e-mail). LA A 1.4.3, LA B 1.4 2,

20.

20.

20.

20.

20.

03

04

05

06

07

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Identify advant ages and di sadvant ages of marketing on the
Internet (e.g., cost, accessibility). LA A 1. 4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB242, LAB
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC
LA.C. 3.4.5

Identify fornms of communication (e.g., website, e-nmail,
newsgroups, chat roonms). LA A 1.4.3, LA.B.1.4.2,

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Identify the differences between unsolicited commercia
messages and opt-in e-mail. LA A 1.4.3, LA B 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss political, ethical and | egal issues of using the
Internet. LA A 1.4.3, LA B 1.4.2, LAB.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Define and di scuss netiquette. LA.
LA.B.1.4.3, LAB2.4.1, LAB2.4.2,
LA.C.3.4.1, LA C3.4.2, LA C 3

2.4.3
3.4.4,

> >
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21.

20.

20.

20.

20.

20.

20.

20.

20.

20.

08

09

10

11

12

13

14

15

16

Di scuss history and energi ng trends LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB.2.4.1, LA B.2.4.2, LA.B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

Di scuss security issues (e.g., firewalls, hacking, viruses,
e-commerce). LA A 1.4.3, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Di scuss social inmpact of the Internet (e.g., comerce,

rel ati onshi ps, gathering personal research, validity of
data). LA.A1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss denographics of Internet users. L
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB 2.
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.
LA.C. 3.4.5

Denmonstrate principles of navigating a browser (e.g.,

Net scape, Internet Explorer).

Di scuss search engines (e.g., Yahoo, Excite). LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4
LA.C. 3.4.5

Di scuss criteria for selecting an Internet Service Provider
(I1SP)(e.g., bandwi dth, hard drive space). LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Identify process for securing a domain name. LA
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB242 L
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, L
LA.C. 3.4.5

Di scuss copyright and registered trademark issues in
securing a domain nane. LA A 1.4.3, LA B.1.4.2, LA B. 1. 4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

A A1 43

4 ’
LA.B.2.4.3
LA.C 3.4.4,

4.2,
4.3,
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CONDUCT A MARKETI NG ANALYSI S--The student will be able to

21.01 Conpare and contrast marketing options for a variety of

products. LA A 1.4.3, LAB.1.4.2, LA B 1.4.3, LAB.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5

21.02 Assess current product marketing efforts (e.g., direct

21.03

21.04

mar keti ng, cable, print, nmedia, newspaper). LA A 1.4.3
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB242 L
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, L
LA.C. 3.4.5

Devel op product business plan (e.g., sales revenue

proj ection, expenses, cash flow, profit). LA B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

Identify products best suited for Internet marketing.

LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,

4.
4.

Om
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22.

23.

21.

21.

21.
21.

21.

21.

21.
21.
21.

05

06

07
08

09

10

11
12
13

LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C. 3.4.5

Identify target market for a selected product. LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Devel op nmessage for target market (e.g., niche market).

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,

LA.C.3.4.4, LA C.3.4.5

Det erm ne opti mum nessage delivery method.

Research and anal yze current marketing methods including
those of the conpetition.

Determ ne | egal issues that may affect on-line marketing
(e.g., where a sale is located, privacy issues, collecting
and paying sales tax across state or international borders,
energing Internet |aws).

Conpare and contrast Internet law with traditional business
law. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B 4, LA.C.3.4.1, LA.C. 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C 5

Conduct a cost anal ysi s.

Sel ect optinmum Internet marketing nethod(s).

Conduct a formal presentation of a market anal ysis and
recommended solutions (e.g., to supervisor, to client).

2. 4.
3. 4.

DEVELOP A MARKETI NG ORI ENTED WEBSI TE-- The student will be able

to:

22.01 Research and anal yze software and hardware requirenents

22.

22.

22.
22.

22.

22.

02

03

04
05

06

07

[e.g., Java, Hypertext Markup Language (HTM.), Cold Fusion
Flash]. LA.A1.4.3, LA B.1.4.2, LA B.1.4.3, LA B2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Devel op and test narket storyboard for the nessage (e.qg.
interpret test nmarket results and nodify design changes).
Design text and corresponding multi-nedia elenments required
by a storyboard (e.g., graphics, audio-visual).

Create website content.

Test website for effectiveness (e.g., |oading, graphics,
view fromdifferent browsers, link integrity).

Est abli sh security neasures (e.g., firewalls, backups, virus
protection).

Anal yze e-commerce solutions (e.g., shopping cart software
electronic malls, order entry systenms, smart cards).

| DENTI FY AND | MPLEMENT MARKETI NG SUPPORT ACTI VI Tl ES- - The st udent

wi | |

be able to:

23.01 ldentify role of website in marketing mix (e.g., marketing

departnment, human resources, public relations, custoner
service and support, database references, file transfer
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24.

23.

23.

23.

23.

23.

23.

23.

02

03

04

05

06

07

08

protocol, sales, newsletters). LA A 1.4.3, LA B.1. 4. 2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Devel op potential custoner database (e.g., denographic,

purchase preferences, address, e-mmil).

Identify products or services appropriate for push-
technol ogy advertising. LA A 1.4.3, LA B.1.4.2, LA B.1. 4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Subscri be to outside groups to enhance presence (e.g.
usegroups, |istservers, newsgroups, databases).

Identify sites for linking strategy and determni ne associ ated
costs.

Identify steps for establishing e-comrerce (e.g., securing
credit card services, inplenmenting security, database,
setting up shopping cart software and el ectronic malls).

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Identify processes to inprove visibility in search engines.
LAA1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Establi sh nmeans to identify your custoner base and marketing
profile (e.g., surveys, hit counters, on-site registration

| og-in data anal ysis).

MANAGE AN | NTERNET MARKETI NG CAMPAI GN- - The student will be able

to:

24.01 Determ ne nethods for pronmoting a universal resource | ocator

24.

24.

24.

24.
24.

24.
24.

24.

24.

24.

02

03

04

05
06

07
08

09

10

11

(URL) (e.g., search engines, link nmanagenment, push

t echnol ogy) .

Det erm ne appropriate search engines for listing URL (e.qg.

i ndustry specific, news group rel ated, general).

Determ ne nmethods to register with a selected search engi ne
(e.g., manual, securing a service).

Di scuss strategies for inproving visibility in search
engines (e.g., nmetatags, titling, keyword repetition).

Est abl i sh and nmanage |inks with other sites.

Di scuss viability of banner advertising. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

Determ ne nmethods to generate hit anal ysis data.

Cal cul ate and anal yze site effectiveness (e.g., statistica
hits, click-throughs).

Conpose updates based upon analysis results (e.qg.

streamnl i ne graphics, add netatags).

Publicize Internet nmarketing through non-Internet neans
(e.g., mail, press releases, letters, TV, networking).
Express i nportance of establishing custoner service

gui delines (e.g., comrunication skills, tech support, follow
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, L 1.

.4.3
A B. 2.
A C 3

t hrough, seeking prospects). L
LA.B.1.4.3, LA B24.1, LAB
LA.C.3.4.1, LA C3.4.2, LA C

.2
.B.2.4.4,
.C.3.4.5

IS

. B.
31
4

> > h

L L
L L

25.0 APPLY ENTREPRENEURI AL CONCEPTS TO | NTERNET MARKETI NG - The st udent
will

26.

0

be able to:

25. 01 Describe inportance of entrepreneurship to rel ated

25.

25.

25.

25.

25.

02

03

04

05

06

industries. LA.A 1.4.3, LAB1.4.2, LAB.1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Di scuss the inpact of Internet entrepreneurs. LA
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.4, LA C3.4.1, LA C.3.4.2, LA C3.4.3
LA.C. 3.4.5

Conduct an interview with an individual involved with

I nternet marketing.

Li st advantages and di sadvant ages of ownership of an
Internet business. LA A 1.4.3 LA B1.4.2 LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.5

Identify risks involved in ownership of an Internet rel ated
business. LA A 1.4.3, LAB1.4.2, LA B 1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Devel op a business plan to establish an Internet rel ated
busi ness or develop a creative marketing research project
(see DECA Cuide).

ANALYZE GLOBAL TRENDS I N THE | NTERNET MARKETI NG | NDUSTRY- - The

student will be able to:

26.01 ldentify global marketing trends in the Internet marketing

26.

26.

26.

26.

26.

02

03

04

05

06

industry. LA A 1.4.3, LA B 1.4.2, LAB1.4.3, LAB. 2. 4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Anal yze inpact of global Internet marketing on traditiona
mar keting methods. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Analyze nulticultural influences on global Internet
marketing trends. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Di scuss the risks of marketing across international borders
(e.g., legal, distribution issues). LA A 1.4.3, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss i npact of electronic data interchange (EDI) on
e-commerce. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss i npact of e-comerce on business world and job
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27.

0

26. 07

mar ket (e.g., automatic sourcing, EDI). LA A 1.4.3,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Expl ain i npact of the shifting of the purchasing function

fromthe supplier to the purchaser. LA A 1.4.3, LA B. 1. 4.2,
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC

2.4.3, LA B.2.4.4,
3.4.4, LAC 3.4.5

APPLY A CAREER PLAN TO | NTERNET MARKETI NG - The student will be

able to:

27.01

27.02

27.03

27.04

27.05

Devel op a plan for pursuing a specific career in Internet
mar keti ng, including training and educational requirenents,
needed skills and abilities, and steps for reaching career
goals in the chosen career

Denonstrate conpetencies required at the career sustaining

I evel in a chosen marketing position

Denmonstrate proficiency in software and hardware related to
the student’s selected marketing career plan

Devel op forns of docunentation for inclusion in a marketing
career portfolio.

Di scuss the changi ng hardware and software environment as it
applies to Internet marketing. LA A 1.4.3, LA B.1. 4.2,
LA.B.1.4.3, LAB2.4.1, LAB24.2, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC

2.4.3, LA B.2.4.4,
3.4.4, LAC 3.4.5
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July 2001

Fl ori da Departnment of Education

| NTENDED OUTCOVES

Program Titl e: Mar ket i ng
Secondary

Program Nunbers: 8827100

Cl P Number: 0208. 9999SP

Grade Level: 9-12, 30, 31

Lengt h: 3 credits

Certification: RETAILING @ G
MKTG 1@
TEACH CDE @
DIST ED @

MKTG MGMI @ G
ADVR PROM @ G

Facility Code: 222
CTSO DECA
Coop Met hod: Yes
Basic Skills

Mat h

Language

Readi ng

MAJOR CONTENT:
when offered at the secondary |evel:

8827110 - Marketing Essentials
8827120 - Marketing Applications
8827130 - Marketing Managenent

| NTENDED OUTCOMVES:
for each occupationa
be able to performthe follow ng:

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSON, RETAIL - OES Code 49011

PSAV
MB99991

0208. 9999SP

30, 31

450 hours
RETAILING @ G
MKTG 1@
TEACH CDE @

DI ST ED (@
MKTG MGMI' @ G
ADVR PROM @ G
222

DEX

Yes

9
9
9

Li sted bel ow are the courses that conprise this program

After successfully conpleting appropriate course(s)
conpl etion point of this program the student will

MB99991

Denmonstrate human rel ations skills necessary for success in

Denmonstrate proficiency in applying conmunication skills.
Denmonstrate proficiency in applying math skills unique to

CORE: Marketing Essentials 8827110
01.0 Denonstrate enployability skills.
02.0
mar ket i ng occupati ons.
03.0
04.0
mar ket i ng.
05.0 Identify econom c principles.
06.0 Ildentify marketing and business fundanental s.
07.0 ldentify effective selling techniques and procedures.

Mar ket i ng Applications 8827120
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08.
09.

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.

o

0
0

Sel ect a marketing industry for career planning.
Denonstrate applications of distribution to the selected
mar keti ng i ndustry.

Denmonstrate applications of financing to the selected

mar keti ng i ndustry.

Denmonstrate applications of product/service planning to the
sel ected marketing industry.

Denonstrate applications of marketing information managenent
to the selected nmarketing industry.

Denmonstrate pricing applications for the selected marketing
i ndustry.

Denonstrate pronotion applications for the sel ected

mar keti ng i ndustry.

Denonstrate purchasing applications to the sel ected

mar keti ng i ndustry.

Denonstrate applications of safety and risk nanagenent to
the sel ected nmarketing industry.

Denonstrate applications of selling to the sel ected

mar keti ng i ndustry.

Denonstrate an understandi ng of entrepreneurship

Identify the use of conmputers in narketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST- LI NE SUPERVI SORS AND MANAGER/ SUPERVI SORS, SALES - OES 41002

20.
21.
22.
23.
24.

25.

26.
27.
28.
29.
30.

o OO oOOoOOo

OO oOOoOOo

Apply econom ¢ principles to narketing.

Apply product and service technol ogy.

Denonstrate nmerchandi sing skills appropriate for marketing.
| mpl emrent nmarketing operational techniques.

Denonstrate proficiency in applying higher |eve

mat hemati cal skills unique to marketing.

Apply pronotional planning techniques and procedures to
product nmarketing.

Apply entrepreneurial concepts to marketing.

Apply marketing managenent principles to a business.
Anal yze gl obal trends in narketing.

Denonstrate applications of technology to narketing.
Apply a career plan to narketing.
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July 2001

Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cluster Title: Mar keti ng and Sal es
Course Title: Mar ket i ng Managemnent
Cour se Nunber: 8827130

Course Credit: 1

COURSE DESCRI PTI ON:

This course provides instruction for career sustaining |evel enploynent
in the industry. The content includes applied skills related to the

mar ket i ng functions including enploynent skills required for success in
mar keti ng and career planning as related to a marketing industry. After
successful conpletion of the core and this course, the student will have
attai ned Occupati onal Conpletion Point - Data Code B, First-Line

Supervi sors and Managers/ Supervisors, Sales - COES 41002.

20.0 APPLY ECONOM C PRI NCI PLES TO MARKETI NG - The student will be able
to:

20. 01 Explain economic trends as they relate to marketing.
LAA1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.6

20.02 Explain role of the profit notive in the marketing of
products. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3, LA B 2.4.1,

LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 Ss.D1.4.1

20.03 Explain role of marketing in a free enterprise system
LA A1.4.3, LAB1.4.2 LAB1.4.3 LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 Ss.D.2.4.1

20. 04 Describe channels of distribution for marketing.
LAA1.4.3, LAB1.4.2 LAB1.4.3, LAB241 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

20. 05 Apply economic concepts to marketing including pricing,
ri sk, productivity, conpetition, and cycles. LA A 2.4.7,
LA A 2.4.8, SS.D.1.4.1, Ss.D.2.4.1

21.0 APPLY PRODUCT AND SERVI CE TECHNOLOGY--The student will be able to:

21.01 Denonstrate appropriate techni ques and termn nol ogy for
selling. LA A1.4.3, LAC3.4.4
21.02 Denonstrate principles in the marketing of products.
LA A1.4.3, LAC3.4.4
21.03 Discuss inventors and entrepreneurs who have had a ngjor
i nfluence on the marketing industry. LA A 1.4.3,
LA A 2.4.4, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.2,
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22.

23.

24.

21.04

LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Identify past, present, and future nmarketing products,
styles, and services. LA A 1.4.3, LAA2.4.4 LA B1. 4.2,
LA.B.1.4.3, LAB2.4.1, L

, LA
LA.C.3.4.1, LA C3.4.2, L LA

wn

A B.2.4.2 B.2.4.4,
A.C.3.4.3 C.3.4.5

DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR MARKETI NG- - The

student will be able to:

22.01

22.02

22.03

22.04

22.05

22.06

22.07

Supervi se basic stock keeping techni ques, such as sorting by
color, size, and/or classification; and cl eani ng nerchandi se
fixtures.

Supervise initiatives in maintaining stock, such as
rehangi ng merchandi se, studying hang tags, and restocking
mer chandi se

Denonstrate sales pronotion techni que of |ocating advertised
nmer chandi se on the selling floor. LA C 3.4.4

Denonstrate techniques to performa nerchandi se inventory.
LA.C. 3.4.4

Assi st in preparation of nerchandi se di splays by
denmonstrati ng know edge of design principles and el enents,

ki nds of displays, patterns of arrangenent, col or

principles, and appropriate displays for given types of
merchandise. LA B.1.4.1, LA B.2.4.1, LAA1.4.3

Pl an a pronotional canpaign for a product or line to include
types of nedia, pronotional mx, and eval uation of
effectiveness. LA A 2.4.4, LA B 1.4.1, LA B 2.4.1,
LA.B.2.4.4, LA C3.4.4

Denonstrate ability to follow a floor plan. LA A 2.4.4

| MPLEMENT MARKETI NG OPERATI ONAL TECHNI QUES- - The student will be

able to:

23.01
23.02
23.03

23.04

23.05

23.06

| npl ement acci dent prevention techniques in work situations.
Denonstrate receiving and checking techniques. LA . C 3.4.4
Denonstrate techniques to prevent security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA C 3.4.4

Denmonstrate procedures relative to enployees' role in
preventing internal loss. LA.C 3.4.4

| mpl ement gui del i nes that address concerns and issues that
relate to the operation of a business including safety
practices.

Conduct an orientation for new enployees. LA C. 1.4.1,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

DEMONSTRATE PROFI CI ENCY | N APPLYI NG HI GHER LEVEL MATHENATI CAL

SKILLS UNIl QUE TO MARKETI NG - The student will be able to

24.01

Col | ect and anal yze sales information to determ ne stock
turnover and stock-sales ratio for nerchandise. MA E. 1.4.1,
MA.E 1.4.2, MAE1.4.3
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25.

26.

0

0

24.

24.

24.

24.

24.

24.

24.

02

03

04

05

06

07

08

Apply standard industry fornula to determ ne markup and

mar kdown on merchandi se or service. MAE. 1.4.1, MAE 1.4.2
MA.E. 1.4.3

Anal yze standard industry fornulas relative to discount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE 1.4.1, MAE1.4.2, MAE1.43

Det ermi ne anount of merchandi se to be reordered utilizing
nodel stock by collecting, organizing, representing, and
interpreting data and predicting outcones. MA E.1.4.1,
MA.E 1.4.2, MAE1.4.3

Conpl ete pricing probleminvolving fixed or variable
pricing, odd-cent pricing, and | oss |eader pricing.
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Cal cul ate sales productivity. MAE 1.4.1, MAE1.4.2

MA.E. 1.4.3

Cal cul ate sales per hour. MAE 1.4.1, MAE 1.4.2

MA.E. 1.4.3

Cal cul ate average itens and average dollars per transaction
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

APPLY PROMOTI ONAL PLANNI NG TECHNI QUES AND PROCEDURES TO PRODUCT

MARKETI NG- - The student will be able to:

25.
25.

25.
25.

25.

25.

25.

25.

25.

25.
25.
25.
25.

APPLY

01
02

03
04

05

06

07

08

09

10

11
12
13

Anal yze role of pronotion in marketing and merchandi si ng.
Devel op a pronotion plan for a given product or situation.
LA A 2.4.4

Devel op a pronotional mx for a product. LA A 2.4,
Identify the market(s) for the pronmotion plan. LA
LA.A2.4.6, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

Prepare a pronotional cal endar of events. LA A 2.4.4,

LA B.1.4.1, LAB2.4.3

Prepare a witten advertisenment |ayout. LA A 2.4.4,

LA B.1.4.1, LAB2.4.3

Sel ect and evaluate a variety of advertising nedia to carry
the advertising nessage. LA A 2.4.8

Apply steps involved in planning and setting up displays.
LA A 2.4.4, LAB2.4.2

Identify factors to consi der when eval uati ng conpl et ed
displays. LA A 1.4.3, LAB.1.4.2, LAB1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Differentiate between pronotional displays and institutional
displays. LA A 1.4.3

| mpl ement strategies to be used for public relations.

Est abli sh pronotion plan sal es quotas and incentives.

Eval uate the overall pronotion plan.

ENTREPRENEURI AL CONCEPTS TO MARKETI NG - The student will be

able to:

26. 01 Describe inportance of entrepreneurship to rel ated

industries. LA A 1.4.3, LAB.1.4.2, LAB.1.4.3, LAB.2.4.1
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27.

28.

LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
26. 02 Anal yze advant ages and di sadvant ages of sel f-enpl oynent.
LA A 2.4.4
26. 03 Analyze risks involved in ownership of a business.
LA A 2.4.4
26. 04 Anal yze advant ages and di sadvantages of the prinmary fornms of
busi ness ownership. LA A 1.4.3, LAA2 4.4, LA B 1.4.2
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LAB 2.
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC 3.
26. 05 Discuss future prospects for entrepreneurship and
intrapreneurship in marketing. LA A 1.4.3, LA B.1.4.2
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LAB 2.
A C. 3.
S

4.4,
4.5

LA.C.3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, L

26. 06 Assess education, aptitudes, attitudes, and skil
recommended for entrepreneurs and intrapreneurs.
LA A1.4.3 LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

26. 07 Assess personal potential to become an entrepreneur and/or
i ntrapreneur.

26.08 Develop a plan to establish and open a business. LA A 2.4.4

LA. B.
LA. C.

APPLY MARKETI NG MANAGEMENT PRI NClI PLES TO A BUSI NESS- - The st udent
will be able to do:

27.01 Explain marketing managenent functions. LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

27.02 Explain how a marketing nmanager manages people, ideas, tine,
noney, and materials. LA A 1.4.3, LA B.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

27.03 Explain why effective conmunication is critical to the
mar keti ng manager. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

27.04 Apply the steps in the managenent probl em sol ving process.

27.05 Denponstrate strategi es the marketi ng manager can use to
noti vate enpl oyees.

27.06 Eval uate how the marketing concept influences narketing.

27.07 Develop a marketing plan. LA A 2.4.4, LA A 2.4.6,
LA A2.4.7, LAA24.8

ANALYZE GLOBAL TRENDS | N MARKETI NG - The student will be able to:

28. 01 Conpare and contrast gl obal marketing trends in selected
industries. LA A 1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LA C3.4.5 SS5.D2.4.6

28.02 Analyze inpact of global marketing. LA A 2.4.4, SS.D.2.4.6

28.03 ldentify foreign markets and distributors. LA A 1.4.3,

LA A 2.4.4, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.2,
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29.

30.

28.04

28. 05

28. 06

LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.6

Anal yze nulticultural influences on global marketing trends.
LA A 2.4.4, SS.D.2.4.6

Denonstrate nmethods of researching specific global markets.
LA A1.4.3, LAA2 4.4, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS5.D.2.4.6

Di scuss the role of the Internet in facilitating gl oba
marketing. LA A 1.4.3, LAA 2. 4.4, LAA2 4.6, LAB.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.6

DEMONSTRATE APPLI CATI ONS OF TECHNOLOGY TO MARKETI NG - The st udent

Denmonstrate nmastery of conputers and technol ogy currently

Identify use of satellite transnissions in marketing
training. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3, LA B2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD24.4

Denmonstrate use of the conputer and information networks in

A CAREER PLAN TO MARKETI NG - The student will be able to

Devel op a plan for pursuing a specific career in marketing,
i ncludi ng training and educati onal requirenents, needed
skills and abilities, and steps for reaching career goals in

Denonstrate conpetencies required for career sustaining and
m d- | evel managenent positions in a chosen marketing field.

Denmonstrate specific technol ogy applications related to the
student's marketing career plan. LA A 2.4.7, LA A 2.4.8,

will be able to:
29.01
used in marketing. LA D.2.4.4, LA B.2.4.4
29. 02
29. 03
marketing. LA D.2.4.4, LA B.2.4.4
APPLY
30. 01
the chosen career. LA A 2.4.4, LA A 2.4.6
30. 02
LA A.2.4.7, LA A 2.4.8
30. 03
LA.D.2.4.4, LA D.2.4.6
30. 04

Devel op forns of docunentation for inclusion in a marketing
career portfolio. LA B.1.4.1, LA B.1.4.2, LAB1.4.3
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July 2001
Fl ori da Departnment of Education
| NTENDED OUTCOMES

Program Titl e: Rest aurant Marketing
Secondary PSAV
Program Nunbers: 8824100 MB09050
Cl P Nunber : 0208. 090500 0208. 090500
Grade Level: 9-12, 30, 31 30, 31
Lengt h: 3 credits 450 hours
Certification: RETAILING @ G TEACH CDE @
MKTG 1 @ RETAILING @ G
TEACH CDE @ DIST ED @
DIST ED @ MKTG 1 @
RESTRUANT @ G RESTRUANT @ G
MKTG MGMI @ G MKTG MGMI @ G
Facility Code: 222 222
CTSO DECA DEX
Coop Met hod: Yes Yes
Basic Skills
Mat h 9
Language 9
Readi ng 9

MAJOR CONTENT: Listed below are the courses that conprise this program
when offered at the secondary |evel:

8827110 - Marketing Essentials
8827120 - Marketing Applications
8824110 - Restaurant Marketing Operations

| NTENDED OUTCOMES: After successfully conpleting appropriate course(s)
for each occupational conpletion point of this program the student will
be able to performthe follow ng:

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSON, RETAIL - OES Code 49011

CORE: Marketing Essentials 8827110 MB99991

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
mar ket i ng occupati ons.

03.0 Denonstrate proficiency in applying communication skills.

04.0 Denonstrate proficiency in applying math skills unique to
mar ket i ng.

05.0 Identify econom c principles.

06.0 Ildentify marketing and business fundanental s.

07.0 ldentify effective selling techniques and procedures.

Mar ket i ng Applications 8827120 MB99991
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08.
09.

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.

o

0
0

Sel ect a marketing industry for career planning.
Denonstrate applications of distribution to the selected
mar keti ng i ndustry.

Denmonstrate applications of financing to the selected

mar keti ng i ndustry.

Denmonstrate applications of product/service planning to the
sel ected marketing industry.

Denonstrate applications of marketing information managenent
to the selected nmarketing industry.

Denmonstrate pricing applications for the selected marketing
i ndustry.

Denonstrate pronotion applications for the sel ected

mar keti ng i ndustry.

Denonstrate purchasing applications to the sel ected

mar keti ng i ndustry.

Denonstrate applications of safety and risk nanagenent to
the sel ected nmarketing industry.

Denonstrate applications of selling to the sel ected

mar keti ng i ndustry.

Denonstrate an understandi ng of entrepreneurship

Identify the use of conmputers in narketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST- LI NE SUPERVI SORS AND MANACER/ SUPERVI SCRS, SALES RELATED
WORKERS, RESTAURANT - OES 4100.

20.
21.
22.

23.
24.

25.

26.
27.

28.
29.

30.

0
0
0

o

o

o

Apply econom c principles to restaurant marketing.
Apply restaurant product and service technol ogy.
Denonstrate nmerchandi sing skills appropriate for restaurant
mar ket i ng.

I mpl ement restaurant marketing operational techniques.
Denonstrate proficiency in applying higher |eve

mat hemati cal skills unique to restaurant narketing.
Apply pronotional planning techniques and procedures to
restaurant marketing.

Apply entrepreneurial concepts to restaurant nmarketing.
Apply marketing managenent principles to a restaurant
busi ness.

Anal yze gl obal trends in restaurant marketing.
Denonstrate applications of technology to restaurant

mar ket i ng.

Apply a career plan to restaurant marketing.
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July 2001

Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cluster Title: Mar keti ng and Sal es

Course Title: Rest aurant Marketing Operations
Cour se Nunber: 8824110

Course Credit: 1

COURSE DESCRI PTI ON:

This course provides instruction for career sustaining |evel enploynent
in the food service industry. The content includes applied skills
related to the marketing functions and food service industries including
enpl oynment skills required for success in food service and career
planning as related to the food service industry. After conpletion of
the core and this course, the student will have attained Occupationa
Conpl etion Point - Data Code B, First-Line Supervisors and

Manager/ Supervi sors - OES 41002.

20.0 APPLY ECONOM C PRI NCI PLES TO RESTAURANT MARKETI NG- - The st udent
will be able to:

20. 01 Explain economic trends as they relate to restaurant

marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

20.02 Explain role of the profit nmotive in the restaurant
industry. LAA1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.

20.03 Explain role of restaurant marketing in fr

e
system LA A 1.4.3, LAB1.4.1, LA B 1.4.2, .B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

20. 04 Describe channels of distribution for restaurant nmarketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

20. 05 Apply economi c concepts to restaurant marketing including
pricing, risk, productivity, conpetition, and cycles.

4
5

e enterprise
L
4

21.0 APPLY RESTAURANT PRODUCT AND SERVI CE TECHNOLOGY--The student will
be able to:

21.01 Explain history and conposition of food cuisine s and
beverages. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

21.02 Analyze trends in the restaurant, food service, and beverage
industries. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,

4.3,
4.1
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LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

21.03 Denonstrate principles in the marketing of restaurants.

21. 04 Denonstrate use of restaurant supplies and equi pnment in
restaurant and food service operations.

21. 05 Denpnstrate use of electronic technol ogy used in restaurants
and food service.

22.0 DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR RESTAURANT
MARKETI NG- - The student will be able to:

22.01 Uilize effective nenu presentation

22.02 Apply principles of personal sal esmanship

22.03 | npl enent proper beverage service techniques.

22.04 Apply techniques of nerchandising to food and beverage
mar ket i ng.

22.05 Explain benefits of publicity and public relations.
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3 LAB
LA B.2.4.2, LAB.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

22.06 Explain how the tel ephone can be used as an effective sales
promotion instrument. LA A 1.4.3, LAB1.4.1, LA B 1.4.2
LA.B.1.4.3, LAB2.4.1, LAB242 LAB243, L
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, L

22.07 I nplenment effective personal selling techniques.

22.08 Anal yze advant ages of various display techniques.
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

A B.2.4.4,
A.C.3.4.5

23.0 | MPLEMENT RESTAURANT MARKETI NG OPERATI ONAL TECHNI QUES- - The st udent
will be able to:

23.01 I nplement acci dent prevention techniques in restaurant
mar keti ng operati ons.

23.02 Denonstrate safety practices in restaurant operations.

23.03 Denpbnstrate general sanitation and hygi enic principles.

23. 04 Recogni ze energency situations.

23. 05 Denpbnstrate exceptional health and safety procedures.

23.06 Denpbnstrate procedures relative to enpl oyees' role in
preventing internal |oss.

24.0 DEMONSTRATE PROFI CI ENCY I N APPLYI NG H GHER LEVEL MATHEMATI CAL
SKILLS UNI QUE TO RESTAURANT MARKETI NG - The student will be able
to:

24.01 ldentify break-even point for restaurant narketing.
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB14.3, LAB
LA.B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1, LAC
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

24.02 Apply need sales increase forrmula to justify various
mer chandi si ng techni ques.

24.03 Coll ect and anal yze sales information to deternmi ne food,
beverage, and supply needs.

2.4.1
3.4.2,
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24.04 Deternmine amobunt of itens to order or reorder utilizing
nodel stock by collecting, analyzing, representing, and
interpreting data, and predicting outcones.

24.05 Analyze daily inventory and operation reports to nake
decisions relating to ordering, scheduling, bank deposits
and change needed. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B
LA.C.3.4.1, LA C

2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2.4.4,
3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5

25.0 APPLY PROMOTI ONAL PLANNI NG TECHNI QUES AND PROCEDURES TO RESTAURANT
MARKETI NG - The student will be able to:

25.01 Analyze role of pronmotion in restaurant and food service
operations. LA A 1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

25.02 Develop a promotion plan for a given restaurant.

25.03 Develop a promotional mix for a restaurant.

25.04 ldentify the market(s) for the promotion plan. LA A 1.4.3
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

25.05 Prepare a promotional cal endar of events.

25.06 Prepare a witten advertisenment |ayout.

25.07 Select and evaluate a variety of advertising nedia to carry
t he advertising nessage.

25.08 Apply steps involved in planning and setting up restaurant
and food service displays, i.e. carts, buffet lines, and
t abl es.

25.09 Apply factors to consider when eval uati ng conpl eted
restaurant and food service displays.

25.10 I nplenment strategies to be used for public relations.

25. 11 Establish pronmotion plan sales quotas and incentives.

25.12 Evaluate overall restaurant marketing pronotion plan

26.0 APPLY ENTREPRENEURI AL CONCEPTS TO RESTAURANT MARKETI NG- - The
student will be able to:

26. 01 Describe inportance of entrepreneurship to restaurant and
food service industries. LA A 1.4.3 LAB1l.4.1
LA B.1.4.2, LAB1.4.3, LAB.24.1,
LA.B.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C. 3.4.5

26. 02 Anal yze advant ages and di sadvant ages of sel f-enpl oynent.
LA A1.4.3 LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB2
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LAC3.
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

26. 03 Analyze risks involved in ownership of a restaurant or food
service business. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

26.04 ldentify advantages and di sadvantages of the primary fornms
of business ownership found in the restaurant industry.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,

3
41

-

LA.B.2.4.2 A B. 2. 4.
LA.C. 3.4.3 A C 3. 4.

4.1
4.2,
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27.

28.

26.

26.

26.

26.

05

06

07

08

LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss future prospects for entrepreneurship and

i ntrapreneurship in restaurant marketing. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Identify education, aptitudes, attitudes, and skills
recommended for restaurant entrepreneurs and intrapreneurs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Assess personal potential to becone a restaurant
entrepreneur and/or intrapreneur. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4
LA.C. 3.4.5

Devel op a plan to establish and open a restaurant or food
service business. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

APPLY MARKETI NG MANAGEMENT PRI NCI PLES TO A RESTAURANT BUSI NESS- -

The student will be able to:

27.01 Explain restaurant marketing managenent functions.

27.

27.

27.

27.

27.

27.

02

03

04

05

06

07

LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, L
LA.B.2.4.2, LAB.2.4.3, LAB24.4 LAC3.4.1, L
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ain how a restaurant or food service operations manager
manages people, ideas, tinme, nmoney, and naterials.
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, L
LA.B.2.4.2, LAB.2.4.3, LAB24.4 LAC3.4.1, L
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ain why effective communication is critical to the
restaurant marketing manager. LA A 1.4.3, LA B 1.4.1
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB24.2, LA
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA
LA.C. 3.4.5

Apply the steps in the restaurant managenent probl em sol ving
process.

Denonstrate strategies the restaurant or food service
manager can use to notivate enpl oyees.

Eval uate how t he marketing concept influences restaurant and
food service operations. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB1.4.3, LAB24.1, LAB24.
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4
LA.C. 3.4.5

Devel op a restaurant nmarketing plan. LA A 1.

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

A
A
A
A

3
.4,

OOI\)‘

B.
C.

ANALYZE GLOBAL TRENDS | N RESTAURANT MARKETI NG - The student will be

able to:
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29.

30.

28.

28.

28.

28.

28.

28.

01

02

03

04

05

06

Identify global marketing trends in restaurant and food
service industries. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Anal yze inpact of global narketing on restaurant and food
service. LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3
LA.B.2.4.1, LA B 3.4
LA.C. 3.4.2, LA C
Anal yze gl obal re
LA A 1.4.3, LA

2.4.2, LAB.2.4.3, LA B.2.4.4, LA C
3.
S
B. 1.
LA.B.2.4.2, LA B. 2.
C. 3.
ur
et
1.
3.

.1,
4.3, LA.C.3.4.4, LA C.3.4.5

taurant nmanagenent organi zati ons.
4.1, LA.B.1.4.2, LA B.1.4.3, LA B.
4.3, LA.B.2.4.4, LA.C.3.4.1, LA C
4.4, LA.C.3.4.5

ral influences on global restaurant and

LA. C. 3.4.3, LA
Anal yze mul ti cult
food service mark

ing trends. LA A 1.4.3, LA B1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

Identify nmethods of researching specific global restaurant
markets. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify the role of the Internet in facilitating globa
restaurant marketing. LA A 1.4.3, LA B.1.4.1, LA B 1.4 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

DEMONSTRATE APPLI CATI ONS OF TECHNOLOGY TO RESTAURANT MARKETI NG -

The student will be able to:

29. 01 Denonstrate mastery of conputers and technol ogy currently

29.

29.

02

03

used in restaurant and food service nmarketing.

Identify use of satellite transnissions in restaurant and
food service training. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Denmonstrate use of the conputer and information networks in
restaurant and food service marketing.

APPLY A CAREER PLAN TO RESTAURANT MARKETI NG - The student will be

able to:

30.01 Develop a plan for pursuing a specific career in restaurant

30.

30.

30.

02

03

04

or food service marketing including training and educati on
requi renents, needed skills and abilities, and steps for
reaching career goal. LA A 1.4.3, LAB1.4.1, LAB 1.4 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4
Denonstrate conpetencies required for career sustaining and
m d- | evel managenent positions in the restaurant and food
service marketing field.

Denmonstrate specific technol ogy applications related to the
student’s restaurant and food service career plan.

Devel op forns of docunentation for inclusion in a restaurant
or food service marketing career portfolio. LA A 1.4.3,
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LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4

LA.B.2.4. 3,
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Program Titl e:

Program Nunbers:
Cl P Nunber:
Grade Level:
Lengt h:
Certification:

Facility Code:
CTSO

Coop Met hod:

Basic Skills:
Mat h
Language
Readi ng

MAJOR CONTENT:
when of fered at

8827110 -
8827120 -
8821110 -

| NTENDED OUTCOMVES:

July 2001
Fl ori da Departnment of Education
| NTENDED OUTCOMES

Retai | Food Marketing

Secondary PSAV

8821100 MB06010

0208. 060100 0208. 060100
9-12, 30, 31 30, 31

3 credits 450 hours
RETAILING @ G TEACH CDE @
MKTG 1@ RETAILING @ G
TEACH CDE @ DIST ED @
DIST ED @ MKTG 1@

MKTG MGMI @ G MKTG MGMI @ G

222 222
DECA DEX
Yes Yes

9

9

9

Li sted bel ow are the courses that conprise this program
the secondary | evel:

Mar keti ng Essentials
Mar keti ng Applications
Retai |l Food Marketing

After successfully conpleting appropriate course(s)

for

each occupationa

conpl etion point of this program the student will

be able to performthe follow ng:

OCCUPATI ONAL COWVPLETI ON PO NT -
SALESPERSON, RETAIL -

DATA CODE A
OES Code 49011

CORE: Marketing Essentials 8827110 MB99991

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
mar ket i ng occupati ons.

03.0 Denonstrate proficiency in applying communication skills.

04.0 Denonstrate proficiency in applying math skills unique to
mar ket i ng.

05.0 Identify econom c principles.

06.0 Ildentify marketing and business fundanental s.

07.0 ldentify effective selling techniques and procedures.

Mar ket i ng Applications 8827120 MB99991

08.0 Select a marketing industry for career planning.
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09.

10.

11.

12.

13.

14.

15.

16.

17.

18.
19.

0
0

Denonstrate applications of distribution to the selected
mar keti ng i ndustry.

Denmonstrate applications of financing to the selected

mar keti ng i ndustry.

Denmonstrate applications of product/service planning to the
sel ected marketing industry.

Denonstrate applications of marketing information managenent
to the selected nmarketing industry.

Denmonstrate pricing applications for the selected marketing
i ndustry.

Denonstrate pronotion applications for the sel ected

mar keti ng i ndustry.

Denonstrate purchasing applications to the sel ected

mar keti ng i ndustry.

Denonstrate applications of safety and risk nanagenent to
the sel ected nmarketing industry.

Denonstrate applications of selling to the sel ected

mar keti ng i ndustry.

Denonstrate an understandi ng of entrepreneurship

Identify the use of conmputers in narketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST LI NE SUPERVI SORS AND MANACER/ SUPERVI SCRS, FOOD MARKETI NG -

OES 41002.

20.0 Apply economic principles to retail food narketing.

21.0 Apply retail food product and service technol ogy.

22.0 Denonstrate nerchandising skills appropriate for retail food
mar ket i ng.

23.0 Inplenment retail food narketing operational techniques.

24.0 Denonstrate proficiency in applying higher |eve
mat hemati cal skills unique to retail food narketing.

25.0 Apply pronotional planning techni ques and procedures to
retail food marketing.

26.0 Apply entrepreneurial concepts to retail food narketing.

27.0 Apply marketing nmanagenent principles to a retail food
mar keti ng rel ated busi ness.

28.0 Analyze global trends in retail food marketing.

29.0 Denobnstrate applications of technology to retail food
mar ket i ng.

30.0 Apply a career plan to retail food marketing.

67



July 2001

Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cluster Title: Mar keti ng and Sal es
Course Title: Retai|l Food Marketing
Cour se Nunber: 8821110

Course Credit: 1

COURSE DESCRI PTI ON:

This course is designed to provide students with an in-depth study of
food marketing in a free enterprise society and provide the know edge,
skills, and attitudes required for advancenent to mddle |eve
managenment enploynent in a wide variety of food marketing occupations.
After conpletion of the core and this course, the student will have
attai ned Occupati onal Conpletion Point - Data Code B, First-Line
Supervi sors and Manager/ Supervi sors - OES 41002.

20.0 APPLY ECONOM C PRI NCI PLES TO RETAI L FOOD MARKETI NG - The st udent
will be able to:

20.01 Explain economic trends as they relate to retail food
marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

20.02 Explain role of the profit nmotive in the marketing of food
products. LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC. 3.

20.03 Explain role of retail food marketing in the
system LA A 1.4.3, LAB1.4.1, LA B 1.4.2,
LA.B.2.4.1, LAB2.4.2, LAB24.3, LAB24.
LA.C.3.4.2, LA C3.4.3, LA C3.4.4, LA C3.4.

20. 04 Describe channels of distribution for retai

1. 4.

3. 4.

4.3,
4.1

4.
4.
ree enterprise

5

f

LA.B.1.4.3,

4, LA.C 3.4.1,
5

f

3

1

ood
, L
L

mar ket i ng.
LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB
LA.B.2.4.2, LAB2.4.3, LAB24.4, LAC
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

20. 05 Apply economic concepts to retail food marketing including
pricing, risk, productivity, conpetition, and cycles.

B.2.4.1,

A
A C 3.4.2,

21.0 APPLY RETAIL FOOD PRODUCT AND SERVI CE TECHNOLOGY- - The student will
be able to:

21.01 Denonstrate appropriate techni ques and term nol ogy for
selling food and ot her products found in retail food
mar ket i ng establishnents.

21.02 Denonstrate principles in the marketing of retail food
products.

21.03 Analyze different categories and classifications of retai
food products. LA A 1.4.3, LAB1.4.1, LAB 1.4 2,
LA B.1.4.3, L
LA.C3.4.1, L

A B.2.4.1, LAB2.4.2, LAB2.4.3, LAB 2 4.4,
A.C3.4.2, LACS3.4.3 LAC3.4.4 LAC3.4.5

68



21. 04 Denonstrate appropriate placenment and merchandi si ng
techni ques for the various categories of food and support
products found in retail food marketing.

21. 05 Discuss nature of nanagerial planning. LA A 1.4 .3,
LA.B.1.4.1, LA 4.2, LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3

B. 1.
LA.B.2.4.3, LA B.2.
LA.C.3.4.4, LA C 3.
21.06 Describe role of ma
1.

NI—‘3

t he achi evenment of quality.
LA A 1.4.3, LA B B.1.4.2, LA.B.1.4.3, LA.B.2.4.1,
LA.B.2.4.2, LA B.2. B.2.4.4, LA.C.3.4.1, LA.C 3.4.2
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

21. 07 Recogni ze whol esale and retail cuts of neats.

21. 08 Denonstrate vegetabl e product know edge.

21.09 Denonstrate fruit product know edge.

21.10 ldentify merchandise in the grocery departnment. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LAC
LA.C.3.4.4, LA C.3.4.5

21. 11 Recogni ze different dairy products.

21.12 ldentify on-premi se and ready-prepared deli departnents.
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,

4. 4,
4.5
nagenent
4.1, LA
4.3, LA

LA.C.3.4.3, LA C3.4.4, LAC3.4.5

21.13 ldentify on-premnmi se and bake-off bakery departnents.
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

22.0 DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR RETAI L FOOD
MARKETI NG- - The student will be able to:

22.01 Supervise basic stock keeping techni ques of the various
products and departnental lines found in retail food
mar ket i ng.

22.02 Supervise initiatives in maintaining stock such as stocking
shel ves, building displays, rotating stock, and restocking
shel ves.

22.03 Denonstrate techni que of systematically |ocating nerchandi se
on the floor.

22.04 Denonstrate techni ques for taking inventory of retail food
products.

22.05 Assist in the planning of special holiday food pronotions.

22.06 Assist in the devel opnment of food and merchandi se di spl ays
by denonstrating know edge of design principles and
el enents, kinds of displays, patterns of arrangenent, color
principles, and appropriate displays for given types of
mer chandi se

22.07 Denonstrate ability to follow a floor plan

22.08 Denonstrate ability to assenbl e prepack shippers.

23.0 | MPLEMENT RETAIL FOOD MARKETI NG OPERATI ONAL TECHNI QUES- - The
student will be able to:
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23.01 I npl enent acci dent prevention techniques in retail food
mar keti ng operati ons.

23.02 Denpbnstrate receiving and checki ng techni ques.

23.03 Denonstrate techni ques to prevent security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters.

23.04 Denonstrate procedures relative to enpl oyees' role in
preventing internal |oss.

23.05 I npl enent gui delines that address concerns and issues that
relate to the operation of a retail food business including
safety practices.

23. 06 Conduct an orientation for new enpl oyees.

23. 07 Denonstrate and acquire know edge of neat depart nment
equi pnrent and tool s.

23.08 Denonstrate and acquire know edge of sanitation of neat
equi pnrent and tool s.

23.09 Denpnstrate the correct handling of produce.

23. 10 Denonstrate appropriate sanitation skills for the produce
department and equi pnent.

23. 11 Prepare grocery nerchandi se for stocking of shelves.

23.12 Prepare dairy products for stocking.

23. 13 Denonstrate appropriate sanitation skills for the dairy
department and equi pnent.

23. 14 Prepare frozen foods for stocking.

23. 15 Denonstrate appropriate sanitation skills for the frozen
foods departnent and equi prment.

23.16 Prepare bakery, deli, floral, and m scellaneous departnents
for stocking.

23. 17 Denonstrate appropriate sanitation skills for the bakery,
deli, floral, and m scel |l aneous departnents.

DEMONSTRATE PROFI CI ENCY | N APPLYI NG HI GHER LEVEL MATHENMATI CAL
SKILLS UNI QUE TO RETAI L FOOD MARKETI NG - The student will be able
to:

24.01 Collect and anal yze sales information to determ ne stock and
sales ratio for food and rel ated |ines.

24.02 Apply standard i ndustry forrmulas to determ ne mark up and
mark down for retail food itens.

24.03 Analyze standard fornulas relative to discount date and due
date to determ ne ampbunt due on an invoice. LA A 1.4.3
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5

24.04 Deternmi ne amobunt of nerchandise to be reordered utilizing
nodel stock by collecting, organizing, representing, and
interpreting data and predicting outcones.

24.05 Conplete pricing problens involving fixed or variable
pricing, odd-cent pricing, and | oss |eader pricing.

24.06 Calcul ate sales productivity.

24.07 Cal cul ate sal es per hour

24.08 Calcul ate average itens and average dollars per transaction

A B.2.4.2,
A.C.3.4.3
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25.0 APPLY PROVOTI ONAL PLANNI NG TECHNI QUES AND PROCEDURES TO RETAI L

26.

0

FOOD MARKETI NG - The students wil |

be able to:

25.01 Analyze role of promotion in retai

food marketing.
LA.B.1.4.3, LA B.2.
LA.C.3.4.1, LA C. 3.4.2,

LA/A1.4.3, LAB1.4.1 LAB 142
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5

B
L

25.02 Develop a pronmotion plan for retail food narketing.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4

25.03 Develop a prompotional mix for a retail food product.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4

25.04 ldentify and analyze market(s) for the pronotion plan
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

25.05 Prepare a pronpotional cal endar of events. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

25.06 Prepare a witten advertisenent layout. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

25.07 Select and evaluate a variety of advertising nedia to carry
t he advertising nessage.

25.08 Apply steps involved in planning and assenbling retail food
mar keti ng di spl ays.

25.09 Analyze factors to consider when eval uating conpl eted retai
food marketing displays. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

25.10 Differentiate between retail food pronotional displays and
i nstitutional displays.

25.11 Inplenment strategies to be used for public relations.

25. 12 Establish pronmotion plan sales quotas and incentives.

25. 13 Evaluate overall retail food promotion plan. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C. 3.4.5

APPLY ENTREPRENEURI AL CONCEPTS TO RETAI L FOOD MARKETI NG - The

student will be able to:

26. 01 Describe inportance of entrepreneurship to the retai
LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,

i ndustry.
LA.B.2.4.1, LA B.2.
LA.C. 3.4.2, LA C. 3.
26. 02 Anal yze advant ages
LA.A 1.4.3, LA B 1
LA.B.2.4.2, LA B.2.
LA.C. 3.4.3, LA C. 3.
26. 03 Analyze risks invo
mar keti ng busi ness.

f ood

4.2, LA.B.2.4.3, LA B.2.4.4, LA C. 3.4.1,

4.3, LA.C.3.4.4, LA C.3.4.5

and di sadvant ages of sel f-enpl oynent.

4.1, LA.B.1.4.2, LA B.1.4.3, LA B.2.

4.3, LA.B.2.4.4, LA C.3.4.1, LA C. 3.

4.4, LA.C.3.4.5

ved in ownership of a retail food
LA A1.4.3, LAB1.4.1, LAB1.4.2,

4.1
4.2,
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LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

26.04 ldentify advantages and di sadvantages of the primary forms
of business ownership found in the retail food marketing
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

26. 05 Di scuss future prospects for entrepreneurship and
intrapreneurship in retail food marketing. LA A
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

26.06 ldentify education, aptitudes, attitudes, and skills
recommended for entrepreneurs and intrapreneurs.
LA A1.4.3 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

26. 07 Assess personal potential to become an entrepreneur and/or
i ntrapreneur.

26.08 Develop a plan to establish and open a retail food nmarketing
business. LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4

1.
LA.
LA.

LA.B.2.4.1,
LA.C.3.4

B 1
. C. . 2,

27.0 APPLY MARKETI NG MANAGEMENT PRI NCI PLES TO A RETAI L FOOD MARKETI NG
RELATED BUSI NESS- - The student will be able to

27.01 Explain retail food nmarketing managenent functions.
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB14.3, LAB
LA.B.2.4.2, LAB.2.4.3, LAB24.4, LAC3.4.1, LAC
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

27.02 Explain how a retail food nmarketing manager mnmnages pe
i deas, tine, noney, and materials. LA A 1.4.3, LA B. 1.
LA B1.4.2, LAB1.4.3, LAB241 LAB242, LAB2
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LACS3.
LA.C. 3.4.5

27.03 Explain why effective conmunication is critical to th
retail food marketing manager. LA A 1.4.3, LA B.1.4.
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB242, LAB
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC
LA.C. 3.4.5

27.04 Apply the steps in the retail food managenent problem
sol vi ng process.

27.05 Denpnstrate strategies the retail food marketing nanager can
use to notivate enpl oyees.

27.06 Eval uate how the marketing concept influences food nmarketing
operations. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2, LA B.1.4.3,

(o]

e
1
3,
4

p
4.
4.
4.

3
41
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4
4.

LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LAC3.4.1
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5

27.07 Develop a food nmarketing plan. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,

LA.B.2.4.4

28.0 ANALYZE GLOBAL TRENDS I N RETAIL FOOD MARKETI NG - The student will
be able to:

72



28.01 ldentify global marketing trends in the food nmarketing
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.02 Analyze inpact of global marketing on the retail food
mar keting industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
28. 03 Conpare and contrast foreign retail food nmarkets and
distributors. LA A 1.4.3, LAB1.4.1, LAB. 1. 4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
28.04 Analyze multicultural influences on global retail food
marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,

LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.05 ldentify methods of researching specific global retail food
markets. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.06 ldentify the role of the Internet in facilitating gl oba
retail food marketing. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

29.0 DEMONSTRATE APPLI CATI ONS OF TECHNOLOGY TO RETAI L FOOD MARKETI NG -
The student will be able to:

29. 01 Denonstrate mastery of conputers and technol ogy currently
used in retail food marketing.

29.02 ldentify use of satellite transm ssions in retail food
marketing training. LA A 1.4.3, LA B.1.4.1, LAB. 1.4 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

29. 03 Denpbnstrate use of the conmputer and i nformation networks in
retail food marketing.

30.0 APPLY A CAREER PLAN TO RETAI L FOOD MARKETI NG - The student will be
able to:

30.01 Develop a plan for pursuing a specific career in retail food
mar keti ng, including training and educational requirenents,
needed skills and abilities, and steps for reaching career
goal . LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

30. 02 Denpbnstrate conpetencies required for career sustaining and
m d- |1 evel managenment positions in the retail food marketing
field.

30. 03 Denobnstrate specific technology applications related to the
student's retail food marketing career plan

30. 04 Devel op forms of docunentation for inclusion in a retai
food marketing career portfolio. LA A 1.4.3, LA B 1.4.1,
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LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
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July 2001
Fl ori da Departnment of Education
| NTENDED OUTCOMES

Program Titl e: Acadeny of Fashi on Marketing
Secondary PSAV
Program Nunbers: 8806000 M801020
Cl P Nunber : 0208. 010200 0208. 010200
Grade Level: 9-12, 30, 31 30, 31
Lengt h: 3 credits 450 hours
Certification: RETAILING @ G RETAILING @ G
MKTG 1 @ MKTG 1 @
TEACH CDE @ TEACH CDE @
DIST ED @ DIST ED @
MKTG MGMI @ G MKTG MGMI @ G
Facility Code: 222 222
CTSO DECA DEX
Coop Met hod: Yes Yes
Basic Skills
Mat h 9
Language 9
Readi ng 9

l. MAJOR CONCEPTS/ CONTENT: The purpose of this programis to prepare
students for enploynment or advanced training in the fashion
mar keti ng and sales industry. The content includes, but is not
limted to, enployability skills; selling techniques; color and
desi gn fundanmentals; textiles and yarns; fabric design and
construction; planning managenent; finance; technical and
production skills; |abor and community issues; health, safety, and
envi ronnental issues; and entrepreneurship

Li sted bel ow are the courses that conprise this program when
of fered at the secondary |evel:

8806010 — Fashi on Essentials
8806020 — Fashi on Applications
8806030 — Fashi on Marketing Managenent

. LABORATORY ACTI VI TI ES: Laboratory activities are an integral part
of this cluster. Equipnment and supplies should be provided to
enhance hands-on experiences for students in the chosen fashion
occupati on.

I11. SPECI AL NOTE: DECA, “An Association of Marketing Students”
(secondary), and Delta Epsilon Chi, “An Association of Marketing
Students” (postsecondary), are the appropriate career and
techni cal student organi zations for providing | eadership training
and for reinforcing specific career and technical skills. Career
and Techni cal Student Organizations, when provided, shall be an
integral part of the career and technical instructional program
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and the activities of such organizations are defined as part of
the curriculumin accordance with Rule 6A-6.065 (8), FAC.

Cooperative training (QJT), 8800410/ M899990/0208. 9999CP, or Cui ded
Wor kpl ace- Learni ng, 8300430/ D886300/ 1098. 8630CP, are highly
recommended to use with this program as work-based | earning
experiences. Wien QIT is offered, each student is required to
have a training agreenent and a training plan, signed by the
student, parent/guardi an, teacher/coordinator, and enployer. The
training plan shall include a diverse list of instructiona

obj ectives and on-the-job and in-school |earning experiences. The
wor kstation shall reflect equipnent, skills, and tasks relevant to
the occupation the student has chosen as a career goal. The
student nust receive conpensation for work perforned.

When CGui ded Workpl ace-Learning is offered, the student is allowed
to work a maxi mum of 450 hours and nust participate, with the
wor k- based | earning site supervisor, in a preplacenent conference
A wor k- based | earni ng plan nust be devel oped to include the

| earni ng obj ectives, nethods of |earning, activities/
responsibilities, time required, provisions for supervision, and
met hod(s) of student evaluation. Students nust also neet a

m ni mum of once per week for the purpose of related instruction
and devel opnental activities. Enploynment may be either paid or
unpai d. (For additional information consult the Gui ded Workpl ace-
Learni ng framework.)

It is highly recomended that for every 20 students (or portion
thereof) enrolled in Marketing QJT and/ or CGui ded Workpl ace-
Learni ng, the teacher/coordi nator be given a m ni num of one hour
of QJT-coordination release tine per day for the purposes of
visiting students on the job and managi ng the cooperative method
of instruction.

The teacher/coordinator should visit each training site for the
pur pose of observation a mnimum of once during each grading
period, preferably while the student is actually working. A second
contact each grading period for the purpose of evaluating the
student's progress in attaining the conpetencies listed in the
wor k- based | earning/training plan is highly reconmended.

On-the-job activities may be continued as a summer | earning
experience w thout classroominstruction for students who
participated in the programduring the school year imediately
precedi ng the sumer assignment.

The OJT course may be taken by a student for one or nobre senesters
at the secondary | evel enabling the student to earn multiple
credits. The specific student performance standards, which the
student nust achieve to earn credit, nust be specified in the QIT
trai ning plan.

In accordance with Rule 6A-10.040, FAC., the m ninmum basic skills
grade levels required for postsecondary adult vocational students
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to exit the prograns in this cluster are listed at the program

| evel or at the occupational conpletion points within the program
These grade | evel nunbers correspond to a grade equival ent score
obtai ned on one of the state designated basic skills exam nations.
If a student does not neet the basic skills level required for
conpl etion of the program renediation should be provided
concurrently through Vocational Preparatory Instruction (VPI).

Pl ease refer to the Rule for exenptions.

When a secondary student with a disability is enrolled in a
vocational class with nodifications to the curriculum franmework,
the particul ar outcones and student performance standards, which
the student nust master to earn credit, nust be specified on an

i ndi vidual basis. The job or jobs for which the student is being
trai ned should be reflected in the student’s desired postschoo
out come statement on the Transition |Individual Educational Plan
(Transition | EP).

SCANS Conpet enci es: Instructional strategies for this program nust
i nclude methods that require students to identify, organize, and
use resources appropriately; to work with each other cooperatively
and productively; to acquire and use information; to understand
soci al, organizational, and technol ogi cal systemnms; and to work
with a variety of tools and equipnment. Instructional strategies
nmust al so i ncorporate nmethods to i nprove students' persona
qualities, higher-order critical thinking skills, and problem
solving, technical, and literacy skills.

To be transferabl e statew de between institutions, this

progranf course nust have been reviewed, and a "transfer val ue"
assigned the curriculumcontent by the appropriate Statew de
Course Nunbering System discipline comrittee. This does not
preclude institutions from devel opi ng specific program or course
articul ati on agreenents with each ot her

When offered at the postsecondary adult vocational level, this
program may be offered in courses. Vocational credit shall be
awarded to the student on a transcript in accordance with Section

230.643 F. S

I V. | NTENDED OUTCOMES: After successfully conpleting appropriate
course(s) for each occupational conpletion point of this program
the student will be able to performthe follow ng:

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSONS, RETAIL - OES Code 49011

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
fashi on occupati ons.

03.0 Denonstrate proficiency in applying comuni cati on and
technol ogy skills.

04.0 Denonstrate proficiency in applying math skills unique to
fashi on marketing.
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05.0 Identify econom c principles.

06.0 Identify marketing and business fundanental s.

07.0 ldentify effective selling techniques and procedures.
31.0 Discuss the history of fashion

32.0 Discuss the use of design in fashion

08.0 Select a fashion marketing industry for career planning.
09.0 Denonstrate applications of distribution to the fashion

mar keti ng i ndustry.

10.0 Dempnstrate applications of financing to the selected
fashi on marketing industry.

11.0 Denpnstrate applications of product/service planning to the
fashi on marketing industry.

12.0 Dempnstrate applications of marketing information managenent
to the fashion marketing industry.

13.0 Dempnstrate pricing applications for the fashion marketing

i ndustry.

14.0 Denmpnstrate pronotion applications for the fashion marketing
i ndustry.

15.0 Denmpnstrate purchasing applications to the fashion marketing
i ndustry.

16.0 Dempnstrate applications of safety and risk-nmanagenent to
the fashion marketing industry.

17.0 Dempnstrate applications of selling to the fashi on marketing
i ndustry.

18.0 Denmpnstrate an understandi ng of entrepreneurship.

19.0 ldentify the use of technology in fashion nmarketing.

33.0 Discuss the fashion design segment.

34.0 ldentify characteristics of textiles and yarns used in
fashion related industries.

35.0 Discuss fabric design and construction

36.0 Discuss the steps involved in planning a fashion show.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST- LI NE SUPERVI SORS AND MANAGER/ SUPERVI SORS - SALES AND RELATED
WORKERS, FASHI ON - OES Code 41002

20.0 Apply economic principles to fashion

21.0 Apply fashion product and service technol ogy.

22.0 Denonstrate nerchandising skills appropriate for fashion
mar ket i ng.

23. | mpl emrent fashi on marketing operational techniques.

24.0 Denonstrate proficiency in applying higher |eve
mat hemati cal skills unique to fashion nmarketing.

25.0 Apply pronotional planning techni ques and procedures to
fashi on marketing.

26. Apply entrepreneurial concepts to fashion marketing.

27.0 Apply marketing managenent principles to a fashion rel ated
busi ness.

28. Anal yze gl obal fashion trends in fashion marketing.

29. Denonstrate applications of technology to fashion marketing.

30.0 Apply a career plan to fashion marketing.

o

o

o o
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July 2001
Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Program Titl e: Acadeny of Fashi on Marketing
Secondary Number: 8806000
Post secondary Nunber : M801020

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSON, RETAIL - CES Code 49011

01.0 DEMONSTRATE EMPLOYABI LI TY SKILLS--The student will be able to:

01.01 Identify and utilize resources used in a job search (e.qg.
net wor ki ng, newspaper, Internet). LA A 1.4.1, LA A1l.4.2

LA A1.4.3, LAA1L1l 4.4 LAA2.4.1 LAA24.2, LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,
LA D1.4.2, LAD1.4.3, LAD241 LAE246, MAA 3. 4.2,
SC.H. 3.4.5, SC.H 3.4.6, SS.D.1.4.1

01. 02 Discuss inportance of drug tests and crim nal background
checks in identifying possible enpl oynent options.
LA A141 LAAL1.42 LAA1.43 LAALLl44 LAB14.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.2, LAB2.4.4, LAC 1. 4.1,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD24.1 LAD24.4 LAD24.5,
SC.H. 3.4.1, SC.H.3.4.3, SS.A. 5.4.7

01.03 ldentify steps in the job application process including
arranging for references and proper docunentation (e.gqg.
green card). LA A 1.4.1, LAA1.4.2, LA A1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA.A2.4.5 LAA2 4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD241 LAE246, MVAA5 41 SCH3.4.6

01.04 lIdentify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LA A 1l.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LA D241, LAE24.6,
MA.A 5.4.1, SC.H3.4.6, SS.A 5.4.7

01.05 Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter
letter of resignation, and letter of recomendati on
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..3,
LA B.2.4.4, MVAA1l 4.1 SCH3.4.2

01.06 ldentify and denonstrate appropriate dress and grooning for
employment. LA A 2.4.4, LAA2.4.7, LAA2.4.8 LAC3.43
SC.H.3.4.3

01.07 ldentify and denonstrate effective interviewing skills
(e.g., behavioral). LA A 1.4.3, LAC1l.4.1, LA C1.4.3,
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LA.C.3.4.2, LAC3.4.3, LAC3.4.4 LAD1l4.1

LA.C. 3.4.1,

LA.D.1.4.3, LAD24.1 MAAIL141 M. AL14.3,

LA.D.1.4.2,

SS.C.2.4.3

01. 08 Descri be nmethods for

SC. H. 3. 4.3,

i nterview and

handling ill ega

LA.A1.4.3, LAAZ2.4.2,

LA.A1.4.2,

application questions.

LA.A2.4.5 LAAZ2.4.8 LAB1.41 LAB14.2,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.1.4.3,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C. 1.4.4,

LAD.1.4.2, LAD1.4.3, LAD2.4.1, LADZ24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D 2.4.5 LAD2. 4.6, SC.H3.4.1,

LA.D. 2.4.3,

SS.A.5.4.7
01.09 Discuss state and federa

| abor | aws regulating the
Law, sexual

Child Labor

har assnment, EEQCC
LA A 1.4.3,
LA.B.1.4.3, LA.B.2.4.2,

LAA1.4.1, LAA1.4. 2,
LA.B.1.4.2,

wor kpl ace (e.g.
FMLA, GOSHA).
LA B. 1.4.1,

ADA,
LA A 1.4.4,

LAC1l.4.1, LAC1.4.3, LAC3.4.1, LA C3.4.2,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5, SS.C.2.4.3, SCH3.4.4
01.10 Identify positive work attitudes and behavi ors such as

LA.D. 2. 4.4,

LA.D.2.4.1,

fairness,

respect, responsibility,
LA A1.4.1 LAAL1L1lA4 2,

conpassi on,

honesty,

and cari ng.

trustwort hi ness,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA D2.4.1, LAE2.4.6, SCH3.4.3
01.11 Identify ways to work cooperatively in a business situation

LA.D. 1.4.3,

LA.D.1.4.2,

wi th diverse popul ati ons and the physically chall enged.

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

LA E 2.4.6
01. 12 Describe inportance of producing quality work and neeting

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

per f ormance st andards.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE 2.4.6, SC.H 3.4.2

LA.D. 1.4.3,
01. 13 ldentify persona

preventing

and business ethics (e.qg.,

and unaut hori zed di scounti ng).

pilfering,

t heft,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

MACAL.4.1, MAAL4.2 M AL 43 MALA4LA4,

LA E 2.4.6,

SS.C.2.4.6

0l1. 14 Denonstrate orderly and systematic behavi or

SS.C. 2.4.3,

SC. H. 3. 4.3,

by creating and

LA.B.1.4.1,

LA.A 1.4.3,

mai ntai ni ng a nonthly planner.

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.D.1.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.B. 2. 4.4,
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LA.D.2.4.2, LAD2.4.3, LA D244, LAD24.5, LAD24.6,
LA E2.4.4, LAE 2.4.6, LAE 2.4.8, VAA5 4.1 MAB1l.4.2

01.15 ldentify qualities typically required for pronotion (e.qg.
productivity, dependability, responsibility). LA A 1.4.1,
LAA1.4.2 LAA1L1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 248 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE24.6,
SC.H.3.4.3

01.16 ldentify how to prepare for job separation and re-
employment. LA A 1.4.1, LAA1.4.2, LAA1.4.3 LAALl44
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1l.4.4, LAC24.1 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6, SCH3.4.5

01.17 Create and maintain a portfolio of docunents for job

placenent (e.g., resune, letters of reconmendation, awards,
evi dence of participation in school/conmunity/vol unteer
activities, enployer evaluations). LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
MA.A 1.4.1, MA A 1l.4.4, SCH 3.4.5 SCH3.4.6

01.18 Identify and practice stress managenent and rel axation
techniques. LA A 1.4.1, LAA1.4.2, LAA1.4.3, LAAL1lA4 4

LAA2.4.1, LAA2.4.2, LAA2.4.3 LAAZ2 4.4, LA A 2.4.5,
LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l.41 LAB1.4. 2,
LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2 LAD1.4.3,
LA.D.2.4.1, LAE 2.4.6

01. 19 Discuss inportance of practicing positive custoner service
skills. LA.A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.C1.4.1, LAC1.4.2, LAC1l.4.4, LAC3.4.1 LAC3.4.2

02.0 DEMONSTRATE HUMAN RELATI ONS SKI LLS NECESSARY FOR SUCCESS | N
FASHI ON OCCUPATI ONS- - The student will be able to:

02. 01 Denpnstrate ability to work cooperatively with team nenbers,
supervi sors, and custoners from di verse cultura
backgrounds. LA A 1.4.3, LA C.3.4.2, LA D1.4.1,
LA.D.1.4.2, LA D.1.4.3

02. 02 Define and di scuss issues involving gender equity,
disability, and age LA.B.2.4.1, LA.B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C.3.4.1, LA C.3.4.2, LA C3.4.3, LA C3.
LA.C.3.4.5, LA D1.4.1, LAD1.4.2, LAD1.4.3

02. 03 Denobnstrate interpersonal skills (e.g., courtesy, loyalty,
being a teamplayer). LA C. 1.4.3

02.04 ldentify and define friendliness, adaptability, enpathy, and
politeness as relates to business. LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C. 3.4.4, LA C. 3.4.5

02. 05 Explain concepts of integrity, credibility, reliability, and
perseverance. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

4.4,
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03.

02.
02.
02.

02.
02.

02.
02.

02.

02.

02.

02.

02.
02.

02.

06
07
08

09
10

11
12

13

14

15

16

17
18

19

LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denonstrate personality traits inportant to business (e.g.

i nterest, enthusiasm honesty, responsibility, flexibility).
Mai ntai n professional personal appearance and attitude.
Denonstrate ability to use creative problem sol ving,

deci si on-maki ng, and critical thinking strategies.

LA A2.4.7, LAA24.8

Denonstrate sel f-nmanagenent, initiative, and rulti-tasking.
Expl ai n concepts of self-understandi ng, self-esteem and
self-imge. LA A 1.4.3, LAB.1.4.2, LAB1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate professional behavior and etiquette. LA D 1.4.2
Denonstrate respect for the opinions, custons, and

i ndi vidual differences of others. LA D.1.4.2, LA D1.4.3
Set personal and career goals and devel op a plan of action
to achieve those goals. LA B.2.4.2, LA A2 4.4

Identify areas where personal and professional change and
adj ust rent nmay be necessary. LA A 1.4.3, LA B. 1. 4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denmonstrate ability to offer and accept feedback

LA.C. 3.4.2

Identify and practice stress nanagenent and rel axation

t echni ques.

Mai ntain confidentiality of business nmatters.

Support and foll ow conpany policies and procedures (e.g.
attendance, tardiness, returns).

Devel op and denonstrate human rel ations skills needed for
successful entry and progress in occupation selected by the
student as a career objective. LA.C 1.4.3, LA C 3.4.2,
LA.D1.4.2

DEMONSTRATE PROFI Cl ENCY | N APPLYI NG COMVUNI CATI ON AND TECHNOLOGY

SKI LLS--The student will be able to:

03.01 Identify and apply effective workpl ace conmuni cation skills

03.

03.

03.

02

03

04

(e.g., verbal, nonverbal, witten, electronic). LA A 1.4.3,
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB242, LAB
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC
LA.C. 3.4.5

Descri be effective staff communication and its uses (e.qg.

i nter-personal, departnmental, inter-departnental, conpany).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denmonstrate ability to read and conprehend witten
conmuni cati ons.

Identify a variety of forns of witten business

2.4.3
3.4.4,

comuni cations utilized in the workplace. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C. 3.4.5
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03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

05

06

07

08

09

10

11

12

13

14

15

16

17

18

19

Prepare a business letter, menmorandum fax, and e-nmmil.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB24.4

Denonstrate ability to speak effectively to custoners/
clients, co-workers, supervisors, and vendors using
appropriate grammr and term nology. LA C 3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4

Di scuss i nportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Prepare and deliver a business-related presentation.
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4

Denonstrate active |listening strategies that inprove
under st andi ng and performance. LA.C.1.4.1, LA C 1.4.2,

LA C1.4.3, LAC1l.4.4

Descri be positive custonmer relations. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Denmonstrate conflict and di spute resol ution techniques.
LA A1.43 LAE24.1

Identify means of nonverbal comunication. LA A 1.4.3,
LA.C2.4.1, LAC2.4.2

Denmonstrate effective tel ephone and e-mail techni ques and
etiquette/netiquette in a business situation. LA B.2.4.4,
LA.C1.4.3, LAC3.4.2

Di scuss met hods of resolving custoner conplaints.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5 LAE 241 LAE24.2
Interpret business policies to custoners/clients.

LA A2.4.7, LAA24.8

Di scuss inportance of providing clear directions,
descriptions, and explanations. LA A 1.4.3, LAA2 4.1
LA A 2.4.4, LAB1.4.2, LAB1.4.3, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, L
LA.C.3.4.4, LA C.3.4.5

Denonstrate ability to | ocate, understand, interpret
informati on found in trade journals, manuals, graphs,
schedul es, charts, diagrans, and |Internet resources.

LA A 2.4.4, LAA2.4.6, LAA2.4.7, LAA2.4.8, LA B. 2. 4.4,
LA.C.3.4.3, MVAMA4.4.1

Identify types of technol ogy/equi pment used in the

wor kpl ace. LA.B.2.4.4

Define hypertext, URL, links, Internet Service Provider
(I1'SP), bulletin board service (BBS), electronic storefront,

LA.B.2.4.2,
LA.C. 3.4.3

A B.2.4.1, LAB24.2,
A.C3.4.2, LA C3.4.3

e-mail, newsgroups, flames. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

83



04.0 DEMONSTRATE PROFI Cl ENCY I N APPLYI NG MATH SKILLS UNI QUE TO FASHI ON

MARKETI NG- - The student will be able to:

04.01 Perform addition, subtraction, rmultiplication, division

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

02

03

04

05

06

07

08

09

10

11

12

13

14

15

16

17

18

rati os, and percentage problens as related to industry.
MAA1.4.1, MMAAL142 MAAL143 MAL1l 4.4 M.B 143,
MA.B.3.4.1, MAE1l.4.1, MAE11l42 MAE1..4.3

Apply problem solving techniques to sales rel ated
transactions including cash, checks, debit cards, credit
cards, discounts, |layaway, C. O D., returns, gift
certificates, and automatic fee withdrawals. MA A 1.4.1,
MAA1.4.2, MAMA1.43 MAI1L144 MAA2.42 MAADS 41
Interpret quantitative information fromtables, charts, and
graphs as related to the workplace. LA A 1.4.3, MAA1.4.1,
MAA1.4.2, MAMA1.4.3 MAL11l44 MAB1.4.3, M.B3.4.1,
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Denonstrate ability to nake change correctly. MA A 1.4.1,
MAA1.4.2, MAMAL1.4.3 MAI1L144 MAA2.42 MAB3.4.1
Calculate tax, gratuity, commission, and m scell aneous
charges. MA A 1.4.1, MAA1l.4.2 MAA1.4.3, MAA2 4 2,
MA.B.3.4.1

Denonstrate ability to collect, organize, and interpret
data, and predict outcones relative to opening and cl osing
procedures for a sales termnal. MAE 1.4.1

Col | ect and anal yze sales information to determ ne stock
turnover and stock-sales ratio. MAE 1.4.1, MAB.1.4.3
Apply standard industry fornula to determ ne markup and

mar kdown on merchandi se. MA.A 5.4.1

Apply mat hemati cal concepts to conpl eting purchase orders,

i nvoi ces, packing slips, and shipping and handling charges.
MAA1.4.1, MMAL143 MAIL1L42 MALl44 MAA24.2
Anal yze standard industry fornulas relative to discount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE 1.4.1

Identify conponents of a break-even analysis. LA A 1.4.3

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Comput e and anal yze a break-even point.

Operate 10-key keypad. MA A 1.4.1, MA A 1.4.2, MAAL1lA4 3,
MA.A1.4.4, MAB.1.4.3, MAB3.41 ME141 ME1l4.2

MA.E. 1.4.3

Read and interpret a | ease agreenent. LA A 1.4.2,

LA A 242, LAA245 LAA248, MAB3.4.1

Read and interpret a contract for purchase of real estate.
LA A1.42 LAA242 LAA245 LAA248 MAB3.4.1
Read and conpl ete an application for a bank | oan.

LA A1.4.2 LAA242 LAA245 LAA248 MAB3.4.1
Cal cul ate the areas of surface and conplete an accurate
estimate of the costs of materials for covering those
surfaces, including applicable taxes. MA. B.1.4.1,
MA.B.1.4.3

Use ratios, proportions, and scales to calculate distance on
a map and cal cul ate the square footage of roons in a
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05.0

| DENTI FY ECONOM C PRI NCl PLES- - The student wil |

bui l di ng using a sc
MA.B.3.4.1

aled plan. MA.B.1.4.1, MAB.1.4.3

be able to:

05. 01 Expl ain concept of econonics and economc activities.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

02

03

04

05

06

07

08

09

10

11

12

LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS.D2.4.5

Expl ai n concept of econom c goods and services. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 Ss.D.2.4.1

Expl ai n concept of economc resources. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 Ss.D.1.4.1

Expl ain concept of utility (form place, tinme, possession
information). LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

Expl ai n concept of "supply and demand." LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.2

Expl ai n concept of price. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.1

Identify, conpare, and contrast mjor types of econonic
systems. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 SS.D.2.4.1,
SS.D.2.4.6

Expl ain rel ati onship between governnment and busi ness.

LA A1.4.3, LAB1.4.1, AB1.4.2 LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.4

Expl ai n concept of private enterprise and busi ness
ownership. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1
Explain role of profit notive. LA A 1.4.3, LAB1.4.1

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

Expl ain concept of risk. LA A 1.4.3, LA B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

Expl ai n concept of conpetition. LA A 1.4.3, LA B.1.4.1

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3
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LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4
LA.C.3.4.5, SSs.D.1.4.1

05. 13 Explain concept of productivity. LA B.1.4.1, LA B.1. 4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

05. 14 ldentify conmponents of gross national product (GNP) and
gross donestic product (GDP). LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.2.4.5

05. 15 Explain function of Federal Reserve Board. LA . B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.2.4.5

06.0 | DENTI FY MARKETI NG AND BUSI NESS FUNDAMENTALS- - The student will be

able to:

06. 01 Define marketing and its role. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

06. 02 Explain purpose of marketing in the free enterprise system
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS.D2.4.4

06.03 ldentify and explain the four foundations of narketing.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,

LA.C. 3.4.3, LA C. 3.
06.04 ldentify and expla
mar keti ng. LA A 1.

.4, LA.C.3.4.5

di fferences between indirect and direct

.3, LAB.1.4.1, LAB.1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

06. 05 ldentify and explain the functions of and differences
bet ween marketing and nmerchandising. LA A 1.4.3
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

06. 06 Explain relationship of nmarketing to business and the
econony (e.g., SWOT anal ysis--strength, weakness,
opportunity, threat). LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

06. 07 Explain inportance and nethods of conducting nmarket research
(e.g., sanpling, surveys, focus groups, etc.). LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

06. 08 Discuss major fields of business activity (extractive,
subcontracti ng, manufacturing, wholesaling, retailing,
services, cottage industries, urban street sales).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,

B N = T - - >N [ SN SN S

-

A B.2.4.2,
A.C.3.4.3

A 1.4.3,
B.2.4.2,
C.3.4.3
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06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

09

10

11

12

13

14

15

16

17

18

19

LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Identify, explain, conpare, and contrast the different types
of business ownership (sole-proprietorship, partnership
corporation, franchise, licensing). LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, L
Expl ai n concept of narketing strategies. L
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB 2.
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC.3.
LA.C.3.4.4, LA C.3.4.5
Expl ai n concept of narket segnentation and denographi cs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Expl ai n i nportance and techni ques of offering the right
nmer chandi sing blend. LA A 1.4.3, LA B.1.4.1, LA
LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB2.4.3
LA.C.3.4.1, LA C3.4.2, LA C3.4.3, LA C. 3.4.4,
Expl ai n nature of channels of distribution. LA
1
2

1.4.3,
.B.2.4.2,
.C.3.4.3

A A
4.1
4.2

J>J>-'>

L
L

h

B.1.4
, LA.B.2.
A C 3

-
BaN

4,
' 5
.1.4.3

LA B.1.4.1, LAB1.4.2 LAB1.4.3, LAB24. . 2.
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C3.4. . 3.
LA.C.3.4.4, LA C.3.4.5

Expl ain el enents that allow devel opment of a marketing plan
(e.g., research, advertising, public relations, direct and

i ndirect marketing, pronotions, nerchandising, distribution
etc.). LA A1.4.3, LAB1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain factors affecting pricing decisions. LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5

Di fferentiate anong the three basic categories of consuner
goods (conveni ence, shopping, and specialty). LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Di scuss role e-conmerce will play in the marketing of goods
and services. LA.A1.4.3, LAB1.4.1, LA B 1.4 2

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Expl ain network marketing (multilevel marketing) and how it
differs froma pyram d schenme. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Di scuss the role of federal regulatory agencies [e.g., Food
and Drug Administration (FDA), Consuner Product Safety

Commi ssi on (CPSC), Environnental Protection Agency (EPA),
Securities and Exchange Conmi ssion (SEC), Federal Trade
Commi ssion (FTC), COccupational Safety and Health

Admi nistration (OSHA)]. LA A 1.4.3, LAB1.4.1, LAB. 1. 4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,

.
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LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.3

07.0 | DENTIFY EFFECTI VE SELLI NG TECHNI QUES AND PROCEDURES- - The st udent
will be able to:

07.01 Expl ain purpose, principles, and inportance of selling.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.02 ldentify qualities of a professional sales associate
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.03 ldentify an effective sales presentation for a target
mar ket, including steps of a sale; consuner buying notives;
approaches through greeting, nerchandi se, and service;
proper tine to approach a customer to open sale; feature-
benefit analysis; building and closing the sale; and
suggesti on and substitution selling. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

07.04 Handl e di fferent custoner types, such as the casual | ooker
t he deci ded custoner, the undeci ded customer, and the
di fficult custoner.

07.05 Discuss inportance of neeting specialized sal es needs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

07.06 Denpnstrate conpleting the sales transaction, including
nmet hod of paynent and counting back change; the proper way
to fold, wap, and bag nerchandi se after sale; and thanking
the customer and inviting themto return.

2.4.2,
3.4.3

07.07 Discuss reasons for nmaintaining a client file. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LA B 4, LA.C.3.4.1, LA.C 3.4.2, LA.C 3.4.3

2. 4. )
LA.C.3.4.4, LA C. 3.4.5

31.0 DISCUSS THE HI STORY OF FASHI ON—The student will be able to:

31.01 Describe the theories of the origin of fashion. LA A 1.4.3,
LA B.1.4.1, LA B 1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2. 4.
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C.3.4.2, LA C3.4
LA.C.3.4.4, LA.C 3.4.5

31.02 Describe the influences of historical events on Anmerican and
gl obal fashion. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,

LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
31. 03 Expl ain econom c, denographic, social, and politica

i nfluences on fashion. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,

LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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31.04 Explain how the trickle-down and trickle-up theories apply
to the fashion industry. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

31.05 Discuss the stages and |l ength of the fashion cycle.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

31.06 Discuss inpact of technology on the fashion industry
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

31.07 ldentify the major fashion designers and their inmpact on the
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

31.08 Differentiate between fashion trends and fads. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

31.09 Discuss evolution of national and |ocal fashion retailers.
LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

31. 10 Discuss the influence of electronic nmedia on the fashion
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

32.0 DI SCUSS THE USE OF DESIGN I N FASH ON—The student will be able to:

32.01 ldentify and discuss the elenents of design (e.g., color
shape, line, and texture). LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

32.02 ldentify and discuss the principles of design (e.qg.
bal ance, proportion, enphasis, and rhythm). LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

32.03 Discuss the inmpact and di nmensions of color in fashion
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

32.04 Explain the principles of color psychology and synbolism
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

32.05 ldentify purpose/use of color wheel. LA A 1. 4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
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32.
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32.

32.

06
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08

09

Identify a variety of color schenes (e.g., nmonochromatic,
anal ogous, conplimentary, triad). LA A 1.4.3, LAB1.4.1

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Di scuss the use of shape, line, and texture in fashion and

vi sual nmerchandising. LA A 1.4.3, LA B1.4.1, LAB 1.4 2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Di scuss the inportance of bal ance in garnent design

LA A1.4.3, LAB1.4.1, LAB14.
4.
4.

2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Di scuss the role of proportion, enphasis, rhythm and
harmony in garnment design. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

SELECT A FASHI ON MARKETI NG | NDUSTRY FOR CAREER PLANNI NG - The

student will be able to:

08.01 ldentify current enploynment opportunities in the fashion

08.

08.

08.

08.

08.

08.

08.

02

03

04

05

06

07

08

marketing field. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, LAB24.3, LAB
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC
Identify sources of information for career planning
including the Internet. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Conduct in-depth career research including requirenments for
entry and advancenent, career |adders, and opportunities
related to the fashion marketing field. LA B.2.4.4

Expl ain duties, responsibilities, and needed skills and
know edge of a particular fashion marketing career.

2.4.4,
3.4.5

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify advantages and di sadvantages of a particul ar

fashi on-marketing career. LA A 1.4.3, LA A 2. 4.4,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Conpl ete sel f-assessnents and analysis of life-style goals
and career aspirations. LA A 1.4.4, LA B.2.4.3

Devel op an individualized education and career plan rel ated
to a major fashion marketing field. LA A 2.4.4, LA A2.4.6
Wite a job description for a selected fashi on marketing
occupation. LA A 1.4.3, LAB. 1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

DEMONSTRATE APPLI CATI ONS OF DI STRI BUTI ON TO THE FASHI ON MARKETI NG

| NDUSTRY- - The student will be able to:
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10.

09.

09.

09.

09.

09.

09.

09.

01

02

03

04

05

06

07

Expl ain the concepts and processes needed to nove, store,

| ocate, and/or transfer ownership of fashion goods and
services. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Expl ai n concepts of physical distribution and transportation
systens related to the fashion industry. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Identify and anal yze appropriate transportati on services for
the fashion industry. LA A 1.4.3, LA B1.4.1, LA B 1. 4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Devel op appropriate plans utilizing the channels of
distribution for the fashion industry. LA A 2.4.4,

LA A 2.4.6

Denmonstrate skills required for fashion naterials and
servi ce managenent.

Anal yze information related to routing and tracking
nmerchandi se. LA A 2.4.7, LA A2.4.8

Expl ain the rel ationship between custoner service and
distribution. LA A 1.4.3, LAB1.4.1, LA B. 1. 4.2,
LA . B. 1.4.3, 1, L
2, L

B. 2. 4. A B.2.4.2, LA
.C. 3. 4. A C.3.4.3, LA

DEMONSTRATE APPLI CATI ONS OF FI NANCI NG TO THE SELECTED FASHI ON

MARKETI NG | NDUSTRY- - The student will be able to:

10. 01 Explain financial concepts used in making fashion marketing

10.

10.

10.

10.

10.

02

03

04

05

06

decisions. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4 LAC3.4.5

Expl ai n concept of financial administration. LA A 1l.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Expl ain di fference between inconme (credit) and expense
(debit). LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Descri be and prepare a cash-flow statenent. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3,
LA.C.3.4.4, LA C.3.4.5

Identify various types of credit policies and procedures.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n purposes and inportance of credit. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
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11.

10.07 ldentify the positive and negative inpacts of using credit
in fashion marketing situations. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.2, VAA 441 MAE11l.41 MAEL1l.4.2
MA.E. 1.4.3, SS.D.1.4.2

10. 08 Compare and contrast the use of different credit
applications. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAE247, MAA441 MME11.4.1 MAE1.42 MAE1.4.3

10. 09 Discuss industry concepts of price, profit, conpetition, and
productivity. LA A 1.4.3, LAAl1l.4.4 LAAZ24.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 MME1l41 MAE1l.4.2

10.10 Cal cul ate exchange rates. MA.B.2.4.2, MA.B.3.4.1

DEMONSTRATE APPLI CATI ONS OF PRODUCT/ SERVI CE PLANNI NG TO THE

FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

11. 01 Explain the concepts and processes needed to obtain,

11.

11.

11.

11.

11.

11.

11.

02

03

04

05

06

07

08

devel op, nmmintain, and i nprove a product or service mx in
response to fashion market opportunities. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Expl ain the steps involved in decision nmeking (e.g., market
research, assessnent, planning, inplenmentation design, and
evaluation). LA A 1.4.3, LAB1.4.1, LA B 1. 4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Expl ai n i nportance of product and service technol ogy as it
relates to custonmer satisfaction. LA A 1.4.3 LAB1l.4.1

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LA D2.4.4

Identify sources of fashion product know edge. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Denonstrate awareness of inpact of both current and energing
technology on life-roles, life-styles, careers, and fashion
mar keti ng occupations. LA . B.2.4.4

Expl ai n product and service quality as applicable grades and
i ndustry standards. LA A 1.4.3, LA B.1.4.1, LA B 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss product-liability risks. LA A 1.4.3, LA B1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C.3.4.5
Expl ain warranties and guarantees. LA A 1.4.3, LA A 2.4.4,
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12.

13.

11. 09

11. 10

11. 11

LAA2.4.6, LAB. 1.4.1, LAB1.4.2, LAB1.4.3, LAB.24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Devel op a product/service plan for an area of fashion

mar ket i ng.

Descri be factors used by marketers to position products/
business. LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify stages of and di scuss inportance of product life
cycle. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA.B.1.4.3,

LA. B. B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA.C 3.4.1,
C.3.4.3, LAC3.4.4 LAC3.4.5

DEMONSTRATE APPLI CATI ONS OF MARKETI NG | NFORVATI ON MANAGEMENT TO

THE FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

12.01

12.02

12.03

12.04

12. 05

12. 06

Expl ai n concepts and processes needed to obtain, devel op,
mai ntai n, and i nprove a product or service mx in response
to fashion market opportunities. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Expl ai n process of nmarketing information managenent.
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n nature and scope of fashion nmarketing operations.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,

LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate know edge of inventory control systenms and

shi ppi ng and receiving procedures.

Identify procedures for gathering information using
technology. LA A 1.4.3, LAA2.4.4, LA A24.6, LAB.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Utilize appropriate marketing informati on nanagenent forns.
LA.B.1.4.3, LAB2.4.4

DEMONSTRATE PRI CI NG APPLI CATI ONS FOR THE FASHI ON MARKETI NG

13.01

13.02

| NDUSTRY- - The student will be able to:

Expl ai n concepts and strategies utilized in determ ning and
adjusting prices to maximze return and nmeet custoners’
perceptions of value. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
MAA1.4.1, MMAL1l42 MAAL143 MAILA44 MVEL 4.1
MA.E 1.4.2, MAE1.4.3

Expl ain pricing objectives, policies, and strategies.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
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14.

13.

13.

03

04

LA.C.3.4.3, LAC3.4.4, LAC3.4.5 MAAL141 M AL1lA4 2,
MA.A1.4.3, MMA1l 44 MME11.4.1 MME1.4.2 MAE1.4.3
Explain price marking techniques. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA C3.4.5, MVAA1l.41 MAIL1l42 MAAL143 MALA44
Expl ai n procedures for changing prices. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LAC3.4.5, VAA1l.41 MAAL1l42 M AL14.3,
MA.A 1.4.4

13. 05

13.

06

Denmonstrate decision-naking skills required for determ ning
pricing relative to the conpetition. LA A 2.4.4,

LA C3.4.2, MVAMA1l41 MAIL1l42 MAAL14.3 MALA4 4
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Denonstrate problemsolving skills required when considering
profit and price. LA A 2.4.4, LA C3.4.2, MAE1l41,
MA.E 1.4.2, MAE1.4.3

DEMONSTRATE PROMOTI ON APPLI CATI ONS FOR THE FASHI ON MARKETI NG

| NDUSTRY- - The student will

be able to:

14. 01 Expl ain the concepts and strategi es needed to conmuni cate

14.

14.

14.

14.

14.

14.

14.

02

03

04

05

06

07

08

i nformati on about products, services, inmages, and/or ideas
to achieve a desired outcome. LA A 1.4.3, LA B1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Identify types of pronotion used in the fashion industry.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss i nportance
LA A 1.4.3, LA B 1.

of advertising media and brandi ng.

4.1, LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n purposes and el enents of advertising and displ ay
related to the fashion marketing industry. LA A 1.4.3,
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.

LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.
LA.C.3.4.4, LA C.3.4.5 LA D2.4.5

Expl ain the inpact on and uses of the Internet and |ntranet
in marketing fashion products and services. LA A 1.4.3

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5 LA D24.4

Use advertising guidelines to design appropriate nedia
sanple ads, i.e., print, radio, television, Internet, and
others. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

Use design principles in preparing such nerchandi se/ service
di spl ays as wi ndows, endcaps, kiosks, and point-of-sale.

LA B1.4.1

Create an exanpl e of a non-persona

1, L
2, L

> >

.B. 2. 4.
.C. 3. 4.

A B.2.4.2,
A.C.3.4.3

sal es techni que such as
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use of magnets, buttons, T-shirts, or point-of-sale signs.
LA B1.4.1

14.09 Wite a pronotional nmessage to appeal to a target market.
LA A1.4.3, LAA243, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

14.10 Devel op a sales pronmotion plan for a fashion marketing
organi zation. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.2

14.11 Denpnstrate public relations techniques as used in the
fashi on marketing industry. LA C 3.4.4

14.12 Design a web site for the fashion nmarketing industry.
LA.B.2.4.4

15.0 DEMONSTRATE PURCHASI NG APPLI CATI ONS TO THE FASH ON MARKETI NG
| NDUSTRY- - The student will be able to:

15.01 Explain relationship between stock turnover and purchasing.
LA.A 1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC.3.4.5 MAD1l.4.1

15. 02 Denmpnstrate proper purchasing procedures.

15. 03 Expl ain types of purchasing situations. L
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.
LA.B.2.4.3, LA.B.2.4.4, LA C.3.4.1, LA C 3.
LA.C. 3.4.4, LA .C. 3.4.5

15. 04 Dempnstrate the techni ques used to obtain the best terns
when negotiating a purchase. LA . C. 3.4.4

15. 05 Demonstrate use of forns required for purchasing.
LA.B.1.4.2, LA B.1.4.3

15. 06 Eval uate nerchandi se or services using industry standards or
conpany assessnents. LA A 2.4.7, LA A 2.4.8

A A1l 4
4.1, L
4.2, L

31
A.B.2.4.2,
A.C.3.4.3

16.0 DEMONSTRATE APPLI CATI ONS OF SAFETY AND RI SK- MANAGEMENT TO THE
FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

16. 01 Expl ain how |l ack of know edge and skill can cause accidents
and health hazards in the workplace. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, SCF.1.4.1, SCF.1.4.7, SCH1.4.7,
SC.H.3.4.3

16. 02 Li st reasons how anger, worry, drugs, alcohol, fatigue, and
illness can cause accidents. LA A 1.4.3, LAB.1.4.1
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5, SCF.1.4.1
16. 03 Descri be actions that various agencies take to prevent
accidents on the job. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
16. 04 Denmpnstrate understandi ng of environnental problens that
i mpact health and safety. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
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17.

18.

16.

16.

16.

16.

05

06

07

08

LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SCF.1.4.7, SCH3.4.6

Expl ai n procedures for handling and reporting accidents.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify security procedures for the fashion marketing
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,

LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify techniques for preventing security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA A 1.4.3, LAB1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Identify procedures used by industry to prevent interna

I
| oss and enbezzlement. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA.B.2.4.1, LA.B.2.4.2, LA B.2.4.3, LA .B.2.4.4,
LA.C.3.4.1, LA.C.3.4.2, LA C.3.4.3, LA C.3.4.4, LA C.3.4.5

DEMONSTRATE APPLI CATI ONS OF SELLI NG TO THE FASH ON MARKETI NG

| NDUSTRY- - The student will be able to:

17.01 Expl ain concepts and actions needed to deternine client

17.

17.

17.
17.

17.

17.

17.

17.

02

03

04
05

06

07

08

09

needs and wants and devel op a personalized comruni cation
that will influence purchase decisions and enhance future
busi ness opportunities. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.4.4, LA C3.4.5
Descri be the appropriate relationship between buyer and
seller. LA.A1.4.3, LA B1.4.1 LAB1.42 LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C.3.4.3, LA C.3.4.4, LA C3.4.5 LAE24.2
Denonstrate sal es know edge of industry, conpany, products,
and conpetition. LA C 3.4.2

Anal yze potential prospects and customer buying behavi or

Anal yze inportance of comunication and |istening in
creating a positive buying climate. LA C 1.4.1

Identify sales techniques to aid custonmers/clients in naking
buyi ng decisions. LA A 1.4.3, LAB.1.4.1, LAB 1.4 2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C.3.4.5
Prepare a list of skills necessary to nmintain sales
accounts. LA B.2.4.1

Create a sal es presentation using presentation software.
LA.B.2.4.4, LA.C. 3.4.4

Identify strategies to build and naintain a clientele.

LA.A 1.4.3, LAB.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P- - The student wil |

be able to:
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19.

18.

18.

18.

18.

18.

18.

18.

18.

18.

18.

18.

01

02

03

04

05

06

07

08

09

10

11

Define "entrepreneurship." LA A 1.4.3, LAB1.4.1

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5, SS.D.2.4.5

Di scuss role of the entrepreneur in the donestic and gl oba
economy. LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD24.1,
SS.D.2.4.6

Di scuss entrepreneurship as a career choice (e.g.
characteristics, aptitudes, and skills necessary to be a
successful entrepreneur). LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB1.4.3, LAB24.1 LAB242 L
LA.B.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3, L
LA.C. 3.4.5

Identify econonic principles of entrepreneurship
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

Di scuss the four parts of a business (production, finance,

mar keti ng, customer service). LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.1

Anal yze current entrepreneurial trends in the marketplace.
LA A1.4.3, LAA246, LAA2.4.8, LAB1l.4.1 LAB14.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.6

Di scuss inportance of ethics in business. LA A 1.4 .3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Identify strategi es and nethods for generating a business
idea. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Qutline steps in planning a new business. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5
Identify types and sources of governnment regul ations and
taxation that nay affect a business. LA A 1.4 .3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Identify comruni cati on and technol ogy skills used in

entrepreneurship. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, B.2.4.3, LA.B.2
LA.C.3.4.1, LAC3.4.2, LAC3.4.3 C.3.4.4, LAC3

.
> >

4.4,
.4.5

| DENTI FY THE USE OF TECHNOLOGY | N FASHI ON MARKETI NG - The st udent

wi | |

be able to:
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19. 01 Expl ain inportance and uses of conputers and the Internet in
fashion marketing. LA A 1.4.3, LA B.1.4.1, LA B 1.4 2,
LA.B.1.4.3, LA.B.2.4.1, LA B.2.4.2, LA B.2.
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.
LA.D.2.4.4, LA D.2.4.5, SC.H 3.4.5

19.02 Uilize word processing software to create a career/industry
rel ated docunment. LA . B.2.4.4

19.03 Performdata entry procedures (e.g., payroll, inventory
control). LA B.2.4.4

19. 04 Perform nmerchandi sing math data entry procedures such as
stock turnover, mark-up, mark-down, open-to-buy, pricing,
invoicing, etc. LA B.2.4.4, MAE11l41 ME 142
MA.E. 1.4.3

19. 05 Dempnstrate marketing spreadsheet data entry and out put
procedures. LA.C.3.4.3, MAE1.4.1, MAE11l42 M.E14.3

19.06 Uilize spreadsheet software to enhance deci sion making
skills. LA.B.2.4.4, LA D.2.4.4, LA D.2.4.5 MAE1l.4.1,
MA.E 1.4.2, MAE 1.4.3

19.07 Uilize integrated software prograns to generate marketing
reports and solve marketing problens. LA B.2.4.4,
LA.D.2.4.4, LA.D.2.4.5, MAE 1.4.1, MAE1.4.2, MAE1.43

19.08 ldentify technol ogy appropriate for marketing functions and
practices related to a fashion marketing career field.

LA.A 1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C
LA.C.3.4.3, LA C.3.4.4, LA C.3.4.5 LA D2.4.4, SCH

19. 09 Sel ect and use a variety of electronic nedia, such as t
Internet, information services, and desktop-publishing
software prograns, to create, revise, retrieve, and verify
information. LA.D.2.4.4

4.3, LA B.2.4.4,
4.4, LA.C. 3.4.5

2.4.1,
3.4.2,
3.4.5
h

e

33.0 DI SCUSS THE FASHI ON DESI GN SEGVENT- - The student will be able to:

33.01 Identify and discuss price market categories of apparel
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.02 Describe standard sizing of the fashion industry.

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.03 ldentify clothing details that are nost flattering to a
variety of body proportions. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

33.04 ldentify clothing styles as they relate to |ine and design
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33. 05 Discuss the inmportance of nanme recognition for fashion
designers. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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34.

35.

33.06 Explain the designing process for ready-to-wear designers.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.07 ldentify domestic fashion narket centers. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

33.08 ldentify international fashion market centers. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

| DENTI FY CHARACTERI STI CS OF TEXTILES AND YARNS USED | N FASHI ON

RELATED | NDUSTRI ES—The student will

be bale to:

34.

34.

34.

34.

02

03

04

05

34.01 ldentify types, uses, characteristics, advantages, and
di sadvant ages of natural fibers. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5
Identify types, uses, characteristics, advantages, and
di sadvant ages of manufactured fibers. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
Identify types, uses, characteristics, advantages, and
di sadvant ages of | eather and fur. LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5
Di scuss innovations and trends in the fiber trade.
LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Di scuss types and role of yarn blends and textures.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

34.

06

Descri be fabric construction and finishes commonly used in
the fashion industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LAC.3.4.3, LAC3.4.4, LA C3.4.5
DI SCUSS FABRI C DESI GN AND CONSTRUCTI ON—The student will be able

to:

35.01 Identify and discuss the major fornms of fabric design (e.qg.

structural, applied). LA A 1.4.3, LAB1.4.1, LA B 1. 4.2,

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,

LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
35.02 ldentify types of weaving. LA A 1.4.3, LA B1l.4.1

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
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LA.B.2.4.4, LA C3.4.1, LA C3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5

35.03 ldentify types of knitting. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

35.04 ldentify other nmethods of fabric construction (e.qg.
nonwovens, quilted). LA A 1.4.3, LA B.1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

35. 05 Discuss the inpact of fabric finishing on fabrics.
LA A 1.4.3, LA .1, LA B.1.4.2, LA B.1.4.3, LA
LA.B.2.4.2, LA .3, LA B.2.4.4, LA C.3.4.1, LA C3.

LA . C 3.4.3, LA .4, LA.C.3.4.5
35.06 ldentify types bric finishing (e.g., bleaching, dyeing,
. 3,
. 2,
. 3,

w

2.

1
21

wN e
A

printing). LA LA B1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LA LA.B.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C. 3.4.2, LA LA.C.3.4.4, LA C.3.4.5

35. 07 Discuss differences bet ween nechani cal and chenica
finishes. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

35.08 Discuss differences between quality and performance
standards. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

35.09 Discuss inpact of conputer-aided design (CAD) and computer-
ai ded manufacturing (CAM on fabric design and construction.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

OE>PoOm®
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36.0 DI SCUSS THE STEPS | NVOLVED | N PLANNI NG A FASHI ON SHOW—The st udent

will be able to:

36. 01 Explain the purposes of fashion shows. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

36.02 ldentify the main types of fashion shows. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

36.03 ldentify the steps involved in planning a fashion show.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

36. 04 Explain the inmportance of coordinating nerchandi se and
nodels. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

36. 05 Describe the coordination of the physical |ayout, nusic,
chor eography, and comentary of fashion shows. LA A 1.4.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24.

M
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LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
36.06 Explain the details involved with pronoting and presenting a
fashion show. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
36. 07 Describe the follow up and eval uati on procedures for a

fashion show. LA A 1.4.3, LA B.1.4.1, LA B.1.4. 2,
LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LAC.3.4.3, LAC3.4.4, LA C3.4.5

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST LI NE SUPERVI SORS AND MANAGER/ SUPERVI SORS - SALES AND RELATED
WORKERS, FASHI ON - OES Code 41002

20.0 APPLY ECONOM C PRI NCI PLES TO FASHI ON--The student will be able to:

20. 01 Explain economic trends as they relate to fashion marketing.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

20.02 Explain role of the profit notive in the marketing of
fashion products. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB24.1, L 4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, L 4.4, LA C. 3.4.
SS.D.1.4.1

20.03 Explain role of fashion nmarketing in the free enterprise
system LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1

20. 04 Describe channels of distribution for fashion marketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

20. 05 Apply economic concepts to fashion marketing including
pricing, risk, productivity, conpetition, and cycles.

LA A 2.4.8, SS.D.1.4.1, Ss.D.2.4.1

A.B.2.4.2, LA B 2.
A.C.3.4.3, LA C3.

21.0 APPLY FASH ON PRODUCT AND SERVI CE TECHNOLOGY--The student will be
able to:

21.01 Denonstrate appropriate techni ques and termn nol ogy for
sel ling apparel and accessories, house furnishings, and
ot her fashion merchandise. LA A 1.4.3, LA C3.4.4

21.02 Denonstrate principles in the nmerchandi sing of fashion
products. LA A 1.4.3, LA C3.4.4

21.03 Conpare different types of fabric construction. LA A 1. 4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC
LA.C.3.4.4, LA C.3.4.5

21. 04 Conpare natural and nman-nade materials utilized in fashion
products including finishes and care techniques.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,

2.4.2,
3.4.3
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22.

23.

21.

21.

21.

21.
21.

05

06

07

08
09

LA.C. 3.4.3, LA C
Conpar e past, present

4, LA.C. 3.4.5

LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Assess desi gners who have had a mmjor influence on fashion.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
3. 4.
S

, and future styles of apparel and
accessories. LA A 1.4.3, LA B 1.4.1, LA B1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LAC3.4.4, LA C.3.4.5
Denonstrate the relationship between fabric characteristics
and product use.

Apply textile know edge to a sal es position.

Anal yze the uni que fashion needs of infants and young
children, ol der people, people with disabilities, pregnant
wonen, and frequent travelers. LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B
LA.B.2.4.4, LA C.3.4.1, LA C.3.4.2, LA C3.4.3, LAC
LA.C. 3.4.5

4
4
o)
4
4
4
n
1
4

2.4.3
3.4.4,

DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR FASHI ON

MARKETI NG- - The student will be able to:

22.01 Supervi se basic stockkeeping techni ques, such as sorting by

22.

22.

22.

22.

22.

22.

02

03

04

05

06

07

color, size, and/or classification; and cl eani ng nerchandi se
fixtures.

Supervise initiatives in maintaining stock, such as
rehangi ng merchandi se, studying hang tags, and restocking
mer chandi se

Denonstrate sales pronotion techni que of |ocating advertised
nmer chandi se on the selling floor. LA C 3.4.4

Denonstrate techniques to performa fashion nerchandi se
inventory. LA.C 3.4.4

Organi ze the planning and presentation of fashion shows;

i ncl ude steps, purposes, and types of shows.

Assist in the preparation of nerchandi se displays by
denmonstrating know edge of design principles and el enents,

ki nds of displays, patterns of arrangenent, col or

principles, and appropriate displays for given types of
merchandise. LA B.1.4.1, LA B.2.4.1, LAA1.4.3

Pl an a pronotional canpaign for a fashion product or line to
i nclude types of nedia, promptional mx, and eval uati on of
effectiveness. LA A 2.4.4, LA B.2.4.1, LA B.2.4.4,

LA.C. 3.4.4

22.08 Denonstrate ability to follow a floor plan. LA A 2.4.4

| MPLEMENT FASHI ON MARKETI NG OPERATI ONAL TECHNI QUES- - The st udent

wi | |

be able to:

23.01 I npl enent acci dent prevention techniques in fashion

mar keti ng situations.

23.02 Denpnstrate receiving and checking techniques. LA C. 3.4.4
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24.

25.

0

23.03 Denonstrate techni ques for preventing security problens,

23.

23.

23.

04

05

06

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA C 3.4.4

Denmonstrate procedures relative to enployees' role in
preventing internal loss. LA.C 3.4.4

| mpl ement gui del i nes that address concerns and i ssues that
relate to the operation of a fashion marketing business

i ncludi ng safety practices.

Conduct an orientation for new enployees. LA . C.1.4.1,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

DEMONSTRATE PROFI CI ENCY | N APPLYI NG HI GHER LEVEL MATHENMATI CAL

SKILLS UNI QUE TO FASHI ON MARKETI NG - The student will be able to

24.01 Collect and anal yze sales information to determ ne stock

24.

24.

24.

24.

24.

24.

24.

02

03

04

05

06

07

08

turnover and stock-sales ratio for fashion and rel ated
lines. LA A1.4.3 LAB1.4.1, LAB1.4.2, LAB14.3,
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 MEL
MA.E 1.4.2, MAE1.4.3

Apply standard industry fornula to determ ne markup and
mar kdown for fashion nerchandise. MA.E. 1.4.1, MAE 1.4.2
MA.E. 1.4.3

Anal yze standard industry fornulas relative to discount date
and due date to determ ne amount of paynent due on an

4.1,
4.1

invoice. LA A1.4.3 LAB1l.4.1 LA B1.4.2, LA B 143
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LAC3.4.5 MEI1l41

MA.E 1.4.2, MAE1.4.3

Det ermi ne anount of merchandi se to be reordered utilizing
nodel stock by collecting, organizing, representing, and
interpreting data and predicting outcones. MA E. 1.4.1,
MA.E 1.4.2, MAE1.4.3

Conpl ete pricing problens involving fixed or variable
pricing, odd-cent pricing, and | oss |eader pricing.

Cal cul ate sales productivity. MAE 1.4.1, MAE1.4.2
MA.E. 1.4.3

Cal cul ate sales per hour. MAE 1.4.1, MAE 1.4.2

MA.E. 1.4.3

Cal cul ate average itens and average dollars per transaction
MAE1.4.1, MAE1l.4.2 MAE1.4.3

APPLY PROMOTI ONAL PLANNI NG TECHNI QUES AND PROCEDURES TO FASHI ON

MARKETI NG- - The student will be able to:

25.01 Analyze role of pronmotion in fashion marketing. LA A 1.4.3,

25.

02

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LAC
LA.C.3.4.4, LA C.3.4.5

Devel op a fashion pronotion plan for a given product or
situation. LA A 1.4.3, LA A2 4.4 LAB1.4.1, LAB1.4.2
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

2.4.2,
3.4.3
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26.

25.

25.

25.

25.

25.

25.

25.

25.

25.
25.
25.

03

04

05

06

07

08

09

10

11
12
13

Devel op a pronotional mx for a fashion related product.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1.4.2, LAB14.3,

LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB24.4

Identify the market(s) for the pronotion plan. LA A 1.4.3,
LA A 2.4.4, LAA2.4.6, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Prepare a pronotional cal endar of events. LA A 1.4.3,

LA A 2.4.4, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,

LA.B.2.4.2, LAB2.4.3, LAB2.4.4

Prepare a witten advertisenment |ayout. LA A 1.4.3,

LA A 2.4.4, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4

Sel ect and evaluate a variety of advertising nedia to carry
the advertising nessage. LA A 1.4.3, LA A 2. 4.4,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

Apply steps involved in planning and setting up fashion
displays. LA A 2.4.4, LA B.2.4.2

Identify factors to consider when eval uati ng conpl et ed
fashion displays. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Differentiate between pronotional displays and institutional
displays. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

| mpl ement strategies to be used for public relations.

Est abl i sh pronotion plan sal es quotas and incentives.

Eval uate the overall fashion pronotion plan. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

APPLY ENTREPRENEURI AL CONCEPTS TO FASHI ON MARKETI NG- - The st udent

wi | |

be able to:

26. 01 Describe inportance of entrepreneurship to the fashion

industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

26. 02 Anal yze advant ages and di sadvant ages of sel f-enpl oynent.

LA A1.4.3, LAA2 4.4, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

26. 03 Analyze risks involved in ownership of a fashion business.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1l.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5

26. 04 Assess advantages and di sadvant ages of the primary fornms of
fashi on busi ness ownership. LA A 1.4.3, LA A 2. 4.4,
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
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27.

28.

26. 05 Discuss future prospects for entrepreneurship and
i ntrapreneurship in the fashion industry. LA A 1.4.3
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

26.06 ldentify education, aptitudes, attitudes, and skills
recommended for fashion entrepreneurs and intrapreneurs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

26. 07 Assess personal potential to become a fashion entrepreneur
and/or intrapreneur. LA A 1.4.3, LA B1.4.1, LAB 1.4 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

26.08 Develop a plan to establish and open a fashion business.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4

B.2.4.2,
C.3.4.3

APPLY MARKETI NG MANAGEMENT PRI NCI PLES TO A FASHI ON RELATED
BUSI NESS- - The student will be able to do:

27.01 Explain fashion marketi ng managenment functions. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

27.02 Explain how a fashion nmarketing manager manages peopl e,
i deas, tine, noney, and materials. LA A 1.4.3, LA B 1. 4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4

LA.C. 3.4.5

27.03 Explain why effective conmunication is critical to the
fashi on marketing nanager. LA A 1.4.3, LA B 1.4.1,
LA.B.1.4.2, LA B1.4.3, LAB
LA.B.2.4.4, LA C3.4.1, LA C
LA.C. 3.4.5

27.04 Apply the steps in the fashion marketi ng nanagenent probl em
sol vi ng process.

27.05 Denpnstrate strategi es the fashi on marketi ng nanager can use
to notivate enpl oyees.

27.06 Eval uate how the marketing concept influences fashion
marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

2.4.1, LAB.2.4.2, LA B.2.4.3,
3.4.2, LAC3.4.3, LA C 3.4.4,

4.3,
4.1

27.07 Develop a fashion marketing plan. LA A 1.4.3, LA A 2.4.4,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

ANALYZE GLOBAL FASHI ON TRENDS | N FASHI ON MARKETI NG- - The st udent
will be able to:

28. 01 Forecast global nmarketing trends in selected fashion
i ndustries. SS.D.2.4.6

28.02 Analyze inpact of global marketing in the fashion industry.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1l.4.2, LAB14.3,
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LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LAC3.4.5, SS

28. 03 Conpare gl obal markets and distributors for fashion
products. LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 SS.D.2.6

28.04 Analyze multicultural influences on global fashion
marketing. LA A 1.4.3, LAA 2. 4.4, LAB1l.4.1 LAB14.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.6

28. 05 Eval uate sources of fashion inmport/export infornmation
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

28. 06 Eval uate how a product/ market evaluation can help identify
attitudes and preferences anong consuners of various
cultures. LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 SS5.D.2.4.6

28.07 Research the role of the Internet I

fashi on marketing.

3.

2.
in facilitating gl oba

LA A1.4.3 LAB1l.4.1 LAB1l.4.2

B. 2.

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA 4. 4,
SS.D.2.4.6
29.0 DEMONSTRATE APPLI CATI ONS OF TECHNOLOGY TO FASHI ON MARKETI NG - The
student will be able to:

29. 01 Denonstrate mastery of conputers and technol ogy currently
used in fashion marketing. LA. D.2.4.4

29. 02 Discuss use of satellite transm ssions in fashion marketing
training. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAD24.4

29. 03 Denpbnstrate use of the conmputer and i nformation networks in
fashion marketing. LA. D.2.4.4, LA .B.2.4.4

30.0 APPLY A CAREER PLAN TO FASHI ON MARKETI NG - The student will be able
to:

30.01 Develop a plan for pursuing a specific career in fashion
mar keti ng, including training and educational requirenents,
needed skills and abilities, and steps for reaching career
goal. LA A1.4.3, LAA2 4.4, LAA2 46, LAB14.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

30. 02 Denpbnstrate conpetencies required for career sustaining and
m d- | evel managenent positions in the fashion marketing
field. LA A2.4.7, LAA24.38

30. 03 Denobnstrate specific technology applications related to the
student's sel ected fashion marketing career plan
LA A 247, LAA2.4.8, LAD2 4.4, LAD24.6

30. 04 Devel op fornms of docunentation for inclusion in a fashion
mar keti ng career portfolio. LA A 1.4.3, LA B 1.4.1,
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LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
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Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cour se Number : 8806010
Course Title: Fashi on Essentials
Course Credit: 1

COURSE DESCRI PTI ON:

The purpose of this course is to devel op the conpetencies essential to
fashi on marketing. These conpetencies include enployability, human
rel ati ons, conmunication, math, and econom c skills. The fundamentals
of fashion marketing and selling are also included. There is not an
occupational conpletion point after the conpletion of this course.

01.0 DEMONSTRATE EMPLOYABI LI TY SKILLS--The student will be able to:

01.01 Identify and utilize resources used in a job search (e.qg.
net wor ki ng, newspaper, Internet). LA A 1.4.1, LA A1l.4.2

LA A1.4.3 LAA1L1l4.4 LAA2.4.1 LAA24.2, LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,
LA D1.4.2, LAD1.4.3, LAD24.1 LAE246, MAA3.4.2,
SC.H. 3.4.5, SC.H 3.4.6, SS.D.1.4.1

01. 02 Discuss inportance of drug tests and crim nal background
checks in identifying possible enploynent options.
LA A141 LAAL1.42 LAA1.43 LAALLl44 LAB14.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.2, LAB.2.4.4, LAC 1. 4.1,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD24.1 LAD24.4 LAD24.5,
SC.H. 3.4.1, SC.H.3.4.3, SS.A.5.4.7

01.03 ldentify steps in the job application process including
arrangi ng for references and proper docunentation (e.gqg.
green card). LA A 1.4.1, LAA1.4.2, LA A1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA2 4.6, LAA2.4.7, LAA24.8, LAB14.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD241 LAE246, MVAA5 41 SCH3.4.6

01.04 lIdentify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LA A 1l.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA2A4.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LA D241, LAE24.6,
MA.A 5.4.1, SC.H3.4.6, SS.A 5.4.7

01.05 Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter
letter of resignation, and letter of recomendati on
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..3,
LA B.2.4.4, MVAA1l 4.1 SCH3.4.2
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01.

01.

01.

01.

01.

01.

01.

01.

06

07

08

09

10

11

12

13

Identify and denonstrate appropriate dress and groom ng for
employment. LA A 2.4.4, LAA2.4.7, LAA2.4.8 LAC3.43
SC.H. 3.4.3

Identify and denonstrate effective interview ng

n
=z
n

il
(e.g., behavioral). LA A 1.4.3, LAC1l.4.1, LA C1.4.3,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4, LAD1l.4.1,
LA D1.4.2 LAD1.4.3 LAD241, MAAL141 M AL1l4.3,
SC.H 3.4.3, SS.C.2.4.3
Descri be nethods for handling illegal interview and
application questions. LA A 1.4.2, LA A1.4.3, LAAZ24 2,
LA A 2.4.4, LAA2.4.5 LAA24.8, LAB1l.4.1, LAB14.2,
LA.B.1.4.3, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C 1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA.D.2.4.3, LAD2.4.4, LAD245 LAD246, SCH3.4.1,
SS. A 5.4.7
Di scuss state and federal |abor |aws regulating the
wor kpl ace (e.g., Child Labor Law, sexual harassnment, EECC
ADA, FMLA, OSHA). LA A 1.4.1, LAA1.4.2, LAA1.43
LA A1.4.4, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.2,
LA.B.2.4.4, LAC1.4.1, LAC1.4.3, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD14.3,
LA D2.4.1, LAD24.4, LAD245 SSC24.3, SCH3.4.4
Identify positive work attitudes and behaviors such as
honesty, conpassion, respect, responsibility, fairness,
trustworthiness, and caring. LA A 1.4.1, LA A1l 4 2,
LAA1.4.3 LAAL1l4.4 LAA2.4.1 LAA24.2, LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,
LA D1.4.2 LAD1.4.3 LAD241 LAE246, SCH3.4.3
Identify ways to work cooperatively in a business situation
wi th diverse popul ati ons and the physically chall enged.
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A 2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA E 2.4.6
Descri be inmportance of producing quality work and neeting
performance standards. LA A 1.4.1, LA A1.4.2, LA A1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA2 4.6, LAA2.4.7, LAA24.8, LAB14.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD241 LAEZ246, SC.H3.4.2
Identify personal and business ethics (e.g., preventing
theft, pilfering, and unauthorized di scounting).
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C1.4.3,
LA C1l1l.4.4, LAC2.4.1 LAD1.4.2 LAD1.4.3 LADZ24.1
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LAE 246, MVAMA141 MAAL142 MAAL4.3 MALA4 4
SC.H 3.4.3, SS.C.2.4.3, SS.C.2.4.6

0l1. 14 Denonstrate orderly and systemati c behavior by creating and
mai ntai ning a nonthly planner. LA A 1.4.3, LA B.1. 4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1,
LA.D.2.4.2, LAD2.4.3, LA D244, LAD24.5, LAD24.6,
LA E2.4.4, LAE24.6, LAE2.4.8, VAA5 4.1 MAB1l.4.2

01.15 ldentify qualities typically required for pronotion (e.qg.
productivity, dependability, responsibility). LA A 1.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 248 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE 24.6,
SC.H.3.4.3

01.16 ldentify how to prepare for job separation and re-
employment. LA A 1.4.1, LAA1.4.2, LAA1.4.3 LAALl44
LAA24.1, LAA2 4.2 LAA2. 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6, SCH3.4.5

01.17 Create and maintain a portfolio of docunents for job

pl acenent (e.g., resune, letters of reconmendation, awards,
evi dence of participation in school/conmunity/vol unteer
activities, enployer evaluations). LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
MA.A1.4.1, MAAL1l44 SCH3.45 SCH3.4.6

01.18 Identify and practice stress managenent and rel axation
techniques. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAAL1lA4 4

LAA2.4.1, LAA2.4.2, LAA2.4.3 LAAZ2 4.4, LA A 2.4.5,
LAA2.4.6, LAA2.4.7, LAA2.4.8 LAB1l.41 LAB1.4. 2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2 LAD1.4.3,
LA.D.2.4.1, LAE 2.4.6

01. 19 Discuss inportance of practicing positive custoner service
skills. LA.A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.C1.4.1, LAC1.4.2, LAC1l.4.4, LAC3.4.1 LAC3.4.2

02.0 DEMONSTRATE HUMAN RELATI ONS SKI LLS NECESSARY FOR SUCCESS | N
FASHI ON MARKETI NG OCCUPATI ONS- - The student will be able to

02. 01 Denpnstrate ability to work cooperatively with team nenbers,
supervi sors, and custoners from di verse cultura
backgrounds. LA A 1.4.3, LA C.3.4.2, LA D1.4.1,

LA D1.4.2, LAD1.4.3

02. 02 Define and di scuss issues involving gender equity,
disability, and age LA.B.2.4.1, LA.B.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LACS.
LA.C.3.4.5, LAD1.4.1, LAD1.4.2, LAD1.4.3

02. 03 Denonstrate interpersonal skills (e.g., courtesy, loyalty,
being a teamplayer). LA C 1.4.3

4.4,
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03.

02.

02.

02.
02.
02.

02.
02.

02.
02.

02.

02.

02.

02.

02.
02.

02.

04

05

06
07
08

09
10

11
12

13

14

15

16

17
18

19

Identify and define friendliness, adaptability, enpathy, and
politeness as relates to business LA.B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C. 3.4.4, LA .C. 3.4.5

Expl ain concepts of integrity, credibility, reliability, and
perseverance. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LAC3.4.4, LA C.3.4.5
Denonstrate personality traits inportant to business (e.g.

i nterest, enthusiasm honesty, responsibility, flexibility).
Mai ntai n professional personal appearance and attitude.
Denonstrate ability to use creative problem sol ving,
deci si on making, and critical thinking strategies.
LA.A.2.4.7, LA A 2.4.8

Denonstrate sel f-nmanagenent, initiative, and rulti-tasking.
Expl ai n concepts of self-understandi ng, self-esteem and
self-imge. LA A 1.4.3, LA B 1.4.2, LAB1.4.3, LA B24.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

Denonstrate professional behavior and etiquette. LA D 1.4.2
Denonstrate respect for the opinions, custons, and

i ndi vidual differences of others. LA D.1.4.2, LA D1.4.3
Set personal and career goals and devel op a plan of action
to achieve those goals. LA B.2.4.2, LA A2 4.4

Identify areas where personal and professional change and
adj ust rent nmay be necessary. LA A 1.4.3, LA B. 1. 4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.4.4, LA C3.4.5
Denmonstrate ability to offer and accept feedback

LA.C. 3.4.2

Identify and practice stress nanagenent and rel axation

t echni ques.

Mai ntai n confidentiality of business nmatters.

Support and foll ow conpany policies and procedures (e.g.
attendance, tardiness, returns).

Devel op and denonstrate human rel ations skills needed for
successful entry and progress in occupation selected by the
student as a career objective. LA.C. 1.4.3, LA C 3.4.2,
LA.D.1.4.2

DEMONSTRATE PROFI Cl ENCY | N APPLYI NG COMVUNI CATI ON AND TECHNOLOGY

SKI LLS--The student will be able to:

03.01 Identify and apply effective workpl ace conmuni cation skills

03.

02

(e.g., verbal, nonverbal, witten, electronic). LA A 1.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB242, LAB
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC
LA.C. 3.4.5

Descri be effective staff communication and its uses (e.qg.

i nter-personal, departnmental, inter-departnental, conpany).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

2.4.3
3.4.4,
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03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03.

03

04

05

06

07

08

09

10

11

12

13

14

15

16

17

18

Denmonstrate ability to read and conprehend witten
conmuni cati ons.
Identify a variety of forns of witten business

comuni cations utilized in the workplace. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Prepare a business letter, menmorandum fax, and e-mmil.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

Denonstrate ability to speak effectively to custoners/
clients, co-workers, supervisors, and vendors using
appropriate grammr and term nology. LA C 3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4

Di scuss i nportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.3, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Prepare and deliver a business-related presentation.
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4

Denonstrate active listening strategies that inprove
under st andi ng and performance. LA.C.1.4.1, LA C 1.4.2,

LA C1.4.3, LAC1l.4.4

Descri be positive custonmer relations. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Denmonstrate conflict and di spute resol ution techniques.
LA A1.43 LAE24.1

Identify means of nonverbal comunication. LA A 1.4.3,
LA.C2.4.1, LAC2.4.2

Denmonstrate effective tel ephone and e-mail techni ques and
etiquette/netiquette in a business situation. LA B.2.4.4,
LA.C1.4.3, LAC3.4.2

Di scuss met hods of resolving custoner conplaints.

LA A1.4.3, LAB1.4.2 LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5 LAE2.4.1, LAE24.2
Interpret business policies to custoners/clients.

LA A2.4.7, LAA24.8

Di scuss i nportance of providing clear directions,
descriptions, and explanations. LA A 1.4.3, LAA2 4.1
LA A 2.4.4, LAB1.4.2, LAB1.4.3, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, L
LA.C.3.4.4, LA C.3.4.5

Denonstrate ability to | ocate, understand, interpret
informati on found in trade journals, manuals, graphs,
schedul es, charts, diagrans, and |Internet resources.

LA A 2.4.4, LAA2.4.6, LAA2.4.7, LA A2.4.8, LA B. 2. 4.4,
LA.C.3.4.3, MVAMA4.4.1

Identify types of technol ogy/equi pment used in the

wor kpl ace. LA.B.2.4.4

N

LA. B. 2. 4.
LA.C.3.4

N

A.B.2.4.1, LA B 2. 4.
A.C.3.4.2, LAC3.4
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04.

03. 19 Define hypertext, URL, links, Internet Service Provider

(I1SP), bulletin board service (BBS), electronic storefront,

e-mail, newsgroups, flames. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

DEMONSTRATE PROFI CI ENCY | N APPLYI NG MATH SKILLS UNI QUE TO FASHI ON

MARKETI NG- - The student will be able to:

04.01 Perform addition, subtraction, rmultiplication, division

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.
04.

04.

04.

02

03

04

05

06

07

08

09

10

11

12
13

14

15

rati os, and percentage problens as related to industry.
MAA1.4.1, MMAL142 MAAL143 MUAL1 4.4 MAB 143,
MA.B.3.4.1, MAE1l.4.1 MAE1l.42 MAE1.4.3

Apply problem solving techniques to sales rel ated
transactions including cash, checks, debit cards, credit
cards, discounts, |layaway, C. O D., returns, gift
certificates, and automatic fee withdrawals. MA A 1.4.1,
MAA1.4.2, MAMA1.43 MAI1L144 MAA2.42 MAADS 41
Interpret quantitative information fromtables, charts, and
graphs as related to the workplace. LA A 1.4.3, MAA1.4.1,
MAA1.4.2, MAMA1.4.3 M AI11l44 MAB1.4.3, MB3.4.1,
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Denonstrate ability to nake change correctly. MA A 1.4.1,
MAA1.4.2, MAMA1.4.3 MAIL1l44 MAA2.42 MAB3.4.1
Calculate tax, gratuity, commission, and m scell aneous
charges. MA.A 1.4.1, MAA1l.4.2 MAA1.4.3, M A2 4. 2,
MA.B.3.4.1

Denonstrate ability to collect, organize, and interpret

data, and predict outconmes relative to opening and cl osing
procedures for a sales termnal. MAE 1.4.1

Col | ect and anal yze sales information to determ ne stock
turnover and stock-sales ratio. MAE 1.4.1, MAB.1.4.3
Apply standard industry fornula to determ ne markup and

mar kdown on merchandi se. MA.A 5.4.1

Apply mat hemati cal concepts to conpl eting purchase orders,

i nvoi ces, packing slips, and shipping and handling charges.
MAA1.4.1, MAAL143 MAIL1L42 M ALl44 MAA24.2
Anal yze standard industry fornulas relative to discount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE 1.4.1

Identify conponents of a break-even analysis. LA A 1.4.3
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

Comput e and anal yze a break-even point.
Operate 10-key keypad. MA A 1.4.1, MA A
MA.A 1.4.4, MAB.1.4.3, MAB3.4.1, MAE
MA.E. 1.4.3

Read and interpret a | ease agreenent. LA A 1.4.2,

LA A 242 LAA245 LAA248, MAB3.4.1

Read and interpret a contract for purchase of real estate.
LA A1.4.2 LAA24.2 LAA245 LAA248 MAB3.4.1
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04. 16 Read and conpl ete an application for a bank | oan
LA A1.4.2 LAA242 LAA245 LAA248 MAB3.4.1

04.17 Calculate the areas of surface and conplete an accurate
estimate of the costs of materials for covering those
surfaces, including applicable taxes. MA.B.1.4.1,
MA.B.1.4.3

04.18 Use ratios, proportions, and scales to cal cul ate di stance on
a map and cal cul ate the square footage of roons in a
buil ding using a scaled plan. MA.B.1.4.1, MA.B.1.4.3
MA.B.3.4.1

05.0 | DENTIFY ECONOM C PRI NClI PLES- - The student will be able to:

05. 01 Expl ain concept of econonics and economc activities.

LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5 SS.D2.4.5

05. 02 Explain concept of econonic goods and services. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 Ss.D.2.4.1

05. 03 Expl ain concept of econonmic resources. LA A 1.4 .3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, Ss.D.1.4.1

05. 04 Explain concept of utility (form place, tine, possession
information). LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

05. 05 Expl ain concept of "supply and demand." LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5 SS.D.2.4.2

05. 06 Explain concept of price. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.1

05.07 ldentify, conpare, and contrast nmgjor types of economc
systems. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 SS.D.2.4.1,
SS.D.2.4.6

05.08 Explain rel ati onship between governnent and busi ness.
LAA1.4.3, LAB1.4.1, AB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LA C3.4.5 SS.D.2.4.4

05. 09 Explain concept of private enterprise and business
ownership. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1

05.10 Explain role of profit motive. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,

114



LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SSs.D.1.4.1

05. 11 Explain concept of risk. LA A 1.4.3, LA B1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

05. 12 Explain concept of conpetition. LA A 1.4.3, LA B1.4.1
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, Ss.D.1.4.1

05. 13 Explain concept of productivity. LA B.1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

05. 14 ldentify conmponents of gross national product (GNP) and
gross donestic product (GDP). LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5, SS.D
Expl ain function o
LA.B.1.4.2, LA B. 1.
LA.B.2.4.4, LA C. 3.
LA.C. 3.4.5, SS.D.2

05. 15 e Federal Reserve Board.
, LA B.2.4.1, LA.B.2.4.2,

h
3
1, LAC.3.4.2, LA C3.4.3,
5

06.0 | DENTI FY MARKETI NG AND BUSI NESS FUNDAMENTALS- - The student will be
able to:
06. 01 Define marketing and its role. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

06. 02 Explain purpose of marketing in the free enterprise system
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.4

06.03 ldentify and explain the four foundations of narketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

06.04 ldentify and explain differences between indirect and direct
marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

06. 05 ldentify and explain the functions of and differences

bet ween marketi ng and nerchandi sing. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

06. 06 Explain relationship of nmarketing to business and the

econony (e.g., SWOT anal ysis--strength, weakness,

opportunity, threat). LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

06.

07

08

09

10

11

12

13

14

15

16

17

18

Expl ai n i nportance and net hods of conducting market r
(e.g., sanpling, surveys, focus groups, etc.). LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

Di scuss maj or fields of business activity (extractive,
subcontracti ng, manufacturing, wholesaling, retailing,
services, cottage industries, urban street sales).
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, L
LA.B.2.4.2, LAB2.4.3, LAB24.4 LAC3.4.1, L
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify, explain, conpare, and contrast the different types
of business ownership (sol e-proprietorship, partnership
corporation, franchise, licensing). LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA
LA.C.3.4.5, LAE2.4.7

Expl ai n concept of nmarketing strategies. L
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB 2.
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC.3.
LA.C.3.4.4, LA C.3.4.5

Expl ai n concept of narket segnmentation and denographi cs.
LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

e
1.

A
B. 2.
C. 3.

A
A

wnN
Rl

Om

A A
4.1,
4.2

Expl ai n i nportance and techni ques of offering the right

mer chandi sing blend. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Expl ain nature of channels of distribution. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Expl ain el enents that allow devel opment of a marketing plan
(e.g., research, advertising, public relations, direct and

i ndirect marketing, pronotions, nerchandising, distribution
etc.). LA A1.4.3, LAB1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain factors affecting pricing decisions. LA
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5

Differentiate anong the three basic categories of consuner
goods (conveni ence, shopping, and specialty). LA A 1.4.3
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB24.
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.
LA.C.3.4.4, LA C.3.4.5

Di scuss role e-conmerce will play in the marketing of goods
and services. LA A 1.4.3, LAB1.4.1, LA B 1.4 .2
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain network marketing (multilevel marketing) and how it

A
A
A

OlIH-‘
wnN A
A AW

21
.3

21
3
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07.0

31.0

06.

19

differs froma pyram d schenme. LA A 1.4.3, LA B 1. 4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C. 3.4.5

Di scuss the role of federal regul atory agencies [e.g., Food
and Drug Administration (FDA), Consuner Product Safety

Commi ssi on (CPSC), Environnental Protection Agency (EPA),
Securities and Exchange Conmi ssion (SEC), Federal Trade
Commi ssion (FTC), COccupational Safety and Health

Admi nistration (OSHA)]. LA A 1.4.3, LAB1.4.1, LAB. 1. 4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
SS.D.2.4.3

| DENTI FY EFFECTI VE SELLI NG TECHNI QUES AND PROCEDURES- - The st udent

wi | |

07. 01 Expl ain purpose, principles,

07.

07.

07.

07.

07.

07.

02

03

04

05

06

07

be able to:

rtance of sellin
A.B.1.4.3, LA

LA/A1.4.3, LAB1.4.1, LA B. B.
A.C.3.4.1, LA C

a
1.
LA.B.2.4.2, LA B.2.4.3, LA B. 2.
3
S
1

o

LA.C.3.4.3, LA C3.4
Identify qualities o
LA A 1.4.3, LAB1. 4.
LA.B.2.4.2, LA B.2. 4.
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify an effective sales presentation for a target

mar ket, including steps of a sale; consuner buying notives;
approaches through greeting, nerchandi se, and service;
proper tine to approach a customer to open sale; feature-
benefit analysis; building and closing the sale; and
suggesti on and substitution selling. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

Handl e di fferent custonmer types, such as the casual | ooker
t he deci ded custoner, the undeci ded customer, and the
di fficult custoner.

Di scuss i nportance of neeting specialized sal es needs.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate conpleting the sales transaction, including

nmet hod of paynent and counting back change; the proper way
to fold, wap, and bag nmerchandi se after sale; and thanking
the customer and inviting themto return.

Di scuss reasons for maintaining a client file. LA A
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB
LA.B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2, LAC
LA.C.3.4.4, LA C.3.4.5

al sal es associ at e.
, LA.B.1.4.3, LA B.
LA.C.3.4.1, LA C.

2.4.2,
3.4.3

31
21
3

w N =
AL

DI SCUSS THE HI STORY OF FASHI ON—The student will be able to:

31.01 Describe the theories of the origin of fashion. LA A 1.4.3,
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N

1, L , LAB.1.4.3, LA B.2.4.1, LA B.2.4.
3, L , LA.C3.4.1, LAC3.4.2, LAC3.4
4, L

t

PP
T Omw
h h h
as~N

1.
. 2.
, . 3.
31.02 EEscr|b he in Iuences of historical events on Anerican and
gl obal fashion. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B2.4.1, LA B.2.4.2, LA B.2.4.3, LA B
LA.C3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4, LAC
31. 03 Expl ain econoni c, denographic, social, and politica
i nfluences on fashion. LA A 1.4.3, LA.B.1.4.1, LA B.
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C.3.4.4, LA C 3.4.

31.04 Explain how the trickle-down and trickle-up theories app

4.
4.
4.
e
f

w N
s
o

i

nN=
< aAN

to the fashion industry. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

31. 05 Discuss the stages and |l ength of the fashion cycle.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

31.06 Discuss inpact of technology on the fashion industry
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

31.07 ldentify the major fashion designers and their inmpact on the
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

31.08 Differentiate between fashion trends and fads.

2.4

3.4

LA A 1.4.3,
LA B.1.4.1, LA B 1.4.2, LA B.1.4.3, LA B 1, LA . B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA.C.3.4.1, LA C .2, LA .C. 3.4.3,
LA.C.3.4.4, LA.C 3.4.5
31.09 Discuss evolution of national and | ocal fashion retailers.
LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LA B2.4.1,
LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C.3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5
tro

31.10 Discuss the influence of electronic nmedia on the fashion
industry. LA A 1.4.3, LAB1.4.1, LA B1.4.2, LA B1.4.3,
LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C.3.4.4, LA C.3.4.5

32.0 DI SCUSS THE USE OF DESIGN I N FASH ON—The student will be able to:

32.01 ldentify and discuss the el enents of design (
shape, line, and texture). LA A 1.4.3, LA B.
LA B.1.4.2, LAB1.4.3, LAB24.1, LAB24.
LA.B.2.4.4, LA C3.4.1, LA C3.4.2, LA C 3.4.
LA.C. 3.4.5

32.02 ldentify and discuss the principles of design (e.qg.
bal ance, proportion, enphasis, and rhythn). LA A 1.4.3
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LACS3.
LA.C.3.4.4, LA C.3.4.5

32.03 Discuss the inmpact and di nmensions of color in fashion

e. col or,
1.
2,
3
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32.

32.

32.

32.

32.

32.

04

05

06

07

08

09

LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ain the principles of color psychol ogy and synbolism
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify purpose/use of color wheel. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA. C 3. 4.

4, LA.C. 3.4.5
Identify a variety of color schenes (e.g., nmonochromatic,
anal ogous, conplimentary, triad). LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4

LA.C.3.4.5

Di scuss the use of shape, line, and texture in fashion and

vi sual nmerchandising. LA A 1.4.3, LA B1.4.1, LAB 1.4 2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss the inportance of bal ance in garnent design.

LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss the role of proportion, enphasis, rhythm and
harmony in garnment design. LA A 1.4.3, LA B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5
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STUDENT PERFORMANCE STANDARDS

Cour se Nunber: 8806020
Course Title: Fashi on Applications
Course Credit: 1

COURSE DESCRI PTI ON:

This course is designed to provide students with an in-depth study of
fashion marketing in a free enterprise society and provide the

know edge, skills, and attitudes required for enploynment in a wde
variety of fashion marketing occupations. After successful conpletion
of the core (Fashion Essentials and Fashi on Applications), students wll
have nmet Occupational Conpletion Point, Data Code A, Sal esperson,
Retail, Fashion - OES 49011

08.0 SELECT A FASHH ON MARKETI NG | NDUSTRY FOR CAREER PLANNI NG - The
student will be able to:

08.01 ldentify current enploynment opportunities in the fashion
marketing field. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

08.02 ldentify sources of information for career planning
including the Internet. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

08. 03 Conduct in-depth career research including requirenments for
entry and advancenent, career |adders, and opportunities
related to the fashion marketing field. LA B.2.4.4

08.04 Explain duties, responsibilities, and needed skills and
know edge of a particular fashion marketing career

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

08.05 ldentify advantages and di sadvantages of a particul ar
fashi on-marketing career. LA A 1.4.3, LA A 2. 4.4,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

08. 06 Conplete self-assessnents and analysis of life-style goals
and career aspirations. LA A 1.4.4, LA B.2.4.3

08. 07 Devel op an individualized educati on and career plan rel ated
to a major fashion marketing field. LA A 2.4.4, LA A2.4.6

08.08 Wite a job description for a selected fashion nmarketing
occupation. LA A 1.4.3, LAB. 1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

9.0 DEMONSTRATE APPLI CATI ONS OF DI STRI BUTI ON TO THE FASHI ON MARKETI NG
| NDUSTRY- - The student will be able to:
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09. 01 Explain the concepts and processes needed to nove, store,
| ocate, and/or transfer ownership of fashion goods and
services. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

09. 02 Explain concepts of physical distribution and transportation
systens related to the fashion industry. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C.3.4.5

09.03 Identify and anal yze appropriate transportation services for
the fashion industry. LA A 1.4.3, LAB1.4.1, LAB1l.4.2
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LAB24.
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C 3.4.

09. 04 Devel op appropriate plans utilizing the channels of
distribution for the fashion industry. LA A 2.4.4,
LA A 2.4.6

09. 05 Denpnstrate skills required for fashion materials and
servi ce managenent.

09. 06 Analyze information related to routing and tracking
nmerchandi se. LA A 2.4.7, LA A2.4.8

09. 07 Explain the rel ati onship between customer service and
distribution. LA A 1.4.3, LAB1.4.1, LA B. 1. 4.2,

LA . B. 1.4.3, 1, L

2, L

B.2.4.2,
.C.3.4.3

41
5

B. 2. 4. A.
. C. 3. 4. A.
10. 0 DEMONSTRATE APPLI CATI ONS OF FI NANCI NG TO THE SELECTED FASHI ON

MARKETI NG | NDUSTRY- - The student will be able to:

10. 01 Expl ain financial concepts used in making fashion marketing
decisions. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

10. 02 Expl ai n concept of financial administration. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

10. 03 Explain difference between inconme (credit) and expense
(debit). LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LAC3.4.1
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

10. 04 Describe and prepare a cash-flow statenment. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3,
LA.C.3.4.4, LA C.3.4.5

10.05 ldentify various types of credit policies and procedures.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

10. 06 Expl ai n purposes and inportance of credit. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
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11.

10.07 ldentify the positive and negative inpacts of using credit
in fashion marketing situations. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.2, VAA 441 MAE11l.41 MAEL1l.4.2
MA.E. 1.4.3, SS.D.1.4.2

10. 08 Compare and contrast the use of different credit
applications. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAE247, MAA441 MME11.4.1 MAE1.42 MAE1.4.3

10. 09 Discuss industry concepts of price, profit, conpetition, and
productivity. LA A 1.4.3, LAAl1l.4.4 LAAZ24.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 MME1l41 MAE1l.4.2

10.10 Cal cul ate exchange rates. MA.B.2.4.2, MA.B.3.4.1

DEMONSTRATE APPLI CATI ONS OF PRODUCT/ SERVI CE PLANNI NG TO THE

FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

11. 01 Explain the concepts and processes needed to obtain,

11.

11.

11.

11.

11.

11.

11.

02

03

04

05

06

07

08

devel op, nmmintain, and i nprove a product or service mx in
response to fashion market opportunities. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Expl ain the steps involved in decision nmeking (e.g., market
research, assessnent, planning, inplenmentation design, and
evaluation). LA A 1.4.3, LAB1.4.1, LA B 1. 4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5
Expl ai n i nportance of product and service technol ogy as it
relates to custonmer satisfaction. LA A 1.4.3 LAB1l.4.1

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LA D2.4.4

Identify sources of fashion product know edge. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

Denonstrate awareness of inpact of both current and energing
technology on life-roles, life-styles, careers, and fashion
mar keti ng occupations. LA . B.2.4.4

Expl ai n product and service quality as applicable grades and
i ndustry standards. LA A 1.4.3, LA B.1.4.1, LA B 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss product-liability risks. LA A 1.4.3, LA B1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C.3.4.5
Expl ain warranties and guarantees. LA A 1.4.3, LA A 2.4.4,
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12.

13.

11. 09

11. 10

11. 11

LAA2.4.6, LAB. 1.4.1, LAB1.4.2, LAB1.4.3, LAB.24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Devel op a product/service plan for an area of fashion

mar ket i ng.

Descri be factors used by marketers to position products/
business. LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify stages of and di scuss inportance of product life
cycle. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA.B.1.4.3,

LA. B. B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA.C 3.4.1,
C.3.4.3, LAC3.4.4 LAC3.4.5

DEMONSTRATE APPLI CATI ONS OF MARKETI NG | NFORVATI ON MANAGEMENT TO

THE FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

12.01

12.02

12.03

12.04

12. 05

12. 06

Expl ai n concepts and processes needed to obtain, devel op,
mai ntai n, and i nprove a product or service mx in response
to fashion market opportunities. LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Expl ai n process of nmarketing information managenent.
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n nature and scope of fashion nmarketing operations.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,

LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate know edge of inventory control systenms and

shi ppi ng and receiving procedures.

Identify procedures for gathering information using
technology. LA A 1.4.3, LAA2.4.4, LA A24.6, LAB.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Utilize appropriate marketing informati on nanagenent forns.
LA.B.1.4.3, LAB2.4.4

DEMONSTRATE PRI CI NG APPLI CATI ONS FOR THE FASHI ON MARKETI NG

13.01

13.02

| NDUSTRY- - The student will be able to:

Expl ai n concepts and strategies utilized in determ ning and
adjusting prices to maximze return and nmeet custoners’
perceptions of value. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
MAA1.4.1, MMAL1l42 MAAL143 MAILA44 MVEL 4.1
MA.E 1.4.2, MAE1.4.3

Expl ain pricing objectives, policies, and strategies.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
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14.

13.

13.

03

04

LA.C.3.4.3, LAC3.4.4, LAC3.4.5 MAAL141 M AL1lA4 2,
MA.A1.4.3, MMA1l 44 MME11.4.1 MME1.4.2 MAE1.4.3
Explain price marking techniques. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA C3.4.5, MVAA1l.41 MAIL1l42 MAAL143 MALA44
Expl ai n procedures for changing prices. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LAC3.4.5, VAA1l.41 MAAL1l42 M AL14.3,
MA.A 1.4.4

13. 05

13.

06

Denmonstrate decision-naking skills required for determ ning
pricing relative to the conpetition. LA A 2.4.4,

LA C3.4.2, MVAMA1l41 MAIL1l42 MAAL14.3 MALA4 4
MAE1.4.1, MAE1l.4.2, MAE1. 4.3

Denonstrate problemsolving skills required when considering
profit and price. LA A 2.4.4, LA C3.4.2, MAE1l41,
MA.E 1.4.2, MAE1.4.3

DEMONSTRATE PROMOTI ON APPLI CATI ONS FOR THE FASHI ON MARKETI NG

| NDUSTRY- - The student will

be able to:

14. 01 Expl ain the concepts and strategi es needed to conmuni cate

14.

14.

14.

14.

14.

14.

14.

02

03

04

05

06

07

08

i nformati on about products, services, inmages, and/or ideas
to achieve a desired outcome. LA A 1.4.3, LA B1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

Identify types of pronotion used in the fashion industry.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Di scuss i nportance
LA A 1.4.3, LA B 1.

of advertising media and brandi ng.

4.1, LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n purposes and el enents of advertising and displ ay
related to the fashion marketing industry. LA A 1.4.3,
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.

LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.
LA.C.3.4.4, LA C.3.4.5 LA D2.4.5

Expl ain the inpact on and uses of the Internet and |ntranet
in marketing fashion products and services. LA A 1.4.3

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C.3.4.5 LA D24.4

Use advertising guidelines to design appropriate nedia
sanple ads, i.e., print, radio, television, Internet, and
others. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

Use design principles in preparing such nerchandi se/ service
di spl ays as wi ndows, endcaps, kiosks, and point-of-sale.

LA B1.4.1

Create an exanpl e of a non-persona

1, L
2, L

> >

.B. 2. 4.
.C. 3. 4.

A B.2.4.2,
A.C.3.4.3

sal es techni que such as
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use of magnets, buttons, T-shirts, or point-of-sale signs.
LA B1.4.1

14.09 Wite a pronotional nmessage to appeal to a target market.
LA A1.4.3, LAA243, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

14.10 Devel op a sales pronmotion plan for a fashion marketing
organi zation. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.2

14.11 Denpnstrate public relations techniques as used in the
fashi on marketing industry. LA C 3.4.4

14.12 Design a web site for the fashion nmarketing industry.
LA.B.2.4.4

15.0 DEMONSTRATE PURCHASI NG APPLI CATI ONS TO THE FASH ON MARKETI NG
| NDUSTRY- - The student will be able to:

15.01 Explain relationship between stock turnover and purchasing.
LA.A 1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC.3.4.5 MAD1l.4.1

15. 02 Denmpnstrate proper purchasing procedures.

15. 03 Expl ain types of purchasing situations. L
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.
LA.B.2.4.3, LA.B.2.4.4, LA C.3.4.1, LA C 3.
LA.C. 3.4.4, LA .C. 3.4.5

15. 04 Dempnstrate the techni ques used to obtain the best terns
when negotiating a purchase. LA . C. 3.4.4

15. 05 Demonstrate use of forns required for purchasing.
LA.B.1.4.2, LA B.1.4.3

15. 06 Eval uate nerchandi se or services using industry standards or
conpany assessnents. LA A 2.4.7, LA A 2.4.8

A A1l 4
4.1, L
4.2, L

31
A.B.2.4.2,
A.C.3.4.3

16.0 DEMONSTRATE APPLI CATI ONS OF SAFETY AND RI SK- MANAGEMENT TO THE
FASHI ON MARKETI NG | NDUSTRY- - The student will be able to

16. 01 Expl ain how |l ack of know edge and skill can cause accidents
and health hazards in the workplace. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, SCF.1.4.1, SCF.1.4.7, SCH1.4.7,
SC.H.3.4.3

16. 02 Li st reasons how anger, worry, drugs, alcohol, fatigue, and
illness can cause accidents. LA A 1.4.3, LAB.1.4.1
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5, SCF.1.4.1
16. 03 Descri be actions that various agencies take to prevent
accidents on the job. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
16. 04 Denmpnstrate understandi ng of environnental problens that
i mpact health and safety. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
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17.

18.

16.

16.

16.

16.

05

06

07

08

LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SCF.1.4.7, SCH3.4.6

Expl ai n procedures for handling and reporting accidents.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

Identify security procedures for the fashion marketing
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,

LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify techniques for preventing security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA A 1.4.3, LAB1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5
Identify procedures used by industry to prevent interna

I
| oss and enbezzlement. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA.B.2.4.1, LA.B.2.4.2, LA B.2.4.3, LA .B.2.4.4,
LA.C.3.4.1, LA.C.3.4.2, LA C.3.4.3, LA C.3.4.4, LA C.3.4.5

DEMONSTRATE APPLI CATI ONS OF SELLI NG TO THE FASH ON MARKETI NG

| NDUSTRY- - The student will be able to:

17.01 Expl ain concepts and actions needed to deternine client

17.

17.

17.
17.

17.

17.

17.

17.

02

03

04
05

06

07

08

09

needs and wants and devel op a personalized comruni cation
that will influence purchase decisions and enhance future
busi ness opportunities. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.4.4, LA C3.4.5
Descri be the appropriate relationship between buyer and
seller. LA.A1.4.3, LA B1.4.1 LAB1.42 LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C.3.4.3, LA C.3.4.4, LA C3.4.5 LAE24.2
Denonstrate sal es know edge of industry, conpany, products,
and conpetition. LA C 3.4.2

Anal yze potential prospects and customer buying behavi or

Anal yze inportance of comunication and |istening in
creating a positive buying climate. LA C 1.4.1

Identify sales techniques to aid custonmers/clients in naking
buyi ng decisions. LA A 1.4.3, LAB.1.4.1, LAB 1.4 2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C.3.4.5
Prepare a list of skills necessary to nmintain sales
accounts. LA B.2.4.1

Create a sal es presentation using presentation software.
LA.B.2.4.4, LA.C. 3.4.4

Identify strategies to build and naintain a clientele.

LA.A 1.4.3, LAB.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P- - The student wil |

be able to:
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19.

18.

18.

18.

18.

18.

18.

18.

18.

18.

18.

18.

01

02

03

04

05

06

07

08

09

10

11

Define "entrepreneurship." LA A 1.4.3, LAB1.4.1

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5, SS.D.2.4.5

Di scuss role of the entrepreneur in the donestic and gl oba
economy. LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD24.1,
SS.D.2.4.6

Di scuss entrepreneurship as a career choice (e.g.
characteristics, aptitudes, and skills necessary to be a
successful entrepreneur). LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB1.4.3, LAB24.1 LAB242 L
LA.B.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3, L
LA.C. 3.4.5

Identify econonic principles of entrepreneurship
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

Di scuss the four parts of a business (production, finance,

mar keti ng, customer service). LA A 1.4.3, LA B 1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, SS.D.1.4.1

Anal yze current entrepreneurial trends in the marketplace.
LA A1.4.3, LAA246, LAA2.4.8, LAB1l.4.1 LAB14.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.6

Di scuss inportance of ethics in business. LA A 1.4 .3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5

Identify strategi es and nethods for generating a business
idea. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Qutline steps in planning a new business. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C.3.4.5
Identify types and sources of governnment regul ations and
taxation that nay affect a business. LA A 1.4 .3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C.3.4.5

Identify comruni cati on and technol ogy skills used in

entrepreneurship. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, B.2.4.3, LA.B.2
LA.C.3.4.1, LAC3.4.2, LAC3.4.3 C.3.4.4, LAC3

.
> >

4.4,
.4.5

| DENTI FY THE USE OF TECHNOLOGY | N FASHI ON MARKETI NG - The st udent

wi | |

be able to:
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19. 01 Expl ain inportance and uses of conputers and the Internet in
fashion marketing. LA A 1.4.3, LA B.1.4.1, LA B 1.4 2,
LA.B.1.4.3, LA.B.2.4.1, LA B.2.4.2, LA B.2.
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.
LA.D.2.4.4, LA D.2.4.5, SC.H 3.4.5

19.02 Uilize word processing software to create a career/industry
rel ated docunment. LA . B.2.4.4

19.03 Performdata entry procedures (e.g., payroll, inventory
control). LA B.2.4.4

19. 04 Perform nmerchandi sing math data entry procedures such as
stock turnover, mark-up, mark-down, open-to-buy, pricing,
invoicing, etc. LA B.2.4.4, MAE11l41 ME 142
MA.E. 1.4.3

19. 05 Dempnstrate marketing spreadsheet data entry and out put
procedures. LA.C.3.4.3, MAE1.4.1, MAE11l42 M.E14.3

19.06 Uilize spreadsheet software to enhance deci si on-maki ng
skills. LA.B.2.4.4, LA D.2.4.4, LA D.2.4.5 MAE1l.4.1,
MA.E 1.4.2, MAE 1.4.3

19.07 Uilize integrated software prograns to generate marketing
reports and solve marketing problens. LA B.2.4.4,
LA.D.2.4.4, LA.D.2.4.5, MAE 1.4.1, MAE1.4.2, MAE1.43

19.08 ldentify technol ogy appropriate for marketing functions and
practices related to a fashion marketing career field.

LA.A 1.4.3, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C3.4.1, LA C
LA.C.3.4.3, LA C.3.4.4, LA C.3.4.5 LA D2.4.4, SCH

19. 09 Sel ect and use a variety of electronic nedia, such as t
Internet, information services, and desktop-publishing
software prograns, to create, revise, retrieve, and verify
information. LA.D.2.4.4

4.3, LA B.2.4.4,
4.4, LA.C. 3.4.5

2.4.1,
3.4.2,
3.4.5
h

e

33.0 DI SCUSS THE FASHI ON DESI GN SEGVENT- - The student will be able to:

33.01 Identify and discuss price market categories of apparel
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.02 Describe standard sizing of the fashion industry.

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.03 ldentify clothing details that are nost flattering to a
variety of body proportions. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,

LA.C.3.4.5

33.04 ldentify clothing styles as they relate to |ine and design
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33. 05 Discuss the inmportance of nanme recognition for fashion
designers. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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34.

35.

33.06 Explain the designing process for ready-to-wear designers.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

33.07 ldentify domestic fashion narket centers. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

33.08 ldentify international fashion market centers. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

| DENTI FY CHARACTERI STI CS OF TEXTILES AND YARNS USED | N FASHI ON

RELATED | NDUSTRI ES—The student will

be bale to:

34.

34.

34.

34.

02

03

04

05

34.01 ldentify types, uses, characteristics, advantages, and
di sadvant ages of natural fibers. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5
Identify types, uses, characteristics, advantages, and
di sadvant ages of manufactured fibers. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5
Identify types, uses, characteristics, advantages, and
di sadvant ages of | eather and fur. LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5
Di scuss innovations and trends in the fiber trade.
LA A1.4.3 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5
Di scuss types and role of yarn blends and textures.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

34.

06

Descri be fabric construction and finishes commonly used in
the fashion industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C3.4.2, LAC.3.4.3, LAC3.4.4, LA C3.4.5
DI SCUSS FABRI C DESI GN AND CONSTRUCTI ON—The student will be able

to:

35.01 Identify and discuss the major fornms of fabric design (e.qg.

structural, applied). LA A 1.4.3, LAB1.4.1, LA B 1. 4.2,

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,

LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
35.02 ldentify types of weaving. LA A 1.4.3, LA B 1.4.1,
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36.

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

35.03 ldentify types of knitting. LA A 1.4.3, LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C. 3.4.5

35.04 ldentify other nmethods of fabric construction (e.qg.
nonwovens, quilted). LA A 1.4.3, LA B.1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

35. 05 Discuss the inmpact of fabric finishing on fabrics.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

35.06 ldentify types of fabric finishing (e.g., bleaching, dyeing,
printing). LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,

LA.B.2.4.1, LA B.2.4.2,
LA.C.3.4.2, LA C 3.4.3,
35. 07
finishes. LA A 1.4.3,

Di scuss di fferences between nechanica

LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1,
LA.C.3.4.4, LA.C 3.4.5

and cheni ca

LA B.1.4.1, LA.B.1.4.2, LA B.1.4.3,

LA B.2.4.1, LAB2.4.2, LAB2.4.3
LA.C.3.4.2, LA C3.4.3, LAC3.4.4
35.08 Discuss differences between quality
standards. LA A 1.4.3, LA B1.4.1
LA B.2.4.1, LAB2.4.2, LAB2.4.3

LA.C.3.4.2, LA C3.4.3, LA C.3.4.4,

LA.B.2.4.4, LA C 3.4.1,
LA.C. 3.4.5

and performance
LA.B.1.4.2, LA B 1.4.3,
LA.B.2.4.4, LA C3.4.1
LA.C. 3.4.5

35.09

Di scuss i npact of conputer-aided design (CAD) and conputer-

ai ded manufacturing (CAM on fabric design and construction.

LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.4, LA C 3.4.1, LA C.3.4.2,

LA/A1.4.3, LA B1.4.1,
LA.B.2.4.2, LA B.2.4.3,
LA.C.3.4.3, LA C3.4.4, LA C3.4.5

DI SCUSS THE STEPS | NVOLVED | N

PLANNI NG A FASHI ON SHOW—The st udent

will be able to:

36. 01 Explain the purposes of fashion shows. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

36.02 ldentify the main types of fashion shows. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

36.03 ldentify the steps involved in planning a fashion show.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

36. 04 Explain the inmportance of coordinating nerchandi se and
nodels. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,

LA.B.2.4.1, LA B.2.4.2,
LA.C.3.4.2, LA C. 3.4.3,
36. 05

Descri be the coordination of the physica

LA.B.2.4.3, LA B.2.4.4, LA C.3.4.1,
LA.C.3.4.4, LA C. 3.4.5

| ayout, nusic,
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36. 06

36. 07

chor eography, and comrentary of fashion shows.
LA B1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.3, LAB2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C.3.4.5

Expl ain the details involved with pronoting and

fashion show LA A 1.4.3, LA B.1.4.1, LA B.1.4.

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

31
21
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presenting
2,

LA. B. 2. 4. 4,
LA.C. 3.4.5

Descri be the followup and eval uati on procedures for a

fashion show LA A 1.4.3, LA B.1.4.1, LA B.1.4.

LA.B.1.4.3,
LA.C. 3.4.1,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.C.3.4.2, LA C3.4.3, LA C.3.4.4,
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Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cour se Nunber: 8806030
Course Title: Fashi on Mar keti ng Managenent
Course Credit: 1

COURSE DESCRI PTI ON:

This course provides instruction for career sustaining |evel enploynent
in the fashion industry. The content includes applied skills related to
the fashion marketing functions and i ndustries including enploynment
skills required for success in fashion and career planning as related to
the fashion industry. After successful conpletion of the core (Fashion
Essential s and Fashi on Applications) and Fashi on Marketi ng Managenent,
students will have met Cccupational Conpletion Point, Data Code B, First
Li ne Supervisors and Manager/ Supervi sors, Sal es and Rel ated Workers,
Fashi on - OES 41002.

20.0 APPLY ECONOM C PRI NCI PLES TO FASHI ON--The student will be able to:

20. 01 Explain economic trends as they relate to fashion marketing.
LAA1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

20.02 Explain role of the profit notive in the marketing of
fashion products. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB24.1, L 4.3, LA B.2.4.4,
LA.C.3.4.1, LAC3.4.2, L 4.4, LA C. 3.4.5,
SS.D.1.4.1

20.03 Explain role of fashion marketing in the free enterprise
system LA A 1.4.3, LAB.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1

20. 04 Describe channels of distribution for fashion marketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

20. 05 Apply economic concepts to fashion marketing including
pricing, risk, productivity, conpetition, and cycles.

LA A 2.4.8, SS.D.1.4.1, Ss.D.2.4.1

A.B.2.4.2, LA B 2.
A.C.3.4.3, LA C3.

21.0 APPLY FASH ON PRODUCT AND SERVI CE TECHNOLOGY--The student will be
able to:

21.01 Denonstrate appropriate techni ques and termn nol ogy for
selling apparel and accessories, house furnishings, and
ot her fashion merchandise. LA A 1.4.3, LA C3.4.4

21.02 Denonstrate principles in the merchandi sing of fashion
products. LA A 1.4.3, LA C3.4.4

21.03 Conpare different types of fabric construction. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
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LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

21. 04 Conpare natural and nman-nade materials utilized in fashion
products including finishes and care techniques.
LA A1.4.3 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.2, LAB.2.4.3, LAB24.4, LAC3.4.1,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

LA.B.2.4.1,
LA.C 3.4.2,

21. 05 Assess designers who have had a major influence on fashion.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,

LA.C.3.4.3, LA C3.4.4, LA C.3.4.5

21.06 Conpare past, present, and future styles of apparel and
accessories. LA A 1.4.3, LAB. 1.4.1, LA B1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C.3.4.1, LA C.3.4.2, LA C.3.4.3, LA C3.4.4, LA C.3.4.5

21.07 Denonstrate the relationship between fabric characteristics
and product use.

21.08 Apply textile know edge to a sal es position

21.09 Analyze the unique fashion needs of infants and young
children, ol der people, people with disabilities, pregnant
wonen, and frequent travelers. LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B
LA.B.2.4.4, LA C.3.4.1, LA C.3.4.2, LA C3.4.3, LAC
LA.C. 3.4.5

2.4.3
3.4.4,

22.0 DEMONSTRATE MERCHANDI SI NG SKI LLS APPROPRI ATE FOR FASHI ON
MARKETI NG- - The student will be able to:

22.01 Supervi se basic stockkeeping techni ques, such as sorting by
color, size, and/or classification; and cl eani ng nerchandi se
fixtures.

22.02 Supervise initiatives in maintaining stock, such as
rehangi ng merchandi se, studying hang tags, and restocking
mer chandi se

22.03 Denonstrate sal es pronotion techni que of |ocating adverti sed
nmer chandi se on the selling floor. LA C 3.4.4

22.04 Denonstrate techniques to perform a fashion nmerchandi se
inventory. LA.C 3.4.4

22.05 Organi ze the planning and presentation of fashion shows;

i ncl ude steps, purposes, and types of shows.

22.06 Assist in the preparation of nerchandi se di splays by
denmonstrati ng know edge of design principles and el enents,
ki nds of displays, patterns of arrangenent, col or
principles, and appropriate displays for given types of
merchandise. LA B.1.4.1, LA B.2.4.1, LAA1.4.3

22.07 Plan a pronotional canpaign for a fashion product or line to
i nclude types of nedia, promptional mx, and eval uati on of
effectiveness. LA A 2.4.4, LA B.2.4.1, LA B.2.4.4,

LA.C. 3.4.4
22.08 Denonstrate ability to followa floor plan. LA A 2.4.4

23.0 | MPLEMENT FASH ON MARKETI NG OPERATI ONAL TECHNI QUES- - The st udent
will be able to:
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24.

25.

0

23.

23.
23.

23.

23.

23.

01

02
03

04

05

06

| mpl ement acci dent prevention techniques in fashion

mar keti ng situations.

Denonstrate receiving and checking techniques. LA . C 3.4.4
Denonstrate techni ques for preventing security problens,

i ncludi ng correct procedures for recognizing and nonitoring
potential shoplifters. LA C 3.4.4

Denmonstrate procedures relative to enployees' role in
preventing internal loss. LA.C 3.4.4

| mpl ement gui del i nes that address concerns and issues that
relate to the operation of a fashion marketing business

i ncludi ng safety practices.

Conduct an orientation for new enployees. LA C. 1.4.1,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

DEMONSTRATE PROFI CI ENCY | N APPLYI NG HI GHER LEVEL MATHENMATI CAL

SKILLS UNI QUE TO FASHI ON MARKETI NG - The student will be able to

24.01 Collect and anal yze sales information to determ ne stock

24.

24.

24.

24.

24.

24.

24.

02

03

04

05

06

07

08

turnover and stock-sales ratio for fashion and rel ated
lines. LA A1.4.3 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LA B.2.4.3, 4, LA.C. 3
LA.C.3.4.2, LA C. 3.4.3, LA C3.4.4, 5, MAE. 1.
MA.E 1.4.2, MAE1.4.3

Apply standard industry fornula to determ ne markup and
mar kdown for fashion nerchandise. MA.E. 1.4.1, MAE 1.4.2
MA.E. 1.4.3

Anal yze standard industry fornulas relative to discount date
and due date to determ ne amount of paynent due on an

LA. B. 2. 4. 4.1,
LA. C 3. 4. 4.1

invoice. LA A1.4.3 LAB1l.4.1 LA B1.4.2, LA B 1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC.3.4.4, LAC3.4.5 MEI1l41

MA.E 1.4.2, MAE1.4.3

Det ermi ne anount of merchandi se to be reordered utilizing
nodel stock by collecting, organizing, representing, and
interpreting data and predicting outcones. MA E. 1.4.1,
MA.E 1.4.2, MAE1.4.3

Conpl ete pricing problens involving fixed or variable
pricing, odd-cent pricing, and | oss |eader pricing.

Cal cul ate sales productivity. MAE 1.4.1, MAE1.4.2
MA.E. 1.4.3

Cal cul ate sales per hour. MAE 1.4.1, MAE 1.4.2

MA.E. 1.4.3

Cal cul ate average itens and average dollars per transaction
MAE1.4.1, MAE1l.4.2 MAE1.4.3

APPLY PROMOTI ONAL PLANNI NG TECHNI QUES AND PROCEDURES TO FASHI ON

MARKETI NG- - The student will be able to:

25.01 Analyze role of pronmotion in fashion marketing. LA A 1.4.3,

LA.B.1.4.1, LA B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C. 3.4.5
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26.

25.02 Devel op a fashion pronotion plan for a given product or
situation. LA A 1.4.3, LA A2 4.4 LAB1.4.1, LA B 142,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

25.03 Develop a promotional mix for a fashion related product.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

25.04 ldentify the market(s) for the promotion plan. LA A 1.4.3,
LA A 2.4.4, LAA2.4.6, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

25.05 Prepare a pronmotional cal endar of events. LA A 1.4.3,

LA A 2.4.4, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB2.4.3, LAB2.4.4

25.06 Prepare a witten advertisenent layout. LA A 1.4.3,

LA A 2.4.4, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

25.07 Select and evaluate a variety of advertising nedia to carry
the advertising nessage. LA A 1.4.3, LA A 2. 4.4,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4

25.08 Apply steps involved in planning and setting up fashion
displays. LA A 2.4.4, LA B.2.4.2

25.09 ldentify factors to consider when eval uati ng conpl et ed
fashion displays. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

25.10 Differentiate between pronotional displays and institutiona
displays. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

25.11 Inplenment strategies to be used for public relations.

25. 12 Establish pronmotion plan sales quotas and incentives.

25. 13 Evaluate the overall fashion pronotion plan. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

APPLY ENTREPRENEURI AL CONCEPTS TO FASHI ON MARKETI NG- - The st udent

will be able to:

26. 01 Describe inportance of entrepreneurship to the fashion

industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LA B.2.4.4, LA C 3.4.1,

LA.C.3.4.2, LAC3.4.3, LAC3.4.4 LAC3.4.5

26. 02 Anal yze advant ages and di sadvant ages of sel f-enpl oynen
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1l.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5

26. 03 Analyze risks involved in ownership of a fashion business.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1l.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4 LAC3.4.5

26. 04 Assess advantages and di sadvant ages of the primary fornms of

fashi on busi ness ownership. LA A 1.4.3, LA A 2. 4.4,
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LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

26. 05 Discuss future prospects for entrepreneurship and
i ntrapreneurship in the fashion industry. LA A 1.4.3,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

26.06 ldentify education, aptitudes, attitudes, and skills
recommended for fashion entrepreneurs and intrapreneurs.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1, LA C3.4.2,
LA.C.3.4.3, LA C3.4.4, LAC3.4.5

26. 07 Assess personal potential to become a fashion entrepreneur
and/or intrapreneur. LA A 1.4.3, LA B1.4.1, LAB 1.4 2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC3.4.5

26.08 Develop a plan to establish and open a fashion business.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4

27.0 APPLY MARKETI NG MANAGEMENT PRI NCI PLES TO A FASHI ON RELATED
BUSI NESS- - The student will be able to do:

27.01 Explain fashion marketi ng managenment functions. LA A 1.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C.3.4.5

27.02 Explain how a fashion nmarketing manager manages peopl e,
i deas, tine, noney, and materials. LA A 1.4.3, LA B 1. 4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4

LA.C. 3.4.5

27.03 Explain why effective conmunication is critical to the
fashi on marketing nanager. LA A 1.4.3, LA B 1.4.1,
LA.B.1.4.2, LA B1.4.3, LAB
LA.B.2.4.4, LA C3.4.1, LA C
LA.C. 3.4.5

27.04 Apply the steps in the fashion marketi ng nanagenent probl em
sol vi ng process.

27.05 Denpnstrate strategi es the fashi on marketi ng nanager can use
to notivate enpl oyees.

27.06 Eval uate how the marketing concept influences fashion
marketing. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.
LA B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

2.4.1, LAB.2.4.2, LA B.2.4.3,
3.4.2, LAC3.4.3, LA C 3.4.4,

4.3,
4.1

27.07 Develop a fashion marketing plan. LA A 1.4.3, LA A 2.4.4,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

28.0 ANALYZE GLOBAL FASHI ON TRENDS | N FASHI ON MARKETI NG - The st udent
will be able to:
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29.

30.

0

28. 01 Forecast global nmarketing trends in selected fashion
i ndustries. SS.D.2.4.6

28.02 Analyze inpact of global marketing in the fashion industry.
LA A1.4.3, LAA2 4.4 LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

28. 03 Conpare gl obal markets and distributors for fashion
products. LA A 1.4.3, LA B.1.4.1, LAB1.4.2, LA B 1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA .1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5585.D

28.04 Analyze multicultural influences on global fashion
marketing. LA A 1.4.3, LAA2 4.4, LAB1l.4.1, LA
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LA
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LACS3.4.4, LA
SS.D.2.4.6

28. 05 Eval uate sources of fashion inport
LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB14.3, LAB
LA.B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1 LAC
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 SS5.D2.4.6

28.06 Eval uate how a product/ market evaluation can help identify
attitudes and preferences anong consuners of various
cultures. LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LACS3
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D2

28.07 Research the role of the Internet in facilitating gl oba
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fashion marketing. LA A 1.4.3, LA B.1.4.1, LA B 1. 4.
LA.B.1.4.3, LAB2.4.1, LAB2.4.2, LAB24.3, LAB
SS.D.2.4.6

4.4,

DEMONSTRATE APPLI CATI ONS OF TECHNOLOGY TO FASH ON MARKETI NG- - The
student will be able to:

29. 01 Denonstrate mastery of conputers and technol ogy currently
used in fashion marketing. LA. D.2.4.4

29. 02 Discuss use of satellite transm ssions in fashion marketing
training. LA A 1.4.3, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAD24.4

29. 03 Denpbnstrate use of the conmputer and i nformation networks in
fashion marketing. LA. D.2.4.4, LA B.2.4.4

APPLY A CAREER PLAN TO FASHI ON MARKETI NG - The student will be able
to:

30.01 Develop a plan for pursuing a specific career in fashion
mar keti ng, including training and educational requirenents,
needed skills and abilities, and steps for reaching career
goal. LA A1.4.3, LAA2 4.4, LAA2 46, LAB14.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

30. 02 Denpbnstrate conpetencies required for career sustaining and
m d- | evel managenent positions in the fashion marketing
field. LA A2.4.7, LAA24.38
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30. 03 Denobnstrate specific technology applications related to the
student's sel ected fashi on marketing career plan.
LA A 247, LAA2.4.8, LAD24.4, LAD24.6

30. 04 Devel op forms of docunentation for inclusion in a fashion
mar keti ng career portfolio. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4
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