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Marketing I - The Marketing I course is designed to meet the needs of students who have entered or are preparing to enter an 
occupation requiring competencies in marketing functions, including finance, market research, sales, and promotions. Marketing 
education addresses areas of merchandising, publicity, advertising, and provides experiences in the selling process. Benchmark 
assessments are employed to track individual student progress. 

Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance 
and 
Assessments 

Suggested 
Materials 

Unit I – Marketing is All 
Around Us. 
 
Time:  
 
3 weeks 
 
 
Content Statement:  
 
The unit introduces the 
student to marketing 
and how we are 
surrounded by messages 
everyday.  We will also 
start to understand its 
impact on consumer 
decisions. 
 
 
Essential Question:  

Key learning 
items/concepts:  
 
Perception 
Marketing vs 
Reality Marketing. 
 
Initial glance of the 
“marketing mix”, 4 
p’s and 
differentiate 
between them 
 
Understand the 
economic impact of 
Marketing on 
society and the 
individual 
consumer. 

Proficiencies and Skills: 
 
 
● Define Marketing and 

provide examples – 
perception vs reality. 

● Identify the major 
functions of marketing 

● Identify the 4 P’s of the 
marketing mix  

● Analyze benefits of 
marketing rom both 
business and consumer 
perspectives and its 
functions 

● Reasons for studying 
marketing 

● Awareness of marketing 
and its function. 

 

9.2.12.A.1-2 
9.2.12.A.5  

9.2.12.E.4-5 

 

Projects: 
career 
opportunities
, customer 
profile, use of 
positioning 
techniques to 
evaluate 
sample 
current 
business 
markets (e.g., 
iPhone), 
viewing 
various 
marketing 
examples and 
their 
effectiveness 
marketing 
model, press 

Selection of primary 
sources 
Suggestion(s): 
 
Online Resources: to 
include - AMA 
Website ( American 
Marketing 
Association)   
 
Bizrate.com 
 
 Text Materials - 
“The Essentials of 
Marketing” 
 
National and NJ 
DECA website for 
enhancements to 
lesson plans 
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What determines the 
best type of media to 
convey product 
characteristics?  
 
Realization that we are 
marketed to all the time. 
 

releases. 
Warm-up 
activities, 
exploratory 
activities, 
class 
discussion, 
student 
participation, 
classroom 
binders, 
scoring 
rubric, 
benchmark 
assessments  

 

Print media ( INC 
magazines ) 
 
Print Ads 
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Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance and 
Assessments 

Suggested 
Materials 

Unit II - Basic Marketing 
Concepts  

 
 
Time:  
 
3 weeks  
 
 
Content Statement:  
Understanding the basic 
Marketing concepts, 
such as the “marketing 
mix” and its 4 p’s.  We 
will also explore the 
financial benefit of 
segmenting the market.  
 
 
 
Essential Question:  
 
 
How are products 
presented to persuade 

Key learning 
items/concepts:  
 
 
More detail on the 
“marketing Mix” 4 
p’s 
 
Identify the target 
market 
 
Demographics and 
psychographics of 
the target market 
 
Geographic 
marketing 
 
Market 
segmentation  
 
How advertising 
dollars are spent 

Proficiencies and Skills: 
 
● State and apply the 

marketing concept to 
different businesses   

● Distinguish customer 
behavior from 
  consumer behavior   

● Describe what 
  constitutes value for 
customers (purchasers) 
and consumers (users) 
   

● Evaluate the 
characteristics of 
  different markets   

● Suggest at least two 
  basic ways to identify a 
business' potential 
customers and products 
   

● Research a customer 
profile for a particular 
product or service   

9.2 12.C.7, 
9.2.12.E.3-4 

9.2.12.E.4-5 

  

 

Projects:  

List demographics 
and 
psychographics of 
the target market . 

Pick a category 
and segment that 
market.  

class discussion, 
student 
participation, 
classroom 
binders, scoring 
rubric, benchmark 
assessments  

 

Selection of primary 
sources 
Suggestion(s): 
 
Online Resources- 
 
Harvard Business 
Review Case 
 
  Textbook - “The 
Essentials of 
Marketing”  
 
Notes from lesson 
plan that will 
analyze the Harvard 
Business Review 
Case studies 
 
DMA - Direct 
Marketing 
Association 
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purchases?  

Why segmenting your 
target market and 
defining it, is essential to 
your business. 

 
 
 

● Describe some of the 
ways a market may be 
segmented  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Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance and 
Assessments 

Suggested 
Materials 

Unit III - Visual 
Merchandising  

 
Time:  
 
3-4 weeks 
 
 
Content Statement:  
 
Visual Merchandising is 
one of the main 
components of 
marketing.  
Understanding the 
proper lay out of the 
store and type of display 
is essential  to sales and 
awareness 
 
 
Essential Question:  
 
 
How may selling a 

Key learning 
items/concepts:  
 
Lay out of the store 
 
Types of displays 
 
Color and 
packaging of 
displays and 
product 
 
 

Proficiencies: 
 
Explaining the layout of the 
store  
 
 
 
Skills: 
 
● List key marketing 

elements appropriate for 
various storefronts (e.g., 
entrances, marquee, open 
and closed displays, 
selling spaces, store lay-
outs, window displays)   

● Explain how exterior 
features contribute to a 
store’s image   

● Identify business space of 
interest to marketers (e.g., 
personnel, selling, 
customer service, 
merchandise space)   

● List the various kinds of 
displays   

9.2.12.A.8
9.2 12.C.7 

9.2.12.E.4
-5 

 

Projects:  

Design a store and 
/or a display for a 
certain product.  

Career 
opportunities, in 
manufacturing 
and category 
Management  

Marketing model, 
press releases.  

Warm-up 
activities, 
exploratory 
activities, class 
discussion, 
student 
participation, 
classroom 
binders, 
benchmark 
assessments  

Selection of primary 
sources 
Suggestion(s): 
 
Online Resources  
 
POP = point of 
purchase examples 
and displays from 
the internet and 
Plan o grams from 
various retailers to 
discuss store layout. 
 
 
Text - “Essentials of 
Marketing” 
 
Advertising Age 
website and articles 
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display appeal to various 
customers?  

How the layout of the 
store or display can 
effect sales and your 
consumer. 

● Describe the steps used in 
designing and  p  
displays   

● Describe the various 
  artistic considerations 
involved in display 
preparation  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Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance and 
Assessments 

Suggested 
Materials 

Unit IV – Channels of 
Distribution (Placement) 

 
 
Time:  3 weeks 
 
 
 
Content Statement:  
 
 
Channels of distribution 
are key to getting the 
product in to the 
consumers hands.  We 
will explore the various 
channels and how they 
compare and contrast 
with the product mix 
and message 
 
 
 
 
Essential Question:  

Key learning 
items/concepts:  
 
Major types of 
Channels of 
distribution 
 
1).  Chain Drug  
2). Mass 
Merchandisers ( 
Wal-Mart, Target) 
3). Grocery Chains 
4). Club stores 
 
Compare the layout 
of each channel 
 
Compare the 
product mix 
available in each 
outlet 
 
Compare the 
pricing strategy in 
each outlet as well.  

Proficiencies: 
 
Identifying each channel 
and its characteristics with 
regards to the marketing 
mix 
 
 
 
 
Skills: 
 

Define each channel of 
distribution 
 
Understand which 
channel is best for your 
product mix 
 
Develop a marketing plan 
for each channel of 
distribution for certain 
categories 
 

9.2.12.E.4
-5 

 

Projects: 
Marketing mix for 
each channel of 
distribution 

A pricing 
competitive 
analysis of various 
stores – WalMart 
vs CVS, etc. 

Career 
opportunities, 
customer profile, 

Analysis of 
various 
promotional 
circulars for 
classroom 
discussions. 

Rubrics  

 

Selection of primary 
sources 
Suggestion(s): 
 
Text Material - “The 
Essentials of 
Marketing” 
 
Materials from the 
Sat. paper ( coupons 
and circulars)  
 
Inc Magazine - 
Website 
 
Advertising Age 
Website 
 
DECA website 
 
 



Course: Marketing                                                     PVRHSD CURRICULUM MAP   Grade Level: 9, 10, 11, 12 
 

 
What is the best channel 
of distribution to get my 
product from 
manufacturing into the 
consumers hands? 
 
How does advertising 
differ in these channels 
 
 
 
 
 
 

This will include a pricing 
strategy  as well as a 
promotion strategy. 
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Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance and 
Assessments 

Suggested 
Materials 

Unit V – Branding and 
Pricing Strategies 

 
 
Time:  
 
2-3 weeks 
 
 
Content Statement:  
 
Branding is essential to 
the success of your 
product.  In increase the 
longevity of your 
product you need to 
establish a brand.  For 
your brand to be 
successful you need to 
have a logo and a pricing 
strategy that hits home 
with your target 
audience. 
 
 

Key learning 
items/concepts:  
 
How to develop an 
effective logo 
and/or trademark 
 
What makes a logo 
memorable 
 
What is a patent 
and a trademark  
 
Analyze various 
pricing strategies 
and their 
effectiveness. 
 
 

Proficiencies and Skills: 
 
● Define what is branding. 

 
● Understand the importance 

of branding ( look at Coke 
and Starbucks to achieve 
this) 

● Color and its effect on 
branding 

● Logo design and 
trademarking. 

● Develop a logo for a new 
product and take a look at 
existing competition.  
 

● Analyze several pricing 
strategies and determine 
whether or not they are 
effective.  

 

9.2.12.E.4
-5 

 

Projects:  

Harvard Business 
Review Case 
studies 

( Zappos, 
Starbucks, Nike, 
etc) 

Solutions to the 
case studies for 
class discussion. 

Develop your own 
brand and include 
the rationale for 
the pricing 
strategy. 

 

Selection of primary 
sources 
Suggestion(s): 
 
 Text Material - “The 
Essentials of 
Marketing” 
 
Harvard Business 
Review Case Studies 
 
Logo Maker - Online 
resource 
 
Wix website - to 
build your own 
website and 
establish your brand 
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Essential Question:  
 
How does pricing effect 
the consumer decision 
making process?   
 
How effective is your 
logo? 
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Content/Topic: Key learning 
items/concepts:  

Observable Proficiencies 
and Skills: NJSLS 

Benchmark 
Performance and 
Assessments 

Suggested 
Materials 

Unit VI – Promotion 
and Advertising 

 
 
Time:  
3 Weeks 
 
 
 
Content Statement:  
 
Product awareness 
(promotion) is one of the 
components for the 
marketing mix.  How can 
we set up an advertising 
strategy to build brand / 
product awareness and 
meet the brands goals. 
 
 
 
Essential Question:  
 

Key learning 
items/concepts:  
 
Social Media 
Marketing, effect of 
Twitter, You tube 
and Facebook ads 
 
Cost of promotions 
vs. Benefit of sales 
 
Types of 
Advertising 
 
Persuasive vs. 
Informational 
Advertising 
 
Construct an ad for 
your target market.  
 
Compare mission 
statements. 
 
 
 

Proficiencies and 
Skills: 
 

● Define the purpose of 
advertising   

● Analyze the various 
types of media  (e.  
broadcast, print)   

● Evaluate the cost of 
  advertisements   

● Compare advantages 
  and disadvantages of 
  various types of 
media   

● Describe how various 
  media rates are set   

● Understand the 
difference between 
  promotional and 
institutional 
advertising   

● Explain how selling 
skills can be helpful in 
careers other than 
sales   
 

9.2.12.E.4
-5 

 

Projects:  

 

Develop an 
advertising 
campaign that 
achieves the 
brand objectives. 

Analyze several 
promotions  ( 
circulars, print 
ads, online 
advertising) 

 

Develop a brands 
mission statement 
( class projext)  

Quiz ( vocab) 

Rubrics 

Selection of primary 
sources 
Suggestion(s): 
 
 Text Materials- 
“The Essentials of 
Marketing” 
 
Print and online ads 
for comparison  
 
Online resources” 
Advertising Age 
website  
 
AMA website 
 
Bizrate.com - for 
Marketing  
 
Emarketer - to stay 
on top of social 
media trends 
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Which advertising 
vehicle delivers the 
best return on 
investment ( ROI)? 
 
Compare several types 
of promotional 
vehicles.  Was this 
strategy effective? 
 
 
 
 

 
 

 

 

 

 


