Marketing Education Performance Indicators
	business administration

	Performance Indicator
Standard
	Date Mastered
	Mastery Level
	Notes

	Business Fundamentals

	A.  Explain the role of business in society
	
	
	

	B.  Describe types of business activities
  1.  Explain marketing and its importance in a global economy

  2.  Explain the nature and scope of purchasing

  3.  Explain the concept of production

  4.  Explain the concept of accounting

  5.  Explain the concept of management
	
	
	

	C.  Explain the nature of e-commerce

  1.  Explain the impact of the Internet on marketing
	
	
	

	D.  Explain types of business ownership
	
	
	

	E.  Describe current business trends

	Economics

	Basic Concepts

	A.  Distinguish between economic goods and services
	
	
	

	B.  Explain the concept of economic resources
	
	
	

	C.  Describe the nature of economics and economic activities
	
	
	

	D.  Determine forms of economic utility created by marketing activities
	
	
	

	E.  Explain the principles of supply and demand
	
	
	

	F.  Describe the concept of price
	
	
	

	
	
	
	

	Economic Systems

	A.  Explain the types of economic systems
	
	
	

	B.  Determine the relationship between government and business
	
	
	

	C.  Explain the concept of private enterprise


	
	
	

	
	
	
	

	Cost-Profit Relationships

	A.  Explain the concept of productivity
	
	
	

	
	
	
	

	Economic Indicators/Trends

	A.  Explain measures used to analyze economic conditions
	
	
	

	B.  Determine the impact of business cycles on business activities
	
	
	

	
	
	
	

	International Concepts

	A.  Explain the nature of international trade
	
	
	

	B.  Identify the impact of cultural and social environments on world trade
	
	
	

	interpersonal skills

	Group Working Relationships

	A.  Treat others fairly at work
	
	
	

	B.  Foster positive working relationships
	
	
	

	C.  Participate as a team member
	
	
	

	
	
	
	

	Customer Relationships

	A.  Explain the nature of positive customer/client relations
	
	
	

	
	
	
	

	Dealing with Conflict

	A.  Demonstrate negotiation skills
	
	
	

	management

	Organizing

	A.  Develop project plan
	
	
	

	
	
	
	

	Controlling

	A.  Explain the nature of overhead/operating costs

  1.  Explain employee’s role in expense control
	
	
	

	professional development

	Self-Understanding

	A.  Identify desirable personality traits important to business

  1.  Demonstrate appropriate creativity
	
	
	

	
	
	
	

	Self-Development

	A.  Make decisions
	
	
	

	B.  Set personal goals

  1.  Use time-management principles
	
	
	

	
	
	
	

	Career Planning

	A.  Identify sources of career information
	
	
	

	B.  Identify tentative occupational interest
	
	
	

	C.  Explain employment opportunities in marketing
	
	
	

	D.  Explain employment opportunities in entrepreneurship
	
	
	

	
	
	
	

	Continuing Development

	A.  Utilize resources that can contribute to professional development
	
	
	

	B.  Use networking techniques for professional growth
	
	
	

	distribution

	Nature and Scope

	A.  Explain the nature and scope of distribution
	
	
	

	B.  Explain the nature of channels of distribution
	
	
	

	C.  Describe the use of technology in the distribution function
	
	
	

	D.  Explain legal and ethical considerations in distribution
	
	
	

	
	
	
	

	Order Fulfillment

	A.  Explain the relationship between customer service and distribution
	
	
	

	B.  Prepare invoices
	
	
	

	C.  Use an information system for order fulfillment
	
	
	

	D.  Explain shipping processes
	
	
	

	
	
	
	

	Warehousing/Stock Handling

	A.  Explain the receiving process
	
	
	

	B.  Explain storing considerations
	
	
	

	C.  Explain the nature of warehousing
	
	
	

	
	
	
	

	Management of Distribution

	A.  Coordinate distribution with other marketing activities
	
	
	

	B.  Explain the nature of channel-member relationships
	
	
	

	financing

	Nature and Scope

	A.  Explain the nature and scope of financing
	
	
	

	B.  Describe the use of technology in the financing function
	
	
	

	
	
	
	

	Extending Credit

	A.  Explain the purposes and importance of credit
	
	
	

	marketing-information management

	Nature and Scope

	A.  Describe the need for marketing information
	
	
	

	B.  Explain the nature and scope of the marketing-information management function
	
	
	

	C.  Explain the role of ethics in marketing-information management
	
	
	

	D.  Describe the use of technology in the marketing-information management function
	
	
	

	
	
	
	

	Information Gathering

	A.  Identify information monitored for marketing decision making
  1.  Describe sources of secondary data
	
	
	

	B.  Explain the nature of marketing research in a marketing-information management system
	
	
	

	
	
	
	

	Information Processing

	A.  Describe techniques for processing marketing information

  1.  Explain the use of databases in organizing marketing data
	
	
	

	B.  Interpret descriptive statistics for marketing decision making
	
	
	

	
	
	
	

	Information reporting

	A.  Write marketing reports
	
	
	

	B.  Present report findings and recommendations
	
	
	

	
	
	
	

	Marketing Planning

	A.  Explain the concept of marketing strategies
	
	
	

	B.  Explain the concept of market and market identification
	
	
	

	C.  Explain the nature of marketing plans

  1.  Explain the role of situational analysis in the marketing-planning process

  2.  Explain the nature of sales forecasts
	
	
	

	pricing

	Nature and Scope

	A.  Explain the nature and scope of the pricing function
	
	
	

	B.  Explain the use of technology in the pricing function
	
	
	

	C.  Explain legal and ethical considerations for pricing
	
	
	

	
	
	
	

	Determining Prices

	A.  Explain factors affecting pricing decisions
	
	
	

	product/service management

	Nature and Scope

	A.  Explain the nature and scope of the product/service management function
	
	
	

	B.  Identify the impact of product life cycles on marketing decisions
	
	
	

	C.  Describe the use of technology in the product/service management function
	
	
	

	D.  Explain business ethics in product/service management
	
	
	

	
	
	
	

	Quality Assurances

	A.  Describe the uses of grades and standards in marketing
	
	
	

	B.  Explain warranties and guarantees
	
	
	

	
	
	
	

	Product Mix

	A.  Explain the concept of product mix
	
	
	

	B.  Describe the nature of product bundling
	
	
	

	
	
	
	

	Positioning

	A.  Describe factors used by marketers to position products/businesses
	
	
	

	B.  Explain the nature of branding
	
	
	

	promotion

	Nature and Scope

	A.  Explain the communication process used in promotion
	
	
	

	B.  Explain the role of promotion as a marketing function
	
	
	

	C.  Explain the types of promotion
	
	
	

	D.  Identify the elements of the promotional mix
	
	
	

	E.  Describe the use of technology in the promotion function
	
	
	

	F.  Describe the legal and ethical considerations in promotion
	
	
	

	
	
	
	

	Advertising

	A.  Explain the types of advertising media
	
	
	

	B.  Explain components of advertisements

  1.  Write promotional messages that appeal to targeted markets
	
	
	

	C.  Explain the nature of direct advertising strategies

  1.  Describe considerations in using databases in advertising
	
	
	

	D.  Calculate media costs
	
	
	

	
	
	
	

	Publicity/Public Relations

	A.  Write a news release
	
	
	

	
	
	
	

	Management of Promotion

	A.  Explain the nature of a promotion plan

  1.  Coordinate activities in the promotional mix

  2.  Prepare promotional budget

  3.  Develop promotional plan for a business
	
	
	

	selling

	Nature and Scope

	A.  Explain the nature and scope of the selling function
	
	
	

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

  1.  Explain key factors in building a clientele
	
	
	

	C.  Explain company selling policies
	
	
	

	D.  Describe the use of technology in the selling function
	
	
	

	E.  Describe legal and ethical considerations in selling
	
	
	

	
	
	
	

	Product Knowledge

	A.  Acquire product information for use in selling

  1.  Analyze product information to identify product features and benefits
	
	
	

	
	
	
	

	Process and Techniques

	A.  Explain the selling process

  1.  Prepare for the sales presentation

  2.  Establish relationship with client/customer

  3.  Determine customer/client needs

  4.  Recommend specific product

  5.  Convert customer/client objections into selling points

  6.  Close the sale

  7.  Demonstrate suggestion selling
	
	
	

	B.  Sell good/service/idea
	
	
	

	C.  Plan follow-up strategies for use in selling
	
	
	

	
	
	
	

	Support Activities

	A.  Calculate miscellaneous charges
	
	
	

	B.  Process sales documentation
	
	
	

	C.  Prospect for customers

  1.  Write sales letters
	
	
	

	D.  Create a presentation software package to support sales presentation
	
	
	

	
	
	
	

	Dealing with Conflict

	A.  Handle difficult customers
	
	
	

	B.  Interpret business policies to customers/clients
	
	
	

	C.  Handle customer/client complalints
	
	
	

	
	
	
	

	Management of Selling Activities

	A.  Plan strategies for meeting sales quotas
	
	
	


