
 
Chelsea School District Curriculum 

School Student Benchmarks 
Department: Business 

Course: Marketing A, B, C 
 

        Students will… 
National 
Standard 
Alignment OBJECTIVES 

INSTRUCTIONAL 
RESOURCES 

NBEA 

I: Foundations 

of Marketing 

 

 

Pricing:   
Calculate price based on unit cost and desired profit 
Compute margin based on price and unit cost 
Maximize profit by analyzing and adjusting price and margin 
Explain the relationship between price, demand, and profits 
Explain when and how to implement a markdown 
Change product pricing and remain competitive 
 

Various resources 
including text, 

simulations, etc. 

NBEA 

I: Foundations 

of Marketing 

 

 

 

Purchasing: 
Explain how purchasing impacts sales and profit 
List qualities of a good buyer 
Describe the lifecycle of inventory through a store-from ordering 
to sale 
Explain the effect of inventory control on sales 
Calculate stock turnover in terms of items and dollars 
List common problems associated with purchasing and inventory 
control 

Various resources 
including text, 

simulations, etc. 

NBEA 

I: Foundations 

of Marketing 

 

 

Staffing: 
Explain how staffing decisions are affected by customer 
satisfaction and wait time 
List common problems associated with under and over staffing 
Describe the qualities of a good employee 
Describe laws that protect employees 
Calculate employee wages and take home pay 
Explain ways a store can be staffed for maximum profit 

Various resources 
including text, 

simulations, etc. 

NBEA 

I: Foundations 

of Marketing 

 

 

 

 

Promotion: 
Compare different promotional strategies and the benefits of a 
promotional mix 
Discuss the advantages of good publicity and public relations 
Calculate a promotional budget based on net sales 
Evaluate promotion results and adjust future promotions as 
necessary 
Explain the impact promotions have on revenue, margin, and 
profit 
Analyze financial statements to determine the success or failure 
of a promotion 

Various resources 
including text, 

simulations, etc. 

NBEA 

I: Foundations 

of Marketing 

 

Financing: 
Compute business start up costs, including one time and ongoing 
costs 
Compare the different funding options available for starting a 
business 
Complete a personal financial report, including net worth based 

Various resources 
including text, 

simulations, etc. 



on assets and liabilities 
Determine loan payments based on principal, interest, and other 
terms of a loan agreement 

II: Consumers 

and Their 

Behavior 

 

V:  Marketing 

Research 

 

 

Market Research: 
Outline the five major steps in the market research process 
Describe how surveys can be used to learn about customers 
behaviors and competition 
Analyze the results from a market research survey, and explain 
how data may affect your business plan 
Compare and contrast qualitative and quantitative research 
Calculate the percentage of responses to a specific survey 
question 
Compute the cost associated with a market research survey 
 

Various resources 
including text, 

simulations, etc. 

II: Consumers 

and Their 

Behavior 

 

 

 

 

Target Marketing: 
Design a direct mail campaign based on market segments to 
gather information about specific customers 
Identify survey segments and their percentage of the total market 
Describe the benefits associated with target marketing based on 
demographics, geographic, and psychographics 
Calculate disposable and discretionary income from gross 
income and expenses 
Explain how the results of target marketing can impact a store’s 
product mix and merchandising 

Various resources 
including text, 

simulations, etc. 

IV:  The 

Marketing Mix 

 

 

 

 

 

 

Merchandising: 
Give examples of the four main categories of merchandise: 
staple, fashion, seasonal, and convenience 
Explain the importance of stock lists and inventory control on 
merchandising 
Describe how sales are affected by the strategic placement of 
merchandise throughout a store – including the store entry, 
checkout lanes, and back of the store 
Analyze the financial impact of rearranging products on store 
shelves 
Calculate projected sales based on past sales data and planned 
percentage increase 

Various resources 
including text, 

simulations, etc. 

III:  External 

Factors 

 

 

 

 

 

Security: 
Calculate shrinkage based on merchandise book value and 
physical inventory counts 
Give examples of internal and external theft 
Explain the importance of conducting a physical inventory in 
terms of less prevention 
Explain how rearranging products in a store can lead to a 
decrease in shoplifting 
Use financial statements to determine expenses related to 
security and the impact on profit 
 

Various resources 
including text, 

simulations, etc. 

V:  Marketing 

Research 

 

 

Location Selection: 
List the elements of a good location 
Explain the pros and cons of locating a business near a 
competitor 
Discuss the financial impact of buying, building, or leasing a retail 
space 
Calculate rent payments based on different lease terms 
Compare multiple locations and choose the best site for a 
specific business 

Various resources 
including text, 

simulations, etc. 



IV:  The 

Marketing Mix 

 

 

 

 

Advanced Promotion: 
Give examples of several different kinds of promotional activities 
Compare and contrast the four main types of advertising media – 
print, broadcast, online, and specialty 
Design an effective storefront advertising display 
Analyze financial statements to determine promotion results, in 
terms of original goals and impact on sales 
Explain the benefits of using loss leader product, and calculate 
the margin lost on that product 

Various resources 
including text, 

simulations, etc. 

VI:  The 

Marketing 

Plan 

 

 

 

 

 

 

Advanced Merchandising: 
Describe the characteristics of good store layout and its impact 
on sales 
Give the real world examples of the four main types of store 
layouts – grid, loop, free flow, and spine 
Explain the importance of a well designed store entrance 
Compute sales per square foot of space and linear foot of 
shelving 
Calculate short and long term payments on leased vs. purchased 
store fixtures 
Evaluate the pros and cons of new equipment, and impact on 
sales, by analyzing financial statements 
Plan an effective store layout to meet sales goals 

Various resources 
including text, 

simulations, etc. 

III:  External 

Factors 

 

 

 

 

 

Risks and Surprises: 
Give examples of the three main types of business risk – 
economic, human, and natural 
Describe the elements of an effective risk prevention plan 
Explain the different types of insurance and calculate the cost of 
premiums 
Compute merchandise losses based on book value, inventory 
value, and sales over time 
Weigh each of the following in terms of financial impact:  on 
demand repair calls, extended product warranties, and service 
contracts 

Various resources 
including text, 

simulations, etc. 

II: Consumers 

and Their 

Behavior 

 

 

 

 

 

 

Supply and Demand: 
Give real world examples of product surplus, shortage, 
equilibrium, and diminishing marginal utility 
Describe the characteristics of a free enterprise economy and its 
impact on pricing 
Explain the role of the consumer in the supply and demand cycle 
Describe what happens when supply exceeds demand (and vice 
versa) 
Create a chart illustrating the supply curve, demand curve, and 
point of equilibrium based on product price and quantity 
Forecast future sales based on demand and past sales 
Calculate how many stores an economy can support based on 
population, spending habits, and business costs 

Various resources 
including text, 

simulations, etc. 

VI:  The 

Marketing 

Plan 

 

 

Financial Statements: 
Define the components of an income statement in terms of the 
role in determining the bottom line/profit 
Identify the line items that make up a balance sheet 
Explain how financial statements can be used to evaluate past 
business and predict future performance 
Calculate equity based on assets and liabilities 
Compute revenue, net sales, gross margin, and net profit from 
financial data 
Identify different businesses based on their financial statements 

Various resources 
including text, 

simulations, etc. 



V:  The 

Marketing 

Research 

 

 

 

 

 

 

Analyzing the Competition: 
Determine who the competition is and how they are affecting 
your business 
Give examples of the two types of competition – direct and 
indirect 
Explain the advantages and disadvantages of competitors 
sharing the same trade area 
Describe the impact competition has on pricing 
Explain factors that can contribute to a store gaining a 
competitive advantage 
Calculate market share based on store sales and total sales 
within a trade area 
Evaluate the competition and develop a strategy to increase 
market share 

Various resources 
including text, 

simulations, etc. 

VI: The 

Marketing 

Plan 

 

 

 

 

 

 

Business Plan Analysis: 
Explain the importance of preparing a business plan 
Describe the main components of an effective business plan and 
the information contained in each section 
Explain the purpose of financial reports within a business plan 
Identify characteristics of a professional business plan and 
resources that may assist you in preparing one 
Compute personal net worth and business equity in terms of 
assets and liabilities 
Forecast revenue, calculate net sales, and determine net profit 
using industry averages 
Review a business plan, identify potential problems, and make 
necessary changes 

Various resources 
including text, 

simulations, etc. 

III: External 

Factors 

 

 

 

 

 

 

Turnaround: 
Identify warning signs that a business is in immediate danger 
Diagnose problems within a business by assessing financial 
statements, customer behavior, and employee feedback 
Develop an action plan to restore a struggling business to 
profitability 
Explain the importance of updating your business plan 
Compute cash flow based on total cash generated and total cash 
spent 
Calculate burn rate and explain its importance in turning a 
business around 

Various resources 
including text, 

simulations, etc. 

 

Resources: Principals of Business 8e, South-Western Cengage Learning.  2012 

 Simulations:  Restaurant, Sports Management.  Knowledge Matters. 


