
Eastside High School 
 
2025 - 1st Semester 1st & 3rd Block  
2026 - 2nd Semester 1st, 2nd, & 3rd Block 
Subject:  Marketing 
Contact information:  

Teacher name:​ ​ Kacie Worthy 
E-mail address:​ ​ kworthy@greenville.k12.sc.us 
Website: ​ ​ ​  https://sites.google.com/greenvilleschools.us/ms-worthys-class               
School Phone Number: ​ (864) 355-2545 

Behavioral Expectations: 
Treat others as you would like to be treated. 
No cell phone use is allowed in class. 
Keep your hands to yourselves.  Raise your hand if you have a question or need to leave your seat. 
Students must do their own work. 
Please make sure Chromebooks are charged before coming to class. 
 
Course Description 
This course introduces marketing concepts and examines economic, marketing, and business fundamentals, in 
addition to the marketing functions of selling, promotion, and distribution. The standards listed are core 
standards, reflecting the needs of the local business community. This is the introductory course in the 
marketing curriculum and should be taken before the specialized courses. 
 
Units of Instruction: 
Unit 1:  Business Characteristics 
Unit 2:  Fundamentals of Marketing 
Unit 3:  Marketing Concepts 
Unit 4:  Product 
Unit 5:  Branding 
Unit 6:  Promotion: Advertising for Businesses 
Unit 7:  Consumer Motivation 
Unit 8:  Place: Basic Merchandising 
Unit 9:  Consumer Decision Making & Rights 
Unit 10:  Purchasing, Pricing & Distribution 
Unit 11:  Careers in Marketing   
 
Required Materials -- 1-inch 3-ring notebook and pencil.   
Wish List - paper towels or facial tissues. 
 
Grading Policy and Weighting  

GRADING SCALE 
           90 – 100         A 
           80 -  89            B 
           70 –  79           C 
           60 –  69           D 
           Below 60         F 

 
Major Grades = 60% 
 
Minor Grades = 40% 

Make-up Work Policy 
Make-up work is defined as work not completed or turned in due to a student’s absence. 
This policy is set by the district. 

mailto:kworthy@greenville.k12.sc.us
https://sites.google.com/greenvilleschools.us/tfox/home


According to GCSD board policy, students may be allowed to make up work for excused, unexcused, or 
discipline-related absences without penalty within five days or a reasonable time. 
If a student misses work due to an absence, the student must coordinate time with the teacher within 5 days of 
returning to make up the work. Any work not submitted within the 5-day makeup period will be considered “late 
work.” 
Alternative assignments may be given for performance-based tasks that cannot be recreated in a make-up 
format. 
If a student is present on the day a test, quiz, or project due date is announced and then absent on the day of 
the test, quiz, or project deadline, he/she must be prepared to take the test or quiz or turn in the project on the 
day he/she returns to school. 
Field trips and participation in other extracurricular events (such as athletics) are considered attendance days.  
Work missed due to such events can be submitted electronically by midnight on the day that it is due.  Items 
that cannot be submitted electronically should be submitted on the following attendance day. 
A zero may be put in the grade book as a placeholder until the assignment is completed, turned in, and 
graded. 
Students are encouraged to utilize the before—and after-school tutoring programs to proactively complete 
make-up and late work. 
 
Late Work Policy 
Teachers reserve the right to alter this policy based on extenuating circumstances, which should be discussed 
with the administration. 
Late work is defined as work not completed/turned in on time, even though the student attended the class. 
Any assignment that is not turned in on time will be deducted 10 points from the original grade for each school 
day it is late, up to a maximum of five days. 
After five days, the student will be assigned a 0 for the assignment. 
Late work will not be accepted after the end of a grading period. 
Students with 504/IEP/ESOL accommodations specifically allowing for extra time may exceed the 5-day 
window to maintain compliance with their educational plan. 
Dual Credit courses may have varying late work policies that are aligned with their parent university.   
A zero may be put in the grade book as a placeholder until the assignment is completed, turned in, and 
graded. 
Students are encouraged to utilize the before—and after-school tutoring programs to complete make-up and 
late work proactively. 
 
Content Recovery  
Shall be defined as a course-specific, skill-based learning opportunity for students who are enrolled in a course 
with the original teacher of record assigned by the school.  
Content Recovery allows students to recover a subset of the course, including one or more units of study 
and/or supplemental assignments/activities assigned and approved by a certified teacher, as needed for 
student mastery of course content. 
 
Credit Recovery 
Shall be defined as a course-specific, skill-based learning opportunity for students who have previously failed 
to master content or skills required to receive credit in a unit-bearing course. 
The term "Credit Recovery" refers to a block of instruction that is less than the entirety of the course. 
Credit Recovery targets specific course components or academic standards the student must master to 
achieve overall proficiency in the course. 
 
Course Standards 
A. SAFETY 
Effective professionals know the academic subject matter, including safety, as required 
for proficiency within their area. They will use this knowledge as needed in their role. 



The following accountability criteria are considered essential for students in any 
program of study. 
1. Review school safety policies and procedures. 
2. Review classroom safety rules and procedures. 
3. Review safety procedures for using equipment in the classroom. 
4. Identify major causes of work-related accidents in office environments. 
5. Demonstrate safety skills in an office/work environment. 
 
B. STUDENT ORGANIZATIONS 
Effective professionals know the academic subject matter, including professional 
development, required for proficiency within their area. They will use this knowledge as 
needed in their role. The following accountability criteria are considered essential for 
students in any program of study. 
1. Identify the purpose and goals of a Career and Technology Student Organization (CTSO). 
2. Explain how CTSOs are integral parts of specific clusters, majors, and/or courses. 
3. Explain the benefits and responsibilities of being a member of a CTSO. 
4. List leadership opportunities that are available to students through participation in CTSO 
conferences, competitions, community service, philanthropy, and other activities. 
5. Explain how participation in CTSOs can promote lifelong benefits in other professional 
and civic organizations. 
 
C. TECHNOLOGY KNOWLEDGE 
Effective professionals know the academic subject matter, including the ethical use of 
technology as needed in their role. The following accountability criteria are considered 
essential for students in any program of study. 
1. Demonstrate proficiency and skills associated with using technologies 
common to a specific occupation. 
2. Identify proper netiquette when using e-mail, social media, and other technologies for 
communication purposes. 
3. Identify potential abuse and unethical uses of laptops, tablets, computers, and/or networks. 
4. Explain the consequences of social, illegal, and unethical uses of technology (e.g., piracy; 
cyberbullying; illegal downloading, licensing infringement; inappropriate uses of 
software, hardware, and mobile devices in the work environment). 
5. Discuss legal issues and the terms of use related to copyright laws, fair use laws, and 
ethics pertaining to downloading images, photographs, documents, video, sounds, 
music, trademarks, Creative Commons, and other elements for personal use. 
6. Describe ethical and legal practices for safeguarding the confidentiality of business-related 
information. 
7. Describe possible threats to a laptop, tablet, computer, and/or network and methods of 
avoiding attacks. 
 
D. PERSONAL QUALITIES AND EMPLOYABILITY SKILLS 
Effective professionals know the academic subject matter, including positive work 
practices and interpersonal skills, as needed in their role. The following accountability 
criteria are considered essential for students in any program of study. 
1. Demonstrate punctuality. 
2. Demonstrate self-representation. 
3. Demonstrate work ethic. 
4. Demonstrate respect. 
5. Demonstrate time management. 



6. Demonstrate integrity. 
7. Demonstrate leadership. 
8. Demonstrate teamwork and collaboration. 
9. Demonstrate conflict resolution. 
10. Demonstrate perseverance. 
11. Demonstrate commitment. 
12. Demonstrate a healthy view of competition. 
13. Demonstrate a global perspective. 
14. Demonstrate health and fitness. 
15. Demonstrate self-direction. 
16. Demonstrate lifelong learning. 
 
E. PROFESSIONAL KNOWLEDGE 
Effective professionals know the academic subject matter, including positive work 
practices and interpersonal skills, as needed in their role. The following accountability 
criteria are considered essential for students in any program of study. 
1. Demonstrate effective speaking and listening skills. 
2. Demonstrate effective reading and writing skills. 
3. Demonstrate mathematical reasoning. 
4. Demonstrate job-specific mathematics skills. 
5. Demonstrate critical thinking and problem-solving skills. 
6. Demonstrate creativity and resourcefulness. 
7. Demonstrate an understanding of business ethics. 
8. Demonstrate confidentiality. 
9. Demonstrate an understanding of workplace structures, organizations, systems, and 
climates. 
10. Demonstrate diversity awareness. 
11. Demonstrate job acquisition and advancement skills. 
12. Demonstrate task management skills. 
13. Demonstrate customer service skills. 
 
F. MARKETING FUNDAMENTALS 
Effective marketing professionals demonstrate knowledge of marketing fundamentals as 
needed in their role. The following accountability criteria are considered essential for 
students in the Marketing programs of study. 
1. Define marketing and describe its benefits. 
2. Describe the marketing benefits derived from each of the economic utilities (form, time, 
place, possession, and information) and how they add value to products and services. 
3. Analyze the significance of the 4 P’s of Marketing, i.e., product, price, place, and 
promotion. 
4. Describe each marketing core function, i.e., channel management, marketing 
information management, marketing planning, pricing, product service management, 
promotion, and selling. 
5. Explain the marketing concept. 
6. Compare and contrast consumer and organizational markets. 
7. Define target markets and explain their role in marketing. 
8. Differentiate between mass marketing and market segmentation. 
9. Explain the concept and types of market segmentation, i.e., demographics, geographic, 
psychographic, and behavioral. 
10. Analyze the impact of culture on communication and marketing in a global economy. 



 
G. ECONOMICS 
Effective marketing professionals understand the role and impact of the economy in 
marketing, as needed in their role. The following accountability criteria are considered 
essential for students in the Marketing programs of study. 
1. Explain the concept of an economy. 
2. Discuss how scarcity and factors of production affect the economy. 
3. Define free enterprise systems. 
4. Compare and contrast how traditional, market and command economies answer the three 
basic economic questions. 
5. Explain why most economies are mixed. 
6. Identify examples of different political and economic philosophies. 
7. Define supply, demand, and equilibrium. 
8. Explain the supply and demand theory. 
9. Explain how an economy is measured, e.g., GNP, GDP, PPI, and CPI. 
10. Analyze the key phases of the business cycle. 
 
H. PRICE PLANNING AND STRATEGIES 
Effective marketing professionals understand the need for price planning and strategies 
in marketing, as needed in their role. The following accountability criteria are 
considered essential for students in the Marketing programs of study. 
1. Identify goals for pricing: profit, market share, and competition. 
2. Explain the factors that affect pricing decisions, i.e., supply and demand, perceived value, 
cost, and expenses (profit margin, competition). 
3. Explain legal and ethical considerations regarding price planning, e.g., monopolies and 
price gouging. 
4. Compare and contrast demand-, competition-, and cost-oriented basic pricing policies 
5. Analyze various pricing strategies used to attract customers, e.g., odd/even pricing, loss 
leaders, prestige pricing, everyday low prices, and price bundling. 
6. Calculate discounts and allowances that can be used to adjust base prices. 
7. Determine product costs. 
8. Calculate break-even point. 
 
I. PROMOTION 
Marketing professionals demonstrate effective promotion skills in marketing, as needed 
in their role. The following accountability criteria are considered essential for students 
in the Marketing programs of study. 
1. Explain the role of promotion as a marketing function. 
2. Critique the various types of promotion. 
3. Distinguish between public relations and publicity. 
4. Create a news release incorporating essential elements of a news release. 
5. Differentiate the four elements of the promotional mix. 
6. Define sales promotion. 
7. Explain the use of promotional tie-ins, trade sales promotions, and loyalty marketing 
programs. 
8. Explain the concept, purpose, and elements of visual merchandising. 
9. Analyze the responsibilities of the visual merchandiser on the marketing team. 
10. Describe the different types of display arrangements. 
11. Create an effective display arrangement. 
12. Explain how artistic elements function in display design. 



13. Describe the importance of display maintenance. 
14. Explain the concept and purpose of advertising in the promotional mix. 
15. Describe how Search Engine Optimization and other online marketing techniques are 
used to for promotion. 
16. Explain legal and ethical considerations in regards to promotion. 
17. Evaluate different types of advertising media, e.g., digital, broadcast, print, and specialty, 
and the appropriate target audience. 
18. Identify and explain techniques to measure media, e.g., surveys, software tracking 
systems, and meter data. 
19. Explain how media measurements and media costs influence business decisions. 
20. Create a promotional budget incorporating all the elements of a promotional mix. 
 
J. SELLING 
Marketing professionals demonstrate effective selling skills in marketing, as needed in 
their role. The following accountability criteria are considered essential for students in 
the Marketing programs of study. 
1. Explain the purpose and goal of the selling function and how it is related to the marketing 
concept. 
2. Explain legal and ethical considerations in regards to sales. 
3. Demonstrate effective personal selling. 
4. List and analyze the steps in the sales process. 
5. Explain feature-benefit selling and how it creates selling points. 
6. List prospecting methods and explain how prospects are qualified. 
7. Explain appropriate ways to handle difficult customers. 
8. Analyze how customers make buying decisions. 
9. Discuss when and how to determine customer needs. 
10. Distinguish objections from excuses. 
11. Explain why one should welcome objections in the sales process. 
12. Explain the five buying decisions on which common objections are based. 
13. Demonstrate the general four-step method for handling customer objections. 
14. Explain the seven methods of answering objections, identifying when each should 
be used. 
15. Identify customer buying signals. 
16. List several tips for closing a sale. 
17. Decide on appropriate specialized methods for closing a sale. 
18. Demonstrate effective suggestion selling. 
 
K. DISTRIBUTION (CHANNEL MANAGEMENT) 
Marketing professionals understand the role of efficient channel management in 
marketing, as needed in their role. The following accountability criteria are considered 
essential for students in the Marketing programs of study. 
1. Explain the concept of a channel of distribution. 
2. Identify channel members. 
3. Compare different channels of distribution. 
4. Explain distribution planning. 
5. Name and describe the three levels of distribution intensity. 
6. Explain the effect of the Internet on distribution planning. 
7. Describe the challenges of international distribution planning. 
8. Describe the nature and scope of physical distribution. 
9. Identify transportation systems and services that move products from manufacturers to 



consumers. 
10. Name the different kinds of transportation service companies. 
11. Explain the concept and function of inventory storage. 
12. Identify the types of warehouses. 
13. Discuss distribution planning for international markets. 
14. Explain legal and ethical considerations in distribution. 
15. Map an appropriate distribution channel based on a particular item and situation. 
 
L. MARKETING INFORMATION MANAGEMENT 
Marketing professionals understand the importance of marketing information 
management, as needed in their role. The following accountability criteria are 
considered essential for students in the Marketing programs of study. 
1. Explain the nature and scope of the marketing information management function. 
2. Define marketing research. 
3. Differentiate between primary and secondary marketing research and data collection 
methods. 
4. Analyze a marketing research case study to develop a strategy that will increase sales and 
profits. 
 
M. PRODUCT AND SERVICE MANAGEMENT 
Marketing professionals understand the importance for product and service 
management, as needed in their role. The following accountability criteria are 
considered essential for students in the Marketing programs of study. 
1. Explain the nature and scope of the product/service management function. 
2. Identify the impact of product life cycles on marketing decisions. 
3. Apply various branding elements to position products, e.g., brand name, trademark, trade 
name, and trade character. 
4. Describe the nature and purpose of product bundling, warranties, and guarantees. 
5. Explain the concept of product mix. 
6. Plan the product mix or determine services to be provided to customer. 
 
N. MARKETING PLAN 
Marketing professionals understand the significance of the marketing plan, as needed 
in their role. The following accountability criteria are considered essential for students 
in the Marketing programs of study. 
1. Explain the basic elements of a marketing plan and how each component of the marketing 
plan contributes to successful marketing. 
2. Conduct a SWOT and PEST analysis to plan for opportunities in the market. 
3. Develop an effective marketing plan that includes, but not limited to, executive summary, 
situation analysis, objectives, marketing strategies, implementation, evaluation and 
control, and measures that can be used to quantify and/or qualify the results of the plan. 
 
O. PROFESSIONAL DEVELOPMENT 
Marketing professionals understand the importance for professional development, as 
needed in their role. The following accountability criteria are considered essential for 
students in the Marketing programs of study. 
1. Examine the marketing career cluster and the five marketing majors in the cluster. 
2. Discuss the required courses in each of the marketing majors and how they relate to the 
majors. 
3. Explain the significance of students becoming CTE completers in the marketing program, 



4. Research careers, career trends, and opportunities found in the Marketing cluster. 
5. Research education and training requirements for a particular career. 
6. Create a résumé and cover letter. 


