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HILLSBOROUGH HIGH SCHOOL 

 

BUSINESS CURRICULUM 

 

MARKETING 

 

AUGUST 2020 

 

 

This curriculum was approved by the Hillsborough Township 

Public Schools Board of Education on September 21, 2020. 
 



 

Grades 9-12 Marketing 

Course Overview 

 

 

Marketing develops a greater awareness and appreciation of marketing principles and its impact in 

business and society, as well as provide a foundation for those majoring in marketing or business. The 

scope of study will include basic marketing concepts, marketing strategy and planning, Social Media and 

E-Commerce, and the four P’s of Marketing (Product, Price, Promotion and Place). Students will gain and 

display knowledge through classroom and small group discussions, case studies, guest speakers, problems 

and written exercises, and the creation and strategic execution of a product and marketing plan.  
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Unit of 

Study 
Pacing 

NJ Student 

Learning 

Standards 

Essential 

Questions 

Enduring 

Understandings 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career Readiness, 

Life Literacies, & 

Key Skills 

Standards 

Marketing 

Basics 

 

Approx. 

20 days 

 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills 

and ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of 

an innovative 

product or 

practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits 

of collaborating 

to enhance 

critical thinking 

and problem 

solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy 

and planning 

sessions for 

course-based, 

school-based, or 

other project and 

determine the 

strategies that 

What is 

marketing 

and why is 

it 

important? 

 

How do 

economies 

affect 

marketing? 

 

How is 

marketing 

information 

effectively 

obtained 

and why is 

it 

important? 

 

Marketing is a 

vital part of our 

economy that 

drives business 

and meets 

consumer needs. 

 

Reliable 

information is 

critical in 

meeting 

consumer needs. 

 

Ethical issues 

affect how 

businesses 

market their 

products and 

services. 

 

Students will 

understand the 

importance of studying 

marketing. 

 

Students will describe 

the nine marketing 

functions. 

 

Students will be able to 

define marketing. 

 

Students will explain 

why businesses need 

marketing. 

 

Students will 

understand how 

marketing developed as 

part of business. 

 

Students will describe 

the functions of 

business. 

 

Students will define the 

marketing concept. 

 

Students will determine 

how businesses 

implement the 

marketing concept. 

 

Students will describe 

how businesses 

Formative 

Assessments: 

Written/comput

er exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

 

English 

Language Arts 

 

NJSLSA.W2. 

Write 

informative/expla

natory texts to 

examine and 

convey complex 

ideas and 

information 

clearly and 

accurately 

through the 

effective 

selection, 

organization, and 

analysis of 

content. 

 

NJSLSA.W3. 

Write narratives 

to develop real or 

imagined 

experiences or 

events using 

effective 

technique, well-

chosen details, 

and well-

structured event 

sequences. 

 

NJSLSA.W4. 

Produce clear and 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits of 

collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 
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contribute to 

effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize 

features that 

allow for filtering 

of information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., 

NJSLSA.W8, 

Social Studies 

Practice: 

Gathering and 

Evaluating 

Sources. 

 

 

approach marketing 

differently today than 

they did in the past 

 

Students will be able to 

summarize how 

marketing is changing 

in businesses and other 

organizations. 

 

Students will be able to 

identify the basic 

economic problem. 

 

Students will be able to 

explain 

microeconomics and 

the concept of a 

consumer demand. 

 

Students will be able to 

identify factors that 

affect supply and its 

relationship to demand. 

 

Students will be able to 

define four types of 

economic utility. 

 

Students will be able to 

describe the categories 

of information needed 

by marketers. 

 

Students will be able to 

describe common 

sources of internal and 

external market 

information. 

 

Students will explain 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, 

revising, editing, 

rewriting, or 

trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to 

produce and 

publish writing 

and to interact and 

collaborate with 

others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., NJSLSA.W8, 

Social Studies 

Practice: Gathering 

and Evaluating 

Sources. 
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the five critical 

elements of an effective 

marketing information 

system. 

 

Students will be able to 

identify the steps 

needed to gather and 

study data relevant to a 

problem. 

 

Students will be able to 

describe how to 

conduct marketing 

research surveys. 

 

Students will be able to 

define various types of 

marketing research 

experiments. 

 

Students will be able to 

discuss how ethical 

issues affect marketers' 

professional 

responsibilities. 
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Unit of 

Study 
Pacing 

NJ Student 

Learning Standards 

Essential 

Questions 

Enduring 

Understandings 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career 

Readiness, 

Life Literacies, 

& Key Skills 

Standards 

Marketing 

Strategies 

& 

Planning 

Appro

x. 20 

days 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: Identify 

problem-solving 

strategies used in the 

development of an 

innovative product or 

practice. 

 

9.4.12.CT.2: Explain 

the potential benefits 

of collaborating to 

enhance critical 

thinking and problem 

solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and planning 

sessions for course-

based, school-based, 

or other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 

 

9.4.12.IML.1: 

Compare search 

Who are 

consumers 

and how do 

they affect 

marketing? 

 

Who are 

competitors 

and how do 

they affect 

marketing? 

 

How do you 

develop a 

marketing 

strategy and 

plan? 

 

Meeting 

customer needs is 

the ultimate goal 

of marketing. 

 

Competition 

needs to be 

considered when 

making 

marketing 

decisions. 

 

A business’s 

well-developed 

marketing 

strategy and plan 

affects its 

success. 

 

Students will be able to 

describe two types of 

consumers of interest to 

marketers. 

 

Students will be able to 

demonstrate an 

understanding of 

consumers' wants and 

needs. 

 

Students will be able to 

distinguish the types of 

buying motives. 

 

Students will be able to 

describe the five steps 

of the consumer 

decision-making 

process. 

 

Students will be able to 

describe important 

influences on the 

consumer decision-

making process. 

 

Students will be able to 

explain how consumers 

and businesses use each 

of the three types of 

decision-making. 

 

Formative 

Assessments: 

Written/compu

ter exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

Computer 

Science and 

Design Thinking 

 

8.2.12.ED.1: Use 

research to design 

and create a 

product or system 

that addresses a 

problem and 

make 

modifications 

based on input 

from potential 

consumers. 

 

English 

Language Arts 

 

NJSLSA.W2. 

Write 

informative/expla

natory texts to 

examine and 

convey complex 

ideas and 

information 

clearly and 

accurately 

through the 

effective 

selection, 

organization, and 

9.4.12.CI.1: 

Demonstrate 

the ability to 

reflect, analyze, 

and use creative 

skills and ideas. 

 

9.4.12.CT.1: 

Identify 

problem-

solving 

strategies used 

in the 

development of 

an innovative 

product or 

practice. 

 

9.4.12.CT.2: 

Explain the 

potential 

benefits of 

collaborating to 

enhance critical 

thinking and 

problem 

solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy 

and planning 

sessions for 

course-based, 
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browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, accuracy, 

perspective, 

credibility of the 

source, and relevance 

of information, in 

media, data, or other 

resources (e.g., 

NJSLSA.W8, Social 

Studies Practice: 

Gathering and 

Evaluating Sources. 

 

Students will be able to 

describe the benefits 

and categories of 

market segmentation. 

 

Students will be able to 

explain how to evaluate 

market potential and 

calculate market share. 

 

Students will be able to 

explain the various 

bases for positioning a 

product to distinguish it 

from the competition. 

 

Students will be able to 

describe the three 

common positioning 

strategies. 

 

Students will be able to 

compare and contrast 

direct and indirect 

competition and price 

and non-price 

competition. 

 

Students will be able to 

describe the benefits of 

competition to 

consumers. 

 

Students will be able to 

discuss the types of 

information businesses 

need to know about 

their competitors. 

 

Students will be able to 

describe how 

analysis of 

content. 

 

NJSLSA.W3. 

Write narratives 

to develop real or 

imagined 

experiences or 

events using 

effective 

technique, well-

chosen details, 

and well-

structured event 

sequences. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, 

revising, editing, 

rewriting, or 

trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to 

school-based, 

or other project 

and determine 

the strategies 

that contribute 

to effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize 

features that 

allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of 

the source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., 

NJSLSA.W8, 

Social Studies 

Practice: 

Gathering and 

Evaluating 

Sources. 
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businesses collect 

market intelligence. 

 

Students will be able to 

describe how market 

segments are defined. 

 

Students will 

understand the four 

criteria that an effective 

target market must 

meet. 

 

Students will be able to 

describe aspects of a 

basic product that can 

be altered to improve 

its market appeal. 

 

Students will be able to 

discuss important 

influences on 

distribution, pricing 

and promotion. 

 

Students will be able to 

define four stages of a 

product life cycle. 

 

Students will be able to 

describe the four 

consumer purchase 

classifications. 

 

Students will explain 

how the purchase 

classification affect 

marketing planning. 

 

Students will be able to 

describe the steps in 

produce and 

publish writing 

and to interact 

and collaborate 

with others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 
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developing a marketing 

plan. 

 

Students will be able to 

identify the five types 

of market analysis used 

in developing a 

marketing plan. 

 

Students will be able to 

explain how a 

marketing strategy is 

developed. 
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Unit of 

Study 
Pacing 

NJ Student Learning 

Standards 

Essential 

Questions 

Enduring 

Understandin

gs 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career 

Readiness, Life 

Literacies, & 

Key Skills 

Standards 

Social 

Media/E-

Commerc

e 

Appro

x. 10 

days 

9.4.12.IML.9: 

Analyze the decisions 

creators make to 

reveal explicit and 

implicit messages 

within information 

and media (e.g., 

1.5.12acc.C2a, 

7.1.IL.IPRET.4). 

 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: Identify 

problem-solving 

strategies used in the 

development of an 

innovative product or 

practice. 

 

9.4.12.CT.2: Explain 

the potential benefits 

of collaborating to 

enhance critical 

thinking and problem 

solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and planning 

How has 

Social Media 

and E-

Commerce 

technology 

changed 

marketing? 

Social Media 

and E-

Commerce has 

made a 

tremendous 

impact in 

contemporary 

marketing. 

 

Recognize the role 

of technology in 

our economy and 

the differences 

between basic 

technology and 

high technology. 

 

Explain how 

businesses and 

consumers use the 

internet to buy and 

sell products. 

 

Discuss the 

importance of the 

marketing concept 

to successful e-

commerce. 

 

Define social 

media. 

Trace the 

milestones in 

communication 

technology that 

led to the 

introduction of 

social media. 

 

Understand word-

of mouth 

promotion, the 

distinct types of 

Formative 

Assessments: 

Written/computer 

exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

English Language 

Arts 

 

NJSLSA.W2. Write 

informative/explanat

ory texts to examine 

and convey complex 

ideas and 

information clearly 

and accurately 

through the effective 

selection, 

organization, and 

analysis of content. 

 

NJSLSA.W3. Write 

narratives to 

develop real or 

imagined 

experiences or 

events using 

effective technique, 

well-chosen details, 

and well-structured 

event sequences. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing in 

which the 

development, 

organization, and 

style are appropriate 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative 

product or 

practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits 

of collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy 

and planning 

sessions for 

course-based, 

school-based, or 

other project and 

determine the 

strategies that 
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sessions for course-

based, school-based, 

or other project and 

determine the 

strategies that 

contribute to effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features that 

allow for filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for timeliness, 

accuracy, perspective, 

credibility of the 

source, and relevance 

of information, in 

media, data, or other 

resources (e.g., 

NJSLSA.W8, Social 

Studies Practice: 

Gathering and 

Evaluating Sources. 

social media and 

business uses of 

social media. 

 

Identify real-

world examples of 

social media that 

marketers have 

used to reach 

customers. 

 

Describe the four 

distinct 

characteristics of 

early marketplaces 

that apply to 

social media 

today. 

 

Explain how 

marketers can use 

the four social 

media formats in 

marketing their 

products and 

brands. 

 

to task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, revising, 

editing, rewriting, or 

trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to produce 

and publish writing 

and to interact and 

collaborate with 

others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing in 

which the 

development, 

organization, and 

style are appropriate 

to task, purpose, and 

audience. 

 

contribute to 

effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., 

NJSLSA.W8, 

Social Studies 

Practice: 

Gathering and 

Evaluating 

Sources. 
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Unit of 

Study 
Pacing 

NJ Student 

Learning 

Standards 

Essential 

Questions 

Enduring 

Understandin

gs 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career Readiness, 

Life Literacies, & 

Key Skills 

Standards 

Product Appro

x. 20 

days 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills 

and ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of 

an innovative 

product or 

practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits 

of collaborating 

to enhance 

critical thinking 

and problem 

solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy 

and planning 

sessions for 

course-based, 

school-based, or 

other project and 

determine the 

strategies that 

How do 

products 

and services 

affect 

marketing? 

The four 

components of 

marketing are 

Product, Price, 

Promotion and 

Place. 

 

The product or 

service must be 

developed to 

meet the 

customer 

needs. 

 

Explain how customers 

view products. 

 

Describe how marketers 

keep a consumer focus 

during product 

development. 

 

Describe the parts of the 

product mix elements. 

 

Outline the three steps 

of the product design 

process. 

 

Explain the importance 

of product lines, 

packaging, and brand 

development. 

 

Define consumer 

markets. 

 

Describe the categories 

of business products and 

provide examples of 

how product 

classifications are used 

in product planning. 

 

Explain what businesses 

mean by new products. 

 

Formative 

Assessments: 

Written/computer 

exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

Computer Science 

and Design 

Thinking 

 

8.2.12.NT.1: Explain 

how different groups 

can contribute to the 

overall design of a 

product. • 

 

8.2.12.NT.2: 

Redesign an existing 

product to improve 

form or function. 

 

English Language 

Arts 

 

NJSLSA.W2. Write 

informative/explanat

ory texts to examine 

and convey complex 

ideas and information 

clearly and accurately 

through the effective 

selection, 

organization, and 

analysis of content. 

 

NJSLSA.W3. Write 

narratives to develop 

real or imagined 

experiences or events 

using effective 

technique, well-

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits 

of collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 
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contribute to 

effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize 

features that 

allow for filtering 

of information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., 

NJSLSA.W8, 

Social Studies 

Practice: 

Gathering and 

Evaluating 

Sources. 

 

Describe the six steps in 

new product 

development. 

 

Explain the growing 

importance of services 

to the U.S. economy. 

 

Describe four important 

qualities of services that 

are not shared by 

products. 

 

Describe the various 

ways marketers 

categorize service 

businesses in order to 

develop effective 

marketing mixes. 

 

Identify the three types 

of service standards that 

are used to evaluate 

service quality. 

 

Explain how businesses 

plan and promote 

services. 

 

Describe the importance 

of pricing and 

distribution of services. 

 

chosen details, and 

well-structured event 

sequences. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing in 

which the 

development, 

organization, and 

style are appropriate 

to task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing as 

needed by planning, 

revising, editing, 

rewriting, or trying a 

new approach. 

 

NJSLSA.W6. Use 

technology, including 

the Internet, to 

produce and publish 

writing and to 

interact and 

collaborate with 

others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing in 

which the 

development, 

organization, and 

style are appropriate 

to task, purpose, and 

audience. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., NJSLSA.W8, 

Social Studies 

Practice: Gathering 

and Evaluating 

Sources. 
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Unit 

of 

Study 

Pacing 

NJ Student 

Learning 

Standards 

Essential 

Questions 

Enduring 

Understandings 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career Readiness, 

Life Literacies, & 

Key Skills 

Standards 

Price Approx. 

20 days 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits of 

collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 

 

What role 

does pricing 

play in the 

marketing 

mix? 

The four 

components of 

marketing are 

Product, Price, 

Promotion and 

Place. 

 

The price of a 

product or service 

must be reflective 

of the value 

consumers place 

on it. 

 

Explain the reasons 

why price is an 

important 

marketing tool. 

 

Demonstrate how 

the economic 

concept of elasticity 

of demand relates 

to pricing 

decisions. 

 

Describe three 

ways in which 

government 

influences prices. 

 

Describe three 

common pricing 

objectives for 

businesses. 

 

Explain how 

businesses establish 

a price range for a 

product. 

 

Identify the three 

components that 

must be considered 

when determining 

the selling price. 

 

Identify two 

marketing tools 

Formative 

Assessments: 

Written/computer 

exercises 

 

In-class discussions 

 

Small group 

assignments/activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

English 

Language Arts 

 

NJSLSA.W2. 

Write 

informative/expla

natory texts to 

examine and 

convey complex 

ideas and 

information 

clearly and 

accurately 

through the 

effective 

selection, 

organization, and 

analysis of 

content. 

 

NJSLSA.W3. 

Write narratives 

to develop real or 

imagined 

experiences or 

events using 

effective 

technique, well-

chosen details, 

and well-

structured event 

sequences. 

 

NJSLSA.W4. 

Produce clear and 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the potential 

benefits of 

collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 
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9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., NJSLSA.W8, 

Social Studies 

Practice: Gathering 

and Evaluating 

Sources. 

 

related to 

competitive 

conditions that help 

marketers set 

prices. 

 

Describe the 

criteria businesses 

use in establishing 

the final price a 

customer pays. 

 

Explain why 

extending and 

managing credit is 

an important part of 

marketing 

 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, 

revising, editing, 

rewriting, or 

trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to 

produce and 

publish writing 

and to interact 

and collaborate 

with others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or other 

resources (e.g., 

NJSLSA.W8, Social 

Studies Practice: 

Gathering and 

Evaluating Sources. 
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Unit of 

Study 
Pacing 

NJ Student 

Learning 

Standards 

Essential 

Questions 

Enduring 

Understandings 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career 

Readiness, 

Life 

Literacies, & 

Key Skills 

Standards 

Promotion Approx. 

20 days 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the potential 

benefits of 

collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

What is the 

role of 

promotion in 

the marketing 

mix? 

 

How do the 

different types 

of advertising 

affect 

promotion? 

 

What are the 

elements of 

effective 

selling and 

why is it 

important? 

 

The four 

components of 

marketing are 

Product, Price, 

Promotion and 

Place. 

 

Effective 

promotion 

ensures 

consumers are 

informed about 

the products and 

services that fit 

their needs 

 

Identify the 

promotion function 

as part of the 

marketing mix. 

 

Describe the 

communication 

process and identify 

its eight elements. 

 

Explain the three 

roles of promotion in 

marketing. 

 

Identify and define 

the two types of 

communication that 

are important to 

marketers. 

 

Explain the 

advantages and 

disadvantages of 

advertising as a type 

of promotion. 

 

Describe the ways 

public relations can 

be used to generate 

publicity. 

 

Identify the benefits 

and drawbacks of 

Formative 

Assessments: 

Written/ 

computer 

exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

English 

Language Arts 

 

NJSLSA.W2. 

Write 

informative/expla

natory texts to 

examine and 

convey complex 

ideas and 

information 

clearly and 

accurately through 

the effective 

selection, 

organization, and 

analysis of 

content. 

 

NJSLSA.W3. 

Write narratives to 

develop real or 

imagined 

experiences or 

events using 

effective 

technique, well-

chosen details, 

and well-

structured event 

sequences. 

 

9.4.12.CI.1: 

Demonstrate 

the ability to 

reflect, 

analyze, and 

use creative 

skills and 

ideas. 

 

9.4.12.CT.1: 

Identify 

problem-

solving 

strategies used 

in the 

development of 

an innovative 

product or 

practice. 

 

9.4.12.CT.2: 

Explain the 

potential 

benefits of 

collaborating 

to enhance 

critical 

thinking and 

problem 

solving. 

 

9.4.12.CT.4: 

Participate in 
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contribute to 

effective outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or other 

resources (e.g., 

NJSLSA.W8, Social 

Studies Practice: 

Gathering and 

Evaluating Sources. 

 

using personal selling 

to promote a 

product/service. 

 

Explain the 

advantages and 

disadvantages of 

using short-term 

incentives as sales 

promotions. 

 

Explain the five 

major factors that 

affect the 

promotional mix. 

 

Describe the seven 

steps in the 

promotional planning 

process. 

 

Define product 

advertising, brand 

advertising, and 

distinguish between 

the two types. 

 

Describe the major 

roles at an 

advertising agency. 

 

Describe the process 

of setting objectives, 

determining the 

budget, and 

developing the 

creative strategy. 

 

Describe the different 

types of media and 

the factors that must 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, revising, 

editing, rewriting, 

or trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to 

produce and 

publish writing 

and to interact and 

collaborate with 

others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

online strategy 

and planning 

sessions for 

course-based, 

school-based, 

or other project 

and determine 

the strategies 

that contribute 

to effective 

outcomes. 

 

9.4.12.IML.1: 

Compare 

search 

browsers and 

recognize 

features that 

allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate 

digital sources 

for timeliness, 

accuracy, 

perspective, 

credibility of 

the source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., 

NJSLSA.W8, 

Social Studies 

Practice: 

Gathering and 

Evaluating 

Sources. 
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be considered when 

selecting which 

media to use. 

 

Name common 

creative advertising 

formats. 

 

Explain what 

happens during the 

production phase of 

the advertising 

process. 

 

Name the four types 

of advertising 

regulations. 

 

Define selling. 

 

Explain the 

advantages and 

disadvantages of 

personal selling. 

 

Describe the need for 

salespeople to 

manage themselves, 

their customers and 

marketing 

information. 

 

Describe the way 

effective salespeople 

identify and qualify 

prospective 

customers and 

understand the 

consumer decision-

making processes. 
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Explain why 

salespeople need to 

know their product 

thoroughly. 

 

Demonstrate why it 

is important to 

understand the 

competition's 

products and 

marketing plans. 

 

Detail the seven steps 

of the selling process. 

 

Explain why 

salespeople need 

support from other 

areas of the business. 
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Unit of 

Study 
Pacing 

NJ Student Learning 

Standards 

Essential 

Questions 

Enduring 

Understandings 

Learning 

Targets 

Assessment: 

Formative & 

Summative 

Interdisciplinary 

Connections 

Career Readiness, 

Life Literacies, & 

Key Skills 

Standards 

Place Approx. 

10 days 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: Identify 

problem-solving 

strategies used in the 

development of an 

innovative product or 

practice. 

 

9.4.12.CT.2: Explain 

the potential benefits 

of collaborating to 

enhance critical 

thinking and problem 

solving. 

 

9.4.12.CT.4: 

Participate in online 

strategy and planning 

sessions for course-

based, school-based, 

or other project and 

determine the 

strategies that 

contribute to effective 

outcomes. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

What is the 

role of place 

(distribution) 

in 

marketing? 

 

The four 

components of 

marketing are 

Product, Price, 

Promotion and 

Place. 

 

Effective 

distribution 

allows 

consumers to 

obtain the 

products and 

services that 

meet their needs. 

 

Explain the reasons 

businesses buy things 

from other 

businesses. 

 

Define the five major 

classifications of 

business consumers. 

 

Identify the steps in 

the business 

purchasing process. 

 

Describe how 

retailers identify 

customer needs and 

how to satisfy them. 

 

Identify the ways 

retailers locate the 

products they need to 

satisfy their 

customers. 

 

Explain the 

importance of the 

distribution function 

to effective 

marketing. 

 

Describe the 

differences between 

direct and indirect 

channels of 

distribution. 

Formative 

Assessments: 

Written/compu

ter exercises 

 

In-class 

discussions 

 

Small group 

assignments/ 

activities 

 

 

Summative 

Assessments: 

Project 

 

Quiz/Test 

English 

Language Arts 

 

NJSLSA.W2. 

Write 

informative/expla

natory texts to 

examine and 

convey complex 

ideas and 

information 

clearly and 

accurately through 

the effective 

selection, 

organization, and 

analysis of 

content. 

 

NJSLSA.W3. 

Write narratives to 

develop real or 

imagined 

experiences or 

events using 

effective 

technique, well-

chosen details, 

and well-

structured event 

sequences. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

9.4.12.CI.1: 

Demonstrate the 

ability to reflect, 

analyze, and use 

creative skills and 

ideas. 

 

9.4.12.CT.1: 

Identify problem-

solving strategies 

used in the 

development of an 

innovative product 

or practice. 

 

9.4.12.CT.2: 

Explain the 

potential benefits 

of collaborating to 

enhance critical 

thinking and 

problem solving. 

 

9.4.12.CT.4: 

Participate in 

online strategy and 

planning sessions 

for course-based, 

school-based, or 

other project and 

determine the 

strategies that 

contribute to 

effective outcomes. 
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recognize features that 

allow for filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for timeliness, 

accuracy, perspective, 

credibility of the 

source, and relevance 

of information, in 

media, data, or other 

resources (e.g., 

NJSLSA.W8, Social 

Studies Practice: 

Gathering and 

Evaluating Sources. 

 

 

Explain how the role 

of wholesalers is 

changing in an 

economy where 

many of their 

traditional retail 

customers prefer to 

deal directly with 

manufacturers. 

 

Describe ways that 

retailing is changing 

in response to 

changes in consumer 

preferences, the 

business environment 

and technology. 

 

Describe the various 

means by which 

products are 

transported within a 

channel of 

distribution. 

 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

NJSLSA.W5. 

Develop and 

strengthen writing 

as needed by 

planning, revising, 

editing, rewriting, 

or trying a new 

approach. 

 

NJSLSA.W6. Use 

technology, 

including the 

Internet, to 

produce and 

publish writing 

and to interact and 

collaborate with 

others. 

 

NJSLSA.W4. 

Produce clear and 

coherent writing 

in which the 

development, 

organization, and 

style are 

appropriate to 

task, purpose, and 

audience. 

 

9.4.12.IML.1: 

Compare search 

browsers and 

recognize features 

that allow for 

filtering of 

information.  

 

9.4.12.IML.2: 

Evaluate digital 

sources for 

timeliness, 

accuracy, 

perspective, 

credibility of the 

source, and 

relevance of 

information, in 

media, data, or 

other resources 

(e.g., NJSLSA.W8, 

Social Studies 

Practice: Gathering 

and Evaluating 

Sources. 
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ASSOCIATED JOBS LIST BY UNIT 

 

Marketing Basics 

• Chief Marketing Officer 

• Marketing Manager 

• Marketing Director 

• Marketing Specialist 

• Marketing Coordinator 

 

Marketing Strategies & Planning 

• Marketing Research Analyst 

 

Social Media 

• Media Buyer 

• Digital Marketing Manager 

• Search Engine Optimizer 

•  Pay-per-click professionals 

• Digital Marketing Analyst 

• Content Writer 

• Graphic Designer 

 

Product 

• Brand Manager 

• Product Marketing Manager 

• Director of Product Development 

• Package Design and Development Manager 

• R&D Leadership Development Program 

• New Product Evaluator 

 

Place 

• Distribution Manager 

• Industrial Production Manager 

• Purchasing Manager 

• Transportation Coordinator 

• Account Manager 

• Shipping Clerk 

• Distribution Services Representative 

• Supply Chain Manager 

• Purchasing Agent 

• Logistician 

 

Price 

• Head of Product Pricing 

• Senior Cost/Pricing Manager 

 

 

Promotion 

• Public Relations Manager 

• Advertising Manager 

• Meeting, Convention and Event Planners 

• Promotions Manager 

• Sports Marketing Account Executive 

• Communications Specialists 

• Merchandising Specialist 

• Product Demonstrator 

• Sales Representative 

• Advertising Sales Agents 

• Copy Writer 

• Art Director 

• Graphic Designer 


