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MAJOR CONCEPTS/ CONTENT: The purpose of this programis to

i ntroduce students to the concept of entrepreneurship, present
entrepreneurship as a viable career option, provide students with
the skills needed to realistically evaluate their potential as a
busi ness owner, and devel op the fundanmental know edge and skills
necessary to start and operate a business.

Li sted bel ow are the courses that conprise this program

8812110 - Principles of Entrepreneurship
8812120 - Busi ness Managenent and Law
8812000 - Busi ness Ownership

LABORATORY ACTIVITIES: A sinulated business or a school -based
enterprise (on or off site) is an integral part of the instruction
of this program

SPECI AL NOTE: DECA, “An Association of Marketing Students”
(secondary), and Delta Epsilon Chi, “An Association of Marketing
Students” (postsecondary), are the appropriate career and
techni cal student organi zations for providing | eadership training
and for reinforcing specific career and techncial skills. Career
and Techni cal Student Organizations, when provided, shall be an
integral part of the career and technical instructional program



and the activities of such organizations are defined as part of
the curriculumin accordance with Rule 6A-6.065 (8), FAC.

Cooperative training (QJT), 8800410/ M899990/0208. 9999CP, or Cui ded
Wor kpl ace- Learni ng, 8300430/ D886300/ 1098. 8630CP, are highly
recommended to use with this program as a work-based | earning
experience. Wen OIT is offered, each student is required to have
a training agreenent and a training plan, signed by the student,
par ent/ guardi an, teacher/coordinator, and enployer. The training
pl an shall include a diverse list of instructional objectives and
on-the-job and in-school |earning experiences. The workstation
shall reflect equiprment, skills, and tasks relevant to the
occupation the student has chosen as a career goal. The student
nmust receive conpensation for work perforned.

When CGui ded Workpl ace-Learning is offered, the student is allowed
to work a maxi mum of 450 hours and nust participate, with the
wor k- based | earning site supervisor, in a preplacenent conference
A wor k- based | earni ng plan nust be devel oped to include the

| earni ng obj ectives, nethods of |earning, activities/
responsibilities, time required, provisions for supervision, and
met hod(s) of student evaluation. Students nust also neet a

m ni mum of once per week for the purpose of related instruction
and devel opnental activities. Enploynment may be either paid or
unpai d. (For additional information consult the Gui ded Workpl ace-
Learni ng framework.)

It is highly recomended that for every 20 students (or portion
thereof) enrolled in Marketing QJT and/ or CGui ded Workpl ace-
Learni ng, the teacher/coordi nator be given a m ni num of one hour
of QJT-coordination release tine per day for the purposes of
visiting students on the job and managi ng the cooperative method
of instruction.

The teacher/coordinator should visit each training site for the
pur pose of observation a mnimum of once during each grading
period, preferably while the student is actually working. A second
contact each grading period for the purpose of evaluating the
student's progress in attaining the conpetencies listed in the
wor k- based | earning/training plan is highly reconmended.

In accordance with Rule 6A-10.040, FAC, the m ni mum basic-skills
grade levels required for adult vocational students to exit this
program are: Mthematics 9.0, Language 9.0, Reading 9.0. These
grade-1l evel nunmbers correspond to grade-equi val ent scores obtained
on one of the state-designated basic-skills exanm nations. |If a
student does not neet the basic-skills |evel required for

conpl etion of the program renediation should be provided
concurrently through Vocational Preparatory Instruction (VPI).

Pl ease refer to the Rule for exenptions.

To be transferable statew de between institutions, this program
nmust have been reviewed, and a "transfer value" assigned to the
curriculumcontent by the appropriate Statew de Course Nunbering



System di scipline comrittee. This does not preclude institutions
from devel opi ng specific program or course articul ati on agreenents
wi th each ot her

When offered at the postsecondary adult vocational level, this
program may be offered in courses. Vocational credit shall be
awarded to the student on a transcript in accordance with Section
230.643 F. S

When a secondary student with a disability is enrolled in a
vocational class with nodifications to the curriculum franmework,
the particul ar outcones and student performance standards, which
the student nust master to earn credit, nust be specified on an

i ndi vidual basis. The job or jobs for which the student is being
trai ned should be reflected in the student’s desired postschoo
out come statement on the Transition |Individual Educational Plan
(Transition | EP).

SCANS conpetenci es: Instructional strategies for this program nust
i nclude methods that require students to identify, organize, and
use resources appropriately; to work with each other cooperatively
and productively; to acquire and use information; to understand
soci al, organizational, and technol ogi cal systemnms; and to work
with a variety of tools and equipnment. Instructional strategies
nmust al so i ncorporate nmethods to i nprove students’ persona
qualities, higher-order critical thinking skills, and problem
solving, technical, and literacy skills.

I V. | NTENDED OUTCOMES: After successfully conpleting this program
the student will be able to:

OCCUPATI ONAL COMPLETI ON PO NT DATA CODE — A
BUSI NESS MANAGER — I ndustry Title

01.0 Discuss role of the entrepreneur

02.0 Discuss entrepreneurship as a career choice.

03.0 Identify basic econom c principles of entrepreneurship

04.0 Discuss inportance of ethics in business.

05.0 ldentify strategies and nethods for generating a business
i dea.

06.0 OQutline steps in planning a new business.

07.0 ldentify principles of marketing.

08.0 Identify principles of selling.

09.0 Identify principles of financing.

10.0 ldentify principles of pricing.

11.0 ldentify types and sources of governnent regul ati ons and

taxation that nay affect a business.

12.0 ldentify conmunication and technology skills used in
entrepreneurship.

13.0 ldentify and denpnstrate enployability and human rel ati ons
skills.

14. Identify and denonstrate personal financial skills.

15.0 ldentify principles of managenent.

o



16.

17.
18.

19.
20.
21.
22.

23.
24.
25.
26.

o

[oNeoNeNe)

[oNeoNeNe)

Denonstrate an understandi ng of entrepreneurship and the
free enterprise system

Denonstrate know edge of the gl obal econony.

Denonstrate knowl edge of the inportance of the business

pl an.

I nvestigate and anal yze conponents of financial nmanagenent.
Denmonstrate the know edge of merchandi sing and inventory.
Identify the el ements of manufacturing and production.
Denonstrate know edge of managenment of custonmer credit and
col | ection.

Descri be risk/shrinkage managenent.

Denonstrate knowl edge of government regul ati on of business.
Denonstrate know edge of business | aw

I nvestigate and anal yze conponents of human resources
managenent .

OCCUPATI ONAL COMPLETI ON PO NT DATA CODE - B
ENTREPRENEUR — | ndustry Title

27.

28.
29.

30.

31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.

0

0
0

o

[oNeoNeoNolNoNoNolNolNololNolo]

Anal yze changing role of entrepreneurship in the gl oba
mar ket pl ace.

Conpare and contrast managenent theories.

Expl ain rol e of managenent in operation of an
entrepreneurship.

Li st conponents of a business plan and explain how such a
pl an contributes to small business success.

Prepare an introduction for a business plan.

Prepare a sel f-anal ysis.

Prepare an analysis of the trading area.

Prepare a market segment anal ysis.

Prepare an anal ysis of potential |ocation.

Prepare a description of proposed organization.
Prepare a description of proposed product/service.
Prepare a proposed pricing policy.

Prepare a marketing strategy.

Devel op a financial plan for a small business.
Denmonstrate uses of marketing rel ated software.
Apply a career plan to entrepreneurship
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OCCUPATI ONAL COWVPLETI ON PO NT -
BUSI NESS MANAGER -
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OF THE ENTREPRENEUR- - The student wil|l

July 2001

be able to:

01.01 Define "entrepreneurship." LA A 1.4.2, LA A1l 4 3,
LA A 2.4.4, LAA2.4.8, LAB2.4.3, LAB24.4 SS.D1.4.1,
SS.D.2.4.1, SS.D.2.4.2, SS.D.2.4.3, SS.D.2.4.4, SS.D.2.4.5

01. 02 Discuss evolution of entrepreneurship. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5, SS.D.2.4.6

01. 03 Describe the differences between a product-based busi ness
and a service-based business. LA A 1.4.2, LA A1.4.3,
LA. 4.2, LACA2.4.4, LAA 2.4.5, LA A 2.4.8, LA B.2.4.2,
LA. .4.3, LAB.2.4.4, LAC1.4.3, LAC1.4.4, LA.C 2.4.2,
LA. .4.1, LA.C.3.4.2, LA C3.4.4, LA C3.4.5 LA D1.4.2,
LAD1.4.3, LAD24.1, LAD24.2, LAD24.3, LAD24.4,
LA.D.2.4.5, LA D246, SS.D.2.4.5

01.04 Identify contributions of entrepreneurs to the economc
growh of the United States. LA A 1.4.1, LA A1l 4. 2,
LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.E.2.4.6, MAE1.4.1, SS.A 4.4.2, SS.A 4.4.6, SS.A 5.4.1,
SS.A.5.4.3, SS.A 5.4.4

01. 05 Discuss future prospects for entrepreneurship and its
antici pated i npact on the econonmy. LA A 1.4.1, LA A1l 4 2,
LA A1.4.3, LAA1l 4.4 LAB242 LAB244 LAC1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD2.4.4 LAD24.5,
SS.D.2.4.2

01. 06 Discuss the role of the entrepreneur in his/her |oca
comunity (nmentoring, philanthropy). LA A 1.4.1,
LAA1.4.2 LAA1.4.3 LAA11l 4.4 LAB24.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5, SS.D.1.4.1

02.0 DI SCUSS ENTREPRENEURSHI P AS A CAREER CHO CE- - The student will be

able to:



LA.A1.4.2,

becom ng an entrepreneur

02.01 Descri be reasons for

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA A2 4.8,

LA A 1.4.3,

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LA C1.4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.5 LAD2 4.6, S5.D.1.4.2, SS.D.2.4.1
entrepreneurs.

02.02 ldentify characteristics comopn to successfu

LA.D. 2. 4.4,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

SS.D.1.4.2
and skills recommended for

LA E. 2. 4.6,
aptitudes,

LA/A 1. 4.1,

LA.D.2.4.1,

02.03 ldentify education,

LA.D. 1.4.3,

LA.A 1.4.3,

LA.A1.4.2,

entrepreneurs.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

SS.D.2.4.1

02. 04 Di scuss advant ages and di sadvant ages of sel f-enpl oynent.

SS.D. 1.4.2,

SS.D.1.4.1,

LAA1.4.2 LAA1.4.3 LAAL1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LACZ3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

LA.D.2.4.5, SS.D.1.4.1, SS.D.2.4.1

02. 05 Di scuss entrepreneurship as a persona

LA.D. 2. 4.4,

LA/A 1. 4.1,

goal
LA B.2.4. 2,

LA.B. 2. 4.4,

LAA1.4.3, LAA1. 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2. 4.1, LAD2 4.4,

LA.C 3.4.5,

SS.D. 1.4.2

LA. D. 2. 4.5,
02. 06 Assess persona

to beconme an ent repreneur.

pot enti al

LAAL1.4.2 LAA1.4.3 LAAL14 4 LAAZ2 4.4,

LA/A 1. 4.1,

LAA2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.4, LAC1.4.1, LA C1.4.2, LAC1.4.3,

LA.B.2.4.2,

SS.D. 1.4.2

LA C. 1.4.4,
02.07 ldentify career

and smal |

LA A 1.4.3,

managenent ,

paths in supervisory,

LA.A1.4.2,

LA/A 1. 4.1,

busi ness environnents.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.41 LAEZ246

LA.C. 2.4.1,

| DENTI FY BASI C ECONOM C PRI NCI PLES OF ENTREPRENEURSHI P- - The

student will

03.0

be able to:

econony.

busi ness in the gl oba

03.01 Identify role of snall

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

SS.D.2.4.6

LA.D.2.4.1, LA E 2.4.6,
notive and its inpact on business.

LA.D. 1.4.3,
03. 02 Discuss profit

LA/A1.4.2 LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LACZ3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,



LA.D.2.4.5,

LA.D. 2. 4.4,

MA.D. 1.4.1,

MA. B. 3. 4.1,

SS.D.2.4.2
03.03 ldentify the different types of conpetition and explain

MA. E. 1. 4.3,

i ndirect, price,

direct,

i mpact on business (e.g.

their

LA.A1.4.2,

LA/A 1. 4.1,

conpetitive position).

nonpri ce,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C. 1.4.4,

SS.D.2.4.1
03.04 Describe differences between industria

LA A 2.4.8,

LA E 2.4.6,

goods.

and consuner

LA/A1.4.3 LAAZ2.4.2 LAA2 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LAD.1.4.2, LAD1.4.3, LAD2.4.1, LADZ24.2,

LA.C 3.4.5,

SS.D.2.4.5

and entrepreneurship as factors

LA.D.2.4.6,
LA.A 1.4.3,

LA.D.2.4.4, LA D. 2.4.5,

LA.D. 2.4.3,

03. 05 Define | and,

capi tal
LA A 1. 4.2,

| abor,

LA A 2.4.4,

of production.

LA A 2.4.8,
03. 06 Discuss form place,

LA.B.2.4.4, SS.D.2.4.5

LA.B. 2.4. 3,

and i nfornmation

possessi on,

LA.A1.4.2,

tinme,

LA A 1.4.4,

LA.A 1.4.3,

LA/A 1. 4.1,

utility.
LA B.2.4. 2,

LA.C1.4.3, LAC3.4.1, LA C3.4.2

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5
03. 07 Explain nmeaning and causes of scarcity.

LA.D. 2. 4.4,

LA.D.2.4.1,

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4. 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LAE.2.4.6, LAE2.4.8, SS.D.5.4.4, SS.D.2.4.2,

LA E. 2.4.4,

SS.D.1.4.1
03.08 ldentify conmponents of the Law of Supply and Denand in a

SS.D. 2. 4.4,

LA A 1.4.3,
LA A 2.4.4,

LA.A1.4.2,

LA A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

free enterprise system

LA A 1.4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

MA.
MA

l
l

< <
— o

SS.D.2.4.4, SS.D.2.4.5

SS.D.2.4.2,
03.09 ldentify the stages of the product

SS.D.1.4.1,

life cycle and the

LA/A 1. 4.1,
LA.A 2.4.1,

LA.A1.4.2,

characteristics of each

LA.A 1.4.3,

LA.A 2.4.3,

LA.A 2.4.2,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.1
03.10 Identify role and types of producers,

LA E 2.4.6,

and

di stributors,
LA A 1.4.1,

LA.A 2.4.1,

services in today' s business econony.

LA.A 2.4.2,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,



LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

SS.D.2.4.1, SS.D.2.4.2
03. 11 Discuss major fields of business activity (e.qg.

LA E 2.4.6,

LA.D.2.4.1,

extractive,

retailing,

whol esal i ng,
urban street sales).

LA.A 1.4.3,

manuf act uri ng,

cottage industries,

subcontracting,

servi ces,

LA.B.2.4.2,

LA A 1.4.4,

LA.A1.4.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.43 LAD24.1

LA.C 3.4.4,

SS.D.2.4.5
parts of a business (production,

cust oner service).

LA.D.2.4.5,

LA.D. 2. 4.4,
03.12 Di scuss the four

finance,

LA.A1.4.2,

LA/A 1. 4.1,

mar ket i ng,

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.4, LA D 2.4.5,

LA.D. 1.4.3,

D.1.4.2,

<

l

03.13 ldentify factors that contribute to success of a small

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

busi ness.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LAD24.1, LAEZ2 46, SS.D.2.4.1

LA.D.1.4.2,

SS.D.2.4.3
03. 14 Describe the process of starting a small

SS.D. 2. 4.2,

busi ness.

LA/A1.4.3 LAAZ2.4.2 LAA2 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.5, LA D2.4.6
regi stering a sole proprietorship and

LA.D. 2. 4.4,

LA. D. 2.4.3,
03. 15 Expl ain procedure for

LA/A 1. 4.1,

obtaining a sales tax identification nunmber.

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E.2.4.6, LAE2.4.8

LA. E. 2.4.4,
03.16 Di scuss reasons for

LA/A 1. 4.1,

busi ness failure.

smal |

LA/A1.4.3, LAA1l4.4 LAB2.4.2, LAB.2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LA D2.4.1, LAD2 4.4,

LA.C 3.4.5,

SS.D.2.4.3
busi ness in the gl oba

SS.D. 2. 4.2,
LA.A1.4.2,

SS.D.2.4.1,

03. 17 Recogni ze opportunities for small

LA.D.2.4.5,

LA.A 1.4.3,

LA/A 1. 4.1,
LA.A 2.4.1,

mar ket pl ace.
LA A 1.4.4,

LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAC1.4.1,

LA.A 2.4.5,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAC2.4.2,

LA.C 1.4.2,

SS.D.2.4.1

be abl e

04.0 DI SCUSS | MPORTANCE OF ETHI CS I N BUSI NESS--The student will

to:



05.

04.01

04. 02

04. 03

04.04

Define "ethics" and “ethical behavior.” LA A 1.4.2,

LA A1.4.3, LAA2. 4.4, LA A2 4.8, LAB.2.4.3, LA B 2. 4.4,
SS.C.1.4.4, SS.C.2.4.2

Identify exanpl es of ethical business practices.
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2 4.3, LAA2. 4.4, LA A2 4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

Di scuss role of the entrepreneur in pronoting ethica

busi ness practices and relationships. LA A 1.4.1,

LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5

Identify social responsibilities and/or |egal issues

i nvolved in meking ethical choices in business. LA A 1.4.1
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA D2.4.1, LAE2.4.6, SS.D.1.4.1

| DENTI FY STRATEG ES AND METHODS FOR GENERATI NG A BUSI NESS | DEA- -

The student will be able to:

05.01 Identify current publications and websites available to

assist with determ ning what type of business to start.
LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD241 LAE24.6

05. 02 Discuss inportance of personality and ability when sel ecting
type of business to open. LA A 1.4.1, LA A1.4. 2
LA A1.4.3, LAA1l. 4.4 LAB242 LAB244 LAC1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD244 LAD24.5

05.03 ldentify changes and trends as a source of new enterpris
i deas (e.g., outsourcing). LA A 1.4.1, LA A1.4. 2
LAA1.4.3 LAAL1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA E 2.4.6

05. 04 Di scuss how brai nstorm ng, creative thinking, and
observations can be used to devel op new enterprise ideas.
LA A141 LAAL142 LAA1.43 LAAL1L1l4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3, LADZ24.1,
LA.D.2.4.4, LA D2.4.5

05. 05 Expl ain how personal goals, life style, background, hobbies,
i nterests, experience, abilities, and financial resources
wi |l inpact ones’ choice of business. LA A 1. 4.1,

10



LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B.2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LAE2.4.6, LAE2.4.8, MAA 141 NMAAL1l4 2,

LA E. 2.4.4,

MA. A 2.4.2

be abl e

06.0 OUTLINE STEPS I N PLANNI NG A NEW BUSI NESS- - The student wil |

to:

a prospective business.

"defining"

LA.A1.4.2,

06. 01 Di scuss inportance of

LA.A1.4.4, LA B. 2.4.2,

LA.A 1.4.3,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2 LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5
reasons for witing a business plan

LA.D. 2. 4.4,

06. 02 Li st

LA.B.1.4.1,

LA.B.1.4.3, LAB.2.4.1, LA B.2.2.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.B. 2. 4.4,

LA.D.2.4.5

06. 03 ldentify and describe conponents of a business plan

LA.D. 1.4.3,

LA.D.1.4.2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE 2.4.6, SS.D.1.4.1, SS.D.2.4.1,

LA.D. 1.4.3,

SS.D.2.4.5
06. 04 Describe inportance of a vision/mnssion statenent

SS.D. 2. 4.2,

in

i dentifying direction and objectives of a business.

LA/A1.4.3 LAAZ2.4.2 LAA2. 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D 2.4.5 LAD2.4.6

06. 05 Di scuss inportance of determ ning what

LA.D.2.4.3,

products and services

LA/A 1. 4.1,

LA.A1.4.2,

be offered by the business.

wi | |

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LAD24.1 LAD2. 4.4 LAD2.4.5,

LA.D.1.4.2,

SS.D.2.4.4
06. 06 ldentify how scope of products and services will

SS.D. 2. 4.2,

vary based

service).

retail,

whol esal e,

upon type of business (e.g.,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

06. 07 Explain inportance of and the factors influencing a

LA.D.2.4.1,

LA.D. 1.4.3,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

i mage.

busi ness'

LAA2.4.1, LAAZ2.4.2, LAA2.4.4 LA A24.5,

LA A 1.4.4,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,
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LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 LAEZ2 4.4 LAEZ24.6,

LA.D.2.4.3,

LA E. 2.4.8
06.08 ldentify and discuss the |ega

forms of business ownership

corporation, franchise,

part nership,

(sol e proprietorship,

LA A 1.4.4,
LA.A 2.4.5,

LA.A 1.4.3,
LA A 2.4.4,

LA.A1.4.2,
LA A 2.4.3,

LA/A 1. 4.1,

LA.A 2.4.2,

i censing).
LA A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D2.4.1, LAE2.4.6
06.09 Identify and discuss different types of corporations

LA.D. 1.4.3,

LA.D.1.4.2,

nonprofit). LA A 1.4.1,

limted liability,

Sy

(subchapt er
LA A 1. 4.2,

LAA L1l 4.4, LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1, LAD1. 4.2, LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

06. 10 Identify factors that

LA.D.2.4.1,

i nfluence choi ce of ownership type.

LA.A1.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LAD2.4.1, LAE2.4.6, SS.D.1.4.1
i mplications and taxes for

LA.D. 1.4.3,
06. 11 Describe | ega

each type of

LA.A1.4.3, LAAZ24. 2,

LA.A1.4.2,

busi ness structure.

LA.A 2.4.5 LA AZ2.4.8 LAB242 LAB24.3,

LA A 2.4.4,

LA.C1.4.3, LAC1.4.4 LAC2.4.2, LAC3.4.1

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4 LAD24.5,

LA.D.2.4.1,

l
l

A
.B .
SS.D.2.4.3
organi zati on of a business and

1
. 2. 4.
.E. 1.4.1,

S —
< < <
— < N
< <0
££¢
© o
< < <
N ™
o<A

S22

06. 12 Di scuss the interna

LA/A 1. 4.1,
LA.B.2.4.2,

assi gnment of tasks to be perforned.

LA.B. 2. 4.4,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LAD.1.4.2, LAD1.4.3, LA D2 4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
06. 13 Discuss the different types of organization charts (e.g.

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

line and staff).

LA.B.2.4.2, LA B.2.4.4, LAC1.4.3, LA C3.4.1,

LA A 1.4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.5
records needed by snall

LA.D.2.4.1, LA D. 2.4.4,

06. 14 Describe different types of

LA.D. 1.4.3,

LA A 2.4.4,
LA.B. 2. 4.4,

LA.A 2.4.2,
LA.B. 2.4. 3,

LA.A 1.4.3,
LA.B.2.4.2,

LA.A1.4.2,

LA A 2.4.8,

busi nesses.
LA. A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 3.4.4,

LA.D.2.4.3, LA D2.4.4, LA D245 LAD24.6,

LA.D.2.4.2,

MA.E 1.4.1

MA.D. 2. 4.1,

06. 15 ldentify factors that affect

MA.D. 1.4.1,

LA/A 1. 4.1,

pur chasi ng.

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,
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Servi ce
m x,

mar ket
and custoner

LA A 2.4.4,

SS.D.2.4.2
LA A 2.4.1,
LA A 2.4.7,
LA . B.2.4.1,
LA C. 1.4.4,
LA. C. 3. 4.4,
LA. D. 2. 4. 4,
LA A 2.4.3,
LA A 2.4.8,
LA.C. 1.4.3,
LA. D 2.4.1,
LA A 2.4.8,
LA C. 1.4.4,
LA. C 3.4.5,
LA. D. 2.4.3,
Smal |

LA A 2.4.2,
LA A 2.4.7,
LA. B. 2. 4. 4,
LA.D. 1.4.3,
SS.D.2.4.1,
pri ci ng,

LA A 2.4.3,
LA A 2.4.8,
LA.C. 1.4.3,
LA. D 2.4.1,

i nventory control

LA.A 1.4.3,

LA.D. 1.4.3,
MA A 2. 4. 2,

LA A 1.4.2,

be able to:

mar ket
product/
LA A 1.4.2,

LA A 1.4.2,
[ SBDC],

of Conmerce
LA A 1.4.1,

LA.D. 1. 4.2,
MA. B. 3.4.1,
LA A 1.4.4,
LA A 2.4.6,
LA . B. 1.4.3,
LA.C. 1.4.3,
LA. C 3.4.3,
LA. D. 2.4. 3,
LA.E. 2.4.8
06. 17 ldentify procedures to be followed in shipping and receiving
LA A 2.4.2,
LA A 2.4.7,
LA. B. 2. 4. 4,
LA.D. 1.4.3,
busi ness.
LA A 2.4.5,
LA.C. 1.4.3,
LA. C. 3. 4.4,
LA. D. 2.4. 2,
LA A 2.4.1,
LA A 2.4.6,
LA B.2.4.3,
LA.D. 1. 4.2,
research,
mar ket ,
LA A 1.4.3,
SS.D.1.4.1,
pronoti on,
LA A 1. 4.1,
LA A 2.4.2,
LA A 2.4.7,
LA. B. 2. 4. 4,
LA.D. 1.4.3,

Chanber

LA A 1. 4.1,
Corp of Retired Executives [SCORE]).

sel l'ing,

mar keti ng-i nformati on managenent,

penetration strategy,
t ar get

mar ket

LA.C 2.4.1,
LA A 2.4.5,
LA . B. 1. 4.2,
LA. B. 2. 4. 4,
LA. C 3.4. 2,
LA.D. 1.4.3,
LA E. 2. 4.6,
LA A 2.4.1,
LA A 2.4.6,
LA B.2.4.3,
LA.D. 1. 4.2,
LA A 2.4.4,
LA B. 2. 4. 4,
LA. C 3.4. 2,
LA. D 2.4.1,
LA.D.2.4.6
06.19 ldentify sources of assistance when planning a business
LA A 1.4.4,
LA A 2.4.5,
LA B.2.4. 2,
LA.C. 2.4.1,
LA. B. 2. 4. 4,
LA A 2.4.1,
LA A 2.4.6,
LA B.2.4.3,
LA.D. 1. 4.2,

mar ket

mar ket share
di stribution).

Busi ness Devel oprment Center
LA A 1. 4.2,

LA E. 2. 4.6,
MAL A 4.4, 1,
06. 16 Explain inportance and types of
LA A 1. 4.2,
LA A 2.4.4,
LA B. 1.4.1,
LA B.2.4.3,
LA . C 3.4.1,
LA.D. 1. 4.2,
LA E. 2. 4. 4,
LA A 1.4.4,
LA A 2.4.5,
LA B.2.4. 2,
LA.C 2.4.1,
LA A 2.4.2,
LA B.2.4.3,
LA . C 3.4.1,
LA.D. 1.4.3,
LA. D. 2. 4.5,
LA A 1.4.3,
LA A 2.4.4,
LA . B.2.4.1,
LA C. 1.4.4,
LA E 2.4.6
LA B.2.4.3,
SS.D.2.4.5
07.02 ldentify and explain the marketing functions (e.g.
LA A 1.4.4,
LA A 2.4.5,
LA B.2.4. 2,
LA.C. 2.4.1,

LA C. 1.4.4,
ri sk managenent,

posi tioning,

Smal |

(channel s of distribution).
Busi ness Admi ni stration [ SBA],

profile survey.
servi ce planning,

LA.C. 1.4.3,
LA. D 2.4.1,
MA. A 3. 4. 3,
LA A 1. 4.1,
LA A 2.4.2,
LA A 2.4.8,
LA B.2.4. 2,
LA . C 2.4.2,
LA. C 3.4.5,
LA. D. 2. 4.5,
LA A 1.4.3,
LA A 2.4.4,
LA . B.2.4.1,
LA C. 1.4.4,
LA E 2.4.6
06. 18 Describe role of selling in small

LA A 1.4.3,
LA B.2.4. 2,
LA . C 2.4. 2,
LA.D. 1. 4.2,
LA. D. 2. 4. 4,
LA A 1. 4.2,
LA A 2.4.3,
LA A 2.4.8,
LA.C 1.4.3,
LA. D 2.4.1,
segnent ati on,
LA A 2.4.8,
SS.D.2.4.2,
fi nanci ng,
pur chasi ng,
LA A 1.4.3,
LA A 2.4.4,
LA . B.2.4.1,
LA C. 1.4.4,

mar ket

(e.g.,
| DENTI FY PRI NCI PLES OF MARKETI NG - The student wil |

07.01 Define and expl ain market,

07.0

l
l

A
.B.3.4.
SS.D.2.4.2

2
. 2. 4.
.E. 1.4.1,
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LA/A 1. 4.1,

07.03 Di scuss nethods of forecasting sal es.

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

MA.D. 1. 4.1,
SS.D.1.4.1,

MA. B. 3. 4.1,
MA. E. 1. 4.3,

l
l

MA A 4.4 1
MA.E 1.4.1

M-~
< < <
Mo
<a4dad
£<8
o -
< < <
NN
[alfalial
S£8

07.04 Discuss inportance of the five (5 P's of the marketing m x

and people. LA A 1.4.1,

pl ace, price, pronotion,

product,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

SS.D.1.4.1, SS.D.2.4.1, SS.D.2.4.2
and i nportance of pronmoting products

LA.D. 2.4.5,
07. 05 Di scuss net hods,

costs,

press

publicity, public relations,

and services (e.qg.

rel ease,

advertising, Internet).

comunity events,

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2 LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5, MVAA1l.4.1 NMAAI1l 42 M. AZ24 2

LA.D. 2. 4.4,

MA. B. 3.4.1
07.06 Describe factors that should be evaluated in a pronotion

LA A 2.4.8,

LA.A1.4.2,
LA.A 2.4.5,

budget) .

medi a,
LA. A 2.4.4,

source, nessage,
LA A 2. 4.2,

1.4.3,

(e.g
LA. A.

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.6

LA. D. 2. 4.5,
07.07 Distinguish between institutiona

LA.D. 2. 4.4,

and pronotiona

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,
LA.A 2.4.1,

adverti sing.

LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAC1.4.3,

LA.A 2.4.5,

LA.C2.4.1, LAC2.4.2, LA C.3.4.5 LAD1.4.1,

LA.C 1.4.4,

LA E.2.4.4, LAE 2.4.6, LAE2.4.8
07.08 ldentify types of advertising nedia and describe the

LA.D.2.4.1,

LA.D.1.4.2,

LA.A1.4.2,

LA/A 1. 4.1,

strengt hs and weaknesses of each

LA.A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

LA E 2.4.6
07.09 ldentify conmponents of a marketing plan.

LA/A 1. 4.1,

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2, LAD14.3,

LA.C. 1.4.3,

SS.D.1.4.1, SS.D.2.4.1
07. 10 Describe the inportance of coordi nati ng pronotiona

LA E 2.4.6,

LA.D.2.4.1,

LAA1.4.2, LAA1.4.3 LAA2. 4.2 LA A2 4.4,

activities.

LA.A2.4.8, LAB 242 LAB243 LAB2 4.4,

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

LA.D.2.4.3, LA D 2.4.4, LAD2.4.5 LADZ24.6

LA.D.2.4.2,
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07.11 Explain the differences between selling direct and going

LA/A 1. 4.1,

sal es representatives.

t hrough externa

LA.A1.4.2,

LAA L1l 4.4, LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E 2.4.8

07.12 ldentify and describe exanples of diverse marketing

LA E 2.4.6,

LA E. 2.4.4,

LA A 1.4.4,
LA.A 2.4.5,

LAA 141, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

activities.

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LA D241 LAEZ246

LA.D.1.4.2,

be able to:

| DENTI FY PRI NCI PLES OF SELLI NG -The student will

08.0

LA/A 1. 4.1,

needs.

08.01 ldentify ways to satisfy consuner

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
08.02 ldentify features/benefits of selling.

LA.D.2.4.1,

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4. 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

08. 03 Discuss the principles of selling.

LA.D.2.4.1,

LA.A1.4.2,

LA/A 1. 4.1,

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.4, LA D2.4.5
LA.A1.4.2,

LA.D. 1.4.3,

LA.D. 1. 4.2,
08.04 ldentify the steps of a sale.

LA/A 1. 4.1,

LAA 1. 4.4 LAAZ2.41 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

LA E 2.4.6
08.05 ldentify the stages of selling (e.qg.

i nt erest,

attention,

and action). LA A1.4.1, LAA1l4.2 LAA1 4.3,

desire,

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA D1.4.3, LAD241 LAE24.6
08. 06 Di scuss the advantages and di sadvant ages of establishing

LA.D.1.4.2,

LA.C. 2.4.1,

LA.A1.4.2,

LA/A 1. 4.1,

sal es quot as/conmi ssi ons.

LA/A1l.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.2.4.1, LA D.2.4.4, LA D 2.4.5,

LA.D. 1.4.3,

D.1.4.2,

<

MA. A 3.4. 3,

MA A 3.4.1,
MA.E 1.4.1

l
l

AL 2.4.2
B 4.1

MA. A. 2
MA. B. 3.
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LA/A 1. 4.1,

08. 07 Discuss inportance of customer service.

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08. 08 Discuss tel emarketing as a sal es tool

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08.09 Discuss the role of selling via the Internet.

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08. 10 Di scuss network marketing (rmultil eve

mar ket i ng) .

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2 LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

l
l

MA. A 2.4.2
MA.D.1.4.1

l
l

LACL1.4.2
B 4.1

MA 1
MA. B. 3.

l
l

MA A 1. 4.1
MA.A. 3.4.3, MAA44.1

LA.D.2.4.5,

LA.D. 2. 4.4,
MAC A 3.4.1,

MAE 1.4.1
08. 11 Discuss selling opportunities at flea markets and trade

LAA1.4.2 LAA1.4.3 LAALlA4 4

LA/A 1. 4.1,

shows.

LA.B.2.4.4, LA C1.4.3, LAC3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5

LA.D.2.4.1,

be able to:

| DENTI FY PRI NCI PLES CF FI NANCI NG - The student wil |

09.0

09.01 Explain difference between inconme (credit) and expense

LAAA 1. 4.1, LAA1.4.2 LAA1L143 LAALlA4 4,

(debit).

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA A2 4.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LAEZ2 4.4 LAEZ2 46, LAEZ24.8,

LA.D. 2. 4.4,

MA.A 1.4.2, MA A2 4.2, VAD.1.4.1, MAD 2. 4.1,

MA A 1.4.1,

SS.D.1.4.2
09. 02 Discuss the inportance of maintaining an accounting journal

MA. E. 1.4.1,

LA/A1.4.2 LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2, LA C3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5

LA. D. 2. 4. 4,
09. 03 Di scuss persona

ri sks involved in financing a business.

LA.A1.4.2,

LA.A 1.4.4, LA B. 2.4.2,

LA.A 1.4.3,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LACZ3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

LA.D.2.4.5

LA.D. 2. 4.4,
09. 04 Define invoice,

debt capital

equity capital

bal ance sheet,

line of credit,

ratios,

financi a

i ncome st atenent,

i ncome (earned and unearned), cash

factoring,
fl ow anal ysi s statenent,

col | ateral

return

[RO],

return on investnment
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1
1

LAA1.4.3

and chart of accounts. LA A 1.4.2,

on equity,

LA.A 2.4.8, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.4,

MA.A. 2.4.2, MA D 1.4.1, MAD24.1,

MA. A 1. 4.2,

SS.D.2.4.5
09. 05 Explain the inmportance of financia

accounting and

LA/A 1. 4.1,

LA.A1.4.2,

managenent to t he ent repreneur.

LA.A 1.4.3,

LAA2.4.1, LAA2.4.2, LAAZ2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C.3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAEZ2 4.4,

LA.D. 1.4.3,

SS.D.2.4.4
09.06 ldentify start-up costs and operating expenses (fixed and

LA E 2.4.8,

LA E 2.4.6,

LA.A1.4.2,

a new business. LA A 1.4.1,

vari able) for
LA A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

MA.A 2.4.2, VA D 1.4.1,

MA. A 1. 4.2,

09.07 ldentify sources of funds for financing a new business.

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LAD2.4.1, LAE2.4.6, SS.D.1.4.1
rates on short and long term

LA.D. 1.4.3,
09. 08 Di scuss i mpact of

i nt erest

LAAA 1. 4.1, LAA1.4.2 LAA1L143 LAALlA4 4,

fi nanci ng.

LA.B.2.4.4, LA C1.4.3, LA C3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 MNMAAIL1 41 NAATL14 2,

LA.D.2.4.1,

MA.D.2.4.1, MAE 1.4.1
establishing credit and obtaining a

MA.D. 1.4.1,

MA. A. 2. 4. 2,
09. 09 Descri be nmethods for

LA/A1.4.2 LAA14.3 LAAZ24 2

LA.A 2.4.5,

credit card.
LA. A 2.4.4,

LA.B.2.4.2, LA B.2.4.3,

LA A 2.4.8,

LAC1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4, LA D24.5,

LA.D.2.4.1,

SS.D.1.4.2
09.10 Identify sources of credit and list steps in applying for

LA.D.2.4.6,

a

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

| oan.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA D2.4.1, LAE2.4.6
09. 11 Discuss inportance of nmintaining a favorable credit

LA.D. 1.4.3,

LA.D.1.4.2,

rating.

LA/A1.4.2 LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LACZ3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

SS.D. 1.4.3

09. 12 Describe differences between short-term and | ong-term

LA.D.2.4.5,

LA.D. 2. 4.4,

LA.A1.4.3, LAAZ24. 2,

needs. LA A 1.4. 2,

capita

LA.A 2.4.5 LAAZ2.4.8 LAB242 LAB24.3,

LA A 2.4.4,
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LA B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC242, LAC3.4.1
LA.C.3.4.2, LA C3.4.4, LAC3.4.5 LAD1l.4.2, LAD1.4.3,
LA.D.2.4.1, LAD2.4.2, LA D243, LAD24.4, LAD24.5,
LA.D.2.4.6, SS.D.2.4.2
09.13 ldentify circunstances that could require additiona

financing. LA A 1.4.1, LAA1.4.2, LAA1.4.3 LAAL1l44
LA A24.1, LAA2 4.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

09. 14 Describe differences between cash basis and accrual basis
accounting. LA A 1.4.2, LAA1.4.3, LAAZ2.4.2, LAAZ2 4.4,

LA A 2.4.5 LA A2 4.8, LAB242, LAB24.3, LAB 2 4.4,
LAC1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.2, LAD2.4.3, LAD2.4.4, LA D245, LAD2.4.6,
MALA 1.4.1, MAAL1l.4.2, NMAAZ2 4.2, MAD1.4.1, MAD2.4.1,
MAE 1.4.1
09.15 ldentify differences between bookkeepi ng, tax accounting,

and managerial accountants. LA A 1.4.1, LA A 1.4. 2

LA A1.4.3 LAA1L1l4.4 LAA2.4.1 LAA24.2, LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1,
LA E 2.4.6

10.0 | DENTIFY PRINCIPLES OF PRICING -The student will be able to:

10.01 Define selling price, fixed costs, variable costs, elastic
demand, inelastic demand, price fixing, bait-and-switch
advertising. LA A 1.4.2, LAA1.4.3, LA A2 4.4,

LA A 2.4.8, LAB2.4.3, LAB.2.4.4, VAA 1l 4.1, NAA L1l 4. 2,
MA.A 2.4.2, SS.D.2.4.2

10.02 ldentify factors that affect selling price (e.g., target
mar ket, conpetition, governnment regul ati ons, econonic
conditions, supply and demand). LA A 1.4.1, LA A1.4.2

LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA E.2.4.6, SS.D.2.4.2

10. 03 Descri be how cost of goods sold influences selling price.
LAA1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1 LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LAD24..2,
LA.D.2.4.3, LA D2.4.4, LA D245 LAD246, VAAL1l 4. 1,
MA.A 1.4.2, MA A 2.4.2, SS.D.2.4.2

10. 04 Define break-even point, fixed expenses, and vari abl e

expenses. LA A 1.4.2, LAA1.4.3, LAA2 4.4, LA A2 4.8,

LA.B.2.4.3, LAB2.4.4, MVAA11 4.1, MAAT1.4.2, NMAA 242
10. 05 Explain the difference between markup based on cost and

mar kup based on retail. LA A 1.4.1, LAA1.4.2, LA A1 4. 3

LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.4, LA A2 4.5,
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LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA.D.2.4.3, LA D2.4.4, LA D245 LAE24.4 LAE24.6,
LA.E. 2.4.8, MAA1l.4.1, MAA1L1l4.2 MAAZ2.4.2, MAD1.4.1

10.06 ldentify types of adjustnents to selling price. LA A 1.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB2.4.1, LA B 2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA.C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6, VAA 141, NMAA L1l 4.2 NAAZ24. 2,
MA.D 1.4.1

10. 07 Define pricing policy, psychological pricing, unit pricing,
product line pricing, and prompotional pricing. LA A 1. 4.2,

LA A1.4.3, LAA2 4.4, LAA2 4.8, LAB243, LAB24.4
Define pricing strategy, penetration pricing, and price
skimmng. LA A1.4.2, LAA1.4.3, LA A2 4.4, LA A 2438,
LA.B.2.4.3, LAB2.4.4

10. 08

11.0 | DENTIFY TYPES AND SOURCES OF GOVERNVENT REGULATI ONS AND TAXATI ON

THAT MAY AFFECT A BUSI NESS--The student will be able to

11.01 Define license, pernmt, contract, patent, copyright,
trademark, and logo. LA A 1.4.2, LA A1.4.3, LA A2 44,
LA A 2.4.8, LAB24.3, LAB24.4

11.02 ldentify major state |laws affecting the operation of a
business. LA A 1.4.1, LAA1.4.2, LA A 143, LAALlA4 4,
LA A24.1, LAA2.4.2 LAA2. 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LA B 24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,
LA D1.4.2, LAD1.4.3, LAD241 LAE24.6

11.03 ldentify major federal |aws affecting the operation of a
busi ness, (e.g., OSHA, Social Security, EEOC, Affirmative
Action, ADA, FMLA). LA A 1.4.1, LAA1.4.2, LAA1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA24.8, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LA D241, LAE24.6,
SS.D.2.4.3, SS.D.2.4.4

11.04 Discuss role of federal regulatory agencies (e.g., Food and
Drug Adm nistration [FDA], Consuner Product Safety
Commi ssi on [ CPSC], Environnental Protection Agency [EPA],
Securities and Exchange Conmi ssion [ SEC], Federal Trade
Commi ssion [FTC]). LA A 1.4.1, LA A1.4.2, LAA1.4.3
LA A1.4.4, LAB24.2 LAB244 LAC1.4.3, LACS3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,
LA D1.4.3, LAD24.1 LAD24.4 LAD245, SS.D2.4.3

11. 05

Identify types of federal
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12.

LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE24.°6,
SS.D.2.4.3

11. 06 Discuss inportance of obtaining outside professional counse
to ensure conpliance with governnment regul ati ons and
taxation (i.e., accountant, lawer). LA A 1l.4.1

LAA 1. 4.2 LAA1.4.3 LAA1L1 44 LAB 242, LAB 244,
LA.C1.4.3 LAC3.4.1 LAC3.4.2 LAC3.4.3, LAC3. 4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ2 4.1, LAD2 4.4,
LA.D.2.4.5, SS.D.2.4.3

| DENTI FY COMMUNI CATI ON AND TECHNOLOGY SKI LLS USED I N
ENTREPRENEURSHI P- - The student will be able to:

12.01 ldentify and denonstrate effective workplace comruni cation
skills: verbal, nonverbal, witten, and el ectronic.

LAAA 1. 4.1 LAA1.42 LAAL143 LAALlA4 4 LAAZ24.1,
LAA2.4.2, LAA2.4.3, LAA2. 4.4 LAAZ2.4.5 LA A2 4.6,
LA/A2.4.7, LAA2.4.8, LAB2.4.1, LAB 242, LAB24.3,
LA.B.2.4.4, LA C1.4.3, LAC1.4.4 LAC2.4.1, LAD1.4.2

LA D1.4.3, LAD241 LAE24.6
12. 02 Describe effective staff comunication and its uses: inter-
personal , departnental, inter-departnental, and conpany.

LA A1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA.D.2.4.3, LAD2.4.4, LAD2.4.5 LAD2.4.6

12. 03 Denmpnstrate ability to read and conprehend witten
conmuni cations. LA A 1.4.1, LA A1.4.2, LA A1.4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2, LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA2.4.8, LAC24.1,
LA D1.4.2 LAD1.4.3, LAD2.4.3

12.04 ldentify a variety of forms of witten business
comuni cations utilized in the workplace. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

12.05 Prepare a business letter, menorandum fax, and e-nmmil.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAD2.4.2, LAD243, LAD24.4, LAD24.5,
LA.D.2.4.6, LAE 2.4.4, LAE 2.4.6, LAE2.4.8

12. 06 Dempnstrate ability to speak effectively with custoners, co-
wor kers, supervisors, and vendors, using appropriate grammar
and terminology. LA C.3.4.1, LA C3.4.2, LA C 3.4.3,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3, LADZ24.1,

LA D.2.2.2, LAD2.4.3, LAD24.4 LAD245 LAD24.6
12. 07 Discuss inportance of devel opi ng networking skills to expand

busi ness contacts. LA A 1.4.1, LA A1.4.2, LA A1.4.3,

LA A1.4.4, LAB24.2 LAB244 LAC1.4.3, LACS3.4.1,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,

LA D1.4.3, LAD241 LAD244 LAD24.5
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12. 08 Expl ain and denonstrate the art of negotiation. LA A 1.4.1,
LAA1.4.2 LAA1L1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.2,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LA D243, LAD24.4, LAD24.5,
LA E2.4.4, LAE 2.4.6, LAE2.4.8

12.09 Prepare and deliver a business-related presentation
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, LAD1.4.1, LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAD2.4.2, LAD243, LAD24.4, LAD24.5,
LA.D.2.4.6, LAE 2.4.4, LAE 2.4.6, LAE2.4.8

12.10 Denpnstrate active |listening strategies that inprove
under st andi ng and performance. LA.C.1.4.1, LA C 1.4.2,
LA.C1.4.3, LAC1.4.4, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.5

12.11 Denmpnstrate dispute resolution techniques. LA A 1.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 248 LAC241 LAD1.4.2, LAD1.4.3

12.12 ldentify neans of nonverbal conmmunication. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA241 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6

12.13 ldentify types of technol ogy/equi pnent used in the
wor kplace. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAAL1LlA4 4
LA A24.1, LAA2.4.2 LAA2. 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB 241, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

12.14 Define hypertext, URL, links, Internet service provider

(I1'SP), bulletin board service (BBS), electronic storefront,
e-mail, newsgroups, flames. LA A 1.4.2, LA A1 4. 3
LA A2 4.4, LAA2.4.8, LAB24.3, LAB24.4
13.0 | DENTIFY AND DEMONSTRATE EMPLOYABI LI TY AND HUMAN RELATI ONS SKILLS-
-The student will be able to:

13.01 ldentify and utilize resources used in a job search (e.qg.

net wor ki ng, newspaper, Internet). LA A 1.4.1, LAAL1l 4. 2,
LAA1.4.3 LAAL1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1,
LA D1.4.2, LAD1.4.3, LAD241 LAE246, MAAS5 4.1,
SC.H. 3.4.5, SC.H 3.4.6, SS.D.1.4.1
13.02 Discuss inportance of drug tests and crinnal background

checks in identifying possible enploynent options.
LAA141 LAA14.2 LAA1.4.3, LAA1l4.4 LABL1A4
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB2.4.2, LAB24.

21



13.

13.

13.

13.

13.

13.

13.

13.

03

04

05

06

07

08

09

10

LA C1l.4.1, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5, SCH3.4.1, SC.H3.4.3, SS.A 5.4.7

Identify steps in the job application process including
arrangi ng for references and proper docunentation (e.gqg.
green card). LA A 1.4.1, LAA1.4.2, LA A1l 4.3,

LA A1l 4.4 LAA2.4.1 LAA2. 4.2, LAA2 4.3, LAAZ2 4.4,
LA.A2.4.5 LAA24.6, LAA2.4.7, LAA2.4.8, LAB14.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD241 LAE246, VAA5 4.1 SCH3.4.6
Identify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LAA1l41

LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LLAB.1.4.2, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE 24.6,
MA.A 5.4.1, SC.H3.4.6, SS.A 5.4.7

Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter
letter of resignation, and letter of recomendati on

LA A1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, VAA 141, SCH3.4.2
Identify and denonstrate appropriate dress and groom ng for
employment. LA A 1.4.3, LAA2. 4.4, LAA2.4.7, LAAZ2.4.38,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LA C3.4.3, SCH3.4.3

Identify and denonstrate effective interviewi ng skills
(e.g., behavioral). LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1l.4.1, LAC1.4.3, LAC3.4.1 LAC3.4.2, LAC3.4.3,
LA.C.3.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1,
MA.A1.4.1, MAAL1 43 SCH3.4.3, SS.C24.3

Descri be nethods for handling illegal interview and
application questions. LA A 1.4.2, LAA1.4.3, LAAZ24. 2,
LA A 2.4.4, LAA2.4.5 LAA248, LAB1l.4.1 LAB14.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.2, LAD2.4.3, LAD24.4, LAD24.5, LAD24.6,
SC.H 3.4.1, SS.A 5.4.7

Di scuss state and federal |abor |aws regulating the
wor kpl ace (e.g., Child Labor Law, sexual harassnment, EECC
ADA, FMLA, OSHA). LA A 1.4.1, LAA1.4.2, LAA11.43

LA A1.4.4, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC1.4.1, LA C1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD24.1 LAD24.4 LAD24.5,
SS.C.2.4.3, SC.H 3.4.4

Identify positive work attitudes and behaviors such as
honesty, conpassion, respect, responsibility, fairness,
trustworthiness, and caring. LA A 1.4.1, LA A1l 4 2,

LA A1.4.3 LAAL1l4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
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LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.1,

LA.B.2.4. 3,

LA D2.4.1, LAE2.4.6, SCH3.4.3
13.11 ldentify ways to work cooperatively in a business situation

LA.D. 1.4.3,

LA.D.1.4.2,

wi th diverse popul ati ons and the physically chall enged.

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.B. 1.4.3,
LA.C. 1.4.3,

LA.B.1.4.2,
LA.B. 2. 4.4,

LA.B.1.4.1.,

LA A 2.4.8,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C. 1.4.4,

LA E 2.4.6
13.12 Describe inmportance of producing quality work and neeting

LAA 141, LAA1.4.2 LAAL143

per f ormance standards.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E.2.4.6, SC.H 3.4.2
and business ethics (e.qg.,

LA.D.2.4.1,

LA.D. 1.4.3,
13.13 ldentify persona

preventing

and unaut hori zed di scounti ng).

pilfering,

t heft,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.4.2 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1

LA.C 1.4.4,

MACA L.4.1, MAAL1 4.2 M AL 43 MALlA44,

LA E 2.4.6,

SS.C.2.4.6

13. 14 Denmpnstrate orderly and systematic behavi or

SS.C. 2.4.3,

SC. H. 3. 4.3,

by creating and

LA.B.1.4.1,

LA.A 1.4.3,

LA.B.2.4.1,

mai ntai ning a nonthly planner.

LA.B.1.4.2,

LA.B.2.4. 3,

LA.B.2.4.2,

LA.B.1.4.3,

LA.D.1.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.B. 2. 4.4,

LA.D.2.4.3, LA D2.4.4, LA D2.4.5 LAD24.6,

LA.D.2.4.2,

MA.B. 1.4.2

promotion (e.qg.

MA. A 5.4. 1,
responsi bility).

LA E. 2. 4.8,
13.15 ldentify qualities typically required for

LA E 2.4.6,

LA E. 2.4.4,

LA/A 1. 4.1,

dependability,

productivity,
LA A 1. 4.2,

LAA L1l 4.4 LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

SC.H.3.4.3
13.16 ldentify how to prepare for job separation and re-

LA A 1.4.4,
LA.A 2.4.5,

LA/A 141, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

enpl oynment .

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2, LAD14.3,

LA.C. 1.4.3,

SC.H 3.4.5

13.17 Create and naintain a portfolio of docunents for job

LA E 2.4.6,

LA.D.2.4.1,

awar ds,

recomendati on,

letters of
evi dence of participation in school/conmunity/vol unteer

resune,

pl acenent (e.g.,

evaluations). LA A 1.4.3, LAB1.4.1,

enpl oyer

activities,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

MALA 1.4.1, MAA1.4.4 SCH3. 45 SCHZ3.4.6

LA.B. 2. 4.4,
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13.18 ldentify and practice stress managenent and rel axation

LA A 1.4.4,
LA.A 2.4.5,

LAA 1. 4.1, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

t echni ques.

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA.B.1.4.3,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
13.19 Maintain confidentiality of business matters.

LA.D.2.4.1,

13.20 Discuss inportance of practicing positive custoner service

LA/A1.4.3, LAB1.4.1 LAB1.4.2 LAB14.3,

skills.

LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LA C1.4.1,

LA.B.2.4.1,

LA.C1.4.4 LAC3.4.1 LAC3.4.2

LA.C 1.4.2,

| DENTI FY AND DEMONSTRATE PERSONAL FI NANCI AL SKI LLS—The student

wi | |

14.0

be able to:

goal s.

financi a

14.01 ldentify and prioritize persona

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LA E 2.4.6,

LA.D. 1.4.3,

MA.A 4.4.1, MAB.3.4.1

MA A 2. 4. 2,

SS.D.2.4.2
14.02 Create and nmintain a budget that supports financia

goal s.

LA.B.2.4.2,

LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1,

LA.B.1.4.1,

MA.A 2.4.2, MA A 4.4.1,

MA.D. 2.4.1
| ong-range financia

MA. A 1. 4.2,

l
l

MA A 1. 4.1
MA.D.1.4.1

o™
< <
N
o o
3

14. 03 Descri be inmportance of

pl anni ng.

LA A 2.4.4,
LA.B. 2. 4.4,

LA.A 2.4.5,
LA.C. 1.4.3,

LA/A1.4.3, LAAZ24.2,
LA.B. 2.4. 3,

LA.A1.4.2,

LA.B.2.4.2,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.5, LA D2.4.6
14. 04 Eval uate various investnment opportunities for financia

LA.D. 2. 4.4,

LA.D.2.4.3,

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

gr owt h.

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.4, LAC1.4.1, LAC1.4.2,

LA.B.2.4.1,

MA A 2. 4. 2,

LA.C 1.4.4,

LA.C. 1.4.3,

MA. B. 3.4.1,
14. 05 Conmpare and eval uate banki ng services (checking and savi ngs

MA. A 4.4.1,

on-|ine banking).

ATM check cashi ng cards,
LA A 2.4.7,

accounts,
LA A 1.4.2,

LA A 2.4.8,

LA A 2.4.6,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.4,

LA.B.2.4.1,

MA.A 4.4.1, MAB.3.4.1

MA A 2. 4. 2,

SS.D.2.4.4
14. 06 Dempnstrate ability to manage a checki ng and savi ngs

LA.B.2.4.2, LA B.2.4.4,

account .
MA. A 2. 4.2,

MA. A 4.4.1,

MA. A 3.4. 3,

MA.D. 2.4.1
14. 07 Conplete a 1040EZ incone tax form

LA.B. 2. 4.4,

LA.B.2.4.2,

MA. A 4.4.1,

MA. A 3.4. 3,
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be able to:

| DENTI FY PRI NCI PLES OF MANAGEMENT- - The student wil |l

15.0

15. 01 Discuss the evolution of managenent as a science and as an

LAA1.4.2 LAA1.4.3 LAALlA4 4

LA/A 1. 4.1,

LA.B.2.4.2,

art.

LA.C1.4.3, LAC3.4.1, LAC3.4.2

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5

LA. D 2.4.1,
15. 02 Expl ain role of managenent

LA/A 1. 4.1,

busi ness.

in small

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E. 2.4.8
15. 03 Define five (5) functions of managenent:

LA E 2.4.6,

LA E. 2.4.4,

pl anni ng,

and controlling.

staffing, directing,

or gani zi ng,

LA/A1.4.3 LAAZ2.4.4 LAA2.4.8 LAB24.3,

LA.A1.4.2,

LA.B.2.4.4
15.04 Discuss different types of

LA/A 1. 4.1,

| eadership styles.

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LA D2.4.1, LA D2 4.4,

LA.C 3.4.5,

LA.D.2.4.5
15.05 ldentify characteristics of effective | eaders.

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4. 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
15. 06 Explain the steps in decision nmaki ng and probl em sol vi ng.

LA.D.2.4.1,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LAD.1.4.2, LAD1.4.3, LAD2 4.3, LAD2 4.4,

LA.C 3.4.5,

LA E.2.4.6, LAE2.4.8
dealing with conflict.

LA E. 2.4.4,

LA. D. 2. 4.5,
15. 07 Discuss strategies for

LA/A 1. 4.1,

LA/A1.4.3, LAA1l4.4 LAB2.4.2, LAB.2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LAD.1.4.2, LAD1.4.3, LA D2 4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
15.08 ldentify procedures for

LA/A 1. 4.1,

recruiting enpl oyees.

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2, LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
15.09 ldentify criteria for selecting prospective enpl oyees.

LA.D.2.4.1,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,
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LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6
15. 10 Review nethods utilized in training enployees.

LA.D.2.4.1,

LA.D. 1.4.3,

LA.A1.4.2,

LAA2.4.1, LAA2.4.4, LAA2.4.6, LAC3.4.1,

LA A 1.4.4,

LA.C.3.4.4, LA C.3.4.5
promoting and transferring enpl oyees.

LA.C 3.4.3,

LA.C.3.4.2,
15.11 Di scuss reasons for

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5
15.12 ldentify various types of wage and sal ary pl ans.

LA.D. 2. 4.4,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LAD.2.4.1, LAE2.4.6, MVAA 1 4.1 NMAAL1l4 2,

LA.D. 1.4.3,

MA.B.3.4.1

15.13 ldentify the nost frequently offered fringe benefits.

MA. A 3.4. 3,

MA A 2. 4. 2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

15. 14 Describe obligations enployers have to enpl oyees.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE 2.4.6

LA.D. 1.4.3,

16.0 DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P AND THE FREE

be able to:

ENTERPRI SE SYSTEM - The student will

16. 01 Research role of entrepreneurship in the free enterprise

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

system

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA . B. 1. 4.3,
16. 02 Conpare and contrast different types of business ownership

LAA2.4.4, LAA2.4.6, LAA2.4.7, LA A2 4.8,

LA.A1.4.2,

LA.B.2.4.4

16. 03 Assess advantages and di sadvant ages of busi ness ownershi p.

LA.B.2.4.2,

LA.B.2.4.1,

LAAL1.4.2 LAA1.4.3 LAAL14 4 LAAZ2 4.4,

LA/A 1. 4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.4, LAC1.4.1, LA C1.4.2, LAC1.4.3,

LA.B.2.4.2,

LA.C. 1.4.4
16. 04 Analyze risks and responsibilities involved in ownership of

LA A 1.4.4,
LA.A 2.4.5,

LA/A 141, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

a busi ness.

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LAB.2.4.4

LA . B. 1. 4.3,
16. 05 Exam ne the obligations of business ownership

LA.A 2.4.1,

LAA2.4.3, LAA2.4.4, LAA2.45 LAAZ2.4.6

LA A 2.4.2,
16. 06 Di agram the econoni c/ busi ness cycl e.

LA.B.2.4.2

LA.B.2.4.1,
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16. 07 Interpret concepts of Law of Supply and Demand in relation

LA A 2.4.3,

to a specific product and/or service.

LA/A2.4.7, LA B 2.4.2, LA C3.4.3, LA D 2. 4.4,

LA A 2.4.4,

MA.D.1.4.2, MA.D.2.4.1, MVAE1l4.1

16. 08 Investigate current trends contributing to econon c change.

MA.D. 1.4.1,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4

LA.B.2.4.1,

be

17.0 DEMONSTRATE KNOW.EDGE OF THE GLOBAL ECONOMY--The student will

able to:

17.01 ldentify the role of an Internet site in generating

LA A 1.4.3,
LA A 2.4.4,

LA.A1.4.2,
LA A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

i nterest.

LA.A 2.4.1,

i nt ernati onal

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA E 2.4.6

LA D1.4.2 LAD1.4.3, LAD24.1,
17. 02 Define and explain exchange rate, of credit (L/C),

LA.C. 2.4.1,

letter

LA.A1.4.3, LA A2 4.4,

LA.A1.4.2,

and freight forwarder.

MA. A 1. 4.2,

MA A 1.4.1,
MA.B.3.4.1

LA.B. 2. 4.4,
MA. A 3.4. 3,

MA A 3.4.1,

LA B.2.4.3,
17. 03 Analyze characteristics of the gl oba

LA A 2.4.8,
MA A 2. 4. 2,

LA/A 1. 4.1,

econony.

LA/A1.4.3 LAA1l4. 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4

LA B.2.4. 2,
17. 04 Discuss inpact of

trade on snall business

i nt ernati onal

LA.A1.4.2,

bal ance of trade). LA A 1.4.1,

(e.g.,

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LAD24.1 LAD2. 4.4 LAD2.4.5,

LA.D.1.4.2,

MA.A 1.4.2, MA A2 4.2, MVAAS3. 4.1, MAA 3.4.3

MA A 1.4.1,

MA. B. 3.4.1
17. 05 Compare and contrast gl oba

busi ness opportunities.

LA A 2.4.6,

LA A 2.4.8,

LA.A2.4.7,

LA A 2.4.4,

LA.A1.4.2,

LA.B.2.4.4
researching specific internationa

LA.B.2.4.2,

17. 06 Descri be net hods of

LA.B.2.4.1,

LA/A1.4.3, LAAZ2.4.2 LAAZ2 4.4,

LA.A1.4.2,

mar ket s.

LA.A2.4.8, LAB 242 LAB243 LAB2 4.4,

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.6

LA.D.2.4.4, LA.D.2.4.5,
barriers to international trade.

LA.D.2.4.3,

LA. D. 2.4. 2,
17.07 ldentify potenti al

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

17.08 ldentify differences between inporting and exporting.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,
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LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

17. 09 Exam ne inpact of changes in trade barriers and technol ogy.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LAA2.4.6

18.0 DEMONSTRATE KNOWL.EDGE OF THE | MPORTANCE OF THE BUSI NESS PLAN- - The

be able to:

student will

18. 01 Di scuss how a business plan contributes to the success of a

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

busi ness.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA E 2.4.6
conducting a feasibility

LA.A 1.4.3,

LA.D.1.4.3, LA D 2.4.1,

LA.D. 1.4. 2,
18. 02 Describe the circunstances for

LA A 1.4.4,

LA.A1.4.2,

LA/A 1. 4.1,

st udy.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LA D241 LAEZ246

LA.D. 1. 4.2,
18. 03 Anal yze exanpl es of busi ness pl ans.

LA.A1.4.2,
LA.A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4
18. 04 Expl ain inportance of the presentation of the business plan.

LA.B. 2.4. 3,

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LAD.1.4.2, LAD1.4.3, LAD2 4.3, LAD2 4.4,

LA.C 3.4.5,

LA E.2.4.6, LAE2.4.8
revi ewi ng and updating the business

LA E. 2.4.4,

LA. D. 2. 4.5,
18. 05 Express inportance of

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

pl an.

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA AZ24.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LA E 244 LAEZ2 46, LAE2.4.8

LA.D. 2. 4.4,

| NVESTI GATE AND ANALYZE COVPONENTS OF FI NANCI AL MANAGEMENT- - The

student will

19.0

be able to:

and accounti ng

19. 01 Dempnstrate the inportance of financia

LA.C 3.4.2,

LA.C. 3.4.1,

managenent to t he ent repreneur.

LA.C 3.4.3,

LA.C.3.4.5, MA A 3.4.3, MAA 4 4.1,

LA.C 3.4.4,

MA.D. 2.4.1
19. 02 Dempnstrate and cal cul ate how to deternine start-up costs

MA. B. 3. 4.1,

LA.C. 3.4.1,

a business in a given situation.

for

LA.C.3.4.3, LA C3.4.4, LA C.3.4.5 NMAAZ3. 4.3,

LA.C 3.4.2,
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MA.D. 1.4.1,

MA. B. 4. 4. 2,
MA.E.1.4.3

MA. B.4.4. 1
MA.E. 1.4.1

—
i
o o
g
£
— N
i
< <
<d

g

19. 03 Compare and contrast the three nmeans of obtaining equity

public corporation,

LA A 2.4.4,

private corporation,

funding (e.g.

LA.A 2.4.6,

LA.A1.4.2,

venture capitalists).

LA.A2.4.7,

MA.
MA

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4,

LA A 2.4.8,

MA. B. 3. 4.1,

MA.E. 1.4.1

MA. B. 2. 4. 2,
19. 04 Compare and contrast sources of start-up and operating

MA A 4.4. 1
MA.D.2.4.1

LAA 1. 4.2 LAAZ2.4.4 LAA2.4.6, LAAZ2.4.7,

capi tal

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4,

LA A 2.4.8,

<0

19. 05 Analyze fixed and vari abl e costs,

debt

LA.A1.4.2,

equity financing,

and trade credit. LA A 1.4.1,

fi nanci ng,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B. 2. 4.4,

LA.B. 2.4. 3,

MA. B. 3. 4.1,

MA. B. 2. 4. 2,

MAE 1.4.1
19. 06 Expl ai n conponents and inportance of a profit and | oss

LAAA 1. 4.1, LAA1.4.2 LAA1L1 43 LAALlA4 4,

statenment.

LAA2.4.2, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1 LAB1.4.2 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LAEZ2 44 LAEZ2 46, LAEZ24.8,

LA.D. 2. 4.4,

MA.A. 2.4.2, MA A 3.4.1, MA A 3.4.3,

MA. A 1. 4.2,
MA.E. 1.4.1

MA.A 1.4.1
MA.D. 1.4.1
19. 07 Create a bal ance sheet,

and cash fl ow

i ncome st atenent,

LA.B.2.4.1,
MA A 2. 4. 2,

LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3,
MA.A 1.4.1, MAA 14 2,
MA.D.1.4.1

LA.B. 2.4. 3,

proj ecti on.

. MAE 1.4.1
effective inventory control

MA. A 3.4. 3,

MA. A. 3.4.1, )
19.08 ldentify records necessary for

LA.B.2.4.2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LA/A2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

MA.A 1.4.1, MAA 14 2,
MA.D.2.4.1

MA.D. 1.4.1,

LA E. 2. 4.6,
19. 09 Discuss the use of conputers in financia

MA. B. 4. 4. 2,

LA.D.2.4.1,

LA.D. 1.4.3,
MA A 2. 4. 2,

anal ysi s.

LA A 1.4.4,

LA.B.2.4.2,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2, LA C3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

LA.D.2.4.5

LA.D. 2. 4.4,

20.0 DEMONSTRATE THE KNOW.EDGE OF MERCHANDI SI NG AND | NVENTORY- - The

be able to:

student will

esti mat ed

LA.A 1.4.3,

pl anned stock |evels,

20. 01 Define pl anned sal es,

and shrinkage. LA A 1.4.2,

mar kdowns,

LA.A2.4.8 LA B 243 LAB244

LA A 2.4.4,
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retail).

(cost vs.

i nventory contro

20.02 Analyze options for

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4

20. 03 Explain the purchasing procedures for

LA.B.2.4.1,

busi ness by

a smal |

LA.A1.4.2,

LA A 1.4.3,

LA/A 1. 4.1,

st ock.
LA A 2.4.1,

defi ni ng node

LA A 1.4.4,

LA.A 2.4.4, LA A 2.4.5,

LA.A 2.4.2,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA.B.1.4.3,

LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 LAEZ2 4.4 LAEZ24.6,

LA.D. 2.4.3,

LA.E. 2.4.8
20. 04 Describe factors to consider when sel ecting vendors (e.qg.

quantity discount, seasona
Free On Board destination,

cash di scount,

ternms of sale,

future dating,

di scount,

buying). LA A1.4.2, LAA1.4.3, LA A2 4.2,

consi gnnent
LA A 2.4.4,

LA.A 2.4.8, LA B 2.4.2, LA B 24.3,

LA.A 2.4.5,

LA.C1.4.3, LAC1.4.4 LAC2.4.2, LAC3.4.1

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LA D244 LAD24.5,

LA.D.2.4.1,
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20. 05 Define and cal cul ate basi c business neasurenents (e.g.

stock turnover, cost of goods sold,

br eak- even poi nt,

and discounts/ternms). LA A 1.4. 2,

mar kdown,

mar kup,

LA.A 2.4.8, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.4,

LA.A 1.4.3,

— N -
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busi nesses use to authorize paynents

20. 06 Expl ain nethods that

LA A 1.4.3,
LA.A 2.4.5,

LA.A1.4.2,

LA A 2.4.4,

LA/A 1. 4.1,
LA.A 2.4.2,

goods and services.

for

LA.A 2.4.1,

LA A 1.4.4,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 LAEZ2 4.4 LAEZ24.6,

LA.D.2.4.3,

LA E. 2.4.8
20.07 ldentify use of conputer systens in managi ng nerchandi se and

LAAA 141, LAA1.4.2 LAA1L1 43 LAALlA4 4,

i nventory.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LA D241 LAEZ246

LA.D.1.4.2,

| DENTI FY THE ELEMENTS OF MANUFACTURI NG AND PRODUCTI ON- - The st udent

wi | |

21.0

be able to:

custom

21.01 ldentify different types of manufacturing (e.qg.

and intermttent).

conti nuous, repetitive,

mass,
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LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2 4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

21.02 ldentify the el enents of product production planning (e.qg.
i nventory, human resources, and production scheduling).
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

21.03 ldentify factors that influence the | ocation of a
manuf acturing business. LA A 1.4.1, LAA1l.4.2, LA A1 4. 3
LA A1l 4.4 LAA2.4.1 LAA2. 4.2, LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA24.8, LAB.24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE 24.6,
SS.D.1.4.1

21.04 Discuss the principles of quality managenent. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5

22.0 DEMONSTRATE KNOW.EDGE OF MANAGEMENT COF CUSTOMER CREDI T AND
COLLECTI ON- - The student will be able to:
22.01 Define credit policy, credit bureau, credit limts, accounts

recei vabl e, and aging of accounts. LA A 1.4.2, LA A 1. 4.3,
LA A 244, LAA24.8, LAB243 LAB244 SS.D1.4.2

22.02 Discuss the advantages and di sadvant ages of offering
customer credit. LA A 1.4.1, LAA1.4.2, LA A1 43
LA.A 1.4.4, LA B.2.4.2, LA B.2.4.4, LA C1.4.3, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C.3.4.4, LA C3.4.5 LAD1.4. 2,
LA.D.1.4.3, LA D.2.4.1, LA D.2.4.4, LA D.2.4.5 SS.D.1.4.2

22.03 Analyze credit options for a small business. LA A 1.4.1,
LAA1.4.2, LAA1.4.3, LAA 1 4.4 LAAZ2.4.1, LAAZ24 2,
LA.A 2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6, LAAZ24.7,
LA.A.2.4.8, LA B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4

22.04 Exanine criteria for granting custoner credit. LA A 2.4.1,
LAA2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6

22.05 ldentify costs to a business of offering credit card service
toits custonmers. LA A 1.4.1, LA A1l 42 LA A143,
LAA 1.4.4, LAA2.4.1, LAA2.4.2, LA A2.4.3, LA A 2. 4.4,
LA.A 2.4.5 LA A2.4.6, LAA2.4.7, LAA2.4.8, LA B 2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C 1.4 4,
LA.C.2.4.1, LA D.1.4.2, LAD.1.4.3, LA D241, LAE 2 4.6,
MALA 1.4.1, MAAL1l.4.2, MAAZ2.4.2, MAA3. 4.3, SS.D.1.4.1,
SS.D.1.4.2

22.06 ldentify agencies providing credit information on customers.
LA/A1.4.1, LAA1.4.2, LAA1.4.3 LAA1L1l 4.4 LAAZ24.1,
LA.A2.4.2, LAA2.4.3, LAA2. 4.4 LA A2.4.5 LA A2 4.6,
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LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LAA2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.E.2.4.6, SS.D.1.4.2
records or

LA.D.2.4.1,

LA.D. 1. 4.3,
22.07 Describe use of credit

LA.A1.4.2,

reports.
LA A 2.4.5,

LA A 2.4.8,

LAA2.4.2, LA A 2.4.4,

LA.A 1.4.3,

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LA C1.4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.6, SS.D.1.4.1, SS.D.1.4.2
credit collections.

LA.D.2.4.5,

LA. D. 2. 4. 4,
22.08 Analyze procedures used for

LA/A 1. 4.1,
LA.A 2.4.2,

LA/A1.4.3, LAA14. 4 LAAZ2 4.1,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4, SS.D.1.4.1, SS.D.1.4.2
22.09 Explain the purpose of an accounts receivable aging report.

LA.B. 2.4. 3,

LA.B.2.4.2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LAD.1.4.2, LAD1.4.3, LA D2 4.3, LAD2 4.4,

LA.C 3.4.5,

LAE2.4.4, LAE 2. 4.6, LAE2.4.8 SS.D1.4.1,

LA.D.2.4.5,

SS.D.1.4.2
22.10 ldentify the role of snall

clainms court and coll ection

LA.A1.4.2,

LA/A 1. 4.1,

agencies in debt collection.

LA.A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D. 1.4.2

LA E 2.4.6,

be able to:

23.0 DESCRI BE RI SK/ SHRI NKAGE MANAGEMENT- - The student will

LA/A 1. 4.1,

23.01 ldentify nmethods to mininize shoplifting.

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
23.02 Deternine procedures that can be used to reduce anount of

LA.D.2.4.1,

LA.A1.4.2,

LA/A 1. 4.1,

theft.

|l oss frominterna

LA.A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA A 246, LAA2.4.7, LAA24.8
23.03 ldentify procedures that can be used to reduce amount of

LA.A 2.4.5,

LA A 2.4.4,

LA/A 141, LAA1.4.2 LAAL143

| oss from bad checks.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA D1.4.3, LAD241 LAE24.6
23.04 Discuss security procedures to discourage burglary and

LA.D.1.4.2,

LA.C. 2.4.1,

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

robbery.

LA.B.2.4.4, LA C1.4.3, LAC3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5

LA.D.2.4.1,
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24.

23.05

23.06

23.07

23.08

23.09

DEMONSTRATE KNOW.EDGE OF

Di scuss how accidents and | awsuits can be prevented.

LAA141 LAA1L14.2 LAA1.43 LAALl4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3, LADZ24.1,
LA.D.2.4.4, LA D2.4.5

Identify different types of business insurance policies
required for a variety of types of businesses. LA A 1l.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB2.4.1, LA B 2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA.C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAE2.4.6

Identify procedures for handling cash transactions.
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LA A2.4.5 LA A2 4.6,
LA A2.4.7, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD241 LAE24.6

Conpare and contrast different store policies concerning
shrinkage (e.g., returns, mark out of stocks, charge backs).
LA A1.4.2 LAA2 4.4 LAA2.4.6, LAA2.4.7, LA A2 4.8,
LA B.2.4.1, LAB2.4.2, LAB2.4.4

Identify procedures for mamintaining quality customner
service. LA A1.4.1, LAA1l.42 LAA143, LAALlA4 4
LAA24.1, LAA2 4.2 LAA2. 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB24.1, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1
LA D1.4.2, LAD1.4.3, LAD241 LAE24.6

GOVERNMENT REGULATI ON CF BUSI NESS- - The

student will

24.02

be able to:

24.01 Analyze governnent regul ati ons and agenci es that inpact a
busi ness venture (e.g., OSHA, FTC, FCC, UCC). LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 248 LAB1.4.1, LAB1.4.2 LAB1.43 LAB24.1
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, SS.D.1.4.1
I nvestigate the role of government regul ations in dealing
with custoners and enpl oyees. LA A 1.4.1, LA A1l 4. 2,
LAA1.4.3 LAAL1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
SS.D.2.4.3

24.03

24.04

Expl ain differences between a |license and permt and

identify issuing agencies. LA A 1.4.1, LA A 1.4 2,

LA A1.4.3 LAAL1l4.4 LAA2.4.1 LAA24.2, LA A2 4.4,
LA A 2.4.5 LAA2 4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.2, LA C3.4.1,
LA.C.3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,
LA.D.1.4.3, LAD2.4.3, LAD24.4, LAD24.5, LAE24.4,
LA E.2.4.6, LAE2.4.8

Di scuss i nportance of evaluating environnental inpact of
business. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAALl 44,
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LA.B.2.4.4, LA C1.4.3, LA C3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5 SS.B.1.4.1, SS.B.2.4.7
24.05 Describe health and safety issues that should be consi dered

LA.D. 2. 4.4,

LA.D.2.4.1,

LA.A1.4.3, LAAZ2.4.2,

LA.A1.4.2,

by an entrepreneur.

LA A 2.4.4,

LA.A 2.4.8, LA B 2.4.2, LA B 2.4.3,

LA.A 2.4.5,

LA.C1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2. 4.4 LAD24.5,

LA.D.2.4.1,

LA.D.2.4.6
24.06 Describe facility/equipnment

mai nt enance records.

LA/A1.4.3 LAAZ2.4.2 LAA2 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LAD.1.4.2, LAD1.4.3, LAD2.4.1, LADZ24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D 2.4.5 LA D2.4.6

LA.D. 2. 4.3,
24.07 Di scuss consuner

LA/A 1. 4.1,

product safety | aws.

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

SS.C.2.4.5

LA.D.2.4.5,

be abl e

25.0 DEMONSTRATE KNOWLEDGE OF BUSI NESS LAW - The student will

to:

LA.A1.4.2,

LA/A 1. 4.1,

25.01 Explain evolution of business |aw.

LAA L1 4.4 LAAZ2.4.1 LAA2. 4.2 LA A2 4.4,

LA.A 1.4.3,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB14.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LAC1.4.3 LAC1.4.4 LAC2.4.2, LAC3. 4.1,

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAE 2 4.4,

LA.D. 1.4.3,

SS.A.5.4.8

25.02 Explain and anal yze the elenments of a contractual

LA E 2.4.8,

LA E 2.4.6,

of
LA A 1.4. 4,

limted power

of attorney,
LA A 1. 4.2,

power

relationship (e.qg.,
attorney).
LA A 2.4.1,

LA.A 1.4.3,

LA/A 1. 4.1,

LAA2.4.4, LA A 2.4.5 LA A2 4.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.E 2.4.4, LAE2 4.6, LAE2.4.8
LA/A 1. 4.1,

LA.D.2.4.5,

LA. D. 2. 4. 4,
25.03 Analyze el ements of an enforceable contract.

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4
information to nmaintain conpliance with

LA.B. 2.4. 3,

LA B.2.4. 2,
25.04 ldentify essenti al

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

statutes of frauds.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LAA2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1 LAEZ24.6

LA.C. 2.4.1,

34



26.

25. 05 Analyze various breaches of contract and avail abl e renedi es.
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2 4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

25.06 ldentify enforceable or non-enforceable el enents of a case
study. LA A1.4.1, LAA1.4.2, LAA1.4.3 LAAL1l44
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

25.07 ldentify requirenents of negotiability. LA A 1.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB2.4.1, LA B 2.4.2, LAB.2.4.3, LA B.2. 4.4,
LA.C1.4.3, LAC1l.4.4, LAC24.1 LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAE2.4.6

| NVESTI GATE AND ANALYZE COMPONENTS OF HUVAN RESOURCES MANAGEMENT- -
The student will be able to:

26. 01 Conpare and contrast using independent contractors,

tenporary hel p agenci es, co-op prograns, interns, and
per manent enployees. LA A 1.4.2, LA A 2. 4.4, LA A 2. 4.6,
LA.A2.4.7, LA A 2.4.8, LA B.2.4.1, LA B.2.4.2, LA B.2.4.4,
MALA 1.4.1, MAA1.4.2, MAAZ2.4.2, MA A 3.4.3

26.02 Create a job description. LA B.1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

26.03 Role-play an interview using appropriate, |egal questions.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

26. 04 Eval uate appropriate work habits (e.g., punctuality,
initiative, self-nmanagenent, reliability). LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

26. 05 Analyze traits that pronote human rel ations and increase job

productivity. LA A 1.4.1, LAA1l.4.2 LAA1 4.3,

LAA L1 4.4 LAAZ2.41 LAA2.4.2 LAAZ2.4.3, LAAZ2 4.4,
LA.A2.4.5 LAAZ2.46, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LAB.2.4.2, LAB.2.4.3

LA.B.2.4.4, SS.D.1.4.1
26. 06 Di scuss conponents and functions of a company policy nmanua
(e.g., drinking and snoking, tardi ness and absenteei sm
sexual harassnent, nedical insurance, holidays, vacation and
sick time). LA A1l.4.1, LAA1l.4.2 LAA14.3, LAAL1LlA4 4
LA.B.2.4.2, LAB.2.4.4, LAC1.4.3, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3
LA D.2.4.1, LAD2.4.4, LAD24.5
26. 07 Select and develop witten solutions to behavior problens
affecting job performance. LA B.1.4.1, LA B.1.4.2,
2.4,
Ing
2.4,
2.4,

LA.B.1.4.3, LA B24.1, LAB 2, LAB2.4.3, LAB24.4
26. 08 Describe procedures for traini and pronoting enpl oyees.

LA A1.4.2 LAA143, LAA 2, LAA 2. 4.4, LA A2 4.5,

LA A 2.4.8, LAB24.2, LAB 3, LAB2.4.4, LAC1.4.3,
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LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C. 1.4.4,

LAD.1.4.2, LAD1.4.3, LA D241, LADZ24.2,

LA.C 3.4.5,

LA.D.2.4.5, LA D2.4.6
26. 09 Describe methods for supervising and notivating enpl oyees.

LA.D. 2. 4.4,

LA.D.2.4.3,

LA/A1.4.3 LAAZ2.4.2 LAA2 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C. 1.4.4,

LAD.1.4.2, LAD1.4.3, LA D241, LADZ24.2,

LA.C 3.4.5,

LA.D.2.4.6
eval uati ng enpl oyee

LA.D.2.4.4, LA D. 2.4.5,

26.10 Di scuss alternative nmethods for

LA.D. 2.4.3,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,
LA.B.2.4.2,

per f or mance.

LA A 1.4.4,

LA.C1.4.3, LA C3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.1, LA D 2.4.4, LA D2.4.5

26. 11 Exanine and critique a performance appraisa

LA.D. 1.4.3,

of an enpl oyee.

LA.B.2.4.1,

LA.B.2.4.2,

LA.B.1.4.2, LA B.1.4.3,

LA.B.1.4.1,

LA.B.2.4.4
26.12 ldentify steps in devel oping a conprehensive enpl oyee

LA.B. 2.4. 3,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

conpensati on package.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA D1.4.2 LAD1.4.3, LAD241 LAE24.6
26.13 ldentify records necessary for

LA.C. 2.4.1,

t axes. LA A 1.4.1,

payrol |

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA.E.2.4.6, MVAA1l 4.1 NMAAIL1l 42 MAAZ24.2

26. 14 Descri be conmponents of enployee contracts (e.gqg.

LA.D.2.4.1,

nonconpet e

LA A 1.4.3,

LA.A1.4.2,

nonsolicitation clause).

cl ause,

LAA2.4.4, LAA2.4.5 LAA2.4.8 LAB24.2,

LA.A 2.4.2,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.4, LA C.3.4.5 LAD1.4.2,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.2, LA D2.4.3, LAD2 4.4,

LA.D. 1.4.3,

LA.D.2.4.6
26. 15 ldentify records used for

LA.D.2.4.5,

effecti ve human resource

LA.A1.4.2,
LA A 2.4.3,

LA A 1.4.4,
LA.A 2.4.5,

LA.A 1.4.3,
LA A 2.4.4,

LA/A 1. 4.1,
LA.A 2.4.2,

managenent .

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA E 2.4.6

LA.D.1.4.3, LA D2 4.1,
i mplications of using performance

LA.D. 1. 4.2,
26. 16 Describe the |ega

LA.A1.4.2,

denot e enpl oyees.

LA A 2.4.4,

appraisals to termnate or

LA A 2.4.8,

LA.A 2.4.5,

LA.A 2.4.2,

LA.A 1.4.3,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LAC3.4.2, LA C3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD 241 LAD2 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.5, LA D.2.4.6

LA.D. 2. 4.4,

B
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27.0 ANALYZE CHANG NG ROLE OF ENTREPRENEURSHI P | N THE GLOBAL
MARKETPLACE- - The student will be able to:

27.01 Evaluate inportance of entrepreneurship to the American
econonmy. LA B.1.4.1, LA B.1.4.2, LA B 1.4.3, LA B2 4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, VAA 1l 4.1, NA A1l 4. 2,
MA.A 2.4.2, MA A 3.4.3, MAB2.4.1, MAB.2.4.2, VA.B.3.4.1,
MA.D.1.4.1, MA D241, MAE1.4.1, SS.D.2.4.4, SS.D.2.4.5

27.02 Analyze business trends created by changes in technol ogy.
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA24.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, VA A1l 4.1,
MALA 1.4.2, MAA2.4.2, MAAS3.4.3, MAB2.4.1, MAB. 2.4.2,
MA.B.3.4.1, MA.D.1.4.1, MA D 2.4.1, MAE1.4.1, SS.D.2.4.5

27.03 Summarize factors that have led to increased interdependence
within the gl obal marketplace. LA B.1.4.1, LA . B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,

SS.D.2.4.6
27.04 Analyze the inpact of international |aw on sales
transactions. LA A 1.4.1, LAA1.4.2, LA ALl 4
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28.0 COVPARE AND CONTRAST MANAGEMENT THEORI ES--The student will be able

to:

28.01 ldentify notivational theories that inpact nanagenent (e.g
Masl ow, Herzberg). LA A 1.4.1, LA A1.4.2, LA A1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA24.8, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA C2.4.1, LAD1.4.2, LAD1.4.3, LAD241 LAE24.6

28.02 ldentify an appropriate notivational strategy after
deternmining the wants, needs, and notives of a particul ar
audience. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAALl 44,

LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB.2.4.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

28.03 Discuss reward and puni shnment theories as they relate to the
busi ness setting. LA A 1.4.1, LAA1l.4.2, LAAL1l43,
LA A1.4.4, LAB24.2 LAB244 LAC1.4.3, LACS3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,
LA D1.4.3, LAD241 LAD244 LAD24.5

28. 04 Conpare and contrast Theory X, Theory Y, and Theory Z.
LA A1.4.2 LAA2 4.4, LAA2.4.6, LAA2.4.7, LA A2 4.8,
LA B.2.4.1, LAB2.4.2, LAB2.4.4

ity Managenent
2, LA A 1.4.3,
4

28. 05 Define and discuss the inpact of Total Qual
1
B .4

a
(TQM in the global marketplace. LA A 1. 4.
LA A 2.4.4, LAA2.4.8, LAB24.3, LAB2
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29.0 EXPLAIN ROLE OF MANAGEMENT | N OPERATI ON OF AN ENTERPRI SE- - The
student will be able to:

29.01 Evaluate possibility of and procedure for buying an existing
busi ness or franchise. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, VA A1l 4.1,

MA.A 1.4.2, MAA2.4.2, MAAS3.4.3, MAB3.4.1

29. 02 Analyze and explain the functions of managenent.
LAAA1.4.1, LAA1.4.2, LAA1.4.3 LAA1L1l 4.4, LAAZ2 4.1,
LA.A2.4.2, LAA2.4.3, LAA2. 4.4 LA A2.4.5 LA A2 4.6,
LA.A2.4.7, LA A 2.4.8, LAB.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4

29. 03 Prepare an organi zation chart and explain its inportance.
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4

29. 04 Discuss various aspects of supervising enpl oyees.
LAAA1.4.1, LAA1.4.2, LAA1.4.3 LAA1L1l 4.4, LAB24. 2,
LA.B.2.4.4, LA C.1.4.3, LA C.3.4.1, LA C3.4.2, LA C 3.4.3,
LA.C.3.4.4, LA C.3.4.5, LAD.1.4.2, LAD1.4.3, LAD24.1
LA.D.2.4.4, LA.D.2.4.5

29.05 Interpret the term*“control” and explain its inmportance in
operating a business. LA A 2.4.3, LAA2. 4.4, LAA24.7,
LA.B.2.4.2, LA C3.4.3, LAD2.4.4

29.06 Analyze the rel ationship of governnment (federal, state, and

local) to a small business. LA A 1.4.1, LA A1l 4 2,
LA A1.4.3 LAA1L1l4.4 LAA2.4.1 LAA24.2, LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4, SS.D.2.4.3

29. 07 Provide exanpl es of regulations that affect a snall

business. LA A 1.4.2, LAA1.4.3, LAA2 4.2 LAAZ2 4.4

LA A 2.4.5 LA A2 4.8, LAB242, LAB2 4.3, LAB 2 4.4,
LA C1.4.3, LAC1.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.2, LAD2.4.3, LAD2.4.4, LAD2.4.5, LAD2.4.6,
SS.D.2.4.3

29.08 Prepare cal cul ations for various types of taxes levied on a
small business. MA A 1.4.1, MAA1.4.2, NA A 2. 4.2,
MA.A 3.4.1, MAA3.4.2, MVAA3.4.3 MAAA4.4.1, MAB. 2.4.2,
MA.B.3.4.1, MA.D.1.4.1, MAD.2.4.1, MAD.2.4.2, MVAE 1.4.1

l

SS.D.2.4.3
29. 09 Conpare sources of technical assistance for the snall
busi ness owner. LA A 1.4.2, LA A 2.4.4, LA A 2.4.6,
LA A 247, LAA24.8, LAB241 LAB242 LAB24.4

30.0 LIST COVPONENTS OF A BUSI NESS PLAN AND EXPLAI N HOW SUCH A PLAN
CONTRI BUTES TO SMALL BUSI NESS SUCCESS- - The student will be able
to:

30. 01 Describe components of a business plan (e.g., Executive
Summary, |Introduction, Analysis of Business Situation,
Pl anned Operation, Planned Financing). LA A 1.4.2,
LA A1.4.3, LAA2 4.2 LAA2 4.4, LAA2 4.5 LA A2 4.8,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LAC 1. 4.4,
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31.

32.

30. 02

30. 03

30. 04

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LAC3.4.4, LA C 3.4.5,
LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LADZ242, LAD24.3,
LA.D.2.4.4, LA D 2.4.5 LA D2.4.6

Anal yze inportance of a business plan in devel oping a
busi ness idea and eval uating success. LA A 1.4.1,

LAA 1. 4.2 LAA1.4.3 LAA1L1 44 LAB 242, LAB 244,
LA.C1.4.3 LAC3.4.1 LAC3.4.2 LAC3.4.3, LAC3. 4.4,
LA.C.3.4.5, LA D1.4.2, LAD1.4.3, LADZ24.1 LAD244

LA.D.2.4.5

Sel ect dat a/ graphics, maps, and diagranms to be included in
the business plan. MA A 1.4.1, MA A 1.4.2, MAA 2.4.2,
MA.A 3.4.1, MA.B.2.4.1, MAB.2.4.2, MAB.3.4.1, MAB.4.4.1,
MA.B.4.4.2, MA.C1.4.1, MVAC2.4.1, MAD2.4.1, MAD 2.4.2,
MA.E. 1.4.1, SS.B.1.4.1, SS.B.1.4.2, SS.B.1.4.3

Utilize current technology for research and conmuni cati on
devel opi ng the business plan (Internet, Wrld Wde Wb).
SS.B.1.4.4, SS.B.1.4.5

PREPARE AN | NTRODUCTI ON FOR A BUSI NESS PLAN--The student will be

able to:

31.01 Identify and describe type of business. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA241 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6

31.02 Analyze how current or changi ng econom c situation has
created an unfulfilled consuner demand for business.
LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, SS.D.2.4.1,
SS.D.2.4.2

31.03 Create a business philosophy stating how business is to be

31.04

31.05

run and attitude toward customers, enployees, and
conpetitors. LA B.1.4.1, LA B.1.4.2, LA B 1.4.3,

LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, Ss.D.1.4.1
Conpose a description of product/service and advant ages and
benefits product/service will provide for custoners.

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LA B .4

N
=5 -
SN

Substantiate why the business will be successful

LA AL1.4.2 LAA1L1l4.4 LAA2.4.4, LAA2 4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, VAA 1l 4.1 NMAA L1l 4.2 NAAZ24. 2,
MA.A 3.4.1, MAA3.4.2, VAA3.4.3 MAAA4.4.1, MAB. 2.4.1,
MA.B.2.4.2, MA.B.3.4.1, MAB.4.4.2, MAD1.4.1, MAD1.4. 2,
MA.D.2.4.1, MA.D.2.4.2, MAE1.4.1, MAE1.4.3, SS.D.1.4.1,
SS.D.2.4.1, SS.D.2.4.2

PREPARE A SELF- ANALYSI S--The student will be able to:
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and
LA A 1.4.2,

training, strengths,

educati on,
weaknesses rel evant to operation of business.

32. 01 Describe persona

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA A2 4.8,

LA A 1.4.3,

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LA C1.4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.5, LA D 2.4.6

LA. D. 2. 4. 4,
32.02 Qutline persona

in field of business including

devel opnent

skills. LA B.1.4.1,

| i censes and/ or

obt ai ni ng speci a

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.B.2.4.4
32.03 Describe personality traits and work habits relevant to

LA.A 1.4.3,

LA.A1.4.2,

operation of the business.

LAA2.4.4, LAA2.4.5 LAA2. 4.8 LAB24.2,

LA.A 2.4.2,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.2, LA D2.4.3, LA D2 4.4,

LA.D. 1.4.3,

LA.D.2.4.6

LA.D.2.4.5,

be abl e

33.0 PREPARE AN ANALYSI S OF THE TRADI NG AREA--The student wil |

to:

33.01 Analyze trading area with respect to geographic,

LA.A1.4.2,

LA/A 1. 4.1,

and economni ¢ dat a.

LA A 1.4.4,

denogr aphi c,

LAA2.4.2, LA A 2.4.3,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,
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LA.B.2.4.3, LA B.2.4.4,
Al.4.4, NMA A2 4.2
D.1.4.1, MA.D.2.4.1

MA.
MA

SS.B.1.4.4
33.02 Assess conpetition and affect of seasona

SS.D. 2. 4.6,

SS.D.2.4.5,

fluctuations.

LAAL1.4.2 LAA1.4.3 LAALl4 4 LAAZ2 4.4,

LA/A 1. 4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.4, LAC1.4.1, LA C1.4.2, LAC1.4.3,

LA.B.2.4.2,

MA.A 1.4.1, MAAL1 4.2 NMAAZ2 4.2 M.B 2 4.1,

LA.C 1.4.4,

MA. B. 2. 4.2
33.03 Analyze projected gromh of trading area.

LA/A 1. 4.1,

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

l
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be able to:

34.0 PREPARE A MARKET SEGMENT ANALYSI S--The student will

denogr aphi cs,

by geographi cs,
benefits.

mar ket
and product

34.01 Analyze target

LA.A1.4.2,

LA/A 1. 4.1,

lifestyle,
LA A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, MA A 1. 4.1 NMAA 1 4.2 M A1 4 4,

LA.B. 2.4. 3,

MA. A 2.4.2
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34.02 Explain inmportance of narket segmentation. LA A 1.4.1,
LAA1.4.2 LAA1L1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.2,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LA D243, LAD24.4, LAD24.5,
LA E.2.4.4, LAE 2.4.6, LAE 2.4.8, VAA1l.4.1, NA A1l 4. 2,
MALA 1.4.4, MAA2.4.2, MVAA4.4.1, MAB.2.4.1, MAB. 2.4.2,
MA.B.3.4.1, MA.B.4.4.1, MAB.4.4.2, MAC.2.4.1, MVAD.1.4.1,
MA.D.2.4.1, MA.D.2.4.2, MAE1.4.2, MAE1.4.3, MAE 2.4.1,
MA. E. 2.4.2

34. 03 Describe custoner buying behavior related to proposed

business. LA A 1.4.2, LAA1.4.3, LAA2 4.2 LAAZ2 4.4

LA A 2.4.5 LA A2 4.8, LAB242, LAB24.3, LAB 2 4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.2, LAD2.4.3, LAD2.4.4, LA D245, LAD2.4.6,
SS.D.1.4.1
34.04 Profile potential custonmers. LA B.1.4.1, LA B. 1.4 2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
SS.D.1.4.1

35.0 PREPARE AN ANALYSI S OF POTENTI AL LOCATI ON--The student will be
able to:

35.01 Evaluate availability, cost, traffic patterns,
accessibility, and proximty to conpetition of appropriate
busi ness location. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,

LA B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

35.02 Research cultural, inconme, vocational, age, and nmobility

characteristics of inhabitants of potential |ocation.

LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LAA2.4.7, LAA2.4.8, MAA1 4.1 MAAL1.4.2, NMAA 2. 4. 2,
SS.D.1.4.1

35.03 Describe market trends affecting potential |ocation
LAA1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA D.2.4.3, LAD2.4.4, LA D245, LAD246, SS.D.1.4.1

35. 04 Deternm ne advantages and di sadvant ages of different types of
busi ness locations. LA A 1.4.1, LAA1.4.2, LA A1 4.3
LA A1l 4.4 LAA2.4.1 LAA2. 4.2 LAA2 4.3, LA A2 4.4,
LA A 245 LAA246, LAA2.4.7, LAA24.8, SS.B.1.4.1

SS.D.1.4.1

35.05 Deternmine steps involved in selecting a specific business
site. LA A1.4.1, LAA1.4.2, LAA1.4.3, LA A1 4. 4,
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 246, LAA2.4.7, LAA24.8

36.0 PREPARE A DESCRI PTI ON OF PROPOSED ORGANI ZATI ON- - The student will
be able to:
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37.

38.

36.

36.

36.

36.

36.

01

02

03

04

05

Det erm ne type

situation.

LA A 2.4.1,
LA A 2.4.6,
Identify st
LA A 1. 4. 2,
LA A
LA A
LA C
LA. D
Qutline
LA . B.1.4.2,
LA B.2.4.4

2.4.3,
2.4.8,
1.4.3,
2.4.1,
ne st

e

of ownership best suited to business
LAA141 LAAL142 LAA1L14.3 LAALlA4 4
LA A 242, LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A2.4.7, LAA24.8
eps in starting to formbusiness. LA A 1.4.1,
LA A1.4.3 LAAL1l4.4 LAA24.1 LAAZ2A42,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA24.7,
LA B.2.4.1, LAB2.4.2, LAB2.4.3, LA B 2. 4.4,
LA C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3,
LA E 2.4.6
ps in hiring of enployees. LA B.1.4.1,
LA B.1.4.3, LAB2.4.1, LAB2.4.2, LAB.2.4.3,

Prepare an organization chart. LA.B.1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4
Conpose job descriptions of identified positions.

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

PREPARE A DESCRI PTI ON OF PROPOSED PRODUCT/ SERVI CE- - The st udent

wi | |

be able to:

37.01 Summarize details of product(s)/service(s) to be offered.

37.

37.

37.

37.

37.

02

03

04

05

06

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

Identify potential suppliers/mnufacturers. LA A 1.4.1

LA A1.4.2 LAA1.43 LAAl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA2A4.7,
LA.A2.4.8, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6

Devel op an inventory policy, if applicable. LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

Identify supplies necessary for operation of the business.
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A 2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

Conpose and devel op a custoner profile. LA . B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

Eval uate i nportance of determ ning a product policy.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

PREPARE A PROPGSED PRI CI NG POLI CY--The student will be able to:

38.01 ldentify costs and proposed markups. L
LA A1.4.2 LAAL143 LAALlA4 4,

LA A 2.4.3,
LA.A 2.4.8

LA A
LA. B

2. 4.
2. 4.

A A1 4.1,
LAA2.4.1, LA A 2.4.2,
4, LA A 2.4.5 LA A2 4.6, LAA2.4.7,
1, LA.B.2.4.2, LA B.2.4.3, LA B 2. 4.4,
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LA.C.2.4.1, LAD1.4.2, LA D1.4.3,
MA. A,
MA. B

LA.C. 1.4.4,

LA.C. 1.4.3,

MA. A 1.4.4,
MA.D.1.4.2

l
l

MA.A 1. 4.2
MA.D.1.4.1

l
l

1.4.1
.3.4.1

LA E. 2. 4.6,
MA. A 3. 4. 3,
38.02 Explain relationship to conpetitors.

LA.D.2.4.1,
MA A 2. 4. 2,

LA/A 1. 4.1,
LA.A 2.4.1,

LA.A 2.4.2,

LAA1.4.3, LAA1. 4.4,

LA.A1.4.2,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E. 2.4.6, LAE2.4.8, S5.D.2.4.2, SS.D.2.4.5

38.03 Evaluate inportance of determning a price |ine.

LA E. 2.4.4,

LA.B.1.4.3, LA B.2.4.1, LA B 2.4.2
MA. A,
MA. B

LA.B.1.4.2,

LA.B.1.4.1,

MA. A 1.4.4,
MA.D.1.4.2

l
l

MA.A 1. 4.2
MA.D.1.4.1

1.4.1,
.3.4.1,

LA.A1.4.2,
LA A 2.4.8,

LA.B. 2. 4.4,
MA. A 3.4. 3,

MA A 2. 4. 2,

LA B.2.4.3,
38.04 Describe profit

LA.A 2.4.2,
LA.B.2.4. 3,

LA.A 1.4.3,
LA.B.2.4.2,

mar gi n.

LA.A 2.4.5,

LA A 2.4.4,

LA.C1.4.3 LAC1.4.4 LAC2.4.2 LAC3. 4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4 LAD24.5,

LA.D.2.4.1,

SS.D.2.4.2

MA A 1.4.1,

MA.A 1.4.1, MAA11.4.2 MAAL1lA4 4,

38.05 Determ ne how to conpute profit

LA.D.2.4.6,

mar gi n.

MA.A. 3.4.3, MAD1.4.1,

MA A 2. 4. 2,

38.06 ldentify pricing incentive options.

LA.A1.4.2,
LA.A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.2

38. 07 Describe pricing strategy choices.

LA E 2.4.6,

LA.B.1.4.2,

LA.B.1.4.1,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,

MA.A 1.4.2, MA A1 4.4 NA A2 4.2 SS.D2.4.2

MA A 1.4.1,

be able to:

39.0 PREPARE A MARKETI NG STRATEGY--The student will

LA.A1.4.2,
LA A 2.4.8,

39.01 Deternine and descri be appropriate store inmge.

LAA2.4.2, LAA2.4.4, LAAZ2 4.5,

LA.A 1.4.3,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LAD24.3,

LA.D.1.4.2,

LA.D.2.4.5, LA D.2.4.6

LA. D. 2. 4. 4,
39.02 Select a pronotiona

t he busi ness.

m x for

obj ectives for the business.

39. 03 Establish pronotiona

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4
39.04 ldentify nmethods of pronotion to be used by conparing and

LA.B. 2.4. 3,

LA.A1.4.2,

LA/A 1. 4.1,

contrasting costs versus benefits.

LA/A L1 4.4 LAAZ2.41 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

MA.A 1.4.1, MA A1 4.2 NMAAIL14 4 MLAZ2. 4 2,

LA E 2.4.6,

MA.D.1.4.1
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40.

39.

05

Devel op an adverti sing
nmedia to be used.

pl an identifying types and costs of

LA.B.1.4.1, LA B.1.4.2, LAB.1.4.3

LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, VAA 1l 4.1
MA.A 1.4.2, MAAL1l4.4 NMAAZ2.4.2, MAD1.4.1, MAE14.1

39. 06 Develop a pronotional plan including sales pronotion
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

39. 07 Devel op ideas for obtaining publicity for the business.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

39.08 Wite a press release. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

39.09 Plan a web site for the business. LA . B.1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

39.10 Identify the role of custonmer service. LA A 1.4 1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1l.4.4, LAC24.1 LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAE2.4.6

DEVELOP A FI NANCI AL PLAN FOR A SMALL BUSI NESS--The student will be

able to:

40.01 Estimate dollar ampunt needed to open a business.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, MVAA1.4.1, MAA1l.4.2, MA A 2. 4. 2,
MA.A 3.4.3, MAA4.4.1, MAB2.4.1, MAB.2.4.2, VA B.3.4.1,
MA.D.1.4.1, MA.D.2.4.1, MAE 1.4.1, SS.D.2.4.3

40. 02 Conpare avail able fundi ng sources, identifying anount of
personal financial conmtment. LA.B.1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
MALA 1.4.1, MAAL1l.4.2, MAAZ2.4.2, MAA3.4.3, MAB.3.4.1,
SS.D.2.4.4

40.03 Conplete a loan application. LA B.1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
MALA 1.4.1, MAA1.4.2, MAA2.4.2, SS.D.1.4.2

40. 04 Prepare plan to repay borrowed funds or provide return on
investment to equity funds. LA.B.1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2. 4.4,
MALA 1.4.1, MAA1.4.2, NMAAZ2.4.2, MAA3. 4.1, NMA A 3.4.3,
MA.A 4.4.1, MA.B.3.4.1

40. 05 Project nonthly and annual business incone for the first
year of operation. MA A 1.4.1, MA A 1.4.2, MA A 2.4 2,
MA.A 3.4.1, MA A 3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1l.4.1

40.06 Estimte nmonthly and annual cash flow for the first year of
operation. MA A 1.4.1, MA Al.4.2, MAA2.4.2, MAAS3.4.1
MA.A 3.4.3, MAA4.4.1, MAB3.4.1, MAE1l4.1

40.07 Cal cul ate sales volunme required for first year of operation
to be profitable. MA A 1.4.1, MAA1.4.2, NA A 2. 4.2,
MA.A 3.4.1, MAA3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1.4.1

40.08 Prepare a statenent of opening assets, liabilities, and net
worth (bal ance sheet). MA A 1.4.1, MA A 1.4.2, MAA2.4.2
MA.A 3.4.1, MAA3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1.4.1
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41.

42.

0

40. 09 Prepare a cash

40.

40.

10

11

flo
MALA 1.4.1, MA A 1.
MA. A 4.4.1, MA B.3. . .
Prepare a five-year f|nancial plan MA. A 1 4 1, MA A 1.4. 2,
MALA 2.4.2, MAA3.4.1, MAA3.4.3 MAA4.4.1, MAB.3.4.1,
MA.E. 1.4.1, SS.D.2.4.2

Devel op summary of key points for supporting financia
requests. LA B.1.4.1, LA B.1.4.2, LA B 1.4.3, LA B.2.4.1,

LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, SS.D.2.4.4

DEMONSTRATE USES OF MARKETI NG RELATED SOFTWARE- - The student wil |

be able to:

41.01 Performdata entry procedures. MA A 1.4.2, NMA A 2.4.2,
MA.A 3.4.1, MA A 3.4.2, MA A 3.4.3

41.02 Perform nerchandi sing math data entry procedures (e.g.
stock turnover, markup, markdown, open to buy, pricing,
invoicing). MA A 1.4.2, NMAA 2. 4.2, MAA 3. 4.1, NMAA 3.4.2
MA.A 3.4.3, MA.B.4.4.2

41.03 Perform marketing spreadsheet data entry and out put
procedures. MA. A 1.4.2, MA A 2.4.2, MAA 3.4.1, MA A 3.4.2,
MA.A . 3.4.3, MA B 4.4.2, MAC2.4.1

41.04 Analyze a marketing spreadsheet in a decision-making
situation. LA B.1.4.1, LAB.1.4.2, LAB.1.4.3, LA B2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, VAA 1. 4.2, NA A 2 4.2,
MA.A 3.4.1, MAA3.4.2, VAA3.4.3, MAD1.4.1, NMAD.2.4. 2,
MAE 1.4.1

41. 05 Design and prepare an advertising brochure. LA B.1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C.2.4.4, LA D.1.4.2

41.06 Di scuss the inmportance of e-muil, fax, and an on-1line
service to a small business. LA A 1.4.1, LA A 1.4 2,
LA.A 1.4.3, LAA1.4.4, LA B 2.4.2, LA B.2.4.4, LA C. 1.4.3,
LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4, LA C 3.4.5,
LA.D.1.4.2, LA D1.4.3, LAD.2.4.1, LA D2.4.4, LA D.2.4.5

APPLY A CAREER PLAN TO ENTREPRENEURSHI P- - The student will be able

t o:

42.01 Develop a plan for pursuing a career as an entrepreneur
i ncludi ng training and educati onal requirenents, needed
skills and abilities, and steps for reaching career goal
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4

42.02 Denonstrate specific technol ogy applications related to
career plan. LA B.2.4.4, LA D.2.4.4, LA D.2.4.5

42.03 Develop fornms of docunentation for inclusion in a career

portfolio, i.e., Entrepreneurship Witten Event (see DECA
Guide). LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB2.4.4
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STUDENT PERFORMANCE STANDARDS

Cour se Nunber: 8812110
Course Title: Princi pl es of Entrepreneurship
Course Credit: 1

This course provides instruction in the basic principles of
entrepreneurship including the role of the entrepreneur
entrepreneurship as a career, ethics in business, and the principles of
mar keti ng, financing, and managi ng a business. There is no occupationa
conpl etion point after the conpletion of this course.

01.0 DI SCUSS ROLE OF THE ENTREPRENEUR- - The student will be able to:

01.01 Define "entrepreneurship." LA A 1.4.2, LA A1l 4 3,
LA A 2.4.4, LAA2.4.8, LAB2.4.3, LAB24.4 SS.D1.4.1,
SS.D.2.4.1, SS.D.2.4.2, SS.D.2.4.3, SS.D.2.4.4, SS.D.2.4.5
01. 02 Discuss evolution of entrepreneurship. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LAD24.4

LA.D.2.4.5, SS.D.2.4.6
01. 03 Describe the differences between a product-based busi ness
and a service-based business. LA A 1.4.2, LA A1.4.3

LA A 2.4.2, LAA2. 4.4, LAA2.45 LAA24.8, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.2,
LA.C.3.4.1, LAC3.4.2, LAC3.4.4, LAC3.4.5 LAD1.4.2,
LAD1.4.3, LAD24.1, LAD24.2, LAD24.3, LAD24.4,
LA.D.2.4.5, LA D246, SS.D.2.4.5

01.04 Identify contributions of entrepreneurs to the economc
growh of the United States. LA A 1.4.1, LA A1l 4. 2,
LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.E.2.4.6, MAE1.4.1, SS.A 4.4.2, SS.A 4.4.6, SS.A 5.4.1,
SS.A.5.4.3, SS.A 5.4.4

01. 05 Discuss future prospects for entrepreneurship and its
antici pated i npact on the econonmy. LA A 1.4.1, LA A1l 4 2,
LA A1.4.3, LAA1l 4.4 LAB242 LAB244 LAC1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD2.4.4 LAD24.5,
SS.D.2.4.2

01. 06 Discuss the role of the entrepreneur in his/her |oca
comunity (nmentoring, philanthropy). LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB24.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5, SS.D.1.4.1
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be

02.0 DI SCUSS ENTREPRENEURSHI P AS A CAREER CHO CE--The student will

able to:

becom ng an entrepreneur. LA A 1.4.2,

LA.A 2.4.2,

02.01 Descri be reasons for

LA.A 2.4.5 LA A 2.4.8,

LA A 2.4.4,

LA.A 1.4.3,

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LA C1.4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.5 LAD2 4.6, S5.D.1.4.2, SS.D.2.4.1
entrepreneurs.

02.02 ldentify characteristics comopn to successfu

LA.D. 2. 4.4,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

SS.D.1.4.2
and skills recommended for

LA.D.2.4.1, LA E 2.4.6,
aptitudes,

02.03 ldentify education,

LA.D. 1.4.3,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

entrepreneurs.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

SS.D.2.4.1

02. 04 Di scuss advant ages and di sadvant ages of sel f-enpl oynent.

SS.D. 1.4.2,

SS.D.1.4.1,

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5, SS.D.1.4.1, SS.D.2.4.1

02. 05 Di scuss entrepreneurship as a persona

LA.D. 2. 4.4,

LA/A 1. 4.1,

goal
LA B.2.4. 2,

LA.B. 2. 4.4,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2. 4.1, LAD2 4.4,

LA.C 3.4.5,

SS.D. 1.4.2

LA. D. 2. 4.5,
02. 06 Assess persona

to beconme an ent repreneur.

LA.A 1.4.3,

pot enti al

LA A 2.4.4,

LA A 1.4.4,

LA.A1.4.2,

LA/A 1. 4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.4, LAC1.4.1, LA C1.4.2, LAC1.4.3,

LA.B.2.4.2,

SS.D. 1.4.2

LA C. 1.4.4,
02.07 ldentify career

and smal |

LA A 1.4.3,

managenent ,

paths in supervisory,

LA.A1.4.2,

LA/A 1. 4.1,

busi ness environnents.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1 LAEZ24.6

LA.C. 2.4.1,

| DENTI FY BASI C ECONOM C PRI NCI PLES OF ENTREPRENEURSHI P- - The

student will

03.0

be able to:

econony.

busi ness in the gl oba

03.01 Identify role of snall

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE2.4.6, SS.D.2.4.6

LA.D. 1.4.3,
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notive and its inpact on business.

LA.A1.4.2,

03. 02 Discuss profit

LA.A1.4.4, LA B. 2.4.2,

LA.A 1.4.3,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5,

LA.D. 2. 4.4,

MA.D. 1.4.1,

MA. B. 3. 4.1,

SS.D.2.4.2
03.03 ldentify the different types of conpetition and explain

MA. E. 1. 4.3,

i ndirect, price,

direct,

i mpact on business (e.g.

their

LA.A1.4.2,

LA/A 1. 4.1,

conpetitive position).

nonpri ce,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.1
03.04 Describe differences between industria

LA A 2.4.8,

LA E 2.4.6,

goods.

and consuner

LA/A1.4.3 LAAZ2.4.2 LAA2 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LADZ24.2,

LA.C 3.4.5,

SS.D.2.4.5

and entrepreneurship as factors

LA.D.2.4.6,
LA.A 1.4.3,

LA.D.2.4.4, LA D. 2.4.5,

LA.D.2.4.3,

03. 05 Define | and,

capi tal

| abor,

LA A 2.4.4,

LA.A1.4.2,

of production.

LA.B.2.4.3, LA B.2.4.4, SS.D.2.4.5

LA A 2.4.8,
03. 06 Discuss form place,

and i nfornmation

possessi on,

tinme,

LAA1.4.2 LAA1.4.3 LAALlA4 4

LA/A 1. 4.1,

utility.
LA B.2.4. 2,

LA.C1.4.3, LAC3.4.1 LAC3.4.2

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5
03. 07 Expl ain nmeani ng and causes of scarcity.

LA.D. 2. 4.4,

LA.D.2.4.1,

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA/E.2.4.6, LAE2.4.8, SS.D.5.4.4, SS.D.2.4.2,

LA E. 2.4.4,

SS.D.1.4.1
03.08 ldentify conmponents of the Law of Supply and Denand in a

SS.D. 2. 4.4,

LA A 1.4.3,
LA A 2.4.4,

LA.A1.4.2,

LA A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

free enterprise system

LA.A 2.4.1,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LAD.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

MA.
MA

l
l

< <
— o

SS.D.2.4.4, SS.D.2.4.5

SS.D.2.4.2,
03.09 ldentify the stages of the product

SS.D.1.4.1,

life cycle and the

LA/A 1. 4.1,
LA.A 2.4.1,

LA.A1.4.2,

characteristics of each

LA A 2.4.3,

LA.A 2.4.2,

LA A 1.4.4,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.1

LA E 2.4.6,
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and

di stributors,
LA A 1.4.1,

03.10 Identify role and types of producers,

services in today' s business econony.

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

SS.D.2.4.1, SS.D.2.4.2
03. 11 Discuss major fields of business activity (e.qg.

LA E 2.4.6,

LA.D.2.4.1,

extractive,

retailing,

whol esal i ng,
urban street sales).

manuf act uri ng,

cottage industries,

subcontracting,

servi ces,

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.42 LACS3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 3.4.4,

SS.D.2.4.5
parts of a business (production,

cust oner service).

LA.D.2.4.5,

LA.D. 2. 4.4,
03.12 Di scuss the four

finance,

LA.A1.4.2,

LA/A 1. 4.1,

mar ket i ng,

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.4, LA D 2.4.5,

LA.D. 1.4.3,

D.1.4.2,

<

l

03.13 ldentify factors that contribute to success of a small

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

busi ness.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LAD24.1, LAEZ2 46, SS.D.2.4.1

LA.D.1.4.2,

SS.D.2.4.3
03. 14 Describe the process of starting a small

SS.D. 2. 4.2,

busi ness.

LA/A1.4.3 LAAZ2.4.2 LAA2. 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.6
regi stering a sole proprietorship and

LA. D. 2. 4.5,
obtaining a sales tax identification nunmber.

LA.D. 2. 4.4,

LA. D. 2.4.3,
03. 15 Expl ain procedure for

LA/A 1. 4.1,

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E.2.4.6, LAE2.4.8

LA. E. 2.4.4,
03.16 Di scuss reasons for

LA/A 1. 4.1,

busi ness failure.

smal |

LA/A1.4.3, LAA1l4.4 LAB2.4.2, LAB.2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LA D2.4.1, LAD2 4.4,

LA.C 3.4.5,

SS.D.2.4.3
busi ness in the gl oba

SS.D. 2. 4.2,
LA.A1.4.2,

SS.D.2.4.1,

03. 17 Recogni ze opportunities for small

LA.D.2.4.5,

LA.A 1.4.3,

LA/A 1. 4.1,
LA.A 2.4.1,

mar ket pl ace.
LA A 1.4.4,

LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAC1.4.1,

LA.A 2.4.5,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAC2.4.2,

LA.C 1.4.2,

SS.D.2.4.1
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04.0 DI SCUSS | MPORTANCE OF ETHI CS I N BUSI NESS- - The student will be able

to:

04.01 Define "ethics" and “ethical behavior.” LA A 1. 4.2,
LA A1.4.3, LAA2. 4.4, LA A2 4.8, LAB.2.4.3, LA B 2. 4.4,
SS.C.1.4.4, SS.C. 2.4.2

04.02 ldentify exanples of ethical business practices.
LAAL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

04. 03 Discuss role of the entrepreneur in pronoting ethica
busi ness practices and relationships. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5

04.04 ldentify social responsibilities and/or |egal issues
i nvolved in meking ethical choices in business. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA241 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6, SS.D.1.4.1

05.0 | DENTIFY STRATEG ES AND METHODS FOR GENERATI NG A BUSI NESS | DEA- -

The student will be able to:

05.01 ldentify current
assist with

publicati ons and websites available to
deternmi ning what type of business to start.

LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD241 LAE24.6

05. 02 Discuss inportance of personality and ability when sel ecting

type of business to open. LA A 1.4.1, LA A1.4. 2

LA A1.4.3, LAA1l 4.4 LAB242 LAB244 LAC1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD244 LAD24.5

05.03 ldentify changes and trends as a source of new enterprise
i deas (e.g., outsourcing). LA A 1.4.1, LA A1.4. 2
LAA1.4.3 LAAL1l 4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA E 2.4.6

05. 04 Di scuss how brainstorm ng, creative thinking, and
observations can be used to devel op new enterprise ideas.
LA A141 LAAL142 LAA1.43 LAAL1L1l4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
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LA.C.3.4.4, LA C 3.4.5 LA D142 LAD1.4.3 LAD24.1
LA.D.2.4.4, LA D 2.4.5

05. 05 Expl ain how personal goals, life style, background, hobbies,

i nterests, experience, abilities, and financial resources
wi |l inpact ones’ choice of business. LA A 1. 4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.2,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAD1.4.2, LAD1.4.3, LA D243, LAD24.4, LAD24.5,
LA E.2.4.4, LAE 2.4.6, LAE 2.4.8, VAA1l.4.1, NA A1l 4. 2,
MA. A 2.4.2

06.0 OUTLINE STEPS I N PLANNI NG A NEW BUSI NESS- - The student will be able

to:

06. 01 Discuss inportance of "defining" a prospective business.
LAA141 LAA1L14.2 LAA1.43 LAALl4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3, LADZ24.1,
LA.D.2.4.4, LAD2.4.5

06. 02 List reasons for witing a business plan. LA B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB2.2.2, LAB.2.4.3,
LA.B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA D1.4.2, LAD1.4.3, LAD2.4.5

06.03 ldentify and describe conponents of a business plan
LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LAD1.4.3, LAD24.1 LAE246, SS.D.1.4.1, SS.D.2.4.1,
SS.D.2.4.2, SS.D.2.4.5

06. 04 Describe inportance of a vision/mission statenent in

i dentifying direction and objectives of a business.
LA A1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA.D.2.4.3, LAD2.4.4, LA D2.4.5 LAD2.4.6

06. 05 Di scuss inportance of determ ning what products and services
will be offered by the business. LA A 1.4.1, LAA1.4.2
LA A1.4.3, LAA1l 4.4 LAB242 LAB244 LAC1.4.3,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD2.4.4 LAD24.5,
SS.D.2.4.2, SS.D.2.4.4

06.06 lIdentify how scope of products and services will vary based
upon type of business (e.g., wholesale, retail, service).
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD24.1 LAE24.6
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06. 07 Explain inportance of and the factors influencing a

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

i mage.

busi ness'

LAA2.4.1, LAA2.4.2, LAA2.4.4 LA A24.5,

LA A 1.4.4,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA.B.1.4.3,

LAC1l.4.4, LAC2.4.2, LA C3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 LAEZ2 4.4 LAEZ24.6,

LA.D. 2.4.3,

LA.E. 2.4.8
06.08 ldentify and discuss the |ega

forms of business ownership

corporation, franchise,

part nership,

(sol e proprietorship,

LA A 1.4.4,
LA.A 2.4.5,

LA.A 1.4.3,
LA A 2.4.4,

LA.A1.4.2,
LA A 2.4.3,

LA/A 1. 4.1,

LA.A 2.4.2,

i censing).
LA A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D2.4.1, LAE2.4.6
06.09 ldentify and discuss different types of corporations

LA.D. 1.4.3,

LA.D.1.4.2,

nonprofit). LA A 1.4.1,

limted liability,

Sy

(subchapt er
LA A 1. 4.2,

LAA L1l 4.4, LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

06. 10 ldentify factors that

LA.D.2.4.1,

i nfluence choi ce of ownership type.

LA.A1.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA D2.4.1, LAE2.4.6, SS.D.1.4.1
i mplications and taxes for

LA.D. 1.4.3,
06. 11 Describe | ega

each type of

LA.A1.4.3, LAAZ2 4.2,

LA.A1.4.2,

busi ness structure.

LA.A 2.4.5 LA AZ2.4.8 LAB242 LAB24.3,

LA A 2.4.4,

LAC1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4 LAD24.5,

LA.D.2.4.1,
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organi zati on of a business and

06. 12 Di scuss the interna

LA/A 1. 4.1,
LA.B.2.4.2,

assi gnment of tasks to be perforned.

LA.B. 2. 4.4,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LA D2.4.1, LAD2 4.4,

LA.C 3.4.5,

LA.D.2.4.5
06. 13 Discuss the different types of organization charts (e.g.

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

line and staff).

LA.B.2.4.2, LA B.2.4.4, LAC1.4.3, LA C3.4.1,

LA A 1.4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.5
records needed by snall

LA.D.2.4.1, LA D. 2.4.4,

06. 14 Describe different types of

LA.D. 1.4.3,

LA A 2. 4.4,
LA.B. 2. 4.4,

LA.A 2.4.2,
LA.B. 2.4. 3,

LA.A 1.4.3,
LA.B.2.4.2,

LA.A1.4.2,

LA A 2.4.8,

busi nesses.
LA. A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.43 LAD24.1

LA.C 3.4.4,
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LA.D.2.4.3, LAD2.4.4, LA D245 LAD24.6,

LA.D.2.4.2,

MA.E 1.4.1

MA.D. 2. 4.1,

06. 15 ldentify factors that affect

MA.D. 1.4.1,

LA/A 1. 4.1,

pur chasi ng.

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

MA A 2. 4. 2,

LA E 2.4.6,

LA.D.2.4.1,

SS.D.2.4.2

MAL A 4.4, 1, MA. B. 3. 4. 1,
i nventory control

MA. A 3. 4. 3,
06. 16 Explain inportance and types of

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LA.D.1.4.2, LAD1.4.3, LA D2.4.3, LAD2 4.4,

LA.C 3.4.5,

LA E.2.4.6, LAE2.4.8
06. 17 ldentify procedures to be followed in shipping and receiving

LA E. 2.4.4,

LA.D.2.4.5,

LA.A1.4.2,

LA/A 1. 4.1,

(channel s of distribution).

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

LA E 2.4.6
06. 18 Describe role of selling in small

LA.A1.4.2,

busi ness.

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA A2 4.8,

LA.A 1.4.3,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LAD24.3,

LA.D.1.4.2,

LA.D.2.4.6
06.19 ldentify sources of assistance when planning a business

LA.D.2.4.5,

LA.D. 2. 4.4,

Smal |

[ SBDC] ,

of Conmerce
LA A 1.4.1,
LA A 2.4.1,

Busi ness Devel oprment Center

Smal |

Busi ness Admi ni stration [ SBA],

(e.g.,

Servi ce

Chanber

Corp of Retired Executives [SCORE]).

LA.A 2.4.2,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

LA.D.2.4.1,

be able to:

| DENTI FY PRI NCI PLES OF MARKETI NG - The student wil |

07.0

m x,

research, market

mar ket

07.01 Define and expl ain market,

mar ket
and custoner

LA A 2.4.4,

penetration strategy,

mar ket

mar ket share

profile survey.

posi tioning,
LA A 2.4.8,

mar ket

mar ket ,

t ar get
LA A 1.4.3,

segnent ati on,

LA.A1.4.2,

LA.B.2.4.4, SS.D.1.4.1, SS.D.2.4.1,

LA.B. 2.4. 3,

SS.D.2.4.5
07.02 ldentify and explain the marketing functions (e.g.

SS.D. 2. 4.2,

pri ci ng,

pronoti on,

sel l'ing,

mar keti ng-i nformati on managenent,

ri sk managenent,

fi nanci ng,

product/

pur chasi ng,

LAA1.4.1, LAA1.4. 2,

di stribution).

servi ce planning,

LA.A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,
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LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C. 1.4.4,

l
l
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LA/A 1. 4.1,

07.03 Di scuss nethods of forecasting sal es.

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

MA.D. 1. 4.1,
SS.D.1.4.1,

MA. B. 3. 4.1,
MA E. 1. 4.3,

l
l

MA A 4.4 1
MA.E 1.4.1

-

SS.D.2.4.2
07.04 Discuss inportance of the five (5 P's of the marketing m x

D.2.4.1,

and people. LA A 1.4.1,

price, pronotion,
LA A 1.4.4,

pl ace,

product,

LA.B. 2. 4.4,

LA.B.2.4.2,

LA.A 1.4.3,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

SS.D.1.4.1, SS.D.2.4.1, SS.D.2.4.2
and i nportance of promoting products

LA.D. 2.4.5,
07. 05 Di scuss net hods,

costs,

press

publicity, public relations,

and services (e.qg.

rel ease,

advertising, Internet).

comunity events,

LAA1.4.2 LAA1.4.3 LAAL1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5, MVAA1l.4.1 NMAAI1l 42 M. AZ24 2

LA.D. 2. 4.4,

MA. B. 3.4.1
07.06 Describe factors that should be evaluated in a pronotion

LA.A1.4.2,

source, nessage, nedia, budget).
LA A 2.4.4,

(e.qg.

LA A 2.4.8,

LA.A 2.4.5,

LA.A 2.4.2,

1.4.3,

LA A

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD 241 LAD2. 4.2, LAD24.3,

LA.D.1.4.2,

LA.D.2.4.6

LA. D. 2. 4.5,
07.07 Distinguish between institutiona

LA.D. 2. 4.4,

and pronotiona

LA.A1.4.2,

LA.A 1.4.3,

LA/A 1. 4.1,

adverti sing.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAC1.4.3,

LA.A 2.4.5,

LA.C2.4.1, LAC2.4.2, LA C.3.4.5 LAD1.4.1,

LA.C 1.4.4,

LA E.2.4.4, LAE 2.4.6, LAE2.4.8
07.08 ldentify types of advertising nedia and describe the

LA.D.2.4.1,

LA.D.1.4.2,

LA.A1.4.2,

LA/A 1. 4.1,

strengt hs and weaknesses of each

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

LA E 2.4.6
07.09 ldentify conmponents of a marketing plan.

LA/A 1. 4.1,

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2, LAD14.3,

LA.C. 1.4.3,

SS.D.1.4.1, SS.D.2.4.1
07. 10 Describe the inportance of coordi nati ng pronotiona

LA E 2.4.6,

LA.D.2.4.1,

LAA1.4.2, LAA1.4.3 LAA2. 4.2 LA A2 4.4,

activities.
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LA.A2.4.8, LA B 242 LAB243 LAB2 4.4,

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LA C3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.4, LA D2.4.5 LAD2.4.6
07. 11 Explain the differences between selling direct and going

LA.D.2.4.3,

LA.D.2.4.2,

LA/A 1. 4.1,

sal es representatives.

t hrough externa

LA.A1.4.2,

LAA L1l 4.4, LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LA D243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,

LA.E 2.4.8

07.12 ldentify and describe exanples of diverse marketing

LA E 2.4.6,

LA E. 2.4.4,

LA A 1.4.4,
LA.A 2.4.5,

LAA 141, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

activities.

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LA D241 LAEZ246

LA.D.1.4.2,

be able to:

| DENTI FY PRI NCI PLES OF SELLI NG -The student will

08.0

LA/A 1. 4.1,

needs.

08.01 Identify ways to satisfy consuner

LA/A1.4.3 LAA1l4. 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4 LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
08.02 ldentify features/benefits of selling.

LA.D.2.4.1,

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

08. 03 Discuss the principles of selling.

LA.D.2.4.1,

LA.A1.4.2,

LA/A 1. 4.1,

LA/A1.4.4 LAB2.4.2 LAB2 44 LAC1.4.3,

LA.A 1.4.3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.4, LA D2.4.5
LA.A1.4.2,

LA.D. 1.4.3,

LA.D. 1. 4.2,
08.04 ldentify the steps of a sale.

LA/A 1. 4.1,

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

LA E 2.4.6
08.05 ldentify the stages of selling (e.qg.

i nt erest,

attention,

LA.A1.4.2,

LA.A 1.4.3,

and action). LA A 1.4.1,

desire,

LAA2.4.1, LAA2.4.2, LAA2.4.3 LA A2 4.4,

LA A 1.4.4,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA D1.4.3, LAD241 LAE24.6
08. 06 Di scuss the advantages and di sadvant ages of establishing

LA.D.1.4.2,

LA.C. 2.4.1,

LA.A1.4.2,

LA/A 1. 4.1,

sal es quot as/conmi ssi ons.

LA.A 1.4.3,

LA.B.2.4.2, LA B.2.4.4, LA C. 1.4.3,

LA A 1.4.4,

LA.C.3.4.2, LAC3.4.3, LA C3.4.4, LA C3.4.5,

LA.C. 3.4.1,
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LA.D.2.4.1, LA D 2.4.4, LA D 2.4.5,

LA.D. 1.4.3,

D.1.4.2,

<

MA. A 3.4. 3,

08. 07 Discuss inportance of customer service.

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08. 08 Discuss telemarketing as a sales tool.

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08.09 Discuss the role of selling via the Internet.

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
08. 10 Di scuss network marketing (rultilevel

mar ket i ng) .

LAA1.4.2 LAA1.4.3 LAAL1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1 LAC3.4.2 LAC3.4.3,

LA.B. 2. 4.4,

LA.D.1.4.2, LAD1.4.3, LA D2 4.1,
MA A 1

LA.C 3.4.5,

LA.C 3.4.4,

MA A 1.4.1, Al.4.2, MAA 2 4. 2,

LA.D.2.4.5,

LA.D. 2. 4.4,

l

MA.D.1.4.1

l

B.3.4.1

MA. B. 3

l

MA.A. 3.4.3, MAA44.1

MA A 3.4.1,

MAE 1.4.1
08. 11 Discuss selling opportunities at flea markets and trade

LAA1.4.2 LAA1.4.3 LAALlA4 4

LA/A 1. 4.1,

shows.

LA.B.2.4.4, LA C1.4.3, LA C3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5

LA.D.2.4.1,

be able to:

| DENTI FY PRI NCI PLES CF FI NANCI NG - The student wil |

09.0

09.01 Explain difference between inconme (credit) and expense

LAAA 141, LAA1.4.2 LAA1L1 43 LAALlA4 4,

(debit).

LAA2.4.2, LAA2.4.4, LAA2.4.5 LA AZ24.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LAEZ2 44 LAEZ2 46, LAEZ24.8,

LA.D. 2. 4.4,

MA.A 1.4.2, MA A2 4.2, VA D1.4.1 M.D 2. 4.1,

MA A 1.4.1,

SS.D.1.4.2
09.02 Discuss the inportance of maintaining an accounting

MA. E. 1.4.1,

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

journal .

LA.B.2.4.4, LA C1.4.3, LA C3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5
ri sks involved in financing a business.

LA.D. 2. 4.4,

LA. D 2.4.1,
09. 03 Discuss personal

LA/A1.4.2 LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1,

LA.C 3.4.4,

LA.D.2.4.5

LA.D. 2. 4.4,
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debt
line of credit,

equity capital

bal ance sheet,

09. 04 Define invoice

ratios,

financi a
i ncome (earned and unearned),

i ncome st atenent,

capi tal

cash

factoring,
fl ow anal ysis statenent,

col | ateral

return

[RO],

return on investnment

1
1

LAA1.4.3

and chart of accounts. LA A 1.4. 2,

on equity,

LA.A 2.4.8, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.4,

MA.A. 2.4.2, MA D 1.4.1, MAD2 4.1,

MA. A 1. 4.2,

SS.D.2.4.5
09. 05 Explain the inportance of financia

accounting and

LA/A 1. 4.1,

LA.A1.4.2,

managenent to t he ent repreneur.

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2, LA A2 4.4,

LA.A 1.4.3,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3, LAC1.4.4 LAC2.4.2, LAC3.4.1

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAEZ2 4.4,

LA.D. 1.4.3,

SS.D.2.4.4
09.06 ldentify start-up costs and operating expenses (fixed and

LA E 2.4.8,

LA E 2.4.6,

LA.A1.4.2,

a new business. LA A 1.4.1,

vari able) for

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

MA.A 2.4.2, VA D 1.4.1,

MA. A 1. 4.2,

09.07 ldentify sources of funds for financing a new business.

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA D2.4.1, LAE2.4.6, SS.D.1.4.1
rates on short and long term

LA.D. 1.4.3,
09. 08 Di scuss i nmpact of

i nt erest

LAAA 141, LAA1.4.2 LAA1L1 43 LAALlA4 4,

fi nanci ng.

LA.B.2.4.4, LA C1.4.3, LA C3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.4, LA D 2.4.5 MNMAAIL1 41 NAATL14 2,

LA.D.2.4.1,

MA.E 1.4.1

MA. D. 2. 4.1,
establishing credit and obtaining a

MA.D. 1.4.1,

09. 09 Descri be nmethods for

MA A 2. 4. 2,

LA/A1.4.2 LAA14.3 LAAZ24 2

LA.A 2.4.5,

credit card.
LA. A 2.4.4,

LA.B.2.4.2, LA B.2.4.3,

LA A 2.4.8,

LA.C1.4.3, LAC1.4.4 LAC2.4.2, LAC3.4.1

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4, LA D24.5,

LA.D.2.4.1,

SS.D.1.4.2
09.10 Identify sources of credit and list steps in applying for

LA.D.2.4.6,

a

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

| oan.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC24.1,

LA.B. 2.4. 3,

LA D2.4.1, LAE2.4.6
09. 11 Discuss inportance of nmintaining a favorable credit

LA.D. 1.4.3,

LA.D.1.4.2,

rating.

LA.B.2.4.2,

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

LA.C1.4.3 LAC3.4.1 LAC3.4.2 LACZ3.4.3,

LA.B. 2. 4.4,
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LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

SS.D. 1.4.3

09. 12 Describe differences between short-termand | ong-term

LA.D.2.4.5,

LA.D. 2. 4.4,

LA.A1.4.3, LAAZ2.4.2,

needs. LA A 1.4. 2,

capita

LA.A2.4.5 LA AZ2.4.8 LAB242 LAB24.3,

LA A 2.4.4,

LA.C1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4 LAD24.5,

LA.D.2.4.1,

SS.D.2.4.2
09.13 ldentify circunstances that could require additiona

LA.D.2.4.6,

LAAA 1. 4.1, LAA1.4.2 LAA1L1 43 LAALlA4 4,

fi nanci ng.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.2.4.1, LAE2.4.6
09. 14 Describe differences between cash basis and accrua

LA.D. 1.4.3,

LA.D.1.4.2,

basi s
LA. A 2.4.4,
LA. B. 2. 4.4,

LA.A 2.4.2,
LA.B. 2.4. 3,

LAA1.4.2, LA A1.4.3,
LA.B.2.4.2,

LA A 2.4.8,

accounti ng.

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAD24.6,

LA.D.2.4.2,

MA.A 1.4.2, MA A2 4.2, NMAD1.4.1 MAD2 4.1,

MA A 1.4.1,

MAE 1.4.1
09.15 ldentify differences between bookkeepi ng,

tax accounting,
LA A 1. 4.2,

LA.A 2.4.2,

LA/A 1. 4.1,

LA.A 2.4.1,

account ants.

and menageri a

LA.A 1.4.3,

LA.A 2.4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

LA E 2.4.6

be able to:

| DENTI FY PRI NCI PLES OF PRI CI NG - The student will

10.0

el astic
bai t -and-swi tch

vari abl e costs,
LA. A 2.4.4,

fixed costs,

i nel asti ¢ denmand,

10. 01 Define selling price,

price fixing,

LA.A 1.4.3,

demand,

LA.A1.4.2,
LA.B. 2.4. 3,

adverti sing.

MA.A 1.4.1, MAA 14 2,

LA.B. 2. 4.4,

LA A 2.4.8,

SS.D.2.4.2
10.02 ldentify factors that affect selling price (e.qg.

MA A 2. 4. 2,

t ar get

regul ati ons, economc

gover nnment

conpetition,

mar ket ,

LA.A1.4.2,

LA/A 1. 4.1,

supply and demrand).

LA A 1.4.4,

condi ti ons,

LAA2.4.2, LA A 2.4.3,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.2
10. 03 Descri be how cost of goods sold influences selling price.

LA E 2.4.6,

LA/A1.4.3 LAAZ2.4.2 LAA2. 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LAD.1.4.2, LAD1.4.3, LAD2. 4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D 2.4.5 LAD2.4.6, MVAA 1 4.1,

LA.D.2.4.3,

MA.A 2.4.2, SS.D.2.4.2

MA. A 1. 4.2,
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10. 04 Define break-even point, fixed expenses, and vari abl e
expenses. LA A 1.4.2, LAA1.4.3, LAA2 4.4, LA A2 4.8,
LA.B.2.4.3, LAB2.4.4, MAA1141, MAAT1.4.2, NAA 2. 4.2

10. 05 Explain the difference between markup based on cost and

mar kup based on retail. LA A 1.4.1, LAA1l.4.2, LA A1 4. 3
LA A1l 4.4 LAA2.4.1 LAA2.4.2, LAA2 4.4, LA A2 4.5,
LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LAC1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA.D.2.4.3, LAD2.4.4, LA D245 LAE24.4 LAE24.6,
LA.E. 2.4.8, MAA1l.4.1, MAA1L1l4.2 MAZ2.4.2, MAD1.4.1
10.06 ldentify types of adjustnents to selling price. LA A 1.4.1,
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1l.4.4, LAC24.1 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6, VAA 141, NMAA L1l 4.2 NAAZ24. 2,
MA.D 1.4.1
[

10. 07 Define pricing policy, psychological pricing, unit pricing,
product line pricing, and prompotional pricing. LA A 1l.4. 2,
LA A1.4.3, LAA2 4.4 LAA24.8, LAB243, LAB24.4

10. 08 Define pricing strategy, penetration pricing, and price
skimmng. LA A1.4.2, LAA1.4.3, LA A2 4.4, LA A2 4.8,
LA.B.2.4.3, LAB2.4.4

11.0 | DENTI FY TYPES AND SOURCES OF GOVERNMENT REGULATI ONS AND TAXATI ON
THAT MAY AFFECT A BUSI NESS--The student will be able to

11.01 Define license, pernmit, contract, patent, copyright,
trademark, and logo. LA A 1.4.2, LAA1l.4.3, LAAZ2 4.4
LA A 2.4.8, LAB24.3, LAB24.4

11.02 ldentify major state |laws affecting the operation of a
business. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAAL1l4.4

LA A24.1 LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB 241, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

11.03 ldentify major federal |aws affecting the operation of a

busi ness, (e.g., OSHA, Social Security, EEOC, Affirmative
Action, ADA, FMLA). LA A 1.4.1, LAA1l.4.2 LAAL14.3

LAA L1 4.4 LAAZ2.41 LAA2.4.2 LAAZ2.4.3, LAAZ2 4.4,
LA.A2.4.5 LAAZ2.46, LAA2.4.7, LAA2.4.8, LA B 2.4.1,
LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LA C1.4.3, LAC1.4. 4,
LA.C.2.4.1, LAD1.4.2, LAD.1.4.3, LAD2.4.1, LAE2.4.6

SS.D.2.4.3, SS.D.2.4.4

11.04 Discuss role of federal regulatory agencies (e.g., Food and
Drug Adm nistration [FDA], Consuner Product Safety
Commi ssi on [ CPSC], Environnental Protection Agency [EPA],
Securities and Exchange Conmi ssion [ SEC], Federal Trade
Commi ssion [FTC]). LA A 1.4.1, LA A1.4.2, LA A 1.4 3,
LA A 1.4.4, LA
LA.C. 3.4.2, LA
LA.D.1.4.3, LA

B.2.4.2,
C. 3.4.3,
D.2.4.1
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11.05 ldentify types of federal, state, and | ocal taxes that are
the responsibility of the entrepreneur (e.g., sales, incone,
sel f-enploynment). LA A 1.4.1, LAA1.4.2 LAA1.43

LAA L1 4.4 LAAZ2.41 LAA2.4.2 LAAZ2.4.3, LAAZ2 4.4,
LA.A2.4.5 LAAZ2.46, LAA2.4.7, LAA2.4.8, LA B 2.4.1,
LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1.4.4,
LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1, LAEZ24.6,
SS.D.2.4.3

11. 06 Discuss inportance of obtaining outside professional counse
to ensure conpliance with governnment regul ati ons and
taxation (i.e., accountant, lawer). LA A 1.4.1,

LAA 1. 4.2 LAA1.4.3 LAA1L1 44 LAB 242, LAB 244,
LA.C1.4.3 LAC3.4.1 LAC3.4.2 LAC3.43, LAC3. 4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ241, LAD2 4.4,
LA.D.2.4.5, SS.D.2.4.3

12.0 | DENTI FY COVMUNI CATI ON AND TECHNOLOGY SKI LLS USED | N
ENTREPRENEURSHI P- - The student will be able to:

12.01 ldentify and denonstrate effective workplace comruni cation
skills: verbal, nonverbal, witten, and el ectronic.

LA A141 LAAL142 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A2.4.7, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LA D1.4.3, LAD241 LAE24.6

12. 02 Describe effective staff comrunication and its uses: inter-
personal , departnental, inter-departnental, and conpany.
LAA1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA.D.2.4.3, LAD2.4.4, LA D2.4.5 LAD2.4.6

12. 03 Denmpnstrate ability to read and conprehend witten
conmuni cations. LA A 1.4.1, LA A1.4.2 LA A14.3,
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA24.8, LAC24.1,
LA D1.4.2 LAD1.4.3, LAD2.4.3

12.04 ldentify a variety of forms of witten business
comuni cations utilized in the workplace. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

12.05 Prepare a business letter, menorandum fax, and e-mmil.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3,
LA D.2.4.1, LAD2.4.2, LAD243, LAD24.4, LAD24.5,
LA.D.2.4.6, LAE 2.4.4, LAE 2.4.6, LAE2.4.8

12. 06 Demonstrate ability to speak effectively with custoners, co-
wor kers, supervisors, and vendors, using appropriate granmmar
and terminology. LA C.3.4.1, LA C.3.4.2, LA C3.4.3,
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13.

12.

12.

12.

12.

12.

12.

12.

12.

07

08

09

10

11

12

13

14

LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LADZ24.1,
LA D.2.2.2, LAD2.4.3, LA D244 LAD245 LAD24.6
Di scuss i nportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.1, LA A1.4.2, LA A1.4.3,

LA A1.4.4, LAB242 LAB244 LAC1.4.3, LACS3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,
LA D1.4.3, LAD241 LAD2.44 LAD24.5

Expl ai n and denonstrate the art of negotiation. LA A 1.4.1
LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.2,
LA.C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAD1.4.2, LAD1.4.3, LA D243, LAD24.4, LAD24.5,
LA E2.4.4, LAE 2.4.6, LAE2.4.8

Prepare and deliver a business-related presentation.

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 LAD1.4.1, LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAD2.4.2, LAD24.3, LAD24.4, LAD24.5,
LA.D.2.4.6, LAE 2.4.4, LAE 2.4.6, LAE2.4.8

Denonstrate active listening strategies that inprove
under st andi ng and performance. LA.C.1.4.1, LA C 1.4.2,
LA.C1.4.3, LAC1.4.4, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.5

Denonstrate dispute resolution techniques. LA A 1.4.1
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LA A1.4.2 LAA1.4.3 LAA1L1l4.4 LAA2 A

LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA2A4.7,
LA A 248 LAC241 LAD1.4.2 LAD1.4.3

Identify nmeans of nonverbal comunication. LA A 1.4.1,

LA A1.4.2 LAA1.43 LAAl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

Identify types of technol ogy/equi pment used in the

wor kplace. LA A 1.4.1, LAA1.4.2, LAA1l.4.3, LAAL1LlA4 4
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB.2.4.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

Define hypertext, URL, links, Internet service provider

(I1'SP), bulletin board service (BBS), electronic storefront,
e-mail, newsgroups, flames. LA A 1.4.2, LA A1 4. 3
LA A2 4.4, LAA2.4.8, LAB 243, LAB24.4

| DENTI FY AND DEMONSTRATE EMPLOYABI LI TY AND HUMAN RELATI ONS SKI LLS-

-The student wl |l

be able to:

13.01 Identify and utilize resources used in a job search (e.qg.

net wor ki ng, newspaper, Internet). LA A 1.4.1, LAAL1l 4. 2,

LA A1.4.3 LAAL1l4.4 LAA2.4.1 LAA24.2 LAAZ2A4.3,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB24.2
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13.

13.

13.

13.

13.

13.

13.

13.

02

03

04

05

06

07

08

09

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1,
LA D1.4.2, LAD1.4.3, LAD241 LAE246, MAAS5. 4.1,
SC.H. 3.4.5, SC.H.3.4.6, SS.D.1.4.1

Di scuss |np ortance of drug tests and crim nal background
checks in identifying possible enploynent options.
LAA141 LAAL1.42 LAA1.43 LAALl44 LAB14.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2. 4.4,
LA C1l.4.1, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5, SCH3.4.1, SCH3.4.3, SS.A 5.4.7

Identify steps in the job application process including
arrangi ng for references and proper docunentation (e.gqg.
green card). LA A 1.4.1, LAA1.4.2, LA A1l 4.3,

LA A1l 4.4 LAA2.4.1 LAA2. 4.2, LAA2 4.3, LAAZ2 4.4,
LA.A2.4.5 LAA24.6, LAA2.4.7, LAA2.4.8, LAB14.1,
LA B.1.4.2, LAB. 1.4.3, LAB2.4.1, LAB2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD241 LAE246, MVAA5 41 SCH3.4.6
Identify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LAA1l41

LA A1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LLAB.1.4.2, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAE 24.6,
MA.A 5.4.1, SC.H3.4.6, SS.A 5.4.7

Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter
letter of resignation, and letter of recomendati on
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3, LAB24..1,
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, VAA1l.4.1, SCH3.4.2
Identify and denonstrate appropriate dress and groom ng for
employment. LA A 1.4.3, LAA2. 4.4, LAA2.4.7, LAAZ2.4.38,

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LA C3.4.3, SCH3.4.3

Identify and denonstrate effective interviewi ng skills
(e.g., behavioral). LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1l.4.1, LAC1.4.3, LAC3.4.1 LAC3.4.2, LAC3.4.3,
LA.C.3.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1,
MA.A1.4.1, MAAL1 43 SCH3.4.3, SS.C24.3

Descri be nethods for handling illegal interview and
application questions. LA A 1.4.2, LAA1.4.3, LAAZ24. 2,
LA A 2.4.4, LAA2.4.5 LAA24.8, LAB1l.4.1, LAB14.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
LA C1.4.3, LAC1.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,
LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3, LADZ24.1,
LA.D.2.4.2, LAD2.4.3, LAD2.4.4, LAD24.5 LAD2.4.6,
SC.H 3.4.1, SS.A 5.4.7

Di scuss state and federal |abor |aws regulating the

wor kpl ace (e.g., Child Labor Law, sexual harassnment, EECC
ADA, FMLA, OSHA). LA A 1.4.1, LAA1.4.2, LAA11.43
LA A1l 4.4, LAB1.4.1, L
LA.B.2.4.2, LAB.2.4.3, L
LA.C3.4.1, LAC3.4.2, L
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LA.D.1.4.3, LAD24.1 LAD2. 4.4 LAD2.4.5,

LA.D.1.4.2,

SC.H 3.4.4
13.10 ldentify positive work attitudes and behavi ors such as

SS.C. 2. 4.3,

fairness,

respect, responsibility,
LA A1.4.1 LAAL1L1lA4 2,

conpassi on,

honesty,

and cari ng.

trustwort hi ness,

LA.A 1.4.3,

LAA2.4.1, LAA2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA D2.4.1, LAE2.4.6, SCH3.4.3
13.11 ldentify ways to work cooperatively in a business situation

LA.D. 1.4.3,

LA.D.1.4.2,

wi th diverse popul ati ons and the physically chall enged.

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.B. 1.4.3,
LA.C. 1.4.3,

LA.B.1.4.2,
LA.B. 2. 4.4,

LA.B.1.4.1.,

LA A 2.4.8,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

LA E 2.4.6
13.12 Describe inportance of producing quality work and neeting

LAA 141, LAA1.4.2 LAAL143

per f ormance st andards.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E.2.4.6, SC.H 3.4.2
and business ethics (e.qg.,

LA.D.2.4.1,

LA.D. 1.4.3,
13.13 ldentify persona

preventing

and unaut hori zed di scounti ng).

pilfering,

t heft,

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

MACA 141, MAAL42 MAL1 43 MALlA4 4,

LA E 2.4.6,

SS.C.2.4.6

13. 14 Denmpnstrate orderly and systematic behavi or

SS.C. 2.4.3,

SC. H. 3. 4.3,

by creating and

LA.B.1.4.1,

LA.A 1.4.3,

LA.B.2.4.1,

mai ntai ni ng a nonthly planner.

LA.B.1.4.2,

LA.B.2.4. 3,

LA.B.2.4.2,

LA.B.1.4.3,

LA.D.1.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.B. 2. 4.4,

LA.D.2.4.3, LAD2.4.4, LA D245 LAD24.6,

LA.D.2.4.2,

MA.B. 1.4.2

promotion (e.qg.

MA. A 5.4. 1,
responsi bility).

LA E. 2. 4.8,
13.15 ldentify qualities typically required for

LA E 2.4.6,

LA E. 2.4.4,

LA/A 1. 4.1,

dependability,

productivity,
LA A 1. 4.2,

LAA Ll 4.4, LAAZ2.4.1 LAAZ2 42

LA.A 1.4.3,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LAD.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

SC.H.3.4.3
13.16 ldentify how to prepare for job separation and re-

LA A 1.4.4,
LA.A 2.4.5,

LA/A 141, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

enpl oynent .

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,

LA A 2.4.6,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,
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14.

13.17

13.18

13.19
13. 20

LA.C. 1.4.3,
LA.D.2.4.1,

LA.C. 1.4.4,
LA E 2.4.6,

LA.C.2.4.1, LAD1.4.2, LA D1.4.3,

SC. H

3.4.5

Create and maintain a portfolio of docunents for job

pl acenent (

e.g.,

resune,

| etters of

recomendati on,

awar ds,

evi dence of participation in school/conmunity/vol unteer

activities,

enpl oyer

eval uations).

LA.A 1.4.3, LA B. 1
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B. 2.
LA.B.2.4.4, MAA1.4.1 MAAI1l. 4.4 SCH3. 4.5 SCHS3

4.1
4.3,
4.6

Identify and practice stress nanagenent and rel axation
LAA141 LAAL142 LAA1L14.3 LAALlA4 4

t echni ques.

LAA2.4.1, LAA2.4.2, LAA2.4.3 LAAZ2 4.4, LA A 2.4.5,
LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l.41 LAB1.4. 2,
LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2 LAD1.4.3,
LA.D.2.4.1, LAE 2.4.6

Mai ntain confidentiality of business nmatters.

Di scuss i nportance of practicing positive custoner service
skills. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LA B 1.4.3,
A.C3.4.1 LAC3.4.2

| DENTI FY AND DEMONSTRATE PERSONAL FI NANCI AL SKI LLS—The student

wi | |

14.01

be able to:

14.

02

14. 03

14.

04

14. 05

14.

06

Identify and prioritize personal financial goals.

LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LAD1.4.3, LAD24.1 LAE246, VAAL141 NAAL1l 4 2,
MA.A 2.4.2, MAA4.4.1, MAB3.4.1, MAD1.4.1, MAD2.4.1,
SS.D.2.4.2

Create and maintain a budget that supports financial goals
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, MAA1l.4.1, MAA1L1l42 NMAAZ2.4.2, VAA4.4.1,
MA.B.3.4.1, MA.D.1.4.1, MA D 2.4.1

Descri be inmportance of |ong-range financial planning.
LAA1.4.2 LAA1L14.3, LAA2.42 LAAZ2. 4.4, LA AZ24.5,
LA A 2.4.8, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LADZ24..2,
LA.D.2.4.3, LAD2.4.4, LA D2.4.5 LAD2.4.6

Eval uate various investnment opportunities for financia
growth LAA141 LAAL142 LAA1L14.3 LAALlA4 4
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.4, LAC1.4.1, LAC 1. 4.2,
LA.C1.4.3, LAC1l.4.4, MAAL1 41 NMAAL1 4.2 NAAZ24 2,
MA.A 4.4.1, MA.B.3.4.1, MA D 1.4.1, MAD24.1

Conpare and eval uate banki ng services (checking and savi ngs
accounts, ATM check cashing cards, on-line banking)

LA A1.4.2 LAA2 4.4, LAA2.4.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LA B.2.4.2, LA B 2.4.4, MAA1.4.1, MA A 1.4. 2,
MA.A 2.4.2, MA.A 4.4.1, B.3.4.1, MA.D.1.4.1, MAD. 2.4.1,
SS.D.2.4.4

Denpnstrate

ability to manage a checki ng and savi ngs
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LA.B.2.4.2, LA B.2.4.4,

account .
MAL A 2. 4.2,

MA. A 4.4.1,

MA. A 3. 4.3,

D.2.4.1

MA.

LA.B.2.4.2, LA B.2.4.4,
MA.A . 3.4.3, MAAA4.4.1,

MA A 2. 4. 2,
MA.D.2.4.1

1040EZ i ncone tax form

ete a
.1.4.1
3.4.1

Conp
MA. A
MA. B

14. 07
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Cour se Number :
Course Title:
Course Credit:

Fl ori da Departnment of Education

STUDENT PERFORMANCE

8812120

STANDARDS

Busi ness Managenent and Law

1

COURSE DESCRI PTI ON:

July 2001

This course is designed to provide an introduction to business

managenent techniq
conmmuni cati on tech
the Anerican enter
conpl eti on point

Dat a Code A:

ues.
ni ques,

prise system Students

Busi ness Manager -

Topi cs i nclude human rel ati ons,
busi ness | aw concept s,
have net occupationa
I ndustry Title.

and
will

deci si on naki ng,
characteristics of

15.0 | DENTIFY PRINCI PLES OF MANAGEMENT--The student will be able to
15. 01 Discuss the evolution of managenent as a science and as an
art. LAA1.4.1, LAA1.4.2, LAA1.4.3 LAALlA4 4

LA.B.2.4.2, LAB.2.4.4, LAC1.4.3, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA D.2.4.1, LAD2.4.4, LAD24.5

15. 02 Expl ain role of managenent in small business. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA241 LAAZ2A4.2,
LA A 2.4.4, LAA2.4.5 LAA2 4.6, LAA2.4.7, LA A2 4.8,
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.2,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAD1.4.2, LAD1.4.3, LA D243, LAD24.4, LAD24.5,
LA E.2.4.4, LAE 2.4.6, LAE2.4.8

15. 03 Define five (5) functions of managenent: planning,
organi zi ng, staffing, directing, and controlling.
LAA1.4.2 LAA1.4.3 LAA2 4.4, LA A2 4.8, LA B 24.3,
LA.B.2.4.4

15.04 Discuss different types of |eadership styles. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB24.2, LAB. 2 4.4,
LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5

15.05 ldentify characteristics of effective | eaders LA A 1.4.1,
LA A1.4.2 LAA14.3, LAA1L1lA44 LAAZ2A4 1, LA A 2.4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA2A4.7,
LA A 2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

15. 06 Explain the steps in decision maki ng and probl em sol vi ng.
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2. 4.4, LAA2.45 LAA24.6, LAA24.7,
LA.A2.4.8, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LAC 1. 4.4,
LA.C2.4.2, LAC3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4
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LA.D.1.4.2, LAD1.4.3, LA D2.4.3, LAD2 4.4,

LA.C 3.4.5,

LA.E 2.4.8

dealing with conflict.

LA E 2.4.6,

LA E. 2.4.4,

15. 07 Discuss strategies for

LA.D.2.4.5,

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4.4 LAB2.4.2, LA B2 4.4,

LA.A1.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LA D 2. 4.4,

LA.C 3.4.5,

LA.D.2.4.5
15.08 ldentify procedures for

LA/A 1. 4.1,

recruiting enpl oyees.

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6
15.09 ldentify criteria for selecting prospective enpl oyees.

LA.D.2.4.1,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6
15. 10 Review nethods utilized in training enployees.

LA.D.2.4.1,

LA.D. 1.4.3,

LA.A1.4.2,

LAA2.4.1, LAA2.4.4, LAA2.4.6, LAC3.4.1,

LA A 1.4.4,

LA.C.3.4.4, LA C.3.4.5
promoting and transferring enpl oyees.

LA.C 3.4.3,

LA.C.3.4. 2,
15.11 Di scuss reasons for

LA/A1.4.2, LAA1.4.3 LAA1L1l 44 LAB24.2,

LA/A 1. 4.1,

LA.C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3,

LA.B. 2. 4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.5
15.12 ldentify various types of wage and sal ary pl ans.

LA.D. 2. 4.4,

LA/A1.4.2 LAA1.4.3 LAAL1l44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE2.4.6, MVAA 1 4.1 NAAL1l4 2,

LA.D. 1.4.3,

MA.B.3.4.1

15.13 ldentify the nost frequently offered fringe benefits.

MA. A 3.4. 3,

MA A 2. 4. 2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LA/A2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

15. 14 Describe obligations enployers have to enpl oyees.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LA/A2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.D.2.4.1, LAE 2.4.6

LA.D. 1.4.3,

16.0 DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P AND THE FREE

be able to:

ENTERPRI SE SYSTEM - The student will

16. 01 Research role of entrepreneurship in the free enterprise

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

system

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA A24.5,

LA.A 2.4.1,
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17.

16.

16.

16.

16.

16.
16.

16.

DEMONSTRATE KNOALEDGE OF THE GLOBAL ECONOMY- - The

02

03

04

05

06
07

08

LA A 2.4.6,
LA.B.1.4.3
Conpare an
LA.A1.4.2, LAA2.4.4, LA A2 4.6,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4
Assess advant ages and di sadvant ages
LA.A1.4.1, LAA1.4.2, LAA1 43,
LA.A. 2.4.5 LA A 2.4.6, LAA24.7,
LA.B.2.4.2, LAB.2.4.4, LA C. 1.4.1,
LA.C1.4.4

Anal yze risks and responsibilities

a business. LA A 1.4.1, LA A1l 4. 2,

LA A 2.
LA A 2.
LA. B. 1.

Exam ne the

LA A 2.

Di agram t he

LA A 2.
MA. D. 1.
I nvesti
LA A1l

LA A 247, LAA2.4.8, LAB1.4.1 LAB14.2,
, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3, LA .B.2.4.4,
d contrast different types of business ownership

LA.A.2.4.7, LA A 2.4.8,
of busi ness
LA A 1.4.4,
LA. A 2.4.8,
LA.C.1.4.2,

nvol ved i n ownership of
LA A 1.4.3, LAAL1l 44,

4.1, LAA2.4.2, LAA2.4.3, LAA2.4.4, LA A 2. 4.5,
4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LA B 1. 4.2,
4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LAB.2.4.4
obl i gati ons of business ownership. LA A 2.4.1,
4.2, LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6
econoni c/ busi ness cycle. LA B.2.4.1, LA B.2. 4.
Interpret concepts of Law of Supply and Demand in rel ation
to a specific product and/or service. LA A 2.4. 3,
4.4, LA A.2.4.7, LA B.2.4.2, LA C.3.4.3, LA D 2.4.4,
4.1, MA.D.1.4.2, MA.D.2.4.1, MAE1.4.1
gate current trends contributing to econom ¢ change
4.1, LAA1.4.2, LAA1.4.3, LAA1l 4.4 LAAZ241
4.2, LAA2.4.3, LAA2.4.4, LA A2.4.5 LA A 2 4.6,
4.7, LAA.2.4.8, LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
4.1, LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4

A2,
LA A 2.
. B. 2.

student will be

able to:

17.01 ldentify the role of an Internet site in generating

17.

02

i nt ernati onal

LA A 1.
LA A 2.
LA B.2
LA C. 2.
Def i ne

4.4, LA A 2.
4.5, LA A 2.

.4.2, LA B 2.

4.1, LA D. 1.
and expl ain

i nterest.

4.1,
4.6,
4.3,
4.2,

and freight forwarder.
LA.A 2.4.8, LA B.2.4.3,

MA. A. 2.

4.2,

MA A 3.4.1,

17. 03 Anal yze characteristics
LA A 1.4.2, LAAL1l 4.3,

17.

04

LA A 2.
LA A 2.
LA. B. 2.

Di scuss i npact

b
4.
4.
4
4
4

4.3, LA
4.8, LA
4.2, LA
al ance
3, LA
1, LA
.2, LA
1
1

>002»QQOwm>

PR WP

,  MA

NN

— —

BAARSS AN

Q@
NWNDAOOD WERE ™

- .

nat i onal
e).

LA/A 1. 4.1,

.2

-,
.4,
.3

LA. B. 2.
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el

LAA1.4.2, LA A1.4.3,

LA A 2.4.3, LA A2 4.4,
LA.A 2.4.8, LAB.2.4.1,
LA.C.1.4.3, LA C 1. 4.4,
LA D2.4.1, LAE2.4.6
etter of credit (L/C),
LA A 1.4.3, LA A2 4.4,
MALA 1.4.1, MA.A 1.4 2,
MA. B. 3.4.1

al econony. LA A 1.4.1,
LA A 2.4.1, LAA2 4.2,
LA A 2.4.6, LAA2 4.7,
LA.B.1.4.3, LAB.2.4.1,

de on snall business

1, LA A1l 4. 2,
LA.B.2.4.4, LA C 1.4.3,
LA.C. 3.4.4, LA C. 3.4.5,
LA.D.2.4.4, LA D 2.4.5,
MA.A 3.4.1, MA A 3.4.3



busi ness opportunities.

LA A 2.4.6,

17. 05 Compare and contrast gl oba

LA A 2.4.8,

LA.A2.4.7,

LA A 2.4.4,

LA.A1.4.2,

LA.B.2.4.4
researching specific internationa

LA.B.2.4.2,

LA.B.2.4.1,
17. 06 Descri be net hods of

LA/A1.4.3, LAAZ2.4.2 LAAZ2 4.4,

LA.A1.4.2,

mar ket s.

LA.A2.4.8, LA B 242 LAB243 LAB2 4.4,

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 3.4.4,

LA.D.2.4.6

LA.D.2.4.4, LA.D.2.4.5,
barriers to international trade.

LA.D.2.4.3,

LA. D. 2.4. 2,
17.07 ldentify potenti al

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

17.08 ldentify differences between inporting and exporting.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

17. 09 Exam ne inpact of changes in trade barriers and technol ogy.

LA.D.2.4.1,

LA.D. 1.4.3,

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LAA2.4.6

18.0 DEMONSTRATE KNOWL.EDGE OF THE | MPORTANCE OF THE BUSI NESS PLAN- - The

be able to:

student will

18. 01 Di scuss how a business plan contributes to the success of a

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

busi ness.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA E 2.4.6
conducting a feasibility

LA.A 1.4.3,

LA.D.1.4.3, LA D2.4.1,

LA.D. 1.4. 2,
18. 02 Describe the circunstances for

LA A 1.4.4,

LA.A1.4.2,

LA/A 1. 4.1,

st udy.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LA D241 LAEZ246

LA.D. 1. 4.2,
18. 03 Anal yze exanpl es of busi ness pl ans.

LA.A1.4.2,
LA.A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4
18. 04 Expl ain inportance of the presentation of the business plan.

LA.B. 2.4. 3,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LA.D.1.4.2, LAD1.4.3, LA D2.4.3, LAD2 4.4,

LA.C 3.4.5,

LAE 2.4.4, LAE 2. 4.6, LAE2.4.8

LA.D.2.4.5,
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revi ewi ng and updating the business

18. 05 Express inportance of

LAA1.4.2 LAA1.4.3 LAALlA4 4

LA/A 1. 4.1,

pl an.

LAA2.4.2, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C. 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LAEZ2 4.4 LAEZ2 46, LAE2.4.8

LA.D. 2. 4.4,

| NVESTI GATE AND ANALYZE COVPONENTS OF FI NANCI AL MANAGEMENT- - The

student will

19.0

be able to:

and accounti ng

LA.C. 3.4.1,

19. 01 Dempnstrate the inportance of financia

LA.C 3.4.2,

managenent to t he ent repreneur.

LA.C.3.4.4, LA C3.4.5 MAA3.4.3 MLAA4 4.1,

LA.C 3.4.3,

MA.D. 2.4.1
19. 02 Dempnstrate and cal cul ate how to deternine start-up costs

MA. B. 3. 4.1,

LA.C. 3.4.1,
LA.C 3.4.5,

a business in a given situation.

for

LA.C 3.4.4,

LA.C 3.4.3,

C.3.4.2,

<

19. 03 Compare and contrast the three neans of obtaining equity

public corporation,

LA A 2.4.4,

private corporation,

funding (e.g.

LA.A 2.4.6,

LA.A1.4.2,

venture capitalists).

LA.A2.4.7,

MA.
MA

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4,

LA A 2.4.8,

19. 04 Compare and contrast sources of start-up and operating

LAA 1. 4.2 LAAZ2.4.4 LAA2.4.6, LAAZ2.4.7,

capi tal

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4,

LA A 2.4.8,

MA. B. 3. 4.1,

MA.E. 1.4.1

MA. B. 2. 4. 2,
19. 05 Analyze fixed and vari abl e costs,

l
l

MA A 4.4. 1
MA.D.2.4.1

<0

debt

LA.A1.4.2,

equity financing,

and trade credit. LA A 1.4.1,

fi nanci ng,

LAA 1. 4.4 LAAZ2.41 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B. 2. 4.4,

LA.B. 2.4. 3,

MA. B. 3. 4.1,

MA. B. 2. 4. 2,

MAE 1.4.1
19. 06 Expl ai n conponents and i nportance of a profit and | oss

LAAA 141, LAA1.4.2 LAA1L1 43 LAALlA4 4,

statenment.

LAA2.4.2, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.1,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C 1.4.4,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.3,

LA.C 3.4.4,

LA.D.2.4.5 LAEZ2 44 LAEZ2 46, LAEZ24.8,

LA.D. 2. 4.4,

MA.A. 2.4.2, MA A 3.4.1, MA A 3.4.3,

MA.E. 1.4.1

MA. A 1.4. 2,
19. 07 Create a bal ance sheet,

l
l

MA. A 1. 4.1
MA.D.1.4.1

and cash flow

i ncome st atenent,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,
MA A 2. 4.2,

LA.B. 2.4. 3,

proj ection.

LA.B.2.4.2,

MA A 3.4.1,

70



19.08 ldentify records necessary for effective inventory contro
LAA141 LAAL142 LAA1L14.3 LAALlA4 4 LA.A.2.4.1
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2 4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB241 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2,
LAD1.4.3, LAD24.1 LAE246, VAAL141 NAAL1l4 2,
MA.A 2.4.2, MA.B.4.4.2, MAD1.4.1, MAD24.1

19.09 Discuss the use of computers in financial analysis.
LAA141 LAA1L14.2 LAA1.43 LAALl4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.D.2.4.4, LA D2.4.5

20.0 DEMONSTRATE THE KNOW.EDGE OF MERCHANDI SI NG AND | NVENTORY- - The

student will be able to:

20. 01 Define planned sal es, planned stock |evels, estinmated
mar kdowns, and shrinkage. LA A 1.4.2, LA A 1.4 3,
LA A2 4.4, LAA2.4.8, LAB 243, LAB24.4

20.02 Analyze options for inventory control (cost vs. retail).
LA A141 LAAL142 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4

20. 03 Explain the purchasing procedures for a small business by
defining nodel stock. LA A 1.4.1, LAA1l 4.2 LAA14. 3
LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA.D.2.4.3, LAD2.4.4, LA D245 LAE24.4, LAE24.6,
LA E. 2.4.8

20. 04 Describe factors to consider when sel ecting vendors (e.qg.
terms of sale, cash discount, quantity di scount, seasona
di scount, future dating, Free On Board destination
consi gnnent buying). LA A 1.4.2, LAA1.4.3, LAAZ24 2,
LA A 2.4.4, LAA2.4.5 LAA24.8, LAB242, LAB24.3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1,
LA.C.3.4.2, LA C3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA D.2.4.1, LAD2.4.2, LAD24.3, LAD24.4, LAD24.5,
LA.D.2.4.6, MA A 1l.4.1, MAA1l.4.2 NMAAL1l4.4 NAA 2. 4. 2,
MA.A 3.4.1, MAA3.4.2, MVAA3.4.3 MAAA4.4.1, MAADS. 4.1,
MA.B.2.4.2, MA.B.3.4.1, MA D 1.4.1, MAD1.4.2, VA D 2.4.1,
MAE 1.4.1

20. 05 Define and cal cul ate basic busi ness neasurenents (e.g.
break- even point, stock turnover, cost of goods sold,
mar kup, markdown, and di scounts/ternms). LA A 1.4.2,
LA A1.4.3, LAA2 4.4, LAA2.4.8, LAB.2.4.3, LA B 2. 4.4,
MALA 1.4.1, MAAL1.4.2, MAALl44 NMAAZ2.4.2, VA A3.4.1,
MA.A 3.4.2, MAA3.4.3, VAA4.4.1 MAAGSG. 4.1, MAB 2.4. 2,
MA.B.3.4.1, MA.D. 1.4.1, MAD.1.4.2, MAD.2.4.1, MVAE1.4.1

20. 06 Explain nethods that businesses use to authorize paynents
for goods and services. LA A 1.4.1, LAA1.4.2, LA A1l 4.3,
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21.

22.

LA A1l 4.4 LAA2.4.1 LAA2.4.2, LAA2 4.4, LA A2 4.5,
LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1, LAB1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA.D.2.4.3, LA D2.4.4, LA D245 LAE24.4 LAE24.6,
LA E. 2.4.8

20.07 ldentify use of conputer systens in managi ng nerchandi se and
inventory. LA A1.4.1, LAA1l.42 LAA1l4.3, LAALlA4 4
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1,
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

| DENTI FY THE ELEMENTS OF MANUFACTURI NG AND PRODUCTI ON- - The st udent

will be able to:

21.01 ldentify different types of manufacturing (e.qg.
conti nuous,

21.02

21.03

21.04

mass,
LA A 1. 4.1,
LA A 2.4.2,
LA A 2.4.7,
LA. B. 2. 4. 4,
LA.D.1.4.3
Identify t
i nventory,
LA A 1. 4.1,
LA A 2.4.2,
LA A 2.4.7,
LA. B. 2. 4. 4,
LA.D. 1.4.3,

LA.A1.4.2,
LA A 2.4.3,
LA A 2.4.8,
LA.C1.4.3
LA D2.4.1

he el ements of product
human resources,

LA.A1.4.2,
LA A 2.4.3,
LA A 2.4.8,
LA.C. 1.4.3,
LA D2.4.1

Identify factors that
manuf act uri ng busi ness.

LA A 1. 4. 4,
LA A 2.4
LA B. 2. 4.
LA.C. 2.4
SS.D. 1.4
Di scuss t

LA.A 2.4.1,

repetitive,

LA A 1. 4.

LA E 2.4.6

custom
and intermttent).
LA A 1.4.4, LAA2 4.1,
LA.A 2.4.5 LA A 2. 4.6,
LA.B.2.4.2, LA B.2.4.3,
LA.C2.4.1, LAD1.4.2

production planning (e.qg.
and production
LA A 1.4.3,

schedul i ng).
LA A 1.4.4, LA A
LA A 2.4.5, LA A
LA.B.2.4.2, LA B
LA.C.2.4.1, LA D

1,
6,
3,
2

2. 4.
2. 4.
2. 4.
1. 4.

nfl uence the | ocation of a
LA A 1.4.1, LAA1.4.2, LA A 1.4.3,

of quality managemnent.
LA A 1.4.4, A B. 2. 4.
LA.C.3.4.2, LA C3.4.3, LA C3.4.
LA.D1.4.3, LAD2.4.1, LAD2.4.

= W o0 w
-

>r>>>
mo >

SESENES
s
orr s

LAAl 4.1
LA.B.2.4.2, L

o S

DEMONSTRATE KNOALEDGE OF MANAGEMENT OF CUSTOMER CREDI T AND

COLLECTI ON- - The student wil |

22.01 Define credit

recei vabl e,

cust oner

credit.

policy,

credit

be able to:

and agi ng of accounts.
LA A 244, LAA24.8, LAB243 LAB244 SS.D1.4.2
22.02 Discuss the advantages and di sadvant ages of offering

bur eau,

credit limts, accounts
LA A 1.4.2, LA A 1.4.3,

LA/A 141, LAA1.4.2 LAAL143

LA/A 1. 4.4 LAB 242 LAB2 44 LAC14.3, LAC3.4.1,
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LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

SS.D. 1.4.2
LA/A 1. 4.1,

LA.D.2.4.4, LA.D.2.4.5,
busi ness.

LA.D.2.4.1,

LA.D. 1.4.3,
22.03 Analyze credit options for

a smal |

LA A 1.4.4,

LA.A 2.4.2,

LA.A 2.4.1,

LA.A 1.4.3,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4
granting custoner

LA.B. 2.4. 3,

LA.B.2.4.2,
22.04 Exanmine criteria for

LA.A 2.4.1,

credit.
LA. A 2.4.5,

LA A 2.4.3, LA A2 4.4, LA A 2.4.6
22.05 ldentify costs to a business of offering credit card service

LA.A 2.4.2,

LAA 141, LAA1.4.2 LAAL143

to its custoners.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAEZ24.6,

LA.C. 2.4.1,

MACA 1.4.2, MVAAZ2.4.2 MAAS3.4.3 SSD1.4.1

MA A 1.4.1,

SS.D.1.4.2
22.06 ldentify agencies providing credit

i nformati on on custoners.

LA A 1.4.4,

LA.A 2.4.1,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA.E.2.4.6, SS.D.1.4.2
records or

LA.D.2.4.1,

LA.D. 1. 4.3,
22.07 Describe use of credit

LA.A1.4.2,

reports.
LA A 2.4.5,

LA A 2.4.8,

LAA2.4.2, LA A 2.4.4,

LA.A 1.4.3,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LADZ24.3,

LA.D.1.4.2,

LA.D.2.4.5, LA D 2.4.6, SS.D.1.4.1, SS.D.1.4.2

LA. D. 2. 4. 4,
22.08 Analyze procedures used for

LA/A 1. 4.1,
LA.A 2.4.2,

credit collections.

LA/A1.4.3 LAA14 4 LAAZ2 4.1,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4, SS.D.1.4.1, SS.D.1.4.2
22.09 Explain the purpose of an accounts receivable aging report.

LA.B. 2.4. 3,

LA.B.2.4.2,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA.A 2.4.2,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.3, LA B.2.4.4, LA C1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C 2.4.2,

LAD.1.4.2, LAD1.4.3, LAD2 4.3, LAD2 4.4,

LA.C 3.4.5,

LAE2.4.4, LAE 2. 4.6, LAE2.4.8 SS.D1.4.1,

LA.D.2.4.5,

SS.D.1.4.2
22.10 ldentify the role of snall

clainms court and coll ection

LA.A1.4.2,

LA/A 1. 4.1,

agencies in debt collection.

LA.A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 1.4.4,

SS.D. 1.4.2

LA E 2.4.6,

be able to:

23.0 DESCRI BE RI SK/ SHRI NKAGE MANAGEMENT- - The student will
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24.

23.

23.

23.

23.

23.

23.

23.

23.

23.

01

02

03

04

05

06

07

08

09

Identify methods to mininmize shoplifting. LA A 1. 4.1,
LAA1.4.2 LAA1L1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB24.1 LAB242, LAB24.3, LAB 2 4.4,
LA.C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA.D.2.4.1, LAE2.4.6

Det erm ne procedures that can be used to reduce amount of

loss frominternal theft. LA A 1.4.1, LA A1l 4. 2,

LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ24.3,
LA A2.4.4, LAA2.4.5 LAA246, LAA2.4.7, LAA24.8
Identify procedures that can be used to reduce anount of

| oss frombad checks. LA A 1.4.1, LAA1l.4.2 LAA14.3

LA A1l 4.4 LAA2.4.1 LAA2. 4.2, LAA2 4.3, LAAZ2 4.4,
LA.A2.4.5 LAA24.6, LAA2.4.7, LAA24.8, LAB24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA C2.4.1, LAD1.4.2, LAD1.4.3, LAD241 LAE24.6
Di scuss security procedures to discourage burglary and
robbery. LA A1.4.1, LAA1.4.2, LAA1.4.3 LAAL1l44
LA.B.2.4.2, LAB.2.4.4, LAC1.4.3, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2, LAD1.4.3,
LA D.2.4.1, LA D244, LAD24.5

Di scuss how accidents and | awsuits can be prevented.
LAA141 LAA1L14.2 LAA1.43 LAALl4.4 LAB24.2,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5, LAD1.4.2, LAD1.4.3, LADZ24.1,
LA.D.2.4.4, LAD2.4.5

Identify different types of business insurance policies
required for a variety of types of businesses. LA A 1.4.1,
LA A1.4.2 LAA1.43 LAAl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

Identify procedures for handling cash transactions.

LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A 2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242, LAB24..3,
LA.B.2.4.4, LAC1.4.3, LAC1l.4.4, LAC2.4.1, LA D 1.4.2,
LA D1.4.3, LAD24.1 LAE24.6

Conpare and contrast different store policies concerning
shrinkage (e.g., returns, mark out of stocks, charge backs).

LAA 1. 4.2 LAAZ2.4.4 LAA2.4.6, LAA2.4.7, LA A 2.4.8,
LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4

Identify procedures for mamintaining quality customner
service. LA A1.4.1, LAA1l.42 LAA1l4.3, LAALlA4 4
LA A24.1 LAA2.4.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,
LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LAC24.1
LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

DEMONSTRATE KNOALEDCGE OF GOVERNMENT REGULATI ON OF BUSI NESS- - The

student will be able to:
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i mpact a
LA A 1. 4.1,

regul ati ons and agenci es t hat

24.01 Anal yze governnent

LA.A 2.4.2,

OSHA, FTC, FCC, UCQ).
LA/A1.4.3, LAA14. 4 LAAZ2 4.1,

busi ness venture (e.g.,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4, SS.D.1.4.1
24.02 Investigate the role of governnent regul ations in dealing

LA.B. 2.4. 3,

LA.B.2.4.2,

LA.A1.4.2,

LA/A 1. 4.1,

with custoners and enpl oyees.

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2 LAAZ24.3,

LA.A 1.4.3,

LA-A2.4.5 LAAZ2.46, LAA2.4.7, LA A24.8,

LA A 2.4.4,

SS.D.2.4.3
24.03 Explain differences between a |license and pernit and

LA.A1.4.2,

LA/A 1. 4.1,

i dentify issuing agencies.

LAA L1 4.4 LAAZ2.4.1 LAA2.4.2, LA A2 4.4,

LA.A 1.4.3,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.2 LAC3. 4.1,

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,

LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAEZ2 4.4,

LA.D. 1.4.3,

LA.E. 2.4.8
24.04 Discuss inportance of evaluating environnmenta

LA E 2.4.6,

i mpact of

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

busi ness.

LA.B.2.4.4, LA C1.4.3, LAC3.4.1, LA C3.4.2,

LA.B.2.4.2,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.3,

LA.D.2.4.5, SS.B.1.4.1, SS.B.2.4.7
24.05 Describe health and safety issues that should be consi dered

LA.D. 2. 4.4,

LA.D.2.4.1,

LA.A1.4.3, LAAZ24. 2,

LA.A1.4.2,

by an entrepreneur

LA A 2.4.4,

LA.A 2.4.8, LA B 2.4.2, LA B 24.3,

LA.A 2.4.5,

LAC1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4 LAD24.5,

LA.D.2.4.1,

LA.D.2.4.6
24.06 Describe facility/equipnment

mai nt enance records.

LA/A1.4.3 LAAZ2.4.2 LAA2. 4.4 LA AZ24.5,

LA.A1.4.2,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA A 2.4.8,

LA.C.2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.4,

LA.C 1.4.4,

LA.D.1.4.2, LAD1.4.3, LAD2.4.1, LAD24.2,

LA.C 3.4.5,

LA.D.2.4.4, LA D2.4.5 LAD2.4.6
product safety | aws.

LA.D. 2.4.3,
24.07 Di scuss consuner

LA/A 1. 4.1,

LA.B.2.4.2,

LA.B. 2. 4.4,

LAA1.4.3, LAA1.4. 4,

LA.A1.4.2,

LA.C.3.4.1, LAC3.4.2, LA C.3.4.3, LA C3.4.4,

LA.C. 1.4.3,

LAD.1.4.2, LAD1.4.3, LA D2 4.1, LA D 2. 4.4,

LA.C 3.4.5,

SS.C.2.4.5

LA.D.2.4.5,

be abl e

25.0 DEMONSTRATE KNOWLEDGE OF BUSI NESS LAW - The student wil|l

to:

LA.A1.4.2,

LA/A 1. 4.1,

25.01 Explain evolution of business |aw

LAA L1 4.4 LAAZ2.41 LAA2.4.2 LA A2 4.4,

LA.A 1.4.3,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB1l4.1,

LA.A 2.4.5,

LA.B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.1.4.2,

LA.C1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.3, LA C3.4.4, LA C3.4.5 LAD1.4.2,

LA.C 3.4.2,
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LA.D.2.4.3, LA D 2.4.4, LA D2.4.5 LAEZ2 4.4,

LA.D. 1.4.3,

SS.A.5.4.8

25.02 Explain and anal yze the elenents of a contractua

LA E 2.4.8,

LA E 2.4.6,

of
LA A 1.4. 4,

of attorney, limted power

power

relati onship (e.g.
attorney).
LA A 2.4.1,

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

LAA2.4.4, LAA2.4.5 LA A2 4.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1 LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C2.4.2, LAC3.4.1, LA C3.4.2, LA C3.4.3,

LA.C. 1.4.4,

LA.C.3.4.5, LAD1.4.2, LA D1.4.3 LAD24.3,

LA.C 3.4.4,

LA.E 2.4.8
LA/A 1. 4.1,

LA.E. 2.4.4, LA E 2.4.6,
LA.A 2.4.1,

LA.D.2.4.5,

LA. D. 2. 4. 4,
25.03 Analyze el ements of an enforceable contract.

LA.A 2.4.2,

LAA1.4.3, LAA1. 4.4,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

LA.B.2.4.4
information to nmaintain conpliance with

LA.B. 2.4. 3,

LA B.2.4. 2,
25.04 ldentify essentia

LAA1.4.2, LA A1.4.3,

LA/A 1. 4.1,

statutes of frauds.

LA A 1.4.4,

LAA2.4.2, LAA2.4.3, LAAZ2 4.4,

LA.A 2.4.1,

LA/A2.4.6, LAA2.4.7, LAA2.4.8 LAB24.1,

LA.A 2.4.5,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA D1.4.3, LAD241 LAE24.6
25. 05 Analyze various breaches of contract and avail abl e renedi es.

LA.D.1.4.2,

LA.C. 2.4.1,

LAA1.4.2 LAA1.4.3 LAALl44 LAAZ24.1,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA/A2.4.8 LAB1.4.1, LAB1.42 LAB14.3,

LA.A2.4.7,

LA.B.2.4.3, LA B.2.4.4
non- enf orceabl e el enments of a case

LA.B.2.4.2,

LA . B.2.4.1,
25.06 ldentify enforceable or

LAA1.4.2 LAA1.4.3 LAALlA4 A4

LA/A 1. 4.1,

st udy.

LAA2.4.2, LAA2.4.3, LAA2.4.4 LA AZ24.5,

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LAB2.4.1, LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA.D.1.4.3, LAD2 4.1 LAEZ246

LA.D. 1. 4.2,
25.07 ldentify requirenents of negotiability.

LA/A 1. 4.1,

LA/A1.4.3 LAAL14.4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA A 2.4.8,

LA.C1l.4.4, LAC2.4.1 LAD1.4.2 LAD14.3,

LA.C. 1.4.3,

LA E 2.4.6

LA.D.2.4.1,

| NVESTI GATE AND ANALYZE COVPONENTS OF HUMAN RESOURCES MANAGEMENT- -

The student will

26.0

be able to:

usi ng i ndependent contractors,

26. 01 Conpare and contrast

and
LA. A 2.4.6,

Cco-0p progranms, interns,

tenporary hel p agenci es,
per manent enpl oyees.

LA.A2.4.7,

LA A 2.4.4,

LA.A1.4.2,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.4,

LA A 2.4.8,

MA.A 1.4.2, MA A2 4.2, VA A 3.4.3

26.02 Create a job description.

MA A 1.4.1,

LA.B.1.4.2,

LA.B.1.4.1,

LA.B.2.4.1, LA B.2.4.2, LAB.2.4.3, LAB.2.4.4

LA . B. 1. 4.3,
26.03 Role-play an interview using appropriate,

guesti ons.

| ega

LA.B.2.4.1,

LA.B.2.4.2,

LA.B.1.4.2, LA B.1.4.3,

LA.B.1.4.1,

LA.B.2.4.4

LA.B. 2.4. 3,
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26.

26.

26.

26.

26.

26.

26.

26.

26.

26.

26.

04

05

06

07

08

09

10

11

12

13

14

Eval uate appropriate work habits (e.g., punctuality,
initiative, self-nmanagenent, reliability). LA B.1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

Anal yze traits that

promote human rel ati ons and increase job

productivity. LA A 1.4.1, LAA1l.4.2 LAA1 4.3,

LAA L1 4.4 LAAZ2.41 LAA2.4.2 LAAZ2.4.3, LAAZ2 4.4,
LA.A2.4.5 LAAZ2.46, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LAB.2.4.2, LAB.2.4.3

LA.B.2.4.4, SS.D.1.4.1

Di scuss components and functions of a conpany policy manua

(e.g., drinking and snoking, tardi ness and absenteei sm
sexual harassnent, nedical insurance, holidays, vacation and
sick time). LA A1.4.1, LAA1l.4.2 LAA1.4.3 LAALlA44
LA.B.2.4.2, LA B.2.4.4, LA C.1.4.3, LA C3.4.1, LA C 3.4.2,
LA.C.3.4.3, LA C3.4.4, LA C.3.4.5 LA D142, LAD1.4.3,
LA.D.2.4.1, LA D.2.4.4, LA D.2.4.5

Sel ect and develop witten solutions to behavior problens
affecting job performance. LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3, LAB.2.4.4
Descri be procedures for training and pronoting enpl oyees.
LAAA1.4.2, LAA1.4.3, LAA2.4.2, LAA2.4.4, LA A 2.4.5,
LA.A.2.4.8, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C. 1.4.3,
LA.C.1.4.4, LA C 2.4.2, LA C.3.4.1, LA C3.4.2, LA C 3.4.4,
LA.C.3.4.5, LA D1.4.2, LAD1.4.3 LADZ241, LAD24.2,
LA.D.2.4.3, LA D.2.4.4, LA D.2.4.5 LA D2.4.6

Descri be nethods for supervising and notivating enpl oyees.
LA/A1.4.2, LAA1.4.3, LAA2.4.2, LAA2.4.4, LA A 2.4.5,
LA.A.2.4.8, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C. 1.4.3,
LA.C.1.4.4, LA C 2.4.2, LA C.3.4.1, LA C3.4.2, LA C 3.4.4,
LA.C.3.4.5, LA D1.4.2, LAD1.4.3 LADZ241, LAD24.2,
LA.D.2.4.3, LA D.2.4.4, LA D.2.4.5 LA D2.4.6

Di scuss alternative nmethods for eval uating enpl oyee
performance. LA A 1.4.1, LA A 1.4.2, LA A1.4. 3

LA.A 1.4.4, LA B.2.4.2, LA B.2.4.4, LA C1.4.3, LA C3.4.1,
LA.C.3.4.2, LA C3.4.3, LA C.3.4.4, LA C3.4.5 LAD1.4. 2,
LA.D.1.4.3, LA D2.4.1, LAD2.4.4, LA D2.4.5

Exam ne and critique a performance appraisal of an enpl oyee.
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4

Identify steps in devel oping a conprehensive enpl oyee
LAA1l41 LAAL1l42 LAAL143

conpensati on package.

LA A1l 4.4 LAA2.4.1 LAA2.4.2 LAA2 4.3, LAAZ2 4.4,
LA A 2.4.5 LAA24.6, LAA2.4.7, LAA2.4.8, LAB.24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD241 LAE24.6
Identify records necessary for payroll taxes. LA A 1l.4.1
LAA1.4.2 LAA1L1.43 LAAL1l44 LAAZ241 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2, LAD1.4.3,
LA D241, LAE246, VAWA1.4.1, MAA1. 4.2 NAAZ24.2
Descri be conponents of enployee contracts (e.g., nonconpete
cl ause, nonsolicitation clause). LA A 1.4.2, LA A 1.4 3,
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LAA2.4.4, LAA2.4.5 LAA2. 4.8 LAB24.2,

LA.A 2.4.2,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B.2.4. 3,

LA.C.3.4.2, LA C3.4.4, LA C.3.4.5 LAD1.4.2,

LA.C. 3.4.1,

LA.D.2.4.1, LA D 2.4.2, LA D2.4.3, LA D2 4.4,

LA.D. 1.4.3,

LA.D.2.4.6
26.15 ldentify records used for

LA.D.2.4.5,

effecti ve human resource

LA A 1.4.4,
LA.A 2.4.5,

LAA 1. 4.1, LAA1.4.2 LAAL143
LA.A 2.4.3, LA A 2. 4.4,

LA.A 2.4.2,

managenent .

LA.A 2.4.1,

LA/A2.4.7, LAA2.4.8, LA B 241 LAB24.2,

LA A 2.4.6,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LAC2.4.1,

LA.B. 2.4. 3,

LA E 2.4.6

LA.D.1.4.3, LA D2 4.1,
i mplications of using performance

LA.D. 1. 4.2,
26. 16 Describe the |ega

LA.A1.4.2,

denot e enpl oyees.

appraisals to termnate or

LA.A 1.4.3,

LA.A2.4.4, LA A 2.4.5 LA A2 4.8,

LA.A 2.4.2,

LA.B.2.4.3, LA B.2.4.4, LAC1.4.3, LA C1. 4.4,

LA.B.2.4.2,

LA.C.3.4.1, LA C3.4.2, LA C.3.4.4, LA C3.4.5,

LA.C 2.4.2,

LA.D.1.4.3, LAD24.1 LAD2. 4.2, LAD24.3,

LA.D.1.4.2,

LA.D.2.4.5, LA D 2.4.6

LA.D. 2. 4.4,
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July 2001
Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Program Titl e: Busi ness Oanership
Secondary Number: 8812000
Post secondary Nunber : M618020

The purpose of this course is to prepare students as entrepreneurs,
present entrepreneurship as a career path that is worth consideration
provi de students with the skills needed to realistically evaluate their
potential as a business owner, and devel op the fundanmental know edge and
skills necessary to start and operate a business. At the conclusion of
this course, the students will have nmet Cccupational Conpletion Point
Data Code B: Entrepreneur, Industry Title.

27.0 ANALYZE CHANG NG ROLE OF ENTREPRENEURSHI P | N THE GLOBAL
MARKETPLACE- - The student will be able to:

27.01 Evaluate inportance of entrepreneurship to the Anmerican
economy. LA B.1.4.1, LA B.1.4.2, LA B 1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, VAA 141, NA A1l 4. 2,
MA.A 2.4.2, MA A 3.4.3, MVAB.2.4.1, MAB.2.4.2, VA B.3.4.1,
MA.D.1.4.1, MAD2.4.1, VAE1.4.1, SS.D.2.4.4, SS.D.2.4.5

27.02 Analyze business trends created by changes in technol ogy.
LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, VA A1l 4.1,
MALA 1.4.2, MAA2.4.2, MAAS3.4.3, MAB2.4.1, MAB. 2.4.2,
MA.B.3.4.1, MA.D. 1.4.1, MA D 2.4.1, MAE1l.4.1, SS.D.2.4.5

27.03 Summarize factors that have led to increased interdependence
within the gl obal marketplace. LA B.1.4.1, LA . B.1.4.2,

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,

SS.D.2.4.6
27.04 Analyze the inpact of international |aw on sales

transactions. LA A 1.4.1, LA A 1l.4.2, LA A1l 4. 3,

LA A 1.4.4, LAA2.4.1, LAA2.4.2, LA A 2.4.3, LA A 2.4.4,
LA A 2.4.5 LA A2.4.6, LAA2.4.7, LAA2.4.8, LA B.1.4.1,
LA.B.1.4.2, LA.B.1.4.3, LA.B.2.4.1, LA.B.2.4.2, LA.B.2.4.3,
LA.B.2.4. 4

28.0 COVPARE AND CONTRAST MANAGEMENT THEORI ES--The student will be able

to:

28.01 ldentify notivational theories that inpact nanagenent (e
Masl ow, Herzberg). LA A 1.4.1, LA A1.4.2, LA A1l 4.3,
LA A1l 4.4 LAA2.4.1 LAA2. 4.2 LAA2 4.3, LA A2 4.4,
LA.A2.4.5 LAA2 4.6, LAA2.4.7, LAA24.8, LAB.24.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LAC 1. 4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD241 LAE24.6

28.02 ldentify an appropriate notivational strategy after
deternmining the wants, needs, and notives of a particular
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29.

28.03

28.04

28. 05

EXPLAI N ROLE OF MANAGEMENT | N

audi ence.

LAAA 141, LAA1.4.2 LAA1L1 43 LAALlA4 4,

LA A24.1, LAA2 4.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,

LA A 2.4.6, LAA2.4.7, LAA2.4.8, LAB24.1, LAB.24.2,

LA.B.2.4.3, LAB.2.4.4, LAC1.4.3, LAC1l.4.4, LA C2.4.1,

LA D1.4.2 LAD1.4.3, LAD241 LAE24.6

Di scuss reward and puni shment theories as they relate to the

busi ness setting. LA A 1.4.1, LAA1l.4.2, LA A1l43,

LA A1.4.4, LAB242 LAB244 LAC1.4.3, LACS3.4.1,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2,

LA D1.4.3, LAD241 LAD2.44 LAD24.5

Conpare and contrast Theory X, Theory Y, and Theory Z.

LA A1.4.2 LAA2 4.4 LAA2.4.6, LAA2.4.7, LA A2 4.8,

LA B.2.4.1, LAB2.4.2, LAB2.4.4

Define and di scuss the inmpact of Total Quality Managenent

(TQWM in the global marketplace. LA A 1.4.2, LA A 1.4 3,
B.2.4

LAA2.4.4, LA A 2.4.8, LA B 2.4.3, LA

.4

OPERATI ON OF AN ENTERPRI SE- - The

student will

29.01

29. 02

29.03

29.04

29. 05

29. 06

29. 07

be able to:

Eval uate possibility of

and procedure for

buyi ng an exi sting

busi ness or franchise. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, VA A1l 4.1,
MALA 1.4.2, MAA2.4.2, MAAS3.4.3, MAB3.4.1

Anal yze and expl ain the functions of managenent.

LA A141 LAAL14.2 LAAL143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2.4.4, LAA2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4

Prepare an organi zation chart and explain its inportance
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

Di scuss various aspects of supervising enpl oyees.
LAA141 LAA1L14.2 LAA1.43 LAAL1L1l4.4 LAB 242,
LA.B.2.4.4, LAC1.4.3, LAC3.4.1, LAC3.4.2, LA C3.4.3,
LA.C.3.4.4, LA C3.4.5 LAD1.4.2, LAD1.4.3 LADZ24.1
LA.D.2.4.4, LAD2.4.5

Interpret the term“con
operating a business.

LA.B.2.4.2, LA C 3.4.3,
Anal yze the
local) to a
LA A 1.4.3,
LA A 2.4.4,
LA.B.1.4.1, LA B.1.4.2,
LA.B.2.4.3, LA B.2.4.4,
Provi de exanpl es of
busi ness.

smal | busin
LA A 1.4.4,
LA. A 2.4.5,

LA.
, LA
LA.
LA.

U O O >

NwWRE N
il
WA

trol”

and explain its inportance in

LAA2.4.3, LAA2.4.4, LAAZ24.7,

LA.D.2.4.4

€SS.
LA A 2.
LA A 2.
LA. B. 1.
SS. D. 2.

4.1,
4.6,
4.3,
4.3
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30.

31.

29.08 Prepare calculations for various types of taxes levied on a

smal | business MA.A 1.4.1, MAA1.4.2, MAA 2.4 2,

MA A 3.4.1, MAA3.4.2, MAA3.4.3, MAA4.4.1, MAB 2.4. 2,
MA.B.3.4.1, MA.D.1.4.1, MA.D. 2 1, MA.D.2.4.2, MA.E 1.4.1,
SS.D.2.4.3

29. 09 Conpare sources of technical assistance for the snall
busi ness owner. LA A 1.4.2, LA A 2.4.4, LA A 2.4.6,
LA A 247, LAA2.4.8, LAB24.1 LAB242 LAB24.4

LI ST COVPONENTS OF A BUSI NESS PLAN AND EXPLAI N HOW SUCH A PLAN
CONTRI BUTES TO SMALL BUSI NESS SUCCESS- - The student will be able
to:

30. 01 Describe components of a business plan (e.g., Executive
Summary, Introduction, Analysis of Business Situation,

Pl anned Operation, Planned Financing). LA A 1.4.2,
LA A1.4.3, LAA2 4.2 LAA2 4.4, LAA2 4.5 LA A2 4.8,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.2, LAC3.4.1, LAC3.4.2, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD241 LAD242, LAD24..3,
LA.D.2.4.4, LA D2.4.5 LAD2.4.6

30.02 Analyze inportance of a business plan in devel oping a
busi ness idea and eval uating success. LA A 1.4.1,
LA A1.4.2 LAA1.4.3 LAA11l 4.4 LAB2 4.2, LAB. 2 4.4,
LA C1.4.3, LAC3.4.1, LAC3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD24.1, LAD24.4,
LA.D.2.4.5

30. 03 Sel ect datal/graphics, naps, and diagrans to be included in
the business plan. MA A 1.4.1, MA A 1.4.2, MAA 2.4.2,
MA.A 3.4.1, MA.B.2.4.1, MAB.2.4.2, MAB.3.4.1, MAB.4.4.1,
MA.B.4.4.2, MA.C1.4.1, MAC2.4.1, MAD2.4.1, MAD 2.4.2,
MA.E. 1.4.1, SS.B.1.4.1, SS.B.1.4.2, SS.B.1.4.3

30.04 Uilize current technology for research and comunication in
devel opi ng the business plan (Internet, Wrld Wde Wb).
SS.B.1.4.4, SS.B.1.4.5

PREPARE AN | NTRODUCTI ON FOR A BUSI NESS PLAN--The student will be
able to:

31.01 Identify and describe type of business. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAAZ24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2. 4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

31.02 Analyze how current or changi ng econom c situation has
created an unfulfilled consuner demand for business.
LA AL141 LAAL142 LAA1L143 LAALlA44 LAAZ2A4.1,
LA A2.4.2, LAA2.4.3, LAA2. 4.4, LA A2.4.5 LA A2 4.6,
LA A 247, LAA2.4.8, LAB1.4.1, LAB1.4.2, LAB14.3,
LA.B.2.4.1, LAB2.4.2, LAB2.4.3, LAB2.4.4, SS.D.2.4.1,
SS.D.2.4.2

31.03 Create a business philosophy stating how business is to be

run and attitude toward customers, enployees, and
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32.

33.

31.04

31.05

conpetitors.

LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3,

LA B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2.4.4, Ss.D.1.4.1
Conpose a description of product/service and advant ages and

benefits product/service will
LA.B.1.4.1, LA B 1. 4.
LA.B.2.4.3, LA B .4

N
=5 -
SN

Substantiate why the business wil
LA A1.4.2 LAA1L1lA4.4 LAAZ2A4
LA B.1.4.1, LAB1.4.2, LAB1. 4.
LA.B.2.4.3, LAB.2.4.4, VA A1l 4,
MA.A 3.4.1, MA A 3.4.2, NMA A 3.4.
MA.B.2.4.2, MA.B.3.4.1, MA B.4.4.
MA.D.2.4.1, MA.D.2.4.2, MA E. 1. 4.
SS.D.2.4.1, SS.D.2.4.2

PREPARE A SELF- ANALYSI S--The student wi

32.01

32.02

32.03

PREPARE AN ANALYSI S OF THE TRADI NG AREA--The student wil |

Descri be personal education, tra
weaknesses rel evant to operation
LA A1.4.3, LAA24.2 LAAZ2A4
LA B. 2. LA.B.2.4.3, LA B.2. 4.
LA C. 2. LA. C. 3. 4.

LA. D. 1. LA.D. 1.4.3,
LA.D.2.4.4, LA D 2.4.5,
Qutline persona
obt ai ni ng speci a

4.2, 2.
4.2, 3.
4.2,

devel opnent in
/

| i censes and/ or

4
2
.1,
6
i

provi de for
2, LAB1.4.3, LAB24.1 LAB24.2,

I

4,
3,
1,
3,
2,
1

l

n

skills.

custoners.

be successf ul

LA A 2.4.7, LA A 2.4.8,
LA.B.2.4.1, LA B.2.4.2,
MAL A 1.4.2, MA A 2.4.2,
MA. A 4.4.1, MA.B.2.4.1,
MA. D 1.4.1, MAD1.4. 2,
MA.E.1.4.3, SS.D.1.4.1,
be able to:
ng, strengths, and

busi ness. LA A 1.4 2,

LA A 2.4.5 LA A2.4.8,
LA.C1.4.3, LA C1.4.4,
LA.C.3.4.4, LA C. 3.4.5,
LA.D.2.4.2, LA D2.4.3

field of business including
LA B. 1.4.1,

LA.B.1.4.2, LA B.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3,

LA.B.2.4.4

Descri be personality traits and work habits relevant to

operation of the business. LA A
LA A2.4.2, LAA2 4.4, LAA24
LA.B.2.4.3, LA B.2.4.4, LAC1. 4.
LA.C3.4.1, LA C3.4.2, LAC3.4
LA D1.4.3, LAD24.1 LADZ214
LA.D.2.4.5, LA D2.4.6

to:

33.01 Analyze trading area with respect to geographic,

denogr aphi ¢, and econoni c dat a.
LA A1.4.3, LAA1l 4.4, LAAZ24
LA A 2.4.4, LAA2.4.5 LAAZ24.
LA B.1.4.1, LAB1.4.2, LAB1. 4.
LA.B.2.4.3, LAB.2.4.4, VA A1l 4,
MA.A 1.4.4, MA.A 2.4.2, NMA A 3.4.
MA.D.1.4.1, MA.D.2.4.1, MA E. 1. 4.
SS.D.2.4.5, SS.D.2.4.6, SS.B.1.4.

33.02 Assess conpetition and affect of
LAAL1l41 LAA1L142 LAALlA4
LA A 2.4.5 LAAZ24.6, LAAZ24
LA.B.2.4.2, LA B.2.4.4, LA C 1. 4.
LA.C.1.4.4, MA A 1.4.1, NMA A 1. 4.
MA. B. 2. 4.2
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LA/A 1. 4.1,

33.03 Analyze projected gromh of trading area.

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.1.4.1, LAB.1.4.2, LA B.1.4.3, LA B24.1,

LA A 2.4.8,

l

AN
o
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g
<
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¥
-
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LA.B. 2. 4.4,

LA.B. 2.4. 3,

B.2.4.2,
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be able to:

34.0 PREPARE A MARKET SEGMENT ANALYSI S--The student will

denogr aphi cs,

by geographi cs,
benefits.

mar ket
and product

34.01 Analyze target

LA.A1.4.2,

LA/A 1. 4.1,

lifestyle,
LA A 1.4.3,

LAA2.4.1, LAAZ2.4.2, LAAZ2 4.3,

LA A 1.4.4,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, MVAA 1. 4.1 NMAA 1 4.2 M A1 4 4,

LA.B. 2.4. 3,

MA. A 2.4.2
34.02 Explain inportance of nmarket segnentation

LA/A 1. 4.1,

LA/A1.4.3 LAA1l4 4 LAA2.4.1 LAAZ24.2,

LA.A1.4.2,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LAD 243, LAD2. 4.4 LAD24.5,

LA.D.1.4.2,
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LA E 2. 4.

LA E 2.4.6,

E. 2.4.4,

related to proposed

LA.A 2.4.2,

buyi ng behavi or
LA A 1. 4.2,

34.03 Descri be custoner

LA A 2.4.4,

LA.A 1.4.3,

busi ness.

LA.A2.4.8, LAB 242 LAB243 LAB2 4.4,

LA.A 2.4.5,

LAC1l.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2,

LA.C. 1.4.3,

LA.C.3.4.5, LAD1.4.2, LAD1.4.3 LAD24.1

LA.C 3.4.4,

LA.D.2.4.3, LAD2.4.4, LA D2.4.5 LAD24.6,

LA.D.2.4.2,

SS.D.1.4.1
34.04 Profile potenti al

LA.B.1.4.2,

LA.B.1.4.1,
LA.B.2.4.2,

custoners.

LA.B. 2. 4.4,

LA.B. 2.4. 3,

LA.B.2.4.1,

LA.B.1.4.3,

SS.D.1.4.1

be

35.0 PREPARE AN ANALYSI S OF POTENTI AL LOCATI ON--The student wil|

able to:

traffic patterns,

and proxinmty to conmpetition of appropriate

cost,

35.01 Evaluate availability,

accessibility,

LA.B.1.4.2, LA B.1.4.3,

LA.B.1.4.1,

busi ness | ocati on.

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4

LA.B.2.4.1,
35.02 Research cul tural

and mobility
| ocati on.

vocational, age,

i nhabitants of potentia

i ncone,
LA A 1.4.2,

characteristics of

LA/A 1. 4.1,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A.2.4.8 MAAL1l4.1 NMAAIL1 42 M AZ24 2

LA.A2.4.7,

SS.D.1.4.1
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35. 03 Describe market trends affecting potential |ocation.
LAA1.4.2 LAA1.4.3 LAA2.4.2 LAA2 4.4, LA A2 4.5,
LA A 2.4.8, LAB.2.4.2, LAB.2.4.3, LAB2.4.4, LAC1.4.3,
LA.C1l.4.4, LAC2.4.2, LAC3.4.1, LAC3.4.2, LAC 3.4.4,
LA.C.3.4.5, LAD1.4.2, LAD1.4.3, LAD241 LAD24..2,
LA D.2.4.3, LAD2.4.4, LA D245 LAD246, SS.D.1.4.1

35. 04 Deternm ne advantages and di sadvant ages of different types of
busi ness locations. LA A 1.4.1, LAA1.4.2, LA A1 43
LA A1l 4.4 LAA2.4.1 LAA2. 4.2, LAA2 4.3, LAAZ2 4.4,
LA A 245 LAA246, LAA2.4.7, LAA24.8, SS.B.1.4.1

SS.D.1.4.1

35.05 Deternmine steps involved in selecting a specific business
site. LA A1.4.1, LAA1.4.2, LAA1.4.3, LA A1 4.4,
LA A24.1, LAA24.2 LAA2 4.3, LAA2 4.4, LA A2 4.5,
LA A 246, LAA2.4.7, LAA24.8

36.0 PREPARE A DESCRI PTI ON OF PROPOSED ORGANI ZATI ON- - The student will
be able to:

36.01 Deternine type of ownership best suited to business
situation. LA A1.4.1, LAA1.4.2, LAA1.4.3 LAAL1l44
LAA24.1, LAA2 4.2 LAA2. 4.3, LAA2 4.4, LA A2 4.5,
LA A 246, LAA2.4.7, LAA24.8

36.02 ldentify steps in starting to formbusiness. LA A 1.4.1,
LAA1.4.2 LAA1.43 LAALl44 LAA241 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA.A2.4.8, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LA.D2.4.1, LAE2.4.6

36.03 Qutline steps in hiring of enployees. LA . B.1.4.1,

LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4

36. 04 Prepare an organi zation chart. LA B.1.4.1, LA B.1.4. 2,
LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4
36. 05 Conpose job descriptions of identified positions.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LAB24..2,
LA.B.2.4.3, LAB2.4.4

37.0 PREPARE A DESCRI PTI ON OF PROPOSED PRODUCT/ SERVI CE- - The st udent
will be able to:

37.01 Summarize details of product(s)/service(s) to be offered.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

37.02 ldentify potential suppliers/mnufacturers. LA A 1.4.1

LAAA 1. 4.2 LAA1.4.3 LAALlL44 LAAZ2.4.1, LAAZ24 2,

LAA2.4.3, LAA2.4.4, LAA2.45 LAAZ2.4.6, LAAZ24.7,

LA.A2.4.8 LA B 241 LAB242 LAB243, LAB2 4.4,

LA.C1.4.3 LAC1.4.4 LAC2.4.1, LAD1. 4.2 LAD1.4.3,
4.6

37.03 Develop an inventory policy, if applicable. LA B.1.4.1,

8

3
LA.D.2.4.1, LA E. 2.

n

2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2, LA B.2.4.3,

4
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operation of the business.

LA.A 1.4.3,

37.04 ldentify supplies necessary for

LA.A 2.4.1,

LA A 1.4.4,

LA.A1.4.2,

LA/A 1. 4.1,

LAA2.4.3, LAA2.4.4, LAA2.4.5 LAAZ24.6,

LA.A 2.4.2,

LA.A2.4.8 LAB 241 LAB242 LAB24.3,

LA.A2.4.7,

LAC1.4.3 LAC1.4.4 LAC2.4.1, LAD1.4.2,

LA.B. 2. 4.4,

LA E 2.4.6

LA.D.2.4.1,

37.05 Conpose and devel op a custoner

LA.D. 1.4.3,

LA.B.1.4.1,

profile.

LA.B.2.4.1,

LA.B.2.4. 3,

LA.B.2.4.2,

LA.B.1.4.3,

LA.B.1.4.2,

LA.B.2.4.4
37.06 Evaluate inportance of determ ning a product

policy.

LA.B.1.4.2, LAB.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4

LA.B. 2.4. 3,

be able to:

38.0 PREPARE A PROPOSED PRI CI NG PCLI CY--The student wil|l

LA/A 1. 4.1,
LA.A 2.4.1,

38.01 ldentify costs and proposed nmarkups.

LA.A 2.4.2,

LAA1.4.3, LAA1. 4.4,

LA.A1.4.2,

LAA2.4.4, LAA2.4.5 LAA2.4.6, LAA2.4.7,

LA A 2.4.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B. 2. 4.4,

LA A 2.4.8,

LA.C.2.4.1, LAD1.4.2, LA D1.4.3,
MA. A,
MA. B

LA.C 1.4.4,

LA.C. 1.4.3,

MA. A 1.4.4,
MA.D.1.4.2

l
l

MA.A 1. 4.2
MA.D.1.4.1

l
l

1.4.1
.3.4.1

LA E. 2. 4.6,
MA. A 3. 4. 3, :
38.02 Explain relationship to conpetitors.

LA.D.2.4.1,
MA A 2. 4. 2,

LA/A 1. 4.1,
LA.A 2.4.1,

LA.A 2.4.2,

LAA1.4.3, LAA1. 4.4,

LA.A1.4.2,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,

LA.B.1.4.1,

LA.B.2.4.4, LA C1.4.3, LAC1l.4.4 LA C2.4.2,

LA.B. 2.4. 3,

LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LA C3.4.5,

LA.C. 3.4.1,

LA.D.1.4.3, LAD24.3, LAD2 4.4 LAD24.5,

LA.D.1.4.2,

LA.E. 2.4.6, LAE2.4.8, S5.D.2.4.2, SS.D.2.4.5

38.03 Eval uate inportance of determning a price |ine.

LA E. 2.4.4,

LA.B.1.4.3, LA B.2.4.1, LA B 2.4.2
MA. A,
MA. B

LA.B.1.4.2,

LA.B.1.4.1,

MA. A 1.4.4,
MA.D.1.4.2

l
l

MA. A 1. 4.2
MA.D.1.4.1

1.4.1,
.3.4.1,

LA.A1.4.2,
LA A 2.4.8,

MA. A 3.4. 3,

LA. B. 2. 4. 4,
38. 04 Describe profit

LA.B. 2.4. 3,
MA A 2. 4. 2,

LA.A 2.4.2,
LA.B.2.4. 3,

LA.A 1.4.3,
LA.B.2.4.2,

mar gi n.

LA.A 2.4.5,

LA A 2.4.4,

LAC1.4.3 LAC1.4.4 LAC2.4.2, LAC3.4.1,

LA.B. 2. 4.4,

LA.C.3.4.4, LA C3.4.5 LAD1.4.2 LAD14.3,

LA.C 3.4.2,

LA.D.2.4.2, LA D 2.4.3, LAD2.4.4, LA D24.5,

LA.D.2.4.1,

MA.A 1.4.2, MA A 1. 4.4, SS.D.2.4.2
MA A 1.4.1,

MA A 1.4.1,

LA. D. 2. 4.6,
38.05 Determ ne how to conmpute profit

mar gi n.

MA.A 1.4.4, MAA2. 4.2, MVAA3.4.3, MAD1.4.1,

MA. A 1. 4.2,

SS.D.2.4.5
38.06 ldentify pricing incentive options.

MA. D. 2. 4. 2,

LA.A1.4.2,
LA.A 2.4.3,

LA/A 1. 4.1,
LA.A 2.4.2,

LAA 1. 4.4, LA A 2. 4.1,

LA.A 1.4.3,

LA.A2.4.5 LAAZ2.4.6, LAA2.4.7, LA A2 4.8,

LA A 2.4.4,

LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4, LA C1.4.3,

LA.B.2.4.1,

LA.C.2.4.1, LAD1.4.2, LAD1.4.3 LADZ24.1,

LA.C 1.4.4,

SS.D.2.4.2

38. 07 Describe pricing strategy choices.

LA E 2.4.6,

LA.B.1.4.2,

LA.B.1.4.1,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LA B.2.4.4,

LA.B.1.4.3,

MA.A 1.4.2, VA A1 4.4 NA A2 42 SS.D2.4.2

MA A 1.4.1,

be able to:

39.0 PREPARE A MARKETI NG STRATEGY--The student wil |
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39.01 Determ ne and descri be appropriate store inmage LA A 1.4.2,
LA A1.4.3, LAA2 4.2 LAA2 4.4, LAA2 4.5 LA A2 4.8,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C1.4.3, LA C 1. 4.4,
LA.C2.4.2, LAC3.4.1, LAC3.4.2, LAC3.4.4, LA C3.4.5,
LAD1.4.2, LAD1.4.3, LAD24.1 LAD242, LAD24..3,
LA.D.2.4.4, LA D2.4.5 LAD2.4.6

39.02 Select a pronotional mx for the business.

39. 03 Establish promotional objectives for the business.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4

39.04 ldentify nmethods of pronotion to be used by conparing and

contrasting costs versus benefits. LA A 1.4.1, LAAL1l 4 2,
LA A1.4.3 LAA1L1l 4.4 LAA2.4.1 LAA24.2 LAAZ24.3,
LA A 2.4.4, LAA2.4.5 LAA24.6, LAA2.4.7, LA A2 4.8,
LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, LA C 1.4.3,
LA.C1l.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1,
LA.E. 2.4.6, MA A 1.4.1, MAA1L1l4.2 NMAAL14.4 NAA 2.4 2,
MA.D 1.4.1

39. 05 Devel op an advertising plan identifying types and costs of
media to be used. LA B.1.4.1, LA B.1.4.2, LAB1.4.3

LA.B.2.4.1, LAB2.4.2, LAB.2.4.3, LAB.2.4.4, VA A1l 4.1,

MA.A 1.4.2, MAAL1l.4.4 NMAAZ2.4.2, MVAD.1.4.1, MVAE141
39. 06 Develop a pronotional plan including sales pronotion

LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,

LA.B.2.4.3, LAB2.4.4
39. 07 Devel op ideas for obtaining publicity for the business.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB2.4.4
39.08 Wite a press release. LA B.1.4.1, L 1.4.2
LA.B.2.4.1, LAB2.4.2, LAB243, L 2.4.4
39.09 Plan a web site for the business. LA . B.1.4.1, LA B.1.4.2,

A B.1.4.2, LA B.1.4.3,
A B. 2. 4.

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LAB24.4

39.10 Identify the role of custonmer service. LA A 1.4 1,
LAA1.4.2 LAA1.43 LAALl44 LAA24.1 LAAZ2A4.2,
LA A 2.4.3, LAA2.4.4, LAA2.4.5 LAA24.6, LAA24.7,
LA A 2.4.8, LAB2.4.1, LAB2.4.2, LAB.2.4.3, LA B.2.4.4,
LA C1.4.3, LAC1l.4.4, LAC241 LAD1.4.2, LAD1.4.3,
LAD2.4.1, LAE2.4.6

40.0 DEVELOP A FINANCI AL PLAN FOR A SMALL BUSI NESS--The student will be

able to:

40.01 Estimate dollar ampunt needed to open a business.
LA B.1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LAB24..2,
LA.B.2.4.3, LAB.2.4.4, VAA 1l 4.1 NMAA L1l 4.2 NAAZ24. 2,
MA.A 3.4.3, MAA4.4.1, MAB2.4.1, MAB.2.4.2, VA B.3.4.1,
MA.D.1.4.1, MA.D.2.4.1, MAE 1.4.1, SS.D.2.4.3

40. 02 Conpare avail able fundi ng sources, identifying anount of
personal financial conmtment. LA.B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3, LA B.2. 4.4,
MALA 1.4.1, MAA1l.4.2, MAAZ24.2, MAA3.4.3, MAB.3.4.1,
SS.D.2.4.4
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40.03 Conplete a loan application. LA B.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
MA.A 1.4.1, MAA1.4.2, MAA2.4.2, SS.D.1.4.2

40.04 Prepare plan to repay borrowed funds or provide return on
investment to equity funds. LA.B.1.4.1, LA B.1.4. 2,
LA.B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB.2.4.3, LA B.2.4.4,
MALA 1.4.1, MAAL1.4.2, NMAAZ2.4.2, MAA3. 4.1, MAAZ3.4.3

MA.A 4.4.1, MA.B.3.4.1
40. 05 Project nonthly and annual business incone for the first
year of operation. MA A 1.4.1, MA A 1.4 2, NA A 2.4 2,
MA.A 3.4.1, MAA3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1l.4.1
40.06 Estimte nmonthly and annual cash flow for the first year of
operation. NMA A 1.4.1, MAA1.4.2, NMAAZ2.4.2, NMAA3 4.1
MA.A 3.4.3, MAA4.4.1, NMAB3.4.1, MAE1l4.1
40.07 Cal cul ate sales volunme required for first year o

f operation
to be profitable. MA A 1.4.1, MAA1.4.2, NA A 2. 4.2,
MA.A 3.4.1, MAA3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1l.4.1
40.08 Prepare a statenent of opening assets, liabilities, and net
worth (bal ance sheet). MA A 1.4.1, MA A 1.4.2, MAA 2.4 2,
MA.A 3.4.1, MAA3.4.3, MVAA4.4.1 MAB.3.4.1, MAE1l.4.1
40.09 Prepare a cash flow projection for sinulated business.
MALA 1.4.1, MAA1.4.2, NMAAZ2.4.2, MAA3. 4.1, NMA A 3.4.3,
MA.A 4.4.1, MA.B.3.4.1, MAE 1.4.1, SS.D.2.4.2

40. 10 Prepare a f|ve year financial plan. MA A 1.4.1, MA A 1.4 2,
MA.A 2.4.2, MAA3.4.1, MAA3.4.3 MAAA4.4.1, MAB. 3.4.1,
MA.E. 1.4.1, SS.D.2.4.2

40. 11 Devel op sunmary of key points for supporting financia
requests. LA B.1.4.1, LA B.1.4.2, LA B 1.4.3, LA B. 2. 4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, SS.D.2.4.4

41.0 DEMONSTRATE USES OF MARKETI NG RELATED SOFTWARE- - The student will
be able to:

41.01 Performdata entry procedures. MA A 1.4.2, NMA A 2.4.2,
MA.A 3.4.1, MA A 3.4.2, MA A 3.4.3

41.02 Perform nerchandi sing math data entry procedures (e.g.
stock turnover, markup, markdown, open to buy, pricing,
invoicing). MA A 1.4.2, MAAZ2 4.2, NMAA3.4.1, MA A 3.4.2,
MA.A 3.4.3, MA.B.4.4.2

41.03 Perform marketing spreadsheet data entry and out put
procedures. MA A 1.4.2, MA A 2.4.2, MAA 3.4.1, MA A 3.4.2,

MA.A 3.4.3, MA B 4.4.2, MAC2.4.1

41.04 Analyze a marketing spreadsheet in a decision-making
situation. LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, VA A1 4.2, NA A2 4.2,
MA.A 3.4.1, MAA3.4.2, VAA3.4.3, MAD14.1, MAD2.4. 2,

MAE 1.4.1
41. 05 Design and prepare an advertising brochure. LA B.1.4.1,
LA B.1.4.2, LAB1.4.3, LAB2.4.1, LAB.2.4.2, LA B.2.4.3,
LA.B.2.4.4, LA C2.4.4, LAD1.4.2
41.06 Di scuss the inmportance of e-mail, f
service to a small business. LA A
LA A1.4.3, LAA1l44 LAB24.2

X, and an on-line
4.1, LA A 1.4 .2,
, LAB.2.4.4, LA.C.1.4.3,

87



42.0 APPLY

1, , LA.C.3.4.3, LA.C.3.4.4, LA C3.4.5,
2, LA.D.2.4.1, LA D 2.4.4, LA D 2.4.5

-

A C 3. 4. LA.C. 3.4.2
A D. 1. 4. LA.D. 1.4.3,

A CAREER PLAN TO ENTREPRENEURSHI P- - The student will be able

to:

42.01

42. 02

42. 03

Devel op a plan for pursuing a career as an entrepreneur

i ncludi ng training and educati onal requirenents, needed
skills and abilities, and steps for reaching career goal
LA.B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LA B.2.4.4

Denonstrate specific technol ogy applications related to
career plan. LA B.2.4.4, LA D.2.4.4, LA D.2.4.5

Devel op forns of docunentation for inclusion in a career
portfolio, i.e., Entrepreneurship Witten Event (see DECA
Guide). LA B.1.4.1, LA B.1.4.2, LA B.1.4.3, LA B.2.4.1,
LA.B.2.4.2, LA B.2.4.3, LA B.2.4.4
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