July 2001
Fl ori da Departnment of Education
| NTENDED OUTCOVES

Program Titl e: Acadeny of Sport, Recreation, and Entertai nment
Mar ket i ng
Secondary PSAV
Pr ogr am Nunbers: 8827400 MB99400
Cl P Nunber: 0208. 090105 0208. 090105
G ade Level : 9-12, 30, 31 30, 31
Lengt h: 3 credits 450 hours
Certification: RETAILING @ G RETAILING @ G
MKTG 1@ MKTG 1@
TEACH CDE @ TEACH CDE @
DST ED @ DST ED @
MKTG MGMI @ G MKTG MGMI @ G
Facility Code: 222 222
CTSO DECA DEX
Coop Met hod: Yes Yes
Basic Skills
Mat h 9
Language 9
Readi ng 9

MAJOR CONCEPTS/ CONTENT: The purpose of this programis to prepare
students for enploynent or advanced training in the sport,
recreation, and entertainment marketing and sal es industry. The
content includes, but is not limted to, enployability skills;
selling techniques; public relations and publicity; event planning
and execution; and |icensing, sponsorship, and endorsenents.

Li sted bel ow are the courses that conprise this program when
of fered at the secondary |evel:

8827410 — Sport, Recreation, and Entertai nment Essentials

8827420 — Sport, Recreation, and Entertai nment Applications

8827430 — Sport, Recreation, and Entertai nment Marketing
Managenent

LABORATORY ACTI VI TI ES: Laboratory activities are an integral part
of this cluster. Equipnment and supplies should be provided to
enhance hands-on experiences for students in the chosen sport,
recreation, and entertai nnent occupation

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 organizations for providing | eadership training
and for reinforcing specific career and technical skills. Career
and Techni cal Student Organi zations, 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/ MB99990/0208. 9999CP, or ui ded
Wor kpl ace- Lear ni ng, 8300430/ D886300/ 1098. 8630CP, are highly
recomended to use with this program as work-based | earni ng
experiences. Wien QJT is offered, each student is required to
have a training agreenent and a training plan, signed by the
student, parent/

guardi an, teacher/coordinator, and enployer. The training plan
shall include a diverse list of instructional objectives and on-
the-job and in-school [|earning experiences. The workstation shal
reflect equi pnment, skills, and tasks relevant to the occupation

t he student has chosen as a career goal. The student mnust receive
conpensation for work perforned.

VWhen Cui ded Workpl ace-Learning is offered, the student is all owed
to work a maxi num of 450 hours and nust participate, with the
wor k- based | earning site supervisor, in a preplacenent conference.
A wor k- based | earni ng pl an nmust be devel oped to include the

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

m ni mum of once per week for the purpose of related instruction
and devel opnental activities. Enployment nmay be either paid or
unpai d. (For additional information consult the Gui ded Wrkpl ace-
Lear ni ng franmework.)

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

The teacher/coordinator should visit each training site for the
pur pose of observation a m ni mum of once during each grading

peri od, 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 recomended.

On-the-job activities may be continued as a sunmer | earning
experi ence without classroominstruction for students who
participated in the programduring the school year inmediately
precedi ng the sumer assignment.

The QJT course may be taken by a student for one or nore senmesters
at the secondary |evel enabling the student to earn multiple
credits. The specific student performance standards, which the
student nust achieve to earn credit, nust be specified in the AIT
trai ning plan

In accordance with Rul e 6A-10.040, FAC., the m ninum basic skills
grade levels required for postsecondary adult vocational students
to exit the progranms in this cluster are listed at the program

| evel or at the occupational conpletion points within the program
These grade | evel nunbers correspond to a grade equival ent score
obt ai ned on one of the state designated basic skills exam nations.
If a student does not neet the basic skills level required for
conpl etion of the program renedi ati on should be provided
concurrently through Vocational Preparatory Instruction (VPl).

Pl ease refer to the Rule for exenptions.



VWhen a secondary student with a disability is enrolled in a
vocational class with nodifications to the curricul um franework,
the particul ar outcomes and student performance standards, which
the student must master to earn credit, nust be specified on an

i ndi vidual basis. The job or jobs for which the student is being
trained should be reflected in the student’s desired postschoo
outcone statenent on the Transition |ndividual Educational Plan
(Transition | EP)

SCANS Conpetencies: Instructional strategies for this program nust
i ncl ude nmethods 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, organi zational, and technol ogi cal systens; and to work
with a variety of tools and equipnment. Instructional strategies
must al so incorporate methods to i nprove students' persona
qualities, higher-order critical thinking skills, and problem
solving, technical, and literacy skills.

To be transferabl e statew de between institutions, this

programn course nust have been reviewed, and a "transfer val ue"
assigned the curriculumcontent by the appropriate Statew de
Cour se Nunbering Systemdiscipline coomittee. This does not
preclude institutions from devel opi ng specific program or course
articulation agreenments with each ot her

VWen 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.

I V. | NTENDED QUTCOMVES: After successfully conpleting appropriate
course(s) for each occupational conpletion point of this program
the student will be able to performthe foll ow ng:

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A (2 CREDI TS/ 300 HOURS)
SALESPERSONS, RETAIL - OES Code 49011

01.0 Denonstrate enployability skills.

02.0 Denonstrate human relations skills necessary for success in
sport, recreation, and entertai nnent marketing occupations.

03.0 Denonstrate proficiency in applying conmunication and
technol ogy skills.

04.0 Denonstrate proficiency in applying math skills unique to
sport, recreation, and entertai nnent marketing.

05.0 Identify econonic principles.

06.0 Identify marketing and busi ness fundanental s.

07.0 Identify effective selling techniques and procedures.

27.0 Discuss the history of sport, recreation, and entertai nnent
mar ket i ng.

28.0 Discuss sport, recreation, and entertai nnent nmarketing as an
i ndustry.

08.0 Select a sport, recreation, and entertai nment marketing
i ndustry for career planning.

09.0 Denonstrate applications of distribution to the sport,
recreation, and entertai nment marketing industry.

10.0 Denpnstrate applications of financing to the sel ected sport,
recreation, and entertainment marketing industry.



11.

12.

13.

14.

15.

16.

17.

18.
19.

29.

30.

31.

Denonstrate applications of product/service planning to the
sport, recreation, and entertai nnent marketing industry.
Denonstrate applications of marketing-information managenent
to the sport, recreation, and entertai nment marketing

i ndustry.

Denonstrate pricing applications for the sport, recreation
and entertai nment marketing industry.

Denonstrate pronotion applications for the sport,
recreation, and entertainment marketing industry.
Denonstrate purchasing applications to the sport,
recreation, and entertai nment marketing industry.
Denonstrate applications of safety and ri sk-nanagenent to
the sport, recreation, and entertai nment marketing industry.
Denonstrate applications of selling to the sport,
recreation, and entertainment marketing industry.
Denonstrate an under st andi ng of entrepreneurship.

Identify the use of computers in sport, recreation, and

ent ert ai nnent marketing.

Expl ai n and di scuss |icensing, sponsorships, and
endorsenents in sport, recreation, and entertai nnent

mar ket i ng.

Denonstrate an understandi ng of the inpact of the nedia on
sport, recreation, and entertai nnent marketing.

Di scuss the inportance of public relations and publicity to
sport, recreation, and entertai nnent marketing.

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B (3 CREDI TS/ 450 HOURS)
FI RST- LI NE SUPERVI SORS AND MANAGER/ SUPERVI SORS - SALES AND RELATED
WORKERS, SPCRT, RECREATI ON, AND ENTERTAI NVENT - OES Code 41002

20.

21.

22.

23.

24,

25.
26.

0

0

Apply economi c principles to sport, recreation, and

ent ert ai nnent marketing.

Expl ai n the business structure of the sport, recreation, and
entertai nnent marketing industry.

Descri be |l egal and ethical aspects of sport, recreation, and
entertai nnent marketing industry.

Expl ai n nmet hods of dealing with agents, personal nanagers,
and | abor uni ons.

Apply market research to determne viability of proposed
sport, recreation, and entertai nnent project or event.

Desi gn, plan, execute, and eval uate an event.

Devel op a career plan for a sport, recreation, and

ent ert ai nnent marketing career



July 2001
Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Program Titl e: Acadeny of Sport, Recreation, and
Ent ert ai nment Marketi ng

Secondary Nunber: 8827400

Post secondary Nunber: MB99400

OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE A
SALESPERSON, RETAIL - CES Code 49011

01.0 DEMONSTRATE EMPLOYABI LI TY SKILLS--The student will be able to:

01.01 Identify and utilize resources used in a job search (e.g.,
net wor ki ng, newspaper, Internet). LA A1.4.1], LAA1l.4.2

LAAL1.4.3 LAALlL44 LAAZ2.4.1 LAA2.4.2 LAAZ24.3
LAA2.4.4, LAA2.45 LAAZ2.4.6, LAA2.4.7, LAAZ2.4.8,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2,
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, LAD?2.4.1, LAE2.4.6, MAA3.4.2,
SC.H3.4.5 SCH3.4.6, SS.D.1.4.1

01. 02 Discuss inportance of drug tests and crimnm nal background
checks in identifying possible enploynment options.
LAAL1 41 LAAL42 LAAL143 LAAL4L44 LAB1LA4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.2 LAB244 LAC1.4.1,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LA D1.4.2, LAD1.4.3, LAD?2.4.1, LAD2.4.4, LA D 2.4.5,
SC.H3.4.1, SCH3.4.3, SSA5.4.7

01.03 Identify steps in the job application process including
arrangi ng for references and proper docunentation (e.g.,
green card). LA A1.4.1, LAA1. 4.2 LAA1143,
LAALl4.4 LAA2.4.1 LAAZ2.4.2 LAA2.4.3, LAAZ2 4.4
LA A2.4.5 LAA246, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C1.4.3, LAC1.4.4, LA C2.4.1, LAD1.4.2,
LA D1.4.3, LAD24.1, LAEZ246, MAAS541 SCH3.4.6

01.04 Identify procedures and docunents required when applying for
ajob (e.g., application, W4, 1-9). LA A1l1l4.1,
LAAL1 4.2 LAAL1L43 LAALA44 LAA2.4.1 LAAZ24.2
LA A2.4.3 LAA2.4.4 LAAZ2.45 LAA246, LAA2.4.7,
LA A2.4.8 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C1.4.3, LAC1.4.4,
LA.C2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAEZ2.4.6,
MA.A 5.4.1, SC.H3.4.6, SS.A5.4.7

01.05 Prepare a resune (electronic and witten), letter of
application, followup letter, acceptance/rejection letter,
letter of resignation, and letter of reconmendation.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.3,
LA B 2.4.4, VAA1l.4.1, SCH3.4.2

01.06 Identify and denonstrate appropriate dress and groom ng for
empl oynent. LA A 2.4.4, LAA2.4.7, LAA24.8 LAC3.43
SC. H. 3.4.3

01.07 Identify and denonstrate effective interview n
(e.g., behavioral). LA A1.4.3, LAC1.4.1, L
LA C3.4.1, LAC3.4.2, LAC3.4.3 LAC344,
LA D1.4.2, LAD1.4.3, LAD2.4.1 MAAL1l41
SC.H 3.4.3, SS.C 2.

kills
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02.

0

01. 16

01.17

01.18

01.19

LA B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C1.4.3, LAC1.4.4,
LAC2.4.1, LAD1.4.2, LAD1.4.3, LAD24.1, LAEZ24.6,
SC. H. 3.4.3

Identify how to prepare for job separation and re-

empl oynent. LA A1.4.1, LAA1.42 LAA14.3 LAALlA4 A4
LAA2.4.1 LAA2.42 LAAZ2.4.3 LAA2.4.4, LAAZ2.4.5
LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,
LA B 1.4.3, LAB2.4.1, LAB 242, LAB243, LAB24.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1, LAD1.4.2 LAD1.4.3
LA D241 LAE246, SCH3.4.5

Create and maintain a portfolio of documents for job

pl acenent (e.g., resume, letters of recommendati on, awards,
evi dence of participation in school/conmunity/vol unteer
activities, enployer evaluations). LA A 1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
MA.A1.4.1, MAAL1l44 SCHZ3.4.5 SCH3.4.6

Identify and practice stress nanagenent and rel axation

t echni ques.

LAA 141 LAAL142 LAAIL143 LAALlA4 4,

LAA 241 LAAZ2.4.2 LAA2.4.3 LAAZ2 4.4, LAAZ2.4.5,
LA A 2.4.6, LAA2.4.7, LAA2.4.8 LAB1l.41 LAB14. 2
LA.B.1.4.3, LAB.2.4.1, LA B.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, LA D 1.4.3,
LA.D.2.4.1, LAE 2.4.6

Di scuss i nportance

skills.

of practicing positive custoner service

LA A 1.4.3 LAB1.4.1 LAB1.4.2 LAB14.3,

LA C1l.4.1 LACI1.4.2 LAC144 LACS3.4.1, LAC3.4.2

DEMONSTRATE HUVAN RELATI ONS SKI LLS NECESSARY FOR SUCCESS | N SPORT,

RECREATI N, AND ENTERTAI NVENT MARKETI NG OCCUPATI ONS- - The st udent

w

be able to:

02.01 Denonstrate ability to work cooperatively with team nenbers,

02.

02.

02.

02.

02.

02.
02.

02.

02

03

04

05

06

07
08

09

supervisors, and custoners fromdiverse cultura
backgrounds. LA A 1.4.3, LA C3.4.2, LAD1.4.1,
LA D1.4.2, LAD1.4.3

Defi ne and di scuss issues involving gender equity,

disability, and age. LA B.2.4.1, LA B.2.4.2, LA B 2.4.3,

LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C 3.4.5 LAD1l.4.1, LAD1.4.2, LAD1.43

Denonstrate interpersonal skills (e.g., courtesy, loyalty,
being a teamplayer). LA C1.4.3

Identify and define friendliness, adaptability, enpathy, and

politeness as relates to business. LA B.2.4.1, LA B.2.4.2,
LA B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Expl ai n concepts of integrity, credibility, reliability,
perseverance. LA A 1.4.3, LA B1.4.1 LAB 1.4 2,

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denonstrate personality traits inmportant to business (e.g.

i nterest, enthusiasm honesty, responsibility, flexibility).
Mai nt ai n prof essi onal personal appearance and attitude.
Denonstrate ability to use creative problem sol ving

deci si on-nmaki ng, and critical thinking strategies.

LA A2 4.7, LAA24.8
Denonstrate sel f-managenent,

and

initiative, and multi-tasking.



03.

0

02.

02.
02.

02.

02.

02.

02.

02.
02.

02.

10

11
12

13

14

15

16

17
18

19

Expl ai n concepts of self-understanding, self-esteem and
self-image. LA A1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate professional behavior and etiquette. LA D.1.4.2
Denonstrate respect for the opinions, custons, and

i ndi vi dual differences of others. LA D.1.4.2, LAD1.4.3
Set personal and career goals and develop a plan of action
to achieve those goals. LA B.2.4.2, LAA2.4.4

Identify areas where personal and professional change and
adj ustment may be necessary. LA A 1.4.3, LA B.1.4. 2,
LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2
LA C3.4.1, LA C3.4.2, LAC3.4.3 LAC3.44 LACS3
Denonstrate ability to offer and accept feedback

LA.C. 3.4.2

Identify and practice stress nmanagenent and rel axation
t echni ques.

Mai ntain confidentiality of business matters.

Support and fol |l ow conpany policies and procedures (e.g.
attendance, tardi ness, returns).

Devel op and denonstrate human rel ations skills needed for
successful entry and progress in occupation selected by the
student as a career objective. LA.C 1.4.3, LA C 3.4.2,
LA.D1.4.2

4.4,
4.5

DEMONSTRATE PRCFI Cl ENCY | N APPLYI NG COVMUNI CATI ON AND TECHNOLOGY

SKI LLS--The student will be able to:

03.01 Identify and apply effective workpl ace comunication skills

03.

03.

03.

03.

03.

03.

02

03

04

05

06

07

(e.g., verbal, nonverbal, witten, electronic). LA A1l 4.3,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

Descri be effective staff comunication and its uses (e.g.

i nter-personal, departnmental, inter-departnmental, conpany).
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate ability to read and conprehend witten
conmmuni cati ons.

Identify a variety of forms of witten business

conmuni cations utilized in the workplace. LA A 1. 4.3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

Prepare a business letter, nmenorandum fax, and e-mail
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA B.2.4.1, LA B.2.4.2, LAB.2.4.3, LAB.2.4.4

Denonstrate ability to speak effectively to custoners/
clients, co-workers, supervisors, and vendors using
appropriate grammar and term nol ogy. LA.C 3.4.1,

LA.C3.4.2, LAC3.4.3, LAC3.4.4

Di scuss i nmportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.3, LAB1.4.2, LAB.1 4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5



03.08 Prepare and deliver a business-related presentation
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4

03.09 Denonstrate active listening strategies that inprove
under st andi ng and performance. LA C.1.4.1, LA C1.4.2,

LA C1.4.3, LAC1l1l.4.4

03.10 Describe positive custoner relations. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LA
LA.C.3.4.4, LA C3.4.5

03.11 Denonstrate conflict and dispute resolution techni ques.
LAA1.4.3 LAE241

03.12 Identify means of nonverbal communication. LA A 1.4.3,
LA C2.4.1, LA C2.4.2

03.13 Denonstrate effective tel ephone and e-mail techni ques and
etiquette/netiquette in a business situation. LA B.2.4.4,
LA C1.4.3, LAC3.4.2

03. 14 Di scuss nethods of resolving custoner conplaints.
LAA1.4.3, LAB1.4.2 LAB1.43, LAB241
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2
LA.C3.4.4, LA C3.4.5 LAEZ241 LAE242

03.15 Interpret business policies to custoners/clients.
LAA2.4.7 LAA24.38

03.16 Di scuss inportance of providing clear directions,
descriptions, and explanations. LA A 1.4.3, LA A 2.4.1,
LAA2.4.4 LAB1.42 LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

03.17 Denonstrate ability to | ocate, understand, interpret
i nformation found in trade journals, manuals, graphs,
schedul es, charts, diagranms, and Internet resources.
LAA2. 4.4 LAA2.4.6, LAA2.4.7, LAA2.4.8, LAB 2.4.4,
LA C3.4.3, MAA441

03.18 Identify types of technol ogy/equi pnent used in the
wor kpl ace. LA.B.2.4.4

03.19 Define hypertext, URL, links, Internet Service Provider
(I'SP), bulletin board service (BBS), electronic storefront,
e-mail, newsgroups, flames. A A1.43 LAB1l4.1,

LA B.1.4.2, LAB1.4.3, LAB 241 LAB242 LAB
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, L
LA.C. 3.4.5

B.2.4.2
C 3.4.3

L
2 2.4.3
3 A.C.3.4.3, LA C3.4.4,
04.0 DEMONSTRATE PROFI C ENCY IN APPLYI NG MATH SKILLS UNI QUE TO SPORT,

RECREATI ON, AND ENTERTAI NVENT MARKETI NG - The student will be able
to:

04.01 Performaddition, subtraction, multiplication, division
rati os, and percentage problens as related to industry.
MAA1.4.1, MAAL142 MALAL14.3 NMAAL4 4 MAB1.4.3
MA.B.3.4.1, MAE1l.41 ME1.4.2 M\AE1.43

04.02 Apply problem sol ving techniques to sales rel ated
transacti ons including cash, checks, debit cards, credit
cards, discounts, layaway, C. O D., returns, gift
certificates, and autonmatic fee withdrawals. MA A 1.4.1,
MAA1.4.2, MAAL143 MAI1Ll44 NMAA2.4.2 MAS. 4.1

04.03 Interpret quantitative information fromtables, charts, and
graphs as related to the workplace. LA A 1.4.3, MA A1l 4.1,



MAA1.4.2, MAAL143 MLAL1 4.4 NAB1.4.3 MAB3.4.1,
MAE1.4.1, MAE1l42 ME14.3
04.04 Denonstrate ability to make change correctly. NMNA A 1.4.1,
MAA1.4.2, MAAL143 MA1Ll44 NMAA2.4.2 M.B3.4.1
04.05 Cal cul ate tax, gratuity, conm ssion, and m scel | aneous
charges. MA A 1.4.1, MAA1.4.2 MNMAAL1L43 MAZ242

MA.B.3.4.1

04.06 Denonstrate ability to collect, organize, and interpret
data, and predict outconmes relative to opening and cl osing
procedures for a sales terminal. MAE 1.4.1

04.07 Collect and anal yze sales information to determ ne stock
turnover and stock-sales ratio. MAE 1.4.1, MAB. 1.4.3

04.08 Apply standard industry formula to deternm ne markup and
mar kdown on nerchandise. NMA A 5. 4.1

04.09 Apply mathematical concepts to conpl eting purchase orders,
i nvoi ces, packing slips, and shipping and handl i ng char ges.
MAA1.4.1, MAAL143 MAIL142 NMALAL4 4 MAZ24.2

04.10 Anal yze standard industry fornulas relative to discount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE1.4.1

04.11 Identify conponents of a break-even anal ysis LA A 1.4.3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

04.12 Conpute and anal yze a break-even point.

04.13 Operate 10-key keypad. MA A 1.4.1, MAA1l.4.2 M A143
MA.A1.4.4, MAB1.4.3 MAB3.4.1 MAEL1l.41 MEI14.2

MA.E 1.4.3
04.14 Read and interpret a | ease agreenent. LA A 1.4.2,
LA A2.4.2 LAA2.45 LAA2.48 MALB341
04.15 Read and interpret a contract for purchase of real estate.
LAAL1.4.2 LAA2.42 LAAZ2.45 LAA248 MB34.1
04.16 Read and conplete an application for a bank | oan
LAAL1.4.2 LAA2.42 LAAZ2.45 LAA248 MB34.1
04.17 Cal cul ate the areas of surface and conplete an accurate
estimate of the costs of materials for covering those
surfaces, including applicable taxes. NAB.1.4.1,
MA.B.1.4.3
04.18 Use ratios, proportions, and scales to cal cul ate di stance on
a map and cal cul ate the square footage of roonms in a
buil ding using a scaled plan. MA.B.1.4.1, MA B.1.4.3,
MA.B.3.4.1

05.0 | DENTIFY ECONOM C PRI NClI PLES- - The student will be able to:

05. 01 Expl ain concept of econom cs and economic activities.
LAA1.4.3 LAB1.4.1 LAB1.4.2, LAB1.4.3, LAB2
LA.B.2.4.2, LAB.2.4.3, LA B 2.4.4, LA C3.4.1, LA C 3.
LA.C3.4.3, LAC3.4.4, LAC3.4.5 SS. D245

05. 02 Expl ai n concept of econom c goods and services. LA A 1. 4. 3

LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C3.4.4, LA C3.4.5, S5.D.2.4.1

05. 03 Expl ain concept of econom c resources. LA A 1l.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C3.4.4, LA C3.4.5, Ss.D.1.4.1
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Expl ai n concept of utility (form place, tinme, possession,
information). LA A1.4.3, LA B1.4.1, LA B1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

Expl ai n concept of "supply and denmand.” LA A 1.4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2 LAC3.4.3
LA.C3.4.4, LA C.3.4.5, S5.D.2.4.2

Expl ai n concept of price. LA A 1.4.3 LAB1l.4.1,

LA B 1.4.2, LAB1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.1.4.1

Identify, conpare, and contrast nmajor types of economc
systenms. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5 Ss.D24.1

SS.D.2.4.6

able to:

Expl ai n rel ati onshi p between governnment and busi ness.
LAA1.4.3 LAB1.41 AB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.4
Expl ai n concept of private enterprise and busi ness
ownership. LA A1.4.3 LAB1l.4.1, LAB1.4.2, LAB1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 Ss.D24.1
Explain role of profit notive. LA A 1.4.3, LAB1l.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.1.4.1
Expl ai n concept of risk. LA A 1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA B.2.4.4, LA C.3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.1.4.1
Expl ai n concept of conpetition. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C.3.4.5, SS.D.1.4.1
Expl ai n concept of productivity LA B.1.4.1, LA B1l.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5
Identify conponents of gross national product (GNP) and
gross donestic product (GDP). LA A 1.4.3 LA B1l.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.-B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.2.4.5
Expl ain function of the Federal Reserve Board. LA B.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.2.4.5

| DENTI FY MARKETI NG AND BUSI NESS FUNDAMENTALS- - The student will be

06.01 Define marketing and its role. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
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LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4
LA.C. 3.4.5

Expl ai n purpose of marketing in the free enterprise system
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.4

Identify and explain the four foundations of marketing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Identify and explain differences between indirect and direct
marketing. LA A 1.4.3, LAB1.4.1, LA B1.42 LAB1.4.3,
LAB.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify and expl ai

bet ween marketi ng and ner chandi si ng.

LA.B.1.4.1, LA B. 1.

n the functions of and differences
LA A 1.4.3,
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, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5
Expl ain rel ati onship of marketing to business and the
econony (e.g., SWOT anal ysis--strength, weakness,
opportunity, threat). LA A 1.4.3, LAB1.4.1, LAB1.4.2
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB2
LA C3.4.1, LA C3.4.2, LAC3.4.3 LAC3.4.4, LAC3
Expl ai n i nportance and net hods of conducting market res
(e.g., sanmpling, surveys, focus groups, etc.). LA A 1.
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB?2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LACS3
LA.C.3.4.4, LA C3.4.5
Di scuss major fields of business activity (extractive,
subcontracting, manufacturing, wholesaling, retailing,
services, cottage industries, urban street sales).
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

LA.C.3.4.3, LAC3.4.4, LA C.3.4.5

B.
C

4
4
e
4,
4
4

Identify, explain,

of busi ness ownership (sol e-proprietorship,
franchi se,

cor por ati on,
LA.B.1.4.2, LA B. 1.
LA.B.2.4.4, LA C 3.
LA.C 3.4.5, LA E 2.
Expl ai n concept of

LA.B.1.4.1, LA B. 1.
LA.B.2.4.3, LA B.2.
LA.C 3.4.4, LA.C 3.
Expl ai n concept of

LA A 1.4.3, LAB1
LA.B.2.4.2, LA B.2.
LA.C 3.4.3, LA C3.

conpare, and contrast the different types

part ner ship,

licensing). LA A 1.4.3, LAB1.4.1,
4.3, LAB.2.4.1, LA B.2.4.2, LAB 2.4.3,
4.1, LA C3.4.2, LA C3.4.3, LAC3.4.4,
4.7
marketing strategies. LA A 1.4.3,
4.2, LA B.1.4.3, LA B.2.4.1, LA B 2.4.2,
4.4, LA C3.4.1, LA C3.4.2, LAC3.4.3

4.5

mar ket segnent ati on and denographi cs.
4.1, LAB.1.4.2, LA B.1.4.3, LAB 2.4.1,
4.3, LAB.2.4.4, LA C3.4.1, LAC3.4.2,
4.4, LA.C. 3.4.5

Expl ai n i nportance and techni ques of offering the right

mer chandi sing blend. LA A 1.4.3, LAB 1.4.1, LAB.1.4.2,
LA B 1.4.3, LAB2.4.1, LAB24.2 LAB243, LABZ24.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n nature of channels of distribution. LA A 1. 4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5
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Expl ain el ements that all ow devel opnment of a marketing plan
(e.g., research, advertising, public relations, direct and
i ndi rect marketing, pronotions, merchandising, distribution
etc.). LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Expl ain factors affecting pricing decisions. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2 LAC3.4.3

LA.C.3.4.4, LA C3.4.5

Differentiate anong the three basic categories of consuner
goods (conveni ence, shopping, and specialty). LA A 1.4 3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Di scuss role e-commerce will play in the marketing of goods
and services. LA A1.4.3, LAB1.41 LAB1l4.2

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n network marketing (rmultilevel marketing) and how it
differs froma pyramd schene. LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B 2.4. B.2.4.3
LA.B.2.4.4, LA.C.3.4.1, LA C 3.4. .C.3.4.4,
LA.C. 3.4.5

Di scuss the role of federal regulatory agencies [e.g., Food
and Drug Administration (FDA), Consumer Product Safety

Conmmi ssion (CPSC), Environmental Protection Agency (EPA)
Securities and Exchange Comm ssion (SEC), Federal Trade
Commi ssion (FTC), Qccupational Safety and Health

Admini stration (OSHA)]. LA A 1.4.3, LAB.1.4.1, LA B 1.4.2,
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
SS.D.2.4.3

2, LA
3, LA

| DENTI FY EFFECTI VE SELLI NG TECHNI QUES AND PROCEDURES- - The st udent

will be able to:

07.01 Expl ai n purpose, principles, and inportance of selling.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5

07.02 lIdentify qualities of a professional sales associate.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

07.03

07. 04

Identify an effective sales presentation for a target

mar ket, including steps of a sale; consumer buying notives;
approaches through greeting, merchandi se, and service;
proper time to approach a custoner to open sale; feature-
benefit analysis; building and closing the sale; and
suggestion and substitution selling. LA A 1. 4.3

LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Handl e different custoner types, such as the casual | ooker
the deci ded custoner, the undeci ded custoner, and the
difficult custoner.
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LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Denonstrate conpleting the sales transaction, including

met hod of paynent and counting back change; the proper way
to fold, wap, and bag nmerchandi se after sale; and thanking
the custoner and inviting themto return

Di scuss reasons for maintaining a client file. LA A 1.4.3
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.42 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

DI SCUSS THE HI STORY OF SPORT, RECREATI ON, AND ENTERTAI NMENT

MARKETI NG —Fhe student will be able to:

27.01 Describe the theories of the origin of sport, recreation

27.
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and entertainment. LA A 1.4.3, LAB1.4.1, LA B 1.4 2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Describe the influences of historical events on Anmerican and
gl obal sports, recreation, and entertainnent. LA A 1.4.3
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LA B241, LAB24.
LA.B.2.4.3, LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

Expl ai n econoni c, denographic, social, and political

i nfl uences on sports, recreation, and entertainment.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ain how the trickle-down and trickle-up theories apply
to the sport, recreation, and entertai nment industry.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Di scuss the stages and | ength of the sport, recreation, and
entertainnent cycle. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss inmpact of technol ogy on the sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA B.1.4.3, LAB.2.4.1, LA B 2.4.2, LAB.2.4.3, LA B2
LA C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4, LACS
Di scuss the influence of electronic nedia on the sport,
recreation, and entertainnent industry. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Di scuss the growh and trends in sport, recreation, and
entertai nnent marketing. LA A 1.4.3 LA B1.4.1,

LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

'21
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4.4,
4.5

DI SCUSS SPORT, RECREATI ON, AND ENTERTAI NMENT MARKETI NG AS AN

| NDUSTRY— The student will be able to:

14



28.01 Define sport, recreation, and entertai nnent marketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB 143, LAB24.
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C 3.4.
LA.C3.4.3, LAC3.4.4, LAC3.4.5

28.02 ldentify rel ationship between:

- Fans/ Audi ence
Team Pl ayer s/ Event/ Property

- Corporate partners/ Sponsors
on a sport, recreation, and/or entertainment event.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.
LA.C.3.4.3, LAC3.4.4, LAC3.4.5

28.03 Discuss the role of marketing as it applies to sports

NE

NE

recreation, and entertainnent. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C.3.4.3, LA C.3.4.4,

LA.C. 3.4.5

28. 04 Describe products, events, pronotions, facilities, and
services that enhance the sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28. 05 Recogni ze how climate and geographic |ocation affect the
mar ket pl ace in the sport, recreation, and entertai nment
i ndustry.

28. 06 Express an awareness of how minorities and cultural nores
and val ues inpact the sport, recreation, and entertai nment
mar ket pl ace. LA A 1.4.3, LAB.1.4.1, LA B.1.4.2,

LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.07 Rel ate how perception of the consunmer plays an inportant
role in the sport, recreation, and entertai nnent
mar ket pl ace. LA A 1.4.3, LAB.1.4.1, LA B.1.4.2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB243, LABZ24.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.08 Explain the four notives of the sport, recreation, and
entertai nnent consuner (i.e., achievenent, affiliation
health and fitness, fun and entertainment). LA A 1.4. 3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LA B241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

28.09 Research, prepare, and present an overvi ew of career
opportunities within the sport, recreation, and
entertai nnent industry.

wnN

08.0 SELECT A SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY
FOR CAREER PLANNI NG - The student will be able to:

08.01 Identify current enploynent opportunities in the spor
recreation, and entertainnent marketing field. LA A
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LAB
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.42 LAC
LA.C.3.4.4, LA C3.4.5

08.02 Identify sources of information for career planning
including the Internet. LA A 1.4.3, LAB.1.4.1, LA B 1.4.2,

t,

1.4.3,
2.4.2,
3.4.3
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9.

08.

08.

08.

08.

08.

08.

03

04

05

06

07

08

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Conduct in-depth career research including requirenents for
entry and advancenent, career |adders, and opportunities
related to the sport, recreation, and entertai nment
marketing field. LA B.2.4.4

Expl ain duties and responsibilities, needed skills, and
know edge for a particular sport, recreation, and
entertai nnent marketing career. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LAB?2
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3
LA.C. 3.4.5

Identify advant ages and di sadvantages of a particular sport,
recreation, and entertainnment marketing career. LA A 1.4.3,
LAA2.4.4 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Conpl ete sel f-assessnents and analysis of life-style goals
and career aspirations. LA A1l1l.4.4, LA B.2.4.3

Devel op an individualized education and career plan rel ated
to a major sport, recreation, and entertai nment marketing
field. LA A2.4.4 LAAZ2.4.6

Wite a job description for a selected sport, recreation
and entertai nment marketing occupation. LA A 1l.4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB.241, LABZ24.2
LA.B.2.4.3, LA B.2.4.4

4.3
4.4

DEMONSTRATE APPLI CATI ONS OF DI STRIBUTI ON TO THE SPORT, RECREATI ON,

AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The student will be able to:

09.01 Explain the concepts and processes needed to nove, store,

09.

09.

09.

09.

09.

09.

02

03

04

05

06

07

| ocate, and/or transfer ownership of sport, recreation, and
entertai nnent goods and services. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LAB24.
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.
LA.C. 3.4.5

Expl ai n concepts of physical distribution and transportation
systens related to the sport, recreation, and entertai nment
industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify and anal yze appropriate transportati on services for
the sport, recreation, and entertai nment industry.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Devel op appropriate plans utilizing the channels of
distribution for the sport, recreation, and entertai nment

i ndustry (e.g., tickets, nerchandi se, prograns).
LAA2.4.4 LAA24.6

Denonstrate skills required for sport, recreation, and
entertai nnent materials and servi ce managenent .

Anal yze information related to routing and tracki ng sport,
recreation, and entertai nment nmerchandise. LA A 2.4.7,

LA A 2.4.8

Expl ai n rel ati onshi p between sport, recreation, and

'31
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entertai nnent custoner service and distribution

LAA1.4.3 LAB1.4.1 LAB1.42 LAB1.4.3
LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LAC3.4.1
LA.C.3.4.3, LAC3.4.4, LA C.3.4.5

LA. B.
LA. C

10. 0 DEMONSTRATE APPLI CATI ONS OF FI NANCI NG TO THE SELECTED SPORT,

2. 4.
3.4

1
. 2,

RECREATI ON, AND ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will

be able to:

10. 01 Explain financial concepts used in naking sport,
and entertai nment marketing decisions. LA A 1.4.3,

10.

10.

10.

10.

10.

10.

10.

10.

10.

02

03

04

05

06

07

08

09

10

recreation,

LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

Expl ai n concept of financial adm nistration. LA A 1.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

Expl ain di fference between incone (credit) and expense
(debit). LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3
LA.B.2.4.1, LA B.2.4.2, LA B 2.4.3, LAB.2.4.4, LA C 3.4.
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Descri be and prepare a cash-flow statenment. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LA B241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

Identify various types of credit policies and procedures.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.4.3, LAB24.
LA.B.2.4.2, LA B.2.4.3, LA B 2.4.4, LA C3.4.1, LA C 3.4.
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n purposes and inportance of credit. LA A 1.4.3
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

wnN

wnN

Identify the positive and negative inpacts of using credit
in sport, recreation, and entertai nment narketing
situations. LA A1.4.3, LAA24.4, LAB1.4.1, LAB1.4.2,

LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B.2.4.3,
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4,
SS.D.1.4.2, MAA4.4.1, MAE1141 ME142,
Conpare and contrast the use of different cred
applications. LA A 1.4.3, LAB1.4.1, LAB1l4
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB2.4.3
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4,
LAE2.4.7, MAA441 MAEI1.4.1, MAEL1l.4 2,
Di scuss industry concepts of price, profit, co
productivity. LA A1.4.3, LAAL1l.4.4, LAA2
LA A2.4.8 LAB1l.41 LAB1.4.2, LAB1l.43
LA.B.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.3, LA C3.4.4, LAC3.4.5 MAE1l.4.1,
Identify and explain the conponents of a budget
recreation, and entertainnent program LA A 1.
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB.2.4.1,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2

LA.C.3.4.4, LA C3.4.5
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11.0 DEMONSTRATE APPLI CATI ONS OF PRODUCT/ SERVI CE PLANNI NG TO THE SPORT,

RECREATI ON, AND ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student wil |

be able to:

11. 01 Explain the concepts and processes needed to obtain,

11.

11.

11.

11.

11.

11.

11.

11.

11.

11.

11.

02

03

04

05

06

07

08

09

10

11

12

devel op, maintain, and inprove a product or service mx in
response to sport, recreation, and entertai nnent marketing
opportunities. LA A 1.4.3, LAB 1.4.1, LAB.1.4.2,

LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain the steps involved in decision-making (e.g., market
research, assessment, planning, inplenmentation design, and
evaluation). LA A1.4.3, LAB1.4.1 LAB14.2,

LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n i nportance of customer satisfaction to the sport,
recreation, and entertainnent industry. LA A 1. 4.3,

LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Expl ai n i nportance of product and service technology as it
relates to custoner satisfaction. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LAB24.
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.
LA.C.3.4.5, LA D24.4

Identify sources of sport, recreation, and entertai nnent
product know edge. LA A 1.4.3, LA B.1.4.1, LA B 1.4.2,
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denonstrate awareness of inpact of both current and energing
technology on life-roles, life-styles, careers, and sport,
recreation, and entertai nnent marketing occupations.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n product and service quality as applicable grades and
i ndustry standards. LA A 1.4.3, LAB1.4.1, LAB1.4.2

'31
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LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss product-liability risks. LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

Expl ain warranties and guarantees. LA A 1.4.3, LA A 2.4.4,
LA A2.4.6, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

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

Devel op a product/service plan for an area of sport,
recreation, and entertai nnent marketing.

Descri be factors used by marketers to position products/
business. LA A 1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,

LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,

LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify stages of and discuss inpact of product life cycle.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,

LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

LA.C3.4.3, LA C3.4.4, LAC3.4.5
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12.

13.

0

0

11. 13

Expl ai n i nportance of concessions on sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2 LAC3.4.3, LAC3.4.4, LAC3.4.5

DEMONSTRATE APPLI CATI ONS OF MARKETI NG | NFORVATI ON MANAGEMENT TO

THE SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The

student will be able to:

12.01

12.02

12. 03

12. 04

12. 05

Expl ai n process of marketing-informati on nanagenent.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C 3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n nature and scope of sport, recreation, and

entertai nnent marketing operations. LA A 1.4.3, LA B 1.4.1,
LA.B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB242 LA
LA B 2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, L
LA.C. 3.4.5

Denonstrate know edge of inventory control systens and

shi ppi ng and receiving procedures.

Identify procedures for gathering information using
technology. LA A 1.4.3, LAA2.4.4, LAA2.4.6, LAB1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LAB?2
LA.-B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LACS3.
LA.C. 3.4.5

Uilize appropriate marketing information managenent forns.
LA.B.1.4.3, LA B.2.4.4

DEMONSTRATE PRI Cl NG APPLI CATI ONS FOR THE SPORT, RECREATI ON, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

13.01

13.02

13.03

13. 04

13. 05

Expl ai n concepts and strategies utilized in determ ning and
adjusting prices to maximze return and neet custoners
perceptions of value. LA A1.4.3, LAB1.4.1, LAB1l.4.2

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
MAA1.4.1, MAAL142 MLAL14.3 NMAAL4 4 MAEL4.1,
MAE1.4.2, MAE143

Expl ai n pricing objectives, policies, and strategies.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5 NMAALL1l41 MAI1L1A42
MAA1.4.3, MAAL1l44 MAEL1l.4.1 MAEL1l42 ME14.3
Expl ain price-marking techniques. LA A 1.4.3, LAB1l.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C3.4.5 MAAL141 MAL142 NMAAL43 MALA4LA4
Expl ai n procedures for changing prices. LA A1l.4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C3.4.4, LA C3.45 MA1.41 NMAAL1L42 MAI1L1A4S
MA. A 1.4.4

Denonstrate deci sion-making skills required for determ ning
pricing relative to the conpetition. LA A 2.4.4,

LA C3.4.2, MVAAL1l41 MAAL142 NAAL43 MAI1LA44
MAE1.4.1, MAE142 ME14.3
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13. 06 Denpnstrate problemsolving skills required when considering
profit and price. LA A2.4.4 LA C3.4.2, MAE1.4.1,
MAE1.4.2, MAE1.43

14.0 DEMONSTRATE PROMOTI ON APPLI CATI ONS FOR THE SPORT, RECREATI ON, AND
ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

14. 01 Explain the concepts and strategi es needed to conmuni cate
i nformati on about products, services, signage, virtua
advertising, imges, and/or ideas to achieve a desired
outcone. LA A 1.4.3, LAB1.4.1 LAB1.42 LAB1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

14.02 ldentify types of pronotion used in the sport, recreation
and entertai nment industry. LA A 1.4.3 LAB1l.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

14.03 Di scuss inportance of advertising nmedia and brandi ng.
LAA1.4.3, LAC3.4.1 LAC3.4.2 LACS3.43 LACS3.4.4,
LA.C. 3.4.5

14. 04 Expl ain purposes and el ements of advertising and di splay as
related to the sport, recreation, and entertai nment
marketing industry. LA A 1.4.3, LAB1.4.1, LAB1.4.2
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LA B243, LAB2
LA C3.4.1, LAC3.4.2 LAC3.4.3 LACS3.44 LACS3
LA.D 2.4.5

14. 05 Explain how tradenmarks/l ogos are used to create
awar eness/ brandi ng of an organi zation in the sport,
recreation, and entertainnent industry. LA A 1l.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

14. 06 Explain the inmpact on and uses of the Internet and Intranet
in marketing sport, recreation, and entertai nment products
and services. LA A1.4.3, LAB1.41 LAB1l4.2
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LA B 2 4.
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC 3.4.
LA.D 2.4.4

14. 07 Use advertising guidelines to design appropriate nedia
sanple ads, i.e., print, radio, television, Internet, and
others. LA B 1.4.1, LAB1.4.2, LAB.1.4.3, LAB2.4.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4

14.08 Use design principles in preparing such nerchandi se/service
di spl ays as wi ndows, endcaps, ki osks, and point-of-sale.
LA B 1.4.1

14.09 Create an exanple of a non-personal sales techni que such as
use of magnets, buttons, T-shirts, or point-of-sale signs.
LA B 1.4.1

14.10 Wite a pronoti onal nessage to appeal to a target market.
LA A1.4.3, LAB1.4.1 LAAZ243 LAB1.42 LAB1.4.3
LA B.2.4.1, LA B.2.4.2, LAB.2.4.3, LAB.2.4.4

14. 11 Develop a sales pronotion plan for a sport, recreation, and
entertai nnent marketing organi zation. LA B.1.4.1,
LA B 1.4.2, LAB1.4.3, LAB24.2

14. 12 Denpnstrate public relations techniques as used in the
sport, recreation, and entertai nnent marketing industry.

4. 4,
4.5

4!
5
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15.

16.

17.

0

0

0

LA.C. 3.4.4
14.13 Design a web site for the sport, recreation, and
entertai nnent marketing program LA B.2.4.4

DEMONSTRATE PURCHASI NG APPLI CATI ONS TO THE SPORT, RECREATION, AND
ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

15.01 Explain rel ationship between stock turnover and purchasing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

15. 02 Denopnstrate proper purchasing procedures.

15.03 Explain types of purchasing. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,

LA.C. 3.4.5

15. 04 Denonstrate the techni ques used to obtain the best terns
when negotiating a purchase. LA . C. 3.4.4

15. 05 Denpnstrate use of forns required for purchasing.
LA B.1.4.2, LAB1.4.3

15. 06 Eval uate nerchandi se or services using industry standards or
conpany assessnments. LA A 2.4.7, LAA2.4.8

DEMONSTRATE APPLI CATI ONS OF SAFETY AND RI SK- MANAGEMENT TO THE
SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The
student will be able to:

16. 01 Explain how | ack of know edge and skill can cause accidents
and health hazards in the workplace. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

16. 02 List reasons how anger, worry, drugs, alcohol, fatigue, and
ill ness can cause accidents. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

16. 03 Describe actions that various agencies take to prevent
accidents on the job. LA A 1.4.3, LAB1.4.1, LA B 1.4. 2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

16. 04 Denpnstrate understandi ng of environnmental problens that
i npact health and safety. LA. C. 3.4.4

16. 05 Explain procedures for handling and reporting accidents.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

16.06 ldentify conmponents of an effective security plan for a
sport, recreation, and entertai nnent program LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

DEMONSTRATE APPLI CATI ONS OF SELLI NG TO THE SPORT, RECREATION, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

17.01 Anal yze denographics and identify target market.
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17.02 Explain concepts and actions needed to determ ne client
needs and wants and devel op a personalized comunication
that will influence purchase decisions and enhance future
busi ness opportunities. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,
LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

17.03 Describe the appropriate rel ationship between buyer and
seller. LA A1.4.3 LAB1.4.1 LAB1.42 LAB1.4.3
LAB.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5 LAEZ24.2

17. 04 Denonstrate sal es know edge of industry, conpany, products,
and conpetition. LA .C. 3.4.2

17. 05 Anal yze potential prospects and customer buyi ng behavi or
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

17.06 Anal yze inportance of comunication and listening in
creating a positive buying climate. LA A 1.4.3, LA B 1.4.1,
LA.B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LA
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LA
LA.C. 3.4.5

17.07 ldentify sales techniques to aid custoners/clients in making
buyi ng decisions. LA A 1.4.3, LA B 1.4.1, LA B1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

17.08 Prepare a list of skills necessary to maintain sales
accounts including group sales. LA A 1.4.3, LAB.1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA.B.2.4.4

17.09 Describe types of sales quotas and reasons for their use.

LA A1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1

LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

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

a
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17.10 Create sal es presentation using presentation software.
LA.B.2.4.4, LA C 3.4.4

17.11 ldentify strategies to build and maintain a clientele.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

LA.C.3.4.3, LAC3.4.4, LA C.3.4.5

18. 0 DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P- - The st udent wil |
be able to:

18.01 Define "entrepreneurship.” LA A 1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.2.4.5

18.02 Discuss role of the entrepreneur in the donmestic and gl oba
econony. LA A 1.4.3, LAB1.4.1, LAB1.42 LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LADZ24.1

SS.D.2.4.6

18. 03 Di scuss entrepreneurship as a career choice (e.g.
characteristics, aptitudes, and skills necessary to be a
successful entrepreneur). LA A 1.4.3, LAB.1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
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19.

0

LA B.2.4.4, LA C.3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

18.04 ldentify econom c principles of entrepreneurship.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5 SS.D2.4.6

18.05 Discuss the four parts of a business (production, finance,
mar ket i ng, customer service). LA A1.4.3, LAB1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LAB?2
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3
LA.C. 3.4.5, SS.D.1.4.1

18. 06 Anal yze current entrepreneurial trends in the nmarketplace.
LA A2.4.6, LAA2.4.8, S5.D2.4.6

18. 07 Discuss inportance of ethics in business. LA A 1.4.3
LA B 1.4.1, LAB1.4.2, LAB1.43 LAB241 LAB
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.42 LAC
LA.C.3.4.4, LA C3.4.5

18.08 ldentify strategies and nmethods for generating a business
idea. LA A1.4.3, LAB1l.4.1, LAB1.4.2, LAB1.43
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

18.09 Qutline steps in planning a new business. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

18.10 ldentify types and sources of government regul ati ons and
taxation that may affect a business. LA A 1. 4. 3

4.3
4.4,

2.4.2
3.4.3

LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

18. 11 ldentify comunication and technology skills used in
entrepreneurship. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

| DENTI FY THE USE OF COVPUTERS | N SPORT, RECREATI ON, AND

ENTERTAI NWVENT MARKETI NG - The student will be able to:

19. 01 Explain inportance and uses of conputers and the Internet in
sport, recreation, and entertai nnent marketing. LA A 1. 4.3
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C3.4.4, LA C.3.4.5 LADZ24.4, LAD2.45

19.02 Uilize word processing software to create a career/industry
rel ated docunent. LA . B.2.4.4

19.03 Performdata entry procedures (e.g., payroll, inventory
control). LA B.2.4.4

19. 04 Perform nmerchandi sing math data entry procedures such as
stock turnover, mark-up, mark-down, open-to-buy, pricing,
invoicing, etc. LA B.2.4.4, MAE1.41 MNMAE1l4.2,
MA.E 1.4.3

19. 05 Denpnstrate marketing spreadsheet data entry and out put
procedures. LA.C.3.4.3, MAE1.4.1, MAE1142 ME14.3

19.06 Wilize spreadsheet software to enhance deci si on- maki ng
skills. LA B.2.4.4, LAD2.4.4, LAD2.4.5 ME1.4.1,
MAE1.4.2, MAE1.43
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29.

0

19.07 Wilize integrated software progranms to generate marketing

19.

08

reports and solve marketing problens. LA B. 2.4.4,

LA.D2.4.4, LAD 245 MAE1.4.1 MAE11l42 ME14.3
Identify technol ogy appropriate for marketing functions and
practices related to a sport, recreation, and entertai nment
program LA A 1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,
LA.B. 2.4.1, 2, LA B.2.4.3, LAB.2.4.4, LA C3.4.

LA B. 2. 4. 1

LA.C.3.4.2, LAC3.4.3, LA C3.4.4, LA C3.4.5 LAD244
N

[

EXPLAI N AND DI SCUSS LI CENSI NG SPONSORSHI PS, AND ENDORSEMENTS |
NT

SPORT, RECREATI QN, AND El

ERTAI NVENT MARKETI NG - The student wi |

be able to:

29.01 Explain the licensing industry and process. LA A 1.4.3

29.

29.

29.

29.

29.

29.

29.

29.

29.

29.

02

03

04

05

06

07

08

09

10

11

LA.B.1.4.1, LAB1.4.2, LAB1.4.3, LAB241, L

A B. 2. 4.
LA B 243 LAB244 LAC341 LACS3.4.2 LACS3 4

LA.C.3.4.4, LA C3.4.5
Defi ne and descri be copyright and trademark | aws.
LAA1.4.3 LAB1l.41 LAB1.4.2, LAB1.4.3, 1,

LA B. 2. 4.
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5
Differentiate between |icensing, sponsorship, and
endorsenents. LA A 1.4.3, LAB 1.4.1, LAB. 1 4.2,
LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n how the sport, recreation, and entertai nment
i ndustry utilizes trademarks/l ogos in |icensing,
sponsorshi ps, and endorsenments. LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB. 2
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LACS3.
LA.C. 3.4.5
Conpare and contrast internal and external licensing in
sport, recreation, and entertai nnent organi zations.

4.3,
4

LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Define exclusivity as a part of licensing. LA A 1. 4.3,

LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Descri be sponsorship criteria. LA A 1.4.3, LA B1l.4.1,

LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

Research met hods of obtai ning event sponsorships or private
support.

Eval uate use of sport as a venue for pronotional |icensing.

LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n i npact of entertainment figures and endorsenents on
sport, recreation, and entertai nnent marketing. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Research the effect of endorsenments on sport, recreation,
and entertai nment sal es.
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30.

31.

0

0

29.12 Explain inportance of on-site nmerchandising to the sport,

29.

DEMONSTRATE AN UNDERSTANDI NG OF THE | MPACT OF THE MEDI A ON
[

13

recreation, and entertainnent industry. LA A 1l.4.3,

LA B 1.4.1, LAB.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.42 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Di scuss the inpact anbush marketi ng has on the sponsorship
and |icensing aspect of the sport, recreation, and

entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA.-B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB2.4.3
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4,

-
A D

.4,
.5

wWnN

A. B.
A. C

SPORT
e

RECREATI ON, AND ENTERTAI NVENT MARKETI NG—The student w |

be abl e

to:

30.01

30. 02

30. 03

30. 04

30. 05

Research the inpact of the nmedia on sport, recreation

and entertai nment marketing.

Identify the different nedia that have increased the

popul arity of sport, recreation, and entertai nnent

venues. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3

LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Research the conflict between the nedia s ownership of
sport businesses and the reporting of the news.

Expl ain the concepts of rights and fees the nedia pays to
sport, recreation, and entertai nnent businesses.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Investigate the pirating issues as relates to the nedia and
the sport, recreation, and entertai nment industry.

DI SCUSS THE | MPORTANCE OF PUBLI C RELATI ONS AND PUBLICI TY TO

SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG—The student wil |

be able to:

31.01 Define and explain the differences between public relations

31.
31.

31.

31.

31.

31.

02
03

04

05

06

07

and publicity. LA A1.4.3, LAB1.4.1, LAB. 1.4 2,

LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Conpare and contrast internal and external public relations.
Construct letters to the nedia concerning a sport,
recreation, and/or entertai nnent event.

Devel op a nedi a/press rel ease and public service
announcenent for a sport, recreation, and/or entertainment
event.

Create a database of potential contacts for a sport,
recreation, and/or entertai nnent event.

IIlustrate how a conpany builds goodw ||, a business image,
and public awareness through involvenment with a sport,
recreation, and/or entertai nnent event.

Explain the role of public relations and publicity in
creating an advantage through associ ation and exclusivity.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5
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OCCUPATI ONAL COVPLETI ON PO NT - DATA CODE B
FI RST LI NE SUPERVI SORS AND MANAGER/ SUPERVI SORS - SALES AND RELATED
WORKERS, SPCORT, RECREATI ON, AND ENTERTAI NVENT - OES Code 41002

20.0 APPLY ECONOM C PRI NCI PLES TO SPORT, RECREATI ON, AND ENTERTAI NMVENT
MARKETI NG - The student will be able to:

20.01 Exam ne role of the profit notive in the marketing of
sports, recreation, and entertainment. LA C 3.4.2,
MA.A1.4.3, MAA242 MLA3. 4.1 NMAA4. 4.1 M
MA.B.2.4.2, MAB.3.4.1, MAB4.4.2, VAE1l.4.1, M
SS.D.1.4.1

20.02 Explain role of sport, recreation, and entertai nnen
marketing in the free enterprise system LA A 1.
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB2.4.1,
LA.B.2.4.3, LA B.2.4.4, LAC3.4.1, LA C3.4.2,
LA.C3.4.4, LA C3.4.5 S5.D2.4.1

20. 03 Apply econom c concepts to sport, recreation, and
entertai nnent marketing including pricing, distribution
ri sk, productivity, conpetition, and cycles. LA A 2.4.8
MA.A1.4.3, MAA242 MALA3. 4.1 NMAA44. 4.1 MAAS 4.
MA.B.2.4.2, MAB.3.4.1, MAB 4.4.2, MVAE1l.4.1 ME1l14
SS.D.1.4.1

20.04 Analyze rel ationship between econom cs and the sport,
recreation, and entertainnent industry. LA A 1. 4.3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241, LAB?2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LACS3.
LA.C.3.4.4, LA C3.4.5

20.05 Describe the economic growh of the sport, recreation, and
entertai nnent industry, including its various contributions
to the Gross National Product (G\NP). LA A 1.4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

20. 06 Anal yze econom c inpact of sport, recreation, and
entertai nnent prograns on |local, state, national, and
i nternational economies. LA A 1.4.3 LA B 141,
LA.B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LA
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LA
LA.C. 3.4.5

20.07 Describe revenue sources for financing sport, recreation
and entertai nment projects. LA A 1.4.3 LAB1l.4.1

A 5.4.1,
E. 1.4.3,

t
3,
B.2.4.2,
C.3.4

4
A B. 2 2
A C. 3.4.3,

-b-b

B.2.4.3,
C 3.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B 2.4.1, LAB 2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5 MAA1.43 MAAZ2 42 NMANAS 4.1 NAAA4. 4.1,
MA.A5.4.1, MAB 242 MAB3.41 MAB442 MAE14.1,
MA.E 1.4.3

20. 08 Exam ne ancillary sources of revenue for sport, recreation,
and entertai nment events (i.e., concessions, merchandise,
sponsorship, tickets, progranms, etc.).

20.09 Expl ai n the interdependence between:

Fans/ Audi ence

Team Pl ayer s/ Event/ Property

Cor por at e partners/ Sponsors
on a successful sport, recreation, and/or entertai nnent
event. LA A1.4.3, LAB1.4.1 LAB1.42 LAB14.3,
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1, LA B.2.4.2, LA B.2.4.3, LAB.2.4.4, LA C3.4.1,

2, LA C3.4.3, LAC3.4.4, LACZ3.4.5

21.0 EXPLAIN THE BUSI NESS STRUCTURE OF THE SPORT, RECREATI ON, AND
ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

21.01 Eval uat e advant ages and di sadvant ages of operating as a
profit or not-for-profit organization. LA A 1. 4.3

LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C3.4.4, LA C3.45 MALA1.4.3 MAAZ2.42 MA3.4.1,
MA.A4.4.1, MAADS 4.1 MAB 242 MNAB3.41 M B4.4.2,
MAE1.4.1, MAE143

21.02 Assess role of electronic commerce in sport, recreation,
and/ or entertai nment marketing. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB1.4.3, LAB2.4.1, LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

21.03 Define national trade and international trade in terns of

sport, recreation, and entertainnent. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5
22.0 DESCRIBE LEGAL AND ETHI CAL ASPECTS OF SPORT, RECREATI ON, AND

ENTERTAI NVENT MARKETI NG | NDUSTRY- - The student will be able to:

22.01 Explain the termliability. LA A 1.4.3, LA B.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

22.02 Explain the termcontract. LA A 1.4.3, LA B1l.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

22.03 ldentify essential elements of contracts. LA A 1. 4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

22.04 Describe basic sport, recreation, and entertai nment
contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LAB.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

22.05 Expl ain expressed, inplied, unilateral, and bil ateral
contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LAB.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

22.06 Explain inmportance of liability insurance. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

22.07 Describe the inpact of the Americans with Disabilities Act
(ADA) on sport, recreation, and entertai nnent events and
facilities. LA A1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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23.

24,

25.

0

0

0

22.08

22.09

Identify professional ethical issues related to sport,
recreation, and entertai nnent marketing. LA A 1. 4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LA
LA.C.3.4.4, LA C3.4.5

Exam ne social responsibility and its relation to sport,
recreation, and entertai nnent marketing.

B.2.4.2,
.C. 3.4.3,

EXPLAI N METHODS OF DEALI NG W TH AGENTS, PERSONAL MANAGERS, AND

23.01

23.02

23.03

23.04

23.05

23. 06

LABOR UNI ONS--The student will be able to:

Expl ai n di fferences between an agent and a personal nanager.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,

LA.C.3.4.3, LAC3.4.4, LAC3.4.5

Expl ai n financi al conpensation options for agents.
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, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 NMAAL1l43 N AZ242,
MALA 3.4.1, VAA4.4.1, MAADS 4.1 NMAB.24.2 NMAB3.4.1,
MA.B.4.4.2, VAE1.4.1, VAE1.4.3

Identify the factors involved in selecting an agent and a
personal manager. 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, LAB. 2 4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Identify agent’s role in prenegotiations and endor senent
contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3,
LA B.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Exam ne the rol e of uni ons in sport, recreation, and
entertai nnent marketing. LA A 1.4.3 LA B1.4.1,

LA B. 1. 4. 2, LABl43 LA.B.2.4.1, LAB.2.4.2, LAB.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC 3.4.4,
LA.C. 3.4.5

Identify unions relevant to sport, recreation, and

entertai nnent marketing. LA A 1.4.3 LA B1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC 3.4.4,

LA.C.3.4.5

APPLY MARKET RESEARCH TO DETERM NE VI ABILITY OF PROPOSED SPORT,

RECREATI ON, AND ENTERTAI NVENT PROJECT OR EVENT--The student will

be able to:

24.01

24.02

Describe the steps for devel oping a nmarket research project.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Devel op a market research project.

DESI G\, PLAN, EXECUTE, AND EVALUATE AN EVENT—The student w Il be

able to:

25.01

Revi ew concepts related to event planning (e.g., |ocation,
budget, public relations, risk nanagenment, etc.).
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5
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26.

0

25.

25.

25.

25.

25.

25.

25.

25.

25.
25.

25.

02

03

04

05

06

07

08

09

10
11

12

Defi ne event marketing and explain its objectives.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Det er mi ne sponsorship opportunities to neet the needs of the
organi zati on, the event, and the custoners.

Identify and anal yze val ue and feasibility of a sport,
recreation, and/or entertainnent event to a conmunity.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Create a work plan that identifies necessary human and
financi al resources.

Formul ate a budget for an event. NMA A 1.4.3, MA A 2.4.
MA.A 3.4.1, MAA441 MAS5.4.1 MAB 2 4.2 M B3
MA.B.4.4.2, MAE1.4.1 MAE1.4.3

Prepare a pronotional plan for an event (personal, selling,
advertising, publicity, sales pronotion).

Create an operational tineline of a sport, recreation
and/or entertai nment event.

Sel ect indicators to nmeasure success or failure rate of a
sport, recreation, and/or entertainnent event.

| mpl enent a sport, recreation, and/or entertainnent event.
Eval uate outcones to determne if event should be

retained, nodified, and/or elimnated.

Devel op followup activities to recogni ze/thank

partici pants.

2
4.1,

DEVELOP A CAREER PLAN FOR A SPORT, RECREATI ON, AND ENTERTAI NVENT

MARKETI NG CAREER- - The student will be able to:

26.

26.

26.

26.

26.

26.

01

02

03

04

05

06

I nvestigate sport, recreation, and entertai nnent marketing
career opportunities at the internship, entry, md-
managenent, and upper-managenent | evels.

Descri be education and training needed for a variety of
sport, recreation, and entertai nnent marketing jobs.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Identify barriers to enploynment and strategies to overcone
them LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify ways to keep up with new devel oprments in the field
of sport, recreation, and entertai nnent marketing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Devel op a plan for pursuing a specific career in sport,
recreation, and entertainnent marketing, including training
and educational requirenments, needed skills and abilities,
and steps for reaching career goal. LA A 2.4.4, LAA24.6
Denonstrate how specific technol ogy applications (i.e.
Internet, video conferencing, electronic portfolios, etc.)
assi st students in devel oping a career plan in sport,
recreation, and entertainment marketing industry.
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26. 07

26. 08

26. 09

LA A2.4.7, LAA2.4.8, LAD24.4 LADZ2.4.6

Denonstrate conpetencies required for career sustaining and

m d-1 evel nanagenment positions in the sport, recreation,
entertai nnent marketing field. LA A 2.4.7, LAA24.8
Devel op fornms of docunmentation for inclusion in a sport,
recreation, and entertai nment marketing career
portfolio. LA B 1.4.1, LA B1.4.2

Design portfolio to reflect accrued know edge in sport,
recreation, and entertai nnent marketing.
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Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cour se Nunber :
Course Title:
Course Credit:

COURSE DESCRI PTI ON:

The purpose of this course is to devel op the conpetencies essenti al
These conpet enci es

sport,

recreation,

i ncl ude enpl oyability,

econom c skills.
ent ert ai nnent
occupat i onal

01.0 DEMONSTRATE EVPLOYABI LI TY SKILLS--The student wil |

8827410

Sport,
1

hurman rel ati ons,
The fundanental s of sport,
mar keting and selling are al so included.

Recreati on,

and entertai nnent

01.01

01.02

01. 03

01. 04

01.05

mar ket i ng.
comruni cat i on,
recreation,

and Entertai nnent

mat h,
and

July 2001

Essential s

to

and

There is not an
conpl etion point after the conpletion of this course.

be able to:

Identify and utilize resources used in a job search (e.g.

net wor ki ng, newspaper, Internet). LA A 1.4.1, LAA1l1l 4.2,
LAAL1.4.3 LAALlL44 LAAZ2.41 LAA2.42 LAAZ24.3
LAA2.4.4, LAA2.45 LAAZ2.4.6, LAA2.4.7, LAAZ2.4.8,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2
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, LAD2.4.1 LAE246, MAA342
SC.H3.4.5 SCH3.4.6, SS.D.1.4.1

Di scuss inmportance of drug tests and crim nal background
checks in identifying possible enploynment options.
LAAL141 LAAL1L42 LAAL143 LAAL4L44 LAB1L4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.2 LAB244 LAC1.4.1,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
LA D1.4.2, LAD1.4.3, LAD?2.4.1, LAD24.4, LADZ2.4.5
SC.H3.4.1, SCH3.4.3, SSA5.4.7

Identify steps in the job application process including
arrangi ng for references and proper docunentation (e.g.
green card). LA A1.4.1, LAA1. 4.2 LAA1143,
LAALl4.4 LAA2.4.1 LAAZ2.4.2 LAA2.4.3, LAAZ2 4.4
LA A2.4.5 LAA246, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA B 2.4.4, LA C1.4.3, LAC1.4.4, LA C2.4.1, LAD1.4.2,
LA D1.4.3, LAD24.1, LAEZ246, MAAS5 41 SCH3.4.6
Identify procedures and docunents required when applying for
a job (e.g., application, W4, 1-9). LA A1l1l4.1,
LAAL1.4.2 LAAL1L43 LAALA44 LAA2.41 LAAZ24.2
LA A2.4.3 LAA2.4.4 LAAZ2.4.5 LAA246, LAA2.4.7
LA A2.4.8 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C1.4.3, LAC1.4.4,
LA C2.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1, LAE2.4.6,
MA.A 5.4.1, SC.H3.4.6, SS.A5.4.7

Prepare a resune (electronic and witten), letter of

application,

| etter of

and | etter

followup letter,
resi gnati on,

acceptance/rejection letter,

of

recomrendat i on.

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.4.3, LAB243
LA.B.2.4.4, MAA1.4.1 SCH3.4.2
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01.

01.

01.

01.

01.

01.

01.

01.

01.

06

07

08

09

10

11

12

13

14

Identify and denonstrate appropriate dress and grooming for

empl oynent. LA A 2.4.4, LAA2.4.7, LAA24.8 LAC3.43
SC. H. 3.4.3

Identify and denonstrate effective interviewng skills
(e.g., behavioral). LA A1.4.3 LAC1.4.1, LA C1.4.3,

LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAD1.4.1,
LA D1.4.2, LAD1.4.3, LAD2.4.1 NAAL1L41 MAI1A43,
SC.H3.4.3, SS.C 2.4.3

Descri be methods for handling illegal interview and
application questions. LA A1.4.2, LAA1.4.3, LAAZ2.4.2,
LA A2.4.4, LAA2.45 LAAZ2.4.8 LAB1.41 LAB14.2
LA.B.1.4.3, LAB.2.4.2, LAB2.4.3, LAB24.4 LAC1.4.3,
LA C1.4.4, LAC2.4.2, LAC3.4.1, LA C3.4.2, LAC3.4.4,
LA.C 3.4.5 LA D142 LAD1.4.3 LAD241 LADZ24.2,
LA.D2.4.3, LAD.2.4.4, LAD2.4.5 LAD24.6, SCH3.4.1,
SS.A.5.4.7

Di scuss state and federal [abor |aws regulating the

wor kpl ace (e.g., Child Labor Law, sexual harassnent, EEQCC,
ADA, FMLA, CsHA). LA A1.4.1, LAA1.4.2, LAA1.4.3
LAAl 4.4 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.2
LA B 2.4.4, LAC1.4.1, LAC1.4.3, LAC3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5 LAD1.4.2 LAD1.4.3
LA D2.4.1, LA D244 LADZ2.4.5 SS.C24.3, SCH3.4.4
Identify positive work attitudes and behavi ors such as
honesty, conpassion, respect, responsibility, fairness,
trustworthiness, and caring. LA A 1.4.1, LA A1.4. 2,
LAAL1.4.3 LAALlL44 LAAZ2.4.1 LAA2.42 LAAZ24.3
LAA2.4.4, LAA2.45 LAAZ2.4.6, LAA2.4.7, LAAZ2.4.8,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
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, LAD2.4.1, LAE2.4.6, SCH3.4.3
Identify ways to work cooperatively in a business situation
wi th diverse popul ations and the physically chall enged.
LAAL1 41 LAAL42 LAALA43 LAAL4LA4 LAAZ2.4.1,
LAA2.4.2 LAA2.43, LAA2.4.4, LA A2.4.5 LAAZ2 4.6,
LAA2.4.7 LAA2.48 LAB1.4.1 LAB1.42 LAB1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC1.4.3,
LA C1.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LADZ2.4.1,
LA E 2.4.6

Descri be inportance of producing quality work and neeting
performance standards. LA A 1.4.1, LAA1.4.2, LA A1.4.3,
LAALl4.4 LAA2.4.1 LAAZ2.4.2 LAA2.4.3, LAAZ2 4.4
LA A2.4.5 LAA246, LAA2.4.7, LAA2.4.8, LAB1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C1.4.3, LAC1.4.4, LA C2.4.1, LAD1.4.2,
LA D1.4.3, LAD24.1, LAE2.4.6, SCH3.4.2

Identify personal and business ethics (e.g., preventing
theft, pilfering, and unauthorized di scounting).

LA A 1.4 1, LAAL1.42 LAA1.4.3 LAALl44 LAAZ24.1,
LAA2.4.2 LAA2.43, LAA2.4.4, LA A2.4.5 LAAZ24.6,
LAA2.4.7 LAA2.48 LAB1.4.1 LAB1.4.2 LAB1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC1.4.3,
LA C1.4.4, LAC2.4.1, LAD1.4.2, LAD1.4.3, LADZ2.4.1,
LAE2.4.6, MVAA141 MAAL1.4.2 NAAL1L43 MAI1LA44
SC.H3.4.3, SS.C 2.4.3, SS.C.2.4.6

Denonstrate orderly and systemati c behavi or by creating and
mai ntaining a nonthly planner. LA A 1.4.3, LA B1.4.1,

LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
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02.

0

01.15

01.16

01.17

01.18

01.19

LA.B.2.4.4, LAD1.4.1, LAD1.4.2, LAD1.4.3, LAD2.4.1,
LA.D2.4.2, LAD.2.4.3, LAD2.4.4, LA D.2.4.5 LA D?2.4.6,
LA E2.4.4, LAE2.4.6, LAE2.4.8, MAA541 MB1.4.2
Identify qualities typically required for pronmotion (e.g.
productivity, dependability, responsibility). LA A1l.4.1,
LAAL1 4.2 LAAL1L43 LAALA44 LAA2.41 LAAZ2.4.2
LAA2.4.3 LAA2.4.4 LAAZ2.4.5 LAA246, LAA2.4.7,
LA A2.4.8, LAB1.4.1, LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C1.4.3, LAC1.4.4,
LA C2.4.1, LAD1.4.2, LAD1.4.3, LA D241, LAEZ24.6,
SC. H. 3.4.3

Identify how to prepare for job separation and re-

empl oynent. LA A1.4.1, LAAL1.42 LAA14.3 LAALlA4 A4
LAA2.4.1 LAA2.42 LAAZ2.4.3 LAA2.4.4, LAAZ2.4.5
LA A2.4.6, LAA2.4.7, LAA2.4.8, LAB1.4.1 LAB14.2,
LA B 1.4.3, LAB2.4.1, LAB24.2 LAB243, LABZ24.4,
LA C1.4.3, LAC1l.4.4, LAC2.4.1 LAD1.4.2 LAD1.4.3
LA D241 LAE246, SCH3.4.5

Create and maintain a portfolio of documents for job

pl acenent (e.g., resume, letters of recommendati on, awards,

evi dence of
activities,

participation in school/conmunity/vol unt eer

enpl oyer evaluations). LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
MA.A1.4.1, MAAL1l44 SCHZ3.4.5 SCH3.4.6

Identify and practice stress nanagenent and rel axation
techniques. LA A1.4.1, LAA142 LAA1L14.3 LAALlA4 4,

LAA2. 4.1 LAAZ2.4.2, LAA2.4.3 LAAZ2 4.4, LAAZ2.4.5
LA A 2.4.6, 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, LAB 2.4.3, LA B.2.4.4,
LA.C1.4.3, LAC1.4.4, LAC2.4.1, LAD1.4.2, LA D 1.4.3,
LA.D.2.4.1, LAE 2.4.6

Di scuss inportance of practicing positive custoner service
skills. LA A1.4.3 LAB1.4.1 LAB1.42 LAB1.4.3,
LAC1.4.1, LAC1l.4.2, LAC1.4.4, LAC3.4.1, LAC3.4.2

DEMONSTRATE HUVAN RELATI ONS SKI LLS NECESSARY FOR SUCCESS I N SPORT,

RECREATI ON, AND ENTERTAI NVENT MARKETI NG OCCUPATI ONS- - The st udent

w

02.01

02. 02

02. 03

02. 04

02. 05

be able to:

Denonstrate ability to work cooperatively wth team nenbers,
supervisors, and custoners from di verse cul tural
backgrounds. LA A 1.4.3, LA C3.4.2, LAD1.4.1,

LA D1.4.2, LAD1.4.3

Defi ne and di scuss issues involving gender equity,

disability, and age. LA B.2.4.1, LA B.2.4.2, LA B 2.4.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C 3.4.5 LAD1l.4.1, LAD1.4.2, LAD1.4.3

Denonstrate interpersonal skills (e.g., courtesy, loyalty,
being a teamplayer). LA C1.4.3

Identify and define friendliness, adaptability, enpathy, and

politeness as relates to business. LA B.2.4.1, LA B.2.4.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Expl ai n concepts of integrity, credibility, reliability, and
perseverance. LA A 1.4.3, LA B1.4.1 LAB 1.4 2,

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB. 2 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
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02.06 Denonstrate personality traits inportant to busi ness (e.g.

i nterest, enthusiasm honesty, responsibility, flexibility).

02. 07 Mai ntain professional personal appearance and attitude.

02.08 Denonstrate ability to use creative probl em sol ving,
deci si on-nmaki ng, and critical thinking strategies.

LA A2.4.7 LAAZ24.38

02.09 Denonstrate sel f-managenent, initiative, and nulti-tasking.

02.10 Expl ain concepts of self-understanding, self-esteem and
self-image. LA A1.4.3, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5

02.11 Denonstrate professional behavior and etiquette. LA D 1.4.2

02.12 Denonstrate respect for the opinions, custons, and
i ndi vi dual differences of others. LA D.1.4.2, LAD1.4.3

02.13 Set personal and career goals and develop a plan of action
to achieve those goals. LA B.2.4.2, LAA2.4.4

02.14 Identify areas where personal and professional change and
adj ustment may be necessary. LA A 1.4.3, LA B.1.4. 2,
LA B 1.4.3, LAB.2.4.1, LAB2.4.2 LAB243, LAB?2
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3

02.15 Denonstrate ability to offer and accept feedback
LA.C. 3.4.2

02.16 Identify and practice stress managenent and rel axation
t echni ques.

02.17 Maintain confidentiality of business matters.

02.18 Support and foll ow conpany policies and procedures (e.g.
attendance, tardi ness, returns).

02.19 Devel op and denonstrate human rel ations skills needed for
successful entry and progress in occupation selected by the
student as a career objective. LA.C 1.4.3, LA C 3.4.2,
LA.D1.4.2

4.4,
4.5

03.0 DEMONSTRATE PROFI Cl ENCY | N APPLYI NG COVMUNI CATI ON AND TECHNOLOGY
SKI LLS--The student will be able to:

03.01 Identify and apply effective workpl ace comunication skills
(e.g., verbal, nonverbal, witten, electronic). LA A1l.4.3,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3
LA.-B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,

LA.C. 3.4.5
03.02 Describe effective staff conmunication and its uses (e.g.
i nter-personal, departnmental, inter-departnmental, conpany).

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

03.03 Denonstrate ability to read and conprehend witten
communi cati ons.

03.04 ldentify a variety of forms of witten business

conmuni cations utilized in the workplace. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C3.4.5

03.05 Prepare a business letter, nmenorandum fax, and e-nail
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA B.2.4.1, LAB.2.4.2, LAB2.4.3, LAB.2.4.4

03.06 Denonstrate ability to speak effectively to custoners/
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clients, co-workers, supervisors, and vendors using
appropriate grammar and term nol ogy. LA.C 3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4

03. 07 Di scuss inportance of devel opi ng networking skills to expand
busi ness contacts. LA A 1.4.3, LAB1.4.2, LAB.1 4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

03.08 Prepare and deliver a business-related presentation
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4

03.09 Denonstrate active listening strategies that inprove
under st andi ng and performance. LA C.1.4.1, LA C1.4.2,
LA C1.4.3, LAC1l1l.4.4

03.10 Describe positive custoner relations. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LA
LA.C.3.4.4, LA C3.4.5

03.11 Denonstrate conflict and dispute resolution techni ques.
LAA1.4.3, LAE241

03.12 Identify means of nonverbal communication. LA A 1.4.3,
LA C2.4.1, LA C2.4.2

03.13 Denonstrate effective tel ephone and e-mail techni ques and
etiquette/netiquette in a business situation. LA B.2.4.4,
LA C1.4.3, LAC3.4.2

03. 14 Di scuss nethods of resolving custoner conplaints.
LAA1.4.3, LAB1.42 LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C3.4.4, LA C3.4.5 LAEZ241 LAE242

03.15 Interpret business policies to custoners/clients.
LAA2.4.7 LAA24.38

03.16 Di scuss inportance of providing clear directions,
descriptions, and explanations. LA A 1.4.3, LA A 2.4.1,
LAA2.4.4 LAB1.42 LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

03.17 Denonstrate ability to | ocate, understand, interpret
i nformation found in trade journals, manuals, graphs,
schedul es, charts, diagranms, and Internet resources.
LAA2. 4.4 LAA2.4.6, LAA2.4.7, LAA2.4.8, LAB 2.4.4,
LA C3.4.3, MAA441

03.18 Identify types of technol ogy/equi pnent used in the
wor kpl ace. LA.B.2.4.4

03.19 Define hypertext, URL, links, Internet Service Provider
(I'SP), bulletin board service (BBS), electronic storefront,
e-mail, newsgroups, flames. LA A 1.4.3 LA B1l.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LAB2
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3
LA.C. 3.4.5

B.2.4.2
C 3.4.3

4.3,
, 4.4,

04.0 DEMONSTRATE PROFI G ENCY I'N APPLYI NG MATH SKILLS UNI QUE TO SPORT,
RECREATI ON, AND ENTERTAI NVENT MARKETI NG - The student will be able
to:

04.01 Performaddition, subtraction, multiplication, division
rati os, and percentage problens as related to industry.
MAA1.4.1, MAAL42 MLAL1 4.3 NMAAL4 4 MAB1.4.3
MA.B.3.4.1, MAE1l.41 ME1.4.2 M\E1.43
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05.

0

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

04.

02

03

04

05

06

07

08

09

10

11

12

13

14

15

16

17

18

Apply problem sol ving techniques to sales rel ated
transactions including cash, checks, debit cards, credit
cards, discounts, layaway, C. O D., returns, gift
certificates, and autonmatic fee withdrawals. MA A 1.4.1,
MAA1.4.2, MAAL143 MAI1Ll44 NMAA2.4.2 M AS 4.1
Interpret quantitative information fromtables, charts, and
graphs as related to the workplace. LA A 1.4.3, MA A1l 4.1,
MAA1.4.2, MAAL143 MLAL1 4.4 NAB1.4.3 M.B3.4.1,
MAE1.4.1, MAE142 ME1.4.3

Denonstrate ability to nake change correctly. MA A 1.4.1,
MAA1.4.2, MAAL143 MAI1Ll44 NAA2.4.2 M.B3.4.1
Cal cul ate tax, gratuity, comn ssion, and niscel |l aneous
charges. MA A 1.4.1, MAA1.42 MNMAAL1L43 MAZ242
MA.B.3.4.1

Denonstrate ability to collect, organize, and interpret
data, and predict outcones relative to opening and cl osing
procedures for a sales terminal. MAE 1.4.1

Col l ect and anal yze sales information to determ ne stock
turnover and stock-sales ratio. MAE 1.4.1, MAB 1.4.3
Apply standard industry formula to determ ne markup and

mar kdown on nerchandise. NMA A 5.4.1

Apply mat hemati cal concepts to conpleting purchase orders,

i nvoi ces, packing slips, and shipping and handl i ng char ges.
MAA1.4.1, MAAL1L43 MAIL142 NMLAL4 4 MAZ24.2
Anal yze standard industry fornulas relative to di scount date
and due date to determ ne the ampunt of paynent on an
invoice. MAE1.4.1

Identify conponents of a break-even analysis. LA A 1l.4.3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Conmput e and anal yze a break-even point.

Qperate 10-key keypad. MA A 1.4.1, MAA1.4.2, NMAA1.4.3,
MA.A1.4.4, MAB1.4.3 MAB3.4.1 MAEL1l.41 MEI14.2

MA.E 1.4.3

Read and interpret a | ease agreement. LA A 1.4.2,

LA A2.4.2, LAA2.45 LAAZ2.48 MALB3.41

Read and interpret a contract for purchase of real estate.
LAAL1.4.2 LAA2.42 LAAZ2.45 LAA248 MB34.1
Read and conpl ete an application for a bank | oan
LAAL1.4.2 LAA2.42 LAAZ2.45 LAA248 MB34.1
Cal cul ate the areas of surface and conpl ete an accurate
estimate of the costs of materials for covering those
surfaces, including applicable taxes. NA B.1.4.1,
MA.B.1.4.3

Use ratios, proportions, and scales to cal cul ate di stance on
a map and cal cul ate the square footage of roonms in a

buil ding using a scaled plan. MA.B.1.4.1, MA B.1.4.3,
MA.B.3.4.1

| DENTI FY ECONOM C PRI NCI PLES- - The student will be able to:

05. 01 Expl ain concept of econom cs and economic activities.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5 SS.D2.4.5
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05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

05.

02

03

03

04

05

06

07

08

09

10

11

12

13

14

Expl ai n concept of econom c goods and services. LA A 1.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C3.4.4, LA C3.4.5, S5.D.2.4.1

Expl ai n concept of economc resources. LA A 1.4 3

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA C3.4.4, LA C3.4.5 Ss.D1.4.1

Expl ai n concept of econom cs and econom c activities.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5 SS.D2.4.5

Expl ai n concept of utility (form place, time, possession,
information). LA A1.4.3, LA B.1.4.1, LAB1.4.2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.2.4.5

Expl ai n concept of "supply and denmand.” LA A 1.4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C3.4.4, LA C.3.4.5 S5.D.2.4.2

Expl ai n concept of price. LA A 1.4.3 LAB1l.4.1,

LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C 3.4.5, SS.D.1.4.1

Identify, conpare, and contrast nmajor types of economc
systenms. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5 SsD24.1,
SS.D.2.4.6

Expl ai n rel ati onshi p between governnment and busi ness.

LA A1.4.3, LAB1.41 AB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5 SS.D.2.4.4

Expl ai n concept of private enterprise and busi ness

ownership. LA A1.4.3, LA B.1.
LA.B.2.4.1, LA B.2.4.2, LAB.2.
LA.C 3.4.2, LA C3.4.3, LAC3.
Explain role of profit notive.
LA.B.1.4.2, LA B.1.4.3, LAB.2.
LA.B.2.4.4, LA C.3.4.1, LA C 3.
LA.C. 3.4.5, SS.D.1.4.1
Expl ai n concept of risk. LA
LA.B.1.4.2, LA B.1.4.3, LAB
.4.1, LA.C

conpetition.
.4.3, LA B.2.
.4.1, LA.C 3.
4.1

.4.1, LA B. 2
.4.2, LA C 3.

Identify conponents of gross national

gross donestic product (CGDP).
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productivity.

4.1, LA B.

4.3, LA B
4.4, LA C

LA A 1. 4.
1, LA B.
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4
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4.
4.
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BUSI NESS FUNDAMENTALS- - The student will
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06. 01 Define marketing

06.

06.

06.

06.

06.

06.

06.

06.

06.

02

03

04

05

06

07

08

09

10

LA.B.1.4.2, LA B
LA.B.2.4.4, LA C
LA.C. 3.4.5

Expl ai n purpose of
LA A 1.4.3, LAB1
.2, LA B.2.
.3, LA C3.
and expl ai
.3, LA B. 1.
.2, LA B.2.
.4.3, LA.C 3.
Identify and expl ai
marketing. LA A 1.
LA.B.2.4.1, LA B.2.

A< D DN

an
1.
3.

dits role. L
4.3, 3,
4.1, 4,

prise system
LA.B.2.4.1,
, LA.C. 3.4.2,

LA. B.
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4.1
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di fferences between indirect and direct
.3, LAB1.4.1, LAB1.4.2, LAB1.4.3
.2, LAB.2.4.3, LA B.2.4.4, LA.C 3.4.1,
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>
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LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Identify and explain the functions of and differences
bet ween marketing and nmerchandi sing. LA A 1.4.3,

LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LA
LA.C.3.4.4, LA C3.4.5

Expl ain rel ati onship of marketing to business and the
econony (e.g., SWOT anal ysis--strength, weakness,
opportunity, threat). LA A 1.4.3, LAB1.4.1, LA B1l4. 2
LA B.1.4.3, LAB2.4.1, LAB2.4.2 LAB243, LAB
LA C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4 LAC
Expl ai n i nportance and nethods of conducting market r

(e.g., sanmpling, surveys, focus groups, etc.). LA A
C

B.2.4.2
C 3.4.3

2
3
es
1
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB?2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LACS3
LA.C.3.4.4, LA C3.4.5

Di scuss major fields of business activity (extractive,
subcontracting, manufacturing, wholesaling, retailing,
services, cottage industries, urban street sales).
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C 3.4.3, LAC3.4.4, LAC3.4.5

Identify, explain, conpare, and contrast the different types
of busi ness ownership (sol e-proprietorship, partnership,
corporation, franchise, licensing). LA A 1.4.3, LA B1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB24.1 LAB24

LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3. 4
LA.C 3.4.5 LAE247

Expl ai n concept of marketing strategies. LA A
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2
LA.C.3.4.4, LA C3.4.5
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06.

06.

06.

06.
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12

13

14

15

16

17

18

19

Expl ai n concept of market segmentation and denographics.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Expl ai n i nportance and techni ques of offering the right

mer chandi sing blend. LA A 1.4.3, LAB. 1.4.1, LAB.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n nature of channels of distribution. LA A 1. 4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

Expl ain el ements that all ow devel opnment of a marketing plan
(e.g., research, advertising, public relations, direct and

i ndirect marketing, pronotions, merchandising, distribution,
etc.). LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB143,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Expl ain factors affecting pricing decisions. LA A 1.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C3.4.5

Differentiate anong the three basic categories of consuner
goods (conveni ence, shopping, and specialty). LA A 1.4 3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Di scuss role e-commerce will play in the marketing of goods
and services. LA A1.4.3, LAB1.4.1 LAB14.2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ai n network marketing (rmultilevel marketing) and how it
differs froma pyramd schene. LA A 1.4.3, LA B.1.4.1,
LA.B.1.4.2, LA B.1.4.3, LA B 2.4. B.2.4.3,
LA.B.2.4.4, LA.C.3.4.1, LA C 3.4. .C.3.4.4,
LA.C. 3.4.5

Di scuss the role of federal regulatory agencies [e.g., Food
and Drug Administration (FDA), Consumer Product Safety

Conmmi ssion (CPSC), Environmental Protection Agency (EPA),
Securities and Exchange Comm ssion (SEC), Federal Trade
Commi ssion (FTC), Qccupational Safety and Health

Admini stration (OSHA)]. LA A 1.4.3, LAB.1.4.1, LA B 1.4.2,
LA B 1.4.3, LAB2.4.1, LAB24.2 LAB243, LABZ24.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
SS.D.2.4.3

2, LA
3, LA

| DENTI FY EFFECTI VE SELLI NG TECHNI QUES AND PROCEDURES- - The st udent

w

07.02

be able to:

07.01 Expl ai n purpose, principles, and inportance of selling.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5
Identify qualities of a professional sales associate.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5
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Identify an effective sales presentation for a target

mar ket, including steps of a sale; consumer buying notives;
approaches through greeting, merchandi se, and service;
proper time to approach a custoner to open sale; feature-
benefit analysis; building and closing the sale; and
suggestion and substitution selling. LA A1 4.3

LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Handl e different custoner types, such as the casual | ooker
the deci ded custoner, the undeci ded custoner, and the
difficult custoner.

Di scuss inmportance of neeting specialized sal es needs.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C 3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate conpleting the sales transaction, including

met hod of paynent and counting back change; the proper way
to fold, wap, and bag nerchandi se after sale; and thanking
the custoner and inviting themto return

Di scuss reasons for maintaining a client file. LA A 1.4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

DI SCUSS THE HI STORY OF SPORT, RECREATI ON, AND ENTERTAI NMENT

MARKETI NG —Fhe student will be able to:

27.01 Describe the theories of the origin of sport, recreation

27.

27.

27.

27.

27.

27.

02

03

04

05

06

07

and entertainment. LA A 1.4.3, LAB1.4.1, LA B1.4. 2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Describe the influences of historical events on Anmerican and
gl obal sports, recreation, and entertainnent. LA A 1.4.3
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

Expl ai n econoni c, denographic, social, and political

i nfl uences on sports, recreation, and entertainment.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ain how the trickle-down and trickle-up theories apply
to the sport, recreation, and entertai nment industry.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Di scuss the stages and | ength of the sport, recreation, and
entertainnent cycle. LA A1.4.3, LAB1.4.1, LA B1l.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss inmpact of technol ogy on the sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss the influence of electronic nedia on the sport,

'21
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A A1l 4
4.1, L
4.2, L

recreation, and entertainnment industry. L .3

LA B 1.4.1, LAB.1.4.2, LAB1.4.3 LAB2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LACS3
LA.C.3.4.4, LA C3.4.5

27.08 Discuss the growmh and trends in sport, recreation, and
entertai nnent marketing. LA A 1.4.3, LA B1l.4.1,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA B.2.4.4, LA C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,
LA.C. 3.4.5

A B.2.4.2
AC 3.4 3

28.0 DI SCUSS SPORT, RECREATI ON, AND ENTERTAI NMENT MARKETI NG AS AN
| NDUSTRY— The student will be able to:

28.01 Define sport, recreation, and entertai nment marketing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5

28.02 ldentify rel ati onshi p between:

- Fans/ Audi ence
Team Pl ayer s/ Event/ Property

- Corporate partners/ Sponsors
on a sport, recreation, and/or entertainment event.
LAA1.4.3, LAB1.41 LAB1.42 LAB1.43 LAB2 1
LA B.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2
LA.C.3.4.3, LAC3.4.4, LAC3.4.5

28.03 Discuss the role of marketing as it applies to sports

. 4.
4

recreation, and entertainnent. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LA B.2.4.2, LA B.2.4.3
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LA C.3.4.3, LA C.3.4.4,

LA.C. 3.4.5

28.04 Describe products, events, pronotions, facilities, and
services that enhance the sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28. 05 Recogni ze how climate and geographic |ocation affect the
mar ket pl ace in the sport, recreation, and entertai nment
i ndustry.

28. 06 Express an awareness of how minorities and cultural nores
and val ues inpact the sport, recreation, and entertai nment
mar ket pl ace. LA A 1.4.3, LAB.1.4.1, LA B.1.4.2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2 LAC3.4.3, LAC3.4.4, LAC3.4.5

28.07 Rel ate how perception of the consunmer plays an inportant
role in the sport, recreation, and entertai nnent
mar ket pl ace. LA A 1.4.3, LAB.1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

28.08 Explain the four notives of the sport, recreation, and
entertai nnent consuner (i.e., achievenent, affiliation
health and fitness, fun and entertainment). LA A 1. 4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB24.1, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C.3.4.4, LA C3.4.5

28.09 Research, prepare, and present an overvi ew of career
opportunities within the sport, recreation, and
entertai nnent industry.

wnN
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July 2001
Fl ori da Departnment of Education
STUDENT PERFORMANCE STANDARDS

Cour se Nunber: 8827420

Course Title: Sport, Recreation, and Entertai nment
Appl i cations

Course Credit: 1

COURSE DESCRI PTI ON:

This course is designed to provide students with an in-depth study of
sport, recreation, and entertainnent marketing in a free enterprise
soci ety and provide the know edge, skills, and attitudes required for
enpl oyment in a wide variety of sport, recreation, and entertai nnent
mar keti ng occupations. After successful conpletion of the core (Sport,
Recreation, and Entertai nnent Essentials and Sport, Recreation, and
Entertai nment Applications), students will have met QOccupationa

Conpl etion Point, Data Code A, Sal esperson, Retail, Sport, Recreation
and Entertainment - OES 49011.

08.0 SELECT A SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY
FOR CAREER PLANNI NG - The student will be able to:

08.01 Identify current enploynent opportunities in the spor
recreation, and entertainnment marketing field. LA A
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LAB
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC
LA.C.3.4.4, LA C3.4.5

08.02 Identify sources of information for career planning
including the Internet. LA A 1.4.3, LAB.1.4.1, LA B 1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2 LAC3.4.3, LAC3.4.4, LAC3.4.5

08. 03 Conduct in-depth career research including requirenents for
entry and advancenent, career |adders, and opportunities
related to the sport, recreation, and entertai nment
marketing field. LA B.2.4.4

08.04 Explain duties and responsibilities, needed skills, and
know edge for a particular sport, recreation, and
entertai nnent marketing career. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LAB?2
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3
LA.C. 3.4.5

08.05 Identify advantages and di sadvantages of a particul ar sport,
recreation, and entertai nnment marketing career. LA A 1.4.3,
LAA2.4.4 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

08.06 Conpl ete sel f-assessnments and analysis of life-style goals
and career aspirations. LA A1l1l.4.4, LA B.2.4.3

08. 07 Devel op an individualized education and career plan rel ated
to a major sport, recreation, and entertai nment marketing
field. LA A2.4.4 LAAZ2.4.6

08.08 Wite a job description for a selected sport, recreation
and entertai nment marketing occupation. LA A 1l.4.3,

t,

1.4.3,
2.4.2,
3.4.3

4.3
4.4
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LA.B.1.4.1, LA B , LA B.1.4.3, LA B 2.4.1, LA B 2.4.2,
LA B

1 1.4.2

LA . B. 2. 4.3, .2.4. 4
9.0 DEMONSTRATE APPLI CATI ONS OF DI STRIBUTI ON TO THE SPORT, RECREATI ON,
AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The student will be able to:

09.01 Explain the concepts and processes needed to nove, store,
| ocate, and/or transfer ownership of sport, recreation, and
ent ertai nnent goods and services. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

09. 02 Expl ain concepts of physical distribution and transportation
systens related to the sport, recreation, and entertai nment
industry. LA A 1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

09.03 Identify and anal yze appropriate transportati on services for
the sport, recreation, and entertai nment industry.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

09. 04 Devel op appropriate plans utilizing the channels of
distribution for the sport, recreation, and entertai nment
i ndustry (e.g., tickets, nerchandi se, prograns).
LAA2.4.4 LAA24.6

09.05 Denonstrate skills required for sport, recreation, and
entertai nnent materials and servi ce managenent .

09.06 Analyze information related to routing and tracking sport,
recreation, and entertai nment nmerchandise. LA A 2.4.7,
LA A 2.4.8

09.07 Explain relationship between sport, recreation, and
entertai nment custoner service and distribution.
LA A1.4.3 LAB1l.4.1, LAB1.4.2, LAB1.43, L
LA.B.2.4.2, LA B.2.4.3, LAB.2.4.4, LAC3.4.1, L
LA.C3.4.3, LA C3.4.4, LAC3.4.5

10. 0 DEMONSTRATE APPLI CATI ONS OF FI NANCI NG TO THE SELECTED SPORT,
RECREATI ON, AND ENTERTAI NMENT MARKETI NG | NDUSTRY- - The st udent wil |
be able to:

10. 01 Explain financial concepts used in naking sport, recreation,
and entertai nment marketing decisions. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LA B241 LABZ24.2,
LA.B.2.4.3, LA B.2. 4.

10. 02 Expl ain concept of financial adm nistration. LA A 1. 4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C3.4.5

10. 03 Explain difference between income (credit) and expense
(debit). LA A1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

10. 04 Describe and prepare a cash-flow statenent. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,

C3.4.1, LA C3.4.2 LAC3.4.3

LA.B.2.4.3, LA B.2.4.4, LA
LA.C.3.4.4, LA C3.4.5
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10.05 ldentify various types of credit policies and procedures.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,

LA.C3.4.3, LAC3.4.4, LAC3.4.5
10. 06 Expl ain purposes and inportance of credit. LA A 1. 4.3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
3.4.5

LA.C. 3.4.4, LA C

10.07 ldentify the positive and negative inpacts of using credit
in sport, recreation, and entertai nment marketing
situations. LA A1.4.3, LAA24.4, LAB1.4.1, LAB1l.4.2,

LA B 1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
SS.D.1.4.2, VA A4.4.1, MAE11l.41 MAE1.4.2 MAE1.43
10. 08 Conpare and contrast the use of different credit
applications. LA A 1.4.3, LAB1.4.1, LA B 1.4. 2
LA B 1.4.3, LAB.2.4.1, LAB2.4.2 LAB243, LAB24.4,
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5,
LAE2.4.7, MAA441 MAEI1L1l41 MAE1.42 MEI14.3
10. 09 Discuss industry concepts of price, profit, conpetition, and
productivity. LA A1.4.3, LAAL1l.4.4, LAAZ24.7,
LA A2.4.8, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LAC3.4.4, LAC3.4.5 MAEL1l.41 ME1l4.2
10. 10 Identify and explain the conponents of a budget for a sport,
recreation, and entertainment program LA A 1.4. 3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

11. 0 DEMONSTRATE APPLI CATI ONS OF PRODUCT/ SERVI CE PLANNI NG TO THE SPORT,
RECREATI ON, AND ENTERTAI NMENT MARKETI NG | NDUSTRY- - The st udent wi ||
be able to:

11. 01 Explain the concepts and processes needed to obtain,
devel op, maintain, and inprove a product or service mx in
response to sport, recreation, and entertai nnent marketing
opportunities. LA A 1.4.3, LAB 1.4.1, LAB.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

11.02 Explain the steps involved in decision-making (e.g., market
research, assessment, planning, inplenmentation design, and
evaluation). LA A1.4.3, LAB1.4.1 LAB1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

11. 03 Explain inportance of custoner satisfaction to the sport,
recreation, and entertainnent industry. LA A 1l.4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

11. 04 Explain inportance of product and service technology as it
relates to custoner satisfaction. LA A 1.4.3, LAB 1 4.1,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4
LA.C.3.4.5, LA D24.4

11.05 ldentify sources of sport, recreation, and entertai nment
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06

07

08
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13

product know edge. LA A 1.4.3, LA B.1.4.1, LA B 1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA.C.3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LACS3.45
Denonstrate awareness of inpact of both current and energing

technology on life-roles, life-styles, careers, and sport,
recreation, and entertai nnent marketing occupations.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n product and service quality as applicable grades and
i ndustry standards. LA A 1.4.3, LAB1.4.1, LAB1.4.2

LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Di scuss product-liability risks. LA A 1.4.3, LAB1.4.1
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

Expl ain warranties and guarantees. LA A 1.4.3, LA A 2.4.4,
LAA2.4.6, LAB1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

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

Devel op a product/service plan for an area of sport,
recreation, and entertai nnent marketing.

Descri be factors used by marketers to position products/
business. LA A 1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,

LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,

LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify stages of and discuss inpact of product life cycle.

LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,

LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
4.5

LA.C.3.4.3, LA C3.4.4, LA C 3.
Expl ai n i mportance of concessions on sport, recreation, and
entertainnent industry. LA A1.4.3, LAB1.4.1, LAB1.4.2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB2.4.3, LAB2
LA C3.4.1, LAC3.4.2, LAC3.4.3 LAC3.4.4, LACS

4.4,
4.5

DEMONSTRATE APPLI CATI ONS OF MARKETI NG | NFORVATI ON MANAGEMENT TO

THE SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The

student will be able to:

12. 01 Explain process of marketing-information nanagenent.

12.

12.

12.

12.

02

03

04

05

LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n nature and scope of sport, recreation, and

entertai nnent marketing operations. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB2.4.1 LAB242
LA.B.2.4.4, LA C.3.4.1, LAC3.4.2, LA C3.4.3,
LA.C. 3.4.5

Denonstrate know edge of inventory control systens and

shi ppi ng and receiving procedures.

Identify procedures for gathering information using
technology. LA A 1.4.3, LAA2.4.4, LAA2.4.6, LAB1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1, LAB242, LAB2
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LACS3.
LA.C. 3.4.5

Uilize appropriate marketing informati on managenent forns.
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LA.B.1.4.3, LA B.2.4.4

13.0 DEMONSTRATE PRI C NG APPLI CATI ONS FOR THE SPORT, RECREATI ON, AND

14.

0

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student wil |l

be able to:

13.01

13.02

13.03

13. 04

13. 05

13. 06

Expl ai n concepts and strategies utilized in determ ning and
adjusting prices to maximze return and neet custoners
perceptions of value. LA A1.4.3, LAB1.4.1, LAB1l.4.2

LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5,
MAA 141, MVAALA42 MAAL 43 MAVAL 4.4 MAELA4 D,
MA.E. 1.4.2, VAE1.4.3

Expl ai n pricing objectives, policies, and strategies.
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, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5, MVAA1l41 NAAL1lA4 2,
MA.A 1.4.3, VAA 1. 4.4 NMAEL14.1 MAEL14.2 NMAEL14.3
Expl ain price-marking techniques. LA A 1.4.3, LAB1l.4.1,
LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC 3.4.4,
LA.C3.4.5, MAAL1l41 NMAAL 4.2 NMAAL 43 NMAALA4 4
Expl ai n procedures for changing prices. LA A1l.4.3,

LA B.1.4.1, LAB1.4.2, LAB1.4.3 LAB241 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, LAC3.4.5, MAAL141 NMAALA4 2 NALA4S,
MA.A 1.4.4

Denonstrate deci sion-making skills required for determ ning
pricing relative to the conpetition. LA A 2.4.4,

LA C3.4.2, MVAA1l41 MAAL14.2 NAAL43 MAI1LA44
MA.E1.4.1, MAE142 ME14.3

Denonstrate probl emsolving skills required when considering
profit and price. LA A 2.4.4 LA C3.4.2, NMAE1.4.1,
MA.E1.4.2, MAE1.43

DEMONSTRATE PROMOTI ON APPLI CATI ONS FOR THE SPORT, RECREATI ON, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student wil |l

be able to:

14.01

14. 02

14. 03

14. 04

14. 05

Expl ai n the concepts and strategi es needed to comunicate

i nformati on about products, services, signage, virtua
advertising, images, and/or ideas to achieve a desired
outcone. LA A 1.4.3, LAB1.4.1 LAB1.42 LAB1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify types of pronotion used in the sport, recreation
and entertai nment industry. LA A 1.4.3 LAB1l.4.1,
LA B 1.4.2, LAB.1.4.3, LAB24.1 LAB242 LAB24.
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.
LA.C. 3.4.5

Di scuss inmportance of advertising nmedia and branding.
LAA1.4.3, LAC3.4.1 LAC3.4.2 LACS3.43 LACS3.4.4,
LA.C. 3.4.5

Expl ai n purposes and el ements of advertising and display
related to the sport, recreation, and entertai nment
marketing industry. LA A 1.4.3, LAB1.4.1, LA B 14 2
LA.B.1.4.3, LA B.2.4.1, LA B 2.4.2, LA.B. 2. 4. 4,
LA C3.4.1, LAC3.4.2, LAC3.4.3 LA.C. 3.4.5
LA.D 2.4.5

Expl ai n how trademarks/| ogos are used to create

LA . B. 2. 4.3,
LA . C 3.4.4,

awar eness/
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brandi ng of an organi zation in the sport, recreation, and
entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B 14 2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2 LAC3.4.3, LAC3.4.4, LAC3.4.5
Expl ain the inpact on and uses of the Internet and Intranet
in marketing sport, recreation, and entertai nment products
and services. LA A1.4.3, LAB1.41 LAB1l4.2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LA B 2 4.
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4, LA C 3.4.
LA.D 2.4.4

Use advertising guidelines to design appropriate nedia
sanple ads, i.e., print, radio, television, Internet, and
others. LA B 1.4.1, LAB1.4.2, LAB.1.4.3, LAB2.4.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4

Use design principles in preparing such merchandi se/ service
di spl ays as wi ndows, endcaps, ki osks, and point-of-sale.
LA.B.1.4.1

Create an exanpl e of a non-personal sales technique such as
use of magnets, buttons, T-shirts, or point-of-sale signs.
LA B 1.4.1

Wite a pronotional nmessage to appeal to a target market.
LAA1.4.3, LAB1.4.1 LAAZ2.43 LAB1.42 LAB1.4.3
LA B 2.4.1, LAB.2.4.2, LAB2.4.3, LAB.2.4.4

Devel op a sal es pronotion plan for a sport, recreation, and
entertai nnent marketing organi zation. LA B.1.4.1,

LA B 1.4.2, LAB.1.4.3, LAB24.2

Denonstrate public relations techniques as used in the
sport, recreation, and entertai nnent marketing industry.
LA.C. 3.4.4

Design a web site for the sport, recreation, and

entertai nnent marketing program LA B.2.4.4

4!
5

DEMONSTRATE PURCHASI NG APPLI CATI ONS TO THE SPORT, RECREATI ON, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

15.01 Explain rel ationship between stock turnover and purchasi ng.

15.
15.

15.

15.

15.

02
03

04

05

06

LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Denonstrate proper purchasing procedures.

Expl ain types of purchasing. LA A 1.4.3, LA B 1.4.1,
LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4,

LA.C. 3.4.5

Denonstrate the techni ques used to obtain the best terns
when negotiating a purchase. LA . C. 3.4.4

Denonstrate use of forms required for purchasing.

LA B.1.4.2, LAB.1.4.3

Eval uat e merchandi se or services using industry standards or
conpany assessnments. LA A 2.4.7, LAA2.4.8

DEMONSTRATE APPLI CATI ONS OF SAFETY AND RI SK- MANAGEMENT TO THE

SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG | NDUSTRY- - The

student will be able to:

16. 01 Explain how | ack of know edge and skill can cause accidents

and health hazards in the workplace. LA A 1. 4.3,
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S can cause accidents. LA A 1.4.3, LA B1.4.1,
4.2, LA B.1.4.3, LAB. 2.4.1, LAB.2.4.2,
4.4, LA.C.3.4.1, LA C3.4.2, LAC 3.4.3,
LA C. 3.4.5

Descri be actions that various agencies take to prevent
accidents on the job. LA A 1.4.3, LAB1.4.1, LA B 1.4. 2
LA B.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB. 2. 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Denonstrat e understandi ng of environnental problens that

i npact health and safety. LA. C. 3.4.4

Expl ai n procedures for handling and reporting accidents.
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, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5

Identify conponents of an effective security plan for a
sport, recreation, and entertai nnent program LA A 1.4.3,
LA B.1.4.1, LAB.1.4.2, LAB.1.4.3, LAB.2.4.1, LAB.2.4.2,
LA B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5
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DEMONSTRATE APPLI CATI ONS OF SELLI NG TO THE SPORT, RECREATI ON, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

17.
17.

17.

17.

17.

17.

17.

17.

01
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05
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07

08

Anal yze denographics and identify target market.

Expl ai n concepts and acti ons needed to determ ne client
needs and wants and devel op a personalized comunication
that will influence purchase decisions and enhance future
busi ness opportunities. LA A 1.4.3, LAB.1.4.1, LA B1.4.2,
LA B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Descri be the appropriate relationship between buyer and
seller. LA A1.4.3 LAB1.4.1 LAB1.42 LAB1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5 LAEZ24.
Denonstrate sal es know edge of industry, conpany, products,
and conpetition. LA C. 3.4.2

Anal yze potential prospects and custoner buyi ng behavi or
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LAC3.4.4, LAC3.4.5

Anal yze i nportance of conmunication and listening in
creating a positive buying climate. LA A 1.4.3, LA B 1.4.1,
LA.B.1.4.2, LAB.1.4.3, LAB2.4.1, LAB242 LA
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LA
LA.C. 3.4.5

Identify sales techniques to aid custoners/clients in making
buyi ng decisions. LA A 1.4.3, LA B 1.4.1, LA B.1.4.2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Prepare a list of skills necessary to maintain sales
accounts including group sales. LA A 1.4.3, LAB.1.4.1,

LA B.1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3
LA.B.2.4.4

O
w N
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17.09 Describe types of sales quotas and reasons for their use.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,

17.10 Create sal es presentation using presentation software.

4
4
LA.C.3.4.3, LA C.3.4.4, LA C3.4.5
a
LA.B.2.4.4, LA.C.3.4.4

y

17.11 ldentify strategies to build and maintain a clientele.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LA C3.4.2,

LA.C.3.4.3, LAC3.4.4, LA C.3.4.5

18. 0 DEMONSTRATE AN UNDERSTANDI NG OF ENTREPRENEURSHI P- - The st udent wil |
be able to:

18.01 Define "entrepreneurship.” LA A 1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA.B.2.4.4, LA C.3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5, SS.D.2.4.5

18.02 Discuss role of the entrepreneur in the donmestic and gl obal
econony. LA A 1.4.3, LAB1.4.1, LAB1.42 LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LA C3.4.5 LADZ24.1,
SS.D.2.4.6

18. 03 Di scuss entrepreneurship as a career choice (e.g.,
characteristics, aptitudes, and skills necessary to be a
successful entrepreneur). LA A 1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

18.04 ldentify econom c principles of entrepreneurship.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,

LA.C3.4.3, LAC3.4.4, LA C3.4.5 SS.D2.4.6

18. 05 Discuss the four parts of a business (production, finance,
mar ket i ng, customer service). LA A1.4.3, LAB.1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LAB?2
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3
LA.C 3.4.5, SS.D.1.4.1

18. 06 Anal yze current entrepreneurial trends in the nmarketplace.
LA A2.4.6, LAA2.4.8, S5.D2.4.6

18. 07 Discuss inportance of ethics in business. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB?2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LACS3
LA.C.3.4.4, LA C3.4.5

18.08 ldentify strategies and nmethods for generating a business
idea. LA A1.4.3, LAB1l.4.1, LAB1.4.2, LAB1.4.3,
LA B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

. 4.3,
4.4,

4.2,
. 4.3,

18.09 Qutline steps in planning a new business. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3 LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C.3.4.4, LA C3.4.5

18.10 ldentify types and sources of government regul ati ons and
taxation that may affect a business. LA A 1. 4. 3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5
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19.

29.

0

0

18. 11 ldentify comunication and technology skills used in

entrepreneurship. LA A 1.4.3, LAB.1.4.1, LAB1.4.2
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LA B.2.4.3, LA
A

B.
LA.C.3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4, LAC

| DENTI FY THE USE OF COVPUTERS | N SPORT, RECREATI ON, AND

ENTERTAI NWVENT MARKETI NG - The student will be able to:

19. 01 Explain inportance and uses of conputers and the Internet

19.
19.

19.

19.

19.

19.

19.

02

03

04

05

06

07

08

in
sport, recreation, and entertai nnent marketing. LA A 1. 4.3,
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LA B241, LAB24.
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.
LA.C3.4.4, LA C.3.4.5 LAD24.4 LAD2.45
Uilize word processing software to create a career/industry
rel ated docunent. LA . B.2.4.4
Perform data entry procedures (e.g., payroll, inventory
control). LA B.2.4.4
Per f or m mer chandi sing math data entry procedures such as
stock turnover, mark-up, mark-down, open-to-buy, pricing,
invoicing, etc. LA B.2.4.4, MAE1.41 MNMAE114.2,
MA.E 1.4.3
Denonstrate marketing spreadsheet data entry and out put
procedures. LA.C.3.4.3, MAE1.4.1, MAE1142 ME14.3
Uilize spreadsheet software to enhance deci si on- naki ng
skills. LA B.2.4.4, LAD2.4.4, LAD2.4.5 ME1.4.1,
MAE1.4.2, MAE143
Uilize integrated software prograns to generate narketing
reports and solve marketing problens. LA B. 2.4.4,
LA.D2.4.4, LAD2.4.5 MAE1l.4.1, MAE11l.42 ME14.3
Identify technol ogy appropriate for marketing functions and
practices related to a sport, recreation, and entertai nment
program LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB.1.4.3
LA.B.2.4.1, LA 2, LA B.2.4.3, LAB.2.4.4, LA C3.4.
LA.

2
31

B. 2.
C. 3.

4.
4.
EXPLAI N AND DI SCUSS LI CENSI NG SPONSORSHI PS, AND ENDORSEMENTS |
SPORT, RECREATI ON, AND ENT

1
LA.C 3.4.2, 3, LA C3.4.4, LA C3.4.5 LADZ2.4.4

N

[

ERTAI NVENT MARKETI NG - The student wi |

be able to:

29.01 Explain the licensing industry and process. LA A 1.4.3

29.

29.

29.

02

03

04

LA B.1.4.1, LAB1.4.2 LAB1.43 LAB241, L
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, L
LA.C.3.4.4, LA C3.4.5

Defi ne and descri be copyright and trademark | aws.
LAA1.4.3, LAB1.4.1 LAB1.42 LAB1.43
LA B.2.4.2, LAB24.3, LAB24.4 LACS3.4.1,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5

Differentiate between |icensing, sponsorship, and
endorsenents. LA A 1.4.3, LAB 1.4.1, LAB.1.4.2

LA B.1.4.3, LAB2.4.1, LAB.2.4.2, LAB2.4.3, LAB.2 4.
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4
Expl ai n how the sport, recreation, and entertai nment

i ndustry utilizes trademarks/l ogos in |icensing,
sponsorshi ps, and endorsenments. LA A 1.4.3, LAB1.4.1
LA B.1.4.2, LAB.1.4.3, LAB.2.4.1, LAB.2.4.2, LAB.2.4.3
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4
LA.C. 3.4.5

B.2. 4.
C.3.4

L
L

>>>
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30.

0

29.

29.

29.

29.

29.

29.

29.

29.

29.

05

06

07

08

09

10

11

12

13

Conpare and contrast internal and external licensing in
sport, recreation, and entertai nnent organi zations.

LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Define exclusivity as a part of licensing. LA A 1. 4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Descri be sponsorship criteria. LA A 1.4.3, LA B1l.4.1,

LA B 1.4.2, LAB1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,

LA.C. 3.4.5
Research met hods of obtai ning event sponsorships or private
support.

Eval uate use of sport as a venue for pronotional |icensing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n i npact of entertainment figures and endorsenents on
sport, recreation, and/or entertai nment marketing.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Research the effect of endorsenments on sport, recreation,
and/or entertai nment sales.

Expl ai n i nportance of on-site merchandising to the sport,
recreation, and entertainnent industry. LA A 1. 4.3,

LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3
LA.C.3.4.4, LA C3.4.5

Di scuss the inpact anbush marketing has on the sponsorship
and |icensing aspect of the sport, recreation, and

entertai nnent industry. LA A1.4.3, LAB1.4.1, LA B14. 2
LA.B.1.4.3, LAB.2.4.1, LAB.2.4.2, LA B 2.4.3,
LA C3.4.1, LA C3.4.2, LAC3.4.3, LAC3.4.4,

-
A D

.4,
.5

wWN

A. B.
A. C

DEMONSTRATE AN UNDERSTANDI NG OF THE | MPACT OF THE MEDI A ON
RECREATI ON, AND ENTERTAI NMENT MARKETI NG—The student wi ||

SPORT
e

be abl e

to:

30.

30.

30.

30.

30.

01

02

03

04

05

Research the inpact of the nmedia on sport, recreation,

and entertai nment marketing.

Identify the different nedia that have increased the

popul arity of sport, recreation, and entertai nnent

venues. LA A 1.4.3, LAB1l.4.1, LAB1.4.2, LAB1.4.3,
LAB.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Research the conflict between the nedia s ownership of
sport businesses and the reporting of the news.

Expl ain the concepts of rights and fees the nedia pays to
sport, recreation, and entertai nnent businesses.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Investigate the pirating issues as relates to the nedia and
the sport, recreation, and entertai nment industry.
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31.0 DI SCUSS THE | MPORTANCE OF PUBLI C RELATI ONS AND PUBLICITY TO

SPORT, RECREATI ON, AND ENTERTAI NVENT MARKETI NG—The student wil |

be able to:

31.

31.
31.

31.

31.

31.

31.

01

02
03

04

05

06

07

Define and explain the differences between public relations
and publicity. LA A1.4.3, LAB1.4.1, LAB. 1.4 2,
LA.B.1.4.3, LAB.2.4.1, LAB2.4.2, LAB.2.4.3, LAB 2.4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Conmpare and contrast internal and external public relations.
Construct letters to the nedia concerning a sport,
Recreation, and/or entertai nnent event.

Devel op a nedi a/press rel ease and public service
announcenent for a sport, recreation, and/or entertainnment
event.

Create a database of potential contacts for a sport,
recreation, and/or entertai nnent event.

Illustrate how a conpany builds goodw ||, a business image,
and public awareness through involvenment with a sport,
recreation, and/or entertai nnent event.

Explain the role of public relations and publicity in
creating an advantage through associ ation and exclusivity.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C 3.4.3, LA C3.4.4, LAC3.4.5
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July 2001
Fl ori da Departnent of Education
STUDENT PERFORMANCE STANDARDS

Cour se Nunber: 8827430

Course Title: Sport, Recreation, and Entertai nment Marketing
Managenent

Course Credit: 1

COURSE DESCRI PTI ON:

This course provides instruction for career sustaining |evel enploynent
in the sport, recreation, and entertai nnent industry. The content

i ncludes applied skills related to the sport, recreation, and

entertai nnent marketing functions and industries including enmpl oynment
skills required for success in sport, recreation, and entertai nnent and
career planning as related to the sport, recreation, and entertai nment
i ndustry. After successful conpletion of the core (Sport, Recreation
and Entertai nment Essentials and Sport, Recreation, and Entertai nment
Applications) and Sport, Recreation, and Entertai nment Marketing
Managenent, students will have net Cccupational Conpletion Point, Data
Code B, First Line Supervisors and Manager/ Supervi sors, Sal es and
Rel at ed Workers, Sport, Recreation, and Entertai nnent - OES 41002.

20.0 APPLY ECONOM C PRI NCI PLES TO SPORT, RECREATI ON, AND ENTERTAI NMVENT
MARKETI NG - The student will be able to:

20.01 Exam ne role of the profit notive in the marketing of
sports, recreation, and entertainment. LA C 3.4.2,

MA.A1.4.3, MAA242 MALA3. 4.1 NMAA4. 41 MAS. 4.1,
MA.B.2.4.2, MAB.3.4.1, MAB4.4.2, VAE1l.4.1, MAE14.3,
SS.D.1.4.1

20.02 Explain role of sport, recreation, and entertai nment
marketing in the free enterprise system LA A 1. 4.3
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3

LA.C3.4.4, LA C3.4.5, S5.D.2.4.1

20. 03 Apply econom c concepts to sport, recreation, and
entertai nnent marketing including pricing, distribution
ri sk, productivity, conpetition, and cycles. LA A 2.4.8
MA.A1.4.3, MAA242 MALA3. 4.1 NMAA4. 4.1 MAS 4.
MA.B.2.4.2, MAB.3.4.1, MAB4.4.2, VAE1l.4.1 ME1l14
SS.D.1.4.1

20.04 Analyze rel ationship between econom cs and the sport,
recreation, and entertainnent industry. LA A 1. 4.3,
LA B 1.4.1, LA B.1.4.2, LAB1.4.3 LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

20.05 Describe the economic growh of the sport, recreation, and
Entertai nment industry, including its various contributions
to the Gross National Product (G\NP). LA A 1.4.3
LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB241 LABZ24.2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LAC3.4.3
LA.C.3.4.4, LA C3.4.5

20. 06 Anal yze econom c inpact of sport, recreation, and
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21.

22.

0

0

20. 07

20. 08

20.09

ent ert ai nnent prograns on | ocal

i nternational economies. LA A
LA B.1.4.2, LA B.1.4.3, LAB.2.
LA.B.2.4.4, LA C3.4.1, LA C 3.
LA.C. 3.4.5

Descri be revenue sources for financing sport, recreation
and entertai nment projects. LA A 1.4.3 LAB1l.4.1

state, national, and
1.4.3, LA B.1.4.1,
4.1, LA.B.2.4.2, LA.B.2.4.3,
4.2, L LA C. 3.4.4,

LA.B.1.4.2, LAB.1.4.3, LA B 2.4.1, LAB 2.4.2, LA B.2.4.3,
LA.B.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3, LA C3.4.4,
LA.C.3.4.5 MAA11.43 MAAZ242 NMAAS 4.1 NAAA4. 4.1,
MA.A5.4.1, MAB 242 MAB3.41 MAB442 MAE14.1,
MA.E 1.4.3

Exam ne ancillary sources of revenue for sport, recreation,
and entertai nment events (i.e., concessions, merchandise,
sponsorship, tickets, progranms, etc.).
Expl ai n the interdependence between:

Fans/ Audi ence

Team Pl ayer s/ Event/ Property

Cor por at e partners/ Sponsors
on a successful sport, recreation, and/or entertai nnent
event. LA A1.4.3, LAB1.4.1 LAB1.42 LAB14.3,

LA.B.2.4.1, LA B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C 3.4.1,
LA.C.3.4.2, LA C3.4.3, LAC3.4.4, LAC3.4.5

EXPLAI N THE BUSI NESS STRUCTURE OF THE SPORT, RECREATION, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

21.01

21. 02 Assess

21.03

Eval uat e advantages and di sadvant ages of operating as a
profit or not-for-profit organization. LA A 1. 4.3

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB24.1 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2 LAC3.4.3
LA.C3.4.4, LA C3.45 MALA1.4.3 MALAZ242 MA3.4.1,
MA. A 4.4.1, MAADS 4.1 MAB2.4.2 MNAB3.41 M B4.4.2,
MAE1.4.1, MAE1.43

role of electronic commerce in sport, recreation,
and/ or entertai nment marketing. LA A 1.4.3, LA B 1.4.1,
LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5
Define national trade and international trade in terns of
sport, recreation, and entertainnent. LA A 1.4.3,
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

DESCRI BE LEGAL AND ETH CAL ASPECTS OF SPORT, RECREATION, AND

ENTERTAI NMENT MARKETI NG | NDUSTRY- - The student will be able to:

22.01

22.02

Explain the termliability. LA A 1.4.3 LAB1.4.1,

LA B 1.4.2, LAB.1.4.3, LAB 241 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5

Explain the termcontract. LA A 1.4.3, LA B.1.4.1,

LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
LA.B.2.4.4, LA C3.4.1, LAC3.4.2, LA C3.4.3, LAC3.4.4,
LA.C. 3.4.5
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23.

0

22.03

22.04

22.05

22.06

22.07

22.08

22.09

Identify essential elements of contracts. LA A 1.4. 3
LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LAB?2
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2 LACS3
LA.C.3.4.4, LA C3.4.5

Descri be basic sport, recreation, and entertai nment

4.
4.

contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA B.2.4.1, LAB.2.4.2, LAB2.4.3, LAB.2.4.4

Expl ai n expressed, inplied, unilateral, and bil ateral
contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB2.4.4, LAC3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Expl ain i mportance of liability insurance LA A 1.4.3,

LA B 1.4.1, LAB1.4.2, LAB1.4.3, LAB241 LABZ24.2,
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2, LAC3.4.3

LA.C.3.4.4, LA C3.4.5

Describe the inpact of the Anericans with Disabilities Act
(ADA) on sport, recreation, and entertai nnent events and
facilities. LA A1.4.3, LAB1.4.1, LAB.1.4.2, LA B.1.4.3,
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify professional ethical issues related to sport,
recreation, and entertainnment marketing. LA A 1. 4.3

LA B 1.4.1, LAB.1.4.2, LAB1.4.3, LAB24.1, LA
LA.B.2.4.3, LAB.2.4.4, LAC3.4.1, LAC3.4.2, LA
LA.C.3.4.4, LA C3.4.5

Exam ne social responsibility and its relation to sport,
recreation, and entertai nnent marketing.

B.2.4.2,
.C. 3.4.3,

EXPLAI N METHODS OF DEALI NG W TH AGENTS, PERSONAL MANAGERS, AND

LABOR UNI ONS--The student will be able to:

23.01

23.02

23.03

23.04

23.05

23. 06

Expl ai n di fferences between an agent and a personal nanager.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LA C3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Expl ai n financi al conpensation options for agents.
LAA1.4.3, LAB1.4.1, LAB1.4.2 LAB1.4.3 LAB24.1,
LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LAC3.4.1, LA C3.4.2,
LA.C.3.4.3, LAC3.4.4, LAC3.4.5 MAAL1l43 NMAAZ242,
MALA 3.4.1, VAA4.4.1, MAADS 4.1 NMAB.24.2 NMB3.4.1,
MA.B.4.4.2, VAE1.4.1, VAE1.4.3

Identify the factors involved in selecting an agent and a
personal manager. 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, LAB. 2 4.4,
LA C3.4.1, LAC3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5
Identify agent’s role in prenegotiations and endor senent
contracts. LA A 1.4.3, LAB1.4.1, LAB1.4.2 LAB14.3,
LA B.2.4.1, LAB.2.4.2, LAB.2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Exam ne the role of unions in sport, recreation, and
entertai nnent marketing. LA A 1.4.3, LA B1l.4.1,

LA B. 1. 4. 2, LABl43 LA.B.2.4.1, LAB.2.4.2, LAB.2.4.3,
LA B.2.4.4, LAC3.4.1, LAC3.4.2, LAC3.4.3, LAC 3.4.4,

LA.C. 3.4.5

Identify unions relevant to sport, recreation, and

entertai nnent marketing. LA A 1.4.3, LA B1l.4.1,

LA B 1.4.2, LAB.1.4.3, LAB2.4.1 LAB242 LABZ24.3,
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4.4, LAC.3.4.1, LAC3.4.2, LA C3.4.3, LA C3.4.4,
.4.5

wWN

LA. B.

LA. C

24.0 APPLY NMARKET RESEARCH TO DETERM NE VI ABILITY OF PROPOSED SPORT,
RECREATI ON, AND ENTERTAI NVENT PROJECT OR EVENT--The student will

24.01 Describe the steps for devel oping a market research project.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

24.02 Devel op a market research project.

25.0 DESIGN, PLAN, EXECUTE, AND EVALUATE AN EVENT—The student will be
able to:

25.01 Review concepts related to event planning (e.g., location
budget, public relations, risk nanagenment, etc.).
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2

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

25.02 Define event marketing and explain its objectives.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

25. 03 Det erm ne sponsorship opportunities to nmeet the needs of the
organi zati on, the event, and the custoners.

25.04 ldentify and anal yze val ue and feasibility of a sport,
recreation, and/or entertainnent event to a conmunity.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4

25.05 Create a work plan that identifies necessary human and
financi al resources.

25.06 Fornul ate a budget for an event. NMA A 1.4.3, MA A 2.4
MA.A 3.4.1, MAA4.41 MAS5.4.1 MAB 2 4.2 M B3
MA.B.4.4.2, MAE1.4.1 MAE1.4.3

25.07 Prepare a pronotional plan for an event (personal, selling,
advertising, publicity, sales pronotion).

25.08 Create an operational tineline of a sport, recreation
and/or entertai nment event.

25.09 Select indicators to neasure success or failure rate of a
sport, recreation, and/or entertainnent event.

25.10 Inplement a sport, recreation, and/or entertainment event.

25. 11 Evaluate outconmes to determne if event should be
retained, nodified, and/or elimnated.

25.12 Develop followup activities to recogni ze/t hank
partici pants.

2
4.1,

26.0 DEVELOP A CAREER PLAN FOR A SPORT, RECREATI ON, AND ENTERTAI NVENT
MARKETI NG CAREER- - The student will be able to:

26.01 Investigate sport, recreation, and entertai nment marketing
career opportunities at the internship, entry, md-
managenent, and upper-managenent | evels.

26. 02 Describe education and training needed for a variety of
sport, recreation, and entertai nnent marketing jobs.
LAA1.4.3 LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
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26.

26.

26.

26.

26.

26.

26.

03

04

05

06

07

08

09

LA.B.2.4.2, LA B.2.4.3, LAB 2.4.4, LA C3.4.1, LAC3.4.2,
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Identify barriers to enploynment and strategies to overcone
them LA A1.4.3, LAB1.4.1, LAB1.4.2, LAB1.4.3
LA.B.2.4.1, LA B.2.4.2, LAB2.4.3, LAB.2.4.4, LA C3.4.1,
LA.C3.4.2, LAC3.4.3, LAC3.4.4, LAC3.4.5

Identify ways to keep up with new devel opnents in the field
of sport, recreation, and entertai nnent marketing.
LAA1.4.3, LAB1.4.1 LAB1.4.2 LAB1.43 LABZ24.1,
LA.B.2.4.2, LA B.2.4.3, LAB2.4.4, LA C3.4.1, LAC3.4.2
LA.C3.4.3, LA C3.4.4, LAC3.4.5

Devel op a plan for pursuing a specific career in sport,
recreation, and entertai nnent marketing, including training
and educational requirenments, needed skills and abilities,
and steps for reaching career goal. LA A 2.4.4, LAA24.6
Denonstrate how specific technol ogy applications (i.e.
Internet, video conferencing, electronic portfolios, etc.)
assi st students in devel oping a career plan in sport,
recreation, and entertainment marketing industry.

LAA2.4.7, LAA2.4.8, LADZ2 4.4 LAD2.46

Denonstrate conpetencies required for career sustaining and
m d-| evel nmanagenment positions in the sport, recreation, and
entertai nnent marketing field. LA A 2.4.7, LAA24.8
Devel op forms of docunmentation for inclusion in a sport,
recreation, and entertainment marketing career

portfolio. LA B 1.4.1, LA B 1.4.2

Design portfolio to reflect accrued know edge in sport,
recreation, and entertai nnent marketing.
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