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Strand: Marketing and Business Exploration (EXP)

Standard: MME.EXP.1: Marketing Mix
Students will review, utilize, and/or develop the four areas of the marketing mix as they relate to the

given industry.

Learning Priority

MME.EXP.1.A: Product - Generate
product ideas to contribute to ongoing

business success.

MME.EXP.1.B: Price - Describe the

role of pricing in marketing, and

identify the factors that influence a

product’s price.

MME.EXP.1.C: Place - Determine how
businesses identify and make channel
management/distribution strategy
decisions to transport products to the

final consumer.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.EXP.1.A.b.1: Define a
“product” or “service.”

MME.EXP.1.A.b.2:
Discuss new product ideas.

MME.EXP.1.B.b.1: Define
“price.”

MME.EXP.1.B.b.2: Define
“ethics.”

MME.EXP.1.C.b.1: List the
many ways that products get
from producer to consumer.

MME.EXP.1.C.b.2: Identify
how products and services get
shipped.

Intermediate (i)

MME.EXP.1.A.i.1: Identify
product opportunities.

MME.EXP.1.A.i.2:
Generate product ideas.

MME.EXP.1.B.i.1: Calculate
cost with a list of provided
expenses.

MME.EXP.1.B.i.2: Describe
the role of business ethics in
pricing.

MME.EXP.1.C.i.1: lllustrate
how a product/service gets to
the consumer.

MME.EXP.1.C.i.2: Choose the
best ways to ship different
products and services.

Advanced (a)

MME.EXP.1.A.a.1: Identify
methods/techniques to
generate a product idea.

MME.EXP.1.A.a.2:
Construct a new product
idea.

MME.EXP.1.B.a.1: Interpret
price data to maximize
profitability.

MME.EXP.1.B.a.2:
Differentiate between
ethical and unethical
business behavior situations.
MME.EXP.1.C.a.1: Select
and evaluate channels of
distribution.

MME.EXP.1.C.a.1: Analyze
and determine the best
method of receiving products
for the school-based
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MME.EXP.1.D: Promotion - Describe
the concepts and strategies needed to
communicate information about
products to achieve a desired outcome.

MME.EXP.1.C.b.3: Explain
the nature of channels of
distribution.

MME.EXP.1.D.b.1: Define
“promotion.”

MME.EXP.1.D.b.2: Identify
the components of the
promotional mix.

Standard: MME.EXP.2: Economics
Students will analyze how an economy functions and how resources are allocated in society.

Learning Priority
MME.EXP.2.A: Describe how

productive resources are limited, and
people must make choices in how they

are used.

MME.EXP.2.B: Differentiate the
methods that are used to allocate

resources.

MME.EXP.1.C.i.3: Describe
the movement of people, ideas,
and products throughout the
world.

MME.EXP.1.D.i.1: Explain
types of promotion.

MME.EXP.1.D.i.2:
Demonstrate the selection of
items within the promotional
mix.

enterprise or other business
venture.

MME.EXP.1.C.a.3: Describe
ethical and legal
considerations in channel
management.
MME.EXP.1.D.a.1: Assess
results of promotional
efforts.

MME.EXP.1.D.a.2:
Coordinate activities in the
promotional mix.

Performance Indicators (By Learning Progression)

Beginning (b)
MME.EXP.2.A.b.1: Define
“economic wants.”

MME.EXP.2.B.b.1: Explain
why no individual method of
distributing goods and
services can satisfy all wants
and needs.

Intermediate (i)
MME.EXP.2.A.i.1: |dentify
economic choices students
make.

MME.EXP.2.B.i.1:
Differentiate between how
resources are allocated in
traditional, command, market,
and mixed economies.

Advanced (a)
MME.EXP.2.A.a.1: Analyze
economic choices that have
both present and future
consequences.

MME.EXP.2.B.a.1: Examine
the following economic
questions that all economies
must address: What goods
and services will be
produced? How will they be
produced? Who will consume
them?

Wisconsin Standards for Marketing, Management, and Entrepreneurship



MME.EXP.2.C: Analyze the role of
government, especially the United
States, in economic systems.

MME.EXP.2.D: Analyze the role of
economic institutions and how they
help individuals and groups accomplish
their goals.

MME.EXP.2.E: Analyze anindividual’s
earning power.

MME.EXP.2.F: Evaluate how money
influences our economy and economic
decision-making.

MME.EXP.2.B.b.2: Recognize
that goods and services are
distributed using various
methods.

MME.EXP.2.C.b.1: Describe
how governments provide
various kinds of public goods
and services in a market
economy.

MME.EXP.2.D.b.1: Identify
how people contribute to the
productive resources of land,
labor, capital, and
entrepreneurship.
MME.EXP.2.D.b.2:
Differentiate how saving and
spending affect the economy
differently.

MME.EXP.2.E.b.1: Describe
how people earn income by
exchanging their productive
resources for either wages or
salaries.

MME.EXP.2.F.b.1: Define
how resources are used to
make goods and services.

MME.EXP.2.F.b.2: Define
“interest rate.”

MME.EXP.2.B.i.2: Analyze
how scarcity requires the use
of adistribution method.

MME.EXP.2.C.i.1: Compare
local, state, and federal tax
receipts and expenditures.

MME.EXP.2.D.i.1: Compare
the various types of economic
institutions that existina
market economy.

MME.EXP.2.D.i.2: Examine the
role of profit and how it is
related to risk and uncertainty.

MME.EXP.2.E.i.1: Examine
how workers’ income is
impacted by the demand for
goods and services.

MME.EXP.2.F.i.1: Evaluate the
basic money supply in our
economy.

MME.EXP.2.F.i.2: Describe the
role of interest rates.

MME.EXP.2.B.a.2: Evaluate
the effectiveness of
allocating resources in
different economic systems:
traditional, command,
market, and mixed
economies.
MME.EXP.2.C.a.1: Assess
the impact of government
expenditures on society.

MME.EXP.2.D.a.1: Assess
and analyze the historic
events that influenced the
creation of our current
banking system.
MME.EXP.2.D.a.2: Assess
the advantages and
disadvantages that result
when an organization
incorporates and issues
stocks.

MME.EXP.2.E.a.1: Assess
how the economy, the gross
domestic product (GDP),
technology, governmental
policies, and discrimination
can affect personal income.
MME.EXP.2.F.a.1: Evaluate
borrowing behaviors in
relation to changes in
interest rates.
MME.EXP.2.F.a.2: Evaluate
borrowing behaviors in
relation to changes in
interest rates.
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Standard: MME.EXP.3: Entrepreneurship
Students will describe the concepts and processes associated with successful entrepreneurial

performance.

Learning Priority

MME.EXP.3.A: Describe the role and
function of entrepreneurship.

MME.EXP.3.B: Analyze the impact of

different types of business ownership.

Performance Indicators (By Learning Progression)

Beginning (b)
MME.EXP.3.A.b.1: Define the
concept of
“entrepreneurship.”

MME.EXP.3.A.b.2: Identify
successful entrepreneurs from
the past.

MME.EXP.3.A.b.3:
Summarize the need for
management within a
business.
MME.EXP.3.A.b.4: Explain
skills needed for
entrepreneurial success.

MME.EXP.3.A.b.5: Describe
the impact of a trend.

MME.EXP.3.A.b.6: Identify
entrepreneurs in the
economy.

MME.EXP.3.B.b.1: Define the
types of business ownership.

Intermediate (i)
MME.EXP.3.A.i.1: Describe
the goals of entrepreneurship.

MME.EXP.3.A.i.2: Research
the impact of past
entrepreneurs on our
economy.

MME.EXP.3.A.i.3: Explain the
primary responsibilities of an
entrepreneur, employee, and
manager.

MME.EXP.3.A.i.4: Describe
desirable entrepreneurial
personality traits and skills.

MME.EXP.3.A.i.5: Summarize
environmental and
technological trends in
entrepreneurship.
MME.EXP.3.A.i.6: Examine
career opportunities in
entrepreneurship.

MME.EXP.3.B.i.1: Compare
and contrast the types of
business ownership.

Advanced (a)
MME.EXP.3.A.a.1: Assess
the impact of
entrepreneurship on the
economy.

MME.EXP.3.A.a.2: Predict
and describe the impact of
current entrepreneurial
success on the future.
MME.EXP.3.A.a.3:
Differentiate between an
entrepreneur and an
employee or manager.
MME.EXP.3.A.a.4: Evaluate
the skills and characteristics
that successful
entrepreneurs have.
MME.EXP.3.A.a.5: Research
the correlation between
trends and entrepreneurial
success.

MME.EXP.3.A.a.6: Conduct
a self-assessment to
determine entrepreneurial
potential.

MME.EXP.3.B.a.1: Research
different companies, and
evaluate the form of business
ownership.
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]
Standard: MME.EXP.4: Operations
Students will execute the processes and systems implemented to monitor, plan, and control the day-to-
day activities required for continued business function.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i) Advanced (a)
MME.EXP.4.A.b.1: Explain MME.EXP.4.A.i.1: Describe MME.EXP.4.A.a.1: lllustrate
the basic components of the business operation the functions of management

MME.EXP.4.A: Comprehend business operations. components of alocal business. | in business.

operations role and function in
business to value its contribution to a MME.EXP.4.A.b.2: Describe = MME.EXP.4.A.i.2: Describe MME.EXP.4.A.a.2: Analyze

company. how to determine what isright = the importance of ethics in the impact of a case study
or wrong. operations. involving ethics and
operations.
MME.EXP.4.B.b.1: Identify MME.EXP.4.B.i.1: Explainthe = MME.EXP.4.B.a.1: Prepare
different denominations of use of cash drawers in cash drawers/banks.
money. business.

MME.EXP.4.B: Prepare
registers/terminals for sales

operations MME.EXP.4.B.b.2: Identify MME.EXP.4.B.i.2: MME.EXP.4.B.a.2:
P ) different types of cash Demonstrate the basic Open/close
registers and their functions. functions of a cash register. register/terminal.
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Standard: MME.EXP.5: Management
Students will distinguish the tools, techniques, and systems that businesses use in management.

Learning Priority

MME.EXP.5.A: Describe the role and

function of management.

Performance Indicators (By Learning Progression)

Beginning (b)
MME.EXP.5.A.b.1: Discuss
the nature of management.

MME.EXP.5.A.b.2: Define the
term “delegate.”

MME.EXP.5.A.b.3: Define
“collaboration.”

MME.EXP.5.A.b.4: Define
“ethics in management.”

Intermediate (i)
MME.EXP.5.A.i.1: Explain
management roles.

MME.EXP.5.A.i.2: Explain
effective delegation.

MME.EXP.5.A.i.3: Explain
effective collaboration.

MME.EXP.5.A.i.4:
Demonstrate the use of ethics
in management.

Advanced (a)
MME.EXP.5.A.a.1: Reflect
on the different management
styles.

MME.EXP.5.A.a.2: Delegate
work to others.

MME.EXP.5.A.a.3:
Demonstrate/manage
collaborative efforts.

MME.EXP.5.A.a.4: Role-play
scenarios using ethics in
management decision-
making.
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Standard: MME.EXP.6: Financial Analysis
Students will understand tools, strategies, and systems to maintain, monitor, control, and plan the use of

financial resources.

Learning Priority

MME.EXP.6.A: Describe the
fundamental principles of money as a
medium of financial exchange.

MME.EXP.6.B: Describe the nature
and scope of accounting in marketing.

MME.EXP.6.C: Implement accounting
procedures to track money flow and to
determine financial status.

Performance Indicators (By Learning Progression)

Beginning (b)
MME.EXP.6.A.b.1: State the
value of money.

MME.EXP.6.A.b.2: Define
“credit.”

MME.EXP.6.A.b.3: Define
“income.”

MME.EXP.6.B.b.1: Define the
concept of accounting.

MME.EXP.6.B.b.2: Define
“ethics in business.”

MME.EXP.6.C.b.1: Define
“income.”

Intermediate (i)
MME.EXP.6.A.i.1: Describe
the functions of money.

MME.EXP.6.A.i.2: Describe
the wise use of credit.

MME.EXP.6.A.i.3: Explain
sources of income.

MME.EXP.6.B.i.1: Identify why
businesses need to use
accounting.

MME.EXP.6.B.i.2: Discuss the

role of ethics in accounting.

MME.EXP.6.C.i.1: Explain the
nature of an income statement.

Advanced (a)
MME.EXP.6.A.a.1: Discuss
the importance of using
money in operating a
business.
MME.EXP.6.A.a.2: Discuss

the wise use of business
credit.

MME.EXP.6.A.a.3: Examine
sources of income.

MME.EXP.6.B.a.1:
Rationalize the legal
considerations for
accounting.
MME.EXP.6.B.a.2: Role-play
case studies involving ethics
and accounting.

MME.EXP.6.C.a.1: Prepare
income statements.

Wisconsin Standards for Marketing, Management, and Entrepreneurship



MME.EXP.6.D: Manage financial
resources to ensure marketing and
business success.

Strand: Economics (ECON)

MME.EXP.6.C.b.2: Define the
use of balance sheets.

MME.EXP.6.C.b.3:
Differentiate between income
and expenses.

MME.EXP.6.D.b.1: Define the
purpose of a budget.

MME.EXP.6.D.b.2: Define
“cost” and “benefit.”

Standard: MME.ECON.1: Resource Allocation

Students will evaluate economic decision-making frameworks that determine how resources are

allocated in society.

Learning Priority

MME.ECON.1.A: Describe how
productive resources are limited, and
people must make choices in how they
are used.

MME.EXP.6.C.i.2: Explainthe
nature of balance sheets.

MME.EXP.6.C.i.3: Explainthe

nature of cash flow statements.

MME.EXP.6.D.i.1: Identify
elements of a marketing
budget.

MME.EXP.6.D.i.2: Describe
the need for a cost/benefit
analysis sheet in business.

MME.EXP.6.C.a.2: Prepare
balance sheets.

MME.EXP.6.C.a.3: Prepare
cash flow statements.

MME.EXP.6.D.a.1: Develop
a budget for a school-based
enterprise or other business
venture.

MME.EXP.6.D.a.2: Conduct
a cost/benefit analysis with
the product mix in a school-
based enterprise or another
business venture.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ECON.1.A.b.1: List
economic wants.

Intermediate (i)

MME.ECON.1.A.i.1:
Demonstrate economic
decision-making.

Advanced (a)

MME.ECON.1.A.a.1:
Evaluate an economic growth
strategy that stimulates a
sluggish economy.
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MME.ECON.1.B: Use effective
decision-making processes to compare
the costs and benefits of alternatives.

MME.ECON.1.C: Differentiate
between the methods that are used to
allocate resources.

MME.ECON.1.A.b.2: Discuss
new product ideas.

MME.ECON.1.B.b.1: Describe
the choices that people make
that require them to give up
something in order to receive
something else.

MME.ECON.1.B.b.2: Identify
the benefits that satisfy
people’s wants.

MME.ECON.1.C.b.1: Explain
why no individual method of
distributing goods and
services can satisfy all wants
and needs.

MME.ECON.1.C.b.2:
Recognize that goods and
services are distributed using
various methods.

MME.ECON.1.C.b.3: Discuss
how people must either work
individually or collectively to
determine how resources are
allocated.

MME.ECON.1.A.i.2: Generate
product ideas.

MME.ECON.1.B.i.1: Examine
how a cost is something people
give up when they receive
something in exchange.

MME.ECON.1.B.i.2:
Determine the best
consumption level of a
particular product.

MME.ECON.1.C.i.1:
Differentiate between how
resources are allocated in
traditional, command, market,
and mixed economies.

MME.ECON.1.C.i.2: Analyze
how scarcity requires the use
of a distribution method.

MME.ECON.1.C.i.3: Examine
an economy to identify what
goods and services will be
produced based on available
resources.

MME.ECON.1.A.a.2:
Construct a new product
idea.

MME.ECON.1.B.a.1:
Measure the opportunity
costs for solving various
societal problems while still
achieving economic goals.

MME.ECON.1.B.a.2: Assess
how marginal utility affects
both consumers and
producers.

MME.ECON.1.C.a.1:
Evaluate the effectiveness of
allocating resources in
different economic systems:
traditional, command,
market, and mixed
economies.

MME.ECON.1.C.a.2:
Compare the costs and
benefits of different
allocation methods.

MME.ECON.1.C.a.3:
Differentiate methods to
produce goods in a society to
determine the most efficient
method based on resources,
and identify who will
consume them.
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Standard: MME.ECON.2: Fiscal and Monetary Policy

Students will analyze risks that contribute to market failures and how an economy is affected by fiscal

and monetary policy.

Learning Priority

MME.ECON.2.A: Analyze the various
macroeconomic measures of economic
activity.

MME.ECON.2.B: Describe how the
economy can fluctuate based on
spending and production decisions at
the microeconomic and
macroeconomic levels.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ECON.2.A.b.1:
Describe inflation and
deflation.

MME.ECON.2.A.b.2:
Illustrate how inflation
reduces the value of money.

MME.ECON.2.A.b.3: Analyze
how changes in disposable

income can affect an economy.

MME.ECON.2.B.b.1: Define
“standard of living.”

MME.ECON.2.B.b.2: Identify
the relationship of production
levels (goods and services) to

the standard of living.

MME.ECON.2.B.b.3: List
productive resources.

Intermediate (i)

MME.ECON.2.A.i.1: Evaluate
how inflation and deflation
affect purchasing power.

MME.ECON.2.A.i.2: Analyze
the relationship between
purchasing power and inflation.

MME.ECON.2.A.i.3: Evaluate
the various stages of the
business cycle: recovery,
expansion, trough, and peak.

MME.ECON.2.B.i.1: Analyze
the effects of the gross
domestic product (GDP).

MME.ECON.2.B.i.2: Calculate
the per capita GDP of a given
country.

MME.ECON.2.B.i.3: Examine
roles and resources available of

Advanced (a)

MME.ECON.2.A.a.1:
Evaluate the advantages and
disadvantages of inflation
and deflation.

MME.ECON.2.A.a.2:
Measure how the Consumer
Price Index (CPI) affects
purchasing power.

MME.ECON.2.A.a.3:
Calculate the real interest
rate, and demonstrate the
change in purchasing power.

MME.ECON.2.B.a.1:
Compare and contrast
potential GDP to real GDP.

MME.ECON.2.B.a.2:
Compare the GDPs of
various nations to their
standards of living.

MME.ECON.2.B.a.3: Assess
the interrelated roles of
households, businesses, and
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MME.ECON.2.C: Examine how
unemployment imposes costs on
individuals and the overall economy.

MME.ECON.2.D: Analyze the factors
that stimulate economic growth and
adjust the standard of living.

MME.ECON.2.E: Analyze the role of
government, especially the United
States, in economic systems.

MME.ECON.2.C.b.1:
Compare and contrast
employment and
unemployment.

MME.ECON.2.C.b.2: List
reasons why a person may not
be currently employed.

MME.ECON.2.C.b.3: Explain
the purpose of
unemployment.

MME.ECON.2.D.b.1: Discuss
how physical capital, such as
tools and machinery, can help
workers improve their
productivity.

MME.ECON.2.D.b.2: Evaluate
how technological change
leads to new and improved
goods and services.

MME.ECON.2.E.b.1: Describe
how governments provide
various kinds of public goods
and services in a market
economy.

households, businesses, and
the government.

MME.ECON.2.C.i.1: Evaluate
the effects of unemployment
on an economy.

MME.ECON.2.C.i.2: Analyze
the demographics of a labor
force.

MME.ECON.2.C.i.3: Describe
how unemployment affects our
purchasing power.

MME.ECON.2.D.i.1: Measure
productivity in terms of input
and output.

MME.ECON.2.D.i.2:
Summarize how economic
growth impacts poverty and
the standard of living.

MME.ECON.2.E.i.1: Explain
how individuals pay for public
goods and services through
taxes and fees.

the governmentin an
economy.

MME.ECON.2.C.a.1:
Compare and contrast the
various types of
unemployment: frictional,
structural, cyclical, and
seasonal.

MME.ECON.2.C.a.2:
Compare unemployment
rates based on multiple
demographics: age, gender,
race, and education levels.

MME.ECON.2.C.a.3: Explain
why the national
unemployment rate differs
from other estimates of
actual unemployment.

MME.ECON.2.D.a.1:
Measure the opportunity
costs and economic risks
involved in investing in new
physical or human capital.

MME.ECON.2.D.a.2:
Appraise economic growth
and identify the factors that
cause it.

MME.ECON.2.E.a.1:
Examine the distribution of
public goods and services to
the related funding sources.
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MME.ECON.2.F: Evaluate how society
allocates resources through public
policy and taxation.

MME.ECON.2.G: Evaluate how the
Federal Reserve System’s monetary
policies influence the employment,
output, and price levels in our
economy.

MME.ECON.2.E.b.2:
Compare local, state, and
federal tax receipts and
expenditures.

MME.ECON.2.E.b.3:
Distinguish how local, state,
and federal government
regulations impact business,
society, and individualsin a
society.

MME.ECON.2.E.b.4: Define
“federal budget deficit” and a
“budget surplus.”

MME.ECON.2.F.b.1: Identify
when the federal
government’s annual budget is
balanced.

MME.ECON.2.F.b.2: Evaluate
why price controls are
sometimes advocated by
special-interest groups.

MME.ECON.2.G.b.1: Identify
that the Federal Reserve is the
central banking system of the
United States.

MME.ECON.2.E.i.2: Inventory
the various payments that
constitute the majority of
federal, state, and local
government spending.

MME.ECON.2.E.i.3: Evaluate
progressive, regressive, and
proportional taxes, and list
their effect on specific income
groups.

MME.ECON.2.E.i.4:
Summarize how stabilizers,
such as unemployment
compensation, welfare
benefits, Social Security
subsidies, and tax rates, affect
economies in transition.

MME.ECON.2.F.i.1: Analyze
the actions of the federal
government when it runs a
budget deficit and surplus.

MME.ECON.2.F.i.2: Contrast
the benefits and costs of
political decisions.

MME.ECON.2.G.i.1: Examine
the history of banking in the
United States and explain how
monetary and fiscal policies
evolved.

MME.ECON.2.E.a.2: Assess
the impact of government
expenditures on society.

MME.ECON.2.E.a.3:
Interpret the various fiscal
policies that the federal
government uses to regulate
the economy.

MME.ECON.2.E.a.4:
Evaluate how the national
debt affects the economy and
the effects of short- and long-
term spending.

MME.ECON.2.F.a.1:
Measure the effects of
increasing/ decreasing
federal spending and
reducing/increasing taxes.

MME.ECON.2.F.a.2: Assess
government decisions based
on long-term and short-term
decisions.

MME.ECON.2.G.a.1: Use
examples to compare and
assess how the Federal
Reserve System uses
monetary policies to regulate
the economy.
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Standard: MME.ECON.3: Economic Institutions

Students will assess the role that money plays in our society.

Learning Priority

MME.ECON.3.A: Analyze the role of
economic institutions and how they
help individuals and groups accomplish
their goals.

MME.ECON.3.B: Evaluate how money
influences our economy and economic
decision-making.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ECON.3.A.b.1: Identify
how people contribute to the
productive resources of land,
labor, capital, and
entrepreneurship.

MME.ECON.3.A.b.2:
Differentiate how saving and
spending affect the economy
differently.

MME.ECON.3.A.b.3: Explain
the role of a central bank to a
country’s market.

MME.ECON.3.B.b.1: Discuss
forms of currency used in
economic systems: fiat
money, commodity money,
representative money, and
decentralized money.

Intermediate (i)

MME.ECON.3.A.i.1: Compare

the various types of economic
institutions that existina

market economy and how they

contribute to the
entrepreneurial development
of small businesses.

MME.ECON.3.A.i.2: Examine
the role of profit and how it is

related to risk and uncertainty.

MME.ECON.3.A.i.3: Analyze
how labor unions represent
workers.

MME.ECON.3.B.i.1: Evaluate
the basic money supply in our
economy.

Advanced (a)

MME.ECON.3.A.a.1: Assess
and analyze the historic
events that influenced the
creation of our current
banking system.

MME.ECON.3.A.a.2: Assess
the advantages and
disadvantages that result
when an organization
incorporates and issues
stocks.

MME.ECON.3.A.a.3:
Distinguish between the
various types of nonprofit
organizations.

MME.ECON.3.B.a.1: Assess
how the money supply in an

economy is influenced when
banks make loans and when

the loans are paid off.
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MME.ECON.3.C: Analyze an
individual’s earning power.

MME.ECON.3.B.b.2: Explain
the historical progression of
the current currency system.

MME.ECON.3.B.b.3: Evaluate
how resources are used to
make goods and services.

MME.ECON.3.C.b.1: State
how human labor is a resource
that is used to produce goods
and services.

MME.ECON.3.C.b.2:
Describe how people earn
income by exchanging their
productive resources for
either wages or salaries.

MME.ECON.3.C.b.3: Identify
different direct compensation
methods: hourly, salary,
commission, bonuses,
benefits, stock, equity,
nonmonetary.

MME.ECON.3.B.i.2: Analyze
how money is used as a “store
of value.”

MME.ECON.3.B.i.3: Describe
the role of interest rates,
including how rates are
affected by the forces of supply
and demand.

MME.ECON.3.C.i.1: Identify
the value of productive
workers to employers and the
benefits generated by being a
productive employee.

MME.ECON.3.C.i.2: Define
the “price of labor” and
measure how a wage or salary
is the price of labor.

MME.ECON.3.C.i.3: Support
the rationale for employers
paying hourly wages or salaries
to workers.

MME.ECON.3.B.a.2:
Evaluate the benefits and
limitations of each country
having a unique currency
system.

MME.ECON.3.B.a.3:
Evaluate borrowing
behaviors in relation to
changes in interest rates.

MME.ECON.3.C.a.1:
Analyze how supply and
demand for workers impact
the salary.

MME.ECON.3.C.a.2:
Examine how workers’
income is impacted by the
demand for goods and
services.

MME.ECON.3.C.a.3: Assess
how the economy, the GDP,
technology, governmental
policies, and discrimination
can affect personal income.
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Standard: MME.ECON.4: Economic Pricing

Students will apply concepts and strategies used in determining and adjusting prices to maximize return
and meet customers’ perceptions of value that are associated with global supply/demand factors.

Learning Priority

MME.ECON.4.A: Describe the role of
pricing in marketing.

MME.ECON.4.B: Assess pricing
strategies to identify needed changes
and to improve profitability.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ECON.4.A.b.1: Define
“price.”

MME.ECON.4.A.b.2: Discuss
personal ethical and unethical
behavior.

MME.ECON.4.A.b.3: Explain
the use of technology in the
pricing function.

MME.ECON.4.A.b.4: Discuss
methods that may be used to
ensure price fairness.

MME.ECON.4.B.b.1: Explain
what the cost is.

MME.ECON.4.B.b.2: Describe
profit.

Intermediate (i)

MME.ECON.4.A.i.1: Explain
reasons why the price is
important in marketing.

MME.ECON.4.A.i.2:
Differentiate between ethical
and unethical business
behavior situations.

MME.ECON.4.A.i.3: Use
technology (i.e. Excel, POS,
etc.) with the price function.

MME.ECON.4.A.i.4:
Discuss/explain how the
government affects pricing
decisions.

MME.ECON.4.B.i.1: Define
and classify variable and fixed
costs.

MME.ECON.4.B.i.2: Describe
options for pricing policies and
strategies.

Advanced (a)

MME.ECON.4.A.a.1: Explain
the nature and scope of the
pricing function.

MME.ECON.4.A.a.2:
Describe the role of business
ethics in pricing.

MME.ECON.4.A.a.3: Explain
factors affecting pricing
decisions.

MME.ECON.4.A.a.4: Explain
legal considerations for
pricing.

MME.ECON.4.B.a.1:
Establish pricing objectives.

MME.ECON.4.B.a.2: Select
and analyze pricing policies
and strategies.
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MME.ECON.4.C: Apply pricing
strategies to determine optimal prices.

MME.ECON.4.D: Differentiate

between buyers and sellers.

MME.ECON.4.B.b.3: Identify
and describe environmental
seasons.

MME.ECON.4.B.b.4: Explain
retail/marketing seasons.

MME.ECON.4.B.b.5: Assess
changes in price structure.

MME.ECON.4.C.b.1:
Calculate cost with a list of
provided expenses.

MME.ECON.4.C.b.2: Add and
subtract numbers to calculate
break-even points.

MME.ECON.4.C.b.3: Add and
subtract numbers to calculate
discounts and allowances.

MME.ECON.4.C.b.4: Graph
changes in price.

MME.ECON.4.D.b.1:
Demonstrate the process in
which the equilibrium price of
a good or service equals
demand.

MME.ECON.4.B.i.3:
Differentiate between cost,
demand, and competition.

MME.ECON.4.B.i.4: Develop
seasonal pricing strategies.

MME.ECON.4.B.i.5: Evaluate
pricing decisions.

MME.ECON.4.C.i.1:
Determine the cost of the
product: breakeven, returnon
investment (ROI), and markup.

MME.ECON.4.C.i.2: Discuss
the importance of calculating
break-even points.

MME.ECON.4.C.i.3: Calculate
sales discounts.

MME.ECON.4.C.i.4: Calculate
changes in prices.

MME.ECON.4.D.i.1: lllustrate
how market prices are set.

MME.ECON.4.B.a.3: Select
an approach for setting a
base price: cost, demand,
competition.

MME.ECON.4.B.a.4: Adjust
and interpret price data to
maximize profitability.

MME.ECON.4.B.a.5: Analyze
variances to planned pricing.

MME.ECON.4.C.a.1:
Calculate base price: cost,
demand, and competition.

MME.ECON.4.C.a.2:
Analyze the product cost
calculations: break-even,
ROI, and markup.

MME.ECON.4.C.a.3:
Calculate the break-even
point.

MME.ECON.4.C.a.4:
Determine discounts and
allowances that can be used
to adjust base prices.

MME.ECON.4.D.a.1:
Interpret how the changes in
supply or demand often
cause buyers and sellers to
adjust their purchase and
sales decisions based on
relative price.
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MME.ECON.4.E: Evaluate how
competition between buyers and
sellers influences both the quantity
produced and the price of a good or
service.

MME.ECON.4.F: Interpret how
specialization allows goods and
services to be produced, which impacts
both production and consumption.

MME.ECON.4.D.b.2: Explain
how prices are used to
allocate resources.

MME.ECON.4.D.b.3: Define
the price of a good or service
while differentiating
substitutes for commonly
used products.

MME.ECON.4.D.b.4:
[llustrate the law of demand,
i.e., When prices are high,
people buy less of a product.

MME.ECON.4.E.b.1: Define
“competition” in a market
economy.

MME.ECON.4.E.b.2: Discuss
the effect of competition on
products and prices.

MME.ECON.4.F.b.1: Identify
how economic specialization
occurs when people
concentrate their productive
efforts on fewer goods and
services than they actually
use.

MME.ECON.4.D.i.2: Examine
how markets are interrelated
and changes in the price of one
good or service can lead to
changes in the price of other
goods and services.

MME.ECON.4.D.i.3:
Demonstrate how an increase
or adecrease in the price of a
good or service affects the
quantity that producers are
willing to make.

MME.ECON.4.D.i.4: Discuss
when consumers look for
substitutes.

MME.ECON.4.E.i.1: Evaluate
how competition levels are
determined.

MME.ECON.4.E.i.2: Examine
how competition for similar
products impacts buyers and
sellers.

MME.ECON.4.F.i.1: Describe
how the specialization of labor
influences the
interdependence between
producers and consumers.

MME.ECON.4.D.a.2: Discuss
factors contributing to the
demand for a product.

MME.ECON.4.D.a.3:
lllustrate shortages and
surpluses, and discuss the
effects of each.

MME.ECON.4.D.a.4:
Interpret supply and demand
curves.

MME.ECON.4.E.a.1: Assess
the effect of the introduction
of new products and
production methods on the
competition.

MME.ECON.4.E.a.2: Explain
why collusion impacts the
market's equilibrium and
influences the level of
competition.

MME.ECON.4.F.a.1:
Compare factors that prompt
international trade, such as
the availability of productive
resources and differences in
relative prices.
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MME.ECON.4.G: Analyze cost/profit
relationships to guide business
decision-making.

MME.ECON.4.H: Determine global
trade’s impact on business decision-
making.

MME.ECON.4.F.b.2:
Recognize when people
specialize and divide labor
tasks, and how this impacts
productivity, costs, and
money.

MME.ECON.4.F.b.3: Evaluate
how economic conditions and
policies in one country can
affect another country
because of international
economic interdependence.

MME.ECON.4.G.b.1: Define
“productivity.”

MME.ECON.4.G.b.2: Define
the “law of diminishing
returns.”

MME.ECON.4.G.b.3: Define
“economies of scale.”

MME.ECON.4.H.b.1:
Describe the importance of
global trade.

MME.ECON.4.F.i.2: Measure
labor productivity as output
per worker.

MME.ECON.4.F.i.3: Analyze
the impact of specialization/
division of labor on
productivity.

MME.ECON.4.G.i.1: Measure
levels for individual worker
productivity and company
productivity.

MME.ECON.4.G.i.2: Identify

and monitor production factors

to identify the point of
optimization.

MME.ECON.4.G.i.3: Explore
economies of scale from
external perspectives:
government tax, subsidies,
transportation network, or
labor pool.

MME.ECON.4.H.i.1: Discuss
the impact of cultural and
social environments on global
trade.

MME.ECON.4.F.a.2: Assess
how specialization facilitates
international trade and
interdependence between
nations.

MME.ECON.4.F.a.3:
Measure the effect that
transaction costs have on
international trade.

MME.ECON.4.G.a.1:
Hypothesis levels for
industry/sector productivity,
business sector productivity,
and national productivity.

MME.ECON.4.G.a.2:
Modularize production
activities calibrating
analytical data to identify
specific bottlenecks and
where resources are needed
to achieve production
targets.

MME.ECON.4.G.a.3: Explore
economies of scale from
internal perspectives:
technical, purchasing, or
financial.

MME.ECON.4.H.a.1:
Describe the determinants of
exchange rates and their
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MME.ECON.4.H.b.2: Explain
the nature of global trade.

MME.ECON.4.H.b.3: Explain
the impact of geography on
world trade.

MME.ECON.4.H.b.4:
Describe the impact of a
country's history on world
trade.

MME.ECON.4.H.b.5:
Identify requirements for

international business travel:

passport, visa, proof of
citizenship, immunizations,
and sponsorship letters.

MME.ECON.4.H.i.2: Identify
how varying labor standards
influence global trade.

MME.ECON.4.H.i.3: Describe
the impact of the political
environment on world trade.

MME.ECON.4.H.i.4: Explain
the impact of a country's
economic development on
world trade.

MME.ECON.4.H.i.5: Describe
the impact of electronic
communication tools—
Internet, video- and computer-
conferencing, webcasts,
email—on global business
activities.

effects on the domestic
economy.

MME.ECON.4.H.a.2:
Describe the effects of
foreign fiscal and monetary
policies on the domestic
economy.

MME.ECON.4.H.a.3: Explain
the impact of major trade
alliances on business
activities.

MME.ECON.4.H.a.4: Discuss
the impact of bribery and
foreign monetary payments
on business.

MME.ECON.4.H.a.5: Discuss
the potential impact of
emerging economies on
business activities.
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Standard: MME.ECON.5: Economic Operations

Students will correlate the inverse or linear relationships of market structures, business models, and
government regulation that impact a company’s expenses, including the cost of goods sold.

Learning Priority

MME.ECON.5.A: Identify how
different market structures and
business models impact business
decision-making in a global
environment.

MME.ECON.5.B: Explain commerce
laws and regulations that impact
business operations.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ECON.5.A.b.1: Definea
“market.”

MME.ECON.5.A.b.2:
Differentiate current business
models—retail, subscription,
fee-for-service, franchise,
leasing, and bundling—to
determine if revenue will be
generated through a product
or service.

MME.ECON.5.B.b.1: Discuss
why there are trading rules
and regulations.

MME.ECON.5.B.b.2: Identify
businesses that utilize
different business structures:
sole proprietorship,
partnership, profit
corporation, nonprofit
corporation, and limited
liability company.

Intermediate (i)

MME.ECON.5.A.i.1: Compare
and contrast various market
structures: perfect
competition, monopoly,
competitive oligopoly, and
collusive oligopoly.

MME.ECON.5.A.i.2: Evaluate
the impact of a disruptive
business model and how
innovation may influence
current business models.

MME.ECON.5.B.i.1: Explain

the nature of trade regulations.

MME.ECON.5.B.i.2:
Differentiate by business

structure the benefits and risks

for legal ownership, taxes, and
liability.

Advanced (a)

MME.ECON.5.A.a.1:
Conduct case reviews of
historic anti-trust legislation,
and identify the impact on
current business practices.

MME.ECON.5.A.a.2:
Develop a marketing
strategy based upon the
business model to increase
revenue for the product or
service.

MME.ECON.5.B.a.1:
Evaluate the impact of trade
regulations on a company’s
marketing plan.

MME.ECON.5.B.a.2: Analyze
a business plan, and
recommend a business
structure based on multiple
factors.
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MME.ECON.5.C: Analyze supply-chain

procurement to obtain business
materials and services.

MME.ECON.5.D: Implement expense-

control strategies to enhance a
business’s financial well-being.

MME.ECON.5.C.b.1: Discuss
where a company can
purchase their goods and
services.

MME.ECON.5.C.b.2: Explain
how ethics and purchasing are
related.

MME.ECON.5.D.b.1: List
operating costs.

MME.ECON.5.D.b.2: Explain
the employee's role in
expense control.

MME.ECON.5.D.b.3: Define
“supply-chain efficiency.”

MME.ECON.5.C.i.1: Discuss
the impact of vendor
competition on purchasing.

MME.ECON.5.C.i.2: Discuss
the nature of purchasing
methods.

MME.ECON.5.D.i.1: Explain
the nature of
overhead/operating costs.

MME.ECON.5.D.i.2: Propose
internal controls to limit the
overuse of supplies with
oversight of other accessible
assets.

MME.ECON.5.D.i.3: Identify
supply chain factors that
enhance efficiency.

MME.ECON.5.C.a.1: Explain
the impact of the purchasing
process on productivity.

MME.ECON.5.C.a.2: Discuss
the importance of utilizing
ethical purchasing methods.

MME.ECON.5.D.a.1:
Conduct a break-even
analysis.

MME.ECON.5.D.a.2: Use
budgets to control
operations.

MME.ECON.5.D.a.3:
Identify supply-chain factors
that enhance effectiveness
and responsiveness.
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Strand: Principles of Marketing/Marketing | (MKT)

Standard: MME.MKT.1: Marketing Mix

Students will review, utilize, and develop the four areas of the marketing mix as they relate to a given

industry.

Learning Priority

MME.MKT.1.A: Product - Generate
product ideas to contribute to ongoing

business success.

MME.MKT.1.B: Price - Describe the
role of pricing in marketing and identify
the factors that influence a product’s

price.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.1.A.b.1:
Differentiate between goods
and services.

MME.MKT.1.A.b.2:
Differentiate between
customers and consumers.

MME.MKT.1.B.b.1: Examine
the difference between price
and value.

MME.MKT.1.B.b.2: Identify
factors affecting pricing
decisions.

Intermediate (i)

MME.MKT.1.A.i.1: Identify
why different customers
purchase products.

MME.MKT.1.A.i.2: Determine
how different products and
services meet the needs of
consumers.

MME.MKT.1.B.i.1: Identify
forms of price.

MME.MKT.1.B.i.2: Explain
how cost and expenses, supply
and demand, consumer
perception, and competition
affect pricing decisions.

Advanced (a)

MME.MKT.1.A.a.1: Apply
the methods and techniques
used to generate feasible
product ideas, and develop a
product for the given target
audience.

MME.MKT.1.A.a.2: Identify
the features and benefits of
products.

MME.MKT.1.B.a.1: Set
pricing objectives.

MME.MKT.1.B.a.2: Evaluate
factors affecting pricing
decisions—cost and
expenses, and competition—
to determine how market
prices are set.
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MME.MKT.1.C: Place - Determine
how businesses identify and make
channel management/distribution
strategy decisions to transport
products to the final consumer.

MME.MKT.1.D: Promotion - Describe
the concepts and strategies needed to
communicate information about

products to achieve a desired outcome.

MME.MKT.1.C.b.1: Identify
channel members.

MME.MKT.1.C.b.2: Compare
and contrast direct and
indirect channels of
distribution.

MME.MKT.1.C.b.3: List the
forms of transportation

available to channel members.

MME.MKT.1.D.b.1: List the
elements of the promotional
mix.

MME.MKT.1.C.i.1: Explain the
role of each channel member.

MME.MKT.1.C.i.2: Provide an
example of direct and indirect
channels of distribution.

MME.MKT.1.C.i.3: Analyze the
advantages and disadvantages
of each form of transportation.

MME.MKT.1.D.i.1:
Differentiate between the
elements of the promotional
mix.

MME.MKT.1.C.a.1: Diagram
the channel of distribution
for a given product.

MME.MKT.1.C.a.2: Select
the appropriate channel of
distribution for a product.

MME.MKT.1.C.a.3: Identify
the ways that products are
transported through the
channel of distribution.

MME.MKT.1.D.a.1: Employ
promotional mix strategies
and develop promotional
activities for a promotional
plan to maximize return on
promotional efforts. Measure
and evaluate the results of
promotional plan efforts.
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Standard: MME.MKT.2: Marketing Functions/Market Planning

Students will analyze target marketing concepts and strategies utilized to select and determine an
audience for a product or business.

Learning Priority

MME.MKT.2.A: Employ marketing
information to develop a marketing
plan.

MME.MKT.2.B: Apply marketing
information to determine and meet
customer needs.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.2.A.b.1: Review
the concept of market and
market identification.

MME.MKT.2.B.b.1: Explain
the need for marketing data in
market selection.

Intermediate (i)

MME.MKT.2.A.i.1: Summarize
the importance of target
marketing, and identify the
market for a product or
business.

MME.MKT.2.B.i.1: Analyze the
data from a market analysis to
determine an appropriate
target market for a product or
business.

Advanced (a)

MME.MKT.2.A.a.1: Identify
the bases for segmenting a
consumer market:
demographics,
psychographics, geographics,
and behavioral factors.

MME.MKT.2.B.a.1: Develop
a customer/client profile for
a product or business using
demographics,
psychographics, geographics,
and behavioral factors.
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Standard: MME.MKT.3: Marketing Functions/Marketing Information Management

Students will describe the concepts, systems, and tools needed to gather, access, synthesize, evaluate,
and disseminate information for use in making business decisions.

Learning Priority

MME.MKT.3.A: Describe the nature
and scope of marketing information
management.

MME.MKT.3.B: Describe the nature
and scope of marketing research and
evaluate its appropriateness for the
research problem or issue.

MME.MKT.3.C: Design and apply a
marketing research study to ensure the
appropriateness of data collection
efforts.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.3.A.b.1:
Determine the need for
marketing information.

MME.MKT.3.B.b.1: List and
describe the stepsin the
marketing research process.

MME.MKT.3.B.b.2:
Differentiate between

primary and secondary data.

MME.MKT.3.C.b.1: Identify
components of a survey
instrument.

Intermediate (i)

MME.MKT.3.A.i.1: Identify
reasons for conducting
marketing research.

MME.MKT.3.B.i.1: Determine
the marketing problem.

MME.MKT.3.B.i.2: |dentify
sources of primary and
secondary marketing-research
data.

MME.MKT.3.C.i.1: Using
appropriate primary or
secondary data collection
methods, design and employ a
marketing research study to
guide business decisions using
current and emerging data
collection technologies.

Advanced (a)

MME.MKT.3.A.a.1: Gather
and analyze marketing data
to make business decisions.

MME.MKT.3.B.a.1: Identify
methods of marketing
research that can be used to
help solve the marketing
problem.

MME.MKT.3.B.a.2: Describe
types of primary and
secondary data collection
methods, and evaluate their
appropriateness for
researching a problem or
issue.

MME.MKT.3.C.a.1: Interpret
research results by applying
data-mining methods
graphically—tables, charts,
graphs, etc.—to acquire
pertinent information for
business decision-making.
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Standard: MME.MKT.4: Marketing Functions/Product Service Management

Students will analyze the concepts and processes needed to obtain, develop, maintain, and improve a
product mix in response to market opportunities and plan product or business management activities to
facilitate product development.

Learning Priority

MME.MKT.4.A: Describe the nature

and scope of product/service
management.

MME.MKT.4.B: Generate product

ideas to contribute to ongoing
business.

MME.MKT.4.C: Employ product-mix

strategies to meet customer
expectations.

MME.MKT.4.D: Position a company to
acquire the desired business image.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.4.A.b.1: Identify
the four stages of the product
life cycle through the use of a
diagram.

MME.MKT.4.B.b.1: Identify
methods and techniques used
to generate product ideas.

MME.MKT.4.C.b.1: Define
“product mix,” and identify
product mix components:
lines, items, width/breadth,
and depth.

MME.MKT.4.D.b.1: Explain
the nature and scope of
product branding.

Intermediate (i)

MME.MKT.4.A.i.1: Evaluate
the stages that a product goes
through in its life and how a
product’s/service’s life is
measured.

MME.MKT.4.B.i.1: Constructa
new product idea.

MME.MKT.4.C.i.1: Evaluate
product-mix strategies, and
analyze product needs and
opportunities for a business.

MME.MKT.4.D.i.1: Examine
how a business's or product’s
brand is positioned relative to
other competitors in the
market.

Advanced (a)

MME.MKT.4.A.a.1: Develop
a product life cycle analysis
for a given product.

MME.MKT.4.B.a.1: Develop
a new-product launch plan.

MME.MKT.4.C.a.1: Plan
product-mix activities and
determine product(s) to
provide to a target market.
Evaluate its effectiveness in
facilitating economic
exchanges with customers.

MME.MKT.4.D.a.1: Develop
strategies to position the
company’s or product’s
desired image and develop a
positioning
concept/statement for a new
product idea.
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MME.MKT.4.E: Assess product
packaging to improve its function and
to improve its brand recognition.

MME.MKT.4.D.b.2: List
components of a company’s or
product’s competitive
advantage.

MME.MKT4.E.b.1:
Determine how a product’s
package aids the selling
process.

MME.MKT.4.D.i.2: Create a
perceptual map by conducting
market research and
identifying key attributes that
consumers perceive as
important when making a
purchasing decision.

MME.MKT.4.E.i.1: Compare
and contrast the functions of
packaging.

Standard: MME.MKT.5: Marketing Functions/Pricing

Students will apply concepts and strategies used in determining, calculating, and adjusting prices to
maximize return and meet customers’ perceptions of value.

Learning Priority

MME.MKT.5.A: Describe pricing

strategies to determine optimal prices.

MME.MKT.5.B: Apply pricing

strategies to determine optimal prices.

MME.MKT.4.D.a.2: Plot the
company or productona
perceptual map, and identify
gaps and clusters to help
differentiate a business or
product from the
competition.

MME.MKT.4.E.a.1: Design
product packaging that aids
the selling process by
improving function and
creating brand recognition.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.5.A.b.1: Identify
pricing strategies used by
businesses.

MME.MKT.5.A.b.2: Explain
how consumer perceptions
influence pricing.

MME.MKT.5.B.b.1: Explain
pricing terms for products and
services: cost, price, markup,
expenses, and profit.

Intermediate (i)

MME.MKT.5.A.i.1: Locate
examples of pricing strategies
used to determine optimal
prices.

MME.MKT.5.A.i.2: Compare
and contrast how the elasticity
of demand may be influenced
by personal choice.

MME.MKT.5.B.i.1:
Differentiate between cost,
price, markup, expenses, and
profit.

Advanced (a)

MME.MKT.5.A.a.1: Develop
pricing strategies for a
product.

MME.MKT.5.A.a.2: Provide
examples of inelastic and
elastic demand.

MME.MKT.5.B.a.1:
Calculate cost, price, markup,
expenses, and profit.
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MME.MKT.5.B.b.2: Identify
all costs associated with
developing and producing
products.

MME.MKT.5.B.b.3: Define
“equilibrium price/point,”
“surplus” or “shortage,” and
“profit.”

MME.MKT.5.B.i.2: Discuss and

calculate the break-even point
and return-on-investment
(ROI) and their importance in
earning a profit.

MME.MKT.5.B.i.3: Calculate

equilibrium price/point, surplus

or shortage, and profit.

Standard: MME.MKT.6: Marketing Functions/Financing

Students will understand tools, strategies, and systems used to maintain, monitor, control, and plan the

use of financial resources.

Learning Priority

MME.MKT.6.A: Analyze financial
needs and goals to determine financial
requirements for marketing activities.

MME.MKT.6.B: Understand the
fundamental principles of money
needed to make financial exchanges.

MME.MKT.5.B.a.2: Analyze
and calculate changes in base
price using pricing
calculations or equations for
a product or service.

MME.MKT.5.B.a.3: Utilize
equilibrium price/point,
surplus or shortage, and
profit calculations to make
pricing decisions.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.6.A.b.1: Explain
the purposes and importance
of credit.

MME.MKT.6.A.b.2: Research
the cost of marketing
activities: advertising,
promotions, and events.

MME.MKT.6.B.b.1: Explain
the forms of financial
exchange.

Intermediate (i)

MME.MKT.6.A.i.1: Describe
methods of securing financing.

MME.MKT.6.A.i.2: Set
financial goals by analyzing
variable marketing related
expenses.

MME.MKT.6.B.i.1: Evaluate
the advantages and
disadvantages of various forms

Advanced (a)

MME.MKT.6.A.a.1: Secure
finances.

MME.MKT.6.A.a.2:
Recommend marketing
resources within a business
based on financial goals and
budget.

MME.MKT.6.B.a.1:
Determine types of payment
accepted by businesses.
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of payment accepted by a
business.

Standard: MME.MKT.7: Marketing Functions/Channel Management (Distribution)

Students will evaluate the role of channel management/distribution in business and illustrate how
products and services are transported to the ultimate consumer.

Learning Priority

MME.MKT.7.A: Evaluate the role of
distribution in business.

MME.MKT.7.B: Explain warehousing
procedures to store merchandise until
it is needed.

MME.MKT.7.C: Evaluate
transportation processes to move
products through the supply chain.

MME.MKT.7.D: Explain inventory-
control methods to minimize costs and
to meet customer demand.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.7.A.b.1: Explain
issues and trends in
distribution.

MME.MKT.7.B.b.1: Explain
storage considerations.

MME.MKT.7.C.b.1: Explain
the shipping process.

MME.MKT.7.D.b.1: Explain
the importance of maintaining
proper inventory levels.

Intermediate (i)

MME.MKT.7.A.i.1: Explainthe
use of technology in the
distribution process and how it
can be used to minimize costs.

MME.MKT.7.B.i.1: Analyze
storage and warehousing
options for a business or
product.

MME.MKT.7.C.i.1: Evaluate
the forms of transportation
available to a business or
product.

MME.MKT.7.D.i.1: Compare
and contrast the various
methods of conducting
inventory: physical versus
perpetual inventory.

Advanced (a)

MME.MKT.7.A.a.1:
Recommend appropriate
distribution strategies to
minimize costs.

MME.MKT.7.B.a.1:
Implement the most effective
storage and warehousing
options for a business or
product.

MME.MKT.7.C.a.1: Select
the most appropriate method
of transportation for a given
business or product.

MME.MKT.7.D.a.1: Track
and calculate inventory to
determine if and why
shrinkage is occurring.
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Standard: MME.MKT.8: Marketing Functions/Promotion

Students will describe the concepts and strategies needed to communicate information about the
company, product(s), and idea(s) to achieve a desired outcome.

Learning Priority

MME.MKT.8.A: Describe promotional
channels used to communicate with
targeted audiences.

MME.MKT.8.B: Develop and execute
an advertising campaign to achieve
marketing objectives.

MME.MKT.8.C: Explain the use of
public relations activities to

communicate with targeted audiences.

MME.MKT.8.D: Employ sales-
promotion activities to inform or
remind customers about a business or
product.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.8.A.b.1: Identify
promotional channels used to
reach targeted audiences:
advertising, public relations
(PR), direct marketing, sales
promotion, personal selling,
content marketing, influencer
marketing, event marketing,
word-of-mouth marketing,
etc.

MME.MKT.8.B.b.1:
Determine advertising
campaign objectives.

MME.MKT.8.B.b.2: Describe
elements of good advertising
design.

MME.MKT.8.C.b.1: Identify
examples of public relations
activities.

MME.MKT.8.D.b.1: Identify

examples of sales promotions.

Intermediate (i)

MME.MKT.8.A.i.1: Identify
methods for evaluating the
effectiveness of various forms
of promotion.

MME.MKT.8.B.i.1: Compare
and contrast various forms of
advertising.

MME.MKT.8.B.i.2: Identify
promotional messages that
appeal to targeted audiences.

MME.MKT.8.C.i.1: Explain
how public relations activities
create goodwill with
stakeholders.

MME.MKT.8.D.i.1: Explain
how sales promotions can be
used to persuade customers to
make a purchasing decision.

Advanced (a)

MME.MKT.8.A.a.1: Develop
effective promotions for a
marketing campaign for a
product or business.

MME.MKT.8.B.a.1: Select
appropriate advertising
medium(s) to reach the
desired target audience.

MME.MKT.8.B.a.2: Develop
advertisements, and plan a
media calendar to implement
a campaign.

MME.MKT.8.C.a.1: Develop
public relations activities to
create goodwill with
stakeholders.

MME.MKT.8.D.a.1: Create
sales promotions that will
effectively reach a business’s
or product’s target audience.
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MME.MKT.8.E: Explain how personal
selling can be used within the
promotional mix to support a
customer’s buying decision.

MME.MKT.8.E.b.1: Explain

the selling process.

MME.MKT.8.E.i.1: Determine
how salespeople can use
effective customer service to
support the needs of the
customer when making a
purchasing decision.

Standard: MME.MKT.9: Marketing Functions/Selling

Students will describe the techniques and strategies used to foster positive, ongoing relationships with

customers.

Learning Priority

MME.MKT.9.A: Foster positive
relationships with customers to
enhance company image and build
sales.

MME.MKT.9.B: Perform presales
activities to facilitate sales
presentations.

MME.MKT.9.C: Approach a potential
customer/client utilizing identified
approach methods during a sales
presentation.

MME.MKT.8.E.a.1:
Demonstrate effective
customer service to support
the needs of the customer.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MKT.9.A.b.1: Describe
positive customer relations.

MME.MKT.9.B.b.1: Acquire
product knowledge

and information for use in
selling.

MME.MKT.9.C.b.1: Discuss
methods of greeting
customers to gain their
attention, and then direct the

Intermediate (i)

MME.MKT.9.A.i.1: Examine
the relationship between
customer service and sales.

MME.MKT.9.B.i.1: Prospect
for customers, and qualify

customers/clients for a product

or business.

MME.MKT.9.C.i.1: Determine

and utilize approach methods
in a sales activity.

Advanced (a)

MME.MKT.9.A.a.1:
Demonstrate a customer-
service mindset, and evaluate
the impact of positive
customer relations
management in a sales
activity.

MME.MKT.9.B.a.1: Conduct
presales research:
customer’s
markets/products,
customer’s competitors, and
competitors’ offerings.

MME.MKT.9.C.a.1: Evaluate
the effectiveness of approach
methods in a sales situation.
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MME.MKT.9.D: Utilize the concepts
and actions needed to determine client
wants and needs, and respond through
planned, personalized communication
that influences purchase decisions and
enhances future business
opportunities in a sales presentation.

MME.MKT.9.E: Utilize the concepts
and actions needed to determine client
wants and needs, and respond through
planned, personalized communication
that influences purchase decisions and
enhances future business
opportunities in a sales presentation.

MME.MKT.9.F: Handle
customer/client complaints and
objections or questions using identified
methods.

MME.MKT.9.G: Close the sale by
asking the customer/client to make a
purchase or commit to the next steps.

customer toward merchandise
available for sale.

MME.MKT.9.D.b.1: Assess
why a customer would make a
purchase by determining

the customer's buying
motives and assessing the
product or business needs of
the customer.

MME.MKT.9.E.b.1: Explain
the difference between a
product feature and a benefit.

MME.MKT.9.F.b.1:
Determine the difference
between a customer/client
excuse and an objection.

MME.MKT.9.G.b.1: |dentify
customer/client buying
signals—body language, verbal
affirmations, questions about
the purchase process, etc.—to
determine if the
customer/client is ready to
make a purchase.

MME.MKT.9.D.i.1: Develop
and ask open-ended questions
to qualify potential customers
and gain an understanding of
the customer’s wants and
needs.

MME.MKT.9.E.i.1: Gainan
understanding and provide
examples of product features
and benefitsto be used ina
sales presentation.

MME.MKT.9.F.i.1: List
possible solutions on how to
handle difficult customers and
identify methods of
overcoming customer/client
objections and questions.

MME.MKT.9.G.i.1: Explain the
specialized methods of
effectively closing the sale to
gain an agreement from the
customer/client to make a
purchase.

MME.MKT.9.D.a.1: Use
effective listening skills to
gain an understanding of
customers’ product needs in
order to determine the
product(s) to share during
the presenting stage of the
selling process.

MME.MKT.9.E.a.1: Present
and demonstrate the product
to a potential
customer/client focusing on
the features and benefits
that are most relevant to the
customer’s specific needs.

MME.MKT.9.F.a.1: Convert
customer/client objections
into selling points, and
resolve conflicts with/for
customers to encourage a
sale and repeat business.

MME.MKT.9.G.a.1: Obtain
positive agreement from the
customer/client to make a
purchase.
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MME.MKT.9.H: Increase the value of
the sale and improve customer
satisfaction by suggestion selling
additional products or services that
may be of interest to the customer.

MME.MKT.9.I: Conduct post-sales
follow-up activities to foster ongoing
relationships with customers.

MME.MKT.9.H.b.1:
Understand the customer's
needs and preferences, and
determine the usefulness and
importance of suggestion
selling in increasing sales.

MME.MKT.9.1.b.1: Determine
the methods used to improve
customers and to obtain
customer/client feedback to
improve customer service.

Strand: Retail Management (RMGT)

Standard: MME.RMGT.1: Marketing Mix

Students will review, utilize, and/or develop the four areas of the marketing mix as they relate to the

retail industry.

Learning Priority

MME.RMGT.1.A: Product - Generate
product ideas to contribute to ongoing
business success.

MME.MKT.9.H.i.1: Identify
additional/complimentary
products that can be added to
the purchase.

MME.MKT.9.L.i.1: Plan follow-
up strategies for use in selling,
and provide post-sales service
to customers/clients during a
sales situation.

MME.MKT.9.H.a.1:
Demonstrate suggestion
selling by offering the
customer/client additional
relevant products during a
sales situation.

MME.MKT.9.l.a.1: Conduct
self-assessment of sales
performance.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.1.A.b.1: Identify
products to satisfy customer
desires.

MME.RMGT.1.A.b.2: Define
product “features” and
“benefits.”

Intermediate (i)

MME.RMGT.1.A.i.1: Explain
the product mix of a business.

MME.RMGT.1.A.i.2: Acquire
product informationon a
product’s features and
benefits.

Advanced (a)

MME.RMGT.1.A.a.1:
Develop and implement a
product mix for a retail
operation.

MME.RMGT.1.A.a.2:
Demonstrate the features
and benefits of a productin a
retail setting.
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MME.RMGT.1.B: Price - Describe the
role of pricing in marketing, and
identify the factors that influence a
product’s price.

MME.RMGT.1.C: Place - Determine
how businesses identify and make
channel management/distribution
strategy decisions to transport
products to the final consumer.

MME.RMGT.1.D: Promotion -
Describe the concepts and strategies
needed to communicate information
about products to achieve a desired
outcome.

MME.RMGT.1.B.b.1: Explain
the nature and scope of the
pricing function in a retail
setting.

MME.RMGT.1.B.b.2: Explain
factors affecting pricing
decisions.

MME.RMGT.1.B.b.3: List
pricing strategies and pricing
policies utilized in a retail
setting.

MME.RMGT.1.C.b.1: Identify
supply-chain activities.

MME.RMGT.1.C.b.2: Explain
the nature and scope of
channel management.

MME.RMGT.1.D.b.1: List the
elements of the promotional
mix.

MME.RMGT.1.D.b.2: Identify
types of social media
strategies used to obtain
customers in aretail setting.

MME.RMGT.1.D.b.3: Explain
the importance aretailer’s
involvement in community
activities.

MME.RMGT.1.B.i.1: Calculate
break-even point and markup
for a product.

MME.RMGT.1.B.i.2: Establish
pricing objectives.

MME.RMGT.1.B.i.3: Identify
the advantages and
disadvantages of pricing
strategies.

MME.RMGT.1.C.i.1: Explain
supply-chain activities.

MME.RMGT.1.C.i.2: Describe
the relationship between
channel management and
customer service.

MME.RMGT.1.D.i.1: Provide
examples for each component
of the promotional mix.

MME.RMGT.1.D.i.2: Explain
social media methods used to
obtain customers in the retail
industry.

MME.RMGT.1.D.i.3: Develop a
public relations plan to achieve
marketing objectives.

MME.RMGT.1.B.a.1: Set
prices based on break-even
point and markup
calculations.

MME.RMGT.1.B.a.2:
Evaluate pricing decisions
and adjust according to
organizational objectives.

MME.RMGT.1.B.a.3:
Determine and implement
the most effective pricing
policies and strategies for a
retail setting.

MME.RMGT.1.C.a.1:
Implement supply-chain
management in a retail
setting.

MME.RMGT.1.C.a.2:
Coordinate distribution with
other marketing activities.

MME.RMGT.1.D.a.1:
Coordinate the promotional
mix for a retailer.

MME.RMGT.1.D.a.2:
Analyze the effectiveness of
social media strategies for a
retail operation.

MME.RMGT.1.D.a.3:
Coordinate public relations
efforts and report the impact
on a retailer’s connection to
the target audience.
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MME.RMGT.1.D.b.4: Explain
the purpose of a promotional
plan and its main components.

MME.RMGT.1.D.b.5: Explain
the use of visual
merchandising in a retail
setting.

Standard: MME.RMGT.2: Market Planning

Students will analyze target marketing concepts and strategies utilized to select and determine an
audience for a product, service, or business.

Learning Priority

MME.RMGT.2.A: Apply marketing
information to determine and meet

customer needs.

MME.RMGT.2.B: Analyze market data
to determine and meet customer

needs.

MME.RMGT.1.D.i.4: Develop a
promotion plan for a retailer.

MME.RMGT.1.D.i.5: Create
displays that utilize elements of
light, color, sound, or motion to
attract attention.

MME.RMGT.1.D.a.4:
Implement a promotional
plan for a retailer such as a
school-based enterprise or
another business venture.
MME.RMGT.1.D.a.5: Design
visual merchandisingin a
retail setting.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.2.A.b.1: Analyze
market data to determine and
meet customer needs.

MME.RMGT.2.A.b.2: Identify
market segments.

MME.RMGT.2.B.b.1: Review
an example of a market
analysis: market size, area,
potential, etc.

Intermediate (i)

MME.RMGT.2.A.i.1:
Determine and evaluate
market needs and
opportunities.

MME.RMGT.2.A.i.2: Develop
customer/client profiles:
demographics, geographics,
psychographics, behavioral,
etc.

MME.RMGT.2.B.i.1: Analyze
the data from a market
analysis: market size, area,
potential, etc.

Advanced (a)

MME.RMGT.2.A.a.1:
Determine customer demand
for merchandise.

MME.RMGT.2.A.a.2: Select
the target market.

MME.RMGT.2.B.a.1:
Conduct and present the
findings from a market
analysis to make business
decisions.
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Standard: MME.RMGT.3: Selling and Customer Relations

Students will describe the techniques and strategies used to foster positive, ongoing relationships with

customers.

Learning Priority

MME.RMGT.3.A: Foster positive
relationships with customers to
enhance company image and build
sales.

MME.RMGT.3.B: Resolve conflicts
with/for customers to encourage
repeat business.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.3.A.b.1: Define
positive customer relations.

MME.RMGT.3.A.b.2: Identify
cultural differencesin
communication.

MME.RMGT.3.A.b.3: Explain
the relationship between
customer service and sales.

MME.RMGT.3.A.b.4: Explain
management’s role in
customer relations.

MME.RMGT.3.B.b.1: List
possible solutions on how to
handle difficult customers.

MME.RMGT.3.B.b.2: Review
an example customer/client

Intermediate (i)

MME.RMGT.3.A.i.1: Practice a

customer-service mindset in
the classroom.

MME.RMGT.3.A.i.2: Explain
the need to adapt

communication to the cultural

and social differences among
clients.

MME.RMGT.3.A.i.3:
Demonstrate a customer-
service mindset in a sales
activity.

MME.RMGT.3.A.i.4: Review
business policies.

MME.RMGT.3.B.i.1: Use
effective listening skills to
solve a problem.

MME.RMGT.3.B.i.2: Use
problem-solving skills to
diagnose a situation.

Advanced (a)

MME.RMGT.3.A.a.1:
Demonstrate a customer-
service mindset in a retail
setting.

MME.RMGT.3.A.a.2: Adapt
communication to the
cultural and social
differences amongclientsin a
retail setting.

MME.RMGT.3.A.a.3:
Respond to customer
inquiries in a retail setting.

MME.RMGT.3.A.a.4:
Interpret business policies to
customers/clients in a retail
setting.

MME.RMGT.3.B.a.1: Handle
customer/client complaints
in aretail setting.

MME.RMGT.3.B.a.2: Handle
difficult customers in a retail
setting.
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complaint and provide a
solution.

MME.RMGT.3.C.b.1:
Describe the use of
technology in CRM.

MME.RMGT.3.C: Use technology to
facilitate customer relationship
management (CRM).

MME.RMGT.3.C.i.1: Explain
the use of databases in CRM.

Standard: MME.RMGT.4: Selling and Customer Relations

Students will explore the concepts and actions needed to determine client needs and wants and respond
through planned, personalized communication that influences purchase decisions and enhances future

business opportunities.

MME.RMGT.3.C.a.1: Use
CRM technology in a retail
setting.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.4.A.b.1: Identify
the role of selling within a
business.

Learning Priority

MME.RMGT.4.A: Describe the nature
and scope of selling in marketing.

Intermediate (i)

MME.RMGT.4.A.i.1: |dentify
the eight steps of the sale:

1-Pre-approach
2-Approach the customer
3-Determine the needs
4-Present the product

5-Handle questions and
objections

6-Close the sale
7-Suggestion selling

8-Reassurance and follow-up

Advanced (a)

MME.RMGT.4.A.a.1: Utilize
the eight steps of the sale to
satisfy customers’ needs.
1-Pre-approach

2-Approach the customer
3-Determine the needs
4-Present the product

5-Handle questions and
objections

6-Close the sale
7-Suggestion selling

8-Reassurance and follow-up
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MME.RMGT.4.B: Acquire product
knowledge to communicate features
and benefits to ensure customer
satisfaction.

MME.RMGT.4.C: Employ sales
processes and techniques to enhance
customer relationships and to increase
the likelihood of making sales.

MME.RMGT.4.D: Process the sale and
collect payment to complete the
exchange.

MME.RMGT.4.A.b.2:
Describe the role of customer
service.

MME.RMGT.4.A.b.3: Identify
ethical practices in the sales
function.

MME.RMGT.4.A.b.4:
Describe the use of
technology in the selling
function.

MME.RMGT.4.B.b.1: Explain
where personnel can find
additional information to
acquire product knowledge.

MME.RMGT.4.C.b.1: Identify
the difference between needs
and wants.

MME.RMGT.4.C.b.2: Define
suggestion selling.

MME.RMGT.4.C.b.3:
Describe different ways to

successfully complete the sale.

MME.RMGT.4.C.b.4: Explain
the difference between a
customer/client excuse and an
objection.

MME.RMGT.4.D.b.1: Identify
various point-of-sale systems
available.

MME.RMGT.4.A.i.2: Discuss
how customer service impacts
asale.

MME.RMGT.4.A.i.3: Research
case studies involving ethics
and sales.

MME.RMGT.4.A.i.4: Explain
CRM and how it is used to
reach clientele.

MME.RMGT.4.B.i.1: Acquire
product information for use in
selling.

MME.RMGT.4.C.i.1:
Determine customer/client
needs.

MME.RMGT.4.C.i.2: Explain
the importance of suggestion
selling.

MME.RMGT.4.C.i.3: Negotiate
sales terms.

MME.RMGT.4.C.i.4: Generate
feedback to overcome
objections.

MME.RMGT.4.D.i.1: Describe
how a point-of-sale system

MME.RMGT.4.A.a.2: Guide
sales staff to improve their
success rate and to minimize
staff turnover.

MME.RMGT.4.A.a.3: Use
ethical practices when
selling.

MME.RMGT.4.A.a.4: Utilize
CRM to build relationships
with clients in aretail setting.

MME.RMGT.4.B.a.1: Use
acquired product
information in a sales
situation.

MME.RMGT.4.C.a.1:
Prescribe solutions to
customer/client needs.

MME.RMGT.4.C.a.2:
Recommend a product as
part of a suggestion selling to
a customer.

MME.RMGT.4.C.a.3: Close
the sale.

MME.RMGT.4.C.a.4:
Convert customer/client
objections into selling points.

MME.RMGT.4.D.a.1:
Process the sale using a
point-of-sale system.
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MME.RMGT.4.E: Conduct post-sales
follow-up activities to foster ongoing

relationships with customers.

MME.RMGT.4.D.b.2: Explain
how businesses use
information to make business
decisions.

MME.RMGT.4.E.b.1: Discuss
methods used to improve
customer service.

MME.RMGT.4.E.b.2: |dentify
reasons customers are
unsatisfied.

Standard: MME.RMGT.5: Operations

Students will execute the processes and systems implemented to monitor, plan, and control the day-to-
day activities required for continued business functioning.

Learning Priority

MME.RMGT.5.A: Comprehend the
operation’s role and function in
business to value its contribution to a

company.

operates and benefits a
business.

MME.RMGT.4.D.i.2: Explain
how to calculate, process, and
document orders.

MME.RMGT.4.E.i.1: Identify
methods to obtain
customer/client feedback to
improve service.

MME.RMGT.4.E.i.2: Process
returns/exchanges.

MME.RMGT.4.D.a.2:
Prepare sales reports and use
data to adjust strategies for
the sales process.

MME.RMGT.4.E.a.1: Provide
post-sales service.

MME.RMGT.4.E.a.2: Follow
up after making the sale to
ensure client satisfaction.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.5.A.b.1: Explain
the basic components of
business operations.

MME.RMGT.5.A.b.2:
Describe the use of
technology in operations.

Intermediate (i)

MME.RMGT.5.A.i.1: Describe

the business operation
components of a local
business.

MME.RMGT.5.A.i.2: |dentify

the types of technology used in

operations.

Advanced (a)

MME.RMGT.5.A.a.1:
Determine operational needs
within a school-based
enterprise or another
business business.

MME.RMGT.5.A.a.2: Follow
instructions for use of
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MME.RMGT.5.B: Analyze and

describe safety procedures that

support employees.

MME.RMGT.5.C: Implement

purchasing activities to obtain business
supplies, equipment, and services.

MME.RMGT.5.B.b.1: Explain
the negative impact of stealing
on the business and customer.

MME.RMGT.5.B.b.2: Explain
the need for safety policies
and procedures.

MME.RMGT.5.B.b.3:
Maintain a safe work
environment.

MME.RMGT.5.B.b.4:
Describe the importance of
safety procedures in the
workplace.

MME.RMGT.5.C.b.1: Define
purchasing and factors that
impact purchasing decisions.

MME.RMGT.5.C.b.2: Explore
different suppliers.

MME.RMGT.5.B.i.1: Analyze
merchandise security
measures to minimize
inventory shrinkage.

MME.RMGT.5.B.i.2: Identify
example emergency situations
in a business.

MME.RMGT.5.B.i.3: Explain
routine security precautions.

MME.RMGT.5.B.i.4: Handle
and report emergency
situations.

MME.RMGT.5.C.i.1: Select
vendors for products and
services for a school-based
enterprise or another business
venture.

MME.RMGT.5.C.i.2: Setup
and maintain equipment.

equipment, tools, and
machinery.

MME.RMGT.5.B.a.1:
Devise/execute merchandise
security measures to
minimize inventory
shrinkage.

MME.RMGT.5.B.a.2: Follow
safety precautions.

MME.RMGT.5.B.a.3:
Develop and implement
safety and security measures
to utilize within a retail
setting.

MME.RMGT.5.B.a.4:
Establish policies and
procedures to maintain the
physical security of the work
environment.

MME.RMGT.5.C.a.1: Place
orders and reorders.

MME.RMGT.5.C.a.2:
Maintain inventory of
supplies in a school-based
enterprise or another
business venture.
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MME.RMGT.5.D: Describe inventory
control and management methods to
maintain appropriate levels of
stock/supplies.

MME.RMGT.5.E: Analyze purchasing
activities to obtain business materials
and services.

MME.RMGT.5.F: Implement expense-
control strategies to enhance a
business’s financial well-being.

MME.RMGT.5.G: Prepare
registers/terminals for sales
operations.

MME.RMGT.5.H: Evaluate security
issues with technology to protect

MME.RMGT.5.C.b.3: Explain
the nature and scope of
purchasing.

MME.RMGT.5.D.b.1: Define
“inventory.”

MME.RMGT.5.D.b.2: Define
“shrinkage.”

MME.RMGT.5.E.b.1: Discuss
where a company can
purchase its goods and
services.

MME.RMGT.5.E.b.2: Define
“ethics.”

MME.RMGT.5.F.b.1: Explain
the nature of
overhead/operating costs.

MME.RMGT.5.F.b.2: Explain
the employee's role in
expense control.

MME.RMGT.5.G.b.1: Explain
the use of cash drawers in
business.

MME.RMGT.5.H.b.1: Explain
security considerations in
business operations.

MME.RMGT.5.C.i.3: Describe
business objectives/strategies
that influence purchasing.

MME.RMGT.5.D.i.1: Identify
methods of inventory control.

MME.RMGT.5.D.i.2: Identify
sources of shrinkage.

MME.RMGT.5.E.i.1: Discuss
the impact of vendor
competition on purchasing.

MME.RMGT.5.E.i.2: Explain
how retailers utilize ethics
when making purchasing
decisions.

MME.RMGT.5.F.i.1: List
operating costs.

MME.RMGT.5.F.i.2: Use
budgets to control operations.

MME.RMGT.5.G.i.1:
Open/close a register or
terminal.

MME.RMGT.5.H.i.1: Identify
strategies to protect online
customer transactions.

MME.RMGT.5.C.a.3:
Evaluate vendor
performance.

MME.RMGT.5.D.a.1: Utilize
physical and perpetual
methods to maintain
inventory in a retail setting.

MME.RMGT.5.D.a.2:
Devise/enact merchandise
security measures to
minimize inventory
shrinkage.
MME.RMGT.5.E.a.1: Explain
the impact of the purchasing
process on productivity.

MME.RMGT.5.E.a.2: Make
ethical purchasing decisions.

MME.RMGT.5.F.a.1:
Conduct a break-even
analysis.

MME.RMGT.5.F.a.2:
Evaluate operating budgets
to make business decisions.

MME.RMGT.5.G.a.1:
Prepare cash drawers/banks.

MME.RMGT.5.H.a.1: Explain
strategies for protecting
businesses’ online
communication strategies.
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customer information and corporate
image.

MME.RMGT.5.1: Conduct supply chain
management activities to coordinate
the movement of materials,
information, and funds into an
organization and the movement of
finished products or services out of an
organization.

MME.RMGT.5.J: Implement
accounting procedures to track money
flow and to determine financial status.

MME.RMGT.5.K: Manage financial
resources to ensure marketing and
business success.

MME.RMGT.5.H.b.2:
Describe the nature of
maintaining privacy with
customer data.

MME.RMGT.5.1.b.1: Discuss
the nature of supply-chain
management.

MME.RMGT.5.J.b.1:
Differentiate between income
and expenses.

MME.RMGT.5.).b.2: Identify
the components of a cash flow
statement.

MME.RMGT.5.K.b.1:
Describe the nature of
budgets.

MME.RMGT.5.K.b.2:
Calculate return on marketing
investment (ROMI).

MME.RMGT.5.K.b.3: Explain
how forecasting sales can
benefit a business.

MME.RMGT.5.H.i.2: Discuss
data security.

MME.RMGT.5.L.i.1: Explain
types of supply-chain activities
and describe the relationship
between supply-chain
management and logistics.

MME.RMGT.5.J.i.1: Explain
the nature of income

statements and balance sheets.

MME.RMGT.5.J.i.2: Describe
the nature of cash flow
statements.

MME.RMGT.5.K.i.1: Identify
the elements of a marketing
budget.

MME.RMGT.5.K.i.2: Conduct
a cost/benefit analysis with the
product mix in a school-based
enterprise or another business
venture.

MME.RMGT.5.K.i.3: Forecast
sales.

MME.RMGT.5.H.a.2: Explain
strategies to protect online
customer transactions.

MME.RMGT.5.l.a.1: Discuss
organizational dependence
on effective supply chains.

MME.RMGT.5.J.a.1: Prepare
income statements and
balance sheets.

MME.RMGT.5.J.a.2: Prepare
cash flow statements.

MME.RMGT.5.K.a.1:
Develop a budget for a
school-based enterprise or
another business or retail
venture.
MME.RMGT.5.K.a.2: Use the
financial resource to make
product recommendations in
a school-based enterprise or
another business venture.

MME.RMGT.5.K.a.3:
lllustrate the relationship
among total revenue,
marginal revenue, output,
and profit in a school-based
enterprise or another
business venture.
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MME.RMGT.5.K.b.4: Explain
what financial statements are,
how they are developed, and
the importance of accuracy in
financial reporting.

MME.RMGT.5.K.i.4: Calculate

financial ratios for a school-

based enterprise or another
business venture.

Standard: MME.RMGT.6: Marketing Information Management

Students will describe the concepts, systems, and tools needed to gather, access, synthesize, evaluate,
and disseminate information for use in making business decisions.

Learning Priority

MME.RMGT.6.A: Describe the nature
and scope of marketing-information

management.

MME.RMGT.6.B: Utilize marketing
information to drive merchandising

activities.

MME.RMGT.5.K.a.4:
Interpret financial
statements to make business
decisions.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.6.A.b.1:
Describe the need for
marketing data.

MME.RMGT.6.A.b.2: Explain
the characteristics of effective
data-collection instruments.

MME.RMGT.6.B.b.1: Explain
techniques for processing
marketing data.

Intermediate (i)

MME.RMGT.6.A.i.1: Identify
data monitored for marketing
decision-making.

MME.RMGT.6.A.i.2: Develop a
data-collection instrument.

MME.RMGT.6.B.i.1: Monitor
and measure customer “buzz.”

Advanced (a)

MME.RMGT.6.A.a.1:
Describe the use of
technology in marketing-
information management.

MME.RMGT.6.A.a.2: Obtain
marketing research data.

MME.RMGT.6.B.a.1: Explain
the use of descriptive
statistics in marketing
decision-making.
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MME.RMGT.6.C: Improve the
performance and competitive
advantage of an organization.

MME.RMGT.6.B.b.2:
Research competitors'
products and prices.

MME.RMGT.6.C.b.1: Define
“knowledge management.”

MME.RMGT.6.B.i.2: Analyze
competitors’ offerings.

MME.RMGT.6.C.i.1: Develop a
knowledge-management
process.

Standard: MME.RMGT.7: Channel Management and Distribution

Students will evaluate the concepts and processes needed to move, store, locate, and transfer ownership

of goods and services.

Learning Priority
MME.RMGT.7.A: Use order-

fulfillment processes to move products

through the supply chain.

MME.RMGT.7.B: Implement receiving
processes to ensure the accuracy and

quality of incoming shipments.

MME.RMGT.6.B.a.2: After
scanning the marketplace,
identify a business’s
competitive advantage.

MME.RMGT.6.C.a.1: Assess
knowledge-management
strategies and processes.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.7.A.b.1: Explain
the relationship between
customer service and
distribution.

MME.RMGT.7.B.b.1: Count
and verify the contents in the
order.

MME.RMGT.7.B.b.2: Explain
why a business checks the
accuracy of orders shipped to
them.

Intermediate (i)

MME.RMGT.7.A.i.1: Explain
how to fulfill orders.

MME.RMGT.7.B.i.1: Explain
the receiving process.

MME.RMGT.7.B.i.2: Explain
stock-handling techniques
used in receiving deliveries.

Advanced (a)

MME.RMGT.7.A.a.1: Use an
information system for order
fulfillment.

MME.RMGT.7.B.a.1:
Process incoming
merchandise.

MME.RMGT.7.B.a.2:
Resolve problems with
incoming shipments.
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MME.RMGT.7.C: Explain warehousing
procedures to store merchandise until
needed.

MME.RMGT.7.D: Explain inventory-
control methods to minimize costs and
to meet customer demand.

MME.RMGT.7.E: Assess distribution
strategies to improve their
effectiveness and to be cost-effective.

MME.RMGT.7.B.b.3:
Compare and contrast the
packing slip with the contents
of an order.

MME.RMGT.7.C.b.1:
Describe the purpose of
warehousing.

MME.RMGT.7.C.b.2: Explain
storing considerations.

MME.RMGT.7.D.b.1:
Describe why businesses have
inventory.

MME.RMGT.7.D.b.2: Explain
the importance of maintaining
proper inventory levels.

MME.RMGT.7.E.b.1: Evaluate
buyer-seller relationships.

MME.RMGT.7.B.i.3: Handle
discrepancies in receiving and
processing inventory.

MME.RMGT.7.C.i.1: Explain
the nature of warehousing.

MME.RMGT.7.C.i.2: Develop a
system to store and track
inventory.

MME.RMGT.7.D.i.1:
Summarize the purpose of
conducting inventory counts.

MME.RMGT.7.D.i.2: Describe
inventory control systems and
how to prevent shrinkage.

MME.RMGT.7.E.i.1: Assess
sales and stock performance.

MME.RMGT.7.B.a.3:
Analyze and determine the
best method of receiving
products for a school-based
enterprise or another
business venture.

MME.RMGT.7.C.a.1: Select
appropriate storage
equipment.

MME.RMGT.7.C.a.2: Plan
storage space.

MME.RMGT.7.D.a.1:
Develop and maintain
inventory-control systems.

MME.RMGT.7.D.a.2: Plan
merchandise flow: turnover,
lead time, peak seasons,
delivery dates, etc.

MME.RMGT.7.E.a.1:
Coordinate channel
management with other
marketing activities.
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Standard: MME.RMGT.8: Product Service Management

Students will analyze the concepts and processes needed to obtain, develop, maintain, and improve a
product or service mix in response to market opportunities.

Learning Priority

MME.RMGT.8.A: Generate product
ideas to contribute to ongoing business
success.

MME.RMGT.8.B: Employ product-mix
strategies to meet customer
expectations.

MME.RMGT.8.C: Position products
and services to acquire the desired
business image.

MME.RMGT.8.D: Use assortment-mix
strategies to create a maximum mix of
products at minimum cost.

MME.RMGT.8.E: Develop
merchandise plans (budgets) to guide
the selection of retail products.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.8.A.b.1: Provide
examples of products sold by
local businesses.

MME.RMGT.8.B.b.1: Identify
components of the product
mix.

MME.RMGT.8.C.b.1: |dentify
a product brand and discuss
its image.

MME.RMGT.8.D.b.1: Explain
the importance of organizing
merchandise.

MME.RMGT.8.D.b.2:
Determine the quality of
merchandise offered.

MME.RMGT.8.E.b.1: Explain
the nature of merchandise
plans.

Intermediate (i)

MME.RMGT.8.A.i.1: Generate
and discuss new product ideas.

MME.RMGT.8.B.i.1: Explain
the components of the product
mix and provide examples:
length, breadth, depth, and
consistency.

MME.RMGT.8.C.i.1:
Communicate core values of a
product or service.

MME.RMGT.8.D.i.1:
Determine product width and

depth of assortment strategies.

MME.RMGT.8.D.i.2: Identify
techniques that can be used to
evaluate product-mix
effectiveness.

MME.RMGT.8.E.i.1: Identify
emerging trends in the retail
industry.

Advanced (a)

MME.RMGT.8.A.a.1:
Construct a new product idea
and determine its feasibility.

MME.RMGT.8.B.a.1: Plan
product mix.

MME.RMGT.8.C.a.1:
Compare and contrast the
product’s competitive
advantages.
MME.RMGT.8.D.a.1: Plan
merchandise assortment:
styling, sizes, quantities, and
colors.

MME.RMGT.8.D.a.2: Make
product selections for a
school-based enterprise or
another business venture.

MME.RMGT.8.E.a.1: Plan
stocking needs and
reduction: anticipated
markdowns, employee/other
discounts, or stock shortages.
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MME.RMGT.8.F: Perform buying
activities to obtain products for resale.

MME.RMGT.8.G: Analyze vendor
performance to choose vendors and
merchandise.

MME.RMGT.8.F.b.1:
Determine items, quantities,
and when to buy or reorder.

MME.RMGT.8.G.b.1: Explain
the difference between a
buyer and a supplier/vendor.

MME.RMGT.8.F.i.1: Calculate
gross margin.

MME.RMGT.8.G.i.1: Select
appropriate vendors and
negotiate terms.

Standard: MME.RMGT.9: Project and Strategic Management

Students will describe tools, techniques, and systems that are used to plan, implement, monitor, and

evaluate business projects.

Learning Priority

MME.RMGT.9.A: Explore project
management skills to start, run, and
end projects.

MME.RMGT.8.F.a.1: Plan
stocking needs and
reduction: anticipated
markdowns, employee/other
discounts, and stock
shortages.

MME.RMGT.8.G.a.1:
Evaluate vendors’ goods and
service.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.RMGT.9.A.b.1:
Describe the purpose of due
dates.

MME.RMGT.9.A.b.2:
Experience a schedule of
activities.

Intermediate (i)

MME.RMGT.9.A.i.1: Practice
scheduling a variety of

activities and prioritizing tasks.

MME.RMGT.9.A.i.2: Track
project progress and results.

Advanced (a)

MME.RMGT.9.A.a.1: Explain
standard project-
management processes.

MME.RMGT.9.A.a.2: Reflect
upon project completion and
suggest ways to adjust for
the future.
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MME.RMGT.9.B: Use planning tools to
guide and control an organization’s or
department’s activities.

MME.RMGT.9.C: Plan and control the
organization’s or department’s

activities to monitor business activities
and support business decision-making.

MME.RMGT.9.B.b.1: Identify
realistic and attainable goals
and objectives.

MME.RMGT.9.C.b.1: Discuss
the importance of the
coordinating/controlling role
in the business environment.

MME.RMGT.9.C.b.2:

Describe the nature of
managerial control: control
process, types of control, what
is controlled.

MME.RMGT.9.C.b.3: Explain
the nature of project
management, and explore
tools to assist with this
process.

MME.RMGT.9.B.i.1: Explain
the types of marketing metrics
for measuring success.

MME.RMGT.9.C.i.1: Describe
the strategic planning process
within an organization.

MME.RMGT.9.C.i.2: Evaluate
individual departments’
contribution to organizational
effectiveness.

MME.RMGT.9.C.i.3: Describe
strategies and approaches for
leading change.

Strand: Sports and Entertainment Marketing (SEM)

Standard: MME.SEM.1: Marketing

Students will understand sport/event marketing’s role and function in business to facilitate economic

exchanges with customers.

Learning Priority

MME.RMGT.9.B.a.1:
Monitor achievement of
marketing objectivesin a
school-based enterprise or
another business venture.

MME.RMGT.9.C.a.1:
Identify and set benchmarks
for key performance
indicators through the
strategic planning process.
MME.RMGT.9.C.a.2:
Develop processes that can
be used to improve business
results.

MME.RMGT.9.C.a.3:
Facilitate activities to enable
strategic-management
process implementation.

Performance Indicators (By Learning Progression)

Beginning (b)

Intermediate (i)

Advanced (a)
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MME.SEM.1.A.b.1: Definethe MME.SEM.1.A.i.1: Describe
MME.SEM.1.A: Explain the nature of term “event marketing.” categories of event-goers.
event marketing.

MME.SEM.1.B.b.1: Definethe = MME.SEM.1.B.i.1: Describe

MME.SEM.1.B: Explain the nature of term “sport marketing.” the relationship between the

sports marketing. growth and marketing of the
sport industry.

I
Standard: MME.SEM.2: Professional Development

MME.SEM.1.A.a.1: Createa
list of benefits

ascertained for a school-
event marketing plan or
another business venture.

MME.SEM.1.B.a.1: Create a
list of benefits ascertained
for a school sport marketing
plan.

Students will acquire information about the sport/event industry to aid in making career choices.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i)
MME.SEM.2.A.b.1: Identify MME.SEM.2.A.i.1: Describe
types of businesses in the segments of the sport industry.

MME.SEM.2.A: Discuss the nature of sport/event industry.
the sport/event industry.

MME.SEM.2.B.b.1: Identify MME.SEM.2.B.i.1: Describe
. . . ways that sports and events ways in which communities can
z/lmisaEnhdA’j\'/g;] t[s)isnczlobs :jnlirgepsact el contribute to the economic foster positive results from
P ) well-being of communities. hosting a sport or event.
MME.SEM.2.C: Explain career MME.SEM.2.C.b.1: Identify MME.SEM.2.C.i.1: Discuss
opportunities in sport/event types of businesses that offer | personal traits needed for

marketing.

Advanced (a)

MME.SEM.2.A.a.1: Analyze
factors contributing to the
growth and development of
the sport/event industry
within the school district and
community.

MME.SEM.2.B.a.1: Analyze
ways that your school district
and community can minimize
the negative impact of
hosting a sport or event.

MME.SEM.2.C.a.1: Build a
resume showcasing the skills
and traits needed within the
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careers in sport/event
marketing.

MME.SEM.2.C.b.2: Describe

the following sport/event

marketing careers:

(1) advertising

2) community relations

) event planner

) hospitality manager

) market research

) marketing director

) media relations

) merchandising

) sales promotion

0) sponsorship manager

1) ticket management
2) ticket sales

13) volunteer/vendor

coordinator

3
4
5
6
7
8
9
1
1
1

e~~~ o~~~ o~~~ —~ —~

success in the sport/event
marketing career field.

MME.SEM.2.C.i.2: Research
and explore specific academic
pathways needed to obtain a
career in the sports and
entertainment marketing
industry.

sports and entertainment
marketing industry.

MME.SEM.2.C.a.2: Seek
opportunities to job shadow,
interview, or participate in
on-site learning
opportunities within the
sports and entertainment
marketing industry.

Standard: MME.SEM.3: Market Planning/Market Information Management

Students will select the target market appropriate for the product or business to obtain the best return
on the marketing investment (ROMI).

Learning Priority

MME.SEM.3.A: Describe the nature of
target marketing in sport/event
marketing.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.3.A.b.1: Define the

following terms: “market,”
“target market,” “

mass
marketing,” “marketing

Intermediate (i)
MME.SEM.3.A.i.1: Describe

advantages and disadvantages

of using market segments

Advanced (a)

MME.SEM.3.A.a.1: Explain
why the use of market
segments is increasing within
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MME.SEM.3.B: |dentify ways to
segment sport/event markets.

MME.SEM.3.C: Select a target market.

MME.SEM.3.D: Identify event market
segments.

MME.SEM.3.E: Conduct market
analysis: market size, area, potential,
etc.

segments,” and “market
segmentation.”

MME.SEM.3.B.b.1: Define the
following terms:
“demographic segmentation,”
“geographic segmentation,”
“psychographic
segmentation,” and
“behavioral segmentation.”
MME.SEM.3.C.b.1: Identify
factors that influence market
potential within the sports and
entertainment industry.

MME.SEM.3.D.b.1: Identify
sources that can be accessed
to obtain target-market
information within the sports
and entertainment marketing
industry.

MME.SEM.3.E.b.1: Explain
the value of using
spreadsheets in target
segment analysis.

within the sports and
entertainment industry.

MME.SEM.3.B.i.1: Describe
demographic characteristics
that sport/event marketers
analyze.

MME.SEM.3.C.i.1: Explain
procedures for selecting a

target market within the sports

and entertainment marketing
industry.

MME.SEM.3.D.i.1: Develop a
target-market profile for a
sport or entertainment
product.

MME.SEM.3.E.i.1: Identify the
components of a market
analysis.

the sports and entertainment
industry.

MME.SEM.3.B.a.1: Analyze
market segments for a school
sport/event.

MME.SEM.3.C.a.1: Utilize
market segmentation to
select a market segment, and
develop a customer profile
for a sports and/or
entertainment product.

MME.SEM.3.D.a.1:
Demonstrate procedures for
identifying market segments
within the sports and
entertainment industry.

MME.SEM.3.E.a.1:
Demonstrate procedures for
conducting a market analysis.
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Standard: MME.SEM.4: Market Planning/Marketing Information Management

Students will employ marketing information to plan marketing activities.

Learning Priority

MME.SEM.4.A: Conduct strengths,
weaknesses, opportunities, and threats

(SWOT) analysis for use in the
marketing-planning process.

MME.SEM.4.B: Forecast sales for a

marketing plan.

MME.SEM.4.C: Develop a marketing

plan.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.4.A.b.1: Define the
term “SWOT analysis.”

MME.SEM.4.B.b.1: Explain
factors that should be
considered in choosing a
forecasting method within the
sports and entertainment
marketing industry.

MME.SEM.4.C.b.1: Describe
the organization of a
marketing plan.

Intermediate (i)

MME.SEM.4.A.i.1: Explain
procedures for conducting a
SWOT analysis for a sports or
other event.

MME.SEM.4.B.i.1: Describe
procedures for preparing a
sales forecast for a sport or
other event.

MME.SEM.4.C.i.1: Explain
procedures for developing
marketing plans.

Advanced (a)

MME.SEM.4.A.a.1:
Demonstrate procedures for
conducting a SWOT analysis
for use in marketing planning
within the sports and
entertainment industry.

MME.SEM.4.B.a.1:
Demonstrate how to forecast
sales for a sport or other
event.

MME.SEM.4.C.a.1:
Demonstrate procedures for
developing marketing plans
within the sports and
entertainment industry.
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Standard: MME.SEM.5: Market Planning/Marketing Information Management

Students will acquire information to guide business decision-making.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.5.A.b.1: Explain
the importance of identifying
sport/event trends.

Learning Priority

MME.SEM.5.A: |dentify sport/event
trends.

MME.SEM.5.B.b.1: Discuss
types of measures that can be
used to determine the
economic impact of events.

MME.SEM.5.B: Measure the economic
impact of sports/events.

Intermediate (i)

MME.SEM.5.A.i.1: Discuss
sources of sport/event trend
information.

MME.SEM.5.B.i.1: Explain how
the results of economic impact
measures can be used within
the sports and entertainment
industry.

Standard: MME.SEM.6: Product/Service Management

Students will employ product-mix strategies to meet customer expectations.

Advanced (a)

MME.SEM.5.A.a.1: Analyze
current sport/event trends.

MME.SEM.5.B.a.1:
Demonstrate procedures for
measuring the economic
impact of sports and events.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.6.A.b.1: |dentify
categories of sport/event
products.

Learning Priority

MME.SEM.6.A: Explain elements of
the sport/event product.

Intermediate (i)

MME.SEM.6.A.i.1: Explain the
unique characteristics of
sport/event products.

Advanced (a)

MME.SEM.6.A.a.1: Plan and
implement elements of a
sports or event product:
game, event, ticket,
organization, facility,
equipment/clothing, related
services, and image.
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MME.SEM.6.B: Position products or
services to acquire a desired business
image.

MME.SEM.6.C: Determine
merchandising opportunities for a
sport/event.

MME.SEM.6.D: Determine goods and
services required for an event.

MME.SEM.6.E: Bundle/package extra
amenities with tickets.

MME.SEM.6.F: Develop a ticket-sales
program.

MME.SEM.6.G: Explain the role of
agents in sports.

MME.SEM.6.H: Develop a licensing
program.

MME.SEM.6.B.b.1: Define the
terms “brand awareness,”
“brand image,” “brand equity,”
and “brand loyalty.”

MME.SEM.6.C.b.1: Explain
the advantages/disadvantages
of using branded merchandise
for sport/events.

MME.SEM.6.D.b.1: Discuss
how to determine supply
levels needed for an event.

MME.SEM.6.E.b.1: Describe
considerations when bundling
or packaging extra amenities
with tickets.

MME.SEM.6.F.b.1: Discuss
considerations in developing a
ticket-sales program.

MME.SEM.6.F.b.2: Explain
the use of technology to
facilitate ticket-sales
programs.

MME.SEM.6.G.b.1: Explain
the rules and regulations
governing sports agents.

MME.SEM.6.H.b.1: Define
the following terms:
trademark, service mark,
trade dress, collective mark,
mark,

MME.SEM.6.B.i.1: Discuss
factors that influence a sport’s
or event’s brand image.

MME.SEM.6.C.i.1: Discuss
factors affecting the choice of
merchandising options.

MME.SEM.6.D.i.1: Calculate

the supply needed for an event.

MME.SEM.6.E.i.1: Identify
agencies and businesses to
package with.

MME.SEM.6.F.i.1: Describe
security issues associated with
ticket-sales programs.

MME.SEM.6.F.i.2: Identify
how technology is
implemented to facilitate
ticket-sales programs.

MME.SEM.6.G.i.1: Discuss an
athlete’s advantages in having
asports agent.

MME.SEM.6.H.i.1: Explain
reasons for licensing programs
within the sports and
entertainment industry.

MME.SEM.6.B.a.1: Identify
factors that create brand/fan
loyalty: entertainment value,
authenticity, fan bonding,
and history/tradition.

MME.SEM.6.C.a.1:
Demonstrate procedures for
determining merchandising
opportunities for a
sport/event.

MME.SEM.6.D.a.1:
Demonstrate procedures for
determining the supply
required for an event.

MME.SEM.6.E.a.1:
Demonstrate procedures for
bundling or packaging extra
amenities with tickets.

MME.SEM.6.F.a.1:
Demonstrate procedures for
developing a ticket-sales
program.

MME.SEM.6.F.a.2:
Implement technology to
facilitate ticket-sales
programs.

MME.SEM.6.G.a.1: Research
problems associated with
sports agents.

MME.SEM.6.H.a.1:
Distinguish between internal
and external administration
of licensing programs within
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registered mark, and
trademarked property.

Standard: MME.SEM.7: Pricing

Students will employ pricing strategies to determine optimal pricing.

Learning Priority

MME.SEM.7.A: Calculate break-even

point.

MME.SEM.7.B: Select pricing
strategies.

the sports and entertainment
industry.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.7.A.b.1: List
examples of variable expenses
associated with the sports and
entertainment industry.

MME.SEM.7.B.b.1: Select
product-mix pricing strategies
within the sports and
entertainment industry.

Intermediate (i)

MME.SEM.7.A.i.1: Explain the
importance of the break-even
point in setting prices within
the sports and entertainment
marketing industry.

MME.SEM.7 B.i.1: Select
promotional pricing strategies
for sports and events.

Advanced (a)

MME.SEM.7.A.a.1: Calculate
the break-even point for a
sports or entertainment
product.

MME.SEM.7.B.a.1:
Demonstrate procedures for
selecting appropriate pricing
strategies for products with
the sports and entertainment
industry.
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I
Standard: MME.SEM.8: Selling

Students will acquire product knowledge to communicate product benefits and to ensure the
appropriateness of the product for the customer.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i) Advanced (a)
MME.SEM.8.A.b.1: Explain MME.SEM.8.A.i.1: Identify MME.SEM.8.A.a.1:
MME.SEM.8.A: Prospect for corporate = theimportance of ongoing techniques for identifying Demonstrate procedures for
sponsors. prospecting for corporate potential corporate sponsors. prospecting for corporate
sponsors. sponsors.
MME.SEM.8.B.b.1: Identify MME.SEM.8.B.i.1: Explain MME.SEM.8.B.a.1:

. . . . factors affecting the choice of = procedures for establishing Demonstrate how to
ximisgmg\’g'nfsmbmh (E RHEnEES techniques to use in relationships with establish relationships with
clientsp/customer/fans establishing relationships with | customers/clients during initial = customers/clients during the

’ customers/clients during contacts. initial contact with them.

initial contact.

I
Standard: MME.SEM.9: Promotion

Students will manage promotional activities to maximize return on promotional efforts.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i) Advanced (a)
MME.SEM.9.A.b.1: Describe MME.SEM.9.A.i.1: Discuss MME.SEM.9.A.a.1:
MME.SEM.9.A: Develop a promotional = the components of a ways to feature sponsors inthe = Demonstrate procedures for
calendar. promotional calendar of promotional calendar of developing a promotional
events. events. calendar of events.
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MME.SEM.9.B: Set sponsorship
objectives.

MME.SEM.9.C: Prepare a sponsorship
proposal.

MME.SEM.9.D: Coordinate
community outreach projects.

MME.SEM.9.E: Develop viral
sport/event marketing strategies.

MME.SEM.9.F: Explain considerations
in using special events as a sales-
promotion strategy.

MME.SEM.9.G: Plan special events for
sports/events.

MME.SEM.9.H: Coordinate activities
in the promotional mix.

MME.SEM.9.1: Prepare a promotional
budget.

MME.SEM.9.B.b.1: Explain
the relationship between
sponsorship objectives and
being able to evaluate
sponsorship effectiveness.

MME.SEM.9.C.b.1: Describe
characteristics of effective
sponsorship proposals.

MME.SEM.9.D.b.1: Discuss
reasons that sport/event
marketers become involved
with community outreach
projects.

MME.SEM.9.E.b.1: Explain
the importance of viral
marketing as it relates to sport
and event marketing.

MME.SEM.9.F.b.1: Explain
reasons for using special
events as a sales-promotion
strategy.

MME.SEM.9.G.b.1: Explain
the importance of project
planning in creating special
events plans.

MME.SEM.9.H.b.1: Describe
the importance of
coordinating promotional
activities within the sports and
entertainment industry.

MME.SEM.9.1.b.1: Explain
how a promotional budget is
allocated.

MME.SEM.9.B.i.1: Describe
considerations in setting
sponsorship objectives.

MME.SEM.9.C.i.1: Explain the
importance of using statistics
to support claimsin
sponsorship proposals.

MME.SEM.9.D.i.1: Explain
aspects of community outreach
projects that require
coordination.

MME.SEM.9.E.i.1: Discuss
viral marketing strategies as
they relate to sport and event
marketing.

MME.SEM.9.F.i.1: Describe
methods that can be used to
generate ideas for special
events.

MME.SEM.9.G.i.1: Describe
the need for image consistency
in planning special events.

MME.SEM.9.H.i.1: Explain
procedures for coordinating
promotional activities within
the sports and entertainment
industry.

MME.SEM.9.L.i.1: Describe
guidelines for preparing a
promotional budget.

MME.SEM.9.B.a.1:
Demonstrate procedures for
setting sponsorship
objectives.

MME.SEM.9.C.a.1:
Demonstrate procedures for
writing a sponsorship
proposal.

MME.SEM.9.D.a.1:
Demonstrate procedures for
coordinating community
outreach projects.

MME.SEM.9.E.a.1:
Demonstrate procedures for
developing viral marketing
strategies within the sports
and entertainment industry.
MME.SEM.9.F.a.1: Discuss
considerations in using
special events as a sales-
promotion strategy.

MME.SEM.9.G.a.1:
Demonstrate procedures for
planning special events in
sport/event marketing.

MME.SEM.9.H.a.1: Use
procedures to coordinate
promotional activities within
the sports and entertainment
industry.

MME.SEM.9.l.a.1:
Demonstrate how to prepare
a promotional budget.
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Standard: MME.SEM.10: Business Law

Students will acquire knowledge of commerce laws and regulations to continue business operations.

Learning Priority

MME.SEM.10.A: Describe legal issues
affecting the marketing of sport/event

products.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.SEM.10.A.b.1: Define
the following terms:
“trademark infringement,”
“injunction,” “identity
misappropriation,”
“ticket scalping,” “option to
renew,” and “right of first
refusal.”
MME.SEM.10.A.b.2: Explain
the importance of the
following types of contracts in
the sport industry:

1) sponsor

2) television

3) venue

4) personnel
MME.SEM.10.A.b.3: Describe
reasons that sport
organizations need prize
indemnity insurance.

Intermediate (i)

MME.SEM.10.A.i.1:
Distinguish between right of
privacy and right of publicity.

MME.SEM.10.A.i.2: Review
sample contracts from the
sport/event industry.

MME.SEM.10.A.i.3: Research
possible prizes and insurance
companies that may be feasible
for an event.

Advanced (a)

MME.SEM.10.A.a.1: Explain
areas in loss prevention with
which sport marketers are
particularly concerned.

MME.SEM.10.A.a.2: Create
acontract for a school or
community event with a
stakeholder.

MME.SEM.10.A.a.3: Contact
alocal insurance company to
get a quote or obtain prize
insurance for a sport/event
marketing campaign.
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Strand: Digital Marketing (DMKT)

Standard: MME.DMKT.1: Marketing-Information Management

Students will collect marketing information to ensure the accuracy and adequacy of data for decision-
making in marketing communications.

Learning Priority

MME.DMKT.1.A: Manage online
brand and reputation.

MME.DMKT.1.B: Use analytics
tracking tools for marketing
communications.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.DMKT.1.A.b.1: Define
the following terms: “online
reputation management
(ORM)” and “sentiment
analysis.”

MME.DMKT.1.A.b.2: Explain
the purpose of online
reputation-management.

MME.DMKT.1.B.b.1: Define
the following terms:
“analytics,” “dashboard,” and
“metrics.”

Intermediate (i)

MME.DMKT.1.A.i.1: Discuss
the benefits of online
reputation management and
websites where customers
post company and product
reviews: Google Search, Yelp,
Facebook, etc.

MME.DMKT.1.A.i.2: Discuss
online reputation-management
software applications.

MME.DMKT.1.B.i.1: Describe
the importance of marketing
analytics.

Advanced (a)

MME.DMKT.1.A.a.1:
Demonstrate strategies to
monitor online brand and
reputation: check review
platforms often, identify and
follow industry hashtags, use
automated tools, establish
management strategy, etc.

MME.DMKT.1.A.a.2:
Distinguish between online
reputation-monitoring and
online reputation-
management.

MME.DMKT.1.B.a.1:
Demonstrate strategies to
track analytics: identify the
most relevant data,
determine metrics, create
goals, track progress, identify
trends and respond
accordingly, report regularly,
make informed decisions, etc.
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MME.DMKT.1.B.b.2: Discuss = MME.DMKT.1.B.i.: Identify MME.DMKT.1.B.a.2:
the benefits of utilizing common analytics tools (e.g., Distinguish between web
marketing analytics tools. Google Analytics, HubSpot, analytics and social-media
Marketo, Eloqua, Pardot, etc.) analytics, and explain the
and common digital marketing = analytics tracking process.
metrics (e.g., traffic, click-
through rates, page views,
impressions, conversions, etc.).

I
Standard: MME.DMKT.2: Professional Development

Students will acquire information about the digital marketing industry to aid in making career choices.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i) Advanced (a)
MME.DMKT.2.A.b.1: Identify MME.DMKT.2.A.i.1: Describe = MME.DMKT.2.A.a.1:
types of businesses that offer ~ common career paths indigital = Describe traits and skills
MME.DMKT.2.A: Discuss career careers in digital marketing. marketing. needed for success in digital
opportunities in digital marketing. marketing careers and the

career outlook based upon
labor market information.

. MME.DMKT.2.B.b.1: Di MME.DMKT.2.B.i.1: Explain MME.DMKT.2.B.a.1:
MME.DMKT.2.B: Describe S Gl Discuss ; el TP g a

e . N typical digital-marketing benefits of certificationin Identify in-demand
certifications available in digital e 5 . L. . e e e

. certification requirements. digital marketing. certifications in digital
marketing. -
marketing.

|

Standard: MME.DMKT.3: Digital Marketing Foundations

Students will acquire a foundational knowledge of digital marketing to understand its nature and scope.
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Learning Priority

MME.DMKT.3.A: Discuss the nature
of digital marketing.

MME.DMKT.3.B: Explain ethical
considerations in digital marketing.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.DMKT.3.A.b.1: Define
the following terms: digital
marketing, search engine
optimization (SEO), content
marketing, pay-per-click (PPC)
marketing, affiliate marketing,
native advertising, outbound
marketing and inbound
marketing.
MME.DMKT.3.A.b.2: Discuss
types of digital marketing:
email marketing, social media
marketing, content marketing,
search engine optimization,
pay-per-click marketing,
affiliate marketing, native
advertising, marketing
automation, online PR, mobile
marketing, etc.
MME.DMKT.3.B.b.1: Define
the following term: “social
media influencer.”

MME.DMKT.3.B.b.2:
Describe the impact of digital
marketing on acompany’s
reputation.

Intermediate (i)

MME.DMKT.3.A.i.1: Describe
channels used for digital
marketing: search engines,
social media, email, websites,
blogs, whitepapers,
infographics, texts, mobile
apps, etc.

MME.DMKT.3.A.i.2: Explain
the purpose of digital
marketing.

MME.DMKT.3.B.i.1: Discuss
the ethics of using customer
information for targeted online
advertising.

MME.DMKT.3.B.i.2: Discuss
the importance of using
truthful, complete information
to establish trust online.

Advanced (a)

MME.DMKT.3.A.a.1: Create
appropriate digital marketing
strategies.

MME.DMKT.3.A.a.2: Explain
the benefits of digital
marketing.

MME.DMKT.3.B.a.1:
Describe ethical concerns
related to inappropriate
comparisons and
exaggerated claims in digital
marketing.

MME.DMKT.3.B.a.2: Explain
ethical issues related to
cultural sensitivity in digital
marketing.
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MME.DMKT.3.C: Explain the nature of
online advertising: email, search, social

media, display, mobile, etc.

MME.DMKT.3.C.b.1: Discuss
the following types of online
advertising: social media
advertising (e.g., right-rail ads,
in-feed ads, etc.), display or
banner ads (e.g., pop-up/under
ads, floating ads, expanding
ads, trick banners), sponsored
ads, paid search ads, product
listings or shopping ads, in-
game ads, and video ads.

Standard: MME.DMKT.4: Content Planning
Students will plan content for use in marketing communications to create interest in the product,

business, or idea.

Learning Priority

MME.DMKT.4.A: Explain the role of
business websites in digital marketing.

MME.DMKT.3.C.i.1: Discuss
common goals of online
advertising and benefits of
online advertising: scalability,
cost-effectiveness, desirable
demographics, targeted
audience, tracking capabilities,
etc.

MME.DMKT.3.C.a.1:
Describe challenges and
factors impacting the
effectiveness and success
associated with online
advertising.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.DMKT.4.A.b.1: Define
the following term: “lead.”

MME.DMKT.4.A.b.2: Explain
how a website is the “digital
storefront” of a business.

Intermediate (i)

MME.DMKT.4.A.i.1: Describe
the advantages of using a
website as part of a digital
marketing strategy: generates
leads, collects customer data,
establishes business
legitimacy, etc.

MME.DMKT 4.A.i.2: Identify
ways potential customers
interact with business
websites: view products, read
reviews, watch informative

Advanced (a)

MME.DMKT.4.A.a.1:

Discuss characteristics of
effective business websites:
accurate, frequently
updated, easily navigable,
branded, mobile-friendly, etc.

MME.DMKT 4.A.a.2:
Discuss the functionality of
adding an e-commerce
aspect to the business
website.
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MME.DMKT.4.B: Explain the use of
social media for digital marketing.

MME.DMKT.4.C: Discuss the use of
search engine optimization tactics for
digital marketing.

MME.DMKT.4.D: Identify strategies
for attracting the targeted audience to
the website.

MME.DMKT.4.B.b.1:
Describe the advantages of
social media marketing.

MME.DMKT.4.B.b.2: Explain
the importance of social media
in digital marketing efforts.

MME.DMKT.4.C.b.1: Explain
the purpose of search engines.

MME.DMKT.4.C.b.2: Define
the following terms:
“backlink” and “search engine
results page (SERP).”

MME.DMKT.4.D.b.1: Identify
sources of online content:
media, resources, and articles.

videos, ask questions, make
purchases, etc.

MME.DMKT.4.B.i.1: Discuss
the disadvantages of social
media marketing.

MME.DMKT.4.B.i.2: Identify
social media platforms:
Facebook, Twitter, Instagram,
YouTube, Pinterest, TikTok,
Snapchat, Reddit, etc.
MME.DMKT.4.C.i.1: Explain
limitations associated with
search engines.

MME.DMKT.4.C.i.2: Describe
the importance of being listed
at or near the top of a search
engine results page: greater
company visibility, higher
levels of website traffic, more
customer trust in the
company’s or website’s value
or importance.

MME.DMKT.4.D.i.1: Describe
characteristics of effective
online content: unique,
relevant, timely, clearly
organized and structured, uses
SEO best practices, etc.

MME.DMKT.4.B.a.1:
Differentiate among social
media platform-specific
strategies in digital
marketing efforts:
frequency, timing, content,
engagement, etc.

MME.DMKT.4.B.a.2:
Discuss best practices for
using social media in digital
marketing efforts.

MME.DMKT.4.C.a.1:
Identify examples of link-
building strategies.

MME.DMKT.4.C.a.2:
Describe the importance of
link-building to SERP.

MME.DMKT.4.D.a.1: Explain
why businesses should
amplify content on various
channels, such as social
media, blogs, ads, emails, etc.
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MME.DMKT.4.D.b.2: Define = MME.DMKT.4.D.i.2: Discuss MME.DMKT.4.D.a.2:

the following term: “buyer the importance of conducting Describe the benefits of

persona.” research on atarget audience. = encouraging consumers to
share online content.

MME.DMKT.4.E.b.1: Define MME.DMKT.4.E.i.1: Discuss MME.DMKT.4.E.a.1:

the following terms: “content | types of content that can be Identify content best suited
repurposing,” “content repurposed—video, text, for repurposing across
recycling,” “evergreen infographics, images, etc.—and = multiple platforms—
MME.DMKT.4.E: Repurpose content content.” describe benefits of evergreen content, content
for use in multiple platforms. repurposing content for usein  receiving high engagement,
multiple platforms. content with opportunities to

expand, etc.—and
demonstrate strategies to
repurpose content.

I
Standard: MME.DMKT.5: Digital Communications

Students will plan digital communications to maximize effectiveness and to minimize costs.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b) Intermediate (i) Advanced (a)
MME.DMKT.5.A.b.1: Define MME.DMKT.5.A.i.1: Describe = MME.DMKT.5.A.a.1:
the following terms: “digital the goals of a digital marketing = Demonstrate techniques
marketing campaign” and campaign: improving used to develop a digital
“social media content conversion rate, increasing marketing campaign: define
MME.DMKT.5.A: Develop a digital calendar.” brand awareness, gainingnew  goals, identify the target
customers, etc. market, determine social

marketing campaign.
media channels, build

consumer persona, assess
budget, determine the call to
action, etc.
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MME.DMKT.5.B: Implement a digital
marketing campaign.

MME.DMKT.5.A.b.2: Explain
the benefits of a digital
marketing campaign.

MME.DMKT.5.B.b.1: Explain
the importance of assessing
current digital marketing
performance prior to
executing a campaign.

MME.DMKT.5.B.b.2: Discuss
the benefits of adjusting
digital marketing campaign
strategy in response to
campaign performance.

MME.DMKT.5.A.i.2: Discuss
channels that a digital
marketing campaign might
include: digital advertising,
email marketing, content
marketing, web design, social
media, etc.

MME.DMKT.5.B.i.1: Identify
techniques to optimize a digital
marketing campaign in
response to campaign
performance: refine keywords,
adjust the budget, change
channels, modify ads, etc.

MME.DMKT.5.B.i.2: Describe
the purpose of a post-campaign
analysis (PCA).

MME.DMKT.5.A.a.2: Explain
the benefits of using a social
media content calendar as
part of a digital marketing
campaign.

MME.DMKT.5.B.a.1:
Demonstrate procedures for
implementing a digital
marketing campaign:
execute a trial campaign,
engage with campaign
content, analyze campaign
performance throughout
execution, adjust strategy in
response to campaign
performance, etc.

MME.DMKT.5.B.a.2: Review
the effectiveness of a
campaign versus objectives
associated with key
stakeholders.

Wisconsin Standards for Marketing, Management, and Entrepreneurship

66



Standard: MME.DMKT.6: Promotion
Students will evaluate the long-term and short-term results of promotional efforts.

Learning Priority

MME.DMKT.6.A: Quantify the
contributions of social media: metrics
and goals, finding what is good,
measuring and adjusting on the fly,
reporting and sharing insights.

MME.DMKT.6.B: Evaluate digital
marketing efforts.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.DMKT.6.A.b.1: Define
the following terms: “return
oninvestment (ROI)” and
“share of voice.”

MME.DMKT.6.A.b.2: Discuss
the importance of measuring
social-media return on
investment (ROI).

MME.DMKT.6.A.b.3:
Determine what makes a
social-media post or campaign
successful.

MME.DMKT.6.B.b.1: Define
the following terms: “key
performance indicators
(KPIs),” “objectives,” “post-
campaign analysis (PCA),” and
“real-time data.”

Intermediate (i)

MME.DMKT.6.A.i.1: Compare
ongoing analytics and
campaign-focused metrics.

MME.DMKT.6.A.i.2: Identify
common social-media
marketing metrics:
engagement, conversion,
reach, leads generated,
sentiment, community, etc.
MME.DMKT.6.A.i.3:
Differentiate performance
among various social-media
channels: Facebook,
Instagram, Twitter, Snapchat,
YouTube, TikTok, Pinterest,
LinkedIn, etc.

MME.DMKT.6.B.i.1:
Determine KPlIs to evaluate
digital marketing efforts:

overall traffic, traffic by source,

visitors, sessions, reach, and
engagement.

Advanced (a)

MME.DMKT.6.A.a.1: Explain
the process of measuring
social media success:
determine objectives, set
metrics and goals, track and
measure performance, adjust
accordingly, report findings,
share insights.

MME.DMKT.6.A.a.2:
Demonstrate techniques for
quantifying social-media
performance.

MME.DMKT.6.A.a.3: Create
a social-media campaign,

and analyze the statistics:
cost of the campaign, number
of impressions, engagements
(likes, shares, and
comments), conversions, and
cost-per-click.

MME.DMKT.6.B.a.1:
Conduct a PCA.
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MME.DMKT.6.B.b.2: Explain
the purpose of evaluating
digital marketing efforts.

MME.DMKT.6.B.b.3: Discuss
the benefits of evaluating
digital marketing
performance.

Standard: MME.DMKT.7: Artificial Intelligence

Students will explore artificial intelligence systems to increase customer interactions and value by
leveraging technology tools associated with machine learning, propensity modeling, and artificial

intelligence (Al) applications.

Learning Priority

MME.DMKT.7.A: Analyze the use of
advanced technologies in digital
marketing to generate demand.

MME.DMKT.6.B.i.2:
Differentiate performance

among various digital channels:

paid advertising, organic traffic
to the website, social media,
etc.

MME.DMKT.6.B.i.3: Discuss
the importance of real-time
data.

MME.DMKT.6.B.a.2: Explain
how businesses use analytics
to create more meaningful
customer experiences.

MME.DMKT.é6.B.a.3:
Demonstrate strategies for
evaluating digital marketing
efforts.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.DMKT.7.A.b.1:
Correlate statistics' role in

propensity modeling to impact

marketing campaigns,
effectively target customers,
and influence business
decisions.

Intermediate (i)

MME.DMKT.7.A.i.1: Simulate
consumer-propensity models
associated with curating smart
content to provide insights,

establishing why information is

being shared and bringing
additional value to the
purchasing relationship.

Advanced (a)

MME.DMKT.7.A.a.1: Use
propensity-modeling
concepts to weigh the
advantages and
disadvantages of
programmatic media-
advertising bidding
platforms: open-auction
real-time bidding to access
advertising markets,
selective advertising in
private marketplaces, and
programmatic direct-
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MME.DMKT.7.B: Initiate strategies to
trigger an initial positive purchasing
interaction.

MME.DMKT.7.C: Manage customer
engagement to ensure repeat
purchasing while leveraging factors
that motivate consumers to move from
an indecisive toward a positive buying
experience.

MME.DMKT.7.A.b.2:
Distinguish between the
ethical implications of Al and
the impacts this technology
has on our society.

MME.DMKT.7.B.b.1:
Investigate and contrast
sources of information that
are generated by machine-
learning systems versus
original sources of
information crafted by
humans.

MME.DMKT.7.C.b.1: Reflect
on how advanced
technologies are influencing
decision-making, both
personal and professional.

MME.DMKT.7.A.i.2: Identify
the process technology uses to
access original sources of
content, and evaluate the Al
application of how these
sources contribute to the
development of marketing
content: blogs, marketing
materials, articles, and product
descriptions.

MME.DMKT.7.B.i.1: Evaluate
the machine-learning factors
that contribute to propensity
modeling.

MME.DMKT.7.C.i.1: Apply
marketing principles using
machine-learning methods to
develop a dynamic pricing
system.

advertising that bypasses
advertising auctions.

MME.DMKT.7.A.a.2:
Identify current marketing
examples that integrate with
common current mobile
voice-search systems—
systems developed by
Google, Apple, Amazon, and
Microsoft—while exploring
creative new Al application
solutions and understanding
how structured web data is
stored and retrieved during
the voice-search process.
MME.DMKT.7.B.a.1:
Differentiate between
propensity models
associated with ad targeting
(e.g. consumer traits,
interests, and behaviors),
lead scoring (the process of
assigning probability
statistics to measure
consumer buying intent), and
predictive analysis (using
historic data to predict future
outcomes).

MME.DMKT.7.C.a.1:
Measure the effectiveness of
propensity models that
initiate retargeting tactics
(e.g. audience, message
modifications, customer
profiles, multiple-channel
campaigns, and timing) along
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MME.DMKT.7.D: Examine customer

customization and immersive

experiences to develop long-term
reliable consumer relationships.

MME.DMKT.7.D.b.1: Identify
examples of how customer
relationships and experiences
have changed through the
integration of technology in
business.

MME.DMKT.7.D.i.1: Evaluate
data models that expand
machine learning to develop a
predictive customer-service
environment.

with personalized Web and
app experiences, including Al
systems that are used for
chatbots.

MME.DMKT.7.D.a.1: Utilize
propensity modeling to
initiate marketing
automation in an effort to
refine marketing workflows:
process and multifunctional
campaigns across multiple
communication channels.
Develop one-to-one,
dynamic content-messaging
based on the subscribers'
data, preferences, and
behaviors.
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Strand: Management/Marketing Il (MGT)

Standard: MME.MGT.1: Human Resource Management

Students will distinguish the tools, techniques, and systems that businesses use to plan, staff, lead, and

organize human resources.

Learning Priority

MME.MGT.1.A: Describe the role and

function of human resource
management.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.1.A.b.1: Define
“human resource
management.”

MME.MGT.1.A.b.2: Identify
characteristics of qualified
employees.

MME.MGT.1.A.b.3: Define
“ethics.”

MME.MGT.1.A.b.4: Discuss
types of technology a business
inhuman resource
management used for
recruitment.

Intermediate (i)

MME.MGT.1.A.i.1: Discuss the
roles and nature of human
resource management.

MME.MGT.1.A.i.2: Discuss
factors that impact human
resource management:
availability of qualified
employees, employment laws
and regulations, company
policies and procedures,
compensation and benefits
programs, staff diversity, etc.

MME.MGT.1.A.i.3: Explain the
role of ethics in human
resource management.

MME.MGT.1.A.i.4: Provide
examples of types of
technology a business in
human resource management
used for recruitment.

Advanced (a)

MME.MGT.1.A.a.1: Describe
phases of human resource
management.

MME.MGT.1.A.a.2: Develop
ajob posting or description
that includes characteristics
of a qualified employee.

MME.MGT.1.A.a.3: Develop
personal and business codes
of ethics.

MME.MGT.1.A.a.4: Select
the most effective methods
inhuman resource
management used for
employee recruitment.
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MME.MGT.1.B: Implement

organizational skills to facilitate others’

work efforts.

MME.MGT.1.B.b.1: Identify
ways to prioritize work
responsibilities.

MME.MGT.1.B.b.2: Explain
the term “delegate.”

MME.MGT.1.B.b.3: Explain
effective collaboration.

MME.MGT.1.B.i.1: Prioritize
daily activities.

MME.MGT.1.B.i.2: Discuss
ways businesses can delegate
work.

MME.MGT.1.B.i.3: Discuss
why companies would use
cross-functional teams to
complete tasks.

MME.MGT.1.B.a.1:
Harmonize tasks, projects,
and employees in the context
of business priorities.

MME.MGT.1.B.a.2: Delegate
work to others.

MME.MGT.1.B.a.3:
Coordinate efforts of cross-
functional teams to achieve
project or company goals.

Standard: MME.MGT.2: Information Management and Knowledge Management

Students will use tools, strategies, and systems needed to access, collect, process, maintain, analyze,
evaluate, and disseminate information to assist in business decision-making.

Learning Priority

MME.MGT.2.A: Maintain business

records to facilitate business
operations.

MME.MGT.2.B: Acquire information
to guide business decision-making.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.2.A.b.1: Describe
the nature of business
records.

MME.MGT.2.A.b.2:
Demonstrate basic
spreadsheet applications.

MME.MGT.2.B.b.1: Describe
why a business needs to be
aware of the environmental
impact on operations.

Intermediate (i)

MME.MGT.2.A.i.1: Explain
examples of information found
within business records.

MME.MGT.2.A.i.2:
Demonstrate proficient
spreadsheet applications.

MME.MGT.2.B.i.1: Conduct an

environmental scan to obtain
business information.

Advanced (a)

MME.MGT.2.A.a.1: Maintain
customer records.

MME.MGT.2.A.a.2:
Demonstrate effective
spreadsheet applications.

MME.MGT.2.B.a.1: Interpret
statistical findings.
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MME.MGT.2.C: Use information-
technology tools to manage and
perform work responsibilities.

MME.MGT.2.D: Describe the nature
and scope of knowledge management.

MME.MGT.2.E: Use knowledge
management strategies to improve the
performance and competitive
advantage of an organization.

MME.MGT.2.F: Use systems,
strategies, and techniques to collect,
organize, analyze, and share
information known in an organization.

MME.MGT.2.G: Use knowledge-
management strategies to improve the
performance and competitive
advantage of an organization.

MME.MGT.2.C.b.1: Identify
ways that technology impacts
business.

MME.MGT.2.C.b.2:
Demonstrate basic web-
search skills.

MME.MGT.2.D.b.1: Identify
the basic components of
knowledge management.

MME.MGT.2.D.b.2: Define
“ethics.”

MME.MGT.2.E.b.1: Identify
techniques that can be used to
capture and transfer
knowledge in an organization.

MME.MGT.2.F.b.1: Identify
the basic components of
knowledge management.

MME.MGT.2.F.b.2: Explain
the nature of knowledge
management.

MME.MGT.2.G.b.1: Identify
techniques that can be used to
capture and transfer
knowledge in an organization.

MME.MGT.2.C.i.1: Describe
technology options to make a
business more profitable and
efficient.

MME.MGT.2.C.i.2:
Demonstrate personal
information management or
productivity applications.

MME.MGT.2.D.i.1: Research
case studies that involve ethics
and knowledge management.

MME.MGT.2.D.i.2: Discuss the
role of ethics in knowledge
management.

MME.MGT.2.E.i.1: Determine
factors causing loss of
organizational knowledge.

MME.MGT.2.F.i.1: Discuss the
role of ethics in knowledge
management.

MME.MGT.2.F.i.2: Explainthe
use of technology in knowledge
management.

MME.MGT.2.G.i.1: Determine
factors causing loss of
organizational knowledge.

MME.MGT.2.C.a.1:
Determine types of
technology needed by a
company or agency.

MME.MGT.2.C.a.2: Use
technology for marketing
research.

MME.MGT.2.D.a.1: Explain
the use of technology in
knowledge management.

MME.MGT.2.D.a.2: Explain
legal considerations for
knowledge management.

MME.MGT.2.E.a.1:
Implement knowledge
management strategies.

MME.MGT.2.F.a.1: Research
case studies that involve
ethics and knowledge
management.

MME.MGT.2.F.a.2: Explain
legal considerations for
knowledge management.

MME.MGT.2.G.a.1:
Implement knowledge
management strategies.
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Standard: MME.MGT.3: Quality Management and Risk Management

Students will describe the need for standards and the strategies and techniques used to implement,

monitor, and evaluate them.

Learning Priority

MME.MGT.3.A: Describe the role and
function of quality management.

MME.MGT.3.B: Identify techniques to
measure variation (quality).

MME.MGT.3.C: Describe risk-
management strategies and techniques
used to minimize business loss.

MME.MGT.3.D: Identify potential
business threats and opportunities to
protect a business’s financial well-
being.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.3.A.b.1: Describe
what the term “quality”
means.

MME.MGT.3.B.b.1: Explain
the relationship between
variation and quality.

MME.MGT.3.C.b.1:
Determine what “risk” is.

MME.MGT.3.C.b.2: Describe
the concept of “insurance.”

MME.MGT.3.C.b.3: Describe
ways employees or customers
may get hurt or sick ina
business.

MME.MGT.3.D.b.1: Explain
the impact of risk on the
business.

Intermediate (i)

MME.MGT.3.A.i.1: Define
“quality management.”

MME.MGT.3.B.i.1: Identify
effective techniques to
measure variation in different
industries.

MME.MGT.3.C.i.1: Identify
marketing and business risks.

MME.MGT.3.C.i.2: Describe
insurance as it relates to
minimizing the threat of
financial risk to a business.

MME.MGT.3.C.i.3: List health
and safety issues in business.

MME.MGT.3.D.i.1: Describe
strategies to minimize business
risks.

Advanced (a)

MME.MGT.3.A.a.1: Discuss
the need for continuous
improvement of the quality
process.

MME.MGT.3.B.a.1: Discuss
techniques to measure and
reduce variation in specific
industries and settings.

MME.MGT.3.C.a.1: Identify
techniques for reducing or
eliminating risks.

MME.MGT.3.C.a.2: Describe
types of business insurance
coverage and their functions.

MME.MGT.3.C.a.3: Describe
health and safety regulations
in business.

MME.MGT.3.D.a.1: Identify
and analyze marketing and
business risks.
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Standard: MME.MGT .4: Project Management and Strategic Management

Students will describe tools, techniques, and systems that are used to plan, implement, monitor, and

evaluate business projects.

Learning Priority

MME.MGT.4.A: Use project-
management skills to improve
workflow and minimize costs.

MME.MGT.4.B: Explore project

management skills to start, run, and

end projects.

MME.MGT.4.C: Recognize

management’s role to understand its
contribution to business success.

MME.MGT.4.D: Control an
organization’s or department’s

activities to encourage growth and

development.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.4.A.b.1: Explain
the basic elements of a
project.

MME.MGT.4.A.b.2: Define
“project management.”

MME.MGT.4.B.b.1: Describe
the purpose of due dates.

MME.MGT.4.B.b.2: Define
“project life cycle.”

MME.MGT.4.C.b.1: Describe
factors that influence
management.

MME.MGT.4.D.b.1: Review
departmental policies.

Intermediate (i)

MME.MGT.4.A.i.1: Organize
supplies and resources before
starting an activity.

MME.MGT.4.A.i.2: Develop a
project plan.

MME.MGT.4.B.i.1: Practice
scheduling a variety of
activities to prioritize tasks.

MME.MGT.4.B.i.2: Explain the
nature of a project life cycle.

MME.MGT.4.C.i.1:
Differentiate between internal
and external managerial
influences.

MME.MGT.4.D.i.1: Adjustor
set departmental policies.

Advanced (a)

MME.MGT.4.A.a.1: Use
resources needed for the
project.

MME.MGT.4.A.a.2: Evaluate
project results.

MME.MGT.4.B.a.1:
Coordinate schedules and
activities.

MME.MGT.4.B.a.2: Track
project progress and results.

MME.MGT.4.C.a.1: Make
unbiased managerial
decisions to improve a
school-based enterprise or
another business venture.

MME.MGT.4.D.a.1: Review
the effect of departmental
strategies on departmental
goals and objectives.
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Standard: MME.MGT.5: Project Management and Strategic Management

Students will describe tools, techniques, and systems that affect a business'’s ability to plan, control, and
organize an organization/department.

Learning Priority

MME.MGT.5.A: Understand the tools,
techniques, and systems that affect a
business’s ability to operate.

MME.MGT.5.B: Control an
organization’s or department’s
activities to encourage growth and
development.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.5.A.b.1: Define
“objectives.”

MME.MGT.5.A.b.2: Define
“department” and
“organization structure.”

MME.MGT.5.A.b.3: Provide

input into strategic planning.

MME.MGT.5.B.b.1: Identify
realistic and attainable goals
and objectives.

MME.MGT.5.B.b.2: Explain
how a business measures
performance.

Intermediate (i)

MME.MGT.5.A.i.1: Explain
how marketing activities
correlate with business
activities.

MME.MGT.5.A.i.2: Provide
input on department and
organization structure.

MME.MGT.5.A.i.3: Conducta
gap analysis to determine the
organization’s capability.

MME.MGT.5.B.i.1: Monitor
achievement of marketing
objectives in a school-based

enterprise or another business

venture.

MME.MGT.5.B.i.2: Explain
types of marketing success
metrics.

Advanced (a)

MME.MGT.5.A.a.1: Explain
the value of aligning
marketing activities with
business objectives.

MME.MGT.5.A.a.2: Develop
department structure.

MME.MGT.5.A.a.3:

Determine strategic
marketing planning

structure.

MME.MGT.5.B.a.1: Modify
marketing strategies based
on performance results.

MME.MGT.5.B.a.2: Design a
marketing performance
measurement system.
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MME.MGT.5.C: Record management’s
role in summarizing its contribution to
business success.

MME.MGT.5.D: Plan an organization’s
or department’s activities to guide and
support decision-making and to ensure
that staff focus on the right priorities.

MME.MGT.5.E: Design organizational
structure to facilitate business
activities.

MME.MGT.5.F: Control an
organization’s or department’s
activities to monitor business activities
and to make business decisions.

MME.MGT.5.C.b.1: Identify
the roles of managers.

MME.MGT.5.C.b.2: Explain
“global marketing.”

MME.MGT.5.D.b.1: Explain
the purpose of a vision
statement.

MME.MGT.5.D.b.2: Describe
the strategic planning process
within an organization.

MME.MGT.5.D.b.3: Identify
and set benchmarks for key
performance indicators.

MME.MGT.5.E.b.1: Define
“organizational structure.”

MME.MGT.5.E.b.2: Explain an
“organizational plan.”

MME.MGT.5.F.b.1: Discuss
the importance of the
coordinating and controlling
role in the business
environment.

MME.MGT.5.C.i.1: Describe
factors that influence
management.

MME.MGT.5.C.i.2: Identify the
role of managers in a global
marketplace.

MME.MGT.5.D.i.1: Develop a
company vision.

MME.MGT.5.D.i.2: Evaluate
opportunities for potential
company changes.

MME.MGT.5.D.i.3: Determine
alternative actions to take
when goals are not being met.

MME.MGT.5.E.i.1: Describe
organizational structures for
managing foreign business
activities.

MME.MGT.5.E.i.2: Develop a
basic organizational plan.

MME.MGT.5.F.i.1: Apply
benchmarking techniques.

MME.MGT.5.C.a.1: Explain
management theories and
their applications.

MME.MGT.5.C.a.2:
Determine the business’s
overall global strategy.

MME.MGT.5.D.a.1: Develop
strategies for achieving the
company vision.

MME.MGT.5.D.a.2: Develop
the company's management
plan.

MME.MGT.5.D.a.3: Develop
processes that can be used to
improve business results.

MME.MGT.5.E.a.1: Develop
an organizational strategy for
domestic and international
businesses.

MME.MGT.5.E.a.2: Develop
an organizational plan for
human resources.

MME.MGT.5.F.a.1: Evaluate
individual departments’
contributions to
organizational effectiveness.
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MME.MGT.5.F.b.2: Explain
how internal information can

be used for strategic planning.

MME.MGT.5.F.i.2: Interpret
internal information for
strategic planning: financial
and accounting, marketing,
operations, human resources,
information technology, and
individual employee data.

MME.MGT.5.F.a.2: Assess
the company’s strategic-
planning processes.

Standard: MME.MGT.6: Information Management and Knowledge Management

Students will use the systems, strategies, and techniques used to collect, organize, analyze, and share
information known in an organization.

Learning Priority

MME.MGT.6.A: Describe the nature
and scope of knowledge management.

MME.MGT.6.B: Use knowledge
management strategies to improve the
performance and competitive
advantage of an organization.

Performance Indicators (By Learning Progression)

Beginning (b)
MME.MGT.6.A.b.1: Identify

the basic components of

knowledge management.

MME.MGT.6.A.b.2: Discuss
basic legal considerations in
knowledge management.

MME.MGT.6.B.b.1: Explain

how knowledge management

is used by an organization.

MME.MGT.6.B.b.2:
Brainstorm causes for loss of
organizational knowledge.

Intermediate (i)

MME.MGT.6.A.i.1: Explain the
nature of knowledge
management.

MME.MGT.6.A.i.2: Explain
legal considerations for
knowledge management.

MME.MGT.6.B.i.1: Identify
techniques that can be used to
capture and transfer
knowledge in an organization.

MME.MGT.6.B.i.2: Identify
factors leading to the cause for
loss of organizational
knowledge.

Advanced (a)

MME.MGT.6.A.a.1:
Research case studies that
involve knowledge
management.

MME.MGT.6.A.a.2:
Implement best legal
practices for knowledge
management.

MME.MGT.6.B.a.1:
Implement techniques that
can be used to capture and
transfer knowledge in an
organization.

MME.MGT.6.B.a.2: Develop
aplanto prevent and
eliminate the loss of
organizational knowledge.
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Standard: MME.MGT.7: Business Law

Students will acquire foundational knowledge of the legal environment in which businesses operate to
protect the company’s well-being.

Learning Priority

MME.MGT.7.A: Understand the legal
environment in which a business

operates.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.7.A.b.1: Define
“legal settlement.”

MME.MGT.7.A.b.2: Describe
the litigation process.

MME.MGT.7.A.b.3: Analyze
significant laws regulating
employment relationships.

MME.MGT.7.A.b.4: Define
“arbitration” and “mediation.”

Intermediate (i)

MME.MGT.7.A.i.1: Research
cases ending in settlement of
legal matters.

MME.MGT.7.A.i.2: Research
case law as it relates to the
world of business.

MME.MGT.7.A.i.3:
Differentiate between
common laws: torts, consumer
law, criminal law, commerce
law, and contract law.

MME.MGT.7.A.i.4: Describe
the arbitration or mediation
process.

Advanced (a)

MME.MGT.7.A.a.1: Describe
factors affecting the
settlement of legal matters.

MME.MGT.7.A.a.2: Describe
ways to avoid lawsuits within
a business venture.

MME.MGT.7.A.a.3: Provide
examples of potential legal
liabilities affecting firms in
relation to different common
business laws.

MME.MGT.7.A.a.4: Provide
examples of when arbitration
or mediation is needed within
a business venture.
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Standard: MME.MGT.8: Emotional Intelligence

Students will understand techniques, strategies, and systems used to foster self-understanding and
enhance relationships with others.

Learning Priority

MME.MGT.8.A: Foster self-

understanding to recognize the impact

of personal feelings on others.

MME.MGT.8.B: Develop personal
traits to foster career advancement.

MME.MGT.8.C: Apply ethics to

demonstrate trustworthiness.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.MGT.8.A.b.1: Explain
the concept of “self-esteem.”

MME.MGT.8.A.b.2: Assess
personal strengths and
weaknesses.

MME.MGT.8.B.b.1: Identify
desirable personality traits
important to a business.

MME.MGT.8.C.b.1: Identify
characteristics of
trustworthiness.

MME.MGT.8.C.b.2: Assess

the risks of personal decisions.

MME.MGT.8.C.b.3: Describe
the nature of ethics.

Intermediate (i)

MME.MGT.8.A.i.1: Describe
the nature of “emotional
intelligence.”

MME.MGT.8.A.i.2: Assess

personal behavior and values.

MME.MGT.8.B.i.1:
Demonstrate interest and
enthusiasm.

MME.MGT.8.C.i.1:
Demonstrate responsible
behavior.

MME.MGT.8.C.i.2:
Demonstrate ethical work
habits.

MME.MGT.8.C.i.3: Explain
reasons for ethical dilemmas.

Advanced (a)

MME.MGT.8.A.a.1: Exhibit
emotional intelligence.

MME.MGT.8.A.a.2:
Recognize and overcome
personal biases and
stereotypes.

MME.MGT.8.B.a.1:
Demonstrate self-confidence
and initiative.

MME.MGT.8.C.a.1:
Demonstrate fairness,
honesty, and integrity.

MME.MGT.8.C.a.2: Take
responsibility for decisions
and actions.

MME.MGT.8.C.a.3:
Recognize and respond to
ethical dilemmas.
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MME.MGT.8.D: Exhibit techniques to
manage emotional reactions to people
and situations.

MME.MGT.8.E: Identify with others’
feelings, needs, and concerns to
enhance interpersonal relations.

MME.MGT.8.F: Use communication
skills to foster open, honest
communication.

MME.MGT.8.G: Use communication to
influence others.

MME.MGT.8.H: Manage stressful
situations to minimize potential
negative impact.

MME.MGT.8.D.b.1: Exhibit a
positive attitude.

MME.MGT.8.E.b.1: Respect
the privacy of others.

MME.MGT.8.E.b.2:
Understand one’s own
personality type.

MME.MGT.8.E.b.3: Define
“cultural sensitivity.”

MME.MGT.8.F.b.1: Explain
the nature of effective
communication.

MME.MGT.8.F.b.2:
Collaborate with others.

MME.MGT.8.G.b.1: “Sell”
ideas to others.

MME.MGT.8.H.b.1: Explain
the nature of office politics.

MME.MGT.8.H.b.2: Explain
the nature of stress
management.

MME.MGT.8.D.i.1:
Demonstrate self-control.

MME.MGT.8.E.i.1: Show
empathy for others.

MME.MGT.8.E.i.2: Explore
various personality types.

MME.MGT.8.E.i.3: Explore
ways to be culturally sensitive.

MME.MGT.8.F.i.1: Identify
components of effective
communication.

MME.MGT.8.F.i.2: Solicit
feedback.

MME.MGT.8.G.i.1: Persuade
others.

MME.MGT.8.H.i.1: Identify
solutions for handling office
politics.

MME.MGT.8.H.i.2: Use
appropriate assertiveness.

MME.MGT.8.D.a.1: Adjust
to change.

MME.MGT.8.E.a.1: Maintain
the confidentiality of others.

MME.MGT.8.E.a.2: Leverage
personality types in business
situations.

MME.MGT.8.E.a.3: Exhibit
cultural sensitivity.

MME.MGT.8.F.a.1:
Demonstrate effective
communication.

MME.MGT.8.F.a.2: Use
collaboration and feedback
to come to a consensus.

MME.MGT.8.G.a.1:
Demonstrate negotiation
skills.

MME.MGT.8.H.a.1:
Overcome problems and
difficulties associated with
office politics and turf wars.

MME.MGT.8.H.a.2: Use
conflict-resolution skills.
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MME.MGT.8.I: Implement teamwork

techniques to accomplish goals.

MME.MGT.8.1.b.1:
Participate as a team member.

Strand: Entrepreneurship (ENT)

Standard: MME.ENT.1: Entrepreneurship

Students will describe the concepts and processes associated with successful entrepreneurial

performance.

Learning Priority

MME.ENT.1.A: Describe the role and
function of entrepreneurship.

MME.ENT.1.B: Describe the role and
function of entrepreneurship.

MME.MGT.8.Li.1: Use
consensus-building skills.

MME.MGT.8.l.a.1: Motivate
team members.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.1.A.b.1: Explain
the concept of
“entrepreneurship.”

MME.ENT.1.A.b.2: Identify
successful entrepreneurs from
the past.

MME.ENT.1.A.b.3: Examine
career opportunities in
entrepreneurship.

MME.ENT.1.B.b.1: List the
different types of business
ownership.

Intermediate (i)

MME.ENT.1.A.i.1: Explainthe
skills needed for
entrepreneurial success.

MME.ENT.1.A.i.2: Research
the impact of past
entrepreneurs on our
economy.

MME.ENT.1.A.i.3: Shadow a
local entrepreneur to discover
the strengths, weaknesses,
opportunities, and threats
(SWOT) of entrepreneurship.

MME.ENT.1.B.i.1: Compare
and contrast the types of
business ownership.

Advanced (a)

MME.ENT.1.A.a.1: Explain
the primary responsibilities
of an entrepreneur,
employee, and manager.

MME.ENT.1.A.a.2: Conduct
a self-assessment to
determine entrepreneurial
potential.

MME.ENT.1.A.a.3: Forma
business partnership or
corporation to produce,
distribute, promote, and sell
agood, service, or idea.

MME.ENT.1.B.a.1: Research
different companies, and
evaluate the form of business
ownership.
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Standard: MME.ENT.2: Entrepreneurship

Students will describe the concepts, processes, and skills associated with identifying new ideas,
opportunities, and methods with creating or starting a new project or venture.

Learning Priority

MME.ENT.2.A: Employ
entrepreneurial discovery strategies to
generate feasible ideas for business
ventures.

MME.ENT.2.B: Develop concepts for
new business ventures to evaluate
their success potential.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.2.A.b.1: Identify
the impact of entrepreneurs
on our economy, and describe
the need for entrepreneurial
innovation.

MME.ENT.2.A.b.2: Identify
current consumer needs and
wants in the local economy.

MME.ENT.2.A.b.3: Define
feasibility regarding customer
discovery and value
proposition.

MME.ENT.2.A.b.4: Explain
the need for entrepreneurial
discovery.

MME.ENT.2.B.b.1: Explain
what a business planis, its
importance, and how it is used.

Intermediate (i)

MME.ENT.2.A.i.1: Explainthe
importance of how an
entrepreneur generates ideas,
recognizes opportunities, and
determines the feasibility of
the venture.

MME.ENT.2.A.i.2: Analyze the
components of the marketing
mix within a variety of local
competing industries.

MME.ENT.2.A.i.3: List possible
products or services that
would be feasible to sell within
the school district.

MME.ENT.2.A.i.4: Discuss the
entrepreneurial discovery
process.

MME.ENT.2.B.i.1: Identify the
components of a business plan.

Advanced (a)

MME.ENT.2.A.a.1: Usea
variety of idea-generation
methods—brainstorming,
creative activities, research,
etc.—to develop and test a
product or business.

MME.ENT.2.A.a.2: Generate
venture ideas for a school-
based enterprise or another
business venture.

MME.ENT.2.A.a.3:
Determine the feasibility
of the venture for the
product or business.

MME.ENT.2.A.a.4: Assess
global trends and
opportunities for business
ventures.

MME.ENT.2.B.a.1: Develop
a business plan.
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MME.ENT.2.C: Determine needed
resources for a new business venture
to contribute to its start-up viability.

MME.ENT.2.B.b.2: Identify
the purpose of venture-
planning tools—market
research, local organizations,
chambers of commerce, and
economic growth or
development organizations—
when developing the concept
for a new business.

MME.ENT.2.B.b.3: Compare
and contrast the advantages
and disadvantages of owning a
franchise.

MME.ENT.2.B.b.4:
Distinguish between “risk” and
“threat.”

MME.ENT.2.C.b.1: Define
“resources”: financial, human,
and capital.

MME.ENT.2.C.b.2: Identify
the challenge of obtaining
financial support from
financial institutions and the
community.

MME.ENT.2.C.b.3: Describe
considerations in selecting
capital resources.

MME.ENT.2.B.i.2: Explain
tools used by entrepreneurs
for venture planning: market
research, local organizations,
chambers of commerce, and
economic growth or
development organizations.

MME.ENT.2.B.i.3: Research
the costs associated with a
start-up franchise.

MME.ENT.2.B.i.4: Explain
ways to transfer or reduce
risks associated with owning a
business.

MME.ENT.2.C.i.1: Explain how
to determine the amount of
adequate resources for a new
venture.

MME.ENT.2.C.i.2: Describe
ways to obtain financial
support from the community.

MME.ENT.2.C.i.3: Assess the
costs and benefits associated
with resources.

MME.ENT.2.B.a.2: Analyze
local, state, national, and
global venture opportunities
using a variety of venture-
planning resources.

MME.ENT.2.B.a.3: Assess
start-up requirements for a
franchise.

MME.ENT.2.B.a.4: Assess
risks associated with the
venture.

MME.ENT.2.C.a.1: Describe
the processes used to acquire
adequate resources for
venture creation and start-

up.

MME.ENT.2.C.a.2: Develop
proposals to obtain financial
support for a school-based
enterprise, student
organization, or another
business venture.

MME.ENT.2.C.a.3: Generate
capital resources and
support from financial
institutions and the local
community.
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MME.ENT.2.D: Actualize new business
ventures to generate profit and meet
objectives.

MME.ENT.2.E: Describe the processin
which the entrepreneur decides on the
venture’s future: growth,
development, or demise.

MME.ENT.2.D.b.1: Describe
the use of operating
procedures.

MME.ENT.2.D.b.2: List
potential risks within a
venture.

MME.ENT.2.D.b.3: Explain
the importance of creative
problem-solving skills.

MME.ENT.2.E.b.1: List ways
to improve the business to
become more successful in the
future.

MME.ENT.2.E.b.2: Define
“harvesting” and
“entrepreneurship.”

MME.ENT.2.E.b.3: Identify
reasons why a business would
need an exit strategy.

MME.ENT.2.D.i.1: Explain
methods and processes for
organizing workflow.

MME.ENT.2.D.i.2: Describe
how changes to vendors,
products, services, etc. will
create business risk.

MME.ENT.2.D.i.3: Use
creative problem-solving skills
in a classroom activity or
decision.

MME.ENT.2.E.i.1: Evaluate
and assess past shortcomings
to improve the business in the
future.

MME.ENT.2.E.i.2: Describe

methods of venture harvesting.

MME.ENT.2.E.i.3: Explainthe
different options of exit
strategies.

MME.ENT.2.D.a.1: Analyze
the organizational system
and operation for a school-
based enterprise or another
business venture.

MME.ENT.2.D.a.2: Evaluate
risk-taking opportunities
within the school-based
enterprise or another
business venture.

MME.ENT.2.D.a.3: Adapt to
changes in the business
environment to gain a
competitive advantage.

MME.ENT.2.E.a.1: Designa
plan for improvement of a
school-based enterprise, or
another venture, and
determine its future.

MME.ENT.2.E.a.2: Evaluate
a business’s need for venture
harvesting.

MME.ENT.2.E.a.3:
Determine an appropriate
exit strategy for the given
business.
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Standard: MME.ENT.3: Marketing Mix

Students will review, utilize, and develop the four areas of the marketing mix as they relate to the given

industry.

Learning Priority

MME.ENT.3.A: Product - Generate
product ideas to contribute to ongoing
business success.

MME.ENT.3.B: Price - Describe the
role of pricing in marketing, and
identify the factors that influence a
product’s price.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.3.A.b.1: Define the
term “product/service
management.”

MME.ENT.3.A.b.2: Describe
the product mix for the
business.

MME.ENT.3.A.b.3: Explain
the purpose of a business’s
unique selling proposition.

MME.ENT.3.A.b.4: Explain
the significance of a business’s
or product’s name.

MME.ENT.3.B.b.1: Define the
following terms: “floors,”
“ceilings,” and “elasticity.”

MME.ENT.3.B.b.2: Explain
“pricing objectives.”

Intermediate (i)

MME.ENT.3.A.i.1: Describe
the benefits of product/service
management.

MME.ENT.3.A.i.2: Describe
considerations for selecting
product-mix strategies.

MME.ENT.3.A.i.3: Discuss the
importance of always fulfilling
a business’s unique selling
proposition.

MME.ENT.3.A.i.4: Identify
methods for selecting business
and product names.

MME.ENT.3.B.i.1: Describe
the importance of determining
pricing floors and ceilings.

MME.ENT.3.B.i.2: Explain the
process for setting prices.

Advanced (a)

MME.ENT.3.A.a.1: Practice
product/service
management within a small
business.

MME.ENT.3.A.a.2:
Determine whether to add,
remove, or modify product
offerings within the business.

MME.ENT.3.A.a.3:
Demonstrate procedures for
identifying a business’s
unique selling proposition.

MME.ENT.3.A.a.4:
Demonstrate procedures for
choosing a business or
product name.

MME.ENT.3.B.a.1: Explain
how elasticity can impact
pricing practices.

MME.ENT.3.B.a.2:
Implement a process for
setting prices.
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MME.ENT.3.C: Place - Determine how
businesses identify and make channel
management and distribution strategy
decisions to transport products to the
final consumer.

MME.ENT.3.D: Promotion - Describe
the concepts and strategies needed to
communicate information about
products to achieve a desired outcome.

MME.ENT.3.C.b.1: Define the
following terms: “channel,”
“channel intensity,” “channel
length,” “distribution
patterns,” “exclusive
distribution,” “selective
distribution,” and “intensive

distribution.”

MME.ENT.3.C.b.2: Describe
channel management
decisions: selecting channel
members, managing and
motivating channel members,
and evaluating channel
members.

MME.ENT.3.C.b.3: Identify
factors that affect the choice
of channel of distribution.

MME.ENT.3.D.b.1:
Determine components to
include in a promotional plan
for a small business.

MME.ENT.3.D.b.2: Define the
target audience for a business.

MME.ENT.3.C.i.1: Explain key
channel tasks.

MME.ENT.3.C.i.2: Explain
channel design decisions:
analyzing customer needs,
setting channel objectives,
identifying major alternatives,
types of intermediaries,
number of intermediaries, and
responsibilities of
intermediaries.

MME.ENT.3.C.i.3:
Demonstrate procedures for
selecting channels of
distribution.

MME.ENT.3.D.i.1: Explain
guidelines for developing a
promotional plan for a small
business.

MME.ENT.3.D.i.2: Identify
promotional channels used to
communicate with the
business’s target audience.

MME.ENT.3.C.a.1: Describe
when a channel will be most
effective.

MME.ENT.3.C.a.2: Discuss
the relationship between the
product being distributed
and the pattern of
distribution it uses.

MME.ENT.3.C.a.3: Manage
channel activities to minimize
cost and to determine
distribution strategies.

MME.ENT.3.D.a.1:
Demonstrate how to develop
a promotional plan for a small
business.

MME.ENT.3.D.a.2: Develop
and communicate
promotional pieces for the
business’s target audience.
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Standard: MME.ENT.4: Financial Analysis

Students will understand tools, strategies, and systems used to maintain, monitor, control, and plan the

use of financial resources.

Learning Priority

MME.ENT.4.A: Manage financial
resources to ensure solvency.

MME.ENT.4.B: Use debt and equity
capital to raise funds for business
growth.

MME.ENT.4.C: Analyze cost-profit
relationships to guide business
decision-making.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.4.A.b.1: Describe
types of financial statement
analysis: ratio analysis, trend
analysis, etc.

MME.ENT.4.B.b.1: Describe
the financial needs of a
business at different stages of
its development.

MME.ENT.4.B.b.2: Describe
how investment activity
impacts economic growth.

MME.ENT.4.C.b.1: Identify
factors affecting a business’s
profit.

MME.ENT.4.C.b.2: Define
“break-event point.”

Intermediate (i)

MME.ENT.4.A.i.1: Discuss
limitations of using financial
statements to assess business
performances.

MME.ENT.4.B.i.1: Discuss
factors to consider in choosing
between debt and equity
capital.

MME.ENT.4.B.i.2: Provide
examples of investment
activities.

MME.ENT.4.C.i.1: Understand
measures that help or hinder
productivity.

MME.ENT.4.C.i.2: Explain how
a break-even analysis is used to
make business decisions.

Advanced (a)

MME.ENT.4.A.a.1: Spot
problems or issues with
financial statements.

MME.ENT .4.B.a.1:
Determine and acquire
financial support at various
stages of business
development.

MME.ENT.4.B.a.2: Make
investment decisions for a
business or product.

MME.ENT.4.C.a.1: Identify
revenue streams for a
business or product offering.

MME.ENT.4.C.a.2: Utilizea
break-even analysis to make
business decisions.
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Standard: MME.ENT.5: Market Planning

Students will analyze the concepts and strategies utilized to determine target marketing strategies for a

select audience.

Learning Priority

MME.ENT.5.A: Develop marketing
strategies to guide marketing tactics.

MME.ENT.5.B: Select target markets.

MME.ENT.5.C: Employ marketing
information to plan marketing
activities.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.5.A.b.1: Describe
the relationship between
goals, strategies, and tactics.

MME.ENT.5.B.b.1: Explain
the importance of target
markets to businesses.

MME.ENT.5.B.b.2: Discuss
marketing research
techniques that can be used to
obtain target-market
information.

MME.ENT.5.B.b.3: Identify
criteria used to assess the
attractiveness of market
segments.

MME.ENT.5.C.b.1: Explain
the benefits associated with
market planning.

Intermediate (i)

MME.ENT.5.A.i.1: Describe
the importance of marketing
strategies.

MME.ENT.5.B.i.1: Describe
the advantages and
disadvantages of using market
segments.

MME.ENT.5.B.i.2: Identify
sources that can be accessed to
obtain target-market
information.

MME.ENT.5.B.i.3: Describe
factors to consider when
assessing the fit between a
market segment and a
business.

MME.ENT.5.C.i.1: Explain the
market planning process: goal
setting, analyzing the current
situation, developing strategy,
implementing, and monitoring
strategy.

Advanced (a)

MME.ENT.5.A.a.1: Explain
the factors that may cause
marketing strategies to
change.

MME.ENT.5.B.a.1:
Demonstrate procedures for
identifying market segments.

MME.ENT.5.B.a.2: Develop
a customer profile for a
business or product.

MME.ENT.5.B.a.3: Utilizea
portfolio matrix approach to
evaluate market
attractiveness.

MME.ENT.5.C.a.1: Conduct
market planning for a school-
based enterprise or another
business venture.
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MME.ENT.5.D: Explain the nature of
marketing plans.

MME.ENT.5.E: Explaintherole of a
situational analysis in the market-
planning process.

MME.ENT.5.F: Conduct a market
analysis.

MME.ENT.5.G: Conduct a competitive
analysis using key metrics.

MME.ENT.5.H: Explain the nature of
sales forecasts.

MME.ENT.5.D.b.1: Define the
term “marketing plan.”

MME.ENT.5.D.b.2: Identify
the components of a
marketing plan.

MME.ENT.5.E.b.1: Define the
components of a situational
analysis (SWOT).

MME.ENT.5.F.b.1: Explainthe
importance of market analysis
to the market-planning
process.

MME.ENT.5.G.b.1: Explain
the benefits of preparing a
competitive analysis.

MME.ENT.5.H.b.1: Identify
items and factors for which
sales forecasts can be used.

MME.ENT.5.D.i.1: Describe
the relationship between
market planning and marketing
plans.

MME.ENT.5.D.i.2: Describe
the purpose of each
component of the marketing
plan.

MME.ENT.5.E.i.1: Discuss the
purpose of environmental
scanning and monitoringin a
SWOT.

MME.ENT.5.F.i.1: Identify
components of a market
analysis.

MME.ENT.5.G.i.1: Describe
components of competitive
analysis and identify sources of
competitive information.

MME.ENT.5.H.i.1: Explain
factors affecting how far ahead
business should predict sales.

MME.ENT.5.D.a.1: Explain
the benefits associated with
having a marketing plan.

MME.ENT.5.D.a.2: Develop
a marketing plan for a school-
based enterprise or another
business venture.

MME.ENT.5.E.a.1: Conduct a
SWOT analysis for a school-
based enterprise or another
business venture.

MME.ENT.5.F.a.1: Conduct a
market analysis for a school-
based enterprise or another
business venture.

MME.ENT.5.G.a.1:
Demonstrate procedures for
conducting a competitive
analysis.

MME.ENT.5.H.a.1: Utilize
sales forecasting to make
business decisions.
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Standard: MME.ENT.6: Operations

Students will execute the processes and systems implemented to monitor, plan, and control the day-to-
day activities required for continued business functioning.

Learning Priority

MME.ENT.6.A: Comply with security
rules, regulations, and codes (i.e.
property, privacy, access,
confidentiality) to protect customer
and company information, reputation,
and image.

MME.ENT.6.B: Utilize project
management skills to improve
workflow and minimize costs.

MME.ENT.6.C: Implement purchasing
activities to obtain business supplies,
equipment, resources, and services.

MME.ENT.6.D: Understand the
importance of quality control and risk
management.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.6.A.b.1: Explain
information privacy, security,
and confidentiality
considerations in business.

MME.ENT.6.B.b.1: Utilize the
project management process
to plan projects.

MME.ENT.6.C.b.1: Discuss
purchasing methods.

MME.ENT.6.C.b.2: Discuss
the importance of ethics in the
purchasing process.

MME.ENT.6.D.b.1: Define
quality control and risk
management.

Intermediate (i)

MME.ENT.6.A.i.1: Discuss
what information should be
kept private, secured, and
confidential.

MME.ENT.6.B.i.1: Monitor
projects and take corrective
actions.

MME.ENT.6.C.i.1: Explainthe
impact of the purchasing
process on productivity.

MME.ENT.6.C.i.2: Establish
criteria for ethical purchasing.

MME.ENT.6.D.i.1: Explain how
quality control and risk
management can impact
workflow.

Advanced (a)

MME.ENT.6.A.a.1: Maintain
data security and
confidentiality.

MME.ENT.6.B.a.1: Evaluate
project success.

MME.ENT.6.C.a.1: Establish
bid specifications.

MME.ENT.6.C.a.2:
Recommend an ethical
purchasing process.

MME.ENT.6.D.a.1: Develop
and implement a quality
control and risk management
process to streamline
workflow within a school-
based enterprise or another
business venture.
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MME.ENT.6.E: Improve efficiency and
workflow.

MME.ENT.6.F: Understand supply
chain management and its role in
business.

MME.ENT.6.G: Use innovation to gain
a competitive advantage in the
marketplace.

MME.ENT.6.H: Use innovation to
contribute to ongoing business
success.

MME.ENT.6.E.b.1: Organize
and prioritize work.

MME.ENT.6.F.b.1: Define
supply chain management.

MME.ENT.6.G.b.1: Discuss
the nature of product
development.

MME.ENT.6.H.b.1: Identify
environments that foster
ongoing innovation.

MME.ENT.6.E.i.1: Coordinate
work with that of team
members.

MME.ENT.6.F.i.1: Explain the
benefits of supply chain
management.

MME.ENT.6.G.i.1: Describe
the relationship between
innovation and product
development.

MME.ENT.6.H.i.1: Describe
methods for recognizing
opportunities for innovation.

MME.ENT.6.E.a.1:
Coordinate activities with
those of other departments
to improve efficiency and
workflow within a business.

MME.ENT.6.F.a.1: Evaluate
supply chain management
models and select an
appropriate model for a
business venture.

MME.ENT.6.G.a.1: Explain
ways to align product-
development plans with
business strategy.

MME.ENT.6.H.a.1: Develop
a plan and implementation
guide for developing
innovation strategies and
processes.
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Standard: MME.ENT.7: Business Law

Students will understand a business’s responsibility to know, abide by, and enforce laws and regulations
that affect business operations and transactions.

Learning Priority

MME.ENT.7.A: Acquire foundational
knowledge of business laws and
regulations to understand their nature
and scope.

MME.ENT.7.B: Understand the civil
foundations of the legal environment
of business to demonstrate knowledge
of contracts.

MME.ENT.7.C: Understand human-
resources laws and regulations to
facilitate business operations.

MME.ENT.7.D: Apply knowledge of
business ownership to establish and
continue business operations.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.7.A.b.1: Define
intellectual property.

MME.ENT.7.A.b.2: Identify
legal issues affecting
businesses.
MME.ENT.7.B.b.1: Identify

basic torts relating to business
enterprise.

MME.ENT.7.C.b.1: Define
“human resources.”

MME.ENT.7.D.b.1: Listthe
types of business ownership.

Intermediate (i)

MME.ENT.7.A.i.1: Describe
strategies to protect
intellectual property.

MME.ENT.7.A.i.2: Describe
legal issues affecting
businesses.

MME.ENT.7.B.i.1: I|dentify the
three categories of torts:
intentional torts (e.g.,
intentionally hitting a person);
negligent torts (e.g., causing an
accident by failing to obey
traffic rules); and strict liability
torts (e.g., liability for making
and selling defective products).

MME.ENT.7.C.i.1: Explainthe
nature of human resources
regulations.

MME.ENT.7.D.i.1: Compare
and contrast the forms of
business ownership.

Advanced (a)

MME.ENT.7.A.a.1: Analyze
the connection between
intellectual property and its
relationship to
entrepreneurship.

MME.ENT.7.A.a.2: Practice
and maintain legal business
operations.

MME.ENT.7.B.a.1: Describe
the nature of legally binding
contracts.

MME.ENT.7.C.a.1: Explain
the nature of workplace
regulations.

MME.ENT.7.D.a.1: Select
the form of business
ownership that is most
beneficial to a specific
business venture.
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MME.ENT.7.E.b.1: Explain
MME.ENT.7.E: Understand tax laws P
. the nature of tax regulations
and regulations to adhere to .
on business.

government requirements.

I
Standard: MME.ENT.8: Ethical Leadership

Students will understand the role of ethics in leadership.

MME.ENT.7.E.i.1: Explainthe

nature of businesses’ reporting

requirements.

MME.ENT.7.E.a.1: Develop
strategies for legal and
government compliance.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.8.A.b.1: Define
ethical leadership.

Learning Priority

MME.ENT.8.A.b.2: Explain
organizational culture.

MME.ENT.8.A: Describe ethical
leadership and how it may benefit a

business. MME.ENT.8.A.b.3: Examine

leader-follower relationships.

MME.ENT.8.A.b.4: Listways
of dealing with conflict
management.

Intermediate (i)

MME.ENT.8.A.i.1: Examine
the requirements for ethical
leadership.

MME.ENT.8.A.i.2: Research
ways ethical leadership

impacts organizational culture.

MME.ENT.8.A.i.3: Learn
about leadership styles and
how they influence ethical
leadership.

MME.ENT.8.A.i.4: Research
different styles of conflict
management.

Advanced (a)

MME.ENT.8.A.a.1: Realize
the benefits that come from
effective ethical leadership.

MME.ENT.8.A.a.2:
Understand how employees
can be empowered to take on
responsibilities in ethical
leadership.

MME.ENT.8.A.a.3: Apply
various leadership styles to
influence others.

MME.ENT.8.A.a.4: Givena
scenario, apply effective
conflict-management styles.
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MME.ENT.8.B.b.1: Define
“code of ethics.”

MME.ENT.8.B.b.2: Explain
the connection between a
code of ethics and business
risk.

MME.ENT.8.B.b.3: Identify
factors in successful ethics
training, program types, and
goals.

MME.ENT.8.B: Understand why
businesses need ethics programs.

MME.ENT.8.B.i.1: ldentify
elements to be included in a
code of ethics.

MME.ENT.8.B.i.2: Describe
the role of codes of ethics in
identifying key corporate risk
areas.

MME.ENT.8.B.i.3: Examine
ways ethical standards are
monitored, audited, and
enforced.

Standard: MME.ENT.9: Human Resource Management
Students will distinguish the tools, techniques, and systems that businesses use to plan, staff, lead, and

organize human resources.

MME.ENT.8.B.a.1: Develop
a code of ethics for a
business venture.

MME.ENT.8.B.a.2: Utilizea
code of ethics to eliminate
business risk.

MME.ENT.8.B.a.3: Monitor,
audit, and enforce ethical
standards within a business
venture.

Performance Indicators (By Learning Progression)

Learning Priority Beginning (b)
MME.ENT.9.A.b.1: Discuss
types of jobs.

MME.ENT.9.A: Staff a business unit to
satisfy work demands while adhering -
MME.ENT.9.A.b.2: Explain

to budget constraints. T )
how individuals get jobs.

Intermediate (i)
MME.ENT.9.A.i.1: Explain

why and when businesses hire

employees.

MME.ENT.9.A.i.2: Create
employability resources:
cover letter, application,
resume, etc.

Advanced (a)

MME.ENT.9.A.a.1:
Determine hiring needs.

MME.ENT.9.A.a.2:
Complete the hiring process
by utilizing employability
resources.
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MME.ENT.9.B: Manage staff growth

and development to increase
productivity and employee
satisfaction.

MME.ENT.9.A.b.3: Explain
how employees are paid.

MME.ENT.9.A.b.4: Define
“employee file.”

MME.ENT.9.A.b.5: Screen
job applications and resumes.

MME.ENT.9.A.b.6: Explain
reasons why employees would
be fired.

MME.ENT.9.B.b.1: Explain
the role of training and
human-resources
development.

MME.ENT.9.B.b.2: Explain
the importance of having an
enjoyable experience during
work.

MME.ENT.9.B.b.3: Describe
a special event that will boost
employee morale and
motivation.

MME.ENT.9.B.b.4: Explain
the concept of an employee
evaluation.

MME.ENT.9.B.b.5: Describe
why companies need to have a

MME.ENT.9.A.i.3: Discuss
employee compensation.

MME.ENT.9.A.i.4: Discuss the
contents and uses of an
employee file.

MME.ENT.9.A.i.5: Interview
job applicants.

MME.ENT.9.A.i.6: Review
employee-termination
scenarios.

MME.ENT.9.B.i.1: Ensure staff
knowledge of responsibilities,
duties, functions, and authority
levels.

MME.ENT.9.B.i.2: List ways to
ensure a positive work
environment.

MME.ENT.9.B.i.3: Recognize
and reward employees.

MME.ENT.9.B.i.4: Coach
employees.

MME.ENT.9.B.i.5: Handle
employee complaints and
grievances.

MME.ENT.9.A.a.3:
Differentiate between
employee compensation and
benefits.

MME.ENT.9.A.a.4: Maintain
human-resources records.

MME.ENT.9.A.a.5: Select
and hire new employees.

MME.ENT.9.A.a.6: Dismiss
or fire employees.

MME.ENT.9.B.a.1: Orient
new employees.

MME.ENT.9.B.a.2: Foster
“right” environment for
employees.

MME.ENT.9.B.a.3: Hold
special events for employees.

MME.ENT.9.B.a.4: Assess
employee performance.

MME.ENT.9.B.a.5: Resolve
staff issues or problems to
enhance productivity and
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MME.ENT.9.C: Describe human-
resources laws and regulations to
facilitate business operations.

I
Standard: MME.ENT.10:

process in place for submitting
employee complaints.

MME.ENT.9.C.b.1: Explain
the importance of workplace
regulations, including OSHA
and ADA.

MME.ENT.9.C.i.1: Research
and present case law revolving
around workplace regulations,
including OSHA and ADA.

improve employee
relationships.

MME.ENT.9.C.a.1: Develop
aplan to implement
workplace regulations within
a business or school-based
enterprise.

Project Management and Strategic Management

Students will describe tools, techniques, and systems that are used to plan, implement, monitor, and

evaluate business projects.

Learning Priority

MME.ENT.10.A: Explain the types of
marketing success metrics for
measuring success.

MME.ENT.10.B: Adapt to and manage
change within an organization to
accomplish organizational objectives.

MME.ENT.10.C: Utilize planning tools
to guide the organization’s or
department’s activities.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.10.A.b.1: Identify
information systems and
information communication
technology for a business.

MME.ENT.10.B.b.1: Describe
the relationship between
innovation, learning, and
change.

MME.ENT.10.C.b.1: Explain
the importance of company
goals and objectives.

Intermediate (i)

MME.ENT.10.A.i.1: Explain
the strategic role of
information systems and
information communication
technology within an
organization.

MME.ENT.10.B.i.1: Explain
the nature of change
management.

MME.ENT.10.C.i.1: Describe
ways in which company goals
and objectives are used.

Advanced (a)

MME.ENT.10.A.a.1:
Integrate information-
systems planning with
business planning.

MME.ENT.10.B.a.1: Explain
the chain-management life
cycle.

MME.ENT.10.C.a.1:
Demonstrate how to develop
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MME.ENT.10.D: Define a business’s
“mission” and “vision.”

MME.ENT.10.E: Define the “business
model.”

MME.ENT.10.D.b.1: Explain
the reasons for creating

mission and vision statements.

MME.ENT.10.E.b.1: Identify
the four core areas of a
business model.

MME.ENT.10.E.b.2:
Understand why business
models are important.

Standard: MME.ENT.11: Economics

Students will understand economic systems and concepts to be able to recognize the environments in

which businesses function.

Learning Priority

MME.ENT.11.A: Understand
economic systems to be able to

MME.ENT.10.D.i.1: Identify
characteristics of successful
mission and vision statements.

MME.ENT.10.E.i.1: Explore
the importance of the value
proposition in further detail.

MME.ENT.10.E.i.2: Explain
how the business-model
canvas would be useful to
apply to your own
development ideas.

company goals and
objectives.

MME.ENT.10.D.a.1:
Demonstrate procedures for
defining a business’s mission
and vision.

MME.ENT.10.E.a.1: Explain
why a good value proposition
is central to a successful
business-model canvas.

MME.ENT.10.E.a.2: Identify
the nine components of the
business-model canvas.

Performance Indicators (By Learning Progression)

Beginning (b)

MME.ENT.11.A.b.1: Define
“market economy.”

Intermediate (i)

MME.ENT.11.A.i.1: Explain
the concept of “private
enterprise.”

Advanced (a)

MME.ENT.11.A.a.1: Explain
the concept of competitionin
amarket economy.
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recognize the environments in which
businesses function.

MME.ENT.11.B: Determine the
relationship between government and
business.

MME.ENT.11.A.b.2: Identify
factors affecting a business’s
profit.

MME.ENT.11.B.b.1: Describe
the nature of taxes.

MME.ENT.11.A.i.2:
Determine factors affecting
business risk.

MME.ENT.11.B.i.1: Explain
how the government utilizes
taxes.

MME.ENT.11.A.a.2: Identify
the impact of small business
or entrepreneurship on
market economies.

MME.ENT.11.B.a.1:
Determine how business
practices impact tax
amounts.
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