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Number Length Unit Name Overview Potential Texts/Resources Assessed Standards 

1 15 days Marketing  
Concepts 

To satisfy economic needs, businesses 
depend on practicing marketing con-
cepts. This presentation classifies and 
explains business activities as produc-
tion, marketing, management or finance 
functions. Students learn how to explain 
the interdependency between business 
activities and marketing. 

iCEV PowerPoint segments 
Marketing Functions activity 
Demographics activity 
Set up KOSSA notebooks for year 
My Demographics activity 
4Ps activity 
Demographics Process – using Coca-
Cola as an example 
Trends in Marketing research 
 

OB2 Describe types of 
business activities (e.g., 
market research, finan-
cial analysis, marketing, 
human resources) 
OE2 Identify and describe 
the components of the 
marketing mix (ie, prod-
uct, price, placement, 
promotion) 

2 12 days Ethics in       
Business 

Ethics are important in all types of busi-
nesses. This presentation provides the 
definition of ethics, discusses current 
ethical issues in today’s business world, 
explains social responsibilities of busi-
nesses and provides guidelines for mak-
ing ethical decisions. Experts from vari-
ous organizations share real-world expe-
rience and provide advice to conduct 
business ethically. 

iCEV video segments 
Ethics role play activity 
Unethical case study project 
KOSSA Fall Baseline Score 
Ethical Dilemma activity 
Social Responsibility activity 
Code of Ethics project 
 
 

OB1 Explain the social 
responsibility (e.g., envi-
ronmental issues, ethical 
decisions, community 
involvement) of business 
in society 
 

3 8 days Government’s 
Role in         

Business 

Government’s functions and activities 
influence businesses. This presentation 
identifies the roles, activities and impacts 
the government, the legal system and 
organized labor have on businesses. Stu-
dents will learn the legal system’s role in 
business. 

iCEV video segments 
vocabulary terms added to KOSSA 
notebooks 
Using the Government’s Role in 
Business project 
 

OA7 Determine the role 
of government (e.g., reg-
ulator, provider of ser-
vices, competitor, sup-
porter, protection agen-
cies) in business 
 

4 10 days Economic     
Concepts 

Marketing is set in motion with a basic 
understanding of economic concepts. 
This presentation illustrates and explains 
basic economic concepts, from economic 
wants and needs to goods and services. 
Students will learn aspects of the eco-
nomic system, concepts and types. 

iCEV PowerPoint segments 
Goods or services activity 
Economic Continuum activity 
Supply and demand activity 
Business cycle activity 
Class debate activity 

OA3 Describe the con-
cepts of economics and 
economic activities 
OA4 Determine forms of 
economic utility (e.g., 
time, place, possession) 
created by marketing 
activities   
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OA5 Explain the princi-
ples of supply and de-
mand 

5 11 days Marketing 
Information 

Management 

Information concerning consumer char-
acteristics, behavior and attitudes is ex-
tremely valuable to marketers. This 
presentation discusses the need for mar-
keting research and how marketing re-
search should be managed. The five-step 
research process is described, as well as 
methods of conducting research. 

iCEV presentation 
Research Process activity 
Practice Research activity 
 

OD1 Describe how mar-
keting information is 
used in business deci-
sions 
OD2 Identify ways to ob-
tain market data for mar-
ket research (e.g., sur-
veys, interviews, observa-
tions, trade publications, 
internet sources) 

6 13 days The Selling 
Process 

Prospective employees sell their abilities 
to employers; whereas, companies sell 
their products to customers. This presen-
tation discusses the role of selling in the 
job-seeking process by illustrating meth-
ods for identifying an employer’s wants 
and needs and in the decision-making 
process, by determining what influences 
a customer’s purchase. 

iCEV presentation 
Student ad to “sell themselves” 
Consumer Decision Making activity 
Preparing for the Sale activity 
The Selling Process Game 
Selling Process Presentation 

OG2 Prepare for the sales 
presentation 
OG5 Explain how to de-
termine customer needs 
and expectations in sell-
ing process 
OG8 Explain techniques 
(e.g., boomerang, denial, 
demostration) used to 
convert customer/client 
objections into selling 
points  

7 10 days Sales & Service This comprehensive presentation ena-
bles students to examine the processes 
and techniques used in the consumer 
sales process. Students will identify ef-
fective sales methods and evaluate their 
own sales abilities. Students will practice 
their personal selling and presentation 
techniques as they: discover customer 
buying motives, practice appropriate 
questioning and display strategies, learn 
the various ways to overcome customer 
resistance and calculate sales tax as part 

iCEV presentation 
KOSSA Spring score 
Determining Customers Needs activ-
ity 
Role Play Customer Resistance 
Techniques 
 

OG4 Identify methods of 
approaching (e.g., greet-
ing, service, merchandise, 
combination) the cus-
tomer 
OG5 Explain how to de-
termine customer needs 
and expectations in sell-
ing process 
OG6 Identify and demon-
strate product fea-
tures/benefits to match 
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of closing a sale. An emphasis on the 
seven steps of the sales process is also 
presented. 

customer needs 
OG7 Identify effective 
product presentation 
techniques (e.g., display, 
handling, demonstrating 
sales aids) 

8 11 days Promoting 
The Product 

Learn the importance of promotion, ad-
vertising and marketing in this complete 
presentation. Discuss the role of brand 
awareness and the impact of various 
advertising mediums in society. Evaluate 
the elements of the promotional mix and 
identify the components of a formal 
marketing plan. Learn the basic aspects 
of public relations and how it can benefit 
a company or organization. 

iCEV presentation 
Top 10 Commercials from the year 
Product Life Cycle video 
Super Bowl Commercials – cost and 
impact 
Promotional Plan for a product 
 

OF3  
Explain the role of pro-
motion as a marketing 
function 
OF6  
Identify the elements of 
the promotional mix (i.e., 
advertising, publicity, 
sales promotion, person-
al selling) 
OG1  
Acquire and analyze 
product information (e.g., 
labels, manufacturer, 
product manuals) used in 
selling  

9 10 days Advertising for 
Business 

Students will discover the innovative and 
complex field of advertising. Students 
will identify the various aspects of the 
advertising industry such as the methods 
and mediums used for advertising, the 
different forms of advertising, the pro-
cess for calculating media costs and the 
importance of marketing and segmenta-
tion. Students will also will become fa-
miliar with the language commonly used 
in advertising and ultimately prepare an 
individual advertising plan. 

iCEV presentation 
Ad Council commercials 
Inform, Remind, Persuade activity 
Ad Planning activity 

OF4 Explain the types of 
advertising (e.g. radio, 
television, direct mail, 
outdoor, newspaper, 
Internet, social media) 
OF5 Identify the ad-
vantages and disad-
vantages of each type of 
advertising 
OF6 Identify the ele-
ments of the promotional 
mix (i.e., advertising, pub-
licity, sales promotion, 
personal selling) 
OF7 Explain components 



Livingston County Schools  
Pacing Guide 

Advanced Marketing 
of advertisements (e.g., 
headline, copy, illustra-
tion, price, signature, 
logo) 

10 10 days KOSSA review  Key Terms to Know 
Marketing KOSSA Standards 
-discussion 
-Kahoot 
-quizlet 

 

11 11 days Branding Basics Businesses must understand branding to 
be successful in today’s competitive 
market. This presentation outlines the 
concept and process of branding and 
explains how successful branding can 
help a business grow and thrive. 

iCEV presentations 
Brands vs Goods activity 
Development activity 
Brand vs Store brand research activi-
ty 
Brand Personality activity 
Brand Development scenarios 

OF1 Explain the concept 
of branding 
OD1 Describe how mar-
keting information is 
used in business deci-
sions 

12 26 Aspects of a 
Business Plan 
(Final Project) 

Lesson details financial, marketing and 
supervisory functions. Management and 
leadership styles are compared by de-
scribing a need for personal manage-
ment philosophies, as well as emphasiz-
ing the need for liaisons primarily with 
other community organizations. Stu-
dents learn communication functions for 
both external and internal audiences, as 
well as learn to identify communication 
barriers and possible solutions. 

iCEV presentations 
Leadership Style inventory 
Business Plan Character Creation 
Business Plan 
Business Plan Presentation 

OF2 Explain the use of 
proposals, promotional 
plans, and business plans 
OB7 Explain the use of 
various business records 
(i.e., income statement, 
balance sheet, sales rec-
ords, employment rec-
ords) 
EL3 Seek and capitalize 
on self-improvement 
opportunities 
 

 


