

Minnesota Management, Marketing, Finance and Technology Competencies:
Marketing and Sales Cluster [Updated Summer 2026]



These academic frameworks were partially funded by the Minnesota Department of Education using federal funding, Carl D. Perkins Career and Technical Education Act of 2006, as amended by the Strengthening Career and Technical Education for the 21st Century Act (Perkins V). The contents of this tool do not necessarily represent the U.S. Department of Education, the Minnesota Department of Education, and Minnesota State and you should not assume endorsement by the federal or state government.


Marketing and Sales Cluster
The Marketing and Sales Cluster includes the study of how the marketing process seeks to communicate with consumers to satisfy their needs and wants. This cluster integrates digital marketing, data analysis, brand promotion, human-centered design, and retail strategies to build strong customer connections and support business growth. Students develop skills including creativity, analytical thinking, problem solving, media and technology application, and communication. This cluster is considered a “cross-cutting cluster,” as the skills students develop in this cluster are applicable across all career clusters. Most business communication is marketing communication, so marketing career opportunities exist across the economy in all fields. 
Programs of Study (POS) and Courses
Marketing and Advertising: Careers focused on using digital technologies and traditional strategies to promote products and services to engage customers and maintain brand identity. This POS includes leveraging online platforms, social media, and email marketing to communicate with audiences digitally. Professionals design and manage brand advertising campaigns and promotions to enhance brand image and market position.
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Marketing and Advertising
	12164 Marketing 1—Foundations 
12164 Marketing 2—Functions & Integration
	12165 Advertising and Sales
12169 Social Media Marketing
	


Market Research, Analytics and Ethics: Careers focused on gathering, analyzing, and interpreting market data and consumer behaviors to inform strategic decisions and enhance business relationships. Professionals in this field use data analysis to understand market trends, competition, and customer interactions. This field aims to optimize customer retention and drive sales growth through informed strategies while maintaining awareness of ethical advertising practices, particularly those affecting the health and financial well-being of underserved populations.
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Market Research, Analytics and Ethics
	blank
	blank
	12164 Marketing 3—Research and Analysis


Retail and Customer Experience: Careers focused on the essentials of retail operations and the delivery of outstanding customer experiences. This POS covers both physical and online store management, visual merchandising, inventory strategies, and customer service enhancement. Professionals in this field are prepared to drive retail success and customer satisfaction by creating engaging and personalized shopping experiences and enhance customer protection by educating consumers on correct product usage and unfair practices in the marketplace.
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Retail and Customer Experience
	12163 Sports and Entertainment Marketing
12153 Retail/Fashion Merchandising
	
	


Career Pathways
Career pathways developed through courses in this cluster include:
Brand Strategist
Market Research Analyst
Content Marketer
Public Relations Specialist
Advertising Campaign Project Manager
AI-Based Marketing Content Creator
Influencer Marketing Specialist
Social-Emotional Learning
Helping students develop social and emotional competence is an essential component in their preparation to be successful adults. Career and Technical Education (CTE) classrooms and workplaces should foster the acquisition and application of the knowledge, skills and attitudes needed for social and emotional development. These include: self-awareness, self-management, social awareness, relationship skills, and responsible decision-making. Explicit teaching of, and regular student rehearsal of, these skills will lead to greater academic, social, and career outcomes.
Experiential Learning and Work-Based Learning
Experiential Learning opportunities should be embedded throughout a CTE Business and Marketing program, and could include industry tours, job shadowing experiences, service learning experiences, and student-led business operations. Work-based Learning (WBL) experiences as a continuation and application of classroom learning can also be developed. Work-based Learning includes both internship and Youth Apprenticeship opportunities for approved WBL programs with licensed WBL coordinators. Experiential Learning is a required component of every management, marketing, finance and technology program, with the intention that opportunities will be available for every student. Through involvement in Experiential Learning activities, students experience multiple career pathway occupations, learn expected workplace behavior, develop industry-specific technical skills, and are given opportunities to apply academic and occupational skills in the workplace or a simulated workplace environment.
Career Technical Student Organizations: Business Professionals of America (BPA) and DECA
Student participation in career technical student organizations (CTSOs) is considered as essential component of a quality career and technical education program. Minnesota Business Professionals of America (BPA) and Minnesota DECA provide students with opportunities for growth through education, competition, community service and professional development. Career and leadership development activities are embedded throughout the entire career cluster through classroom instruction and projects, as well as the DECA and BPA competitive event programs.
Assessing Competencies with Formative and Summative Assessments
[bookmark: _Hlk215729918]Employability skill performance indicators and benchmarks are typically assessed with “formative assessments.” The goal of formative assessment is to monitor student progress during an instructional unit to provide ongoing feedback that can be used by instructors to improve their teaching and by students to improve their learning. Formative assessments help students identify their strengths and weaknesses and target areas of needed improvement. They also help teachers recognize where students are struggling so that problems can be addressed in a timely manner. Formative assessments generally have low or no point value.
Career pathway technical skill competencies (identified by course in this document) are typically assessed with “summative assessments.” The goal of summative assessment is to evaluate student learning at the end of an instructional unit by comparing it against the competency or measurement to which the unit was aligned. Summative assessments have point values which generally are factored into a final course grade.
Business Clusters and Programs of Study in New Minnesota Career Wheel
Business program courses typically are categorized under one of six career clusters in the new Minnesota Career Wheel:
· Management and Entrepreneurship
· Marketing and Sales
· Financial Services
· Digital Technology
· Hospitality, Events and Tourism
· Entertainment, Arts and Design

[image: Minnesota Career Fields and Clusters Career Wheel]
[bookmark: _Hlk215730099]Career Cluster: Marketing and Sales	Program of Study: Marketing and Advertising
Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 1: Foundations
	[Course Title] Principles of Marketing

	[Course Code] 45
	[Course Code] 12164 (Beginner—Sequence 1 of 4)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 1: Foundations
	[Course Title] Principles of Marketing

	[Course Code] 01
	[Course Code] 12164 (Beginner—Sequence 1 of 4)


[bookmark: Mktg1Description45]Course Description: Students explore careers in marketing, sales, or small business operation, including opportunities in retail, wholesale, advertising, and other occupational fields using marketing principles.  The focus of the course is how the flow of goods and services from the producer to the consumer is impacted by marketing functions. Topics may include market research, the purchasing process, distribution systems, merchandising and promotion/display, salesmanship, sales promotions, store operation, business management, and entrepreneurship. Use of the Internet and social media as marketing tools may also be included. Course may include participation in organizations such as DECA and Business Professionals of America (BPA). Career pathway preparation could include: Sales Associate, Product Manager, and Sales Manager.
[bookmark: IntroMarketingStrand10]Instructional units in this course may include:
Product/Service Mix
Product Distribution Channels
Pricing Strategies
Communication and Promotional Strategies
Marketing Research and Project Management
Careers in Marketing Management and Marketing Communications
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Marketing and Advertising
	12164 Marketing 1—Foundations 
12164 Marketing 2—Functions & Integration
	12165 Advertising and Sales
12169 Social Media Marketing
	12056 International Marketing




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12164B.01 Develop a product or service mix in response to market opportunities.
	MS12164B.01.01 Identify product/service management activities to facilitate product development.
MS12164B.01.02 Assess the effectiveness of product packaging to improve brand recognition.
MS12164B.01.03 Develop marketing strategies to position products/services to promote a desired business image.

	MS12164B.02 Select and evaluate product distribution channels to meet business and marketing objectives.
	MS12164B.02.01 Assess channel-management strategies to improve their effectiveness and minimize their costs.
MS12164B.02.02 Develop distribution channel management plans to accomplish business and marketing objectives.

	MS12164B.03 Determine pricing levels to create desired profitability and meet customers’ perceptions of value.
	MS12164B.03.01 Use established pricing strategies to set optimal prices for goods and services.
MS12164B.03.02 Assess pricing strategies to identify needed changes to improve profitability.

	MS12164B.04 Communicate information about products, services, and/or ideas to achieve a desired outcome.
	MS12164B.04.01 Explain the value of corporate involvement in communities where they operate to foster a positive company image.
MS12164B.04.02 Develop a product or service promotional plan targeted to a desired audience.
MS12164B.04.03 Utilize personalized sales and communication strategies to influence purchasing decisions and enhance business image.
MS12164B.04.04 Evaluate the return on promotional efforts of existing promotional activities.

	MS12164B.05 Gather, access, synthesize, evaluate, and disseminate marketing information for use in making business decisions.
	MS12164B.05.01 Explain data collection methods to evaluate their appropriateness for intended research.
MS12164B.05.02 Utilize information technology tools to gather, store, and analyze marketing research information.
MS12164B.05.03 Evaluate marketing research procedures and findings to assess their credibility.

	MS12164B.06 Apply artificial intelligence (AI) concepts and tools to support development of marketing messages, customer engagement, and promotional strategies.
	ME12164B.06.01 Demonstrate use of AI features in marketing platforms (e.g., Canva, Google Ads, Meta Business Suite, or email marketing tools) to create and analyze promotional content.
ME12164B.06.02 Evaluate the impact of AI on customer experience, brand loyalty, and marketing ethics.


CTSO Competitive Events: 
DECA:	Principles of Marketing, Food Marketing Series, Marketing Communications Series, Retail Merchandising Series, Buying and Merchandising Team Decision Making, Virtual Business ChallengeRetail
Authentic Assessment—Examples:
Develop and present a marketing plan for a new or existing product or business, designed for a specific target audience
Develop print and digital marketing and advertising campaign materials for communications to target audiences
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics
Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
School store checklists/required safety training:
Use of equipment
Food handling procedures
Sanitation and cleaning of high touch areas
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications): 
YouScience: Marketing I 
MBA Research/NOCTI: Standard Marketing (2 Credit) 

Career Cluster: Marketing and Sales	Program of Study: Marketing and Advertising
Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 2: Functions and Integration
	[Course Title] Principles of Marketing

	[Course Code] 46
	[Course Code] 12164 (Intermediate—Sequence 2 of 4)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 2: Functions and Integration
	[Course Title] Principles of Marketing

	[Course Code] 02
	[Course Code] 12164 (Intermediate—Sequence 2 of 4)


[bookmark: Mktg2Description46]Course Description: This course expands on the foundational elements of marketing found in the Marketing 1 course. Content focuses on expanded coverage of the functions of marketing (Product, Price, Place, and Promotion) in simulated and real-world settings. Key course content includes strategic media planning, global marketing strategies, and evolving marketing technologies. Integration with CTSO (i.e., BPA or DECA) activities and competitive events as assessment projects is encouraged. Courses may prepare students for industry certifications. Career pathway preparation could include: Brand Manager, Communications Manager, and Product Planning Analyst.
[bookmark: FunctionsMarketingStrand10]Instructional units in this course may include:
Pricing Strategies for Different Stages of Product Life Cycle
Breakeven Pricing Based on Supply and Demand
Promotion and Media Plans
Effective Marketing Channel Management
Innovative Technologies in Marketing Customer Relationship Management
Applying Market Research for Product, Price, and Promotional Decisions
Careers in Marketing Channel Management and Promotions
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Marketing and Advertising
	12164 Marketing 1—Foundations 
12164 Marketing 2—Functions & Integration
	12165 Advertising and Sales
12169 Social Media Marketing
	12056 International Marketing




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12164I.01 Develop pricing strategies appropriate to changes in business objectives and the product life cycle.
	MS12164I.01.01 Analyze the current stage of a product’s life cycle and develop pricing strategies appropriate for each stage. 
MS12164I.01.02 Analyze changes in pricing strategies needed to accomplish changing business objectives.

	MS12164I.02 Analyze the influence of supply and demand on pricing products in the marketplace. 
	MS12164I.02.01 Analyze how the economic concept of elasticity of demand relates to pricing decisions. 
MS12164I.02.02 Explain how supply and demand establish a breakeven point for pricing and how this breakeven point is determined in actual market practice.

	MS12164I.03 Create promotional plans that identify media selection, timing of marketing activities, and marketing budgets to achieve marketing objectives. 
	MS12164I.03.01 Explain the use of promotional components used to communicate marketing objectives to target markets.  
MS12164I.03.02 Create a marketing budget based on available resources and marketing objectives.
MS12164I.03.03 Create a media plan to schedule the timing of marketing activities for various media in the marketing plan.

	MS12164I.04 Develop and analyze strategies for effective marketing channel management.
	MS12164I.04.01 Explain relationship between inventory management, sales forecasts, and marketing plans.
MS12164I.04.02 Analyze strategies for integrating supply chain capacities into business operations.
MS12164I.04.03 Analyze how channel partners leverage pricing, brand and expertise assets to manage channel relationships and minimize conflicts.

	MS12164I.05 Analyze the impact of evolving technologies on the delivery and impact of marketing activities.
	MS12164I.05.01 Analyze the ability of evolving technologies (e.g., SMS marketing, viral marketing, click funnels) to customize and expand reach of marketing messaging.
MS12164I.05.02 Analyze the ability of evolving technologies (e.g., customer relationship management systems, Internet of Things, artificial intelligence) to identify customer patterns and predict customer behavior and preference.

	MS12164I.06 Develop communication and promotion strategies for new products or services.
	MS12164I.06.01 Utilize market research to generate ideas for new products or services.
MS12164I.06.02 Apply product-mix strategies to develop desired brand image for products and services.
MS12164I.06.03 Recommend specific promotional channels and activities for target audience communications.
MS12164I.06.04 Create materials with strategic graphic design elements for target audience communications.


CTSO Competitive Events Aligned with this Course:
DECA:	Integrated Marketing Campaigns, Marketing Communications Series, Retail Merchandising Series, Marketing Management Team Decision Making, Virtual Business ChallengeRetail, Integrated Marketing CampaignEvent, Integrated Marketing CampaignProduct, Integrated Marketing CampaignService
Authentic Assessment—Examples:
Develop a marketing plan for a new or existing product or business, designed to communicate to a specific target audience
Develop and administer market research data instruments to acquire data for guiding marketing decision-making
Develop print and digital marketing and advertising campaign materials for communications to target audiences
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics
Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
School store checklists/required safety training:
Use of equipment
Food handling procedures
Sanitation and cleaning of high touch areas
Safety procedures for emergency situations
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications):  
YouScience: Marketing II
CollegeBoard College Level Examination Program (CLEP): Principles of Marketing Exam
MBA Research/NOCTI: Standard Marketing (3 Credit)

Career Cluster: Marketing and Sales	Program of Study: Marketing and Advertising
Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Advertising and Sales
	[Course Title] Advertising and Sales

	[Course Code] 48
	[Course Code] 12165 (Intermediate—Sequence 3 of 4)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Advertising and Sales
	[Course Title] Advertising and Sales

	[Course Code] 04
	[Course Code] 12165 (Intermediate—Sequence 3 of 4)


[bookmark: AdvertisingDescription48][bookmark: _Hlk188355443]Course Description: This course examines the principles and practices of advertising, promotion and sale of products and services. Topics include: advertising psychology, study of various media, advertising planning and budgeting, advertising design and layout, and the selling process. This course provides an overview of how communication tools can be used to reach target audiences and increase consumer knowledge. Student products are typically developed in simulated and real-world settings. Integration with CTSO (i.e. BPA or DECA) activities and competitive events is encouraged. Courses may prepare students for industry certifications.
[bookmark: AdvertisingSalesStrand10]Instructional units in this course may include:
Role of Advertising to Promote Informed Consumer Decision-Making
Market Segmentation Strategies to Identify Target Markets
Creating Promotional Plans and Professional Promotional Materials
Wholesale, Retail, and Professional Sales (Business-to-Business)
Effective In-Person and Virtual Sales Techniques
E-commerce Advertising and Sales
Careers in Advertising, Promotions, and Sales
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Marketing and Advertising
	12164 Marketing 1—Foundations 
12164 Marketing 2—Functions & Integration
	12165 Advertising and Sales
12169 Social Media Marketing
	12056 International Marketing




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12165.01 Explain the role of advertising to increase consumer knowledge and promote informed decision-making.
	MS12165.01.01 Explain the “psychology of advertising” concept and the economic and social effects of advertising/promotion.
MS12165.01.02 Describe current issues and trends in advertising/promotions.
MS12165.01.03 Analyze the interrelationship between the elements of the promotional mix.
MS12165.01.04 Distinguish between advertising, promotion, publicity, and public relations. 

	MS12165.02 Apply market segmentation strategies to analyze potential business markets.
	MS12165.02.01 Compare and contrast business options for obtaining marketing research data to develop customer profiles.
MS12165.02.02 Explain the need for targeted marketing in advertising and promotions.
MS12165.02.03 Utilize data to identify market segments and select a target market for specific products or services.

	MS12165.03 Create a promotional plan utilizing marketing techniques selected for specific target market audiences.
	MS12165.03.01 Utilize industry-standard graphic design software to create advertising media that inform and persuade intended audiences.
MS.12165.03.02 Create broadcast, online, email, social media marketing advertisements for identified target markets. 
MS12165.03.03 Develop an effective public relations media campaign.
MS12165.03.04 Develop a press/media release to raise media awareness for an upcoming promotional campaign.

	MS12165.04 Explain the importance of selling in a free enterprise economy.
	MS12165.04.01 Explain the role of the selling function in a free enterprise economy
MS12165.04.02 Distinguish between wholesale, retail, and professional sales.
MS12165.04.03 Analyze the impact of company/product brand image on creating first-time and repeat sales.

	MS12165.05 Apply the steps needed for an effective sales presentation.
	MS12165.05.01 Acquire customer and product knowledge needed for an effective presentation of products or services. 
MS12165.05.02 Develop questioning techniques in order to identify customer needs and wants and use feature-benefit selling for an effective sales presentation.
MS12165.05.03 Identify and resolve customer questions and objections and successfully close a sale. 
MS12165.05.04 Describe Customer Relationship Management.

	MS12165.06 Compare and contrast advertising and sales principles between brick and mortar and e-commerce business operations.
	MS12165.06.01 Identify components of a successful business-to-consumer e-commerce business and web site.
MS12165.06.02 Compare and contrast the advertising and sales techniques used by “brick and mortar” and “click and mortar” e-commerce businesses.
MS12165.06.03 Explain methods e-commerce web sites use to encourage repeat business and brand loyalty.
MS12165.06.04 Develop a marketing plan for an e-commerce business.

	MS12165.07 Apply artificial intelligence (AI) techniques and tools to support advertising strategies, personalize customer interactions, and improve sales.
	MS12165.07.01 Explain how AI enhances promotional efforts, including audience targeting, content creation, and campaign performance tracking.
MS12165.07.02 Demonstrate use of AI features in advertising platforms (e.g., Google Ads, Meta Ads Manager, or e-commerce tools) to design and optimize promotional content.


CTSO Competitive Events Aligned with this Course: 
DECA:	Principles of Marketing, Professional Selling, Marketing Communications Series, Virtual Business PlanRetail, Integrated Marketing Campaigns, Sales Project	
Authentic Assessment—Examples:
Develop an advertising plan for a new or existing product or business, designed to communicate to a specific target audience
Develop print and digital advertising campaign materials for communications to target audiences
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics and Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications):  
NOCTI: Advertising and Design
Google Ads Certification

Career Cluster: Marketing and Sales	Program of Study: Marketing and Advertising
Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Social Media Marketing
	[Course Title] Social Media Marketing

	[Course Code] 50
	[Course Code] 12169 (Intermediate)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Social Media Marketing
	[Course Title] Social Media Marketing

	[Course Code] 07
	[Course Code] 12169 (Intermediate)


[bookmark: SocialMediaDescription50][bookmark: _Hlk188610522]Course Description: This course addresses social media as a marketing tool and emphasizes social media messages, coordination of messaging across various social media platforms, and search engine optimization. Students will examine the uses, marketing strategies and data generated by social media marketing. Topics may include, but are not limited to, social media knowledge, social media marketing strategies, communication, and ethical responsibilities. Student use of actual social media tools, where allowed, is highly encouraged. Real-world applications in support of school or community groups/events, or through embedded DECA competitions, is also encouraged. Career pathway preparation could include: Social Media Coordinator, Social Media Marketing Manager, and Social Media Content Developer.
[bookmark: SocialMediaStrand10]Instructional units in this course may include:
Role of Social Media and Digital Marketing in Modern Marketing Plans
Digital Content Creation and Distribution
Media Law and Ethics for Online Content
Brand Influence and Promotion Through Social Media
Using Metrics to Analyze Digital Marketing Data
Career Opportunities in Social and Digital Media Marketing
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Marketing and Advertising
	12164 Marketing 1—Foundations 
12164 Marketing 2—Functions & Integration
	12165 Advertising and Sales
12169 Social Media Marketing
	12056 International Marketing




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12169.01 Explain the nature and role of social media and digital marketing in modern marketing activities.
	MS12169.01.01 Compare and contrast the purpose and messages for business and personal use of social media platforms.
MS12169.01.02 Compare and contrast the strengths and challenges of using various social media platforms for marketing.
MS12169.01.03 Explain recent trends in use of social media for online commerce and digital marketing activities.
MS12169.01.04 Analyze the 4 C’s of social media marketing (content, context/conversation, community, connection).
MS12169.01.05 Describe how social media is used for promotion, engagement of customers, brand building and sales. 

	MS12169.02 Explain the importance of content creation and distribution in social media and digital marketing.
	MS12169.02.01 Define content marketing and its importance in digital marketing. 
MS12169.02.02 Compare and contrast paid, owned, and earned content.
MS12169.02.03 Explain how content “goes viral” and the factors that help the content spread. 
MS12169.02.04 Explain the importance of content distribution to improve search engine optimization.

	MS12169.03 Analyze the impacts of media law and ethics when developing online content.
	MS12169.03.01 Analyze ethical guidelines and codes of ethics for use of social media content.
MS12169.03.02 Explain legal concepts affecting social media and digital content. 

	MS12169.04 Utilize social media platforms to create marketing messages for intended target markets.
	MS12169.04.01 Describe how social media is used for promotion.
MS12169.04.02 Explain how brand influence and promotion of products and services is done through social media.
MS12169.04.03 Create a social media marketing plan and social media marketing materials.
MS12169.04.04 Analyze the effectiveness of a social media strategic plan.
MS12169.04.05 Evaluate appropriate social media tools for different types of businesses and demographics.

	MS12169.05 Analyze data from digital and social media platforms to measure marketing effectiveness.
	MS12169.05.01 Define basic marketing metrics and google analytics to analyze data and information.
MS12169.05.02 Explain the difference between social media analytics and social media listening.
MS12169.05.03 Develop a set of metrics for a digital platform content audit to evaluate effectiveness and return on investment (ROI) of digital marketing activities.

	MS12169.06 Apply artificial intelligence (AI) tools and techniques to create, manage, and evaluate social media marketing that engages target audiences and support brand objectives.
	MS12169.06.01 Demonstrate use of AI features in social media platforms (e.g., Meta Business Suite, TikTok Creator Tools, or Canva Magic Studio) to create and optimize posts.
MS12169.06.02 Analyze ethical considerations related to AI in social media marketing, including data privacy, algorithmic bias, and transparency in sponsored content.


CTSO Competitive Events Aligned with this Course: 
DECA:	Principles of Marketing, Integrated Marketing Campaigns, Marketing Communications Series, Social Media Marketing Campaign Team
BPA:	Digital Marketing Concepts – Open, Digital Media Production
Authentic Assessment—Examples:
Develop social media campaign plans, timelines, and messages for digital communications and promotions to target audiences
Gather and analyze market research data using social media platforms to acquire data for guiding marketing decision-making
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics
Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications):  
YouScience: Digital Marketing
AMA Social Media Marketing Certification
Meta Certified Digital Marketing Associate

Career Cluster: Marketing and Sales	Program of Study: Marketing Research, Analytics & Ethics
Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 3: Research and Analysis
	[Course Title] Marketing Research and Analysis

	[Course Code] 47
	[Course Code] 12164 (Advanced—Sequence 4 of 4)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Marketing 3: Research and Analysis
	[Course Title] Marketing Research and Analysis

	[Course Code] 03
	[Course Code] 12164 (Advanced—Sequence 4 of 4)


[bookmark: Mktg3Description47]Course Description: Students develop and apply use of foundational marketing research methods for actual or simulated business settings. Major course themes include types of research designs, techniques for data collection, and data analysis. The course is structured to follow the steps in the marketing research process. Topics include problem definition, research design, data collection methods, questionnaire design, sampling, and data analysis and presentation. Emphasis is given to both the qualitative and quantitative aspects of marketing research that is systematic and objective. Data developed through marketing research efforts is used to identify and define marketing opportunities and problems; generate, refine, and evaluate marketing actions; and monitor marketing performance. Integration with BPA or DECA competitive events is encouraged. Career pathway preparation could include: Market Research Analyst, Marketing Director, and Digital Brand Ambassador.
[bookmark: MarketingResearchStrand10]Instructional units in this course may include:
Role of Marketing Research in Business Decision-Making
Designing Effective Marketing Research Studies
Collecting and Analyzing Research Data with Information Technology Tools
Organizing and Presenting Research Findings and Recommendations
Careers in Marketing Research and Marketing Analysis
[bookmark: _Hlk188021899]Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Market Research, Analytics and Ethics
	blank
	blank
	12164 Marketing 3—Research and Analysis




CTE Course Knowledge and Technical Skill Competencies
	[bookmark: _Hlk48826158]Competencies
	Sample Measurements

	MS12164.01 Explain how marketing research is used to analyze business problems, suggest potential solutions, and evaluate effectiveness of business activities. 
	MS12164.01.01 Utilize technical marketing research terminology in written proposals and presentations.
MS12164.01.02 Identify marketing research information sources and strategies used to collect and evaluate data for business decision-making.
MS12164.01.03 Explain the systematic approach of marketing research data collection and evaluation activities.

	MS12164.02 Design marketing research activities to identify business opportunities, suggest potential solutions, and evaluate effectiveness of business activities.
	MS12164.02.01 Use project management skills to identify research priorities, timelines, resources needed, and assign responsibilities for task completion.
MS12164.02.02 Analyze demographic information to define a target market and relate samples to the overall population.
MS12164.02.03 Compare and contrast research techniques to create primary and secondary research instruments.

	MS12164.03 Use information technology tools to collect and analyze data for use in marketing decision-making.
	MS12164.03.01 Use information technology tools to collect, store, and analyze qualitative and quantitative marketing information.
MS12164.03.02 Identify and apply sampling designs in the marketing research process.
MS12164.03.03 Analyze marketing data and propose marketing strategies based on the results to connect consumer motivation to desired products and services.

	MS12164.04 Present research findings and make recommendations for future business activities.
	MS12164.04.01 Organize and sort data to create a visual, oral, and written representation of information.
MS12164.04.02 Share research findings and provide recommendations based on analysis of research results.

	MS12164.05 Apply artificial intelligence (AI) tools and techniques to enhance marketing research processes, interpret consumer data, and support evidence-based decision-making.
	MS12164.05.01 Demonstrate use of AI features in research platforms (e.g,, Google Trends, Qualtrics, or CRM systems) to gather and interpret consumer data.
MS12164.05.02 Analyze real or simulated datasets using AI-assisted tools to draw conclusions about consumer behavior, market trends, or product performance.




CTSO Competitive Events Aligned with this Course: 
DECA:	Business Operations Research, Hospitality and Operations Research, Buying and Merchandising Operations Research, Sports and Entertainment Operations Research, Finance Operations Research
Authentic Assessment—Examples:
Develop and administer market research data instruments to acquire data for guiding marketing decision-making
Collect and analyze market research data, and develop marketing recommendations for a product or business
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics
Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications): 

Career Cluster: Marketing and Sales	Program of Study: Retail and Customer Experience
[bookmark: _Hlk188018898]Program Code: 140710			Eligible Licenses: 140050 (primary); 140710, 140100, 140120 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Sports/Entertainment Marketing
	[Course Title] Sports and Entertainment Marketing

	[Course Code] 49
	[Course Code] 12163 (Beginner)



Program Code: 040800			Eligible Licenses: 140050 (primary), 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Sports/Entertainment Marketing
	[Course Title] Sports and Entertainment Marketing

	[Course Code] 05
	[Course Code] 12163 (Beginner)


[bookmark: SportsMktgDescription49][bookmark: _Hlk188610453]Course Description: Students develop an understanding of the basic marketing concepts and terminology related to the sports and entertainment industries. Content and learning activities will emphasize the importance and inter-relatedness of event marketing components that include: endorsements, sponsorships, corporate partnerships, merchandising, and entertainment venues. Learning opportunities include using the internet as a marketing tool, conducting a marketing research analysis, creating a marketing campaign, and operating a simulated sports or entertainment business. Career pathway preparation could include: Entertainment Media Coordinator, Event Sponsorship Coordinator, and Sports Marketing Account Manager.
[bookmark: SportsMarketingStrand10]Instructional units in this course may include:
Promotional Activities to Develop Brand Image
Media Distribution and Venues for Sports & Entertainment Business Operations
Use of Celebrity/Professional/Expert Endorsements in Sports & Entertainment
Corporate Sponsorships and Partnerships in Sports & Entertainment
Event Pricing Strategies
Marketing Research to Identify Target Markets and Business Opportunities
Career Ladders and Opportunities in Sports and Entertainment Marketing
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Retail and Customer Experience
	12163 Sports and Entertainment Marketing
12153 Retail/Fashion Merchandising
	12NEW School Store Operations 1
	12NEW School Store Operations 2




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12163.01 Develop promotional marketing plans targeting specific audiences to improve return on marketing investment (ROMI).
	MS12163.01.01 Apply marketing-mix strategies to develop a desired brand image for products and services.
MS12163.01.02 Recommend specific promotional channels and activities to communicate with targeted audiences.
MS12163.01.03 Differentiate the use of public relations, advertisements, and trade shows to communicate with different target audiences.
MS12163.01.04 Develop a promotional marketing plan targeted to a desired audience.
MS12163.01.05 Assess the effectiveness of marketing strategies for improving return on marketing investment (ROMI).

	MS12163.02 Select and evaluate product distribution channels to meet business and marketing objectives.
	MS12163.02.01 Describe options for channel management in sports and entertainment marketing.
MS12163.02.02 Analyze consumer engagement opportunities through media distribution options in sports and entertainment industries.
MS12163.02.03 Compare and contrast the various types of sports and entertainment venues used for customer experiences.

	MS12163.03 Analyze characteristics of endorsements which make them effective in promoting a product or event.
	MS12163.03.01 Analyze the characteristics of effective endorsements as part of event or sports promotion plans.
MS12163.03.02 Develop an event promotion plan that includes endorsements from individuals whose personal and professional brand positively amplifies brand imaging and sales success for the event.

	MS12163.04 Compare and contrast corporate sponsorship/partnership advantages and limitations.
	MS12163.04.01 Compare and contrast corporate sponsorships and partnership opportunities for event or sports promotion plans.
MS12163.04.02 Develop an event promotion plan that includes corporate sponsorships and partnerships which positively amplify brand imaging and sales success.

	MS12163.05 Determine pricing levels to create desired profitability and meet customers’ perceptions of value.
	MS12163.05.01 Describe the sales impact of event pricing in sports and entertainment marketing.
MS12163.05.02 Use established pricing strategies to set optimal prices for goods and services.
MS12163.05.03 Assess pricing strategies to identify needed changes to improve profitability.

	MS12163.06 Analyze marketing research information for use in business decision making.
	MS12163.06.01 Identifying marketing research information sources and strategies used to collect and evaluate data for business decision-making. 
MS12163.06.02 Explain the systematic approach of marketing research data collection and evaluation activities.
MS12163.06.03 Analyze demographic information to define a target market and relate samples to a population.
MS12163.06.04 Use information technology tools to collect, store, and analyze qualitative and quantitative marketing information.
MS12163.06.05 Analyze marketing data and propose marketing strategies based on the results to connect consumer motivation to desired products and services.
MS12163.06.06 Utilize market research to generate ideas for new products or services.


CTSO Competitive Events Aligned with this Course: 
DECA:	Sports and Entertainment Marketing Series, Sports and Entertainment Marketing Team Decision Making, Virtual Business ChallengeSports, Sports and Entertainment Marketing Operations Research, Integrated Marketing Campaign - Event
Authentic Assessment—Examples:
Develop marketing plans for a sports/entertainment event that utilize celebrity/professional endorsements and sponsorships to increase effectiveness of target audience reach
Develop event pricing models for a sports/entertainment event based on target market research and intended profit goals
Develop print and digital marketing and advertising campaign materials for communications to target audiences
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics and Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications):  
YouScience: Sports and Entertainment Marketing

Career Cluster: Marketing and Sales	Program of Study: Retail and Customer Experience
Program Code: 040800			Eligible Licenses: 140050 (primary); 040800 (legacy)
	Minnesota Frameworks
	Minnesota Common Course Catalog (MCCC)

	[Course Title] Retail and Fashion Merchandising
	[Course Title] Retail Marketing and Fashion Merchandising

	[Course Code] 06
	[Course Code] 12153 (Intermediate)


[bookmark: RetailDescription06][bookmark: _Hlk188610491]Course Description: This course follows a similar content structure to the Marketing 2 course, with a specific focus on technical skills used in retail and fashion merchandising. Topics may include fashion cycles, fashion history, design, style, and the psychology of merchandising and displays. Development of actual or simulated merchandising displays in community business and school-based enterprise (SBE) settings is encouraged. Industry tours, job search and employability skills, and student work in real-world settings are embedded as important course elements, as well as integration of CTSO (i.e. BPA or DECA) activities and competitive events. Career pathway preparation could include: Retail Merchandising Manager, Visual Merchandising Associate, and Showroom Specialist.
[bookmark: RetailMarketingStrand10]Instructional units in this course may include:
Current and Historical Influences on Fashion Trends
Stock Planning and Fashion Distribution Channels
Sales Techniques for Fashion Apparel
Principles of Design and Impact on Production, Marketing and Selling
Promotional Marketing Campaigns
Digital and Physical Merchandising Displays
Careers in Retail and Fashion Merchandising
Course Progression in this Career Cluster:
	Program of Study (POS)
	Introductory Courses
	Intermediate Courses
	Advanced Courses

	Retail and Customer Experience
	12163 Sports and Entertainment Marketing
12153 Retail/Fashion Merchandising
	12NEW School Store Operations 1
	12NEW School Store Operations 2




CTE Course Knowledge and Technical Skill Competencies
	Competencies
	Sample Measurements

	MS12153.01 Analyze the evolution of fashion apparel and the influences that impacted past and current fashion trends.
	MS12153.01.01 Identify eras of modern fashion and the societal, cultural, economic, and technical influences on fashion of each era.
MS12153.01.02 Explain the use of a fashion cycle in recognizing current and future fashion trends and aligning fashion production and marketing to those trends. 
MS12153.01.03 Analyze societal trends in fashion and textiles and their influence on fashion forecasting.

	MS12153.02 Analyze the importance of merchandise purchasing plans and inventory management to effective marketing strategies.
	MS12153.02.01 Describe the product selection process for buying fashion inventory.
MS12153.02.02 Explain stock planning and control strategies and technologies used to maximize availability of inventory to meet demand created by marketing activities.
MS12153.02.03 Analyze the importance of fashion distribution channels.

	MS12153.03 Deliver a sales demonstration using fashion apparel and marketing strategy knowledge to appeal to a desired target audience
	MS12153.03.01 Compare and contrast techniques for selling fashion apparel to those used for other types of products and services.
MS12153.03.02 Explain use of online selling techniques including mobile and personal devices.
MS12153.03.03 Deliver a sales demonstration on a fashion apparel product line to an appropriate target audience.

	MS12153.04 Evaluate the impact of textiles and production processes on the marketing and selling of fashion apparel.
	MS12153.04.01 Evaluate how properties of fabric and finishes impact the design, construction, performance, and marketing of apparel.
MS12153.04.02 Explain the principles of design involved in fashion apparel design.
MS12153.04.03 Analyze apparel production and alteration costs as a function of image, quality, and price value.
MS12153.04.04 Analyze the impact of trade laws related to fabric and textiles on fashion apparel production, marketing and selling.

	MS12153.05 Create a promotional marketing campaign to increase awareness of a desired target audience for a fashion apparel product line.
	MS12153.05 01 Match target market characteristics to selling features of fashion apparel to identify an appropriate target audience.
MS12153.05.02 Create a promotional calendar of events for a given line of fashion merchandise.
MS12153.05 03 Create a marketing campaign for a fashion apparel product line, selecting marketing tools and media to impact a specific target audience.

	MS12153.06 Create merchandising displays for fashion apparel, suited to product, target audience, and store layout.
	MS12153.06.01 Explain the importance of visual merchandising to consumer buying behavior.
MS12153.06.02 Create digital or physical merchandising displays which emphasize fashion design elements to impact desired target audiences.
MS12153.06.03 Construct an interior store display and window display suited to product, audience, and store layout.


CTSO Competitive Events Aligned with this Course:
DECA:	Apparel and Accessories Marketing Series, Buying and Merchandising Team Decision-Making, Retail Merchandising Series, Buying and Merchandising Operations Research, Virtual Business Challenge: Retail
Authentic Assessment—Examples:
Develop merchandising displays to promote fashion apparel and accessories in a physical retail store setting
Develop digital merchandising displays to promote fashion apparel and accessories in digital media and website platforms
Develop print and digital marketing and advertising campaign materials for communications to target audiences
Required Safety Training—Potential Topics:
Current federal, state, and local health and safety laws/regulations specific to the career pathways in this course:
Employee rights and responsibilities (roles of labor organizations)
Harassment laws: U.S. Equal Employment Opportunity law
Human Resource regulations for the workplace
Ergonomics and Equipment safety (desktop and mobile devices)
Online safety (acceptable use policies, protecting passwords, protecting identity information online)
Credentials of Value (Postsecondary Credits, Industry-Recognized Skill or Knowledge Certifications):  
YouScience: Marketing I
MBA Research/NOCTI: Standard Marketing (3 Credit)
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