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Sports and Entertainment Marketing #5500 
 

Description Sports and Entertainment Marketing will focus on marketing as it applies to the sporting/entertainment 
industry.  This class is designed to incorporate contemporary marketing strategies with the 
sports/entertainment industry.  Through this course, students will develop their own professional sports teams 
or entertainment events that will compete in a simulated “real world” environment.  Students base a series of 
marketing discussions, decisions, and projects around their team event. 

Credits .5 
 

Prerequisites Freshman/Sophomore 
 

Textbooks/Resources Farese, Kimbrell & Woloszyk. Marketing Essentials – 3rd Edition. Glencoe, 2002. (ISBN 0-02-
644191-8) 

Required Assessments  
 

Board Approved July 2003 
 

Revised  

 

AASD Marketing Goals for K-12 Students 
 
 Develop and maintain students to think critically. 
 Acquire broad understanding of, and skills in, marketing so that they can transfer their skills and knowledge between 

and among industries. 
 Understand and use technology to perform marketing activities. 
 Understand the importance of interpersonal skills in diverse societies. 
 Develop a realistic understanding of work. 
 Develop an understanding and appreciation of business ethics. 
 Utilize a variety of types of interactions with the business community. 
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AASD Marketing Standards for Students in Sports and Entertainment Marketing (#5500) 

 
I. Entrepreneurship A. Create a business plan. 

B. Present and defend a business plan to a potential investor. 
C. Operate and evaluate an entrepreneurial venture; e.g., school-based enterprises; such as a 

store, senior project, school store. 
D. Critique field trips, interviews, and guest speaker presentation from local entrepreneurs. 
E. Identify and locate local, state, and federal sources of assistance for entrepreneurs. 
F. Develop marketing strategies related to entrepreneurial ventures. 

  
II. Free Enterprise A. Contrast ways of organizing and operating a business in a free enterprise system. 

B. Analyze the interaction of supply and demand to determine price in a free enterprise 
system. 

C. Describe and give examples of the ways in which economic conditions and trends, both 
domestic and global, affect marketing. 

  
III.  Global Marketing A. Analyze political opportunities and challenges that affect global marketing efforts drawing 

from geography, international current events, or cultural controversies in a specific part of 
the world. 

B. Identify and analyze cultural factors; such as human needs, values, ideals, and public 
policies that affect global marketing. 

C. Compare distribution systems and how they function in different types of economies. 
D. Describe the purpose and effects of various national and international laws that impact 

conducting business globally. 
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IV. Marketing Function A. Explain and defend the significance of marketing in the United States economy and in 
business operations. 

B. Determine and select appropriate channels of distribution for a product or service line. 
C. Determine the role of finance and credit in the operations of a business. 
D. Determine the need for and develop different types of marketing research. 
E. Analyze and establish pricing strategies for a product and/or service line. 
F. Research and analyze the life cycle for a product, service, or business. 
G. Develop and present a promotional plan for a project, service, or business. 
H. Develop buying strategies for a product or service. 
I. Analyze systematic and market-driven purchasing practices. 
J. Develop and present a comprehensive risk management plan for a business. 
K. Demonstrate and evaluate professional selling techniques. 
L. Describe criteria for ethical marketing practices. 
M. Develop and defend a marketing plan. 

  
V. Critical-Thinking A. Apply problem-solving skills to investigate marketing concerns: 

 identify a major marketing-related concern 

 gather primary and secondary data for use in market research 

 examine and interpret data critically 

 examine probable consequences and evaluate risks of each potential conclusion 

 give reasons to support conclusions about probably plan of action 

 evaluate the evidence and conclusions needed 
B. Review findings with various groups of peers at each stage of the process. 
C. Record personal thoughts about what was learned from the experience. 

  
VI. Marketing Applications A. Use research procedures and skills to develop an informed position on a marketing-related issue. 

B. Demonstrate ability to perform successfully in a workplace setting as a paid employee in a 
marketing position. 

C. Critique the significance of the nine marketing functions and their role in satisfying customers’ 
needs. 

D. Conduct a research project for a local company to solve a marketing problem. 
E. Apply on-the-job experiences and knowledge to classroom projects and activities. 
F. Form a business (partnership or corporation) to produce, distribute, promote, and sell a product, 

service, or idea. 
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G. Apply ethical behavior to marketing applications. 
VII. Lifework Development A. Apply work-based skills and knowledge to potential jobs and the changing activities in 

marketing. 
B. Analyze work-based experiences in marketing and interpret how these experiences 

influence education and occupation options. 
C. Demonstrate knowledge of change in the field of marketing and describe how to adapt to 

new marketing technology and changing requirements in the marketing workplace. 
  

VIII. Marketing Technology A. Identify, use, and analyze database and spreadsheet information related to marketing. 
B. Use presentation software and electronic media for marketing communications and 

activities. 
C. Use communication technologies to perform marketing-related activities. 
D. Discuss the importance of business ethics and practices in the use of marketing and 

communication technologies. 
E. Discuss applications of technology appropriate to each marketing function:  buying, 

pricing, selling, promotion, risk-management, marketing information management, 
distribution, finance, product/service planning. 

F. Develop marketing applications that use technology. 
G. Discuss and recognize the importance of technologies appropriate to marketing. 

  
IX. Organizational 

Leadership 
A. Use leadership behaviors to plan and implement a marketing project or DECA activity. 
B. Demonstrate supervisory behavior and delegate responsibility and authority in a marketing 

or DECA activity. 
C. Develop a personnel policy and plan for a marketing department, enterprise, or DECA 

Chapter. 
D. Describe various employee evaluation or appraisal techniques and select one appropriate 

to given marketing or DECA activity. 
E. Design training programs for new and incumbent marketing employees or DECA 

members. 
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Essential Learning Objectives Performance Indicators Classroom Assessments 
 

 
1. Participate in an entrepreneurial 

venture. 

Performance will be satisfactory when the student: 
a. identifies common traits, beliefs, and attitudes associated 

with being a marketing professional. 
b. analyzes factors associated with business failures and 

successes. 
c. plans/coordinates a business’s fiscal activities. 
d. demonstrates marketing strategies used in entrepreneurial 

ventures. 

 

 School store unit test 

 Quarterly employee evaluations 

 Read invoices 

 Track inventory 

 Balance cash register 

 Provide good customer service 

 Coordinate monthly promotions 
 

Objectives are linked to the following AASD Marketing standards:   
I. Entrepreneurship     

 
 

 

 
2. Develop leadership qualities 

within a student’s school, 
community, and marketing 
related settings. 

Performance will be satisfactory when the student: 
a. works effectively in a team situation to plan and complete 

a major project. 
b. relates the logic and rationale underlying judgments, 

decisions, and actions. 
c. explains the functions of a manager or supervisor. 
d. distinguishes roles and duties of positions within an 

organization. 
e. understands the importance of problem solving and 

communicating ideas in a business environment. 

 

 Leadership lab participation 

 DECA Career Development 
Conference 
-District 
-State 
-National 

 Sports Marketing Seminar 

 Become local, state, national 
DECA officer 

 Central Region participation 
 

Objectives are linked to the following AASD Marketing standards:   
    IX. Organizational Leadership  
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Essential Learning Objectives Performance Indicators Classroom Assessments 
 

 
3. Identify how marketing is used in 

the sports and entertainment 
industries. 

 

Performance will be satisfactory when the student: 
a. describes different types and purposes of promotions. 
b. explains how different products and services meet the 

needs of customers. 
c. recognizes and discusses the importance of technologies 

appropriate to marketing. 
d. demonstrates selling in the sports and entertainment 

industry. 
e. develops marketing strategies for the sports and 

entertainment industry. 
f.  

 

 Group projects 

 Unit test 

 Power Point presentation 

 Role play 

 DECA competitive events. 
 

Objectives are linked to the following AASD Marketing standards:   
VIII. Marketing Technology; IV. Marketing Function 

 
 

 
4. Identify careers in the sports and 

entertainment industry. 

Performance will be satisfactory when the student: 
a. uses the Internet to access business reports and assist in 

researching career opportunities. 
b. selects and uses presentation software. 
c. discusses the importance of business ethics in the sports 

and entertainment industry. 
d. distinguishes the roles and duties of positions within the 

sports and entertainment industries. 
 

 

 

 Create a news release (public 
relations) 

 Unit test 

 Career research paper 

 Power Point presentation 

 Group projects 
 
 

Objectives are linked to the following AASD Marketing standards:   
VIII. Marketing Technology; IX. Organizational Leadership 
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Essential Learning Objectives Performance Indicators Classroom Assessments 
 

 
5. Define “Marketing” and the role it 

plays in our daily lives. 

Performance will be satisfactory when the student: 
a. identifies the functions and foundations of marketing. 
b. identifies a “target market”. 
c. identifies the four components of the marketing mix. 

 

 Unit test 

 Group projects 

 Business analysis 

 Create Power Point presentation 
 

Objectives are linked to the following AASD Marketing standards:   
IV. Marketing Function; VI. Marketing Applications 

 

 
6. Employ processes and 

techniques to sell 
goods/policies/ideas. 

Performance will be satisfactory when the student: 
a. acquires product knowledge needed to perform 

professional selling. 
b. prospects to maintain or increase client numbers in 

professional selling. 
c. completes a preparation needed to make a sale 

presentation. 
d. establishes initial relationship with clients to sell 

goods/services/ideas. 
e. converts objections into benefits to continue sales 

process. 
f. closes sales to conclude sales. 

 

 Unit test 

 Group projects 

 Create and present a sponsorship 
package to an area business 

Objectives are linked to the following AASD Marketing standards:   
IV. Marketing Function; VI. Marketing Applications 
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Essential Learning Objectives Performance Indicators Classroom Assessments 
 

 
7. Use staff in organizing, leading, 

controlling and planning to 
manage sales. 

Performance will be satisfactory when the student: 
a. leads sales force to improve staff’s sales ability. 
b. plans sales activities and strategies to guide sales force. 

 

 Chapter assessments 

 Unit performance assessment 

 Review company incentive 
programs 

 Coordinate a company incentive 
program for an area business 

 

Objectives are linked to the following AASD Marketing standards:   
IV. Marketing Function; VI. Marketing Applications 

 

 
 
 
 
 
Resources and learning activities that address course objectives:   


