ARTICULATION AGREEMENT 



BENEFITS PAGE 

This Articulation Agreement is in effect between MISSION COLLEGE and ESUHSD. It affirms the commitment that each has with respect to program articulation. 

Mission College and ESUHSD staff, representing their respective educational programs, have met, analyzed, and compared the content and exit competencies of their course of instruction. They have agreed that the ESUHSD class MARKETING articulates with Mission College's MKT 056A MARKETING PRINCIPLES. 

The attached Articulation Agreement shall be placed into effect on this date. This agreement will remain in effect for one school year, ending in June 2012. Appropriate instructional and administrative staff must meet face-to-face at the annual Tech-Prep Articulation Day to review and update this agreement. 

The Ultimate Goal Of This Articulation Agreement Is To Help The Student To Succeed In Their Chosen Program Of Study/Career Pathway: 

Benefits to the Students: 

· Provides incentives for students to continue their education. 

· Allows students to receive college credit and/or advanced placement through effort and achievement at the secondary schools, reducing duplication of effort and time, thus lowering costs. 

· Provides students with assessment, placement, orientation and counseling services to ease the transition from secondary school to the college. 

· Enhances job opportunities by helping students quickly acquire specific marketable job skills. 

Benefits to Secondary Schools/Mission College: 

· Supports matriculation by preparing students for an identified Program of Study/Career Pathways. 

· Goal oriented, better prepared students increases retention. 

· Provides the opportunity for the college to focus on higher-end courses within the Program of Study/Career Pathways. 

Benefit to the Community and Industry: 

· Tech Prep program allows industry and community opportunities for direct input into the curriculum. 

· Tech Prep consortia improves communication with other educational entities and prospective employers. 

· Provides employees with relevant competencies for career applications. 

Benefits to Faculty: 

· Secondary school instructors gain first-hand information about community college programs and services. 

· Community college faculty gain information about secondary school programs and capabilities. 

· Helps faculty understand how their courses fit into the overall Program of Study/Career Pathway. 

· Connects faculty to their role as economic and workforce development leaders and stewards within their community, assisting them to counsel students in Programs of Study/Career Pathways. 
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COURSE OVERVIEW PAGE 

MISSION COLLEGE
 Articulation Form 

School Year: 2011-12
	College 
	Mission College 
	High School 

District/ ROP 
	ESUHSD 

	Course Name/# 
	056A MARKETING 

PRINCIPLES 
	Course Name/# 
	MARKETING 

	Program 
	MKT 
	Program 
	BUSINESS 

	Units 
	3.0; 54.4 hours 
	Hours 
	3.0; 180 hours 

	Textbooks/ 

Software/Etc. 
	Armstrong, Gary and 

Kotler, Philip. Marketing: 

An Introduction. Upper 

Saddle River, 2007. 

Handouts, Magazine 

Articles, Internet Research, 

and other materials 

provided by the instructor 
	Textbooks/ 

Software/Etc. 
	Marketing Essentials 

(Farese, Kimbrell, Woloszyk) 

2006, Glencoe 
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	Mission College Course Description:
	HS/ROP District Course Description

	This course covers the areas and various activities involved in the transfer of goods from producer to ultimate customer. Retail, wholesale and industrial marketing channels and institutions are investigated. Discussion of marketing concepts, promotional strategies, pricing policies, and international marketing are incorporated 


	

Marketing is an intermediate level course designed to provide students with the essentials of marketing which show three foundations: (l) economic foundations (2) marketing and business foundations and (3) human resource foundations. Students will learn the functions of marketing, marketing practices, and will use their marketing skills through on the job work experiences provided through ROP. 





ARTICULATION AGREEMENT 
COURSE COMPARISON PAGE 

	Mission College Course Content
	High School District Course Content

	A. Defining marketing 
	1. Define Marketing and Identify the nine 

   functions of marketing 

	B. Company and marketing strategy 
	2. Name the five economic utilities and distinguish 

    those related to marketing and State the 

    marketing concept 

	C. The marketing environment 
	3. The Marketing Environment 

	D. Managing marketing information 
	4. Marketing information management 

	E. Consumer and business buyer behavior 
	5. Consumer and Buyer behaviors 

	F. Segmentation, targeting and positioning 
	6. Segmentation, targeting, and positiong 

	G. Product, services and branding strategy 
	7. Define positioning and illustrate its use 

	H. New product development and product life 

       cycle strategies 
	8. Distinguish businesses from each other based on 

     general characteristics 

	I. Pricing 
a. Marketing channels and supply chain 
       management 
	9. Pricing strategies 

	
	10. Marketing channels and supply chain 

      management 

	K. Retailing and wholesaling 
	11. Retailing and wholesaling 

	L. Advertising 
	12. Explain the six primary elements of 

communication and practice the three skills that will 

help you read with understanding and list four basic 

patterns for organizing a formal speech 

	M. Sales promotion 
	13. List four basic patterns for organizing a formal 

        speech and identify three personal skills to master 

       for successful interpersonal relations in the 

      marketing world 

	N. Public relations 
	14. Public Relations 

	O. Personal selling 
	15. Identify the three levels of management and the 

        management techniques used by effective 

        managers 

	P. Direct marketing 
	16. Direct Marketing 

	Q. Marketing in the digital age 
	17. Digital Age Marketing 

	R. The global marketplace 
	18. Global Marketplace 

	S.  Marketing ethics and social responsibility 
	19. Distinguish different types of sales positions 

        and list the eight steps of a sale. 

	T.  Writing Assignments: 
Students compose assignments such as: 

1. Marketing plans 

2. Case studies 

3. Internet research assignments 
	   20. 

      - Marketing Plan 

      - Advertising Project 

      - Selling Project 

	U. Outside Assignments 

1. Assigned reading 

2. Research in libraries and resource 

centers 

3. Assigned writing 
	  21. 

    - Various readings 

    - Career Research Project 

	   V. Critical Thinking Assignments 

1. Participate in problem-solving 

        discussions. 

2. Perform case study analyses. 

3. Complete introspective assessment exercises. 


	22. SCANS Employability Skills 

     Prepare Advertising Campaign 


ARTICUALTION AGREEMENT       COURSE COMPARISON PAGE
	Mission College Course Student Learning Outcomes
	H.S District/ROP Course Student Learning Outcomes

	1. Describe the marketing function
	Describe the marketing function.

	2. Evaluate marketing from the consumer's definition. 


	A. Evaluate marketing from the consumer's definition.

	3. Identify product planning techniques. 


	B. Identify product planning techniques. 



	4. Evaluate channels of distribution. 


	C. Discuss channel distribution. 



	5. Compare and contrast pricing
	D. Compare and contrast pricing.

	6. Integrate marketing research into a logical framework. 


	E. Identify marketing research 



	7. Evaluate sales promotional tools.
	F. Identify sale promotion tools. 
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ARTICULATION AGREEMENT 


School: 
_ 



Course: 



MEASUREMENT PAGE 

	Measurement Method (industry certification or licensure) 
	Measurement Method (industry certification or licensure) 

	A. Student achievement evaluation shall be 
  comprised of class participation, 

  examinations, and written assignments. 
	 l. Student achievement evaluation shall be 
comprised of class participation, 

examinations, and written assignments. 

	B. 
	2. 

	C. 
	3. 

	D. 
	4. 

	E. 
	5. 


Credit for the course listed will be granted if the following criteria are met: 

    (x)  Stipulated grade of B or better 

    (x)  Credit-by-Examination administered by ( ) Secondary School ( ) Mission College 

    (   Demonstration/Portfolio 

    (   Certification of specific competencies 

       (   Other 
_ 

Statewide Career Pathways Template associated with this articulation agreement:

____________________________________________________________
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