
 

People with careers in this pathway manage advertising, promotions, marketing, sales and public 
relations. 

EXPLORATORY TASK: Consider a group or club in your school. Develop a marketing plan to increase 
student membership. Include these in your plan: 

• How to increase positive perception of the group  

• Benefits of joining the group  

• Upcoming plans and activities  

• Delivery method, e.g., flyer, social media, broadcast, etc. 

OBJECTIVE: Introduce students to the different components of marketing, e.g., research, planning, 
implementation, evaluation. 
 

TEACHER SUPPORT:  

• Collaborate with a marketing professional or a CTE business or marketing teacher. 
 

STUDENT SUPPORT:  

• Provide links, examples, checklist and/or a template for students to use. 

 

LEARNING EXTENSIONS: 

• Invite a marketing professional or a CTE business or marketing teacher to discuss to the different 

components of marketing, e.g., research, planning, implementation, evaluation. 

• Lead a discussion connecting school subjects and this pathway. 

• Lead a discussion about personal qualities of a marketing professional. 

• Identify and research a career within this pathway. 

CONNECTIONS TO KENTUCKY ACADEMIC STANDARDS 

• Career Studies: ES.M.8, ES.M.9, C.M.5 

• Reading and Writing: RI6.4 
 

NOTE: 

• These samples represent students’ first introduction to authentic topics and skills related to a 

career cluster.  

• The sample included in this pathway is a teacher created model. 
 

 

 

 

EXPLORATORY TASKS STUDENT SAMPLES 

CLUSTER: Marketing 

PATHWAY: Marketing Management Pathway 

 



 

 

 

 

 

 

 

 



 

Sales professionals work to manage clients and customers, find new sales leads and manage products or 
brands. They may sell to individuals or businesses. 

EXPLORATORY TASK: Your swim team is selling t-shirts to raise money to attend the regional finals. 
There are 20 members on the team. The fee for each member is $50. Your cost is $5 per shirt. Create a 
sales plan to determine how:  

• Much to charge per shirt  

• Many shirts each member will need to sell at that price  

• Many shirts to order from the company 

OBJECTIVE: Introduce students to the different components of sales, e.g., research, planning, 
implementation, evaluation. 
 

TEACHER SUPPORT:  

• Collaborate with a sales professional or a CTE business or marketing teacher. 
 

STUDENT SUPPORT:  

• Provide links, examples, checklist and/or a template for students to use. 

 

LEARNING EXTENSIONS: 

• Invite a sales professional or a CTE business or marketing teacher to discuss to the different 

components of sales, e.g., research, planning, implementation, evaluation. 

• Lead a discussion connecting school subjects and this pathway. 

• Lead a discussion about personal qualities of a marketing professional. 

• Identify and research a career within this pathway. 

CONNECTIONS TO KENTUCKY ACADEMIC STANDARDS 

• Career Studies: ES.M.8, ES.M.9, C.M.5 

• Reading and Writing: RI6.4 
 

NOTE: 

• These samples represent students’ first introduction to authentic topics and skills related to a 

career cluster.  

• The sample included in this pathway is a teacher created model. 
 

EXPLORATORY TASKS STUDENT SAMPLES 

CLUSTER: Marketing 

PATHWAY: Professional Sales Pathway 

 



 

 

 

 

 

 



 


