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Course Objectives:
1. To practice real problem solving using all business disciplines
2. To identify marketing and perception issues which frame business decisions
3. To gain experience using analytics and forecasts to determine business direction
4. To improve skills in oral communication and critical discussion

Assigned Materials
	“On Intelligence” available from the University Coop
“Chasing Cool” available from the University Coop
“Micro Trends” available from the University Coop
“You’re So Money” available from the University Coop
“Super Freakonomics” available from the University Coop

Grading
· Class Participation							20%
· One-on-One Interview						20%
· One-on-One Marketing Professional Services Presentation		20%
· Team Presentation							20%
· Test Results								20%

Class participation grades will be determined based upon: quality and insight of participation, quantity of participation, and class attendance.  Failure to attend and participate in the “Guest Speaker” and “Class Designated Topics” discussions will result in bad things happening to your grade.  Class participation is not about being right or wrong; it is about showing thought and insight and applying what you have learned.  Class participation will include the results of smaller projects.

	“One-on-One” presentations are individual presentations by the student to the instructor.  These presentations are outside of class and take place in the instructor’s office.  The first presentation is a mock interview.   The second one-on-one is a presentation selling professional services.  The presentations will be graded on quality of presentation, creativity, and use of the concepts discussed in class.

Team  presentation grades will be determined by the professor based upon: the quality of the team’s analysis and presentation, the quality of the team’s response to audience questions, how well the team engages the audience during the presentation and follow-up questions, our observations of individual participation, and input from the team members on each individual’s participation.

	The final exam is a written exercise to demonstrate mastery of and the ability to apply the concepts discussed in the class.  The exam covers all sections of the course except “Business Ethics”, “Marketing Yourself”, and “Marketing Professional Services”.  The test will be in a written essay format.

	Each graded item will be given a number grade from 0 to 20.  The final grade will be determined by adding the individual grades together, then applying the normal grading scale: 90+=”A”, 88-89=”B+”, 82-87=”B”, etc.


Course Schedule

1. Introduction  8/26
a. Discussion of class functioning and objectives.
b. How it all fits together.
c. Meeting class members.

2. Ethics and Business  8/31
a. Lakeside Case #9-902-104
b. Ethical decisions are not always clear.
c. Reality vs. mythology in business ethics
d. The slippery slope
e. Individual ethics
f. Why is it so hard?

3.  Marketing Yourself 1  9/2
a.   If you can’t sell yourself, you can’t sell anything.
b.   The career process.
c.   Dirty secrets about recruiting.
d.   Pre-interview activities
e.   Assignment for class #6, standard one page resume.



4.   Preparation of Resume  9/7
	a.   Prepare and adjust resume on your own.

5.  Guest Speaker  9/9
a.   Gary Hoover McCombs School Entrepreneur in Residence
	
6.  Marketing Yourself 2  9/14
a.   Resume success.
b.   Assignment for class #5, enhanced resume
c.   Sign up for first one-on-one.

7.   Marketing Yourself 3  9/16
a.   Interview Success
b.   Interview do’s and don’ts
c.   Assignment for first one-on-one
d.   Career management
e.   Team selection
	f.  What to do if recruiting is not successful
	g.  Differences in experienced hire recruiting.

8.   Intelligent Marketing  9/21
a.   Discussion of Book “On Intelligence”, Chapters 1-5.
b.   What does this mean?
	c.   Application to marketing problems.

9.   Intelligent Marketing Application  9/23
	a.   Team review of advertising to analyze based on “On Intelligence” criteria
	b.   Team presentation of results

10.  Marketing Professional Services 1  9/28
a. Broad issues in marketing services as opposed to marketing products.
b. The need to solve the “who?” question.
c. Why you?
d. The pursuit of a client
e. Individual Assignment for Class #11 – Service Business Selection

11.    Marketing Professional Services 2  9/30
a. The pursuit of a project
b. Project proposals
c. Government proposals

12.  Marketing Professional Services 3  10/5
d. Presenting the proposal
e. Selling yourself as part of the project.
f. Presentation do’s and don’ts

13.  Marketing Professional Services 4  10/7
a.   Conduct during an engagement.
b.   Building meaningful relationships.
c.   Building your expertise
d.   Building your career
e.   Assignment for Marketing Professional Services One-on-One

14.  Success 1 10/12	
a.  Personal success is facilitated by early decisions
	b.  Choosing benefits wisely
	c.  Long term effects of early decisions.

15.  Success 2  10/14
	a.  Things to do to increase the probability of career success
	b.  Things to avoid to increase the probability of career success.
c.  “You’re So Money”
d.  How to succeed from a financial point of view.

16.  Current Technology and Marketing   10/19
	a.   Progress of technology
	b.   Future of technology
	c.   The current leading uses of technology
	d.   Assignment for team presentations.

17.  Netflix Company Values  10/21
	a.   Review of Netflix presentation
	b.   Review of good and bad effects.

18.  Business Differentiation Concept  10/26
a.  The need for business differentiation
b.  How to differentiate the business
	
19.  Team Presentation of Differentiation Examples  10/28
a.   Teams present their examples of offering differentiation

20.  Chasing Cool  11/2
	a.  Discussion of Book “Chasing Cool”
	b.  “Cool” as a marketing strategy
	c.  Assignment for Class #23.

21.  Micro Trends   11/4
	a.  Class review of the book “MicroTrends”
	b.  Possible marketing strategies.



22.  Super Freakonomics  11/9
a.  Class review of the book “Super Freakonomics”
b.  Possible marketing applications

23.  Final Exam  11/11

24.  Team Presentations   11/16
	a.  Team presentations

25.  Team Presentations   11/18
	a.  Team presentations

26.  Independent Study   11/23

27.  Thanksgiving  11/25

28.  Team Presentations  11/30
	a.   Team Presentations

29.  Class Topics  12/2
a.   Class members will provide topics for discussion to their individual teams, 
                  teams will select topics to be discussed.
b.   The instructor and class will discuss the topics chosen to provide experienced
      insight into the questions concerning individual class members.
c.   Closing comments.



	IMPORTANT DATES:
	
	
	

	
	
	
	
	
	

	One on One
	
	
	9/22, 9/23, 9/24

	Services proposal
	
	
	10/11, 10/12, 10/13

	Team Presentations
	
	
	
	11/16, 11/18, 11/30
	

	Final Exam
	
	
	11/11




Students with disabilities may request appropriate academic accommodations from the Division of Diversity and Community Engagement, Services for Students with Disabilities, 471-6259.
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