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Department Assessment Plan       Business Occupations  OEBU 240         Fall 2006  # 3
Institutional Priority 
# 1  -  Communications

Program Objective
Demonstrate the importance of communication in achieving superior results in organizations.  (P.O. # 2)

Components of successful achievement  ( Course Student Learning Outcomes)

Identify appropriate communication techniques for specific situations at work and in their personal lives, demonstrating effective verbal and non-verbal communication.  (OEBU 240 # 1)

1.  Identify non-verbal behaviors that hinder the ability to communicate effectively.

2.  Effectively modify or adjust the verbal communication to mirror the receiver of the message.

3.  Understand the impact of the four minute barrier (first impressions).

Performance characteristics of each component

Component 1 -  Identify non-verbal behaviors that hinder the ability to effectively communicate.

· Recognize and identify specific actions that interfere with the communication process.

Component 2  -  Effectively modify or adjust verbal communication to mirror the receiver of the message.

· Demonstrate the ability to flex communication styles based on the knowledge of personality differences of the receiver.

Component 3  -  Understand the impact of the four minute barrier.

· Demonstrate an understanding of the importance of first impressions

· Explain how that first impression helps or hinders the ability to effectively communicate

Activities/Assignments

· Within groups and individually, evaluate non-verbal behaviors using trait analysis.

· Within groups practice flexing the communication style based on personality traits of receivers.

· Within groups and individually, evaluate first impressions with both written and oral feedback.

Assessment Type

Activity 1 

· Reflective journaling on verbal and non-verbal behaviors, as well as predominant individual communication style. (scored using the journal model provided)

Activity 2

· Within groups, give feedback on the performance of specific tasks. (scored objectively by the group using provided rubric)

Activity 3

· Within groups, give feedback on first impressions.  (scored objectively using provided rubric)
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Institutional Priority  

# 2  -  Critical Thinking
# 5  -  Competency Based Learning

Program Objective

 Describe the role of marketing plays in business success.  (P.O. #11)
Components of successful achievement  (Course Student Learning Outcomes)
1.  Demonstrate applications of marketing product mix (OEBU 210 # 2)
2.  Discuss the concept of target markets and their relationship to customer behavior and      perceived value.  (OEBU 210 # 4)
Performance characteristics of each component

Component 1 -  Demonstrate applications of marketing product mix
· Components of mix used in development of marketing plan
Component 2  -  Illustrate the importance of demographic studies and market analysis.
· Consumer survey uses demographic principles
Activities/Assignments

· Development of a marketing plan that includes research and involvement of all components of the marketing mix
· Development of a consumer for the above marketing plan that interprets consumer buying behavior, target markets and customer values.

Assessment Type

Activity 1   
· Exams and quizzes – both in class and online
Activity 2

· Case studies of marketing scenarios to assess application of marketing knowledge and application skill sets
Activity 3

· Marketing Plan evaluation by instructor and peers
