Program Assessment Reporting Worksheet
Program


Business and Marketing
Program Objective 

Summarize the legal rights and responsibilities of businesses as they pertain to business functions.

Student Learning Outcome

Explain brokerage relationships available to buyer and sellers working with a licensee 

What course/courses did you gather the data from?


OEBU 268- Broker Basics
What data did you gather?

1.  In-class quiz over material that had not been presented (pre-test) class average 72% correct.  Post test = 92% correct
2.  Case work as a group was done to evaluate correct identification of brokerage relationships.  Groups correctly evaluated the case 92% of the time.

What do the data tell you?


The students have gained the knowledge to correctly assess what type of brokerage relationship is appropriate in various cases.
What changes will you make based on the data?


Changes will not be made in this section; however, the comprehensive final revealed that more time needs to be spent on rules and regulations in a multiple choice format.  Since these courses are designed to assure the student passes the Brokers exam the first time, and it is a web-delivered multiple choice test, this is a critical element.  There will be individual then group questions provided to the students to allow them a fuller understanding of both the reading and solving of these multiple choice questions.  
Program Assessment Reporting Worksheet
SP07 Follow up
Program


Business and Marketing

Goal 
Student Learning Outcome
 
Describe the role marketing plays in the business success

What course/courses did you gather the data from?


OEBU 260-Real Estate Practice/Principles
What data did you gather?


OEBU 260-Real Estate Practice/Principles  

1.  The number of students (n=24) answering correctly to a question on an exam relative to the S. L.O. 

 * Exam 1: Q 2 = 95%, Q 4 = 87%

 * Final : Q 9 = 95%, Q 14 = 61%, Q 17 = 95%, Q 26 = 100%,       Q 31 = 100%, Q 51 = 95%, Q 56 = 100%

2.  Group problem solving of a real estate marketing problem.

  All groups appropriately resolved the problem.

What do the data tell you?


OEBU 260-Real Estate Practice/Principles

The students need additional instruction on the role of appraisals in marketing properties. (Question 14 on final)
What changes will you make based on the data?


OEBU 260- Real Estate Practice/Principles

Spring semester, more time in class will be spent on appraisal and the appraisal process.  Group problems will be assigned to facilitate students understanding of the interrelationship of appraisal and the marketing process.

SPRING 2007 FOLLOW-UP

The changes outlined above were implemented with the following results:

* Exam 1: Q 2 = 94%, Q 4 = 89%

 * Final : Q 9 = 95%, Q 14 = 82%, Q 17 = 93%, Q 26 = 100%,       Q 31 = 94%, Q 51 = 95%, Q 56 = 96%

Since the primary indicator was question 14, previously 61% had the correct answer, after the changes outlined were made 82% had the correct answer, I believe the problem was solved!
Program Assessment Reporting Worksheet
Spring 2007
Program


Business and Marketing

Goal 
Student Learning Outcome
 
Describe the role marketing plays in the business success
What course/courses did you gather the data from?


OEBU 110-An Introduction to Business
What data did you gather?


OEBU 110-An Introduction to Business
The number of students (n=20) answering correctly to a question on an assessment exam relative to the S. L.O. 

 (Q# 13-90%, 14-70%, 15-95%, 18-95% )
What do the data tell you?

OEBU 110-An Introduction to Business
The students need additional instruction on brand loyalty.
There was improvement with the exception of Q#14, Brand Loyalty, from fall 2006 results, (Q# 13-57.5%, 14-72.5%, 15-87.5%, 18-92.5%, ), indicating the changes made to the course possibly improved student retention of the S.L.O.
What changes will you make based on the data?

OEBU 110-An Introduction to Business
Using visual aids such as empty products to reinforce the S.L.O.  Create a critical thinking exercise relative to brand loyalty.
