2010-2011 Comprehensive Program Review – Academic Programs

Program:  MKT
Date: 1-22-11
Contact Person:  Melanie Meyer

Part 1: Current Program Description

Type of Program (check all that apply):

	
	GE/Transfer

	
	Basic Skills/ESL
	X
	Vocational/CTE
	X
	Degree

	
	Community Ed
	
	Contract Ed
	X
	Certificate of Achievement 

(18+units; on student’s 
transcripts)
	
	Other (explain):


If degrees are awarded, how many different degrees are offered? __1____   Please list degrees:   A.S.  Marketing
If Certificates of Achievement are offered (18+ units, listed on transcripts), how many are offered? ____ Please list certificates:
--Marketing Essentials (formerly Marketing Level I)

--Marketing Professional (formerly Marketing Level II)

--Marketing Communication Specialist

--Customer Service (cross listed with BUS)

--Customer Service Core Skills  (cross listed with BUS)

--Purchasing & Supply Chain Management  (cross listed with BUS)

--Sales

Please list the courses, number of sections, and type of course offered during the previous academic year:

	Course
	No. Sections offered
	Basic/ 

remedial
	Transfer
	Non-
credit
	Pre-Req. to another 
program (enter program name)
	Co-Req. to  another 
program (enter program name)
	Sequenced courses within the program
	Lead to 
Degree
	Lead to 
Certificate

	MKT031
	1
	
	
	
	
	
	
	
	X

	MKT059A
	1
	
	
	
	
	
	
	
	X

	MKT056A
	2
	
	X
	
	
	
	
	X
	X

	MKT062
	1
	
	
	
	
	
	
	
	X

	MKT070A
	1
	
	
	
	
	
	
	
	X

	MKT072
	1
	
	
	
	
	
	
	
	X

	MKT074
	1
	
	
	
	
	
	
	
	X

	MKT081A
	1
	
	X
	
	
	
	
	X
	X

	MKT084B
	1
	
	
	
	
	
	
	
	X

	MKT034
	1
	
	
	
	
	
	
	
	X

	MKT036
	1
	
	
	
	
	
	
	
	X

	MKT037
	1
	
	
	
	
	
	
	
	X

	MKT056B
	1
	
	X
	
	
	
	
	X
	X

	MKT060
	1
	
	X
	
	
	
	
	X
	X

	MKT072A
	1
	
	
	
	
	
	
	
	X

	MKT084A
	1
	
	
	
	
	
	
	
	X

	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	


During the previous academic year, how many sections were offered in the following manner/time? (Use start time of class to determine appropriate time category.)
	2
	On-campus morning lecture
	2
	On-campus afternoon lecture
	1
	On-campus evening lecture

	
	On-campus morning lab
	
	On-campus afternoon lab
	
	On-campus evening lab

	
	Off-campus morning lecture
	
	Off-campus afternoon lecture
	
	Off-campus evening lecture

	
	Off campus morning lab
	
	Off-campus afternoon lab
	
	Off-campus evening lab

	9
	Saturday lecture
	
	Telecourse
	2
	Independent study

	
	Saturday lab
	
	Supplemental instruction
	
	Special (i.e. full day, 6 hour lab, 
etc.) Please specify type here:


	5
	Online
	
	Online lecture & in-person lab combination
	
	


If the academic program requires a specific course or set of courses prior to students being accepted into the program please complete the following: 
	Describe briefly including required program name and courses:

N/A


Does the academic program offer any of the following types of courses (check all that apply)?
	
	Co-Listed (for example level 1, level 2, and level 3 of a course held in the same room at the same time) 
	
	Learning Community



	
	Offer Co-Requisite to other program



	
	Cross-Listed (same course listed 
in the schedule under 2 or more departments) 
	
	Offer Pre-Requisite to other program 



	
	Proficiency




What was the Fall 2009 program staffing?

	.2
	Number of full time faculty
	
	Number of classified staff (do not include the SOC, which will be reported under the Office of Instruction Program Review)

	8
	Number of part-time faculty

	
	Paid student workers

	
	
	
	Hourly or part-time employees



Is there an Advisory Committee for the program?
_X__Yes
___No
If yes, number of members: 35
Is there a student club associated/sponsored by the program?
_X__Yes 
___No
If yes, name of club: ​  Student Business Association (sometimes)
Does the program place interns in the workplace?
_X__Yes
___No
If yes, number placed last year:   1 - Just starting – have been waiting on CRC approvals for last year

Part 2: Program Overview

	Program Vision Statement: During the last comprehensive Program Review, the program documented a vision statement.  Review that statement and, if needed, make revisions.   Provide the vision statement here. Remember, the program/department’s vision statement should support Mission College’s Mission Statement.
The Marketing department at Mission College provides transfer, degree and certificate programs as well as community, career and vocational education to meet local community needs.



	Overview: Please provide an overview of activities and accomplishments over the last Academic Year.  Quantify your accomplishments whenever possible.  

MKT continues to grow enrollment and target classes and programs towards new hot topic careers.  Many students enrolled in the program take classes in all areas of business:  BUS/MKT/MGMT.  Significant delays in getting curriculum approval hampered and delayed growth opportunities and ability to offer required classes.  Accurate certificate completion data is not available for last few year as Datatel has not been updated and there has been no communication as to when that will occur.  Appropriate filings and state chancellor’s office have not occurred and have limited transcriptability and marketability of programs.  
ACCOMPLISHMENTS

Enrollment growth was up 8.1% from Spring 08 to Spring 10.  New Marketing Communications Specialist Certificate starting to generate interest. Distance learning approval of workshop classes will drive additional growth this coming year.  Three new classes were offered last year on hot topics:  Blogging for Business, Keys to Successful Product Launch and Social Media Marketing.  First workshop classes were offered online.
Non-resident student rates average 5% per semester; these students pay $199/unit vs $26/unit – a significant increase in revenue for the college.

Advisory Committee meets annually.  For minutes and membership, see:  http://www.missioncollege.org/depts/bus/advisory.html.  Program recommendations are in the process of being implemented.
Internship Program.  

· Internships integrated into 4 certificate programs:  Marketing Communications, Sales, Purchasing, and Customer Service.  See:  http://www.missioncollege.org/depts/bus/internship.html 

Articulation Day Participation.  Continued participation in Mission’s Articulation Day.  Met with Eastside Union High School District and Santa Clara Adult Ed.  Thirteen articulation agreements in place with local organizations.

Curriculum.  Based on our discussions at the Advisory Committee meeting in January 2009 and feedback from others, the following curriculum changes were completed last spring:

· MKT

· New courses/revisions:  1

· MKT 204 Marketing Communications Internship (1-3 units)

· Updated certificates (1)

· Marketing Communications Specialist (16 units)
· All MKT .5-unit courses were approved for distance learning delivery.

Integrated career paths have been established across each business area – see:  http://www.missioncollege.org/depts/bus/CareerPaths.pdf A careers website also highlights career opportunities in BUS/MKT/MGMT – see:  http://www.missioncollege.org/depts/bus/career/index.html
Marketing
A Marketing Career Pathway has been developed – see:  http://www.missioncollege.org/depts/marketing/marketingpathway.pdf 
--Regular distribution of workshop class flyers
--Ads in San Jose Mercury News career section and Silicon Valley Chamber newspaper
--YouTube video clip on new Marketing Communications Specialist Certificate program – see:  http://www.youtube.com/watch?v=aWxoxnI_B9E  



	Enrollment: What are the trends in enrollment and class size; what are the implications for your program? (For example which courses are experiencing long waitlists; popularity of face-to-face versus online; and so forth.)
Enrollment growth was up 8.1% from Spring 08 to Spring 10.  Unduplicated headcount was up 19.1% for the same time period.
Online classes have helped spur growth.



	FTEF/FTES: Discuss how FTEF trends and FTEF/FTES ratio will impact your program.  Include any need for increasing or reducing your program faculty.  What are the implications for your department?

FTEF was down 22% from Spring 08-10 and has limited the ability to offer classes to meet student needs.  
Very important that faculty have recent industry experience in the course topic areas.  However, we are not allowed to hire additional faculty with current skills and experience due to union contract requirements.  WSCH/FTEF has increased 33% Fall 2008 – Spring 2010.



	Student Preparedness: Where applicable, discuss whether students enrolled in your courses are indeed prepared to succeed prior to entry into your courses.  How has this changed over time?

There are no prerequisites for these classes. 


	Student Achievement: Describe the trends in overall success rates, retention rates, and completion and implications for your program.
Note:  Student success and retention rates are not accurate for Spring 2010 as the drops/no shows were included for a number of classes.  Overall average remains constant.



Vocational Programs only should complete these three items:
Education Code Section 78016 a) Every vocational or occupational training program offered by a community college district shall be reviewed every two years by the governing board of the district to ensure that each program,  as demonstrated by… information addressed in the following three points.  Please respond below in the space available.
1. Meets a documented labor market demand (See the State Employment Development Division (http://www.labormarketinfo.edd.ca.gov/ for data to include in the response below.)
	Customer Service Reps

Prospects for obtaining a job in customer service are expected to be excellent, with more job openings than job seekers. In particular, bilingual job seekers may enjoy favorable job opportunities.

In San Benito and Santa Clara Counties, the number of Customer Service Representatives is expected to grow much faster than average growth rate for all occupations. Jobs for Customer Service Representatives are expected to increase by 23.8 percent, or 2,320 jobs between 2006 and 2016.

http://www.labormarketinfo.edd.ca.gov/OccGuides/Summary.aspx?Soccode=434051&Geography=0604000085 
Sales Reps

Employment of Sales Representatives in wholesale and manufacturing industries is expected to increase, primarily due to the continued growth in the variety and number of goods sold.

In San Benito and Santa Clara Counties, the number of Sales Representatives, Except Technical is expected to grow much faster than average growth rate for all occupations. Jobs for Sales Representatives, Except Technical are expected to increase by 20.5 percent, or 1,410 jobs between 2006 and 2016.

http://www.labormarketinfo.edd.ca.gov/OccGuides/Summary.aspx?Soccode=414012&Geography=0604000085  

Public Relations Specialists

Project growth:  2000-2010 is 44%

http://www.calmis.ca.gov/file/occguide/pubrelrp.pdf
Employment of public relations specialists is expected to grow 24 percent from 2008 to 2018, much faster than the average for all occupations. The need for good public relations in an increasingly competitive and global business environment should spur demand for these workers, especially those with specialized knowledge or international experience. Employees who possess additional language capabilities also are in great demand. The recent emergence of social media in the public relations is expected to increase job growth as well. Many public relations firms are expanding their use of these tools, and specialists with skills in them will be needed.

http://www.bls.gov/oco/ocos086.htm 
Meeting and Convention Planners.  Employment of meeting and convention planners is expected to grow 16 percent over the 2008-18 decade, which is faster than the average for all occupations. As businesses and organizations become increasingly international, meetings and conventions become even more important.

http://www.bls.gov/oco/ocos298.htm 
Advertising, Marketing and Promotions Managers.  Overall employment of advertising, marketing, promotions, public relations, and sales managers is expected to increase by 13 percent through 2018. 

http://www.bls.gov/oco/ocos020.htm 
Purchasing Managers, Buyers and Agents.  Overall employment of purchasing managers, buyers, and purchasing agents is expected to increase 7 percent during the 2008-18 decade, which is as fast as the average for all occupations. Employment of purchasing agents, except wholesale, retail, and farm products—the largest employment group in the industry—will experience faster than average growth as more companies demand a greater number of purchased goods and services. 

http://www.bls.gov/oco/ocos023.htm 



2. Does not represent unnecessary duplication of other manpower training programs in the area (See the State Chancellor’s Datamart (http://www.cccco.edu/ChancellorsOffice/Divisions/TechResearchInfo/MIS/DataMartandReports/tabid/282/Default.aspx for data on programs in neighboring colleges to include in the response below.)
	N/A



3. Is of demonstrated effectiveness as measured by the employment and completion success of its students. (Completion success is indicated by degrees and certificates granted as well as success and retention rates.) The data sheets provided by the Program Review committee include information on degrees, certificates, success, and retention rates. Your department might track employment of past graduates, if so that should be included in the description.
	Certificate Name

	Type

	Program Code*
	2008-2009

	2009-2010


	Marketing Essentials

	Achievement

	22972

	1

	1


	Marketing Professional

	Achievement

	22973

	1

	 


	Marketing Communications Specialist

	Proficiency**
	 

	 

	1


	Sales

	Achievement

	22976

	 

	 


	Purchasing 

	Achievement

	22975

	 

	1


	Subtotal MKT Certificates
	 

	 

	2

	3


	 

	 

	 

	 

	 


	Degrees

	 

	 

	 

	
	Marketing A.S.

	 

	 

	1

	 



	


*State approved program code.  **Paperwork to have this certificate approved for Certificate of Achievement was submitted in 2008 to the Office of Instruction (Christina Oborn/Danny Nguyen’s office).  Still no word on approval as of this time.
Part 3: Curriculum & SLOs

	An Active Course list was provided. Please review it and comment here. For example, are there courses missing? Are there courses without a review data or with a review date from many years ago? What is the plan to update course information?

Curriculum is reviewed and updated as needed annually.



Please indicate courses which have not been offered in the last two years.  Please explain the reason.
If a course was not offered, it was due to lack of FTEF.
	Course
	Reason for not offering

	
	

	
	

	
	


Do you have any plans to inactivate/deactivate any courses this year?  (Inactivations should be launched on CurricUNET no later than Feb. 1, 2011 to ensure the course is removed from the 2011/2012 catalog.)  If so, please complete:

	Course
	Deactivate
	Inactivate
	Reason for inactivation/deactivation

	
	
	
	

	
	
	
	


Please list each degree or certificate of achievement (18+ units; on transcripts) offered through your department or program and indicate the date each was last revised (signed off by the CRC). 
	Degree/Certificate Title
	Date signed off by CRC

	Marketing Essentials
	2010 last revision

	Marketing Professional
	2010 last revision

	Marketing Communications Specialist
	2010 last revision

	Purchasing & Supply Chain Management
	2010 last revision

	Sales 
	2009 last revision


	How does your curriculum respond to changing community, student, and employer needs?

Based on Advisory Committee and professional association feedback annually.



	How does your curriculum support the needs of other certificates or majors at Mission College?

Many students take classes in all areas:  BUS/MKT/MGMT.



Insert a copy of your completed Academic Program SLO Assessment and Report form.
Please see:  http://www.missioncollege.org/depts/bus/deptpage.html  SLO section.
	SLO REPORT - BUS/MKT/MGMT/RLEST
	 
	 
	 
	 

	Fall 2010
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 

	Class/Section
	Instructor
	SLO
	Assignment
	Performance Criteria Actual Results
	How Results Use
	Required Changes/comments

	 
	 
	 
	 
	 
	 
	 

	MKT*037*90700 Pt 1
	Carpenter
	Develop an event plan for a special event.
	Class Project
	94%
	Evaluate effectiveness of class project assignment.  
	No – format seems to be working fine.  Results on track.

	MKT*037*90700 Pt 2
	Carpenter
	Create a budget for a special event.
	Class Project
	94%
	Evaluate effectiveness of class project assignment.  
	No – format seems to be working fine.  Results on track.

	MKT*056A*90701 Pt 1
	Carpenter
	SPRING
	 
	 
	 
	 

	MKT*056A*90701 Pt 2
	Carpenter
	SPRING
	 
	 
	 
	 

	MKT*056B*90702  Pt 1
	Meyer
	Develop an effective marketing strategy using 4Ps.
	Marketing plan  
	88%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*056B*90702  Pt 2
	Meyer
	Evaluate marketing demand.
	Marketing plan  
	88%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*060*90703 Pt 1
	Meyer
	Evaluate global marketing strategies 
	Case study  
	100%
	To evaluate effectiveness of case study assignment.  Determine if assignment needs to be changed.  
	None

	MKT*060*90703 Pt 2
	Meyer
	Compare and contrast market entry strategies 
	Review exercise
	80%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*070A*90704 Pt 1
	Meyer
	Develop a product launch plan. 
	Product launch plan  
	80%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*070A*90704 Pt 2
	Meyer
	Analyze the effectiveness of different product launch strategies 
	Activity 1
	90%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*074*90706 Pt 1
	Meyer
	Evaluate purchasing strategies for a small business. 
	Case study (PART V)  
	80%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*074*90706 Pt 2
	Meyer
	Critique the purchasing function in a business organization. 
	Case study (PART II)  
	80%
	To evaluate student comprehension of topic.  
	No results on track. Small group class.

	MKT*081D*90707 Pt 1
	Carpenter
	Develop an advertising campaign.
	Class project
	100%
	Evaluate effectiveness of class project assignment.  Determine if the project needs to be changed.
	No – format seems to be working fine.  Results on track.

	MKT*081D*90707 Pt 2
	Carpenter
	Evaluate the effectiveness of an advertising campaign.
	Class Project
	100%
	Evaluate effectiveness of class project assignment.  Determine if the project needs to be changed.
	No – format seems to be working fine.  Results on track.

	MKT*084A*92374 Pt 1
	McCormick
	Develop a search engine marketing plan.
	Search Engine Marketing Plan
	75%
	Instructor assessment
	Only 3 out of 7 students submitted plans and they were all very good. 

	MKT*084A*92374 Pt 2
	McCormick
	Recommend link optimization strategies
	Search Engine Marketing Plan
	75%
	Instructor assessment
	Only 3 out of 7 students submitted plans and they were all very good. 



Part 4: Goals & Planning


Instructions: In this section you will be documenting one to three measurable goals for the program/department.  Measureable goals do not include routine obligations such as revising existing curriculum, adjusting SLOs, or other routine duties.  For example, revising an existing lecture course should not be a 4 year goal – however converting a lecture course into an online format, evaluating its success and making needed adjustments could be a measurable goal for the program.  See other examples from the Program Review Committee.
If your measurable goals documented in the Program Review Update are still in progress, please copy the goal from last year’s form and update the activities section of the page.
Step 1: Select a Mission College goal from the list below and copy it into column 1.

Step 2: Document the program/department goal in column 2 or copy an in progress goal from previous Program Review.
Step 3: Indicate the connection to college planning by placing an X in column 3.

Step 4: Briefly explain the measurable activities over the next several years needed to reach the goal in columns 4-7.  Note: it might not take all four years to complete the goal. That is fine; simply put “goal reached” in the expected year.

Step 5: Write a justification or expected outcome of the goal, explaining why that particular goal was selected. 

Mission College Goals/Core Values:
· Culture of the Institution: Create a student-centered institutional culture of professionalism, discovery, inclusion and success.

· Teaching and Learning: Shape the academic program to meet community needs, emphasize student learning, and foster instructional excellence.

· Comprehensive Student: Promote academic success and create dynamic, innovative student services programs that address the richness of Mission College’s student population and community.

· Community Connections: Strengthen Mission College’s function as a community resource to preschool through 12th grade institutions, businesses and industry, and community based organizations.

· High Performance Educational Institutions: Raise institutional standards by developing the potential of the Mission College community and providing the tools necessary to foster innovation, responsiveness, and excellence.
· Diversity: Create an institutional climate of full enfranchisement and participation for all students, faculty, and staff.

· Planning and Institutional Effectiveness: Integrate planning, budgeting and institutional effectiveness measures to evaluate overall progress in meeting the goals of Mission College.
· College: Create high quality, welcoming facilities that promote the programs of Mission College and enhance its ability to be the cultural and technological heart of the Silicon Valley.

	Mission College Goals / Core Values
	Program/
Department Goal
	Connection to College Planning
	
YEAR 1 
2010-11


	
YEAR 2
2011-12


	
YEAR 3
2012-13


	
YEAR 4
2013-14



	Strengthen Mission College’s function as a community resource to preschool through 12th grade instruction, local government, transfer institutions, businesses & industry & community based organizations.
	Goal 1:
Increase # certificates awarded annually.  Scan local environment for new program opportunities.  


	__ Accreditation

__ E & FMP

_x_ Mission Statement
__ Student Equity Plan

__ Matriculation Plan

__ Technology Plan

__ Other (specify:  )
	Activity:


	Activity:

Develop one new certificate program.
	Activity:

Implement recommend- ations of Advisory Committee with regards to certificate programs.
	Activity:

Implement recommend- ations of Advisory Committee with regards to certificate programs.

	
	Justification/Expected Outcome: How will the goal improve student learning or service to students?
Activities will help move students into jobs and increase completion rates.


Part 5: Projected Funding Requests

1. Review the funding report sent in April/May of 2010 by the Office of Administrative Services (this is provided in the data sheet set provided to the program).  This report is an indication of the operating funding the program/department received for AY 2010-2011.

2. Complete the form below indicating any additional resource request which may be submitted in the Spring of 2011 to support the goals from Part 4 above. (Please delete the example provided below.) Note: this is not an official CBAC funding request, only an indication of potential funding requests.
	Related Goal
	Description of Resource Needed
	Justification
	Estimated Cost
	Object Code

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Note:  Have not yet received an accurate budget report so can’t comment on this section.
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