Instructor Guide

INSTITUTION: 		Linn Benton Community College

COURSE TITLE:		Introduction to Business

COURSE NUMBER: 	BA 101 – Credit Unit 4 (3 Modules) 

TEXTBOOK: 		Flat World Digital All Access Pass Exploring Business, v. 2.0 by Karen Collins

	CONTENT:
	INSTRUCTOR NOTES:

	Credit Unit 4 Introduction: (CU4 M1) Introduction to Resources
	In this Credit Unit, we'll be looking at resources that are essential to businesses and talking about how to best obtain, develop, and utilize them. Specifically, we'll be looking at marketing, product design and development, and operations management. Let's get started!
Credit Unit Outcomes:
· Define commonly used business and economics terminology.
· Describe the functional areas of any business organization.
· Explain revenues, expenses, and how profit is derived.
· Differentiate between objectives, strategies, tactics, and operations.
· Describe the components of a business plan.
· Prepare a basic business plan.
· Explain the importance of ethics in business.
See: Defrosted 



Module 1: 
	CONTENT:
	INSTRUCTOR NOTES:

	Module 1 Introduction: (CU4 M1) Introduction to Marketing
	There's a lot more to marketing than television commercials and Google ads. In fact, advertising is only one part of the marketing process. In this Module, we'll be taking a look at the various components of marketing.  
Watch the Module introduction video to obtain a foundation of what we will be learning this Module.
Module Outcomes:
· Define commonly used business and economics terminology.
· Describe the functional areas of any business organization.
· Explain revenues, expenses, and how profit is derived.
· Differentiate between objectives, strategies, tactics, and operations.
· Describe the components of a business plan.
· Prepare a basic business plan.
· Explain the importance of ethics in business.
Review Video: Intro - Marketing

	Reading: (CU4 M1) Chapter 9
	Read Sections 9.1-9.8.

See: Chapter 9 Reading Button


	Self-check: (CU4 M1) Readings
	20 multiple choice questions. Unlimited attempts and no time limit. 

See Document: Self-check Readings Credit Unit 4


	Competency Assessment: (CU4 M1) Target Market
	Write your responses to the questions below.
If you were developing a marketing campaign for the Harley-Davidson Motorcycle Company, what group of consumers would you target? What if you were marketing an iPod? What about time-shares, or vacation-ownership opportunities, in Vail, Colorado? For each of these products, identify at least five segmentation characteristics that you’d use in developing a profile of your customers. Explain the segmentation category into which each characteristic falls: demographic, geographic, behavioral, or psychographic. Where appropriate, be sure to include at least one characteristic from each category.

	Competency Assessment: (CU4 M1) Pricing
	Most calculators come with a book of instructions. Unfortunately, if you misplace the book, you’re left to your own devices in figuring out how to use the calculator. Wouldn't it be easier if the calculator had a built-in “help” function similar to the one on your computer? You could just punch the “Help” key on your keypad and call up the relevant instructions on your display screen. You just invented a calculator with this feature, and you’re ready to roll it out. First, however, you have to make some pricing decisions:
· When you introduce the product, should you use skimming or penetration pricing?
· Which of the following pricing methods should you use for the long term: cost-based pricing, demand-based pricing, target costing, or prestige pricing?  What are the pros and cons of using this method compared to some of the others?
Describe both your introductory and your long-term alternatives. Then explain and justify your choice of the methods that you’ll use.

	Competency Assessment: (CU4 M1) Marketing Environment
	Write a short essay addressing the issues below.
Shifts in the external marketing environment often necessitate changes in a company’s marketing plans. All companies are affected by external factors, but certain factors can have a stronger influence on particular products. 
There are five types of external factors that impact products including political/regulatory, economic, competitive, technological, and social/cultural. Which of these factors would have the greatest impact on each of the following products: a Toll Brothers home, P&G Tide laundry detergent, Apple iPod, Pfizer heart medicine, and Gap jeans? Match each product with one external factor. Use each factor only once. Be sure to explain how a given factor might affect product sales.

	Video: (CU4 M1) Rory Sutherland
	Before we get to the final assignment for the module, it would be wise to hear a little bit more about marketing. Rory Sutherland's amusing TED talk has some interesting points about how we attach value to things, and how our perceptions of them can be influenced. Take a look before moving on to the final assignment in this module.

Review Video: Life Lessons from an Ad Man – Rory Sutherland


	Activity: (CU4 M1) Red Bolt Soda Scenario
	Go through the interactive scenario below to gather information which you'll use to complete the Competency Assessment on the following page. Click on the white text (in the black boxes) to choose a response to what is being said.

See: Andrea Business Owner
See: Marcus/Character Client
See: Conference Room/Background
See Document: Red Bolt Soda Scenario Transcript


	Competency Assessment: (CU4 M1) Promotion
	For this Competency Assessment, you will give a presentation pitching a new promotion campaign for Red Bolt soda. You'll need to create a video presentation for this assignment.  You don't need to visually appear in the final presentation, but you will need to record your voice.  
We recommend making a PowerPoint and then using screen casting software to record yourself giving the presentation while going through the slides.  If you're unfamiliar with screen casting don't worry, it's just an easy way to record what's on your computer screen while you talk simultaneously. You may choose to make your presentation another way using Prezi or Powtoon (the application used to make all the Module Introduction videos). The end result must be a professional presentation that is 4-6 minutes long and includes at least 5 slides (or other equivalent visuals) and is viewable on any computer without needing special software. 

Instructions:  Take what you learned from talking to Marcus and come up with a promotion strategy for Red Bolt soda. Keep in mind the four main elements of a promotional mix: advertising, personal selling, sales promotion, and publicity. 
During your presentation, you may include a theme, slogan, logo, or other creative elements of the campaign, but be sure to answer the following questions:
· What’s the purpose of the promotion?
· What’s your target market?
· What’s the best way to reach that target market?
· What product features should you emphasize?
· How does your product differ from competitors' products?
· What elements will go into your promotion mix? Why did you chose these elements?



Module 2: 
	CONTENT:
	INSTRUCTOR NOTES:

	Module 2 Introduction: (CU4 M2) Introduction to Product Design & Development
	In this Module, we're going to be talking about how to brainstorm, evaluate, and produce new products. To survive in a competitive market, you have to be innovative and never settle for good enough. Even once you've developed a successful and popular product you should still keep looking for ways to improve on it. If you don't find a way, someone else will! Watch the Video below to get a brief introduction of this Module.
Module Outcomes:
· Define commonly used business and economics terminology.
· Describe the functional areas of any business organization.
· Explain revenues, expenses, and how profit is derived.
· Differentiate between objectives, strategies, tactics, and operations.
· Describe the components of a business plan.
· Prepare a basic business plan.
· Explain the importance of ethics in business.

Review Video: Intro – Product Design/Develop


	Reading: (CU4 M2) Chapter 10
	Read Sections 10.1-10.6.

See: Chapter 10 Reading Button


	Self-check: (CU4 M2) Chapter 10 Readings
	20 multiple choice questions. Unlimited attempts and no time limit. 

See Document: Self-check Readings Credit Unit 4


	Competency Assessment: (CU4 M2) Identifying Business Opportunities
	Provide two examples of each of the four types of utility: time, place, ownership, and form. Do not use the examples given in the book.

	Activity: (CU4 M2) Ken’s Sushi Scenario
	Go through the interactive scenario below to gather information which you'll use to complete the assignment on the following page. As you are going through the interactive scenario, be thinking about potential pricing for Ken's sushi rolls and the reasoning behind your suggestions. Click on the white text (in the black boxes) to choose a response to what is being said.

See: Andrea Business Owner
See: Ken/Character Client
See: Conference Room/Background
See Document: Ken’s Sushi Scenario Transcript


	Competency Assessment: (CU4 M2) Breakeven
	Based on what you know about Breakeven Analysis, put together a chart showing how many sushi rolls Ken would need to sell each week to cover his expenses. Include at least 3 different made up prices and how many he'd need to sell at each hypothetical price.  
Then write a formal business letter to Ken and include your chart and brief analysis.  In the letter, also give him some advice on estimating sales.  Include: 
1. What factors he should consider in estimating sales?
2. Where he can look for the information he needs to calculate an estimate?
Make sure you format your letter correctly using block format. See Purdue Owl for guidelines and examples.
Address your letter to: Ken Sato, 575 Manducare St., Itamae OR 97555
Use Andrea's return address: Andrea's Business Consulting, 6500 Pacific Blvd SW, Albany, OR 97321
See: Purdue Owl Sample Letters




Module 3:
	CONTENT:
	INSTRUCTOR NOTES:

	Module 3 Introduction: (CU4 M3) Introduction to Operations Management
	Operations management is a broad aspect of business. It's the complementary piece to marketing when it comes to getting your product produced and sold. Whereas marketing is more customer focused by nature (understanding customer needs and communicating product information to customers), operations management is more focused on the product itself. It's all about getting it built, from raw material to finished product. The responsibilities primarily focused on customers fall to the marketing department, while those focused on product production fall to the operations department. Watch the Module introduction video to get a better idea of what we'll be learning.
Module Outcomes:
· Define commonly used business and economics terminology.
· Describe the functional areas of any business organization.
· Explain revenues, expenses, and how profit is derived.
· Differentiate between objectives, strategies, tactics, and operations.
· Describe the components of a business plan.
· Prepare a basic business plan.
· Explain the importance of ethics in business.

Review Video: Intro – Operations Management

	Reading: (CU4 M3) Chapter 11
	Read Sections 11.1 – 11.7.

See: Chapter 11 Reading Button


	Self-check: (CU4 M3) Chapter 11 Readings
	20 multiple choice questions. Unlimited attempts and no time limit. 

See Document: Self-check Readings Credit Unit 4


	Competency Assessment: (CU4 M3) Planning Production
	Write short responses to compare and contrast the three common types of production processes: make-to-order, make-to-stock, and mass customization. What are the advantages and disadvantages of each? How do you think 3-D printing and other new technologies will affect the production processes companies choose to use in the future? Come up with three products that you think would be the most beneficial and three products you think would benefit the least from being 3-D printed, and explain why.


	Competency Assessment: (CU4 M3) Ops Management for Services
	Write a short essay covering the following:
Select a service business that you are interested in and answer these questions. 
Provide an explanation for each answer:
1. What services and goods will I provide?
2. How will I provide these services?
3. Where will my business be located?
4. What will the facilities look like? How large will the facilities be and what will the layout look like?
5. What duties will my operations department perform? How will they work with the other departments?
6. How many customers will I serve each day?
7. When will my customers want my services, i.e., which days of the week and which times of the day?
8. How long will it take to serve each customer?
9. Why will my business succeed? Why will my customers return?


	Competency Assessment: (CU4 M3) Facility Layouts
	Read the following case and then write a short essay addressing the questions.
As purchasing manager for a company that flies corporate executives around the world, you’re responsible for buying everything from airplanes to on-board snacks. You plan to visit all the plants that make the things you buy: airplanes, passenger seats, TV/DVDs that go in the back of the passenger seats, and the specially designed uniforms with embroidered company logos worn by the flight attendants. What type of layout should you expect to find at each facility?  Should they be process, product, or fixed-position? What will each layout look like? Why is that layout appropriate for the company’s production process? Could any of these plants switch to a cellular layout? What would this type of layout look like? What would be the advantages?


	Activity: (CU4 M3) Tom’s Flashlights Scenario
	Go through the interactive scenario below to gather information which you'll use to complete the assignment on the following page. Click on the white text (in the black boxes) to choose a response to what is being said.

See: Andrea Business Owner
See: Tom/Character Client
See: Conference Room/Background
See Document: Tom’s Flashlights Scenario Transcript


	Competency Assessment: (CU4 M3) TQM
	Write a formal business letter to Tom using the information you learned from talking to him in the meeting to suggest ways he might be able to improve his business. Be sure to explain the concept of TQM and how it can help improve operations. Then recommend three specific areas you think Tom should investigate in order to help streamline his operation and improve its overall quality. Explain why you think these areas should be looked at closer.

Make sure you format your letter correctly using block format.  
See Purdue Owl for guidelines and examples.

Address your letter to: Tom Brown, 27335 Production Way, Noxville, OR 97555
Use Andrea's return address: Andrea's Business Consulting, 6500 Pacific Blvd SW, Albany, OR 97321

See: Purdue Owl Sample Letters


	BA 101 Credit Unit Assessment: (CU4)
	This Credit Unit Assessment consists of one essay question and 30 multiple choice/fill in the blank questions. 2 attempts allowed and 120 minutes to complete. 

See Document: Credit Unit 4 Essay Questions
See Document: Credit Unit 4 Final Exam
See Document:  CU4 Assessment Grading Rubric
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