Priorities for Improvement/ Methods for Improving Student Learning Outcomes

Findings and “closing the loop” ideas were discussed with Roger Abshire and John Newbold on May 6, 2013.

The methods in the chart below were administered during the Fall of 2012 with mixed results.  It was decided make another attempt to implement to implement these improvements, with adjustments, in Fall of 2013.

	Methods for Improvement
	Concept #1: 
The Growth Matrix
	Concept #2:

Differentiators Between Products and Services

	Method #1
	Create a comprehensive mini-case whereby all of the growth strategies are employed (e.g., McDonald’s)
	Use a build-up approach:
· Introduce the 4 key areas of differences

· Go through an extended example of a product

· Go through an extended example of a service

· Summarize the differences as highlighted by the extended examples

	Method #2
	In the same class session, follow up the mini-case with a self-check exercise (e.g., a quiz, a game, etc.)
	In the same class session, follow up the mini-case with a self-check exercise (e.g., a quiz, a game, etc.)


Further Activities to Improve the Assessment Process for MKTG 3310
Subsequent to the Fall semester 2013, a committee consisting of Newbold/ Abshire/ Payne will:
1) Review the success rates for all sections across the 15 Core Marketing Concepts, and
2) Review specific results related to special efforts to improve the learning on The Growth Matrix and Differentiators Between Products and Services.
