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Program Description and History 

The Business – Marketing option degree was first offered at Oregon Tech in the late 1990s. This degree 
program provides students with a broad background in business management with a strong emphasis 
in modern marketing concepts and practices. Marketing graduates enjoy careers in management, 
advertising, research, consulting, distribution, sales, and entrepreneurial enterprises. The Business – 
Marketing program was awarded first-time accreditation by the International Assembly of Collegiate 



message August 13, 2018). Kelly performed rigorous primary and secondary research to 
identify opportunities for the Business Management department. Kelly’s work is currently 
being used by the department as part of their 2019 strategic initiatives.  

  
   Reames Golf Club Marketing Strategy with Lynzee Wortman  

Lynzee Wortman, a Business Management/Marketing major at Oregon Tech (2018) completed 
a senior project with Reames Golf Club. Based on rigorous primary and secondary research, 
Lynzee Wortman developed an updated marketing strategy for Reames.  

  
Catalyze Competition with Connor Scott, Ethan Cole and DJ Harryman  
Three marketing students completed a BUS 307 class that focused on innovation and 
entrepreneurship.  Students used design thinking throughout the concept development phase 
and then developed a low-resolution prototype and comprehensive business plan. This 
particular team developed “Lit” a candle-powered phone charger. In 2018, they competed at 
Catalyze Klamath, a business competition, and took second place. They received over $7,000 in 
prize money.  Following that competition, they went on to the statewide collegiate challenge--
Invent Oregon—which is Oregon’s only statewide invention competition. For this competition, 
the team had refined their marketing plan and had a working prototype of their product “Lit”. 
As Connor Scott stated, “Our group couldn’t be more excited for this opportunity to compete 
at INVENTOR”.  

  
Three Oregon Tech Students Open Coffee Shop  
In September 

https://www.youtube.com/watch?v=o7SaUmfZ-w0&feature=share


preached throughout my marketing/management courses at Oregon Tech” (Facebook 
message August 1, 2018).  

  
From Tiffany Beals, ’15, who is a Compliance Officer at Steelhead Finance in Medford, Oregon: 
“I am so appreciative of the various projects I worked on throughout my course work at 
Oregon Tech. In most of my classes, we participated in a variety of comprehensive, relevant, 
hands-on group projects that are very similar to the projects I now do on a daily basis” (email 
correspondence January 10, 2018).  

  
From Paul Adams, ’16, who is the IT Systems Analyst at Medford School District: “Oregon Tech 
prepared me for this role with hands-on technical work so I could hit the ground running my 
first day on the job” (Facebook message August 23, 2018).  

  
From Kelly Scott, ’18, who is the social media marketing coordinator at New Earth Life Sciences 
in Klamath Falls, Oregon: “Oregon Tech prepared me for this job by teaching me how to 
research business problems and utilize marketing techniques to improve business 
communications” (Facebook message August 13, 2018).  

 
Program Purpose  
Bachelor of Science in Operations Management Mission  

The Business – Marketing Option is a challenging, applicable degree program that integrates 
management concepts in a technical and innovative setting as required by today’s dynamic 
business environment. The program develops graduates with relevant skills preparing students 
for entry into management careers in business, government, public, or social service 
organizations. Industry-trained faculty translates theory to practice; advising students through 
the diversity of the curriculum, project-based learning, and internships. The degree serves 
those students that seek a personal, hands-on learning experience and the needs of the 
businesses that employ them. 

 
Educational Objectives  
1. Graduates of the Marketing option can assess and apply their strengths in marketing.  
2. Graduates of the Marketing option can distinguish themselves as effective communicators.  
3. Graduates of the Marketing option excel in problem solving.  
4. Graduates of the Marketing option model ethical and professional behavior.  
5. Graduates of the Marketing option are prepared to pursue professional development 

opportunities and/or graduate education 
 

Management Department Student Learning Outcomes (SLO)  
The Business-Marketing degree consists of the five core Management Department student learning 
outcomes. Upon completion of this program, Operations Management graduates will be able to:  
1. Communicate the major concepts in the functional areas of accounting, marketing, finance, 

information technology, and management.  
2. Describe the legal, social, ethical, and economic environments of business in a global context.  
3. Solve organization problems, individually and/or in teams, using quantitative, qualitative, and 

technology-enhanced approaches.  
4. Demonstrate professional communication and behavior.  
5. Apply knowledge of business concepts and functions in an integrated manner.  

 
Program Student Learning Outcomes (PSLO) 
Upon completion of this program, Business – Marketing option graduates will be able to:  



1. Analyze an organization’s activities to develop/implement a marketing strategy.  
 

 
Assessment Cycle 
 Assessment Schedule 

1. Oregon Tech’s Essential Student Learning Outcomes: ESLOs are assessed on a six-year cycle. The 
ESLO assessment schedule may be found on the Oregon Tech website under Essential Student 
Learning Outcomes. 
 

2. Department Level Student Learning Outcomes: IACBE requires all accredited institutions to 
complete a Public Disclosure of Student Achievement on an annual basis.  In addition, all outcomes 
are assessed annually, with the full self-study for IACBE core student learning outcomes (Core SLOs 
1-5) completed every seven years.   

 
Outcomes: Direct Indirect 

1. Communicate the major concepts in 
the functional areas of accounting, 
marketing, finance, information 
technology, and management.  

 Case Study 

 Senior Project 

  

 Senior Exit Survey 

2.



finance, information technology, and 
management. 

80% achieve a rate of 
3 or 4 

Case Study 
N=82 

86.5% 

80% score 4, 5, or 6 Senior Exit Survey 
N=93 

75% 

Describe the legal, social, ethical, and 
economic environments of business in a 
global context. 

80% achieve a rate of 
3 or 4. 
 

Senior Project 



through the process.  For example, Professor Schaeffer mentors students through the 
greenbelt process while Professor Yates offers feedback on writing.   

 
Case Study:  This past year a more unified approach was planned and implemented by faculty 
teaching the course related to this assignment.  Specifically, two years ago we developed a 
case study assignment that was related to the business simulation used in the Strategic 
Management course.  This assignment not only requires students to apply the knowledge 
within the business simulation, but also incorporates prior knowledge from their other 
program course work.  This past year the professors utilized this same approach rather than 
creating assignments individually. Like senior project, the interactions of faculty helped to 
develop a more cohesive approach that focused on the student learning outcomes.   

 
Senior Exit Survey: In the prior year the department adjusted the survey questions to focus on 
student learning rather than a series of questions focused on the student’s perception of 
faculty.  After making this change, there was no significant changes.  Discussion among the 
faculty showed a concern that the correct wording in the question was still not quite right.  
Spe



 

 How did past results compare with this year’s results?   
Direct Assessment- senior project: During the 2016-17 academic year, 60% of the students met 
the minimal acceptable performance in the direct assessment of senior project.  While during the 
2017-18 academic year, 67% of students met the minimal acceptable performance.  While this is 
an improvement, it is still below our goal of 80%.   
 
Indirect Assessment- senior exit survey: During the 2016-17 academic year, 94% met minimal 
acceptable performance.  During the 2017-18 academic year, 100% of students met minimal 
acceptable performance level.  This is an improvement over last year.   

 

 Can you say the data supports improvements based on the action plan?  (i.e. closing the loop).    
During the prior year, a focus on more marketing research tools were employed.  This includes 
softw


