
 

 
 
April 28, 2019 
 
TO: Rick Muma, Provost 
 Kay Monk-Morgan, Assistant Vice-President for Academic Affairs 
 
From: Anand S. Desai, Dean, W. Frank Barton School of Business 
 
Cc: John Perry, Associate Dean and Professor, Department of Management 
 
RE: Bachelor of Business Administration (General Business) Program Review 
 
 
The objective of the General Business major is to provide maximum flexibility to students who 
wish to study business.  It is a broad-based management-oriented degree that allows studen



The recommendations from the previous self-study report have been addressed satisfactorily.  



	

 

Academic unit: General Business   _____________________________________ College: Barton School of Business  

Date of last review 2016-2017   Date of last accreditation report (if relevant)  2012  __________________________  

Trigged Programs NONE (2018)  

List all degrees described in this report (add lines as necessary) 

Degree:  BBA in General Business  (BBA-GBUS) __________________  CIP* code:  49.0104 _________________  

Degree: _________________________________________________  CIP code: __________________________  

Degree: _________________________________________________  CIP code: __________________________  

*To look up, go to:  Classification of Instructional Programs Website, http://nces.ed.gov/ipeds/cipcode/Default.aspx?y=55 

Certificate (s): __________________________________________________________________ 

Faculty of the academic unit (add lines as necessary) 

NAME SIGNATURE TENURE OR NON-
TENURE TRACK 

As an interdisciplinary program, the BBA-GBUS does not have a departmental faculty. The BBA-GBUS consists of 
courses taught for other majors. 

   

   

   

   

   

   

   

   

Submitted by:    ________________________________________________  
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Part 1: Impact of Previous Self-Study Recommendations 
 

At the conclusion of the last program self-
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academic, business, and university communities (economic driver). Since the GBUS major doesn't have 
its own courses or faculty, teaching and other faculty activities are documented in other Barton School 
departmental reports. 
 

c.! Has the mission of the Program (s) changed since last review?   Yes 
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N/A – The BBA-General Business is an interdisciplinary program. There are no faculty members in the General Business 
department. The courses offered in the program are taught in other departments. Therefore, the scholarly productivity 
of the faculty is listed in the self-study reports of other programs.  
 

Narrative:  
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1B. Acquire Knowledge 
of Current Business 
Practices, Theory, and 
Technology: 
Management-Specific 
Knowledge 

Course embedded 
assessment instruments in 
all eight junior-level 
business core courses. 

Varies by course - 
see Appendix for 
details.  

See program 
review reports by 
majors for latest. 

See program 
review reports 
by majors for 
latest. 
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teammates according to 
rubric – see Appendix for 
details. 

Definitions:  
Assessment Tool: One or more tools to identify, collect, and prepare data to evaluate the achievement of learning outcomes (e.g., a writing 
project evaluated by a rubric). 
Criterion/Target: Percentage of program students expected to achieve the desired outcome for demonstrating program effectiveness (e.g., 90% of 
the students will demonstrate satisfactory performance on a writing project). 
Result: Actual achievement on each learning outcome measurement (e.g., 95%). 
Analysis:  Determines the extent to which learning outcomes are being achieved and leads to decisions and actions to improve the program.   The 
analysis and evaluation should align with specific learning outcome and consider whether the measurement and/or criteria/target remain a valid 
indicator of the learning outcome as well as whether the learning outcomes need to be revised. 
 
&
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* May not be collected every year 
** Go to the U.S. Bureau of Labor Statistics Website: http://www.bls.gov/oco/ and view job outlook data and salary information (if the Program has 
information available from professional associations or alumni surveys, enter that data) 

Narrative: 
 

 

  
Provide assessment here: 

Student demand for the General Business major is high. According to the enrollment data provided for this report, 
the number of majors increased from 469 in 2013 to 546 in 2015. The number of majors dropped in 2016 to 519. 
This may have been the result of the creation of an online BBA-Management program in 2016. The flexibility of the 
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c.! A faculty member who teaches one of the required courses for the BBA-General Business served as a WSU 
Retention Fellow. A faculty member who teaches one of the required courses for the BBA-General Business served 
as a WSU Recruitment Fellow. The Barton School hired an undergraduate recruiter 

d.! Because there is no General Business department, there have been no SEM successes, challenges, and deficiencies 

 

Part 9: Program Goals from Last Review 
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implemented for Fall 2016. As 
we accumulate data 
from students who have taken 
both PHIL 105 and the senior-
level Watson-Glaser 
assessment, we will be 
able to determine whether the 
new course is helping students 
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Appendix	S:	Assurance	of	Learning	-	BBA	Program	
	
S-1:		Description	of	Learning	Goals	
	
1.	 Acquire	Knowledge	of	Current	Business	Practices,	Theory,	and	Technology	
	 	
	 Prior	to	achieving	advanced	standing	in	the	Barton	School	of	Business,	students	will	have	

successfully	completed	courses	requiring	them	to	demonstrate	basic	skills	in	oral	and	written	
communication,	mathematical	and	statistical	concepts,	economic	theory,	computer	technology,	
accounting	systems,	and	preparation	of	financial	statements.	This	prerequisite	course	work	serves	
as	a	foundation	for	upper-division	business	courses	by	focusing	on	the	following:	acquisition	of	a	
common	body	of	knowledge	and	vocabulary	of	business,	and	the	development	of	professional	
competencies	in	communication,	quantitative	problem	solving,	and	critical	thinking.	

	
	 Barton	School	students	are	expected	to	build	on	these	competencies	and	basic	knowledge	as	they	

progress	through	the	junior-level	business	core	courses.	They	must	become	knowledgeable	in	the	
following	areas:	entrepreneurship,	international	business,	theory	and	practices	of	organizational	
management,	operations,	human	resources,	corporate	finance,	business	law,	information	systems	
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As	with	oral	communication,	being	effective	in	each	of	these	forms	of	written	communication	
implies	the	ability	of	the	communicator	to	be	able	to	organize	their	thoughts,	develop	a	cogent	
approach	to	delivering	the	relevant	information,	and	then	present	that	information	utilizing	
language,	grammar	and	an	organizational	form	that	will	allow	the	effective	and	efficient	sharing	
of	information	which	is	implied	in	the	definition	of	communication.	
	
Effective	written	communication	can	be	described	as	the	ability	of	the	Barton	School	graduate	
to	effectively	communicate	in	each	of	the	types	of	written	formats	described	above.	

	
3.	 Attain	clear	analytical	and	reflective	thinking	abilities	
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Table	S-1:	Oral	Communication	Rubric	
	
TRAIT	 Unacceptable	
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S-3:		Teamwork	Rubric		
	
	
TRAIT	 Unacceptable	 Needs	Improvement	 Acceptable	 Exemplary	
Organizational	
Ability	

Unprepared,	unaware	
and	uninformed	
regarding	team	tasks;	
wastes	time	

Inconsistent	preparation	
and	easily	distracted;	time	
management	problematic	

Generally	prepared	and	able	to	
stay	on	task;	time	management	
skills	adequate	

Well	prepared	and	focused	on	
task	accomplishment;	
maximizes	effective	use	of	
team	time	

Cooperativeness	 Antagonistic	toward	
team	goals,	activities	
and	members	

Not	clearly	committed	to	
team	goals;	does	not	
always	work	well	with	team	
members		

Usually	willing	and	able	to	work	
with	others	to	accomplish	team	
goals	and	tasks	

Clearly	committed	to	team	
goals;	shows	strong	
interpersonal	skills	in	working	
with	others	to	accomplish	team	
goals	and	tasks		
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S-2:	Goal	1:	Learning	Goals	and	Assessment	Information	for	Core	Knowledge	Classes:	Basic	
Skills	
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Learning	Goals:	Business	Software	(BADM	160)		
1. Students	will	improve	their	communicative	skill	through	knowledge	and	understanding	of	word	

processing	software	such	as	Microsoft	Word.	
2. Students	will	develop	the	ability	to	prepare	spreadsheets	and	workbooks	using	formulas	and	macros	

using	Microsoft	Excel.			
3. Students	will	develop	the	ability	to	build	databases	and	then	perform	queries	to	extract	meaningful	

information	from	those	databases	and	also	work	with	various	forms	and	reports	using	Microsoft	
Access.			

4. 
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Mathematics						N	 Mean	
score	

Percent	
Unacceptable	

Percent	
Acceptable	

Percent	
Exemplary	

Fall	2012	 127	 56%	 31%	 53%	 16%	
Spring	2013	 108	 56%	 28%	 58%	 14%	
Fall	2013	 153	 58%	 16%	 57%	 16%	
Spring	2014	 128	 59%	 27%	 56%	 16%	
Fall	2014	 163	 68%	 20%	 47%	 33%	
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Managerial	
Accounting	

N	 Mean	
score	

Percent	
Unacceptable	

Percent	
Acceptable	

Percent	
Exemplary	

Fall	2012	 117	 65%	 11%	 56%	 32%	
Spring	2013	 111	 65%	 9%	 65%	 24%	
Fall	2013	 147	 64%	 12%	 57%	 29%	
Spring	2014	 132	 69%	 10%	 45%	 45%	
Fall	2014	 163	 68%	 10%	 45%	 44%	
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Statistics	 N	 Mean	

score	
Percent	

Unacceptable	
Percent	

Acceptable	
Percent	

Exemplary	
Fall	2012	 138	 47%	 57%	 41%	 3%	
Spring	2013	 110	 49%	 44%	 53%	 3%	
Fall	2013	 160	 50%	 42%	 53%	 5%	
Spring	2014	 132	 48%
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1. The	American	legal	system,	including	federal	and	state	court	structure	and	jurisdiction.	
2. The	principles	of	contracts	and	property	law	
3. The	fundamentals	of	torts	and	product	liability	
4. Laws	of	particular	importance	to	contemporary	business	such	as	employment	law,	debtor/creditor	

issues,	antitrust,	and	intellectual	property	
5. Laws	relating	to	business	entities,	including	formation	and	operation,	and	legal	and	fiduciary	duties	

of	business	owners	and	managers.	
	
Assessment	Process	
The	assessment	process	involves	embedding	three	test	questions	for	each	learning	goal.	The	questions	
are	slightly	modified	about	once	a	year,	in	large	part	because	of	the	risk	of	students	becoming	too	
familiar	with	the	questions.		The	rubric	used	is	that	if	a	student	answers	all	three	test	questions	for	a	
learning	goal	correctly	the	student	receives	an	“Exemplary”	score.		Answering	two	out	of	three	
questions	correctly	is	deemed	an	“Acceptable”	score.		If	two	or	more	questions	are	answered	incorrectly	
the	student	receives	an	“Unacceptable”	score.		A	copy	of	the	assessment	instrument	is	available	upon	
request.	
	
Assessment	Review	Process:	Closing	the	Loop	
Annually,	the	lead	instructor	prepares	an	assessment	report	summarizing	the	collective	results	and	
providing	overall	analysis.		The	target	is	at	least	30%	of	the	students	receiving	an	Exemplary	score	for	
each	learning	goal,	and	no	more	than	15%	of	the	students	receiving	an	Unaccept
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Spring	2016	 	 	 	 	 	

Exemplary	 54.9	 39.0	 79.8	 68.1	 42.5	
Acceptable	 34.3	
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6. Students	should	understand	the	forces	that	influence	entrepreneurship,	the	global	nature	of	
business,	including	international	markets,	and	technologies	required	to	compete	in	such	markets.	

Based	on	feedback	from	assessments	and	other	sources,	a	new	textbook	was	adopted	for	Fall	2016	
including	content	on	crafting	business	models	for	startups,	where	student	weakness	had	been	observed.		
	
New	learning	goals	and	assessments	were	adopted:	
1.	 Students	should	understand	basic	entrepreneurial	processes	including	entrepreneurial	motivation,	

creativity,	innovation,	and	competencies	
2.	 Students	should	understand	the	basic	components	of	a	business	model	and	how	to	design	and	

validate	a	business	model	for	a	new	venture	
3.	 Students	should	understand	how	to	plan	and	implement	entrepreneurial	undertakings,	including	

feasibility	analysis	and	business	planning.		These	include	planning	for	the	legal,	organizational	
(team),	and	marketing	aspects	of	a	new	venture.	

4.	 Students	should	understand	the	strategic	thinking	necessary	to	grow	a	new	venture,	the	business	
environment	including	the	risk/reward	scenario	presented	by	entrepreneurial	opportunities,	and	
understand	their	responsibilities	to	employees,	investors,	and	other	stakeholders	such	as	franchisors	
and	franchisees.	

5.	
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5.						Students	should	understand	basic	financial	statements,	cash	
flow	management,	and	sources	of	venture	financing	

66.13%	 70.77%	 77.86%	

6.						Students	should	understand	the	forces	that	influence	
entrepreneurship,	the	global	nature	of	business,	including	
international	markets,	and	technologies	required	to	compete	in	such	
markets	

79.57%	 80.64%	 83.56%	

ALL	SECTIONS	-	
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Objective	2	(Cost	of	capital	and	equity	valuation)	
	 Exemplary	 Acceptable	 Unacceptable	
Spring	2016	 67.7%	 20.0%	 12.3%	
Fall	2016	 53.2%	 30.4%	 16.5%	
Spring	2017	 58.2%	 29.1%	 12.7%	

	
	

Objective	3	(Capital	Budgeting	decision	tools)	
	 Exemplary	 Acceptable	 Unacceptable	
Spring	2016	 50.0%	 32.3%	 17.7%	
Fall	2016	 33.3%	 29.3%	 37.3%	
Spring	2017	 30.9%	 45.5%	 23.6%	

	
	
	
	
International	Business	(IB	333)	
IB	333	has	been	taught	by	one	or	two	SA	faculty	and	two	full-time	instructors,	one	SP	and	one	IP,	both	
instructors	have	substantial	industry	experience.	
	
Learning	Goals	
	
1.							Demonstrate	knowledge	of	the	dynamics	of	globalization	and	resulting	issues	for	international	

business	
2.							Understand	basic	elements	of	culture,	political	economy,	and	ethical	issues	as	they	impact	

international	business	
3.							Demonstrate	knowledge	of	international	trade	theories	and	practices	
4.							Demonstrate	knowledge	of	international	monetary	systems	and	foreign	exchange	processes	
5.							Demonstrate	knowledge	of	the	modes	of	entry	into	foreign	markets	
		
Assessment	Process	
The	20	assessment	questions	are	given	at	the	end	of	the	semester	as	a	separate	section	of	the	final	
exam	in	all	sections.	Results	of	the	assessment	are	sent	to	the	Management	Department	assessment	
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Recent	Assessment	Data	
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MGMT	360	in	person;	most	teaching	has	been	online.	The	latest	online	evaluations	are	comparable	to	
the	face	to	face	section.	
	
Selected	Assessment	Data	
	
Online	Sections	
MGMT	360	Learning	Objective:	Percent	of	
students	with	an	acceptable	or	exemplary	
score	

	

2012	 2014	 2015	 2016	

1.						Demonstrate	an	understanding	of	the	
skills	and	functions	required	of	a	manager	
such	as	leadership,	motivational	technique,	
and	individual	behavior	

77.79%	 91.48%	 89.75%	 89.82%
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Management	Information	Systems	(MIS	395)	
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Assessment	Review	Process:	Closing	the	Loop	
The	Marketing	faculty	monitors	results	for	each	trial/class	to	identify	areas	of	marketing	knowledge	
where	students	consistently	seem	to	score	poorly.		By	monitoring	each	item	on	the	instrument,	
consistent	poor	scores	on	an	item	will	emerge	across	successive	trials.	Each	item	is	traced	back	to	the	
marketing	knowledge	area	it	addresses,	and	appropriate	changes	are	made	to	address	areas	of	
weakness.	Examples	include:	1)	weakness	in	defining	positioning	successfully	addressed	by	added	
emphasis	during	class	discussions;	2)	weakness	in	understanding	that	perishability,	not	inseparability,	
challenges	services	marketers	has	not	been	improved	by	class	discussion	of	the	difference.	The	
department	is	looking	at	other	approaches	to	improve	this	weakness.	
	
Assessment	Data:	Face-To-Face	Sections		
Semester	 N	 Exemplary	 Acceptable	 Unacceptable	
				FL12	 43	 46.5%	 46.5%	 7.0%	
				SP13	 149	 38.9%	 52.3%	 8.7%	
				FL13	 123	 45.5%	 46.3%	 8.1%	

				SP14	 48	 39.6%	 54.2%	 6.3%	
				FL14	 273	 51.3%	 44.0%		 4.7%	
				SP15	 205	 48.3%	 48.8%	 2.9%	
				FL15	 260	 43.1%	 52.3%	 4.6%	
				SP16	 199	 40.7%	 53.3%	 6.0%	
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Recent	Assessment	Data	
	
Oral	Communication	Results	
Trait	 Term	 N	 Unacceptable	 Acceptable	 Exemplary	
Audience	interaction	(if	appropriate)	 FL12	 277	 8.4%	 64.4%	 27.2%	
	 SP14	 195	 2.8%	 76.6%	 20.6%	
	 FL14	 104	 8.1%	 82.0%	 9.9%	
	 SP15	 145	 19.6%	 62.0%	 18.4%	
	 FL15	 113	 8.8%	 72.0%	 19.2%	
	 FL16	 140	 19.4%	 51.7%	 28.9%	
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S-4:	Learning	Goal	3	–	Attain	clear	analytical	and	reflective	thinking	abilities	
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The	Watson-Glaser	went	online	in	Fall	2016.	The	reason	why	scores	dropped	so	much	may	be	due	to	
lack	of	effort	on	the	part	of	the	students,	when	no	one	is	proctoring	a	timed	in-person	test.	The	AoL	
Committee	and	the	MGMT	681	instructors	are	exploring	ways	to	encourage	students	to	try	harder.	
	
S-5:	Learning	Goal	4	–	Understand	ethical	decision-making	

	
Assessment	Process	
Beginning	in	2008,	Barton	School	students	in	MGMT	681	participated	in	the	Turning	Gears	simulation	of	
ethical	decision-making.	Dissatisfaction	with	student	performance,	and	dissatisfaction	with	several	
aspects	of	the	Turning	Gears	simulation,	led	the	Barton	School	to	cooperate	with	the	Philosophy	
Department	to	develop	PHIL	306,	Business	Ethics,	which	was	implemented	as	a	requirement	beginning	
Fall	2013.	Following	the	introduction	of	PHIL	306,	several	Barton	School	faculty	worked	with	the	PHIL	
306	instructors	to	develop	a	multiple-choice	ethics	assessment	that	is	given	every	semester	in	the	
MGMT	681	capstone	Strategic	Management	class.	

Assessment	Review	Process:	Closing	the	Loop	
In	the	last	few	semesters,	enough	students	have	taken	both	PHIL	306	and	MGMT	681	to	begin	to	
provide	evidence	of	student	performance.	The	results	to	date	have	been	disappointing;	students	who	
have	taken	PHIL	306	don't	do	better	than	students	who	hadn't	taken	PHIL	306.	Once	the	Fall	2017	
results	have	been	collated	and	analyzed,	members	of	the	Undergraduate	Assurance	of	Learning	
committee	will	meet	with	PHIL	306	faculty	to	discuss	ways	to	improve	student	understanding	of	ethical	
decision-making.	
	
Recent	Assessment	Data	
Semester	
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Appendix	T:	WSU	Strategic	Enrollment	Management	(SEM)	Plan	
	

The	University’s	Strategic	Enrollment	Management	(SEM)	plan	is	presented	in	the	following	pages.	
	
	



 DRAFT - 10.24.17

 80 Tactics
Green=completed/ongoing (54%)

Yellow=in process (35%)
Red=not completed/started (11%) 1

Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
Operational for 
use by term Resources St

at
us

Evaluation

1.1. Create a shared 
understanding of the need 
for enrollment growth 
among many different 
categories.

1.1.1  Ask faculty senate to consider allowing for an expanded 
definition of scholarship, teaching and service that 
incorporates recruitment, retention and enrollment growth as a 
valued part of faculty responsibilities.

N/A N/A

Faculty aproved 
UNISCOPE model spring 
2016 capable of 
incorporating goal 1.1

1.1.2. Solicit eligible faculty to be faculty fellows for the Office 
of Admissions, with the expectations of (1) attendance at 
recruitment events and programs, (2) visits to high schools 
and community colleges, (3) outreach and communication to 
prospective students and parents, (4) serve in an advisory 
capacity for the admissions staff. Also includes mentoring and 
developing faculty in the areas of enrollment growth through 
scholarly activities.

Fall 2016 $42,500 per year 

9 recruitment fellows 
appointed for the 16-17 
AY; 8 additional retention 
fellows appointed to work 
with the Office of Student 
Success on retention 
activities for the 16-17 AY.  
Reappointments will occur 
going forward. 

1.1.3. Identify a numeric baseline for existing academic 
department major enrollment. Then, set and communicate 
growth expectations for each department - Fall 2017: 
177 Business
130 Education
148 Engineering
57 Fine Arts
126 Health Professions
314 Liberal Arts/Science 

Fall 2016 N/A
  49  Business
158  Education
  68  Engineering
 -13  Fine Arts
 185 Health Professions
 147 Liberal Arts/Science

1.1.4 Develop service standards necessary to have a student 
focus among all faculty and staff Fall 2017 N/A

HR in process of 
developing and 
implementing

1.2. Solidify the 
university's unique selling 
propositions (USP) and 
develop precise marketing 
strategies.

1.2.1. Identify the university's current USP's, work with 
Strategic Communications, Leadership and strategic partners 
to continue the 'solidification'.

Fall 2016
$10,000 creative concept direction 
and testing. $98,584 Blackboard 
Enrollment Services consultation 

Consulted with Blackboard 
Enrollment Services for: 
audience segmentation, 
message mapping, 
workshop, marketing and 
strategy plan, and financial 
model. Completed spring 
17.

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

Goal 1:  Develop activities beginning in Fall 2016 that foster a culture of enrollment growth among faculty, staff and 

SEM Plan total five-year goal cost of $12,740,635 ($5,390,635 budgeted, $7,350,000 new funding) for $2,548,127 
yearly.

Goal 1:  five-year cost of $325,000 ($305,000 budgeted and $20,000 new funding) for $65,000 yearly.
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 80 Tactics
Green=completed/ongoing (54%)

Yellow=in process (35%)
Red=not completed/started (11%) 2

Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
Operational for 
use by term Resources St

at
us

Evaluation

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

1.2.2. Listen, develop and deliver local, regional, and national 
marketing campaigns to deploy the solidified USP through 
research proven creative messages.

Spring 2017

$20,000 creative production; $5,000 
research & message testing; 
$300,000 paid/earned multi-media 
campaign 

Implementing Blackboard 
Enrollment Services plan 
involving brand awareness 
and targeted, digital media 
focusing on expanded 
regions of contiguous 
states.

1.2.3. Build and deliver “tool kits & tips” libraries to empower 
and support campus communicators / marketers better 
leveraging messaging / design / elements across the 

Fall 2016 $2,000 for annual WSU 
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 80 Tactics
Green=completed/ongoing (54%)

Yellow=in process (35%)
Red=not completed/started (11%) 3

Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
Operational for 
use by term Resources St

at
us

Evaluation

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

2.1.3: As retention and degree completion strategy, create a 
micro-grant for current students due to exhausted federal aid 
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 80 Tactics
Green=completed/ongoing (54%)

Yellow=in process (35%)
Red=not completed/started (11%) 5

Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
Operational for 
use by term Resources St

at
us

Evaluation

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

3.2.6. Develop university wide advising campaign with 
assistance from Strategic Communications Spring 2017 N/A

In-process.  Materials 
being developed by 
Strategic Communications

3.2.7. Research historical enrollment data and require 
departments 6 (2.)-9.22 489 99.72 29.641 re
W n
3.2.60.6 (oc)-as
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 80 Tactics
Green=completed/ongoing (54%)

Yellow=in process (35%)
Red=not completed/started (11%) 6

Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
Operational for 
use by term Resources St

at
us

Evaluation

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

4.1.3. Engage Alumni for new programs & I-35 corridor while 
fostering alumni representation at regional college fairs Fall 2016 N/A

Implemented partnership 
with Foundation to 
leverage their regional 
donor events, where 
admissions uses for 
prospect meetings with 
donors/alumni to 
encourage matriculation.

4.1.4. Develop articulation agreements (including Online) with 
community colleges in Oklahoma and Texas metro areas Summer 2016 Time to develop agreements, travel 

costs to go and sign agreements

Admissions and Academic 
Affairs identifying areas for 
agreements.

5.1. Increase concurrent 
enrollment offerings to 
area high schools.

5.1.1. Increase contact and communication with high schools 
in KBOR geographical jurisdiction area. Fall 2016 $85,927 includes salary, fringe, OOE 

and scholarships Completed

5.1.2. Increase monitoring teachers' progress toward HLC 
qualifications. Fall 2016 See above

Updated concurrent 
enrollment partnership 
agreement.

5.1.3. Increase sharing information with high schools about 
courses that can be offered for concurrent enrollment. Fall 2016 See above Ongoing

5.1.4. Work with departments to increase the offerings of 
concurrent enrollment courses. Fall 2016 See above Ongoing

5.2. Increase WSU's 
contract training market 
share and identify 
opportunities to utilize 
market-based tuition.

5.2.1.  Develop and launch a nationwide marketing initiative 
for all workforce related credit programs at WSU. Fall 2017

WPCE Sales Kit - $10,000 + Badge 
Program Marketing Campaign 
($75,000 Digital Media, $20,000 
Print, $15,000 Physical)  Total 
Estimated Cost: $120,000 

Ongoing

5.2.2.  Develop and maintain an online catalog and calendar 
of University workforce training programs. Fall 2017 No material cost only staff time. Completed

5.2.3.  Develop and maintain a website that includes 
information and links to all areas of the University that provide 
workforce training,

Fall 2016 No material cost only staff time. Completed

5.2.4.  Survey area employers to identify their training needs.   
Use this information to create new "for credit" initiatives for the 
workforce.

Fall 2016 No material costs only staff time. Completed

Goal 5:  five-year cost of $1,398,135 (budgeted) for $279,627 yearly.
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Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize
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at
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Evaluation

WSU SEM Goals, Strategies and Tactics (Evaluation of Year One - AY 16-17)

6.1. Recommend faculty senate task Academic Affairs 
Committee to examine new and emerging academic programs 
that will fit within the university mission and serve a need in 
the Kansas community.

Fall 2017 Reallocation or new funds as needed Not completed

7.1. Develop online 







Action Plan: Timetables, Resources, Accountability 

Strategies/Objectives Tactics/Operationalize Operational for use by term Resources Accountability

Status

1.1 Get Buy-in from faculty and staff about importance 
of enrollment growth

Communicate reasons, need, and benefit for active participation in enrollment and retention growth. View the 
university model as being similar to a not-for-profit private institution.

Fall 2016 None Dean and Department Chairs

asked for status
1.2 Expand the definition of faculty and staff roles to 
include active participation in recruitment and 
retention activities

Bart
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