                                                DEPARTMENT OF MARKETING                                    
                                                          POLICY STATEMENT
                                                    INTERNSHIP: MARKETING
                                                                      MKT 394
1-3 credits
                                                                                                                                                9/29/09
Robert H. Luke, Ph.D.                                                                                             238 Glass Hall
Professor and Department Head                                                                             Telephone: (417) 836-5413
Department of Marketing                                                                                        FAX: (417) 836-4466
Missouri State University                                                                                        robinluke@MissouriState.edu 
                                                                                                                                 Office hours:  by appointment.

COURSE PREREQUISITE: Students must be employed/assigned to a work placement approved by the Office of Cooperative Education (you can find them in the Career Services office across from the Advisement Center in Glass Hall) and the Co-op faculty advisor, preferably months before the internship begins.  Students must meet all Cooperative Education program qualifications (refer to Co-op policy statement given to you by the Co-op staff) and academic department qualifications.  Students must be a marketing major or minor to enroll in MKT 394.

PURPOSE/OBJECTIVES:  Cooperative Education is primarily designed as an academic program to integrate theory with actual practice and to provide students with hands-on experience under the supervision of an employer, with course work relating relevant theories and concepts that is supervised by a faculty member.  Students do not receive credit for simply working.  Grade assessment is based upon the following requirements:

COURSE REQUIREMENTS:
3x5 card (semester, name, job title, address, home, cellular, and work telephone #.  Turn in with 1st bi-weekly summary)
Bi-Weekly Summaries
Abstracted Articles from the Wall Street Journal
Paper (End-of-Term Paper or Research paper)
Employer Evaluation – Employer should mail this to the Career Center two weeks before the semester ends.

NOTE:  Turning work in on time is an important requirement of your future job.  It is also a critical factor in your grade for this course.  To receive an “A” grade, a student is expected to hand things in on time, as this is the major factor for getting full credit for each assignment.  If any assignment is late, one-half (1/2) credit ( 10/20 POINTS) will be assessed.  A late final paper has dire consequences (refer to “Submission Deadlines for Assignments”).

3X5 Card - Let the instructor know how to contact you by including a 3x5 card with your name, job title, address, home, cell, and work telephone numbers with your first assignment hand in.

Bi-Weekly Summary of Activities/Accomplishments--Students must submit every other Thursday (bi‑weekly, the first submission being due the Thursday of week two of the start of the semester), two-week summaries of work-related activities performed.  This should include a) specific new tasks performed, b) What have you observed the past two weeks, i.e., specific learning events/situations relevant to internship objectives, c) description of materials produced, d) new insights gained.  The summaries should not be a daily diary of every event of the day.  Be sure that all work is typed and labeled appropriately with: name of mentor (if other than Dr. Luke), name, class, section & date, internship assignment work location (such as Springfield Business Journal) and specific title of submission (Ex: Bi-Weekly Summary #1).  NOTE:  During the summer session biweekly summaries may be due the Thursday after the submission date for the final end of term paper. Be sure that all work is typed and labeled appropriately (Ex:  mentor’s name if not Dr. Luke, your name, MKT 394, date, company, and Bi-Weekly Summary (or Abstract) “number”).

For students working outside the Springfield area, all mail should be postmarked with the specific Thursday date (or earlier) and should also be received bi-weekly to avoid points off.  Email is appropriate for bi-weekly summaries.

Abstracted Articles--In addition to other assignments, abstracts are required.  The articles you select from the Wall Street Journal (WSJ) should pertain to your job, industry, and/or major.  Note deadlines on the chart according to the number of credit hours and semester.  Each abstract must be typewritten in the “style sheet” format shown in the sample abstract handout also attached to this material.  Articles selected must have been published within the last month.  A copy of the entire article must be attached to the abstract.  Do not expect to get any copies of your hand-ins back.  The purpose of these readings is to help the student develop a habit of reading outside materials to keep pace with events effecting the working environment. If you wish subscribe, you may receive a discount  on the Wall Street Journal at the bookstore. 

NOTE:  Bi-weekly summaries and abstracted articles: If they are late, 10 points will be deducted (1/2 credit).  If they are not typed, 10 points will be deducted.  If they do not follow guidelines exactly (see example provided) and /or are not exactly understood, additional points will be deducted.  Any and all work (excepting bi-weekly summaries) may be handed in early (before the due date) and is encouraged.

End-of Term Summary Paper – The student prepares a final report relating their work experience to marketing theory.  The report should be typewritten and utilize headings and/or subtopics.  Be sure to give credit (reference citations) for ANY work in the materials you hand in during this class that is not your own.  Otherwise, you could be guilty of academic dishonesty!  A “References” section at the end of the paper should be included listing interviews (name, title, when and where done, topic) and any other source material referenced or quoted.  It must be handed into the office by the due date (or postmarked by the deadline date) with a hardback, white, three-ring binder and disc of your work.  The hardback three-ring binder and disc are worth 20 points each.

Topic Area Requirements for the Term Paper According to the Number of Credit Hours Taken:

For One Credit Hour – 
The paper should address the following: 

1. Brief background/overview of your employing organization.
1. How does your organization strategically address the “four P’s” of marketing – Product, Price, Promotion, and Place (Logistics & Supply Chain Management)?
1. Specific marketing related insights you have gained from the co-op/internship experience.

This paper should be approximately 5-8 pages in length.

For Two Credit Hours –
For two credit hours all of the items listed above will be required.  Additionally, students should extend the paper by adding the following items:

1. Competitive environment in which your organization operates.
1. New Marketing trends you see forthcoming in your industry – i.e. new customer expectations, new technologies, new products, etc.

This paper should be approximately 8-10 pages in length.

For Three Credit Hours –

For three credit hours all above items (1-5) should be completed plus the following items:

1. Provide an organization chart from the Board of Directors to the lowest noted position.  If your company is owned by a holding company or other corporation, work your way up to the top and then list all other companies/businesses they control.  However, you do not have to list the complete chart of those companies; only list the entire chart for the company you are working with.  NOTE:  begin the organization chart EARLY; as it is often hard to get such information.
1. Discussion on the marketing philosophy of the company.

This paper should be 10-12 pages in length.

Employer Evaluation--Your employer (supervisor) is to complete an evaluation of your job performance.  The Cooperative Education staff will normally send the form to your supervisor.  You are responsible to see that the form is completed and sent back to the Career Center at least two weeks before the end of the semester. You may download it off their website (http://careercenter.missouristate.edu/assets/careercenter/AppraisalReview.pdf); and they will provide the faculty member with a completed copy once your employer has turned it in to them. This takes time.  Be sure to remind your supervisor to complete the evaluation early enough so that it can be returned to Co-op and they can make a copy to send to me for grading.  This usually requires a full two weeks in advance of final exams.  Students not working in Springfield should be particularly sensitive to getting these (50 points) returned early, particularly if you are graduating. 

                       SUBMISSION DEADLINES FOR "ABSTRACTED ARTICLES" AND "TERM PAPER"


	

	
1 CREDIT
	
2-3 CREDITS

	
BI-WEEKLY SUMMARIES:

       Summer Session
      
      
       
       Fall & Spring


ABSTRACTED ARTICLES:
   Wall Street Journal
      NUMBER                          REQUIRED:
      Summer Session

      

      Fall and Spring 


	
Start with second week

 4 total – Turn in on Thursday by 5:00 PM. 
  Weeks 2,4,6,8.

 8 total – Turn in on Thursday by 5:00 PM.
Weeks2,4,6,8,10,12,14,16.


                  2

Turn in on Friday by 5:00PM.
Weeks 3, 6.

Turn in on Friday by 5:00PM
   Weeks 5, 10.
	
Start with second week:

4 total – Turn in on Thursday by 5:00 PM.
  Weeks 2,4,6,8.

8 total – Turn in on Thursday by 5:00 PM.                  
  Weeks 2,4,6,8,10,12,14,16.


                 4

Turn in on Friday by 
5:00 PM.
Weeks 1,3,5,7.

Turn in on Friday by 
5:00 PM.
   Weeks 3,6,9,12.

	
END OF TERM PAPER: DEADLINE DATES:  IMPORTANT!!!

	
SUMMER SESSION

FALL SEMESTER 

SPRING SEMESTER
	
DUE THE THIRD MONDAY IN JULY BY 5:00PM.


DUE THE FIRST MONDAY IN DECEMBER BY 5:00PM

DUE THE FIRST MONDAY IN MAY BY 5:00PM.

	
***IMPORTANT- END OF TERM PAPER: There will be a one-grade reduction in the ENTIRE COURSE GRADE for each day late.  Those mailing this work must postmark their work by midnight of the deadline date given above...
ALL WEEKS OF THE SEMESTER COUNT AS A WEEK INCLUDING VACATIONS, EMERGENCY SNOW DAYS, FIRES, TORNADOES, ETC.  SO, FOR EXAMPLE, WEEK THREE FOR A HAND-IN OF AN ASSIGNMENT WILL ALWAYS BE WEEK THREE!



	


GRADING:  Your grade is based on points earned throughout the semester.  In addition, attitude and preparedness may be used as a deciding factor when considering borderline grades.  All work is to be typewritten and presented in a professional manner - as if you were being paid for it.  All work should have listed at the top of the first page those items identified in the enclosed:  "Example of a Wall Street Journal Article Abstract."  The faculty member reserves the right to hand back an assignment of poor quality to be redone (for reduced points) until it is completed in a satisfactory manner or to grade it as it was handed in.  Final grades will be determined by the student's percentage of the total points possible over the course of the semester.







The following weights will be given for course assignments (3-credit course)
3x5 card                                                                                                                    20 points
Bi-Weekly Summary of Activities/Accomplishments                                             20 points each 
Term Paper                                                                                                             150 points
Abstracts – Wall Street Journal                                                                               20 points each 
Employer Evaluation                                                                                               50 points

The grading scale will be set as follows:

90  -       100%  =     A
80  -         89%  =     B
70  -         79%  =     C
60  -         69%  =     D
Below      60%  =     F

Plus/Minus Grading will not be utilized in this course.

IMPORTANT NOTES:  Any and all work (excepting bi-weekly summaries) may be handed in early (before the due date) and is encouraged.  KEEP A PORTFOLIO OF ALL WORK WITH “RECEIVED” CONFIRMATION FROM THE INSTRUCTOR ON ALL EMAIL SUBMISSIONS.  

Students are required to make copies of all work completed and are to bring these copies with them when requested to so do.  Be sure to have dated notation or receipts for all faxes or mailed materials so that you can defend your submissions handed in if it is found that there are materials missing at the end of the semester.

ACADEMIC INTEGRITY:  Missouri State University is a community of scholars committed to developing educated persons who accept the responsibility to practice personal and academic integrity.  You are responsible for knowing and following the university’s student honor code, Student Academic Integrity Policies and Procedures, available at http://www.missouristate.edu/assets/provost/AcademicIntegrityPolicyRev-1-08.pdf
and also available at the Reserves Desk in Meyer Library.  Any student participating in any form of academic dishonesty will be subject to sanctions as described in this policy. The normal penalty for such activity in the Marketing Department is to assess an “XF” grade for the course. Therefore, don’t even think about doing it.

NONDISCRIMINATION: Missouri State University is an equal opportunity/affirmative action institution, and maintains a grievance procedure available to any person who believes he or she has been discriminated against. At all times, it is your right to address inquiries or concerns about possible discrimination to the Office for Equity and Diversity, Park Central Office Building, 117 Park Central Square, Suite 111, (417) 836-4252. Other types of concerns (i.e., concerns of an academic nature) should be discussed directly with your instructor. Please visit the OED website at www.missouristate.edu/equity/.

DISABILITY ACCOMMODATION: To request academic accommodations for a disability, contact the Director of Disability Services, Plaster Student Union, Suite 405, (417) 836-4192 or (417) 836-6792 (TTY), http://www.missouristate.edu/disability.  Students are required to provide documentation of disability to Disability Services prior to receiving accommodations. Disability Services refers some types of accommodation requests to the Learning Diagnostic Clinic, which also provides diagnostic testing for learning and psychological disabilities. For information about testing, contact the Director of the Learning Diagnostic Clinic, (417) 836-4787, http://psychology.missouristate.edu/ldc.

AMERICANS WITH DISABILITIES ACT:  The College of Business Administration and Department of 
Marketing and Quantitative Analysis encourages participation by all students regardless of disability in sponsored activities in and out of the classroom.  A full statement about this policy may be found in the University Catalog.  Hearing impaired students may contact professors or advisors by using the TDD at 1-800-735-2966.

Relay Missouri                                                                     1 + 800-RELAY MO
TDD Users Only                                                                  1 + 800-735-2966
Relay Missouri Voice Callers Only                                   1 + 800-735-2466

Any student who feels that he or she may need an accommodation for any sort of disability should make an appointment to see me as early in the semester as possible.




Example of a Wall Street Journal Article Abstract...

                  Your mentor        *
                  if not Dr. Luke      *
                  Your name              * 
                  MKT 394                  *                                                                                     
                  Date                           *BE SURE TO PUT THIS INFORMATION ON ALL MATERIALS SUBMITTED!
                  Company                  * OR YOU WILL RECEIVE ONE-HALF CREDIT.
                  Abstract #                *  

PLEASE REMEMBER TO SEND IN A COPY OF YOUR ARTICLE WITH YOUR ABSTRACT.

I.             Reference to the Article
Jeffrey A. Trachtenberg, "Lauren and Klein at Half the Price," Wall Street Journal, October 31, 1988, pp. 146-148.

II.            Statement of the Main Issue
Listening to the needs of the customer is how J. H. Collectibles has become a leader in the fashion industry.  The company simply copies top designs and limits shipping its merchandise to what owner Howard Ross perceives to be the nation's top department stores.

III.          Methodology of the Author
To obtain information for this article, Jeffrey Trachtenberg interviewed many people:  Ken Ross, owner of J. H. Collectibles; Philip Miller, chief executive officer at Marshall Field's; and Marvin Goldstein, executive vice president at Dayton Hudson Department Store Co.

IV.           Results and Conclusions
J. H. Collectibles Ken Ross knows when he is on to a good thing.  With a profit of nearly $175 million at wholesale, why change a strategy to be just like all the others?  Ross's strategy is this:  sell a line -- an entire line -- to department stores that are perceived to be top of the line.  Why?  "Because all stores do not do regular price volume," says Ross.  In fall of 1987, J. H. Collectibles cut its business from many of the country's top department stores.  As previously mentioned, he sells only to number one.  He refuses to have his clothes sold at less than full price.  He also believes that a collection will sell better at full price if presented together (accessorized and all) instead of spread throughout the city.  The product formula of the company consists of classic clothes for women -- skirts, blouses, jackets -- at half to two-thirds the price of the nation's top designers.  However, the manufacture of the garments does not show this.  It's a top quality for less strategy.  Ads are placed only in the top magazines.  Along with the image, J. H. Collectibles changed its name to J. H. from Junior House, formed in 1945.  Next up for J. H. Collectibles is convincing department stores to build special boutiques in the store for the line as Ralph Lauren has done for Polo.

V.            Implications of These Findings to Business/Marketing Concepts
I thought this was a very interesting, well-written article.  In such a competitive industry as fashion, it's rare to see such success coupled with extremely high profit margins.  Obviously, Ken Ross is doing something right!  I think his method for shipping and selling is a very good one; whenever you see Ralph Lauren in a store you see the entire line of goods, why not for a more moderately priced line such as J. H. Collectibles? 


NOTE:  BOTH THE BI-WEEKLY SUMMARIES AND THE ARTICLE ABSTRACTS SHOULD BE TWO-PAGES LONG, DOUBLE SPACED. (I HAVE SINGLE-SPACED ABOVE TO SAVE PAPER.)
