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In This Course, We ...

View Marketing = Process of Realizing Value
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| Service Management: Integrating 3 Key Disciplines
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*\Who — Protagonist
*\When/Where — Time/Situation
*What — Issues
— Surface level — Decisions/actions facing protagonist

(

— Underlying level — Teaching objectives

[
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(e.g., Marketing (Term 1) — Strategy (T1), Knowledge Management (T1)

(e.g., Marketing (Term 1) — Cust. Behavior (T2) Market Research (T3)
Service Mgmt (Term 3) — Org. Behavior (T1) — Ops Mgmt (T2)
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a.

Discussion Questions & Online Poll
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b. Cold Call & Board Plan
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C. Student Evaluation & Halftime Feedback

Class Contribution Evaluation
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C. Student Evaluation & Halftime Feedback

Halftime Feedback

CONFIDENTIAL October 22, 2010

Mirketing — Term 1 (Fall) 2010
1/3-Term Feedback

Dear Class: AMONTMOUS Cictiober 13, HHO
We have worked together sbout one-third way into the term now. Based on our intersctions in the first 7 sessions, Imhming - Tevm | {Fall 2018
T would like to panse and offer  few comments to reflect on where we have been, and also o help keep up our 1) Terma Fredieh e Facnly bt P 0
o S e P—

‘momentum through the rest of the term.

Aoy coona seuiasion 4 ovpec iy callecmd o the wad af e e, | aroukd S i e Bowr the by ks = = =
Below is my feadback to yon as a class (sse “Class Performance™ section) and also as an individual participant e pring a1 i . T Beadbach will bk e akress, ry pusbhine:. that pasy ar bt A Swamns.
(‘Indiidnal Performance”). Lhave put aside some tmeslots next few weeks for ane-on-one conferences to review B T L A e ppm——— e

your work individually. I would encoursze you fo 5izn up for an appointment for more customized feedback. wasern

Class Performance: 1 am zreatly pleassd with your commitment, enthmsiasm and motivation to this course. In AP Masr peap el e e bea g ke oD Seas gyt a o can Lo eg o, e

checking your online poll submission before coming to every class, as well g seeing many hands up during class, el

it has been very clear to me that many of you have consistently prepered cases in serious fashion. The qualiry of amws

in-class discussions has improved significantly as there have recemly been an incressing mumber of SemptS 10

apply analytical tools and concepts (quantimtive and/or qualitative), to tie your comments with others, and to

synthesize competing arguments smong classmares. On top of all this, you have been arducusly working with your e

classmates for such assignment as Optical Distortion team analysis. Tam impressed with your effortup o this poiar, s

and look forward 1o the wark we will be doing rogether for the rest of the course. —
.

Individual Performance: Amﬂedplmﬁndﬁms\muyn‘ymmmmmemmmmﬁn
course. Based solely on your in-class participation records in the first 7 sessions (not including practice POA,
cptianal POA, and final exam POA), your performance is caregorized as either “top 13,” “middle 13, o oo Wkt poi oy well bor Tonw learming” Agun bt o [ut by b B,

13

» *Top 13" - You have been doing great in terms of both “quantiry” [&mnmyo(mnm]md

»  “Bottom 13" - Twould ke to see more sctive participation in terms of both “quantity” and “quality. ™ It

is still half way into the temm. Let’s work together fo overcome challenges you may be experiencing. )
[
Whmum(xllheme—m—mesﬁsmlwﬂlmewymmml.hepusldxssﬁmdgc!ywm e
specific advice on how to further improve your argument and presentation skills. s
i 5 i f =
In the mesntime, T would like you to revisit the criteria that I am using for evaluating your class comments (I .
explained this in the course introduction session on the first dy): e
[
» s a comment clear, concise, and constructive? f—
» s a comment based on the case facts? Go beyond the case facts? s
% s a comment relevant to the on-going discussion?
%  Does a comment reflect an effort to apply concepts, framewarks, and tools discussed in the course” bl
%  Doesa smdent take a clear stance on am issne (e ., GnﬂqunAgu/Dmgu,opmm.nmr' e
Demonstrate strong evidence (his/her own dat)? P
%  Does a comment move the discussion forward (e £, p\lshmgmmmnkvel,mmqgmumﬂ.\mmnn,
Fodmg 3 fesh perspecte)? AWk 2n Ten e fostent e e
Please reflect on your past comments and those of your classmates (is there anything you can leamn from them?), e
and think about how you can improve your analytical approaches and discussion skills even farther e
Tvery much lock forward to talking with each of you at fhe one-on-one conference R
Best regards, .
Yoshi e
o
.
Tk o ey o Pl s e hack il ki forws i .

(1) From instructor to class

(2) From student to instructor .
(3) One-on-one’s (15 min/student)
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