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1. Instructors for Winter-spring Term Modules

	Human Resources/Coordination

Vandra L. Huber

360 MacKenzie Hall

5435365

vandra@u.washington.edu

	Business Strategy

Patricia Kelley

UW2- 329

Bothelll Campus

425 352-5281

pckelley@u.washington.edu

	Business Planning
John Castle

310 Mackenzie

206-543-4878

castlej@u.washington.edu


	Marketing

Richard Yalch, Ph.D 

Professor of Marketing 

College of Business Administration

206 MacKenzie

(206)543-1944  ryalch@u.washington.edu 
	Business Law

Robert "Bob" Berger, Esq.


204MacKenzie

543-4774, 543-4367

bergbits@u.washington.edu

	Finance
Lynda Livingston

University of Puget Sound                                                                                    360 546-1405  

llivingston@ups.edu


	Operations Management

Sundar Balakrishnan

University of Washington Bothell

UW1 240

425 352 5384

sundar@u.washington.edu
wbsite: faculty.washington.edu/sundar
	Accounting

Professor Terry Shevlin

Mackenzie 262

206 543-7223

shevlin@u.washington.edu

	Business Economics

Ali Tarhouni

Senior Lecturer Business Economics

206 543-4577

trhouni@u.washington.edu



2. Overview of Course

This 15 credit certificate program is designed to provide participants basic information regarding core business areas. Not a mini-MBA, the program focuses on core business areas -- finance, accounting, marketing business law and economics, operations management, finance, strategy,  human resources management and business negotiations.   Team taught by  faculty experts, the course includes case discussions, lectures, student presentations.  A pivotal component of the course is the development of a business plan for a new business venture. Alternatively students may chose to conduct a strategic analysis of an existing business. At the conclusion of the integrative program, students should 

· Understand and communicate using appropriate business terminology.

· Have an updated and viable resume for job searching and be equipped with skills to interview well

· Possess a working knowledge of finance, accounting, marketing, human resources, and strategy.. 

· Be able to analyze an enterprise's competitive and marketing strategy (cost leadership, differentiation and focus).

· Read and analyze financial  and income statements 

· Evaluate a company's financial position including its cash flow, credit position and liquidity.

· Understand the value chain and determine the distinctive competencies of an enterprise

· Understand the macro factors affecting business operations (legal environment, economic and financial market)

· Acquire basic skill in diagnosing human resource problems in organizations.

· Acquire basic skill in conducting business negotiations

· Understand the basic elements of operations management.

3. Textbooks and Readings

A number of readings have been assigned for the course. Each day's specific readings are listed and can be read in any order. Notes typically  provide summary information  about a specific topic. The presentation of information may be anchored by a model or a descriptive review of the knowledge set.  In contrast, articles  are typically shorter and raise issues that are significant to the course content. Cases and problem sets provide you with an opportunity to critically analyze relevant applications. Each of you has a different background, so you are the best judge of how deeply or superficially you need to read the materials.  As a minimum, skim each of the readings so that you understand the main points.  You should complete all readings in advance of the day on which they are assigned. 

Three textbooks are required. The cheapest way to secure these textbooks is through Amazon.com or one of the other on-line book ordering processes. You should order these immediately.

· Lyn Fraser and Aileen Ormiston. 2001. Understanding Financial Statements, Sixth edition, Prentice-Hall. ISBN: 0130277827 (Also available in the UW Bookstore); winter

· Kulik, C. 2004. Human Resources for the Non HR Manager. Lawrence Erlbaum Associates

· Rhonda Abrams, 2000. The successful business plan. 3rd Edition.  Running R. Media Palo Alto, CA. ISBN: 0966963520; (winter and spring)

· Womack,Jones, and Roos,  1991. The Machine That Changed the World, Harpers Collins. ISBN 0060974176 (spring)

Supplemental Readings

· Eliyahu M. Goldratt and Jeff Cox. 1992. The Goal: A Process of Ongoing Improvement, 2nd Edition. North River Press Publishing Corporation; ISBN: 0884270610. (Spring quarter)

· Leigh Thompson. 2001. Heart and mind of the negotiator. Prentice Hall. ISBN 0130179647

· Louis Engel and Henry Hecht. 1994. How to buy stocks.

· Richard Brealey and Steward Myers. Principles of Corporate Finance. McGraw-Hill.

· G. Burton Malkiel. 2000. A Random Walk Down Wall Street. W.W. Norton. (spring)

· Kulik, C. T. Human resources for the Non-HR Manager

Package of cases and readings available at the RAM copy center on University Avenue at 42nd Street. Packet will be listed as ADMIN510.  The telephone number for the RAM copy centr is (206) 632-6630. Cost of the readings should be $100-$130.

4. Computer Account

Each student is required to set up a University of Washington computer account.  You will need your ID number assigned by the extension office.  By setting up an account, professors can automatically communicate with you via a special class program protocol.  Unfortunately, other email accounts can not be programmed into this system.  The system give you free internet access for the two quarters you are enrolled in the course.  Additionally, you can down load articles at home from the UW electronic journal process.  It is a great research tool.

The process takes about 10 minutes following a process specified at:

https://uwnetid.washington.edu/newid/
5. Grading

This class is graded credit/no credit.  To receive credit as well as the certificate students must complete both quarters of the class. University regulations prohibit the awarding of partial credit for completing only one quarter of the class. 

Requirements include:

· Attend 80 percent of all classes.  Roll will be taken.

You can not miss the group negotiation simulation. 

You must attend the business presentations the last day of class. No exceptions.

· Completion of readings BEFORE class

· Receiving a passing grade on the graded component (problem set, presentation, quiz)  of each module. You must turn in each assignment on the scheduled day.

· Active participation in class
· Completion of the Group Business Planning Project which includes a 30-50 page written business plan for a new venture or an expansion of an existing venture. 

· Oral presentation of your  group's business plan or business analysis

