






Washtenaw Community College 

PROGRAM PROPOSAL FORM 

0 Preliminary Approval - Check here when using this form for preliminary approval of a program proposal, and respond to the 
items in general terms. 

0 Final Approval- Check here when completing this form after the Vice President for Instruction has given preliminary approval to 
a program proposal. For final approval, complete information must be provided for each item. 

Program Name: 

Division and Department: 

Type of Award: 

Effective Term/Year: 

Initiator: 

Program Features 
Program's purpose and its goals. 

Criteria for entry into the program, 
along with projected enrollment 
figures. 

Connection to other WCC programs, 
as well as accrediting agencies or 
professional organizations. 

Special features of the program. 

Need 

Need for the program with evidence 
to support the stated need. 

Retail Management (AAS) 

Computer and Business Technologies/ School of Business and 
Entrepreneurial Studies 

_AA D AS xxxx AAS 
Cert. Adv. Cert. 0 Post-Assoc. Cert. 0 Cert. of Comp. 

F ll2011 

Cheryl Byrne. PhD 

The purpose of this program is to provide a series of courses that give students the ability to 
be knowledgeable, capable, and enthusiastic employees who can handle both customer­
facing and behind the scenes jobs in a retail setting. This ability will ultimately result in 
ftnancial success for the company and career success for the students. The students will gain 
skills and knowledge to project a can-do and results-focused attitude. 

The standard college-level reading and writing levels are required. Our conservative estimate 
is that 15 students will be enrolled by the end of year 1 and 30 by the end of year 2. 

This program dovetails with the Supervisory certificates offered by the School of Business 
and Entrepreneurial Studies and supports any of the occupational programs where students 
will be working in a retail setting. Students will also be in a good position to take the 
National Retail Federation national certification tests. 

It takes a large number of people working in customer-facing roles as well as behind the 
scenes in a retail operation in order to keep employees, customers, and investors happy. 
These retail jobs can be divided into 4 main areas: customer relations, store upkeep, product 
handling, and administration. Students who complete this Associates degree will have had 
exposure to all four of these areas. 

The U.S. Department of Labor reports that there are more than 15 million people working 
in retail jobs and almost 12% of all jobs available are in the retail industry. According to the 
U.S. Bureau of Labor Statistics, 14.4 million people were employed in the U.S. Retail 
Industry as of April, 2010. 

Although retail employment was increasing every month at the beginning of 2010, retail 
employment numbers were still the lowest they've been for the past decade. Because of the 
decline in retail jobs and the increase in overall unemployment, the retail job market in 2010 
is extremely competitive at all levels. That gives a student with an Associates Degree an edge 
over other job seekers. 
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Program Outcomes/ Assessment Outcomes Assessment method 

1. Apply the process of uncovering and fulfilling 1. BMG 295 Capstone Report 
State the knowledge to be gained, skills to internal and external customer needs. 
be learned, and attitudes to be developed 2. Apply the principles of communication and 2. BMG 295 Capstone Report 
by students in the program. relationship management when interacting with 

internal and external customers 
Include assessment methods that will 3. Identify and apply the techniques used to 3. BMG 295 Capstone Report 
be used to determine the effectiveness make and communicate decisions related to 
of the program. strategy, profits, productivity, projects, and 

processes when managing the operations 
aspect of a business unit. 

4. Identify and apply the principles and 4. BMG 295 Capstone Report 
practices of managing, marketing, selling, 
promoting, and distributing retail goods and 
semces. 

Please return completed form to the Office of Curriculum & Assessment and email an electronic copy to sjohn@wccnet.edu 
for posting on the website. 
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program costs in the following 
per academic year: 

Description for Catalog and 
site 

IPrograJID Information 

A ssessment plan: 
Program outcomes to be assessed 

Apply the process of uncovering and 
fulfilling internal and external 
customer needs. 

Apply the principles of 
communication and relationship 
management when interacting with 
internal and external customers 

Identify and apply the techniques used 
to make and communicate decisions 
related to strategy, profits, 
productivity, projects, and processes 
when managing the operations aspect 
of a business unit. 
Identify and apply the principles and 
practices of managing, marketing, 
selling, promoting, and distributing 
retail goods and services. 

START-UP COSTS ONGOING COSTS 

$ $ 

00. 

This program prepares students to be knowledgeable, capable, and enthusiastic employees 
can handle both customer-facing and behind the scenes jobs in a retail setting. These 
can be divided into four main areas: customer relations, store upkeep, product handling, 
administration. Students who complete this Associates degree will have had exposure to all 
of these areas and they will gain the skills and knowledge to project a can-do, · 
result-focused attitude. 

- Cheryl S. Byrne, PhD 

Committee - School of Business and Entrepreneurial Studies Advisory Board 

tnu"u .... , •. uu requirements - College Level Reading and Writing; C•Aific:a&c· Manajfing &he 
,Cuit9Rttt Expcticnce, Advaiiccd Cctrifieatea :t.lan&flifll' Retail 8ptiiieae ' 

Assessment When assessment Courses I other populations Number students 
tool will take place to be assessed 

Report Fall2014 Students enrolled in All 
BMG 295 (Capstone) and 
completing the degree during 
the assessment semester 

Report Fall2014 Students enrolled in All 
BMG 295 (Capstone) and 
completing the degree during 
the assessment semester 

Report Fall2014 Students enrolled in All 
BMG 295 (Capstone) and 
completing the degree during 
the assessment semester 

Report Fall2014 Students enrolled in All 
BMG 295 (Capstone) and 
completing the degree during 
the assessment semester 
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Curriculum 

lUst the courses in the program as they should 
~ppear in the catalog. List minimum credits 
equired. Include any notes that should 

Gen Ed (24 CREDITS): 

• ENG 111 

• COM 101 

• MATH 

Composition I 

Fundamentals of Speaking 

4 credits 

3 credits 

4 credits 

~ppear below the course list. 

u.;, e /I 1 !\~4- ut nl\{t'H~ 
• ,A~ C, ~~;tv(' ~ 

C!'lHsgs I s"el S..oR­

MTH 125 or J(o0 
MTH 176 or 

rfr, i) 11"P fit~'' _,. 51 ttff....:.o> MTH 181 

(1, s (A A BAs) 13~-A • NATURAL SCIENCE w /LAB 

• 

• 

BIO 101 

PliY 100 

GLG 100 

SOC SCI 

ARTS/HUM 

COMP LIT (CIS 100 or CIS 11 0) 

~ajor/ Area Requirements (37 credits) 

4 credit 

3 credits 

3 credits 

3 credits 

• BMG 155 Business on the Internet 3 credits 

• BMG 205 Creating the Customer Experience 3 credits 

• BMG 206 Retail Principles and Practices 3 credits 

• BMG 207 Business Communication 3 credits 

• 
• 

BMG 211 Merchandising & Inventory Control 3 credits 

BMG 230 Management Skills 3 credits 

BMG 273 Managing Operations 3 credits 

• 
• 

BMG 275 Business and Supply Chain Analytics 3 credits 

BMG 295 Capstone 1 credit 

Plus 1 of the following: 

• BMG 160 Principle of Sales 

• BMG 250 Principles of Marketing 

Plus 3 of the following: 

• ACC 111 Accounting 

• BMG 111 Business Law 

• BMG 140 Introduction to Business 

• BMG 200 Human Relations in Business 

• BMG 220 Principles of Finance 

3 credits 

9 credits 

• BMG 240 Human Resource Management 

• BMG 279 Performance Management 

• BMG 291 Project Management 

TOTAL 61 Credits 

Footnote: Students who intend to transfer to another academic institution should meet with a school 
counselor to ensure MACRAO requirements are met. 
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SC'oring and analysis plan: 

1. Indicate how the above assessment(s) will be scored and evaluated (e.g. departmentally developed rubric, external 
evaluation, other). Attach the rubric. 

The Capstone report will be scored using a departmentally developed rubric. 

2. Indicate the standard of success to be used for this assessment. 

75% of students who score an average of 10.5 or better on the BMG 295 Capstone Report 

3. Indicate who will score and analyze the data. 

The Capstone report will be scored by selected members of the School of Business and 
Entrepreneurial Studies Advisory Board. The program lead will analyze the date. 

4. Explain how and when the assessment results will be used for program improvement. 

After the program lead analyzes the data, that person will prepare a report summarizing the ftndings 
and recommending changes and enhancements to the program. This report will be shared with the 
Dean, the other departmental members, and the School of Business and Entrepreneurial Studies 
Advisory Board. 
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• W Washten~w Comml!nityCoiLE!ge Offif_e of Currif(Jium and As~~ssment 

Program Information Report 

School of Business and Entrepreneurial Studies 
Learn the fundamentals you will need to become a business leader or entrepreneur. These programs help you develop entry-level 
skills in various aspects of business. Whether your goal is to make your place in an existing industry or branch out on your own, 
these programs can provide the foundation for success. 

Washtenaw Community College offers programs at several levels for students who want to begin new careers, or advance in their 
existing careers. The first level is the certificate, which can vary from nine to thirty-six credits, depending on the field. Certificates 
generally prepare students for entry-level jobs. 

After completing a certificate, students can progress to the next level, the advanced certificate. The credit hours required for these 
programs also vary. This type of certificate provides a more specialized level of skill development, and often allows students to 
upgrade their positions at their places of employment. 

The next level, an Associate in Applied Science, is available for some programs. For some career fields, it is possible to earn a 
certificate, advanced certificate, and an Associate in Applied Science degree in the same field. In these cases, the credit hours from 
the certificate and advanced certificate can be applied to the credit hours needed for the Associate in Applied Science degree. 

Alternatively, students can earn an AAS in Occupational Studies by completing a certificate, advanced certificate and General 
Education requirements. 

Business 
Choose one or more areas in the field of business as you prepare for your future. 

Retail Management (APRM) 
Associate in Applied Science Degree 
Program Effective Term: Fall 2011 

This program prepares students to be knowledgeable, capable and enthusiastic employees who can handle both customer-facing and 
behind-the-scenes jobs in a retail setting. These retail jobs can be divided into four main areas: customer relations, store upkeep, 
product handling and administration. Students who complete this associates degree will have had exposure to all four of these areas 
and they will gain the skills and knowledge to project a can-do, professional and results-focused attitude. 

Program Admission Requirements: 
Students must have: 
-Academic Math Level of 2 to enroll in MTH 125 
- Academic Math Level of 3 to enroll in MTH 160 
-Academic Math Level of 4 to enroll in MTH 176 or MTH 181 

iiell~taJ~ilillfP,itiBJIIiilm·~ ·••••••••••••••••••••••••••••··~.,. ENG 111 Composition I 4 
COM 101 Fundamentals of Speaking 3 
MTH 125 or Everyday College Math 
MTH 160 or Basic Statistics 
MTH 176 or College Algebra 
MTH 181 Mathematical Analysis I 
BIO 101 or Concepts of Biology 
GLG 100 or Introduction to Earth Science 
PHY 100 Physics for Elementary Teachers 
Soc. Sci. Elective(s) 
Arts/Human. Elective(s) 
Computer Lit. Elective(s) 

4 

4 
3 
3 
3 

Muij~~rea!reHI~~~~~~~····IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIml~ 
BMG 155 Business on the Internet 3 
BMG 205 Creating the Customer Experience 3 
BMG 206 Retail Principles and Practices 3 
BMG 207 Business Communication 3 
BMG 211 Merchandising & Inventory Management 3 
BMG 230 Management Skills 3 
BMG 273 Managing Operations 3 
BMG 275 Business and Supply Chain Analytics 3 
BMG 295 Capstone: Retail Management 1 
BMG 160 or Principles of Sales 
BMG 250 Principles of Marketing 3 

Monday, April18, 2011 10:44:34 a.m. Page 1 of 2 



• ~ Wasf'lten<!YJ_(:omm!J.nity:_College OfficR~f_C:urriculur72fi_nd Ass~~~f!lent 

Elective 

Program Information Report 

Choose 3 of the following courses: ACC 111, BMG 111, BMG 140, BMG 200, BMG 220, BMG 240, BMG 
279, BMG 291. 

Minimum Credits Required for the Program: 

Notes: 

Students who plan to transfer should meet with an advisor to ensure MACRAO requirements are met. 
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