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Session
Date
Module  and Description

Required Readings
Objective
Instructor

1
Mar 28
Accounting Principles review, Annual Financial Reports and Basic Financial Analysis

Weygandt:Chapters 1-5 (review) Chapter 12 and Chapter 19
Review Basic Accounting Cycle, Learn to analyze basic financial information
Mehrotra

2
Mar 30
Accounting for Partnerships and Corporations

Weygandt:Chapters 13,14
 Managing partnerships and  issuance of common  and preferred stock
Mehrotra

3
Apr 4
Retained Earnings, Dividends, Treasury Stocks

Weygandt:Chapters 14, 15
Learn to prepare and analyze stockholders’ equity section
Mehrotra

4
Apr 6
Long-term Liabilities 

Weygandt:Chapter 16
Understand fundamentals of debt financing
Mehrotra

5
Apr 11
Investments and International Accounting

Weygandt:Chapters 17
Learn to value and report debt and stock investments
Mehrotra

6
Apr 13
Cash Control and Accounting for Receivables

Weygandt:Chapters 7,8
Account  reconciliation, valuing and analyzing receivables
Mehrotra

7
Apr 18
Inventory, Plant Assets, Natural Resources, and Intangible Assets

Weygandt:Chapters 9,10
Learn the importance of inventory turnover ratio,  buying and disposing plant assets, reporting intangible assets
Mehrotra

8
Apr 20
Intangible Assets and Current Liabilities

Weygandt:Chapters 10,11
Learn to report and analyze  current liabilities, payroll and pension management.


Mehrotra

Session
Date
Module  and Description

Required Readings
Objective
Instructor

9
Apr 25
Statement of Cash Flows

Weygandt:Chapter 18
Learn to prepare and analyze statement of cash flows
Mehrotra

10
Apr 27
Business Analysis

Weygandt:Chapter 19
Combine financial and non-financial analysis into a comprehensive report
Mehrotra

11
May 02
Midterm





12
May 04
Pricing

Kotler: Chapters 10 & 11
Strategy and tactics of pricing
White

13
May 09
Distribution, Retail and Wholesaling

Kotler: Chapters 12 & 13
Functions provided between manufacturer and consumer
White

14
May 11
Integrated Marketing



Kotler: Chapter 14
Putting the Four P’s Together
White

15
May 16
Project Presentations



Meh/White

16
May 18
Advertising and Sales Promotion

Kotler: Chapter 15
Explore the fundamentals tools available for communicating  and motivating
White

17
May 23
Selling

Kotler: Chapters 16
Learn the values of being personally involved in selling
White

18
May 25
E Commerce and the Internet


Kotler: Chapter 17
Understanding the trends in electronic commerce
White

19
May 30
Enduring Customer Relationships

Kotler: Chapter 18
Ultimate Goal of Marketing
White

20
June 01
Review of Course Material

Projects Due



Meh/White


June 03
Final Exam





Contact Information

Instructor:
Sanjay Mehrotra,

Phone:
(847) 491-3155 

Office:

Tech. C140       


Fax: 
(847) 491-8005

Email: 

mehrotra@nwu.edu
Office Hours:
Monday and Wednesday 11:15 to 1:00

Instructor:
William J. White

Phone:
(847) 491-3680 

Office:

Tech D231


Fax: 
(847) 491-7928

Email: 

white@iems.nwu.edu
Office Hours:
Tuesday and Thursday Morning


TA:

Bo-Ray Huang


Phone: 
(847) 491-2104

Office:

Tech. C236


Fax:
(847) 491-8005

Email:

salberts@nwu.edu
Office Hours:
Monday 3:30-5 and Thursday 1:30-3:00

1.
Course Description and Objectives

 The goal of the course sequence is to provide the student with an improved idea of how fundamental business concepts and engineering fits into the overall business.  This is augmented by the development of basic management techniques.   This course helps the student develop the management and personal skills to become a better performer on the job.  These skills should allow the individual to serve as a valued team member or task force member.    

This course should be of primary interest to people aspiring to a career in general management or leading the engineering function in an enterprise.  It should be of interest to people who may manage interfaces between operations and other business functions such as marketing, finance, accounting and human resources.  A working knowledge of marketing and accounting is indispensable for general managers and entrepreneurs.

We will see how different businesses use unique marketing strategies to gain competitive advantage.  We will decompose the marketing plan into four dimensions: product, promotion, price and placement.  We will learn how financial accounting information is generated, recorded and used in partnerships and corporations.  We will understand how to use this information for industry analysis and studies.  We will connect accounting and marketing through the development of a intra-industry study report for two companies in an industry and develop next marketing plans for one of these companies.

The goal in accounting is for you to know:

· How to report and analyze account receivables

· How to report and analyze short and long term liabilities

· How to report and analyze inventory, tangible and intangible assets

· Accounting and valuing stocks and bonds

· Preparing and analysis of stockholder equity statements and cash flow statements

-     Inter and intra-industry analysis of financial data

Likewise, in Marketing we expect you to:

-     Be able to perform basic marketing using marketing information systems.

-     Learn the marketing research and consumer decision process.

-     Observe the principles of product packaging.

-     Experience product pricing in different environments.

-     Become aware of product placement decisions and distribution management.

-     Learn about product promotion strategies and sales management.

-     Appreciate the total marketing effort related to customer satisfaction, value and quality.

2. Required Texts 

Required materials available at the bookstore

· Accounting Principles (5th edition) By Weygandt, Kieso and Kimmel, published by John Wiley (ISBN # 0-471-190969)
· Principles of Marketing, (8th edition), by Kotler and Armstrong, published by Prentice Hall. (ISBN # 0-13-957002-0)

3.
Readings and Assignments

The course assignments are designed to engage you in the situation, to teach you ways to think about and analyze issues and to prepare you to be effective managers.  The enclosed course outline provides you with a brief description of the class and the readings.  

We expect that you will be taking four courses and that you spend approximately ten hours per week in total for this course.  Your weekly schedule should plan for: 

· three hours in class,

· three hours doing individual reading,

· two and half hours on homework preparations

· one and half hours on group project

We think that your time would be more efficiently managed if you read all assigned readings before coming to a class. If you find yourself averaging more than ten hours per week, please let us know. 

In the accounting segment you will be assigned weekly practice problems which will allow you to become familiar with the techniques covered.

In the marketing segment of the class you will typically need to prepare a case for each session. You should be knowledgeable enough to talk about the issues in the case and your ideas for addressing them if called on in class.

4. Class Contribution

CLASS CONTRIBUTION: Your comments and contributions add to each class’ discussion. Although activity is important, the quality and impact of your comments are much more valuable.  Our joint evaluation of your class participation will be based on the substance and insight of your comments. In-class participation will consist mainly of voluntary contributions, although we will sometimes call upon students to volunteer.  If you feel uncomfortable with being called on in class please let us know in advance.


CLASS PARTICIPATION: We would like to encourage you to make use of electronic communication tools. Our preferred mode of communication outside of class is e-mail.  To encourage shared communication we have set-up a class account using CourseInfo.  This software is on the NU Internet at: http://www.courses.nwu.edu.  We will post any comments relevant to assignments or the class on the conferencing tool in CourseInfo.  Students should also post any items they feel will be of common interest using the conferencing tool.  We will post answers to questions of class interest to this account. If you would like to remind us of your class contribution you are encouraged to do so through e-mail. We regularly check our email accounts which are different from CourseInfo, therefore, you should send your comments and question to us using email. 

5. Homework

 You will be required to submit written answers to questions related to problems and cases during the quarter.  The written submissions should be done in Word with 12pt font.  You are encouraged to do the accounting problems using the Excel spreadsheet software in the IEULAB. 

6.
Team Project

We will assign you to a team that compares two companies competing in an industry.  Your team will analyze the financial performance of these two companies.  Based on this analysis it will pick one (weaker) of the two companies.  Your team will then prepare a marketing, operational and financial plan to help improve the performance of the weaker company. (For example, you may suggest development of a new product line, extension and/or improvement 

to an existing product line, service, new strategic alliances, acquisitions, etc. to gain the competitive edge.)

You may choose the industry and companies for which annual reports are easily available to you over the world wide web.  Also if you pick products that are of interest to your group it will obviously increase the value of the project.  If you find it impossible to identify an industry or companies within an industry, we will help you.  The process of choosing a company must be completed by the end of second week of classes.

The final report should be in the form of a plan you would submit to convince stockholder for investing in the company.  The report would be due at the end of ninth week of classes.
Here are some guidelines:

1. Compare and analyze operating performance

2. Compare and analyze financial health

3. Compare and analyze receivables and liabilities

4. Compare and analyze cash flow

5. Compare and analyze market share

6. Compare and analyze promotion strategy

7. Compare and analyze pricing strategy

8. Compare and analyze products

9. Incorporate wall street analyst reports on the two companies into your report

10. Suggest what needs to be changed to improve company performance

11. Give a basic financial/marketing plan for implementing these changes

7. Grading

The grade you receive for the course is intended to certify your demonstrated proficiency in the course material. Proficiency will be estimated by measuring your performance on (1) class contribution, (2) homework, (3) exams, (4) the team project.  All exams will be open-readings, open class hand—outs and open class-notes. Your course grade will be based on the following categories:


1.  Class contribution



  5%

2.  Homework




25%

3.  Midterm exam



15%


4.  Comprehensive team project


25%


5.  Final exam




30%

We will be using CourseInfo software to communicate (other than e-mail). It will list you grades and any useful information available about the course and classes.  Each of you will select your own PIN at the outset of the course and it will be used with CourseInfo.
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