ARTICULATION AGREEMENT 



BENEFITS PAGE 

This Articulation Agreement is in effect between MISSION COLLEGE and ESUHSD. It affirms the commitment that each has with respect to program articulation. 

Mission College and ESUHSD staff, representing their respective educational programs, have met, analyzed, and compared the content and exit competencies of their course of instruction. They have agreed that the ESUHSD class ECONOMICS OF BUSINESS articulates with Mission College's BUS 054 SMALL BUSINESS START-UP AND MANAGEMENT. 

The attached Articulation Agreement shall be placed into effect on this date. This agreement will remain in effect until June 2012. Starting in the Fall of 2011, appropriate instructional and administrative staff must meet face-to-face at the annual Tech-Prep Articulation Day to review and update this agreement. 

The Ultimate Goal Of This Articulation Agreement Is To Help The Student To Succeed In Their Chosen Program Of Study/Career Pathway: 

Benefits to the Students: 

· Provides incentives for students to continue their education. 

· Allows students to receive college credit and/or advanced placement through effort and achievement at the secondary schools, reducing duplication of effort and time, thus lowering costs. 

· Provides students with assessment, placement, orientation and counseling services to ease the transition from secondary school to the college. 

· Enhances job opportunities by helping students quickly acquire specific marketable job skills. 

Benefits to Secondary Schools/Mission College: 

· Supports matriculation by preparing students for an identified Program of Study/Career Pathways. 

· Goal oriented, better prepared students increases retention. 

· Provides the opportunity for the college to focus on higher-end courses within the Program of Study/Career Pathways. 

Benefit to the Community and Industry: 

· Tech Prep program allows industry and community opportunities for direct input into the curriculum. 

· Tech Prep consortia improves communication with other educational entities and prospective employers. 

· Provides employees with relevant competencies for career applications. 

Benefits to Faculty: 

· Secondary school instructors gain first-hand information about community college programs and services. 

· Community college faculty gain information about secondary school programs and capabilities. 

· Helps faculty understand how their courses fit into the overall Program of Study/Career Pathway. 

· Connects faculty to their role as economic and workforce development leaders and stewards within their community, assisting them to counsel students in Programs of Study/Career Pathways. 
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ARTICULATION AGREEMENT COURSE OVERVIEW PAGE 

MISSION COLLEGE Articulation Form 

School Year: 2011-12
	College 
	Mission College 
	High School 

District/ ROP 
	ESUHSD 

	Course Name/# 
	BUS 054 SMALL 

BUSINESS START-UP 

AND MANAGEMENT 
	Course Name/# 
	ECONOMICS OF BUSINESS 

OWNERS 

	Program 
	BUS 
	Program 
	Business 

	Units 
	3; 54 Hours 
	Hours 
	5 Credits/150 Hrs. 

	Textbooks/ 

Software/Etc. 
	Levinson, Jay Conrad. Guerrilla 

Marketing Attack. Boston, MA: 

Houghton Mifflin Co, 1989. 

Longenecker, Justin Gooder; 

Moore, Carlos; and Petty, 

Lillian. Small Business 

Management, an Entrepreneurial 

Emphasis. Mason, OH: Thomson 

South-Western, 2003. 
	Textbooks/ 

Software/Etc. 
	Steve Mariotti, Start and 

Operate a Small Business, 

Alamy Limited, 2006 

Handouts, Newspaper and 

Magazine articles, Internet 

Research, Stock Market Game, 

Entrepreneurs in Profile and 

other materials provided by the 

instructor 
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	Mission College Course Description:
	HS/ROP District Course Description



	This course offers methods of research and planning to start a small business and is recommended for persons who want to explore the opportunities and requirements of creating and managing their own business enterprise. 


	Economics of Business Ownership is an in-depth study of small business ownership. Competition and the global economy have opened the door for many new businesses and entrepreneurs are becoming increasingly vital to the economy. In this course students study business planning, marketing concepts and channels, and international business while learning how to organize and operate a small business. 






ARTICULATION AGREEMENT COURSE COMPARISON PAGE 


School: 

 



---------- 

Course: ---------- 

	Mission College Course Content 
	High School District Course Content 

	1. Introduction To Entrepreneurship

   a. Contemporary economics of small 

        businesses 

   b. Natures of entrepreneurs and small 

        businesses 

   c. Locating information and technical 

       assistance 

   d. The business plan 
	 l. Economics Of Business Ownership 

	
	 2. Entrepreneur required skills 

	
	3. Market economy and concepts 

	
	4. Business plan 

	
	5. Business opportunity 

	2. Introduction To Marketing Small Business

a. Determination of markets 

b. Marketing strategies 

c. Elements of sales and salesmanship 

d. Developing a marketing plan 

e. Managing sales and salespersons 
	6. Business types 

	
	7. Marketing channels and marketing information 

	
	8. Advertising strategies 

	
	9. Manufacturing, wholesaling, and retailing 

	
	10.Product life cycle 

	
	11. Sales promotion and sales presentation 

	3. Introduction To Record Keeping In Small        Business

 a. Digest of accounting theory 

 b. Survey of record keeping systems for small 

     business 

 c. Establishing a record keeping system 

 d. Financial statements 

 e. Business taxes 

 f. Managing finances, credit and collections 

 g. Developing a financial plan for a small 

    business 

 h. Insurance and risk management 
	

	
	12. Global business economy and marketplace 

      Students create their own business plan through 

      NFTE curriculum 

	
	13. Business ethics 

	
	14. E-commerce 

	
	15. Entrepreneur case studies 

	
	16. Assigned reading, writing, research activities, 

       and individual and group presentations 

	
	17. Stock Market analysis 

	
	18. Internet research work 

	
	19. Accounting for business 

	4. Introduction To Law For Small Business 

a. American law and the court systems 

b. Business crimes 

c. Torts and the legal process 

d. Business types 

e. Agency and employment law 

f. Sales and contracts 

g. Commercial paper 

h. Property law 

i. Creditor/debtor law 

j. Government regulations 

k. Bankruptcy 

l.  Insurance law

m. International business law
	20. Financial statements 

	
	21. Financial plans 

	
	22. Understanding Taxes 

	
	23. Business Law 

	
	24. Sales and contracts 

	
	25. Financial concepts in business 

	
	26. Global economy 

	
	27. Assigned reading, writing, research activities, 

      and individual and group presentations 

	
	28. Stock Market Game Competition 

	
	29. Internet research work 

	
	30. Stock Market concepts 

	
	31. Assignments include: 
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	32. Reading and writing analysis of magazine 

articles, internet articles, textbook and 

supplementary materials 

	
	33. Individual and group presentations 

	5. Introduction To Managing a Small Business 

a. Role of management in small business 

    operations 

b. Managing human resources 

c. Managing product manufacturing operations 

d. Developing a management plan for small 

    business 

e. Managing service operations 
	34. Case study analysis 

	
	35. Field trips 

	
	36. Assigned writing of formal business plan 

with computer software to support 

presentations 

	
	37. Business simulations 

	
	38. Debates and critical thinking of business 

plans 

	Writing Assignments: 

Demonstration of ability to use symbol systems 

or demonstration of ability to apply skills 

learned in the course. 

Students will complete assignments comprised 

of: 

a. Short reports on magazine and news articles 

b. Case study analyses 

c. Digests of legal topics 

Outside Assignments 

a. Assigned reading 

b. Field trip visitations 

c. Research in libraries and resource centers 

d. Assigned writing a formal business plan with 

    computer interactive software in lab by 

     arrangement one and one half hours per week. 

Critical Thinking Assignments 

(Note: Not necessary to complete for Non- 

Associate Degree Courses.) 

a. Participate in problem solving competitions. 

b. Perform case study analyses. 

c. Complete business simulations. 

d. Complete management games. 

e. Complete introspective assessment 

     exercises. 
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ARTICULATION AGREEMENT COURSE COMPARISON PAGE 


School: 
Course: 
_ 

	Mission College Course Student Learning Outcomes
	H.S. District/ROP Course Student Learning Outcomes

	A. Explain the economic environment in 

      which small businesses must operate 
	A. Understand the management of small business 

      operations 

	B. Understand the dynamics of development 

    in planning to market products or services. 
	B. Skills to build a portfolio of business plan 

	C. Discuss financial institutions and 

    accounting systems. 
	C. Understand the market economy 

	D. Understand the legal aspects of business 

      operations. 
	D. Recognize business opportunity 

	E. Explain the management of small business 

     operations. 
	E. Explain business financing and accounting 

     procedures in a business 

	
	F. Evaluate team building and human resource 

	
	

	
	

	
	

	
	


ARTICULATION AGREEMENT MEASUREMENT PAGE 


School: 
Course: 

	Measurement Method (industry certification or licensure)
	Measurement Method (industry certification or licensure)



	1. Student achievement evaluation shall be comprised of
	A Student achievement will be evaluated through     class assignments, individual and group activities, tests, and participation in NFTE and Next Gen activities 



	2. Class participation 


	B. Business plans for contests


	3. Written assignments
	C. Written assignments 



	4. Objective type midterm and final examinations

	D. Projects 



	D. Term Projects 


	


Credit for the course listed will be granted if the following criteria are met: 

                 (x) Stipulated grade of B or better

                (x) Credit-by-Examination administration ( ) Secondary School ( ) Mission College

                 (  Demonstration/Portfolio

                 (  Certification of specific competencies

                 (  Other
Statewide Career Pathways Template associated with this articulation agreement:

Marketing Sales and Services
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