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Accreditation Council for Business Schools and Programs (ACBSP) 
Quality Assurance (QA) Report  

for  
Baccalaureate/Graduate Degree Programs 

February 8, 2013 
 

Overview (O) 1. Complete all information requested.  
 
Submit your report as an attachment to reports@acbsp.org on or before February 15th or September 15th.  
 
O 2. Institution Name: University of Bridgeport    Date February 8, 2013     
Address: 230 Park Avenue Bridgeport, CT 06604          
 
O 3. Year Accredited/Reaffirmed: 1991 /2005  This Report Covers Years: 2008-2012      
 
O 4. List All Accredited Programs (as they appear in your catalog): 
 
Note: Listing new programs here does not confer accreditation. New degree programs, majors or emphases must be in effect for at least two years 
and have graduates and follow the guidance in the process book before accreditation will be granted 

A.A. and B.S. in Fashion Merchandising                    
B.S. degree with the following majors: Accounting, Business Administration, Fashion Merchandising, Finance, International Business, 
Management and Industrial Relations, and Marketing     
M.B.A. with the following Majors: Accounting, Finance, General Business, Human Resources Management, International Business, 
Management, Marketing, and Specialized Business          
MBA Majors in Global Financial Services, Information Technology and Knowledge Management, Operations, and Small Business and 
Entrepreneurship along with the Executive MBA program are no longer enrolling students as is the undergraduate major in Computer 
Applications and Information Systems so none of these programs appear in the current catalog or this 
report___________________________________________________________________________________________  

 
O 5. List all programs that are in your business unit that are not accredited by ACBSP and how you distinguish accurately to the public between 
programs that have achieved accredited status and those that have not.  
                   
 A.A. Business Administration               
 It is noted on our website and in our catalog that this program is not accredited by ACBSP.       
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O 6. List all campuses that a student can earn a business degree from your institution: 
 All degrees are conferred from the Bridgeport campus.  MBA classes are also conducted at the Stamford Teaching Center and undergraduate 
business classes are conducted at the Stamford and Waterbury Teaching Centers.     
                    
O 7. Person completing report Name: Lloyd G. Gibson    
Phone: 203-576-4385            
E-mail address: lggibson@bridgeport.edu          
ACBSP Champion name:  Lloyd G. Gibson        
ACBSP Co-Champion name: Arthur C. McAdams III        
 
O 8. Conditions or Notes to be Addressed: You do not need to address Opportunity for Improvement (OFI). 

Please explain and provide the necessary documentation/evidence for addressing each condition or note since your last report. 
 
Remove the note on Standard 1 (Justification to remove the note is provided on pages 4 and 5),  
Remove the note on Standard 2 (pages 5, 6 and 7),  
Remove the note on Standard 3 (page 12),  
Remove the note on Standard 4 (page 29),  
Remove the note on Standard 5 (pages 36 and 37), and  
Remove the note on Standard 6 (pages 44 and 45).   
Remove the Condition on Standard 6, Criterion 6.1.5. The justification is addressed in Appendix A.   
 
The Condition and Notes were applied using the 2008 Standards and Criteria and have been in place since that time.  We are requesting 
that the Condition under 6.1, specifically to “report progress on our study underway to assess and improve the MBA program,” be 
removed along with our probation.  The MBA program has been assessed and improved over the last several years - we just did not report 
this properly.   
 
Other items in this QA report are addressed under the current standards. 
 

 
Are you requesting the Board of Commissioners to remove notes or conditions (if the justification for removal is lengthy consider attaching an 
appendix to QA report): We are requesting the removal of the Notes on Standards 1, 2, 3, 4, 5, and 6. 
 
Remove Condition: 
We are requesting the removal of the Condition on Standard 6 Criterion 6.1.5 and that our accompanying probation be removed as well.  The 
justification is addressed in Appendix A.               
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O 9. The business unit must routinely provide reliable information to the public on their performance, including student achievement such as 
assessment results. 
 
 Describe how you routinely provide reliable information to the public on your performance, including student achievement such as assessment 
results.   
 
Information is provided to the public through several venues.  We provide student learning outcome assessment examples from our QA report on the 
School of Business website.  The University of Bridgeport through its Public Relations office provides press releases and feature stories.  The 
Bridgeport Regional Business Council electronic newsletter includes information about the School of Business.  In addition, the University of 
Bridgeport provides information regarding the School of Business through the university newsletter (UB Highlights), which is published twice a 
month and in the Knightlines magazine which is published three times a year.  The School of Business also began publishing a quarterly newsletter in 
December 2012 that provides information on School activities, student and faculty achievement, and alumni.  The newsletter is circulated to students, 
alumni, and various stakeholders (e.g., university community, Board of Trustees, members of the business community, and the School of Business 
Advisory Board members).   
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Standard   #1 Leadership 
 

Organization 
 
a. List any organizational or administrative personnel changes within the business unit since your last report.  

 
Dr. Paul Lerman resigned as Dean of the School of Business on January 11, 2011. 
 
Dr. Tarek Sobh was appointed Interim Dean during the search for a new Dean from September 1, 2011 to December 31, 2011.   
 
Ward Thrasher was transferred to Admissions on October 11, 2011 and is no longer the Assistant Dean and MBA Director.  
 
Dr. Art McAdams was appointed School of Business – Director, Graduate Studies on January 6, 2012.   
 
Associate Dean, Dr. Robert Gilmore, became Interim Dean from December 5, 2011 to August 31, 2012 during the continued search for a new 
Dean and a transition period.  After the new Dean was hired he served as the Associate Dean of the School of Business until December 31, 
2012.  As of January 1, 2013, he became a visiting professor of Marketing.   
 
Dr. Lloyd Gibson was appointed Dean of the School of Business on August 1, 2012. 

 
b. List all new sites where students can earn an accredited business degree (international campus, off-campus or on campus, on-line) that have 

been added since your last report? 
 
There are no new sites. 

 
Response to Note on Standard 1 – Leadership – Please provide evidence of how the School assesses and improves the leadership system and 

practices continuous improvement in pursuit of performance excellence. 
 
The leadership of the School of Business currently consists of the Dean, Director of Graduate Programs, the Undergraduate Business Director, and 
the Director of Fashion Merchandising.  In addition, various faculty members chair School of Business Committees and have a related leadership role 
(e.g., chairs of the Graduate Curriculum Committee and the Undergraduate Curriculum Committee).   
 
The Dean of the School of Business meets with the Directors and Chairs of various Committees at least once per semester to assess progress on 
various plans and to ensure quality day-to-day management.  The results of these processes are presented in the implementation of strategic 
initiatives, improved assessment processes pertaining to other ACBSP standards, and in the revisions to the MBA curriculum in 2010.   
 
The University used a formal search process to fill the Dean’s position after the resignation of the previous Dean in 2011.  A Search Committee, 
chaired by the Dean of the International College was formed in 2011.  This committee also included the School of Business faculty members.  The 
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University used a Search firm to assist in this process and in screening candidates.  During the process the Search Committee interviewed all 
qualified candidates and recommended finalists to the Provost, VP of Graduate Programs, and the President, all of whom were involved in the final 
round of interviews.  In addition, the finalists in the search for the Dean also met with a member of the Board of Trustees.  This process provided 
appropriate input into the selection of leadership for the School of Business.  
 
The Dean of the School of Business is periodically evaluated using a 360-degree review process where feedback is obtained using electronic 
evaluation forms from students, faculty, and staff.  In addition, the Dean is asked to complete a self-evaluation.  The Provost uses this feedback to 
complete an evaluation of the Dean which includes future goals and any plans for improvement.  In addition, ongoing feedback is given to the Dean 
from both the Provost and the President in the context of periodic meetings both formal and informal.   
 
 
 
 
 
Standard #2 Strategic Planning  
 
Response to Note on Standard 2 – Strategic Planning – please provide evidence that a strategic management process is being used through 
regular cycles of planning to focus on strategic direction, assess performance, and achieve ongoing improvements. 
 
The School of Business started a systematic strategic planning process beginning in 2009.  This process was directed by the Dean at that time – Dr. 
Paul Lerman.  This process included the active involvement of the Associate Dean and the business faculty. 
 
In 2010 the School of Business Dean, Associate Dean, and faculty completed a strategic planning process which resulted in four proposed Centers of 
Excellence in the School of Business.  Centers of Excellence were proposed in Global Financial Services, Retail and Sales Management, Small 
Business and Entrepreneurship, and Health Care Management.  The purpose of these Centers was to enhance the quality of the School of Business 
subject to appropriate financial support from outside fundraising.  A presentation was made to the President and Board of Trustees.  At that time it 
was decided not to pursue this concept due to a lack of funding.   
 
Another outcome of this strategic plan was a change in the MBA curriculum in 2010 as part of our ongoing improvement process.  The program was 
changed from one offering 22 concentrations to one with 12 majors.  These changes began with recommendations from the School of Business 
Graduate Curriculum Committee which were approved unanimously by the full-time business faculty, then approved by the University 
administration and finally approved by the State of Connecticut.  The changes were then reflected in the UB catalog and website in the fall of 2010 
(see Table 2.1 below).   
 
An additional result of the strategic planning process is the proposal for the MBA program to be offered online.  A proposal was submitted to the 
State of Connecticut in July of 2012 and is awaiting approval.  Also developed were proposals for two new graduate degree programs – M.S. in 
Accounting and M.S. in Finance.  These programs were approved internally, but have not yet been proposed to the State.      
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Another outcome of the strategic planning process was a recommendation to make improvements in the physical plant and instructional technology.  
Funds were allocated by the University to the School of Business building (Mandeville Hall) for renovations.  The administrative offices, main 
entrance to Mandeville Hall, 3rd floor corridor and multiple classrooms were renovated as part of the plan.  Six Smart classrooms (smart boards) have 
been added and appropriate faculty have been trained and certified to use the smart boards.  In addition, a renovated, large, office space for multiple 
part-time faculty members was created.  This space provides cubicles at which part-time faculty members can work and meet with students.  Two 
business computer labs were completely renovated with new computers (35 and 34 stations).   
 
The School of Business has a strategic planning committee made up of faculty and staff that meets once a semester to review the mission, vision, 
values of the business school and to review progress on action plans and develop new strategic goals. 
 
The structure of the overall strategic planning process is addressed here in conjunction with ACBSP criteria. 
Criterion 2.1.  The School of Business now has a formal process for strategic planning.  This process is overseen by a committee consisting of the 
Dean, Graduate Programs Director, two faculty representatives, and two representatives from University staff.   

 
Criterion 2.1.a.  Faculty and staff representatives are members of the committee and input is encouraged and requested from all School of 
Business faculty and staff.  All business faculty and staff are invited to attend at least one planning session.  Input is also received from the 
School of Business Industry Advisory Board, students, and selected alumni.   
Criterion 2.1.b.  Strategic objectives are included in the program review document along with a timetable of key action items in the form of a 
Gantt chart.   

 
Criterion 2.2 Strategy Deployment    

 
Criterion 2.2.a. The Gantt chart mentioned above should include action items over a five year period.     
Criterion 2.2.b.  The School of Business will be evaluated both on measures of growth, such as enrollment, and on measures of quality, such as 
student academic performance.   
Criterion 2.2.c. The Dean of the School of Business will meet with the faculty and staff at least two times each semester to communicate 
strategic objectives, action plans, and measurements.  In addition, the School of Business communicates an overview of the same, as appropriate, 
in a quarterly newsletter to stakeholders.   

 
The School of Business is now engaged in strategic planning as previously described under Standard #2 using a formal committee chaired by the 
Dean. The committee has met four times beginning in September 2012 and plans to complete the MBA Program review and strategic plan by May 
2013.  The committee’s first task is to formally review the MBA program, including an assessment of the changes made in 2010, followed by the 
completion of an updated strategic plan. 
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Table 2.1 Strategic Planning Long- and Short-Term Goals and Action Plans (from the previous planning process) 
Strategic Goal Due Date Responsible Person Current Status 
MBA Curriculum Change August 2010 Dean Lerman Done August 2010 
Implement Centers of 
Excellence 

August 2011 Lerman & Gilmore Cancelled 

Improvements to Mandeville 
Hall 

Dec 2011 – Stage 1 Estrada Stage 1 complete         

Technology upgrades Dec 2011 – Stage 1 CIO Stage 1 complete 
MBA Online August 2013  Gilmore now Gibson Sent to CT OHE in July 2012 – awaiting approval 
M.S. Accounting Jan 2013 Gilmore now Gibson Approved internally 
M.S. Finance  Jan 2013 Gilmore now Gibson Approved internally 
Naming gift for School of Bus Jan 2013 President Gift committed in Dec 2012 
MBA Program Review June 2013 Gibson In process – partial draft completed 
Diversify MBA student pop. Sept 2014 Peckham In process – focus on increasing # of domestic students 
Improvements to Mandeville 
Hall 

May 2014 Estrada Funds committed – work to begin in May 2013 

Technology upgrades May 2014 Elchanani Plan in process 
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Standard #3 - Student and Stakeholder-Focused Results 
Standard#3_1 Course Evaluations 

 Analysis of Results  
Performance 
Measure  
 
Measurable goal 
 
What is your 
goal? 

What is your 
measurement 
instrument or 
process?  
 
 
 

Current 
Results 

 
What are 

your current 
results? 

Analysis of 
Results  
 
What did you 
learn from the 
results? 

Action Taken 
or 
Improvement 
made  
 
What did you 
improve or 
what is your 
next step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
 

Student 
responses on 
evaluations 
done on each 
course. 
 
The measurable 
goal is the % of 
responses that 
are in the 
excellent or 
good categories. 
 
Our goal is to 
have 60% or 
more in the 
Excellent 
category and 
more than 80% 
Excellent or 
Good. 

The students 
are asked to 
complete a 
Teaching 
Effectiveness 
Evaluation at 
the end of each 
course with 24 
statements rated 
on a 1 to 5 scale 
with 5 equating 
to Excellent.  
 

In the 2011-
2012 
academic 
year 53% of 
responses 
were 
Excellent and 
31% were 
Good. 

While these 
responses were 
an 
improvement 
from the 
previous year 
they were 
below our goal 
of 60% 
Excellent.  We 
believe this 
information is 
inconclusive 
since the 
response rate 
to the 
evaluations 
dropped 
beginning in 
2008-9 when 
we switched to 
online 
evaluations 
instead of 
paper. 

In order to 
improve the 
significance of 
the results we 
changed the 
process in fall 
2012 and 
administered the 
surveys in class 
and on paper and 
the response rate 
was 80%.  This 
will be 
continued until 
fall of 2013 
when there will 
be a campus-
wide change that 
will require 
students to 
complete the 
evaluation 
online before 
they can view 
their course 
grade.   
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Standard#3_2 UG Student Survey 
 Analysis of Results  

Performance 
Measure  
 
Measurable goal 
 
What is your 
goal? 

What is your 
measurement 
instrument or 
process?  
 
 
 

Current 
Results 

 
What are 

your current 
results? 

Analysis of 
Results  
 
What did you 
learn from the 
results? 

Action Taken 
or 
Improvement 
made  
 
What did you 
improve or 
what is your 
next step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
 

Undergraduates 
express overall 
satisfaction with 
their academic 
program.   
 
Our goal is to 
achieve an 
overall rating of 
1.5 or better as 
measured by 
responses on a 
scale of 1 to 5 
with 1 being the 
best.  

Undergraduate 
Student Survey 
 
A survey 
consisting of 8 
questions 
administered by 
the college 
annually which 
measures 
students’ 
satisfaction 
with their 
academic 
program. 
 

Overall 
satisfaction 
of 1.5 was 
generally met 
each year 
with a rating 
of 1.38 in 
2011-2012. 

Areas of 
lowest 
satisfaction 
were schedule 
conflicts and 
other 
university 
course 
offerings. 

Schedules 
were 
rearranged to 
minimize 
conflicts and 
more courses 
were offered. 
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Standard#3_3 Internship 
 Analysis of Results  

Performance 
Measure  
 
Measurable goal 
 
What is your 
goal? 

What is your 
measurement 
instrument or 
process?  
 
 
 

Current 
Results 

 
What are 

your current 
results? 

Analysis of 
Results  
 
What did you 
learn from the 
results? 

Action Taken 
or 
Improvement 
made  
 
What did you 
improve or 
what is your 
next step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
 

Internship 
evaluations 
from employers 
for student 
internships. 
 
Our goal is for 
employers to 
have a positive 
experience with 
our student 
interns as 
measured by a 
rating of 1.5 or 
better. 

Employer 
evaluations 
completed each 
year consisting 
of 10 questions 
asking for 
responses on a 
1 to 5 scale 
with 1 being the 
best rating.   
 

Overall 
ratings are 
consistently 
high 
averaging 1.4 
over the last 
five years.  In 
2011-2012 
the overall 
average 
rating was 
1.35. 

With a 100% 
response rate 
we concluded 
that employers 
are extremely 
satisfied with 
our students.  
We are 
exceeding our 
goal of 1.5.  
 

The decision 
was made in 
2012-2013 to 
transfer 
program 
coordination to 
Career Services 
as part of a 
cross-campus 
initiative and to 
allow the 
Fashion 
Merchandising 
Director to 
focus on 
retention.   
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Standard#3_4 Community Service 
 Analysis of Results  

Performance 
Measure  
 
Measurable goal 
 
What is your 
goal? 

What is your 
measurement 
instrument or 
process?  
 
 

Current 
Results 
 
What are 
your current 
results? 

Analysis of 
Results  
 
What did you 
learn from the 
results? 

Action Taken 
or 
Improvement 
made  
 
What did you 
improve or 
what is your 
next step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
 

Objective 
Assessments of 
attendance and 
satisfaction 
ratings related 
to our Volunteer 
Income Tax 
Assistance 
program which 
provides free 
tax service to 
international 
students and 
their dependents 
Measurable 
goal: attendance 
by a minimum 
of 80% of 
international 
students; 
satisfaction with 
the services a 
4.5 or higher 
out of a 5 point 
scale 

Maintain 
appointment 
log and mark 
off students 
when they 
check in at the 
clinic as well as 
online customer 
reviews to 
measure their 
satisfaction. 

An increase 
from 80% to 
85% of 
international 
students who 
attend the 
clinic.  
 
An increase 
from a 4.0 
review to 4.5 
of customer 
satisfaction. 

While our 
results were 
good in 2009 
and 2010 
feedback we 
received from 
students 
indicated that 
better publicity 
could help 
attendance and 
the addition of 
more well 
trained 
volunteers 
could help 
increase 
customer 
satisfaction.  

Advertising 
for this 
service was 
increased to 
reach 
students who 
file their own 
returns often 
using the 
wrong forms. 
Increase the 
number of 
volunteers. 
These actions 
increased 
attendance 
and customer 
satisfaction. 
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Response to Note on Standard 3 – Student and Stakeholder Focus   Please provide evidence how the program uses student and stakeholder 
information and data for planning, marketing, process improvements, and the development of other services.   
 
The examples included above demonstrate how the UB School of Business has been using information from students and stakeholders to improve 
service and overall performance.  Here is some additional information related to Standard 3. 
 
Student Information 
 
The School of Business has used the University-wide Course/Professor Evaluation system.  The in-class, paper-based Teaching Effectiveness 
Evaluation was replaced with an online version during spring semester 2009.  As indicated in the previous Quality Assurance Report, the response 
rates have decreased since the student evaluations have been completed online.  It was concluded by the School of Business Assessment Committee 
and agreed to by the previous Dean that the online evaluation provided limited information and that it is important to increase the overall response 
rate.  This issue was raised with the Faculty Council and Senate and will be addressed campus-wide through the Office of the Provost with changes 
made in spring 2013 to increase the response rate.  Until then the evaluations will be done on paper in the School of Business.  The result was a 
dramatic increase in response rate to 80% in the fall of 2012.    
 
Feedback from students regarding the availability of courses has prompted the use of an “Academic Plan” for MBA students.  In the Academic Plan 
students plan the courses that they will take in the remainder of their program.  This information will be used to create the summer and fall 2013 
MBA schedules.  This has addressed issues raised by students and has improved scheduling for the MBA Program. 
 
In November and December of 2012 the Dean held three open forum meetings inviting all fashion merchandising, undergraduate business, and MBA 
students to attend one of the sessions specifically designated for their group.  In addition, a focus group for MBA students was conducted by one of 
the graduate assistants and an additional session was held with international MBA students.  In these sessions the Dean obtained feedback from the 
students on any issues they had with their program and/or the School of Business.  This feedback will be used as part of the current planning process 
and program review.   
 
Other Stakeholder Information 
 
In a fall 2011 meeting of the Industry Advisory Board for graduate programs suggestions were made from regional business members regarding 
promotion and marketing for the School of Business including the development of promotional materials for the MBA Program.  This material was 
not developed at that time due to a lack of funding, but is now under consideration.  Additional suggestions from the School of Business Industry 
Advisory Board meeting held on September 13, 2012 will be utilized for future strategic planning purposes.  This includes suggestions related to 
skills needed by students in finding jobs and throughout their business careers.   
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Standard #4 Measurement and Analysis of Student Learning and Performance 
 

a. Program Outcomes  
 
List outcomes, by accredited program. Many of the program outcomes should be used as part of a student learning assessment plan and 
be measurable.  
 
State the learning objectives for each program (MBA, Ph.D., BBA, AA, etc.) accredited. A program is defined as follows: a plan of study is 
considered a program when it requires a minimum of 12 credit hours of coursework beyond the CPC and/or is recorded on a student’s transcript 
(ex. Business Administration: major/concentration/option/specialization in Accounting, Finance, Marketing, etc.)  
 
Learning Outcomes: 
 
LEARNING OBJECTIVES: 
 
Associate in Arts Degree in Fashion Merchandising: 
 
Students 1) acquire the basic technical skills necessary for work in the fashion merchandising field; 2) understand basic principles of fashion 
merchandising; 3) learn how to effectively communicate with others in their organization; and 4) understand the trends in the current fashion 
merchandising business. 
 
Bachelor of Science Degree in Accounting: 
 
Students 1) acquire the knowledge necessary for an understanding of business data; 2) develop the technical skills necessary to measure, analyze, 
and interpret economic data; 3) learn how to effectively communicate economic data; and 4) acquire the accounting foundations that enables 
them to pursue advanced study required for the successful completion of the CPA exam. 
 
Bachelor of Science Degree in Business Administration: 
 
Students 1) acquire the basic general business knowledge; 2) integrate knowledge across the business disciplines; 3) learn how to communicate 
with others in their organization; and 4) acquire in-depth knowledge and skills related to a particular discipline and career path. 
 
Bachelor of Science Degree in Fashion Merchandising: 
 
Students 1) acquire the technical skills necessary for work in the fashion merchandising field; 2) acquire knowledge of fashion merchandising 
principles; 3) learn how to effectively communicate with others within and outside of their organization; and 4) develop real world knowledge 
and understanding of the current fashion world. 
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Bachelor of Science Degree in Finance: 
 
Students 1) learn financial concepts that provide the basis for careers in finance; 2) develop the technical and analytical skills necessary for 
financial analysis; 3) learn how to effectively communicate financial information; and 4) understand the role of finance in an organization’s 
pursuit of its goals. 
 
Bachelor of Science Degree in International Business: 
 
Students 1) understand the economic, cultural, legal and political issues associated with international business; 2) acquire the broad discipline 
knowledge that are basic to international business enterprises; 3) develop cultural sensitivity and effective communication skills that enable them 
communicate with others from diverse backgrounds; and 4) acquire the skills necessary to pursue entry level positions in an American or foreign 
multinational firm, develop one’s own business abroad, or work for international governments and agencies. 
 
Bachelor of Science Degree in Management and Industrial Relations: 
 
Students will:  1) learn how to work effectively with people in an organization; 2) learn the management principles necessary to pursue entry 
level positions; 3) learn how to effectively communicate; and 4) develop an understanding of organizational processes. 
 
Bachelor of Science Degree in Marketing: 
 
Students 1) learn to create a marketing mix to market products, services and ideas to customers; 2) acquire the knowledge to develop marketing 
strategy; 3) learn how to effectively communicate marketing information to their various constituencies; and 4) develop an understanding of 
human behavior related to marketing activity. 

 
 
 Master of Business Administration Degree: 

 
The first overall learning objective for the graduate programs in the School of Business is for students to understand and apply concepts and skills 
across the basic business disciplines that enable them to be successful in a dynamic global environment. The second objective is for students to 
develop the competencies that facilitate student success in business. 

 
 
MBA in Accounting: 
 
Students learn the knowledge and skills that enable them to measure, analyze, interpret, and communicate economic data.  Students acquire the 
broad based business knowledge that enables them to integrate accounting practices to achieve strategic goals. 
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MBA in Finance: 
 
Students learn financial concepts that provide the basis for careers in finance.  Students develop the technical and analytical skills needed to 
pursue a variety of careers in the finance industry. 
 
MBA in General Business: 
 
Students will have a broad understanding of business theory and practices.  Students will be prepared to lead and manage business organizations 
in a variety of fields. 
 
MBA in Human Resources Management: 

The M.B.A. in Human Resources Management prepares students for leadership in a multi-cultural workplace. The program provides the 
knowledge needed for the practice of human resources management and seeks to instill ethical managers who understand the strategic importance 
of human resources.  

MBA in International Business: 
 
Students will specifically understand the economic, cultural, legal and political issues associated with international business.  Students will be 
prepared to lead and manage organizations in the global business environment. 
 
MBA in Management: 
 
Students learn the knowledge and skills that prepare them to plan, build, and run a successful business enterprise.  Students also learn how to lead 
and work effectively with people within an organization. 
 
MBA in Marketing: 
 
Students are prepared for marketing careers and specifically learn the knowledge and skills that are required to create, promote, distribute, price 
and manage products, services and ideas to customers in a satisfying exchange relationship.  Students develop an understanding of human 
behavior related to marketing activity. 
 
MBA in Specialized Business: 
 
The Specialized Business M.B.A. is based on the understanding that careers in business do not always fall strictly into the concentration 
categories traditionally taught in business schools. In addition to requiring knowledge and skills related to the core disciplines, the Specialized 
Business M.B.A. seeks to provide the maximum flexibility in customizing study for specific career niches. 
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b. Performance Results  
 

Fashion Merchandising 
 

 Analysis of Results  
Performance 
Measure and 
Goal 
 

Measurement 
instrument. 

Results Analysis of 
Results --- 
What was 
Learned --- 
Action Taken 
 

Results of 
Action 
Taken and 
the Next 
Step  
 

Tables of Results Across Time  
 

 

RETL 205 
Learning 
Outcome: Score 
on Lab swatch 
book 
assignment; this 
assignment 
supports the 
learning 
outcome of 
gaining real 
world 
knowledge in 
the fashion 
industry  
 
Goal:75% of 
students achieve 
scores for Lab 
Swatch book at 
least 85% 

Direct: 
Laboratory 
fabric swatch 
book,  in which  
students 
evaluate fabrics 
based  on 
specific 
questions as 
they relate to 
fashion and 
performance 

Spring 10, 
81.7% 
achieved 
goal of 85%; 
Spring 11, 
79.6% 
achieved 
goal of 85% 
 
 

Too many 
scientific and 
technical 
questions were 
included for 
fabric 
evaluation 
Action:  
more practical 
questions were 
added 

Results:85% 
achieved 
85% or 
higher 
scores 
 
Next Step: 
raise the 
standard to 
85% 
achieving an 
85% score 
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RETL 213: 
Learning 
Outcome:  
Demonstrate 
mastery of 
PowerPoint in a 
business-related 
application of 
HR in the 
Fashion 
industry in 
support of the 
learning 
outcome of 
being able to 
effectively 
communicate.  
 
Goal:   90% of 
students achieve 
a score of 85% 
or better on a 
project and 
presentation. 

Direct:  
Assessment 
used is an 
evaluation of 
the 
effectiveness of 
the PP slides 
and the 
presentation to 
inform 
Management of 
policy changes. 

Fall 2010: 
No students 
used PP 
effectively.               
Fall 2011:  
25% 
achieved a 
score of 85% 
or better.  

Performance 
was lower than 
expected.                  
Action:  In Fall 
of 2012, the use 
of Power Point 
and its 
importance in 
successful 
presentations 
was explained 
again.  This 
time the 
importance was 
stressed - and 
the grading 
rubric was 
modified again, 
to incorporate 
the importance 
of Power Point.   
It was explained 
that a 
substantial 
amount of 
points would be 
lost from the 
final scores of 
their projects, if 
a Power Point 
presentation 
was not 
included.                                        

Results:  
Student use of 
Power Point 
presentations 
increased to 
82% in the Fall 
of 2012.                                  
Next Step:  For 
Fall of 2013, 
class should 
spend time in 
the computer 
lab preparing 
their Power 
Point 
presentations, 
together.  For 
those students 
that have 
already 
prepared them, 
they should 
continue 
working on 
becoming 
more proficient 
& professional 
in completing 
them. 
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RETL 102 
Learning 
Outcome: 
Understand 
retail pricing 
and terms and 
their impact on 
net income 
 
Students are 
required to do 
pricing 
calculations and 
prepare an 
income 
statement 
 
Goal is for 80% 
of the students 
to score 80% or 
higher  
 

Direct:  
In-class 
assessment 
instrument 
requiring 
calculations and 
the preparation 
of a basic 
income 
statement 

The trend is 
positive, but 
the current 
results of 
72% of 
students 
scoring 80% 
or higher is 
below our 
goal 

The students 
can perform at a 
higher level 
with the 
appropriate 
amount of 
support as 
demonstrated 
by the results 
over the past 
three years 
where scores 
improved each 
time as more 
help sessions 
were added 

Each semester 
there have 
been more help 
sessions 
provided and 
more practice 
problems; the 
problems have 
been broken 
down into 
smaller parts to 
aid in 
understanding 
 
Next Step: 
Provide more 
help sessions 
in order to 
reach the 80% 
goal 
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Undergraduate Business Program 
UG Core Subject 
Finance 309 
Learning 
Outcome:  
Solve financial 
problems using 
analytical tools 
including 
present value 
solver and IRR 
to gain basic 
business 
knowledge  
Goal: 90% of 
students 
reaching a score 
of 75% or 
above. 

Direct: 
Assessment used 
average scores of 
20 calculations 
and analytical 
questions 

Student 
performance 
increased from 
Spring 2010 to 
Fall 2010 but 
did not reach 
the goal of 
90% scoring 
75% or above.   

Students 
needed 
additional tools 
to improve their 
performance.   
 
Action: In 
Spring 2011 
students were 
required to use 
Excel functions 
to improve 
calculations 
and problem 
solving. 

Results:  
More than 
90% of 
students 
reached a 
score of 75% 
or higher.    
 
Next step: 
raise score 
goal to 80% 

 

 
Major: Accounting 
ACCT 311 
Learning 
Outcome: To 
enhance students 
understanding of 
Individual 
Income Tax 
concepts in 
accordance with 
Internal Revenue 
Code. Goal: 
Increase average 
scores on in-
class assessment 
instrument    
above 82. 

Comparative: 
Comparison of 
scores before 
and after a 
switch of 
textbook, and 
utilization of a 
more “hands on” 
use of tax forms. 
 

Students’ 
scores were 2 
to 3 points 
higher.  
 

Using a more 
“tax forms 
oriented” 
textbook may 
assist students 
with a better 
comprehension 
of the tax forms 
preparation 
process.  
Students scored 
2 to 3 points 
higher. 

By utilizing a 
more “tax 
forms 
oriented” 
textbook, 
will be able 
to utilize 
more form 
preparation 
during the 
semester. 
 
Next step: 
Raise 
average test 
score to 85. 
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Major: Business Administration 
ACCT 312 
Learning 
Outcome:  To 
enhance 
students 
understanding 
of Corporation 
and Partnership 
Income Tax 
concepts in 
accordance 
with Internal 
Revenue Code. 
Goal: Increase 
average scores 
on in-class 
assessment 
instrument 
above 83. 

Comparative: 
Comparison of 
scores before and 
after a switch of 
textbook, and 
utilization of a 
more “hands on” 
use of tax forms. 
 

Students’ 
scores were 
1 to 2 points 
higher.  
 

Using a more 
“tax forms 
oriented” 
textbook may 
assist students 
with a better 
comprehension 
of the tax 
forms 
preparation 
process.  
Students 
scored 1 to 2 
points higher. 

By utilizing a 
more “tax forms 
oriented” 
textbook, will be 
able to utilize 
more form 
preparation 
during the 
semester. 
 
Next step: Raise 
average score to 
85. 
 

 

Major: Finance 
FIN 345 
Learning 
Outcome: 
Demonstrate 
knowledge of 
the Federal 
Reserve and 
monetary policy 
 
In-class 
assessment 
instruments are 
used with the 
goal to have at 
least 80% of the 
class scoring 
75% or above 

Direct: 
In-class 
assessment 
instruments 
include 
responses to 
questions and 
knowledge 
demonstrated in 
required 
presentations  
 
 

Based on 
the results 
of Fall 
2012, 79% 
of the 
students 
scored 75 or 
higher. 
 
 

Student scores 
are improving 
as more 
current 
examples are 
used in class,  
 

More real world 
examples such as 
the Fed’s rate cuts 
and three rounds 
of quantitative 
easing (QE) will 
be used in class in 
the future.  At the 
same time, more 
in-class exercises 
will be used 
 
Next Step: 
Add the above 
and reach the goal 
of 80%  
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Major: International Business 
IBU 362 
Learning 
Outcome: Move 
from learning 
rules related to 
international 
trade to direct 
application of 
those rules to 
real-world 
situations.  
 
Assess the 
students’ class 
participation 
using a rubric to 
evaluate how 
well they can 
apply 
international 
trade rules  
 
Goal: 
Average class 
score of 85% or 
higher  

Direct:  
Average class 
score on class 
participation 
assessment  
 
 

Data: In 2007 
average score 
based on 
classroom 
participation (9 
students) was 
87%. In 2009, 
average grade 
based on 
classroom 
participation 
(20 students) 
was 80%.  In 
2011, average 
grade based on 
classroom 
participation 
(14 students) 
was 90%. 
   
 
 

Performance in 
2009 was 
lower than 
desired due in 
part to larger 
class size 
inhibiting 
student 
participation. 
Actions: 
Continuing 
efforts to get 
non-
participants to 
participate by 
providing 
welcoming 
atmosphere.  
Shift greater 
percentage of 
textbook usage 
to homework 
and similar 
assignments so 
as to enable 
more 
classroom time 
spent 
discussing 
cases.  

Next Steps: 
Maintain a 
higher level 
of 
homework 
as part of 
the course 
to free up 
classroom 
time for 
case 
discussion. 
Increase 
class 
participation 
taking into 
account 
cultural 
sensitivities. 
Obtain 
continuing 
training in 
skills via 
CELT 
before Fall 
2013 when 
course in 
next 
offered.   
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Major: Marketing 
MKT 342 
Learning 
Outcome: 
Demonstrate an 
understanding 
of market 
analysis, 
knowledge of 
other countries 
and markets and 
strategy 
formation 
 
Goal:   
Achieve a class 
average score of 
80% on their 
projects. 
 
 
 

Direct: 
Teams of 4 to 6 
students develop a 
5-year strategic 
plan based on 
entering new 
global markets 
using a variety of 
market entry 
strategies.  
The written plan 
and oral 
presentation is 
developed during 
a 6-week period. 
This project is 
assessed using a 
rubric which 
evaluates 
analytical, 
problem solving 
and presentation 
skills.  
 
 

Current 
Results: 
Class 
proficiency has 
had a gradual 
improvement 
from 81.9% in 
the Fall of 2010 
to 83.4% in the 
Spring of 2012 
 
 

Analysis of 
Results: 
The scores have 
improved as the 
students were 
given more 
class time to 
use for the 
project and 
more time was 
spent in class 
working on 
written case 
analysis.    
 
 

Results of 
Action 
Taken:  
Scores 
improved as 
teams were 
given 15 to 
30 minutes 
of each class 
during the 6-
week period 
to work on 
their 
projects.    
 
Next Step: 
Raise the 
goal to 85%. 

 
 

PROJECT PERFORMANCE % 
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Major: Management and Industrial Relations 
Mgt 301  
Learning 
Outcome:  
Demonstrate 
ability to 
manage 
inventory as 
part of their in-
depth business 
knowledge 
 
Goal: Percent of 
class above 
75%  is at least 
80% 

Direct: 
Assessment used 
is a report on the  
results of the 
Inventory 
Simulation and 
recommendations 
to Management 

Less than 40% 
of students 
reached goal 
of 75% in fall 
2010. 
 

Classroom 
examples and 
homework 
were not 
sufficient to 
reach goal.  
 
Action: 
Instituted a 
voluntary 
Friday lab 
session for 1-
on-1 help 
starting Spring 
2011.   

Results: 
Across 
semesters 
more 
students 
attended lab.  
100% met 
goal of 75% 
in Spring 
2012.    
 
Next step: 
raise goal 
score to 80% 
for 80% of 
class.   

 

 
Graduate Program Examples 

 
MBA Core Subject: 
FIN 600 
Learning 
Outcome: 
Return on 
student’s 
investment 
portfolio 
compared to the 
market return 
Goal: 
For the return 
on student’s 
portfolio to be 
higher than the   
market return 

Direct: 
Average return on 
students’ 
investment 
portfolios that 
were developed in 
the Investment 
Game compared to 
the market return  

Average 
Portfolio return 
compared to 
market in 2009 
was 
(-2%).  This 
improved to 
+2% in 2012. 
 

Student 
feedback 
indicated a 
lack of skills in 
collecting 
information 
and lack of 
practical 
analytical 
skills 
Action: 
More research 
tools were 
added with 
better support 

Results: 
Students’ 
investment 
portfolio 
returns 
exceeded 
the market 
by 2% in 
2012. 
Next Step: 
New game 
(Stock Trak) 
was 
introduced 
in 2010. 

 
Average Portfolio Return 

Compared to Market 
 

Year          2009     2010     2012 
 

Return        -2%        1%        2% 
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Major: Accounting 
ACCT 610 
Learning 
Outcome: To 
prepare 
Financial 
Statements from 
an adjusted 
Trial Balance.  
 
Goal: 80% of 
the Students 
achieve a score 
over 80% 
 

Students were 
given an 
adjusted trial 
balance from a 
corporation and 
had to prepare 
the corporate 
financial 
statements. 
 

Students who 
received 
additional 
practice 
problems 
achieved 
higher 
scores. 
# of 
additional 
problems: 
0 in Spring 
11, 
5 in Summer 
11, and 9 in  
Spring 12 
   

The greater 
the number 
of practice 
problems the 
greater the  
better the 
results 

More problems 
were added each 
semester 
Next Step:  require 
more practice 
problems the next 
time the course is 
offered and 
increase the goal to 
85%   

 

 
Major: International Business 
FIN 610 
Learning 
Outcome: 
Demonstrate the 
ability to solve 
finance 
problems with 
international 
applications. 
  
Goal: Percent of 
class scoring 
above 75%  is at 
least 80% 
 

Average Scores 
on a series of 
analytical 
questions that 
include 
financial 
calculations 
with 
international 
monetary 
applications.  
 

Based on the 
results of 
summer 
2012, 93% 
of the 
students 
scored 75% 
or higher. 
 
 

The results 
improved 
as more 
recent real 
world 
examples 
were used 
in class. 

Action: 
More real world 
examples such as 
ones involving the 
recent financial crisis 
were used in class 
and on homework 
assignments.  In 
addition, more 
practice exercises 
were assigned in 
class. 
 
Next Step: 
Raise the goal to be 
80% or more of the 
class scoring above 
80%. 
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Major: Finance 
FIN 650 
Learning 
Outcome: 
Develop skills 
in the analysis 
of financial 
problems and 
cases 
 
Goal: 
Consistently 
improve 
average scores 
on written 
homework and 
assessments in 
each class with 
each to exceed 
80% 
 
 

Scores on four 
written homework 
case assignments 
where students 
apply corporate 
finance techniques 
from FIN 600 as 
reviewed in class 
 
Assessments using 
case questions to 
assess students’ 
analytical ability 

Students scored 
higher on the 
second in-class 
assessment 
while 
homework 
scores were 
inconsistent; 
average scores 
have generally 
been exceeding 
80% 

Students self-
determine 
competency in 
standard 
MBA-level 
finance. 
Experiences 
vary based on 
whether the 
student was 
waived from 
the core course 
(FIN 600). 
 
Based on 
instructor’s 
experience 
with Section 1, 
remedial 
classes were 
offered in 
Sections 2 & 3 
to accelerate 
learning; 
attendance was 
92% of 
enrolled 
students 

Homework 
showed no 
significant 
improvement 
(although in 
Section 1 the 
3rd written 
case scores 
improved by 
4.6 points vs. 
the 1st case; 
and in Section 
3 there was a 
semester 
improvement 
of 3 points); 
Assessment 
in-class 
improved as 
follows: 
Section 1: 8.8 
points 
Section 2: 
12.2 points 
Section 3: 
10.9 points 
Next Step: 
Provide more 
review 
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Major: General Business  
MGMT 610 
Learning 
Outcome: 
Demonstrate the 
ability to make 
a successful 
team 
presentation.   
Goal: 
100% of teams 
demonstrating 
the required 
ability by 
having a team 
score of 85% or 
higher 

Direct: 
Assessment 
used is the 
score from the 
evaluation of 
team projects 
using a rubric 
that assesses the 
performance 
and 
participation of 
all team 
members in the 
preparation and 
presentation of 
a team report. 

Results 
suggest that 
the students 
demonstrat
ed a high 
level of 
skill in 
2009 and 
2011.   

The decline 
in results in 
2010 was in 
the area of 
research. 
 
 

Action: 
In 2011 a 
portion of class 
time early in the 
semester was 
set aside for 
presentation on 
information 
literacy by 
library staff.  
 
Next Step: 
Raise the goal 
to 90% or 
higher.  

 
Major: Management 
MGMT 723 
Learning 
Outcome: 
Demonstrate the 
ability to write a 
business paper 
that conforms to 
standards 
(written 
communication 
skills) 
 
Goal: 
For 100% of 
student papers 
to conform to 
standards  

Formative: 
Papers are 
assessed using 
a rubric 
requiring 
compliance 
with formal 
standards  
 
 

For the first 
assignment 
a majority 
of the 
papers 
failed to 
meet 
compliance 
standards.   

The 
requireme
nts were 
not clear; 
students 
needed 
more 
specific 
guidance. 
 
 

Action: 
Created a rubric for 
papers that included 
five categories: 
argument, creativity, 
grammar, 
organization, and 
compliance.  
Stressed the 
importance of 
conforming to the 
requirements for 
compliance. 
Next Step: 
Use revised 
standards for the 
next class and 
attempt to reach goal 
of 100% conforming 
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Major: Marketing 
MKTG 612 
Learning 
Outcome: 
Demonstrate an 
understanding of 
consumer 
purchasing 
behavior in 
modern society 
and business. 
 
Goal:   
80% of students 
achieving a score 
of 85% or above 
 

Direct:  
Assessment 
used is a team 
score on a 
case analysis 
where the 
score is 
determined 
by a rubric 
that includes 
presentation 
skills, written 
analysis, and 
creativity.  

Results:   
In 2011 80% 
of students 
achieved a 
score of 85% 
or higher. 
Results have 
equaled or 
exceeded the 
goal each 
year.  
 
 

As the 
semester 
progresses 
students 
become more 
confident in 
their 
presentation 
skills and 
analysis of 
the case 
studies. They 
also enhance 
their critical 
thinking 
skills and 
learn to work 
within a team 
environment.  
 

Action: 
Require 
students to 
present in 
front of a 
group more 
often  
presenting 
their 
interpretation 
of key case 
findings and 
offering 
options and 
alternatives 
 
Next Step: 
Raise score 
goal to 90% 
or above. 
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Major: Specialized Business 
FIN 625 Learning 
Outcome: 
Demonstrate the 
ability to solve 
hedging problems 
using derivatives 
including 
Options, Futures, 
and SWAPS. 
  
Goal: Percent of 
class above 70%  
is at least 80% 
 
 

Direct: 
Average 
Scores on 10 
analytical 
questions 
including 
financial 
calculations 

Results have 
improved 
each semester 
from 78% to 
81% to 83% 
of the 
students 
achieving a 
score above 
70%. 

Assigning 
more 
homework 
problems with 
derivatives 
calculations 
has improved 
student 
performance. 

Action: 
Continue to 
assign a 
large 
number of 
homework 
problems. 
 
Next Step: 
Raise the 
goal to 80% 
of the class 
scoring 75% 
or above.   

 
Major: Human Resources Management 
MGMT 611 
Learning 
Outcome: 
Demonstrate the 
ability to conduct 
research and 
submit findings in 
APA format style 
paper and in oral 
summary on a 
topic related to 
Human Resources 
Management. 
Goal: 
100% of teams 
demonstrating the 
required ability by 
having a team 
score of 85% or 
higher 

Direct: 
Assessment 
used is the 
score from 
the 
evaluation 
of a 
research 
paper using 
a rubric 
reflecting 
components 
of content 
and format 
including 
use of APA 
style.  

Results 
were 
good but 
fell short 
of the 
goal.    
 

More work is 
needed on 
understanding 
research 
techniques. 
And 
understanding 
of HRM 
topics 
benefitted 
from the 
presentation 
on 
information 
literacy. 
Summarizing 
skills and 
presentation 
skills are not 
consistent. 

Action: 
In 2012 the library 
staff did 
presentations to the 
class on 
information literacy 
in order to improve 
student 
performance and 
results improved 
from 85% to 89% 
of the teams scoring 
85% or above. 
 
Next Step: 
Continue actions 
taken in 2012 with 
more emphasis on 
information 
literacy. 
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MBA Capstone Example 
BUCP797 All 
students (in 
teams of 4 or 5) 
build and 
present a 
business plan 
that is viable to 
investors. 
 
Goal: Place at 
least one finalist 
in the CT 
Collegiate 
Business Plan 
Competition 
each semester. 

Direct: Teams 
submit and 
present proposals 
to professor. 
Rubric includes 
creativity, 
feasibility, and 
professionalism. 
The best two 
teams submit 
(and present if 
selected) 
proposals to CT 
Collegiate 
Business Plan 
Competition, 
which uses 
investors as 
impartial judges. 
 

Did not 
place any 
teams as 
finalist or 
winners in 
the Fall of 
2008.  

Feedback 
from CT 
Competition 
panel 
indicated that 
the plans were 
neither 
concise nor 
formatted 
well with 
similar 
problems with 
presentations. 
Action: 
Implemented 
an iterative 
methodology 
for building 
the plan. 

Results: 
Have placed 
more student 
teams in the 
CT 
Collegiate 
Business 
Plan 
Competition 
and have had 
a winning 
team in Fall 
2011 and 
Spring 2012. 
Next Step: 
Continue to 
analyze and 
teach lessons 
learned from 
winning 
plans and 
presentations 

Have placed nine finalists and three award winners in 
the last five semesters 

 
Semester Year (# of finalists / # of winners) 

                        Fall 2008                    (0    /   0) 
                   Spring 2009                    (1   /    0) 
                        Fall 2010                    (2   /    1) 
                   Spring 2011                    (2   /    0) 
                        Fall 2011                    (2   /    1) 
                   Spring 2012                    (2   /    1) 

 

 
Response to Note on Standard 4 – Measurement and Analysis of Student Learning and Performance.  Although the comprehensive industry 
case analysis term paper is being used as a primary assessment of the program, Bridgeport is in the early stages of developing, measuring, 
and using assessment results to show it is delivering its mission to “develop effective and responsible leaders for global business, industry 
and government by equipping graduates with the technical, analytical, managerial, ethical, cultural competencies required in an increasingly 
complex international environment.”  Please provide evidence that this assessment and use of assessment results for program improvement 
is evolving.   
 
The School of Business has determined that the industry case analysis term paper was not a sufficient measure of student learning and performance.  
A more systematic and comprehensive approach was implemented to evaluate if specific learning objectives have been met for the graduate degree 
program as described in the examples listed above.  In addition, we have developed more detailed SLOs for each course that support the overall 
program objectives and the university’s objectives.  We began using the ETS MFT for the undergraduate and graduate business programs as a 
summative assessment tool in the fall of 2012.  
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Standard #5 Faculty and Staff Focus 
 
Table 5.1 Standard 5 - Faculty- and Staff-Focused Results 

Faculty and Staff Focused Results Faculty and staff-focused results examine how well the organization creates and maintains a 
positive, productive, learning-centered work environment for business faculty and staff. 
 
Key indicators may include:  professional development, scholarly activities, community service, 
administrative duties, business and industry interaction, number of advisees, number of 
committees, number of theses supervised, satisfaction or dissatisfaction of faculty and staff, 
positive, productive, and learning-centered environment, safety, absenteeism, turnover, or 
complaints.   

Performance 
Measure  
 
Measurable goal 
 
What is your goal? 

What is your 
measurement 
instrument or 
process?  
 
(Indicate length 
of cycle) 
 

Current 
Results 

 
What are 

your 
current 
results? 

Analysis of 
Results  
 
What did 
you learn 
from the 
results? 

Action Taken or 
Improvement 
made  
 
What did you 
improve or what 
is your next 
step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
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Responses to 
surveys by 
faculty after 
completing 
training classes 
in the Center 
for Excellence 
in Learning 
and Teaching 
(CELT).  
CELT was 
established 
with a grant to 
help improve 
teaching and 
the use of 
technology in 
the classroom. 
 
Goal: 
Achieve a 
100% positive 
response rate 
meaning 100% 
of respondents 
either Agree or 
Strongly 
Agree. 

At the 
completion of 
training each 
participant is 
asked to 
complete a 
survey 
indicating their 
agreement with 
statements that 
would indicate 
whether the 
training 
positively 
impacted their 
teaching. 

The overall 
results of 
the survey 
done in 
2011 were 
that positive 
responses in 
each area 
were 70%, 
80%, 100%, 
100%, and 
90%, which 
fell short of 
our goal.  
These were 
the same 
results as 
we had in 
2010.   

While the 
overall 
results were 
the same in 
both years 
the level of 
agreement 
declined in 
four of the 
five areas as 
indicated by 
a decline in 
the percent 
who Strongly 
Agreed. 

Action Taken: 
Two new 
instructors 
were brought 
in this year as 
replacements 
with more of 
an emphasis 
on 
technology-
based 
teaching and 
learning. 
 
Next Step: 
Evaluate 
results and 
look for 
improvement. 
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The number of 
research 
posters 
submitted for 
our university-
wide Faculty 
Research Day 
 
Goal: 
Increase the 
number of 
submissions 
each year.  The 
goal for 2013 
is 10. 

The 
measurement 
is the number 
of research 
posters 
submitted by 
Business 
School faculty.  
An increase in 
the number of 
posters 
indicates more 
research 
activity by the 
faculty. 

The number 
of posters 
increased 
from 5 to 8 
in the first 
two years of 
having 
Faculty 
Research 
Day. 

The results 
indicate 
increased 
scholarly 
activity by 
the faculty. 

Action 
Taken: 
Higher goal 
set by Dean 
with input 
from faculty 
with Dean 
also 
contributing 
two posters. 
 
Next Step: 
Set a higher 
goal for 
2014. 
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The dollar 
amount spent 
to allow faculty 
to attend 
conferences 
and the number 
of faculty who 
attend. 
 
Goal: 
To increase the 
dollar amount 
each year and 
reach 100% 
participation 
by full-time 
faculty. 

Dollars spent 
and the number 
of attendees 

Both the 
dollars spent 
and the 
number of 
faculty who 
attended 
conferences 
declined in 
2012. 

The declines 
in both areas 
in 2012 were 
largely due 
to the fact 
that there 
was no 
permanent 
dean at the 
School of 
Business. 

Action 
Taken: 
A new dean 
was hired 
and 
additional 
money was 
committed 
in the 
budget. 
 
Next Step: 
Encourage 
faculty to 
attend 
conferences 
and supply 
funding 
support.  
Goal is to 
approach 
2011 levels.  
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Table 5.2 Standard 5 - NEW FULL-TIME AND PART-TIME FACULTY QUALIFICATIONS 
NAME  
(List 
alphabetically by 
Last Name) 

MAJOR 
TEACHING 
FIELD 

COURSES 
TAUGHT 
(List the Courses 
Taught 
During the 
Reporting Period, 
Do Not Duplicate 
Listing) 

LIST ALL 
EARNED  
DEGREES 
(State Degree as 
Documented on 
Transcript, Must 
Include Major Field) 

DOCUMENT OTHER 
PROFESSIONAL 
CERTIFICATION 
CRITIERA 
•Five Years Work 
Experience 
•Teaching Excellence 
•Professional 
Certifications 

ACBSP 
QUALIFICATION 

• Doctorate 
• Professional 
• Exception 

Small, Patricia 
 

Management MGMT 650 MBA Human 
Resources 
MA Psychology 
BA Mathematics 
 

•Fifteen Years Work 
Experience 
•Six Sigma Certification; 
ASTD 

• Professional 
 

Hanson, Jennifer Marketing CAIS 102 
MKTG 610 
MKTG 725 

Masters Business 
Administration: 
Marketing & 
Management 
B.S. Statistics 

•Seventeen Years Work 
Experience 

• Professional 
 

Kaushik, Neetu Economics ECON 201 PhD, Applied 
Economics 
MBA Finance 
Masters in Commerce 
Masters in Applied 
Economics 

• Twelve Years Work 
Experience 
 
 

• Doctorate 
• Professional 
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Table 5.3 Standard 5, Criterion 5.8 

Scholarly and Professional Activities  

Faculty Member Highest Professional Papers Published Unpublished Consulting Professional Professional Professional Professional Other 

  Degree Certification Presented Articles/ Articles/   Related Conferences/ Meetings Memberships   

  Earned     Manuscripts/ Manuscripts/   Service Workshops       

        Books Books             

            
Albert, Janet MA         1  3      1 1 

            Gilmore, Robert PhD 
   

1 
 

2 
    

            Greenspan, William LLM Mass. Bar 
 

D=4 D=1 1 1     2 2 

            Kim, Gew-rae PhD   D=2 D=2 D=3 3 6 4  1 6 2 

            
Kohn, David PhD CPA A=2  A=2; D=1 D=2 5 7  3      6 

            Maron, Matthew MS CPA       1  3      2 1 

            McAdams, Arthur PhD   
 

D=5 D=1    9    5    3 

            Miglo, Anton PhD   D=3 D=8 D=1    10 1  6   1 

            Rigia, Patricia MA           2  1    2 4 

            Sagner, James PhD CMC, CCM D=3 D=15 D=2 1    2   1   1 

            Todd, Robert PhD   A=3 A=1  A=3 1  4  1  3 3   

            Wu, Congsheng PhD   D=5 D=6 B=1; D=1    5 6  3 7 1  
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Codes to Use for Scholarly Activities: 
 A = Scholarship of Teaching 
 B = Scholarship of Discovery 
 C = Scholarship of Integration 
 D = Scholarship of Application 

 
Response to Note on Standard 5 – Please provide evidence that processes are in place that address Standard 5, allowing systematic 
assessment and delivery of results that can be used for program improvement and faculty and staff professional growth and learning.   
 
The School of Business faculty and staff have a number of ways to engage in professional growth and learning.  We engage in various activities that 
produce program improvement and we engage in systematic assessment of faculty members.  This includes classroom observations and student 
evaluations. 
 
The School of Business faculty who are up for contract renewal (senior lecturers, assistant professors) or revision (tenure and promotion) receive 
evaluations from the School of Business Personnel Committee, the School of Business Dean, the University Faculty Personnel Committee, the 
Provost and Vice President for Academic Affairs, and the President.  The Board of Trustees reviews major decisions.   
 
In addition all faculty members meet annually with the School of Business Dean to discuss their past performance and future plans.  Faculty met with 
the Dean of the School of Business in the spring 2011 semester and recently met with the Dean in the beginning of the spring 2012 semester.  
Research, service and teaching were the three areas for review.   
 
Faculty teaching for those under review is observed and evaluated by a Dean of the School of Business.  The School of Business faculty will also be 
observing each other in unannounced faculty visits to each others’ classrooms.  Each full-time faculty member normally observes one other full-time 
faculty member and one part-time faculty member in their classrooms.  In addition, the Dean or Associate Dean of the School of Business will visit 
all full-time and part-time faculty members’ classrooms starting this spring.  These visits will provide a venue for faculty to learn more about other 
faculty members’ teaching, to provide feedback for improvement, and to better understand the quality of the courses offered.  Cumulative 
observations across time will help to identify areas of concern regarding teaching effectiveness.  
 
The School of Business budget provides money for faculty members to attend at least one academic conference during each year.  In a recent meeting 
with faculty members held in November the Dean encouraged attendance at academic conferences to stimulate their professional growth.  After a 
decline in conference attendance last year the goal is to increase faculty attendance at conferences to the level of two years ago.   
 
The University offers teaching improvement opportunities in its Center for Excellence in Learning and Teaching (CELT).  Faculty members attend 
presentations and workshops which provide training in teaching effectiveness.  School of Business faculty members have participated in ongoing 
teaching seminars and presentations of “Best Teaching Practices” through the CELT programs.  Technology training is also provided at CELT and 
business faculty members received smart board training before they were permitted to use them in the classroom.  In addition to CELT, the 
University has implemented a Faculty Development Day which emphasizes presentations and discussions regarding teaching pedagogy and teaching 
issues.    
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On February 1, 2013, the University held its third annual Faculty Research Day.  Faculty members across the University presented their research in 
poster sessions and presentations.  All faculty members were encouraged to prepare a poster board related to their research and to present their 
research to other faculty for open discussion.  In addition, the program included a keynote speaker intended to stimulate interest in ongoing research.  
 
 
 
 
 
 
 
 
 
 
 
Standard #6 Educational and Business Process Management 

 
a. Describe how you routinely provide reliable information to the public on your performance, including student achievement.  

 
Please refer to the response to O 9 on page three.   

 
b. Curriculum 
 

1. List any existing accredited degree programs/curricula that have been substantially revised since your last report and attach a Table - 
Standard 6, Criterion 6.1.3 – Undergraduate CPC Coverage for each program.  NONE 

 
2. List any new degree programs that have been developed and attach a Table - Standard 6, Criterion 6.1.3 – Undergraduate CPC Coverage 

for each new program since your last report.  NONE  
 
Note: If you have a new degree at a level currently accredited by ACBSP, then report information on: student enrollment, program objectives, 
instructional resources, facilities and equipment, admissions requirements, graduation statistics, core professional components (CPCs) and the 
outcomes assessment process to ACBSP. If the new degree is at a higher level than what is currently accredited, the school must complete a 
self-study to add the degree. 

 
3. List any accredited programs that have been terminated since your last report.  

NONE 
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Complete table 6.1. Provide three or four examples, reporting what you consider to be the most important data. It is not necessary to 
provide results for every process.    

 
 Table 6.1 Standard 6 - Organizational Performance Results 
 
5.  Organizational Effectiveness 
Results  

Organizational effectiveness results examine attainment of organizational goals. Each business 
unit must have a systematic reporting mechanism for each business program that charts 
enrollment patterns, student retention, student academic success, and other characteristics 
reflecting students' performance.   
 
Key indicators may include:  graduation rates, enrollment, improvement in safety, hiring equity, 
increased use of web-based technologies, use of facilities by community organizations, 
contributions to the community, or partnerships, retention rates by program, and what you report 
to governing boards and administrative units. 

 Analysis of Results  
Performance 
Measure  
 
Measurable goal 
 
What is your 
goal? 

What is your 
measurement 
instrument or 
process?  
 
(Indicate length 
of cycle) 
 

Current 
Results 

 
What are 

your current 
results? 

Analysis of 
Results  
 
What did 
you learn 
from the 
results? 

Action Taken 
or 
Improvement 
made  
 
What did you 
improve or 
what is your 
next step? 

Insert Graphs or Tables of Resulting Trends  
 

(3-5 data points preferred) 
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Number of 
students enrolled 
in the FM 
Program 
 
Our goal is to 
increase the 
number of 
enrollees in the 
program steadily 
over time to 
above 175 

The total 
number of 
enrollments 
each 
academic 
year is 
considered 

After an 
increase in 

2010-2011 to 
180 student 
enrollments 
the number 
declined to 

148 in 2011-
2012 

The decline 
was 
impacted 
by a large 
drop in the 
retention 
rate over 
two years 
along with 
a decline in 
new 
enrollments 

Curriculum 
changes have 
been made in 
order to 
increase the 
retention rate.  
Next Steps:  
Follow up on 
the above and 
address the 
classrooms. The 
Admissions 
Dept. will look 
at adding one or 
two new 
matriculation 
agreements with 
regional schools 
in order to 
increase new 
enrollment. 
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Fall to Fall 
retention 
measured as a 
percentage. 
 
Our goal is to 
exceed 60% in 
each 
undergraduate 
program offered 
by the School of 
Business. 

Retention is 
measured from 
one fall 
semester to the 
next on a 
percentage 
basis. 

Our 
current 
year 
results of 
56% are 
short of 
our goal, 
but a 
significant 
improvem
ent from 
the 
previous 
two years. 

In Spring of 
2012 the 
Associate 
Dean met 
with FM 
students in 
individual 
classes and 
learned the 
students had 
concerns 
about 
curriculum 
and facilities. 

Some curricular 
changes were 
implemented and 
retention rose to 
56%. 
Next Steps: A 
new campus 
wide retention 
coordinator was 
appointed who 
met will FM 
faculty and 
administration 
and we are in the 
process of 
making further 
changes.  

 
The percentage of 
students who 
enroll in the 
program and 
graduate within 6 
years. 
Our goal is a rate 
of 50%. 

Graduation rates 
as reported in 
IPEDs 
completions 
report 

The 
graduation 
rate for the 
most recent 
measurable 
class was 
42%. 

While it is 
improving 
the 
graduation 
rate is still 
below our 
goal.  We 
need to look 
at the 
quality of 
students 
entering the 
FM 
program. 

We are working 
to improve 
student support 
services to help 
increase the 
graduation rate. 
Next Step:  
Continue to 
improve 
retention during 
students’ first 
year to help 
improve the 
graduation rate.  
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Number of 
students enrolled 
in the undergrad 
business Program 
 
Our goal is to 
increase the 
number of 
enrollees in the 
program steadily 
over time by 3% 
per year 
beginning with 
2009-2010 

The total 
number of 
enrollments 
each academic 
year is 
considered 

Enrollment 
has 
increased 
over the 
past three 
years after a 
decline in 
2008-2009.  
The % 
increase has 
been 8, 4, 
and 2, 
respectively.  

The steady 
increase 
over the 
past three 
years is a 
combination 
of new 
enrollments 
and a higher 
than 
historical 
retention 
rate. 

The 
recruiting 
efforts in the 
Admissions 
Dept. have 
improved 
over the past 
three years. 
Next Steps: 
Continue the 
current 
recruiting 
and increase 
retention to 
80%. 

 

 
Fall to Fall 
retention 
measured as a 
percentage. 
 
Our goal is to 
exceed 60% in 
each 
undergraduate 
program offered 
by the School of 
Business. 

Retention is 
measured from 
one fall 
semester to the 
next on a 
percentage 
basis. 
 

Our 
current 
year 
results of 
78% 
exceed 
our goal 
and the 
trend over 
the past 5 
years has 
been 
positive. 

Our overall 
efforts have 
been 
successful in 
retaining 
students and 
should be 
continued. 

Along with 
other actions 
we are 
improving 
overall 
academic 
student 
support 
services. 
Next Step: 
Raise our goal 
for this 
program to 
80%. 
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The percentage of 
students who 
enroll in the 
program and 
graduate within 6 
years. 
 
Our goal is a rate 
of 50%. 

Graduation 
rates as 
reported in 
IPEDs 
completions 
report 

The 
graduation 
rate for the 
most recent 
measurable 
class was 
40%. 

While the 
rate 
improved 
in the most 
recent 
measurable 
year, it is 
below our 
goal.  We 
need to 
take a look 
at the 
quality of 
new 
students 
and student 
support. 

We are 
working to 
improve 
student 
support 
services to 
help increase 
the graduation 
rate. 
Next Step:  
Continue 
steps to 
improve 
retention 
which will, in 
turn, improve 
the graduation 
rate. 

 

 
Number of 
students enrolled 
in the undergrad 
business Program 
 
Our goal is to 
increase the 
number of 
enrollees in the 
program steadily 
over time  

The total 
number of 
enrollments 
each 
academic 
year is 
considered 

Enrollment 
has declined 
over the past 
3 years as the 
number of 
international 
students has 
decreased. 
Enrollment in 
2011-2012 
was 580, 
which is a 
15% decline 
over the 
previous year. 

The biggest 
reason for 
the overall 
decline was 
a reduction 
in the 
number of 
students 
from India, 
which 
declined 
from 129 to 
15, and in 
the number 
of domestic 
students 
from 93 to 
65. 

The decline has 
been in part due 
to efforts to 
increase the 
overall program 
quality.  We 
need to 
diversify our 
student body. 
Next Step: 
Increase 
domestic 
student 
recruiting 
efforts and 
diversify 
international 
efforts. 
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Fall to Fall 
retention 
measured as a 
percentage. 
 
Our goal is to 
exceed 80%  

Retention is 
measured from 
one fall 
semester to the 
next on a 
percentage 
basis. 
 

Our 
current 
year 
results of 
80% meet 
our goal. 

Our overall 
efforts have 
been 
successful in 
retaining 
students and 
should be 
continued. 

We plan to 
provide 
specific 
academic 
support 
services for 
graduate 
students in 
2013. 
Next Step: 
Raise our goal 
for this 
program to 
85%. 

 

 
The percentage of 
students who 
enroll in the 
program and 
graduate within 3 
years. 
 
Our goal is a rate 
of 60%. 

Graduation rates 
as reported in 
IPEDs 
completions 
report 

The 
graduation 
rate for the 
most recent 
measurable 
class was 
76%. 

We have 
met or 
exceeded 
our goal for 
the last five 
years.  Our 
response to 
scheduling 
has had a 
positive 
impact on 
the 
graduation 
rate. 

Scheduling 
changes and 
offering 
courses that 
are attractive 
to students has 
helped the 
graduation 
rate. 
Next Step: 
Increase our 
goal to 75%.  
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Response to Note on Standard 6.1 – Educational Design for program competencies.  Please show, for the desired student competencies of 
your program, how you link educational design and outcomes assessment.   
 
Here are three examples taken from the Standard #4 section of this report that demonstrate how educational design and outcomes assessment are 
linked to the desired student competencies for our programs with one example from each of the main programs. 
 
Fashion Merchandising Program 
Program Outcome - learn how to effectively communicate with others within and outside of their organization 
Course – RET 213 - Retail Human Resource Management 
Educational Design and Outcomes Assessment 
 Learning Outcome:  Demonstrate mastery of PowerPoint in a business-related application of HR in the Fashion industry 

Educational Design: In Fall of 2012, the use of PowerPoint and its importance in successful presentations was explained again.  This time the 
importance was stressed - and the grading rubric was modified again, to incorporate the importance of PowerPoint.  
Outcomes Assessment: Assessment used is an evaluation of the effectiveness of the PPT slides and the presentation to inform Management of 
policy changes. 
Results: Student use of Power Point presentations increased to 82% in the Fall of 2012. 

 
Undergraduate Business Program 
Program Outcome - acquire in-depth knowledge and skills related to a particular discipline and career path 
Course – MGMT 301 – Operations Management 
Educational Design and Outcomes Assessment 
 Learning Outcome: Demonstrate ability to manage inventory as part of their in-depth business knowledge 
 Educational Design: Use of an inventory simulation and the addition of a voluntary lab outside of the class  
 Outcomes Assessment: Assessment used is a report on the results of the Inventory Simulation and recommendations to Management 
 Results: Across semesters more students attended lab and 100% met the course goal of 75% on the inventory simulation assignment 
 
MBA Program 
Program Outcome - understand and apply concepts and skills across the basic business disciplines that enable them to be successful in a dynamic 
global environment 
Course – BUCP 797 – Integration and Application: Strategy 
Educational Design and Outcomes Assessment 

Learning Outcome: Demonstrate the ability to integrate and apply the skills and concepts they learned throughout the program. 
Educational Design: All students (in teams of 4 or 5) build and present a business plan that is viable to investors.   
Outcomes Assessment: The business plans are evaluated using a rubric with the best two submitted to the CT state competition. 
Results: One of the two teams was a finalist in FALL 2012.  We have had nine finalists and three winners in the past three years for this semi-
annual competition. 
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Response to Note on Standard 6.1 – technological support for student learning.  Please provide reports on progress made regarding 
technological support for student learning.   
 
An important recommendation coming out of the strategic planning process was to make improvements in the physical plant and instructional 
technology.  Funds were allocated by the University for the School of Business building (Mandeville Hall) for renovations.  The Dean’s offices, main 
entrance to Mandeville Hall, 3rd floor corridor and multiple classrooms have been renovated.  Six Smart classrooms (smart boards) have been added 
and faculty have been trained and certified to use the smart boards through the Center for Excellence in Learning and Teaching.  In addition, a 
renovated, large office space for multiple part-time faculty members was created and wireless Internet access was expanded in Mandeville Hall.  The 
office space for part-time faculty provides cubicles at which part-time faculty members can work and meet with students.  The two primary business 
computer labs were completely renovated with new desk top computers (35 and 34 stations) installed.  These two classrooms are used throughout the 
academic year for appropriate classes and student use outside of class meetings.  Total capital expenditures in 2012 were more than $623,000 
including approximately $98,000 directly for technology.  Further significant building renovations are planned over the next three years that will total 
over $2 million.  The University IT department is currently working on a technology plan for the University which will include PC upgrades and 
replacement.  
 
Response to Condition of Standard 6.1 – Graduate Programs.  Please report progress on your study underway to assess and improve the 
MBA program. 
 
An overview of the progress made related to this Condition is provided in Appendix A including a formal request to remove this Condition. 
 


