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	CTC MISSION STATEMENT

At Central Texas College, we identify and serve our unique, global community needs and provide quality teaching through an 

accessible learning environment.   Institutional Purpose Central Texas College is a two-year, open admissions institution 

this provides educational opportunities to students  locally, nationally, and internationally. 

The purpose of CTC is to provide:

· technical programs up to two years in length leading to associate degrees and/or certificates. 

· Vocational programs leading directly to employment in semi-skilled and skilled operations. 

· Freshman and sophomore level courses in arts and sciences. 

· Continuing adult education programs for occupational or cultural upgrading. 

· Compensatory education programs designed to fulfill the commitment of an admissions policy allowing the enrollment of disadvantaged students.

· A continuing program of counseling and guidance designed to assist students in achieving their individual educational goals. 

· Workforce development programs designed to meet civilian and military community needs. 

· Adult literacy and other basic skills programs for adults. 

· Library services. 

· A wide variety of public service needs.




	Program Purpose and Relationship to Mission:
To provide quality instruction to prepare graduates to succeed in management positions in business.

This program relates to Strategic Plan Goal 1:  To provide instruction




	PROGRAM  OBJECTIVE


	STUDENT PERFORMANCE OUTCOMES
	ASSESSMENT CRITERIA & EVALUATION METHODS
	ASSESSMENT RESULTS (Use of actual data to describe performance)
	 USE OF RESULTS (Improvements made)

	To prepare the graduate for entrepreneurial and/or general management positions with specialization in Real Estate.
	
	Successful completion of all required courses with a grade of “C” or above

Minimum of 5 graduates/year
	14 Graduates

Average GPA: 3.33
	The department is implementing a program to provide faculty with completion rate and percent of completers with grade “C” or above for their courses.  Low completion/passing grade rates indicate low student motivation.  Faculty 

can use these data to assess student motivation and seek ways to better motivate students to succeed.



	
	Apply principles and concepts of the behavioral sciences to interpersonal relationships in the business environment


	Successful completion of HRPO 1311

Course Grade “C” or above


	865 Enrolled

724 Completers

84% Completion rate

84% “C” or above
	Exceeds standard.

	
	Demonstrate a knowledge of the nature and characteristics of business, including analysis of specialized fields in business organizations, business vocabulary, and the role of business in society


	Successful completion of BUSI 1301

Course Grade “C” or above


	492 Enrolled

446 Completers

91% Completion rate

74% “C” or above
	Exceeds standard.

	PROGRAM  OBJECTIVE


	STUDENT PERFORMANCE OUTCOMES
	ASSESSMENT CRITERIA & EVALUATION METHODS
	ASSESSMENT RESULTS (Use of actual data to describe performance)
	 USE OF RESULTS (Improvements made)

	
	Demonstrate an understanding of basic marketing functions; identification of consumer and organizational needs; explanation of economic, psychological, sociological, and global issues; and description and analysis of the importance of marketing research.


	Completion of 

MRKG 1311.

Course Grade “C” or above
	468 Enrolled

429 Completers

92% Completion rate

81% “C” or above
	Exceeds standard.

	
	Demonstrate an understanding of systems, procedures, and practices related to organizing and planning office work, controlling employees’ performance, and exercising leadership skills.


	Completion of 

BMGT 1325.

Course Grade “C” or above
	655 Enrolled

585 Completers

89% Completion rate

90% “C” or above
	Exceeds standard.

	
	Demonstrate an understanding of the Texas Real Estate Licensing Act as it applies to Brokers and Sales Agents, and discrimination rules applicable to Real Estate Sales.


	Completion of

RELE 1406.

Course Grade “C” or above
	88 enrolled

73 Completers

83% Completion rate

81% “C” or above
	Exceeds standard.

	
	Prepare Real Estate Purchase and Sales Contracts complying with General Contract Law and the rules of the Texas Real Estate Commission


	Completion of 

RELE 1311.

Course Grade “C” or above
	62 Enrolled

51 Completers

82% Completion rate

93% “C” or above


	Exceeds standard.

	PROGRAM  OBJECTIVE


	STUDENT PERFORMANCE OUTCOMES
	ASSESSMENT CRITERIA & EVALUATION METHODS
	ASSESSMENT RESULTS (Use of actual data to describe performance)
	 USE OF RESULTS (Improvements made)

	
	Apply Agency Law regarding principal-agent and master-servant relationships and comply with Texas Real Estate Commissions Agency rules in Real Estate transactions.  


	Completion of 

RELE 2301.

Course Grade “C” or above
	63 Enrolled

55 Completers

87% Completion rate

93% “C” or above
	Exceeds standard.

	
	Apply accounting concepts in transaction analysis and financial statement preparation; analysis of financial statements; and asset, liability, and equity accounting in proprietorships, partnerships, and corporations.


	Completion of 

ACCT 2301.

Course Grade “C” or above.


	1112 Enrolled

933 completers

84% Completion rate

63% “C” or above


	Completer rates exceed standard.

Rates of Grades “C” or above are below standard.

Attributed to expansion of data from Central Campus only to Worldwide and inclusion of online course data.  Online students often lack sufficient motivation to succeed in absence of regular face-to-face interaction w/instructor.



	
	Employ accounting information as an aid to management decision making.  Topics include cost behavior, budgeting, responsibility accounting, cost control, and product costing.


	Completion of 

ACCT 2302.

Course Grade “C” or above.


	534 Enrolled

473 Completers

89% Completion rate

69% “C” or above
	Completer rates exceed standard.

Rates of Grades “C” or above are below standard.

Attributed to expansion of data from Central Campus only to Worldwide and inclusion of online course data.  Online students often lack sufficient motivation to succeed in absence of regular face-to-face interaction w/instructor.

	PROGRAM  OBJECTIVE


	STUDENT PERFORMANCE OUTCOMES
	ASSESSMENT CRITERIA & EVALUATION METHODS
	ASSESSMENT RESULTS (Use of actual data to describe performance)
	 USE OF RESULTS (Improvements made)

	
	Identify and apply the principles of law which form the legal framework for business activity including applicable statutes, contracts, and agency.


	Completion of 

BUSI 2301 or 

BUSG 2305. 

Course Grade “C” or above
	BUSI 1301

1696 Enrolled

1513 Completers

89% Completion rate

80% “C” or above

BUSG 2305

69 Enrolled

68 Completers

99% Completion rate

99% “C” or above
	Exceeds standard.

	
	Apply the principles of personal salesmanship including methods and tasks applicable to a wide variety of industries and commercial settings.  Demonstrate an understanding of the selling process, including the elements of communication between buyers and sellers, and legal and ethical issues of organizations which affect salespeople.


	Completion of 

MRKG 2333 or 

BUSI 1311.

Course Grade “C” or above
	MRKG 2333

13 Enrolled

13 completers

100% Completion rate

92% “C” or above

BUSI 1311

90 Enrolled

75 Completers

83% Completion rate

71% “C” or above
	Exceeds standard.

	
	Describe the role of the property managers, landlord policies, operational guidelines, leases, lease negotiations, tenant relations and the Fair Housing Act as it applies to property management.


	Completion of 

RELE 1315.

Course Grade “C” or above
	66 Enrolled

58 Completers

88% Completion rate

97% “C” or above
	Exceeds standard.

	PROGRAM  OBJECTIVE


	STUDENT PERFORMANCE OUTCOMES
	ASSESSMENT CRITERIA & EVALUATION METHODS
	ASSESSMENT RESULTS (Use of actual data to describe performance)
	 USE OF RESULTS (Improvements made)

	
	Apply the complete range of knowledge and skills developed in the Business Management Real Estate Specialization program in a Real Estate work environment.
	Completion of 

RELE 2488 and 

RELE 2489

Course Grade “C” or above
	RELE 2488

14 Enrolled

9 Completers

100% Completion rate

100% “C” or above

RELE 2489

5 Enrolled

5 Completers

100% Completion rate

100% “C” or above
	Exceeds standard.
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