Chapter 1 - The changing face of business
 
Business is all profit-seeking activities and enterprises provide goods and services necessary to an economic system. A not-for-profit (NFP) organizations primary aims are public service, not returning a profit to its owners.
 
Profits are rewards for businesspeople who take the risks involved in blending people, technology, and information to create and market want-satisfying g and s.
 
NFP operate in private, museums, libraries, charities; and public, gov. agencies, political parties, and labour unions.
 
*4 Factors of production - inputs for effective operation.
· Natural resources
· Agriculture, land, forests, minerals
· Capital
· Technology, tools, information, and physical facilities.
· Human resources
· Anyone who works (physical and intellectual labour)
· Entrepreneurship 
· The willingness to take risks to create and operate a business.
 
The private enterprise system
 
An economic system that rewards firms for their ability to identify and serve the needs and demands of customers
· Capitalism
 
*Basic rights (4)
· Private Property
· The right to own, use, buy, and sell land, buildings, machinery, equipment, etc.
· Competition
· Battle among businesses for customer acceptance
· Freedom of choice
· Relies on citizens to choose their own employment, purchases, and investments.
· Profits
· Right to all after-tax profits they earn through their activities. 
 
*The Six Eras of Business
· Colonial Period
· Prior to 1776, agricultural
· Industrial Revolution
· 1760-1850, mass production by semi-skilled workers aided by machines (specialization in the factory)
· Industrial Entrepreneurs
· Late 1800s, advances in technology and increase in demand leading to opportunities.
· Production Era
· 1920s, assembly lines - producing more and producing faster
· Marketing Era
· Since 1950s, consumer orientation(unmet wants), seeking to understand and satisfy needs of customer groups
· Relationship era
· 1990 - present, links with individual customers, employees, suppliers, and other businesses.
· Carefully managing all every interaction
 
*Transaction - sales cover costs and earn profit to sustain, Relationship - higher revenues and lower costs
 
*Aging population changes:
· Employers deal with retirement, disability, retraining, insurance
· Teenagers entering work force earlier; seniors staying longer
 
New employee - employer relationship
· Problem solving and innovation
· Sharing of financial date and rewards and benefits
· Training for career advancement
· Transferability from one company to another
 
*Diverse workplace
 
*External forces that require managers lead:
· Feedback from customers, developments in international marketplace, economic trends and new technologies
 
*Internal forces that require management to change
· New company goals, emerging employee needs, labour union demands & production problems
 
Strategic alliance is a joining of two business to create a competitive advantage.
 
Skills and attributes managers need to lead
· Vision - the ability to perceive marketplace needs and what an org. must do to satisfy them
· Critical thinking - analyze and assess information to pinpoint problems or opportunities.
· Creativity - the capacity to develop novel solutions to perceived org. problems
· Ability to lead - guide employees and organizations through the changes brought about by technology, marketplace demands, and global competition.
 
What makes a company admired? 
· Solid profits
· Stable growth
· A safe and challenging work environment
· High quality goods and services
· Business ethics and social responsibility
 



Chapter 3 - Economic challenges facing contemporary business
 
Economics is the study of choices people and governments make when allocating scarce resources
 
Microeconomics is the study of individual firms, or consumers. 
 
Macroeconomics is the study of economies and how policies affect them.
 
The demand curve represents what amount buyers are willing to spend at various prices
 
Factors driving demand:
· Price
· Price increases, demand decreases
· What consumers like best
· Outside conditions
· Economic events
· Changes in income
· Higher income, higher demand
· Number of buyers
· More, increased demand
· Price of substitute
· Increase price = increase in demand
· Price of complementary
· Increase price = decrease in demand
· Future expectations
· Optimistic = increase in demand
 
The supply curve is the relationship between the quantities that firms offer and price of supplying these products.
 
Factors driving supply
· Costs of inputs
· Higher cost = dec. in supply
· Cost of technology
· Higher cost = dec. in supply
· Taxes
· Increase in tax = dec. in supply
· Number of suppliers
· Increase = increase in suppliers
 
 
Four different types of market structures in a private enterprise system
 
	 
	 Pure competition
	Monopolistic competition
	Oligopoly
	Monopoly

	# of competitors
	Many
	Few to many
	few
	No comp

	Ease of entry
	Easy
	somewhat
	difficult
	regulated

	Similarity of g & s offered by comp.
	Similar
	different
	Similar or different
	No comp

	Control over price
	none
	some
	some
	None if regulated, or a lot if unregulated

	EXAMPLE
	Small farmer
	Local fitness centre
	Bell and rogers
	Rawlings sporting goods (supplier of MLB baseballs)


 
	 
	Capitalism
	Communism
	Socialism
	Mixed economy

	Ownership
	Privately owned
very little government ownership
	Government owns 
Means of production
	Gov owns basic industries
Private owns small enterprises
	Strong private sector works with public enterprises

	management
	Managed by owners
	Centralized mgmt controls 
All state enterprises.
3-5 year plans.
	Gov planning is involved 
State enterprises are managed by gov
	Managed by owners and professionals

	Rights to profits
	All profits - taxes received by owners
	Profits are not allowed
	Private sector generates profits
	Entre. And investors receive high taxed profits. State enterprises receive profits

	Rights to employees
	Choose occupation and join labour union
	Limited in exchange for employment
security.
	People can choose but the government 
influences career decisions 
	Strong unions, workers can choose their jobs and join unions.

	Worker incentives
	Larger incentives motivate people
	emerging
	Used to motivate workers in private sector
	Capitalist incentives, more limited incentives operate in the public-sector activities.


 
Four stages of business cycle
· Prosperity
· Recession
· Economic contraction lasting 6 months or longer
· Caused by fear of employment termination, and saving more money
· Depression
· When a recession continues for a long time
· Recovery
· Consumers start spending again and economy comes out of depression
 
 
Productivity is the relationship between how much we produce and how much is requred to produce
 
Total productivity =      output (goods or services produced)
   ___________________________________
 
    input ( human/natural resources, capital)
 
Productivity measures efficiency - GDP is the sum of all goods and services produced in a nation during a specific time period
 
 
Price level Changes are a measure of stability
· Inflation
· Excess consumer demand (demand-pull) and increase in input price (cost-push).
· Devalues money because as the dollar inflates, the purchasing power of the dollar decreases (costs go up but you have the same amount of money)
· Increased productivity keeps inflation low
· Deflation
· When prices continue to fall
· Bad because if prices are always going down, prices today will be higher than prices tomorrow
 
The Consumer Price Index (CPI) is a measurement of the change in prices of g & s (GDP)
 
Managing the Economy's performance
 
Monetary policy - increase or decrease money supplt and to change banking requirements and interest rates to affect spending by changing bankers willingness to make loans.
· Expansionary policy
· More money = less interest on borrowing = new investments = employment economic growth.
· Restrictive
· Less money = more interest = less investment = less growth
 
The Bank of Canada Changes the amount banks have to keep deposited which affects how much they can lend out. 
· Less deposit = more lending = more growth
· More deposit = less lending = less growth
 
Fiscal Policy - Plan of government spending and taxation to control inflation, reduce unemployment, improve welfare, and encourage growth.
· Inc. taxes = limit economic activities 
· Dec taxes & increase gov spending = inc in spending and profits = dec. unemployment = economic expansion
 
 
Global economic challenges of the 21st century
1. International terrorism
1. Shift to a global information economy
1. Aging world population
1. Growth of china and india
1. Efforts to enhance competitiveness of every countries workforce 
 









































Chapter 4 - Competing in world markets
 
When domestic markets mature and sales slwo, companies expand to other countries. International trade is vital to a nation and its businesses. Trading increases economic growth by providing a new market for products and by providing access to needed resources. Companies can expand their markets, seek growth in other nations, and make their production and distribution systems more efficient. They can also reduce their dependence on the economies of their home nations.
 
Trading with other countries allows a company to spread risk because different nations may be at different staes of business cycle or in different phases of development. 
 
Trading allows a country to specialize and trade the excess of production to other countries for their goods.
 
A country has an Absolute Advantage  when it has a monopoly over a product or it can produce a god at a lower cost than any other country.
A nation can develop a Comparative Advantage when it can supply its products more efficiently and at a lower price than it can supply other goods, compared with the outputs of other countries.
 
Measuring Trade Between Nations
 
Trade provides competitive advantage to bth countries and the individual companies involved and can be measured with:
Balance of trade (net-exports)
· Difference between a nations exports in imports
Balance of Payments
· The overall money into and out of a country
· Also affected by oversea loans and borrowing
 
Exchange Rates - the value of a countries currency in terms of anothers
 
Devaluation is a reduction in a currency's value in terms of another or a fixed standard.
· Reduces the cost of investing = more investing = higher gdp
 
If a countries currency declines, then other countries want to invest in them. These other countries now have to compete by lowering their prices to keep foreign consumers.
 
If a countries currency declines, foreign goods become more expensive and domestic goods become more attractive.
 
Barriers to International Trade
· Social and Cultural differences
· Language
· Values and religious attitude
· Some countries value unemployment more than benefits.
· Economic Barriers
· Currency shifts
· Devaluation reduces the demand to export but increases investment opportunities
· Large changes in currency make it difficult to price goods.
· Infrastructure
· Basic systems of a country's communication, transportation, and energy facilities
· Legal and Political Barriers
· Political Climate
· Legal environments
· International regulations
· Minimum level of quality
· Trade Restrictions
· Free Market
 
Levels of involvement
· Exporting or importing
· Offset agreement is one that matches a major firm with a smaller business
· Entering into contract-based agreements such as franchising, licensing, and subcontracting deals
· Choosing direct investment in the foreign market through acquisitions, joint ventures, or by setting up an overseas divison
 
Countertrade is a barter agreement whereby trade between two or more nations involves payment made in the form of local products instead of currency
· Poor access to the needed foreign currency
· Sometimes a firms only way of entering a market - many countries can't get enough credit to pay for their imports
 
Contract based agreements
· Franchising - franchisee produces or sell the franchisors products under the company's brand name
· Foreign licensing - franchising in a specific geographic area for royalties or other compensation
· Subcontracting - hiring other companies to produce, distribute, or sell goods or services; international - local companies in specific regions are hired.
 
Offshoring is the process of moving business processes to a lower-cost location overseas.
 
International direct investment - investing directly into another country's production and marketing. In an acquisition a company purchases another firm in the host country.
 
Developing a Strategy for International Business
· Global Business Strategies
· Sells the same product in the same way all over the world (translate languages)
· Works for products with universal appeal (luxury items, chemicals, metals, etc.)
 
· Multidomestic Business Strategies
· A plan to develop and market products t serve different needs and tastes in separate national markets
· Internet can cause problems for potential customers.
 
 
Business ethics are the standards of conduct and moral values regarding right and wrong actions in the business environment.
 
Social responsibilities include: environment, people, responsible sourcing, and the community.
 
 
Ethical challenges
· Conflict of interest – when employees must choose between personal gain and business’s welfare.
 
· Honesty and Integrity – behaving according to ones deeply felt ethical principles in business solutions. An employee with integrity goes beyond truthfulness.
 
· Loyalty vs Truth – when the truth of something is not favourable, the employee has to choose between being loyal to the company or truthful in business relationships.
 
· Whistle Blowing – disclosure to company officials, government authorities, or the media of illegal, immoral, or unethical practices committed by an organization
 
How Organizations Shape Ethical Conduct
1. Ethical Awareness – by developing a code of conduct - a statement that defines how employees should resolve ethical issues including ground rules for acceptable behaviour, such as laws and regulations.
1. Ethical Reasoning – ethics training where employees practice using their ethical values to sample situations.
1. Ethical Action – structures and approaches that allow decisions to be turned into actions.
1. Ethical Leadership – executives need to show ethical behaviour by: using clear, explicit language rather than euphemisms for corrupt behaviour, encourage behaviour that generates and fosters ethical values, and practice moral absolutism, insisting on doing right, even if it proves financially costly.
Stake holders are customers, investors, employees, and public affected by or with an interest in a company.    
 
Acting Responsibly to Satisfy Society   
Firms evaluate social performance by conducting social audits, identify and evaluate all company activities that relate to social issues. (Conservation, employment practices, environmental protection, and philanthropy.)
Responsibilities of Firms
General Public
· Public health issues
· Protecting the environment
· Corporate philanthropy – donations, volunteer efforts – lead to higher employee morale, enhanced company image, and improved customer relationships. 
Customers – public demand that a business consider the wants and needs of its customers
· The right to be safe – responsibility for injuries and damages caused by products
· The right to be informed – to represent products fully and disclose all information so customers can make an educated decision
· The right to choose – the right to choose which goods they want and which ones they want to purchase.
· The right be heard -  the right to express their valid complaints to the appropriate people.
Employees
· Workplace Safety
· Quality of Life Issues
· Ensuring equal opportunity on the job – discrimination, employment equity act (fair employment with discrimination on sex, culture, etc.
· Age Discrimination 
· Sexual harassment and Sexism – unwelcome and inappropriate actions of sexual nature
 




























 
 
CHAPTER 5
 
Forms of Business Ownership and Organization
 
A small business is an independent business with less than 100 employees and revenues less than 2million.
· Not dominant in the market
· Government offers support to smaller companies (loans, programs that support smaller companies)
 
Businesses tend to get "gobbled up" by the bigger corporations. Small businesses that don't tend to be absorbed are the ones that have specialized service, keep overhead low, or rely on certain locations.
 
Small businesses meet the needs of busy customers that require specialized services (dog walking, etc.)
 
Many small businesses are home-based that operate from owner's residence. Choose to work when it suits you. Balance personal and business life. 
 
Small businesses generate 29% of GDP.
 
More than half of all new jobs created are from small businesses.
 
Small firms give businesspeople the opportunity and outlet for developing new ideas.
 
New industries are sometimes created when small businesses shift their focus to provide needed services to a larger corporate community. Downsizing leads to demand of "out-of-house" employment (small businesses).
 
SB are good for innovating and developing new and improved goods and services. Innovation is often the reason to start a SB.
 
The reason SBs are successful is the same reason they fail - the willingness to take a risk.
· Management Inexperience
· Not have people skills
· May not have knowledge of finance
· Not track inventory or sales
· Poor at judging competition
· Not enough time to do everything
· Inadequate financing
· Most business don’t turn a profit for months or even years
· Need money to make money
· Interest rates from credit cards or bank loans
· Meeting government regulation
· Can't afford to contract specialists (lawyers, government paperwork)
· Taxes: provincial, federal, workers compensation, unemployment benefits.
 
 
The Business Plan: A Foundation For Success
 
Every business needs a plan to succeed. A business plan is a document that details goals, methods, and standards it will use to measure its achievements.
 
 
Business Plan Sections
 
Executive Summary - Briefly answers the who, what, where, when, why, and how questions for the business
Introduction - general statement of the concept, purpose, and objectives of the business
Separate Financial and marketing sections - describes target market, marketing plan, and detailed financial forecast of needed funds and when the company is expected to break even.
 
The company's mission and the vision of its founders - look at the website for it. "why it was founded and what it intends to achieve" 
An outline of why the company is unique - why does this company differ from the rest.
The customers - who are the customers and how the firm will serve their needs.
The competition - existing and potential competitors, strategy for creating better or unique offerings. What works and doesn’t work.
Financial evaluation of the industry and market conditions - financial forecast and budget
Assessment of risks - outlines risk and offers a strategy to deal with them.
 
Business Development Bank of Canada
 
A government agency that assists, counsels and protects the interests of small business in Canada.
· Financial assistance
· Training, technical assistance, and education to help businesses in foreign markets.
· Management consultants, bankers, lawyers, and accountants with low fees. 
 
Franchising
 
A contract-based business arrangement between a manufacturer or other supplier, and a dealer, such as a restaurant operator retailer.
 
The good
· Able to expand - open overseas or in other locations
· Less risk associated - plan is made, and has already shown to be successful
· Combines freedom of business ownership with the support of a larger company.
 
There are many cash expenses for the Franchisee (person buying the franchise)
· Initial investment
· Fees
· Supplies
· Maintenance
· Leases
 
Franchisee and franchisor must work closely to maintain standards of quality. If someone doesn't like one franchise they may not stop at another franchise owned by someone else.
 
Franchisees don’t have a control over their individual franchise. This is because the franchise owner wants to maintain uniform franchises all over.  
 
Public and Collective Ownership of Business
 
Groups of customers can collectively own a company. At the end of the year after paying operating expenses, the Co-op returns and remaining funds to members as patronage shares. 
 
Smaller firms can group together to own a larger organization.
 
Public ownership - a government unit or agency owns and operates an organization. City bus companies, subways, and streetcars that serve the city of Toronto.
 
Collective ownership is when the owners work together to operate all or part of the activities in their firm or industry. SB pool their resources for purchases, marketing, equipment, and distribution. 
 
Organizing a Corporation
 
Where to incorporate?
· Near customers, real estate prices, public transport, communications networks
· Access to good source of employees
· Some provinces are more business friendly (Alberta has lowest tax for starting businesses)
 
The Corporate Charter
· A legal document that formally establishes a corporation.
 
Levels of Management in a corporation
 
Shareholders (own shares making them owners of the corporation)
Board of directors (sets policy and choses top management)
Top management (CEO, CFO, COO)
Middle management (Branch Managers)
Supervisory management (Supervisors)
 
When Businesses Join Forces
 
Two firms may team up to develop a product or to co-market products.
 
A merger is an agreement in which two or more firms combine to form one company. 
An acquisition is when one firm purchases another
Vertical merger is a combination of firms operating at different levels in the production and marketing process. 
· The combination of a manufacturer of toys & A retailer of toys (toys r us)
Horizontal mergers are mergers that join firms in the same industry to diversify, increase customer base, cut costs, or expand product line.
Conglomerate Merger is a merger than combines unrelated firms to diversify, increase sales, or spend cash surplus to avoid takeover attempt.
 
Joint Ventures
 
A Joint Venture is a partnership between companies for a specific activity. The reason for a JV can be to share costs, risks, management and profits. Another reason may be to solve a common problem.
 







































 
CHAPTER 6
 
An entrepreneur is a risk taker in the private enterprise system who seeks a profitable opportunity and take the necessary risks to set up and operate a business.
 
Identify and seek profitable opportunities and take initiative to find and organize resources, pursue their own goals 
 
One major goal, which differs an entrepreneur from a SB, is expansion and growth. 
· SB want to stay small
· Combine ideas and drive with money, employees, and other resources to create a business that meets a need
 
Small businesses
· direct efforts of others to achieve org. goals
· Use companys resources to achieve goals
 
Some take these risks because they have to for a means of living (way to make money) and others take the risks because they want a challenge or a different quality of life.
 
Different Types of entrepreneurs
Classic
· See opportunities and set aside resources to gain access to markets.
Serial
· A person who starts one business, runs it, and then starts and runs more businesses, one after another.
Social
· A person who sees societal problems and uses business principals to develop new solutions
 
Reasons to choose entrepreneurship as a career path
 
· Being your own boss
· Desire to succeed financially
· Desire for job security
· Desire for an improved quality of life
 
Factors supporting and expanding opportunities for entrepreneurs
· Public perception
· Availability of financing
· Education
· Globalization
· Demographic & economic trends
· Information technology
 
Canadian trends that create new marketing opportunities:
· Aging population
· Growth of ethnic groups
· Predominance of 2 income families
 
Personality traits entrepreneurs have
· Vision
· High energy level
· Need to achieve
· Self-confidence and optimism
· Tolerance for failure
· Creativity
· Tolerance for ambiguity
· Internal locus of control - THEY ARE THEIR OWN INSPIRATION self-motivated
 
Starting a new venture
 
Selecting a business Idea
Buying an existing business
· Creating a business plan
· Finding financing
· Debt financing
· Borrowing money from banks, family/friends, credit cards, etc.
· Equity financing
· Exchange shares of ownership for financing not to be repaid
· Angel investors
· Government support for new ventures
 
Intrapreneurship is the process of promoting innovation within the structure of an existing organization.
· Intrapreneurship within a company has a direct correlation with the successfulness of a company.
· Fast-changing business climate compels firms to innovate continually to maintain competitive advantage.
 
 
 Managers and Managing: Management, Leadership & the Internal Organization.
 
How to turn a vision into a reality and describing the levels management the skills a manager needs and the functions of a manager.
 
Explains how the planning helps managers meet the challenges of a rapidly changing business environment.
 
Management is the process of achieving organizational goals through people and other resources.
 
Three levels
· Top - make key decisions, choose direction for the company, create a vision. Understand all positions of the business and who have been involved in every aspect of an organization to understand all elements when making decisions. 
· Middle - Implement controls to achieve vision of top managers . HOW DO WE ACHIEVE THESE PLANS.
· Supervisory/first-line - perform day-to-day activities, evaluate performance manage these implementations and report data to determine effectiveness of implemented controls. 
 
Three skills for managerial success
· Human Skills: needed at all levels allow managers to work effectively with people. Traits include Leadership, motivation, and communication. Managers must be able to adapt their interpersonal skills to many different channels of communication (email, etc.) to be successful.
· Technical skills: most critical with first line because of interactional with non-managerial employees. A managers ability to use equipment and their understanding of techniques. Less important to top managers but most top managers have these skills regardless beginning their jobs as technicians.
· Conceptual Skills: developing long-term plans for the future and to see overall importance of each function. Seeing the big picture of an organization and understanding how each part of an organization functions is important in decision making and directing organizations.
 
Four management functions
· Planning(WHAT): anticipating future events and determining course of action to achieve org objectives
· Organizing(HOW): determine what needs to be done, what resources will be required, dividing tasks among employees, coordinating to implement plans, and to accomplish objectives. 
· Directing/leading: Guiding and motivating employees to accomplish objectives. How do you motivate people who have a mind-numbing job? 
· Controlling: evaluating the performance compared to the expectations and deciding what the next step is. 
 
Vision is the ability to perceive needs and to develop methods to satisfy those needs. Helps unify action of separated divisions, keep customers satisfied, and sustain growth. You want everyone in the organization to understand the vision so that all decisions are made on this vision. Customers will also be aware that all members in the organization are in sync with the vision.
 
High ethical standards help a firm survive and become successful over the long-term. People are more willing to do business with an organization with higher ethical standards than one with lower ethical standards. These standards include federal and industry standards.
 
Good planning can turn a vision into reality. 
 
Strategic Planning
· Most far reaching level of planning
· Process of determining primary objectives of an organization, then acting and allocating resources to achieve those objectives. 
 
Tactical Planning
· Guides activities required to implement strategies
 
Operational Planning sets the detailed standards that help to carry out tactical plans.
· Choosing work targets
· Assigning employees tasks
 
Tactical planning determines which actions need to be done to achieve those objectives determined by strategic planning. 
 
Example "This organization should be more sustainable, lets plant a tree"
 
Tactical - "we need soil, and a tree, and to dig a hole…etc."
 
Steps to strategic planning process
1. Define companies mission
1. Assess competitive position (SWOT)
1. Set objectives
1. Create strategies
1. Implementation
1. Evaluation results
1. Monitoring and adapting procedures
 
SWOT: Strength, Weaknesses, Opportunities, and Threats
 
Method to access competitive position
S&W are internal - finance, marketing, information tech, HR
O&T are external - market growth, regulatory changes, and increased competition
Examination of current situation and necessary actions for future developments
 
Competitive differentiation
 
Programmed decisions are routine and determined in an outline - reordering supplies, renewing lease, relies and policies, guide decisions
 
Non-programmed decisions are non-routine without procedure which requires analytical effort - entering a new market, deleting product form line
 
Steps in decision making
1. Recognize problem or opportunity
1. Develop courses of action
1. Evaluating alternatives
1. Selecting and implement one
1. Assessing the outcome and comparing to forecast
 
Leadership is the act of directing and/or inspiring others to reach goals. Not all leaders share the same qualities but these are some common ones.
 
3 personal qualities in great leaders
1. Empathy - putting yourself in others shoes
1. Self-awareness
1. Objectivity in dealing with others
1. Courage
1. Ability to inspire others
1. Innovation
 
Departmentalization is the process of dividing work activities into units within the organization. Employees specialize in specific jobs.
 
Types of Organizational Structures
 
Line organizations
· Direct flow of authority from ceo to employees, heirarchy of managers and workers.
 
Line-and-staff organizations
· Still a line but there are divisions that are working with higher management without being below them.
· Staff managers support staff with advice, information, or technical assistance but do not actually give orders.
· Line managers forms primary line of authority.
· Common in mid to large size companies and is effective because it combines repid decision making and direct communication with expert knowledge from staff.
 
Committee Organizations
· Democracy - gives authority and responsibility to a group of individuals. 
· Since every department has a say in most aspects of business because decisions made reflect many viewpoints
· Act slowly and make conservative or safe decisions. Compromising, and choosing not the most effective decision but the one that satisfies the most of peoples wants.
 
Matrix Organizations
· Employees in a specific division will report to a project manager, as well as a line manager.
· Popular in high technology and multinational corporations.
· Provides an outlet for employee creativity
· Challenges project managers to choose specialists from many divisions to create a team
· Very effective at adapting to rapid changes in the environment
· Project managers must make goals clear, keep members focuses, create a reasonable workload, and manage resources well
 
 
Major forms of departmentalization
· Product (goods and services)
· Grouping by what product each division is producing
· Geography (region)
· Each division is in a different region
· Customer (types)
· Each division is for a different customer
· Functional (business functions)
· Finance, marketing, accounting, etc.
· Process (work processes to complete production of goods and services)
· Manufacturing procedure may be split up
 
 
 
Organizational Cultures are a set of key values, beliefs, and attributes shared by members of an organization.
 
· OC can be created by 
· the company founder bill gates imprints his image of the company)
· Organizational stories consistent with assumptions and told to make sense of events and changes within an organization
· Organizational heroes - people admired for their achievements within an organization
 
 
· Successful OC
· Adapt to changes in the environment
· Involve employees, giving them a higher sense of importance within the organization
· Have a clear vision of what the organizations strategic purpose and direction are, and that everyone in the company are aware of them
· Must be consistent with values, beliefs, and attitudes. (strong cultures)
· Not too strong though, because companies with too strong cultures cannot adapt to change as well.
 
Changing OC
 
1st level (seen)- appearance (dress code and office layouts)
2nd level (heard) - values and beliefs of people in the company
3rd level (believed) - the unconsciously held assumptions and beliefs about the company
 
 
 





















Chapter 8 HR Mngt: from recruitment to labour relations
 
Human resource management is the function of attracting, developing, and retaining employees who can perform their activities needed to meet org. activities.
 
Core responsibilities of HR Mngt.
Employee recruitment & selection
· Finding qualified candidates
· Selecting and hiring employees
Employee Training and Performance evaluation
· Training programs
· On-the-job training
· Classroom and Computer-Based training
· Management development
· PERFORMANCE APPRAISALS
Employee compensation and benefits
· Compensation: The amount employees are pain in money and benefits
· Benefits: additional compensation – vacation, savings, insurance, etc.
· Flexible benefits – choose what benefits you would like to receive
· Flexible work – adjust working hours
Employee separation (loss of employees for any reason)
· Voluntary and Involuntary
· Downsizing
· Outsourcing
Planning for Staffing Needs
 
Motivating Employees
Process of motivation
Need > produces
Motivation > leads to
Goal-Directed behaviour > results in
Need Satisfaction
Maslow’s Hierarchy of Needs Theory
Self-actualization – seeking fulfillment of dreams
Challenging or creative projects and opportunities.
Esteem – feel valued/recog.
Special awards or privileges
Social – accepted by fam/friends
Teamwork and group lunches
Safety – economic and phy. Protection
Health insurance safety standards in workplace
Physiological – food and water and shelter
Paying salaries
 
Herzberg’s Two-Factor Model of Motivation
 
Hygiene factors (extrinsic) – job environment
Motivator factors (intrinsic) – produce motivation, responsibilities, achievements, growth
 
You need both factors for employees to be motivated. 
“Can I perform this task?” ----------> is the reward worth the effort ----------> Yes
	I                  
	 
	 
	 
	  I         

	I                   
	 
	 
	 
	 I

	No (not motivated)            
	 
	no (not motivated)


 
Expectancy Theory – expectations that results are the way they want, to the degree they want
Equity Theory – perception of fair or equitable treatment
 
Goal setting Theory and MNGT by Objectives
The idea that people will be motivated to the extent to which they accept specific, challenging goals and receive feedback that shows their progress toward goal achievement.
Goal specificity – clear and concrete goals
Goal difficulty – hard the goal is to achieve
Goal acceptance – how much people understand and accept the goal
Performance feedback – how well the goal has been met
 
Job Design and Motivation
Job enlargement – expanding responsibilities by increasing number and variety of tasks
Job enrichment – expand employees’ duties to empower employee 
Job rotation – moving from one job to another
 
Managers Attitudes and Motivation
Theory X – assume employees dislike work and managers must make employees do jobs. Worker prefers instructions, view money as the only motivator “maslows lower order of needs”
 
Theory Y – employees like work, managers give employees opportunity to participate in decision making. Views self-control and self-direction as the main motivators “maslows higher order of needs”
 
Theory Z – views worker involvement as key to productivity and improved QoL.
 
Labour-Management Relations
 
Labour union is a group of workers who organize themselves to work toward common goals in the areas of wages, hours, and working conditions.
Labour relations board is a judicial organization responsible for overseeing workers’ groups that apply to become a union and activities that occur during a labour dispute
 
 
Settling Labour-Management Disputes
1 Worker and union representative present complaint to supervisor.
  2 Union Rep meets with middle mngt Rep.
     3 Union Rep meets with top mngt rep.
       4 Complaint submitted to arbitration.
 
Competitive Tactics of Unions and Management
 
Union Tactics – strikes, picketing, and boycotts (temporary work stoppage until dispute has been settled or contract signed.)
Management Tactics – strike-breakers or get non-unionized employees to work.
 
 
 




















 
CH 9 Top Performance through Empowerment, Teamwork, and Communication
 
Empowerment is giving employees shared authority, responsibility, and decision-making with their managers.
Sharing Information and Decision-Making Authority
Worker Ownership
Employee Stock Ownership Plans
Holds shares of stock for employees, covers full-time, employer pays for shares, and employees receive stock shares when they retire or leave the company.
Stock Options
Company gives employees option, employees pay for shares, all employees can by shares, and they receive shares when they exercise them.
 
Work Teams – relatively permanent groups of employees with complementary skills who perform the day-to-day work of Org.
Problem-Solving Team – meet to solve problem
Self-Managed Teams – teams that decide how they complete their tasks
Cross-Functional Teams – teams made up of different functions or parts of a firm
Virtual Team – Use Technology to work together because they are separated by geography.
 
Team Characteristics
Size
Team Level – Average level of ability, experience, personality, or any other factor
Diversity - Difference in ability, experience, personality, or any other factor
 
Stages of Team Development
Stage 1: forming – memebers meet eachother and decide what is appropriate
Stage 2: Storming – personalities emerge and members clarify their roles, conmflict may arise, subgroups may form, teams must move past this phase.
Stage 3: Norming – resolve differences, accept eachother, reach agreement about the roles of the team leader.
Stage 4: Performing – solve problems and tasks, interact and handle conflicts, leader encourages members to contribute, ensuring everyone is involved.
Stage 5: Adjourning – task completed, wrap up experiences and accomplishments, celebration/awards.
 
Team Cohesiveness and Norms
Team Cohesiveness is the extent to which team members feel attracted to the team and motivated to remain part of it.
Team norm – A standard of conduct shared by team members that guides behaviour.
 
Team Conflict
Conflict – The outcome when one person or groups needs do not match another’s, one side may try to block the other side’s intentions or goals.
Cognitive conflict – disagreement of problem and issue-related differences of opinion
Affective conflict – a disagreement that focuses on individuals or personal issues.
 
The importance of Effective Communication – a meaningful exchange of information through messages
 
Process of Communication
 
Sender’s message   context  Reciever
         (Encoded)                   (decoded)
 
       Receiver          Noise          sender
(feedback decoded)                     (feedback encoded)
 
Basic Forms of Communication
Oral – speech
Written – writing
Formal – chain of command to other members or external (memo)
Informal – outside chain of command without regard to hierarchy (rumours)
Non-verbal – actions and behaviours (gestures)
 
External Communication and Crisis Management
External communication – A meaningful exchange of information through messages sent between an org. and its major audiences.
 
1. Respond quickly, statement mentioning time, place, and description of what happened, and the number and status of people involved.
1. Appear in public with news media present, p holds top management responsible so it’s best for them to respond to questions.
1. Stick to facts, many details may not be yet known, spokesperson should not speculate, as info becomes available the firm can provide accurate updates.
1. If a question is unanswerable, offer to find answer asap. Don’t say no comment, it’s better to say I don’t know.
1. Firm should recognize problem exists, explain soplutions, and welcome feedback. If something puts the firm in negative light, the manager should accept that it’s a problem and explain how the firm is correcting it.
1. Press conference is more effective if it is brief and has provides images, or videos with positive images

 
 
 Ch 10 Production and Operations Management
Production is the use of resources and workers or machinery to convert materials into finished goods and services.
Production and operations management is the process of overseeing production process by managing people and machinery converting materials into goods and services.
Input (materials)  Conversion Process (add value)  Outputs (g&s)
 
Without products to sell, companies cannot generate money to pay their employees, leaders, and shareholders. NGO – g&s offered are tied to their existence.
 
Mass Production – a system for manufacturing products in large quantities by using effective combinations of employees with specialized skills, mechanization, and standardization.
Separation of labour into specific tasks for specialization.
Assembly line, highly efficient for large batches of the same item, but not good for small batches of different products, boring jobs.
 
Flexible Production – producing smaller runs, uses information technology to share details to customer orders, programmable equipment to fill the orders, and skilled people to carry out the tasks needed to complete an order. 
 
Customer-Driven Production – assesses customer demands to make a connection between the products that are manufactured and the products people want to buy. Data about sales are used to create forecasts and production schedules to meet forecasts. Waiting until a customer orders a product and then produce it.
 
Production Processes
Analytic process – reduces raw material to its componenet, to extract a marketable product (petroleum)
Synthetic process – combining raw materials to make a product (camera)
Continuous process – creates finished products over a long period of time. (processing petroleum)
Intermittent production – creates productions in short runs. (plumbers, contract workers)
 
 
Technology and the Production Process
Green Manufacturing Processes – investing in resources to develop processes resulting in less waste, lower energy use, and little or no pollution.
 
Robots – a machine that can be programmed to perform tasks that require the repeated use of materials and tools.
Common in automotive and electronics 
 
Computer-Aided Design and Manufacturing (CAD) – design parts and entire products on the computer. Engineers can work faster with fewer mistakes.
Computer-aided Manufacturing (CAM) – computer tool than manufactures and analyzes CAD output and the steps a machine needs to take to produce a product or part.
 
Flexible Manufacturing Systems(FMS) – a production facility that workers can quickly change to manufacture different products. 
 
Computer-Integrated Manufacturing (CIM) – production system that uses computers to help workers design products, control machines, handle materials, and control the production function.
 
The Location Decision
Factors in the location decision
Transportation – Closeness to markets, material. Transportation options available.
Physical Factors – water supply, energy, hazardous wastes.
Human Factors – Labour supply, local zoning regulations, community living conditions, and taxes.
 
The Job of Production Managers
1. Planning the overall production process.
0. Choosing which goods or services, purchasing machinery, etc.
0. Convert original product ideas into final specifications and designing most efficient facilities to produce them.
1. Selecting the best layout for the firm’s facilities
1. Process – the good moves around different groups of machinery and equipment according to their function
1. Product – assembly line, product flow line (building a car).
1. Fixed-Position – workers materials and equipment go to the products location (bridges).
1. Customer-Oriented – arrange facilities to enhance the interactions between customers and services (hospitals).
1. Carrying out the production plan
2. Decide whether to make, buy, or lease products or parts and select the best suppliers for materials. Control inventory to keep enough supplies in stock, but not too much.
2. Materials-Requirement Planning (MRP) – system that ensures a firm has all parts and mats it needs to produce output at the right time and place and in the right amounts.
1. Controlling the manufacturing process to maintain the highest possible quality.
3. Creating well-defined procedures for coordinating people, materials, and machinery to provide the greatest production efficiency.
5 Steps to Controlling
Planning – decide amount of resources needed to produce a certain amount of output, lsiting all parts and materials needed. 
Routing – managers decide on the sequence of work throughout the facility, who will perform each part of the work, and where the work will be done.
Scheduling – managers develop timetables that show how long each operation in the production process takes and when workers should perform it.
Dispatching – management instructs each department on the work it needs to do and how long it has to do the work. Authorizing performance, providing instructions, job priorities.
Follow-up – managers and employees or team members spot problems in the production process and come up with solutions. (Machinery malfunctions, delayed shipments, absent employees).
 
Importance of Quality
Quality – the state of being free of deficiencies or imperfections.
Benchmarking – comparing companies performance in business functions to others’ as a standard.
Quality control – measuring output against quality standards to spot defective products and avoid delivery poor-quality goods to customers (visual inspects, sensors, robots, x-rays).
ISO Standards (ISO) – an organization whose mission is to develop and promote international standards for business, government, and society to improve and encourage global trade and cooperation.

 































 
Ch 11 Customer-driven marketing
Marketing – organizational function and set of processes for creating, communicating, and delivering value to customers and for managing customer relationships in ways that benefit the organization and its stakeholders.
Exchange process – an activity in which two or more parties trade something of value that satisfies each other’s needs.
Marketing creates Utility – the power of a good or service to satisfy a want or need.
Four Eras in the History of Marketing
1900s Production – a good product will sell itself
~1925    Sales – creative advertising and selling will overcome consumer resistance and convince them
1950s        Marketing – the consumer is king, we need to find a need and fill it
2000s            Relationship – long-term relations lead to success.
 
Marketing concept – a companywide consumer focus on promoting long-term success.
Marketplace success begins with the customer, meet needs of consumers.
 
Not-for-Profit and Non-traditional Marketing
 
Non-traditional marketing
Person marketing – attract attention, interest, and preference of a target market toward a person.
Place Marketing – attract people to a particular area, such as a city, region, or country.
Event Marketing – Marketing or sponsoring short-term events.
Cause marketing – promoting awareness for a social issue such as child abuse.
Organizational marketing – influences consumers to accept the goals of an organization, receive services, or contribute in some way to an organization.
 
Developing a Marketing Strategy
Selecting a target market – identify people who have a purchasing power, a willingness to buy, and the authority to make purchase decisions
Consumer (B2C) product – a good or service that is purchased by end users
Business (B2B) product – a good or service purchased to be used, either directly or indirectly, in the production of other goods for resale.
Target market – group of people that an organization markets toward using a strategy designed to satisfy needs.
Marketing mix – a blending of the four elements to satisfy needs
Product – package design, brand name, trademark, image, development, customer service.
Distribution – ensuring consumers receive product at the right time, place, and in the right quantity.
Promotion – blends advertising, personal selling, promotion, to achieve goals of persuading buyers.
Pricing – set profitable and justifiable prices for product offerings.
 
Marketing Research – collecting and evaluating information to support marketing decisions.
Internal data – from within the business, financial records
External data – outside sources, previously published data.
Applying Marketing Research Data
Business intelligence – research that uses activities for gathering, storing, and analyzing data to make better competitive decisions.
Data mining – the use of computer searches of customer data to detect patterns and relationships.
Data warehouse – a customer database that allows managers to combine data from several different organizational functions.
 
Marketing Segmentation – process of dividing a total market into several similar groups.
Must be a measurable group, must be accessible for communication, and large enough to offer profit potential.
 
Segmenting Consumer Markets
Geographical Segmentation – dividing a market based on location.
Demographic – dividing a market based on factors such as age, gender, income, education, etc.
Psychographic – dividing consumer markets into groups with similar attitudes vales, and lifestyles.
Product-related – dividing markets into groups based on benefits sought by buyers, usage, and royalty.
 
Segmenting B2B Markets
Geographical 
Demographic
End-use  
 
Consumer Behaviour – end-consumers activities that involved with obtaining, consuming, and disposing of products and the decision processes before and after these activities.
 
Determinants of Consumer Behaviour
Interpersonal – cultural, social, family influences,
Personal – needs and motives, perceptions, attitudes, learning, self-concept.
 
Relationship Marketing – developing and maintaining long-term, cost-effective exchange relationships with partners.
Lifetime value of a customer – the revenues and intangible benefits (referral/feedback) from a customer over the life of the relationship, minus the amount the company must spend to acquire the customer.
 
Tools for Nurturing Customer Relationships
Frequency marketing – rewarding frequent purchases with rewards.
Affinity program – marketing effort targeting people who share common interests and activities.
Co-Marketing – a co-op arrangement where bus. Jointly market each other’s products
Co-branding – co-op where two+ bus. Team up to link their names on a single product.
One-on-one marketing – the ability to customize products and rapidly deliver goods and services.

Ch 12 Product and Distribution Strategies
Product Strategy
Product – a bundle of physical, service, and symbolic characteristics designed to satisfy consumer wants.
 
Classifying Business goods
Convenience – frequent purchase, unimportant image, low price, advertised by manufacturer, many wholesalers, and many outlets. (Chips, Kleenex).
Shopping product – relatively infrequent, very important image, sort of high price, promoted by manufacturer and retailer, few channels of distribution, and few retail outlets, (fridge, couch).
Specialty Product – infrequent purchase, important image, high price, promoted by manu and retailers, very few wholesalers and retailers, and very small number of outlets. (diamond ring, motorcycle)
Product line – a group of related products that share physical similarities or are targeted toward a similar market.
Product mix – the assortment of lines and goods a firm offers to consumers.
 
Product Life Cycle
Introduction – promoting demand for new offereing, informing market, samples, explaining features, uses and benefits.
Growth – sales climb quickly as new customers join the early users who are now repurchasing the item. Beings to earn profits on the new product. 
Maturity – sales increase then reach a level when further expansion is difficult. 
Decline – profits decrease and may become losses, reduced overall market for the product leads to price-cutting.
 
Product Identification
Brand – name, term, sign, symbol, design, or some combination that identifies the product and shows how it differs from competitors.
Brand name – part of the brand that is made up of words to form a name.
Trademark – brand that has been given legal protection.
Brand recognition – consumers are aware of the brand
Brand preference – choses you over competition
Brand insistence – consumers who will go out of their way to have a product
Brand equity – the added value that a respected and successful name gives to a product.
Category advisor – The individual that the business customer assigns as the major supplier to deal with all the other suppliers for a project. The category advisor presents the entire package to the business buyer.
Packages and Labels – items durability, image, and convenience. Usually one of the biggest costs.
Does the information on the labels need to be in multiple languages?
Do ingredients need to be listed?
Do labels give enough info about product to meet gov’t standards?
 
Distribution Strategy – a plan that deals with marketing activities and institutions that get the right good or service to the firm’s customers.
 
Physical distr. – the movement of products from producer to consumers or business users.
 
Channels – the paths the products follow from producer to consumer or business user.
· Consumer Goods
· Producer > agent/broker > wholesaler > retailer > consumer
· Business goods
· There are no retailers, straight from wholesaler or agent to user
· Services
· There are no channels, service provider > consumer.
· Sometimes there are producer > agent > consumer.
 
Wholesaling - a distribution channel member that sells primarily to retailers, other wholesalers, or business users
· Manufacturer-owned wholesaling - manufacture distributes from facilities
· Independendy wholesaling - merchany wholesalers or limited function wholesalers
 
Retailing - members that sell goods and services to individuals for their own use not for resale.
· Non-store retailers
· Internet - virtual store
· Automatic merchandising - soda machine
· Direct selling - manufacturer - consumer (vcleaners)
· Direct-response - telemarketing
· Store Retailers
· Specialty - narrow line of merch
· Convenience - 7/11
· Discount - walmart
· Warehouse - costco
· Factory outlet - nike
· Supermarket - loblaws
· Supercentre - real Canadian superstore
· Department store - the bay
Wheel of Retailing
· Late 1800s - department stores, variety stores
· Early 1900s - self-service grocers, sears catalogue
· Mid 1900s - supermarkets, discount stores
· Early 2000s - internet retailers, big box, shopping centres
 
Distribution channel decisions and Logistics
 
Depends on market factors
· Geography
· Product value
· Amount of resources available
· Competitive performance
· Lose customers if intermediary fails to deliver the promotion or product
· Warrant joint ventures (best buy and apple work together to supply iPhones)
 
Selecting Distribution Intensity - number of inter. Or outlets
 
Intensive dist. - every outlet for low-prices convenienve goods
Selective - only some retailers, reduce total marketing 
Exclusive dist. - limits market coverage to specific geographic region. (rolex)
 
Logistics and Physical Distribution
 
Supply chain - complete sequence of suppliers that help to create a good or service and deliver it to business users and final consumers.
 
Logistics - the process of coordinating the flow of goods, services, and information among members of the supply chain.
 
Physical distribution - marketer >
· customer service, transportation, warehousing, materials handling, inventory control, order processing. >
· Customers.
 
Vendor managed inventory - vendor decides how much stock the retailer needs to keep in stock to sell.
 
 

Ch 13: Promotion and Pricing Strategies
 
Promotion - informing, persuading, and influencing a purchase decision
 
Integrated marketing communications (IMC) - coordinating promotional activities (media, mail, sales, pr) to produce a unified customer focused promotional strategy.
 
Promotional mix - the combination of personal and on-personal selling that meet needs of target customers and communicate message.
 
Personal selling - person-to-person selling
 
Non-personal selling - advertising, sales promotion, direct marketing, and public relations.
 
Promotional objectives
· Differentiating product
· Providing information
· Stabilizing sales
· Increasing sales
· Highlight product value
 
Promotional Planning
· Product placement
· Guerilla marketing - innovative low-cost marketing (youtube videos)
 
Advertising - paid non-personal communication usually targeted at large numbers of potential buyers
· Product advertising - messages designed to sell a good
· Institutional advertising - promote concepts, ideas, goodwill
· Cause advertising - promotes a specific viewpoint on a public issue to influence public opinion
 
Advertising Media
· Television
· Newspapers
· Radio
· Magazines
· Direct mail
· Outdoor advertising - billboards, signs.
· Internet advertising
· Sponsorship - funding to be associated
· Infomercials
 
Sales Promotion - forms of promotion (coupons, samples, rebates) that support advertising and personal selling
· Consumer oriented promotions
· To get new and exisitng customers to try products and ultimately to buy
· [bookmark: _GoBack]Popularize and idea
· Premiums, Coupons, Rebates, and Samples
· Items given away for free or at a reduced price when another product is purchased.
· Games, contests
· Specialty advertising
· Promotional items that display a firm's name, logo, or business slogan.
· Trade-Oriented Promotions
· Marketing to intermediaries, not to final consumers
· Point-of-purchase (POP) - displays in a store promoting product.
· Personal selling 
· When to use?
· Customers are few in number and are geogr. Concentrated
· Product is complex
· High price
· Moves through direct-dit. Channels
 
Sale tasks
1. Identify customer
1. Approach
1. Present product
1. Demonstrate product involve custmer
1. Answer questions
1. Closing - Ask for the order
1. Follow-up 
 
 
Public relations - an org. communications and relationships with its various public audiences.
· Publicity - non-personal stimulation of demand by unpaid placement of information in media.
 
Pushing and Pulling Strategies
· Pushing - personal selling to market an item to whole. Or reta. In a companys dist. Chan.
· Co-op advertising - sharing cost of advertising of propduct with intermediaries of the supply channel.
· Pulling - promotion of product by generating demand through advertising and sales promotion.
 
Pricing Objective in the Marketing Mix
 
Price - the exchange value of a good or service
 
Profitability objectives - goals that are included in strategic planning of firms
· Volume - market share
· Meeting competition - meeting prices offering better customer service
· Prestige - packaging label and high retail price
· Profitability - increasing profits by 10%
 
Pricing Strategies
 
Cost-based pricing - calculating total costs per unit and then adding markups to cover overhead costs and generate profits.
 
 
Alternative Pricing Strategies
· Skimming pricing - setting high prices relative to competition
· Penetrative pricing - setting a low price (when entering new market)
· Everyday low pricing (EDLP) - maintaining continuous low prices instead of short-term price cutting tactics such as cents-off coupons, etc.
 
Consumer Perceptions of Price
 
Marketers must consider how consumers perceive the price to quality relationship of their products. If consumers perceive higher quality, they will be willing to pay more for it.
 
 
 
 
Data, Information, and Information Systems
Data is the raw facts and figures that may or may not be meaningful to a business decision
Information is the knowledge gained from processing data
Information systems are organized method for collecting, storing, and communicating past, present, and projected information on internal operations and external intelligence.
The Chief Information Officer (CIO) is responsible for managing a firms information systems and related computer technologies.
 
Components and Types of Information Systems
Computer-based information systems use computer and related technologies to store information electronically in an organized, accessible manner.
· Computer hardware
· Software
· Telecommunications and computer networks
· Data resource management
 
Databases are centralized integrated collection of data resources (the heart of any information system)
 
Types of Information Systems
Operational Support Systems – produce information on organizations activities for both internal and external users.
· Transactional processing systems – record business transactions
· Process control systems – monitor and control physical processes
 
Management support systems – provide support for effective decision-making
· Management Information System (MIS) – produce reports to managers and other professionals
· Decision support system (DSS) – support business people during decision process.
· Executive Support System (ESS) – lets senior executives access the firm’s primary databases.
· Expert System – a computer program that imitates human thinking through complicated “if-then” rules.
 
Computer Hardware and Software
Hardware is all the tangible or physical elements of a computer system.
Servers are the heart of a midrange computer network. Supports applications and allows networked users to share output devices, software, and databases.
 
Computer Software
Software is all the programs, routines, and computer languages that control a computer and tell it how to operate.
 
Computer Networks
Local Area Network (LAN) – computer networks that connect machines within the vicinity. 
Wide Area Network (WAN) – networks that tie larger geographic regions by telephone lines, microwaves, and satellite transmissions. 
Intranet – network that is similar to internet but limited access to authorized users.
Firewall – security system for computers that limits data transfers to certain locations, tracks system use so managers can identify threats.
Virtual Private Network (VPN) – secure connection between two points on the internet
Voice over Internet Protocol (VoIP) – phone conversations through the internet instead of traditional phone lines. Saves costs and extra features.
 
Security and Ethical Issues Affecting Information Systems
E-Crime – stealing or altering data
· Employees or outsiders change or create data to produce inaccurate or misleading information.
· Alter computer programs to create false information or illegal transactions or to insert viruses
· Access computer systems for their own benefit or knowledge or just to see if they can figure out how to get in.
Computer Viruses, Worms, Trojan Horses, and Spyware – malicious software that infects systems.
· Destroy data, steal sensitive information, make it impossible to operate a computer.
Viruses are malicious software that attach themselves to other programs (hosts) and change or destroy them.
Worms are small pieces of software that use a security hole in a network to replicate itself.
Botnet is a network of PCs that have been infected with one or more data-stealing viruses.
Trojan horse is a program that claims to do one thing but in reality does something else.
Spyware is software that gathers user information through the user’s internet connection without his or her knowledge usually for advertising purposes.
 
Disaster Recovery and Backup
Planning – what data is to be protected, priority given to most important
Backup schedule
Protection by high level of security
Select the right security vendor
Backup system should be continually tested and evaluated.
 
Information System Trends
The distributed workforce – virtual offices run with computer networks, and other components of information systems that make it possible for many workers to do their jobs almost anywhere.
Application Service Providers (ASP) – an outside supplier that provides both the computers and the application support for managing an information system.
On-Demand – renting software time from providers to reduce costs of maintaining expensive software.
Cloud – the use of powerful servers to store applications, software, and databases.
Grid Computing – a network of smaller computers that run special software
 
 
 
 









Accounting is the process of measuring, interpreting, and communicating financial information to support internal and external business decisions. 
 
Business activities 
· Financing - provide funds to start bus
· Investing - valuable assets that run bus
· Operating - expenses (selling goods and services)
 
Accounting Professionals
 
Public - provides accounting services to other organizations
· Auditing, examining records, taxes, management counsulting
 
Management accountant - hired by firm
 
Government & NPO Accountants - measure how efficiently programs meet their objectives.
 
The foundation of the accounting system
 
GAAPS - accounting rules or principles deciding how accountants govern their shit
 
Accounting standards board (AcSB) - Org. that adjusts GAAPs
 
International Financial Reporting Standards (IFRS) - … pretty self explanatory
 
Internatuional Accounting Standards Board (IASB) - the ORG. that promotes worldwide consistency in financial reporting.
 
Financial Ac. Stand. Board (FASB) - Org. adjusts GAAP in the United States.
 
The Accounting Cycle
 
Transaction - record - classify - summarize (post) - Financial statementsd
 
Accounting equation
 
Assets = Liabilities + Owner's Equity
 
Balance Sheet - statement of financial position (what is owned or claimed against)
 
Income Statement - a record of revenues expenses and profits 
 
Statement in changes of equity - record of changes in equity from one fiscal period to another
 
Statement of Cash flows - a record of sources and uses of cash during a period
 
Accrual accounting - recording revenues and expenses when they occur not when their paid for.
 
Financial Ratio Analysis
 
Liquidity 
	Current ratio 
	 Current assets / current liabilites

	Acid-test
	Current assets - inventory / cur. Liabilities


 
 
Efficiency ratios
	Inventory turnover
	Cogs/average inv.

	Recievable turn.
	Credit sales / average A/r

	Asset turnover
	Sales / average asset


 
Leverage Ratio
	Debt ratio
	Liabilit/assets

	Long-term debt to equity
	Long term debt / equity


 
Profitability ratios
	Gross profit
	Grossprofit / sales

	Net profit
	Net profit / sales

	Return on equity
	Net profit / average equity


 
 
Budgeting - an organizations plans for how it will raise and spend money during a specific period of time
 
International Accounting Global Issues
 
Exchange rates
· Change frequently
· Accountants must take care when recording foreign sales and purchases.
· Earnings must reflect changes in exchange rates.
 
 
 
 
 
 
 
 
 
 




The Role of the Financial Manager
 
Financial managers
· The executives who develop and carry out their firm's financial plan and decide on the most appropriate sources and uses of funds.
 
CEO > CFO > Controller, Treasurer, VP Financial planning
 
Treausurer - cax management, tax planning and prep, shareholder relations.
 
VP - preparing financial forecasts and analyzing major investment decisions related to new products, new facilities, and acquisitions.
 
Controller - keep company books, preparing financial statements, and conducting internal audits.
 
Risk-return Trade-off - maximizing wealth of shareholders by finding balance in risk and return.
 
Financial Planning
 
Financial Plan - document specifying funds needed, the timing of cash infows and outflows, and the most appropriate sources and uses of funds.
 
1. What funds will the firm require during the planning period
1. When will the firm need additional funds
1. Where will the firm obtain the necessary funds
 
Sources of Funds and Capital structure
 
Capital Structure is the mix of a firms debt (borrowed money) and equity capital (investments)
 
Leverage - increasing the rate of return on funds invested by borrowing funds.
 
Short-term funding options
· Credit
· Short-term loan
· Commercial paper - lower interest loans issued by businesses
 
Long-term financing 
· Shares and Bonds
· Private Placements - pension funds, insurance companies
· Venture Capitalists - business firms that invest in new and growing firms to exchange for market share.
· Private Equity Funds - investment companies 
· Hedge Funds - private investment companies
 
Mergers, Acquisitions, Buyouts, and Divestitures
 
Leveraged buyout - public shareholders are bought out and the company reverts to private
 
Divestiture - the sale of assets by a firms
· Subsidiaries, product lines, facilities.
· Spinoff - assets sold form a new firm
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

 

