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INSTALLMENT 1:

IT’S ALL ABOUT YOU !
GRADE VALUE: 20%
DEADLINE: AS INDICATED IN THE COURSE OUTLINE

(( ABSOLUTELY NO LATE SUBMISSIONS WILL BE ACCEPTED ((
READ THESE INSTRUCTIONS CAREFULLY

This is the first of three installments that will guide you in the creation of your complete marketing plan:
	Marketing Plan (in 3 installments) 






 
	70%

	Installment 1: Projecting yourself into the future
	20%

	Installment 2: Marketing Strategy: Target Strategy & Marketing Mix
	30%

	Installment 3: Execution & Cover Letter & Resume 
	20%


OBJECTIVES

This installment is designed to achieve three broad objectives. First, it is intended to give you the opportunity to get to know your "product", in this case yourself. This is a critical step when preparing to market yourself.  We think we know ourselves, our strengths, weaknesses, and what we want out of life and our careers. That is, until we’re faced with the necessity of defining and articulating these things. This installment is an opportunity for you to do just that. Second, this installment is designed is to give you the opportunity to research the area of employment you wish to enter. As a result, you’ll need to show that you have conducted thorough research (keeping in mind that Wikipedia and such other open-source websites are not acceptable sources) on the field you would like to work in. The perspective you adopt (i.e., job seeker, professional, entrepreneur, artist) in this installment must be the one you stay with for the next two installments. Finally, the third objective of this installment is to provide you with an opportunity to project yourself into the future and define the kind of person you’d like to become and the kind of career or job you’d like to have within three years after graduation.


IMPORTANT: DON'T CHEAT!

Every semester, in spite of our best efforts to warn students about the negative consequences of violating the University's Code of Conduct, we face the difficult task of filing charges against some students for plagiarism. Plagiarism is a serious offense and charges against you can tarnish your record and your reputation for years to come. While getting help and collaborating on an assignment is acceptable, turning in work that is not yours is simply not acceptable. Plagiarism is the most frequent offense under the university’s Academic Code of Conduct. Please read the material at these links thoroughly and make sure to follow proper referencing and citation guidelines. Failure to do so may result in plagiarism charges being brought against you.

· http://www.concordia.ca/programs-and-courses/academic-integrity/

· http://library.concordia.ca/help/howto/refworks.php

· http://library.concordia.ca/help/howto/annotatedbibliog.php

· http://www.apastyle.org

IMPORTANT: Your GRADE WILL BE LOWERED if you do not follow these guidelines
You must demonstrate that you have done adequate research to prepare for this installment. You do this by properly referencing the sources you consulted. You are required to use in-text citations, meaning that immediately after the material cited or inspired or adapted from another source, you must indicate the source in parentheses with the (author, date) format. If you borrow material word-for-word you must place it between quotation marks. Ensure you provide page number(s) for all direct quotes.
· Make sure to check out the Research Guide in the Resource Centre of the course website. If you need further help with research please contact Concordia’s business librarian: Olivier Charbonneau (o.charbonneau@concordia.ca). 
· Wikipedia, Investopedia, and other similar open-source websites are not acceptable sources for university-level work.
· Your references must conform to APA standards. Consult the Publication Manual of the American Psychological Association (6th ed., 2010), http://www.apastyle.org if you have any questions about these standards.

· When citing an article in a paper periodical, do so as follows: Surname, A. A. (year). Article title. Title of Periodical, volume number(issue number), inclusive page numbers.
· Example: LeBel, J. L. (2005). Beyond the Friendly Skies: an integrative framework for managing the air travel experience. Managing Service Quality, vol. 15(no. 5), 437-451.

· When citing a book, do so as follows: Surname, A. A. (year). Title of book. Publisher location: Publisher Name.
· Example: Brown, T. (2009). Change by Design. New York: Harper Collins.
· For referencing an online or youtube video, see: http://blog.apastyle.org/apastyle/2011/10/how-to-create-a-reference-for-a-youtube-video.html
· For online sources with no official authors, you must use (anonymous) and if you have multiple sources of this types then add a letter (anonymous a) then (anonymous b).  For installments 1 and 2, a separate box will be provided for you after each answer to list your references. Please note the proper format for citing online sources: Surname, A. A., Surname, B. B., & Surname, C. C. (2000). Title of article. Title of publication, if applicable: volume number(issue number), if applicable: publication date, URL/web address, retrieved on (insert date you retrieved it).
· Example: Carter, A. (2012). Marcus Samuelsson, a Chef, a Brand, and Then Some. New York Times, published August 4, 2012, http://www.nytimes.com/2012/08/05/
business/marcus-samuelsson-both-a-chef-and-a-brand.html?_r=1&ref=dining, retrieved on 08/12/12.
Preparing for Installment 1

As you prepare to work on your installments, you need to clearly establish your perspective. If you’re planning to become an entrepreneur, professional or artist, then you’ll ultimately be marketing a good or service to potential customers and clients.  If, on the other hand, you’re a job seeker and your goal is to find employment with a company or other organization, you’ll be marketing yourself to potential employers. Make sure you’re clear as to what your desired career path is and stick to it for the entire installment. 
How can you tell which perspective to adopt?   Here are some guidelines.

· You’ll be a job seeker if

· your paycheque will be signed by someone else

· your workload and conditions will be decided by someone else

· you’ll be reporting to someone else (like a boss!)

· You’ll be an artist if

· the majority of your income will come from the sale of your creative output to individual or business customers, whatever art form you pursue

· You’ll be a professional if

· the majority of your income will come from the sale of your services – for example, consulting, dentistry, interior design, personal fitness training -  to individual or business customers services in some  cases, you may be self-employed (and thus be like an entrepreneur) or work for someone else (and thus be like a job seeker)

· You will be an entrepreneur if 

· the majority of your income will come from the sale to individual or business customers of goods or services — for example, owning and operating a restaurant, a landscaping business, a clothing plant or a communications company —  that you produce and/or distribute yourself.
We recommend you write all of your installments in a Word file and routinely update and edit it until you’re ready to submit it. Make sure to respect the word count limits indicated after each question. Your answers should be detailed and complete. Avoid being excessively wordy as there is a word limit for each question and points will be deducted if you exceed it. As you progress through the course you’ll have opportunities to update your self-assessment.  Make sure to save your work files.  Please keep a back-up copy of all your installments and do not delete them until your letter grade for the course has been submitted.

BEFORE YOU GET STARTED, REMEMBER:

· This installment has three (3) parts. 
· Part A: Current You
· Part B: Analysis of your chosen field or market
· Part C: Future You
· Don’t repeat the question in your answer. 
· Use bullet points where appropriate to bring order and a logical flow to your answers but make sure to articulate your thoughts clearly and completely within the maximum word count. 
· Wikipedia and other open-source websites are NOT acceptable references for university-level work.

· It’s essential that you respect the maximum word limit. Your TA will NOT read anything beyond the maximum word limit.
PART A: CURRENT YOU (18 points)
This part of the instalment focuses on the “current you” and is designed to get you to identify your current strengths and weaknesses.

Question 1 — What did you find out? (0 points)

List the names of the tests and the scores you obtained for the 5 mandatory self-assessment tests you have taken in Lesson 2. List any additional test (name and score) that you may have taken.
Question 2 — Who are you? (6 points)

Summarize, in a short paragraph, what the results you reported in Question 1 say about you and what you’ve learned about yourself. Write this paragraph so that someone who doesn’t know you, (such as an interviewer, a potential customer, your T.A. or your instructor!) could get a sense of what your personality is like. You’ll be graded on the clarity and insightfulness of your summary.  As you progress through the course and you develop greater self-knowledge, you may want to update this paragraph.  MAXIMUM 150 words
Question 3 — Your Strengths (6 points)
The culmination of your situation analysis will be the S.W.O.T. analysis.  For your SWOT, you’ll need to identify and assess the strengths, weaknesses, opportunities and threats that should be considered when selecting your target markets, setting your marketing objectives and developing your marketing strategies. For now, we want you to focus on your strengths. What top three strengths do you possess that will make you attractive to potential employers, customers and/or clients? These strengths should be evidenced in the results of your self-assessment tests reported in Question 1. For each strength clearly show how it is a strength using concrete examples in your everyday personal and/or workplace life.  MAXIMUM 150 words
Question 4 — Your Weaknesses (6 points)

Which top three weaknesses will you need to address as you move to through the exercise of implementing your personal marketing plan and launching your career? Don't do a surface job here; drill down and clearly identify three weaknesses that could make you vulnerable to competitors' efforts. Clearly show how these are weaknesses using concrete examples in your everyday personal and workplace life.  MAXIMUM 150 words
PART B: ANALYSIS OF YOUR CHOSEN FIELD/MARKET (57 points)
This part of the instalment focuses on the field you have chosen to enter and is designed to get you to identify key factors that will shape the number of type of opportunities you will have going forward in that field.

Question 5 — What’s going on in your industry/sector? (15 points)
First, clearly identify the industry and sector therein that you have chosen to focus on. Be as specific as possible. Secondly, identify and briefly discuss the three most relevant macro or micro-level factors/trends affecting the opportunities in the specific field that you would like to enter. What issues, factors and dynamics are influencing your chosen field and thus affecting the number and types of opportunities therein? Clearly and concisely show the impact of each factor or trend on your chosen field. Your answer will be evaluated on your level of clarity and depth of research and analysis. Revising module 3 (specifically exhibit 3-1) would be a good idea here. Maximum 150 words

Question 6 — Who are your competitors? (10 points)
Against whom will you be competing to get job interviews and offers? Or to sell your goods or services? Be as thorough as possible. Show that you’re able to think broadly. To do so put yourself in the shoes of your prime prospects and ask yourself how they would go about satisfying their needs and solving their problems. A typical mistake is to only see the main direct competitors and overlook other possible competitors or substitute products. Make sure to describe 1) direct and main competitors and 2) indirect or secondary competitors.  Maximum 150 words

Question 7 — What are your competitors good at? (10 points)
What are your competitors’ three main strengths? For instance, if you’re a job seeker, what are your competitors’ skills, education levels, grades, personality characteristics and network affiliations? If you’re an entrepreneur or professional, describe your competitors’ strengths in terms of core competencies, product quality, pricing, promotion and distribution activities. If you’re an artist, describe the strengths of the key competing alternatives that your prime prospects may use to satisfy their needs. You will be evaluated on your understanding of and ability to collect competitive intelligence. Maximum 90 words
Question 8 — Opportunities (6 points)
What are the two key opportunities that you should explore and possibly exploit as they relate to the area(s) in which you would like to work?  Maximum 100 words
Question 9 — Threats (6 points)
What are the two key threats that you need to be aware of and address prior to finalizing your marketing objectives? Maximum 100 words
Question 10 – Your Window (10 points)

Given your answers to questions 5 through 9, where do you see a window of opportunity for you to carve a niche or name for yourself within your chosen field?  Maximum 100 words
PART C — FUTURE YOU (25 points)

In this part of the installment, you’re invited to project yourself into the future and sketch out the type of person you want to become, the type of career you want to have, and to articulate your own personal definition of success.

The goals that you establish here will determine the nature and content of your marketing strategy (to be defined in installment 2), namely, your selection of target markets and how you will appeal to and satisfy your target markets using price, place, promotion and product. Remember that good objectives should be specific, time-defined, measurable, and realistic but challenging. They should also be consistent with your overall goals and values. Finally, they should be in line with your resources and competencies and appropriate given the external environment (especially opportunities and threats). Begin the objective-setting process by reviewing the Situation Analysis that you’ve completed so far, including your self-assessment. Then answer the questions below. In answering these questions, use bullet point form and make sure to use the bolded header portion below to help your TA read through your answer. Also make sure each bullet answer is clear and complete. 
Question 11 — Describe Future You (10 points)
Close your eyes and visualize yourself, your life and your career in the future. Where do you see yourself in 12-month after graduation, 3 years after graduation? What have you become? What type of person are you? What is important to you (e.g., starting a family, discovering the world, focusing on your career, etc.)? What type of work would you like to be doing? What industries and sectors therein are attractive to you? What location(s) are attractive to you; where would you like to live and work?  Maximum 125 words
Question 12 — How much do you want to earn? (5 points)
What level of income would you like to earn a) immediately upon graduation, b) within twelve months of graduation, c) within three years of graduating? For job-seekers: What is the income range for a comparable candidate with similar education and experience in your chosen field? For artists, entrepreneurs and professionals: What is the level of sales you would need to generate your desired level of income within these time periods? You will be graded on the thoroughness of your research and on stating realistic ambitions. Maximum 50 words
Question 13 — Your Objective (10 point)
The horizon of this personal marketing plan is about 3 years from your expected graduation. With that in mind, what overall goal or objective do you want to target and accomplish in this period?  This will become the focus of Installments 2 and 3. So after going through all the above questions, now’s the time to boil it all down: What you want to do/achieve/become in the 3 years following graduation? Clearly state your chosen career path (i.e., artist, entrepreneur, professional, or job seeker) and then describe your overall marketing objective and what you want to do. Be as clear and as specific as possible. "I wish to be an entrepreneur" is not sufficiently clear. "I wish to be an entrepreneur in the foodservice industry" is better but it still leaves too much room for interpretation.  It can be clarified further. Recall the course material on the characteristics of a good goal. "Within three years of graduation, I will have started my own Montreal-based company that will import and distribute upscale pre-made convenience frozen foods for the foodservice, hotel, restaurant and institutional markets" is clearer and more focused. Maximum 125 words
Question 14 — References (0 point)
List the references, if any, used through this installment. Make sure to use APA format. Make sure to list your references by alphabetical order (by last name of first author).
REMEMBER:
· It’s essential that you respect the maximum word limit. 

· Don’t repeat the question in your answer: get to the point and make the most of the word allowance you have to answer the question thoroughly and clearly.
· Make sure to substantiate your claims and assertions with proper sources, properly referenced using APA formatting style.
Submission Procedure

To submit Installment 1, you’ll need to cut and paste your answers in specially designed text-boxes (one text-box per answer).  Write and save your answers in a Word document prior to performing this task. 

1. Once your Installment 1 is ready to submit, log-on to eConcordia and go to the ASSESSMENTS link for COMM299. Read the instructions carefully and click on the Submit Installment 1 link. 

2. Do not include any tables when submitting your text in the text-boxes and do not e-mail any additional material that you have prepared.

3. Once you have copied and pasted all your answers for each question, click Submit Installment .
4. It is your responsibility to submit the correct version of your answers. No late, revised or additional material will be accepted whatsoever.

You can view your submission confirmation in the My Grades link of your eConcordia Student Menu.

If you receive an error message repeatedly, please e-mail your Word document including your name, student ID, and your separate answers to your T.A. as an attachment.  Make sure to copy the error message you received into the body of your e-mail message.  Your assignment must be e-mailed prior to the midnight deadline to be accepted.

GRADING CRITERIA: What do we expect?

· Completeness: be thorough and complete; show that you have done your research and introspection and that you have pieced all the relevant data and information together. 
· Insightfulness: Did you dig below the surface? Did you make an effort to find and collect relevant information? Did you truly reflect on the application of the key marketing concepts to the marketing of yourself or your product and identify how they can be put to effective use for you?

· Research: Did you provide evidence that you did your research? Did you correctly use APA format and in-text references? Did you identify the key sources within your field?
· Grammar & Spelling: Use complete and varied sentences with proper grammar and spelling.  Appropriate tone and word choice given the purpose of the submission, economically written. You have limited word count, so chose your words carefully, make each one count. While occasional mistakes and typos will be tolerated, excessive errors will be penalized. 

Your TA is available to answer your questions and guide you in your work. 

Contact him or her immediately when questions arise. 
Don’t wait until the last minute to prepare and submit your installment.[image: image1.jpg]
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