
BUS 419 Current Topics in Management Syllabus 

Objective: The purpose of this syllabus is to guide the participant in the requirements, demands, 
logistics and expectations of this course. 
 
Getting Help:  
To receive technical assistance on issues related to WebCT contact: 
 
Academic Instructional Technology Help Desk 
ES 102 
Monday-Thursday 8:00 a.m. - 9:00 p.m. Friday 8:00 a.m. - 5:00 p.m. 
(719) 587-7371 
ascwebct@adams.edu

Your Instructor: Professor Richard Vallone

E-Mail: rvallone@adams.edu 
Work Phone: (719) 587-7676 

Welcome! I am your instructor, Professor Richard Vallone. Consistent with the marketing and 
sales concept, it is my pleasure to serve you.  Please allow me to explain my background and 
experience in the sales and sales management area. 

I earned my post graduate degrees from University of North Florida in 1995.  I joined the 
academic faculty at University of North Florida as an adjunct professor in 1990 and taught 
courses in sales, marketing and management.  I earned my undergraduate degrees in Accounting, 
Marketing and Finance from Florida Atlantic University in 1972 and an Associates Degree at 
Miami Dade South in 1970 I entered the business market in 1972 and began working with one of 
the big 8 CPA firm where after a few short years I started my own sales and marketing career as 
director of small business development. 

Shortly after my first 5 years with the CPA firm I began working directly with companies in the 
sales marketing and management arena. I worked for 10 more years working with six fortune 
500 companies.  While working for the fortune 500 companies I worked as senior vice president 
of sales and marketing and gained valuable experience in management, marketing and sales. The 
experience in sales enabled me to excel in my field and educate other sales and management 
professionals via seminars through out the United States.  In 1990 with extensive experience I 
chose to enter the adjunct professor field in helping students gain more knowledge in 
management, sales and marketing area including Health Administration.  My next assignment 
was as Vice President of Sales and Marketing for an international company where I developed 
management sales and marketing programs for the company.  I spent the next 3 years in the 
international sales market and returned to the United States and started my own business in the 
Health care consulting field.  After a few years I was hired by one of my clients and proceeded to 
develop sales on a national and international front for the Fortune 500 company.  I worked for 
the company for several years in the capacity of Senior Executive Vice President, while teaching 
as an adjunct professor for different educational institutions.  With my national and international 
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experience I realized that the best move was to move back to my own consulting firm 
specializing in the business and sales and ended specializing in the Health care field specializing 
in management, marketing and sales. 

As an adjunct professor I taught undergraduate and graduate school for several educational 
institutions including John Hopkins, Emory University, University of St. Frances, University of 
North Florida, and University of Florida for the period from 1990 to 2004.  During that same 
period I held seminars in sales and marketing for executives across the country.  I found and sold 
a company called “CFO to Go”, a national consulting firm working with companies as a part 
time financial officer on a part time basis.  This allowed me to continue to apply my management 
and marketing experience in helping companies who could not afford a full time CFO, (Chief 
Financial Officer). The companies I consulted for had varied backgrounds from manufacturing to 
service organizations.  I was awarded the honor of Who’s Who among business executives on a 
national scale in 1995. 

I was able to embark my management, sales and marketing experiences to those students 
attending the Universities I taught.  During my educational experience at these Universities I 
received faculty honor awards at both identified as the first educator who understood the 
business of marketing, management and the business of Health care.   

Before I joined the faculty of Adams State College as Assistant Professor of Marketing in the fall 
2006, I was directly involved in the Sales Management as Senior Vice President of Sales and 
Marketing for national and international company in several service industries.  I received 
Marketing and Sales Management awards for my strategic sales efforts with those companies 
over the past 20 years.  While working full time, I devoted my spare time to helping students by 
applying my experience to help students gain the practical knowledge of management, 
marketing, sales and sales management.  My years of invaluable experience will help students 
gain a solid management, marketing, and sales management background in various fields.  My 
PhD as an experienced practitioner / educator has helped me to achieve high honors in various 
fields.  While at Adams State, I will continue to educate students on campus, correspondently 
and on line, to pass on my experiences in the various business courses in management, 
marketing, sales, and Health care administration.   

My duties expand beyond the School of Business as I is also the Director of the Health Care 
Administration program at Adams State College. 

Course Description

BUS 419 (3 Credits)-Surveys current management issues in a competitive and rapidly changing 
business environment that more than ever is: challenged by global opportunities and threats; 
concerned with families and quality of work life; confronted by legal and ethical dilemmas; 
connected by technology; consumer oriented to provide high quality goods and services at low 
prices. 

Course Prerequisites
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None  

Completion Time

You should expect to spend as much time on an online course as you do in a face-to-face course. 
As a rough guide, you should plan to spend six to ten hours per week on this course. The actual 
amount of time will vary from individual to individual. This estimate includes the time you 
spend in reading, discussions, and assignments. 

You will have access to all course materials from the start of the course to the end. You may look 
and study ahead, or go back and review, at any time during the course. All assignments, 
including discussion boards, have set due dates. Due dates are as of 10:00 p.m. MDT/MST on 
that date. Discussion boards will terminate on the day following the assignment due date as 
shown in the Learning Modules area. 

Textbook  

To order textbooks or obtain information about book titles you may go to 
www.exstudies.adams.edu and click on the “ASC Bookstore” icon. 
 
Use Section Number: 1002 to order books from Bookstore site. 

Exploring Management in modules by: John R. Schermerhorn, Jr. Wiley Publishers ISBN 0-471-
73460-8 

Course Objectives:

Upon successful completion of this course, the student will be able to: 

1. Apply the business and management news of the day to conceptual frameworks 
developed in management, marketing, accounting, economics, and finance courses. 

2. Extrapolate the outcomes of management developments using conceptual frameworks. 
3. Defend the prediction of governmental, corporate, and non-profit policy makers and 

leaders. 
4. Criticize the prediction of governmental, corporate, and non-profit policy makers and 

leaders. 
5. Formulate solutions to perceived current management problems by applying applicable 

business management research. 
6. Evidence higher level management learning regarding current topics in management 

through written submissions, their revisions, and oral presentation. 

Class Expectations 

Students in this course are responsible for taking all quizzes, discussion questions and case 
studies by the set due date. 
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Assignments and Grading

Modules:  This is a 9 week program and all of the weeks include more than 1 module. There are 
23 modules to be completed in the 9 week period. 

Quizzes

There will be 23, 10 question chapter quizzes and the questions will take a variety of forms 
including multiple choice and true false. It is important to not that the quiz questions will cover 
the textbook and therefore it is essential you purchase the book. 

Case Studies:  There are 2 case studies, identified by module specified in the WebCT 
instructions.  Each of the Case Studies are worth 155 points each.  The papers will need to be in 
Word format turned in through the Assignment tab in WebCT at the required time.  The Case 
Studies should have a minimum of 2 references and must be submitted in APA style.  I want no 
less than 500 words per case study. 

Discussion Questions:  This course has 23 Discussion Questions that are worth 10 points 
each. You are required a minimum of 50 words per discussion posting. They will not be accepted 
after the due date specified in WebCT. 

Discussion Questions 23 @ 10 points each = 230

Written Papers 2 @ 155 points each = 310

Quizzes 23 @ 20 points each = 460

Total 1,000 points

Grading: (points)

100 to 90% = A 
80 to 89% = B 
70 to 79% = C 
60 to 69% = D 
Below 59% = F 

ALL ASSIGMENTS MUST BE POSTED ON WEBCT IN THE SPECIFIED AREA.
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