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	ASSIGNMENT / COURSEWORK SPECIFICATION


	Programme:
	BEng Computer Systems and Electronics

	Module/Unit:
	Engineering Management

	Assignment No:
	1
	Lecturer:
	Andrew Thorn
	Internal Verifier:
	Richard Thomas


	Assignment Title:
	MM IT Solutions Ltd


	Hand Out Date:
	16/01/12
	Return Date:
	27/02/12
	Contribution to Overall 

Module/Unit Assessment (%):
	25%


	Penalties for late submission:  Up to one week late, maximum grade of Pass.  Over one week late, Fail.


	Outcomes being Assessed (from Module/Unit Syllabus):

	Number
	Description

	1

	An ability to evaluate the relationship between an engineering organisation and the industrial, socio-economic and environmental context in which it is found



Word count 2,500

Tasks
Read the attached case study and then answer the following questions.

1. Using the case study perform a SWOT analysis on MM IT solutions.  From your SWOT analysis identify five areas of major concern and explain concisely how they could be improved.

2. Explain why is it so vital for MM IT solutions to undertake market segmentation and market targeting activities.  Discuss four ways in which MM IT solutions could segment their markets, using examples to support your answer.

3. Discuss what factors should be considered as part of ensuring the company has better budgetary control.
Assessment Profile

1. Performing SWOT analysis and explaining areas of major concern. (40%)

2. Explaining the importance of using market segmentation and market targeting while also demonstrating the use of market segmentation in MM IT Solutions.  (30%)
3. A discussion as to what MM IT needs to consider as part of improving budgetary control.  (30%)

The numbers in brackets are the marks allocated to the various parts of the assignment
Case Study

Ten years ago Mark Millom a Computer Systems Engineering graduate started his own company called MM IT Solutions Ltd.  Initially he built low-cost computers for students from his bedroom workshop on a part-time basis while continuing to work for the Polaris Group as a computer programmer.

The business grew so rapidly within a year that he decided to commit full-time to his business.  With the help of his local bank and the local Business Development Agency a small workshop and office unit was rented.

Initially, a personal assistant was employed who looked after the general running of the business while Mark concentrated on building computers to his clients’ own specifications.  Soon demands for his services were growing so rapidly that new IT engineers were employed.

Today MM IT Solutions Ltd employs over 50 people and the company now offers a wide range of IT services, such as:

· General and specialist programming

· Computer repairs and build

· Network solutions

· System maintenance

· System design

· Broadband installation

Over the past 18 months the business has received numerous enquiries regarding e-procurement, e-auctions and e-marketing.  Managing Director Mark Millom believes this is too good an opportunity to be missed.

Owing to the rapid expansion of the business the existing premises are extremely cramped and if the company is to continue its growth a new location must be found.  The local Business Development Agency has offered alternative premises, but they must sign up for a 10-year lease.

The changing nature of the IT business means that more and more IT systems can be managed from centralised locations.  Millom has decided to bring most of the systems business under one roof.  Many of the employees see this as the start of greater things to come and have greeted this with considerable resistance.  Some have even threatened to leave.

The recent appointment of a financial director has revealed a number of poor practices.  These include:

· Lack of control over general expenses

· Poor purchasing practices

· No credit facilities

· Poor budgetary control

Marketing has also had very little attention paid to it, with most new business coming from recommendations.  A new marketing manager has been appointed about 6 months ago with a remit to increase business by 25% over the next 2 years.

 

	ASSIGNMENT / COURSEWORK SPECIFICATION


	Programme:
	BEng Computer Networks

	Module/Unit:
	Engineering Management

	Assignment No:
	1
	Lecturer:
	Andrew Thorn
	Internal Verifier:
	Richard Thomas


	Assignment Title:
	MM IT Solutions Ltd


	Hand Out Date:
	16/01/12
	Return Date:
	27/02/12
	Contribution to Overall 

Module/Unit Assessment (%):
	25%


	Penalties for late submission:  Up to one week late, maximum grade of Pass.  Over one week late, Fail.


	Outcomes being Assessed (from Module/Unit Syllabus):

	Number
	Description

	1


	An ability to evaluate the relationship between an engineering organisation and the industrial, socio-economic and environmental context in which it is found




Word count 2,500

Tasks

Read the attached case study and then answer the following questions.

1. Using the case study perform a SWOT analysis on MM IT solutions.  From your SWOT analysis identify five areas of major concern and explain concisely how they could be improved.

2. Explain why is it so vital for MM IT solutions to undertake market segmentation and market targeting activities.  Discuss four ways in which MM IT solutions could segment their markets, using examples to support your answer.

3. Discuss what factors should be considered as part of ensuring the company has better budgetary control.
Assessment Profile

4. Performing SWOT analysis and explaining areas of major concern. (40%)

5. Explaining the importance of using market segmentation and market targeting while also demonstrating the use of market segmentation in MM IT Solutions.  (30%)

6. A discussion as to what MM IT needs to consider as part of improving budgetary control.  (30%)

The numbers in brackets are the marks allocated to the various parts of the assignment
Case Study

Ten years ago Mark Millom a Computer Systems Engineering graduate started his own company called MM IT Solutions Ltd.  Initially he built low-cost computers for students from his bedroom workshop on a part-time basis while continuing to work for the Polaris Group as a computer programmer.

The business grew so rapidly within a year that he decided to commit full-time to his business.  With the help of his local bank and the local Business Development Agency a small workshop and office unit was rented.

Initially, a personal assistant was employed who looked after the general running of the business while Mark concentrated on building computers to his clients’ own specifications.  Soon demands for his services were growing so rapidly that new IT engineers were employed.

Today MM IT Solutions Ltd employs over 50 people and the company now offers a wide range of IT services, such as:

· General and specialist programming

· Computer repairs and build

· Network solutions

· System maintenance

· System design

· Broadband installation

Over the past 18 months the business has received numerous enquiries regarding e-procurement, e-auctions and e-marketing.  Managing Director Mark Millom believes this is too good an opportunity to be missed.

Owing to the rapid expansion of the business the existing premises are extremely cramped and if the company is to continue its growth a new location must be found.  The local Business Development Agency has offered alternative premises, but they must sign up for a 10-year lease.

The changing nature of the IT business means that more and more IT systems can be managed from centralised locations.  Millom has decided to bring most of the systems business under one roof.  Many of the employees see this as the start of greater things to come and have greeted this with considerable resistance.  Some have even threatened to leave.

The recent appointment of a financial director has revealed a number of poor practices.  These include:

· Lack of control over general expenses

· Poor purchasing practices

· No credit facilities

· Poor budgetary control

Marketing has also had very little attention paid to it, with most new business coming from recommendations.  A new marketing manager has been appointed about 6 months ago with a remit to increase business by 25% over the next 2 years.


	ASSIGNMENT / COURSEWORK SPECIFICATION


	Programme:
	HND Electronics

	Module/Unit:
	Engineering Management

	Assignment No:
	1
	Lecturer:
	Andrew Thorn
	Internal Verifier:
	Richard Thomas


	Assignment Title:
	MM IT Solutions Ltd


	Hand Out Date:
	09/01/12
	Return Date:
	20/02/12
	Contribution to Overall 

Module/Unit Assessment (%):
	25%


	Penalties for late submission:  Up to one week late, maximum grade of Pass.  Over one week late, Fail.


	Outcomes being Assessed (from Module/Unit Syllabus):

	Number
	Description

	1

	An ability to evaluate the relationship between an engineering organisation and the industrial, socio-economic and environmental context in which it is found


Word count 2,500

Tasks

Read the attached case study and then answer the following questions.

1. Using the case study perform a SWOT analysis on MM IT solutions.  From your SWOT analysis identify five areas of major concern and explain concisely how they could be improved.

2. Explain why is it so vital for MM IT solutions to undertake market segmentation and market targeting activities.  Discuss four ways in which MM IT solutions could segment their markets, using examples to support your answer.

Assessment Profile

1. Performing SWOT analysis and explaining areas of major concern. (50%)

2. Explaining the importance of using market segmentation and market targeting while also demonstrating the use of market segmentation in MM IT Solutions.  (40%)

3. Presentation of the assignment and use of appropriate references (10%)
	Common Skills (Key Skills):
	Tick if present
	Tick if assessed

(HND/C only – normally only one)

	1.
Managing and Developing Self
	X
	

	2.
Working with and Relating to Others
	
	

	3.
Communicating 
	X
	


	4.
Managing Tasks
	X
	X

	5.
Applying Numeracy
	
	

	6.
Applying Technology
	
	

	7.
Applying Design and Creativity
	
	


	HND AND HNC PROGRAMMES ONLY – Grading Criteria

	Pass:


	The SWOT analysis is weak in some areas and the five areas of concern have been superficially explained.  The reasons for market segmentation and market targeting are superficial and the examples lack explanation and application.

	Merit:


	The SWOT analysis is comprehensive, but some of the areas of lack clear explanation or realistic solutions.  Market segmentation and market targeting are clearly explained, but the answer lacks relevance to MM IT Solutions.  The four examples of segmentation are clearly identified and explained.

	Distinction:
	The SWOT analysis is clear and comprehensive.  The five areas of concern have been comprehensively explained with good use of examples to demonstrate how the issues could be resolved.  Market segmentation and market targeting clearly defined in relation to MM IT Solutions.  The four examples are comprehensively explained clearly demonstrating the different ways in  which MM IT Solutions’ markets can be segmented.


Case Study

Ten years ago Mark Millom a Computer Systems Engineering graduate started his own company called MM IT Solutions Ltd.  Initially he built low-cost computers for students from his bedroom workshop on a part-time basis while continuing to work for the Polaris Group as a computer programmer.

The business grew so rapidly within a year that he decided to commit full-time to his business.  With the help of his local bank and the local Business Development Agency a small workshop and office unit was rented.

Initially, a personal assistant was employed who looked after the general running of the business while Mark concentrated on building computers to his clients’ own specifications.  Soon demands for his services were growing so rapidly that new IT engineers were employed.

Today MM IT Solutions Ltd employs over 50 people and the company now offers a wide range of IT services, such as:

· General and specialist programming

· Computer repairs and build

· Network solutions

· System maintenance

· System design

· Broadband installation

Over the past 18 months the business has received numerous enquiries regarding e-procurement, e-auctions and e-marketing.  Managing Director Mark Millom believes this is too good an opportunity to be missed.

Owing to the rapid expansion of the business the existing premises are extremely cramped and if the company is to continue its growth a new location must be found.  The local Business Development Agency has offered alternative premises, but they must sign up for a 10-year lease.

The changing nature of the IT business means that more and more IT systems can be managed from centralised locations.  Millom has decided to bring most of the systems business under one roof.  Many of the employees see this as the start of greater things to come and have greeted this with considerable resistance.  Some have even threatened to leave.

The recent appointment of a financial director has revealed a number of poor practices.  These include:

· Lack of control over general expenses

· Poor purchasing practices

· No credit facilities

· Poor budgetary control

Marketing has also had very little attention paid to it, with most new business coming from recommendations.  A new marketing manager has been appointed about 6 months ago with a remit to increase business by 25% over the next 2 years.
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