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STUDENT EVALUATION OF IN-CLASS PRESENENTATIONS

William A. Cohen, California State University, Los Angeles, Los Angeles

One of the most important skills for student hiring as
well as for success on the job is oral communicaticn
skills. This was confirmed recently in a survey cf em-
ployers of recent business school graduates. These em-
piloyers were first asked to rank varicus skills as to im-
portance in obtaining employment. Oral communications
skills was ranked number two, out of nine items which in-
cluded pcise, personality, appearance, written communica-
tion skills, recommendations, social graces, andof course,
school attended and grade point average. Employers were
next asked to rank these skills as to their importance in
success on the job. Oral communication skills was ranked
number one.

Many universities require all business school students to
take a course in communication skills, cthers do not, But
in any case it would seem beneficial to the student to
practice oral communication skills as applied to his or
her business specialty whenever possible.

In an effort to sharpen the oral communicaticn skills of
olupr marketing students, for several years I have incorpo-

. rated in-class student presentations of whatever report,

marketing plan, marketing research, etc. was required in
written form. While I beleive this procedure has been of
no small benefit to students making the presentation, its
effects are generally an unrewarding experience for the
remainder of the class even though it is generally felt
that students definitely have something to learn from both
the content and the style of the presentations of their
classmates. Yet, it is difficult to motivate students te
take full advantage of this additional opportunity to
learn.

Recalling techniques used in training instructors in the
4rmy, I implimented a procedure of student evaluation of
in-class student evaluations on a trial basis. I was so
pleased with the results, that after fine tuning I have
adopted this technique in all classes in which student
presentations are made. To date, I have supervised more
than BOO student evaluations in thirty-three different
marketing classes including Principles of Marketing, Prin-
ciples of Advertising, Marketing Management, Marketing Re-
search, Marketing Analysis and Strategy, Business Consult-
ing, Consumer Behavior, Marketing for a New Business,

Mail Order/Direct Response Marketing, and several gradu-
ate courses.

The general procedure followed is as follows:

1. Students receive a lecture cn making the type of pre-
sentation required. They are ncot only taught presenta-
tion techniques, but are assigned a role for their pre-
sentation. For example, students making presentations of
a marketing plan in a course "Marketing for a New Busi-
ness" may be told that the object of their presentation
is to secure funding for their project. They are there-
fore to consider the remainder of the class as potential
investors.

2. Specific criteria for grading the presentation is
supplied at the time of the lecture on presenting. These
criteria are alsc contained on the student grading sheets.
Exhibit I iz a grading sheet with the grading criterie
for research in consumer behavior presented in a course

1Allen Blitstein, "What Employers Are Seeking in
Business Graduates,™ The Collegiate Forum, Winter 1980/8i.
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on consumer behavior. Exhibit Il is the grading sheet
With criteria for a course in Business Consulting.

3. An explanation of the grading procedure 1s given at
the time of the presentation lecture, as well as just pri-
or to the presentations. Every effort is made to motivate
honest and cbjective grading as well as a mildly competi-
tive atmosphere for the presentations. To help foster the
latter, a small price, such as a pocket pointer is offered
for the best presentation as determined by the overall
student/professor presentation grade.

%, Immediately after the presentations, and before any
comments from members of the class, or the instructor, the
grading sheets are ceollected. Each grading sheet must be
initialed by the student. (See Exhibits I and IIJ.

5. The overall presentation grade is determined by first
averaging the student grades and than averaging this grade
with my grade. Thus, the student evaluation of their
classmates presentations counts 50% of the overall presen-~
tation grade, and my own evaluation counts 50%. A sample
caleulation is shown in Exhibit III.

Clearly one major danger in student evaluations of other
student presentations in this fashion i1s that the evalua-
tiens will not be honest or not based on the correct cri-
teria. T believe the procedures folicwed have minimized
this type of unwanted bias in the evaluations. The per-
centage point differences between the overall class aver-
age for the presentation and my own are usually very smail.
Typical results for presentaticns in varlous classes are
shown in Exhibits IV, V, and VI, Note that while the
range of grades awarded by the students are sometimes
large, the average of the class grades when compared with
my cwn are not, I believe this is true primarilly because
because of the procedures followed. While there are
occassional grades awarded on both high and low extremes,
they tend to be few and are cancelled cut by the majority
of grades clustered about a class consensus of presenta-
tion performance.

The advantages of student participation in grading are se-
veral and they are not insignificant:

1, Students are no longer merely passive during presenta-
tions, but are observing the performance carefully.

2. Students learn more rapidly to be conscigus of and to
look for factors that the professcr feels are important in
content and in style of the presentation.

3. Students frequently are able to catch errors, or make
suggestions which the professor may miss due to his con-
centration on evaluating the performance, I will discuss
this more fully later.

4, Because the students know that their peers as well as
the professor will be evaluating the performance, students
tend to be motivated toward better preparaticn and higher
performance.,

5. Students learn to appreciate many facets of performance
evaluation from the viewpoint of the professcr.

Student's are enthusiastic about the evaluations and what
they learn from them. Despite extensive experience with
this procedure, I have received very few negative comments.
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Participantis!

Evaluaiinn Factors

v Introduotion

2. DBackground of tre Company

3, FProtlems/Solution Methodology

4. Conclusions/Feccmmendalicns

5. Use of Visual Aids, Models, etc.
4. Presenters Style

7. Enthusiasm

8. Persuasiveness

. Ability to Stimulate and Answer Questions

15, Other
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fiecommended Grade

Your Inttials

Please Returm This Form To Me Immediately

EXHIBIT I

CONFIDENTTAL PHESENTATION EVALUATION

CCNSLMER BEHAYIOR

Participant(a]

Evaluation Factors

1, {Qrganization of Presentatlon
2. Conteng

3. Presenteri{s} Style

4. Entrhus:asm

5. Innovativeness

6. Creativity
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7. Use of Trainlng Aids (Yisuals, Sampie Products, Etc.

8, Ability to Stimulate Questicns
9. Abilily to Answer Questions
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