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Abstract
This paper reflects four courses from my Bachelor of Arts in Business program that directly contributed to my professional development and career objectives. The courses selected; BUSN311 Law and Ethics in the Business Environment, MKTG201 Fundamentals of Marketing, ACCT105 Accounting for Non‑Accounting Majors, and BUSN221 Real Estate Appraisal all represent core areas of business knowledge that I will use as I transition from military service into real estate and business operations. Each section highlights key course objectives, explains how I met those objectives through coursework, and connects the knowledge and skills gained to real‑world applications in my future career. These courses strengthened my understanding of legal compliance, marketing strategy, financial literacy, and valuation principles, all of which are essential for success in real estate and business leadership.











BUSN311 – Law and Ethics in the Business Environment
BUSN311 strengthened my understanding of the legal and ethical frameworks that shape business operations. One major objective of the course was defining the legal environment applicable to business. I met this objective through weekly readings and discussions that covered statutory law, constitutional law, and regulatory structures. My Week 1 and Week 4 discussions required me to explain litigation processes and legal foundations, which helped me understand how businesses operate within the U.S. legal system.
Another objective was applying legal concepts to business scenarios, the course also requires identifying various forms of business structures. Through the Week 3 discussion on corporate structure and contracts, I compared LLCs, corporations, and partnerships, and explained how liability, taxation, and governance differ across structures. This knowledge is directly relevant to my future work in real estate, where choosing the right business entity affects risk, taxation, and long‑term strategy.
Finally, the course emphasized defining the ethical environment of business. My Week 5 and Week 7 assignments required applying ethical frameworks such as egoism and deontology to real cases, including the Beech‑Nut apple juice scandal. These assignments strengthened my ability to evaluate decisions not only legally but ethically.
Overall, BUSN311 prepared me to navigate contracts, compliance, employment law, and ethical decision‑making skills that directly support my transition into real estate, where legal knowledge and ethical conduct are essential for protecting clients and maintaining professional credibility.



MKTG201 – Fundamentals of Marketing
MKTG201 provided a strong foundation in marketing strategy, consumer behavior, and brand communication. One major objective was explaining the fundamentals of marketing, including the four Ps: product, price, place, and promotion. I met this objective through weekly discussions and assignments, especially the Week 7 Snickers Super Bowl campaign analysis. That project required breaking down how humor, celebrity endorsement, and brand positioning work together to influence consumer perception.
Another objective was recalling consumer and business buying behaviors. Through the Week 2 discussion and the Black Rifle Coffee segmentation assignment, I analyzed demographic, psychographic, geographic, and behavioral factors that influence purchasing decisions. This helped me understand how brands tailor messaging to specific audiences, which is directly applicable to real estate marketing and client targeting.
The course also required recognizing marketing opportunities related to market segments. My Week 3 segmentation assignment demonstrated this by identifying how Black Rifle Coffee uses value-based branding to build loyalty. This assignment strengthened my ability to analyze niche markets and understand how segmentation drives strategy.
A fourth objective was discussing the new product development process. In Week 4, I studied how companies move from idea generation to commercialization. Understanding this process helps me evaluate how real estate developers bring new properties to market and how agents position new listings.
Another key objective was discussing Integrated Marketing Communications (IMC). My Week 5 Ford Bronco IMC analysis required evaluating how Ford uses consistent messaging across social media, traditional advertising, and brand events. This assignment helped me understand how to build a cohesive personal brand, something I will apply directly when marketing myself as a real estate agent.
Finally, the course emphasized the importance of pricing and customer satisfaction. Through Week 7 discussions, I learned how pricing strategies influence consumer behavior and how satisfaction drives loyalty.
Overall, MKTG201 strengthened my ability to analyze markets, understand consumer motivations, and build effective marketing strategies that will directly support my real estate career, where branding, communication, and client engagement are essential.

ACCT105 – Accounting for Non‑Accounting Majors
ACCT105 was one of the most practical courses in my program because it taught me how to understand and apply the full accounting cycle. One major objective was learning how to record financial transactions. I met this objective through the full accounting cycle project, where I prepared journal entries for a month of business activity. This included cash transactions, credit purchases, sales, expenses, and dividends. Completing this step helped me understand how daily business activity translates into financial records.
Another objective was posting transactions to the general ledger. In the project, I transferred every journal entry into ledger accounts, tracked balances, and ensured accuracy. This reinforced the importance of organization and attention to detail skills that are essential in real estate when tracking expenses, commissions, and client funds.
A third objective was preparing trial balances and adjusting entries. The project required creating both an unadjusted and adjusted trial balance, along with adjusting entries for insurance, supplies, depreciation, and taxes. This helped me understand accrual accounting and the importance of accurate period reporting.
A fourth objective was preparing financial statements. I completed an income statement, statement of retained earnings, and balance sheet for the fictional company. This step helped me understand how revenue, expenses, assets, and liabilities come together to show financial performance. These skills directly support my future work in real estate investing, where analyzing financial statements is essential for evaluating property performance.
The project also required ratio analysis and break‑even analysis. I calculated current ratio, debt‑to‑assets, gross profit percentage, net income margin, EPS, and payout ratio. I also computed break‑even units and sales dollars. These tools are directly applicable to evaluating rental properties, budgeting, and business planning.
Overall, ACCT105 gave me practical financial literacy that I will use throughout my career. Whether analyzing investment properties, managing a real estate business, or evaluating financial health, the accounting cycle project gave me hands‑on experience that translates directly to real‑world decision‑making.

BUSN221 – Real Estate Appraisal
BUSN221 was one of the most relevant courses for my future career because it taught me how property value is determined. One major objective was understanding the characteristics of an appraisal. Through my Assignment 2 value estimate, I learned how appraisers define market value, analyze market conditions, and apply professional standards such as USPAP. This helped me understand how appraisals support lending, taxation, and sales decisions.
Another objective was applying the Sales Comparison Approach. In my assignment, I analyzed three comparable sales, applied adjustments for bedroom count and pool presence, and reconciled the adjusted values to estimate a final value of $425,000. This process strengthened my ability to evaluate property features and understand how buyers perceive value.
A third objective was understanding legal concepts related to real estate. In Assignment 1, I analyzed fixtures versus personal property using the legal tests of annexation, adaptation, and intent. This knowledge is essential for preventing disputes in real estate transactions and ensuring accurate valuation.
A fourth objective was understanding highest and best use. Through course readings and assignments, I learned how zoning, physical characteristics, financial feasibility, and productivity influence property value. This concept is critical when evaluating investment opportunities or advising clients.
The course also emphasized appraisal principles such as substitution, contribution, conformity, and supply and demand. Applying these principles helped me understand how market forces shape property values and how appraisers determine adjustments.
Overall, BUSN221 prepared me to understand valuation, analyze comparable sales, and communicate property value effectively. These skills will be essential as I enter the real estate field, where accurate pricing and market analysis are critical for client trust and successful transactions.
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