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BMGT 130 – Business Management and Marketing Class Focus Groups 

This class conducted community focus groups on Tuesday, February 24, 2015 to collect data.  

Businesses interviewed were: 

• First National Bank Mahnomen 

• Wild Rice Electric 

• White Earth Tribal and Community College 

Students paired up to facilitate the Focus Groups and requested several people from each 

business would participate in the groups.   

Questions asked pertained to the business itself, what the business professionals know about 

WETCC, internships, employee skills, branding, and advertising.  The students incorporated the 

five goals of WETCC into their questions.  First National Bank participants shared a 

perspective about WETCC 

• They feel there has been too much turnover in staff.   

• They also feel WETCC needs to advertise better in order for the public to know more 

about the college.     

• They have used the college for an event and has helped raise money for the school; 

know some students yet would like to know more about the school 

• In hiring at the bank, they look for interviewees who have good common sense, can deal 

with people’s money and loans, and those who enjoy working with and around people 

• The bank hires interns and have had about 25 interns and usually from a college since 

high school students do not seem to have the maturity required 

• The bank is branded with a logo and always looking to improve or enhance their image; 

have a website, some social media, and involvement in community 

• Engagement in the community involves volunteering, donating money, serving on 

boards, and belonging to civic groups along with sponsoring the Farmville event 

• Goal is to set up and conduct a seminar on how to start a business at WETCC and 

would bring in speakers 

The students felt that the bank talked about its strengths and did not address any areas for 

improvement.  Students felt customer service could be improved as when they entered the bank 

they did not receive a warm welcome. 

Wild Rice Electric shared a great deal about their business and customer base.  They maintain 

over 3800 miles of distribution lines.  They shared a bit about their mission statement.   

• Wild Rice Electric is engaged with the public with parades, food drives, & Relay for Life   

• Their social responsibility is to promote an ever improving way of life for our members by 

providing quality cost effective service (mission statement) 

• In order to work toward “green” and reduce waste, the company has rebates to 

encourage cost effective measures and may have solar panels in the future 

• The company has a two-day trip for customers to go to Western North Dakota where 

power is purchased and learn about the process. 

• Interns are hired from lineman schools 

• Perception of WETCC is that the college is one of their better customers! 
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Students who facilitated a Focus Group at WETCC felt they gained a better understanding of 

the college and gained a new perspective.   

• Internships are available through the school in the science program, NASA program, 

natural resource businesses, and soon in the business program. 

• The college has a marketing specialist, Joe Allen, who uses a consistent way of sending 

an image and maintains the website that has the college name in English and in Ojibwa  

• The college markets itself with local events, by word of mouth, through students, 

outreach with Emma King, and getting out into the public 

• PSEO is offered to high school students to get college credit for classes in high school 

• Target segment is the total community Reservation-wide 

• The college needs to bring the enrollment count into reality while going into the next 

building phase which may include a gymnasium 

• Budget includes a line item for advertising with radio and newspapers while 

Kaleidoscope program with 106.5 FM out of Ada is in the works 

• Strategic planning for evening daycare where surveys will be sent out 

• Most important social responsibilities are the community, learner outcomes, and 

marketing that anyone can be a college student; Native and non-Native 

In summary, the college needs to be stronger in marketing and advertising in the region to 

inform people about the programs and offerings as there is a budget for it.  Internships are 

available in some of the programs and possibly this is an opportunity for advertising when 

students complete internships.  Opportunities for workshops, seminars, trainings, and short-term 

certifications need to come to fruition.  These opportunities should not be missed. 


