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This course requires students to master the basic knowledge of
management, such as planning, control, etc.; master and skillfully apply
relevant analysis methods and tools of management, such as SWOT
analysis; understand the relevant management knowledge of the
industry, human resource management, employee incentive, etc.
Prerequisite courses include high school mathematics, high school
ideology and politics, etc.

m
m

This course is a basic compulsory course of the "major courses™ module,
which aims to cultivate students' understanding of the fundamentals of
management and apply relevant knowledge of management to carry out
management activities, so as to lay a foundation for students to further
learn and master the ability of applying management related contents.
Subsequent courses include international marketing, customer
relationship management, etc.

Cultivate college students with
correct values, understand the

. . . Management
relationship between individual ractice Case study
and society, and understand P
China's national conditions.
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Cultivate students to understand
the professional ethics and
norms of honesty, justice and
integrity code, and consciously
abide by them in practice.

Management

Case stud
ethics y

Cultivate students to understand
the social responsibility of
management for the safety,
welfare and interests of the Management
public and sustainable theory
development, and be able to
consciously perform it in
practice.

Case study

. i

This course is the professional core course in the course module of "major courses”, aiming at
cultivating students with outstanding application ability, adaptability to changes and innovative
quality. In terms of teaching content, we should organically combine theoretical teaching with
practical teaching to explain knowledge points, and pay attention to cultivating students' ability of
systematic induction and comprehensive application. In terms of teaching mode, the teaching
mode of "explanation + discussion + project™ is mainly adopted, focusing on guiding students to
analyze and compare complex management problems related to the field of management, so as to
cultivate students' ability to analyze and solve problems. In terms of teaching resources, make full
use of relevant resources of the course to carry out practical operation and cultivate students'
practical ability. On the basis of training students to master the relevant theories, management
methods and management ethics of management, we improve students' comprehensive ability and
ability to solve complex management problems, so as to lay the foundation for students to become
talents in technology application.

=\ PSSO (RH )
F3 i F3 3 P

Fe Al b

Understand the definition
and connotation of management, the
difference between managers and
operative employees; Differentiate
between efficiency and effectiveness;
1 Master the four primary processes of
management; classify the three levels
of managers and identify the primary
responsibility of each  group;
summarize the essential roles
performed by managers; learn the

2-3 Be able to use
mathematical tools and
combine the basic theories of
statistics, econometrics, game
theory and information Graduation
economics to make qualitative | requirement 2
and quantitative analysis on
problems in the field of
international economy and
trade.
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four general skills necessary for
becoming a successful manager;
describe the three waves in modern
social history and their implications
for organizations; identify the ways in
which technology is changing the
manager’s  job;  define  social
responsibility and ethics; understand
the term entrepreneurship; describe
the management implications of a
diversified workforce.

Understand the
assumptions  of  the rational
decision-making model and the limits
to rationality; master the steps in the | 4-1: Be able to conduct
decision-making process; understand | international market demand
the actions of the bounded-rational | research and statistical analysis
decision maker; master the two types | of the survey results. Identify
of decision problems and the two | and analyze the advantages
types of decisions; master four | and disadvantages of Graduation
decision-making styles; understand | competitors, and design requirement 4
the advantages and disadvantages of | targeted solutions. Develop
group decisions; understand the | differentiated products,
definition of planning, distinguish | services and technologies
between strategic and tactical plans, | according to market
master the steps in the strategic | positioning.
management process; understand the
four grand strategies; learn SWOT
analysis.

Understand the six
elements of organization structure;
differentiate authority and power;
master the five different ways by
which management can
departmentalize; understand learning
organization; master the human

4-3 Be able to identify
suppliers, track the

) i Graduation
implementation process of .
resource  management  process; requirement 4

differentiate between job descriptions suppliers, and evaluate the
and job specifications; master various performance of suppliers.
training methods; understand the
external and internal forces for
change; master techniques for
reducing resistance to change; learn

119




v
Jjo

how to stimulate innovation.

Master the motivation
process and the hierarchy of needs
theory; differentiate Theory X from
Theory Y; understand the
motivation-hygiene theory, equity
theory and expectancy theory; learn

4-2 Be able to fully understand
and identify the real needs of
customers and analyze the

how to motivate employees; o
. feasibility of customer needs, .
understand the connotations of Graduation
4 . . s0 as to put forward product .
leaders, Fiedler contingency model i requirement 4
.| design scheme and arrange
and path-goal model of leadership; _ o
master the five dimensions of trust sample production. Maintain
and the communication process; learn and r-1and|<-e customer _
the techniques for overcoming relationship at the same time.
communication barriers; master the
steps in analyzing and resolving
conflict.
Understand the meaning of
control; master three approaches to
control and the control process;
distinguish the three types of control;
understand how national differences
influence the control  process; ) )
. 11-3: In project practice, the .
understand operations management | . . Graduation
5 . timeliness of project service .
and the transformation process; ) requirement 11
. . . shall be considered.
differentiate between a service and a
manufacturing organization;
understand value chain management,
operations management, just-in-time
management, project management
and quality control.
M. ZRAS F R 52%
= e * ¥ %3
=
Instruction Understand the basic
ucti
(2 class hour) d be abl v th Goal
L 11 universal management Flipped class and be able to apply the 1
2. Factors reshaping relevant knowledge of
(1 class hour) .
management management to practice.
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1. managers

2. management

3. Factors reshaping
management

Introduce the case “President
Zhang Guimei manages the
school”. Cultivate students to
understand the professional
ethics and norms of honesty,
justice and integrity code, and
consciously abide by them in
practice.

Managerial issues
1. Globalization

1. Globalization
2. Society expectation
3. Ethical issues
4. Today’s workforce

Introduce the case “vaccine
export”. Cultivate students to
understand the social
responsibility of management for
the safety, welfare and interests
of the public and sustainable
development, and be able to
consciously perform it in
practice.

Decision making

1. decision process

&R WV

1. decision process

2. tWe of decisibns

3. hout to rird¥d group decisions

3
3
M

Understand the basic
Instruction knowledge of managerial
(2 class hour)  issues and be able to apply
Flipped class  the relevant knowledge of
(1 class hour)  managerial issues to

management prakfete.
18rQ
InstructiorQ
(2 cla@dhour)
Blipggd class
(1 dFBs\vitRY
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Planning Flipped class | be able to apply the relevant
1 class h knowledge of planning to
1. goals and plans (1 class hour) management practice.
1. why planning
2. goals and plans
3. planning issues
Ordanizin Instructi Understand the basic
g 9 nstruction knowledge of organizing
N . 2 class hour Goal
6 | 1. organization design ( ) ) and be able to apply the
Flipped class | relevant knowledge of 3
1. organization design (1 class hour) organizing to management
practice.
2. structure of org.
3. challenges
Understand the basic
. knowledge of human
Human resources Instruction
resources and be able to
. (2 class hour) Goal
7 | 1. selection . apply the relevant
Flipped class 3
knowledge of human
1. process (1 class hour)
2 selection resources to management
3. training practice.
Understand the basic
Change management Instruction knowledge of change
_ (2 class hour) management and be able to Goal
8 | 1. resistance ) apply the relevant
Flipped class | knowledge of change 3
1. how to deal with it (1 class hour) | management to
2. resistance management practice.
3. innovation encouragement
motivation | . Understand the basic
nstruction knowledge of motivation
. 2 class h I
9 | 1. theories (2 class hour) | and be able to apply the Goa
. — motivation to management
1. what is motivation (1 class hour) :
. practice.
2. theories
3. current issues
leadershi Instructi Understand the basic
P nstruction knowledge of leadership
. 2 class hour Goal
10 | 1. theories ( _ ur) | and be able to apply the
Flipped class | relevant knowledge of 4

1. leader and leadership
2. theories
3. today’s leadership

(1 class hour)

leadership to management
practice.
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communication
1. communication effectively
1. communication flow Understand the basic
2. communication effectively Instruction knowledge of
3. communication today (2 class hour) communication and be able Goal
11 ] to apply the relevant
Introduce the case “how the Flipped class knowledge of 4
CNN news is distorted” (1 class hour) | communication to
) o management practice.
Cultivate college students with
correct values, understand the
relationship between individual
and society, and understand
China's national conditions.
control Instruction Understand the basic
knowledge of control and
2 class hour Goal
12 | 1. what to control ( ) un) be able to apply the relevant
Flipped class | knowledge of control to 5
1. importance (1 class hour) | management practice.
2. what to control
3. issues today
. . Be able to comprehensivel
Project design Project design P Y
apply the management
(6 class hours) Goal
13 | 1. NA . related knowledge learned
Final exam . 1-5
. . this semester to
1. Project design (3 class hours) .
3. Final examination
h.
ik R 71(%)
Fs eI & 151 (%)
10% 40% 50%
1 1 2% 8% 10% 20%
2 2 2% 8% 10% 20%
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2% 8% 10% 20%

2% 8% 10% 20%
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Understand the
definition and
connotation of
management, the
difference
between
managers and
operative
employees;
Differentiate
between
efficiency and The level
effectiveness; of
Master the four Have a knowled Do not
primary Comprehensi comprehensi | e and 9 | master
processes of ve knowledge P f knowledg
management; and concept Ve grasp o concept e and
. ' knowledge mastery is
classify the three | mastery and concepts,
and concepts | general
levels of proper and be able to | and and do not
st | N | camatte |52
; . The used P P
Goa | Primary elaborat!on explanation correctly and 1/
responsibility of | process is . " | methods.
11 | each group; correct Process 15 There e | The 5
summarize the complete and Eg:;g?{lgn q ;ar:(gors o explanatio
essential roles logical, and .| niswrong
complete, elaboratio
performed by the correct and the N DrOCESS and
managers; learn rate of the P " | incomplet
. correct rate and the
the four general answer is g, and the
; of the answer | correct
skills necessary more than . accuracy
; is more than | rate of the .
for becoming a 90%. - rate is less
75%. answer is
successful than 60%.
manager: more than
’ 60%.

describe the three
waves in modern
social history and
their implications
for organizations;
identify the ways
in which
technology is
changing the
manager’s job;
define social
responsibility and
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ethics;
understand the
term
entrepreneurship;
describe the
management
implications of a
diversified
workforce.

Understand the
assumptions of
the rational
decision-making
model and the
limits to
rationality;
master the steps
in the
decision-making

. The level
process; of
unc_Jerstand the | Have a knowledg Do not
actions of the Comprehensi . master
. comprehensi | e and
bounded-rational | ve knowledge knowledg
. ; ve grasp of concept
decision maker; and concept . | eand
knowledge mastery is
master the two mastery and concepts,
. - and concepts | general
types of decision | proper and do not
C and be able to | and .
problems and the | application. use basic
use them. cannot be N
two types of The The used principles
decisions; master | elaboration . and
Goa . explanation correctly. 1/
four process is . methods.
12 . . process is There are 5
decision-making | correct, : - The
) basically errors in .
styles; understand | complete and explanatio
. correct and the X
the advantages logical, and .| niswrong
complete, elaboratio
and the correct and
- and the n process, | .
disadvantages of | rate of the incomplet
SO . correct rate and the
group decisions; | answer is e, and the
of the answer | correct
understand the more than . accuracy
L is more than | rate of the .
definition of 90%. . rate is less
. 75%. answer is
planning, than 60%.
T more than
distinguish
. 60%.
between strategic
and tactical plans,
master the steps
in the strategic
management
process;
understand the
four grand
strategies; learn
SWOT analysis.
Understand the Comprehensi | Have a The level | Do not
six elements of ve knowledge | comprehensi | of master
organization and concept ve grasp of knowledg | knowledg
Goa ) 1/
structure; mastery and knowledge e and e and
13 . ; 5
differentiate proper and concepts | concept concepts,
authority and application. and be able to | mastery is | and do not
power; master the | The use them. general use basic
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five different elaboration The and principles
ways by which process is explanation cannot be | and
management can | correct, process is used methods.
departmentalize; | complete and | basically correctly. | The
understand logical, and correct and There are | explanatio
learning the correct complete, errors in n is wrong
organization; rate of the and the the and
master the human | answer is correct rate elaboratio | incomplet
resource more than of the answer | n process, | e, and the
management 90%. is more than | and the accuracy
process; 75%. correct rate is less
differentiate rate of the | than 60%.
between job answer is
descriptions and more than
job 60%.
specifications;
master various
training methods;
understand the
external and
internal forces for
change; master
techniques for
reducing
resistance to
change; learn
how to stimulate
innovation.
Master the
motivation
process and the
hierarchy of _ The level
needs theory; of
differentiate | Have a knowledg Do not
Theory X from Comprehensi . master
) comprehensi | e and
Theory Y; ve knowledge knowledg
ve grasp of concept
understand the and concept . | eand
- . knowledge mastery is
motivation-hygie | mastery and concepts,
; and concepts | general
ne theory, equity | proper and do not
S and be able to | and .
theory and application. use basic
use them. cannot be M.
expectancy The principles
) . The used
theory; learn how | elaboration . and
Goa : . explanation correctly. 1/
to motivate process is . methods.
14 . process is There are 5
employees; correct, : - The
basically errors in .
understand the complete and explanatio
. - correct and the ;
connotations of logical, and .| niswrong
. complete, elaboratio
leaders, Fiedler the correct and
; and the n process, | .
contingency rate of the incomplet
. correct rate and the
model and answer is e, and the
ath-goal model more than .Of the answer | correct accuracy
P . is more than rate of the .
of leadership; 90%. 7506 ANSWET IS rate is less
master the five ' than 60%.
dimensions of more than
60%.

trust and the
communication
process; learn the
techniques for
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overcoming
communication
barriers; master
the steps in
analyzing and
resolving
conflict.
Understand the
meaning of
control; master
three approaches
to control and the
control process;
distinguish the

three types of

control;

understand how Comprehensi
national ve knowledge
differences and concept
influence the mastery and
control process; proper
understand app
operations

management and

the

transformation

process;

differentiate
between a service
and a
manufacturing
organization;
undesstand value
chain
management,
operations
management,
just-in-time
management,
project
management and
quality control.
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knowledge knowledge knowledge knowledge
learned this and put and put and put
semester to forward forward forward a
management | effective relatively feasible
practice. project effective project
action plans. | project action plan.
2. The action plans. | 2. The
contentsof | 2. The contents of
the research | content of the research
report are the research | report are
complete report is generally
and the data | relatively complete,
records are complete and the data
comprehensi | and the data | records are
ve and records a e generally
accurate. relatively comprehens
3. Clear comprehe si | ve and
logic and ve and accurate.
correct accurate. 3. General
answer. 3. The logic | logic and
is relatively | sometimes
clear and the | wrong
answer is answer.
mostly
correct.
T a E %o
1" (VI q N 100 Ng' \l
v ‘ a Ne % A
3 Ty Ao a a a
4” ) a A
Ne z b, N )
v Ne _ z A

knowledge
and propose
project
strategy
action plan.
2. The
content of
the research
report is
incomplete,
and the data
records are
not
comprehensi
ve and
accurate.

3. Unclear
logic and
many wrong
answers.

50%A
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2. Micro environment
analysis

3. Different types of
marketing research

4.

Major factors that
influence consumer
business buyer
behavior and stages in
the buyer decision
process

The relation of
business and society.
Political factors
influence to market
environment,
especially in
international
marketing

Social responsibility
of business and
individual: equity,
integrity, wellbeing of
vulnerable groups and
environment
friendliness

Customer-Driven
Marketing Strategy
segmentation, Targeting,
and Positioning

1. the STP strategy

p

1. Market segmentation
2. Market selection
3. Market positioning

1.

Spirit of fair
competition and
collaborative
competition
Corporate social
responsibility, crate
long term benefit and
value for the society
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Products,
Services, and Branding
Strategies
New-Product
Development and Product
Life-Cycle Strategies

1. Whole product concept
2. Classifications of
products

3.Product Life-Cycle
Strategies

o
1. Whole product concept
2. Classifications of
producty
3.Product lines, product
ixes
. Branding stratégy
5. Service~strategy
6. New-product
developmgnt process
2. Stages of the praduet
life cycle

-

134



135
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1.Factors affecting a ~
firm’s promotion A
decisions [
2.Integrated marketing
communications
b t
1. Factors affecting a
firm’s promotion
decisions
2. Five promotion tools
3.Integrated marketing
communications
i i
9 . - ~
p e ~ 4 [ 1-4
31 R
1. ) A
2.
3.
h.
ik 151(%)
Fs el 151l(%)
10% 40% 50%
1 1 2.5% 10% 12.5% 25%
2 2 2.5% 10% 12.5% 25%
3 3 2.5% 10% 12.5% 25%
4 4 2.5% 10% 12.5% 25%
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. . . situation of the world
international marketing task . ' )
Environment Adaption Needed:; 2 market; To think about
The SRC and Ethnocentrism; The the difference between
Orientation of International Marketing and
Marke“”?' . International Marketing.
Developing a Global
Awareness To understand key
1 P ° International obstacles facing
marketing defined; The international marketers; 1

international marketing task
Environment Adaption Needed,;
The SRC and Ethnocentrism;
Developing a Global Awareness;
The Orientation of International
Marketing.

To recognize a global
awareness should be
nurtured in international
marketing organizations;
Three different strategies
orientations; Common
consumer characteristics
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of Market Integration; BOPMs, of the WTO: Make sense
and BEM?' : about Global Markets

the importance of the T

multi-nations’ organizations. and Multinational Market
strategic implication; Groups (Europe Union,
marketing in a Developing NAFTA, ASEAN+3,
Country.

2 p ' The importance of the APEC)' _TO l_mderstand
WTO; Global Markets and the implications of
Multinational Market Groups market integration; Try to
(Europe Union, NAFTA,_ _ segment the world
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The importance of
culture to an international
marketer; Theory of Culture;
Cultural knowledge; Cultural
change.

*  Origins, Elements,
and Consequences of Culture.

P ° Culture’s pervasive
impact; Definitions and origins of
culture; Elements of culture;
Cultural knowledge; Cultural
change.
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To learn the importance
of culture to an
international marketer;
To understand how the
culture impact on the
marketing; Try to
understand well about
what the culture is.

Adaptation is a key
concept in international
marketing, and willingness to
adapt is a crucial attitude. To
understand the different degree of
adaptation. Gender bias exists in
some countries. Business ethics
is an important issue around the
world.

* The elements of
culture and the impact from them
to the markets; how does each of
them to effect on the markets.

P ° Required adaptation;
The impact of American culture
on management style;
Management styles around the
world; Gender bias in
international business;
Business ethics;
Culture’s influence on strategic
thinking;
Synthesis: relationship oriented
versus information oriented
culture
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To learn the required
adaptation, the impact of
culture, gender bias and
business ethics.

To understand what
the sovereignty of nations means

In every part of business,
including international
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and how it can affect the stability
of government policies. To
realize the political risks of
global business and the factors
that affect stability.

* To have the sense how
and why governments encourage
foreign investment.

P ° The sovereignty of
nations; Stability of government
policies; Political risks of global
business; Assessing political
vulnerability; Lessening political
vulnerability; Government

encouragement.
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The four heritages of
today's legal systems;
international dispute resolution
(conciliation, arbitration,
litigation); Protection of
intellectual property rights
(counterfeiting and piracy,
international conventions );
commercial law within countries.
* Understand the
difficulty of protecting
intellectual property rights and
how those rights can easily be
lost if the company depends on
its rights as defined in a common
law country to protect it in a code
law country.
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marketing, should
consider the influence of
the political environment.
One of the most
undeniable and crucial
realities of international
business is that both host
and home governments
are integral partners.
International law
recognizes the sovereign
right of a nation to grant
or withhold permission to
do business within its
political boundaries and
to control where its
citizens conduct business.
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need for planning to achieve R
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agreement, strategic alliance,
ownership); Present the operating
concepts an international
company may have and explore
the idea of global marketing To understand the need
management. Discuss the for planning to achieve
benefits of global orientation. company goals. To learn
Stress the importance of quality the importance factors for
and cost containment in global )
marketing competition. each alternative

* Examine the different market-entry strategy; To
types of collaborative understand the increasing
relationships and show how these .

10 | alliances are being embraced by importance of
international companies. Focus international strategic
on relationship marketing and alliance. Organizing for
strategic international alliances as .
two important types of Global Competition. To
collaborative relationships for the understand the increasing
global marketer. Stress the need importance of
for strategic planning to achieve . . .
company goals. international strategic

p * Global marketing alliance. Organizing for
management; Planning for global Global Competition.
markets; Alternative market-entry
strategies; Organizing for global
competition
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* the importance of a 3% | To learn the importance

quality and how quality is 53 3 )
defined. physical, mandatory, and A of offering a product

11 | cultural requirements to product | ° N2 A suitable for the intended
adaptation; the need to view all ~ 2

attributes of a product to
overcome resistance to

market; To learn and
explain the importance of
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culture: adaptation.
Analyzing product component
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Marketing consumer services
globally; Brands in international
markets
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" the difference a s
between the consumer markets 53 3
and business markets. the variety R
of distribution channels and how |° Ne A
they affect cost and efficiency in |~ 2 ~
marketing; Examine industrial
trade shows as an important
means of promotion.  Present
the major issues in marketing To figure out the
business services globally and the .
affect of the fundagmentaly difference between the
characteristics of business consumer markets and
services on marketing. business markets. To
12 i " Tofigure out the learn the importance of
difference between the consumer
markets and business markets. the trade show. To learn
p ' Demand in Global the relationships
Business-to-business Market; between business
Quality and Global Standards;
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business context.
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international marketer. Detail
both the home country and
foreign country middleman
alternatives available to an
international marketer. Discuss
the factors affecting the choice of
a channel.
* Discuss the factors
affecting the choice of a channel.
b t
Channel-of-distribution
structures; Distribution patterns;
Alternative midtlleman choices;
Factors affecting choice of
c

249

ik

3

Y|



an T

15

FRAR F

International public relations;
International advertising;
Advertising strategy and goals;
The creative challenges;
Media planning and analysis;
Campaign execution and
advertising agencies;
International control of
advertising.
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Designing the sales
force; Recruiting marketing and
sales personnel; Selecting sales
and marketing personnel;
Training for international
marketing; Motivating sales
personnel; Designing
compensation systems;
Evaluating and controlling sales
representatives.

* Developing culture
awareness; The changing profile
of the global manager;
Foreign-language skills.

P ° Designing the sales
force; Recruiting marketing and
sales personnel; Selecting sales
and marketing personnel;
Training for international
marketing; Motivating sales
personnel; Desig
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