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Programme Structure* 2022-2023 Fall Semester  
*Programme structure and course listings are subject to change.  
 
 

YEAR 1 (19/09 – 23/12) 

FALL SEMESTER ECTS 

Discovering the Corporate World 3  

Fundamentals of Accounting 3  

Sales Techniques 3  

Communication & Digital Culture 3  

Economics for Business 3  

Sustainable development & CSR 4 

Workshop : Luxury, CSR & Sustainability 2  

Business Challenge  2  

Soft skills : Personal Branding 3  

Tech :  
Pack office OR Collaborative Platforms 

3  

YEAR 2 (06/09 – 17/12) 

Key Account Management 3  

Data Analysis 3 

Accounting 3 

Digital Marketing 3  

Corporate Legal Environment 3  

Innovation Challenge 3  

Sustainable Foods 4  

Workshop : food & food-tech 2 

Nutrition Challenge 2 

Soft skills : working as a team 3 

Tech: 
CRM OR analytic tools 

3  

YEAR 3 (05/09 – 17/12) 

Business Policy 5 

International Finance 5 

Financial Markets 5 

Corporate Finance 5 

Business to Business Marketing 5 

Introduction to Entrepreneurship 5 

Managing Cultural Differences 5 

International Business 5 

Sales and sales management 5 

Consumer behaviour & advertising 5 
 

French language course (beginner (A1 to B1+) or intermediate level (B2 and above)): 3 ECTS  
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YEAR 1  

 

YEAR 1 DISCOVERING THE CORPORATE 

WORLD 

FALL SEMESTER 3 ECTS 

 
Course description 
This introductory course provides an overview of the external and internal environment of 
the corporate world. It gives the opportunity to introduce and discuss all the major concepts 
in organizational theory and to work on practical applications. It sets the fundamental 
knowledge base for students. It explores how organizations function, what are the main 
stakeholders and how they need to evolve to reflect the challenges of transformation in the 
external as well as the internal environment.  
 
 

YEAR 1 FUNDAMENTALS OF 

ACCOUNTING 

FALL SEMESTER 3 ECTS 

 
Course description 
The course introduces double-entry accounting in a very practical way. It is designed to help 
students understand the language and systems of the business world, and to demystify some 
of the complexities commonly associated with accounting.  
 
Students completing this course will be able to know: 

• The significance of “debit” and “credit” entries, along with the importance of balancing 
the two;  

• How to prepare and maintain journal and general ledger entries; 

• How to prepare and interpret a trial balance; 

• How to understand accounting differences between service, merchandise and 
manufacturing businesses; 

• Basic calculation of inventory including use of perpetual inventory; 

• Basic concepts of internal control; 

• The distinction between short- and long-term assets; 

• How to define and prepare financial statements. 
 

 

YEAR 1 SALES TECHNIQUES FALL SEMESTER 3 ECTS 

 

The objective of the course is to teach students how to sell products and services, projects 
and budgets while introducing them to sales techniques. Students will understand the 
importance of building relationships based on trust and knowledge of customers’ needs and 
will learn how to apply management decisions.   
Students will be able to: 

• Learn how to prospect and engage the customer 

• Deliver a sales proposition 

• Handle customers’ objections effectively 

• Close a sale 
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YEAR 1 COMMUNICATION & DIGITAL 

CULTURE 

FALL SEMESTER 3 ECTS 

 

Course description  

Students get to think about how the Web connects people and what kinds of digital 
innovations are shaping the future.  Students will learn about the Internet as a positive, social 
networked sphere with a thriving creative common. They will also discuss the drawbacks of 
a hyper-connected world, dealing with questions about technology addiction, copyright, 
government, and corporate controls, as well as issues about privacy and unethical digital 
citizenship. Students will also analyze their own relationship with technology. 
 
Students completing the course will be able to: 

• Demonstrate an understanding of digital culture and of future digital trends;  

• Understand digital citizenship  

• Apply theory to practice by participating in digital culture.  

 

 

YEAR 1 ECONOMICS FOR BUSINESS FALL SEMESTER 3ECTS 

 

Course description  
The aim of the course is to develop in students a systematic approach to decision making and 
the ability to recognize, use and interpret economic information from both within the 
organization and the wider environment. 
 
On completion of this course students will be able to:  

• Apply economic criteria for efficient resource allocation to a diverse range of 

dynamic business situations.  

• Analyze changing market conditions in terms of supply, demand and possible 

government intervention and formulate appropriate and sustainable organizational 

responses. 

• Propose relevant pricing and market strategies for a variety of market structures and 

in the presence of market failures. 

• Use diverse forms of economic information from both the environment and the 

organization to evaluate and propose solutions to business problems 

 
 

YEAR 1 SUSTAINABLE DEVELOPMENT 

& CSR 

FALL SEMESTER 4 ECTS 

 

Course description  
The aim of this course is to create awareness of the CSR theoretical framework, its ethical 
foundation and importance to improve the general welfare. It will provide students with 
comprehensive knowledge of stakeholders’ expectations and sustainability challenges that 
companies face. It will also demonstrate to students that CSR is viable, when integrated into 
a global business strategy. 
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After completing this course, students will be able to: 

• Understand CSR theoretical framework and its ethical foundation. 

• Evaluate moral development among SMEs and international corporations. 

• Identify and manage social, environmental, and economic risks through business 

activities. 

• Build CSR plans integrated into business strategy and adapted to the local culture 

and environment. 

• Know CSR implementation processes in SMEs and large corporations. 

• Know the main instruments, initiatives and tools used to measures CSR. 

• Understand the value of ethical and emphatic behavior in business decisions. 

 

 

YEAR 1 WORKSHOP : LUXURY, CSR & 

SUSTAINABILITY 

FALL SEMESTER 2 ECTS 

 

Course description  
This workshop focuses on analyzing ethical considerations within the luxury industry, whilst 
also exploring changes in practice, communication, consumerism, and the diversity of 
stakeholders in the supply-chain of this industry toward sustainability movements. 
This workshop will give students an overview of ethics and sustainability in the luxury 
industry, ranging from textile fibre production to the globalisation of the industry. The 
workshop considers the growing demand from consumers ethically produced goods.   
 

 

YEAR 1 BUSINESS CHALLENGE FALL SEMESTER 2 ECTS 

 

Course description  
Business challenges are updated every year, to follow societal changes and contemporary 
issues. The challenge will provide a learning experience that integrates courses from the 
semester. Students have a working partnership with real companies that have business issues 
that students must try and resolve by presenting marketing and management solutions.   
 
 

YEAR 1 SOFT SKILLS : PERSONAL 

BRANDING 

FALL SEMESTER 3 ECTS 

 

Course description  
This course enables students to develop skills for effective and responsible business 
communication. Students learn and demonstrate written/oral communication skills, 
problem-solving strategies, and critical thinking abilities that are applicable to real-world 
business issues.  
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YEAR 1 PACK OFFICE FALL SEMESTER 3 ECTS 

 

Course description  
This course trains students how to use office applications in office work for creating 
professional-quality documents; digitally and effectively. 

• MS WORD  

  Text basics, formatting and saving files, working with objects, header & footers, 

working with bullets and numbered lists, tables, styles and content, merging, 

sharing, proofing the document, printing. 

• MS EXCEL 

Introduction to Excel, formatting, perform calculations using functions, sorting & 

filtering data, creating charts, analyzing data using tables and charts, proofing & 

printing. 

• MS POWERPOINT  

Creating slides and applying themes, working with bullets, and numbering, working 

with objects, hyperlinks, using tables, animation and slide transition, using slide 

master, proofing and printing. 

 

 

YEAR 1 COLLABORATIVE PLATFORMS FALL SEMESTER 3 ECTS 

 

Course description  
By the end of the course, students will be able to:  

• Manage a project using the scrum framework  

• Use a monitoring platform and project management tools 

• Organize their work 

• Run a project 

• Work independently and in teams 
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YEAR 2  
 

YEAR 2 KEY ACCOUNT MANAGEMENT FALL SEMESTER 3 ECTS 

 

Course description  
The course teaches students to develop an account with long term and profitable 
relationships with major accounts.  
Students will learn: 

• To prioritize accounts to identify different strategies needed for different account 
types.  

• To employ techniques for account planning & identifying opportunities, strengths, 
and weaknesses 

• Identifying the best strategy for maintaining good relationships by understanding 
individual behavior 

• Setting effective action plans 
 

 

YEAR 2 DATA ANALYSIS FALL SEMESTER 3 ECTS 

 

Course description  
This course provides students with valuable perspective of various concepts and techniques 

of data analysis. The main purpose of this class is to acquire a basic insight of various 

statistical techniques and analytical methods commonly used in business management areas 

such as marketing, human resources and finance that are useful for decision making. This 

course enables student to develop their intuition, logic, and business problem-solving skills. 

 
By the end of the class: 

• Students are familiarized with key concepts and analytical techniques commonly 

used by managers for business decisions 

• Students are familiarized with commonly used functions and key formulas and 

computer manipulation on Excel 

• Students will be able to identify and apply the appropriate statistical technique for a 

given set of conditions to address the raised question. 

• Student will be able to perform the statistical analysis and interpret and understand 

quantitative results in a meaningful way to make better informed decisions 

 

 

YEAR 2 ACCOUNTING FALL SEMESTER 3 ECTS 

 

Course description  
This course focuses on the application of accounting principles for the presentation and 
disclosures of assets in the financial statements.  
At the end of the course, the student will be able to classify the kinds of assets, apply different 
kinds of inventory costing methods, and describe the principles for reclassification of certain 
kinds of assets.  
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These assets include property, plant & equipment, intangible assets, investment inequity & 
debt securities, investment property, other non-current financial assets.  
 

 

YEAR 2 DIGITAL MARKETING FALL SEMESTER 3 ECTS 

 

Course description  
The course will provide insights into new marketing concepts, tools, technologies and 
business models to enhance the consumer value creation process. New technologies have 
created some radical changes in the way companies reach their markets and in particular the 
emerging phenomenon of social media. This course integrates ideas from the process of 
gaining traffic or attention the rapidly emerging and influential social networks. It will provide 
an understanding of techniques and tools to harness the opportunities provided by best 
practice social media marketing. Students will have the opportunity to learn about electronic 
commerce in action; the interplay between the technology and marketing applications; the 
changing scope and uses of the Internet, along with current management issues facing 
businesses attempting to use the World Wide Web. 
 

 

YEAR 2 CORPORATE LEGAL 

ENVIRONMENT 

FALL SEMESTER 3 ECTS 

 

Course description  
The course defines the sources of law applicable to the different economic activities. Some 
activities come under civil law and others under commercial law and are subject to a specific 
regime essentially integrated into the Commercial Code. It also defines the different legal 
statuses of the company, essentially distinguishing between, the legal status of the individual 
entrepreneur, and the legal regime of companies/legal persons. It highlights differences 
between these two possible statuses and their respective advantages and disadvantages, and 
functioning. 
 
 

YEAR 2 INNOVATION CHALLENGE FALL SEMESTER 3 ECTS 

 

Course description  
Innovation challenges are updated every year, to follow societal changes and contemporary 
issues. The challenge will provide a learning experience that integrates courses from the 
semester. Students have a working partnership with real companies that have innovation 
issues that students must try and resolve by presenting marketing and management 
solutions.   
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YEAR 2 SUSTAINABLE FOODS FALL SEMESTER 4 ECTS 

 

Course description 
The course will begin with a consideration of the evolution of mankind’s diet and the 
development of different food production systems, from both an evolutionary perspective 
and contemporary one. In these cases, students will examine the foods people eat, the 
reasons they select these foods, the society’s methods of food production, the relation of the 
food system to the ecosystem, and the cultural and social functions of foods. This is not a 
nutrition course although students will be looking at some of the nutritional implications of 
various food practices as well as their social and cultural significance. 
The course will also look at some of the recent dietary changes, global food issues, such as 
world hunger and famine, and the politics of food and nutrition policies. 
 

 

YEAR 2 WORKSHOP : FOOD & FOOD-

TECH 

FALL SEMESTER 2 ECTS 

 

Course description 
This workshop introduces innovative and sustainable solutions to the development of the 
food tech industry. How to improve the quality and yield of agriculture using technology 
(software, robots...), how to imagine innovative solutions for producing in an urban 
environment.  
 
 

YEAR 2 NUTRITION CHALLENGE FALL SEMESTER 2 ECTS 

 

Course description 
During this challenge, students must elaborate a project where they must launch a food 
product that answers to the current way of consuming, taking into account sustainability and 
ethics that corresponds to new consumption patterns aligned with new needs, conditioning 
factors and preferences, concern for animal welfare and desire to have a more responsible 
way of consuming.  
 
 

YEAR 2 SOFT SKILLS : WORKING AS A 

TEAM 

FALL SEMESTER 3 ECTS 

 

Course description 
This course gives a general introduction to teams and teamwork as experienced in an 
entrepreneurial context. The course is broadly scoped and includes topics such as team 
design, team management, problem solving, decision-making and conflicts in teams. The 
purpose of the course is to build your knowledge base and proficiency in effectively working 
in and leading entrepreneurial teams. Your ongoing teamwork in parallel courses serves as 
an active learning arena where you can apply your learning about teamwork and team 
leadership in a real setting. 
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YEAR 2 CRM FALL SEMESTER 3 ECTS 

 

Course description 
This course provides students with a working knowledge of the principles and best practices 
for managing customer relationships that result in unsolicited testimonials and relationship 
annuities. Students learn how to quantify customer orientation and how to develop 
relationship-driven customer management systems based on the judicious use of resources 
born from a decisive strategic plan. Topics include customer profiling, market segmentation, 
customer service, retention, relational databases, and CRM software. Coursework lends 
insight into the key CRM concepts needed to make informed and effective business decisions, 
make more sales, and increase profits with ease. 
 

 

YEAR 2 ANALYTIC TOOLS FALL SEMESTER 3 ECTS 

 

Course description 
This course will teach students how to analyse website traffic statistics and understand 
customer types, traffic generation sources, top visitor countries, top traffic generating 
websites. 
For e-commerce sites, students will also learn to set up and analyse Analytics to understand 
the source of conversions and favour traffic sources that generate traffic. 
Students will learn how to improve websites, to be more efficient and effective thanks to this 
tool whose primary purpose is traffic analysis. 
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YEAR 3  

 

YEAR 3 BUSINESS POLICY FALL SEMESTER 5 ECTS 

 

Course description 
This course introduces students to fundamental concepts and tools of strategic 

management, preparing them to be able to diagnose a company and evaluate its strategy 

and prepare them to manage companies strategically or to contribute to company’s strategy 

preparations and monitoring.  It aims to review basic and alternative strategy policies and 

illustrates concepts and tools for identifying strategic problems. 

Students completing this module will be able to: 
• Understand the basics of the strategic policy making process and its importance for 

long term performance and growth  
• Identify tools to monitor the execution of strategy (the extent strategic goals are 

being achieved) and the degree competitive advantage is being created and 
sustained. 

• Conduct an external and internal analysis, applying SWOT and PEST(EL) analysis 
• Evaluate and judge a company’s competitive position and market attractiveness. 
• Use common tools of strategic analysis: 5 forces, strategic group maps, etc 
• Compare and contrast key strategic alternatives: e.g. cost leadership and 

differentiation; expansion within a business and diversification into a new business; 
vertical integration and outsourcing; global and multi-domestic strategies.  

• Understand components like governance, ethics, organizational structure, control 
systems and culture  

 

YEAR 3 INTERNATIONAL FINANCE FALL SEMESTER 5 ECTS 

 

Course description 
This course aims to show the student the tasks and functions of a finance manager in a 
multinational enterprise (MNE) or corporation (MNC).  
There will also be a focus on management’s responsibility for financial risk assessment and 
practical hedging techniques. 
Three blocks will be studied during this course: 

• International finance environment 

• Coping with floating exchange rates 

• Opportunity and Risk in international finance  
 

Students completing this module will be able to: 

• Consider the general economic context and evolution of international finance 

• Consider the theoretical aspects of finance, specifically the drivers of floating 
exchange rates 

• Recognise foreign exchange transaction risk, and be able to use hedging techniques 
to cover risk 

• Understand how theoretical aspects of international financial relate to practical 
applications of financial management in the second half of the course 
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• Recognize the volatility of international markets and the significance of issues facing 
the Eurozone 

• Understand the tasks and functions of a finance manager  

YEAR 3 FINANCIAL MARKETS FALL SEMESTER 5 ECTS 

 

Course description 
The main object of this course is to introduce the students to basic concepts related to the 
financial market. Given the spectacular boom of the financial markets worldwide, this course 
tends to give a global snapshot of ongoing development of financial markets. The 2000s have 
been witness of overwhelming changes in term of financial market regulations. This later has 
been intensified following the financial meltdown as well as the financial crisis of 2008. This 
is why an important part of the course deals with the financial regulations and their impact 
on the dynamics of transactions. 
 

The objectives of the course are to teach to the students how use different financial products 
in order to fulfill financial demands of the company. They learn also what are the new 
regulations related to trading in the international financial markets. Focused on recent 
debates, the course will develop critical thinking as well as internationalization ability and risk 
management skills of students. 
 

YEAR 3 CORPORATE FINANCE FALL SEMESTER 5 ECTS 

 

Course description 
This course aims to show the student the tasks and functions of a corporate finance manager 
in a modern organization. Various approaches to financial decision making will be examined 
with respect to the investment goals of the firm, the financing options of the firm, and the 
management of the firm’s funds. There will also be a focus on management’s responsibility 
to and relationship with its shareholders and bondholders. These issues will be examined 
both in a risk-free framework and under conditions of uncertainty. 
 
The course aims to show through four distinct blocks: 

1) The techniques of valuation: applying discounted cashflow techniques to assess 
investment decisions; 

2) The sources of long-term finance for those investment decisions: debt versus equity as 
sources; leasing; how corporations issue securities to the public; 

3) The effect of leverage on valuation and required rates of return; 
4) The financial impact of dividend and other payout policy.  

 
By the end of the class, the students should be able to understand: 

• How to perform sensitivity calculations on NPV calculations 

• How to deal with conditional investment situations 

• How to isolate the impact of growth on financial asset calculations 

• How to create extra value for shareholders for given investments through the financing of those 
investments 

• How to assess the impact of leverage 

• How to assess the impact of dividend policy 
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YEAR 3 BTOB MARKETING FALL SEMESTER 5 ECTS 

 

Course description 
The course covers the principles mechanics of business-to-business marketing strategies and 
marketing tools or 4Ps, within the context of business or industrial marketing. In addition, 
concepts of value, B2B buying centers, partner networks, new technology adoption, and 
matching customer types to the stages of the product lifecycle are taught. The course 
examines different types of innovation as well as entrepreneurial marketing. 
The course builds on basic principles of marketing and management, distinguishing between 
consumer markets and business markets. The study of new technology adoption causes 
students to think about how customers identify needs and decide to adopt something new.  
 

Students should be able to explain and apply the key elements and drivers of business-to-
business marketing practice and apply theory to make decisions in simulated environments 
and understand their outcome. 
 

YEAR 3 INTRODUCTION TO 

ENTREPRENEURSHIP 

FALL SEMESTER 5 ECTS 

 

Course description 
This course will provide exploration into to the important role of entrepreneurs and 
entrepreneurship in the 21st century global economy. Understanding what is necessary to be 
a successful entrepreneur, the steps for creating and starting a venture and the challenge 
associated with the venture start-up will be investigated through projects, reading, research 
tasks, class discussions and case analyses. 
 
Students completing this module will be able to: 
 

• Understand what it takes to be a successful entrepreneur. 

• Identify new business opportunities that exist in the marketplace. 

• Evaluate the feasibility of pursuing an opportunity. 

• Write a comprehensive business plan. 
 

YEAR 3 MANAGING CULTURAL 

DIFFERENCES 

FALL SEMESTER 5 ECTS 

 

Course description 
This course will teach students to be culturally sensitive managers, use strategies to deal with 
cultural differences, understand what makes other people tick, learn to work, and 
communicate across cultures. 
 

Students completing this module will be able to: 
 

• Get to grips with cultural diversity and cultural conditioning. 

• Manage across cultures with relation to time, leadership, team building, 

communication, meetings, manners etc. 
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• Get to know each other, with particular emphasis on several the most influential 

cultures. 

• Deal with culture shock and the communication gap. 

 

YEAR 3 INTERNATIONAL BUSINESS FALL SEMESTER 5 ECTS 

 

Course description 
International Business is designed for any student pursuing a career with an international 

dimension. The course and its framework will be particularly useful for students interested in 

working as entrepreneurs in world markets or as junior executives working for multinational 

enterprises, for domestic emerging market companies, or for investment firms or funds 

targeting emerging markets. 

Students completing this module will be able to: 
 

• Consider the historical and intellectual background to international business and 
reflect on the arguments for and against globalization, 

• Analyse how international firms develop and sustain competitive advantage over 
time; 

• Discuss international business from the perspective of both opportunity and risk; 

• Understand the importance of succession and planning in family-owned firms. 
 

 

YEAR 3 SALES & SALES MANAGEMENT FALL SEMESTER 5 ECTS 

 
Course description 
The purpose of this course is to demystify sales and help you understand how to sell and 
manage. At the end of this course, you should be able to understand the role of sales in a 
company whether you join a startup or work for a large, established company. This course is 
geared towards the entrepreneur. Should you be joining a startup this course will help you 
understand exactly what tools you need to hit the ground running. 
The course covers subjects such as building compensation systems, assigning territories, 
resolving disputes, managing channel conflicts, opening sales offices and other complex sales 
and sales management situations. 
 

The objective of this course is to: 

• Develop skills and abilities allowing students to manage sales territories  

• Provide students with a set of unique tools that they will develop to enable them to 

build successful sales and management careers. 
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YEAR 3 CONSUMER BEHAVIOUR & 

ADVERTISING 

FALL SEMESTER 5 ECTS 

 

Course description 
This course provides students with an overview of issues related to brand or product 
communication (below and above the line). Students will also explore the most recent 
marketing research to determine how and why people make the consumption choices they 
do. 
This course deals as an introduction with the study of consumer behavior (understanding 
what leads to the individual purchase decision) and also deals with one of the four elements 
of the marketing mix, which is explored during the Principles of Marketing I course: 
promotion in the broad sense. The main themes that are tackled in this course are therefore 
related to advertisement and communication.  
 
At the end of this course, the student must be able to: 

• Know the various actors in the advertising sector as well as the marketing 

communication process; 

• Define a managerial issue linked to brand/product communication and the following 

communication objectives; 

• Develop a coherent creative response, as part of an integrated communication 

policy; 

• Know how to choose and implement key communication tools and other activities 

(mass media advertising, direct marketing, promotional marketing, PR, events) 

• Analyse the overall consistency of the marketing communication strategy put in 

place. 

 


