Załącznik nr 2 

do zarządzenia Rektora nr      /12


	COURSE DESCRIPTION CARD

NOTE:   If the course consists of lectures and classes, the Course Description applies to both forms 

               of teaching

	1.  Course title: Doing business with China: selected topics

     in Polish: 

     


	2.  Course code …

  Number of ECTS credits 3

     Course completion method …

     Course commenced / Year … 

	3. Faculty: Management



	4. Field of Study: International business



	5. Department of the Field of Study Coordinator: Department of International Management



	6. Name of tutor:  Matevž Rašković     Lectures: 12 hours                  Classes: 3 classes                     Lab classes

    Examiner


	7. Tutor’s department: University of Ljubljana, Faculty of Economics, Academic unit for international economics & business



	8. Number of contact hours with students:

Type of course

Full time study

Part time study

Lectures

12

Classes

Foreign language classes

Lab classes 

Seminars 

Introductory Seminars

Other

Total hours
12

Examination (hours)



	9.  Course timeframe (no. of semesters): 1

     Course commencement / Year: 2014/2015

     Course commencement / Semester: Spring semester


	10. Stage of tertiary education : Undergraduate

    

11. Course status

⁯   Compulsory for the field of study international business

⁬   Compulsory for the specialization …

⁬   Optional


	12. Requirements 

         Compulsory: international business

         Recommended: international marketing & management, any course dealing with culture

	13. Course objectives: 

1. The overall purpose of this module is to develop a basic, but comprehensive mindset for doing business in China and/or with Chinese people abroad. The key objective is to introduce to students the basic characteristics of the Chinese business environment, Chinese culture and business etiquette, as well as key characteristics of doing business with the Chinese.

2. Upon completion of this module students will develop a basic understanding of the Chinese economy and business environment, Chinese culture and business etiquette. They will be able to more appropriately interact with Chinese business people.  This module provides a good foundation for more extensive courses on doing business in China, understanding Chinese culture and/or negotiating with the Chinese. It also promotes the development of cross-cultural intelligence and competencies of student.


	14. Teaching and learning methods:

· Class lectures.

· Class discussion.

· Readings.

· Analysis of short cases.

· Video and multimedia content.

· Project presentations. 



	A.  Direct student/teacher contact hours:

No.

Teaching methods

Description

Number of teaching hours

Full time study

Part time study

1.

Lectures by instructor

See course content

7

2.

Case analyses & discussion of readings

2

3.

Project presentations

3

…

Total
AS:        12 
AN:


	B.   Self-study hours:

No.

Learning methods

Description

Number of hours

Full time study

Part time study

1.

Readings

Selected articles

3

2.

Group work

Case analyses

3

3.

Project preparation

Identification of business opportunity in China

6

…

Total
BS:         12
BN:

Total AS+BS = 12 +12 = 24 




Total AN+BN = …….

Examination (E) = ……. 




Examination (E) =…….

Total AS+BS+E= ……. 




Total AN+BN+E = …….



	15. Key words: China, business environment, culture, business culture, communication, negotiations, marketing in China, Chinese consumers

	16. Course content:

Lecture #1:

   * Introduction to China as world’s second largest economy

   * Short history of China’s economic reforms since the 1970s

   * Structure of the Chinese economy (a look at the latest 12th 5-year plan till 2015)

* General characteristics of the Chinese business environment & key challenges of doing business in China

* Case analysis: market entry into China

* Discussion: the future of Chinese economy
Lecture #2:

    * The key characteristics of Chinese culture(s)

    * Chinese business culture and etiquette

    * Communicating with the Chinese (businesspeople)

* Negotiating with the Chinese

* Discussion of readings

Lecture #3:

   * China as a market

   * Key marketing characteristics

   * Understanding Chinese consumers

   * Presentation of projects

    * Wrap-up



	17. Student learning outcome achieved in the course, as related to the outcome intended for the field of study. Methods of outcome achievement evaluation.

Student learning outcome intended for the field of study / Symbols 

Student learning outcome achieved in the course 

Methods of assessing  student learning outcome achieved in the course

Documentation

                                                                         Knowledge
IB1_W05
1. Possesses elementary knowledge of relationships between economic entities and other social entities and institutions in international and intercultural settings.
2.

…

Project

                                                                             Skills
IB1_U07

IB1_U11
1. Can analyze and interpret systems of norms relevant to various cultural, economic and legal situations.
2. Possesses the skill of negotiating with partners from different cultural backgrounds.
…

Project, case study

Participation

                                                                          Social skills
IB1_K02
1. Can cooperate and work in teams, including the ones made up by individuals from different cultural backgrounds.
2.

…

project



	18. Methods of grading student performance:

No.

 Student performance assessment methods and course completion requirements

Description

Percentage of the final grade

1.

participation 

10%
2.

case study
20%
3.

project

70%

* If students are required to earn credits and pass an exam, the credit accounts for at least 30% of the final grade



	19. Reading list

      Compulsory reading list:

· Faure, G. O. & Fang, T. (2008). Changing Chinese values : keeping up with the paradoxes. International Business Review, Vol. 17, pp. 194-207.

· Fang, T. & Faure, G. O. (2011). Chinese communication characteristics: A Yin Yang perspective. International Journal of Intercultural relations, Vol. 35, pp. 320-333.

· Ghauri, P. & Fang, T. (2001). Negotiating with the Chinese: A socio-cultural analysis. Journal of World Business, Vol. 36, pp. 303-325. 

      Recommended reading:

· Naughton, B. (2007). The Chinese economy: transitions and growth. MIT press.

· Davies, H. (ed.). (1994). China business: context & issues. Longman. 

	20. Language of instruction: English

	   21. Tutors’ recommendations:
* Students must come to class on time
     * Students need to actively participate in class and be willing to discuss the topics
     * Students need to come prepared to class (transparencies, readings etc.)
     * In case of assigned readings, the students need to cover the readings in advance
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