
XAMK, Digital International Business, BBA 
programme 

The list of courses suitable for exchange students in the spring semester 2021. 

Please remember that only courses for the second- and third-year degree students are applicable for the 

incoming exchange students. It is not thus allowed to take courses planned for the first-year degree 

students. 

Please remind that due to the current COVID19-restrictions, the most of these studies are planned in an 

online format (not Face to Face) – with the predomination of online lecturing, online group work etc. We 

will follow the Finnish national and XAMK instructions and guidelines regarding the teaching mode due 

to possible alleviation of COVID19. All this information can be checked at www.xamk.fi and with the 

representatives of XAMK International Office.  

 

For more information, please visit https://opinto-

opas.xamk.fi/index.php/en/28/en/188674/IBKV19SP/129/year/2019 . Select “2A” as the spring 2021 

semester in order to see the below-given courses.  

All courses are 5 ECTS 

IB00CP23-3003  International business law  
IB00CP24-3004  Business game  
IB00CP32-3004  International selling  
IB00CP33-3004  Customer relationship management  
IB00CP40-3004  Information systems in SCM  
IB00CP41-3004 Technological business solutions  
IB00CP42-3004  Sustainable supply chain planning  
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International business law IB00CP23-3003  
 

Learning outcomes of the course 

You are able to  

 explain to the seller and buyer how a binding international sales contract is made and what their 

rights and obligations are in international sale of tangible goods 

 recognise the need to protect intellectual property rights in international trade and plan 

marketing operations that will not infringe the rights of others. 

Course contents 

 How is a binding international sale of goods contract made and on what grounds can a sales 

contract be invalid?   

 What are the rights and obligations of the seller and the buyer in international sale of tangible 

goods?   

 How does international B-to-B sale differ from international business to consumer sale?   

 How can an enterprise protect its intellectual property rights in international trade?   

 How should intellectual property rights be taken into account in international marketing? 

 

Mode of delivery 

Distance learning  

Recommended or required reading 

Online study material provided by the teacher in Learn. 

Assessment methods and criteria 

Assignments and exercises 30 % and exam 70 %. 

Exam schedule 

Online exam week 14. If a student fails an exam he has two re-attempt possibilities within one year from 

the beginning of the course. 

 

 

  



Business game IB00CP24-3004  
 

Learning outcomes of the course 

 You are able to recognise economic interrelations of business and participate in enterprise 

business planning.  

 You are able to apply professional knowledge and skills in simulated business decision-making 

situations.  

 You are able to analyse the activities of an enterprise by making calculations and using statistical 

data in order to support the decision making.  

 You are able to work as a member of a team in a simulated business competition and make 

entrepreneurial decisions when pressed for time and having incomplete information. 

Prerequisites and co-requisites 

The first, second and third year business studies must be at least partially completed. 

Course contents 

How does an enterprise operate, and what are the economic interrelations of different activities?  

How to plan, budget, implement and analyse the activities of an enterprise?  

How do the competitors behave and how do the decisions of competitors influence the decision-making 

of the enterprise? 

Mode of delivery 

60% Face-to-face, 40% Distance learning  

Recommended or required reading 

Course material in Learn. 

Assessment methods and criteria 

Game success 20%  

Game team analysis reporting during game 80% 

Exam schedule 

Team work. No individual exam. 

 

 

  



International selling IB00CP32-3004  
 

Learning outcomes of the course 

You are able to 

 distinguish the various phases of the selling process in b-to-b setting 

 apply various selling techniques in sales negotiations 

 negotiate successfully with an international customer  

 determine the appropriate models, methods, digital tools and techniques, in sales and sales 

planning 

 negotiate in selected countries 

Prerequisites and co-requisites 

Customer oriented marketing 5 ECTS credits  

Customer insight and customer service 5 ECTS credits 

Course contents 

 What is international selling?  

 How is organisational buying behavior explained?  

 What kind of sales process and technological applications exit in international selling?  

 What personal selling skills are required and how can they be developed?  

 How to sell in selected countries? 

 

Mode of delivery 

60% Face-to-face, 40% Distance learning  

Recommended or required reading 

Course material in Learn 

Assessment methods and criteria 

Attendance and active participation, course assignment and presentation 

Content periodicity 

Personal selling skills - the characteristics of effective sales professionals 

Key responsibilities and tasks of salesperson 

The role of selling in marketing 

B2B vs B2C selling - consumer vs organizational buying behavior 

Sales contracts and legal remedies 

The selling process 

Selling tactics - upselling/cross-selling 



The buying process & buyer behavior in international context 

Negotiation - basic terms and techniques 

Sales negotiations role play scenarios and simulations 

The Strategic/Consultative selling model; the consultative sales approach 

Planned learning activities and teaching methods 

Scheduled track: 

Active participation in the contact sessions, exercises and assignments and exams. 

 

Independent track: 

Study material exam. 

 

Blended track: 

No blended track offered. 

 

 

  



Customer relationship management IB00CP33-3004  
 

Learning outcomes of the course 

You are able to 

 describe the scope of Customer Relationship Management (CRM) from both strategic as well as 

operational perspective 

 explain the importance of key customers and CRM as a value-creating business process  

 can collect and analyse the deep customer insight and understand the meaning of it to the 

business  

 can describe, analyse and develop the profitable business model based on customer insight  

 have basic skills in how to use CRM programs 

Prerequisites and co-requisites 

Customer oriented marketing 5 ECTS credits  

Customer insight and customer service 5 ECTS credits 

Course contents 

 What is customer relationship management as a strategic management philosophy and as a key 

business process? 

 What are the principles of Key account management?  

 What is customer insight and what are the main data collection methods? 

 How to use available CRM software programs in practice? 

 

Mode of delivery 

Face-to-face  

Recommended or required reading 

Any elementary textbooks related to strategic aspects of CRM can act as preliminary background for the 

course. Some suggested resources are as follows: 

 Assigned readings separated by topics 

 Selected chapters from the following source materials to further your understanding (only most 

important are mentioned)  

 Baran, R. J. & Galka, R. J., 2013. CRM: The Foundation of Contemporary Marketing Strategy. First 

ed. New York: Routledge. 

 Buttle, F., 2009. Customer Relationship Management: Concepts and Technologies. Second ed. 

Oxford: Elsevier Ltd. 

 Peppers, D. & Rogers, M., 2004. Managing Customer Relationships: A Strategic Framework. 

Hoboken, New Jersey: John Wiley & Sons, Inc. 



 

Planned learning activities and teaching methods 

At the end of the study unit, students should be able to: 

 Comprehend the scope of CRM  

 Define metrics to identify key customers of the company 

 Relate CRM and business performance  

 Devise relationship strategies to maximize CLV throughout the customer life cycle  

 Plan portfolio specific relationship strategies 

 Identify organizational changes required to manage customer relationships in a digital economy 

 

Exam schedule 

 There will be approximately 5 tutorial assignments each worth 10% that the student must 

complete after the end of study themes.  

 At the end, there will be an additional online quiz worth 50% possibly on 16/4. It is essential to 

complete all the tasks and obtain at least half points from each of the assignments in order to 

pass.  

 The details regarding course tasks will be handed out as the course progresses.  

 Some preliminary information regarding tasks is already provided in the course page and 

attached document in Learn. 

 

  



Information systems in SCM IB00CP40-3004  
 

Learning outcomes of the course 

You are able to: 

 know and appreciate that strategic thinking is important for developing appropriate supply 

chain strategies that enhance competitive performance 

 appreciate the challenges of creating a lean supply chain 

 recognise that managing inventories is both a strategic and an operational issue  

 explore the link between demand and supply planning 

 recognise how lean, adaptive and demand driven supply networks are enabled through IT 

Prerequisites and co-requisites 

Supply chain management 5 ECTS credits 

Course contents 

 How to recognise different opportunities for time compression in the supply chain and build 

more agile supply chains?  

 Why are lean and Six Sigma integral parts of supply chain management?  

 What are the financial and strategic impacts of managing inventory more effectively?  

 What are the roles of demand forecasting, demand management and Sales & Operations 

Planning in the supply chain?  

 What are the impacts of new technologies and innovation upon supply chain strategies? 

 

 

Mode of delivery 

Face-to-face  

 

Recommended or required reading 

The lecture notes in the course page summarize key information from various sources. Reviewing those 

and completing assigned tasks must be enough to achieve the learning objectives. Since the course deals 

with eclectic problems, there is no definite course literature. However, any elementary textbook related 

to supply chain management generally consists of few chapters on information technology systems. 

Planned learning activities and teaching methods 

 At the end of the study unit, the student is able to: 

 

· Identify the information flow and key types of information requirements in the supply chain 



 

· Understand why collaboration and information visibility is required in the supply chain 

 

· Understand the importance of information and information technology in a supply chain. 

 

· Describe and differentiate among contemporary supply chain information technologies. 

 

· Gather, Interpret and apply supply chain information in key business decision making 

Exam schedule 

The maximum number of points for the course is 100, broken down as follows: 

 Part I (50% of the final grade)  

Student is asked to read the tutorials and complete the related tasks and quizzes sequentially 

(individually). The quizzes will cover the material covered before the quiz date (inclusive). 

 Part II (50 % of the final grade)  

 

 

 

 

 

  



Technological business solutions IB00CP41-3004  
 

Learning outcomes of the course 

You are able to 

 describe the specific concepts and strategic advantages of e-commerce  

 outline the e-commerce demands of consumers 

 plan an e-commerce store 

 understand the Enterprise Resource Planning (ERP) system 

Prerequisites and co-requisites 

Supply chain management 5 ECTS credits 

Course contents 

 How are the digital environment of online store and technological tools utilised?  

 What are the principles of online stores and how can mobile applications be used?  

 What are the main strategies in e-commerce? 

 How to use ERP? 

 

Mode of delivery 

Face-to-face  

Recommended or required reading 

The lecture notes in the course page summarize key information from various sources. Regular 

attendance in classes and completing assigned tasks must be enough to achieve the learning objectives. 

Since the course deals with eclectic problems, there is no definite course literature. The basics of several 

problem specifications will be dealt during lecture hours. However, any elementary textbook related to 

quantitative business methods or operations management can work as preliminary background for the 

course. Some suggested textbooks are as follows: 

 

· Krajewski, L. J., Malhotra, M. K. & Ritzman, L. P., 2012. Operations Management: Processes and Supply 

Chains. Ninth Ed. New Jersey: Prentice Hall 

· Waters, D., 2011. Quantitative Methods for Business. Fifth ed. Harlow: Pearson. 

 

Planned learning activities and teaching methods 

The objective of the course is to learn quantitative modelling with the help of appropriate information 

systems packages (e.g. Excel, SPSS). The ranges of problems explored are relevant to supply chain and 

operations management in general. More precisely, the learning objectives are to: 

 



· Identify operational issues amenable to quantitative modelling 

· Explain theoretical principles behind the problems and models 

· Differentiate analytical versus simulated techniques 

· Use appropriate tools to obtain solutions for specified problems 

· Interpret results and apply in business decision making 

Exam schedule 

The maximum number of points for the course is 100, broken down as follows: 

 

· Final quiz done individually and implemented in the course page (50%) 

· Five tasks done individually or in groups (50%) 

· Attendance, bonus (10%) 

 

  



Sustainable supply chain planning IB00CP42-3004  
 

Learning outcomes of the course 

You are able to:  

 explain TBL approach and how sustainability decisions involve trade-offs  

 analyse enablers and detractors of sustainable SCM planning  

 identify both strategic and operational means to improve sustainability across the supply chain  

 use LCA thinking and EMS systems to improve environmental performance of SCM  

 utilise sustainability metrics to improve sustainability planning 

Prerequisites and co-requisites 

 Supply chain management 5 ECTS credits  

 Global sourcing 5 ECTS credits  

 Supplier relationship management 5 ECTS credits 

Course contents 

 What are the challenges to sustainability posed by the tragedy of the commons?  

 What are the regulative demands to improve supply chain performance?  

 How can sustainability be achieved in different SCM operations such as sourcing, freight 

transport, logistics facilities, product design, production, packaging and delivery?  

 What are the key organisational issues in implementing sustainability initiatives?  

 How can incentives be aligned with SCM partners for successful sustainability efforts?  

 How can existing performance metrics be modified to improve sustainability planning? 

 

Mode of delivery 

Face-to-face  

 

 

 

 


