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The fundamental concept of strategy and strategic management.

Strategic planning and formulation process.

Business strategy (competitive strategy/ competitive positioning and strategy)

Resource, competence, and competitive advantages.
Environmental and industry analysis.
Corporate strategy

Strategic alliances and cooperation strategy.8.
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Course goals:
1. To synthesize the knowledge gained in previous courses and to integrate the functional courses and

make business decisions that view the company as a whole.

2. To analyze business situations from the point of view of the practicing general manager.

3. To develop an understanding of fundamental concepts in strategic management.
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4. To obtain familiarity with tools of strategy analysis.

5. To develop the capability of applying the analytical techniques on strategic management to the real

business world.

Learning goals:

1. To understand the analytical framework of strategic formulation.

2. To apply the analytical framework to practice.
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1. Attendance is compulsory. Students are expected to attend each session of this course, arriving on
time.

2. Students who could not attend the first class may not be allowed to register in this course.

3. You will be failed to get the credit if you are ABSENT for THREE TIMES (included).

4. The use of laptop and smartphone is not allowed during the class unless the instructor asks for.

You will be regarded as “ABSENCE?” if you use laptop and smartphone during the class.

5. Switch voice-off for your cellular phones.

6. Students will have read the reading materials prior to the appropriate class in which it will be related
or discussed.

7. Students are expected to perform aggressive participation in each class discussion by arising
interesting questions, articulating positive critique, and giving feedback. In some occasions, the
instructor will make cold calls to ensure students’ efforts on the course.

8. Students are expected to perform collaborative participation in the group assignment.
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