MBA Electives
Spring 2011

Bus_Ad 8730 International Study Abroad (3 cr.)

Section 1 India: Visit five different cities including Jaipur, Bombay, Bangalore, and Hyderabad. Visit multiple
domestic Indian and world-class international companies.

Section 2 New Zealand/Australia: Spend 3 weeks learning about the New Zealand and Australian economies
and international business. Visit multiple international companies in New Zealand and Sydney, Australia.

Financ 7201-1 Topics: Financial Ethics (3 cr.) M/W, 12:30-1:45

The course comprises an intensive study of the CFA Institute Code of Ethics and Standards of Professional
Conduct and Global Investment Performance Standards. It also includes a review of corporate governance
issues.

Financ 7201-5 Topics: Angel Investing (3 cr.) M/W, 11:00-12:15

The mission of the Mizzou Student Angel Capital Program is to provide students with the opportunity to develop
angel and venture capital investment skills and strategies through hands on experience of investing in Missouri
companies.

Financ 7620 Investment Strategy of Warren Buffet (3 cr.) T/R, 2:00-3:15

Finance 7620 is designed to familiarize students with the investment philosophy of Warren Buffet, arguably the
most successful U.S. investor in recent memory. Buffett's criteria for evaluating potential acquisitions and
investments will be analyzed in detail. The first part of the course will provide students with the necessary tools to
analyze investments based upon Buffett’'s investment philosophy. In the second part of the course, most of class
time will be devoted to more detailed discussions on various equity valuation approaches, particularly those used
among practitioners, and their related issues. At the same time, these valuation techniques will be applied to
evaluate companies. Analysis and presentation of company evaluations will be required as a team project.
(Prerequisite: Financ 7420)

Financ 7820 Investment Fund Management (3 cr.) M/W, 2:00-4:00

The objective of this course is to provide practical investment analysis and investment experience. The principal
method for this course is learning by experience. Every student will analyze and present one stock to the group.
Graduate students will analyze a new security for potential investment in the fund.

Application required. Application is on Black Board under course documents. (Prerequisite: Financ 7420)

Financ 8001-1 The Economics of Transactions and Contracting (3 cr.) T/R, 12:30-1:45

This course will focus on analysis of the economic incentives underlying transaction relationships and of the
contract documents governing various kinds of transactions. The course combines theoretical and empirical
analyses of transactions. The course will introduce students to the fundamental economic concepts and theories
of contracting behavior, business organization, and legal institutions. In addition to studying the theoretical
framework of analysis, students will conduct comparative analyses of actual executed contracts from firms in a
variety of industries to identify differences in contract structures reflecting and creating different economic
incentives for similar types of transactions and to illustrate the roles legal and economic institutions have in
shaping the drafting of contract documents. (Prerequisite: Financ 7420)
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Financ 8350 Financial Statement Analysis | (1.5 cr.) F, 9:00- 11:30 (1°' 8 Weeks)

This course is designed for the user of financial accounting (students who have taken ACC4356 are advised to
enroll in FIN8352 instead). After successfully completing FIN8350, the student should possess greater skills in
interpreting and analyzing financial accounting information. Topics covered include the three major financial
statements and ratio analysis. Ethical issues are also considered. (Prerequisite: Financ 7420) First class
session will meet from 9:30-12:00pm.

Financ 8352 Financial Statement Analysis I (1.5 cr.) F, 9:00— 11:30 (2" 8 Weeks)

This course is designed to follow FIN8350 (or ACC4356). Students will apply analytical tools to corporate
financial statements in a case-based approach. After successfully completing FIN8352, the student should
possess greater skills in evaluating the performance of companies and assessing their values. Topics covered
include Reg FD, forensic accounting, segment data, and valuation models. (Prerequisite: Financ 7420)

Financ 8440 Financing Multinational Business (1.5 cr.) M/W, 8:00-9:15 (1°' 8 Weeks)

The title of this course probably should be International Financial Management. That is, the course focuses on
corporate finance in the international environment. We will examine the investment and financing decisions of
multinational firms, with emphasis on the measurement and management of exchange rate risk. (Prerequisite:
Financ 7420) We will also devote one to two weeks to international portfolio management, investigating the
benefits and costs of international diversification of financial assets from the point of view of the individual
investor. (Prerequisite: Financ 7420)

Financ 8530 Real Estate Portfolio Analysis (1.5 cr.) M/W, 12:30-1:45 (2" 8 Weeks)

Portfolio analysis applied to real estate investment including diversification, portfolio theory, and management of
real estate portfolios including real estate investment trusts (REITs). (Prerequisite: Financ 7420)

Financ 8560 Real Estate Securities Analysis (1.5 cr.) M/W, 12:30-1:45 (1°' 8 Weeks)

Analysis of real estate securities including in-depth financial statement analysis and valuation of real estate
investment trusts (REITs) and real estate operating companies (REOCs). (Prerequisite: Financ 7420)

Mangmt 8001-1 Topics: Utilizing the Best of Popular Business Literature (1.5 cr.) M/W 11:00-12:15
(1% 8 Weeks)

Popular business literature will be evaluated for its usefulness in making better decisions and improving the
likelihood of career success. Selections from a number of books, including Nudge, Made to Stick and Predictable
Irrationality, among others, will be used to examine issues such as the characteristics of poor decision making;
using critical thinking to overcome emotional responses; framing issues for maximum emotional impact and
positive resolution; the importance of choice architecture; accounting for low probability events; the impact of
choice influencers; applying the principles of emotional intelligence to leadership roles. Students will be expected
to be able to apply the concepts covered in this course to real-time situations as those reported in The Wall Street
Journal and The New York Times.

Mangmt 8001-2 Topics: Entrepreneurship and Media of the Future (3 cr.) Tuesdays 6:00-9:00pm
This is an interdisciplinary class that will join graduate students with entrepreneurs to develop business plans for
real businesses that we expect to launch at some point in the Summer and Fall of 2011 (of course, the course will

finish in May, but some students may have the opportunity to continue working on these business models after
the course has ended.)
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Mangmt 8360 Negotiations (3 cr.) T/R 9:30-10:45

Your salary. Departmental budgets. Terms of a merger. The cost of supplies. The price of a firm’s product.
Who's to audit the firm? Internal transfer prices. Who's to be “downsized”? Golden parachutes. All of these are
determined by negotiations. Negotiation is not a process reserved for a skilled diplomat or a used-car
salesperson; it is something every manager does -- must do -- daily. And how well it is done determines the
manager’s as well as the firm’s success.

While we acknowledge the importance of negotiation, most of us negotiate poorly and know little about the
process. To correct these deficiencies, this course -- M435, Negotiations -- will increase your negotiation skills
and give you an intellectual understanding of the central concepts of negotiation.

More specifically this course will:
¢ Allow you to experience many types of negotiations
e Force you to think about negotiations and allow you to understand them
o Alter your perception and conclusions about negotiations (for example, you'll learn that win-lose
solutions are usually the best)
o Make you a better negotiator and manager.

Mangmt 8400 Management Science Modeling (1.5 cr.) M/W 11:00-12:15 (2" 8 Weeks)

The course applies management science modeling procedures to organizational decision making. Topics of the
course include mathematical programming, queuing, and network models. This course stresses the managerial
point of view with analysis of problems and interpretation of computer solutions.

Mangmt 8410 Decision Making and Risk (1.5 cr.) T/R 2:00-3:15 (2" 8 Weeks)

This is the class in which to practice, perfect and extend your ability to solve problems and make decisions using
spreadsheets while coping with the ambiguity and uncertainty of real-world data and assumptions! The first
portion of the class focuses on solving problems from unstructured data and settings by using Excel and its basic
and extended formulas and tools. In addition to analysis, you will focus on managerial use and communication
of spreadsheet solutions for decision making, often enabled by your creation of scenarios, what-if analysis, and
goal seeking and sensitivity analysis. Error checking and validity measures for data will be practiced to avoid
human error in decisions. The second portion of the class will focus on decision analysis with decision trees and
on simulation as techniques to aid decision making and assist in the quantification of risk. Software add-ons to
Excel will be used to support analysis.

Mangmt 8510 Project Management (1.5 cr.) M/W, 8:00-9:15 (2" 8 Weeks)

Project Management has emerged as one of the hottest topics in the past ten years as professionals plan
important business initiatives and try to manage the costs associated with implementing new products and
services. This project management course will consist of practical concepts, techniques and methods necessary
to manage any kind of project.

Instructor explanations, class discussions, and assignments will prepare student teams to plan, design, and
assess an on-going student-defined semester project. The course will be organized around practical assignments
and in-class problem solving that directly relate to the end-of-semester project. One third of the course will be
organized around computer labs for learning how to use Microsoft Project software to plan and implement the
semester student team project. The course will also emphasize very practical and useful concepts, techniques,
and methods for planning and controlling the success of a project.

Students will emerge from the course being able to 1) consult on project planning and implementation, 2) assess
the claims by vendors (or 3" parties) that a project can be completed by a specific date (and budget), and 3)
assist management by planning and estimating when a proposed new project can be completed and assessing
the project’s progress (budget and time estimations). No prerequisites are necessary for this course.
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Mangmt 8560 Legal Strategies for Entrepreneurs (3 cr.) T/R 8:00-9:15

The study of how legal decisions affect a business organization of various transitional states of development, from
start up to going public. Designed for both MBA and Law students, who work together planning legal transitions
of a business. Prerequisites: graduate standing.

Mrktng 8001-1 Topics: Marketing Databases and SQL (3 cr.) T/R, 5:00-6:15

This course will take a user/analyst perspective to relational databases used in marketing applications. The
course will cover the fundamentals of relational databases including database concepts, table design, views,
normalization, and security. Students will learn the basics of database technology needed to effectively interact
with IT professionals. The maijority of the course will provide hands-on training of SQL (Structured Query
Language) on database tables and views to retrieve, change, join, filter, sort, group, and summarize data. A
working knowledge of SQL and its variations in popular database platforms will also be provided. Prerequisite:
MANGMT 7410.

Mrktng 8060 Competitive Marketing Strategy (1.5 cr.) M/W, 12:30-1:45 (15T 8 Weeks)

This course builds on the foundations of MRKTNG 7460 and MRKTNG 7470. The course focuses on competitive
games & marketing strategies, quantitative market intelligence-based design, execution, and adaptation of a
market-driven business strategy to improve a firm’s financial performance over time in a competitive environment.
The course uses a competitive, multi-period, marketing simulation game in which students are assigned to
manage one of several firms competing in an industry.

(Prerequisite: Mrktng 7470.) Students cannot receive credit for both MRKTNG 8050 and MRKTNG 8060.

Mrktng 8280 Research for Marketing Decisions (3 cr.) M/W 9:30-10:45

At the heart of the marketing concept lies the idea that we begin with the customer. Marketing research is that
function in the marketing process that allows this to happen. This course covers the procedures and techniques of
marketing research.

The course will be divided into four components: (a) extracting the research question from a marketing problem,
(b) designing a research project, (c) tolls and techniques of marketing research, and (d) using marketing research
findings.

The tone of the course will take the perspective of the marketing research manager about 60% of the time and
that of the brand manager about 40% of the time. Strong preparatory work in marketing, good analytical skills,
and attention to detail are typically the drivers of success in this course. The course is best suited for students
with an interest in careers in product management, consulting, marketing research, advertising, and market
analysis/intelligence. Prerequisite: Mrktng 7470 and Statistics

Mrktng 8350 Business-to-Business Marketing (1.5 cr.) M/W 12:30-1:45 (2" 8 Weeks)

This course provides students with a general understanding of the theory and practice of business-to-business
marketing management. This domain of marketing looks at business customers (mainly organizations) as
opposed to the traditional consumers or households. Typically, we would be dealing with customers such as
institutions (hospitals, colleges, etc.), and commercial enterprises (resellers, manufacturers, distributors, etc.).

Why should you consider taking this course? Quite simply, it's because a great majority (70%) of marketing
transactions actually fall into the b-to-b domain. After you graduate with an MBA, there is a very high likelihood
that you will eventually work for a firm (or own one!) that markets products and services to other businesses or
non-business organizations, rather than to the ultimate consumer. Thus, a sound training in b-to-b principles is
important.
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In this course, you will learn about important facets of today’s business enterprise such as Customer Relationship
Management (CRM), Supply Chain Management (SCM), JIT applications, Customer value and its
creation/delivery etc. The course is strongly oriented to the application of concepts to "real world" situations. | try
to accomplish this in two ways:

| bring one to two “short” but real business problems into the classroom. The company executives who have dealt
with the same or similar types of problems will be present in the class to provide the practitioner perspective. For
example, in the past we had executives from Merck (a pharmaceutical company) and Wallace (a printing
company) participates in our class.

| employ a Business Simulation Game to train the students in strategy making skills while working in a simulated,
yet realistic, b-to-b environment. The game (Managing Customers for Profits - used at Harvard Business School)
provides a live experience in management where teams must bear the consequences of their own decisions.
Prerequisite: Mrktng 7470

Mrktng 8520 Services Marketing (3 cr.) T/R 2:00-3:15

Services dominate the U.S. economy and are becoming critical competitive elements even in industries that have
historically focused on the production of physical goods. The Internet has enabled new services that can be
offered and customized for customers. Traditional service industries have been growing more important for
decades and today are a major source of export revenues for the U.S.

This course focuses on the unique challenges of managing services. Problems commonly encountered in
creating, marketing, and delivering services—such as inability to inventory, difficulty in synchronizing demand and
supply, difficulty in controlling quality—will be addressed, as will strategies to overcome these difficulties. We
supplement basic marketing and strategy courses by focusing on strategies specific to the marketing of services.
(Prerequisite: Mrktng 7470)

Mrktg 8680 Database Marketing (3 cr.) W 3:30-6:00

This is a challenging and quantitatively-oriented, hands-on course in which you will learn how to use customer
data to make data-based decisions about (1) marketing campaigns and (2) targeting of individual customers. In
our first few sessions you will gain a basic understanding of SAS. During the semester you will use SAS
extensively to process 1.0MM-1.5MM customer records and to analyze and report findings for a variety of
database marketing problems. You will learn about SAS and how to analyze data by doing it, not just reading
about it. There will be 13 collaborative homework assignments and 4 examinations, most of which will involve the
use of SAS. We will also review requisite statistical concepts so that your analytic conclusions and business
decisions based on those conclusions are valid. In the latter part of the course, you will learn how to develop
regression equations and how these equations. Prerequisites: (Mrkt 7470, SAS Training, Mgmt 7470)
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