DEPARTMENT OF MANAGEMENT
COLLEGE OF BUSINESS, ILLINOIS STATE UNIVERSITY
MGT 350 (Section 001) Fall 2025 
INTERNATIONAL MANAGEMENT
COURSE INFORMATION
Professor:                 Dr. Mona Bahl
Course No:               MGT 350; Section 01
Course Title:            International Management
Prerequisites:           MGT 227
Credit Hours:           3.0
Time and Location:  MW 11:00 am – 12:15 pm (SFHB 132)
INSTRUCTOR INFORMATION
E-mail:                     mbahl@ilstu.edu
Web Location:         https://business.illinoisstate.edu/management/faculty_staff/bahl.shtml
[bookmark: _Hlk28037004]Office Hours:           MW Online 12.45 pm – 1.45 pm & by appointment only. 
Office Hours Zoom Link - 
https://illinoisstate.zoom.us/j/82317764634?pwd=iIrUpTnFsHgFbUibbzB5FHqUWhm6yr.1

RESOURCES / MATERIALS
Course pack (including simulations): Download from Harvard Business School Publishing via the following link: https://hbsp.harvard.edu/import/1305023 
Cases for Presentation and Report: Cases will be provided by the instructor on CANVAS.
Other materials: The Wall Street Journal, Bloomberg Business Week, or other business articles as suggested by the instructor.		
COURSE DESCRIPTION
Business is experiencing an increasing trend of internationalization of products and services.  From a strategic perspective, this trend requires firms to operate beyond their national boundaries to remain competitive.   Hence, there exists a need for managers to be able to deal with unfamiliar competitors and also understand the intricacies of conducting business in foreign markets across industries.  This course will focus on the management of enterprises whose interests and activities extend across national boundaries either by choice or competitive necessity.  A key focus of this course is to expose students to global strategy and to develop an appreciation of the issues and challenges which managers often confront when operating internationally.  Given that other international courses deal with strategic decision making to some degree, you should expect some overlaps of topic and content with INB 225, MGT 349, MGT 385 and MKT 350 for sure and potentially other courses as well to a lesser degree.
Learning Goals
By the end of this course, students will…
1. Analyze and evaluate the factors that influence globalization. 
2. Understand the process of development and implementation of a global strategy
3. Comprehend the challenges of deciding where and when to internationalize
4. Recognize key differences in business and operational practices of other countries.
5. Engage in critical thinking and communicate your thoughts with clarity
6. Think beyond current situations to anticipate opportunities and challenges in global business settings.
COURSE REQUIREMENTS
Mini Case Report (Pairs): Each student pair (2 students) will submit 2 (two) mini case reports at the scheduled date and time. You may partner with only one other student for this assignment. No more than two students are allowed to work on each case report. The goal of this assignment is to test your understanding and application of the concepts learnt in the chapters. Details of this assignment will be provided on CANVAS.
Simulation (Team-based): Each team will complete 2 simulations during the semester. It is an experiential learning activity, whereby each team will make decision related to business operations of a firm in a business simulation. The deliverable is a team report on the key strategies implemented and the results achieved by each team. 
Mini Case Presentations (Team-based): Each team will analyze 2 cases and present in class at the scheduled date and time. The goal of this assignment is to test your understanding and application of the concepts learnt in the chapters. The deliverable is a Team Presentation. You are required to submit slides on CANVAS. Changes cannot be made to slides after submission. Late submission will not be accepted. Detailed guidelines will be made available in the Assignments Link on CANVAS.
Dress code: You are required to dress in business professional attire (business casuals is fine) for the presentations (pajamas, jeans, shorts, active wear, flip-flops, sneakers caps are not considered business professional attire). 
Professional Presentation: Present in a formal manner as you would do in real world business environment, divide time so that all group members get sufficient time to talk, be ready to provide convincing answers during the Q&A session following the presentation.
Managing Team Conflict: What do we do about a non-contributing / non-responding member? 
i) If and only if a team member has been completely unresponsive to all members of the team, please notify me ASAP.
ii) Do not mention their name in the cover page of the team deliverable. If you exclude the name of a team member without notifying me first, I will not consider such exclusion and assign team grade to that member.
Class Attendance and Participation (Individal): Regular attendance is essential for your success. Each student is expected to attend and contribute to every class session in a civil and constructive manner. Class participation will be evaluated through: 
a) Attendance (60 points),
b) “Today I learnt ….” notes – complete any 12 for 15 points each (12 x 15= 180 points).
c) Interaction, discussion, and any class activity(s) assigned by the instructor (160 points).
[Tentative distribution of points: Attendance=15%; Discussion & Assignments =85%].
GRADING POLICIES
	Assignment					      Individual	          Team-Related	
Mini Case Study Presentation							        20%
(2 x 100 =200 points)	
Simulation (2x 100 =200 points)				 		        20%
Class Participation (400 points)				40%
Mini Case Study Report					20%		
(2x 100 pts.= 200 pts.)
Total Points: 1000 points (100%)				60%		        40%
ADDITIONAL INFORMATION
I expect you to conduct yourself (i.e., think, talk, and behave) in a professional manner for the in-class and/ or the online classroom. This means that you will (1) be prepared for each class meeting, (2) participate actively in class discussions, (3) complete and submit assignments in a timely fashion, (and 4) respect others’ points of view in the classroom, as well as respect each person in the classroom. All cell phones and other electronic devices should be kept on silent during the class. Should you need to take a call, step outside, and return with no / minimum distractions.
Professional Behavior: All students in this course are expected to be familiar with the "College of Business Standards of Professional Behavior and Ethical Conduct available in the following link: (https://business.illinoisstate.edu/downloads/about/Standards%20of%20Professional%20Behavior.pdf ) 
Inappropriate behavior, such as rudeness, verbal or written malicious and defamatory comments, cursing, yelling, or other threatening and/or intimidating behavior, either during lectures or outside of lectures, to either the Professor or office personnel, will result in an F in the class and additional academic, administrative, or legal penalties as permitted under the University policies and procedures and Illinois State law. 
E-Mail etiquette: Please send your e-mail using your ULID (please do not mention your numerical University ID). In the subject line, remember to mention MGT 350-01. 
Schedule: Our planning for the semester is shown in the course calendar below. The calendar serves as a tentative schedule. The instructor reserves the right to modify the requirements and policies stated in this syllabus if deemed necessary. 	
Diversity Statement
“ISU remains committed to creating and maintaining a working, learning and living environment that is welcoming, supportive, respectful, inclusive, diverse and free from discrimination and harassment.” For more information and resources related to diversity and inclusion at ISU, please see the following link: https://studentaffairs.illinoisstate.edu/who/diversity/.
Late for or Absent from Lectures. It is your responsibility to get the notes and to check the class web site for the content in case you miss a class. 
Cheating and plagiarism. Cheating and plagiarism will result in an F in the course and will be reported to the Office of Student Conduct and conflict resolution. Cheating or plagiarism of any kind is not acceptable. This applies to work on all class assignments. Examples of Plagiarism in this class are, yet not restricted to (a) using other people’s work and/or ideas without giving them credit for it, (b) using past exams on course hero, study blue etc., (c) copying material from online sources without referencing or paraphrasing etc. 
Incomplete Grade: The student should see the ISU catalog for conditions pertaining to grade "I". https://illinoisstate.edu/catalog/undergraduate/academic-practices-policies/grading-system/
Withdrawal Policy: Each student is expected to know the University Withdrawal policy, see Academic Policies and Practices at https://registrar.illinoisstate.edu/registration/deadlines/.


	FALL 2025 COURSE CALENDAR

	WEEK
	MO.
	DATE
	TOPIC
	ASSIGNMENT

	1
	Aug
	Mon. 18
	Introduction 
	· Syllabus & Introductions  

	
	
	Wed. 20

	Topic 1: From Strategy to Global Strategy
Case 1: Netflix's Global Expansion

	· Read Case 1 before class.
· In class case discussion.
· Complete “Today I Learnt …” assignment after class.
· Team Formations Finalized by Aug. 22nd.

	2
	
	Mon. 25
	Topic 2: Cultural 
& Institutional Context 
Case 2: IKEA India: Expanding to Success
	· Read Case 2 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	
	
	Wed. 27

	Case 3: Wal-Mart in Europe
	· Read Case 3 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	3
	Sep
	Mon. 01
	LABOR DAY – NO CLASS

	
	
	Wed. 03
	Topic 3: Global Value Chain
Case 4: Uniqlo: A Supply Chain Going Global 

	· Read Case 4 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class. 

	4
	
	Mon. 8
	Topic 4: Mode of Entry
Case 5: Costco Wholesale Corporation 
	· Read Case 5 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	
	
	Wed. 10

	Topic 5: Diversification & MNE Strategies
Case 6: Uber: Competing Globally
	· Read Case 6 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class. 
· Submit Mini Case Report 1 by Sunday Sept 14, 2025.

	5
	
	Mon. 15
	Case 7: IKEA

	· Read Case 7 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	
	
	Wed. 17

	Topic 6: MNE Strategies, Structure & Global Learning
Case 8: Johnson & Johnson's Choice of Regional Headquarters 
	· Read Case 8 before class.
· In class case discussion.
· Complete “Today I Learnt …” assignment after class.

	6
	
	Mon. 22
	Presentation Prep Day

	
	
	Wed. 24
	Mini Case Presentation 1
	· Submit Slides on CANVAS on Sept. 23.

	7
	
	Mon. 29
	Coffee Shop Inc. Simulation
	- Teams start making decisions on simulation.

	
	Oct.
	Wed. 01
	Coffee Shop Inc. Simulation 
	· Teams continue making decisions on simulation.

	8
	
	Mon. 06
	Coffee Shop Inc Simulation 
	· Teams make decisions in simulation
· Teams submit Report on CANVAS by Tuesday, Oct. 07.



	FALL 2025 COURSE CALENDAR

	WEEK
	MO.
	DATE
	TOPIC
	ASSIGNMENT

	
	
	Wed. 08
	Topic 7: Global Alliances & M&A
Case 9: Fiat-Chrysler Alliance
	· Read Case 9 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	9
	
	Mon. 13
	Case 10: Nippon Steel: Acquiring an Iconic American Steelmaker
	· Read Case 10 before class.
· In class case discussion.
· Complete “Today I Learnt …” assignment after class.

	
	
	Wed. 15
	Topic 8: Competing in Emerging Markets
Case 11: Coffee Wars: Luckin vs. Starbucks
	· Read Case 11 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	10
	
	Mon. 20
	Topic 9: Non-Market Strategy
Case 12: Maersk's Non-Market Strategy

	· Read Case 12 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	
	
	Wed. 22

	Topic 10: EMNE Strategies  
Case 13: Yushan Bicycles: Learning to Ride Abroad
	· Read Case 13 before class.
· In class case discussion.
· Complete “Today I Learnt …” assignment after class.

	11
	
	Mon. 27
	Market Entry Simulation
	· Market Entry Simulation Run

	
	
	Wed. 29
	Market Entry Simulation
	· Market Entry Simulation Run

	12
	Nov.
	Mon. 03
	Market Entry Simulation

	·  Market Entry Simulation Run
· Teams Submit Report on CANVAS by Sunday, Nov.9. 

	
	
	Wed. 05
	Topic 12: Base of Pyramid 
Case 14: Unilever Ethiopia's Shakti Initiative
	· Read Case 15 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	13
	
	Mon. 10
	Topic 13: Reverse Innovation 
Case 15: GE in India: Changing Healthcare 
	· Read Case 16 before class.
· In class case discussion.
· Complete “Today I Learnt …” assignment after class.

	
	
	Wed. 12
	Topic 14: Leading & Managing a Global Enterprise
Case 16: Toto Wolff & Formula One
	· Read Case 17 before class.
· In class case discussion.
· Complete “Today I Learnt…” assignment after class.

	14
	
	Mon. 17
	Case Prez. Prep Day
	

	
	
	Wed. 19
	Case Presentation 2
	· Submit Slides on CANVAS by Nov. 18

	15
	
	Mon. 24
	THANKSGIVING BREAK – NO CLASSES

	
	
	Wed. 26
	· 

	16
	Dec.
	Mon. 01
	 Report Preparation Day
	· No in Class Meeting

	
	
	Wed. 03

	 Report Preparation Day
	· Submit Mini Case Report 2 by Dec 03, 2025.


Finals week: Dec 8 – 12, 2025.


6

