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[bookmark: _Toc265004016]1: Introduction
This curriculum for AP Degree in Commerce Management is prepared jointly by the academies, which have approval to offer the degree. Such cooperation shall ensure that the graduates acquire the knowledge, skills and competencies of professional academy level, as described in the Qualification Framework for higher education (see attachment of accreditation and approval of academic education and PBA bachelor programs, etc.)
In addition the common curriculum should ensure that students in study or institutional shift are credited the completed subjects and can complete the education.

Each institution may, when justified by exceptional circumstances, make exceptions from the rules in the curriculum, which is solely determined by the academy.
This curriculum is designed to give the students an overall orientation on education content and the rules with regards to admission, implementation and evaluation, etc. The rules are also described in the attachments 
The curriculum and the academic regulations are not to stand alone, but complemented by other education and institution-specific rules and guidelines, for example exam regulations, guidance in project writing, thesis and internships etc.
[bookmark: _Toc265004017]
2: Curriculum structure and content

[bookmark: _Toc265004018]2.1 The curriculum structure

This curriculum is in accordance with the guidelines of the academic and professional education divided into: 

- a common part, which applies to all academies, which are approved to offer education
- an institution-specific part that specifies institution-specific guidelines and requirements. Portion thereof may be prepared jointly by the academies offering the education

[bookmark: _Toc265004019]2.2 The curriculum content

This curriculum has been prepared according to the guidelines on academic degrees and Bachelor Studies - BEK No. 636 of 29.06.2009 and on academic education in commerce (Commerce Economist AK) - BEK nr 698 of 03/07/2009.

In addition, the following regulations and laws apply:

· Notice of accreditation and certification of  academy education and professional education - BEK nr 684 of 27/06/2008

· Decree amending the Decree on accreditation and licensing arrangements of academic education and professional education - BEK nr 691 of 30/06/2009.

· Notice of access, enrollment and leave etc. by some higher education - BEK nr 106 of 09/02/2009

· Amendment of the notice of access, enrollment and leave etc. for certain higher education - BEK nr 432 of 02/06/2009
· Amendment of the notice of access, enrollment and leave etc. for certain higher education - BEK No. 571 of 22 June 2009

· Notice of tests and exams in education - BEK nr 782 of 17/08/2009.
· Notice of grading and other assessments - BEK No. 262 of 20 March, 2007
· Notice on quality and quality in academic  training - BEK No. 635 of 30 June, 2000
· Law No. 593 of 24 June, 2005 on transparency and openness in education, etc.
· Law No. 207 of 31 March 2008 on academic and professional education

For further information, please refer to the Ministry of Education website www.uvm.dk which contains all regulations and laws related to the education.
[bookmark: _Toc265004020]3. Common part of the program
 
The common part of the education describes the overall framework of the education, mandatory elements and exams.

The base of the education is commerce, profession and development, which implies that the education is based on new knowledge about key trends in the profession for which education is directed at, and new findings from the areas which are relevant to the education.
[bookmark: _Toc265004021]3.1 Purpose, extent and profile of the program
[bookmark: _Toc265004022]
3.1.1 Educational purposes

The purpose of the education is to qualify the graduate to successfully carry out work planning, organizing and implementing tasks in the departments of purchasing, sales or marketing within trading companies

[bookmark: _Toc265004023]3.1.2 Duration of program 

The education is a 2-year Academic Program 
The education is organized as a combination of lessons and practical work and is rated 120 ECTS equivalent to 2 years. 75 ECTS of the total program are conducted at the Academy, while the remaining 45 ECTS are carried out as practical education in an internship in one or more companies in Denmark or abroad.

The education must be completed no later than four years after enrolment. The institution may grant exception in unusual circumstances.
[bookmark: _Toc265004024]3.1.3 Graduates title

An AP Degree in Commerce Management gives the graduate the right to use the name AP Graduate in Commerce Management.

3.1.4 Students requisites 

- an education within retail, commerce, office or finance, with English C, Business Administration/ Mathematics D or
- an upper secondary education with English C or
- an education equal to the above combined with the approval of the institution with regards to the probability of completing the studies
An applicant may be given access on a basis other than the above described if the applicant in a prior learning assessment is estimated to have the appropriate professional skills, and that the applicant is assessed to be able to complete the education.

In order to approve the applicant, he or she must complete a qualification test, or through another form of individual assessment demonstrate the necessary qualifications.

In case the number of applicants for the program exceeds the limit of possible candidates, those of the academy agreed priority principles come into force. In assessing the suitability of a student he or she may be invited for an interview 

[bookmark: _Toc265004025]3.2 Content of the program

The AP Degree in Commerce Management consists of the following educational elements: 

- 45 ECTS: Educational elements in the core areas of the education (compulsory) 
- 45 ECTS: Paid internship
- 15 ECTS: Institution-specific educational elements
- 15 ECTS: Final exam

A total of 120 ECTS.

3.2.1 Educational elements in the core areas and paid internship - 90 ECTS

The education include the following core areas: 

- Communication
- The company
- Market and Society
- Commerce

The lessons and the internship have the following objectives for learning outcomes – divided into knowledge, skills and competencies:


Knowledge: 

The student must acquire knowledge of: 

- Global development in social and intercultural relations and types of communication relevant to national and international trade
- Strategic and economic organization within a company, leadership and key areas within commercial and company jurisdiction.
- Strategic options in purchasing, sales and marketing
- Entrepreneurship and the role of an entrepreneur

Skills:

The students must acquire skills in:

- Establishment and evaluation of business ideas, objectives and strategies and assessment of the company organization and development
- Evaluation of business operation issues, the company's accounts and preparation of the company's operating budgets
- Applying a logistical perspective on business and develop action plans for contents, including commercial jurisdiction
- Planning, development and implementation of market analysis and development of action plans in cooperation with a specific activity
- Conveying practical solutions in Danish and English in sales, purchasing and marketing

Competencies:

The student must acquire competencies in:

- Handling various features of significance for its purchasing, sales and marketing with an understanding of social and surrounding values in a global market
- Handling of practical projects and trade processes at the operational and tactical level
- Participation in the coordination and execution of communication tasks in an internationally oriented company
- Building knowledge networks and engage in knowledge sharing in relation to the business

[bookmark: _Toc265004026]3.2.2 Educational elements in the core areas of the education (compulsory) - 45 ECTS

In the practical organization of the program, the core areas of education are divided into subjects with their own learning goals. This is for the sake of the lateral aspect of teaching and optimization.

The following mandatory education elements are taught:

- 10 ECTS: Business economics
- 10 ECTS: Organization
- 5 ECTS: Business Law
- 10 ECTS: Sales, strategy and marketing
- 5 ECTS: Business Communications
- 5 ECTS: Purchasing and Logistics

3.2.2.1 Business economics

The lessons taught are equivalent to 10 ECTS.

Contents:

- Business Economics:
   - Economic issues related to operation
   - Basic price optimization
   - Understanding of different market types
 
- Accounting:
   - Financial analysis
   - Knowledge of current accounting legislation

- Budgeting:
   - Budgeting and budget models, including business plans

Targets for learning outcomes: 
  
Knowledge: 
  
The student must acquire knowledge of:

- Basic accounting principles and legislation 
- The cost structure 
- Corporate financial management areas 
- Different reporting and financial models 
- Establishment of the company's performance, balance sheet and cash budgets 
- Budget impact on the management of a business and economics of a project 
- Various market types and their influence on efficiency 
  
   
Skills:

The students must acquire skills in

- Assessment of  the operational economic issues 
- Cost-benefit considerations, taking into account its action parameters 
- Compilation, analysis and evaluation of the company's accounting 
- Development and analysis of various reporting and financial models 
- Establishment the company's income, balance sheet and cash budgets 
- Explanation of the implications of profit and liquidity budget by changes in budget assumptions 
- Simple cost optimization based on known market and cost expectations 
- Assessment of the economic potential of a project 
- The use of general operational IT tools 
  

Competencies: 
  
The student must acquire competencies in:

- Assessment of the economic consequences of actions at different levels within the company

3.2.2.2 Organization

Equivalent to 10 ECTS.

Contents:

- Personal development
   - Methods for development of personality
   - Methods for improving the effectiveness
- Organization
   - Analysis of the key elements of the organization and the external factors which        determine the organization's development
   - Assessment of the company's idea, goals and strategies
- Management
   - The management concept, managerial behavior and leadership roles
- Project Management 
   - Methods for project management
   - Project Leader Role

Targets for learning outcomes:

Knowledge 

The student must acquire knowledge of:

- Selected theories of personality, life stages, behaviors and habits 
- Personality tests and their application in different purposes 
- Methods for greater self-awareness and empathy 
- The role of the entrepreneur role, conditions and personal characteristics 
- Organizational theory, including systems theory and the relationship between organizational structures and coordinating principles 
- Motivation theories 
- How groups function and the optimization of group cooperation 
- The management concept, the Head of humanity, forms of management and leadership roles 
- Organizational culture concept 
- Management levels in the organization and allocation of responsibilities 
- Management processes, including decision-making models and strategic planning 
- Innovation and Organizational Development 
- Methods for project management 


Skills 

The student must acquire skills in: 

- Analysis and reflection on own values and needs on the basis of different personality theories 
- The use of personal analysis for self-reflection and decoding behavior 
- Development of a personal action plan with goals and values 
- Communication with empathy 
- Analysis and assessment of an organization's structure, culture and processes 
- Assessment of strategic options in relation to the internal and external situation 
- Reflection on own leadership, humanity and style 
- The use of project management tools 
- The use of motivational and group theory in the project and case work 

Competencies 

The student must acquire competencies in:

- Self-management and self development 
- Cooperation based on common values 
- Project-oriented work 

3.2.2.3 Business Law

Equivalent to 5 ECTS.

Contents:

- National and international sources of law and procedural law
- Rules for buying and selling as well as contractual laws
- Credit Insurance
- Basic Company Law

Targets for learning outcomes:

Knowledge

The student must acquire knowledge of:
- National and international sources of law as a mean of determining the applicable law
- Procedural law, allowing the identification of the tribunal to deal with a case and the conflict
- Rules for compensation outside of contract, product liability and insurance law
- Types of companies, company formation and liability


Skills

The student must acquire skills in:

- The use of national rules on procurement, including those on equality and the principles of freedom of contract
- Sale of Goods Act applied to purchases of furniture, especially the parties' obligations, default forms and remedies
- Application of the principles in the International Sale of Goods Act
- The use of the core marketing rules, including rules on fairness and prohibition of certain marketing efforts
- Application of the rules on credit protection, including rules on assignment and pledge and surety


Competencies

The student must acquire competencies in:

- Identifying legal issues and resolving these

3.2.2.4 Sales, Strategy and Marketing

Equivalent to 10 ECTS.

Contents:

- Sales:
   - Phases of the sale 
   - Sales Psychology
   - Customer Analysis
   - Personal selling and negotiation techniques
   - Presentation Technique

- Strategy and marketing
   - The company's internal affairs
   - General market
   - Competitive and supply conditions
   - Demand, market segmentation and target selection
   - Analysis of macro conditions
   - Market research, method and report-techniques 
   - General strategy models, including growth strategies
   - Corporate Action parameters
   - Action plans, implementation and monitoring of these.
   - Market Opportunities and Entrepreneurship

Targets for learning outcomes: 

Knowledge 

The student must acquire knowledge of:

- The company's strategic sales opportunities in marketing and sales, including knowledge of the distribution's influence on the company's strategic options 
- The strategic considerations of entrepreneurship in relation to emerging market opportunities, including an understanding of the importance of collaboration and networking.


Skills 

The student must acquire skills in:

- Planning and conduction of market analysis using simple desk and field research methods. Based on the analysis results the student should be able to: 
   - Identify the company's strategic situation 
   - Forecast demand 
   - Formulate market strategies 
   - Use its parameters  
   - Involve marketing tools for creating action plans and plans for controlling it 

- Use methods for generating ideas, creative problem solving and problem identification 
- Generate and understand descriptive statistics 
- Create a structured project in writing and implement verbal and/or visual presentations using appropriate methods for analysis and presentation. 

- Conduct business deals, analyze and evaluate customers and competitors 
- Implement the sales process on the basis of sales psychological stages from selection of a topic to the closing and follow-up 


Competencies 

The student must acquire competencies in:

- conducting an internal analysis of a company including micro and macro perspectives of the surroundings and the company´s overall strategies and opportunities for growth. 

3.2.2.5 Business Communications

Equivalent to 5 ECTS.

Contents:

- Cultural Analysis
- International communication forms
- Written and oral business English

Targets for learning outcomes:

Knowledge

The student must acquire knowledge of:

- Various countries' culture and values
- Global developments in intercultural relations and forms of communication primarily in English speaking countries
- Business practices and cultural issues related to international trade
- Oral and written grammatically correct language

Skills

The student must acquire skills in:

- The use of English in professional contexts in commerce and marketing
- The use of subject specific terminology, including the writing of letters, minutes, summaries, etc. in English
- Implementing a simple country-and cultural analysis


Competencies

The student must acquire competencies in:

- Participating in the coordination and execution of communication tasks in an internationally oriented company

3.2.2.6 Purchasing and Logistics

Equivalent to 5 ECTS.

Contents:

- Purchasing:
   - Purchase theory and strategy
   - The phases of a purchase
   - Search for suppliers, assessment and control
   - Procurement

- Logistics:
   - The company's incoming logistics and material supply needs
   - The connection between sales, production, material supply and procurement.
   - Stock Theory and costs, inventory management principles
   - Overall logistics management principles, eg. JIT, Kanban etc.
   - The company's outbound logistics

Targets for learning outcomes:

Knowledge

The student must acquire knowledge of:

- Purchasing and logistics impact on the company's strategic situation
- The quality and environmental aspects of the company's product and material supply
- How information technology can affect the company's logistical efficiency.


Skills

The student must acquire skills in:

- Bringing a logistical point of view on the purchase of goods and material supply, including developing and assessing logistics objectives and strategies
- Developing an action plan based on a logistic analysis involving aspects with regards to organization, quality and environment.
- Implementing the procurement process from procurement to final purchase and follow up
- Involvement of IT in connection with trading


Competencies

The student must acquire competencies in:

- Managing trading processes with an understanding of the logistical consequences

[bookmark: _Toc265004027]3.2.3 Paid internship - 45 ECTS

The purpose of the internship is to give the student professional competences in the purpose of the education and the taught core areas.

The internship takes place in 3rd semester and half of 4th semester. The student is thus able to ensure a good theoretical foundation in the first year before the paid internship begins. The internship is designed as a long uninterrupted progress so that the company can have sufficiently complex tasks completed, and the student can acquire a thorough immersion in professional practice. 

Targets for learning outcome:

Knowledge 

The student must acquire knowledge of:

- Business ideas, goals and strategies 
- The organization, management and economic situation of the company
- Societal and inter-cultural factors relevant to its trade 
- The logistics of the company, including management of procurement and sales functions 
- Contents of a specific job function within sale, purchase or promotion, as well as the function's interaction with its other functions 
- Building networks 


Skills 

The student must acquire skills in:

- Analysis and reflection on own ability to meet the goals of the action plan made for the internship 
- Reflection on professional and personal development during the internship 
- Development of new, future objectives for the current job function 
- Conveying problems and solutions in sales, purchasing or marketing within the internship company 
- Assessment of problems within business operations, logistics, commerce or marketing and develop proposals for action 


Competencies 

The student must acquire competencies in:

- Independently contest a job function within the specific area
- Handling practical issues and commercial projects at the operational and tactical level 
- Participation in the coordination and execution of communication tasks in business 
- Building networks and engage in knowledge sharing in relation to the business


For additional information on the internship see section 4.2 in the institutional specific part of the curriculum. 


[bookmark: _Toc265004028]3.3 Structure in the common part

The program is structured as mentioned above with 75 ECTS theoretical credits and 45 ECTS in a paid internship. The progress of the program is furthermore guaranteed by a series of institution-specific themes, projects and tests.


[bookmark: _Toc265004029]3.4 Examinations

The examinations of the program are defined under the rules on tests and examinations of the program, notice of grading and other evaluation criteria’s and the rules on academic and professional education.

The student must appear in 4 examinations, including the final exam, which is common to all accredited providers of the program. In addition, institution-specific mandatory tests, projects and other assignments are conveyed to ensure progression and acquisition of skills and competencies. See below under section 4

If a test / exam is not passed, the student may apply for a re-exam, but no more than 3 times for the same test / exam.

It is a prerequisite that the student has passed the mandatory projects / tests and other assignments to begin the next project or test. Likewise, all previous tests and mandatory projects should be passed in order to be start the final exam

Specific assessments plans which describe the requirements for obtaining a grade have been developed for all tests

[bookmark: _Toc265004030] 3.4.1 Examinations common to all academies

The 4 examinations that are common to all providers of the program are all individual and rated after a 7-point scale. The test must be passed with a minimum of 02

If an exam is not passed, the business academy rules of re-examination enters into force. By oral examination the re-examination will normally be held next time an oral examination takes place.  By multidisciplinary written exam an re-examination is held in the beginning of 3rd semester.

3.4.1.1 Multidisciplinary written exam – 1st  year test

Examinations  are held at the end of 2nd semester as a 6 hour written, multi-disciplinary test.

48 hours before the examination a case is presented to the examinees. The case can be discussed among the students, but the academy and the teachers cannot answer questions concerning the material.

At the beginning of the 6-hour written test a worksheet with questions based the case is provided.
 
The examination should include essential areas taught in the first and second semester. The test must demonstrate the student's ability to achieve the learning objectives provided for the 1st year of study.

Evaluation: The test is evaluated by an external examiner and a grade is given according to the 7-point scale. The test must be passed before the end of the student's 2nd year of study after study start, for the student to continue the program.

3.4.1.2 Specialty Examination

Examinations are held in the second half of 3rd semester.

The aspects being tested must lie broadly within the specialty selected and include elements from the compulsory core areas. The student must work with a specific problem from the internship company using theory and experience with the emphasis on the specialty. A written report should function as the basis for an oral examination.

The test must demonstrate the student's ability to identify, define and analyze a practical problem in the internship company. The student must also be able to develop and evaluate proposed solutions and the process of implementation.

Evaluation: The exam has a duration of 30 minutes, and an overall grade according to the 7-point scale is given. The written an oral part weight each by 50%
3.4.1.3 Oral exam – paid internship

Examinations are held in mid-4th semester.

The purpose of the oral exam is to test the ability of the student to reflect on the achievement of learning objectives in the internship. The student should be able to provide proof of relevant networks, and personal and professional development in the process of solving tasks. Against this background, the student must convey the final exam project including problem analysis process and the expected inclusion of tools.

The student must demonstrate skills in involving relevant tools from the taught areas and should argue for a professional, as well as personal plan to achieve the learning objectives in the remainder of the education.

The students should prepare a short report, which forms the basis for the oral exam.

Evaluation: The examination has a duration of 30 minutes and is carried out with internal censorship. An overall grade according to the 7-point scale is given, where the oral part weigh 80%.
3.4.1.4 The final exam 

The final exam completes the education by the end of 4th  semester. The exam includes both a written and an oral part. 

The purpose of this final thesis is that the student - on a methodical basis - demonstrates the ability to work with a practical issue in connection with a company. The subject of the thesis must be within the core areas of the education and include elements from the specialty section. 

The project should normally be based on the internship company, where the project normally would be a solution of a definite and specific issue. The project could also be of more business-oriented nature, if this is a wish from the company. 

The final thesis must be prepared individually and apply a scale of 50 pages. The problem formulation and title must be approved by a counselor appointed by the academy

The examination has a duration of 45 minutes. 

Evaluation:

This examination is carried out by an external examiner, and an overall rating for the written and oral part is given.

The grade is weighted as follows: 

The written part: 80% 
The oral part: 20% 

If the student does not pass the final exam, a new project based on an entirely new problem formulation is required.

[bookmark: _Toc265004031]3.4.2 Reexamination

If a student has been prevented from participating in an examination due to illness, the student can appear at the same examination in the same or next semester.

If the student has not passed an examination or fails to appear at an examination, the student must appear for a new examination in the same or subsequent semester. The student must apply for a re-examination no later than 14 days after the grading is reported. The application for exams is the student's own responsibility.
[bookmark: _Toc265004032]4.Institution-specific part of the program

The institution-specific part of the education contains specific program elements and description of a number of local rules for training, tests, participation in education and so on. Some sections may be prepared jointly by several institutions. 

[bookmark: _Toc265004033]4.1 Institution-specific elements - 15 ECTS 

The AP Degree in Commerce Management offers a number of educational elements, within particular specializations and perspectives related to the education core areas. Some are compulsory, while others may be optional in the individual institution. 
At the Business Copenhagen Niels Brock the following institution-specific components are offered:

 5 ECTS:  International Trade (mandatory) 
10 ECTS: Sales and sales management (optional)
10 ECTS: Purchasing and purchase management (optional) 
10 ECTS: Retail and Retail Management (optional) 

. 
[bookmark: _Toc265004034]4.1.1 International trade 

Equivalent to 5 ECTS, compulsory. 

Content:

Relevant economic indicators 
   - Unemployment  
   - Inflation 
   - The balance of payments 
   - Growth 
   - Conjunctional movements

- Political instruments
   - Conjunctional Policy including Monetary Policy, Fiscal Policy, Monetary Policy 
   - Structural Policy 
- Global Economy 
   - Importance of interest rates 
   - Trends in development
- International organizations 
   - WTO, EU, NAFTA, ASEAN, etc. 
   - Trade barriers / Customs
 
Measures of learning outcomes: 

Knowledge 

The student must acquire knowledge of:

- Business macro environment
- Relevant economic indicators
- Policy instruments that can be used to meet various political objectives 
- Trends in the global economy affecting sales of goods nationally and internationally 
- Relevant international organizations 
   - WTO, EU, NAFTA, ASEAN etc. 

- The importance of trade barriers for the marketing of products 
- Relevant information sources to identify the macroeconomic environment 

Skills 

The student must acquire skills in:

- Assessment of how changes in macro environment may affect the company's trading
- Evaluation of how different policies may affect the company's trading 
- Assessment of how trade barriers can affect the company 
- Assessment of how international trade organizations may affect the company 
- The use of statistical evidence about macro-economic conditions to assess development opportunities for the company 

Competencies 

The student must acquire competencies in:

- Planning and implementing an analysis of how the macro environment affects the company's trading 

[bookmark: _Toc265004035]

4.1.2 Sales and sales management 
See Annex I 

[bookmark: _Toc265004036]4.1.3 Purchasing and purchase Management 
See Annex I 

[bookmark: _Toc265004038]4.1.5 Retail and Retail Management 
See Annex I 

[bookmark: _Toc265004039]4.2 Institution-specific tests 

In addition to the previously mentioned examinations a number of institution-specific  projects and tests are established in order to continuously test the students' knowledge, skills and competencies. 

The purpose of the tests is to ensure that each student obtain the best possible insight into their own current professional skills after the first semester. 
A internal grade after the 7-point scale is given. If the semester examination consists of more tests, the students must pass with 02 on average. If the subtests are not passed on average, the student must apply for a reexamination

[bookmark: _Toc265004040]4.2.1 Semester test 

The semester test is an individual test at the end of the first semester. This is a written examination under exam-like conditions. 

[bookmark: _Toc265004041]4.2.2 Thesis Project 

The subject of the project must be within the student´s speciality. 
The project is based on a concrete, practical problem, which lies within the chosen specialty. Emphasis must be on the implementation. The problem formulation is either given or should be approved by the counselor.

Process: 
The process aims to show that the student can work project- and problem-oriented in a specific field of study with simultaneous involvement of relevant disciplines across the program. The final framework for the thesis project is based on the project, which is adapted to the possibilities within the specialty. 
The product and process are evaluated in an individual test by the end of the project. 

[bookmark: _Toc265004042]4.3 Possibilities to implement parts of the program abroad 

The AP degree in Commerce Management invites for and allows internships abroad. The student can also apply for permission and support to conduct program elements abroad, where the academy assess it would be appropriate in relation to the degree

[bookmark: _Toc265004043]4.4 Requirements for written assignments and projects 

Besides the above framework for projects and tests, Copenhagen Business  Niels Brock has the following requirements for written assignments: 

Compulsory assignments: 

The teacher(s) establish the requirements of the assignment. The assignments are 
individual, unless something differently expressly is agreed. The assignments can be discussed with fellow students, but they must clearly show that the answer is individually made. If the assignment is assessed to be non-approved, the teacher makes a new task. All assignments must be approved in order to participate in future tests. A grade and a comment is given on all assignments. 

Projects - generally 

The formal requirements for projects, including problem formulation, content and text size, etc. appear from the "Guide to written assignments" elaborated by the academy. All assignments must be passed in order to get to the interdisciplinary written exam. 

Projects - specifically 

A project paper containing goals, core areas, formalities and timetables for counseling and evaluation are elaborated in connection to all projects.

All projects made during the program must rely on a specific company. 

[bookmark: _Toc265004044]4.4.1 Bound conditions 

When a task or activity of the business academy called "a base condition", it means that the task / activity must be passed / approved as a basis for setting the exam. Bound conditions are beyond the required projects and exams and will be reflected in training current activity level. 
Examples of conventional assumptions are assignments and presentations and the participation-see in negotiation and salesmanship activities, company visits, seminars etc. 

[bookmark: _Toc265004045]4.5 Teaching and working-modes 

The program includes lessons in the practice of the relevant areas, applied theory and methodology and, when it is relevant, environmental problems, the interaction between different cultures and entrepreneurship. The teaching modes will develop the student's autonomy, interpersonal skills and ability to innovate. 
Relevant professional practice is widely perceived as issues in trade and service companies including trade in business to business market and retail trade. 
By choosing subjects, the lessons taught should include problems from different types of companies, focusing on the challenges that transition, development and internationalization bring. This ought to be included as well in the compulsory training elements as in the thesis process. 

In the lessons taught, work and learning methods which develop autonomy, interpersonal skills and ability to innovate, will be the cornerstone. Project work, counseling, workshops and fieldwork will be the most common work and learning forms. The students are involved in the planning of the program and are encouraged to team building, mutual learning and creative expression. 

By the start of the program a thorough introduction to the objectives and methods of the program and values on the business academy is given. Particular emphasis is placed on group work processes, personal development and rapid integration of business contacts in education. 

In the first semester a thorough introduction to the possibility of specialization is given, so the student can make an informed choice between the options offered by the academy. The introduction will include the involvement of practitioners in specialty areas, who will inform about the specific characteristics, requirements and opportunities within the business

The lessons taught in the various core elements are arranged in themes, so projects and tests during the theoretical course seems like a logical examination of the examined substance. This will appear from the activity plans of the academy

[bookmark: _Toc265004046]4.5.1 Projects 

The projects are designed to demonstrate the student's ability to work interdisciplinary and holistic, and to improve skills and competences to undertake identification, definition, analysis and salvation of problems within the study areas. 

Each project has a main objective, defined by the business academy, taking the theme into account. Problem formulation must be approved by the counselor on the project. In order to reach the target, counselors may choose to continually ask for parts of the project to be solved in order to reach the best possible solution of the project. This may include academic courses, company visits, group discussions, resolution of minor tasks, etc. 

Formalities 
Project scope is 15-25 pages. The projects will typically include a mandatory evaluation process. In addition, the project could include an English summary, which usually have a scope equivalent to 10% of the total project scope. 

For all projects a specific project guide is given as an introduction to the process. 

Opposition:

Some projects may include an opposition where the students will evaluate and oppose on each other's projects. An opposition will normally consist of:
The authors perspective of the project (10 min.) 
Review of the opponent (30 min.) 
Counselor´s evaluation of the project (5 min.) 

In evaluating projects with opposition the academic and methodological level, and the oral defense of the student own project is weighted by 80% while the written and oral criticism of another project is weighted by 20%. 

Evaluation:

The assessment may vary among project team members, if significant differences in performance are assessed
The mandatory projects and tests will be indicated by the diploma with the score passed. With reference to the project guide, an internal character based on the 7-point scale is also given.

If the project or test is assessed as not passed, the student must elaborate on the project or participate in a new test.. 

4.5.1.1.1. 1st Semester Project (company internally) 

The first project is based on a specific company that students choose in consultation with counselor. The project aims to give students a broad understanding and insight into a company's strategy, structure, culture and processes. Through contact with the company and theory, the students should aim at working with the concept of the company, where they should be able to analyze and evaluate its situation. 

The project must be constructed in methodical way and involve theories and models adapted to the selected type of company and the problem formulation approved by the counselor. 

Process: 

The purpose of the process is both to ensure an exercise in group working as in independently acquire knowledge about a given situation of a company. The student must learn to work problem and process oriented in order to see the connection between theory and practice, including the ability to work analytically and interdisciplinary. 
The process must also improve student´s skills in conflict resolution through reflection on their own behavior. A team leader is appointed for each group and continuous feedback on the groups is provided. Both process and product are assessed
. 
The semester project involves the disciplines of strategy, organization and management, economics and other relevant core elements from the first semester. 

4.5.1.2 2nd Semester Project (company externally) 

The second project is a continuation of the first semester project, where the focus now is the external factors that affect the behavior of the company. The project aims to improve the ability of the students to work independently on a selected issue in the areas of trade, market and society. A problem formulation is developed by the students in consultation with a counselor. 

Process: 

The process aims to enable the students to test their experience from the first semester project. Our goal is that students will continue in the same groups as in the first project. This time a new leader of the group is elected. Through learning by doing, it is intended that students should learn what good leadership is and what is required for good project management. 
Ongoing feedback is still provided, and the product and the process are evaluated when the project is completed. 
The 2nd semester project involves the disciplines of strategy and marketing, international trade, commercial law and other relevant core elements from the first and second semester. 

While working on the 2nd semester project the student should actively look for internship in a Danish or foreign company. The academy offers help in the preparation of applications and application methods including the use of networks. 

[bookmark: _Toc265004047]4.5.1 Guidelines for differentiated teaching

Niels Brock  has the following guidelines for differentiated teaching: 
The students are basically taught the same unless special agreements with the leader of the academy have been concluded
There may be a minor variation in the daily teaching in the form of feedback on presentations, project counseling etc. 
Help for homework, individual help and coaching may be given if needed.

[bookmark: _Toc265004048]4.5.2 Reading in English 

It is assumed that the student can read supplied texts in English, referring to the student requisite of level C in English. English texts may also be included at the exam. 

[bookmark: _Toc265004049]4.6 Terms for participation in the program


The rules  are as follows: 

Student Activity:
 
It is a prerequisite for being an active student that the student makes all the bound conditions and tests of the program and pass them.





[bookmark: _Toc265004050]
4.7 Implementation of internship

The purpose of the internship is to give the student professional skills in the aim of the program and in the specialty in particular. During the internship in a company the student qualifies to independently and critically, to plan, implement, organize and manage tasks in a company.
 
The internship should substantiate the student´s professional competences by relating the learned theory into practice. This should take place while there is a learning-related progression in relation to overall aim of the program. The progression is assured mainly through contact with the counselor, examinations and the final exam, which - as far as possible – is elaborated in relation to the company where the student has conducted his internship. 

The academy has an overall responsibility for the internship meeting the educational requirements and must therefore approve the internship company. The student seeks the internship through active efforts with guidance from the academy. The students are encouraged to begin the search early in the program. 

In cooperation with the student, the company develops a plan for internship, which must be approved by the academy. The student is thereafter, in cooperation with the company, responsible of keeping the plan. 

A training manual for the internship has been elaborated. The manual describes the facts and context of an internship including: 

- Length of the internship
- Responsibility of the academy and guidance for counseling
- Student´s expectations 
- Company expectations 
- Requirements for action plans and the development of logs
- Guidance for dialogue between the parties
- Contract and terms of employment
- Evaluation 

[bookmark: _Toc265004051]4.8 Rules on Credit and Credit Agreements 

The academy has an opportunity to give credit and has credit agreements with a number of educational institutions, as shown below. The student should contact the academy for current information, since new opportunities could have arisen 

[bookmark: _Toc265004052]4.8.1 Horizontal credits

The program is arranged so that the student after participating in the interdisciplinary written exam after the first years can be accredited this when changing to another academy
A written application together with the relevant documents must be sent to the academy, where the student wishes to join the program

The program also gives credit for a number of subjects in Academic Education. Credit might be given for the following modules under Academic Education:

- Marketing
- Organisation
- Concept Management in retail (by specializing in retail management) 
- Logistics 
- Sales Management (by specializing in sales management) 
- Purchasing (by specializing in purchasing and SCM) 
- Sales Technique (by specializing in sales management) 
- Specialty of the profile "International trading and marketing “
- Specialty of the profile "Retail"(by specializing in retail management) 
- Thesis of the profile" Retail "(by specializing in retail management)
- Thesis of the profile" International trade and marketing "(where the project is produced primarily in trade and marketing) 



[bookmark: _Toc265004053]4.8.2 Vertical Credit 

In Denmark, there are now a number of programs, where an AP graduate can acquire a professional education of 1.5 years. We suggest contacting your academy for more information on how and where to search information. We also refer to “Uddannelsesguiden” (Ministry of Education), and the university colleges. 

Further education can also be achieved abroad, where a professional education can lead to in international bachelor, which normally is a three-year course. 

Agreements are currently made with:
 
- Southhampton University, England (Business Academy Dania) 
- Harstad University College, Norway (Business Academy Dania) 
- University of Huddersfield, England (Business Academy Zealand) 

[bookmark: _Toc265004054]5 Rules for quality of program and curriculum 

The quality of thhe AP Degree in Commerce Management is ensured in accordance with BEK Order No. 635 of 30 June 2000. In the light of the above each Academy elaborates a plan of quality, evaluation and follow-up, which will also appear on the business academy´s website.




[bookmark: _Toc265004055]Annex 1 

Specializations at Copenhagen Bussines , Niels Brock

- Purchasing and Purchase Management 
- Sales and Sales Management 
- Retail and Retail Management 

Purchasing and Purchase Management 

Contents: 

- Supply Chain Management 
- Cultural Communications 
- Negotiating Technique 
- Purchasing Law and government purchasing
- IT and purchasing


Measures of learning outcomes: 

Knowledge 

The student must acquire knowledge of:

- The discipline of purchase and key concepts related hereto 
- The company's location and reliance on global supply chain 
- The interaction between purchase and the other actors in the value chain 
- Purchase and inventory management as a manner to compete
- Jurisdiction, International Sale of Goods Act (CISG) and Incoterms 
- Procurement rules for public purchasing
- Purchasing Management 


Skills

The student must acquire skills in:
- Planning and carrying out simple analysis of its location in the supply chain and the interaction between purchasing and the individual actors in the value chain 
- Participation in the selection of appropriate purchase strategies and tools, taking costs and supply into account
- Analyzing and presentation of purchasing data using Excel 
- Participation in the preparation of and carrying out negotiations with suppliers 
- Committing themselves in business contexts where various nationalities are involved
- Identifying differences between the Danish and International Sale of Goods Act and issues of jurisdiction and applicable law, or lack thereof in the company's international contracts 
- Participating in the election of incoterm-clause, preparation of tender documents  


Competencies 

The student must acquire competencies in:

- participation in the handling of the strategic, tactical and operational processes related to purchasing and stocking with regards to the company's supply chain 

Sales and Sales Management 

Contents: 

- Sales and negotiation techniques 
- Sales Management 
- Seller Motivation 
- Potential customers in sales
- Sales competitiveness 
- The economy of sales
- Organizational roles of sales 

Measures of learning outcomes: 

Knowledge 

The student must acquire knowledge of:

- the concept of sales and sales channels 
- The phases of sales within canvassing and customer sales care - including Key Account     Management and focus on value for the buyer 
- Sales planning - including sales strategy, assessment of customer and customer value for the company and appropriate marketing opportunities with B2B, B2C and B2S marketing
- motivation and management of the sales force from a management point of view  sales management motivation and leadership of selling power - including project management of the sales work 
- The economy of sales at customer and corporate level 

Skills

The student must acquire skills in:

- planning and carrying out most forms of commercial sales and sales management with a focus on the B2B market and the special factors in the sale of the B2C and B2S market 
- analyzing and assessment of the vendor's role and function in a sales team and sales organization 
- analyzing and evaluation of the roles of  different sales and marketing department and their function in relation to other business 
- The use of techniques for understanding, structuring and evaluate customer potential and 
appropriate actions 
- Development and evaluation of plans for the management of the sales force including routing, co-visits and feedback from the sales force
- Planning and conduction of sales force meetings and development of motivation plans for the same
- Analysis and assessment of the competitiveness and economy of a sale

Competencies 

The student must acquire competencies in:

- Participation in determining the sales strategy 
- Participation in the handling of sales management functions and implementing decisions 
- Handling of the planning, negotiation processes, termination, monitoring and evaluation of a sales visit


Retail and Retail Management 

Contents: 

- Basic definitions and concepts in retail management 
- Domestic and international retail trade development from a historical perspective
- The impact of IT on retail 
- Survey of retail structure on both the domestic and international markets 
- The possibilities and limits of different types of retail in a domestic and international market
- Adequate retail theories 
- Branded Manufacturers and Retailing 
- Concept development 
- The use of an appropriate concept development model - to be innovative 
- The use of an appropriate concept development model - to relaunch or to secure an existing plan for renewal 

Measures of learning outcomes: 

Knowledge 

The student must acquire knowledge of:

- Basic definitions and concepts in retailing 
- The impact of the domestic and international historic development on today's shop structure 
- The most important IT impacts and implications for both retailers and branded manufacturers 
- Opportunities and threats for various types of stores in the domestic and international market
- Opportunities and threats using various types of chain stores in the domestic and international market
- Coops in Denmark and other countries 
- Relevant theories of retail 
- How producers and retailers must work more professionally with such concept-building
- Cooperation between retailers and branded goods industry 
- The concept development model and the relationship between this study and other core elements of the program 

Skills

The student must acquire skills in:

- Analyzing and reflection on retailers development in structure 
- Analyzing and reflection on the historical trends on both the domestic and international market.
- Assessing the impact of new IT opportunities and threats for both retail and branded manufacturers 
- Assessing the opportunities and threats of various theoretical types of retailing, chains and concrete concepts on the domestic and international markets.
- Analyzing and reflection on development through appropriate retail theories 
- Developing proposals for future developments in store structure and chains 
- Assessing how a possible closer cooperation between retailers and branded suppliers may also turn an idea into a concrete concept, using all relevant stages of a given concept model 
- Renewing an existing concept by using a concept model 
- Including relevant theory from the mandatory core elements of the program into each step of the concept development model.
 
Competencies 

The student must acquire competencies in:

- Working professionally and timely with retailing as a producer or retailer 
- Participating in the development and construction of a new retail concept
- Participating and coordinating work related to concept renewal of an existing concept. 
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