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Objective

The objective of the course is to create insight into how companies can manage business relationships. A company’s ability to create trust-based and long-term business relationships with customers, suppliers and other types of organisations can be an important competitive advantage. 

Tuition

Lecturing, group work, case discussions and student presentations.

Assessment
Compulsory term paper, accomplished in groups.
Individual, written examination, 4 hours. Examination support: Dictionary. 
Contents

Understanding business markets

Development of relationships

The role and importance of the purchasing and supply function in business 

Supplier relationships and strategies

Management of customer portfolios and supplier portfolios

Relationships and customers

Management of business networks 
Strategy in relationships and networks

Management of local vs. global relationships and networks
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Collection of articles.
