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Module Aims:  
 
1. To provide the theoretical underpinning, knowledge and skills for students to engage in 

effective partnerships for business.  
2. To understand the social and professional context for effective networking and the 

development of partnerships and alliances.  

 



Expected Learning Outcomes: 
 
Knowledge and Understanding: 
 
At the end of this module, students will be able to: 
 
1. Critically evaluate how and why business-to-business relationships, networks 

partnerships and alliances are formed. 
2. Conceptually understand how to create value from networking, partnerships and 

alliances. 
3. Assess the significance of delivering joint projects that manage customer expectations, 

needs and requirements in the modern business environment. 
4. Critically evaluate the role of market and industry research within a partnership structure. 
 
Transferable/Key Skills and other attributes: 
 
Project management skills; 
Working in collaborative teams; 
Interpretation and evaluation of data; 
Effective problem solving and decision making; 
Effective communication – oral and written; 
Cognitive skills of critical thinking, analysis and synthesis. 
 

 
 
Assessment: please indicate the type(s) of assessment (e.g. examination, oral, coursework, 
project) and the weighting of each (%).  Details of indicative assessment tasks must be 
included. 
 
Assignment 1- Team project. Students are to work in teams of 5 or 6 and work together on a 
case study and a new product development (NPD) scenario whereby they plan and propose 
delivery of a NPD; identifying appropriate industry partnerships with which to supply the 
project with the right resources.  
 
Assignment 2- Report. Students work on their own business idea and apply network and 
supply chain theory to business practice; identifying the resource requirements of the new 
venture and the outputs expected from networks and supply chains. 
 
Assessment  Learning 

Outcomes 
to be met 

Type of 
assessment 

Weighting Duration (if 
exam) 

Word count 
(or 
equivalent if 
appropriate) 

1 
 

LO 1,3 Team Project 40%  2,000 

2 
 

LO 2, 4 Report 60%  2,000 

 



Learning and Teaching Strategies: 

 
Main theme lectures to introduce students to the underlying theoretical principles of the 
module, illustrated by contemporary examples with particular relevance to forming 
relationships, alliances and networks prior to and at the business start-up stage. Students will 
progress during tutorials to work as a team on a project and develop experience of controlling 
and managing project delivery with partners.  
 
For the second part of the module student will research theory of networks, partnerships and 
alliances and, apply this to their own business idea, supported by the course tutor and the 
recommended reading, journal articles and online e-learning support. Group tutorials 
encourage wider discussion of the lecture topics to develop an appreciation of the linkages 
between theory and real-life business to provide further depth of individual understanding. 

 

Syllabus outline: 

Business to business contexts 
Relationship marketing 
Networks and new venture creation 
Partnerships 
Alliances, mergers and acquisitions 
Supply Chains 
Joint business projects 
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