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Dr. Alok Chakrabarti is Distinguished Professor of Management and Industrial Engineering at New Jersey Institute of technology where he has served as the Founding Dean of the School of Management for eleven years. He is also a visiting professor at the Department of Industrial Engineering and Management at Helsinki University of Technology.  During 2001-03 Dr. Chakrabarti was  Sloan Foundation Fellow  at Massachusetts Institute of Technology where he studied the local innovation systems.

Dr. Chakrabarti is the Editor for E-Business at the IEEE Transactions on Engineering Management. He is an associate editor for International Journal of Strategic Change. He serves on the editorial boards of British Journal of Management, International Journal of Learning and Intellectual Capital.

Dr. Chakrabarti has published many articles and papers in journals in the US and Europe. In 2004, he received the research excellence award from the International Association for Management of Technology. His research and teaching interests are in strategic management of technology and management of health care services. He received his PhD from Northwestern University.

Objective:

The objective of the course is to review the various aspects of information technology and their impact on business. Our focus will be the strategic impact of information and communication technology on the business. You will learn about doing business globally as we will have cases about firms in different countries.

Pedagogical methods:

As a distance-learning course, much will depend on your motivation to keep up the reading and be punctual in submitting assignments. We will use electronic means to discuss the materials and you will be expected to participate in the discussions. 

Grading:

Grading will be based on the following:

30%
Written Case Analysis

· Cases are graded on a 10 point scale

· Project work will be a group project (grade is a group grade)

30%
Class Participation

· Comment on other team’s case analysis
· Comment on discussion questions
20%
Final Exam (also referred to as Final Project and Term Paper)

· Final project will be a group project

20%
Assignments

Tips for Case Analysis:

You will form groups 3 to 4 students in each group and submit written analysis of the cases on the scheduled date. The group formation should take place as soon as possible.  For the sake of class participation, you will comment on other group’s posted analysis.  In your analysis of cases, you should:

1. Focus on the key issues, salient points

2. Provide your analysis of the issues using the concepts from the course

3. Take a position and justify your position

4. You should also go beyond the facts and do some research to strengthen your analysis. You can and 

     should use the web and other resources to augment the information provided to you. 

5. Do not repeat the facts of the case. Refer to the fact to support your argument or point of view. You

    can reasonably assume that the reader of your analysis has also read the case and can refer to it.

6. A good analysis takes about 10 to 12 pages.

Final Exam:

The final exam will consist of a case of a particular company. In this assignment, you have to analyze how Internet technology has affected the company in terms of its operation. The areas to be examined are: 

1. Nature of the competition and how it has changed due to changes in technology 

2. Evolution of product lines

3. Behavior of its customers in terms of their expectations and preferences

4. Cost structure

5. Strategies followed by the company to keep pace with the technological developments

6. International aspects of the implications of technology

7. Government regulations: Changes and trends.

The above points are for general guidelines only.

Materials to be used in the class:

I have created a course area on the Harvard Business Online website where you can order the required materials for this course. 

Click on the link below to order the course materials.

http://harvardbusinessonline.hbsp.harvard.edu/relay.jhtml?name=cp&c=c96750 

If you have not registered with Harvard Business Online, you will be required to do so. This URL will provide you with a list of required materials for use in this course. The products are listed at the bottom of this email. 

Note that the products' format may differ; some may require that a hardcopy be shipped to you via air mail. The downloaded course materials are encrypted using SealedMedia. Use the following link to download the plug-in.

http://download.sealedmedia.com/unsealer/index.asp 

You will have immediate access to the materials upon placing your order, for subsequent access, you must login to http://harvardbusinessonline.org 

I hope you find this a convenient way to access your course materials. 

For technical assistance, please view the Quick Tips section or contact Harvard Business School Publishing at 1-800-810-8858 or 617-783-7700. They are open 8am-6pm Eastern Standard Time. They can also be reached at techhelp@hbsp.harvard.edu
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Schedule of Assignments:

.You go through these modules at your own pace.  Please post your questions, comments and related issues on webCT. You will be evaluated on your participation.  I have also provided the assignments of cases and the due dates for written analysis of these cases . Usually, good analysis takes 10 to 12 pages long. Use the tips that I have given you as guidelines for analyzing these cases.  You must follow the NJIT Honor code and testify that all work submitted is your own. 

	Case Assignments

(all cases are group projects)


	Due Dates

	General Electric
	18-Sept

	Catalyst Medical
	2=October

	Oracles vs Salesforce
	16-October

	WR Hambrecht
	30 October

	General Motors 
	13 November

	iTunes
	27 November

	PROJECT PROPOSAL 

You will be required to submit a written proposal for your final project.  The proposal is an opportunity for all of you to structure your thoughts about what you intend to do. That should help you proceed and have sufficient time. Otherwise, the semester will fly by and students struggle during last two weeks to write a project report.  I would expect a two-page proposal, the longer the better as you will think more and will be better prepared. This will only help in the end. What I consider an absolutely bad proposal is a one-line statement of some of sort of intent.  Since you have worked in industry, you know what a proposal is.


	20 October

	FINAL PROJECT
	10 December


	MODULE
	LECTURE
	CONTENT

	
	
	

	STRATEGIC ISSUES
	1
	Impact of information and communication technolgy on business process. Reference Don Tapscott, "Digital Economy".

	
	2
	Themes in digital economy deals with the various issues, challenges and opportunities. 

	
	
	

	VALUE CREATION AND BUSINESS MODELS
	3
	Digital value discusses the value creation in the e-business environment.

	
	4
	Business models for e-business

	
	
	

	SUCCESS FACTORS
	5
	Deadly sins talk about the problems in the e-business.

	
	6
	Relational capital talks about the value of building relationship in the digital age.

	CUSTOMER RELATIONSHIP MANAGEMENT
	7
	Customer relationship management

	
	8
	Succes factors in CRM

	SUPPLY CHAIN MANAGEMENT
	9
	Supply chain management

	
	10
	Closed loop supply chain

	
	11
	Demand management

	Payment systems
	12
	Payment systems

	
	
	

	Outsourcing
	13
	Business Process Outsourcing

	
	
	

	Digital Rights Management
	14
	Digital IPR deals with the issues related with the intellectual property issues.

	
	
	

	Global issues 
	15
	Global perspectives in E-Business

	
	16
	Alliance formation and evolution

	Information ownership and control
	17
	Legal and ethical issues related to information 
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