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1. LEARNING OBJECTIVES 

- Understand the importance of Decision Support Systems. 

- Understand the reasoning inherent in the financial operations of interest calculation (simple and 

compound), capital equivalence, income and loan amortization. 

- Understand financial calculation techniques to support investment and financing decision 

making 

- Understand the importance of information management and measuring the results of actions in 

marketing management 

 

2. PROGRAMME 

1. Decision Support Tools 

1.1 Financial Tools 

 1.1.1 Concepts 

 1.1.2 Capitalization schemes 

 1.1.3 Income 

 1.1.4 Leasing 

 1.1.5 Loan Amortization 

 1.1.6 Criteria for evaluating profitability 

 1.2 Decision Theory 

1.2.1 Decision Environments 

1.2.2 Decision criteria 

2. Marketing Intelligence 

2.1 Concept and objectives 

2.2 The marketing intelligence cycle 

2.3 Information Management in Marketing 

2.3.1 Key concepts associated with CRM / eCRM / mCRM 

2.3.2 CRM implications for optimizing marketing strategies and actions 

2.3.3 CRM technologies and the foundation they support 

2.3.4 The role of the different CRM modules - operational, analytical and collaborative 
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2.3.5 Critical Success Factors for Effective CRM Project Development 

    2.4. Gathering information in Marketing 

2.4.1 Information Collection Platforms and Tools 

2.4.2 Methodologies for collecting information 

 2.4.3 Different techniques such as: questionnaires, interviews, messages (sms), small 

interactive applications, promotional publications (posts), ubiquity (collection everywhere) 

2.4.4 Respect for privacy and RGPD 

 

3. COHERENCE BETWEEN PROGRAMME AND OBJECTIVES  

Bearing in mind that if you want the student to acquire skills in decision projects and 

profitability solutions, to allow conduct reports, analyzes and  

Planned prepare reports in business sciences, the program includes the UC syllabus in 

those areas 
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5. TEACHING METHODOLOGIES (INCLUDING EVALUATION)   

Teaching methodologies: Theoretical-practical expository method with practical application examples 

related, whenever possible, to the course. It is intended that the student acquires theoretical 

knowledge of the syllabus and can apply it in practical situations related to the course. Throughout the 

semester, problems are solved and case studies are studied. It is expected that the theoretical or 

practical component and the resolution of practical cases, students acquire knowledge and skills in 

the financial domain to be able to make better decisions. Use of the e-learning platform, a distance 

learning component, to better allow students to monitor the CU. 

Evaluation Rules: 

 1) Continuous: 1 test (50%) and a practical assignment (50%). 

(Minimum grade of 8.0 points) 

2) Written exam (100%). Students will be approved if the final classification of the UC is greater than 

or equal to 9.5 

 

6. COHERENCE BETWEEN TEACHING METHODOLOGIES AND OBJECTIVES  

The theoretical-practical expository method is intended for the student to acquire theoretical knowledge 

of the syllabus and be able to apply them in practical situations related to the course. The pedagogical 

methods and techniques to be applied during the sessions will be. Affirmative method with 

interconnection between expository and demonstrative technique; method of group interaction using 

the role play technique, with the teacher being responsible for reinforcing learning and coordinating the 

various actions and tasks of business management simulation. 

 

7. ATTENDANCE  

Not applicable 

  

 

 

 

 


