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From the perspective of international business management,the present
course aims to introduce and explain how multinational corporations
coordinates suppliers, manufactures, and retailers in an optimal efficient way.,
Some importnat and related issues on international supply management will
also be lectured, such as channel design, power analysis on channels, how to
deal with channel conflicts, strategic allience, franchise, and retailing,
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Coyle, John (2003), The Management of Business Logistics: A Supply Chain
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