Introduction Session 03
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Wednesdsay 1 October 2025 The Study Programme

Assignments
Presentations
Reflective Diary

Wednesdsay 1 October 2025 Using Power Point




Relevance to the Study Programme

* Assignment - Research & Writing

* Presentations - Pitch and Sales




UDBA & UDDM The Study Programme

* Undergraduate Diploma in...

e MQF Level 5
60 ECTS

e 7 modules

* 6 exit awards




UDHS The Study Programme

* Undergraduate Diploma in...

e MQF Level 5
60 ECTS

* 9 modules
e 9 exit awards

e 2 undergraduate certificates




60 ECTS - UDBA
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Creating a Business

Financial Analysis

Marketing and Research

Strategic Management

Human Resource Management

Managing data and its implications

Research Project




60 ECTS - UDDM
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Marketing and Research

Digital Marketing Basics

Basics of Search Engine Optimisation &
Content Creation in CRM

Social Media Marketing & Digital
Advertising

Corporate Digital Marketing

Managing data and its implications

Research Project
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1,500 hours

Marketing and Research

Digital Marketing Basics

Content Creation in CRM

Basics of Search Engine Optimisation &

Advertising

Social Media Marketing & Digital

Corporate Digital Marketing

Managing data and its implications

Research Project




60 ECTS - UDDM
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Self-Study
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Health & Safety Essentials Managing Physical Hazards

Construction Hazards & Risk Control Managing Occupational Health Risks

Managing Chemical Biological and
Psychological Risks

Risk Assessment Evaluation and
Control

First Aid at the Work Place

Health & Safety Legislation

Risk Management in Practice




UDBA - Modules & Time Table

Monday sessions: 09:30 to 12:30hrs
Wednesday sessions: 17:30hrs to 20:30hrs
Saturday: 09:00hrs to 17:00hrs

Room 3




UDDM - Modules & Time Table

Tuesday sessions: 17:30hrs to 20:30hrs
Thursday sessions: 09:00hrs to 17:00hrs
Saturday: 09:30 to 12:30hrs

Rooms 1 & 2




UDHS - Modules & Time Table

Monday sessions: 17:30hrs to 20:30hrs
Wednesday sessions: 17:30hrs to 20:30hrs
Thursday: 17:30hrs to 20:30hrs

Room 3 on Monday and Thursday
Room 1 on Wednesday




UDBA & UDDM Modules & Time Table

In-between Modules: No mid-week Session
Christmas Recess: 22 December 2025 - 4 January 2026
Easter Recess: 30 March 2026 - 12 April 2026

Summer Recess: 01 August 2026 - 15 August 2026




UDHS Modules & Time Table

Christmas Recess: 22 December 2025 - 4 January 2026
Easter Recess: 30 March 2026 - 12 April 2026

Summer Recess: 01 August 2026 - 15 August 2026




UDBA Modules & Time Table

Session 01:
Session 02:
Session 03:
Session 04:
Session 05:
Session 06:
Session 07:
Session 08:
Session 09:
Session 10:
Session 11:

Saturday
Wednesday
Saturday
Wednesday
Saturday
Wednesday
Saturday
Wednesday
Saturday
Wednesday
Saturday

8 hours «—

3 hours
8 hours
3 hours
8 hours
3 hours
8 hours
3 hours
3 hours
3 hours
3 hours

—

— Self-Assessment Sitting 1

Face to Face Hours - 41 hours

—— Self-Assessment Sitting 2

Su pervised Hours (about assessment methods)

Presentations




UDDM Modules & Time Table

Session 01:
Session 02:
Session 03:
Session 04:
Session 05:
Session 06:
Session 07:
Session 08:
Session 09:
Session 10:
Session 11:

Thursday
Tuesday
Thursday
Tuesday
Thursday
Tuesday
Thursday
Tuesday
Thursday
Tuesday
Thursday

8 hours «—
3 hours
8 hours
3 hours
8 hours
3 hours
8 hours
3 hours <4
3 hours
3 hours

3 hours

— Self-Assessment Sitting 1

—

Face to Face Hours - 41 hours

—— Self-Assessment Sitting 2

Su pervised Hours (about assessment methods)

Presentations




Course Resource Centre

Link sent via email

e policies and procedures

* information related to the study programme

* indicative schedule of each module’s lectures

* access to module’s, lectures’ plan (gradually populated)
* gcademy’s communications

e assignments’ titles



https://www.advisory21.com.mt/download/undergraduate-diploma-in-business-administration-resource-centre-october-2022/




Assessment Methods

Self-Assessment - 15%

* 20 multiple choice questions

» 1stsession of each module and session 8

In-Class Group Presentation - 20%
e 2groups of 5

e Question/s to address - Course Resource Centre

Reflective Notes - 10%

* About the in-class group presentation

Assignment - 55%
* 1,200 words

* Question/s to address - Course Resource Centre




Self Assessment

* During the first sitting choose what you believe is the correct

. . . Wihat does the letter O in SWOT stand for?
answer for each of the 20 questions by ticking the box on the

right next to the correct answer in Column A ONLY. "a | Order
. | Opportunities

* In the second sitting you MUST either confirm your answer by L=

ticking again the same box but in Column B or tick a new box

next to what you now believe is the correct answer in Column B.

Correct answer in Session 1 receives 1 point
Correct answer in Session 2 confirming answer in Session 1 additional 1 point
Correct answer in Session 2 correcting wrong answer in Session 1 receives 2 points

Wrong answer in Session 2 with wrong answer in Session 1 receives O points

Wrong answer in Session 2 with correct answer in Session 1 receives -1 points



Self Assessment

What does the letter O in SWOT stand for? . What does the letter O in SWOT stand for?

Order

nortunities




Self Assessment

* Maximum score 40

* Weighted 15




Assignment

Student’s understanding of the subject
Presentation

Uniqueness (no plagiarism)

Appropriate citations




Student’s understanding of the subject

Lriles i sdust e Cegeloma i Burdioeis fudrendilisteri . el

M L e Tkl W8 E

* Assignment Submission Form
 the due date
* the word limit

Mote

You should plon to spend approximately 20 hours resegrching the assigmment guestion, preparing
Jfor and writing the assignment for assessment. The nominag! word cournt for the assignment is 1 200
words, You are expected to use the Harvard referencing style.



Student’s understanding of the subject

Choose 1 question from the followang:

- Bl° Assignment Submission Form

dnefly desoribe the pro
mclude information on 2

 Choose which question to answer

Gndings. Your assignmant shos 50 include infromation on SWOT and Opportunities approach and the

reaxyi for which they e used

Read it well and understand it

The famous indisn brand, Allen Solly, & looking into the podsibity of opening a store in Palta. Conduet 2
PESTEL anafysis and follow up by compiling 3 fist of Opporturities and Threats and draw your oncLshons
from the ana Yo assignment should also nclude infromation on PESTEL analysis and the reassns for
which it 1 wed

* |dentify keywords




Understanding Assighments




Assignment Questions

What are the steps you follow
after having received the
assignment questions?




Assignment Questions
e Read ALL the instructions

 Check deadline
 Read questions WELL

* Think about ALL of them




Assignment Questions

You have decided which
guestion to answer. What do you
do next?




Keywords

ldentify the key words in this assignment question?




Keywords

ldentify the key words in this assignment question?

product

describe SCAMPER

information reasons



Keywords

ldentify the key words in this assignment question?




Keywords

ldentify the key words in this assignment question?

learning and

development plan
report developing and implementing

effective




Keywords

ldentify the key words in this assignment question?




Keywords

ldentify the key words in this assignment question?

principles and concepts Financial Accounting
details examples relevance

limitations

today’s










Preparing Assignments







Assignment Guidelines

 Provide a standardised format for all
assignments.

* Consistent structure not only enhances the
professionalism of the work but also
facilitates a smoother grading process.

 Adhering to these guidelines ensures
clarity, readability, and
uniformity across all submissions.

Download from Course Resource
Centre: Assignment Guidelines




ssighment Plan

Choose 1 gquestion from the followang:

Introduction

(Question &
dertify a kno,

findings. Vo srignment sho

reason For which they e used

Content/Body Quiiois 2

The famowus Indisn brand, Allen Solly, o
PESTEL a w up by piling = fist of Opport 25 and Threats and draw yo s

from the analyes. Your assgnment should also ndude infromation on PESTEL analysis and the reasons for

which it id ued

Conclusion




Assignment Plan

Introduction PAST ASSERTIVE - Facts

Content/Body PRESENT DISCUSS - Research & Thoughts

Conclusion FUTURE SUGGEST - Closur




Assignment Plan

Introduction What is SCAMPER and use

(o'

o

Product and its use

Content/Body - E ] Apply SCAMPER

<

@)

(V)
Conclusion Benefits of the

_ _ new product




Sources

* Resource Centre
e Lecture Notes/Slides
* Books - suggested reading lists

e Online




Resource Centre

HOME 1 RCaDEMY DaTa PROTECTION DEBT RECOVERY EMPLOYMENT SERVICES HEWSEVENTS CONTACT Q




Resource Centre

HOME 41 ACALEMY

Qpportunities Part 1

Core Reading List

Supplementary Reading List

DaTA PROTECTHOM

DEST RECOVERY

EMPLOYMENT SERVICES

HEWS/EVENTS

CONTALT



Lecture Notes/Slides

Creating 3 Business

Lecture Title: Opportunities Part 1

Lecturer: Angelito Sciberras
Date: 19 October 2022




Lecture Notes/Slides

|mpl'0Ving a prodUCt Undergraciate Doy o

sum meufnn

s c[alme v

a team brainstorming technique used to develop or
improve products or services

Overview




Books - suggested reading lists

Essentials of Entrepreneurship Q~

and Small Business

Management - :

FIGHTH D ’gN ' ‘ ,
i

Text Scanner OCR




Online

Google Scholar




Online

e Check that sources are reliable

* Undergraduate Diploma in Business Administratio
* Avoid Wikipedia

e Use keywords



Online

SCAMPER is an acronym for Substitute, Combine, Adapt,
Moaodify/Magnify, Purpose, Eliminate/Minimize and

Rearrange/Reverse. Substitute: What can be replaced? ( for
example, components, materials. people)

MNetmind

rsir HjLE-reduce-rpuse-Ie

SCAMPER Technique — Reduce, Reuse, Recycle... or Reinvent




Online

5

The effectiveness of SCAMPER technique on creative ..
PLIF | Cuimmes iy asaumes fusl SCAMPER |

(PDF) The SCAMPER Technigues

T SCAMPER bra

(PDF] The SCAMPER Technigue

i SCANF IE [ 1 echnig




Online

Google Scholar




Online

pmag The SCAMPER technigue [HTML] springer com
Smcs T3 This SCAMIPER Braralorming IBciniius sbs § sel ol b ajupiri o, B e e &
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Coime up with concepts Coonpars bussness siralegiss

Blaba ip & hody Uiive mis il s

W 2l Acadumy sSusation



What is a business model canvass?

The Business Mode! Canvas Is a strat &0IC management and entrepraneunal toal that elps

businesses visualize, armalyze, and design thelr business models. |t was devetoped by

Almdander Ceterwalder and Yves Pigneur and Introduced |n thelr book "Businsss

Generation.”

The Buziness Model Canvas consists of a visual Tramework divided into nins

DEOCHE

Customsr Segments: dentity the different groups of customers or markat segments your

bisiness aims 1o serve. These can be based on demographics, needs; behaviars, et

Vaiue Propositions: Defire the unigue value or benefits your product or service offers to

e&ch customer sagment, What problem does it solve, gnd why should customers chooss

VoL salubion?

Channels: Determine the varlous channels or methods you will use to reach and engage
i

with your customers, These could Include sakes teams, websites, social media, &

-t {

Stop genaraling

)

W 2l Acadumy sSusation



535,000

yWhat 15 Malta s populaticn and gross domestic producty

e
et

As of my last knowiedge update in September 2021, the poputation of Malta was estimated
BT CIme Qs

i TEr e
PR T

o e araund o e - e
actors like birth rates, Immigration, and emigration
r (="
billi
17.8 billion

smastic Product (GDP), its GDP can also change over time due to
stimated to be approximataly

Varmus

Regarding Matta's Gross
growth ar contraction. In 2000, Malta's GOP was

ECoNOMAC
do ot have access to real-time data. You shoukd check the latest statistics from reliable

5131 bilHon USD. Pleass note that these figurss are based on data avallable up 1o 2027, and |

SouUrces such as the World Bank, imternabional Manstary Fund (IME), or tThe governmant of
on and GLF

Malta tar the most up-to-date informaticn on Malta's populaton




The Rubric

Azignments Rubris
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The Rubric

Azzignrmants Rubrig




Submission Order

* Assignment Submission Form - indicate question you are answering
* Cover Page
* Contents Page

* Answer
* Times New Roman
* Size 12
* 1.5 line spacing
e Justified

 References




Choose a free car




From the cover page of the Annual Report

KIA NOTORS

C




The Annual Report of a reputable car
manufacturer




Your Assignments

The function of a title or cover page is that it allows the reader to identify your work at a

glance, but it can also help your assignments to look neater and more professionally put-
together.




Cover Page




Cover Page




Cover Page

ident's Mame, Teachar's Name, |

nizke month and year,

o Drate, Meatly finished-no

cument titie]

i ment sutititial




Cover Page

FINANCIAL ACCOUNTING

Principles and Concepts




Referencing System

All cited works, both text and visual, are

Citations done in the correct format with no
errors.




Referencing System

In text
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In-text citations

End-text citations

in a reference list




Referencing System
Reference & Bibliography
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VS




Harvard Referencing




Referencing System




Referencing System
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Referencing System

citethisforme.com




Cover Page

Font
Times New Roman

Creative and attractive cover, clear Font SIZE
Appearance organization, readable and neat, title Text - 12pt

age, table of contents. .

P ' Titles - 14pt

Line Spacing
1.5

Justified

Page Numbering




Table of Contents

Appearance

Creative and attractive cover, clear
organization, readable and neat, title

page, table of contents.




Report

Headings and subheadings: Reports are typically broken
up into sections, divided by headings and subheadings, to
facilitate browsing and scanning.

Use numbering
1. Heading

1.1 Sub Heading
1.1.1 Sub Sub Heading




Assignment



https://www.advisory21.com.mt/wp-content/uploads/2024/10/2466663768-Assignment_Redacted.pdf
https://www.advisory21.com.mt/wp-content/uploads/2024/10/2466663768-Assignment_Redacted.pdf
https://www.advisory21.com.mt/wp-content/uploads/2024/10/2466663768-Assignment_Redacted.pdf
https://www.advisory21.com.mt/wp-content/uploads/2024/10/2466663768-Assignment_Redacted.pdf
https://www.advisory21.com.mt/wp-content/uploads/2024/10/2466663768-Assignment_Redacted.pdf

Assignment

e Maximum score 100

* Weighted 55







Reflective Notes

* Reflection is a purposeful activity in which you analyse
experiences, or your own practice/skills/responses, in
order to learn and improve.




Reflective Notes

‘llt is not sufficient to have an experience in order to learn.
Without reflecting on this experience it may quickly be
forgotten, or its learning potential lost. ”

Graham Gibbs 1988

Gibbs, G (1988). Learning by doing: a guide to teaching and learning methods.
Oxford: Further Education Unit, Oxford Polytechnic.




Reflective Notes

What did | learn? 100 words
What went well? 100 words
What could | have done better? 100 words

Long-term implications 200 words

10 marks

10 marks

10 marks

20 marks




Reflective Notes

* Download Template from Resource Centre
e Usein Word format

 Submit in pdf before Presentation Date




Reflective Notes

What did I
Learn?

| learned that each industry uses digital marketing differently to
build their brand. Nike, Apple, McDonald's, and Goldman Sachs
all have their own strategies. It's not just about putting out ads—
it's about connecting with customers. Nike works with
influencers, while McDonald's focuses on personalized deals
through their app. Tools like SEO and content marketing help
companies reach more people and keep them interested. What
really stood out was how each company adapts these tools to fit
their own styla. This shows us that digital marketing can be

flexible and work in many ways, depending on the brand’s goals.




Reflective Notes

What went
well?

| felt that our group did well in breaking down and explaining the
stratepgies used by brands across retail, technology, food and
beverage, and finance. The analysis of Nike's focus on influencers
and how it creates a community was clear. | also liked how |
discussed Apple’s approach to innovation and simplicity, which
really helps them stand out as a premium brand. McDonald’s use
of its mobile app and location-based marketing made sense to us
as & way to keep customers engaged. Finally, our explanation of
how Goldman Sachs uses content to build trust was informative.

The balance between the different strategies in each industry
made the presentation flow well. It was easy for the audience to
understand how digital marketing can vary so much from cne
industry to another.




Reflective Notes

What could I || could have made improvements within a few aspects of the
have done assignment; First of all, | did not elaborate enough on tha issue of
better? how brands act on the new trends of the market. Furthermore,
the addition of some real-life ads or campaigns and more
illustrations such as graphs or charts would have also made the
presentation more informative. The effectiveness of these
strategies could have been presented with the help of more
information on the results of the campaign. | also did not focus a
lot of our time on the different forms of paid marketing. Lastly, a

more visual example in the form of videos would have enriched

the presentation even more.




Reflective Notes

Long-term
implications

From what | have discoverad, it is clear that in the present day’s
digital world, industries and brands must design their
promotional methods to further entice consumers. For instance,
Mike makes use of influencers in order to create a good base and
relate with the customers. In comparison, Apple employs clean-
shaven campaigns pointing towards its innovation and the
brand’'s exclusivity for the superior end audience. Currently,
McDonald’s targets developing customer retention by sending
promotional codes to the McDonald's application and offering its
users to visit restaurants more often. On the other hand,
Goldman Sachs establishes legitimacy by delivering valuable
financial analysis and opinion leadership thereby establishing the
firm as an authority and key player in the financial industry.

This shows that none of the above strategies can work for all
industries. Instead, the success lies in tailoring the strategies by
first knowing the needs and target audience of the brand. Some
of the factors include; uniformity in the communication, variation
according to the tastes of customers and quality of the
interaction. Therefore, it is possible to consider that the
application of these insights will be critical to creating the
appropriate kind of marketing campaigns to create good brand
value for an industry.




Reflective Notes

* Maximum score 50

* Weighted 10







Next Session

Make sure that you get your lap-tops with you and that they have office installed




Introduction Session 03

Lecture Title: Undergraduate Diploma

Lecturer: Mr Angelito Sciberras
Date: 1 October 2025




	Slide 1: Introduction Session 03
	Slide 2
	Slide 3: Relevance to the Study Programme
	Slide 4: UDBA & UDDM The Study Programme
	Slide 5: UDHS The Study Programme
	Slide 6: 60 ECTS - UDBA
	Slide 7: 60 ECTS - UDDM
	Slide 8: 60 ECTS - UDDM
	Slide 9: 60 ECTS - UDDM
	Slide 10: UDBA - Modules & Time Table
	Slide 11: UDDM - Modules & Time Table
	Slide 12: UDHS - Modules & Time Table
	Slide 13: UDBA & UDDM Modules & Time Table
	Slide 14: UDHS Modules & Time Table
	Slide 15: UDBA Modules & Time Table
	Slide 16: UDDM Modules & Time Table
	Slide 17: Course Resource Centre
	Slide 18
	Slide 19: Assessment Methods
	Slide 20: Self Assessment
	Slide 21: Self Assessment
	Slide 22: Self Assessment
	Slide 23: Assignment
	Slide 24: Student’s understanding of the subject
	Slide 25: Student’s understanding of the subject
	Slide 26: Understanding Assignments
	Slide 27: Assignment Questions
	Slide 28: Assignment Questions
	Slide 29: Assignment Questions
	Slide 30: Keywords
	Slide 31: Keywords
	Slide 32: Keywords
	Slide 33: Keywords
	Slide 34: Keywords
	Slide 35: Keywords
	Slide 36
	Slide 37
	Slide 38: Preparing Assignments
	Slide 39: Assignments
	Slide 40: Assignment Guidelines
	Slide 41: Assignment Plan
	Slide 42: Assignment Plan
	Slide 43: Assignment Plan
	Slide 44: Sources
	Slide 45: Resource Centre
	Slide 46: Resource Centre
	Slide 47: Lecture Notes/Slides
	Slide 48: Lecture Notes/Slides
	Slide 49: Books - suggested reading lists
	Slide 50: Online
	Slide 51: Online
	Slide 52: Online
	Slide 53: Online
	Slide 54: Online
	Slide 55: Online
	Slide 56: AI
	Slide 57: AI
	Slide 58: AI
	Slide 59: The Rubric
	Slide 60: The Rubric
	Slide 61: Submission Order
	Slide 62: Choose a free car
	Slide 63: From the cover page of the Annual Report
	Slide 64: The Annual Report of a reputable car manufacturer
	Slide 65: Your Assignments
	Slide 66: Cover Page
	Slide 67: Cover Page
	Slide 68: Cover Page
	Slide 69: Cover Page
	Slide 70: Referencing System
	Slide 71: Referencing System
	Slide 72: Referencing System
	Slide 73: Referencing System
	Slide 74: Referencing System
	Slide 75: Referencing System
	Slide 76: Referencing System
	Slide 77: Cover Page
	Slide 78: Table of Contents
	Slide 79: Report
	Slide 80: Assignment
	Slide 81: Assignment
	Slide 82
	Slide 83: Reflective Notes
	Slide 84: Reflective Notes
	Slide 85: Reflective Notes
	Slide 86: Reflective Notes
	Slide 87: Reflective Notes
	Slide 88: Reflective Notes
	Slide 89: Reflective Notes
	Slide 90: Reflective Notes
	Slide 91: Reflective Notes
	Slide 92
	Slide 93: Next Session
	Slide 94: Introduction Session 03

