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Session 1, 2018 
MNGT7497 Growth 

 

Week Resources Engagement Assessment due 

1 
Units 1–3: 
Readings, 
videos, podcasts  

Application and Reflection 
questions  

Participation – assessed across the 
duration of the course (20%) 
Assignment 1a: Quiz on Units 1–3 (5%) 
suggest you complete by end of week* 

2 
Units 4–6: 
Readings, 
videos, podcasts 

Application and Reflection 
questions 

Assignment 1b: Quiz on Units 4 – 6 
(5%) suggest you complete by end of 
week* 

3 Units 7–8: 
Readings  

Application and Reflection 
questions 

Assignment 1c: Quiz on Units 7 – 8 
(5%) suggest you complete by end of 
week* 

4 Live case, 
cohort peers Residential: four days  

5  Teamwork on live case 
growth strategy report  

6  Teamwork on live case 
growth strategy report 

Assignment 2 Step 1: Live case 
growth strategy written report (team) 
(25%) due on Friday by 3pm Sydney 
time 

7 Unit 9 
Online simulation and 
contribution to online 
discussion AND 
Peer marking and feedback 

Assignment 2 Step 2: Live case 
growth strategy peer assessment 
(10%) due on Friday by 3pm Sydney 
time 

8 Cohort peers 
Submit and provide 
feedback on your team 
members’ final project  
one-page summaries  

 

9  Work on final project  

10  Work on final project 
Assignment 3: Growth strategy final 
project presentation video (30%) 
due on Friday by 3pm Sydney time 

 

* All Quizzes 1a, 1b and 1c MUST be completed by 3pm one day prior to the 
commencement of the residential; the quizzes will not be available after this time. 
We recommend you do not leave the quizzes to the last minute in case you 
experience any difficulties. Therefore, we suggest you complete Quiz 1a at the 
end of week 1, Quiz 1b at the end of week 2, and Quiz 1c at the end of week 3. 

 Course schedule 
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2 Course Overview 
 

Course-level aims and learning goals 
Congratulations on successfully completing the first half of the Executive Agenda 
Year!  

The aim of MNGT7497 Growth is for you to develop strategic thinking and 
analysis skills that you will apply in formulating effective growth strategies for your 
organisation. You will gain these skills through engaging in activities and 
assessments that help you develop in the areas of identifying, evaluating and 
planning the implementation of value-creating growth options. We will draw on 
your experiences, written case studies, published articles, book chapters, videos, 
podcasts, a live case study and simulations to help build your skills in these areas. 

Successful organisational growth is often a priority for the Board of Directors and 
senior management, but growth strategies frequently fail to deliver the projected 
results. For this reason, in this course you will learn how to develop smart growth 
strategies; growth that creates real value. 

You will analyse a range of different growth options available to managers. Two 
primary paths for organisational growth involve: a) expanding into new 
products/services or b) expanding into new markets (i.e. geographic locations and 
customer segments). 

Figure 1 shows the two expansion paths, along with another important dimension: 
Resources. Organisations can be viewed as bundles of resources. Examples of 
resources are brand names, in-house knowledge of technology, skilled personnel, 
trade contracts, machinery, capital, efficient procedures, etc. As we will explore in 
the course, analysing the organisation from the resource perspective can help to 
identify new strategic growth options. Note that our use of the term ‘Resources’ 
includes capabilities and management systems. 

 

Products/Services

Resources

Markets

VEHICLES

• Organic Growth

 – Expand penetration of current business

 – Innovate into new products/services

	 –	 Open	‘greenfield’	sites	in	new	locations.

• Merger or Acquisition

•	 Strategic	Partnership/Alliance
	 –	 Long-term	contracts/licences
 – Equity stakes

 – Joint venture

Figure 1  Firm growth paths, resources, and vehicles

 Course information 
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Also, for each of the two expansion paths, there are several alternative vehicles 
for growth that are listed to the right of Figure 1. An organisation can elect to grow 
organically by expanding penetration of its current business, innovating into new 
products/services, or opening greenfield sites in new geographic locations. 
Alternatively, an organisation may decide to grow through merger or acquisition. 
Finally, strategic partnerships or alliances represent yet another vehicle for growth 
arranged through long-term contracts/licences, equity stakes or joint ventures 
(JVs) between separate organisations. Many organisations employ all of these 
vehicles in their growth strategies.  

In the course, we will discuss each of these paths and vehicles for growing 
organisations, and evaluate options for growth in a variety of sectors and contexts. 
However, identifying attractive growth options does not automatically translate into 
success. Managers also need to successfully implement a growth strategy to 
make it work. An integrated growth strategy includes a plan for obtaining the 
capabilities needed to succeed in each growth option, the timing and phasing of 
each step involved to expand the organisation, and aligning the structure and 
systems for managing organisational growth. 

A very important aspect of implementing an effective growth strategy entails 
identifying and thinking through the risks involved. There are substantial risks 
associated with growth strategies. A great deal of evidence from research in 
economics, finance and strategic management indicates that the expected 
economic benefits of diversifying into new products/services are often not 
captured, and that many mergers and acquisitions are failures. Similarly, 
international expansion often falls short of delivering the expected returns. 
However, this has not stopped managers from engaging in widespread 
diversification, implementing mergers and acquisitions, or expanding 
internationally to fuel company growth.  

Most of the medium and large Australian companies we read about in the 
business press every day have expanded beyond a single product or single 
market, and many have been involved in a merger or acquisition. In the course we 
will discuss how to limit risk by identifying growth options that leverage the existing 
strengths of the organisation, how to evaluate whether an organisation is the 
natural or best owner of a given business, and how to avoid paying too much for 
an acquisition.  
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4 Course Overview 
 

Structure 
The course is structured into three stages: (i) pre-residential, (ii) residential, and 
(iii) post-residential. The pre-residential stage comprises the first three weeks of 
the course and involves reading published articles/book chapters, watching videos 
and listening to podcasts. These course materials explain the concepts, theories 
and tools utilised in formulating growth strategies for organisations. You will 
practise applying the concepts and tools by answering reflection questions 
throughout each Unit. In addition, you are expected to contribute to online 
discussions. Your knowledge of the course materials will be assessed through 
three quizzes that review the first three weeks’ materials. 

The residential stage encompasses four days during Week 4 of the course. You 
will apply the concepts and tools covered in the first three weeks throughout the 
four days. Think of the residential as an opportunity to immerse yourself in a 
deliberate practice mode to significantly increase your skills in applying the course 
concepts and tools. You will be working in teams throughout much of the 
residential and will also benefit from learning from each other. We will use written 
case studies as well as a live case study of an organisation facing growth 
challenges. You will apply course concepts and tools throughout the four days to 
develop a prototype growth strategy for the live case study organisation. Following 
the residential, your team will refine and further develop your growth strategy 
recommendations for the live case. 

The post-residential stage comprises Weeks 5 to 10 of the course. In this stage, 
you will continue to enhance your learning about the course concepts and tools 
through an online simulation, online discussions and peer feedback from the 
cohort. Your ability to apply the course concepts and tools will be assessed 
through: (i) a written assessment for your team’s recommended growth strategy of 
the live case study organisation, (ii) your individual written assessment of another 
team’s growth strategy report for the live case study organisation, and (iii) a final 
project featuring a video presentation of your recommended growth strategy for 
your own organisation. Also, you will be assessed throughout the course on your 
participation. To help structure your growth strategy for your own organisation, 
you will write a one-page summary for this individual final project and receive 
feedback from your cohort peers on your summary. 
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The program is aligned to a number of international standards, to ensure the 
courses you study are high quality. At present, this includes designing courses to: 

• meet AACSB accreditation standards, through the measurement of students’ 
program-level learning outcomes (see below) 

• align with the United Nations Principles for Responsible Management 
Education (UNPRME).  

• meet Australian educational and government governing body requirements 
e.g. AQF and TEQSA standards 

EQUIS accreditation is also held by UNSW Business School. 

Associated standards, committees and 
accreditation agencies 
AACSB: http://www.aacsb.edu 

Association to Advance Collegiate Schools of Business  

EQUIS:  https://www.efmd.org/accreditation-main/equis 
European Quality Improvement System 

UNPRME: http://www.unprme.org 
UN Principles of Responsible Management Education 

AQF:  https://www.aqf.edu.au/ 
Australian Qualifications Framework 

TEQSA: http://www.teqsa.gov.au/  
Tertiary Education Quality and Standards Agency 

Program-level learning goals and outcomes 
assessed for AACSB accreditation 
The Course Learning Outcomes are what you should be able to do by the end of 
this course if you participate fully in learning activities and successfully complete 
the assessment items. 

The Course Learning Outcomes will also help you to achieve at least some of the 
overall Program Learning Goals that are set for all postgraduate coursework 
students in AGSM programs. 

However, course-level learning outcomes are not sufficient to fully describe a 
student’s skills as they complete the qualification, and so we add an additional set 
of Program Learning Goals. These specify what we want you to have achieved by 
the time you successfully complete your degree. As an example, for the 
Teamwork learning goal we specify: ‘Our graduates will be effective team 
participants’.  

 Course quality assurance 
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6 Course Overview 
 

You demonstrate that you have met these Program Learning Goals by achieving 
specific Program Learning Outcomes that are directly related to each goal. These 
indicate what you are able to do by the end of your degree. In the case of the 
Teamwork goal, the related outcome includes: ‘participate collaboratively and 
responsibly in teams’.  

This course contributes to the development of the MBA (Executive) Program 
Learning Goals, which are the qualities, skills and understandings we want you to 
have by the completion of your degree, as indicated below. 

MBA (Executive) Program Learning Goals and Outcomes 

 Learning Goal 1: Business Management Knowledge 

Students should be able to identify and apply current knowledge of disciplinary and 
interdisciplinary theory and professional practice to general management and business 
within diverse situations. 

Learning Goal 2: Critical Thinking 

Students should understand and be able to identify, research and analyse complex 
issues and problems in business and develop appropriate solutions. 

Learning Goal 3: Communication 

Students should be able to produce written documents and oral presentations that 
communicate effectively complex disciplinary ideas and information for the intended 
audience and purpose. 

Learning Goal 4: Teamwork 

Students should be able to participate collaboratively and responsibly in teams and to reflect 
upon their own contribution to the team and on the necessary processes and knowledge 
within the team to achieve specified outcomes. 

Learning Goal 5: Responsible Business 

Students should be able to appraise ethical, environmental and sustainability 
considerations in decision making and in practice in business. 

Students should be able to consider the social and cultural implications of management 
practices and of business activities. 

Learning Goal 6: Leadership 

Students should be able to reflect upon their own personal leadership style and the 
leadership needs of business and of teams. 

 

Program Learning Goals are developed throughout the program of study. Each 
course will not necessarily address all Program Goals or develop them to an equal 
extent. 
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Course learning outcomes 
After you have completed this course, you should be able to: 

1. distinguish between and give examples of different growth paths via 
expanding organisational boundaries: vertical, horizontal and geographic 
(including international expansion) 

2. analyse, select and justify the choice of one or more vehicles (e.g. organic, 
strategic partnerships, and mergers and acquisitions) for expanding into 
adjacent or new product markets 

3. identify the risks of moving forward with different growth options and propose 
ways to mitigate and manage these risks 

4. recommend an appropriate plan for filling resource and capability gaps over 
time to successfully expand into adjacent or new product markets  

5. combine critical, creative and practical thinking to generate, evaluate and plan 
the implementation of organisational growth options into an integrated growth 
strategy 

6. communicate a coherent and compelling recommended growth strategy in 
presentations suitable for a senior management audience 

7. collaborate and work in a team to develop an integrated growth strategy for 
an organisation 

8. analyse a significant organisational growth challenge and write a report for 
senior management outlining the recommendations you propose for growing 
the organisation. 
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MBA Program Learning 
Goals and Outcomes Course Learning Outcomes Taught, Practised or Assessed? 

This course helps you to 
achieve the following MBA 
Executive learning goals and 
outcomes (see the section 
above for a description of 
each)  

On successful completion of 
the course, you should be able 
to achieve the following 
learning outcomes (see the 
section above for a description 
of each outcome) 

The following activities and 
assessments will be provided to help 
develop your learning, with skills 
relating to the course learning goals 
and outcomes either taught [T], 
practised [P], and/or assessed [A]. 

Business management 
knowledge 1, 2  T, P, A 

Critical thinking 2, 3, 4, 5 T, P, A 

Communication 6, 8 T, P, A 

Teamwork  7, 8 P, A 

Responsible business  T 

Leadership   

 

 

 

 Links between program and 
course learning outcomes, 
assessment and activities 
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Learning resources 
You have the following resources to help you learn: 

1. The course materials. You will do much of your learning in the weeks before 
and after the residential, and by completing learning activities as they arise. 

2. Your classes during the residential with your Class Facilitator, who will guide 
your learning by conducting class discussion, answering questions, providing 
insights from his or her practical experience and understanding of theory, 
providing you with feedback on your assignments, and directing discussions 
and debates that will occur between you and your co-participants in the 
classroom. 

3. Your co-participants. Your colleagues in the online classes in Moodle and 
residential are an invaluable potential source of learning for you. Their work 
and life, and their willingness to debate and discuss the course materials, the 
facilitator and your views, represent a great learning opportunity. They bring 
much valuable insight to the learning experience. 

4. In addition to course-based resources, please also refer to the AGSM 
Learning Guide (available in Moodle) for tutorials and guides that will help you 
learn more about effective study practices and techniques. 

Other resources 

UCo  
UCo is AGSM’s Campus in the Cloud, a social platform that connects students, 
staff and faculty – enabling you to engage with each other across your courses 
and the AGSM outside of the formal Moodle setting. AGSM also uses this private 
network to communicate with you about extracurricular opportunities and events, 
and general updates on programs and courses. Enrolled students can access 
UCo using their zID and zPass at https://uco.agsm.edu.au/ 

BusinessThink 
BusinessThink is UNSW’s free, online business publication. It is a platform for 
business research, analysis and opinion. If you would like to subscribe to 
BusinessThink, and receive the free monthly e-newsletter with the latest in 
research, opinion and business then go to http://www.businessthink.unsw.edu.au. 

  

 Resources 
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eLearning 
To access Moodle, go to: https://moodle.telt.unsw.edu.au/login/index.php 

Login with your student zID (username) and zPass (password). 

Moodle eLearning support 

Should you have any difficulties accessing your course online, please contact the 
eLearning support below: 

 

For login issues: 

UNSW IT Service Centre 

Hours: Monday to Friday: 8am – 8pm  
  Saturday and Sunday: 11am – 2pm 

Email: ITServiceCentre@unsw.edu.au  

Phone: Internal: x51333 

  External: 02 9385 1333 

  International: +61 2 9385 1333 

 

For help with technical issues and problems: 

External TELT Support 

Hours: Monday to Friday: 7.30am – 9.30pm  
  Saturdays and Sundays: 8.30am – 4.30pm 

Email: externalteltsuppport@unsw.edu.au  

Phone: Internal: x53331 

  External: 02 9385 3331 

  International: +61 2 9385 3331 
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Administrative and eLearning support 
AGSM Experience 

If you have administrative queries, they should be addressed to AGSM 
Experience. 

AGSM Experience 
AGSM MBA Programs 
UNSW Business School 
SYDNEY NSW 2052 

Phone: +61 2 9931 9400 

Email: studentexperience@agsm.edu.au 

Additional student resources and support 
The University and the UNSW Business School provide a wide range of support 
services for students, including: 

• AGSM – Digital Resources and Tutorials 
https://www.business.unsw.edu.au/agsm/students/supporting-study/digital-
learning-support/digital-resources-and-tutorials 

• Business School Learning Consultations 
Book a one-to-one or small group consultation with a learning 
assistant/advisor with expertise in numeracy, literacy or accounting. Get 
feedback on your writing, understanding of specific assignment requirements 
or general approach to and techniques in studying. Go to: 
https://www.business.unsw.edu.au/students/resources/learning-
support/consultations  

• Business School Learning Resources 
Visit https://www.business.unsw.edu.au/students/resources/learning-support 
for up-to-date details on resources and services available to support your 
studies, e.g. communication resources, a Moodle site dedicated to Business 
students’ needs, including critical thinking, argument mapping, academic 
writing, preparing to present orally and participating in debates. 

• UNSW Learning Centre 
http://www.lc.unsw.edu.au 

Provides academic skills support services, including workshops and 
resources, for all UNSW students. See website for details. 

• Library services and facilities for students 
https://www.library.unsw.edu.au/study/services-for-students 
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12 Course Overview 
 

• UNSW Counselling and Psychological Services  
https://student.unsw.edu.au/wellbeing  

Provides support and services if you need help with your personal life, getting 
your academic life back on track or just want to know how to stay safe, 
including free, confidential counselling.  
Office: Level 2, East Wing, Quadrangle Building;  
Phone: +61 2 9385 5418. 

• Disability Support Services  
https://www.student.unsw.edu.au/disability 

 Provides assistance to students who are trying to manage the demands of 
university as well as a health condition, learning disability or have personal 
circumstances that are having an impact on their studies 
Office: Ground Floor, John Goodsell Building;  
Phone: +61 2 9385 4734; Email: disabilities@unsw.edu.au 
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The AGSM surveys students each time a course is offered. The data collected 
provides anonymous feedback from students on the quality of course content and 
materials, class facilitation, student support services and the program in general. 
Students are encouraged to provide this feedback as it is taken into account in all 
course revisions. 

 

  Continual course improvement 
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Course coordinator 
Each course has a Course Coordinator who is responsible for the academic 
leadership and overall academic integrity of the course. The Course Coordinator 
selects content and sets assessment tasks and takes responsibility for specific 
academic and administrative issues related to the course when it is being offered. 
Course Coordinators oversee Class Facilitators and presenters and ensure that 
the ongoing standard of facilitation in the course is consistent with the quality 
requirements of the program. 

The Course Coordinator for this course is: 

Shayne Gary 
Email: sgary@unsw.edu.au 
Shayne Gary is a Professor at the AGSM @ UNSW Business School. He teaches 
Strategic Management across AGSM MBA and Executive Programs. His research 
in behavioural strategy examines how differences in managerial mental models 
and policies lead to differences in firm performance. Shayne has been a visiting 
scholar at MIT’s Sloan School of Management and at Duke University’s Fuqua 
School of Business. He has considerable consulting experience, working with 
clients to develop strategies for firm growth, corporate diversification, and mergers 
and acquisitions. Shayne received his PhD at London Business School and his 
BSc degree from the Massachusetts Institute of Technology (MIT). 

Class facilitator 
Each course also has a Class Facilitator (who may or may not be the Course 
Coordinator). The role of your Class Facilitator is to support and enhance the 
learning process by encouraging interaction among participants, leading the 
residential component, providing direction in understanding the course content, 
assessing participant progress through the course and providing feedback on 
work submitted. Class Facilitators comprise academics and industry practitioners 
with relevant backgrounds. 

  

 Course staff 
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Presenters 
During the residential you may also work with a range of subject-matter experts 
who will lead sessions in their area of expertise. Presenters comprise academics 
and industry practitioners with relevant backgrounds. 

Course designers 
Dr Shayne Gary (Course Coordinator), Ms Shanie Atkinson and Dr Ricardo Flores 
designed this course.  

Shanie Atkinson 
Shanie Atkinson specialises in business growth, mergers and acquisitions.  
Her career has spanned roles in private equity, investment banking and strategy 
consulting. Shanie is currently in the doctoral program at UNSW Business School 
where her research focuses on the dynamics of value creation in mergers and 
acquisitions. Shanie is a CPA and has a Bachelor of Commerce, Master’s of 
Business Administration, and a Master’s of Philosophy in Strategy & 
Entrepreneurship. 

 

Ricardo Flores 
Dr Ricardo Flores was previously a Lecturer in the School of Management,  
UNSW Business School and AGSM Fellow. He is now an Assistant Professor  
at the Peter B. Gustavson School of Business, University of Victoria (Canada). 
Ricardo received his PhD in Organisational Theory & International Business from 
University of Illinois at Urbana-Champaign. Before entering academia, Ricardo 
worked in the E&P sector within the oil and gas industry in Latin America. He is a 
passionate and experienced teacher. Ricardo also publishes pioneering research 
on foreign location and global strategy, and his research has appeared in 
internationally recognised journals such as the Journal of International Business 
Studies, Multinational Business Review and Research in the Sociology of 
Organisations. DR
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