XVIII edition

By building on its worldwide connections MIB School of Management has
created a centre of management education excellence.
We are actively contributing to the development of a modern
economic culture based on ethical values and sense of responsibility 
a culture at the forefront of a newly emerging Europe.

Vladimir Nanut
Dean MIB School of Management
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MIB SCHOOL OF MANAGEMENT

MIB School of Management was established in 1988 as a result of the collaboration
between academia and business.
MIBs associate members number several important central European Universities
(Trieste, Udine, Venice, Bologna, Vienna, Rijeka and Ljubljana), leading Italian
companies and prestigious economic institutions.
MIB School of Management is a member of the most important Business School
networks such as ASFOR (Associazione per la formazione alla direzione aziendale),
EFMD (European Foundation for Management Development), CEEMAN (Central
and East European Management Development Association), the Executive MBA
Council and AMBA (Association of MBA's).
The Schools mission is to be of service to the business community in providing
high quality training, attracting the best participants, creating solid links with
the most relevant organisations and producing knowledge and competence through
constant research in the main areas of management.
MIB wants to be a reference point of management education excellence both in
Italy and abroad.

Member of
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CAMPUS

The School is housed in the Ferdinandeo Palace, one of the most beautiful
historical buildings of Trieste. It was built in the second half of the nineteenth
century in honour of Habsburg Emperor Ferdinand I.
The palace combines history with modern training facilities resulting in one of
the most functional and advanced educational structures in Europe.

Since 2003, the School also has a cutting edge Executive Centre. The Centre is
located in the eighteenth century Villa Russiz, at the heart of the prestigious
Collio goriziano wine growing region. The Center is home to the Executive Master
in Wine Business programme.
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THE SCHOOL'S MBA AND MASTERS COURSES

The School is committed to offering a range of high quality managerial
training initiatives. These include a number of Masters programmes and
other executive courses.

Course Name

MBA in
International
Business

Master in
Insurance and Risk
Management

International
Master in
Tourism & Leisure

Type of Course

MBA

Specialized Master

Specialist Master

English

English

English

Target Profile

Graduates,
preferably with
3 work experience

Graduates

Graduates

Places Offered
(maximum)

40

30

30

13 months

12 months

12 months

Full time

Full time

Full time

Language

Course Duration
Type of Attendance

Course Name

Executive Master in

Wine Business

Executive MBA

Executive Master

MBA

Italian

Italian

Target Profile

Graduates with substantial
work experience

Graduates with substantial
work experience

Places Offered
(maximum)

20

30

Course Duration

15 months

22 months

Type of Attendance

Part time

Part time

Type of Course
Language
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Master in Insurance & Risk Management (MIRM)
The Master in Insurance & Risk Management course (MIRM) is targeted at
young graduates from any country preferably with degrees in Economics, Statistics
and Engineering.
The programme focuses on insurance, risk management topics and insurance
company management. It aims to develop professionals with a wide array of
competencies from micro-economics to finance and insuring techniques.
It is organised together with leading corporations such as Assicurazioni Generali
and Lloyd Adriatico-Allianz Group. These firms participate actively in every stage
of the course from candidate selection to classes, internships and placements.

International Master in Tourism & Leisure (IMTL)
The International Master in Tourism and Leisure (IMTL) is a specialist course
open to young graduates in any subject with a strong orientation to the tourism
sector.
IMTL provides participants with the management skills needed by professionals
throughout the tourism industry (tour operators, hotel chains, travel agencies,
tourist promotion boards and commercial fairs).
The core training modules covered are General Management, Tourism Management,
Hospitality Operations, Tour Operating, Destination and Leisure Management.

Executive Master in Wine Business
The MBA in Wine Business is the first Master of Business Administration for
the wine sector taught in Italian. The course is aimed at people already involved
in wineries or in the wine industry in general. The training approach adapts
classic managerial tools to the wine sector.
The course is run in conjunction with the Bordeaux École de Management.

Executive MBA (EMBA)
The Executive MBA programme has been specifically designed for graduates
with a significant work experience and a strong desire to strengthen their
managerial competencies, reposition themselves professionally or manage their
own businesses more effectively.
The programme uses a variety of training methods including an innovative mix
of face-to-face and distance learning. The language of instruction is Italian.
The Executive MBA is one of only two Italian courses which are members of the
Executive MBA Council.
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Taking the MBA in International Business is one of the most enriching and
valuable experiences you can have. It means learning a set of values that
will prove essential for your future while living in a truly multi-cultural
environment. You will receive twelve months of high-level training in a fastpaced, dynamic business environment and develop an international network.
The interaction between alumni, faculty and companies gives this MBA a
unique perspective. It is for these reasons that we are looking for exceptional
candidates eager to change the world by changing themselves.

Andrea Tracogna
Director, MBA in International Business

MBA IN INTERNATIONAL BUSINESS: OVERVIEW

The MBA in International Business course is aimed at graduates in all subjects,
from any country. The course provides general corporate management training
from an international perspective.
The MBA differentiates itself from other full time Masters courses in that it
offers a broad spectrum of input that runs from basic managerial competencies
to the most relevant issues in global management and international economics.
Relevance to the international perspective is reflected strongly in its participant
base. The current XVII edition (2006 - 2007) has 60% of international students
coming from 16 different countries.
Moreover, the course provides an innovative training path, including action
learning, outdoor training and soft personal skills development. Issues covered
such as leadership, communication, governance and ethics are intrinsically linked
to entrepreneurial and management roles.
The programme is taught entirely in English.

The MBA in International Business has been a great opportunity to build a solid
knowledge base and reinforce self-confidence. It provided me with a large variety
of tools and with a peculiar mindset that allowed me to raise my working aspirations
and now to be active part of a very challenging working environment.
Roberta Marracino - MBA 1991-1992
Manager of Communication and Research Supervisor of McKinsey & Company
Mediterranean Complex
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LEARNING OUTCOMES

The MBA in International Business programme is a mixture of knowledge,
personal development and networking.
On the one hand, it is designed to give each participant a comprehensive
understanding of current issues in international management; on the other, it
dedicates considerable attention to developing personal skills.
It also provides the basis for building and consolidating a network of interpersonal
relations, where colleagues, alumni, faculty and companies all provide the stimuli
needed to continue the process of growth and sharing.
The MBA programme gives the participants an education that is aimed to:
 improving understanding of business culture and economic issues;
 providing management tools that link skills to business reality;
 providing working solutions, not just theoretical models;
 developing leadership and management skills;
 developing key abilities to work across cultures.
These goals are achieved over a short period of time through a learning process
which is faster than traditional on-the-job learning.

The MBA in International Business is a great opportunity for people who already
have significant work experience and are looking for a change in their careers.
The program marked a turning point in my international career.
Giuseppe Marchiori, MBA 1997-1998, Director, Corporate Development Europe,
Jabil Circuit
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PERSONAL DEVELOPMENT

One of the most distinctive features of the MBA in International Business is
Personal Skills Development. From our perspective it is not possible to achieve
important career objectives by focusing only on knowledge, without considering
the impact of ones own communication on others.
Personal Development at MIB aims at helping students to discover what is
blocking them from achieving their full potential, aligning their behaviours with
their objectives.
Areas of Personal Development include:
 Listening as a managers key competence
 Assertiveness and leadership
 Team work and team building
 Negotiating and selling techniques
 Intercultural communication
 Managing meetings
 Managing written communication
 Managing stress and emotions
 Public speaking
 Creativity and search for new ideas
 Recruitment and job interviews
Specific emphasis is given to coaching sessions. While trainers support participants
in learning, coaches support them in changing. In fact, coaching is a consultancy
relationship that aims at helping both individuals and teams to reach their goals.

STUDENT OPINION
You have helped me to see things from a different perspective, changing
negative into positive.
You were always able to give me the tools necessary to analyze my personal
skills. At the same time you took care that I developed according to what my
professional goals were.
Flexibility and adaptability created an atmosphere of trust and spontaneity that
gave me the opportunity to build my own personal development path, coherently
with my aspirations.
Now I feel I am a better person.
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CALENDAR
Each course offered is worth a number of credits. One credit consists of 25
hours of workload as defined by the European Credit Transfer System (ECTS).
In order to be awarded the MBA degree a participant must collect at least
60 credits, according to the following table:
BASIC COURSES
(18.5 credits)

 Accounting (3 credits)
 Marketing (3 credits)
 Statistics and Applied mathematics (1.5 credits)
 Economics (2 credits)
 Finance (2 credits)
 Strategy (3 credits)
 Organizational Design and Governance (2 credits)
 Operations and Supply Chain Management (2 credits)

ADVANCED COURSES
(20 credits)

 Advanced Accounting and Control (2 credits)
 Business Planning (2 credits)
 International Marketing (2 credits)
 Advanced Finance and Risk Management (2 credits)
 Organizational Behaviour and Human
Resources Management (2 credits)
 Strategy 2 (2 credits)
 Global Economy and Trade (2 credits)
 International Political Analysis (2.5 credits)
 Change Management (1.5 credits)
 Small Business Management (2 credits)
 Emerging Markets (2 credits)

Group Project (2.5 credits)

Elective Courses (10 credits)

Written Thesis (4.5 credits)

Personal Development Track (4.5 credits)

TOTAL CREDITS 60
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BASIC COURSES
Accounting
The course objective is to provide the instruments needed to understand financial statements and
assess a companys financial health. At the end of the course participants are able to assess business
profitability, identify what conditions determine it, discover whether a company is financially viable,
the causes for weak performance, what counter-measures may be adopted and how a company may
evolve financially.
Topics covered include:
 Financial statement analysis
 International accounting standards
 Cash flow analysis
 Financial measures and market indexes
 Consolidated financial statements

Marketing
The course aims to provide an overall view of the role of marketing in companies, from the main
market research instruments to customer behaviour analysis and the definition of a marketing
plan. In addition, international marketing instruments are explained in order to give an understanding
of intercultural implications associated with establishing and maintaining profitable relations with
customers abroad.
Topics covered include:
 Introduction to marketing and marketing strategy
 Products: goods and services. Branding strategies
 Segmentation, targeting and positioning
 The global marketplace and the international market selection process
 Pricing decisions
 Distribution decisions
 Marketing communication policies
 Marketing Plan

Statistics and Applied Mathematics
The course aims at providing the main tools and principles in financial mathematics and statistics
useful in order to solve problems that arise in business decisions. At the end of the course participants
will know how to apply the acquired tools in several fields, with focus for financial decisions.
Topic covered include:
 Future value
 Present value
 Ordinary annuities and annuities due
 Nominal, periodic and effective interest rates
 Amortization
 Mean, variance and standard deviation;
 Covariance, correlation coefficient and determination coefficient
 Normal probability distribution

Economics
This course offers an introduction to the concepts and tools of economic analysis. Topics covered
include price theory including supply and demand, marginal analysis, utility, cost and revenue
concepts, competition, production and factor markets. Economic principles are applied to the
analysis of several problems such as language choice, oil price changes and market organization.
Topic covered include:
 Ten principles of economics
 Interdependence and gain from trade
 Supply and demand: how markets work
 Elasticity
 Production costs
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Finance
The course objective is to provide a general outline of instruments for raising capital (debts and
equity) and improving rates of return on business investments.
The course also examines and applies evaluation models based on discounted cash flows. Several
financial instruments for corporate risk management and value creation are also introduced together
with new techniques of project implementation and financing.
Topics covered include:
 Interest rates, net present value and the internal rate of return
 Bond and stock markets
 Capital structure, cost of capital and the CAPM model
 Corporate evaluation, shareholder value creation and EVA
 Financial derivatives and risk management
 Project financing

Strategy
This course provides participants with the skills necessary to carry out a strategic analysis and
explains how to develop an effective business strategy. Topics discussed range from the analysis
of internal resources and capabilities to industry dynamics, strategic innovation and internationalisation
modes. Particular emphasis is placed on corporate strategy issues such as creating synergies and
managing diversification.
Topics covered include:
 What is strategy? Different meanings for a multi-faceted issue
 Using and making strategy: different uses
 Corporate and business strategy
 Strategy components (mission, vision, tactics, metrics)
 Competitors and Competition
 SWOT and scenario analysis
 Evaluating market attractiveness and competitive positioning
 Strategy as business definition
 Selecting a competitive strategy and target market
 The drivers of strategy: products, customers, competencies & technologies
 Strategy from within: a view on company resources and strategy
 Corporate strategy options
 Strategies for growth
 Diversification strategies and multibusiness corporations
 Strategy as complexity: adapting to new landscapes

Organisational Design and Governance
The course objective is to increase awareness of the importance of organisational features in terms
of a company's operating results. The course concentrates on organisation design and implementation.
Particular attention is given to the study of functional and divisional structures and the organisation
of work.
Topics covered include:
 What is an organization?
 Organization theories
 Strategy and structure
 Organization analysis (Business game Orgcon 8.0)
 Organization design (Business game Orgcon 8.0)
 International Organization
 Strategic and organizational change
 Change Management (Business game EIS Simulation 2.6)
Operations and Supply Chain Management
The course objective is to develop the skills and concepts needed to ensure the ongoing contribution
of a firm's operations to its competitive position. The course explains the complex processes
underlying the development and manufacture of products and services and the new logic and tools
in supply chain management. Special emphasis is given to the current trend towards outsourcing
and international off-shoring.
Topics covered include:
 Logistics and supply chain management
 Lean manufacturing and just-in-time
 Outsourcing and off-shoring
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ADVANCED COURSES
Advanced Accounting and Control
Companies need accurate data on the cost of products and services to determine whether the sales
margins are consistent with company objectives. Control in the company also includes estimating
the degree to which strategic objectives have been reached and a companys ability to create value
for customers and shareholders.
The course objective is also to provide a formalised framework to estimate the economic and f
plementing a business plan.
Topics covered include:
 Direct and indirect costs
 Cost allocation: absorption costing (step down method, reciprocal method)
 Activity based costing
 Relevant costs
 Budgeting and variance analysis
 Integrating financial and non financial indicators: BSC

International Marketing
The course aims to provide an in-depth analysis of some topics which appear of particular importance
when developing marketing decisions in an international context. More specifically, the module
will focus on the main aspects of global consumer behaviour. The role of marketing research as
an instrument to provide information on consumers of different countries will be pointed out.
Finally, alternative modes of entry will be described in order to give an understanding of the
different pros & cons.
The topics covered in this course are as follows:
 Consumer behavior in international markets
 Marketing research: the role of qualitative analysis
 International entry modes
 Global marketing cases

Advanced Finance and Risk Management
The course is designed to provide the main tools and principles of firm valuation and risk management.
At the end of this course all students will have the comprehension on the main factors affecting
the value of the firm and on the drivers in value creation. Among the factors, also emphasis is
given to risk management as a source of value creation.
Topics covered include:
 Corporate valuation and value based management
 Capital structure decisions: the basics
 Capital structure decisions: extensions on Modigliani & Miller and risky debt
 Lease financing
 Working capital management
 Derivatives
 Introduction to risk management

Organizational Behaviour and Human Resource Management
As companies are made up of people, proper management of the social capital is essential for
their success. The ability to select an adequate profile for a job, to motivate people by using good
human resource management and to create fair incentives and effective policies to develop personal
skills are crucial issues for any company.
Topics covered include:
 Strategic management of human resources
 Analysing and exploiting competencies
 International staff management
 Compensation policies
 Personnel search and recruitment
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Global Economy and Trade
The course objective is to introduce the basics for studying the international economic business
environment. All managers now face a global environment where international and macroeconomic
phenomena can deeply influence business performance. Understanding the root causes of financial
and currency crises, stock market booms and busts, the opening of new markets and neo-protectionism
trends are all crucial aspects in making sound managerial decisions. Managers who use a coherent
framework for analysing these phenomena have a competitive advantage.
Topics covered include:
 Macro data and basic models for open economies
 Some key issues in an open economy
 Institutions in world markets
 Measuring economic risk

International Political Analysis
The course objective is to review international relations over the last years, with specific reference
to the major historical, political and economic issues that so strongly influence the future scenarios.
The course analyses the Italian, European and Rest of the World political and economic situation
within the international arena, as well as the European integration process. The second part of
the course is dedicated to the assessment of risks associated with the establishment of a company
in a given country.
Topics covered include:
 The system of international relations
 Diplomacy and business
 Crafting geopolitical scenarios
 Analysing country risk

Change Management
Change is the only constant in todays corporations. The economic context is in constant, rapid
and unpredictable evolution which forces managers to constantly make organisational and strategic
adaptations and innovations. The course examines organisational changes at a strategic level and
identifies the characteristics of change processes that tend to contribute to the success of a company.
Topics covered include:
 Business innovation
 Incremental and radical change
 The role of change agents
 Change management and corporate culture

Small Business Management
The idea is to use "Italy" as an empirical case in order to introduce and discuss a series of general
hot topics in Small Business Management such as: key characters of small business, family business,
business succession, entrepreneurial styles, clusters, internationalization models, growth patterns.
The final goal is to develop in the audience a general understanding of such issues that goes well
beyond the case of Italy.
Topics covered include:
 Entrepreneurship, small businesses (SB) and the business environment: the case of Italy
 Family business and the challenge of succession
 SB and the challenge of internationalization
 SB and the challenge of growth

Emerging Markets
This course focuses on the challenges and opportunities associated with organizational management
and business strategy in emerging markets. The course begins with an examination of the social,
political, economic, cultural, and financial conditions that pose special challenges for businesses seeking
to export to or invest in these regions and countries. Then the course examines specific organizational
strategies firms pursue to overcome these obstacles and exploit opportunities in emerging nations.
There is also a focus on cross-functional strategies that integrate management, marketing, financial,
and operational approaches, and discuss how both large multinationals and smaller, entrepreneurial
firms can benefit from a better understanding of the dynamics of emerging markets.
The topics covered in this course are as follows:
 Introduction to Emerging Market Management
 A Survey of Emerging Markets
 Developing Business Strategies for Emerging Markets
 The Emerging Market Company
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LEARNING PROCESS

Business Theatre
The MBA in International Business uses theatre as a methodology to allow
participants an insight into their expressiveness and ability to interact with each
other in different situations. Using theatre methods each group has to represent
a topic taken from the working environment. Each working group decides on the
story, writes the plot, assigns roles, develops the play and acts it out on stage
to express their message in an innovative, effective and meaningful way.
Technology Based Learning
The School makes full use of the latest teaching and learning technologies. These
facilities enhance the channels through which participants and lecturers may
carry out MBA activities.
All the participants are provided with a laptop computer, having access to the
School's wi-fi connection and to e-learning platform.

We strongly believe in MIB School of Managements educational approach because
the students are trained to be multiple focused oriented which really helps manage
our business complexity. We also appreciate the large investment in supporting
participant personal development through individual coaching, peer evaluation and
small team activities."
Cristina Scialino
HR Manager "Luxury Products Division", Cosmetique Active L'Oréal Italia
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DIRECT APPLICATION OF SKILLS

Learning at MIB is enhanced with direct application of knowledge, such as inthe-field projects and business internships.

In-the-field Projects
During the MBA in International Business participants are involved in group
activities to carry out project work, such as:
 strategic analysis of a global corporation operating in different industries and
geographic areas;
 assessment of business and investment opportunities in developed and developing
countries, according to country analysis techniques;
 development and drafting of a business plan for international markets.
Given the methods employed, faculty support, information sourced and technology
employed, these projects are considered as valid consulting activities and forms
of research for businesses belonging to the MIB network.

Business Internship
The business internship is a particularly significant moment for the participants
who have the opportunity of verifying first-hand the knowledge they have acquired.
The objective of an internship is to learn more about a specific management area
or function. The internship is also aimed at achieving a mature approach toward
the work-place and developing business codes of conducts.
During this period every participant is supported by a business tutor and School
mentor.
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INTERNATIONAL EXCHANGE PROGRAMMES

Participants can choose to spend part of their study course abroad in a country
they believe is particularly interesting to their learning and career objectives.
Among, the International Schools involved in theese exchanges are:
 Bordeaux School of Management
(Bordeaux, France)

 CUFE - Central University of Finance and Economics Business School
(Beijing, China)

 EADA - Escuela de Alta Dirección y Administración
(Barcelona, Spain)

 EOI - Escuela de Negocios
(Madrid, Spain)

 IEDC - Bled School of Management
(Bled, Slovenia)

 IMISP - International Management Institute
(Saint Petersburg, Russia)

 Lingnan College, Sun Yat-sen University
(Guanghzhou, China)

 Rollins College, Crummer Graduate School of Business
(Florida, USA)
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CPANY VISITS AND STUDY TOURS

Company visits and study tours are designed to allow MBA participants an
understanding of the business world from the inside. Visits are made in Italy,
Germany and Slovenia, and cover a wide range of corporate sectors.
Companies visited during the previous edition of the MBA in International
Business programme include:
 Allianz (insurance, Germany)
 Audi (cars, Germany)
 Elan (sports equipment, Slovenia)
 Electrolux (household appliances, Italy)
 European Patent Office (intellectual property and technology, Germany)
 Fincantieri (cruise ships, Italy)
 Ljubljanske Mlekarne (dairy products, Slovenia)
 Munich airport
 Savio Macchine Tessili (textile machinery, Italy)
 Seaway (boat development, Slovenia)
 Siemens (telecommunications, Germany)
 System Sensor (industrial components, Italy)

"MIB is a stepping stone to success in future pursuit of excellence in International
business. It spruced up my personality, helped me in discovering significant
professional traits with various international experiences and redefining
my career objectives."
Sanjay Singh Bhandari, Indian, MBA 2001-2002
India Sales Area Manager, Syac SpA
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FACULTY

An international MBA requires a varied but balanced teaching faculty.
The rigorous selection criteria of trainers are based not only on the expertise in
a chosen subject but also on experience, background and classroom ability. The
resulting blend of academics, executives, consultants and professionals guarantees
excellence and a wide range of perspectives.

Yusaf Akbar

Southern New Hampshire University (USA)
International Business

Ilan Alon

Crummer Graduate School of Business, Rollins College (USA)
International Business

Ricardo Altimira Vega

Instituto de Empresa, Madrid (E)
International Negotiations

João Amaro de Matos

Universidad Nova de Lisboa (P)
Advanced Finance

Peter Atrill

Plymouth Business School (UK)
Financial and Management Accounting

Tim Baxter

MIB School of Management
Personal Skills Development

Michele Bertoni

University of Trento (I)
Financial and Management Accounting

Elena Bonel

Università Ca' Foscari, Venezia (I)
Strategic Management

Marco Borghesi

General Director, MPG
International Marketing

Franco Bruni

Bocconi University, Milan (I)
International Economics

Cristiano Busco

University of Siena (I)
Management Accounting and Control

Giacomo Campora

Chief Investment Officer, Lloyd Adriatico
Corporate Finance
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Mario Corsi

Business Consultant
Mergers and Acquisitions

Miky Delaney

Leagas Delaney  London Ltd.
Advertising

Nenad Filipovic

IEDC - Bled School of Management (SLO)
Change Management

Valeria Forzano

MIB School of Management
Personal Skills Development

Andrea Furlanetto

Transport Purchasing Director, Electrolux
Operations Management

Tullio Gregori

University of Trieste (I)
International Economics

Jorge Larco

J. Larco & Associates
Lean Transformation

Guido Modugno

University of Trieste (I)
Financial and Management Accounting

Guido Nassimbeni

University of Udine (I)
Strategic Management

Andrea Notarnicola

Consultant, Newton Management Innovation S.p.A.
Personal Skills Development

Claude Obadia

ESCP-EAP, Paris (F)
Marketing

Luca Pellegrini

IULM University, Milan (I)
Retail Management

Laura Peressin

MIB School of Management
Finance and Risk Management

Stefano Pilotto

University of Trieste (I)
International Relations

Claudio Pitilino

Founder, Apricot S.r.l.
Marketing Management

Sergio Romano

Former Italian Ambassador
International Relations
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Jan Smolarski

Stockholm University (S)
Entrepreneurship and Risk Management

Andrea Tracogna

University of Trieste (I)
Strategic Management

David Trickey

Founder, TCO Consulting
International Communication

Giorgio Valentinuz

University of Trieste (I)
Corporate Finance

Chiara Vascotto

Senior Research Executive, RDSi Ltd.
Marketing Management

Francesco Venier

University of Trieste (I)
Organisation and Human Resource Management

Tiziano Vescovi

Università Ca' Foscari, Venezia (I)
Marketing Communication

Donata Vianelli

University of Trieste (I)
Marketing Management

Irena Vida

University of Ljubljana (SLO)
International Consumer Behaviour

Francesca Visintin

University of Udine (I)
Human Resource Management

Andrej Vizjak

Vice President A.T. Kernay Consulting
Organizational Behavior and Design
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PARTICIPANT PROFILES

Having a balanced mix of participants is a key element for the success of our MBA.
Applicants are graduates in all subjects, from all countries in the world.
They have good working knowledge of English and are eager to put themselves
to the test and pursue an international career.
The ideal MBA in International Business candidate should meet the following
intake standards:
 excellent education (degree level);
 fluent English (written and spoken);
 at least three years work experience and significant life achievement;
 international experience;
 interest and motivation towards personal development;
 intelligence, flexibility and adaptability;
 leadership potential.
The table below shows the average work experience for the participants of the
current edition

INTAKE PROFILE FOR THE CURRENT EDITION
XVII (2006-2007)
Degrees:
Business and Economics
Sciences / Engineering
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37.9%
24.1%

Art & Humanities

17.2%

Law / Political Science

20.8%

Average age

28

Average years of working
experience before the MBA

4.4

Female participants

44.8%

International students

55.2%

CAREERS
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MAIN RECRUITERS OF MBA GRADUATES
Assicurazioni Generali Spa
Lloyd Adriatico - Allianz Group
illycaffè Spa
Costa Crociere Spa
Eli Lilly Italia Spa
General Electric - Nuovo Pignone Spa
Ernst & Young Financial Business Advisors Spa
LOréal Italia Spa
Masterfoods Spa
Mc Kinsey & Company, Inc. Italy
Indesit Company Spa
Pirelli Pneumatici Spa
PriceWaterHouseCoopers Global Management Solutions Srl
Snaidero R. Spa
Fincantieri Cantieri Navali Italiani Spa

AREA OF
EMPLOYMENT AFTER TAKING THE MBA*
Consultancy

10.4%

Control

7.6%

Finance

22.4%

Marketing & Sales

38.7%

Organisation & Human Resources
Other

7.6%
13.3%

* (period 1991-2006)
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ALUMNI NETWORK
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STUDENT LIFE: A TYPICAL DAY AT MIB

I am Magdalena. 25 years old and approaching
the graduation day of the MBA course you
are presently attending.
What I am about to do is take you with me
on a trip through a working day at MIB
School of Management.

Magdalena Misleanu
+ 
344;%344=

Ill make it a fast-paced yet
comprehensive tour, because this is
how things happen around here: quickly
and thoroughly.

7.45 am
Wake up time. Actually, I can afford to wake up at such a civilised hour because
my apartment (which I share with three of my MIBer classmates) is only 20 minutes
away by bus from MIB. A quick caffé latte & brioche, check that I have the notes
for the Interdecor business planning case with me, finance book and financial
calculator - in the bag (final assessment first thing today), and off I go.
8.55 am
I am entering the classroom. The bus was late and I was afraid I wouldnt make
it. Besides the fact that today we have this exam, late arrivals are not tolerated: if
youre late  youre out until the break and registered absent for the day.
9.00 - 11.00 am
Finance assessment. Sixteen exercises, two hours and a doubt about yield to
maturity and bond valuation.
11.00 am
Caffeine time and a brief chat about the exam. It looks like it went pretty well.
Well, well get our grades and feedback next week, so Ill know for sure.
11.15 am
Back to work in the computer lab: last episode of the Marketing Plan we have to
present at 4 pm today. In brief we should analyze the companys capabilities, as
well as the potential markets for expanding their business.
1.00 pm
A sandwich for lunch in the living room and a chat with some of our colleagues
from the Master in Insurance and Risk Management. Then back to work.
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4.00 pm
We made it for the presentations! Time management though remains an issue for
my team, and we will definitely have to talk about it asap. As for this project, we
figured out the numbers so we ended up making well supported company
recommendations. Whats more Simone did a great job presenting our analysis.
About 6.00 pm
My team has decided that we may finally call it a day today. We should start working
on the script for business theatre, but we can do that over dinner.
And a piece of good news via e-mail: LOréal wants to meet me next Thursday for
an interview. I applied a couple of weeks ago for a position in Marketing
(Advertisement and Promotion) and it looks like I have a good shot at it.
8.30 pm
Done with school for today! Off we go downtown for a pizza with my working
group. And in between a couple of beers we actually come up with some good
ideas for the theatre project.
About 11.00 pm
I can finally kick my shoes off !! A couple of words with Claudia, my Peruvian
flatmate, about the business planning presentations today and some constructive
criticisms on methodology and slide design. Before calling it a day I take a quick
look at my notes on Electrolux  we have company visits all day long tomorrow.

So that was my yesterday at a glance. Sometimes things
look slightly different: company presentations, conferences
or job interviews might replace part of the classes or
reschedule group work. Other times the day ends in a
movie theatre in Viale XX Settembre, at Twister for
a drink or after midnight at Alessandros place working
on the group assignment. Ill let you discover the rest
of it for yourself. Because there is a lot to be
discovered. You see, days at MIB are never the same.
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EXTRACURRICULAR ACTIVITIES
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TRIESTE: THE CITY OF KNOWLEDGE
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ADMISSIONS
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The MBA at MIB School of Management was a mind opener that provided
a set of tools to manage almost any challenge of business life.
The course was tough, really tough... long hours of study, almost no
weekends and many evenings devoted to group work to prepare class
projects, but every single minute was worth it.
Cesar Campos de Araujo, Brazilian, MBA 2000-2001
Chairman, Uniblock Zanotti Brazil Ltda.
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FINANCING YOUR MBA

TUITION FEES
uition fees are EUR 20,000 (VAT and other taxes included).
Fees cover:
 core and elective courses;
 use of a laptop computer;
 access to the School's wi-fi connection;
 access to e-learning platform;
 transportation and lodging during company visits organized by the School
in Italy and abroad;
 career counseling.
The Programme Coordinator gives support in order to find accommodation for
the period of the course.
Prior to the commencement of the MBA programme, a list of available housing
will be published. Average monthly rent per person is in the range of EUR 200250.

FINANCIAL SUPPORT
The School and the sponsoring companies offer a number of scholarships to cover
all or a part of the tuition fees.
Following an agreement with several banks, the School is also able to offer the
possibility of applying for graduate loans, available both for Italian and nonItalian citizens. These loans are also available for candidates who have been
awarded a scholarship.
For more detailed information please visit our web site www.mib.edu
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