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Financial Assistance
Financial aid information for graduate students is available 

on our website at www.uu.edu/financialaid/graduate/. Generally, 
graduate students may be eligible for Federal Direct student 
loans or private alternative student loans, depending on the 
program of study and the eligibility of the borrower. Union 

University is also approved by the Department for Veterans 
Affairs to offer educational benefits to veterans, reservists, and 
dependents of veterans who qualify for Veterans Benefits. Any 
person who qualifies for VA Benefits should check with the 
Office of Student Financial Planning as soon as possible after 
acceptance into a graduate program.   

Course Descriptions: Graduate 
Business Programs
601. MBA Orientation (0)
An orientation to the activities and experiences of graduate 
study in business at Union University, including adjustment 
to academic development and spiritual growth.

602. Graduate Business Foundations (3) F, S, Su
A review of foundational concepts in financial accounting, 
microeconomics, management, and business statistics. 
This course may be satisfied with equivalent undergraduate 
coursework.

610. Managerial Economics (3)
This course will build on a traditional basis of microeconomic 
theory through the case method and research projects. Case 
application will bring microeconomic analysis into the realm 
of managerial decision making.

613. Analytical Managerial Accounting (3)
The use of accounting information by an organization’s investors, 
creditors and managers from a financial and managerial 
perspective.  The course develops financial analysis skills useful 
in business decision-making, the ability to analyze accounting 
information useful for monitoring efficiency, quality, and 
timeliness, determine appropriate prices and costing of products 
and services, and the development of operation budgets.

615. Organizational Theory (3)
An examination of the impact of external environmental 
forces on the structure of an organization, the importance 
of organizational structure to the achievement of strategic 
and operational plans of management, and the various 
configurations available.

620. Ethical Management (3)
Ethical Management makes intensive use of the case method 
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635. Business Research Methods (3)
This course will develop business analytical tools using 
mathematics, statistics and computer technology. These 
tools will then be applied to a variety of business problems 
emphasizing planning, collection and interpretation of data, 
and presentation of results.

636. Digital Marketing (3) F
This course provides an understanding of social media with 
a focus on best practices and business applications of this 
platform for communication.

637. Marketing Decision-Making (3) S
This course covers the theories, frameworks, concepts, and 
tools that identify the core elements that drive consumers and 
organizations to purchase/source products and services.

638. Selling Strategies (3) S
This course provides practical insight into the sales process 
including an understanding of the sales process and develops 
the skills necessary for success in the sales profession.

639. Executive Leadership (3) Su
This course examines the field of leadership within organizations 
at the executive level.  Topics include leadership characteristics 
(e.g., IQ, personality), top management team dynamics, 
executive ethics, leadership development, networks, and 
inspirational/visionary leadership.

640. International Business (3)
Designed to provide the tools necessary to evaluate international 
business opportunities from cultural, political, legal economic, 
financial, managerial and marketing perspectives.

642. Strategic Management (3)
Prerequisites: MBA 625
Coverage of strategic management concepts and integration of 
material learned in the functional areas of business; use of case 
studies and field projects to provide a top management view of 
the business enterprise.

643. Strategic Negotiation and Conflict Resolution (3)
An analysis of negotiation strategies and tactics in a variety 
of business environments to include selling situations, intra-
organizational conflict, channel partnerships, and union 
negotiations. Emphasis on collaborative and bargaining styles of 
negotiating.  Seminar-style course with bargaining simulations 
throughout the course. Marketing and management strategy 
explored through simulations and exercises and recent 
literature.

648. Organizational Behavior (3)
Behavioral sciences applied to interpersonal relationships in 
organizations; concepts of human aspects of businesses as 
distinguished from economic and technical aspects. Focus is 
on the process of managing people.

653. Operations Management (3)
Planning and control of operations in manufacturing 
and service organizations; examination of decision theory 
applications; emphasis on developing skills and techniques 
through case studies.

690. Thesis (1 per enrollment, minimum 3 hours)
Students will complete a research proposal for a significant 
research problem in business, including a review of literature 
related to the research problem. Students will gather and 
analyze research data and complete a written thesis. Students 
are required to maintain continuous enrollment until the thesis 
is successfully completed. The Thesis becomes an additional 
assessment tool for these students. Grading will be Pass/Fail for 


