	UČNI NAČRT PREDMETA / COURSE SYLLABUS

	Predmet:
	Poslovna inteligenca

	Course title:
	Business Intelligence

	
	
	
	

	Študijski program in stopnja

Study programme and level
	Študijska smer

Study field
	Letnik

Academic year
	Semester

Semester

	Informacijske in komunikacijske tehnologije, 3. stopnja
	Inteligentni sistemi in robotika
	1. letnik
	2

	Information and Communication Technologies, 3rd level
	Intelligent Systems and Robotics
	1st year 
	2

	

	Vrsta predmeta / Course type
	izbirni / elective

	
	

	Univerzitetna koda predmeta / University course code:
	

	

	Predavanja

Lectures
	Seminar

Seminar
	Sem. vaje

Tutorial
	Lab. vaje

Laboratory work
	Teren. vaje

Field work
	Samost. delo

Individ. work
	
	ECTS

	10
	15
	
	
	
	125
	
	5

	

	Nosilec predmeta / Lecturer:
	prof. dr. Matjaž Gams, dr. Aleksander Pivk

	

	Jeziki / 

Languages:
	Predavanja / Lectures:
	slovenščina, angleščina /
Slovenian, English

	
	Vaje / Tutorial:
	

	Pogoji za vključitev v delo oz. za opravljanje študijskih obveznosti:
	
	Prerequisits:

	Praviloma morajo biti izpolnjeni pogoji za vpis na doktorski študij: zaključena druga stopnja bolonjskega študija ali diploma univerzitetnega študijskega programa. Potrebna so tudi osnovna znanja matematike, računalništva in informatike. 

	
	Student should typically fulfill the formal requirements for enrolling to the doctoral study program: completed Bologna second level study program or an equivalent pre-Bologna university study program. Basic knowledge of mathematics, computer science and informatics is also requested.

	Vsebina: 
	
	Content (Syllabus outline):

	Uvod 

Definicija poslovne inteligence (BI), razlogi in področja za uvajanje, problemi in pasti uvajanja, najboljše poslovne prakse, definicija poslovne analitike in primeri uporabe, pregled razlik med poslovno inteligenco in poslovno analitiko, primeri iz prakse. 

Upravljanje s podatki

Podatkovna skladišča, kakovost podatkov, priprava in oplemenitenje podatkov, migracija podatkov, posredovanje podatkov, primeri največjih nevarnosti in napak.

Poslovna analitika

Odkrivanje, analiza in definiranje poslovnih problemov, inteligentno analitično modeliranje za reševanje poslovnih/tržnih problemov, ovrednotenje in prenos rezultatov v poslovno prakso, pregled tipičnih poslovnih problemov.
Strategije trženja in neposredno trženje

Poslovne strategije, planiranje in razvoj strategij, strategije neposrednega trženja, poslovni modeli, analiza trženjskih priložnosti in okolja. Analiza trga in strank, kontaktne strategije, tržni kanali, problemi integracije, personalizacija tržnih vsebin, spremljanje aktivnosti strank, upravljanje tržne učinkovitosti, trženje na osnovi dogodkov, trženje v realnem času.
Teorija iger in njena uporaba

Antagonistične iger s hkratnimi in zaporednimi potezami, Nashevo ravnovesje in kako ga najti, čiste in mešane strategije.

Poslovna uporaba: barantanje, dražbe, pogajanja. Računalniška simulacija.

Izzivi pri razvoju programskih sistemov in implementacija projektov
	
	Introduction 

Definition of business intelligence (BI), reasons and areas for adoption, common problems and pitfalls, best practices, definition of business analytics (BA) and some use-cases, review of differences among BI and BA, best practices. 

Data handling

Data warehousing, data quality, data preparation/enhancement, data migration, data mediation, examples of major pitfalls.

Predictive business analytics 

Business problem detection, analysis, and definition, analytical modeling for solving business/marketing problems, evaluation and business adoption of modeling results, overview of various industry.

Marketing strategies and direct marketing 

Business strategies, strategy planning and development, direct marketing strategies (product, offer, media, distribution and creative strategies), business models, analysis of marketing opportunities and environment. Customer/market analysis and research, contact strategies, marketing channels, integration aspects, creative tactics, content personalization, response tracking, marketing performance management, event-driven marketing, real-time marketing, best practice examples in various industries.
Game theory and its applications 
Simultaneous-move (static) and sequential-move (dynamic) non-cooperative games, Nash equilibrium and how to find it, pure and mixed strategies. Business applications: bargaining, auctions, negotiations.

Challenges in software engineering and project implementation


	Temeljni literatura in viri / Readings:

	· Berry M. J. A., Linoff G.: Data Mining Techniques for Marketing, Sales, and Customer Support. Wiley Computer Publishing, John Wiley & Sons, 2004. ISBN: 978-0471179801.

· Laursen G.: Business Analytics for Sales and Marketing Managers. Wiley, 2011. ISBN: 978-0470912867.

· Pyle D.: Data Preparation for Data Mining. Morgan Kaufmann, 1999. ISBN: 978-1558605299.

· Kononenko I., Kukar M.: Machine Learning and Data Mining. Horwood Publishing Ltd, 2007. ISBN: 978-1904275213.

· Walker, Mullins, Boyd: Marketing Strategy: A Decision-Focused Approach, 5/e. McGraw-Hill, 2006. ISBN: 978-0072961904.
· Nash E.L.: Direct Marketing: Strategy, Planning, Execution. McGraw-Hill Professional, 2000. ISBN: 978-0071352871.

· Humby C., Hunt T., Phillips T., Scoring Points, Kogan Page, 2005. ISBN: 978-0749435783.

· Russel S.J., Norvig P.: Artificial Intelligence: A Modern Approach (3rd Edition), Prentice Hall, 2010. ISBN: 978-0136042594.

· Vega-Redondo F.: Economics and the Theory of Games. Cambridge University Press, 2003. ISBN: 978-0521775908.

· Robert Gibbons: Game Theory for Applied Economists. Princeton University Press, 1992. ISBN: 978-0691003955
· Brooks F. P., jr.: The Mythical Man-Month : Essays on Software Engineering, Anniversary Edition. Addison-Wesley, 2002. ISBN: 978-0201835953.


	Cilji in kompetence:
	
	Objectives and competences:

	Cilj predmeta je podati splošno znanje o poslovni inteligenci in poslovni analitiki, nadgrajenim z znanjem in potrebami strateškega (marketinškega) odločanja. Uvodoma so predstavljeni temelji področja poslovne inteligence in poslovne analitike, cilji, namen in ključni problemi vpeljave le-teh ter najboljše prakse. 

Študenti, ki bodo uspešno končali ta predmet, bodo obvladali osnove poslovne inteligence in bodo usposobljeni za uporabo tovrstnih metod in  algoritmov v reševanju zahtevnih poslovnih aplikacij in vrednotenje njihovih rezultatov.
	
	The goal of the course is to provide general knowledge of business intelligence and business analytics extended with the knowledge and skills for strategic (marketing) decision-making. Firstly, the business intelligence and business analytics grounds will be presented, followed by the goals, objectives, and common problems of their adoption. Strong focus is given to best practices.  

The students who will successfully complete this course will master the basics of business intelligence and will be capable of applying these methods and algorithms in solving demanding business  problems and evaluating their results.

	Predvideni študijski rezultati:
	
	Intended learning outcomes:

	Znanje in razumevanje:

Razumevanje konceptov poslovne inteligence, obvladovanje tehničnih in poslovnih vidikov metod poslovne inteligence, usposobljenost za njihov razvoj in uporabo v reševanju praktičnih problemov, usposobljenost za interpretacijo in vrednotenje njihovih rezultatov.
	
	Knowledge and understanding:

Understanding the concepts of business intelligence, mastering technical and business aspects of business intelligence, ability of designing the algorithms and methods, and applying them in practical problem solving, ability of interpreting and evaluating their results. 

	
	
	

	Metode poučevanja in učenja:
	
	Learning and teaching methods:

	predavanja, konzultacije, samostojno delo
	
	lectures, consultancy, individual work

	Načini ocenjevanja:
	Delež (v %) /

Weight (in %)
	Assessment:

	Način (pisni izpit, ustno izpraševanje, naloge, projekt)
· pisni ali ustni izpit
· seminarska naloga 
	100%

	Type (examination, oral, coursework, project):
· written or oral exam
· seminar work


	Obveznosti študentov:

Students’ commitments:

(pisni, ustni izpit, naloge, projekti):
· naloge
· pisni ali ustni izpit
(written, oral examination, coursework, projects):

· coursework

· written or oral exam
Reference nosilca / Lecturer's references: 

	· Kaluža, B., Dovgan, E., Tušar, T., Tambe, M., Gams, M.: A probabilistic risk analysis for multimodal entry control. Expert syst. applications [Print ed.], 2011, vol. 38, no. 6, str. 6696-6704.

· Vidulin, V., Gams, M.: Impact of high-level knowledge on economic welfare through interactive data mining. Appl. artif. intell., 2011, vol. 25, no. 4, str. 267-291. 

· Nau, D., Luštrek, M., Parker, A., Bratko, I., Gams, M.: When is it better not to look ahead?. Artif. intell.. [Print ed.], 2010, vol. 174, no. 16/17, str. 1323-1338. 

· Pivk, A., Cimiano P., Sure Y., Gams, M., Rajkovič, V., Studer, R.: Transforming arbitrary tables into logical form with TARTAR, Data knowl. eng., vol. 60, no. 3, str. 567-595, 2007.

· Bežek, A., Gams, M.: Comparing a traditional and multi-agent load-balancing system. Comput. inform., 2006, vol. 25, str. 17-42. 

· Pivk, A., Gams, M.: Domain-dependent information gathering agent. Expert syst. appl. [Print ed.], 2002, vol. 23, str. 207-218. 

· Gams, M.: A uniform internet-communicative agent. Electronic commerce research, 2001, vol. 1, str. 69-84.  


