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Course description form

Course Name .1

Marketing ande-commerce 2

Course Code .2

Mu0922105

Semester/ year .3

quarterly

Date this description was prepared .4

2-2023-2024

A. Available attendance forms .5

My presence

Number of study hours (total)/number of units (total) .6

120 hours

Name of the course administrator (if more than one hame is mentioned) .7

Name: M. M. Ali Hadi Naji Al - Ami:

Course objectives .8




Explainingtheimportance of marketinganditsimpact onthelives of
individuals and society andaddressingintellectual developmentsinthe

fieldof marketing, especially with regardto social responsibility and
marketing ethics, i.e.the modern approachto market thought.

Teachingandlearning strategies .9

- Cognitive objectives
A1- Knowing the importance of marketing and e-commerce and its
components
A2- Everything related to marketing, markets and their components
A3- The concept of the information and marketing system and its

Importance
Ad-
Coursestructure .10
theweek | hours Required | Name oftheunit Learning Evaluation
learning ortopic method method
outcomes
thefirst 8 General Introductionto My
Concepts the study of eyesight
marketing
the 8 Marketing Mix Marketing My
second system eyesight
the third 8 Consumer consumer's My
Behavior behaviour eyesight
the 8 | TheSalesperson Promotion My
fourth andHisRolein eyesight
Marketing
Fifth 8 The First Exam The product My
eyesight
VI 8 Electronic Pricing My
Commerce eyesight
Seventh 8 | StepstoBuildan distribution My
E-Commerce eyesight
Website
Vil 8| TheTransition the sales My
from Traditional eyesight




Commerceto
E-Commerce
Ninth Electronic Purchases My
Commerce eyesight
Markets
The Examination in Electronic
tenth E-Commerc Commerce
Eleven Services Electronic
Commerce
twelve Marketing Costs Electronic
Commerce
Thirteen The student Marketing costs My
understandsthe eyesight
topic
Fourteen 8 The student E-Commerce My
understandsthe eyesight
topic
fifteen 8 The student E-Commerce My
understandsthe eyesight
topic

Course evaluation .11

Discussion panels

D - Transferable general and qualifying skills (other skills related to employability and

personal development).

D1- Improving the student’s proficiency in the course material
D2- Prepare the necessary data to make future estimates

D3- Determine powers and responsibilities

4- Employing acquired skills

Learningandteachingresources .12

Requiredtextbooks (methodology, if any)

commerce marketing / Amer
lbrahim Kandlilji

Mainreferences (sources)

Marketing and e-commerce

Recommended supporting books and




references (scientificjournals, reports....)

Electronicreferences, Internetsites







