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Instructor :Dr.Hmood Sanad
Lecture’s time:11-12.30

Zarqa University
Faculty: Economics and

Administrative Sciences
Department: Marketing

Semester: first 2018/2019

Course title: Business Marketing Office Hours :9.30-11

Course description:

This subject aims to introduce the industrial marketing and industrial product markets, and its
segdmer)tatlon, planning and marketing of industrial products operations, distribution, promotion
and pricing..

1. Aims of the course:
1. To clarify the meaning and concepts of industrial marketing and the division of industrial and
consumer goods.
2. To highlight importance of industrial products for individuals, businesses and communities
3. Identify the factors influencing the marketing decisions taken by industrial companies.
4. Clarify the marketing mix and marketing strategy for industrial goods.
5. Clarify the after-sales service and its impact on the marketing of industrial goods.
Intended Learning Outcomes: (ILOs)
A. Knowledge and Understanding

Al. Concepts and Theories:

-Modern concepts related to industrial marketing.

A2. Contemporary Trends, Problems and Research:
Operation of local market applications.

A3. Professional Responsibility:

Learn skills make industrial marketing more effective and more experience in the industrial
market.

B. Subject-specific skills
B1. Problem solving skills:

B2. Modeling and Design:

B3. Application of Methods and Tools:.

C. Critical-Thinking Skills
C1. Analytic skills: Assess

C2. Strategic Thinking:

C3. Creative thinking and innovation:

)
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D. General and Transferable Skills (other skills relevant to employability and personal
development)

D1.Communication:

D2. Teamwork and Leadership:

Course structures:

Week < rl ILOs Topics UG Assessment methods
Hours Procedure
1 3 1 Chapter1: The concept of Interactive lecture Creative thinking
industrial marketing system style
2 3 1 Chapter 2 : industrial goods Dialogue and Prior preparation of the
discussion student
role play
Review
previous
3 3 3 Chapter 3: the lecture Adoption of the
Demand for industrial goods Clurrent lecture methods
plan
Directing
questions directly
to students
4 3 1 Chapter4: industrial market | Assigning students | brainstorming
¢ segmentation to prepare
research papers
3 based on the
nature of the
individual
5 3 3 Chapter5: product policies Assigning
students to
lay down
for a brief
research
paper
6 3 4 Chapter6: pricing in industrial | Case study
market
8 3 4 Chapter7: distribution in | Quiz
+ industrial market
1
9 3 5 Chapter 9:promotion in | Workshop
industrial market

)
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References:

A. Main Textbook: Dr . Nizam Sweidan& Samir Alabadi (2011) industrial Marketing, Amman:
Dar Wael for publication and distribution.

B. Supplementary Textbook(s): Dr. Ahmad Shaker alaskari (2009), industrial marketing,

Amman: Dar Wael for publication and distribution.

Assessment Methods:

Methods Grade Date
First 20 marks
Second 20 marks
Participated 10 marks
Final 50 marks
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