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	1. Title of Subject


	Marketing and Information Technology

	2. Subject Code


	BMK2054



	3. Status of Subject


	Major

	4. Stage
	Degree

	5. Version 
	Date of Previous Version: May 2000
Date of Current Version: October 2005


	6. Credit Hour

LAN Credit Hour Equivalent 


	3



	
	3



	7. Pre-Requisite


	BMK1014 Principles of Marketing



	8. Teaching Staff 

    
	Mr. Robert Jeyakumar a/l Plamel Nathan; BBA(Hons)(Mkt with Multimedia), MPhil(Mgt)(MMU)


	9. Semester


	Second (Gamma) Year, Trimester 3

	10. Objective of Subject


	To expose students to the usage of interactive media and the on-line environment to create and deliver marketing messages, customer services, and information products to multi-cultural and multi-national customers



	11. Learning Outcome 

      of Subject


	At the completion of the subject, students should be able to :

· Understand the concept of market research on Internet.

· Understand and apply the legal basics on online businesses.

· Understand the new face of advertising and apply the right media for online marketing

· Understand the identify marketing and business opportunities on the Internet

· Understand the concept of closing sales on the Internet



	
	Programme Outcomes
	% of contribution

	
	· Ability to communicate effectively
	5

	
	· Acquisition of knowledge and competency in specialized areas of marketing management
	25

	
	· Ability to use and integrate information technology in business and management decision making

	25

	
	· Understanding and commitment to professional and ethical responsibilities
	10

	
	· Ability to work independently as well as others in a team
	5

	
	· Ability to be a multi-skilled marketing executives with good business knowledge, decision making, interpersonal, leadership and entrepreneurship skills
	30

	12. Assessment Scheme
	Lab


	· None
	0%

	
	Assignment


	· Project (Individual / Group)
	15%

	
	Test / Quiz 

	· Quiz 1

· Quiz 2 
· Mid Term Examination
	5%

5%

25%



	
	Final Exam
	· Final Examination
	50%



	13. Details of Subject

	    Topics Covered
	Hours

	
	Defining Your Market 
Market Research on the Internet; Identifying Target Audience and Peripheral Customers; Trends Shaping the Audience; Electronic Marketing Approaches; Key Elements of Success.


	3



	
	Designing The Presence 
Mass-Micromarketing; The Customer-Centric Relationship; Branding, Interactivity and Integration; Designing, Defining the Project and Cost Considerations; Architecture; Database Mining; Implementation and Life After Implementation.


	4

	
	Making It Legal 

Legal Basics and Copyright Law; Patent Law and Trademarks; Trade Secrets; Right of Publicity; Libel and Other Laws; On-line Marketing; Developing Web sites.


	4

	
	Supporting The Presence 
Getting the Word Out and Assessing Effectiveness; Building a Responsive Infrastructure; Targeting Influencers; The Internet as a Potent PR Tool.


	4

	
	Interactive Advertising 

The New Face of Advertising; Approaching the Market; Interactive Marketing Tools; The Right Media; Incorporating the Electronic Channel; Digital Assets and Repurposing Content; The Electronic Marketing Business Model.


	4

	
	Fax-on-Demand / The SmartCard 

Fax-on-Demand and the Internet; Types of Systems; Product Features; Planning Information Delivery.

Relationship Marketing vs Product Marketing; Milestones in Chip Card Development; The Future.


	4

	
	Marketing on the Commercial Online Services / The Internet: Marketing and Business Opportunities 

The Commercial Online Services; Proactive Marketing on the Internet vs Proactive Marketing Off the Internet; Building Better Customer Relationship; The CyberFrontier: Maximizing the Power of the Web; Advertising on the Web.


	5

	
	How Businesses Use Electronic Marketing 

Database Marketing; Case Studies of a range of Experiences, Insights and Innovative Approaches; Marketing by E-mail: Internet

 “Outbound” Marketing Strategies.
	8



	
	Online Commerce: Closing Sales on the Internet 
Strategies for meeting consumers’ needs; Overcoming barriers to Internet Commerce; Establishing corporate credibility on the Internet; Web commerce strategies; The value of Web commerce solutions; International Commerce Opportunities.


	4

	
	Interactive Kiosks 
Range of Applications; Usage of Interactive Kiosks in Marketing; Information-Gathering and as Communication Tools.


	4

	14. Teaching and        

      Learning Activities 

	This subject will be delivered using the following means:
· Lecture Hours = 42 
              Total Contact Hours = 42


	

	15. Laboratory
	Not Applicable



	16. Reading Materials
	Text


	1.  Margo Komenar, Electronic Marketing. Latest Edition, John Wiley & Sons, Inc. USA.



	
	Reference (s)

	1.  Tom Vassos, Strategic Internet Marketing, Latest Edition,  Indianapolis: Que Corporation. USA.

2.  Andrew Dahl and Leslie Lesnick. Internet Commerce. Latest Edition, Indianapolis: New Riders Publishing.
3.  Louis E. Boone and David L. Kurtz. Contemporary Marketing WIRED. Latest Edition, The Dryden Press.
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