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Module Aims, Learning Outcomes and Indicative Contents

Module Objectives

1. To provide students with knowledge of the principles of management and
its role, as one of the core specialized subjects in the field of Business
Administration.

2. To equip first-year students with general principles of management science,
which serve as a fundamental foundation upon which advanced stages of
Business Administration studies are built.

3. To give students an overview of management, its nature, and its historical
development across different time periods, in addition to clarifying the
main managerial functions as well as its basic and supportive activities.

Module Learning
Outcomes

Upon successful completion of this course, students will be able to:

1. Identify the key terminology of management, which constitutes the
fundamental concepts of management science.

2. Prepare and qualify students for advanced topics in management courses in
subsequent academic years.

3. Recognize managerial tasks, managerial skills, their sources, and the
different levels of management within organizations.

4. Develop organizational thinking through understanding the major schools
of management thought, which form a foundational base for students’
comprehension of management science.

5. Discuss the impact of the general and specific environments that directly or
indirectly influence organizational activities.

6. Identify the core managerial functions, including planning, organizing,
leading, motivating, and controlling.

7. Understand the organization’s mission and objectives, the concept of
planning, and the distinction between operational planning and strategic
planning.

Indicative Contents

Indicative content includes the following.

Principles of Business Administration

The Principles of Business Administration course focuses on the following topics:

The Nature of Planning, which includes: Management approaches to planning;
types of plans according to their function; definition of decision-making; types of
decisions; administrative decision-making styles; basic models of the decision-
making process; management information systems; computer-based information
systems; decision-making steps.

Organization, which includes job design and organizational structure according to
the following topics: The concept of job design; job design methods; the
importance of the organizational function; the main forces affecting the
organization; organizational design styles (network style, product style, location
or geographic style, market style, matrix style, network style); the nature of
authority; determinants of authority acceptance; forms of authority resistance;
the concept of the chain of command; span of control.




3. Leadership and Motivation, including:

The nature of motivation - Components of the motivation system - Theories of
motivation - The manager's leadership role - Leadership traits - The nature of the
path (goal) in leadership and its styles - The nature of communication -
Communication methods - Communication channels - Informal communication
channels.

4. Control, including:

The importance of control in the organization - The basic steps in the control process
- An effective control system.

5. Managing the organization's activities, including:

Operations management - Marketing management - Human resource management -
Financial management.

Learning and Teaching Strategies

Strategies

The primary strategy adopted in delivering this course is to encourage active
student participation in exercises, while simultaneously enhancing and expanding
students’ critical thinking skills. This will be achieved through interactive lectures and
classroom discussions, as well as by considering simple experiential activities that
involve selected sampling exercises of interest to students.

Student Workload (SWL)

The student workload is calculated over a 15-week period

Structured SWL (h/sem)

Structured SWL (h/w)

The regular student academic 63 7

workload during the semester

Student's regular weekly study load

Unstructured SWL (h/sem) Unstructured SWL (h/w)
The irregular student academic 112 Irregular weekly study load for the 6
workload during the semester student

Total SWL (h/sem)

The student's total academic 175

workload during the semester




Module Evaluation

Course Material Assessment

Time/Number Weight (Marks) Week Due Relevant Learning
Outcome
Quizzes 2 10% (10) 4and 13 LO #1, #2 and #10, #11
Formative Assignments 2 10% (10) 2and 12 LO #3, #4 and #6, #7
assessment Projects / Lab. 1 10% (10) Continuous | All
Report 1 10% (10) 13 LO #5, #8 and #10
Summative Midterm Exam 2hr 10% (10) 8 LO #1 - #7
assessment Final Exam 3hr 50% (50) 16 All
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)

Weekly theoretical curriculum

Material Covered
Week 1 Planning — Types of plans according to their function — Management approaches to planning

Definition of decision-making — Types of decisions — Styles of administrative decision-making — Basic
Week 2

models of the decision-making process

Management information systems — Computer-based information systems — Steps in decision-
Week 3

making
Week 4 First Exam

Job design concept — Job design methods — Importance of the organizational function — Key forces
Week 5

affecting the organization

Organizational design patterns: Network pattern — Product pattern — Location or geographic pattern
Week 6

— Market pattern — Matrix pattern

Nature of authority — Determinants of authority acceptance — Forms of authority resistance —
Week 7

Concept of chain of command — Span of control
Week 8 Midterm Exam
Week 9 The nature of motivation — Components of the motivation system — Theories of motivation

The manager's leadership role — Leadership traits — The nature of the path (goal) in leadership and
Week 10

its styles

The nature of communication — Communication methods — Communication channels — Informal
Week 11

communication channels
Week 12 | The importance of control in the organization — Basic steps in the control process — An effective




control system

Week 13 Second Exam

Operations Management Concept — Planning and Organizing Operations; Modern Marketing
Week 14
Concept — Marketing Activities

Human Resources Management — Human Resources Planning — Selection and Direction —
Week 15 | Performance Evaluation and Promotion; Financial Management Concept — Role and Functions of the

Finance Manager.

Week 16 Final Exam

Delivery Plan (Weekly Lab. Syllabus)
Weekly laboratory schedule

Material Covered
Week 1 _
Week 2 -
Week 3 E—
Week 4 -
Week 5 E—
Week 6 —
Week 7 -
Learning and Teaching Resources
Text Available in the Library?
Principles of Management by Muhammad Khalil Al-
Required Texts Shamma', 2007 — Dar Al-Masirah for Printing and Publishing Yes
— Amman, Jordan
Recommended Diverse skills and methods for dealing with management Ves
Texts and business issues
Websites
Grading Scheme
Gila ol labas
Group Grade Grade Marks % Definition
Success Group | A -Excellent Excellent 90-100 | Outstanding Performance
(50 - 100) B - Very Good Very Good 80 -89 Above average with some errors




C - Good Good 70-79 Sound work with notable errors

D - Satisfactory Average 60 - 69 Fair but with major shortcomings

E - Sufficient Acceptable 50-59 Work meets minimum criteria
Fail Group FX - Fail Fail (Under Review) | (45-49) More work required but credit awarded
(0-49) F - Fail Fail (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Code Course/Module Title ECTS Semester
MMM-1101 Principles of business Management 7 1
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 112
Description

This course aims to provide the student with the concept of management, the stages of management
development, types of management schools, management theories, administrative decision-making
processes, and administrative decision-making, as well as clarifying the concepts of training and
appointment in public organizations.
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Module Title Principles of Marketing Management Module Delivery
Module Type Core Theory
Module Code MMM-1102 Lecture
ECTS Credits 8 O Lab
O Tutorial
SWL (hr/sem) 200 O Practical
Seminar
Module Level 1 Semester of Delivery 1
Administering Department MMM-1101 College MMM
Module Leader Nada Abdulbasit Kashmola e-mail nada@uomosul.edu.ig
Module Leader’s Acad. Title Module Leader’s Qualification
Module Tutor Najdat Mustafa Musaib e-mail najdat.almehrab@uomosul.edu.ig
Peer Reviewer Name Name e-mail E-mail
SDCJ::tiﬁc Committee Approval 14/10/2024 Version Number | 1.0

Relation with other Modules
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Prerequisite module None Semester

Co-requisites module None Semester

Module Aims, Learning Outcomes and Indicative Contents

A3L5 HY) by simall g alail) il 5 Agul )l 3okl Calaa

.1Understanding traditional and modern marketing concepts.
.2Understanding the marketing system.
.3Understanding the internal and external marketing environment,

— .4Understanding the concept and theories of consumer behavior.
Module Objectives

Al jall Balall ilaa) .5Understanding market segmentation and market objectives,

.6Understanding the concepts of product and new product.

.7Understanding the reasons for the success and failure of a new

product,

.8Understanding the benefits offered by a new product.

The required learning outcomes are as follows:
.1The student will understand marketing management concepts.

Module Learning .2The student will have knowledge of and understand marketing
Outcomes information systems.

.3The student will have knowledge of comparing system inputs,

Lonsd ) 50Lall alaill il H3a processes, and outputs.

.4The student will have knowledge of comparing products, services, and
ideas.

.5The student will be able to understand and comprehend the nature of




the marketing environment and its components.

.6The student will have knowledge, understanding, and comprehension of
what a new product is and the steps involved in its creation.

.7The instructor will provide a detailed explanation of each topic specified
in the curriculum.

.8Students will be assigned daily homework.
.9Dialogue and discussion will be encouraged.

.10Interaction and communication will be fostered .

Indicative Contents

ald Y iy giaal)

The course content includes the following:
Introduction to Marketing Management Principles, including:

The concept of marketing and its stages of development — Marketing information
systems — The marketing environment — Internal and external elements of the
marketing environment — Factors affecting the marketing environment — The concept
of consumer behavior and its theories — The concept of market segmentation and its
principles — The concept of the product and the new product — Steps in product
innovation — The product life cycle — Reasons for the success and failure of new

products — The benefits gained from the new product.

Total hours = SSWL - 78 (exam hours) = 78 - 3 = 75 hours (timetable hours x 15 weeks)

Learning and Teaching Strategies

sl g alail) il i

Strategies

The main strategy to be adopted in delivering this course is to encourage student
participation in assignments and class discussions, while simultaneously enhancing
and expanding their thinking skills regarding marketing concepts. This will be
achieved through interactive classroom sessions, lectures, educational programs, and
the presentation of simple case studies that include diagrams, charts, and theoretical
explanations of the material.

Student Workload (SWL)

Structured SWL (h/sem)

Juadl) P QU el ol jall Jasl) e sad calldall alaiiall asl 5l Jaall

Structured SWL (h/w)
78 5




Unstructured SWL (h/sem)

Juaill JN& Gl aliiall e asdyall Jaal

122

Unstructured SWL (h/w)

e sand Calldall alaiiall e o Hall Jaal)

Total SWL (h/sem)

200
Juadl) J3A llall I il el Joeall
Module Evaluation
&w\‘)ﬂ\ 3alal) e.usﬁ
Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 2 10% (20) 6 and 12 All
Assignments
5 5% (4) 1,2and 8
EOTae Online Continuous
5 5% (4) 1,2,3,5,9,10
assessment Onsite
Report 1 6% (10) 14 All
Seminar 6 4%(2) 2,4,6,8,10,11 | All
S Midterm Exam 1lhr 10% (10) 15 All
assessment Final Exam 3hr 50% (50) 16 All

Total assessment

100% (100
Marks)

Delivery Plan (Weekly Syllabus)

@bl o sl Zleiall

Material Covered

sUnial) af gall

Week 1

An Overview of the Evolution of the Marketing Concept

Week 2

Traditional and Contemporary Marketing Concepts

10




Week 3 The Marketing System and the Internal and External Marketing Environment
Week 4 Factors Affecting the Marketing Environment

Week 5 Consumer Behavior and Factors Influencing Consumer Behavior
Week 6 Consumer Behavior Theories

Week 7 Market Segmentation

Week 8 Types of Markets and Principles of Market Segmentation
Week 9 Factors Affecting Market Segmentation

Week 10 Product Concepts and Policy

Week 11 The Concept and Steps of New Product Innovation

Week 12 Product Life Cycle

Week 13 Reasons for the Success and Failure of a New Product
Week 14 Marketing Benefits Achieved by a New Product

Week 15 Midterm Exam

Learning and Teaching Resources

w‘)dﬂ\j e&:ﬁd\ JJL».AA

Text

Available in the Library?

Required Texts

Jﬁ‘ﬂ Sl cégguﬂ‘ 3l c(ZOO]_) Y ¥ g:i\ (w sl m

il ol Jagall daala i) g dsllall e
Recommended

Texts dpnnl oylboly Sl BLTS
e e 5all G paaal)

Websites

43 9 yiSIV) A8) gal)
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Grading Scheme

Group Grade gl Marks % | Definition

A — Excellent Dbl 90-100 Outstanding Performance

B - Very Good [RENRTEN 80-89 Above average with some errors
Success Group

C - Good RYES 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory Lo gl 60 - 69 Fair but with major shortcomings

E — Sufficient e 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadladll 28) iy | (45-49) More work required but credit awarded
(0-49) F - Fail ol (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-1102 Principles of Marketing 8.00 1
Management
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
4 1 78 122

Description

This course aims to provide the student with the concepts and principles of marketing management in
general and its implications, while reviewing the stages of development of marketing management,
and then to identify the marketing information system, the marketing environment and its elements
and the factors affecting it, and so on, from important marketing concepts.

12




MODULE DESCRIPTION FORM

Course Description Form

Module Information

Course information

Module Title Principles of Economics Module Delivery
Module Type Support Theory
Module Code MMM-1104 Lecture
ECTS Credits 5 O Lab
Tutorial
SWL (hr/sem) 125 O Practical
0 Seminar
Module Level 1 Semester of Delivery One
Administering Department MM College MMM
Module Leader | Saif Abdullah Mustafa e-mail | Saif-abdullh@uomosul.edu.iq

Module Leader’s Acad. Title

Module Leader’s Qualification

Module Tutor Name (if available) e-mail E-mail
Peer Reviewer Name Name e-mail E-mail
Scientific Committee Approval

PP 14/10/2024 Version Number 1.0

Date

Relation with other Modules
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Relationship with other subjects

Prerequisite module

None

Semester

Co-requisites module

None

Semester

Module Aims, Learning Outcomes and Indicative Contents

Course objectives, learning outcomes, and guiding content

Module Objectives

Course objectives

concepts of economics and Principles the basics Learn
the economic problem and its characteristics Defining

equilibrium, consumer , and the meaning of demand, supplyUnderst
behavior according to the theory of marginal utility and inequality, stages of
.production, costs, and how to find them

Module Learning
Outcomes

Learning outcomes for
the subject

tudent to the concept of economics, its importance, and its Introducing the s
Identify what the economic problem is .relationship to other sciences
its law, the factors affecting it, and how , Understand the meaning of demand
ionship between quantity to draw a demand curve through the inverse relat
understand the concept of elasticities, the meaning , Also . demanded and price
elasticities of to find of elasticity of demand, its importance, types, and how
.demand
pply, the supply Introducing the student to the meaning of supply, the law of su
Identifying the elasticity of supply . schedule, and how to draw a supply curve
.and the factors affecting it
excess demand , Market equilibrium, equilibrium price, equilibrium quantity4
and supply
cteristics and types, the law of Knowing the meaning of utility, its chara
marginal utility, how to draw total and marginal to find marginal utility, how
.and consumer equilibrium according to the theory of marginal utility ,utility
, ifference mapldentify indifference curves, their characteristics, and the ind6
and how the consumer achieves balance according to the indifference curve
.theory
the law of , production elements ,function in terms of concept The production
.and its stages diminishing returns

14



8. and , term to find it in the short Identify the meaning of cost, its types, how
. term define cost in the long

9. Understanding the meaning of inflation, its types, the economic and social
.and how to address it ,effects of inflation

Indicative Contents

Guidance contents

the following The guidance content includes.

and definition of demand, supply and equilibrium, economics Introduction to - Part A

sincluding

stages of - its relationship with other sciences - Basics: The concept of economics
the - racteristicsthe economic problem and its cha - development of economics
concept of demand, the law of demand, the demand schedule, the demand curve,

( substitute goods prices of ,factors affecting demand (price of the commodity, income

rtance of The impo - Methods of measuring it - Elasticity of demand and its types -

of elasticities of demand types and - - - demand of elasticity
the elasticity of demand affecting Factors

factors affecting elasticity of supply - Supply theory, law, supply curve and schedule
, of production factors ces ofpri ,and elasticity of supply (price of the commodity
number of producers

Market equilibrium , equilibrium price, equilibrium quantity, and excess supply and

demand

includes theories of demand (theories of consumer behavior) , the theory of - Part B
nomic problems (inflation and unemployment). It production and costs, and eco

:includes

- (Marginal utility theory (concept of marginal and total utility, and utility analysis
concept of -Law of diminishing marginal utility, disadvantages of utility theory
equilibrium under indifference curve -r characteristics indifference curves and thei

theory

and its the law of diminishing returns , Production function , elements the production
and run fixed and variable costs, average total and marginal costs in the short - stages

, run f costs in the longthe definition o
. and how to address it , Inflation, its types, economic and social effects

125 = Total Hours= SSWL - Hours (Timetable Hours x 15 60 = 3 - 63 = (Exam Hours)
(Weeks

15




Learning and Teaching Strategies

iesLearning and teaching strateg

Strategies

is to encourage student participation in course adopted in delivering this strategy
while simultaneously improving and , preparing assignments and class discussions
teractive expanding their critical thinking skills. This will be achieved through in
the presentation of simple case studies classroom and educational programs, and
. theoretical explanations of the subject that include some

.weeks The student's academic load is calculated as 15

Student Workload (SWL)

Structured SWL (h/ sem)

Structured SWL (h/w)
Regular student load during the 63 6
Regular weekly student workload
semester
Unstructured SWL (h/ sem)
Unstructured SWL (h/w)
62 7

Irregular student load during the

semester

Irregular student study load per week

Total SWL (h/ sem)

The student's total academic load 125
during the semester
Module Evaluation
Course material evaluation
. . Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 2 10% (20) 5,12 All
Formative
S e minar 3 10% ( 6) 3,6,9 1,2
assessment
Assignments 6 5% (2) Continuous All

16




Online 5 5%(2)

Onsite

Report 1 10% (10) 13 3.4
AT Midterm Exam 1lhr 10% (10) 7 All
assessment [ cinol Exam 3 hours 50% (50) 16 All

100% (100
Total assessment
Marks)

Delivery Plan (Weekly Syllabus)

Theoretical weekly curriculum

Material Covered Covered materials

Week1 | The relationship of economics to other sciences -The concept of economics -

Week2 | cconomic problem , its nature and methods of solution-

e law of demand, the demand schedule, the demand The concept of demand, th
Week3 |the curve, the factors affecting demand (the price of the commodity, income
(of substitute goods prices

Week4 | demand of Elasticity of demand and its types, the importance of elasticity

price and income to find and how the elasticity of demand affecting Factors
elasticity of demand

Week 5

Week 6 Factors affecting it Supply Theory, Law, Curve and Supply Schedule

price of the) factors affecting elasticity of supply Elasticity of supply and
(factors , number of producers prices of production ,ommodityc3

Week 7

weekg |Market equilibrium , equilibrium price, equilibrium quantity, and excess supply
and demand

Marginal utility theory (characteristics of utility and its types, assumptions of
Week9 |roinal utility theory, law of diminishing marginal utility with the drawing and ma
(consumer equilibrium according to marginal utility theory

Week 10 | Foreign trade

17




Week 11 | Equilibrium under the theory of indifference curves

the law of diminishing returns , Production n , elementsfunctio the production
and its stages

Week 12

Week 13 | Concepts of unemployment and employment

Week14 | The concept of inflation, its types and causes

Week 15 | Money and banks

Week 16 | week before the final exam

Delivery Plan (Weekly Lab. Syllabus)

Weekly lab schedule

Material Covered

Week 1
Learning and Teaching Resources
Learning and teaching resources
Text Available in the Library?
Principles of Economics / Dr. Karim Mahdi -1
Required Texts Hasnawi / Legal Library / 2007-Al
Required texts -Principles of Economics / Muhammad Salih Al
Shammari-Quraishi and Al
Recommended
Texts Economy / Paul A. Samuelson translated into
Recommended Arabic
texts
Websites
Websites

18




Grading Scheme

Grading scheme

Group Grade Marks % Definition

A - Excellent 90-100 Outstanding Performance

B - Very Good 80-389 Above average with some errors
Success Group

C - Good 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory 60-69 Fair but with major shortcomings

E - Sufficient 50-59 Work meets minimum criteria
Fail Group FX - Fail (45-49) More work required but credit awarded
(0-49) F - Fail (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-1104 Principles of Economics 5 1
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 62

Description

provide the student with a general and simplified idea about the basic to is intended course
so that the student has an idea about the importance of this science , science concepts of this
e and the reasons that led to its study and development, and to become familiar with th
economic problem and understand the basic relationships and rules that govern economic
.activity, while studying the different economic systems

19
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Module Title :Ly.ulad\ (gl Module Delivery
Module Type Core Theory
Module Code MMM1103 Lecture
ECTS Credits 6 O Lab
XTutorial
SWL (hr/sem) 150 O Practical
U1 Seminar
Module Level 1 Semester of Delivery 1
Accounting Department MAC College UOMM
Vodule Leader | Asmaa Salim Mohammed Ali | oo asma.a.s.mohammed@uomosul
.edu.iq

Module Leader’s Acad. Title

Assistant lecturer

Module Leader’s Qualification

Msc.

Module Tutor

Doaaadreese2017@uomosul.edu.iq

e-mail

Peer Reviewer Name

e-mail E-mail

Scientific Committee Ap

proval

2024/10/14 Version Number 1.0
Date
Relation with other Modules
AN L ) 3 sall ae 28D
Prerequisite module
NONE Semester
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Co-requisites module

;UAS.AJ\}A

NONE Semester

Module Aims, Learning Outcomes and Indicative Contents

A0L5 HY) il sinall g alail) il g gl )l 5ol Calaa

Module Objectives

Aol yal) Balal) Cilaai

.1Studying the concept of accounting and its objectives at the economic unit and
national levels, and the entities that benefit from accounting data.

.2Explaining accounting procedures using single-entry bookkeeping to measure
the results of activity and the financial position of small businesses and sole
proprietorships.

.3Explaining accounting procedures using double-entry bookkeeping and the use
of the balance sheet equation to demonstrate the impact of economic
transactions on the financial position of the economic unit.

AExplaining the stages of the accounting cycle, recording accounting entries in
the journal and posting them to the ledger, and identifying the most important
documents.

.5Explaining accounting procedures for capital formation, how to increase and
decrease it, types of personal withdrawals, loans and their types, and how to
calculate interest.

.6Defining the elements of financial statements and the difference between
income statements and balance sheets.

.7Explaining accounting procedures for expenses, focusing on purchases, returns,
trade discounts, and cash received.

.8Explaining accounting procedures for revenues, focusing on sales, returns,
trade discounts, and cash received.

.9Clarifying the accounting procedures for commercial papers, their types, their
most important features, and how to record them in books and records, as well
as cases of dealing with notes receivable in books and records .

Module Learning
Outcomes

Balall alall) s i
Laal )

.1 Understanding the concept of accounting and its objectives at the economic
unit and national levels, and the entities that benefit from accounting data.

.2Acquiring the skill to measure the activity results and financial position of small
businesses and sole proprietorships using single-entry bookkeeping procedures.

.3Acquiring the skill to apply double-entry bookkeeping procedures and use the
balance sheet equation to demonstrate the impact of economic transactions on
the financial position of the economic unit.

.AUnderstanding the stages of the accounting cycle, recording accounting entries

21




in the journal and posting them to the ledger, and identifying the most important
documens.

.5Knowledge of the elements of financial statements and the difference between
income statements and balance sheets.

.6Acquiring knowledge of accounting procedures related to capital formation,
including how to increase and decrease capital, types of personal withdrawals,
loans and their types, and how to calculate interest.

.7Acquiring knowledge of accounting procedures related to expenses, with a
focus on purchases and their returns, trade discounts, and cash earned.

8. Acquire knowledge of revenue accounting procedures, focusing on sales,
returns, and trade and cash discounts.

.9Acquire knowledge of commercial paper accounting procedures, including its
types, key characteristics, and how to record it in books and records, as well as
the procedures for handling accounts receivable in books and records.

Indicative Contents

Aala Y @l giaall

The instructional content includes the following:
Part A - Class Lecture

1. Studying the concept of accounting and its objectives at the economic unit and

national levels, and the entities that benefit from accounting data.

Explaining accounting procedures according to single-entry bookkeeping for measuring
the results of activity and the financial position of small businesses and sole
proprietorships. [SSWL=12 hrs]

2. Studying accounting procedures according to double-entry bookkeeping and using the
balance sheet equation to show the impact of economic transactions on the financial
position of the economic unit. Explaining the stages of the accounting cycle, recording
accounting entries in the journal and posting them to the ledger, and identifying the

most important documents. [SSWL=8 hrs]

3. Understanding the elements of financial statements and the difference between
income statements and balance sheets. Explaining accounting procedures for capital
formation, how to increase and decrease it, types of personal withdrawals, loans and

their types, and how to calculate interest. [SSWL=8 hrs]

4. Explaining accounting procedures for expenses, focusing on purchases and their

returns, trade discounts, and cash earned. [SSWL=12 hrs]

5. Explanation of revenue accounting procedures, focusing on sales, returns, and trade
and cash discounts. [SSWL=12 hrs]

6. Explanation of commercial paper accounting procedures, their types, key features, and
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how to record them in books and records, as well as the handling of accounts receivable
in books and records. [SSWL=8 hrs]

Part B - Tutorial

1. Study and application of case studies on single-entry bookkeeping procedures for
measuring the activity results and financial position of small businesses and sole

proprietorships. [SSWL=4 hrs]

2. Study and application of case studies on double-entry bookkeeping procedures and
the use of the balance sheet equation to demonstrate the impact of economic
transactions on the financial position of the economic unit. The course covers the stages
of the accounting cycle, recording accounting entries in the journal and posting them to

the ledger, and identifying key documents. [SSWL=6 hrs]

3. Studying and applying practical case studies on accounting procedures for capital
formation, including how to increase and decrease it, types of personal withdrawals,

loans and their types, and how to calculate interest. [SSWL=4 hrs]

4. Studying and applying practical case studies on accounting procedures for expenses,

focusing on purchases, returns, trade discounts, and cash earned. [SSWL=6 hrs]

5. Studying and applying practical case studies on accounting procedures for revenues,

focusing on sales, returns, trade discounts, and cash earned. [SSWL=6 hrs]

6. Studying and applying practical case studies on accounting procedures for commercial
papers, including their types, key features, and how to record them in books and records,

as well as cases of processing accounts receivable in books and records. [SSWL=4 hrs]

Total hrs = 60 = SSWL - (Exam hrs) = 60+ 3 = 63 hr (Time table hrs x 15 weeks)

Learning and Teaching Strategies

alail) 5 alaill Cilasil i

Strategies

The main strategy to be followed in delivering this unit is to encourage student
participation in exercises, while simultaneously refining and expanding their critical
thinking skills. This will be achieved through interactive classroom sessions and
lessons, and through the analysis of practical cases involving the application of
accounting procedures, which will include student activities and participation in
applying and analyzing these cases .
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Student Workload (SWL)

Lo sanl 10 J 0 gune callall ol Hall Jaal

Structured SWL (h/sem) Structured SWL (h/w)
63 4

Seaill oA Ul disiall ol all Jal L paudl IR bl ol yall Jaal

Unstructured SWL (h/sem) Unstructured SWL (h/w)

87 6

Jadl) JBA Ul alaiidl) yee ol Al Jaal) e sand Calldall alaiiall pue o jall Jasl)

Total SWL (h/sem)

150
Jeadll P& llall S i jal) Jead)
Module Evaluation
3.:\.;.»\)3]\ 3alall e:usf\
Time/Nu Relevant Learning
Weight (Marks) Week Due
mber Outcome
LO#1, #2, #3,
LO #4, #5,
Quizzes 3 20% (15) 4,7,10,13
Formative LO #6 #7,
assessment LO #8 #9
iyl il Online Assignments 2 5% (10) Continuous | LO #3, #4 and #6, #7
Onsite Assignments 3 5% (5) Continuous | All
Report 1 5% (5) 13 LO #5, #8 and #9
seminar 2 5%(5) 2,12 LO #6, #7, #8, #9
Summative Midterm Exam 2hr 10% (10) 7 LO #1 - #7
assessment
ol il Final Exam 3hr 50% (50) 16 All
Total assessment 100% (100 Marks)
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Delivery Plan (Weekly Syllabus)

o e ) zlidll

Material Covered

Introduction to Financial Accounting (Accounting Concept and Objectives, Accounting Fields and

Week 1
Beneficiaries, Accounting Cycle)
Week 2 Overview of Accounting Concepts, Principles, Assumptions, and Limitations
Week 3 Types of Companies Based on Ownership and Nature of Activity
Week 4 Analysis of Financial Transactions According to the Single-Entry Method
Week 5 The Balance Sheet Equation Method to Show the Impact of Transactions on the Financial Position
Recording and Posting Financial Transactions - The Double-Entry Method - Explanation of the
Week 6
Accounting Cycle
Accounting Records and Documents (Journal and Ledger) and Preparation of the Trial Balance and
Week 7
Financial Statements (Income Statement and Balance Sheet)
5 Accounting for the Formation of Sole Proprietorships (Formation, Increase, and Reduction of Capital,
Week 8
Personal Withdrawals, Loans and Interest)
Week 9 Accounting for Merchandise (Purchases and Returns)
Week 10 | Accounting for Merchandise (Sales and Returns)
Week 11 | Accounting Treatment of Purchase and Sale Expenses
Week 12 | Revenue and Capital Expenditures
Week 13 | Accounting Treatment of Types of Discounts
Week 14 | Accounting for Depreciation and Cash Accounting
Week 15 | Commercial Papers

Delivery Plan (Weekly Lab. Syllabus)
il e gl #lgial

Material Covered
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Week 1

Learning and Teaching Resources

u.u..g‘)ﬂ\} (J:u!\ JJLAA

Text Available in the Library?

Al taaa ¢ dal) deaf daBa 585 Clasles 3138 Al Asalaal) (salsa

R i T Y
equired Texts ! es
Recommended Laal) 1o Use + o gal@l) Cpall 1o slua 3/2014 Alal) dsulaal)
No
Texts gelad) asa an Aladl daa) sliia 37/ 2018 dilall Lsalaall (salia
Grading Scheme
Group Grade sl Marks % Definition
A - Excellent Okl 90 -100 Outstanding Performance
B - Very Good [SENRTEN 80 -89 Above average with some errors
Success Group
C - Good L 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory Lo g 60 - 69 Fair but with major shortcomings
E - Sufficient Jse 50-59 Work meets minimum criteria
Fail Group FX - Fail (Adleall 28) il ;| (45-49) More work required but credit awarded
(0-49) F - Fail il (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.
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Module 1

Code Course/Module Title ECTS Semester
MMM1103 Principles of Accounting 6 1
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 87
Description

This course aims to provide students with an understanding of the concept of accounting and
its objectives at both the unit and national levels, as well as the beneficiaries of accounting
data. It explains single-entry accounting procedures for measuring the results of operations
and the financial position of small businesses and sole proprietorships. The course also
explains double-entry accounting procedures and the use of the balance sheet equation to
demonstrate the impact of economic transactions on the financial position of an economic
unit. Furthermore, it clarifies the stages of the accounting cycle, including recording entries in
the journal and posting them to the ledger, and identifies key accounting documents. Finally,
it explains accounting procedures for capital formation, including how to increase and
decrease capital, and covers the types of personal withdrawals and loans, their categories,
and how to calculate interest.
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MODULE DESCRIPTION FORM
2\&»\)&5\ 3alall L_a.)..éj CJ}AJ

Module Information
4\:\.“:\_)35\ 3alall &LLQ)L_A

Module Title Democracy and Human ri ghts Module Delivery
Module Type Basic X Theory

] Lecture
Module Code UOM-104 ] Lab
ECTS Credits 2 [ Tutorial

L1 Practical
SWL (hr/sem) 50 [] Seminar
Module Level 1 Semester of Delivery |1
Administering Department Type Dept. Code College Type College Code
Module Leader | Maher Nooruldeen Saeed e-mail maher.noor@uomosul.edu.ig
Module Leader’s Acad. Title | Assistant Professor | Module Leader’s Qualification |
Module Tutor e-mail E-mail
Peer Reviewer Name e-mail E-mail
SDz::tlflc DI ATIEEL 14/10/2024 Version Number 1.0

Relation with other Modules
5 AN L) ) 3 sall ae 48D

Prerequisite module None Semester

Co-requisites module None Semester

Module Aims, Learning Outcomes and Indicative Contents
A0L5 YY) il sinall g aleil) il g Al Hall 3alall Calaal

1. Ensuring the consolidation and respect of the principles of human rights and

democracy.
2. The necessity of loving one's homeland and its citizens, and planting the seeds of
Module Objectives peaceful coexistence and dignified living for all components by spreading a culture of
Aol 5l Bkl Calaaf acceptance of others and respect for their religious, political, cultural, and social

particularities.
3. The necessity of cooperating with state institutions to establish security and peace
in the country.

Learning outcomes are cognitive and skill-based, achieved through:

1. Students' knowledge of the human rights principles necessary for their practical
lives.

2. Achieving the objectives of preparing students with sufficient knowledge of the
basics of human rights, their concepts, types, and the efforts of the international

Module Learning
Outcomes

ol pall 3alall alasl) ils j3a
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mailto:maher.noor@uomosul.edu.iq

community to defend human rights. International and non-international
organizations seek to promote respect for human rights and work to develop society
by encouraging participation in the labor market through educational courses and
workshops, in addition to supporting small projects.

Encouraging students to coexist as individuals in an integrated society, urging them to
love their homeland and show absolute loyalty to it.

4. Encouraging students to participate in the political electoral process and have an
active national presence therein, to understand the principles of democracy and work
to ensure its success, and to understand national constitutions and the rights and
freedoms they entail.

5. The necessity of cooperating with state institutions to achieve security and political
stability in the country, and encouraging the integration of national human rights
action plans into development plans.

6. Preparing students with the ability to deal with the labor market in their field of
specialization.

Indicative Contents
Lala Y il gisal)

The guiding content includes the following:

Part A - Introduction to Human Rights, which includes:

The concept of human rights - The historical development of human rights - Factors
that contributed to the international community's interest in human rights - The
development of the concept of human rights protection in the modern era - The
mechanisms of the international community to protect human rights - The duties of
the individual and the restrictions imposed on the exercise of human rights.

Part B - Introduction to Democracy, which includes:

The concept of democracy - The historical development of democratic practice - The
characteristics and development of the democratic system - The relationship
between human rights and democracy - Guarantees of public rights and freedoms -
and contemporary democracy.

Learning and Teaching Strategies

(,._.\SJ\} Al Claadi) yil

Strategies

The main strategy adopted in delivering this course is to encourage student
participation in preparing assignments and class discussions, while simultaneously
improving and expanding their critical thinking skills. This will be achieved through
interactive classroom and educational programs, and the presentation of simple case
studies that include some theoretical explanations of the subject.

Student Workload (SWL)

Structured SWL (h/sem) 33 Structured SWL (h/w) 5
Juadl) JOA Ul el ol Al Jaal) e sand calldall alaiiall asd 5l Jaall

Unstructured SWL (h/sem) 17 Unstructured SWL (h/w) 1
Suaill I3 QI il e sl 5l Jaal L gaud QI pliiial) e ol yall Jaal

Total SWL (h/sem) 50

Juaill D8 llall ISl 5l Jaal)
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Module Evaluation
:\:\M\Jﬂ\ 3aldl) ﬁus:\

Time/Number | Weight (Marks) Week Due Ll
Outcome
Quizzes 2 10% (10) 5-11 LO #1-#2-#3-#4-#5
. Online 2 10% (10) 7-12 LO #1-#2-#3-#4-#5
Formative Assignments
assessment i
Onsite 2 10% (10) 6-13 LO #1-#2-#3-H4-#5
Assignments
Report 1 10% (10) 14 LO #1-#2-#3-H4-#5-#6
Summative Midterm Exam 1lhr 10% (10) 8 LO #1-#2-#3-#4
assessment Final Exam 3hr 50% (50) 16 All
[o)
Total assessment 100% (100
Marks)

Delivery Plan (Weekly Syllabus)
Lﬁ)u‘ ‘;c}p.n}“ G\.@_Ld\

Material Covered slazall 2 sall
A general introduction to the concept of human rights, its roots, and its development throughout

Week 1 human history.

Week 2 The development of the idea of protecting human rights in the modern era.

Week 3 The international community and contemporary human rights.

Week 4 United Nations mechanisms for the protection of human rights.

Week 5 Non-international organizations and bodies concerned with defending human rights.

Week 6 Human duties and restrictions on the exercise of human rights.

Week 7 The concept and history of democracy.

Week 8 Characteristics of the democratic system and its components.

Week 9 The constitution and democracy.

Week 10 | Elections.

Week 11 | Civil society institutions and democracy.

Week 12 | The relationship between human rights and democracy.

Week 13 | Crimes of genocide.

Week 14 | Guarantees of freedoms and public rights - good governance - contemporary democracy.
Enriching the human rights curriculum with the book "The Islamic School and the Problem of

Week 15 Contemporary Man" by Sayyid Muhammad Bagqir al-Sadr.

Week 16 | Preparatory week before the final exam.
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Delivery Plan (Weekly Lab. Syllabus)
DRl e sl #leiall

Week

| Material Covered

Learning and Teaching Resources
U‘“:.’Jﬂ‘} (J:u!\ JJLAA

Text Available in the Library?
Required Texts Human rights and democracy, by Ghassan Karim Mujtab and
3 thaall o gualll Amijad Zain al-Abidin Ta'ma.
Human rights, by Hamid Hanoun Khalid.
Human rights, democracy, and public freedoms, by Maher Sabri
Kazim.
Recemenace "The Islamic School and the Problem of Contemporary Man" by
Texts Sayyid Muhammad Bagqir al-Sadr. Baqir al-Sadr
et pasall agealll | - Amer Ayash Abdul Wadib Muhammad Jassim, "The Role of Civil
Society Institutions in the Field of Human Rights," Tikrit
University Journal of Legal and Political Sciences, Issue 6, Year 2,
2011
Websites The Permanent Constitution of Iraq 2005
PR cﬁlyd\
Grading Scheme
Group Grade i) Marks % | Definition
A - Excellent Dbl 90 - 100 Outstanding Performance
B - Very Good [SENRTEN 80-89 Above average with some errors
(S:g(ielsgo(;iroup C - Good L 70-79 Sound work with notable errors
D - Satisfactory Lo g 60 - 69 Fair but with major shortcomings
E - Sufficient Jsia 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadlaall 08) il ) | (45-49) More work required but credit awarded
(0-49) F - Fail Gl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.
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Code Course/Module Title ECTS Semester
MMM-1040 Democracy and Human rights 2 1
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 0 33 17

Description

This course aims to provide the student with the concept of human rights in general, its components,
elements, types, the historical development of human rights, international interest in protecting
human rights, general guarantees for the protection of human rights and public freedoms - and the

concept of democracy, the characteristics of the democratic system, its components, and the
historical development of the democratic system.
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MODULE DESCRIPTION FORM

duwlydl Baledl Cauo g i ged

Module Information
duwydl 8oladl o glas

Module Title Ay d) 421 Module Delivery
Module Type Basic Theory
Module Code UOM-1011 Lecture
ECTS Credits 2 O Lab

O Tutorial
SWL (hr/sem) 50 O Practical

O Seminar
Module Level 1 Semester of Delivery
Administering Department MM College MMM

Module Leader

Noor Ahmed Hazem

e-mail

Noor.a.hazem@uomosul.edu.iq

Module Leader’s Acad. Title

Assist. Lecturer

Module Leader’s Qualification

Module Tutor

Name (if available)

e-mail E-mail

Peer Reviewer Name Name

e-mail E-mail

Scientific Committee Approval

Date 23/10/2014 Version Number 1.0
Relation with other Modules
sz_;)l\ duwly| abAJ\ & A8l
Prerequisite module None Semester Noe
Co-requisites module None Semester Noe



mailto:Noor.a.hazem@uomosul.edu.iq

Module Aims, Learning Outcomes and Indicative Contents
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el
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Indicative Contents
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doliyY wbgisall Bg,lg slawdlg
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- Jsenall inall g o slaall  isall Jadll g o 33U 5 (saniall Jadll s

Cgymelly slasadly JLadYl IS (3o (55T Loy doyall dal B3lo pggie

34




D oyeuaiig A ypad) sl Bole ilojhiue— o £jll

Gogalll hlasly , dygadly duegdl Bloxtadl, §)gandl — duyall &1 Bole unydi Wlopbius Elgil

15 x oyl Jgdadl wilel) el 90 = 4 - 94 = (Ol wlelus) = SSWL - 175 = wlelul Jlax|

(& g

Learning and Teaching Strategies

Strategies
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Student Workload (SWL)

LCj..«.wT \OJ&_.)M g,J\b.U LSV"bJ‘” Jol

Structured SWL (h/sem) Structured SWL (h/w)

33 6
diadll I3z LIl elaziedl (gelyldl Josd! e guanl Ul @lasiall gyl Joell
Unstructured SWL (h/sem) Unstructured SWL (h/w)

17 7

Jradl P el plaziall xe bl Jazsl

Lo gl Il elatiall pe ooyl Joxull

Total SWL (h/sem)

il M5 el U1 (guhyll Jass)

50
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Module Evaluation

Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 3 10% (10) 5and9and 13 | All
Formative
Assignments 1 20% (20) Continuous 1,2,5,7,and 8
assessment
Report 2 10% (10) 7 and 13 1,2,3,4,and 5
S Midterm Exam 1lhr 10% (10) 7 1,2,3,4,6,7 and 8
assessment | cins) Exam 3hr 50% (50) 16 All
100% (100
Total assessment
Marks)
Delivery Plan (Weekly Syllabus)
Syl & ged zlgiall
Material Covered dllazall 5l goll

Week 1 EONN{PIPO N PRPERA U YE &
Week 2 Jeall g1 53)

Week 3 & Hlaall Jadll
Week 4 G...‘:Ld\ Jadl)

Week 5 e Jad

Week 6 aa¥) AleSle

Week 7
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Week 8 ‘;;;,LAJ\ Jaall claSle
Week 9 a1 Jad Gildle
Week 10 eall g fataall doan) dlaall
Week 11 ALl Jedty)
Week 12 Al ag sl
Week 13 3 yegd) ani

Week 14 dlxdl) dlaal)

Week 15 tel) Olaiay)
Week 16

Learnin

g and Teaching Resources

u.a.tJ)J‘.‘iJ[g ‘nla:«.“‘).)l.,a.n

Text

Available in the Library?

Required Texts

Lgllaall o 5uaill

c9>dl § Jozx! ¢(1995) Syl doxl (3l Sl ¢ pazyllias gl

RUTPRTEVN /PN

Recommended

Texts

le2 (529l poguaill

ol T4 oY dyall ,_3
c,%SJi cddlad oSl

&A.Ul‘ g“,l.,o_g.nJl@a-uJquic c@.&ﬂ}.ﬂ

Websites

459 AV 2Bl g0l

Grading Scheme

il yll Labases
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Group Grade el Marks % | Definition

A - Excellent Sl 90 - 100 Outstanding Performance

B - Very Good [SEANVES 80 -89 Above average with some errors
Success Group

C - Good NVES 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory bugio 60 - 69 Fair but with major shortcomings

E - Sufficient Jgute 50 -59 Work meets minimum criteria
Fail Group FX - Fail (Adlaadl WB) Cly | (45-49) More work required but credit awarded
(0-49) F - Fail sl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-1011 duyall dalll 2.00 1
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
2 0 33 17

Description

Jolgadl (lixinl ae gasgeg Baolicg l@lsSey ple 95 (e dpyall dalll pggany CIlall wgis ),aell 1 Cugiuw
0,31 dls, Brell ounyy Cagymdlly Joadly slossdl o Al 89,801 e Cayaill o5 cyag Aoyall il yghat) dsulua)

- dagall eudliall cya
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MODULE DESCRIPTION FORM

Stage 1 semester 2

Module Information

Module Title Fundamentals of M anagement Module Delivery
Module Type Core Theory
Module Code MMM 1205 Lecture
ECTS Credits 7 O Lab
O Tutorial
SWL (hr/sem) 175 O Practical
O Seminar
Module Level 1 Semester of Delivery 2
College of
Administering Department MBA Administration and | MCOAE
Economics
Module Leader Bahaa Habeeb Mahmood Altiee e-mail baha_habeb@uomosul.edu.iq
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification Ph.D.
Module Tutor N.A e-mail E-mail
Peer Reviewer Name N. A e-mail E-mail
SDCJ::tiﬁc Committee Approval 1/2 /2026 Version Number | 1.0
Relation with other Modules
Prerequisite module None Semester
Co-requisites module None Semester




Module Aims, Learning Outcomes and Indicative Contents

Module Objectives

To provide students with knowledge of the principles of management and
its role, as one of the core specialized subjects in the field of Business
Administration.

To equip first-year students with general principles of management science,
which serve as a fundamental foundation upon which advanced stages of
Business Administration studies are built.

To give students an overview of management, its nature, and its historical
development across different time periods, in addition to clarifying the
main managerial functions as well as its basic and supportive activities.

Module Learning
Outcomes

10.

11.

12.

13.

14.

Upon successful completion of this course, students will be able to:

Identify the key terminology of management, which constitutes the
fundamental concepts of management science.

Prepare and qualify students for advanced topics in management courses in
subsequent academic years.

Recognize managerial tasks, managerial skills, their sources, and the
different levels of management within organizations.

Develop organizational thinking through understanding the major schools
of management thought, which form a foundational base for students’
comprehension of management science.

Discuss the impact of the general and specific environments that directly or
indirectly influence organizational activities.

Identify the core managerial functions, including planning, organizing,
leading, motivating, and controlling.

Understand the organization’s mission and objectives, the concept of
planning, and the distinction between operational planning and strategic
planning.

Indicative Contents

Indicative content includes the following.
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Fundamentals of Business Administration

The Fundamentals of Business Administration course focuses on the following
topics:
1. Nature of Management and Managerial Tasks

This section includes:

(Definition of management and the manager, Approaches to the study of
management, Organizational activities, Challenges facing contemporary
management)

Managerial tasks include:

(Patterns of managerial behavior, Managerial skills and their sources, Variations in
managerial work, Managerial roles, Types of managers according to managerial
levels)

2. Development of Management Thought

This section includes:

Classical Schools: (Scientific Management School, Administrative Management
School, Bureaucratic School)

Human Relations School: (Hawthorne Studies (Elton Mayo), Follett’s Studies, Chester
Barnard’s Study, McGregor’s Theory X and Y)

Contemporary Approaches: (Open Systems Theory, Quantitative Management,
William Ouchi’s Theory Z, Contingency Management)

3. Management in a Changing Environment

This section includes: (Environmental framework, General environment, Specific
environment, Organizational failure in interpreting environmental indicators,
Components of the general environment, Components of the specific environment,
Stable and dynamic environments)

4. Organizational Objectives

This section includes: (Organizational purpose and mission, Types of organizational
objectives, Importance of organizational objectives, Requirements for setting
objectives, Management by Objectives (MBO), Concept of strategy, Key factors in
strategy formulation, Steps in developing organizational strategy, Levels of strategy)

Learning and Teaching Strategies

Strategies

The primary strategy adopted in delivering this course is to encourage active
student participation in exercises, while simultaneously enhancing and expanding
students’ critical thinking skills. This will be achieved through interactive lectures and
classroom discussions, as well as by considering simple experiential activities that
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involve selected sampling exercises of interest to students.

Student Workload (SWL)

The student workload is calculated over a 15-week period

Structured SWL (h/sem)

Structured SWL (h/w)

The regular student academic 63 7

workload during the semester

Student's regular weekly study load

Unstructured SWL (h/sem) Unstructured SWL (h/w)
The irregular student academic 112 Irregular weekly study load for the 6
workload during the semester student
Total SWL (h/sem)
The student's total academic 175

workload during the semester

Module Evaluation

Course Material Assessment

Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
Quizzes 2 10% (10) 4 and 13 LO #1, #2 and #10, #11
TR Assignments 2 10% (10) 2 and 12 LO #3, #4 and #6, #7
assessment Projects / Lab. 1 10% (10) Continuous | All
Report 1 10% (10) 13 LO #5, #8 and #10
GG Midterm Exam 2hr 10% (10) 8 LO #1 - #7
assessment | ginal Exam 3hr 50% (50) 16 All
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)
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Weekly theoretical curriculum

Material Covered

Definition and nature of management - Approaches to management studies - Organizational

Week 1

activities - Fields of business administration

Contemporary management and the challenges it faces - Managerial tasks - Patterns of managerial
Week 2

behavior - Types of managerial skills and their sources

Disparity in managerial work - Roles of managers - Types of managers according to their
Week 3

administrative levels
Week 4 First Exam

Traditional Schools: Scientific Management School - Administrative Divisions School - Bureaucratic
Week 5

School

Human Relations School: Hawthorne's study (Elton Mayo) - Folt's study - Chester Barnard's study -
Week 6

MacCreeker's (X/Y) study

Contemporary Trends School: Open Systems Theory - William Augh and Theory (Z) - Situational
Week 7

Management
Week 8 Midterm Exam
Week 9 Management in a changing environment / Environmental surface structure - Public environment
Week 10 | Private environment - Organizational failure to interpret environmental indicators

Components of the public environment - Components of the private environment - Dynamic and
Week 11

stable environments
Week 12 | Organizational purpose and mission - Types of organizational goals
Week 13 | Second Exam
Week 14 | Importance of organizational goals - Requirements for setting goals - Management by objectives

Concept Strategy — Key factors in determining strategy, steps in developing an organization's
Week 15

strategy — Levels of strategy
Week 16 | Final Exam
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Delivery Plan (Weekly Lab. Syllabus)

Weekly laboratory schedule

Material Covered

Week 1

Learning and Teaching Resources

Text

Available in the Library?

Principles of Management by Muhammad Khalil Al-
Required Texts Shamma', 2007 — Dar Al-Masirah for Printing and Publishing Yes
— Amman, Jordan
Recommended Diverse skills and methods for dealing with management and y
es
Texts business issues
Websites
Grading Scheme
Group Grade Grade Marks % Definition
A - Excellent Excellent 90 - 100 Outstanding Performance
B - Very Good Very Good 80 -89 Above average with some errors
Success Group
C - Good Good 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory Average 60 - 69 Fair but with major shortcomings
E - Sufficient Acceptable 50-59 Work meets minimum criteria
Fail Group FX - Fail Fail (Under Review) | (45-49) More work required but credit awarded
(0-49) F — Fail Fail (0-44) Considerable amount of work required
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Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Code Course/Module Title ECTS Semester
MMM-1205 7 2
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 112
Description

This course aims to provide students with knowledge of the fundamentals of management and its role
as a specialized subject in business administration, management studies, and strategic studies. It
introduces first-year students to decision-making information and decision-making mechanisms,
which are relied upon in advanced stages of business administration studies. The course also gives
students an overview of organizational fundamentals, theories, and their evolution throughout
history, as well as clarifying the concept of motivation and its theories. Furthermore, it introduces
students to leadership concepts and theories, along with the concepts of control and the most
important functions of business administration.

Tt G\ Lt omps ot =
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MODULE DESCRIPTION FORM
M\Jﬂ\ 3Ll g_q'u.AJ C.Jj.u

Module Information
Agasl 52l 53l Cila slas

Module Title Fundamentals of Marketing Management Module Delivery
Module Type Core Theory
Module Code MMM -1206 Lecture
ECTS Credits 8 O Lab
[ Tutorial
SWL (hr/sem) 200 O Practical
Seminar
Module Level 1 Semester of Delivery 2
Administering Department MMM-1206 College MMM
Module Leader Nada Abdulbasit Kashmola e-mail nada@uomosul.edu.iq
Module Leader’s Acad. Title Module Leader’s Qualification
Module Tutor Najdat Mustafa Musaib e-mail najdat.almehrab@uomosul.edu.iq
Peer Reviewer Name Name e-mail E-mail
Scientific Committee Approval
5 14/10/2024 Version Number | 1.0
Date
Relation with other Modules
A Al 5ol ) gall ae 48l
Prerequisite module Principles of Marketing Management Semester 1
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

A00L5 HY) il sinall g alacil) il g Apul Hall salall Calaa

Module Objectives

o Al salall alaal

.1Understanding the concepts of marketing activities offered by

organizations,

.2Understanding the concept of distribution, distribution channels,

and the factors influencing them,

.3Understanding the concept of pricing, pricing policies, and pricing

methods.

.4Understanding the concept of promotion, promotional tools, and

promotional policies,
.5Understanding the concepts of wholesale and retail trade,
.6Understanding the concepts of service and services marketing,

.7Understanding the concept of e-marketing, its characteristics, and

policies,

.8Understanding the concepts of marketing research and marketing

information systems,

Module Learning
Outcomes

Al 5 Balall el s e

The required learning outcomes are as follows:

.1The student will understand the fundamentals of marketing
management.

.2The student will be able to understand the nature of distribution, its
channels, and the factors that influence it.

.3The student will have knowledge of the concept of pricing, pricing
methods, and pricing policies.
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.4The student will have knowledge of comparing promotional methods
and promotional policies.

.5The student will be able to understand wholesale and retail trade.

.6The student will be able to grasp the concept of service, its
characteristics, and its marketing mix.

.7The student will have knowledge of understanding and applying
marketing research.

.8The student will understand and apply marketing information systems.

.9Each topic in the curriculum will be explained in detail through direct
and indirect instruction.

.10Students will be assigned daily homework.
.11Dialogue and discussion will be encouraged.

12. Interaction and communication will be fostered.

Indicative Contents

el Y iy giaal)

The course content includes the following:
An introduction to the fundamentals of marketing management, including:

.1The concept of distribution, distribution channels, and factors influencing channel

selection.
.2The concept of price, its types, pricing policies, and pricing objectives.
.3The concept of promotion, its methods, and promotion policies.

.AThe concept of wholesale and retail trade, and the wholesale and retail trade

routes.

.5The concept of marketing information systems and marketing research.
.6The concept of services marketing and service characteristics.
.7Concepts of digital marketing.

Total hours = SSWL - 78 (exam hours) = 78 - 3 = 75 hours (timetable hours x 15 weeks)

Learning and Teaching Strategies
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The main strategy to be adopted in delivering this course is to encourage student
participation in assignments and class discussions, while simultaneously enhancing
and expanding their thinking skills regarding marketing concepts. This will be

Strategi
rategles achieved through interactive classroom sessions, lectures, educational programs, and
the presentation of simple case studies that include diagrams, charts, and theoretical
explanations of the material.
Student Workload (SWL)
e ol V0 0 guna dUall il jall Jaal)
Structured SWL (h/sem) Structured SWL (h/w)
78 5
Juadl) JBA QlUall alasial) ol Al Jasl) Lo sand calldall aliiall asl 5l Jaall
Unstructured SWL (h/sem) Unstructured SWL (h/w)
122 7
Juadl) JA QlUall alaiial) yee ol jall Jaal) e sand Calldall alaiiall yue o Hall Jasl)
Total SWL (h/sem)
200
Jeadll P llall S i 5ol Jead)

Module Evaluation

:\:\u\)ﬂ\ 3alal) e:usﬁ

Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 2 10% (20) 6 and 12 All
Assignments
5 5% (4) 1,2and 8
EOIaEI e Online Continuous
5 5% (4) 1,2,3,5,9,10
assessment Onsite
Report 1 6% (10) 14 All
Seminar 6 4%(2) 2,46,8,10,11 | All
SRR Midterm Exam 1lhr 10% (10) 15 All
assessment Final Exam 3hr 50% (50) 16 All
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Total assessment

100% (100
Marks)

Delivery Plan (Weekly Syllabus)

o e sl zlgidll

Material Covered slazall ) gall

Week 1 Distribution and Marketing Channels

Week 2 Marketing Benefits Achieved by Distribution

Week 3 Factors Influencing the Selection of Distribution Channels

Week 4 Retail and Wholesale Trade

Week 5 Promotion Policy: Concept and Importance

Week 6 Promotional Message and Strategies

Week 7 Elements of the Promotional Mix - Advertising

Week 8 Sales Activation - Word-of-Mouth - Publicity - Personal Selling
Week 9 Pricing Policy: Concepts Synonymous with Price

Week 10 Pricing Objectives and Factors Affecting Pricing

Week 11 Pricing Methods

Week 12 Services Marketing - Service Marketing Concepts - Service Characteristics
Week 13 Service Marketing Mix - Marketing Information Systems and Marketing Research
Week 14 Digital Marketing

Week 15 Midterm Exam

Learning and Teaching Resources

U‘“:.’Jﬂb (J:u!\ JJL\AA
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Text Available in the Library?
Required Texts J.-,ISY‘ Sl c‘_'é..,\‘guﬂ‘ 50l ‘(2001) X von g..l\ (e sl m Iy
. s % P
sl gl Jeagall daala ¢ pidl) g Aslulall
Recommended
Texts dumol> zoylbly Sl Ay
\-G—.’ cs*‘}““ U‘}‘-a-m
Websites
L g I gl sal
Grading Scheme
Group Grade i) Marks % Definition
A — Excellent |y 90 - 100 Outstanding Performance
B - Very Good [SENRTEN 80 -89 Above average with some errors
Success Group
C - Good L 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory o sl 60 - 69 Fair but with major shortcomings
E — Sufficient Jsia 50-59 Work meets minimum criteria
Fail Group FX — Fail (Al 28) aid ) | (45-49) More work required but credit awarded
(0-49) F - Fail el (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-1206 Fundamentals of Marketing 8.00 2
Management
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
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4 1 78 122

Description

This course aims to equip students with the fundamental concepts of marketing management in
general, including its various aspects. It reviews marketing topics by presenting the concept of
distribution, distribution channels, and the factors influencing channel selection. Students will then
learn about promotion, its methods and strategies, the concept of price and its types, pricing policies,
pricing objectives, and the concepts of wholesale and retail trade. The course also covers marketing
information systems and marketing research, the concept of services marketing and service
characteristics, and the concepts of e-marketing.
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MODULE DESCRIPTION FORM

Course Description Form

Module Information

Course information

Module Title M ar keti ng Green Economics Module Delivery
Module Type C Theory
Module Code MMM -1208 Lecture
ECTS Credits 5 O Lab
Tutorial
SWL (hr/sem) 125 O Practical
O Seminar
Module Level 1 Semester of Delivery One
Administering Department MM College MMM
Module Leader Saif Abdullah Mustafa e-mail Saif.abdullh@uomosul.edu.iq
Module Leader’s Acad. Title Module Leader’s Qualification
Module Tutor Name (if available) e-mail E-mail
Peer Reviewer Name Name e-mail E-mail
Scientific Committee Approval 10/14/2024 Version Number 1.0

Date

Relation with other Modules

Relationship with other subjects

Prerequisite module

None

Semester

Co-requisites module

None

Semester
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Module Aims, Learning Outcomes and Indicative Contents

Course objectives, learning outcomes, and guiding content

Module Objectives

Course objectives

10. their concepts and Green economy, green marketing the basics Learn
11. ntify the implications of sustainable developmentide

12. the problems facing the implementation of green economy and ldentify
.green marketing

13. .Learn about ways to measure the green economy
14. Understanding green consumer concepts
15. marketing mix Defining the elements of the green

16. Defining the goals and importance of green marketing

Module Learning
Outcomes

Learning outcomes for
the subject

1. Introducing the student to the concept of marketing, the green consumer and
its importance

2. cesldentify green products and green pri
3. promotion strategies green marketing and green to Introducing the student

4. and green sectors Identifying the main areas of green consumption

5. Introducing the student to global and Arab models of sustainability and green
marketing

6. ttogreen pricing, environmental marketing, and its Introducing the studen
characteristics

7. Understanding the meaning of sustainable development, its concepts and
implications

8. green Identifying the most important requirements for the transition to a
economy

Indicative Contents

Guidance contents

The guidance content includes the following.

Definition , the Green Economy and Sustainable Development Introduction to - Part A

Green Products of Green Marketing, Green Consumers, and

tal dimension , economic environmen Dimensions of sustainable development -

dimension, social dimension
Economic development indicators (social, environmental and economic -

Operations in transformation the) Green For the economy theoretical The frame -
wealth, index Estimates ndexi ,and consumption Production and patterns Production

Environmentally friendly savings Net

. green products Includes concepts of green marketing and - Part B
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- New and enhanced markets marketing , opening The importance of green

credibility

ompletely safe products and producing c ) Green marketing objectives
characteristics of green , services that are not harmful to the environment
(marketing and promotion, examples of green marketing

- Product, Pricing, Distribution, Promotion ) Green Marketing Mix
- Be , for various environmental issues consumer concern ) Green consumer
concerned about the environment and committed to the issues it addresses

Learning and Teaching Strategies

Learning and teaching strategies

Strategies

nt participation inis to encourage stude course adopted in delivering this strategy
while simultaneously improving and , preparing assignments and class discussions
expanding their critical thinking skills. This will be achieved through interactive
studies the presentation of simple case classroom and educational programs, and
theoretical explanations of the subject that include some

Student Workload (SWL)

.weeks The student's academic load is calculated as 15

Structured SWL (h/ sem)

Regular student load during the

semester

Structured SWL (h/w)
63 6
udent workloadRegular weekly st

Unstructured SWL (h/ sem)

Irregular student load during the

semester

Unstructured SWL (h/w)
62 7
Irregular student study load per week

Total SWL (h/ sem)

The student's total academic load

during the semester
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Module Evaluation

urse material evaluationCo

Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 2 10% (20) 5,12 All
S e minar 3 10% ( 6) 3,6,9 1,2
Formative Assignments
6 5% (2)
assessment Online Continuous All
5 5%(2)
Onsite
Report 1 10% (10) 13 34
ST e Midterm Exam 1lhr 10% (10) 7 All
assessment Final Exam 3 hours 50% (50) 15 All
100% (100
Total assessment
Marks)

Delivery Plan (Weekly Syllabus)

Theoretical weekly curriculum

Material Covered Covered materials

Week 1 | The theoretical framework for sustainable development

Week 2 | Green economy and climate change

Week 3 | Sustainable development goals and requirements

Week 4 | Green For the economy theoretical The frame

Week 5 | [pstitutions concerned with the green economy

Week 6 | Green Economy Fields
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Week 7 | Green Economy Importance

Week 8 Requirements for transitioning to a green economy

Week 9 | The importance and objectives of green marketing

Week 10 | Characteristics of green marketing and environmental marketing

Week 11 | Marketing Strategies Green -

Week 12 | Advantages and disadvantages of green marketing

Week 13 | Green Consumer and Green Products

Week 14 | Green Marketing Mix

Week 15 | exam

Week 16 | week before the final exam

Learning and Teaching Resources

rning and teaching resourceslLea

Text

Available in the Library?

Required Texts

Required texts

Marketing for Sustainable Development Green
Book /

Najjar-Prof. Dr. Farid Al/

Sustainable The Role of the Green Economy in Achieving .

Recommended

Texts Development / PhD Thesis
e Dr. Saif Abdullah Mustafa
texts

Websites

Websites

Grading Scheme
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Grading scheme

Group Grade Marks % Definition

A - Excellent 90-100 Outstanding Performance

B - Very Good 80 -89 Above average with some errors
Success Group

C - Good 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory 60 - 69 Fair but with major shortcomings

E - Sufficient 50-59 Work meets minimum criteria
Fail Group FX - Fail (45-49) More work required but credit awarded
(0-49) F - Fail (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-1104 ting green economiesMarke 5 1
Class ( hr /w) Lect /Lab./ Prac./ Tutor SSWL ( hr / sem) USSWL ( hr /w)
3 1 63 62

Description

general and simplified understanding of the basic a to provide students with is intended course
he importance economics , so that they can develop an understanding of t green concepts of
of green economics and the reasons for its study and development, as well as learn about
green marketing and understand the basic relationships and rules that govern green
.green marketing mix economic and marketing activity, while studying the components of the
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MODULE DESCRIPTION FORM

2\&»\)&5\ saldll —a g CJ}AJ

Module Information
4\:\.“:\_)35\ 3alall &LLQ)S:_A

Module Title Principle of Statistics Module Delivery
Module Type Core Theory
Module Code MMM -1207 Lecture
ECTS Credits 5 O Lab
O Tutorial
SWL (hr/sem) 125 O Practical
Seminar
Module Level 1 Semester of Delivery
Administering Department MMM-1207 College MMM
Module Leader Zena amer Basheer e-mail
Module Leader’s Acad. Title Module Leader’s Qualification
Module Tutor Asmaa Mohammed Ali e-mail
Peer Reviewer Name Name e-mail E-mail
Scientific Committee Approval
PP 14/10/2024 Version Number 1.0
Date
Relation with other Modules
AN L) ) 3 gall ae 28D
Prerequisite module NONE Semester
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

A0L5 yY) by sinall g alacil) il g Al )l Bakall Calaad

.1Understanding statistical concepts.
.2Understanding the concept of samples and their types.
.3Understanding how to collect and classify data.,

.4Understanding and plotting the concept of proportional and

cumulative frequency distributions.
Module Objectives

Al al) alall Calaa .5Understanding and plotting the concept of polygons, histograms,

and frequency curves,

.6Understanding geometric and graphical representations.
.7Understanding the concept of the median and arithmetic mean,
.8Understanding and plotting bar graphs and pie charts,

.9Understanding the concept of correlation and how to calculate it.

The desired learning outcomes are as follows:
.1The student will understand the principles of statistical science.
.2The student will be able to understand the nature and types of samples.

.3The student will be able to comprehend and plot cumulative and

Module Learning relative frequency distributions.

Outcomes
.4The student will be able to understand frequency polygons, histograms,

and frequency curves.

Tl ol Balall plasl) s s2ee .5The student will be able to compare frequency distributions, polygons,

histograms, and frequency curves.

.6The student will be able to understand the arithmetic mean and median
and how to calculate them.
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.7The student will be able to understand bar graphs and pie charts.

.8The student will be able to understand and comprehend geometric and
graphical representations.

.9The student will understand and comprehend correlation and how to
calculate it.

.10Students will be assigned daily homework.
.11Dialogue and discussion.

.12Interaction and communication.

Indicative Contents

Lals Y il siadl)

The course content includes the following:

Introduction to the Principles of Statistics, including:
.lIintroduction to Statistics.
.2The concept of samples and their types.
.3The concept of data and how to collect and classify it.

.AThe concept of proportional and cumulative frequency distributions and how to

plot them.

.5The concept of polygons, histograms, and frequency curves and how to plot them.
.6The concept of geometric and graphical representations.

.7The concept of median and arithmetic mean.

.8Bar graphs and pie charts and how to plot them.

.9Understanding the concept of correlation and how to calculate it.

Total hours = SSWL 63 (exam hours) = 60 + 3 =63 hours (timetable hours x 15 weeks)

Learning and Teaching Strategies

aslal) g Al Cilia i i

Strategies

The main strategy to be adopted in delivering this course is to encourage student
participation in assignments and class discussions, while simultaneously improving
and expanding their thinking skills regarding statistical concepts. This will be achieved
through interactive classroom sessions, lectures, and educational programs, as well
as the presentation of statistical problems that include diagrams, graphs, and
theoretical explanations of the material.
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Student Workload (SWL)

Lo sanl 10 J 0 gune callall ol Hall Jaal

Structured SWL (h/sem) Structured SWL (h/w)

Seaill oA Ul disiall ol all Jal °3 L paud (alall pasial) ol yall Jaal °
Unstructured SWL (h/sem) Unstructured SWL (h/w)

Jadl) JBA Ul alaiidl) yee ol Al Jaal) °2 e sand Calldall alaiiall pue o jall Jasl) ’

Total SWL (h/sem)
125
Gl I8 llall ISl 51 Jaal

Module Evaluation

3.:\.;.»\)3]\ 3alall e:usf\
Relevant Learning
Time/Number | Weight (Marks) Week Due
Outcome
Quizzes 2 10% (20) 6and 14 All
Assignments
6 5% (2) 1,2and 8
e e Online Continuous
5 5% (2) 1,2,3,5,9,10
assessment Onsite
Report 1 10% (10) 4and7 All
Seminar 2 10%(6) 2,46,8,10,11 | All
GG Midterm Exam 1lhr 10% (10) 14 All
assessment | rinal Exam 3hr 50% (50) 15 All
100% (100
Total assessment
Marks)

Delivery Plan (Weekly Syllabus)

@bl o gl Zleiall
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Material Covered
Week 1 Introduction to Statistics
Week 2 Samples
Week 3 Data Collection, Classification, Tabulation, and Presentation
Week 4 Tabular Presentation of Data
Week 5 Frequency Distribution
Week 6 Relative Frequency Distribution
Week 7 Cumulative Frequency Distribution
Week 8 Geometric and Graphical Presentation of Data
Week 9 Bar and Rectangle Graphs
Week 10 Pie Charts
Week 11 Line Graphs
Week 12 Polygons, Histograms, and Frequency Curves
Week 13 Arithmetic Mean
Week 14 Media
Week 15 Correlation

Midterm Exam

Learning and Teaching Resources

WJﬂ\J ?Lui\ ).JLAA

Text

Available in the Library?

Required Texts

Solyl gl . [ sbax>Yl gsoke s
g sl a pusl
Recommended i .
duzral> oylbly S5l Ry
Texts
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Websites

i IV ) 5l

Grading Scheme

Gila ol babds

Group Grade Jpaiil) Marks % | Definition

A — Excellent 5| S 90 - 100 Outstanding Performance

B - Very Good EENRYEN 80 -89 Above average with some errors
Success Group

C - Good L 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory L sl 60 - 69 Fair but with major shortcomings

E - Sufficient J s 50 -59 Work meets minimum criteria
Fail Group FX - Fail (Aatlaall 28) il ) | (45-49) More work required but credit awarded
(0-49) F — Fail Qul (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1

Code

Course/Module Title

ECTS Semester
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MMM-1207 Principle of Statistics 5.00 2

Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)

3 1 63 62

Description

This course aims to provide the student with concepts of the principles of statistics in general and
their implications, along with a review of statistical topics and tools through a presentation of the
concept of sampling, data collection and classification, and then to learn about the concept of the
relative and cumulative frequency distribution, the frequency polygon, the frequency histogram, and
the frequency curve and how to draw them graphically, the concept of the arithmetic mean and
median and how to calculate them, as well as how to draw bar graphs, geometric and pie charts, and
also to learn about the concept of correlation and how to calculate it.

4 .
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MODULE DESCRIPTION FORM
2\&»\)&5\ 3Ll —a g CJ}AJ

Module Information
mba&\ 3aldl) Q\AJ&M

Module Title Engl ish L anguage2 Module Delivery
Module Type Core Theory
Module Code UOM1021 X Lecture
OLab
ECTS Credits 2 XTutorial
O Practical
SWL (hr/sem) 50 O Seminar
Module Level 1 Semester of Delivery 2
Accounting Department MAC College UoMM
Module Leader puila 3ga3a J8; | e-mail rafal_mahmood@uomosul.edu.iq
Module Leader’s Acad. Title lecturer Module Leader’s Qualification
Module Tutor e-mail
Peer Reviewer Name e-mail E-mail
Is;a'::t'f'c Sl LT 01/10/2024 Version Number | 1.0

Relation with other Modules

AV Agual 5l 3 sall ae 28|

Prerequisite module

A oY Semester
8lgan J‘)A
Co-requisites module

A Y Semester
4leSa J\).A

Module Aims, Learning Outcomes and Indicative Contents
405 Y1 il ginall g alail) il 5 gl ) salall Calaa

Module Objectives
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Al ) BaLal) i aa 1- Teaching students about greetings, the use of auxiliary verbs, numbers (1-
10) and singular and plural
2- Teaching students about Countries, pronouns and possessives(her, his)
3- Teaching students about jobs, how to make negative and questions
sentences
4- Teaching students about how to explain personal information and the use
of numbers(11-20)
5- Teaching students about relationships with the family and friends, the use
of possessives(our, their)
6- Teaching students about the use of have and has, and the use of alphabet
with the correct pronunciation
7- Teaching students about to express the way | live, and present simple
tense with (I, you, we, they)
8- Teaching students about the use of articles, languages, nationalities,
numbers and prices.
9- Teaching students about how to express the time, the use of present
simple tense with (he, she)
10- Teaching students about (always, sometimes, never), words that go
together, and days of the week.
11-Teaching students about how to express my favorites, and the use of
guestion words
12-Teaching students about how to express rooms, furniture, and the use of
prepositions and directions
1- The student is able to use am, is, are, and the numbers (1-10), and hoe to
use singular and plural
2- The student is able to express (your world, countries) the use of (he, she,
it) and possessives (his, her)
3- The student is able to express all about you, jobs, negatives, and
questions
4- The student is able to express personal information, numbers (11-20)
5- The student is able to talk about family and friends, the use of
Module Learning possessives(our, their)
Outcomes 6- The student is able to use have, has. The alphabet
7- The student is able to express the way he live. The use of present simple
Balall alail) il 3 with (I, you, they, we)
Al all 8- The student is able to use articles, how to express nationalities, languages,
numbers and prices
9- The student is able to express the time, the use of present simple with
(he, she)
10-The student is able to use(always, sometime, never) and days of the week
11-The student is able to express my favorites and question words
12-The student is able to express rooms, furniture, prepositions and

directions

Indicative Contents
AaLa Y @il giaal)

The instructional content includes the following:

Part A -

Class Lecture
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1- Studying letters and numbers in English, how to pronounce, write, and use them
correctly.

2- Studying some important English vocabulary words for daily life and how to use them
in conversations, in addition to spelling them correctly.

3- Studying the present simple tense in English and its uses.

4- Studying articles and how to use them, in addition to prepositions, pronouns,

possessive pronouns, and how to form singular and plural nouns.

5- Studying how to express oneself in English and explaining family relationships and

friendships.

6- Expressing different languages and nationalities.

7- Studying the days of the week and expressing time.

8- Studying how to describe furniture, room components, directions, and location.
Part B - Tutorial

1- Using conversations and direct questions and answers to enable the student to
understand and comprehend, and to answer correctly in English.

2- Reading some texts to enable the student to understand and comprehend as many
English vocabulary words as possible.

3- Using oral reading of texts by the student to ensure correct pronunciation of
vocabulary words.

4- Using direct writing to Enabling the student to write correctly and fluently.

5- Enabling the student to use language skills (reading, listening, writing, and speaking)

effectively through various classroom activities and integrating them into daily life.

Total hours = 60 = SSWL - (Exam hours) = 60 + 3 = 63 hours (Timetable hours x 15 weeks)

Learning and Teaching Strategies

bl 5 bl i) s

‘_,,Aj 6wjm‘@um\6jum@m‘5bﬁh}n 0l ﬁm@@u\éuu_ﬁ\ @m}\w\y\}”

Strategies sl g Al Hall J geasll MR e Sl Ga8a el ,(.@_pl Lﬁgﬁ.‘d\ oSall &l lea NP Jaa 4udy ¢ Jlf
A8 liay Adadil pamy Slo sshaii Gl 4 galll @ jlead) Gaudail dleal) VA Jilad SIS (4 5 Al i)
Lelilas g WAl oda (guad 8 Ul
Student Workload (SWL)
le sl 10 I guna dlall il jall el
Structured SWL (h/sem) 33 Structured SWL (h/w) c
Juadl) P Ul el ol jall Jasl) e sand calldall alaiiall asd 5l Jaall
Unstructured SWL (h/sem) 17 Unstructured SWL (h/w) 3
Seadl) P& Ul liiial) e ol sl Lo gl U pliall el Jaal
Total SWL (h/sem) 50
Jeail) JDa Il S a5 Jeal
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Module Evaluation
‘\:\u\‘).ﬂ\ 3alall ?"5\93

Time/Nu Relevant Learning
Weight (Marks) Week Due
mber Outcome
LO#1, #2, #3,
LO #4, #5,
Quizzes 3 20% (15) 4,7,10,13
Formative LO #6 #7,
assessment LO #8 #9
(oSl aail) Online Assighments 1 5% (10) Continuous | LO #3, #4 and #6, #7
Onsite Assighments 4 5% (10) Continuous | All
Report 1 5% (5) 13 LO #5, #8 and #9
Seminar 1 5%(5) 2,12 LO #6, #7, #8, #9
Summative Midterm Exam lhr 10% (10) 7 LO #1 - #7
assessment Final E 3h 50% (50 16 All
ORI inal Exam r % (50)
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)
Lﬁ)m‘ = s GL@_&A\

Material Covered

Week 1 Hello, am\is\are, Numbers 1-10, plurals

Week 2 Your world, Countries, He\she\they, His\ her

Week 3 | Allaboutyou, Jobs, Negatives and questions

Week 4 Personal information, Numbers 11-20

Week 5 Family and friends, Our\ their, possessive’s

Week 6 | The family, has\ have, The alphabet

Week 7 The way | live, Sports, Food, Drinks, Present simple- |, you, we, they
Week 8 a, an, Languages and Nationalities, Number and prices

Week 9 Every day, The time, Present simple- he\she

Week 10 | Always, sometimes, never, Words that go together, Days of the week
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Week 11 | My favorites, Question words
Week 12 | Me\ him\ us\ them, this\ that, adjectives
Week 13 | Where | live, rooms and furniture
Week 14 There is\ are, Prepositions,
Week 15 Directions
Week 16 Final Exam
Delivery Plan (Weekly Lab. Syllabus)
)-‘-'Mﬂ.h ‘;G}_ww G\.@_Ld\
Material Covered
Week 1
Week 2
Week 3
Week 4
Week 5
Week 6
Week 7

u.u..g).ﬁ.“j ?S:.ﬂ‘ J.JLL.AA

Learning and Teaching Resources

Text

Available in the Library?

Required Texts

New Headway Plus / Beginner Student’s Boob. For : John
and Liz Soars Oxford University Press

No

Recommended
Texts
Grading Scheme
Group Grade sl Marks % | Definition
A - Excellent Olial 90 - 100 Outstanding Performance
B - Very Good [SENRTEN 80-89 Above average with some errors
(S:(;:(iels;oc)iroup C - Good 2 70-79 Sound work with notable errors
D - Satisfactory das 5ia 60 - 69 Fair but with major shortcomings
E - Sufficient Jsia 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadlaall 08) il ) | (45-49) More work required but credit awarded
(0-49) F - Fail ) (0-44) Considerable amount of work required
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Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Code Course/Module Title ECTS Semester
UOoOM1021 A <5y Aalll 2 2
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 33 17
Description

This course aims to enabling students to:

1- Teaching students about greetings, the use of auxiliary verbs, numbers (1-10) and
singular and plural

2- Teaching students about Countries, pronouns and possessives (her, his)

3- Teaching students about jobs, how to make negative and questions sentences

4- Teaching students about how to explain personal information and the use of numbers
(11-20)

5- Teaching students about relationships with the family and friends, the use of possessives
(our, their)

6- Teaching students about the use of have and has, and the use of alphabet with the
correct pronunciation

7- Teaching students about to express the way | live, and present simple tense with (I, you,
we, they)

8- Teaching students about the use of articles, languages, nationalities, numbers and prices.

9- Teaching students about how to express the time, the use of present simple tense with
(he, she)

10- Teaching students about (always, sometimes, never), words that go together, and days
of the week.

11- Teaching students about how to express my favorites, and the use of question words

Teaching students about how to express rooms, furniture, and the use of prepositions and directig
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MODULE DESCRIPTION FORM
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Com

puter

Module Information
4\:\.“:\_)35\ 3alall &LLQ)S:_A

Module Title Computer Module Delivery
Module Type B OX Theory
Module Code UuomM1031 CIX Lecture
ECTS Credits 3 LIX Lab

O Tutorial
SWL (hr/sem) 75 O Practical

O Seminar
Module Level 1 Semester of Delivery 2
Administering Department MMM College Administration & Economics
Module Leader Ibtisam Kareem Turki e-mail
Module Leader’s Acad. Title Assist. Lecturer Module Leader’s Qualification Msc.
Module Tutor G don > .3 e-mail
Peer Reviewer Name Hasan M?hammed e-mail E-mail

Noori

dalall Z3all) 488) g oy ) 2024/10/14 Version Number 1.0

Relation with other Modules

AN L) ) 3 sall ae 28D

Prerequisite module

None

Semester

Co-requisites module

None

Semester
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Module Aims, Learning Outcomes and Indicative Contents

A3L5 HY) by simall g alail) il g Agud )l 3okl Calaad

Module Objectives

Jaud Al salal) Calaal

eIntroduction to basic computer skills and information technology concepts
eTraining on computer components

eFamiliarization with the Windows 11 operating system

eFamiliarization with Microsoft Word 2016

eUsing computers in daily life

*Applying computer skills to serve the user

This course description provides a concise overview of the key features of Microsoft
Word 2016 and the Windows 11 operating system. This helps students understand

how to use computers in practical and academic settings.

Module Learning
Outcomes

Ao Hall salall alasl) s jAa

.1Basic Computer Skills:

-Properly turning the computer on and off.

-Understanding the different computer components and their functions.
.20perating System Skills:

-Ability to navigate the operating system (e.g., Windows, macQS, or Linux).

-File and Folder Management: Creating, copying, moving, and deleting files and
folders.

.3Productivity Software:

-Using word processing software (e.g., Microsoft Word or Google Docs).
-Creating and editing spreadsheets (e.g., Microsoft Excel or Google Sheets).
Alnternet Skills:

-Effectively browsing the web and using search engines.

-Knowing how to set up and use email.

-Understanding basic online security and protecting personal data.
.5Advanced Technical Skills:

-Understanding programming fundamentals (e.g., basic programming principles if
part of the curriculum).

-Knowing how to install and uninstall programs and applications.
-Ability to troubleshoot basic technical problems.

.60nline Collaboration Skills:
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-Using online collaboration tools such as Google Drive or Microsoft OneDrive. -
Participate in online meetings and seminars using tools such as Zoom or Microsoft

Teams.
.7Digital Ethics:
-Understand the ethical issues related to the use of technology.

-Be aware of and respect intellectual property rights.

Indicative Contents

4L,y el siadl)

The computer skills course content aims to provide a comprehensive educational
framework that helps students acquire basic and advanced skills in using computers
and their technologies. This content can be divided into several main units or topics,

including:

.1lIntroduction to Computers:

—Definition of a computer: What is a computer, and its history.

-Types of computers: Personal computers, laptops, tablets, and supercomputers.
—Computer components: Hardware and software.

.20perating Systems:

—Introduction to operating systems: Definition of an operating system and examples

(such as Windows, macOS, and Linux).

—Navigating the operating system: Starting up, using the desktop, and managing

windows.

—Managing files and folders: Creating, copying, moving, and deleting files and

folders.
.3Productivity Programs:

—Word processing: Using programs such as Microsoft Word or Google Docs to

create and format documents.

—Spreadsheets: Using programs such as Microsoft Excel or Google Sheets to

organize and analyze data.
.4Internet and Communications:

—Internet Basics: How to connect to the internet, use web browsers, and perform
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effective searches using search engines.

—Email: Creating and managing an email account, and sending and receiving

messages.

—Online Communication: Using tools such as Zoom, Microsoft Teams, and Google

Meet.

.5Basic Programming:

—Introduction to Programming: Definition and importance of programming.

—Programming Languages: An overview of common programming languages such

as Python and JavaScript.

—Writing Basic Code: Creating simple programs and understanding programming

logic.

.6Digital Ethics:

—Ethics in Technology Use: Responsible use of technology and intellectual property

rights.

—-Dealing with Digital Content: Respecting copyright and handling inappropriate

content.

.7Basic Computer Maintenance:

—Preventive Maintenance: Cleaning hardware and updating software.

—Basic Troubleshooting: Troubleshooting and reinstalling the operating system

Learning and Teaching Strategies

alal) g el Clia i

Strategies

Teaching and learning strategies for computer skills include several methods and
approaches aimed at enhancing and deepening learners' understanding in this field.
Some effective strategies include:

.1Project-based learning: Using practical projects to apply acquired skills, helping
students understand how to use software and technical tools in real-world contexts.

.2Collaborative learning: Encouraging students to work in groups to solve problems,
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which enhances their communication and collaboration skills.

.3Blended learning: Combining traditional (face-to-face) education with e-learning to
ensure a comprehensive learning experience.

.APractical application and exercises: Providing opportunities for students to apply
what they have learned through practical exercises, which helps solidify information.

.5Using educational games: Utilizing interactive games and applications to increase
learner engagement and motivation.

.6Self-learning strategies: Encouraging students to explore available online
educational resources and learn skills independently.

.7Continuous assessment: Using diverse assessment methods to monitor student
progress and ensure their understanding of the content.

.8Hands-on lab training: Providing well-equipped computer labs to apply acquired
skills in a professional environment.

.9These strategies help make learning computer skills more effective and motivating
for learners.

Student Workload (SWL)

le saul V0 o gune allall il all sl

Structured SWL (h/sem) Structured SWL (h/w)

48 3
Juadl) oA Ul adaiiall ol all Jasl) e sad calldall aliiall sl 5l Jaall
Unstructured SWL (h/sem) Unstructured SWL (h/w)

27 2
dhadll J3a QlUall alaiial) yie ol jall Jasl) e sad Calldall alsiiall e o Hall Jaal)
Total SWL (h/sem)

75

Jomdl) J3& llall Sl 52l Jaal

Module Evaluation

:\:\ubﬂ\ 3aldl) ?5\"53

. . Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
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chlaiyl 1hr/2 10% (20) 5,10 Al
Formative Aiall s Sl 1hr/5 5% (2) 3,6,9,12,15 | sy plas
assessment | Ll Jabs il 1hr/2 5% (2) 8,14 BYSNCIEME:
) lhr 10% (1) 15 All
BrEOA| 2hr 10% (5) 7 2016 s 5 D5
Summative
assessment Caaill Glail 1hr 10%(1) 15 All
el glaia¥) 3hr 50% (50) 16 Al
¥ il 100% (100 Marks)
Delivery Plan (Weekly Syllabus)
bl o gl Zleiall
Material Covered
Week 1 Computer Components, Introduction
Week 2 Computer Components
Week 3 Windows 11, Introduction
Week 4 Windows 11 Interface
Week 5 Desktop and Basic Icons
Week 6 Windows 11 Settings Window
Week 7 Windows 11 Desktop Background and Screensaver
Week 8 First Semester Exam
Week 9 Uninstalling and Installing Programs or Applications
Week 10 User Accounts
Week 11 Files and Folders
Week 12 Introduction to Microsoft Word 2016
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Week 13 File Menu

Week 14 Home and Insert Tabs

Week 15 Design and Layout Tabs

Delivery Plan (Weekly Lab. Syllabus)
DRl e suul) Zleiall
Covered Materials

Week 1 Practical Application: Windows 11 Interface

Week 2 Practical Application: Windows Installation

Week 3 Practical Application: Dealing with Uninstalling and Installing Programs

Week 4 Practical Application: User Accounts

Week 5 Practical Application: Files and Folders

Week 6 Practical Application: Introduction to Word 2016

Week 7 Practical Application: Word Menus

Learning and Teaching Resources
w}.\ﬂb ?&"ﬂ\ )JLAAA
Text Available in the Library?
4 slladl (a gl =N BN o, e daaa Yy
Lot o sall G sl | C19UA) g Allla dana Cilliy G guial) il jlga (B Laska Y
RPN P
Grading Scheme
Gilaall lalads
Group Grade Jpaiil) Marks % | Definition
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A - Excellent i) 90-100 | Jake ¢l
B - Very Good [RENRIES 80 -89 slaa) (mmy ae Jasssial) (368
Success Group -
C - Good s 70-79 S\L};.\A gladl Jj.ﬁjtﬂﬁhﬂdﬂs
(50 - 100)
D - Satisfactory Lo gl 60 - 69 BaS e ae (Sly dble
E - Sufficient Jsie 50 -59 Dbl e (S3Y) aal) by Jaal
Fail Group FX - Fail (Aalleall 28) ol ) | (45-49) O e o3 (Sly Jand) o 23al) Cisllaa
(0-49) F - Fail Gl (0-44) Giglladl Jaall (pe 85€ daeS

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
UOM1031 COMUTER 3 2
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 48 27

Description

d A AAE—
e s S——

This course aims to provide the student with the basic concepts of computer skills, information technology,
training on computer components, familiarization with the use of the Windows 11 operating system,
familiarization with the use of Word 2016, use of computers in daily life, and employing

computer skills in the service of the user.
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MODULE DESCRIPTION FORM
Stage 2 SEMESTER 3

Module Information
4\:\.“:\_)35\ 3alall &LLQ)L_A

Module Title MARKETING SERVUCES Module Delivery
Module Type Core Xrheory

O Lecture

MMM-2307

Module Code O Lab
ECTS Credits 7 [rutorial

[Practical
SWL (hr/sem) 175 O Seminar
Module Level 2 Semester of Delivery 3

College of
Administering Department MMM Administration and | MCOAE
Economics
Module Leader Shaima Nathim Hamdoon e-mail shaima nazem@uomosul.edu.ig
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification MSc.
Module Tutor N.A e-mail E-mail
. Prof. Dr.Munther . monther khuder@uomosul.edu.
Peer Reviewer Name e-mail )
Khuder Yagoob iq

Scientific Committee Approval
Da:te i : pprov 01/9 /2025 Version Number 1.0

Relation with other Modules

Prerequisite module

None Semester

Co-requisites module

None Semester



mailto:shaima_nazem@uomosul.edu.iq
mailto:monther_khuder@uomosul.edu.iq
mailto:monther_khuder@uomosul.edu.iq

Module Aims, Learning Outcomes and Indicative Contents

Module Objectives

JaudHall salal) Calaal

1. To provide students with a comprehensive understanding of service concepts,
characteristics, and their role within marketing organizations.

2. To introduce students to the elements of the service marketing mix, which serves
as a fundamental basis for developing and improving the policies of service marketing
organizations.

3. To give students an understanding of the factors influencing the elements of the
service marketing mix.

Module Learning
Outcomes

o Hall 3alall alasl) s j3a

.1To understand the key concepts of services marketing, which is a fundamental
aspect of marketing.

.2To understand the marketing environment of the service.

.3To understand the elements of the service marketing mix within an organization.

.4To understand the perception of services.

.5To understand the mechanisms of online product marketing.

.6To understand the relationship between the service organization and its
customers.

.7To understand the quality of services provided by the organization.

Indicative Contents

dgald ,Y) iy il

Indicative content includes the following.

Introduction to Service Marketing in Business Organizations

Service Concept, Objectives, and Environment

Service Characteristics

Service Design

Service Perception

Service Quality

Elements of the Service Marketing Mix

Service Concept

Electronic Service

Service Pricing

Service Promotion




Service Distribution

Personnel

Physical Evidence

Processes

Service Organization's Relationship with Customers

Midterm Exam

Learning and Teaching Strategies

Strategies

The main strategy to be followed in delivering this unit is to encourage student

participation in exercises, while simultaneously refining and expanding their critical

thinking skills. This will be achieved through interactive classroom sessions and

lessons, and by considering simple experiments and models that involve sampling

activities of interest to the students.

Student Workload (SWL)

Lo sanl 10 1 gune callall ol Hall Jaall

Structured SWL (h/sem) Structured SWL (h/w)
63 6
Seal) JDA Ul bl as) 5l Jaal) Lo sl el alisiall el 5l Jaall
Unstructured SWL (h/sem) Unstructured SWL (h/w)
112 7
Jumill I8 Gl aliiall e asdpall Jaal Lo paud Qlall Jlatil it sl 30 Jaal
Total SWL (h/sem)
175
Gl I8 llall ISl 51 Jaal
Module Evaluation
3».;“\).3]\ palall (:.LIS.I
Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
Formative | Quizzes 4 10% (20) 4and13 | 0#, #2, #3,#4, #5, #6,




assessment #7
On line
) 2 5% (5) 2and 12 | LO #3, #4 and #6,
Assignments
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #4,and #7
Onsite
. 4 5% (5) Continuous | All
Assignments
Midterm Exam 2hr 20% (10) 7,15 LO #1 - #7
Summative
Final Exam 3hr 50% (50) 16 All
assessment
Total assessment 100% (100 Marks)
Delivery Plan (Weekly Syllabus)
@B e ) el
Material Covered
Week 1 | Understanding the concept of service and its characteristics
Week 2 | The concept of service and the service marketing mix
Week 3 | Service pricing
Week 4 | Service promotion
Week 5 | Service distribution
Week 6 | People, processes, and physical evidence
Week 7 | Exam 1




Week 8 | The concept of service reputation

Week 9 | Stepsto building service reputation

Week 10 | Service design and standards

Week 11 | Building customer relationshipsin service organizations

Week 12 | The concept of service quality

Week 13 | Digital marketing of services

Week 14 | Service marketing applicationsin healthcare, banking, and education organizations

Week 15 | Exam 2

Delivery Plan (Weekly Lab. Syllabus)
idall e ) mleiall

Material Covered

Learning and Teaching Resources

w‘)dﬂ\‘j (,L_“d\ JJL».AA

Text Available in the Library?

Required Texts &) gl Aup OV daalad) clodsdl (3295 ¢2020 ¢ gomall L)y Yes

Alan Wilson, Valarie A. Zeithaml, Mary Jo Bitner and Dwayne
Recommended D. Gremler. (2019), "SERVICEE Marketing INTEGRATING y

es

Texts CUSTOMER FOCUS ACROSS THE FIRM", Third European

Edition, UK.
Websites

Grading Scheme




Group Grade paiil) Marks % | Definition
A - Excellent Dbl 90-100 Outstanding Performance
B - Very Good [RENRTEN 80 -89 Above average with some errors

Success Group

C - Good 2 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory BEN 60 - 69 Fair but with major shortcomings

E - Sufficient Jsiia 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadlaall 28) il ) | (45-49) More work required but credit awarded
(0-49) F - Fail sl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-2307 MARKETING SERVICES 7 3
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 112

Description

This course aims to provide the student with the concept of service, its characteristics and types, the
elements of the service marketing mix consisting of seven main elements, as well as identifying the
marketing environment that affects service marketing, the quality of the service provided, electronic
marketing of the service, as well as identifying the mental position, explaining the role and identifying
the relationship between the service organization and customers, as well as providing applications for
service marketing in health, banking and educational organizations.




MODULE DESCRIPTION FORM

Module Information

Module Title Marketing Supplies Module Delivery
Module Type Core X Theory
Module Code MMM-2308 B Lecture

O Lab
ECTS Credits 5

O Tutorial
SWL (hr/sem) 125 O Practical

B seminar
Module Level 2 Semester of Delivery 3

College of
Administering Department MMM Administration and MCOAE
Economics
Module Leader | Mohammad Mahmood Al-Mulla Hasan | e-mail mohamed almola@uomosul.edu.ig
Module Leader’s Acad. Title Assist. Pro. Dr Module Leader’s Qualification Dr.
Module Tutor N.A e-mail E-mail
Peer Reviewer Name N. A e-mail E-mail
Scientific Committee Approval
2025/6/4 Version Number 1.0
Date
Relation with other Modules
Prerequisite module None Semester



mailto:mohamed_almola@uomosul.edu.iq

Co-requisites module

None Semester

Module Aims, Learning Outcomes and Indicative Contents

Module Objectives

Understanding the fundamental concepts of marketing supply**: The student becomes
familiar with concepts such as the supply chain, distribution, warehousing, transportation,
and delivery, and their relationship to the marketing process.

Identifying the main activities in marketing logistics management**: Understanding how
to manage inventory, transportation methods, selection of distribution channels, and
effective product delivery strategies.

Applying modern tools and techniques in logistics**, including knowledge of the latest
technological trends such as Supply Chain Management (SCM) systems and smart order
tracking.

Analyzing real-world case studies** to understand the practical challenges faced by
companies in supply operations.

Developing critical thinking and decision-making skills** in managing complex logistical

operations.

Module Learning

Outcomes

Explaining the fundamental concepts of marketing supply and the supply chain**, and
linking them to various marketing activities.

Identifying the main components of logistics management**

, such as transportation,
warehousing, distribution, and inventory.

Selecting appropriate distribution channels and transportation strategies™* that align with
the nature of the product and the target market.

Applying modern tools and techniques in the field of supply**, such as SCM systems and
smart order tracking.

Analyzing real-world challenges through case studies** and proposing appropriate
logistical solutions.

Developing critical thinking and teamwork skills** in addressing supply chain problems

and making appropriate decisions.

Indicative Contents

The Marketing Supply course focuses on the following topics:

The concept of supply and its historical development

Primary and secondary activities of marketing supply

The organizational structure required for supply management within the organizational
environment

Transportation: its importance and various modes

Warehousing: types and inventory control

Handling and its principles




7. Scientific foundations of every purchasing process

8. Supply chain management and its principles

9. Supply chains in the digital environment

Learning and Teaching Strategies

The main strategy to be followed in delivering this unit is to encourage student participation in

exercises, while simultaneously refining and expanding their critical thinking skills. This will be

Strategies
achieved through classroom sessions and interactive lessons, as well as by considering simple
types of experiments that involve some sampling activities relevant to the students.
Student Workload (SWL)
Structured SWL (h/sem) 63 Structured SWL (h/w) 7
Unstructured SWL (h/sem) 62 Unstructured SWL (h/w) 6
Total SWL (h/sem) 125
Module Evaluation
Relevant Learning
Time/Number | Weight (Marks) | Week Due
As Outcome
Quizzes 4 10% (20) 4and 13 LO #1, #2, #3,#4, #5, #6,
On line
. 5 5% (5) 2and 12 LO #3, #4 and #5,
Formative Assignments
assessment
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #3,and #5
Onsite
4 5% (5) Continuous All
Assignments




Midterm Exam 2hr 20% (10) 8

LO #1-#2 and #6

Summative
Final Exam 3hr 50% (50) 15 All
assessment
Total assessment 100% (100 Marks)
Delivery Plan (Weekly Syllabus)
Material Covered
Week 1 The concept and historical development of supply management
Week 2 Importance and objectives of supply management
Week 3 Internal organization of supply management
Week 4 Transportation activity and its importance
Week 5 Objectives and means of transportation
Week 6 Factors determining the choice of transportation means
Week 7 Warehousing activity and its importance
Week 8 Objectives of warehousing and types of warehouses
Week 9 Customer service activity: its importance and objectives
Week 10 Secondary supply activities / handling activity
Week 11 Secondary supply activities / packing and packaging activity
Week 12 The five scientific foundations of purchasing
Week 13 Supply chain management and its principles
Week 14 Elements of supply chains and the electronic supply chain
Week 15 Midterm exam
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Delivery Plan (Weekly Lab. Syllabus)

Material Covered

Learning and Teaching Resources

Text Available in the Library?
Required Texts Theses, dissertations, and scientific books Yes
Recommended Various skills and methods for dealing with marketing v
es
Texts supply skills
Websites
Grading Scheme
Group Grade | Marks % | Definition
A - Excellent Slal 90-100 Outstanding Performance
B - Very Good [RESRTES 80-89 Above average with some errors
Success Group
C - Good NTES 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory Lbowgio 60 - 69 Fair but with major shortcomings
E - Sufficient J}.&EA 50-59 Work meets minimum criteria
Fail Group FX — Fail (tlall uid) cewly | (45-49) More work required but credit awarded
(0—49) F — Fail el (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a mark
of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT to
condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the automatic

rounding outlined above.

Module 14

Code Course/Module Title ECTS Semester

11




MMM-2308 Marketing Supplies 5 3
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 63 62

Description

This course aims to provide the student with the fundamental concepts of marketing supply, its components, elements,

and types, while addressing the historical development of the supply chain and its role in supporting marketing

activities. It also highlights modern trends in supply management and the impact of globalization and technology on

the efficiency of supply chains. The course covers coordination mechanisms between logistical and marketing

activities, the importance of partnerships between suppliers and distributors, as well as reviewing guarantees and

general standards that ensure the quality and efficiency of logistics services. Additionally, the course includes the study

of successful models in supply management and ways to enhance the sustainability of the supply chain within the

framework of corporate social responsibility.

1 v g N
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MODULE DESCRIPTION FORM

Module Information
4\:\.“:\_)35\ 3alall &LLQ)L_A

Module Title Fundamentals of Marketing Mix Module Delivery
Module Type Core Theory
O Lect
Module Code MMM-2309 ecture
O Lab
ECTS Credits 5 [ Tutorial
O Practical
SWL (hr/sem) 125 O Seminar
Module Level 2 Semester of Delivery 3
College of
Administering Department MMM Administration and | MCOAE
Economics
abdulbary ahmed@uomosul.ed
Module Leader Dr. Abdulbari abdulmajeed ahmed e-mail ) S eu 2
u.iq
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification Ph.D
Module Tutor N.A e-mail E-mail
) Assist. Prof. Omar )
Peer Reviewer Name e-mail
Yaseen
Scientific Committee Approval .
01/9 /2025 Version Number 1.0
Date
Relation with other Modules
DAY L) ) 3 sall ae 28D
Prerequisite module None Semester
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

A3L5 HY) by simall g alail) il g Agl )l 3okl Calaad

Module Objectives

Jaud Al salal) Calaal

This course focuses on two fundamental elements of the marketing mix: product and
pricing. It aims to equip students with the theoretical knowledge and practical skills to
understand how to develop and price products effectively within the contemporary
marketing context. The course covers basic product-related concepts, including
product design and management, new product development strategies, idea generation
methodologies, and problem-solving approaches in competitive markets. It also
discusses pricing concepts and strategies, including price determinants, different
pricing strategies, psychological pricing, and the interaction of price with demand,
costs, and competition.

Module Learning
Outcomes

ol pall 3alall aladl) s Aa

.1To introduce students to the concept of a product and its stages in the Product Life
Cycle.

.2To understand the different types of products (goods, services, consumer goods,
and industrial goods) and the characteristics of each.

.3To analyze the components of a product: the basic product, the actual product,
and the enhanced product.

.4To develop students' ability to generate new product ideas.

.5To train students in the steps of New Product Development (NPD) from concept to
launch.

.6To understand product differentiation strategies and build competitive value.

.7To introduce students to the importance of pricing and its role in the marketing
mix (4Ps).

.8To identify the factors influencing pricing decisions: costs, competition, demand,
and regulations.

.9To understand pricing policies in different markets: B2B, B2C, and services.

.10To address issues related to discounts, sales, promotions, and seasonal pricing.

Indicative Contents

al Y el sisal)

Indic\ative content includes the following.

Product Concepts and Fundamentals

Product Levels and Forms

Idea Generation Components and Sources of Product Ideas

14




Product Concept Testing and Methods

Sources and Methodologies for Gathering Information on Problems

Concepts and Stages of New Product Design

Types of Product Development Strategies

The Concept of Price, its Importance and Objectives

Pricing Methods

Pricing Across the Product Lifecycle

Factors Affecting Price Determination (Internal and External)

Stages and Steps of Price Determination

Using Artificial Intelligence in Pricing Decisions

The Role of Pricing in Online Marketing and Social Media Platforms

End-of-Course Exam

Ll

Learning and Teaching Strategies

alail) 5 alaill Cilasil i

Strategies

The main strategy to be followed in delivering this unit is to encourage
student participation in exercises, while simultaneously refining and
expanding their critical thinking skills. This will be achieved through interactive
classroom sessions and lessons, and by considering simple experiments and
models that involve sampling activities of interest to the students.

Student Workload (SWL)

le saul 10 G suene lllall ) al) sl

Structured SWL (h/sem) Structured SWL (h/w)

78 5
sl I3 lUall alaiil) ) jal) Jasl) Lo pausd Ul aliiall d 5l Jasll
Unstructured SWL (h/sem) Unstructured SWL (h/w)

47 7
Jadl) P& Ul alaiidl) yee ol Al Jaal) e sand Calldall alaiiall yue o Hall Jaal)
Total SWL (h/sem)

125

Gaadll I3 lUal %ASX\ ) Al Jaal)
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Module Evaluation

3\:\“\)&]\ salall e.us::
Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
LO #1, #2, #3,#4, #5, #6,
Quizzes 4 10% (20) 4and 13 .
Formative On line
) 2 5% (5) 2and 12 | LO #3, #4 and #6,
assessment Assignments
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #4,and #7
Onsite
. 4 5% (5) Continuous | All
Assignments
Midterm Exam 2hr 20% (10) 7,15 LO #1 - #7
Summative
Final Exam 3hr 50% (50) 16 All
assessment
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)

Lﬁ)l:'a.ﬂ\ ‘;c),\.uY\ CL@.LJ\

Material Covered

Week 1 Understanding the concept of the marketing mix, its objectives, and characteristics.
Week 2 Understanding the concept of the product and the importance of products.
Week 3 Understanding product levels and forms.
Week 4 Understanding the components of new product idea generation and sources of ideas.
Week 5 Understanding methods for testing new product ideas.
Week 6 Studying types of problems related to product introduction to the market.
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Week 7 Exam 1:
Week 8 Understanding the concept, importance, and objectives of pricing.
Week 9 Studying pricing methods.
Week 10 Understanding internal and external factors affecting price determination.
Week 11 Studying the stages and steps of price determination.
Week 12 Understanding the role of pricing in online marketing and social media platforms.
Week 13 Understanding the obstacles organizations face in setting prices.
Week 14 Studying international pricing methods for organizations.
Week 15 Exam 2

Delivery Plan (Weekly Lab. Syllabus)

oidall e gl mleiall

Material Covered

Learning and Teaching Resources

w‘)dﬂ\j ?LUM JJL».AA

Text

Available in the Library?

Ggow /2016 Olde Aoy ¢ Sdrsall dgamme [ Gl Blo] QUS

2020 ¢ a3 dazxe 0 imiiall Bls] QLS ¢ Yy

A_a».dl a‘.‘mwy‘ sl @M‘ dl J>J..A c(Y~\V) Ol [JENE N

Required Texts Yes
.:\:\_)5“ cé.«."imé
_)\J ‘J\,OL’.A” @M‘ @M\ C.')ngutwi 4(\‘ . 15) ‘o.:dbbﬂ BV cg”.)l.).:g& .
.QJ)‘)” Olos ca.CL.«.be t’)ﬁﬂ‘j‘,&.\ﬂ SM‘
1.Kotler Philip, Armstrong Gary, Harris Lloyd C., Piercy Nigel,.
Y,2017 Principles of Marketing, 7th European Edition,
Recommentded Pearson Education,.
Yes
Texts

2.Smith Tim J.,2012 Pricing Strategy: Setting Price Levels,

Managing Price Discounts, & Establishing Price Structures,

South-Western Cengage Learning
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Websites

Grading Scheme

Group Grade eal) Marks % Definition

A - Excellent Dbl 90-100 Outstanding Performance

B - Very Good [RENRTEN 80-89 Above average with some errors
Success Group

C - Good L 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory L i 60 - 69 Fair but with major shortcomings

E - Sufficient Jse 50-59 Work meets minimum criteria
Fail Group FX - Fail (Adleall 28) il ;| (45-49) More work required but credit awarded
(0-49) F - Fail ) (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-2309 Fundamentals of Marketing Mix 5 3
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 78 47
Description

This course aims to provide the student with the concept of the marketing mix and its characteristics,
the elements of the marketing mix, as well as to understand how to develop and manage products
throughout their life cycle, to learn about product strategies, and also to know the concepts of pricing,
its objectives, pricing methods and the factors affecting it, and to acquire market analysis skills to
make effective decisions regarding the product and price.




MODULE DESCRIPTION FORM

Module Information
4\:\.“:\_)35\ 3alall &LLA)L_A

) Quantitative Methods & SPSS )
Module Title . ) Module Delivery
Applications
Module Type B Theory
O Lect
Module Code MMM-23010 ecture
Lab
ECTS Credits 6 [ Tutorial
[ Practical
SWL (hr/sem) 150 O Seminar
Module Level 2 Semester of Delivery 3
College of
Administering Department MMM-23010 Administration MCOAE
and Economics
Module Leader Najdat Mustafa Musaib e-mail najdat.almehrab@uomosul.edu.ig
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification MSc.
Module Tutor N.A e-mail E-mail
Mustafa Faisal Saeed
Peer Reviewer Name e-mail
Ali Saad Aaid
Scientific C ittee A |
clentific tommittee Approva 01/9 /2025 Version Number 1.0
Date
Relation with other Modules
A Al 5l ) gall ae 48]l
Prerequisite module None Semester
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

A0L5 yY) il sinall g alail) il g Al ) 5ol Calaa

Module Objectives

Al 5oLl Calaal

.1This course aims to teach students how to translate theoretical problems into
qguantitative terms, solve them, and arrive at optimal solutions in marketing
organizations. It also aims to equip students with skills in working with logical models.
Furthermore, it introduces students to the concepts of statistical analysis, how to
conduct paper and electronic surveys, and enables them to calculate frequencies and
percentages. Finally, it familiarizes them with the concepts of central tendency and
parametric and non-parametric tests.

Module Learning
Outcomes

o Hall 3alall alasl) s jAa

.lintroduction to Linear Programming

.2How to Formulate a Linear Programming Model
.3ldentifying Points on a Graph

.AReaching the Optimal Solution

.5How to Conduct a Survey

.6How to Work with SPSS Variables

.7How to Analyze a Survey

.8Introduction to Descriptive Statistics

Indicative Contents

al Y el sisal)

Indicative content includes the following.

Linear Programming

Formulating a Linear Programming Model

Methods for Solving Linear Programming Models

Graphing

Graphing Techniques

Special Cases of Graphing

Optimizing the Solution Using Simplex

Questions

Overview of SPSS

Defining Variables and Missing Values

Questionnaire Analysis

Data Exploration

Graphs in SPSS

Descriptive Statistics Table

20




Outliers and Missing Values

Learning and Teaching Strategies

palail] g aladll Cibias) il

Strategies

The main strategy to be followed in delivering this unit is to encourage
student participation in exercises, while simultaneously refining and
expanding their critical thinking skills. This will be achieved through interactive
classroom sessions and lessons, and by considering simple experiments and
models that involve sampling activities of interest to the students.

Student Workload (SWL)

Lo sanl 10 1 gune callall ol Hall Jaall

Structured SWL (h/sem) Structured SWL (h/w)

48 5
Juadl) oA QU Jdaiiall ol all Jasl) e sanl alldall alaiiall sl 5l Jasll
Unstructured SWL (h/sem) Unstructured SWL (h/w)

102 7
Juadl) JA Ul Al yee ol Al Jaal) e sand Calldall alaiiall yue o Hall Jaal)
Total SWL (h/sem)

150

Juaill JD& llall IS a5l Jaal

Module Evaluation

a:\.).ﬂ\)j\ 3aldl) e:‘-ﬁ:‘

. . Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome

LO #1, #2, #3,#4, #5, #6,

Quizzes 4 10% (20) 4and 13
#7
Formative
On line
assessment . 2 5% (5) 2 and 12 LO #3, #4 and #6,
Assignments
Seminar 2 5% (5) 6 and 13 All
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Report 1 5% (5) 13 LO #1, #4,and #7
Onsite
. 4 5% (5) Continuous | All

Assignments

Midterm Exam 2hr 20% (10) 7,15 LO #1 - #8
Summative -

Final Exam 3hr 50% (50) 16 All
assessment

Total assessment

100% (100 Marks)

Delivery Plan (Weekly Syllabus)

@Bl e sVl zlgidll

Material Covered

Week 1 Introduction to Quantitative Methods
Week 2 Formulating a Linear Programming Model
Week 3 Methods for Solving Linear Programming Models
Week 4 Graphing Methods
Week 5 Special Cases of Graphing
Week 6 Optimal Solution Method Using Simplex
Week 7 Exam 1
Week 8 Overview of SPSS
Week 9 Defining Variables and Missing Values
Week 10 Questionnaire Analysis
Week 11 Data Exploration
Week 12 Graphs in SPSS
Week 13 Descriptive Statistics Table
Week 14 Outliers and Missing Values
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Week 15 Exam 2
Delivery Plan (Weekly Lab. Syllabus)
DAl e ) mleiall
Material Covered
Week 1 8 s8dal) andl] g Y gatiall Cay y2d
Week 2 Olain) Jalas
Week 3 Ll alasial
Week 4 z=lin 4 Al cldaladdlispss
Week 5 (fm)“ slaall djd_;
Week 6 83 gdall andl) ¢ 33LELN )
Week 7 e (il
Learning and Teaching Resources
w‘)dﬂ\‘j (,L_“d\ JJL».AA
Text Available in the Library?
2008 JUudll jali s ) sall Babaa J¥a — Cillanl) & gay
Oldie: iy oo danall 3 sana — (B gusill 3 el L)
Required Texts Yes
IBM SPSS Statistic gl » alasinly Cliaindl Jhaa) Jladll
@.’\ﬂ\ B I ‘);..ﬂ\ Aluc
AR Sl ¥ e i i) e Gl puialaa
Yes
Texts
Websites
Grading Scheme
Cila pal) ki

23




Group Grade sl Marks % | Definition

A - Excellent Dbl 90-100 Outstanding Performance

B - Very Good [SENRTEN 80-89 Above average with some errors
Success Group

C - Good RYES 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory Lo gl 60— 69 Fair but with major shortcomings

E - Sufficient e 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadladll 28) iy | (45-49) More work required but credit awarded
(0-49) F - Fail sl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-2307 spss ik s S Cullad il 6 3
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 46 102

Description

This course aims to teach students how to transform theoretical problems into quantitative ones,
solve them, and reach the optimal solution in marketing organizations. It also aims to equip students
with skills in dealing with logical models, introduce them to the concepts of statistical analysis, teach
them how to create paper and electronic questionnaires, enable them to calculate frequencies and
percentages, and familiarize them with the concepts of central tendency and parametric and non-
parametric tests.
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MODULE DESCRIPTION FORM
W\Jﬂ\ 3Ll —a g CJ}AJ

Module Information
4:\.“:\_)35\ 3alall &LLQ)L_A

Module Title comPUter & Al Module Delivery
Module Type 3 Theory

O Lecture

UOM-201

Module Code Lab
ECTS Credits 3 [ Tutorial

O Practical
SWL (hr/sem) 75 O Seminar
Module Level 2 Semester of Delivery 3

) College of
. Marketing . )
Administering Department Administration and | MCOAE
Management .
Economics
Module Leader | Saif Khalid Zakaria e-mail Saif_khalid@uomosul.edu.iq
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification M.SC
Module Tutor N.A e-mail E-mail
Peer Reviewer Name e-mail
Scientific Committee Approval
1entitt I pprov Version Number 0.1
Date
Relation with other Modules
A Al 5all ) sall ae 48l

Prerequisite module None Semester
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

40L5 yY) by sinall g alacil) il g Al )l Bakall Calaad

Module Objectives

o Al salall Calaal

.1To provide marketing management students with fundamental knowledge of
computer networks, their types, and information security principles.

.2To enable students to understand e-commerce applications and digital banking
services and their role in marketing activities.

.3To give students a comprehensive understanding of artificial intelligence principles
and their applications in business and smartphones.

.4To support students' skills in using artificial intelligence tools and applications to
analyze consumer behavior and improve marketing campaigns.

.5To develop students' abilities to diagnose and resolve common hardware and
software problems.

.6To promote ethical awareness and digital responsibility when using data and
artificial intelligence technologies in the marketing field.

To enable students to keep up with modern technological trends and make data-

driven and innovative marketing decisions.
L)

Module Learning
Outcomes

) pall 3alall aladl) s j3a

.1Explain the fundamentals of computer networks, their components, types, and the
concepts of information security and digital threats.

.2Demonstrate the applications of e-commerce and digital banking services and their
role in supporting marketing activities.

.3Explain the principles of artificial intelligence (Al), its history, characteristics, and
applications in business and smartphones.

.4Use computer tools and problem-solving techniques to diagnose common
hardware and software malfunctions.

.5Employ Al applications to analyze consumer behavior, enhance user experience,
and develop marketing campaigns.

.6Apply smart assistants and Al-powered mobile applications in digital marketing
communication.
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.7Evaluate emerging trends in Al and related marketing technologies and connect
them to development opportunities in the field of marketing.

.8Commit to the ethical and responsible use of Al technologies, taking into account
privacy and digital responsibility.

.9Demonstrate an advanced awareness of cybersecurity and its impact on data
protection in business and digital marketing environments.

.10Practice critical thinking and make marketing decisions based on data and Al-
powered analytics.

Indicative content includes the following:

.lIntroduction to Computer Networks

.2Types of Networks and Network Infrastructure Components

.3Fundamentals of Network Security and Digital Threats

4lIntroduction to E-commerce
.5Digital Banking and Electronic Payment Systems
.6Basic Concepts in Computer Maintenance

Indicative Content

.7Maintenance Tools and Techniques for Troubleshooting
.8Introduction to Artificial Intelligence: Concepts and History
.9Characteristics, Benefits, and Challenges of Artificial Intelligence

.10Artificial Intelligence in Smartphones and Digital Assistants

.11Applications of Artificial Intelligence in Marketing, Education, Health, and

Transportation
.12Applications of Artificial Intelligence in Finance, Robotics, and Automation

.13Artificial Intelligence and Society: Socioeconomic Impacts

.14Ethical Issues in Artificial Intelligence and Future Trends
.15Midterm Exam

Learning and Teaching Strategies

el 5 aladl) laasdl yid

.linteractive Lectures: Presenting theoretical content wusing direct
explanations supported by real-world examples related to digital marketing
and artificial intelligence.

Strategies
.2Practical Demonstrations: Demonstrating how to use various Al applications
or tools, and how to troubleshoot simple computer problems.
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.3Problem-Based Learning: Assigning students the task of solving real-world
technical or marketing problems related to networks, e-commerce, or artificial
intelligence.

.4Collaborative Learning: Dividing students into groups to complete tasks or
discuss Al applications in smartphones or marketing.

.5Classroom Discussions: Encouraging dialogue on the ethical issues of Al,
information security, and digital challenges in the marketing job market.

.6Project-Based Learning: Assigning students a simple project, such as
analyzing Al applications in marketing or a case study on digital services.

.7Multimedia: Utilizing educational videos, simulations, and visual
presentations to enhance understanding of technical concepts.

Homework and Research Tasks: Assigning short research projects to analyze
emerging trends in artificial intelligence or e-commerce.

Student Workload (SWL)

Lo sand 10 1 gune callall ol 5all Jeall

Structured SWL (h/sem) Structured SWL (h/w)

27 6
Seal) JDA Ul bl as) 5l Jaal) Lo sl Ul adzsiall pad 5 Jaall
Unstructured SWL (h/sem) Unstructured SWL (h/w)

48 7
Suaill I3 Ll il e ol 5l Jaall L paud QLN L) el yall Jaal
Total SWL (h/sem)

75

Juadll JD& Gl S il 51 Jasl

Module Evaluation

:\:\M\Jﬂ\ 3aldl) (‘;:\.153

Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome

Formative Quizzes

4 10% (20) 4 and 13 LO #1, #2, #3,#4, #5, #6,
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assessment #7, #9, #10
On line
. 2 5% (5) 2and 12 LO #3, #4 and #6, #9
Assignments
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #4, #7, and #10
Onsite
. 4 5% (5) Continuous | All
Assignments
Midterm Exam 2hr 20% (10) 7,15 LO #1 - #10
Summative
Final Exam 3hr 50% (50) 16 All
assessment
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)

bl o ) gl
Material Covered
Week 1 Security and Networks: Introduction to Computer Networks
Week 2 Security and Networks: Types of Networks and Their Basic Components
Week 3 Security and Networks: Network Security and Digital Threats
Week 4 E-commerce: Concepts and Digital Business Models
Week 5 E-commerce: Electronic Banking (Online Banking, ATMs, SMS, E-Payments, Mobile Banking)
Week 6 Computer Troubleshooting: Identifying Common Hardware and Software Problems
Week 7 Computer Troubleshooting: Basic Tools and Procedures for Troubleshooting
Week 8 Introduction to Artificial Intelligence: Definition, History, and Fields
Week 9 Introduction to Artificial Intelligence: Characteristics, Benefits, and Challenges
Week 10 The Role of Artificial Intelligence in Smartphones: Smart Assistants (Siri, Google Assistant, Alexa)
Week 11 The Role of Artificial Intelligence in Smartphones: Adaptive Learning and Real-Time Translation
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Week 12

Applications and Tools of Artificial Intelligence: Education, Health, and Transportation

Applications and Tools of Artificial Intelligence: Marketing, Advertising, Finance, Robotics, and

Week 13
Automation
Artificial Intelligence and Society: Social Impact, Ethical Challenges, Privacy, The Future of Jobs, and
Week 14
Future Trends
Week 15 Final Exam
Delivery Plan (Weekly Lab. Syllabus)
oidall e sl #leiall
Material Covered
Week 1 —_
Week 2 _
Week 3 _
Week 4 -
Week 5 _
Week 6 —_—
Week 7 -
Learning and Teaching Resources
ol ?LCJ\ las
Text Available in the Library?

Required Texts

Banafa, A. (2024). Introduction to artificial intelligence (Al)
(1st ed.). Independently Published

Brown, G., & Watson, D. (2020). Cambridge IGCSE

information and communication technology (3rd ed.).

Yes

Cambridge University Press.

Evans, A., Martin, K., & Poatsy, M. A. (2020). Technology in
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action complete (16th ed.). Pearson.
Frye, C., & Lambert, J. (2019). Microsoft Office 2019 step by
step. Microsoft Press.
Recommended y
. es
Texts . Olaslyly Olal] (2016). ¢ - B madl)
(FlieoY 51U wlle ] J5do, (2005). y9a3)l ¢ Jole
Websites
Grading Scheme
Group Grade sl Marks % Definition
A - Excellent DLl 90 - 100 Outstanding Performance
B - Very Good EENRNEN 80 -89 Above average with some errors
Success Group
C - Good L 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory DAL 60 - 69 Fair but with major shortcomings
E - Sufficient J st 50-59 Work meets minimum criteria
Fail Group FX - Fail (Adleall 28) il ;| (45-49) More work required but credit awarded
(0-49) F - Fail Gl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Module 1
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Code Course/Module Title ECTS Semester
UOM-201 2 3 3
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 27 48
Description

This course aims to equip marketing management students with fundamental knowledge and
practical skills related to computer technologies, networks, and digital security. It also aims to foster
an understanding of e-commerce and online banking applications, as well as introduce them to the
principles and concepts of artificial intelligence (Al) and its modern applications in smartphones and
various sectors. The course covers topics such as network security, digital services, computer
troubleshooting and repair, and the practical applications of Al in education, healthcare,
transportation, marketing, advertising, and finance. Furthermore, it addresses the social impacts and
ethical challenges associated with these technologies. The course also aims to develop students'
ability to effectively utilize digital technologies in marketing environments and enhance their
awareness of the security and ethical issues related to the use of data and modern technology.
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MODULE DESCRIPTION FORM
M\Jﬂ\ 3Ll g_q'u.AJ C.Jj.u

Module Information
mbﬂ\ saldl) C"_QLA)LLA

Module Title 2 ZQJ,,\.‘S.\'\J\ FESLY) Module Delivery
Module Type Core X Theory
Module Cod UOM-201 bd Lecture
odule Code O Lab

ECTS Credits 2 XTutorial

O Practical
SWL (hr/sem) 50 [ Seminar
Module Level 2 Semester of Delivery 3
Accounting Department MAC College UoMM
Module Leader | Rafal Mahmood Jasim e-mail rafal_mahmood@uomosul.edu.iq
Module Leader’s Acad. Title Assist. Prof. Module Leader’s Qualification
Module Tutor e-mail
Peer Reviewer Name e-mail E-mail
SDz::tlflc SIS AT EL 01/10/2025 Version Number 1.0

Relation with other Modules

LAY gl ) ol gall ae A8

Prerequisite module

Y Semester
BA@.AA J‘}A
Co-requisites module

A Y Semester
ileSa J\}A

Module Aims, Learning Outcomes and Indicative Contents
L5 Y1 by ginall g aleil) il g g al) salall Calaa

33



mailto:rafal_mahmood@uomosul.edu.iq

1- Teaching students about questions and tense revision
2- Teaching students about Rights word, wrong word, Social expressions
3- Teaching students about Present tenses, have/ have got
4- Teaching students about how to express Things | like doing, making
conversation
Module Objectives 5- Teaching students about Past simple and continuous
Lad 1) Babal) Cilaa 6- Teaching students about the use of Adverbs, Saying when
7- Teaching students about Eat, drink, and be merry!
8- Teaching students about how to Express quantity, something/ no one...............
9- Teaching students about how to use Articles, a piece of............ , Can you come
dinner?
10- Teaching students about Verb patterns and Expressing doubt and certainty
11- Teaching students about Phrasal verbs and Synonyms and antonyms
12- Teaching students about Expressing doubt and certainty
1- The student is able to use questions and different tense in everyday
situations
2- The student is able to use Rights word, wrong word, Social expressions
3- The student is able to express Present tenses, have/ have got
4- The student is able to express Things | like doing, making conversation
5- The student is able to use the Past simple and continuous tense in everyday
Module Learning o
o —— situation
6- The student is able to use Adverbs, Saying when
e 7- The student is able to talk about Eat, drink, and be merry!
Al 0 8- The student is able to Express quantity, something/ no one...............
9- The student is able to use Articles, a piece of............. , Can you come dinner?
10- The student is able to identify Verb patterns and Expressing doubt and certainty
11-The student is able to use Phrasal verbs and Synonyms and antonyms
12-The student is able to express doubt and certainty

Indicative Contents
ALaLd Y @l giaal)

The instructional content includes the following:

Part A -

Class Lecture

1- Studying tenses in English and how to ask and use questions correctly.

2- Studying some English vocabulary related to social expressions and how to use them

in conversations, in addition to spelling them correctly.

3- Studying the present simple tense in English and its forms.

4- Studying various conversations and how to express desire to do things.
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5- Studying the past simple and past continuous tenses and their different forms.
6- Expressing oneself using adverbs. Expressing Food and Drink

7- Studying how to express quantity, how to use articles (definite and indefinite)
8- Studying verb patterns and phrasal verbs and how to use them

9- Studying the future tense, how to express doubt

10- Studying degrees of comparison and contrast, and studying synonyms and antonyms

Part B - Tutorial

1- Enabling the student to recognize new vocabulary and use it optimally

2- Using conversations and direct questions and answers to enable the student to
understand and comprehend, and to answer correctly in English

3- Reading some texts to enable the student to understand and comprehend as many
English vocabulary words as possible

4- Using oral reading of texts by the student to ensure correct pronunciation of
vocabulary words

5- Using direct writing to enable the student to write correctly and fluently

6- Enabling the student to use language skills (reading, listening, writing, speaking)
skillfully through various classroom activities and integrating them into daily life
Total hours = 60 = SSWL - (Exam hours) = 60+ 3 =63 hr (Time table hrs x 15 weeks)

Learning and Teaching Strategies

a5 L] i) i

The main strategy to be followed in delivering this unit is to encourage student
participation in exercises, while simultaneously refining and expanding their language
Strategies communication skills. This will be achieved through interactive classroom lessons and
through the application of language skills (listening, speaking, reading, writing)
involving activities and student participation in applying and analyzing these cases.

Student Workload (SWL)
le saul 10 0 guna calllall ol 5ol Jasll

Structured SWL (h/sem) 33 Structured SWL (h/w) 4
sl I3 lUall alaiil) sl jall Jasl) Lo yaud CalUall Aliinall ol ) Jaal

Unstructured SWL (h/sem) 17 Unstructured SWL (h/w) 6
el J3A lUall aliiial) e ol ) Jaal) Lo saud allall aliinall e asd yall Jaal)

Total SWL (h/sem) 50

Juadll I8 lldall Sl 5l Sl
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Module Evaluation
:&,p.ubﬂ\ saldl) (»;.us.a

Time/Nu Relevant Learning
Weight (Marks) Week Due
mber Outcome
LO#1, #2, #3,
LO #4, #5,
Quizzes 3 20% (15) 4,7,10,13
Formative LO #6 #7,
assessment LO #8 #9
(s oSl sl Online Assighments 1 5% (10) Continuous | LO #3, #4 and #6, #7
Onsite Assighments 4 5% (10) Continuous | All
Report 1 5% (5) 13 LO #5, #8 and #9
Seminar 1 5%(5) 2,12 LO #6, #7, #8, #9
Summative Midterm Exam 1hr 10% (10) 7 LO #1 - #7
assessment Final E 3h 50% (50 16 All
ol oy inal Exam r % (50)
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)

bl o gl Zleiall

Material Covered

Week 1 Questions, Tense revision

Week 2 | Rights word, wrong word, Social expressions
Week 3 Present tenses, have/ have got

Week 4 | Things|like doing, making conversation

Week 5 Past simple and continuous

Week 6 | Adverbs, Saying when

Week 7 Eat, drink, and be merry!

Week 8 Expressing quantity, something/ no one...............
Week 9 Articles, a piece of............ , Can you come dinner?
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Week 10 | Verb patterns
Week 11 | Future forms
Week 12 | Phrasal verbs
Week 13 | Expressing doubt and certainty
Week 14 comparative and superlative
Week 15 | Synonyms and antonyms
Week 16 | Final Exam
Delivery Plan (Weekly Lab. Syllabus)
idall ‘;G}J-u‘ﬁ\ G\.@_Ld\
Material Covered
Week 1
Week 2
Week 3
Week 4
Week 5
Week 6
Week 7

Learning and Teaching Resources
w..gJSﬂ\j e&:u“ J.JLLAA

Text

Available in the Library?

Required Texts

New Headway Plus / Beginner Student’s Boob. For : John
and Liz Soar ¢/ Oxford University Press

No

Recommended

Texts

37




Grading Scheme

Group Grade sl Marks % | Definition

A - Excellent DLl 90 - 100 Outstanding Performance

B - Very Good [SENRTEN 80-89 Above average with some errors
(S:(;:c:e:;oc)iroup C - Good B> 70-79 Sound work with notable errors

D - Satisfactory Lo gl 60 - 69 Fair but with major shortcomings

E - Sufficient Jsia 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadlaall 28) i 5 | (45-49) More work required but credit awarded
(0-49) F - Fail il (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.
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MODULE DESCRIPTION FORM

Stage 2 semester 4

Module Information

Course Information

Module Title Principles of Marketing Mix Module Delivery
Module Type Core Theory
O Lecture
Module Code MMM-24011
O Lab
ECTS Credits 5 O Tutorial
O Practical
SWL (hr/sem) 125 O Seminar
Module Level U Semester of Delivery 3
College of
Administering Department MMM | Administration and MCOAE
Economics
bdulb hmed l.ed
Module Leader Abdulbari abdulmajeed ahmed e-mail abdulbary_ahmed@uomosu e'
u.ig
Module Leader's Acad. Title Lecturer Module Leader's Qualification Ph.D
Module Tutor NA e-mail Email
. Prof. Dr. Munther . | Monther khuder@uomosul.edu.
Peer Reviewer Name e-mail

Khuder Yagoob

ig

Scientific Committee Approval
Date

01/9/2025

Version Number

1.0

Relation with other Modules

Relationship with other study subjects

Prerequisite module

None

Semester

Co-requisites module

None

Semester
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Module Aims, Learning Outcomes and Indicative Contents

Course objectives, learning outcomes, and guidance content

The Promotion and Distribution course aims to equip students in the Marketing
Management Department with theoretical and practical knowledge regarding the role
of promotion and distribution in the marketing process, and to demonstrate their
importance in delivering value to the consumer and achieving a competitive advantage
Module Objectives | for organizations. The course aso seeks to introduce students to the various
components of the promotional mix and how to use them to influence consumer
behavior, in addition to clarifying the concept of distribution channels and how to
design and manage them in accordance with the nature of the target markets.
Furthermore, the course focuses on developing students' ability to plan promotional
and distribution activities and link them to overall marketing objectives, while
enhancing their analytical and decison-making skills in different business
environments..

Course Objectives

1. Understanding the basic concepts of promotion and distribution and their
role in achieving the marketing goals of organizations.
2. Understanding the elements of the promotional mix and its various

strategies.
Module Learning 3. Analyzing distribution channels and selecting appropriate channels for
Outcomes products and services.

4. Linking promotional and distribution activities to consumer behavior and

target markets.

Learning outcomes for 5.Developing skills in planning, implementing, and controlling promotional and
the subject distribution programs.

6.Applying theoretical concepts to practical cases in different business
environments.

Indicative content includes the following.

First: Concepts and fundamentals of distribution

e The concept of distribution and its importance

e Distribution channels: their types and structure

e Marketing intermediaries and their roles

Indicative Contents e Design and selection of distribution channels

e Channel Relationship Management
Guideline Contents e Evaluating the efficiency and effectiveness of distribution channels
e Transportation and Storage Management

e Logistics Information Systems

e Customer service and its role in distribution

Second: Promotion

e The concept of promotion and its objectives
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e The promotional mix and its elements

e Advertising: its types, methods, and effectiveness

e Salesactivation and itstools

e Personal selling and sales force management

e Public relations and image building

e Direct marketing and digital marketing

e Socia mediain promotion

¢ Planning and evaluating the performance of promotional campaigns

Third: Modern trends

e Integration between promotion and distribution

e E-commerce and digital distribution channels

e Promotion via online platforms

e Integrated marketing and integrated marketing communication(IMC)

Second semester final exam

Learning and Teaching Strategies

Learning and teaching strategies

The main strategy to be followed in delivering this unit is to encourage student
participation in exercises, while simultaneously refining and expanding their critical
Strategies | thinking skills. This will be achieved through interactive classroom sessions and
lessons, and by considering various types of experiments.And modelsSimple ones
that involve some sampling activities of interest to students.

Student Workload (SWL)

The student's academic workload is calculated for 15week

Structured SWL (h/sem)
Structured SWL (h/w)

Regular academic workload for the 78 6
Student's regular weekly study load

student during the semester

Unstructured SWL (h/sem) Unstructured SWL (h/w)
Irregular student workload during the 47 Irregular weekly study load for the 7
semester student

Total SWL (h/sem) 125

The student's total academic
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workload during the semester

Module Evaluation

Course Material Assessment

Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
LO #1, #2, #3, #4, #5,
Quizzes 4 10% (20) 4and 13

#6, #7

Formative Online
. 2 5% (5) 2and 12 LO #3, #4 and #6,

assessment Assignments
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #4, and #7

Onsite
. 4 5% (5) Continuous All

Assignments
Midterm Exam 2hr 20% (10) 7,15 LO #1 - #7

Summative
Final Exam 3hr 50% (50) 16 All
assessment
Total assessment | 100% (100 Marks)
Delivery Plan (Weekly Syllabus)
Weekly theoretical curriculum

\ Material Covered
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Week 1 | Understanding the concept marketing mix

Week 2 | The concept of distribution, itsimportance, and objectives

Week 3 | Identifying the types of distribution channels

Week 4 | Marketing intermediaries and their roles

Week 5 | Design and selection of distribution channels

Managing relationships with distribution channels and evaluating the efficiency and effectiveness of

Week 6 distribution channels.

Week 7 | Exam1

Week 8 | The concept, importance, and objectives of promotion

Week 9 | The promotional mix and its elements
Week 10 | Identifying the interna and external factors that influence promotion
Week 11 | Traditional and electronic advertising: its types, methods, and effectiveness
Week 12 | Direct marketing and digital marketing
Week 13 | Social media in promotion
Week 14 | Identifying the obstacles that organizations face in the promotion process
Week 15 | Exam 2

Delivery Plan (Weekly Lab. Syllabus)
Weekly laboratory schedule
Material Covered

Week 1 -

Week 2 -

Week 3 -

Week 4 -

Week 5 -
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Week 6 -

Week 7 -

Learning and Teaching Resources

Learning and teaching resources

Text Available in the Library?
4. Distribution Management Book / Ali Fallah Al-Zoghbi, 2019
2. Research and articles on the fundamentals of distribution
Required Texts Yes
5. The Promotion and Advertising Book, 2015 / Samir Abdul-
Razzaq and Qahtan Badr Al-Abdali
6. Research and articles on promotion
Kotler Philip, Armstrong Gary, Harris Lloyd C., PiercyNigel,. 1.
Recomenaed Y,2017 Principles of Marketing, 7th European Edition,
Texts Pearson Education,. Yes
2. Foreign research and articles on distribution and promotion
Websites
Grading Scheme
Grade chart
Group Grade Appreciation Marks % Definition
A -Excellent privilege 90 - 100 Outstanding Performance
B -Very Good very good 80 -89 Above average with some errors
Success Group
C -Good good 70-79 Sound works with notable errors
(50 - 100)
D -Satisfactory middle 60-69 Fair but with major shortcomings
E -Sufficient acceptable 50-59 Work meets minimum criteria
Fail Group FX —Fail Precipitate (under (45-49) More work required but credit awarded

44




(0-49)

processing)

F —Fail Precipitate

(0-44) Considerable amount of work required

Note:Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone “near-pass fails” so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-24011 Principles of Marketing Mix 5 4
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 78 47
Description

promotion.

This course aims to provide the student with the conceptThe marketing mix, the elements of the
marketing mix, and how to develop and manage it.Distribution and promotion process,andGetting to
knowDistribution channels and promotional elements, as well as knowledge of distribution and
promotion concepts and their objectives. What are the distribution channels?And the factors that
influence it, andAcquire market analysis skills to make effective decisions regardingDistribution and

.......
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MODULE DESCRIPTION FORM

Module Information
mba&\ saldll C"_QLA)LLA

Module Title Brand management and mental image | Module Delivery
Module Type Core Theory
Lecture
Module Code MMM-24012 O Lab
ECTS Credits 8 U Tutorial
O Practical
SWL (hr/sem) 200 Seminar
Module Level 2 Semester of Delivery 4
College of
Administering Department MMM Administration and | MCOAE
Economics

Name: M.M. Yasser Mohamed . Yasser.ibraheem@uomosul.
Module Leader . e-mail .

Ibrahim edu.iq
Module Leader’s Acad. Title Assist. Lecturer Module Leader’s Qualification MSc.
Module Tutor N.A e-mail E-mail
Peer Reviewer Name N. A e-mail E-mail
Scientific Committee Approval

enti I e 1/2/2026 Version Number 1.0
Date
-~ - “ . ~
W\JJM ALl L g CJ)AJ
Relation with other Modules
LAY Al all ol gall ae A8

Prerequisite module Brand management and mental image Semester
Co-requisites module None Semester
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Module Aims, Learning Outcomes and Indicative Contents

A0L5 Y by sinall g alacil) il g Agul )l Bokall Calaa

Module Objectives

Jaud Al salal) Calaal

1. Define the fundamental concepts of brand and place mindset management.

2. Understand how to design and implement brand and place mindset management
strategies.

3.Develop creative and innovative thinking skills in brand and place mindset
management.

4. These objectives provide the student with a deep understanding of brand and
place-mind management, and develop their skills in analyzing, evaluating, and
.designing brand and place-mind management strategies

Module Learning
Outcomes

o Hall 3alall aladl) s jAa

Important: Write at least 6 learning outcomes, preferably equal to the
.number of study weeks

1.To familiarize students with key branding topics, which are among the .1
.mostimportant topics in marketing management

2.To prepare students for advanced branding topics in later academic years .
3. PowerPoint presentations.
4 Video lectures
5 Using digital platforms (Meet, Classroom

6.Discuss the impact of branding and brand image, including topics that directly or
indirectly affect the organization's operations and activities.

7.1dentify the key functions of branding and brand image

Indicative Contents

3oala W1 iy giaal)

Indicative content includes the following.

Branding and Mental Positioning Fundamentals

Branding fundamentals focus on the following elements:

1. Clear Brand lIdentity: This includes the name, logo, colors, and values that

distinguish the brand from competitors.

2.Value Proposition: The main benefit that the brand offers to the customer and why
.they choose it over others

3.Consistency in messaging and experience: Unifying communication style and
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.customer experience across all touchpoints

4. Consumer image: The impression and perception formed in the customer's mind .
about the brand

5 .Competitive differentiation: A unique element that enables the brand to occupy a
..distinctive and stable position in the market

Learning and Teaching Strategies

palail] g aladll Cilias) yil

Strategies

Brand education and learning strategies and brand positioning

Brand education and learning strategies rely on raising learners' awareness of
the brand's identity and proposed value, and using digital platforms and video
lectures Case studies and real-world examples are used to enhance Case
studies and real-world examples are used to enhance understanding of brand
perception in consumers' minds.

Interactive learning and practical projects help bridge the gap between theory
and practice. understanding of brand perception in consumers' minds.

Interactive learning and practical projects help bridge the gap between theory
.and practice

Student Workload (SWL)

le saal V0 (o guna calldall ) Hall Jeall

Structured SWL (h/sem) Structured SWL (h/w)

63 7
Juaill JD& lal alasiall ol 50 Jaall Lo o QU Bl (ol Jaal
Unstructured SWL (h/sem) Unstructured SWL (h/w)

137 6
Juadl) P Gl Jdaiiadl) e ol Al Jasll Lo sad Ul alaiiall je sl jall Gl
Total SWL (h/sem)

200

Jomil) & QLR S ol el
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Delivery Plan (Weekly Lab. Syllabus)

BUEGURROPING Y FAPEN]
Material Covered
Week 1 S
Learning and Teaching Resources
w)ﬂ\j ?L‘d\ )ALAA
Text Available in the Library?
Recommended supporting books and references for
Required Texts scientific journals: Brand Management, by Dr. Muhammad Yes
Al-Khader
Recommended
Electronic references, websites, reports Yes
Texts
Websites
Module Evaluation
:\:xu\‘)ﬂ\ 3alal) (u:\sﬁ
Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
Quizzes 2 10% (10) 4 and 13 LO #1, #2 and #6, #7
e Assignments 2 10% (10) 2and 12 LO #3, #4 and #6, #7
assessment [ pioiacts / Lab. 1 10% (10) Continuous | All
Report 1 10% (10) 13 LO #5, #6 and #7
ST Midterm Exam 2hr 10% (10) 8 LO #1 - #7
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Delivery Plan (Weekly Syllabus)

L;Jla.\]\ ‘;cw‘ﬁ\ G\.@.'\.d\
Material Covered

Week1 hent | 100% (100 Marks) Brand concept
Week 2 The concept of new brands and their importance
Week 3 Steps to building a strong brand and its characteristics
Week 4 Brand development stages and strategies
Week 5 Brand element selection criteria

Week 6 Brand value and measuring brand value
Week 7 First test
Week 8 Marketing advantages of strong brands
Week 9 Brand awareness and loyalty
Week 10 The concept of intellectual status and its importance
Week 11 Types of mental status
Week 12 Mental status strategies
Week 13 Characteristics and features of mental status
Week 14 Factors influencing the development of a mindset strategy
Week 15 Second test
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Grading Scheme

Cilaal) ki

Group Grade padl) Marks % Definition

A - Excellent Dl 90 - 100 Outstanding Performance

B - Very Good [RENRTEN 80-89 Above average with some errors
Success Group

C - Good L 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory o sl 60 - 69 Fair but with major shortcomings

E - Sufficient Jse 50-59 Work meets minimum criteria
Fail Group FX - Fail (Al 08) il ) | (45-49) More work required but credit awarded
(0-49) F - Fail al (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

—
I
g S
P X Al e R = e
— :,! T ‘wl] '
1o wlle Sl AL %0
-4-‘-."\.-".1- )
<<
v w-*
et g
.:’///

51




MODULE DESCRIPTION FORM
W\Jﬂ\ 3alall L_a.)..éj CJ}AJ

Module Information
4\:\.“:\_)35\ 3alall &LLQ)L_A

Module Title Marketing Information System Module Delivery
Module Type Core Theory

Lecture
Module Code MMM-24013

O Lab
ECTS Credits K U Tutorial

[ Practical
SWL (hr/sem) 175 Seminar
Module Level 2 Semester of Delivery 4

College of
Administering Department MMM Administration and | MCOAE
Economics
Shai l.
Module Leader Name: Shayma Nathim Hamdoon e-mail edu?(;ma_nazem@uomosu
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification MSc.
Module Tutor N.A e-mail E-mail
Peer Reviewer Name N. A e-mail E-mail
Scientific C ittee A |
clentific tommittee Approva 1/2/2026 Version Number 1.0
Date
Relation with other Modules
LAY Al 5l ) gall ae 483l

Prerequisite module None Semester None
Co-requisites module None Semester None
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Module Aims, Learning Outcomes and Indicative Contents

40L5 HY) by sinall g alacil) il g Al )l Bakall Calaad

Module Objectives

Al 5okl Calaal

e i

1- .1Tointroduce students to the nature and concept of
marketing information systems in the product field.
2- .2To teach students how to identify the nature of marketing
information systems.
3- .3Toidentify the components of a marketing information
System.
4- 4To identify the data that has been processed, analyzed, and
interpreted.
5- .5Toidentify the sources and types of information.
| 6- .6To understand the relationship between the marketing
i environment and the marketing information system.

A0

Module Learning
Outcomes

o Hall 3alall alasl) s j3a

1. Fundamentals of Marketing Information Systems.

2. .Familiarization with the subsystems of a Marketing Information
System.

3. Therole of subsystemsin achieving organizational goals for
survival and growth.

4. .Employing arange of teaching methods to achieve this,
including:

aCooperative learning, where students answer questions from the
instructor and their peers.

b- .Discussion.

c-Daily assignments.

5. .Training students in collecting data and information about
products from the market.

6.Training students in data analysis and interpretation .

Indicative Contents

dald y Y1 iy il

Fundamentals of Marketing Information Systems

1. The fundamentals of marketing information systems focus on the following
topics:

Defining the concepts of information and data

Defining the concept of marketing information systems

I dentifying sources and types of information

I dentifying the components of marketing information systems

Training students in analyzing and interpreting market data and
information

o ok wbd
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Student Workload (SWL)

le saul 10 (0 guna calllall ol 5l Jasll

Structured SWL (h/sem) Structured SWL (h/w)

Juadl) JBA lUall adaiial) ol Al Jasl) * L saul alldall alsiiall ol 5l Jaall >
Unstructured SWL (h/sem) Unstructured SWL (h/w)

Juadl) JBA Ul alaiidd) yee ol Al Jaal) 127 Lo saul Calldall alsiiall pe ol jall Jasll °
Tatal QAL [(h/cam)

Module Evaluation

i,g...ubﬂ\ XA ?'IT)SS
o ) . Relevant Learning
Time/Number Weight (Marks) Week Due
.45 Outcome

Quizzes 2 10% (10) 4 and 13 LO #1, #2 and #6, #7
BT e Assignments 2 10% (10) 2 and 12 LO #3, #4 and #6, #7
assessment Projects / Lab. 1 10% (10) Continuous | All

Report 1 10% (10) 13 LO #5, #6 and #7
ST e Midterm Exam 2hr 10% (10) 8 LO #1 - #7
assessment | fina| Exam 3hr 50% (50) 16 Al
Total assessment 100% (100 Marks)

Delivery Plan (Weekly Syllabus)

@bl e ) Zleiall

Material Covered

Week 1 | The Concept of Marketing Information Systems

Week 2 | Objectives of Marketing Information Systems

Week 3 | Types of Marketing Information

Week 4 Reasons for Organizations' Need for Marketing Information Systems
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Week 5 Areas of Marketing Information Applications

Week 6 | The Marketing Environment

Week 7 First exam

Week 8 | Sources of Marketing Information Systems

Week 9 | Components and Characteristics of Marketing Information Systems

Week 10 | Mechanisms of Marketing Information Systems

Week 11 | Requirements and Conditions for Success of Marketing Information Systems

Models of Marketing Information Systems (Record Systems, Internal Reporting Systems,

Weelk12 Decision Support Systems (DSS), and Marketing Research Systems)

Week 13 | Marketing Intelligence Systems

Week 14 | The Relationship Between the Marketing Environment and Marketing Information Systems
Week 15 | Second exam

Learning and Teaching Resources
ol g (,L_“d\ aa
Text Available in the Library?
Required Texts Al-Bakri, Thamer Yasser, 2015, Marketing Information Systems Ves
and their Impact on Strategic Decision-Making

Recommended A Collection of Theses, Dissertations, and Scientific Research Ves
Texts Papers
Websites WWW.AMAZON.COM

Delivery Plan (Weekly Lab. Syllabus)
il e gl #leial
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http://www.amazon.com/

Material Covered

Week 1 _
Grading Scheme
Gilaall lalads
Group Grade paiil) Marks % | Definition
A - Excellent DLl 90 - 100 Outstanding Performance
B - Very Good [SENRTEN 80 -89 Above average with some errors
Success Group
C - Good L 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory L sl 60 - 69 Fair but with major shortcomings
E - Sufficient J s 50 -59 Work meets minimum criteria
Fail Group FX - Fail (Aatlaall 28) i ) | (45-49) More work required but credit awarded
(0-49) F - Fail cal (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Code Course/Module Title ECTS Semester
MMM-24013 A guat il glaa Aalil 7 4
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 48 127
Description

This course aims to provide students with an understanding of the nature and concept of
marketing information systems in the product field. It teaches students how to identify the
nature of marketing information systems, understand their components, recognize the data that
IS processed, analyzed, and interpreted, identify information sources and types, and explore the
relationship between the marketing environment and marketing information systems.
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MODULE DESCRIPTION FORM

duwlydl Balell Casog 73900

Module Information
duwy ! 8oLl o glas

) Crimes of the defunct Iragi Baath _
Module Title Module Delivery
Party

Module Type Support Theory

[ Lecture
Module Code UOM-2010

O Lab
ECTS Credits 2 LTutorial

O Practical
SWL (hr/sem) 50 O Seminar
Module Level 2 Semester of Delivery 4
Administering Department MAC College Type College Code
Module Leader e-mail
Module Leader’s Acad. Title assistant teacher Module Leader’s Qualification MSc.
Module Tutor Zubaida Maan Al-Saigh e-mail zubayda.maan@uomosul.edu.iq
Peer Reviewer Name Name e-mail E-mail
Scientific C ittee A |

S L A 1/2/2027 Version Number 1.0
Date
Relation with other Modules
3! Ayl sl gall o A8l

Prerequisite module None Semester
Co-requisites module None Semester

Module Aims, Learning Outcomes and Indicative Contents

Lol Sbgizally pladll g5l dushydll 83kl Bl

1. Knowledge of human rights.
2. Know the student about violations of human rights and liberties.
3. Learn the principles of democracy and free speech.

Module Objectives
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dulyud) Baledl Colual

o O

Know the student about the crimes that are committed before the
rule of law and dictatorship.

L earn the concept of justice.

The student should learn about the impact of authoritarian states
on theindividual and life in general.

. The student should learn to reject sectarianism and racism.

Module Learning
Outcomes

Balel) @datdl Ol y3eo
Aoyl

=

oA

The student's understanding of democracy and public freedoms.
The student's understanding of the difference between
democratic and authoritarian states.

The student's understanding of the Iragi regimes that ruled Iraq
from 1921 to 2003.

The student's understanding of past human rights violations.
The student's understanding that the behavior of authoritarian
states has a negative impact on their countries economically and
socidly.

The student's understanding of the negative impact of wars on
Iraq's agricultural and animal environment.

1. Indicative
Contents
2. dolinl Obgisall

A study of human rights and freedoms.

A study of human rights violations as crimes.

A study of the distinctions between different types of states.

A study of the impact of the ruling classes' monopoly on key positions.

A study of the principle of separation of powers.

A descriptive overview of the political systems in Iraq from 1921 to 2003.

O NV AW

Learning and Teaching Strategies

Strategies

The main strategy that will be adopted in presenting this unit is to enable the student
to understand the material of the crimes of the Baath Party, which are crimes that
violate the original and acquired rights of the individual as stipulated in the Iraqi

Constitution and the international charter agreed upon in international agreements,

as well as to explain the difference between democratic and authoritarian states and

their systems of government and the impact of this on the country’s economic, social

and political progress and the monopoly of the ruling classes over important jobs in

the country, as well as the negative impact of wars on the country’s environmental,

agricultural and animal situation.

Student Workload (SWL)

le gawl V0 J O gunxo LIl L_S"‘"J"U‘ Jedl
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Structured SWL (h/sem) Structured SWL (h/w)

33 4
el I LIl ezl (gelyldl Josxd! Lo gl (Il @latiall gulyll Jomnll
Unstructured SWL (h/sem) Unstructured SWL (h/w)

17 6

Jradll s el plaziall xe guhll Jazsl

be gl IUal) platiall s gubdl Joell

Total SWL (h/sem)

dnadl s Il L;&Jl Ll Jomdl >0
Module Evaluation
duwlyd! 3ol Ol
Time/Number Weight (Marks) Week Due Relevant Learning
Outcome
Quizzes 3 15% (15) 5and 10 LO #1, #2 and #10, #11
TR Assignments 3 15% (15) 2and 12 LO #3, #4 and #6, #7
assessment Projects
Report 1 10% (10) 13 LO #5, #8 and #10
ST Midterm Exam 2hr 10% (10) 7 LO #1 - #7
assessment Final Exam 3hr 50% (50) 16 All

Total assessment

100% (100 Marks)

Delivery Plan (Weekly Syllabus)

Skl (5 3 zlgiall

Material Covered

Week 1 The Concept of Human Rights

Week 2 Violations of Rights and Freedoms

Week 3 A Descriptive Overview of the Ruling Regimes in Iraq from 1921 to after 2003

Week 4 Ba'athist Regime Violations of Individual Rights and Freedoms
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Week 5 The Impact of the Ba'athist Regime's Behavior on Society
Week 6 The Impact of the Transitional Phase in Combating Authoritarian Politics
Week 7 | The Impact of Violations on Society
Week 8 | The Psychological Sphere
Week 9 | The Social Sphere
Week 10 | Religion and the State
Week 11 | The Impact of Repression and Wars on the Environment and Population
Week 12 | The Use of Internationally Prohibited Weapons
Week 13 | The Scorched Earth Policy
Week 14 | The Draining of the Marshes and Forced Migration
Week 15 | The Destruction of the Agricultural and Animal Environment and Radioactive Pollution
Week 16 | Mass Graves and the Bombing of Places of Worship
Delivery Plan (Weekly Lab. Syllabus)
sl Sl gleal]
Material Covered
Week 1
Learning and Teaching Resources
oyl M‘J&L@ﬂ
Text Available in the Library?
Required Texts The crimes of the Ba'ath Party — a curriculum for first-year o
students in Iraqgi universities.
Recommended
Texts e
Websites

Grading Scheme
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Syl Lalases

Group Grade BeRt:i] Marks % Definition

A - Excellent Sl 90 - 100 Outstanding Performance

B - Very Good [SENVES 80-89 Above average with some errors
Success Group

C - Good da 70-79 Sound work with notable errors
(50 - 100)

D - Satisfactory augio 60 - 69 Fair but with major shortcomings

E - Sufficient Jgute 50 -59 Work meets minimum criteria
Fail Group FX - Fail (Adlaadl 08) Cly | (45-49) More work required but credit awarded
(0-49) F - Fail sl (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Code Course/Module Title ECTS Semester
UOM- 2010 Crimes of the defunct Iraqi Baath 2 4
Party
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 33 17

Description

This course focuses on two key elements. First, the student's understanding of human rights. Second,
the student's understanding of violations of individua rights and freedoms. Third, the student's learning
of the principles of democracy and freedom of expression. Fourth, the student's understanding of the
crimes committed by authoritarian and dictatorial states. Fifth, the student's understanding of the
concept of justice. Sixth, the student's understanding of the impact of authoritarian states on the
individual and lifein general. Finaly, the student's learning to reject sectarianism and racism.
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ODULE DESCRIPTION FORM
W\Jﬂ\ 3alall L_a.)..éj CJ}AJ

Module Information
4\:\.“:\_)35\ 3alall &LLA)L_A

Module Title 2 @}J\ 4zl Module Delivery
Module Type Basic Theory

O Lecture
Module Code UOM-1012 O Lab
ECTS Credits 2 [ Tutorial

O Practical
SWL (hr/sem) 50 O] Seminar
Module Level 2 Semester of Delivery | 4
Administering Department Type Dept. Code College Type College Code
Module Leader ‘ e 2aal H4iaa e-mail
Module Leader’s Acad. Title [ 2elise Module Leader’s Qualification |
Module Tutor ‘ Name (if available) e-mail E-mail
Peer Reviewer Name aola daal Hgiaa e-mail E-mail
Scientific Committee Approval .
Date 2026-2027 Version Number 1.0

Relation with other Modules
6 DAY Al Hall o) gall xa A8Dlal

Prerequisite module

None Semester

Co-requisites module

None TR Yz > 3 Semester

l:
)

o g 8 he
3] Qaard
7 \

Module Aims, Learning Outcomes and Indicative Contents

A03L5 HY) by sinall g alail) o2l 5 Al )l 3okall Calaal

Module Objectives
Al Ll salall Calaal

1- Lo gily JadYl o sgia e Cayaill,
2- Aledll s e Jaall ¢ gl e il
3- 5 smaiall CalV) 30 saaall (Al e il
4- Y st sl JSE A el Bl e salain) 488 e Al Cy
5e ailal eUaaYl Jle oyl
6 g la¥) sl dxd e oyl
7- @)Y llaal) AU 48yl e (el
8- A8 LAl Wy sl 5 s (o ),
9- clall g alizall (pu 32 yall |

Module Learning
Outcomes

1 gl bl Sl e
b yually il s i) L g .1

L Gatl) A5 Alaal) g JWad¥) g1 53l 5l (848 pae lllall (1 ()55 )

pabeaia) (& Al syl LS A8yl g gaill G dap)ll o 5l llall gl (5 o) 3

N}
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A, salall Ll s e

SR
el Gsaasall dle gua gall (1 g gim ge IS Juadl JSS g o 3l (83 yha e 280 4
AL RN Gl 5
Al sl 6

Indicative Contents
Lol W) el sisal)

s Lo gLIY) (5 sinall Cpanaly

A peall 5 Ay sail) ) il Cllall agdy -1

L Gl 5 JadY) g Jaad) )i 5ol (838 pmall Cllall (sl 55 0)-2

ALY 55 oY) panadd 8 Lgialdl s Ul g il UK ARyl (g day )l AIS4)-3
ALl A sall) (Ul (il g alaia Y s A8l 5 ) sad) 4S8 alaill-4

sl sl A e elaal (e 4 sl G seaill il 58 ) O3S (e Jilaill ) Jlge e 58 515
el (A el Al Gl 5 485 (Bl )l Ao 58 516

e ALl Ay salll cUadY) sle ) ja g 4 oY) QUSH dseal e 38 511 -7

3y sl Cal¥) 583 saaall CalVI G 508 -8

el A salll YAl pUall g sball AL alall eUad¥l o 5y yadllg

Joa o) 3 e g adadll 5 e (g (G ydll Ble) je-10

e aadindd) Aall) o Ay oY) okl AN il ol ) G ylaill gy giill 5 (sl g A8 8l (oY) sac ]

Learning and Teaching Strategies

aslacil] g alesll il sial

Strategies

Clal gl dae) & Ul AS JLie g A alall o3 w3 Waalaie) s A S ) duni i)
JUa (e lld ad i agaal (52 SE il jlgn g i (e dnsdh Gl Ay cduioall cLialall
pan paal Al sl Al jall CV Gy (a e 5 Adelall dalaill gl )5 Al )l J saadl

Balall Al s gl

Student Workload (SWL)
\.c;)..m\ \OJ‘.—’W%‘JMW\JJ\ Jaall

Structured SWL (h/sem) 33 Structured SWL (h/w) 5
Saaill J& Calall Jzial] s yall Jaal) e gl U aiiall sl yall Jaal

Unstructured SWL (h/sem) 17 Unstructured SWL (h/w) 1
Seadl) J3A QU] il pe asdyall Jaal) Lo gl U piiall el Jaal

Total SWL (h/sem) 50

Jomdl) JI& LI ISl 51 Jas

Module Evaluation
:\:\M\Jﬂ\ 3aldl) ?5\"53

. . Rel tL i
Time/Number | Weight (Marks) Week Due elevant Learning
Outcome
Quizzes 2 10% (10) 5-11 LO #1-#2-#3-#4
Onli
. n .|ne 2 10% (10) 7-12 LO #1-#2-#3-#4
Formative Assignments
t p
assessmen Ons.lte 2 10% (20) 6-13 LO #1-#2-#3-#4-#5
Assignments
Report 1 10% (10) 14 LO #1-#2-#3-#4-#5-#6
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Summative Midterm Exam 1hr 10% (10) 8 LO #1-#2
assessment Final Exam 3hr 50% (50) 16 All
[o)
Total assessment 100% (100
Marks)

Delivery Plan (Weekly Syllabus)

@bl o gl Zleiall

Material Covered Blazall ) gall
Week 1 4 galll sUadV) o seie
Week 2 da i) £l 5 ada g el £ LGS ac ] &
Week 3 53 gaall aly)
Week 4 by guaitall CalY)
Week 5 3 yadll g dsadll o g yall
Week 6 sUall 5 aball
Week 7 adadll 3 a8
Week 8 Jaa sll 3 30
Week 9 Jailal) eUaad 4 galll il
Week 10 ALl e Uad U 4y ) cilaglas
Week 11 oall G Flaa
Week 12 Gl all
Week 13 Crsiill g oyl 3acld
Week 14 6 2Y1 Slaall LIS il 5ol
Week 15 @Y ladl) As
Week 16 | Preparatory week before the final Exam Sl Oaia¥) J8 (g pmians g,,wi

Learning and Teaching Resources

w}.\ﬂb ?L.'ﬂ\ )JLAAA

Text Available in the Library?
Required Texts g oS alle
4G dhall Lo gadll DN e ¥ A pall B aalll ¢ Lia gall s o olalie i) gl m
L ST Al il
R ded c_,a.'\l\ uj Jaall 6(1995) Lﬁﬂ:&\‘)ﬂ\ daal oyl dahl\ SC}A&‘)MJ-.\Q sl m
Seammenc s
1 ¢ s \J:\.:J):d\ 'c.qmc&myd\ i '.‘Lnﬁccc\ﬁl\ J =
: PR N & £ =Y *
e RENR - R |
Websites
i 5 I gl sal

Grading Scheme

Cilaal) balads
Group Grade padil) Marks % | Definition
A - Excellent Dkl 90 - 100 Outstanding Performance
(S:(;:c-els;oc)iroup B - Very Good [RENRTEN 80 -89 Above average with some errors
C - Good L 70-79 Sound work with notable errors
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D - Satisfactory BEN 60 - 69 Fair but with major shortcomings

E - Sufficient Jsia 50-59 Work meets minimum criteria
Fail Group FX - Fail (Aadlaall 08) il ) | (45-49) More work required but credit awarded
(0-49) F - Fail el (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the
automatic rounding outlined above.

Code Course/Module Title ECTS Semester
MMM-1012 24 2l 431 2 4
Class (hr/w) Lect/Lab./Prac./Tutor SSWL (hr/sem) USSWL (hr/w)
3 1 33 17
Description

V) e el 5 Aedl) 5 Lpan¥) Jaall g1l e Caaill 5 el sl s Juad) a seie e callall o pes I jiall 138 Chagy
e Gl alal) Gaiadl el S A el ARl e Y AaS e Al (yyi s 5 ) seaiall GV 80 saadl)
Gl 5 sl s sl a8 g g laY) hal) ALK A8y Hh e o el 5 A pla¥) caiSh ARd e Gyl g dadlall oUadly)
) A5

el g alzall o (3 8l g
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aye »J DESCRIPTION FORM

Module Information
4\:\.“:\_)35\ 3alall &LILQ}L_A

Principle of Quantitative Methods & SPSS
Module Title P Q - Module Delivery
Applications
Module Type Core Theory
[ Lecture
Module Code MMM-24014
O Lab
ECTS Credits 6 O Tutorial
[ Practical
SWL (hr/sem) 150 O Seminar
Module Level 2 Semester of Delivery 4
College of
Administering Department MMM Administration MCOAE
and Economics

Mustafa Faisal Saeed

Module Leader e-mail
Ali Saad Aaid
Module Leader’s Acad. Title Lecturer Module Leader’s Qualification MSc.
Module Tutor Najdat Mustafa Musaib e-mail najdat.almehrab@uomosul.edu.iq
Peer Reviewer Name e-mail
Scientific Committee Approval
PP 01/9 /2025 Version Number 1.0
Date
Relation with other Modules
LAY Al 5l ) gall ae 483l
Prerequisite module None Semester
Co-requisites module None Semester

Module Aims, Learning Outcomes and Indicative Contents

A0L8 Y il sinall g alil) il g Al Hall salall Calaal
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.1This course aims to teach students how to translate theoretical problems into
Module Objectives quantitative terms, solve them, and arrive at optimal solutions in marketing
. organizations. It also aims to equip students with skills in working with logical models.
Aual jall Balall ilae) Furthermore, it introduces students to the concepts of statistical analysis, how to
conduct paper and electronic surveys, and enables them to calculate frequencies and
percentages. Finally, it familiarizes them with the concepts of central tendency and

parametric and non-parametric tests.

.1What is a two-way simplex?

.2Methods for solving using the m method

.3Sensitive analysis and variations in the base coefficients

.5Sensitive analysis and variations in the right-hand side coefficients

.6Understanding how to find the zero set

.70ptimal solving using game theory

Module Learning

.8Methods for solving at the lowest cost and Vogel's method
Outcomes

.9Descriptive statistics

o Hall salall alasl) s H3a

.10Nominal and monotonic data

.11Quantitative data

.12Graphs

.13Line graphs

.14Simple correlation
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.15Advanced topics in questionnaire analysis

Binary simplex

m-method

Sensitive analysis

Indicative Contents Optimal solution using game theory and Vogel's method

Lald Y b gial) Class statistics

Nominal and monotonic data

Correlation

Learning and Teaching Strategies

abaill 5 alacll i) sind

The main strategy to be followed in delivering this unit is to encourage
student participation in exercises, while simultaneously refining and
Strategies expanding their critical thinking skills. This will be achieved through interactive
classroom sessions and lessons, and by considering simple experiments and
models that involve sampling activities of interest to the students.

Student Workload (SWL)

le saul V0 e allall il all Jeal

Structured SWL (h/sem) Structured SWL (h/w)

Jhadl) A QU adatiall ol all Jasl) e Lo sanl Ul alaiiall sl Hall sl °
Unstructured SWL (h/sem) Unstructured SWL (h/w)

daadll J3a Cllall aliidd) ye sl 5l Jaall 107 L saul allall alaiiall pe ol 5l Jasl ’

Total SWL (h/sem)
150
Juaill 38 lldall IS sl 5l Sl
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Module Evaluation

@\JJ\ salall e.us'j
Relevant Learning
Time/Number Weight (Marks) Week Due
Outcome
LO #1, #2, #3,#4, #5, #6,
Quizzes 4 10% (20) 4and 13
#H7
Formative On line
) 2 5% (5) 2and 12 | LO #3, #4 and #6,
assessment Assignments
Seminar 2 5% (5) 6 and 13 All
Report 1 5% (5) 13 LO #1, #4,and #7
Onsite
. 4 5% (5) Continuous | All
Assignments
Midterm Exam 2hr 20% (10) 7,15 LO #1 - #7
Summative
Final Exam 3hr 50% (50) 16 All
assessment

Total assessment

100% (100 Marks)

Delivery Plan (Weekly Syllabus)

bl o )zl

Material Covered

Week 1

What is a two-way simplex?

Week 2

Solving methods using the m method
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Week 3

Sensitive analysis and variations in base coefficients

Week 4 Sensitive analysis and variations in right-hand side coefficients
Week 5 Understanding how to find the zero set
Week 6 Solving methods using the least expensive approach and Vogel's method
Week 7 Exam 1

Week 8 Descriptive Statistics

Week 9 Nominal and Ordinal Data
Week 10 Quantitative Data
Week 11 Graphs
Week 12 Line Graphs
Week 13 Simple Correlation
Week 14 Advanced Topics in Questionnaire Analysis
Week 15 Exam 2

Delivery Plan (Weekly Lab. Syllabus)
idall e ) mleiall
Material Covered

Week 1 Descriptive Statistics

Week 2

Week 3 Nominal and Monotonic Data

Week 4

Week 5 Quantitative Data

Week 6 Graphs

Week 7 Line Graphs
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Learning and Teaching Resources

u.u..g‘)ﬂ\} (';LCJ\ JJLAA

Text Available in the Library?
2008 Judll ypali cea ¢ 3 sal) Gaba JYa — Gllaal) &g
Olaie A0 50 o dranall 3 gane — (3 suaill 8 LpaS LY
Required Texts Yes
IBM SPSS Statistic gebin alasiul Glibind  Slaa) dladl)
‘?4{3}\ (e 2 ‘);.ﬂ\ e
Recommended Sl bl e S B e il ualae
Yes
Texts
Websites
Grading Scheme
Group Grade sl Marks % Definition
A - Excellent Dbl 90 -100 Outstanding Performance
B - Very Good EENRYEN 80-89 Above average with some errors
Success Group
C - Good 2 70-79 Sound work with notable errors
(50 - 100)
D - Satisfactory Lo gia 60 - 69 Fair but with major shortcomings
E - Sufficient J s 50-59 Work meets minimum criteria
Fail Group FX - Fail (Adleall 28) il ;| (45-49) More work required but credit awarded
(0-49) F - Fail aal (0-44) Considerable amount of work required

Note: Marks Decimal places above or below 0.5 will be rounded to the higher or lower full mark (for example a
mark of 54.5 will be rounded to 55, whereas a mark of 54.4 will be rounded to 54. The University has a policy NOT
to condone "near-pass fails" so the only adjustment to marks awarded by the original marker(s) will be the

automatic rounding outlined above.

Module 1
Code Course/Module Title ECTS Semester
MMM-24014 Principle of Quantitative Methods 6 4
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& SPSS Applications

Class (hr/w)

Lect/Lab./Prac./Tutor

SSWL (hr/sem)

USSWL (hr/w)

3

1

63

87

Description

This course aims to teach students how to transform theoretical problems into quantitative ones,
then solve them and reach the optimal solution in marketing organizations. It also aims to equip
students with skills in dealing with logical models, introduce them to the concepts of statistical
analysis, how to conduct paper and electronic questionnaires, enable them to calculate frequencies
and percentages, and familiarize them with the concepts of central tendency and parametric and non-

parametric tests.
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