
Viral Marketing 

Number 

IBW 2.2 

Workload 

150 hrs 

Credits 

5 ECTS 

Semester 

2nd 

When offered 

Winter/summer 
semesters 

Duration 

1 semester 

1 Coursework (hrs/week) 

a) Seminars: 3 

b) Exercises: 1 

Contact hours 

4 hrs/week = 72 hrs 

Self-study 

78 hrs 

Language 

English 

2 Learning outcomes 

Students will be able to explain the basic Viral marketing concepts, goals, and methods, as 

well as operational functions from a marketing perspective. They will be able to interpret the 

key principles of the virtual marketing theory. Student will aware about new marketing 

concept base on customer relation. They understand that “the consumer is an active   

participant in an interactive exercise of multiple feedback loops and highly immediate 

communication” reflects present-day reality. They understand that consumers have embraced 

the Internet to communicate and transact with businesses. Besides, marketers have to deal 

with consumers who increasingly interact with each other through electronically based 

discussion forums, bulletin boards, list servers, chat rooms, newsgroups, email, personal Web 

pages, social networks, and blogs. 

3 Course content 

Basic marketing techniques that use pre-existing social networking services and other 

technologies to try to produce increases in brand awareness or to achieve other 

marketing objectives (such as product sales) through self-replicating viral processes, 

analogous to the spread of viruses or computer viruses 

Basic principles of  

Role of the Internet: technological development, development of e-Commerce, different 

commercial models, diverse roles of websites. 

 

Business to Business: Intranets and Extranets; communication, recruitment and 

procurement, exchanges.  

 

Consumer behavior: Internet branding and loyalty; Internet communities; how the Internet 

is changing consumer behavior. 

 

Internet promotion: advertising: types, measurement, effectiveness, integration; affiliation 

marketing, PR; word-on-line; direct marketing. 

 

Internet retailing: reducing role of location, online shopping. 



4 Teaching methods 

Interactive seminar-like instruction, exercises, and case studies 

5 Course prerequisites 

Formal: None 

Recommended: Module IBW 1.3 (Virtual Marketing) 

6 Type of examination 

Written 

7 Requirements for the award of credit hours 

Passing grade on module examination 

8 Course share of final grade: 5 / 175 (= 2.86%) 

 


