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COURSE DESCRIPTIONS

Faculty Physical Education
Department Physical Education NQF level 7
Course Title Sports Marketing Code 131143 Prerequisite None
Credit Hours 2 Theory * Practical
Course Leader Nahid Ababneh email n.ababneh@jadara.edu.jo
Lecturers Osama I. Daradkeh | emails o.daradkeh@jadara.edu.jo

Distance

Learning
Lecture time 2:30 -4:00 Classroom | (Online Attendance | Fulltime

Learning) —

C313
Semester Second Semester Production | 17/10/2025 | Updated 1/3/2026
Type of Teaching | O Blended

Short Description

The Sports Marketing course consists of several chapters covering topics related to the concept
and development of Physical Education. It also addresses the concept and importance of sports
marketing and its relationship with Physical Education. In addition, the course explains the
significance of sports marketing in society, describing it as a marketing approach that uses sports,
teams, or athletes to promote sporting events, equipment, and sports products.

Course Objectives

After completing the course, the student is expected to be able to identify the basic concepts of
sports marketing, its development, and its relationship with other disciplines. The student will
also be able to trace the historical development of sports marketing and investment globally and
in Jordan in particular. In addition, the student will understand the philosophy of sports
marketing, become familiar with organizations supporting this field—including companies and
institutions involved in successful sports marketing—and recognize the importance of
management, as well as the distinction between sports marketing and sports management, their
components, and how to develop them.

Course Intended Learning Outcomes (CILOs)

A. Knowledge - Theoretical Understanding

al. Definition of sports marketing concepts and terminology and their historical development.
(K1)

B. Knowledge - Practical Application

a2. Application of scientific and sports principles and methods in fields of work. (K4)

C. SKkills - Generic Problem Solving and Analytical Skills

bl. Interpretation of the importance of sports marketing in sports work fields. (S1)




D. Skills - Communication, ICT, and Numeracy

b2. Use of information technology tools to research sports marketing methods, their historical

development, and ways to develop marketing in Physical Education. (S4)

E. Competence: Autonomy, Responsibility, and Context

cl. Discussion of the importance of sports marketing. (C1)

Teaching and Learning Methods

Face-to-face teaching.

Discussion and dialogue within the lecture.
Inductive and deductive thinking.
Brainstorming.

Assessment Methods

Theoretical tests.

Continuous assessment during lectures.

Midterm and final exams.

Scientific research and reports resulting from the use of technology.

Course Contents

Teaching & Learning | Assessment
Week | Hours | CILOs | Topics
P Methods Methods
The concept of sports
marketing and the . . .
& Distance learning. Theoretical tests.
common elements of . . . .
al . . Discussion and dialogue Continuous
Physical Education. . .
2 . within the lecture. assessment during
1. The importance and . .
I Inductive and deductive lectures.
objectives of sports o . '
. thinking. Midterm and final
marketing and the . .
. ; Brainstorming exams.
main functions of the
sports consumer.
The philosophy of
sports marketing and
its concept.
G | phil h . . .
al er'1era P .I OS.OP y Distance learning. Theoretical tests.
and its applications in . . . .
Discussion and dialogue Continuous
sports. . .
2 + . within the lecture. assessment during
2. Foundations of sports . .
marketin Inductive and deductive lectures.
bl . & thinking. Midterm and final
philosophy. Brainstormin exams
Objectives of g '
studying the
fundamentals of
sport.
bl The philosophy of Distance learning. Theoretical tests.
sports marketing and Discussion and dialogue Continuous
3 2 + its relationship with within the lecture. assessment during
) Physical Education. Inductive and deductive lectures.
al thinking. Midterm and final
Brainstorming exams.
The historical . . .
al Distance learning. Theoretical tests.
development of the . . . .
Discussion and dialogue Continuous
concept of sports s .
2 + . within the lecture. assessment during
4, marketing through . .
. Inductive and deductive lectures.
different eras. S . .
a2 . thinking. Midterm and final
Sports marketing: . .
Brainstorming exams.
concept and




development of

sports marketing.
Marketing in ancient
civilizations.
Marketing and the
sales orientation.
Marketing and the
social and sports
concept.
Elements of the
marketing mix.

The marketing
environment and its
relationship with
marketing
management in
developing and

segmentation.

Discussion and dialogue

al achieving exchange Distance learning. Theoretical tests.
processes. Discussion and dialogue Continuous
5 + Legal factors and within the lecture. assessment during
) external Inductive and deductive lectures.
bl environmental thinking. Midterm and final
factors. Brainstorming exams.
Rapid technological
changes in sports
marketing.
The internal
environment in
marketing.
Modern sports
marketing.
Final consumer . . .
. Distance learning. Theoretical tests.
behavior. . . . .
al . . Discussion and dialogue Continuous
Roles in purchasing s .
oy within the lecture. assessment during
6. within the consumer . .
+ market Inductive and deductive lectures.
) thinking. Midterm and final
Stages of the . .
2b . . Brainstorming exams
purchasing decision.
Social class and
consumer behavior.
7 Midterm exam
Social factors and Distance learning. Theoretical tests.
al reference groups in Discussion and dialogue Continuous
] sports marketing. within the lecture. assessment during
) Roles and social Inductive and deductive lectures.
status in consumer thinking. Midterm and final
behavior. Brainstorming exams
al Psychological factors
and motivations in Distance learning. Theoretical tests.
+ sports marketing. Discussion and dialogue Continuous
1049 Freud’s theory. within the lecture. assessment during
bl Maslow’s theory. Inductive and deductive lectures.
thinking. Midterm and final
Brainstorming. exams
12411 al Market Distance learning. Theoretical tests.

Continuous




+ Definition and within the lecture. assessment during
benefits of market Inductive and deductive lectures.
a2 segmentation. thinking. Midterm and final
Geographic Brainstorming. exams
segmentation.
Demographic
segmentation.
Behavioral
segmentation
b2 Pricing in sports
marketing.
+ Pricing objectives and
stages of developing
al a pricing strategy. Distance learning. Theoretical tests.
Pricing policies: Discussion and dialogue Continuous
15+13 4 + psychological pricing, within the lecture. assessment during
14+ professional pricing, Inductive and deductive lectures.
a2 and line pricing. thinking. Midterm and final
Brainstorming. exams
+
cl
16 Final exam
Infrastructure
Textbook Mgtj[hew D.Shank&Mark R.Lyberger(2015).Sports Marketing(5th
edition).
Mohammed Al-Basha et al. (2000). Principles of Modern Sports Marketing.
Bashir Al-Alaqg (2002). Internet Marketing.
Radwan Al-Hamoud Al-Omar (2003). Principles of Marketing.
References Naim Ashour & Rashid Nimer Awda (2002). Principles of Marketing.

Hassan Ahmed Al-Shafei (2006). Investment and Marketing in Physical

Education.

Abdulsalam Abu Qahf (2001). Marketing.

Required reading

Sport in Our Life (Dr. Ismail Al-Aoun, 2018), Shahrzad Publishing and

Distribution House.

Electronic materials

Lecture series on sports marketing.

https://www.sportazharboys.live/2021/05/320212020_77.html

A series of cultural meetings on sports market
https://youtu.be/SORVHU_dsAA?si=GeykNPwfc6VGNgH1

Digital library for accessing scientific journals, master’s theses, and doctoral

Sl dissertations.
Course Assessment Plan
CILOs

Assessment Method Grade

al | a2 | b1 | b2 | ¢l
First (Midterm) 30 19 5 5 1
Second (if applicable) i - - - - -
Final Exam 40 4 10 | 11 11 4
Coursework 30




Assignments 5 - - - -

Case study - - - - -

Discussion and interaction 15 10 - - -

Group work activities - - - - -

Coursework assessment
methods

Lab tests and assignments - 10 | . - -
Presentations - - - -
Quizzes - - 10 _ _
Total 100 33 35 16 11 5
Plagiarism

Plagiarism is claiming that someone else's work is your own. The department has a strict policy regarding plagiarism
and, if plagiarism is indeed discovered, this policy will be applied. Note that punishments apply also to anyone
assisting another to commit plagiarism (for example by knowingly allowing someone to copy your code).

Plagiarism is different from group work in which a number of individuals share ideas on how to carry out the
coursework. You are strongly encouraged to work in small groups, and you will certainly not be penalized for doing
so. This means that you may work together on the program. What is important is that you have a full understanding of
all aspects of the completed program. In order to allow proper assessment that this is indeed the case, you must adhere
strictly to the course work requirements as outlined above and detailed in the coursework problem description. These
requirements are in place to encourage individual understanding, facilitate individual assessment, and deter plagiarism.




