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E-COMMERCE AND E-BUSINESS PRINCIPLES AND 

TECHNOLOGIES 

Nim Dvir 

Syllabus last updated: July 17, 2019 

1 COURSE INFORMATION 

Dates: July 8-August 16 (6 weeks) 
Location and time: Fully online (in Blackboard) 
Credits: 3 
Prerequisites: Junior or senior standing 
Instructor: Nim Dvir, ndvir@albany.edu  
Read more about me on my university web page -- albany.edu/~nd115232/ 
Contact: Important -- When emailing, please add [INF496] at the beginning of the subject to ensure a 
prompt reply.  

2 COURSE DESCRIPTION 

This course is an introduction to e-commerce and e-business, addressing the strategic aspects of 
conducting business online and the supportive technologies that make e-business work. The course 
reviews the market considerations, technical infrastructure and business impact surrounding the 
analysis and implementation of e-business. Students are exposed to a variety of resources, including 
relevant industry publications, case studies of existing e-businesses, and guest lectures from industry 
professionals.    
To maximize the value for the students, the course focuses on (1) Job market preparation (2) Real-world 
applications and industry integration (3) Variety of resources, topics and experiences.  
During the course you will:   
• Explore innovative business models that take advantage of the latest technologies.
• Analyze how successful e-commerce leverage technology and business strategy to gain a
competitive advantage in the market. 
• Study marketing concepts such as value proposition of online advertising, campaign setup and
management, measurement and optimization. 
• Develop a business proposal for an original e-business.
• Receive a Google AdWords certification, a professional accreditation by Google that recognizes
individuals as experts in online advertising. 

mailto:ndvir@albany.edu
https://www.albany.edu/~nd115232/
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3 COURSE STRUCTURE 

The course includes five weekly modules. Each module starts on Monday and ends the following 
Sunday (except module 5, which ends on 8/16).  
The weekly modules are:    

• Week 1 – Introduction

• Week 2 - Business principles and strategies

• Week 3 - E-commerce technologies and platforms

• Week 4 – Digital marketing and design

• Week 5 - Trends and future directions

4 READINGS AND REQUIRED MATERIALS 
There are no textbooks or purchased readings in this course. The course materials are primarily based 
on:  

1. Assigned Readings – For each week/module, you will be assigned required and recommended
online articles. They are all available for free.

2. Weekly lecture slides (and videos) - All slides will be posted on Blackboard before the start
date of the relevant course module. Videos and guest speakers’ lectures are also considered
class material.

5 ASSIGNMENTS AND GRADING 

The final grade has three components: module assignments (including mid-course project and a final 
project), weekly reading assessment tests (RATs) and completion of the Google AdWords certification. 

5.1 MODULE ASSIGNMENTS (45%) 

Each module includes a relevant assignment (5 total). They are: 

• Assignment 1 – Introduction (5%)

• Assignment 2 - Business proposals for analysis and development (5%)

• Assignment 3 -  E-business analysis (15%) - In this mid-course project, students will take the
role of business consultants and analyze an existing e-business. The analysis should highlight
current issues and provide recommendations for future activities.

• Assignment 4 – E-business investor pitch (5%)

• Assignment 5 - E-Business development plan (15%) - The final project for the course is a
business plan for an original E-commerce business. The plan will integrate all the topics covered
in the course including market analysis, business strategy, technological implementation (which
technologies will be used and how they will contribute to success), content strategy, marketing
plan, measurement tools and more.
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All Assignments must be submitted through Blackboard by the end of each module (midnight) or by the 
listed due date. All the assignments’ requirements and instructions will be thoroughly reviewed in the 
lecture slides. Final due dates will also be listed on the course slides.  

5.2 RATS (45%) 
Each module also includes a short reading assessment test (RAT) that covers the material from the 
readings and slides. The RATs are available through BlackBoard and are due by the end of each 
module. They are not limited in time but can only be submitted once.   

5.3 GOOGLE ADWORDS CERTIFICATION (10%) 

During the course, students will earn a Google AdWords certification in one of the offered areas (Search 
Advertising, Display Advertising, Mobile Advertising, Video Advertising, and Shopping Advertising). The 
certification should be submitted as a .pdf file by the end of the course. Don't wait for the last minute! 
For more information see slides on BlackBoard.  

5.4 BONUS AND PARTICIPATION 

I will offer up to 10 bonus points for students who wish to improve their final grade. Some ways to earn 
bonus points: An amazing final project, active participation in the online discussions, creating tutorials 
on cutting-edge e-commerce tools and techniques; And anything else that exceeds the scope of the 
course. Original ideas are very welcome, but make sure to approve it with me.  

A-E GRADING: 

93 – 100% A 77 – 79% C+ 60 – 62% D- 
90 – 92% A- 73 – 76% C 0 – 59% E 
87 – 89% B+ 70 – 72% C- 
83 – 86% B 67 – 69% D+ 
80 – 82% B- 63 – 66% D 

6 TIME MANAGEMENT (IMPORTANT) 
This is a 3-credit course offered in a shortened period (5 weeks instead of 15). Therefore, students 
should prepare to invest more time each week compared to a full-length semester. For each credit, 
students should spend about 4 hours a week reviewing the materials and preparing the deliverables. 
Allocating 12 hours a week or 2 hours a day for course work is highly recommended.  
It is easy to lose track of time when studying online, so make sure you manage your time well!  
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