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THE INTEGRATION OF INDUSTRIAL GLASS DESIGN AND MARKETING
COURSES FOR ENHANCING COMPETITIVENESS OF THE GRADUATE DESIGNER

DR. OLA ABD ELLATIF MOHAMED SABBAH"

Abstract: -

The present century was marked by increased specializations and the rapid evolution of
technology and increased global competition at all levels of scientific, technical, artistic and
humanitarian. But winning is to who is enable to link between sciences, and benefit from
details available for the generating of concepts that integrated together to create a
harmonious blend of different applications. Despite of the creativity and workmanship that
design includes, it always requires other sciences to provide it life, to reach the fullest of the
world around it as technological Sciences, engineering and management ... Etc. Marketing is
the science that enables the design sustainability, growth, development and competition in
line with the changing global trends in fashions, tastes and technological and scientific
changes.

Teaching industrial design glass was depending on the taste of those who teach it, thinking
that what their expertise was sufficient to satisfy the desires and needs of consumers; and
therefore graduates was largely separate from reality. So the course of production and
marketing management was added, which aims the marketing section of it connecting the
student to the market variables. But it looked similar to that taught in the marketing principles
in business schools, not benefited the department students and does not relieve the burden of
intensive courses. so the researcher resorted to develop this course since 2010 began taking
the trend to serve students during the study and prepare them for after graduation to get
acquainted with market mechanisms and requirements. This research has displayed some of
what has been done during these years of activities, research and studies on industrial glass
design course in the third year to preface them to study marketing in the fourth year, as well
as displaying some of the activities they had completed.

Through former interviews with some of glass industry men, we identified their expectations
of the glass dep. graduates since they must be aware of and knowledgeable enough in the
market, which will deal with him with providing skills that allow competition. This research has
come to equilibrium and complementarity between labor market vision and academically side
through a strategy methodology that can help getting a designer who is able to compete.

Keywords:-

Course, design, marketing, competition, integration.
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Search Problem:

The lack of researches interface between marketing and industrial glass design courses that
create integral relationship between them, when applied on the students will affect their
performance in the labor market after graduation.

Search aim: -

to manage the integrative role of design and marketing to produce designer who is able to
compete locally and regionally.

The importance of research: -

Enhancing undergraduate students and distinguished developing for them to be prepared for
the labor market. By linking administrative Sciences relevant to the science of design

Limits: -

"Industrial Glass Design" course for the third year and "The Production Management and
Marketing" for the Fourth year, in Glass Department.

This research follows the applied methodology where the researcher applies the methodology
of strategic thinking on the two courses during the last six years.
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