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Abstract 

 

        The business environment is experiencing rapid changes as a result of the 

development of technology, especially ICT. These developments are forcing the 

organizations to keep abreast and adapt them so that they are capable, sustained 

and grow. 

     One of the most important developments is the new use of sales and 

marketing methods, which requires business organizations to quickly understand 

and assimilate these new methods, change and adjust their organizational 

structure and ways of doing business so that they can lead their business and 

build the advantage Competitive, otherwise they will lose all the bad and get out 

of the market sooner or later. 

       These technological developments have demonstrated methods and forms of 

selling and marketing that have not been known. Various concepts and 

applications have emerged, including e-business, e-commerce, e-market, e-

marketing, , E-selling, e-shopping, and many other business concepts. 

Perhaps the most important developments in the use of electronic business is the 

use of the Internet and the subsequent developments in the performance of 

business, which achieved benefits and features of the large organizations that 

used, was a revolution that accepted a lot of ways and methods of doing business, 

especially in marketing and selling electronically, Identify and adopt methods. 

      Therefore, the study dealt with the methods and methods of electronic sales, 

and what can be achieved by the organizations that use them from the reduction 

in costs and increase in sales and profits, and raise the productivity of the 

organization and the productivity of its employees. 

     Based on the objectives of the study that was developed, several 

recommendations were suggested that business organizations can benefit from in 

the performance of marketing and selling activities, and not to lose marketing 

opportunities and then to upgrade the productivity of workers in the sales force. 
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