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3arajbHU ONUC AMCHUILTIHA

AKTyanbHICTb BUBYEHHS IUCHUIUIIHM «OCHOBM MapKeTUHTY» 3YMOBJIEHA THM, IO MapKETHHIOBUM
MiAXig, HOro iHCTPYMEHTH i METOJHM BHUKOPHCTOBYIOTBHCS MPAKTHYHO B YyCiX cdepax IOACHKOT JisIIBHOCTI.
CyuacHull cTaH pPO3BUTKY PUHKOBUX BIJTHOCHH B YKpaiHi JUI MiATPUMKHA KOHKYPEHTO3/JIATHOCTI MiANPHEMCTB
noTpedye BiJl HUX 3aCTOCYBaHHS KOHIICMIIi] MapKETHHTY Ta aJamnTailii Teopii i MpakTHKKH MapKeTHHTY 10 YMOB
BITYM3HSHOTO PUHKY.

Mera: popmyBaHHs y 3100yBadiB OCBITH CUCTEMH 3HaHb PO CYTHICTh 1 3MICT MapKETUHTY SIK
¢bunocodii miANPUEMHUIIBKOT JISIIBHOCTI B YMOBAaX PUHKOBOI €KOHOMIKM 1 KOHKYPEHIII]. .

3aBaaHHsA:

- 03HAlOMJIEHHS 3 OCHOBHUMHM MUTaHHSMH, III0 PO3KPUBAIOTH 3MICT Ta 0COOJIMBOCTI MApPKETHUHTY;

- PO3BUTOK JIOTTYHOTO MUCJICHHS Ta MIIBUILEHHS 3arajlbHOTO PiBHS 1H()OpMaIIIiHOT KylbTypH;

- (hopMyBaHHS TEOPETUYHUX 3HAHD Ta MPAKTUYHUX HABUUOK MpodeciiiHoi podoTH, 110 HEOOX1AH1
JUTs BUBYCHHS, aHAJI3y Ta MPOTHO3yBaHHS KOH'IOHKTYPH PUHKY ITEBHUX TOBAPIB UM TOCIYT;

- ¢opMyBaHHS HABHYOK CAMOCTIHHOTO BHUBYEHHS Yy4OOBOi, HABYAIBHOI Ta JOBIIKOBOT
JTEPATypH 3 MAPKETHHTOBO1 TISUTBHOCTI,

- BHUXOBAHHS 3JaTHOCTI JO TBOPYOTO IIONIYKY HAMPSMKIB Ta PE3epBIB YIAOCKOHAICHHS
MapKETHHTOBOI AISUTBHOCTI MIATPHUEMCTB.

Maii0yTHiil (paxiBelb NOBUHEH MAaTH HACTYIHI KOMIIETEHIil:

3K 2. 3parHicTh 30epiratu Ta MPUMHOXKYBATH MOPaJIbHI, KyJbTYPHIi, HAYKOBI
3arajabHi IIHHOCTI 1 JIOCSATHEHHS CYCHUIbCTBA HAa OCHOBI PO3YMIHHS icTopii Ta
KOMIIeTEeHTHOCTi 3aKOHOMIPHOCTEH PO3BUTKY NpEeIMETHOI o0macTti, 1i Micus y 3araibHIi
CHCTEMI 3HaHb MPO MPHUPOJY 1 CYCIIUILCTBO Ta Y PO3BUTKY CYCILUIbCTBA,
TEXHIKA 1 TEXHOJIOTIM, BUKOPUCTOBYBATH Pi3HI BUAM Ta (OPMH PYyXOBOi
AKTHUBHOCTI JUIsI aKTMBHOTO BIAMOYMHKY Ta BEICHHS 3JI0POBOTO CIOCOOY

JKUTTSL.
3K 3. 3parHicTh CHOIIKyBaTUCS JAEpKaBHOI MOBOIO SIK YCHO, TakK 1
IHUCHMOBO.

3K 4. 3naTHICTh CHIUIKYBATHCS 1HO3EMHOIO MOBOIO.

3K 5. 3naTHicTh 10 momyKy, 00Opo0OiieHHs Ta aHai3y iHdopMallii 3 pi3HUX
TDKepel.

3K 6. 3naTHICTh BUSBIISITH IHIIATHBY Ta NIANPUEMIIUBICTD

CK4. 3patHicTh 10 oprasizailii B3aeMoii BUIIB TPAHCIIOPTY.

CrneniajbHi CK9. 3paTHICTH /[0 ONEPaTHBHOIO YIPABIIHHA PYXOM TPAaHCHOPTHUX
KOMIIETCHTHOCTI: HOTOKIB.

CK12. 31aTHICTb 1O BUKOPUCTAHHS Cy4aCHUX 1H(OPMAIIMHUX TEXHOJIOT 1M,
aBTOMATH30BAHUX CHCTEM KepyBaHHS TIpU OpraHizaiii IMepeBi3HOro

npolecy

3100yTi 3HAHHSA | BMiHHS BinoOpakeHi B pe3y/JIbTaTaX HABYAHHS

PHI. 3naru cBoi npaBa i 000B’SI3KM K WI€HA CYCHIBCTBA, YCB1IOMIIIOBATH
LIHHOCTI BUIBHOTO JEMOKpPAaTHYHOTO CYCIIUIbCTBA, BEPXOBEHCTBA MPaBa,
mpaB i cCBOOO1 JTFOAMHHU 1 TPOMaJITHUHA B YKpaiHi.

PH2. BinbHO BOJIOZITH JEp>KaBHOIO MOBOIO SIK YCHO, TaK 1 MHCbMOBO Ta
1HO3E€MHOI0 MOBOIO B 00Cs131, HEOOXiTHOMY 1715l 3a0e3neueHHs mpodeciiiHol
JUSIBHOCTI.

PesyabTarn
HABYAHHSA




PHI10. YcranoBnroBatu 3B’S3KM MDK PI3HHMH JIQHIIOTAMHU TIOCTa4yaHb 3
BU3HAYCHHAM (YHKIIA JIOTICTHYHMX WEHTPIB Ta aHajily OCOOIMBOCTI
CYNyTHIX iH(pOopMaIiiHuX i (IHAHCOBUX MOTOKIB

Temu nexuiii:
1 CyTHICTP MapKETHUHTY, KOHIEMIIi HOTO PO3BHTKY
2 Knacudikaris BUAIB Cy4aCHOT'O MapKETHHTY
3 Opranizaiist MapKETHHTOBOT TisUTHOCTI
4 MapKeTUHTOBI IOCIIKSHHS
5 CermeHTyBaHHS PUHKY
6 MapkeTHHroBa TOBapHa MOJIITHKA
7 MapkeTHHroBa I[IHOBA MOJITHKA
8 MapkeTHHroBa MoJyiThKa po3noaALTy
9 MapkeTHHTOBa TOJIITHKA KOMYHIKAITIi

Temu ceMiHapCcbKHX 3aHATH:

1 CyuacHa napagurmMa MapKeTHHTY

2 OCHOBM METOJIOJIOT1{ TOCITIHKEHHS MAapKETHHTY

3 OTpuMaHHS KOHKYPEHTHHUX TIEpeBar 3a JOMOMOTOI0 CETMEHTYBaHHS, BUOOPY IIUTLOBOTO PHHKY
Ta MO3UIIFOBaHHS

4 ToBap sIK €JIEeMEHT PUHKY

5 MucrenTBo npojaxxy ToBapis

6 [IpocyBaHHS TOBapy: CTUMYIIOBaHHS 30yTy, IEPCOHATBHUN MPOJIAXK, PeKiiama
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