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JIOTICHT, JTOIIEHT Kaeapu MapKETHHTY
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KoncyasTauii mo

KoncynpTarii nmpoBoasTeCs (3a MONEepeaHBO0 JIOMOBJICHICTIO) B JI€Hb

Kypcy MPOBEJCHHS JIEKII Ta MPaKTUYHUX 3aHATHh (aJpeca eKOHOMIYHOTO
Bin0yBarOTHCA ¢dakynbrery: 79000, Ykpaina, m. JIbBiB, np. CBoboau, 18, aya. 210).
Takox MOXIUBI OH-IAWH KoHCyibTalii yepe3 ZOOM abo moniGHi
pecypceu. [l moromkeHHs yacy OH-JIalH KOHCYJIbTAIlli CITiI TMCaTH Ha
€JIEKTPOHHY TIOIITY BHKJIafada abo J3BOHHTH.
Cropinka Kypcy https://econom.lnu.edu.ua/course/marketing-management

cTopiHka kypcy Ha miardopmi MOODLE
http://e-learning.lnu.edu.ua/course/view.php?id=1311

Indopmanis npo
Kypc

Jlucumiutina nmpu3HayeHa copMyBaTH y CTyIeHTa KOMIUICKCHUI
MiJX11 10 BUPIMIEHHS 3aBJaHb 3 JIOTICTUYHOTO YIIPABIIHHS, IO CTOSTH
nepea  MiANPUEMCTBOM Oyab-sk0i (GopMH BIacHOCTI Ta crenudiku
TISUTBHOCTI.

Koporka anorauis

Kypcy

Jucuumiina «MAPKETUHI'OBUI MEHEJ[2KMEHT» €
3aBEPIIATILHOIO HOPMAaTHBHOIO/BHOIPKOBOO JTUCITUATIIIIHOIO 3
cnenianbHOCTI 075 MapKeTHHT Uil OCBITHBOI Nporpamu MapKeTHHT,
gKa BHKJIalaeThcsi B 9 cemectpi B o00csa3i 4 kpeautiB (3a
€pornericbkoro Kpenutno-Tpanchepuoro Cucremoro ECTS).

M era Ta uijai kypcey

MerToro BHUBUYEHHS HOPMAaTHBHO1/BHOIPKOBOI TUCLAILIIHU
«MAPKETHHI'OBHU1 MEHEJI)KMEHT» € hopMyBaHHS y CTYICHTIB
CHCTeMHU TEOPETUYHHUX 3HAHb 1 MPAKTHYHUX HABUYOK IIO/O0 YIPABIIHHS
MapKETUHTOBOIO  JIISUTBHICTIO MIANPHEMCTBA B YMOBaX PHUHKOBOI
€KOHOMIKH.

Jlireparypa nast
BUBYCHHS

1. Kotler, Philip, and Kevin Keller. Marketing Management. Global
Edition 16th Edition. Pearson Education Limited, Harlow,
England, 2022. 605 p.
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TUCHUILTIHHA

2. Best, Roger J. Market-Based Management — Strategies for Growing
Customer Value and Profitability. 5th ed. Prentice Hall, 2009.

3. Chernev, Alexander. "Managing the Competition." In Strategic
Marketing Management. Brightstar Media, Inc., 2009

TpusanicTs Kypcy

180 rog.

Obcsr kypey 64 TomuH ayaMTOpHMX 3aHATh. 3 HUX 32 TOAMH JEKIid, 32 ToauH
NPAKTUYHMX 3aHATh Ta 32 TOAMH CAaMOCTiIHHOI poOOTH
OuikyBani [Ticns 3aBepIIeHHS IILOTO KYpPCY CTYJEHT Oy/e :
pe3yJbTaTH 3Hamu:
HABYAHHSA

® CyTHICTb  MapKeTHMHIOBOIO  MEHEXKMEHTY Ta  Horo
METOAOJIOTIUHI 3aCaIH;

® TPUHIUNK, METOAM Ta 3aBAAHHS  MAapPKETUHTOBOTO
IUTaHYBaHHS, (OPMYBaHHS MapKETHHIOBOI CTpATerii MiAIPUEMCTBA;

® CYTHICTh 1 METOJM YIPABIiHHS KOMIUJIEKCOM MapKETHHTY
(MapKETUHTOM-MIKC), IPUAOMHU YIIPABIIHHSA PO3POOKOI0 OKPEMHUX HOTO
CKJIaJIOBHX;

® CYTHICTh Ta OCHOBHI NMPUHIUIMA OpraHizaiii MapKETHUHTY Ha
i IMTPUEMCTBI, KOHTPOJIIO HOTO MAapKETHHTOBOI JisSITbHOCTI;

® TiAXOJU JI0 YNpPaBIIiHHSA TOPTOBUM IEPCOHAIOM Ha Cy4acHid
GbipMmi,ipuiioMu e(heKTUBHOT HOTO MOTHBAITIT;

ymimu

® 3aCTOCOBYBATH 3700YTi 3HaHHA y IMPOLECI MAPKETHHTOBOTO
YIpaBIiHHSA TiATPHEMCTBOM;

® Opra”izoBYBaTH Ta 3/IIMCHIOBATH MAPKETHHTOBE YIIPABIIHHS;

® Ha OCHOBI aHAN3y PUHKOBHX MOXUJIMBOCTEH (ipmu Ta ii
pecypciB BUOpATH LIJIbOBUIA PUHOK;

e Bu3HAYaTh 1 (GOpPMYBaTH KOHKPETHY MapKETHHIOBY
cTparerito ¢ipMu, po3poOIATH BIAMOBIIHI MPOTPaMU MAPKETHHTY;

e 3iMiCHIOBATH IUIAHYBaHHS, OPraHIi3allil0 Ta KOHTPOIb Y
mporeci po3poOKH OKPEMHX CKIIaJI0BUX KOMILIEKCY MAPKETHHTY.
VY pe3ynbTari BUBUEHHS JUCIUILIIHU CTY/ICHT Ha0yBae:
3K3. 3pmaTHIiCTh OIiHIOBaTH Ta 3a0e3MeyyBaTH SKICTh BUKOHYBAaHHX
poOIT.
3K4. 3narHicTh 10 aganTaiii Ta aii B HOBil CUTYaIii.
3K4. 3naTHicTh 10 ajanTaiii Ta Jii B HOBiM CUTYaIlii.
3K8. 3natHicTh po3pOOIATH TPOSKTH TA YIPABISATH HUMH.
Crnemianpi (paxosi) komnereHTHOCTI (CK):
CK1. 3gaTHICTh JOTIYHO 1 MOCIIOBHO BiATBOPIOBATH Ta 3aCTOCOBYBATH
3HaHHS 3 HAWHOBIMIUX TEOpIA, METOMIB 1 NPAKTUYHUX MPUHOMIB
MapKETUHTY.
CK6. 3patmicTh o00Wpath 1 3acTocoBYBaTH eEKTHBHI 3aco0u
YIPaBIiHHA MapKETUHTOBOIO MiSJIBHICTIO PUHKOBOTO Cy0’€KTa Ha piBHI
oprasizariii, miapo3 Ty, TPyIu, Mepexi.
CKS8. 3gatHicTh opMyBaTH CUCTEMY MAapKETHHIY PHHKOBOTO Cy0’€KTa
Ta OI[IHIOBATH PE3yJbTaTUBHICTh 1 €(DEKTUBHICTH 11 PyHKI[IOHYBAHHSL..
[TporpamHi pe3ybTaTH HABYAHHS:
ITPH 2. BMmiTu amantoByBaTH 1 3aCTOCOBYBATH HOBI JIOCSATHEHHS B TEOPIi
Ta MPaKTULI MApPKETHHTY JUIi JOCSITHEHHS KOHKPETHHX LUIeH 1
BHPIIICHHS 3a/1a4 PUHKOBOTO Cy0’ €KTa.
ITPH 3. IlnmanyBatu 1 31iHCHIOBAaTH BJACHI JOCHI/DKeHHA Yy cdepi




MapKeTHHTY, aHaJli3yBaTH MOro pe3ylnbTaTH 1 OOIPYHTOBYBATH
yXBaJeHHS e(EeKTUBHUX  MApKEeTHHIOBHX  DpIillleHb B  yMOBax
HEBH3HAYEHOCTI.

I[IPH 4. Bwmitu po3poOnsTH cTpareriro i TaKTUKy MAapKeTHHIOBOI
TSTTBHOCTI 3 ypaxyBaHHSM KPOC(YHKI[IOHATBHOTO XapakTepy ii
peauizariii.

I[TPH 6. BmiTu migBuniyBatu €()EeKTUBHICTh MAPKETHHTOBOI JisUTBHOCTI
PUHKOBOTO Cy0’€KTa Ha pIi3HHUX 7 PIBHIX YIpPaBIiHHS, PO3POOIATH
MPOEKTH y chepi MAPKETUHTY Ta YIPABISATH HUMH.

I[IPH 7. Bmitn ¢opmyBatu i BIOCKOHAIIOBATH CHUCTEMY MAapKETHHTY
PHUHKOBOTO CY0’€KTa.

IMPH 9. Po3ymiTH CyTHICT Ta OCOOJMBOCTI  3aCTOCYBaHHS
MapKETHHTOBUX I1HCTPYMEHTIB y TPOIECI MPUHHATTS MapKETHHTOBHX
pillieHb.

ITPH 10. OGrpyHTOBYBaTH MAapKETHHTOBI PIllIEHHS HA PiBHI PUHKOBOTO
cy0’ekTa 13 3aCTOCYBaHHSM CYYaCHUX YIPABIIHCHKUX TPHUHIIMIIIB,
M1 JTX0/1iB, METO/IiB, TPUHOMIB.

ITPH 11. BukopucTroByBaTH METOAM MAapKETHHIOBOTO CTPATETIYHOTO
aHaJi3y Ta IHTEPHPETYBAaTH HOTO pe3yabTaTH 3 METOI BIOCKOHAJICHHS
MapKETUHTOBOI JiSUIbHOCTI PUHKOBOTO Cy0’€KTa.

ITPH 12. 3nxilicHroBaTH JAiarHOCTYBaHHsI Ta CTpaTeriyHe W OlepaTUBHE
VIOpaBIiHHA  MapKeTHHIOM 33l pO3poOKM  Ta  peanizamii
MapKETHUHTOBUX CTPATETiH, TPOEKTIB 1 MpOTpam.

ITPH 13. KepyBaTu MapKeTHHTOBOIO JisIbHICTIO pUHKOBOTO Cy0’€KTa, a
TaKOXX MOTO MAPO3ILIIB, TPYNm 1 MEpeX, BU3HAYATH KpUTEpii Ta
MMOKA3HUKH 11 OI[IHIOBAHHS.

KurouoBsi ciioBa

marketing management, marketing plan, marketing information system,
marketing research, brand

dopmar Kypcy Ounnii/3a09HUN
[TpoBeneHHs JIEKIii, MPaAKTUYHHX 3aHATh, JIAOOPATOPHUX 3aHATH Ta
KOHCYNbTAIIl1 JJIsI KPaIoro po3yMiHHS TeM HaBYaJbHO1 AUCITUTLTIHH.
Temu TOPIC 1. UNDERSTANDING MARKETING MANAGEMENT

TOPIC 2. DEVELOPING MARKETING STRATEGIES AND PLANS
TOPIC 3. COLLECTING INFORMATION AND FORECASTING
DEMAND

TOPIC 4. CONDUCTING MARKETING RESEARCH

TOPIC 5. CREATING LONG-TERM LOYALTY RELATIONSHIPS
TOPIC 6. ANALYZING CONSUMER MARKETS

TOPIC 7. ANALYZING BUSINESS MARKETS

TOPIC 8. IDENTIFYING MARKET SEGMENTS AND TARGETS
TOPIC 9. BUILDING STRONG BRANDS

TOPIC 10. SETTING PRODUCT STRATEGY

TOPIC 11. DESIGNING AND MANAGING SERVICES

TOPIC 12. DEVELOPING PRICING STRATEGIES AND




PROGRAMS

TOPIC 13. DESIGNING AND MANAGING INTEGRATED
MARKETING CHANNELS

TOPIC 14. MANAGING RETAILING, WHOLESALING, AND
LOGISTICS

TOPIC 15. DESIGNING AND MANAGING INTEGRATED
MARKETING COMMUNICATIONS

TOPIC 16. MANAGING MASS AND PERSONAL
COMMUNICATIONS

HincymkoBuii
KOHTPOJIb, GopMa

IcnuT B kiHIT cemecTpy

KoHTposib 3a HaBYAIBHO-MI3HABAIBLHOIO JISUIBHICTIO CTYJCHTIB €
BAXKXKJIMBUM CprKTypHI/IM KOMIIOHCHTOM HABYaJIbHO-BUXOBHOI'O
nporecy. IlimcymMKoBe OIIHIOBaHHSI 3HAHb CTYICHTIB 3I1HCHIOETHCS 3a
MOTOYHHUM Ta IPOMIKHHUM KOHTPOJIEM 3HAHB MPOTITOM CEMECTPY.

3 MEeTOI0 TEepeBipKH SIKOCTI MiATOTOBKH, 3HAaHb, YMiHb CTY/AEHTa 3
JTUCIUILTIHA BUKOPUCTOBYIOTHCS TaKi 3aCO0U OIIHFOBAHHSI:

- s TOTOYHOTO KOHTPOJIO - YCHE OMNUTYBAaHHS, IPOBEICHHS
TECTYBaHHSI, PO3TJISi CUTYaIlI;

= AJIA HpOMi)KHOFO KOHTPOJIIO — ITPOBCACHHA MOJYJILHOTO KOHTPOJIIO,
IO BKJIKOYAKOTh TCCTYBAHHA, TeOpeTI/I‘IHi IIUTaHHA,

- I7Is TIICYMKOBOTO KOHTPOJTIO — ITPOBEACHHS i1CITUTY.

IIpepexBizuTn

Jlnsi BUBYEHHS KypCYy CTYIEHTH MOTPeOYIOTh 0a30BHX 3HaHb 3 TaKHX
JUCIUIUIIH K  BCTYIl JI0 €KOHOMIYHOi  Teopii, MapKeTHHT,
MIKPOEKOHOMIKa.

HaBuajanHui MeToan
Ta TeXHIKH, sAKi
OyayThb
BHKOPHCTOBYBATHCH
i 9Yac BUKJIAJAHHA

Kypcy

OCHOBHMMH METOJJaMHd HaBYaHHs, 110 BUKOPUCTOBYIOTHCS B IIPOIIECi
BUKJIaJaHHSI HaBYaJILHOIL JUCLHUILIIHA «MAPKETHUHI'OBUU
MEHEJIDKMEHT) €:

- MeTOoJ Tepedadi 1 CHOPUHHATTA HaBYaIbHOI  iH(MOpMaIrii,
npoOyKeHHS HAyKOBOTO iHTepecy (JIeKii, UtocTparii, mpe3eHTarii);

- METOJ MPAaKTUYHOTO 3aCBOEHHS KypCy 3 JIOTIOMOTOIO CKJIaJaHHS
TECTOBUX 3aBJlaHb, BUPIMICHHS 3a/1a4 Ta CUTYyalil 3 METOI0 HaOyBaHHA
YMiHb 1 MPAaKTHYHUX HABUYOK (TMPAKTUYHI 3aHSATTS);

- METOJ MOJYJIbHOTO KOHTPOJIIO 3 JOMOMOIOI0 IEPiOJUYHOTO
CKJIaJITaHHSI MOJIYJIIB 32 TEMAaTUKOIO JICKI[IHHUX Ta MPAKTUIHHUX 3aHSTH;

- METOJ CaMOCTIHHOTO 3aCBOEHHS CTYIEHTaMH HaBYaJIbHOTO
MaTepiany y BUTJISIII CKJIaJlaHHs TECTIB, BUPIIIICHHS 3aj7]a4 Ta CUTYaIlli,
HamMcaHHs pedepariB Ha MiJACTaBl CaMOCTIHHO OIparboBaHOi 0a30BOi
JiTEpaTypu Ta NOAATKOBUX JpKepen iHdopmarii (B T.4. 3aKOHOAABYMX
aKTiB) 3 METOI0 KOHKpeTH3amii ¥ mnorimbieHHss O0a30BHX 3HaHb,
HEOOXITHUX yMiHb Ta MPAKTUYHUX HAaBHYOK (CaMOCTiiiHa po0OoTa);

- METOJM YCHOTO Ta MUCHMOBOTO KOHTPOJIO (TIPaKTHYHI 3aHATTS Ta
caMocCTiliHa po0OoTa);




- CeNeKTPOHHI MaTepialii 3 BIANOBIAHOTO Kypcy Ta IHIIHUX
NoB’si3aHUX KypciB y cuctemi (tuiardopmi) Moodle.

[lim yac HaBYaHHS 3aCTOCOBYBAaTUMYTHCS TIPE3EHTAIlls, JICKIIl,
KOMIUIEKCHI MOyl Ta 3aBJaHHs, €JeKTPOHHI MaTepiaiud 3
BIJIMOBITHOTO KYypCy, KoJlabopaTWBHE HaBYaHHS (TPYMOBI IMPOEKTH,
CHUIBHI pO3pOOKH), IUCKYCis, HAalMCaHHS HAyKOBUX TWpalb Ta
PO3pOOOK.

HeoOxinne Busuenns kypcy «MAPKETMHIOBUI MEHEJ/DKMEHT» notpeGye
00JIaIHAHHSHA BUKOPHUCTAHHS 3arajbHO BXKMBAHUX TPOTPaM 1 OMEpamiifHUX CUCTEM 3
METOI0 TMOJaHHSA EJEeKTPOHHHX MaTepiajiB: eJeKTPOHHA TIOMITa,
matdopmu Microsoft Teams, Zoom, Telegram, Moodle.
Kpurepii OuintoBaHHs poBoaUTHCs 3a 100-6anpHOM0 MmIKanor. banu
OI[iHIOBAHHS HapaxOBYIOTHCS 32

(oxpemMo 1Jist
KOKHOT'0 BHY
HaBYAJIbHOI
JislJILHOCTI)

HaCTYITHUM CITIBBITHOIIICHHSIM:

* mpakTuyHi 3aHATTA: 30 % cemMecTpoBOi OIIHKH; MaKCUMaJlbHA
KUTBKICTh OajiB —

30 Gamis.

* KOHTPOJBHI 3aMipu (Moayni): 20 % ceMecTpoBOi OLIHKH;
MaKkcHMalbHa

KUTBKICTh OamiB — 20 6aniB. CTyaeHT 3 JaHOT AUCIUIUTIHY ITHIIEe 2
Moy (3a 0IuH

MOJYJIb CTYJICHT MOXe HaOpaTtn MakcumanbHO 10 6aiB).

* ex3ameH: 50 % cemecTpoBOi OIIHKKA. MakCUMallbHA KUTBKICTh OamiB —
50 Gamis.

[TincymkoBa MakcuMaibHa KiUTbKicTh OaniB — 100 6amin

Dopma nioCyMKO8020 KOHMPOIO YCHIWHOCMI HABYUAHHS eK3AMEH.

[Ipu BUKJIAIaHH1 JUCLIUILTIHA «MAPKETUHI OBUIA
MEHEJKMEHT)» BUKOPHCTOBYIOTBCS TaKi METOAM KOHTPOJIIO:

[Torounuii KOHTPONb 3AIWCHIOETbCA TiJ Yac MPOBEIACHHS
MPAaKTUYHUX 3aHATh W 3MICTOBUX MOJYNIB 1 Ma€ 3a METYy TEpeBIPKY
piBHS HiZTOTOBKH CTYIEHTA 10 BUKOHAHHSA KOHKpETHOi poGotu. Moro
IHCTpyMEHTaMH € KOHTPOJIbHI poOOTH 1 TECTyBaHHSI.

OO0’ ekTamMu MOTOYHOTO KOHTPOJIIO 3HAHB CTYJICHTIB 3 JUCIUTUIIHU
«MAPKETHUHI"'OBUU MEHE[PKMEHT» €:

1) cucremaTuyHicTh Ta AKTUBHICTH POOOTH HA TPAKTHUYHUX
3aHATTIX;

2) BUKOHAHHS MOJYJIbHUX (KOHTPOJIBHUX ) 3aBaHb.

[Tpu oIiHIII CHCTEeMAaTUYHOCTI Ta AKTUBHOCTI pOOOTH CTy/IEHTa Ha
MPAKTUYHUX 3aHSATTSIX BPAXOBYETHCS:

- piBeHb 3HaHb, MPOJAEMOHCTPOBAHUHN Y BIAMOBIIAX HA TMPAKTUIHUX
3aHATTIX;

- aKTUBHICTh MIPU OOTOBOPEHH1 JUCKYCIHHUX TTUTaHb;

- PC3yJIbTaT BUKOHAHHSA IMPAKTUYHUX p06iT, 3aBJaHb IIOTOYHOI'O
KOHTPOJTIO TOIIIO.




[Ipu omiHIll BHKOHAHHS MOAYJIBHUX (KOHTPOJBHUX) 3aB/IaHb
BpPaxXxOBYETbCS 3arajlbHUH piBEHb TEOPETUYHHX 3HAHb Ta TMPAKTUYHI
HaBWYKH, HAOYTI CTyAEHTAMH IIiJI Yac OIMAaHyBaHHS BIJIIIOBIIHOTO
3MICTOBHOTO MOJIYJISI.

3acobu diaenocmuxu ycniutHocmi HABYAHHS

KoHTponb 3a HaBYaIbHO-MI3HABAJIBHOIO JISUIBHICTIO CTYJCHTIB €
BOXIUBUM  CTPYKTYPHUM  KOMIIOHGHTOM  HAaBYaJIbHO-BHXOBHOTO
nporecy. [limcymMKoBe OIIHIOBaHHS 3HAHb CTYACHTIB 3IHCHIOETHCS 3a
MOTOYHUM Ta MPOMIKHIUM KOHTPOJIEM 3HaHb MIPOTITOM CEMECTPY.

3 METOI0 MEepEeBipKU AKOCTI MiArOTOBKH, 3HAHb, YMiHb CTYJCHTA 3
JTUCIUIUTIHA BUKOPUCTOBYIOTHCS TaKi 3aCO0U OIIHIOBAHHS:

- JUIS TIOTOYHOTO KOHTPOJIIO - YCHE ONHUTYBAaHHS, IPOBEICHHS
TECTYBaHHsI, PO3IJISIT CUTYyaIlild, BAKOHAHHS 1HAWBIyaJIbHUX 3aB/IaHb;

- JUIA TPOMDKHOTO KOHTPOJIIO — TPOBEACHHS MOJYJIBHOTO
KOHTPOJTIO, 1110 BKIIIOYAIOTh TECTYBaHHS, TEOPETUYHI TUTAHHS.

3acobu nomournozo KOHmMpOoJo.:

3aco0u KOHTPOJII0 KinbkicTh 6aaiB
IloTouHE ONUTYBaHHS HAa IPAKTUYHUX 30
3aHATTSX
TectyBanHs 3a 3MICTOBUM MoAayseM | 10
TecTyBaHHS 32 3MICTOBHM MOJTyJIEM 2 10

IMucemoBi podoTu: OUIKYETHCSA, MO CTYACHTH MOXXYTh BUKOHYBATH
1HIUBITyaJIbHE MICHMOBE 3aBIaHHs (pedepar).

AxajemiuHa 00pouecHicTh: OUiKyeThCs, IO POOOTH CTYIEHTIB
OynyTh IXHIMH OPHUTTHAIPHUMHU JOCTIIPKCHHIMH YH MIPKYBaHHSIMHU.
BigcyTHicTh TOCHMIaHB HAa BUKOPUCTaHI JpKepena, (GaOpuKyBaHHS
JUKEpeJ, CIUCYBaHHS, BTPy4YaHHSI B poOOTy IHIIMX CTYACHTIB
CTaHOBJISATh, ajie HE OOMEXYIOTh, NMPHUKJIAIN MOIJIMBOI aKaJeMi4HOI
Heo0povecHOCTI. BUSABICHHS O3HAK akajaeMidyHOI HEIOOPOYECHOCTI B
NUCHMOBIH pOOOTI CTyAEHTa € TIACTaBOIO JuId 1l He3apaxyBaHHS
BHKJIaJJaueM, He3aJIeKHO BiJ MacmTaliB mjariaty uu oOMany.

BinBinanusi 3aHSITh € Ba)XJIMBOI CKJIAIO0BOK HaBYaHHS. OYIKyEThCS,
0 BCi CTYJAEHTH BiJBIAIOTh YCI JIEKIii 1 MPaKTUYHI 3aHATTS KypCy.
Crynentd MaroTh 1HGOpPMYBATH BHKJIaJa4ya MPO HEMOXKIHUBICTh
BiJIBiIaTH 3aHATTSA. Y OyIb-SKOMY BHIIAJKy CTYICHTH 3000B’si3aHi
JOTPUMYBATUCS yCiX CTPOKIB BH3HAYEHUX JJISI BUKOHAHHS yCiX BHUJIIB
MMUCHMOBHX POOIT, Iepe10aueHUX KypCOM.




Jliteparypa. VYcs niteparypa, Ky CTYIASHTH HE 3MOXYTh 3HAWTH
CaMOCTiifHO, Oy/ie Ha/laHa BHKJIAJaueéM BHUKIIIOYHO B OCBITHIX IIUIAX Oe3
mpaBa ii mepemadi TperiMm ocobOaM. CTyIeHTH 3a0XOUYyHOTHCA 10
BUKOPUCTaHHA TAaKOX M 1HIIOI JIiTepaTypu Ta JOKepell, IKUX HEMA€e ceper
PEKOMEH0BaHUX.

IMonituka BucTaBiaeHHs OaiiB. BpaxoByroTecss Oanu HaOpani Ha
MOTOYHOMY TECTYBaHHI, CaMOCTIHHI poOOTI Ta Oamu MiJACYMKOBOTO
TecTyBaHHs. [Ipy 1IbOMy OOOB’SI3KOBO BPaxOBYIOTHCSI TPUCYTHICTH Ha
3aHATTSAX Ta AKTUBHICTh CTYACHTA MiJ Yac NPAKTUYHOTO 3aHSITTS;
HEJIOMYCTUMICTh TPOITYCKIB Ta 3ali3HEHb Ha 3aHSTTS; KOPUCTyBaHHS
MOOUTBHUM — Tene(OoHOM, IUIAHIIETOM YW IHIIMMHA  MOOIIBHUMHU
MPUCTPOSIMH TIiJ] Yac 3aHATTS B LIJISX HE IOB’S3aHUX 3 HABYAHHSIM;
CIHMCYBaHHA Ta IUIAriaT; HECBOEYAaCHE BUKOHAHHS IIOCTABICHOTO
3aBJaHHs TOLIO.

MIxana oninroBanusa: HanionaanHa ta ECTS

Cyma GaiB 3a Ouninka 3a HaiOHAJLHOIO IIKAJI0I0
BC1 BUAM . %Ig};f;a JUISl €K3aAMEHY, AJIS1 3AJTKY
Hz.qua.ano.l KYPCOBOI'0 IPOEKTY
ABLIBHOCTI (po00TH), TPAKTHKH
90 - 100 A BIJIMIHHO
81-89 B
no0pe
71-80 C 3apaxoBaHO
61-70 D
3a10B1JIBHO
51-60 E
HE
) 3apaxoBaHO
HE3a0BLIBHO 3 5
0-50 FX MO>KJIUBICTIO .
MOKJIABICTIO
MMOBTOPHOTO CKJIaIaHHS
MTOBTOPHOTO
CKJIaJaHHs

I[utanus no icnurty

Ilepenik nuTaHb AJ15 NPOBeIeHHS MiICYMKOBOI OLiIHKH 3HAHb
9 cemecTp

. UNDERSTANDING MARKETING MANAGEMENT

. DEVELOPING MARKETING STRATEGIES AND PLANS
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