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1. Mecto pucyuninHsbl B cTpyktype OITIOII

HOuctunmza 51.0.25 MapKeTHHT OTHOCHTCS K 00sI3aTe/IbHOM UyacTy 00pa30BaTeIbHOM MPOrpaMMBI.

2. IInanupyeMbie pe3y/ibTaThl O0yYeHHsI MO JAUCIUIVINHE, COOTHECEHHBbI€ C TUIAHUPYEMBIMH
pe3y/ibTaTaMH OCBOEHHsI 00pa3oBaTe/IbHOM mNporpaMmbl (KOMIETEHI[USIMH M WHAWKATOPaMH
AOCTYDKeHHsI KOMITeTeHI[Ui)

oli dessmenbHOCMU

uHpopmayuu, Heobxodumol

0215 paspabomku b6usHec-

Ymemb npogodumsb nouck u

omb6op uHpopmayuu Ha

dopmupyemsbie IInanupyemMbie pe3y/ibTaThl 00yueHus mo gucnuminde | HanMeHoBaHHe OI{EHOYHOIO CPEACTBA
KOMIIeTeHI{MH (Mofgyn0), B  COOTBETCTBMM C€ HHAUKATOPOM
(xof, cofep>kaHue | JOCTH)KeHHs KOMIIeTeHIIMH
KOMTIETEHIIVN) Nupukarop poctwkeHusi | Pesysbrarsl 00yueHust s Tekymiero | /ins
KOMIIeTeHI{MU 10 JUCIUII/INHE KOHTPOJIA MPOMEe)XKyTOUHOMH
(xog, cozieprkaHue ycreBaemMoCTH aTTecTanuu
VHAWKATOpa)
YK-1: Cnocobex YK-1.1: Yemko onucbleaem YK-1.1: IIpakmuueckoe
ocywecme/simb _ | cocmas u cmpykmypy 3Hamb meopemuueckue OCHO8bl | 3addHue 3quém:
1NOUCK, KpUMUUECKUU | mpne6yembix OAHHbIX U npoeedeHuUs MAPKeMUH208bIX Tecm KoHmposbHble
aHanus u cunmes uHpopmayuu, 2pamMomHo uccnedoeaHuli
uncpopmayuu, peanusyem npoyecchbl ux Ymemb nposodumsb c60p conpocy!
npumeHsmb IIpakmuueckoe
cucmemHbIi nodxod cbopa, obpabomku u MapKemuH208blX OAHHbIX 3a0aHLe
s uHmepnpemayuu Bnademb Haebikamu obpabomku
peleHus U aHanu3a MapkemuHz2080u
nocmasneHHblx 3a0ay uHgopmayuu
OIIK-5: CnocobeH OIIK-5.1: Ocywecmensem OIIK-5.1: IIpakmuueckoe
ucno/b306amso 8bIOOp UHCMpPYMeHMAAbHbIX U |3Hamb UH(popMayUoHHble 3a0aHue 3quém:
cospeMerHbie NpozpamMmHbIX cpedcme s MexHOoM02UU, KOMOPble MOMCHO Tecm KoHmposbHble
unopmayuoHHsie peueHust npoheCcCUOHANBHBIX | UCNOMb308aMb 8
mexHono2uU U 5 60npochl
npozpamHbie 3adau MapkemuHz2080U desimeabHOCMU TMpaxmuseckoe
cpedcmea npu OIIK-5.2: Ucnonbzyem KomMnaHuu sadanue
pewenuu coepemeHHble Ymemb eblbpamb
NpogeccUoHanbHbIX | UHPOPMAYUOHHBIE UHCMpYMeHmManbHoe U
3adau. MexHO/02UU U NPOZPAMMHbIe | NPO2PAMMHOe peuleHue UCX00s
cpedcmaa 015 pelueHust U3 meKywux yesneti KOMNaHuu
npogeccuoHanbHbIX 3a0au
OIIK-5.2:
Ymemb npumeHsamb
UHGOPMAYUOHHbIE MeXHOA02UU
0151 pelieHUs1 MapKemuH208bIX
3adau
Bnademb Hasbikamu
npumeHerus UT-mexHonoauli
0/151 aHanu3a moeapHou
NOAUMUKU KOMNAHUU
OIIK OC-7: OIIK OC-7.1: Opz2aHu3yem OIIK OC-7.1: IIpakmuueckoe
CnocobeH K 8edeHuIo npoyecc noucka, aHaausd, 3Hamb ocobeHHOCMU PbIHKO8 3a0aHue 3quém:
UHHOB8AYUOHHO- cucmemamusayuu u oméopa | UHHOBAYUOHHbBIX NPOOYKMOS Tecm KonmposbHble
npeonpuHUMamenbcK

80NnpoCh!
IIpakmuueckoe




naaxoe 8 cpepe UHHOBAYUOHHbIX PbIHKAX

UHHOBAYUOHHO20 Bnademb Hagbikamu
npeonpuHuMamenbcmea paspabomku HOB020
UHHOBAYUOHHO20 NPOOYKMA noo

3anpoc pblHKA

3a0aHue

3. CTpyKTypa U copepkKaHHue AUCLUILIUHbI

3.1 TpyA0eMKOCTb AMCLUIITUHBI

oyHasn

OO011as TPY/0EMKOCTD, 3.€. 2

Yacos 1o yue0HOMY IJIaHY 72

B TOM UHCJIe

ay/JUTOpHbIE 3aHATHSA (KOHTaKTHasi padoTa):

- 3aHATHA JIEKIJMOHHOI'0 THIIA 28

- 3aHATUS CEMHHAPCKOI0 TUMNA (MpaKTHYeCcKue 3aHATHS / TabopaTopHbIe padoThbI) 28

- KCP 1

caMocTosATe/IbHasA padoTa 15

IIpome)xyTouHasi aTTecTamis 0
3auér

3.2. CozepxaHWe JUCLUIIIMHbI

(cmpykmypupogaHHoe no memam (pazdenam) C yKasaHueM OMEeO0eHHO20 HA HUX Koauuecmed

axkaodemuuecKux udacos U 8uobl yuebHbIX 3aHamutl)

HaumeHoBaHue pa3fie/ioB 1 TeM JUCLMIUIMHBI Bcero B TOM uHcCIe
Yyachbl
( ) KonTakTHast pabora (pabota Bo
B3aUMO/IeCTBUU C TIperioJjaBaTesiem),
Yachkl U3 HUX
3aHATHS CamocrosiTesibHast
CeMHHapCKOro paGora
3aHsATHS THNA o6yuatowerocs,
JIEKLJMOHHOTO | (TIpakTHueckue | Bcero qackl
THUMa 3aHsATHsA/Mabopa
TOpHBIE
paboThI), Yacel

¢ ¢ ¢ ¢ ¢

0 0 0 0 0
Tema 1. KoHljenus ¥ CyTh MapKeTHHTa 9 4 4 8 1
Tema 2. KoHljerius pplHKa B MAapKeTHHIOBOM [1eSITeIbHOCTH 15 6 6 12 3
Tema 3. [IpoAyKT Kak 3/1eMeHT KOMILIeKCa MapKeTHHIa 14 6 6 12 2
Tema 4. IleHooOpa3oBaHre B MapKeTHHTe 11 4 4 8 3
Tema 5. IIpogsmkenre. MapKeTUHIOBbIe KOMMYHHKAaLN 11 4 4 8 3
Tema 6. MapkeTuHroBoe yripasyieHie. OCo6eHHOCTH MeXIyHapOAHOTO 1 4 4 8 3
MapKeTHHra




Arrecrarus 0

KCP 1 1

Wroro 72 28 28 57 15

Contents of sections and topics of the discipline

Tema 1. KoHuenms u cyTb MapkeTHHra. @opMrpoBaHye MapKeTHHra Kak Hayku. OCHOBHbIE KOHLIELUN
MapKeTHHIa B UCTOPUYeCKOM paspe3e. OCHOBHbIe [TOHATHSI COBPeMeHHOro MapKeTuHra. KoMmruiekc MapkeTuHra.
Tewma 2. KoHijeniust ppIHKa B MapKeTUHTOBOM JiesiTe/ibHOCTH. [1oHsITUe phiHKa B MapKeTHHTe. [1oHATHE eMKOCTH
pbIHKa. Pacuet eMKOCTH pbIHKA. VicciiejoBaHye phIHKA. MeTo bl MapKeTHHI OBBIX MCCiefoBaHuN. COBITOBas
TM0JIUTUKA KOMITaHUM. KOHKypeHL1s Ha PbIHKE.

Tewma 3. [IpofyKT Kak 3/1eMeHT KOMIlJIeKca MapKeTuHra. IIpofyKT B MapKeTuHre. Buzibl ToBapoB. JK13HEeHHBIN
LMK/ TOBapa. MeToAbl aHa/iM3a TOBapPHOUW MOJMTUKU KOMITaHUU. ATPUOYTHI TOBapa, B T.U. OpeHs,

Tema 4. IlenoobGpa3oBanue B MapkeTuHre. [ToHsSTHE 11eHbBI. TTporiecc rieHo0Opa3oBaHus. MeTo bl OTpe/ie/ieHust
1jeHsl. CTpaTeruu rieHoo6pa3oBaHMsI.

Tema 5. [IpoasrkeHre. MapKeTUHIOBble KOMMYHUKALWU. [IpoaBrkeHre B MapKeTUHre. Buzibl IpoABYKeHNs.
OrjeHka 3(ppeKTUBHOCTH TIPOBMKEHUS.

Tema 6. MapkeTuHrosoe yrpasieHre. Oco6eHHOCTH MeXKAyHapoJHOro MapKeTrHra. Opranusarys ciyK0bl
MapKeTHHra Ha Mpe/npusaTHH. MapKeTHHroBo# yripaBieHre. Oco6eHHOCTH MeXKAYHapOJHOTO MapKeTHHTa.

4. YuedHO-MeTOANUYECKOE 00ecrieueHrne CaMOCTOATe/TbHON PaboThl 00yUarOIUXCA

CamocrosTenbHasi paboTa 00yJaroU[UXCsi BK/IOUaeT B Cebsi MOATOTOBKY K KOHTPOJIbHBIM BOIIPOCAM M
3a[jaHUsAM ZIJIs1 TeKYIero KOHTPOJISi U TIPOMEKYTOUHOM aTTeCTallMyd T0 UTOraM OCBOEHWS JUCLIATITUHEI
MPUBE/IEHHBIM B TI. 5.

st obecrieueHust CaMOCTOSITENTBHOM PabOTHI 00yUarOLMXCsl MCTIONB3YIOTCS:

- 371eKTPOHHbIN Kypc "Marketing/Mapketunr," (https://e-learning.unn.ru/course/view.php?id=5283).
Hble yueOHO-MeTOAMUYECKHe MaTepHrasbl: PaboTa ¢ OCHOBHOM U [JOTIOJTHUTE/ILHOM JINTEPATyPOi
V3yueHrie peKOMeHJOBaHHOM JIUTEPaTyPhI CJielyeT HAYMHATD C YIeOHHUKOB U YUeOHBIX 10COOuiA,
3aTeM TepexoJuTh K HayYHbIM MOHOTPadusiM U MaTepHraiaM IepuoJuuecknx u3ganuii. Pabota c
NMTepaTypoi TpelyCMaTpUBaeT KOHCIIEKTUPOBaHe Haubosiee akTyabHBIX 1 TI03HABATE/IbHBIX
MaTepHasioB. TO He TOJIbKO MOOW/IHU3yeT BHUMaHKe, HO U CIIOCOOCTBYeT OoJiee riryboKoMy
OCMBIC/IEHUIO MaTepuasa, ero JydlieMy 3allOMUHAHUIO, a TAaKXKe TI03BOJISIeT CTY/IeHTaM MPOBOJUTh
CHCTeMaTH3aLMI0 U CPaBHUTEJILHBIN aHa/N3 U3ydaeMoi nHpopmMarmy. Takum o6pa3om,
KOHCITeKTUPOBaHMe — OJHa U3 OCHOBHBIX ()OPM CaMOCTOSITESTBHOTO TPy/ia, KOTOpasi TpedyeT oT
CTy/leHTa aKTUBHO paboTaTh C yueOHOM MTepaTypOi U He OTPAHUYMBATHCSI KOHCTIEKTOM JIEKIHH.
CTyZeHT JO/DKeH yMeTh CaMOCTOSITe/TbHO TIOAOUpaTh HeOOX0AUMYIO JIUTepaTypy A yueOHOW 1
Hay4HOU paboThl, yMeTb 00paIaThCs C MpeAMeTHBIMU KaTajoraMu U 6ubmorpaduieckum
CTIPAaBOYHUKOM OMOTHOTEKH.

M3yueHure KaTeropuasbHOTO amrapara JUCLUTTAHbI

V3yueHrie 1 ocMbIC/IeHHe S5KOHOMUUECKUX KaTeropuil TpebyeT npopaboTKK JIeKLIMOHHOT0 MaTepuara,
BBITIOJTHEHUSI [TPAKTUUeCKUX 3a/|JaHWM, M3yueHre C/IoBape, SHLMK/IONe Ui, CIpaBOYHHUKOB.
VnpuByyanbHas caMocTosiTelbHasi paboTa CTy/ileHTa HarpaB/ieHa Ha OBJlajieHre U IpaMOTHOe
NpUMeHeHHe S5KOHOMUUEeCKOI TepPMHUHOJIOTMU B 00/1aCTH KOMITbIOTEPHOT'O MO/IeMPOBaHUSI.
CamocTosiTenlbHOe U3y4yeHHe TeM AWCLUITIAHbI



Ocob0e MecTo OTBOJUTCSI CAMOCTOSITE/TbHOM TTPOpabOTKe CTy/IeHTaMK OT/e/IbHBIX pa3/iesioB U TeM
M3y4YaeMol AUCILUIUTHHBL. TakoM Mogxo BbipabaThIBAeT Y CTYAEHTOB MHUIMATHUBY, CTPEMIIEHHE K
yBe/IMueHuto oobeMa 3HaHUM, YMeHUI 1 HaBbIKOB, BCECTOPOHHEr0 OBJIaZleHusi Criocobamu 1
ripreMamH MpoecCUOHaTbHOM /IeATeTbHOCTH.

V3yueHue BOMpPOCOB OTpe/ie/IeHHOM TeMbl HallpaB/ieHo Ha O6osiee Tiy00Koe yCBOeHHe OCHOBHBIX
KaTeroprii 5KOHOMHUYeCKOl TeoprH, TOHUMaHUe SKOHOMHUECKHX TIPOLIeCCOB, TIPOMCXO/SIIINX B
o0111ecTBe, COBepIIeHCTBOBaHHE HaBbIKa aHa/IM3a TeOPeTUYeCKOTO U SMITMPUUECKOr0 MaTepHraria.
IMToaroToBKa ZIOK/Ia/I0B-TIPe3eHTal[}i 110 MPOpPaboTaHHBIM MMPOEKTaM

Hanmcanue [10K/1aZioB ¥ MOATOTOBKA MPe3eHTal[|H 1T03BOJISIeT CTYJeHTaM Ty0>Ke U3yUUTh TeMbl
Kypca, CaMOCTOSITe/TbHO OCBOUTh U3yUYaeMbIi MaTepHaJl, Mo/ib3ysCh YueOHBIMU MTOCOOUSIMU U
Hay4YHBIMU paboTamu.

[ToaroroBka K 3auety

[Tpome)KyTOUHas aTTeCTal[|s CTyIeHTOB TI0 AUCLIUTUIMHE TTPOXONT B BH/Ie 3aUeTa. Y CJIOBUEM
YCITEIITHOTO TPOX0XK/I€HUSI TIPOMEXKYTOUHOM aTTeCTal[|uH SB/SIeTCS CUcTeMaThueckasi paboTta cTyzieHTa
B TeueHHWe ceMecTpa. B 3TOM c/iyuae TOArOTOBKA K 3aUeTy sIBJISIeTCS CUCTeMaTH3arueld Bcex
TOTYYeHHBIX 3HAHUM MO JaHHOM JAUCLIUIIIAHE.

PekoMeH/lyeTCsi BHIMaTe/IbHO U3YUUTh TlepeueHb BOTIPOCOB K 3aueTy, a TaKKe UCII0/Ib30BaTh B
nipotiecce 00y4yeHus MPOrpaMmy, yueOHO-MeTOJUUeCKHiA KOMIUIEKC, IPyTHe MeToIuuecKue
MaTepHuaJibl.

JKenaTenbHO CTyIaHUPOBATh TPOEKPATHBIN MMPOCMOTP MaTepHaJia repes 3aueToM. Bo-mepBsix,
BHUMaTe/IbHOe UTeHHe C OCMBIC/IeHHeM, TTOJYePKUBAHHEM U COCTaB/IeHHEM KpPaTKOTO I/laHa OTBeTa.
Bo-BTOpBIX, MOBTOpHast MpOpaboTKa HanbosIee CII0XKHBIX BOPOCOB. B-TpeThUx, OBICTPLIM TPOCMOTP
MaTepuasia UM TJIaHOB OTBETOB [IJisl er0 CUCTeMAaTH3aliH B TIaMSITH.

CamocTrosTenbHast paboTta B 6UbIMOTEKe

Ba)XHBIM aCIIeKTOM CaMOCTOSITe/TbHOM TIOATOTOBKU CTY/IEHTOB sIBJIsieTCst paboTa ¢ OUb/TMOTeUHBIM
dhoHzOM.

910 pabota rpe/rosiaraeT pa3jMyHble BAPUAHTHI MOBbIIIEHUs MPOdeCcCHOHaTbHOTO YPOBHS
CTYZIeHTOB:

a) TIoJTyyeHye KHUT ZJisi TIOAPOOHOT0 M3yueHUsl B TeueHHe ceMecTpa Ha Hay4HOM aboHeMeHTe;

0) u3yueHue KHUT, )KyPHAJIOB, ra3eT - B UNTATLHOM 3aie;

B) BO3MOXXHOCTb TIOMCKa He0OX0/JUMOr0 MaTepuasa rocpe/iCTBOM 3/IeKTPOHHOTO KaTasiora;

r) TIosTyyeHre HeoOXOJUMBIX CBe/IeHHH 00 NCTOYHUKAX MH(OPMAIK y COTPYJHUKOB OMOTMOTEKH.
V3yueHue caliTOB 10 TeMaM JAWCLIUTIMHBI B CeTH VIHTepHeT

Pecypchbl VIHTepHET SIB/IAIOTCS. OJHUM U3 a/IbTePHAaTUBHBIX UCTOYHHUKOB OBICTPOTO MOMCKa TpebyeMoit
uHbopmauyu. VX UCrosib30BaHWe BO3MOXKHO [I7Is1 TIO/TyUeHHsI OCHOBHBIX U IOTIO/THUTETbHBIX
CBeJIeHUH 110 “3y4aeMbIM MaTepraiaMm. Heobxomumo moMHUTE 06 opopmiieHnH CCbUIOK Ha VIHTepHeT-
HCTOYHHUKHU.

5. Assessment tools for ongoing monitoring of learning progress and interim certification in the
discipline (module)

5.1 Model assignments required for assessment of learning outcomes during the ongoing
monitoring of learning progress with the criteria for their assessment:

5.1.1 Model assignments (assessment tool - Practical task) to assess the development of the
competency YK-1:



The production of children's footwear by national companies amounted to 500 million rubles. The
import of the same products amounted to 150 million rubles. Export - 30 million rubles Stocks of
products in the warehouses of retail and wholesale trade enterprises at the end of 2014 - 70 million

rubles. Determine the market size of the children's footwear market for 2024

5.1.2 Model assignments (assessment tool - Practical task) to assess the development of the
competency OIIK-5:

Using Excel, conduct an ABC analysis of the assortment of an online store

Product code  [Volume of Product code Volume of
sales, sales,
thousand thousand
roubles. roubles.

1 567 3 122
2 12 ¢) 087
3 1357 10 567
4 2351 11 1276
5 332 12 777
6 123 13 555
7 1238 14 1357

5.1.3 Model assignments (assessment tool - Practical task) to assess the development of the
competency OIIK OC-7:

Select a product. What can be done to increase the consumer value of a given product

Assessment criteria (assessment tool — Practical task)

Grade Assessment criteria

38,Z[aHI/Ie BBITIO/THEHO MOJ/THOCTBHO, BO3MOXXHO - C HE3HAUYNUTE/IbHBIMU HETOUHOCTAMU, KOTOPBIE

dass
P HCITIPABJIEHBI TTOC/IE€ YKAd3dHUA Ha HUX

fail 3aJldHHe He BBIIIOJIHEHO, WUJ/IX BBIIIOJIHEHO CO 3HAaUUTEe/IbHBIMU ommbKaMu




5.1.4 Model assignments (assessment tool - Test) to assess the development of the competency
YK-1:

The method of market research based on the analysis
of information already available at the enterprise is
called: A) = desk research B) ~field research

The method of market research, based on the search
for information on the current hadachi of the
enterprise, is called: A) ~ desk research B) = field
research

The following type of data is more effective in
processing for analysis purposes: A) = quantitative B)
~ qualitative

Asking the question "Do you like chocolate?" the
company will receive: A) = qualitative data B)
~quantitative data

In the process of conducting desk marketing research,
the company uses data. secondary

In the process of conducting field marketing research,
the company receives data. Primary

Questioning, observation and experiment are types of
research. Field.

research has the goal of formulating
problems more precisely, clarifying concepts,
gathering explanations, gaining insight, eliminating
impractical ideas, and forming hypotheses.
Exploratory

5.1.5 Model assignments (assessment tool - Test) to assess the development of the competency
OIIK-5:

The following excel function can be used to calculate



the average price: A) *SUM B) =AVERAGE C)
~MAX

The following excel function can be used to calculate
the market capacity based on the sales data of the main
players: A) =SUM B) *AVERAGE C) *MAX

To rank data during ABC analysis, the following excel
function can be used: A) *SUM B) *~AVERAGE C)
=MAX

To conduct an ABC analysis of the commodity policy
of an enterprise, the necessary data are: A) = Data on
sales volumes for individual goods or product groups
B) ~ the price of goods C) » the size of the trade
margin

When constructing the BCG matrix, the boundary
between low and high values of the relative market
share is: A) ~The average share of the company's
products on the market B) ~the average share of the
products of a competing company on the market C) =
1

When constructing the BCG matrix, the boundary
between low and high market growth rates is: A) ~1
B) ~1.2 C) = average growth rate of the analyzed
market

To build a visual presentation of marketing
information for stakeholders, it is advisable to use A)
~ text editor B) ~ excel C) = Power Point

The rule of three when building a presentation means:
A) ~ no more than three slides in a presentation B) =
No more than three colors and three fonts on one slide
C) ~ No more than three words on one slide

On one slide, when building an effective presentation,
it is advisable to have no more than words A)
~10 B) ~20 C) = 40 E) ~100

On one slide, when building an effective presentation,
it is advisable to place no more than colors A) ~1
B)=3C)=~10

The company obtains up-to-date data for marketing



activities as a result of . Marketing Research

One of the main digitized tools for implementing the
concept of relationship marketing is
Customer relationship system

When building a BCG matrix using Excel, individual
products are displayed using - . circles

When constructing a BCG matrix using excel, the size
of a circle representing an individual product depends
on . The market size of this product

When constructing a BCG matrix using Excel, the size
of the shaded segment of a circle that displays an
individual product depends on . Market share
of this product

To divide goods into groups A, B and C, is
used when conducting ABC analysis. Cumulative
market share of a product.

The most important for the company are the goods
that, as a result of the ABC analysis, belong to the
category .A.

The least important for the company are the goods
related to the category as a result of the ABC
analysis. C.

The first step in analyzing the data obtained during the
ABC analysis is . Sorting from largest to
smallest or ranking.

For a visual presentation, it is not advisable to use a
font smaller than . 18PT

5.1.6 Model assignments (assessment tool - Test) to assess the development of the competency
OIIK OC-7:

To determine the break-even point, a firm needs to
first do which of the following? A) =determine what
percentage of the market it wants B) =determine the
point at which supply equals demand C) =calculate the



contribution per unit D) =conduct an environmental
audit E) =determine total market share

What is the best pricing method for a well known
firm selling a new hi-tech, high quality mobile
phone model most likely to be? A) =Penetration
pricing B) =Price skimming C) =Cost plus pricing

When is price skimming used? A) =To gain market
share B) =To make as large a profit as possible C) =To
cover costs and breakeven

Consumers usually perceive higher-priced
products as . A) =out of reach for all but the
wealthy B) =having high quality C) =having low profit
margins D) =having cost-based prices E) =being in the
introductory stage of the product life cycle

When is penetration pricing used? A) =To gain
market share B) =To make as large a profit as possible
C) =To cover costs and breakeven

Which pricing strategy would a business use to
encourage a trial purchase? A) =Penetration pricing
B) =Price skimming C) =Cost plus pricing

For a startup offering an innovative product, the
following market coverage strategy will be most
effective: A) = undifferentiated marketing B) =
differentiated marketing C) = concentrated marketing

The goods bring the greatest income. which in the
BCG matrix is in the segment: A) =Star B) = Cash cow
C) =Dog

It is advisable to abandon the production of goods.
which in the BCG matrix is in the segment: A) =Star B)
=Cash Cow C) = Dog

The greatest profit will be received at the stage of the
product life cycle. A) implementation. C)=Growth C)
=maturity E) =Recession

ABC analysis is based on . Pareto principle

lists the key elements of the marketing mix. Product,
place, price, promotion



Name the most profitable stages of the product life
cycle for the company. Growth.

The maximum sales volume is reached at the stage of
the product life cycle . Maturity

The company conducted an analysis of the
competitive situation and calculated the Herfindahl
Hirschman index for two markets: HNI 1 =0.23, HHI =
0.19. Which market is the most preferable for
launching a new product? 2.

For a new innovative product, it is not advisable to
apply the pricing method. Cost plus profit.

The most effective method of promotion in the B2B
market is . Personal Selling.

The least effective method of promotion in the B2B
market is . Public relations.

The least effective method of promotion in the B2C
market is . Public relations.

The most effective method of promotion in the B2C
market is . Advertising

Assessment criteria (assessment tool — Test)

Grade Assessment criteria

pass JI0JIs1 BEPHBIX 0TBeTOB Oostee 60%

fail TloJisi BepHbIX 0TBeTOB MeHee 60%

5.2. Description of scales for assessing learning outcomes in the discipline during interim
certification

Ikana OIl€HMBAaHUA C(l)OpMI/IPOBaHHOCTI/I KOMHETEHHHﬁ

YpoBen
b

chopmu Hey/I0B/IETBOP | Y/AOBJIETBO 04YeHb
IJI0X0 X0POIIIo OT/IMYHO TIPEBOCX0/{HO
POBaHH HUTeJIbHO puTe1bHO XOpO11I0
oCTH
KOMITIET
eHIUI
(uHpUK
aropa
AOCTHIK He 3aUTeHO0 3auTeHO
eHUs
KOMITIET
eHIHii)




YpoBeHb
OtcytcTBHE YpoBeHb POBEE
o N 3HaHWH B
3HAHUN MuHMManbH | 3HaHWH B oBneme YpoBeHb
TEOpeTUYECKOro ) obbeme, ’ 3HaHM B
YpoBeHb COOTBETCTBY YpoBeHb
Marepuara. N JIOMyCTUMBI | COOTBETCTBY obbeme, N
3HAHWH HIDKEe 9 F0IL[EM 3HaHWH B
HeB03MO>XHOCTb 1 ypoBeHb I0ILieEM COOTBETCTB
MHWHHUMabHBIX 9 rporpaMme obbeme,
3HaHUS | OLIEHUTH MOJIHOTY . 3HaHWH. nporpamMme yIoIiem
o TpeboBaHMIA. TMO/ITOTOBKH TIpeBbIILIAOLLE
3HaHUN [HonyieHo MO/ITOTOBKH rporpamme
Wmenmu mecto . HJonyiieHo M MpOrpamMmy
BCJ/Ie/ICTBHE MHOTO . JomymmeHo TIOJTOTOBK
rpy6ble omnubKu HECKOJIbKO MOATOTOBKHU.
OTKa3sa HerpyobIx HECKOJIbKO u. Ommbok
HecylILiecTBe
obyuaroierocs ot OIIM60K HerpyObIx HHEIX HET.
OTBeTa ommb0oK
onboK
IIpogemoHC
TPHPOBaHBI
IIpogemoHc PYp
IIpogemoHc | Bce
IIpomemoHC | TpupoOBaHbI
TPUPOBaHbI | OCHOBHbIE
TPUPOBaHbI | BCe
BCe yMeHHUs. [IpogemoHcTp
OCHOBHBI® OCHOBHbIE
OTtcyTcTBUE OCHOBHbIE Perienst HPOBaHkbI BCe
ITpu perreHnH YMeHUsI. yMeHUsI.
MUHHUMaJIbHbIX YMeHHUS. BCE OCHOBHbIe
N CTaHZapTHBIX PeliieHs! PeriteHs! Bce
YMeHHH. PeliieHbl Bce | OCHOBHBIE YMeHHUS.
3a/iay He THIIOBbIE OCHOBHbIE
HeB03MO>KHOCTB OCHOBHBIE 3aj1auu C PemieHs! Bce
MPOZIEMOHCTPUD | 3aJauu C 3a/lauM C
OLIeHUTb Ha/uye 3a/jauM. OT/le/IbHBIM | OCHOBHBIE
Ymenus . OBaHbI HerpyObiMU | Herpy6bIMU
yMeHHH BrInosHeHb! | U 3a/jauH.
OCHOBHbIe omubKaMu. | ommbKamu.
BCJIE[ICTBHE BCe 33JlaHMs1 | HeCyllecTB | BhINosHeHs!
yMmenus. imesmu | BeinosnHeHns! | BeirnosmHeHs!
OTKa3za B [10JTHOM €HHBIMU BCe 3aaHusl, B
MecTo rpy0Obie BCE BCe 3a/laHus
obyuaroiiierocst ot obbeme, HO | HeOUeTaM | TIOJIHOM
ommbKu 3a/laHus, HO | B MOJIHOM
oTBeTa HEKOTOpbIe u, obneme 6e3
He B obneme, HO
c BBLINIOJIHEH | HEZIOUeTOB
TIOJTHOM HEKOTOpble
HeJjoueTaMH | bI BCe
obbeme d
3a/]aHus B
HeJloueTaMu
TIOJTHOM
obbeme
Nwmeetcs
OtcyTcTBUE IIpogemoHc IIpogemoHC
MHUHUMaJbH IIpogemoHc
6a30BbIX ITpu perieHNH o TPUPOBaHbI TPUPOBaHbI
bIii HAbOp TPUPOBAHBI ITpogemoHcTp
HaBbIKOB. CTaHZapTHBIX Oa3oBble HaBbIKH
HABBIKOB 6a3zoBble HpOBaH
HeB03MO>XHOCTb 3a/iay He HaBBIKH TIpU TIpx N
Jist HaBBIKH TIpH TBOPYECKHUH
OLIeHUTb Ha/jure | MPOJEeMOHCTPUD peleHnn pelLeHrr
Hagbiku peleHust peleHnn TIOZIXO[, K
HABBIKOB oBaHbI 6a30BbIe CTaHZIapTHBI HeCcTaHJapT
CTaHZapTHBI CTaHJapTHBI peLLeHHI0
BC/Ie/ICTBHE HaBbIKU. ViMenu X 337124 C HBIX 3a71au
X 33/ja4 C X 3a/jau 6e3 HeCTaH/apTHBI
OTKasa MecTo rpy6bie HEKOTOPBIM 6e3
HEKOTOPBIM omboK 1 X 3a/1a4y
oOyuaroiierocst oT | OmHOKK u omboK 1
U HeJJ0ueToB
oTBeTa HeJZloueTaMu HeJI0ueToB
He/04eTaMHt
Scale of assessment for interim certification
Grade Assessment criteria
pass All the competencies (parts of competencies) to be developed within the discipline have
outstanding been developed at a level no lower than "outstanding", the knowledge and skills for the
relevant competencies have been demonstrated at a level higher than the one set out in the
programme.
excellent All the competencies (parts of competencies) to be developed within the discipline have
been developed at a level no lower than "excellent",
very good All the competencies (parts of competencies) to be developed within the discipline have
been developed at a level no lower than "very good",
good All the competencies (parts of competencies) to be developed within the discipline have
been developed at a level no lower than "good",
satisfactory All the competencies (parts of competencies) to be developed within the discipline have
been developed at a level no lower than "satisfactory”, with at least one competency




developed at the "satisfactory" level.

unsatisfactory At least one competency has been developed at the "unsatisfactory" level.

fail

poor At least one competency has been developed at the "poor” level.

5.3 Model control assignments or other materials required to assess learning outcomes during
the interim certification with the criteria for their assessment:

5.3.1 Model assignments (assessment tool - Control questions) to assess the development of the
competency YK-1

ABC - analysis in marketing

Competition in the market. Types of competitive. Competitive strategy
Marketing mix

Development of marketing theory

Internal environment of marketing

International Marketing, its features

Market. Classification of markets

Marketing. Types of Marketing

Methods for determining the price of the goods

Methods of selling goods

Organization of marketing services in the enterprise

Price. Kinds of prices. Pricing, external factors influencing it
The concept of marketing

The main characteristics of the market

5.3.2 Model assignments (assessment tool - Control questions) to assess the development of the
competency OIIK-5

Distribution channels. Selection of the optimal distribution channel
Marketing management in the enterprise

Pricing Strategies

Ranking goods. BCG matrix

Segmentation. Characteristics of the market segment. Target markets

Types of advertising. Methods for assessing the effectiveness of advertising



5.3.3 Model assignments (assessment tool - Control questions) to assess the development of the

competency OIIK OC-7

Attributes of goods (trade mark, trade name) and requirements to them. Branding

Competitiveness of the goods and the competitiveness of firms

Product in Marketing

Product life cycle and its stages

Promotion of the product, its purpose and types

Assessment criteria (assessment tool — Control questions)

Grade

Assessment criteria

pass

JlaH BepHbII OTBeT Ha BOIIPOC, BO3MOXKHO C He3HAUUTeTbHBIMU HETOUHOCTSIMH, KOTOpbIe
CKOPPEeKTHPOBaHbI TI0C/Ie YKa3aHHsl Ha HUX

fail OTBET Hd BOIIPOC He [dH WK COAEP>XUT CYILeCTBEHHbIE OIIMOKH UTH HETOUHOCTH

5.3.4 Model assignments (assessment tool - Practical task) to assess the development of the

competency YK-1

Dairy products make up 16% of the minimum consumer basket of the working-age population of the

Russian Federation. The rational standard for milk consumption per person is 184.3 liters per year. The

population of the Nizhny Novgorod region as of January 1, 2013 is 3.3 million people. The average

price of milk is 26 rubles. Additional data are presented in the table.

Table Average monthly income of the population of the Nizhny Novgorod region.

Average monthly Specific gravity Average per capita income
income
5000-7000 1,86 6000
7001-10000 3,84 8500
10001-15000 5,41 12500
15001-18000 12,69 16500
18001-20000 12,45 19000
20001-25000 10,89 22500




25001-30000 16,57 27500

more 30000 36,34 30000

The average share of annual income spent on food is 0.369, of which 0.156 residents spend on dairy

products. From dairy products 0.456 for the purchase of milk.
Questions.

1. The general demand for milk for the market of a given city.
2. Determine the annual income of consumers.

3. Calculate the amount of money consumers spend on milk.

4. Calculate the demand for milk in a given city. Based on the data obtained, characterize the market
situation for this product, provided that the volume of milk production in 2008 amounted to 947.6
thousand tons.

5.3.5 Model assignments (assessment tool - Practical task) to assess the development of the
competency OIIK-5

According to the table, select the optimal marketing organizational structure and build a ranked

organizational structure table.

Table. 1 Ciriteria for the analysis of marketing organizational structures of management

Criteria Marketing structures

By commodity [Market based Geographically Functionally
principle

Costs, million rubles. 3 7 4

Number of links 5 9 9

The quality of the decisions 6 3 8

made

Flexibility of management 9 8 8

Structure performance 9 8 5




Personnel qualification 8 8 4
requirements

5.3.6 Model assignments (assessment tool - Practical task) to assess the development of the
competency OIIK OC-7

Choose any product, analyze it according to plan

1. What is the need for this product.

2. What need it satisfies.

3. What type of product is in front of you: consumed or used.

4. What problems or difficulties can prevent this product from meeting the needs.
5. Determine the type of buyer for whom this product is designed.

6. What is the best way to market this product.

7. What type of promotion is suitable for this product.

Assessment criteria (assessment tool — Practical task)

Grade Assessment criteria

SBAaHI/Ie BBITIO/THEHO MOJ/THOCTBHO, BO3MOXXHO - C HE3HAUYNTE/IbHBIMU HETOUHOCTAMU, KOTOPBIE
dass
P HCIIPpaBJIEHBI TTOC/IE€ YKAd3dHUA Ha HUX

fail 3aJlaHHe He BBIIIOJIHeHO, WU/IX BBIIIOJIHEHO CO 3HaUUTe/IbHbIMU ommbKaMu

6. YueGHO-MeTOfMUeCKOe M HH(OPpMaLMOHHOE o00ecrieyeHHe JUCIUILTHHBI (MO/y/151)

OcHOBHas1 MTeparypa:

1. Angelova Olga. Marketing = MapkeTuHr : tutorial / O. Angelova ; Lobachevsky State University of
Nizhny Novgorod. - Nizhny Novgorod : UNN Publishing House, 2017. - 31 p. - TekcT : 371eKTPOHHBIH. ,
https://e-lib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=823432&idb=0.

2. Terry Smith. The Roots and Uses of Marketing Knowledge : A Critical Inquiry Into the Theory and
Practice of Marketing. - De Gruyter, 2020. - 1 online resource. - ISBN 9783110631708. - ISBN
9783110631142. - TekcT : 37eKTPOHHBIN., https://e-lib.unn.ru/MegaPro/UserEntry?
Action=FindDocs&ids=854059&idb=0.

3. Amandeep Singh. Big Data : A Road Map for Successful Digital Marketing. - De Gruyter, 2022. - 1
online resource. - ISBN 9783110733716. - ISBN 9783110738414. - TekcT : 371eKTpOHHbIM., https://e-
lib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=854025&idb=0.

[JomnonHuTtenbHas 1uTeparypa:



1. Filipe Mota Pinto. Digital Marketing Strategies and Models for Competitive Business. - IGI Global,
2020. - 1 online resource. - ISBN 9781799829652. - ISBN 9781799829638. - TeKCT : 3/1IeKTPOHHBIM.,
https://e-lib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=854045&idb=0.

2. Impact of ICTs on Event Management and Marketing. - IGI Global, 2021. - 1 online resource. - ISBN
9781799849551. - ISBN 9781799849544, - TeKCT : 3/1eKTPOHHbIM.
https://e-lib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=854029&idb=0.

3. Jose Ramon Saura. Advanced Digital Marketing Strategies in a Data-Driven Era. - IGI Global, 2021. -
1 online resource. - ISBN 9781799880059. - ISBN 9781799880035. - TeKcT : 3/IeKTPOHHbIM., https://e-
lib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=854034&idb=0.

4. Bryan Christiansen. Handbook of Research on Applied Al for International Business and Marketing
Applications. - IGI Global, 2020. - 1 online resource. - ISBN 9781799850786. - ISBN 9781799850779. -
TeKcT : 3/1eKTPOHHBII., https://e-1ib.unn.ru/MegaPro/UserEntry? Action=FindDocs&ids=854048&idb=0.

[TporpammHoe obecrieueHue 1 IHTepHeT-pecypchl (B COOTBETCTBUU C COJiepKaHWeM JIUCLUIIUHBI):

B) nporpaMMHoe obecriedeHre u VIHTepHeT-peCcypChl

1. The official web site of Federal State Statistics Service —
URL:http://www.gks.ru/wps/wcm/connect/rosstat_main/rosstat/en/main/

2. The official web site of Government of Russian Federation — URL: http://government.ru/en/

3. The official web site of Organization for Economic Co-operation and Development (OECD) — URL:
http://www.oecd.org/

4. The official web site of the Central Bank of Russian Federation — URL: http://www.cbr.ru/eng/

5. The official web site of the International Monetary Fund — URL: http://www.imf.org/

6. The official web site of the Ministry of Finance — URL: http://old.minfin.ru/en/

7. The official web site of the UNCTAD (United Nations Conference on Trade and Development) — URL:
http://www.unctad.org/

8. The official web site of the World Trade Organization — URL: http://www.wto.org/

9. The official web site of World Bank — URL: http://www.worldbank.org/

7. MaTepHa/IbHO-TeXHHYECKOoe o0ecreyeHHe JUCHUIIMHBI (MOY 1)

YueOHble ayJUTOPWU [i/isi TIPOBeJieHHs] Y4eOHbIX 3aHSTHH, TMpPeAyCMOTPEHHBIX 00Opa3oBaTebHOU
NPOrPaMMOM, OCHAIlleHbl MYJIbTUMeUHHBIM 000pyjoBaHreM (TIPOEKTOp, 3KpaH), TeXHUYeCKUMHU
Cpe/icTBaMHU 00yUeHUsI.

[MomereHust A71sT CaMOCTOSITeIbHOM paboThl 00YYarOIMXCSI OCHAIL[eHbl KOMITbIOTEPHON TEeXHUKOW C
BO3MOKHOCTBIO TMOAK/IOUeHUss K cetd "VHTepHeTr" u obecrieueHbl [OCTYIIOM B 3/I€KTPOHHYIO
nH(OpPMaIMOHHO-00pa3oBaTebHYIO Cpesy.

IMporpamma coctaBiieHa B cooTBeTcTBUM ¢ TpeboBanusivu OC HHI'Y 1o HampaBieHuro
noArotroBku/crietanbHOCTU 38.03.01 - Economics.

Author(s): AxrenoBa Osbra FOpbeBHa, KaHJUAAT SKOHOMUUECKHX HayK, JAOLEHT.
3aBeayroumii Kaeapoii: Tprudonos FOpuii BacunbeBud, JOKTOP 5KOHOMHUYECKUX HaykK.

ITporpamMma oz00peHa Ha 3ace/JaHUH MeTOANUeCKOH Komuccuu ot 12.12.23, mpoTtokon Ne 6.



	Working programme of the discipline

