Ma PKETUHI B3dVUMOOTHOLUCHUWN  wrceeermonm,

®UNO0 npenopasartens
Pebs3nHa Bepa AnekcaHapoBHa
LUenb ocBoeHnsa agncumnanHbl

®opmMupoBaHME MpPaKTUYECKMX HaBbIKOB MOCAEAOBATE/NIbHOrO W LiefeHanpaBaeHHOro
bopMMpoBaHUA CUCTEMbI NAPTHEPCKUX OTHOLLEHUI KIMEHTOOPUEHTUPOBAHHOW GUPMBI
Ha OCHOBE M3yYeHHbIX KOHLeNuUUn n Mmoaenen MapkeTnHra B3aMOOTHOLLEHWA.

Kpatkoe coaep>xaHue AUCLUNJINHDI

Hactoswwmn Kypc npegHasHayeH Ans  caywaTteneit  Marucrepckoi  nporpammbl
«MapkeTuHr». CbopmunposaHHoe B cepegmHe 1980-x rr. HanpaBneHne nccnesoBaHui
MONy4YMNO Ha3BaHMe «MapKeTUMHIr B3ammooTHoweHui» (Relationship Marketing).
Pa3BuTne wnccnepoBaHWii MO yNpPaBAEHWUIO B3aMMOOTHOLUEHWAMWU OTKPbIIO HOBblE
nepcnekTMBbl AN MapKeTUHra U BEPHYNO eMy CTpaTernyeckoe 3HadeHue B npakTuke
ynpasnenuna. [pegnaraembiii  KypC akUeHTUPyeT BHMMaHWe cCayliatenein Ha
MHOroo6pasnn B3aVMOOTHOLLEHWI LeHTpasbHOW GUPMbI C MapTHeEpamu, B MepBYHO
oyepesb C MOCTaBLMKAMM W KJAMEHTaMW, C Y4yeTOM CeTeBOro MeXPUpMeHHOro
B3aMmogencTema. B ocHOBy Kypca nosnoXeHa AVMHaMWKa MapKeTUHTOBOW KOHLEenuuu
yrnpaBneHua, ee COBPEMEHHble aKueHTbl W npuoputeTbl. [lanbHeliluee pa3suTme
MapKeTUHra B3aMMOOTHOLUEHWIH BO MHOFOM CBfi3aHO C HOBbIMW, OTKPbIBAOLNMUCA
BO3MOXHOCTAMW B/AVATb HA KOHKYPEHTOCNOCOOHOCTb KOMMaHWW W CO3jaBaTb
YCTOWUMBbIe KOHKYPEHTHbIe nNpenmyLLecTBa. [Ipobaembl MapKeTMHra B3aMOOTHOLLEHW
npeAcTaBNeHbl B Kypce B  KayeCTBe K/HOYEBOrO 3/leMeHTa COBPEMEHHOro
3KOHOMMYeCKOro ynpasieHuna pupmoii. Ocoboe BHMMaHMe yaenaeTcs HemMatepranbHbIM
aKTMBaM, TaK Ha3blBaeMbIM OTHOLUEHYEeCKUM peHTaM, crnocobam anddepeHumaumm
NoBefEeHMA Ha pPbiHKE Y MHANBUAYAAU3aLUN BbICTPanBaHUA OTHOLLEHWIA C NapTHepPaMMu.
LleHTpanbHbIi akLeHT Kypca caenaH Ha GopMmnpoBaHme B3anMOOTHOLLEHWI C KOHEYHbIM
notpebuTenem.

O6wan TpyA0eMKOCTb ANCLUNJIVHDI
3 3ayeTHble eagnHuLbl, 108 akageMumnueckmnx 4acos.

NTOroBbIA KOHTPO/Ib NO ANCLUMMAVHE MPOBOANTCA B POPME NMUCbMEHHOTO 3K3aMeHa.
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