NpeaucaoBue

VYenex j1060ro ToBapa Beerga OMUPAETCs Ha XOPOLIMH ILiaH MapkeTuHra. B yueGHuMKax 1O
MapKeTHHTY 324acTyi0 MPUBOAUTCS CTPYKTYPa MAPKETMHIOBOTO IUIaHA JUO0 00CYKAAIOTCS
o011ue BOIIPOCHI €r0 COCTABJIECHUS U MCII0Ab30BaHust. OHAKO, KaK IIPaBUJIO, Bbl He Halinere B
HUX OOBSICHEHUS, KAK UMEHHO CIe[yeT pa3padaThiBaTh IMIaH MapkeTwHra. Ho Beab MMEHHO
3TO-TO U TpebyeTcs cTyaenTaM — GyayumM Mapkeroioram! Kuura, KoTopyio Bl fep:KuTe B
PYKax, TpU3BaHa BOCIOJHUTH YKa3aHHbIH mpober. Ee MOKHO MCTOMB30BaTh B KAueCcTBe J0-
MOJIHEHUST K MaTepHasy, KOTOPbIi OOBIYHO M3JAraeTcsl B y9eOHUKAX, TOCBSANIEHHBIX TIPHHIH-
TIaM MapKeTUHTa, YIIPABJIEHUIO MaPKETUHIOM U CTPATETUAM MapKeTUHIa. B 9TOM CIIPABOYHUKE
BbI HaliJIeTe MOITAITHOE OIMCAHKE TTOCIIe0BATEIBHOTO MIPOIIECCA, C TIOMOIIBI0 KOTOPOTO MOXKHO
CO3/1aTh TIOJTHOTIEHHBIN U 3((MEKTUBHBIN T1aH MapKeTUHTa. TOIBKO Te MapKETOJIOTH, KOTOPbIe
pacrosiaraior moApoOHOI CXeMO TaKOro poia, MOryT UCCJAe0BaTh Haubojee MHOrO0OEIAI0-
II1e MAPKETHHTOBbIE BOBMOKHOCTH, KOTOPbIe HEPEIKO BOZHUKAIOT B YCJIOBUSIX COBPEMEHHOI,
HEOOBIYARHO N3MEHYNBON MapKeTUHTOBON cpenbl. Takum 06pa3oM, MapKeTOJIOTOB B OIpesie-
JIEHHOM CMBICJIE MOKHO CUUTATH TIEPBOIIPOXOAIaMU, TPOKIAIBIBAIOIITUMN HaI/I6OJIee yaauHbie
n Ge30macHple MapUIPYThl K BBICOKOW PEHTAGENbHOCTH M BBIABASIONMMU MOTEHIINATbHbIE
TPYAHOCTU U JIOBYIIKH, KOTOPBIE TIOACTEPETalOT KOMIIAHUHU Ha 3TOM myTu. [lostomy He ciy-
YaiHO JJIST TOTO, YTOOBI HEOOXOAUMBIM 06GPAa3OM PACCTABUTD AKIIEHTHI, MBI HCIIOJIb3YEM BPE3KH
“OT nepBoro juta” u “CoBeThl OMBITHOTO MapKeToJiora”.

CTpyKTYpQ KHUTU

B kHure Mapxemuizosvlii nian: npaxmuueckoe pyxkogoocmeo no paspabomie TaHo Toapos-
HOEe OMHUCAHWEe MapKEeTUHTOBOTO IJIAHUPOBAHUS, KOTOPBIM MOKHO C YCIEXOM TI0JTh30BAThCS B
MIPAKTUYECKOM IeSTEeTBHOCTU. JTO OMUCAHUE MTPUBENEHO B JIOTUYECKOH TOCTIEe0BATEIbHOCTH,
cHaGKEHO BYMSI TPUJIOKEHUSMHU U TJI0ccapreM. B mpuBeieHHOI HiKe Tabuile mpeacTaBie-
HO cofiepKaHue KHUTH ¢ pasOUBKOIi 110 TIaBaM.

T'naBa Conep:xanue

I'nasa 1. Beenenue B Mmapkerunrosoe O630p 1poiiecca MapKEeTUHIOBOTO [IaHUPOBAHMS,

TLJTAHUPOBAHUE cofiepKanme TIaHa MAPKETHHTA, a TAK)Ke BasKHEHTIITe
I/IHCprMeHTbI MapKETOJIOTOB U ITPUHIUIIBI, KOTOPBIMU OHU
JIOJIKHBI PYKOBOJICTBOBATHCS.

I'naBa 2. Ananus texyeil cutyaruu  Kak ncciezoBath BHyTPEHHIOIO U BHELTHIOO CPELy
rpu nogroroske kK SWOT-ananusy (aHaiusy CUIbHBIX
1 cJ1abbIX CTOPOH KOMITAHHH, BO3MOJKHOCTEH
1 YTPO3 BHEIIHEH Cpejibl).

Tnasa 3. TloHMMaHUE PHIHKOB Kak nccsreoBath moTpeGUTEIbCKIE U TIPOMBIIIJICHHBIE

u norpebuTeseit PBIHKH, a TaKJKe I0TpebuTeieil, aHau3upyst noTpebHoCTH,
CIIPOC, TEMITBI POCTA, JIOJIFO PHIHKA, OTHOMIEHHE
MOKYTIATENS, MOKYATENbCKOE OBEIEHNE, CTEIEHD
YIOBJIETBOPEHHOCTH U MPOYHE XaPAKTEPUCTHKL.
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T'naBa

Conep:xanue

I'nasa 4. CermenTariyisi, 0TO0P 1ETEBBIX
CETMEHTOB U MTO3UITHOHUPOBAHIE

Inasa 5. Otpesiesienne KpaTKOCPOYHBIX
1eJIeil ¥ CTPaTernyecKoro HarpaBjeHus
PasBUTHUS KOMIIAHUT

['aBa 6. PazpaGoTka MapKETHHTOBBIX
CTpaTeruil U MporpamMm

I'nasa 7. @opmupoBanue GI0KETa,
COCTaBJIeHUE TIPOTHO3A U OTCJIEKIBAHIE
XO/Ia BBITIOJTHEHHS IOCTABJIEHHBIX 3/1a4

I'masa 8. KontpoJib 3a peanmsarueit
IJTaHa MapKeTHHTa

[Tpunoxenne 1. Undopmarmonnbie
UCTOYHUKH JJIsI Pa3pabOTKK IIaHa
MapKeTHHTa

[Tpunoxenne 2. [Ipumep miana
MapKeTHHTa

['moccapmii

[Ta6a0on MapKEeTHHTOBOTO IlJIaHa

Kak npumeHsiTh 3HaHUE PBIHKOB U OTPeOUTEEll

IIPU BBISBJICHNH, OL[EHKE U HAlleJIMBaHUN

Ha KOHKPETHbIE CErMEHTHI ITOTpeduTesei

1 GOPMYJIMPOBAHNN CTPATETUH TO3UITUOHUPOBAHMS

€ 1eJIbI0 0BecTIeYeHrsl KOHKYPEHTHOTO IPEUMYIIEeCTBA.

Kaxk craButh MapKETUHT'OBbIE CpI/IIIaIICOBI)Ie neJiu,
4TOOBI OHU COOTBETCTBOBAJIU eJiAM KOMIIaHuKW

u H36pa11110My CTpaTErn4eCKOMY HallpaBJIEHUIO

€€ Pa3BUTHA B LIEJIOM.

Kak pa3pabarbiBaTh BHEIIHIOW U BHYTPEHHIOW
CTpPaTeruio 1 TaKTUKY MapKeTHuHra (COOTBETCTBYIONINE
BBIOPAHHOMY [O3UI[MOHUPOBAHUIO TOBAPA), YUTOObI
JIOCTUYb MAapPKETHHTOBBIX 1 (DMHAHCOBBIX 11eJIEH,
MOCTaBJIEHHBIX TIepe/] KOMIIAHUEH.

Kaxk ucrnosp3oBarh 6IO,H>K€TI)I, ITPOTrHO3bI, I‘paqﬁ)I/IKI/I

u Bb16pa1111y10 CUCTEMY roKasareJiei JJIsL
YCTaHOBJIEHWA HOPMATUBOB U U3MEPEHU S
MIPpOJABUIKEHUS B HAIIPABJIEHUN TTOCTABJIEHHBIX Ile]IefI
" 3ajiay.

Kak AHAJIN3UPOBATh PE3YyJIbTAThI BITIOJIHEHHWA IJIaHa
MapKeTUHIa U IPUMEHATDH COOTBETCTBYIONINE
HOPMaTUBBbI /I OTCJICKUBAHUA SQ)Q)GKTI/IBIIOCTI/I
peas3alivu IJlaHa, BbIABJICHUS l'[pO6JIeM W IIpUHATUA,
B CJIy4yae IIeO6XO,Z[I/IMOCTI/I, MEp IJIs1 UCITPaBJIE€HUA
CUTYyalnuu.

[Tepeyenn y0OHBIX B UCIIOJIb30BAHUH EHHbIX
HCTOYHUKOB TleYaTHbIX paboT u Internet-pecypcos,
HEeOOXOIMMBIX JIJISl MAPKETHHTOBOTO TJIAHUPOBAHNST
(¢ pa3s6UBKOM IO OTAETBHBIM KATETOPUSIM).

IToxpoO6HbIi IpUMeEp IIaHA MAPKETHHTA
[IPUMEHUTENbHO K KADMAHHOMY KOMIIbIoTepy Sonic
(MCIIOJIb3yeTCs B KAUEeCTBE MOJIEIIH ISt Pa3paboOTKu
1 JJOKYMEHTHPOBAHUS MAPKETUHIOBOTO TIJIaHA).

AndaBuTHbIl TepeyeHb BA)KHEUTITNX TEPMUHOB
U OTIPeJIeIEH I C YKa3aHMeM IJIaBbl, B KOTOPOIl OHI
BIIEPBBIE BCTPEYAIOTCSI.

I/ICHOJII)SyeTCSI B Ka4eCTBE€ OCHOBBI JIJIsA pa3pa60T1<H
coOCTBEHHOTO MapKEeTUHTOBOTO IlJIaHa
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MapKkeToAOry-npaKkTUKy

Kuura CJY/KUT ITPEKPACHBIM IPAKTUYECKUM mocobueM 1o paspa60TI<e JeICTBEHHBIX TLJIa-
HOB MapKe€THuHTa, 4TO 00bACHSAETCS pAOOM ee 0COOEHHOCTEN.

o [lepeunu yennvix ucmouHuKo8 un@opmayuy. B KaUTE TPUBOASITCS CBEIEHUS O TOM, TIIe
NMEHHO MapKETOJIOTU OTBICKUBAIOT MHTEPECYIOMINEe NX CI)&KTI)I, IIOKa3aTe/J I U UCXOAHbIE
nannbie. Berpevaonyecst B Kak0i TiaBe mepeudu |Internet-pecypcos U meyaTHbIX U3-
JIAHU TTOKA3BIBAIOT, TJI€ MOKHO HAUTH TAKOTO Pojia MHGOPMAIUIO U UCXO/HbIE IAHHDIE.
[TosHbIl TIepedeHb TAKUX PECYPCOB € UX KiaccubUKaIueil o KaTeropusiM IPUBOJAUTCS
B [Ipunosxkennn 1.

o [lodpoGuvie nepeunu konmpoivhvix onpocos. Kakue BOIpoCh M0JKHBI 3aaBaTh cebe
MapKeToJIoru? B ueThIpHAAIATH TT€PEYHSIX KOHTPOJIBHBIX BOIIPOCOB, COJEPKAIINXCS B
ryaBax 2—8, cBe/ileHbl BMECTEe BCE KJIIOUEBbIE MOMEHTBI, KOTOPbIE IPUXOIUTCSI CCIIE/0-
BaTh MApKETOJIOTaM.

o  Peanvnovie npumepsi. Kak KoMImaHUM BOIIJIONIAIOT CBOM MaPKETHHTOBBIE MJIAHBI HA MTPAK-
Tuke? B Kaxkmoil U3 T71aB IPUBOAUTCS 10 MeHbIeil Mepe 10 caMbIX CBEKUX MTPUMEPOB
MPVMEHEHUs] TTPUHIIMIIOB MapKETUHTa M3 PEaJbHOW TPAKTUKM KOMITAHUN U HEIMpH-
OBIIBHBIX OPraHU3aIil (B TOM YHCJIe U MHOJKECTBO 3apYOEsKHBIX IPUMEPOB).

e Onpedenenus saxcuetiuux mepmunog. Cjenyer i elie pa3 pa3bsCHITh Ba)KHOCTh UC-
MIOJIb30BAHUS TIPABUIBHON TepMUHONIOTMHU? TTIaTeSlbHO BBIBEPEHHBIE (DOPMYIMPOBKU
KJII0YEBBIX TEPMUHOB IIPUBOSATCS KaK HENOCPEJCTBEHHO B TEKCTe, TaK M BO BpPe3Kax.
Y106l 0OIETYNTD YNTATENAM TIOUCK ONPEIeSeHNH KII0UEBbIX TEDMUHOB, BCE OHU CBE-
JIeHbI B IJI0CCapuil, TOMEIeHHbIN B KOHIle KHUTH.

o [Ipumep naana mapxemunea. Kaxk BuITJSIUT TATUIHBINH MapKeTHHTOBBIN TiaH? B Ipu-
JIO’KEHWH 2 TIPUBEJIEH MPUMep IJIaHa MapKeTHHTA JJI TUIIOTETHYECKOTO KapMaHHOTO
KOMIIBIOTEPA S0nic, KOTOPBIN COOTBETCTBYET IUIAHY U YIIPAKHEHUSIM, COJIEPIKAIIUMCS B
yuebnuke @uinmna Koriepa Maprxemunz menedacmenm (11-e usnanue).

AONOAHUTEAbHAS HOOPpMALUS
HO cneunaAbHoMm Web-caurte

ITocetnure Web-caiit www.prenhall.com/wood, uH(pOpMAIUA KOTOPOTO IOIOJHSET
KHUTY U obsieryaeT ee uctob3oBanue. /st 6osbiero yao6ersa mosb3oBaresieil atot Web-caiit
cHabXKeH cchuikaMu Ha Bee Internet-pecypest, nepeducientbie B [Tpuwiosxkenun 1 (¢ pasGuBKoi
Mo oTaenbHbIM Kateropusim). Ha atom Web-cafite mmMeeTcst Takke CChIIKA HA CIENHATBHYIO
Web-crpanuiy xommanvu Palo Alto Software (www.paloalto.com/prenticehall), tae
MOJKHO HalTH OTBETHI HA TEXHIMYECKUE BOMPOCHI, KACAIOIIIECST TPOTpaMMHOTo maketa Marketing
Plan Pro u apyrux 110JIe3HBIX UHCTPYMEHTOB. I10CKOJIbKY Y4eOHUKY 110 MAPKETUHTY, JOIIOJIHE-
HHEM K KOTOPBIM MOXKET CJIY5KHTh HACTOSIAsE KHUTA, [OABEPraloTcs IePUOAMIECKUM OOHOB-
JieHusM, Ha 3ToM Web-caiiTe MOKHO HAiTH caMble TIOCJEHIE BePCUU TabIHI] COOTBETCTBUS C
OIJIABJICHUSIMU BCEX 9TUX KHUT (¢ pa3bUBKOIi 110 oTesbHbIM TeMaM ). Hakownerr, Ha atom Web-
caiiTe MpeCTaBJIEHbI IO [Ba BOIIPOCA [JisT OOCYKAEHHSI HA KXK/IYIO TJIABy KHUTH, & TAKKe Py-
KOBOJICTBO [IJIs1 IIPeTofiaBaTelieil (B CrienuaabHOi 06IacTH sl IIpenoaBaTesieil, 3auuIeHHoNn
apoJsiem).
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AonoAHeHue K Y4e6HUKAM NO MAPKETUHTY

st ynobeTBa ynTaTeseil Mbl IPHBOAUM TabJIMILy COOTBETCTBUSI IiaB Kuuru Mapxemunzo-
6bLLL NILAH: NPAKMUUECKOE PYKOBOOCMBO NO paspabomie U riaB HanboJiee MPU3HAHHBIX yueOHM-
KOB 110 MAPKETHHTY, BLIIYIEHHBIX U3iaTenscTBoM Prentice Hall.

e Marketing Management, 11 ed., Philip Kotler
ISBN 0130782866

e A Framework for Marketing Management, Philip Kotler
ISBN 0130782505

e Marketing Management, Noel Capon and James M. Hulbert
ISBN 0130782599

e Marketing Management, Russell S. Winer
ISBN 0130782580

e Market-Based Management, 2 ed., Roger J. Best
ISBN 0130145467

e Beedenue ¢ mapkemunz, 7-e u3o., I'. Apmcrponr, @. Koriep,
Wsparensckuit gom “Bunbsmc”

o Ipunyunvt mapxemunea, 9-e¢ u3o., ©. Koraep, I'. ApMcTpoHr,
Wsnatenbckuii nom “Bumbsmvc”

Huxe mokazaHo cOOTBETCTBHE KAXKIOW TJIAaBbI B KHUTe Mapkemunzosviil nian: npaxmuue-
CKOe pYKosoocmeo no paspabomie MaTepraly, U3J0KEeHHOMY B KOHKPETHBIX [JIaBaX Tepevuc-
JICHHDBIX BBIIIIC y‘le6HI/IKOB.

I'naBa u3 kuuru
MapKkeTUHTOBBIN
TUTAH: TPAKTHIECKOe
PYKOBOZICTBO

o pa3paboTke

®@. Kotiep,
MapkeTUHT MEHEKMEHT
(“Marketing Management”)

®. Kotiep,

Mopens yripaBieHus
maprernarom (“A Framework
for Marketing Management”)

I'naBa 1. BBenenue
B MapKETHHTOBOE
IJIAHUPOBAaHUE

I'nasa 3. OGecrieuenue
VIOBJIETBOPEHHOCTH MOTpebUTEIEH,
IEHHOCTH ¥ YAEPKaHusT
norpebuteseit (Building Customer
Satisfaction, Value, and Retention)

['maBa 4. 3aBoeBanve PHIHKOB:
PBIHOYHO OPHEHTHPOBAHHOE
CTpaTernyecKoe IJIAHNPOBAHNE
(Winning Markets: Market-Oriened
Strategic Planning)

['maBa 3. 3aBoeBaHme PHIHKOB
MIOCPENICTBOM CTPATETNYECKOTO
TITAHUPOBAHIS

(Winning Markets Through
Strategic Planning)
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I'naBa u3 kHUTH
MapkeTuHTOBBIN
TIJIaH: TPaKTUYeCKoe
PYKOBOJICTBO

110 pa3paboTke

®. Kotiep,
MapKeTHHT MEHEIKMEHT
(“Marketing Management”)

®. Kotiep,

Mojenb yrpaBieHust
mapkerunrom (“A Framework
for Marketing Management”)

I'naBa 2. Ananmus
TeKy1Ileil cutyanun

I'nasa 3. [Tonumanue
PBIHKOB
u norpebureeit

I'naBa 4.
CermenTanust, ot6op
1[eJIEBBIX CEIMEHTOB

U TIO3UIMOHUPOBAHUE

[naBa 5.
Omnpenenenne
KPaTKOCPOYHBIX
nesnei

Y CTPATETUYECKOTO
HAIIPaBJIEHUST
Pa3BUTHUSI KOMIAHUT

['naBa 6. PazpaGorka
MapKETHHIOBBIX
cTpareruii u
nporpaMm

I'naBa 6. CkaHupoBaHue PbIHOUHOI
cpeb

(Scanning the Marketing
Environment)

I'maBa 9. Kax ce6st BeCTH B yCIOBUSIX
KOHKYPEHITHU
(Dealing with Competition)

[iasa 5. C6op undopmanuu
1 U3MepEeHHE CIIpoca
(Gathering Information
and Measuring Demand)

I'naBa 7. AHaJIM3 TOTPEOUTETHCKIX
PBIHKOB
(Analyzing Consumer Markets)

['maBa 8. AHann3 IPOMBITILIIEHHBIX
poiikoB (Analyzing Business
Markets)

I'maBa 10. BeisiBiienne ppIHOYHBIX
Y [IeJIEBBIX CETMEHTOB
(Identifying Market Segments
and Target Markets)

I'masa 11. [Tosuninonuposanue
n muddepeHnuanys pBIHOYHOTO
TIPE/ITIOKEHHST

(Positioning and Differentiating
the Market Offering)

['maBa 4. 3aBoeBanue PHIHKOB:
PBIHOYHO OPHEHTHPOBAHHOE
CTpaTernyecKoe IJIAHNPOBAHNE
(Winning Markets: Market-Oriened
Strategic Planning)

I'nasa 12. PaspaboTka HOBBIX
PBIHOYHBIX ITPEITIOKEHHI
(Developing New Market Offerings)

T'nmaBa 4. Ilonnmanue peIHKOB,
CIIPOCa ¥ CPeIbl

(Understanding Markets, Demand,
and the Environment)

I'nasa 7. Kak cebs BecTu

B YCJIOBUSX KOHKYPEHIINN
(Dealing with Competition)

['maBa 4. IlonnManue peIHKOB,
CIIpoca 1 cpesibl

(Understanding Markets, Demand,
and the Environment)

I'naBa 5. AHaJIM3 TOTPEOUTETHCKIX
PBIHKOB
(Analyzing Consumer Markets)

['maBa 6. AHan3 IPOMBITILIIEHHBIX
poiikoB (Analyzing Business
Markets)

I'maBa 8. BeisiBienvie pprHOTHBIX
CErMeHTOB PbIHKA, OTOOD 1eJIEBbIX
CErMEHTOB

(Identifying Market Segments,
Selecting Target Markets)

['maBa 3. 3aBoeBanme PHIHKOB
MIOCPE/ICTBOM CTPATETNYECKOTO
TITAHUPOBAHIS

(Winning Markets Through
Strategic Planning)

[nasa 9. PazpaGoTka ToBapoB
(Developing Products)
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I'naBa u3 kHuTH
MapKeTUHTOBBIN
TUTAH: TPAKTHIECKOe
PYKOBOZICTBO

o pa3paboTke

®. Kotiep,
MapkeTuHT MEHEKMEHT
(“Marketing Management”)

®. Kotiep,

Mopens yripaBieHuUs
maprernarom (“A Framework
for Marketing Management”)

I'naBa 7.
Dopmuposanie
6I0/IKETa, COCTABJIEHNE
ITPOTHO32

1 OTCJIE)KUBAHUE X014
BBITIOTHEHUST
MIOCTaBJIEHHbIX 32/1a4

I'maBa 14. ToBapnas cTparerust
1 OPIHAUHT
(Product and Branding Strategy)

I'nasa 15. PaspaboTka yciyr u
yIpaBJieHne UMU
(Designing/Managing Services)
I'naBa 16. PaspaboTka 1eHOBbIX
crpareruii u mporpamm (Designing
Price Strategies and Programs)

I'maBa 17. Co3nanue MapKeTHHTOBBIX

KaHAJIOB U YIIPABJICHUE UMU
(Designing and Managing
Marketing Channels)

['maBa 18. YnpaBienue po3HUYHOIM
U OTITOBOW TOPTOBJIEH, JIOTUCTUKON
(Managing Retailing, Wholesaling,
Market Logistics)

I'maBa 19. Ynpasnenue
MHTErPUPOBAHHBIMU

MapKETUHIOBbIMU KOMMYHUKAIIUAMUN

(Managing IMC)

I'masa 20. YnpaBienue pekiamoii,
CTUMYJIUPOBAHUEM COBITA, TPSIMBIM
MapKETHHTOM M CBSI3SIMU C
06IeCTBEHHOCTBIO

(Managing Advertising, Sales

Promotion, Direct Marketing and PR)

I'maBa 21. YnpaBienue TOProBsiM
MIEPCOHAIIOM
(Managing the Sales Force)

[iasa 5. C6op undopmanuu
1 U3MepeHHe Crpoca
(Gathering Information and
Measuring Demand)

['maa 10. YnpaBienue ToBapamu
(Managing Products)

[nasa 11. Paspa6orka yciyr
1 yTIpaBJieHue UMH
(Designing/Managing Services)

[nasa 12. llenoo6pasosanue
(Designing Pricing)

I'nasa 13. Boibop kanaioB
pacrpeneseHust
(Selecting Channels)

I'maBa 14. YnpaBsienue po3HUIHON
U OTITOBOU TOPTOBJIEI

(Managing Retailing,
Wholesaling)

I'nasa 15. Ynpasienue
MHTErPUPOBAHHBIMU
MapKeTHHTOBBIMU
KOMMYHUKAISIMH
(Managing IMC)

I'maBa 16. YnpaBsienue TOproBbIM
MIEPCOHAIIOM
(Managing Sales Force)

I'maBa 17. YnpaBienue mpsmMbiM
MapKeTHHIOM
(Managing Direct Marketing)

['maBa 3. 3aBoeBanme PHIHKOB
MIOCPE/ICTBOM CTPATETNYECKOTO
MITAHUPOBAHIS

(Winning Markets Through
Strategic Planning)
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I'nmaBa u3 kHUTH
MapkeTuHTOBBIN
TIJIaH: TPaKTUYeCKoe
PYKOBOJICTBO

110 pa3paboTke

®. Kotiep,
MapKeTHHT MEHEIPKMEHT
(“Marketing Management”)

®. Kotiep,

Mojenb yrpaBieHust
mapkerunrom (“A Framework
for Marketing Management”)

Tnasa 8. Koutposb
3a peasusanueit
TJIaHA MapKeTHHTa

Tnasa 22. Yupasienue
MapKEeTHHIOBOU €S TEJIbHOCTBIO
B LIEJIOM

(Managing the Total Marketing
Effort)

Tnasa 22. Yupasienue
MapKeTHHIOBOM IS TEJIbHOCThIO
B LIEJIOM

(Managing the Total Marketing
Effort)

T'nmaBa 4. Ilonnmanue poIHKOB,
cripoca u cpezbt (Understanding
Markets, Demand, and the
Environment)

T'naBa 3. 3aBoeBaHue PHIHKOB
MOCPEJICTBOM CTPATErNYECKOTO
TIJIAaHUPOBaHUA

(Winning Markets Through
Strategic Planning)

I'nmaBa u3 kHUTH
MapkeTuHTOBBIN
TIJIaH: TPaKTUIeCKoe
PYKOBOJICTBO

110 pa3paboTke

®. Kotiep, I'. ApmcTpoHr,
[TpuHIUITBI MAPKETHHTA

I'. Apmcrponr, @. Kotaep,
BseseHne B MapKETHHT

T'nasa 1. Beegenue
B MapKeTHHTOBOE
HJIaHI/IpOBaHI/Ie

I'naBa 2. Ananmus
TeKylleil cutyanun

T'nasa 3. Ilonumanue
PBIHKOB
u norpebureseit

Tnasa 4.
Cermenranusi, ot6op
IEJIEBBIX CETMEHTOB

" IMO3NTITMOHUPOBaHUE

TnaBa 1. MapkeTHHT B MEHSOIIEMCST
Mupe

Tnasa 2. Crpaternueckoe
IIJIAaHUPOBaHUE

Tnasa 3. MapketunroBast cpejia
(Marketing Environment)

T'maBa 4. MapketunroBbie
HCCIIeJOBaHUS

T'nasa 18. KonkypenTHble cTparernu

Inasa 5. [ToTpebuTEIbCKIE PHIHKU

TnaBa 6. IIpoMblIIIEHHbIE PBIHKU

T'nasa 7. Cermenranus, ot60p
1[EJIEBLIX CETMEHTOB
n HO3I/IHI/IOHI/IpOBaHI/Ie

I'maBa 1. MapkeTuHr: yrpasJieHue
OTHOHLICHUAMU C KJIMCHTaMN

Tnasa 2. MapkerunroBast
cTparerust

Tnasa 3. MapketunroBas cpeza

T'maBa 4. Yupasnienne
MapKeTUHTOBOW nH(popMalmei

Tnasa 5. IToBenenue
I/IH[[I/IBI/II[yaJIbeIX
U IPOMBIIJICHHBIX TTIOTpebuTeeit

Tnasa 6. CermenTarnus pblHKa,
0TOOP IENIEBBIX CETMEHTOB
" IMO3NTITMOHUPOBaHNE
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I'naBa u3 kHuTH
MapKeTUHTOBBIN
TUTAH: TPAKTHIECKOe
PYKOBOZICTBO

o pa3paboTke

®. Kotiaep, I'. Apmcrponr,
[IpuHITIIIBI MapKeTHHTA

I'. Apmcrpownr, @. Kotxrep,
BBenenne B MapKeTHHT:

[naBa 5.
Omnpenenenne
KPaTKOCPOYHBIX
nesnei

Y CTPATETUYECKOTO
HAaTIPaBJIEHUST
Pa3BUTHUSI KOMIAHUT

['naBa 6. PazpaGorka
MapKeTHHIOBBIX
cTparerui

U [IPOrpamMM

I'maa 2. Ctparernueckoe
TIJTAHUPOBaHME

I'maa 8. ToBapnas u cepBucHas
cTpaTeruu

['aBa 9. PazpaGoTka HOBBIX TOBApOB

[nasa 10. Ilenoo6pasosanue

I'masa 11. Crpaterun
11eHO00OPa30BaHMUST

I'maa 12. Kanass! pacnipesniesenust

I'naBa 13. Posnuynast 1 onroBast
TOPTOBJISI

I'maBa 14. UnterpupoBannbie
MapKeTHHTOBbIe KOMMYHUKAITUT

I'masa 15. Pexiama
U CTHMYJIMpOBaHue cObITA

I'maBa 16. JInunast mpogaska

['masa 17. IIpsiMoit MapKeTHUHT
u Internet-mapkeTuHr

['maBa 2. MapkerunroBas
cTparerusi

I'maBa 7. ToBapnas u cepBucHas
cTpaTeruu

['aBa 8. PazpaGoTka HOBBIX
TOBapOB

[nasa 9. IlenoobpasoBanue

I'masa 10. Kanasner pacripenenenst

I'nasa 11. Po3nuunast u ontoBast
TOPTOBJISI

['maBa 12. NuterpupoBanmbie
MapKeTHHTOBble KOMMYHHKAIIUH:
pexsiaMa, TabJInK prIeiiens

I'maBa 13, UuterpupoBanmbie
MapKeTHHTOBble KOMMYHHKAIIUH:
JIMYHAS TPOJIAsKa, NPSIMOI
MapKeTHHT
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I'naBa u3 kHurH
MapkeTUHTOBBIT
TUTAH: TPAKTHIECKOe
PYKOBOZICTBO

o pa3paboTke

®. Kotuep, I'. ApmcTponr,
[IpuHITIIIBI MapKeTHHTA

I'. Apmcrponr, @. Kotrep,

BBenenne B MapKeTHHT:

['maBa 7.
Dopmuposanne
O10/1KeTa,
cocraJieHue
IPOTHO3a

U OTCJIEKMBAHUE XOJ1a
BBITIOJTHEHUST
MOCTaBJIEHHbIX 32124

I'maBa 8. Konutposb
3a peas3arei
IJTaHa MapKeTHHTa

[Tpunoxenne 1. ismepenne
Y IPOTHO3MPOBAHUE CIIPOCA

I'maa 2. Ctparernueckoe

IJIaHUPpOBaHWeE

CTpaTerust

I'maBa 2. Mapkerunroas

['maBa 2. MapkerunroBas

CTpaTerust

I'naBa u3 kHuUTH
MapKeTUHTOBBIT
TUTAH: TPAKTHIECKOE
PYKOBOZICTBO

o pa3paboTke

Keitnon, Xan6epr,
Mapxketunr
MEHE[KMEHT
(“Marketing
Management”)

Yaiinep, Mapketuar
MEHEKMEHT
(“Marketing
Management”)

Becr, Ynpasnenne
Ha OCHOBE PbIHOYHBIX
MEXaHN3MOB
(“Market-Based
Management”)

I'naBa 1. BBenenue
B MapKETHUHTOBOE
IJIAHUPOBaHUE

I'naBa 2. Ananmus
TeKyleil cutyanun

['maBa 1. Mapketunr
Y MEHEJKMEHT
(Marketing

and Management)

Inaga 2. imnepatus
cpept
(Environmental
Imperative)

I'naBa 3. @upwma,
OpHEHTHPOBAHHASI
BOBHE

(The Externally
Oriented Firm)

Inaga 2. imnepatus
cpept
(Environmental
Imperative)

I'nasa 1. Konnernius
MapKeTHHTa
(Concept of Marketing)

I'nasa 2. JloykHOCTD —
MeHeKep

10 MAPKETHHTY
(Marketing

Manager’s Job)

['maBa 13. Ynpasnenue
OTHOIIEHUSIMU

C KJIMEHTOM

(Customer Relationship
Management)

['naBa 4.
MapkeTuHTOBBIE
HCCIIEIOBAHUS
(Marketing Research)

I'nasa 1. Peinouynas
OpHUeHTaIUsT
(Market Orientation)

I'nasa 14. Paspaborka
MapKeTHHTOBOTO
nJIaHa

(Building

a Marketing Plan)

I'naBa 3.
OrnpejiesieHrie pbIHKA
(Market Definition)
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I'naBa u3 kHuru
MapkeTUHTOBBIT
TUTAH: TPAKTHIECKOe
PYKOBOZICTBO

o pa3paboTke

Keitnon, Xan6epr,
Mapketunr
MEHE[KMEHT
(“Marketing
Management”)

Yaiinep, Mapketuar
MEHEKMEHT
(“Marketing
Management”)

Becr, Ynpasnenne
Ha OCHOBE PbIHOYHBIX
MEXaHN3MOB
(“Market-Based
Management”)

I'nasa 3. [Tonumanue
PBIHKOB
u norpedureseit

Tnasa 4.
Cermenranusi, ot6op
IEJIEBBIX CETMEHTOB

" MO3NITMOHUPOBaHUE

I'nasa 5. KonkypeHTbI
Y TIAPTHEPBI
(Competitors

and Complementers)

I'nasa 4. ITorpeburenn
(Customers)

I'naBa 7. Cermenranus
PBIHKA, BHIOOP IIEJIEBBIX
CErMEeHTOB

(Market Segmentation/

Targeting)

[maBa 7. CtpykTypa
PBIHKA U aHAJIN3
KOHKYDEHTOB

(Market Structure and
Competitor Analysis)

I'nasa 5. TloBenienue
norpebureeii
(Consumer Behavior)

I'nasa 6.
OpraHusaloHHoe
MOBe/IeHne
(Organizational
Behavior)

I'nasa 15. Poinkny,
Gasupyionuecs Ha
TEXHOJIOTHU
(Technology-Based
Markets)

T'nasa 5. TloBenenue
norpebuTenen
(Consumer Behavior)

I'nasa 6.
OpraHusaironHoe
HOBe/IeHe
(Organizational
Behavior)

['maBa 6. Ananmus
KOHKYPEHTOB
(Competitor
Analysis)

TnaBa 11. Ananus
noptders,
CTpaTernyeckue
MapKeTHHIOBbIE
IJIAHbI

(Portfolio Analysis,
Strategic Market
Plans)

['maBa 4. Ananus
norpebuTesei
(Customer Analysis)

T'naBa 5.
CermeHTaIMs phIHKA
(Market
Segmentation)
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I'naBa u3 kHurH
MapKkeTUHTOBBIT
TUTAH: TPAKTHIECKOE
PYKOBOZICTBO

o pa3paboTke

Keitnon, Xan6epr,
Mapketunr
MEHE[KMEHT
(“Marketing
Management”)

Yaiinep, Mapketuar
MEHEKMEHT
(“Marketing
Management”)

Becr, Ynpasnenne
Ha OCHOBE PbIHOYHBIX
MEXaHN3MOB
(“Market-Based
Management”)

[naBa 5.
Omnpenenenne
KPaTKOCPOYHBIX
nesnei

Y CTPATETUYECKOTO
HAaTIPaBJIEHUST
Pa3BUTHUSI KOMIAHUT

['naBa 6. PazpaGorka
MapKETUHIOBBIX
cTparerui

U [IPOrpamMM

I'naBa 8. Poinounast
cTpaTerusi
(Market Strategy)

T'naBa 9. Beenenue

B CTPATETHIO

W CTpaTerust pocTa
(Introduction

and Growth Strategies)

I'masa 10. CrpaTerun
CTaJINI 3PEJIOCTH

" craja

(Maturity and Decline
Strategies)

I'maBa 11. Ynpasnenue
TOPrOBBIMH MapKaMu
(Managing Brands)

TnaBa 12. Yupasienue
TOBapPHBIMU JTUHUSAMI
(Managing the Product
Line)

['nasa 13. PaszpaGorka
HOBBIX TOBAPOB
(Developing New
Products)

I'nasa 3.
Crparernyeckast
MOJIEJTh

(Strategic Framework)

I'naBa 8.
Kommynnkanum
(Communications)

I'masa 9. Kanamsr
pacripe/iesieHust
(Distribution)

I'nasa 10. JInunas
pojiaka
(Personal Selling)

I'nasa 2. Poinounas
acdexTUBHOCTD
(Market-Based
Performance)

Tnasa 16. 3nauenue
npubbLIU
(Profit Impact)

I'nasa 12.
HacrynaresbHbie
MapKeTHHTOBbIE
TLTAHBI

(Offensive Marketing
Plans)

Tnasa 13.
O6OpOHUTETBHBIE
MapKETUHTOBbIC
IIJIaHbI

(Defensive Marketing
Plans)

I'maBa 7. ToBapubie
cTpaTeruu
(Product Strategies)

T'nasa 8. Crparerun
1IeH00OPa30BaHUS
(Pricing Strategies)

I'nasa 9. Kanasbr
pacrpeesieHust

U cOBIT

(Channels and Sales)




24 [NPEANCJIOBUE

I'naBa u3 kHUTH Keitnon, Xan6epr, Yaitnep, Mapketunr  bBecr, Ynpasienue
MapkeTUHTOBBIT Mapketunr MeHE/IKMEHT Ha OCHOBE PHIHOYHBIX
IJIAH: IPAKTUYECKOEe MEHEPKMEHT (“Marketing MEXaHU3MOB
PYKOBOZICTBO (“Marketing Management”) (“Market-Based
10 pa3paboTKe Management”) Management”)

['maBa 14. [maBa 11. ['masa 10.

VHrerpupoBanHbie [Tenoo6pasoBanue MapkeTuHroBbie

MapKeTUHTOBbIE (Pricing) KOMMYHUKAIHT

KOMMYHUKAITHT (Marketing

Communications)
Tnasa 15. TIpogaxku T'maBa 12.
(Directing Sales) CrumynupoBanue
cbbiTa
(Sales Promotion)

['maBa 16. ['maBa 14. Peiaku yeryr

Pacnipenenenne (Service Markets)

(Distribution)

IaBa 17. Yeayru I'maBa 17. Paspabotka

n 06CIyKUBaHUE HOBOTO TOBapa

norpebureseii (New Product

(Services and Customer Development)

Service)

['maBa 18. Ynpassenune
IIEHOM 1 TIEHHOCTBIO

(Managing Price and
Value)
T'naBa 21. Mapkerunr
u Internet
(Marketing
and the Internet)
Inasa 7. I'nasa 3. @upwma, I'nasa 2. Peinoynas
Dopmuposare OpHEHTHPOBAHHAs 3¢ deKTUBHOCTD
O10/1KeTa, BOBHE (Market-Based
cocTaBJIeHUE (The Externally Performance)
MPOTHO3a U Oriented Firm)
OTCJICKUBAHUE X0/
BBIIIOJIHEHUS
[IOCTaBJIEHHbIX 3a/1a4
Tnasa 15.
IIpakTuueckas
peayusaiust
cTpareruu
(Strategy

Implementation)
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I'naBa u3 KHUTH Keitnon, Xan6epr, Yaitnep, Mapketunr  bBecr, Ynpasienue
MapKkeTUHTOBBIT Mapketunr MEHEKMEHT Ha OCHOBE PBIHOYHBIX
ILJIAH: IPAKTUYECKOEe MEHEKMEHT (“Marketing MEXaHU3MOB
PYKOBOZICTBO (“Marketing Management”) (“Market-Based

10 pa3paboTKe Management”) Management”)

I'maBa 16. 3nauenne
npubbLIN

TSI PHIHOYHOTO
MPUHIIUTIA
yIIpaBJIeHUst

(Profit Impact

of Market-Based
Management)

Tnasa 8. Koutposb Tnasa 2. Umniepatun TnaBa 15.
3a peasusanueit cpebl IIpakTuueckas
IJIAHA MAapKEeTUHIA (Environmental peanusanus
Imperative) CTpaTeruu
(Strategy
Implementation)
['masa 20. Monutopunr
" KOHTPOJIb
(Monitor/Control
Execution)

bAaaroaAapHocCTH

B xonme IJIaHWPOBaHUA W HallMCaHUA 9TOM KHUTH MHE OYeHb ITOBE3JI0 — MHE OKa3bIBaJIu
IIOMOII[b HEMAJIO XOPOIINX JTIOZIET. XO‘{y BbIpa3UTb MCKPEHHIOIO IIPU3HATEJIbHOCTD IIE€PEYNC-
JICHHBIM HMJK€ PEIEH3€HTaM, IMPEACTaBJIAIOIIUM MHOTHE y‘{66HI)Ie 3aBe/IcHUA CTPpaHbl, 3a UX
IIEHHbIE 3aM€YaHUsA U Ba)KHbI€ DPEKOMEHJallN, KOTOPbI€ BHECJ/IN ITOMCTUHE HEOLIEHUMBbII BKJ1a/]
B co3ZlaHue “KOHEYHOTO HpOZ[yKTa,7 — KHUTH, KOTOPYIO Bbl IE€PKUTE B PYKaX.

Bpenr Kannunrem, /[;keKCOHBUICKUT TOCYIAPCTBEHHBIN yHUBEPCUTET

Paxpd M. I'enexu, Kanudopuuiickuit rocyapcTBeHHbBIH yHUBEPCUTET, T. CakpaMeHTO
Hennuc E. 'appert, yausepcuter MapkerT

Kstmun Kpenriep, rocynapcrBennsiii yausepcuret Can-/luero

Pou Jlennon, yausepcuret bappu

Baiipon Menuaec, YopuecTepcKkuil NOTUTEeXHUYECKUNA HHCTUTYT

I'enpu O. IIpynen, ynusepcuret lomnen-T'efit

Cxortr 1. Po6eprce, yuuBepcurer CeBepHON ApH30HbI

I'spu P. lopuak, Kosopanckuii yausepcurer, T. /leaBep

Maiika /I:x. CBeHcoH, yauBepcuteT bpaitama Adura
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KpOMe TOTO, 4 XOTeJia Ob1 HO6JIB.I‘OlIapI/ITI) BI)ICOKOKBB.JII/I(l)I/IL[I/IPOBaHHI)IX CIIEIIMAJINCTOB B
obactu MapKeTHHTIa, KOTOPbI€ OKa3aJil MHE 60]II)IHyIO ]IIO6€3HOCTI), ITO3BOJIMB BKJIIOYUTbH HE-
KOTOpbIE€ N3 CBOUX 3aMevdaTe/IbHbIX BBICKA3bIBAaHUI B HEKOTOPbIE BPE3KHU “Or IepBoro ]II/IL[B.”,
OTKPbIBAIOIINE KAKAYIO I'VIaBy 9TOU KHUTH.

Ixozed BaskbepH, asrop kuuru Time-Based Competition.

Kesun Kisncu, coasrop kuurn Counterintuitive Marketing: Achieve Great Results Using
Uncommon Sense.

®uwmin Korrep, asrop kuuru Kotler on Marketing: How to Create, Win, and Dominate
Markets.

Tapu JI. JIunuen, coaprop kuurn Marketing Engineering.

A. Tlapacypaman, coasTop kHuru Techno-Ready Marketing: How and Why Your Customers
Adopt Technology.

Apsung Panracsamu, coasrop kuuru Marketing Engineering.

Moxan Coxuu, coaBrop kuuru The Seven Seps to Nirvana: Srategic Insights into eBusiness
Transformation.

Ixynu Crpaycc, coasrop kuuru E-Marketing.

Mowu ucKpeHHUe BBIPAKEHUS OJIATOAPHOCTH TATAHTIUBBIM MPOPECCHOHATAM U3IaTeh-
crBa Prentice Hall, KoTOpbie My;KeCTBEHHO ITPEOIOJIETH CO MHON BECH TPYAHBIH Ty Th MO MOATO-
TOBKe 9TOH KHUTU. B mepByto ouepesib 9T0 OTHOCUTCS K rIaBHOMY penaktopy xeddy Hlen-
cramy. Ocobast 6maromapHocTh YutHu Biefik, KOTOpOil yaamoch CABUHYTH 3TOT MPOEKT C
“mepTBoOil Toukn”; bpiocy Kamnany, Memmcce Ilemnepano u /Ianuennu Poys Ceppa, KoTopbie
OTB)KHO U MAaCTEPCKU COMPOBOKAAIU MOIO PYKOITUCH HA TIPOTSIKEHUH BCETO TIPOIIECcca ee TOJI-
TOTOBKH K Tievyaty; a Takxke JHTOHM I[lammmorro. S Takske mpusHaTespHa Chrosen ['pammuy,
Mopun YuicoH, /Ixony Pobeprey, ApHosbay Baitna u Mumens Kusitn, [xxaner lomuHro u3
Compset 3a X TUTAHUYECKYIO PabOTYy TIO MPEBPAIEHUI0 MOEH PYKOITHCH B KHUTY, KOTOPYIO BbI
ceifuac ynraere. Most riry6ouaiiniast mpusHateabHocTh Mumienb O’ BpaiieH 3a MCKIHOUATETb-
HYIO “MapKeTHHTOBYIO 100J1eCTh”, TPOSIBIEHHYIO B XO/I€ BBITIOMHEHHUS 3TOTO TIpoekTa. Pabotas
€O BCEMU 9TUMH JIIOJIbMHU, 51 MOJIyYasa HICTUHHOe HacjaxeHue!

ATy KHUTY I TIOCBSIIAI0 CBOEMY JMI00MMOMY MyKy Yo Byay, mo6oBb, apyx6a u Mya-
Pbi€ COBETBI KOTOPOIO COIPOBOKAAIOT MeHs GYKBaJIbHO HA KasKIOM LIATY MOErO SKU3HEHHOTO
Iy TH.

— Mbapuan bepk Byzn
MarianBW W @netscape.net





