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Introduction

Pre-diploma practice is a necessary component of the educational process and is aimed at the
practical application of theoretical knowledge gained by applicants for higher education in the learning
process, as well as the search and analysis of scientific and technical information necessary for the
performance of qualifying bachelor's work.

Pre-diploma practice is a mandatory educational component of the training of applicants for
higher education of the first (bachelor's) level of higher education in the specialty 075 "Marketing" of
the educational and professional program "Marketing™.

According to the curriculum, applicants for higher education, specified by the EPP, do pre-
diploma practice in the 3rd year (6th semester) of full-time education with a reduced period of study,
4th year (8th semester) of full-time education and 5th year (9th semester) of part-time education, the
duration of practice according to the curriculum is 2 weeks. The dates of the beginning and end of the
practice are set by the schedule of the educational process of the National Aviation University.

1. Information about specialty and educational-professional program

Specialty 075 "Marketing" is aimed at training specialists in marketing activities as a form of
interaction of market relations subjects to meet their economic and social interests.

EPP "Marketing" has an applied orientation and is based on the general scientific provisions of
economic theory, the results of modern sociological and marketing research necessary for the future
professional activity of Bachelor of Marketing, capable of solving professional problems and tasks,
provided that they master the system of general and professional competencies.

The educational and professional program is focused on in-depth special professional training
of modern analysts, specialists in the field of marketing, capable of rapid adaptation to changing
conditions of the business environment.

In-depth knowledge is aimed at the formation of competencies, due to the focus on research in
the field of marketing, considers the specifics of the work of enterprises, in particular the aviation
sector, takes into account the range of areas of professional and scientific career of the applicant.

The peculiarity of the EPP "Marketing" is that it is based on the training of specialists who are
able to solve complex problems of development, production, promotion of products, have modern
economic thinking and relevant competencies necessary for the implementation of effective marketing
activities of a business entity in the consumer, industrial, including aviation sector of the economy.

EPP "Marketing" provides for the training of specialists also in part-time study, with the
implementation of the same competencies and program learning outcomes, has the same list and
volume of educational components as for full-time study. Differences in the volume of classroom and
independent work of higher education applicants are regulated by the curriculum and work curriculum
of the specialty and the EPP "Marketing".

2. Information on practice bases

The base for pre-diploma practice can be state institutions and organizations, enterprises of
various forms of ownership and organizational and legal forms, which are legal entities and carry out
economic activities both in national and international markets. These should be enterprises that apply
advanced forms and methods of business and management. The high level of professionalism of
specialists of basic enterprises should provide the opportunity to assist the applicant for higher
education in acquiring professional skills. With such enterprises, the university concludes appropriate
contracts for pre-diploma practice.

The enterprise, where the applicant passes the pre-diploma practice, becomes the object of
independent applied research.

The university concludes agreements with the practice bases that meet the requirements of the
program in advance. Applicants for higher education also have the right to independently, with the
permission of the Department of Marketing, find a place for practice.

The distribution of applicants by bases and objects of practice and the appointment of its
supervisors is carried out by the Department of Marketing and is executed for all types of practice by
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order of the Rector of the University, at the request of the Dean of the Faculty no later than one month
before the start of the practice.

Applicants for higher education of EPP "Marketing" are recommended to practice at enterprises
of civil aviation, related industries, and other sectors of the national economy of any form of ownership.

3. Objectives of practice

Obijectives of the pre-diploma practice are aimed at acquiring knowledge, skills and abilities by
the applicant for higher education, as defined by the EPP "Marketing".

As a result of the "Major-related Training", seekers for higher education should

know:

- organizational structure of the practice base and its interrelations with other enterprises and
organizations;

- current legislation on the main economic issues studied in the relevant economic disciplines;

- basic regulatory and instructional documents used by marketers in practical work.

Skills:

- work with modern information systems and databases, sources of primary and secondary
information;

- create thematic selections for tasks performance;

- process and analyze marketing information;

- use theoretical and knowledge acquired during practice to deepen awareness in the daily work
of a marketer;

- determine the impact of functional areas of marketing on the results of economic activity of
market entities;

- apply innovative approaches to the implementation of marketing activities of the market
entity, flexibly adapt to changes in the marketing environment.

4. Practice goal

The goal of pre-diploma practice is to consolidate and deepen the theoretical knowledge and
skills that higher education students have acquired in the study of the educational material of the
previous educational components. The completion of the task of undergraduate practice should
contribute to the acquisition of initial experience in the independent performance of work encountered
in the practical activities of a marketer in the following areas of activity of higher education applicants:

- operating with the legislative and regulatory framework on economic activities of enterprises,
organizations;

- mastering the methods of marketing activities of enterprises in a changing environment;

- formation of professional ability to make independent decisions in certain conditions;

- possession of modern methods, forms of organization in the field of future specialty;

- fostering the need to systematically update their knowledge and creatively apply them in
practice;

- to draw up a diary and report on pre-diploma practice.

5. General competencies (GC)

Ability to solve complex specialized problems and practical problems in the field of marketing or in
the learning process, which involves the use of appropriate theories and methods and is characterized by
complexity and uncertainty of conditions.

GC3. Ability to abstract thinking, analysis and synthesis.

GC4. Ability to learn and master modern knowledge.

GC5. Definiteness and persistence to the tasks and responsibilities.

GC6. Knowledge and understanding of the subject area and understanding of professional activity.

GC7. Ability to apply knowledge in practical situations.

GC10. Ability to communicate in a foreign language.
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GC12. Ability to communicate with representatives of other professional groups of different levels
(with experts from other fields of knowledge / types of economic activity).

6. Professional competencies (PC)

PC6. Ability to conduct marketing research in various areas of marketing activities.

PC10. Ability to use marketing information systems in making marketing decisions and develop
recommendations to improve their effectiveness.

PC12. Ability to substantiate, present and implement research results in the field of marketing.

PC13. Ability to plan and implement effective marketing activities of a market entity in a cross-
functional context.

PC15. Ability to understand the content and nature of the professional activities of marketers on the
industrial, consumer and electronic markets of goods and services and management decisions in the field
of marketing for the enterprise’s innovative development in an unstable environment.

PC17. Ability to demonstrate knowledge and understanding of the possibilities of information and
communication technologies to study socio-economic processes and phenomena, the use of modern
software in making marketing decisions in professional activities.

PC18. Ability to choose and use innovative methods, tools to explain decisions on the creation,
functioning of management structures, to understand the peculiarities of the modern world and national
economy, to justify the directions of social, domestic, and foreign economic policy of the state and to
acquire a holistic worldview in understanding global processes that reveal the patterns of further
transformational changes and allow to make timely, effective marketing decisions.

7. Organization of practice realization

Pre-diploma practice is carried out in accordance with the Regulations on the organization of
the educational process at the National Aviation University QMS NAU 03.02 (02) - 01-2019;
Regulations on the organization of internships for higher education applicants of the National Aviation
University QMS NAU P 03.01 (15) - 01-2021; working curriculum and curricula for the training of
higher education applicants approved by the Vice-Rector for Academic Affairs.

Educational and methodological guidance of undergraduate practice is carried out by the
Department of Marketing.

The organization and conduct of the practice must be issued by order of the rector. The order is
prepared by the Dean of FEBA upon submission of the lists of higher education applicants by the
Department of Marketing. The order on conducting pre-diploma practice, with the provision of lists of
distribution of applicants for higher education at places of practice, according to the concluded
agreements, are coordinated with the educational department and submitted to the department of
support of documents of applicants for higher education. The order indicates the course, the period of
practice, the surname, name, and patronymic of the supervisor of practice from NAU, as well as, if
necessary, the period of stay of the supervisor at the practice base. Orders are submitted within the
terms regulated by the Regulations on the organization of internships for higher education students of
the National Aviation University.

Direct educational and methodological guidance of the practice of higher education students is
provided by the Department of Marketing, which carries out the following activities:

- develops a practice program in accordance with the curriculum;

- organizes meetings of higher education students on practice issues with the participation of
practice supervisors;

- informs higher education students about the reporting system on practice, which is approved
by the department, namely: submission of a written report, completed individual assignment,
preparation of a report and presentation;

- discusses the results and analyzes the implementation of the practice program at the meetings
of the department.
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The head of the practice organizes the work of higher education seekers according to the list
and duration of work:

1. Acquaintance of higher education seekers with methodological recommendations for
practice realization.

2. Instruction on safety, industrial sanitation and fire safety, labor protection.

3. Clarification of the individual task, drawing up the individual plan-schedule by the higher
education seeker and its coordination with the head.

4. Implementation of the thematic plan according to the schedule.

5. An individual task performance.

6. Preparation, design, and protection of the report.

During the practice, lectures, seminars, practical classes can be held, which contribute to the
deepening of theoretical knowledge. To conduct such classes, it is necessary to involve the most
qualified teachers of the department.

At the end of the practice, higher education seeker draws up a written report on the
implementation of the program and individual tasks. The report is a systematic and consistent
description of the issues covered by the program of practice. The report consists of a title page, a
substantive part, and conclusions. The substantive part of the report consists of the following sections:

Introduction

1. Characteristics of the base of practice (selected enterprise)

2. Content and results of work performed

2.1.Work on the plan-schedule of practice
2.2.The result of individual task performance

Conclusion

The content (substantive) part should contain information on the results of all sections of the

practice program and individual tasks.

The report should be drawn up on separate sheets of A4 format (210x297) with end-to-end
numbering, for computer typing - in Times New Roman font, size 14 at one and a half line spacing.
Sheet margins: left - 25 mm, right - 15 mm, top and bottom - 20 mm. Report size: up to 40 sheets of
computer text. A sample of the report is provided in Annex 1.

The report is prepared in accordance with the standards (ESKD, ESTD, etc.). On the last page
of the report, the higher education seeker puts his/her personal signature and the date of writing.

Practice Report "Major-related Training™, calendar plan, diary are checked and approved by the
heads of practice from the university and returned to the seeker for preparation for the defense. The
defense of the practice report is held in the last days of the practice. After the defense, the reports of
higher education seekers are stored at the Marketing Department for one year.

The report is defended by the seeker of higher education (with differentiated assessment) in the
commission appointed by the head of the department. The commission consists of the head of practice
from the university and teachers of the department, who taught disciplines according to the curriculum.

During assessing the results of the work of higher education seekers, the commission takes into
account the content of the report and the progress of its defense. Evaluation is carried out in accordance
with the "Regulations on the rating system for evaluating the results of the practice "Marketing research
training" for graduates of specialty 075 "Marketing", EPP "Marketing".

Organizational and educational-methodical guidance and control over the practice is carried out
by teachers of the Marketing Department. Experienced teachers of the Marketing Department are
involved in the management of the practice, who took part in the educational process, according to
which the practice is carried out.

The practice "Major-related Training™ is conducted in a mixed form, combining the work of
higher education seekers at the Marketing Department or practice base with access to the workplace
and distance (offline and online). Taking into account the epidemic situation and the specifics of the
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processes of performing certain types of work in quarantine with the consent of the head of practice, it
is allowed to establish a flexible adaptive schedule with a predominance of distance forms of work.

Practice managers from the university check the progress of the practice by checking the
practice plan, which is made individually for each seeker.

The general organization of practice and control over its implementation is carried out by the
educational department of the university.

Higher education seekers who have not completed the practice program for disrespectful
reasons or who received an unsatisfactory grade in the commission as a result of its completion shall
be expelled from the university.

The results of the practice are discussed at the meeting of the department after its completion,
and the general results of all practices are summed up at the scientific councils of the University at
least once during the academic year.

8. Thematic plan of practice passing
Fulfillment of individual tasks by higher education seekers activates their creative thinking,
increases initiative and the ability to independently analyze and summarize the results of work, makes
the practice passing more specific and focused.

Ne The content of the task

1 [Research and ways to improve marketing activities of aviation services market enterprises
(airlines, airports, etc.)
2 |Directions of innovative support of the enterprise marketing system

Analysis and development of recommendations for improving the marketing complex of the
enterprise
4 |Research of marketing strategies for entering foreign markets

5 |Analysis of international advertising activities of the company to promote goods and
services in foreign markets

6 |Analysis of the use of service marketing tools at the enterprise

7 |Research and forecasting of commodity market conditions

8 |Increasing the level of competitiveness of the enterprise by identifying and strengthening
competitive advantages

9 |Research of consumer behavior when creating and promoting a brand to the market

10 |Market analysis and determination of marketing opportunities of the enterprise

11 |Market analysis and determination of marketing opportunities of the enterprise

12 |Research of the effectiveness of the organization of sales activities of the enterprise in the
market

13 |Organization of marketing audit at the enterprise

14 [Research and ways to improve the company's marketing activities based on socially
responsible marketing

9. Results of the practice passing

Training will provide a program learning outcome (PLO): study of management, marketing,
economic, analytical-applied and economic-mathematical apparatus of marketing research, the ability to
compete successfully in modern business conditions, the formation of marketing thinking and
communication skills for effective marketing business —subjects” activities on all types of markets.

PLO2. Analyze and forecast market phenomena and processes based on the application of
fundamental principles, theoretical knowledge and applied skills of marketing activities.

PLO3. Apply the acquired theoretical knowledge to solve practical problems in the field of
marketing.
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PLOG6. To determine the functional areas of marketing activities of a market entity and their
interrelationships in the management system, to calculate the relevant indicators that characterize the
effectiveness of such activities.

PLO7. Use digital information and communication technologies, as well as software products
necessary for the proper conduction of marketing activities and practical application of marketing tools.

PLO9. Assess the risks of marketing activities, establish the level of uncertainty of the marketing
environment during making management decisions.

PLO12. Demonstrate skills of independent work, flexible thinking, openness to new knowledge,
be critical and self-critical.

PLO13. To be responsible for the results of the activities, to show the skills of entrepreneurial
and managerial initiative.

PLO16. Meet the requirements of a modern marketer, increase the level of professional training.
PLO17. Demonstrate skills of written and oral professional communication on state and foreign
languages, as well as the proper use of professional terminology.

PLO18. Demonstrate responsibility for moral, cultural, scientific values and achievements of
society in professional marketing activities.

PLO19. Determine the scope of future professional activity of a marketer in market conditions
and justify the feasibility of using information and communication technologies in the process of
training and future work.

PLO21. To be aware of the peculiarities of the modern world and national economy, institutional
structure, directions of social, domestic and foreign economic policy of the state, to know and
understand economic categories, laws, cause-and-effect and functional relationships between processes
and phenomena at different levels of economic systems, to take into account the consequences of
macroeconomic policy, to use knowledge of the forms of interaction of subjects of market relations to
ensure the activities of business structures, to understand the organizational and economic mechanism
of the state, to understand the organizational and economic mechanism of the state, to understand the
organizational and economic mechanism of the state, to understand the organizational and economic
mechanism of the state.

PLO22. Be able to show understanding of the essence of the concept of modern social and market
communications, to analyze the relationship with consumers, to analyze the behavior of consumers and
other market actors.

PLO23. To forecast effective demand, to define perspective target segments of consumers, to
substantiate innovative methods of the enterprise’'s commodity, price, sales, communication policies
management on all types of markets.

PLO24. To possess innovative methods of collecting, analyzing and forecasting financial and
economic results of enterprises of consumer and industrial markets, to substantiate economic and
financial decisions based on the use of methods and tools of accounting, analysis, control, audit and
taxation of economic activities of enterprises.

PLO25. Use digital information and communication technologies, as well as software products
necessary for the proper conduct of marketing activities and practical application of marketing tools
for enterprises in various industries, including aviation.

These program learning outcomes are mastered by higher education students in conjunction with
other educational components of the EPP "Marketing".

10. Information sources

1. Bopucenko O.C., 1lleBuenko A.B. HoBuii BeKTOp pO3BUTKY KOHLEMIIi MAapKETHUHTY: Cy4acH1
TpeHaH Ta iHcTpyMeHTH. CydacHUI MapKeTHHI: TPEH/H, IHHOBAIlli, IHCTpyMeHTH: MoHorpadis / [Pomar
€.B., babauenko JI.B., baropka M.O., bimotkau [.A. Ta 1H.]; 3a 3ar pexn. €.B. Pomara Tta
C.®. CmepiueBcrkoro. Kuis.: Ctyauentp, 2021. 308 C. 6-17.
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2. bpatko O.C. MapkeTuHroa nosituka KomyHikaniii: Hauansnauii nocioauk / O.C.Bpatko.
Tepnonine: Kapr-6manm, 2018. 275 c.
3. Kotnep @., Apmcrponr I'. OcHoBu MapkeTrHTy. BumaBauiro «J/Iuanextukay, 2020. 880 c.
4. Makapenko H.O., Jlumenko M.O. MapkeTHHTOBe IIHOYTBOpEHHS. TeopeTndHi OCHOBH:
HaBu. 11oci6. bypuns: I1I1 «bypuHceka palionHa apykapHs», 2020. 129 c.
5. MapketunroBa JisutbHICTh mianpueMcTB. CyuacHmii 3MmicT: Monorpadis. Ilix. pen.
H. Kapnienko. K.: «llentp yuboBoi mitepatypu», 2019. 252 c.
6. MapkeTuHrOBa AisIbHICT HiAnpueMcTB: HaBuanbHuit mocionuk 3a 3ar.pea. Kocenko O.I1.
Xapki: HTY «XIII», 2018. 1000 c.
7. MapkerunroBa IiHOBa mojiThka: HaBy. moci6. / LP. Jlomeniok, A.M. ['ymentok,
10.b. Yamnincekuit. K.: {enTp HaB4yanbHOi JdiTeparypu, 2018 . 182 c.
8. MapKeTHHTOBI TEXHOJIOTIi B yMOBaX iHHOBAIIHOTO PO3BUTKY €KOHOMIKU: MOHOTpadis /
3a pen. C.B. Kopanbuyk. Xmensuuupbkuidi: I[111 I'opentox FO.1., 2018. 320 c.
9. MixkHapogauii mapketuHr: HaBd. mocionmk / C.®. CwmepiueBchkuii, T.B. Kus3ena,
FO.I1. KonOymikin, Ta iH. K. : HAY, 2019. 164 c.
10.0Oxnanmep M.A. MapkeTuHroBa TOBapHa moJiTHKa: HaB4. mocid. / M.A. Oxmanzep,
M.B. Kipnocosa. K.: «l{entp yuboBoi mitepatypu», 2020. 248 c.
11.CwmepiueBcekuii C.®@., IlerponanoBchka C.€., Pamuenko O.A. BpeHa-MeHEHKMEHT:
HaBYallbHU NociOHUK // 3a 3ar. pen. C.d. Cmepiuescokoro. K.: HAY, 2019. 156 c.
12.CmepiueBcekuii C.@., llleBuenko A.B., Manaxisceka [.B., Komecank M.B MapkeTuHroBi
IHCTPYMEHTH YIOPaBIiHHS JIOSUIBHICTIO KJI€HTIB aBiakommnaHiii VYkpainu: Mosorpadis. K.:
Bunasanamii nim «Konmop» 2020, 272 c.
13.1lIrans T.B., Acraxosa L.LE., Ko3y6 B.O. MixxHapoaHuii MapKeTHUHT: HaBYaJIbHUI MOCIOHUK.
XapkiB : XHEY im. C. Kysners, 2019. 275 c.

11. Form of the practice passing assessment according to the Regulations on the
RSA

Evaluation of individual stages of the practice is carried out in points according to Table.

No Kind of Academic Activities Max grade
1. Organizational arrangements (introduction to the practice program, 15
briefing on the procedure for conducting the practice, instruction of
safety and fire safety rules, maintaining contact with the supervisor
during the practice).

2. Search and analysis of information (documentation) on the topic of 30
qualifying master's work.

3. Development and substantiation of specific proposals on the topic 10
of individual assignment.

4. Recommendations for use or development of the necessary 10
software to perform an individual task.

5. Approbation of the main theoretical and practical recommendations 5

of the study (publication of a scientific article, abstracts,
presentation at the conference, etc.)

6. Preparation and submission of the internship report and supporting 10
documentation in due time.
7. Report protection 20

Total 100
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The report on the practice is checked and approved by the head of the practice. The results of
the practice are summed up in the process of drawing up a graded test by the applicant for higher
education.

The rating for the practice in points, on the national scale and the ECTS scale is entered in the
academic record and in the individual curriculum of the student signed by the supervisor of the
internship from the University, for example 92/Excellent/A, 87/Good/B, 79/Good/C, 68/Sat/D,
65/Sat/E, etc.



.-“f" : Document | QMS NAU IIIT11.01.03-

Quality Management System code 01-2022
Major-related Training

Pages 12 from 15

Annex 1

The form of the title page of the report on the practice

MINISTRY OF EDUCATION AND SCIENCE OF UKRAINE
National Aviation University
Faculty of Economics and Business Administration
Marketing Department

REPORT
about the practice pre-diploma practice

high education seeker of the 2st year of specialty 075 "Marketing" EPP "Marketing"
group

(name of the seeker)

Base of practice

(companies name)

Head from the Department

(name) (signature)

Kyiv-20
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End of Annex 1

The basis for the practice: Curriculum of Higher Education Seekers Training for “Bachelor”
field of study 07 «Management and Administration», Specialty 075 «Marketing», Educational-
Professional Program «Marketing», Rector's order Ne of «  » 20

Term of practice:

Individual
task:

CALENDAR PLAN-SCHEDULE OF PRACTICE

Date

Beginning End Types of work

Head of practice:
(signature)

CONTENT OF THE REPORT

Introduction
1. Characteristics of the base of practice (selected enterprise)
2. Content and results of work performed
2.1. Work on the plan-schedule of practice
2.2. The result of individual tasks performance
2.2.1. Market analyses
2.2.2. Technical and economic characteristics of the enterprise
2.2.3.Characteristics and analysis of marketing activities of the enterprise
2.2.4. The result of individual task performance
Conclusion



