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ILAHOTANUA

benu cmpameauu u npoepamu u B2B u B2C Logistics.

ILTEMATUYHO CBbABPKAHUE

Kypcom ,, Vnpasnenue na npooasxcoume u nocucmuxa“ 00x8awya oCHOGHUME MEMAMUYHU HAN-
pasnenus: ynpaesienue Ha npooaxcoume u OUCMpUOYYUOHHU KAHAU, AHATU3 HA NPoOadxdcoume, npooasic-

3asvpuwsaiixu Kypca nHa obyuenue, cmydeHmume we NOAYYAM 3HAHUSL, uje GopmMupam ymenus u
KOMHemeHyuu  ynpasjienuemo Ha npooaxcoume no pasiuyHume euooge kaunanu. Ilo epeme na obyuenu-
emo cu me e ce 3aN03HAAM CbC CbEPEMEHHUMe KAHAIU 3a OUCMPUOYYUsL U pA3TUYHU MOOUTHU NPULO-
JHCeHUs, KOUMO ce U3NoA3eam 8 cpepama na npooadxcoume. Llle 6voam obxeanamu 8axiCHu UHMEPOUC-
YURIUHAPHU 8PB3KU C OpY2U NpeOMemu, KOUMO UMAam OMHOUIeHUe KbM NpenoodeaHume memu.

Ilo épeme na kypca cmyoenmume uje ROIYHAM 3HAHUA 04 YAPAGIABAM Npooaxcoume no KaHaiu,
ceaMenmu, KIUEeHMU U M.H. 8 YCI08USL HA eheKMUBHA TOSUCIMUKA U HOBU TMEXHOIOSULL.
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I. BbBenenue B npoaa:xouTe M JJOrHCTHKATA

ChIIHOCT ¥ 00XBAT HA YIPAaBJICHHE HA MPOAAKOUTE U JIOTUCTHKATA.

3HAYMMOCT Ha yIpaBJcHUE HA POJaKOHTE.

3naunMoct Ha B2B u B2C norucrtukara B Ou3Heca.

II. YnpaBienue Ha npoaa:kouTe

ChBpeMEHHH acleKTH Ha yNpaBJeHHe Ha MPoJaxOuTe.

ITporec Ha ynpasiieHHE Ha POJaXKOHTe.

W

Ertanu u xapakTepUCTHKH.

I. ¥YnpasiieHue Ha IPoAAKONTE M KAHAJH 32 IMCTPUOY LM

10

Ypagsienue Ha NPoJaKOUTE B TPAJAUIIMOHHUTE KaHAJIH.

VYnpaneHue Ha TPoJaKONTE B OHJIAHH KaHAIUTE.

VYpagrienue Ha npogaxxOuTe B karanoxuute, call, BeHaunr, TV u
MBEHT KaHaJIH.

el B N

VYnpasneHue Ha TPoJaKOUTE MPH JTUNIHUTE TPOJIAKOH.

IV. Ananu3 Ha npogaxoure

10

—_—

AHanmm3 Ha POAaKOUTE MO KaHAJIH.

AHanu3 Ha npoJaxOUTE M0 MPOTYKTH.

had o

AHanu3 Ha MpoJakOUTE 10 CErMEHTH.

V. llponax0eHu cTrpaTerum U NporpamMu

Knacugukanus Ha npogaxOCHUTE CTpaTErHH.

AprymeHTanus 1 pa3paboTBaHe Ha TPOJIAYKOCHUTE CTPATETHH.

Jlu3zaiin Ha nponaxOeHa cTpaTerus.

CTpyKTypa Ha mporpamara 3a npojaaxou.

Pas3paborBaHe Ha mporpama 3a npojiaxou.

SN Rl Pl el I e

Ctumynupase Ha mpojaxOouTe.

VI. B2B u B2C norucruka

—_—

B2B norucrtuka

B2C norucruka

HoBu TexHOIOrMH B JIOTHCTHUKATA




4. | JlorucTiunu Bepuru u qUCTpUOYIIMOHHY KaHAIH
5. | ObOpaTHa JIOrUCTHKA
WHoBaiuu B JIOTUCTHKATa — aBTOMaTH3alus, 3-D nucTpulyius,

6 JIOTUCTHKA Ype3 APOH U T.H..
Total: 45 30
111. ®OPMHU HA KOHTPOJI:
HT;;H BUA U ®OPMA HA KOHTPOJIA Bpoii | UA3 u.
1. CeMecTpuaJjieH (TeKylr) KOHTPOJI
1.1. | KypcoB npoexT (1o npeaBapuTeNIHO 3a/1aficHa TeMa) U Pe3eHTalus 1 5§
1.2. |Tect 1 20
00110 32 cemecTpHAJIEH KOHTPOJI: 2 75
2. CecueH (KpaeH) KOHTPOJI
2.1. |W3nur (tect) 1 60
001110 32 cecueH KOHTPOJI: 1 60
O01110 32 BCHYKH (P)OPMH HA KOHTPOJI: 3 135
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