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BIPABU

HOMEP BINMPABA

1

HA3BW BINPABU

CTBOpICTb BaLL MapKETUHIOBUIA MIKC

HABYATBHI LTI

Bu 3000ynete HaBnYkn MapKeTUHry: MNianpneMHULbKI HaBUYKM,
HaBUYKN MApKETUHTY Ta KOMYHiKauil

MapkeTuHroBi 3HaHHS: YNpassiHHA Ta nnaHyBaHHS, uMdposa
rPaMOTHICTb,

KoHKpeTHI HaB4anbHi Lini:
e Bu 3po3ymieTe npouec MapKeTMHIy Ta JocnianTe Wupoke
3HAYEHHS MOHATTA "MapKETUHI

e Bu CTPYKTypyeTE MapPKETUHI-MIKC, LLIO Ma€ BupiLlanbHe
3Ha4YeHHSs Npu po3pobLi BlacHOro npoaykty abo nocnyru,
a TaKoX PO3BUHETE HABUYKM KPUTUYHOTO MUCTIEHHS.

e Bu nosHanommuTecs 3 pMHKOM, Ha SIKUA BU BUBOOMUTE CBIl
NpoayKT/nocnyry, Wo npusseae 4o Kpaworo po3yMiHHS
BaLLMX YHiKanbHUX TOProBUX NPONO3ULLiN.

MapKeTUHr-MiKce - e nuiie novaTok, Konv cnpasa OXOAUTb 40
peanisayii MapkeTuUHrosol ctparerii. Bignosigi Ha ui nUTaHHA
A03BONATb BaM 3p06uTn BUCHOBOK NPO TE, YOro BMMarae BaLu
nyiaH MapKeTUHIroBOI cTparTeril.

TPUBATJIICTb

MpnbnunaHo 2 rogmHn

ornnc

MpuHUMNKM MapKeTUHry, YacTo BiAOMI IK MApPKETUHIOBI NPUHLUNK,
- Ue 3aranbHONPUUHATI MapKETUMHIOBI KOHUenNUil, SKi KOMNaHii
BUKOPUCTOBYIKOTb ANA CTBOPEHHSA  YCMILLHUX MapKETUHIOBUX
cTparerin. Mun 4yacto 6yayemMo CBOKO CTpaTerito Ha LMX KEPiBHUX
inesax. Mn moxemo edekTMBHO NpoCcyBaTyv ToBapu 4Yn MOCHyry,
BUKOPWUCTOBYIOYM MPUHLANM MapKeTUHry. IX 4acto HasvBaloTb
MapKETUHT-MIKC | MOXHa 3HanTn y Burnsagi 4P abo 7P, 3anexHo Big
TOrO, YK Lie NPOAYKT, Yn nocnyra.

Bu cTBOpUTE MapKETUHr-MIKC ANs YSBHOrO NpoayKTy/nocnyrn Ha
OCHOBI Bawwux ynogobaHb. MNMopagun: AKWo y Bac BXe € NpoayKT
abo nocnyra, BM MOXeTe BWKOPUCTOBYBATW 1X SK MpuKnag Ans
peari3auii MapKeTUHI-MiKCy.

3a chiHaHcoBoI niaTpMmkn EBponeicbkoro Cotody. Mornsam Ta AyMkW, BUCNOBREHI B ny6nikauii, HanexaTtb BUKIOYHO
aBTopy(am) i He 060B'A3KOBO BigobpaaTb No3uLito €Bponericbkoro Cor3y abo €BpoNencbKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Coto3, aHi EACEA He HecyTb 3a HUX BiMNOBIAANbHOCTI.
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What is our product? What is the value & price How will people discover How/Where do people

Quality & value, Branding & of our product? our products? purchase our product?
imaginery, User experience, Strategy, List price, Messaging, Search Marketing, Website, Marketplaces (e.g.
Features, Warranties Discounts, Payments Social media, Advertisement, Amazon, eBay), Retail
metheods, Free elements, Direct Marketing, experience, International

Credit terms Partnerships, Offline expoerts, Wholessale,

marketing, Word of Mouth Resellers

Price

7Ps Marketing Mix

Physical
evidence
What should our
Who do we hire and how How do we deliver our environment be like?
2 i ?
should we act? product consistently? Offices/stores, Packaging,
Employess, Founders, Standadisation, Equipment/facilities,

Culture & image, Customer Measurement, Delivery, Recommendations, Interior
service, Training Complaint handling, design, Music&sounds, Staff
Response time, R&D appearance, website visits,

Test reviews

OJOMNOMPKHI
PECYPCW (Biaeo,
NMOKITMKaHHSA TOLLO)

MapKeTUHr-MiKC BBa)XXKaeTbCsl OQHIEH0 3 HanbinbL
dyHOaMeHTanbHMX OCHOB AncumnniHy "MapkeTuHr". Y
HaCTynNHOMY Bigeo aHanis3ytoTbcs 4P, HaBoaAaTbCS Npuknaau i
[aloTbCs BiONOBIAI HA NUTaHHSA, K MOXHa BUKOpUcToByBaTu 4P
Ans po3pobkmn abo aHani3y BaLoi MapKeTUHIOBOI CTpaTerii.
https://www.youtube.com/watch?v=g_gEOfOUePw

HacTynHe Bigeo, 3 iHLWOro 60Ky, OXONme 7P MapKeETUHIY y cdpepi
nocnyr: MpoaykT, LliHa, Micue, NpocyBaHHs, Jltogmn, QisnyHi
nokasau Ta lNpouec. BukoprcTtoBytoum Nnpuknaan, BOHO Aae
YSIBMEHHSA NPO Te, K 3acTocoByBaTtn 7P.
https://www.youtube.com/watch?v=ij39z2P_aqQl

3a chiHaHcoBOI niaTpuMKM €Bponericbkoro Cotoady. Mornsan Ta AyMKWU, BUCTOBREHI B ny6GnikaLlii, HanexaTb BUKITIYHO
aBTopy(am) i He 060B'A3KOBO BigobpaaTb No3uLito €Bponericbkoro Cor3y abo €BpoNencbKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Coto3, aHi EACEA He HecyTb 3a HUX BiMNOBIAANbHOCTI.
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Cnu1cok BUKOpPUCTaHMX
Kepern

Armstrong, G. & Kotler, P. (2016). Marketing: an introduction. Pearson

Barone, A. (2023, May 15). Marketing Strategy: What it is, How it
works, How to create one. Investopedla

A%20ma rketlng%20$trategy%20refers%20to,a nd%200ther%20hlgh
%2DIeveI%20eIements

Ellering, N. (2022, August 19). What are the principles of marketing?
Overview of 7Ps, value principles, & activity principles. CoSchedule.

https://coschedule.com/marketing/principles-of-marketing#fwhat-are-t
he-7-principles-of-marketing--the-7-ps-of-marketing-mix

Santander Universidades. (2023, February 23). The 7Ps: how have the
4Ps of the marketing mix involved?. Santander.
https://www.becas-santander.com/en/blog/the-7-ps.html#terror=login

required&state=2ee8dee6-a811-4133-8af2-24c8483ec9c3

MpukpinneHnn maker:

What is our product?

Quality & value, Branding &
imaginery, User experience,
Features, Warranties

What is the value & price
of our product?

Strategy, List price,
Discounts, Payments
methods, Free elements,
Credit terms

How will people discover
our products?

Messaging, Search Marketing,
Social media, Advertisement,

Direct Marketing,
Partnerships, Offline
marketing, Word of Mouth

How/Where do people
purchase our product?

Website, Marketplaces (e.g.
Amazon, eBay), Retail
experience, International
expoerts, Wholessale,
Resellers

Price

7Ps Marketing Mix

Physical

evidence
What should our

Who do we hire and how
should we act?

Employess, Founders,
Culture & image, Customer
service, Training

How do we deliver our
product consistently?

Standadisation,
Measurement, Delivery,
Complaint handling,
Response time, R&D

environment be like?

Offices/stores, Packaging,
Equipment/facilities,
Recommendations, Interior
design, Music&sounds, Staff
appearance, website visits,
Testimonials/reviews

3a chiHaHcoBOI NiaTpuMKM €Bponericbkoro Cotoady. Mornsan Ta AyMKU, BUCTOBREHI B ny6GnikaLlii, Hanexarb BUKIIOYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €Bponericbkoro Coto3y abo €BpoNencbKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Coto3, aHi EACEA He HecyTb 3a HUX BiMNOBIAANbHOCTI.
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https://www.investopedia.com/terms/m/marketing-strategy.asp#:~:text=A%20marketing%20strategy%20refers%20to,and%20other%20high%2Dlevel%20elements
https://www.investopedia.com/terms/m/marketing-strategy.asp#:~:text=A%20marketing%20strategy%20refers%20to,and%20other%20high%2Dlevel%20elements
https://www.investopedia.com/terms/m/marketing-strategy.asp#:~:text=A%20marketing%20strategy%20refers%20to,and%20other%20high%2Dlevel%20elements
https://coschedule.com/marketing/principles-of-marketing#what-are-the-7-principles-of-marketing--the-7-ps-of-marketing-mix
https://coschedule.com/marketing/principles-of-marketing#what-are-the-7-principles-of-marketing--the-7-ps-of-marketing-mix
https://www.becas-santander.com/en/blog/the-7-ps.html#error=login_required&state=2ee8dee6-a811-4133-8af2-24c8483ec9c3
https://www.becas-santander.com/en/blog/the-7-ps.html#error=login_required&state=2ee8dee6-a811-4133-8af2-24c8483ec9c3

HOMEP BINPABU 2

HA3BW BINPABU CTtBOpIOEMO BidyanbHy Brok-cxemy npouecy npoaaxis

HABYANDBHI LTI Bu 3006yaete HaBMYkn ynpaeniHHS npoaaxamu: [ianpueMHULbKi
HaBWUYKM, KOMYHiKaLid, HanarogXeHHs 3B's3KiB Ta BEAEHHS
neperosopis

3HaHH4A 3 ynpasniHHS Npogaxxamu: YnpaeniHHS Yacom Ta
nnaHyBaHHs, LMgpoBi TexHonoril Bu HabyaeTte rpaMOTHOCTI,
NPUNHATTHA PU3UKIB

KOHKpeTHiI HaBYanbHi Lini:

1. PO3yMiHHS npoLecy Npoaaxy: BU BUBYUTE MOCILOBHI eTann
npoLecy nNpoaaxy, BKNoYarumn reHepaLlito nigis, NoLuyk,
KBanidikawito, npeseHTauito, NogoNaHHs 3anepeyeHb, 3aKpUTTS
yroau Ta noganeLwi gii. Lli 3HaHHa gagyTe BaMm oyHOaMeHTanbHe
PO3YMIHHA TOro, AK CTPYKTYpOBaHa AiSANbHICTb 3 Npoaaxy.

2. BU3Ha4eHHA TO4YOK NPUNRHATTSA pilleHb: 3a 4ONOMOro
BnoK-CcXxeMmn BM BU3HAYUTE KINOYOBI TOYKM NPUNHATTS PilLEHb Y
npoueci npogaxy. Bu HaBunTecsa posnisHaBaTtu, oe pobutbcs
KPUTUYHWUIA BUBIp, Hanpuknag, Yv BapTo NpoAoBXyBaTn poboTy 3
NOTEHUIHMM KITIEHTOM, SIK pearyBaTu Ha 3anepeyeHHsa abo Konu
3akpuBaTtu yrogy. Lis HaBn4ka € LiHHOW ANS NPUAHATTS
0Br'pyHTOBaHUX piLleHb Nig Yac peanbHUX NPoaAXiB.

3. Undpposa rpamMoTHICTb: YYaCHMKM NoKpaLlaTb CBOI HABUYKU
UMGPOBOT rPaMOTHOCTI, BUKOPUCTOBYHOYU OHNAWH-IHCTPYMEHTU
abo wabnoHu ansa cTBOpeHHSA Bnok-cxemu npouecy npogaxy. Llen
NpakTUYHUI JOCBIg po60TK 3 UMAPOBUMK IHCTPYMEHTaMM
03HaMOMWUTB X 3 MPOLIECOM CTBOPEHHS Bi3yarnbHOrO KOHTEHTY B
UndpoBoMy hopmari, LLIO € LiHHO HaBMUYKOK B Cy4acHOMY
TexHonoriyHomy Bi3Hec-cepefoBULLi.

4. HaBn4ku BidyanbHOI npe3eHTauii: CTBOPOOYM BidyarnbHy
Bnok-cxemy npouecy nNpoaaxy, BU pO3BUHETE HABUYKU
Bi3yanbHOro NpeAcTaBneHHs CKrnagHux npouecis. Bu HaBuntecs
BUKOPUCTOBYBaTN CUMBOSIU, (Dirypu Ta CTPINKK AN YiTKOro Ta
OpraHi3oBaHOro 306pakeHHs1 KOXXHOro KPOoKyY, LLO NiABULLNTL BaLLy
30aTHICTb epekTMBHO Nepeaasat iHbopmMallito.

TPUBANICTb 8 rogvH i 6inbLue, 3anexHo Bif, piBHA CkNagHOCTI BisHecy

ornmc CTBOpITb BidyanbHy 6nok-cxeMy npouecy Npogaxy, sika inctpye
eTanu npouecy Nnpogaxy, Big reHepauii nigis 4o 3aKpuUTTSa yrogu.
Bu moxeTe 3pobuTn Le Ha nanepi, 3a 4ONOMOroto CcTikepiB abo 3a
AO0MOMOrO OHTANH-IHCTPYMEHTY 4u WabrnoHy. bnok-cxema
aonomMarae 3p0o3yMiTh NOCNIAOBHI eTanu, KMYoBi Ail Ta TOYKK

3a chiHaHcoBoI niaTpMmkn EBponeicbkoro Cotody. Mornsiam Ta AyMkM, BUCNOBMEHI B Ny6nikauii, HanexaTtb BUKIOYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €EBponericbkoro Coro3y abo €BpONencLKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Cotos, aHi EACEA He HecyTb 3a HUX BiMNOBIAanbHOCTI.
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NPURHATTSA pilleHb Y Npoueci Npoaaxy.

Sample Sales & Marketing Process Flow
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Sample Sales & Marketing Process Flowchart from Marketo

image source: Sales Process Flowchart: All You Need to Know, by Zen
Flowchart

JOMNOMPKHI PECYPCMU | You can find free flowchart templates on platforms like Template.net,

(BimE€o, MOKNMKaHHS ZenFlowchart, Canva, or just use your Office application.

Towo) Videos:
How to achieve anything in life by learning how to sell. | Rana Kordahi
TEDxCQU

Cnuncok BUKOpPUCTaHMX EN: 11 Sales Tips for Beginners

pxepen EN: Sales Process Flowchart: All You Need to Know
EN: Book review by Anum Hussain about Jill Konrath book "SNAP
SE”"] ;l"

ES: 10 libros recomendados para mujeres emprendedoras (10
recommended books for women entrepreneurs)

3ABOAHHA

3aBgaHHs Ne: 1

HasBa 3aBaaHHs: Hocnigite CTinki napTHepCcTBa Ta CTBOPITb
3pa30okK AOLLUKM

Onwc 3aBaaHHsA [ocnigitTe NOHATTA cTanoro NnapTHEPCTBA,
NOro 3Ha4YeHHs ans saworo B6isHecy Ta
NpUKaan ycniwHuxX napTHePCTB Y Ui
cchepi.

3a chiHaHcoBOI niaTpuMKM €Bponericbkoro Cotoady. Mornsan Ta AyMKWU, BUCTOBREHI B ny6bnikaLlii, Hanexarb BUKIIYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €EBponericbkoro Coro3y abo €BpONencLKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Cotos, aHi EACEA He HecyTb 3a HUX BiMNOBIAanbHOCTI.
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https://www.zenflowchart.com/guides/sales-process-flowchart-all-you-need-to-know
https://www.zenflowchart.com/guides/sales-process-flowchart-all-you-need-to-know
https://www-template-net.webpkgcache.com/doc/-/s/www.template.net/editable/sales-flowchart
https://www.zenflowchart.com/guides/sales-process-flowchart-all-you-need-to-know
https://www.canva.com/learn/flowchart-design-tips/
https://youtu.be/lKedDUV8MO0
https://youtu.be/lKedDUV8MO0
https://www.liveagent.com/blog/sales-tips-for-beginners/
https://www.zenflowchart.com/guides/sales-process-flowchart-all-you-need-to-know
https://blog.hubspot.com/sales/snap-selling-summary
https://blog.hubspot.com/sales/snap-selling-summary
https://www.planetadelibros.com/blog/actualidad/15/nuestros-tops/11/articulo/libros-recomendados-para-mujeres-emprendedoras/17

CTBOpITb 3pa30kK OOLLKM (Ha nanepi ado B
uMcpoBOMy BUrNALI, HAaNpuUKnag, 3a
[0MnoMOrotro nporpamum "Miro").

Po3ymiHHsA 3aBOaHHS (anBmMmocs abo
YMTAEMO NPO 3aBOAHHSA)

YuTanTte ctarTi, AMBITLCA Biaeo abo
BMBYaANTE TEMATUYHI OOCNIOKEHHS,
NnoB'si3aHi 3i cTanum napTHeEpPCTBOM A4
Manoro Bi3Hecy, Ta aganTyuTe igei ans
BNACHOIo BUKOPUCTAHHS.

Mam'aTanTe: noraHi NpuKnagm Takox
MOXYTb ByTn BKasiBkoto npo Te, 9k HE
Tpeba pobutu.

BukOHaHHSA 3aBOaHHS

rMigcymymnTe Kno4oBi MOMEHTU Ta 36epiTb
NpyvKnaan ycnilHUX cTannx napTHepCTB.,
W06 KpaLle 3po3yMiTU KOHLIEMNLIiO, a NOTiM
CTBOPITb CBOK AOLLKY, W00 BidyanidyBaTtu
Te, YOro BM Xo4eTe JOCArTU..

Cnucok Bu KOPUCTaHUX OXepen

IHCTPYMEHT:

Miro - Ue oHnanH-nnaTdopma on4
cninbHOT poboTN Ha oL, iKa 403BONSE
y4yacHUKaM npawoBaT pa3oM y pexunmi
pearnbHoro yacy. Bn moxete cTBoptoBaTu
BipTYyarbHi NpOCTOPY AN CLeHapiiB
PONbOBUX irop, A€ YY4aCHUKN MOXYTb
BUKOPUCTOBYBATWN TEKCT, 300paXXeHHSA Ta
cTikepw, Wwo0 posirpyBaTtu Ta
obroeoptoBaTN CBOKO B3AaEMOLI0.

Videos:

Tedx “Climate Action’s Hidden Opportunities
for Women” by Zineb Sqalli

vocal podcast by Laina Raveendran Greene

How women are the key to economic
well-being
Sustainable development goals fund, “The

Road to Peace - Why the SDGs are Good for
Business conference” (1h25 m)

Further Reading:

EN blog Researchgate, downloadable pdf,
The importance of sustainability engagement
in small businesses supplier collaboration,
written by Juhnani Ukko, Minna Saunila, Mina
Nasiri, Tero Rantala

3a chiHaHcoBoI niaTpMmkn EBponeicbkoro Cotody. Mornsiam Ta AyMkM, BUCNOBMEHI B Ny6nikauii, HanexaTtb BUKIOYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €EBponericbkoro Coro3y abo €BpONencLKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Cotos, aHi EACEA He HecyTb 3a HUX BiMNOBIAanbHOCTI.
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https://www.youtube.com/watch?v=P6jll4ALcYk
https://www.youtube.com/watch?v=P6jll4ALcYk
https://www.youtube.com/watch?v=bUSMPLPMASM&t=2s
https://www.youtube.com/watch?v=bUSMPLPMASM&t=2s
https://www.youtube.com/watch?v=ArgrXsomJVg&t=150s
https://www.youtube.com/watch?v=ArgrXsomJVg&t=150s
https://www.youtube.com/watch?v=ArgrXsomJVg&t=150s
https://www.researchgate.net/publication/352891422_The_importance_of_sustainability_engagement_in_small_businesses_supplier_collaboration
https://www.researchgate.net/publication/352891422_The_importance_of_sustainability_engagement_in_small_businesses_supplier_collaboration

ESP article in UNCTAD webpage “Acelerando
el desarrollo sostenible con empresas
familiares”

EN German Federal Ministry for the
Environment, Nature Conservation, Building
and nuclear Safety, downloadable pdf,

“Step-by-step guide to sustainable supply
chain management”
SPA blog Pacto mundial Red espafiola “Pasos

para integrar |la sostenibilidad de tu empresa”
{4

SPA blog Greenglobe “10 consejos para lograr
una empresa mas sostenible” written by

Javier Pedraza

3aBaaHHsa Ne

2

Hasea 3aBgaHHS:

BusHayTe Balnx KOHKYPEHTIB

Onuc 3aBaaHHA

Bawwa uinboBa rpyna noBuMHHa Big4yTw, O
Ball KOHKPETHWA npoaykT abo Bawa
KOMMaHia  Kpawe BignoBigae  IxHiM
norpebam i UIHHOCTAM,  HiX  iHLWI
nponosunuil B Lin ranyai.

LLlo6 gocsrtu ycnixy B LibOMY, Bam
NoTpiGHO 3ibpaTtn gaHi Npo NOTEHLIMHMX
KOHKYpeHTiB. Lle no3BonnTb Bam
AndoepeHuitoBaTy Bally KOMMaHito Big,
aHTaroHicTiB BaLLOl ranyai.

PosymiHHSA 3aBOaHHA (aMBumocs abo
YMTAEMO NPO 3aBAAHHS)

LLlo6 npoBecTn aHani3a KOHKypeHTiB, BamM
noTpibHO 30cepeauMTUCca Ha BCiX Buaax
KOHKYPEHTIB (HOBi y4acHWKW, mani dipmu,
NPsIMi Y1 ornocepeaKoBaHi), IXHIX CUNbHUX i
cnabkux CTOpPOHax, a TaKOX CUIbHUX i
cnabkux ctopoHax. Bu noBMHHI NOPIBHATK
TXHIO KOMYHiKaLito, OpeHawnHr,
nponosunuit, CcTpaTerilo, KOHTEHT Ta
KaHanu po3noBCIOQKEHHS 3 BalMMK 3a
A0MOMOroK OpraHi3oBaHOro AOCHIOXKEHHS,
WO CKNagaeTbCAa 3 KMHYOBMX 3anuTaHb.
Bam ©Oyge HagaHo WwabnoH, sKun
AO0MNOMOXe BaM Y BUKOHAHHI 3aBAaHHS.

3a chiHaHcoBoI niaTpMmkn EBponeicbkoro Cotody. Mornsiam Ta AyMkM, BUCNOBMEHI B Ny6nikauii, HanexaTtb BUKIOYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €EBponericbkoro Coro3y abo €BpONencLKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Cotos, aHi EACEA He HecyTb 3a HUX BiMNOBIAanbHOCTI.
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https://unctad.org/es/news/acelerando-el-desarrollo-sostenible-con-empresas-familiares
https://unctad.org/es/news/acelerando-el-desarrollo-sostenible-con-empresas-familiares
https://unctad.org/es/news/acelerando-el-desarrollo-sostenible-con-empresas-familiares
https://www.bmuv.de/fileadmin/Daten_BMU/Pools/Broschueren/nachhaltige_lieferkette_en_bf.pdf
https://www.bmuv.de/fileadmin/Daten_BMU/Pools/Broschueren/nachhaltige_lieferkette_en_bf.pdf
https://www.pactomundial.org/noticia/como-ser-una-empresa-sostenible/
https://www.pactomundial.org/noticia/como-ser-una-empresa-sostenible/
https://www.greenglobe.es/10-consejos-para-lograr-una-empresa-mas-sostenible/
https://www.greenglobe.es/10-consejos-para-lograr-una-empresa-mas-sostenible/

LUlo6 pmonomortm Bam y LbOMY aHanisi,
TaKoX [OOCTYMHi  OHNaWH-IHCTPYMEHTMU:
Hanpuknag, SpyFu ana 36opy AaHux
OHNamnH JOCHiIKeHb npo BaLLNX
KOHKypeHTiB abo Rival 1Q, Wwob gisHaTucs,
HaCKiNbKK nobpe npautoe BaLla
nrnarcopmMa B couianbHUX  Mepexax
NOPIBHAHO 3 IHLUMMW B ranysi.

Bu moxete npountatM  gogaTkoBy
iHbopMmau,ito, cTaTTi Ta NnepernaHyTn Bigeo
Ha YouTube, sKi [OONOMOXYTb Bam

oTpUMaTM  YSIBIIEHHS

KOHKYPEHTIB.

npo aHanis

Mpuknag: TlogmBiTbcs Ue Bigeo Ha

YouTube

YouTube video

BukoHaHHSA 3aBOaHHSA

HaBeaeHuin Huxx4e WabrnoH MiCTUTb KINHYoBI
NUTaHHS Ta cdepu, Ha SKi Cnif 3BepHYTU
yBary nig yac aHanisy BallnX KOHKYPEHTIB.

(How are they engaging
their audiences and
getting interactivity?

Are they using groups,

ages, forums?

p
\—_
( 1

What is their
strategy/business
model? What is their
key objective? What
tactics are they using?

\__/

What is their "unique
selling point"?

-

How are they marketing
to their customers
through different stages
of the sales-cyrcle?

Marketing competitive analysis

Branding

What is their tag line,
brand look, and feel,
messaging, tone?

How are they using

content to attract,
nurture, convert, and
get repeat customers?
Video, blogs,
whitepapers, case
studies, posts,

Advertising

Where are they
advertising and what is
their traffic and spend

for this channel?

( How do they rank for
keywords? Where are
they driving traffic to...
blogs, web or landing

Campaigns
\

pages?

Proposition

What are they offering
to solve their
customers' pain or
problem?

Channels

Where are they
promoting their
business? Where are
they generating leads
from?

./

What networks are they
using and how big is
their reach and
engagement?

\______/

Who are they targeting,
what is their key
message and call to
action?

What events are they hosting, sponsoring, or exhibiting at? Events or
conferences - online or in-person events or both?

3a chiHaHcoBOI niaTpuMKM €Bponericbkoro Cotoady. Mornsan Ta AyMKWU, BUCTOBREHI B ny6bnikaLlii, Hanexarb BUKIIYHO
aBTopy(am) i He 060B'A3KOBO BigobpaxaTb No3uLito €EBponericbkoro Coro3y abo €BpONencLKoro areHTCTBa 3 NMTaHb OCBITH i
kynsTypu (EACEA). AHi EBponeiicbkuii Cotos, aHi EACEA He HecyTb 3a HUX BiMNOBIAanbHOCTI.

2022-1-SE01-KA220-ADU-000087596



https://www.youtube.com/watch?v=C91utiNU0cI

Marketing competitive analysis

Branding Proposition

Channels

(1
Al

Campaigns

ﬁ FENEEES

Cnucok Bu KOPUCTaHUX OXepen

SpyFu to collect data on online research
about your competitors

Rival 1Q to know how well your social media
platform is doing compared to others in the
industry

McGruer. D, (2020). Dynamic Digital
Marketing. Willey

Shewan, D. (2022, September 3). How to do
a SWOT analysis (with examples and free
template!). Wordstream.
https://www.wordstream.com/blog/ws/2017/1
2/20/swot-analysis
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https://www.spyfu.com/
https://www.rivaliq.com/
https://www.wordstream.com/blog/ws/2017/12/20/swot-analysis
https://www.wordstream.com/blog/ws/2017/12/20/swot-analysis
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Branding

Proposition

/ \

How are they engaging
their audiences and
getting interactivity?

Are they using groups,

pages, forums?
g J

What is their
strategy/business
model? What is their
key objective? What
tactics are they using?

\___/

What is their "unique
selling point"?

How are they marketing
to their customers
through different stages
of the sales-cyrcle?

What is their tag line,
brand look, and feel,
messaging, tone?

How are they using
content to attract,
nurture, convert, and
get repeat customers?
Video, blogs,
whitepapers, case
studies, posts,

\___/

\ articles, etc. /

Advertising

Where are they
advertising and what is
their traffic and spend

for this channel?

How do they rank for
keywords? Where are
they driving traffic to...
blogs, web or landing

ages?

What are they offering
to solve their
customers' pain or
problem?

Where are they
promoting their
business? Where are
they generating leads
from?

"

________

What networks are they
using and how big is
their reach and
engagement?

Campaigns

Who are they targeting,
what is their key
message and call to
action?

\__/

What events are they hosting, sponsoring, or exhibiting at? Events or
conferences - online or in-person events or both?
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Branding Proposition

B B

\___________/
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