


Raiko Diana

Practicum
FROM DISCIPLINE

Relationship Marketing

Tutorial

Recommended by the Scientific Council
of NTU «KhPI»



UDC 338.242(043.5)
R18

Reviewers:
N. Glynskyi — doctor of economic sciences, associate professor, acting Head
of the Department of Marketing and Logistics, Lviv Polytechnic National University;
0. Gromova — doctor of economic sciences, associate professor. Professor of
the Department of Marketing and Advertising, Vinnytsia Institute of Trade and Eco-
nomics, State University of Trade and Economics

Recommended by the Academic Council of NTU “KhPI”
as a study guide for students of higher education
specialty 075 “Marketing” (protocol No. 7 dated 20 September, 2024)

Raiko Diana
R18 Relationship marketing. Practicum: Tutorial / D. Raiko. — Sumy:
Trytoria, 2025. — 256 p.
ISBN 978-617-7971-37-4 (eng.)
ISBN 978-617-7971-35-0 (ukr.)

The Practicum consist of the educational and methodological materials
for studying the discipline “Relationship Marketing”. The block of education-
al and methodological support includes methodical advice for each topic of the
discipline: necessary explanations for the topic, plan of the seminar session,
main questions for discussion, practical tasks, tasks for testing knowledge and
control questions. Intended for applicants of specialty 075 “Marketing” of all
forms of education.

© Diana Rayko, 2025
ISBN 978-617-7971-37-4 © LLC «Trytoria», 2025



CONTENT

PPETACE ..o s 5
I. Program in the discipline «Relationship Marketing»...........cc.ccoeeeva. 10
I1. Educational and methodical support on topics of discipline .......... 10
Chapter 1. Marketing as a business philosophy ...........cccccocviviieieiienn, 11
1.1 Methodical instructions for studying topic .........ccccceevvivevrnrnnne 11
1.2 Terminological diCtioNary .........ccccevvevererereiereresese e 50
1.3 Seminar class according t0 SECtION........c.ccvevverveevivsviesese s 51
1.4 Main issues for diSCUSSION ......ccccvvrriririrerireeee e 52
1.5 Practical tasks........ccoovveiiiiiiiiie s 53
1.6 Tasks for testing KNnOwIedge ........cccovvvvvervinviesienin e, 55
1.7.CoNtrol QUESLIONS ....c.ecveiieiieiicsiereses e eneas 56
Chapter 2. The modern marketing paradigm of marketing the
company’s relations with partners and CONSUMETS .........ccccevevvrrenens 57
2.1 Methodical instructions for studying topic .......c..ccocvvcvvievveinenen. 57
2.2 Terminological dictionary.........cccceeevererereieereeeese s 88
2.3 Seminar class according to SECtioN.........cccccccvvereveveveeriereeees 90
2.4 Main issues for diSCUSSION ......cccoveireeneniseeee e 90
2.5 Practical tasks ........cccvueiriireisiisesesee e 91
2.6 Tasks for testing knowledge...........ccocvvevieneiencicicceccece, 92
2.7 Control QUESTIONS........cccviiriirerese e 95
Chapter 3. Peculiarities of management of the enterprise’s
marketing relations with partners and conSUMers..........cc.ccocevvevene. 96
3.1 Methodical instructions for studying topicC.........cccccevvevveiviinnnns 96
3.2 Terminological dictionary ..........cccceeeveievieiieciesie e 140
3.3 Seminar class according to SECLION .........cccevvevveveveieiieeeeeseas 140
3.4 Main issues for diSCUSSION. ........couceriririiirisinscrecseeseeeseens 141
3.5 Practical tasks.........coovieriiiiiiiiie e 141
3.6 Tasks for testing KNOWIedge .......cccccevevvevieieieceeeeese e 182
3.7 CoNtrol QUESTIONS.......cvereeseciesr s 183

Chapter 4. Formation and management of the enterprise’s marketing
relations with partners and consumers based on the properties of
the “consumer-enterprise-partner” SyStem .........ccccoevvivveeverereneenns 184
4.1 Methodical guidelines for studying the topic..........ccccevvrvenene. 184
4.2 Terminological diCtionary .........ccccceevviveiinienie s, 205



4.3 Seminar class according t0 SECHION .......ccccvvvevervcricieeieeeeeneeas
4.4 Main issues for diSCUSSION.........ccccerieerieiereiensie e
4.5 Practical tasks.......ccovierveiireinieiineese e
4.6 Tasks for testing Knowledge..........ccoovveverieieiieiecceese s
4.7 CONLrol QUESLIONS.....c.veviereeieeeeeec s enen
Chapter 5. Components of marketing relations between
the enterprise, partner, consumer: competitiveness
of the industrial eNterprisSe.........ccovvivvivrivrierierrereceeee e
5.1 Methodical guidelines for studying topic .........cccceevvrvevrenne.
5.2 Terminological dictionary ..........cccccecvvvvieiincieieceeece e,
5.3 Seminar class according t0 SECLION ........ccccevvvverierierecinninannns
5.4 Main issues for diSCUSSION.........ccovieriierineriee e
5.5 Practical tasks........cccevureriririierise e
5.6 Tasks for testing KNOwledge ........ccecvveveveieieciceeece e,
5.7 CONLrol QUESLIONS.....c.veveeeeeieecie e enea
Chapter 6. Business attractiveness of partners .........c.ccoevevvevriererennn.
6.1 Methodical instructions for studying topic ..........cccceververvenenn.
6.2 Terminological diCtionary..........cccceeveiviivvieniesinse e
6.3 Seminar class according to SECtiON ........ccccovevveieieeivnineiisennns
6.4 Main issues for diSCUSSION ........cccovvirierireninensense e
6.5 Practical tasks ........cocevvriiriiiee e
6.6 Tasks for testing knowledge........ccccovveveieieiciciiecc e
6.7 CoNtrol QUESHIONS........cccvierererese e
Chapter 7. Readiness of consumer enterprises to use products
for industrial and technical pUrPOSES........ccccererieiereieieirecesen
7.1 Methodical instructions for studying the topic..........ccccoevevunne.
7.2 Terminological diCtionary .........ccccevvevveiveienii e,
7.3 Seminar class according to SECtiON.........cccevevvevvevieiecieeeeei
7.4 Main issues for diSCUSSION........cc.ceriireireiriecniecseseeens
7.5 Practical tasks.........ccvvviriiiniiinircee e
7.6 Tasks for testing knowledge ........ccccvovvvvvvieiincrccsecc e
7.7 Control QUESTIONS ....ccuvevveecrciccese e
LiSt OF FEFEIENCES. ...vivivieicie s



