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OF FUTURE MARKETERS IN THE PROCESS
OF VOCATIONAL TRAINING

The article emphasizes that in the implementation of marketing communications specialists perform the
following functions: informative, persuasive, reminding, forming the image of the enterprise and the product,
encouraging, interactive, research. Solving such a wide range of professional tasks and the implementation of
these functions requires the marketer not only to possess a significant amount of knowledge, but, first of all,
communicative skills, skills and professional competencies that largely determine the effectiveness of his/her
professional activities.

According to the content, objectives and features of professional activity of marketing specialist, the concept
of “important professional competencies” has been clarified; the essence of formation process of important
professional competencies of future marketers has been pointed out in this article. The article demonstrates that
forming important professional competencies involves the establishment of certain pedagogical conditions in
educational environment of higher school.

One of the conditions is to develop and use a professional communication training course, which ensures
the development of important professional competencies and the implementation of integrative content in the
training of marketing professionals. In the context of this research, the author gave an example of developed
training course is a system of conceptually, thematically and structurally related activities, in which methods of
active learning (exercises, business and role games, modeling of professional content situations, etc.) are used
in order to form students' skills and skills communication, the use of integrative content learned by students and
the development of important professional competencies of a future marketing specialist. The theoretical and
methodological results of the research can be used in the process of professional training of future specialists in
economic specialties, in optional work with students, in the improvement of qualifications of scientific and

course, job profile diagram, vocational activity.

pedagogical staff of higher educational institutions of the economic branch.
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The statement. During the period of the social
v and economic system transformation, Ukraine
requires well-qualified economists, capable to
operate efficiently in modern economic environment. The
integration into the global economic system causes changes
in qualification requirements for a modern marketer; in
particular, it is an ability to communicate quickly and
effectively in vocational activity; to be a team player; to
communicate with representatives of other professional
groups, with experts and specialists from other kinds of
economic activity, requiring collaboration on common goals.
In this regard, the problem of competitive experts
training in marketing sector, who not only possess the
necessary economic qualifications, but who are able to grasp
and respond flexibly to common professional concerns and
have developed professional important qualities, necessary
to succeed, is the pervasive. This makes it important to
develop modern approaches to structuring the process of
future marketers’ vocational education, based on recognition
of the need for professional interaction, where the following
categories «communication», «collaboration», «mutual
understanding» are given higher priority.

The purpose of the article: is to clarify the concept of
“important professional competencies”, to define the essence
of formation process of important professional competencies
of future marketers. In the context of this research, to give an
example of developed training course aimed to form
important professional competencies of a future marketing
specialist.

The statement of basic materials. Forming important
professional competencies is a complex and lengthy process,
A. Karpov defines them as a functional combination of
specific important professional competencies, when they
have shown themselves in interrupt mode. In that way,
«there is certain functional setting of mental functions at
achieving the goals in the process of building the psycho-
logical system of activities» [2, p.26].

A. Karpov has allocated two categories of important
professional competencies:

— The competencies, characterized by direct association
with the characteristics of professional activities. These are
referred to as «leading professional competenciesy.

— The competencies, which have the highest number of
intrasystemic links with the other features, i.e. are placed at
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the center of the whole system of qualities and characterized
by the biggest structural weigh. These are referred to as
«basic professional competencies». The basic professional
competencies provide the basis for subsystems of important
professional competencies as a whole. All the other qualities
of a subject, necessary for the operation or (and) its basic
actions, functions, are joined together and structured around
them and on their basis. The same important professional
quality in different cases can be either leading or basic one.

Systemic description of important professional compe-
tencies for a concrete specialty can find out only in specific
applied research. Existing modern job profile diagrams
present important professional competencies, belonging to
the categories for a certain activity, indicate the necessary
and inappropriate qualities for a specialist. Therefore,
important professional competencies are complex and
internal systemic formation that determines the success of
mastering and carrying out professional (vocational) activity.

The profession of a marketer has particular character,
because it involved a number of jobs: a marketing
consultant, an economic adviser; an industrial business
manager, an industrial business manager; a manager of sales;
a chief general manager; an advertising representative; a
courtier; an advertising manager, a staff manager, a public
relations manager; a teacher and others.

Job profile diagram as a general characteristic of a
profession and requirements to be met by a specialist, makes it
possible to highlight the following personal qualities (abilities,
personal traits, interests and inclinations), which contributes to
successful performing the professional activity.

A. Romanova [330] examines the content of the concept
of «job profile diagram» as a general characteristic of a
profession and requirements to be met by a specialist, this
makes it possible to set the following kinds of vocational
activity of economic experts: 1) interactions with others in
organizations with a view to achieving the professional goals
and economic success; 2) performance of institutional
responsibilities, subordination to the supervisory authority;
3) conducting market research to determine demand and
supply; 4) management planning, finding and using
necessary funds and resources to achieve the main goals of
the organization; 5) communication in the process of
establishment and development of collaboration between
personnel or other organizations; 6) formulation of a
business plan and monitoring its implementation;
7) organizing business meetings and negotiations with
customers, presentations.

A. Kulish, A. Romanova highlight the following profes-
sional qualities, providing the success in the process of
vocational activity: the organizational and communicative
skills, the ability to self-control, to influence other people, to
form effective working groups, to manage conflict
(complex) situations, a high level of conceptual thinking.

Job profile diagram includes the skills of future marketer,
ensuring the success of professional activity performing:
analytical skills (an ability to obtain and analyze the
necessary information, to estimate, compare and assimilate
it), a high level of conceptual thinking; an ability to self-
control; the development of organizational skills, including

personal leadership, determination, creative approach; the
development of communicative skills, namely: an ability to
make contact with people, the development of skills for
verbal and nonverbal communication, professional compe-
tence, etc. [316]. Furthermore, the job profile diagram lists
the personal traits of future marketer: criticality; self-
exactingness; responsibility (an ability to take responsibility
for personal activity); flexibility (an ability to respond
flexibly to changes in situations); an ability to schedule the
organizational activity, the tendency towards order, produ-
cibility, formal accuracy; the development of intuition;
erudition, masculinity; self-confidence and confidence in
decisions, operability, intention to constantly personal
growth.

Modern marketing activity is acquiring new forms and
kinds, accordingly, a set of marketer’s professional skills has
to be changed, and, hence, the content of his/her job profile
diagram has to be refined and developed.

According to educational and vocational programmes for
baccalaureate 0305 «Economy and business» with specialty
6.030507 "Marketing", an expert must master the following
knowledge and skills in the subject area:

—to know the principles, the most important strategic
objectives and priorities of modern marketing;

—to develop current and long-term plans of marketing
activity;

—to apply data collection and screening of marketing
information;

—to organize and work improving the management
structure of marketing activity;

—to carry out the marketing
consumer behavior;

—to carry out the diagnostics of marketplace and
operation of the enterprise;

—to provide the establishment and maintenance of
business partnership with market participants;

—to apply a number of methods and models for data
processing;

—to develop propositions regarding the formation and
improvement of product, competition characteristics and
other factors in order to consider to the utmost degree the
satisfaction of customers' needs;

—to apply professional-profiled knowledge and practical
skills on fundamental disciplines in the processes of
marketing enterprise management;

—to identify and analyze the key features of marketing
systems at various levels, as well as a spectrum of behavior
of their subjects;

—to use knowledge and skills in order to carry out
qualitative and quantitative tasks;

—to apply the computer software and information
technologies in marketing activity;

—to wuse digital information and communication
technologies, as well as software products to ensure proper
implementation of the marketing activity and practical
applications of marketing tools;

—to use the applied analysis methods of marketing
processes, to follow the modern approaches of systemic
scientific analysis;

researches regarding
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—to adopt innovative approaches to carry out marketing
activity of market subject, to adapt with flexibility and
innovation to changes of marketing environment;

— the skills of writing and oral presentation for results of
own work, scientific and practical material;

—to collect and analyze the necessary information, to
calculate economic and marketing rates, to substantiate
management decisions on the basis of necessary analytical
and methodology toolbox;

—to apply valid methods for analysis and forecasting
enterprises and organizations development;

—to create, plan and carry out marketing communi-
cations;

—to calculate economic results of enterprise, institution
and organization;

—to use mathematical methods in modeling the economic
system;

—to prepare the marketing plan of enterprise, institution
and organization operation.

To develop important professional competencies of
future marketers, we propose the design of auteur
professional-communicative training course. Specially
selected exercises, situations with vocational content, games,
providing transition of external motivation in intrinsic
motives, belief, and actions have been used in the training.
The training course is aimed at forming of important
professional competencies of future marketers: volitional
powers (liability, initiative, decisiveness, self-reliance,
persistence, and attention), communicative tolerance,
empathy, communicative and managerial skills, self-
direction and communicative control.

The key procedures of the training course are the
identification and evaluation of problem situations, modeling
of similar situations and practice of desired behavior
(method of behavioral therapy, its utilization is effective
when the members of a group should master or strengthen
behavior forms); coaching (a teacher suggests, hints or
recommends something) and reinforcement (the positive
assessment by supervisor or other members of the group is a
factor of reinforcement, which stimulates and increases the
probability of necessary action).

With a view to increasing the participation of students in
the training courses, the optimization of the interplay in the
training groups, the development of personal and
communicative skills there is a need to comply with the
following principles: activity of each participant; reasoned,
personalized and vivid feedback; informative, open and
trusting communication, based on humanism and
agreeableness as a guarantee of keeping content of commu-
nication in a separate group; research approach (the
participants find out important training problems and
patterns on their own, they identify own personal resources);
behavior objectivization (the participants are aware of
destructive behavioral patterns in the process of game forms
of team work and they are beginning to act based on
informed choice of constructive communicative strategies);
partnerships (forming the skills to understand a partner,
his/her feelings and personality traits).

To carry out the training courses, the certain practical
classes should be presented the training goal, tasks, the list
and sequence of exercises should be clearly defined. The
training course as an educational technology involves a
certain stage-by-stage approach:

1. The formulation of training goals provides the targeted
presentation of material, included in the curriculum for the
course or session. These goals are based on developed
objectives in the process of determining requirements in the
teaching, but they are more specific regarding the needs of
the target audience. According to these goals the exercises
are selected (primary and auxiliary), their sequence, in
particular, increasing complexity. The important principle of
training technologies is a progressive motion in forming
knowledge and skills from simple (elementary) to complex,
which in turn would be also reflected in methods of training.
The first stage includes group methods, such as group
projects, role play, case studies, and simulations, focused on
forming concrete communicative skills. The last stage
includes the training games, based on deep self-reflection
and focused on the development of communicative
competence.

2. Determining the quantity and character of «stages»,
their focus regarding training content. The number of
«stages» is determined on the basis of diagnostic «stages»,
enabling appropriate adjustments of forms and methods of
the training technology, taking into account the principle
«from simple to difficult» (from gaining self-confidence in
verbal interaction to «training» of business cooperation).

3. Defining the rational way to transfer training
information at every «stage» of advance. In this case, a high
level of student’s activity is expected in the training process,
regardless of the type and method of training at a particular
moment, for example, during a mini-lecture, a game, a
practice drill and so on.

4. Selection of feedback methods. This stage is
considered as a «didactic password» to go to the next
«stage». The training course includes reflection and
debriefing, as most appropriate and effective ways of
feedback.

5. Formation of control system, based on comparison of
real results with a standard. Strengthening self-control is
expected to be taken place, as well as teacher’s control on
the basis of feedback with students.

Training activity is carried out through some training
methods and approaches applying, enabling not only to keep
attention and workability of the group but also reflect real
life situations. The most popular, using in the training
classes are mini-lecture, role game, case study (problem
situations),  brainstorming,  discussion.  Consequently,
selecting the training approach, it should be taken into
account the knowledge level of students on concrete theme;
which training means can reinforce the material; group size
(interactive forms are more effective in smaller groups); time
and space resources.

These components support the implementation of the
curricula, the development of professional skills and
competencies, form the system of their motivation to
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education, set out the interconnections and activate
experience. In this regard, it is also necessary to take into
account the peculiarities of training styles of concrete
audience, the implementation of professionally oriented and
practical information to ensure the success of the training
activity. These factors affect the creation of an environment
of harmony and cooperation, good mood and positive
atmosphere. The training tasks of various types, used in
educational process on training technology, encourage the
students to change their educational trajectory.

The proposed professional-communicative training
course: 1) presentation (to set and explain goals, content, to
provide examples); 2) demonstrations of situations (by
means of video or role game with "how-to-do" action tips for
students); 3) practice (to provide an opportunity to carry out
necessary activity and do exercises independently);
4) feedback (a quantitative analysis of implementation);
5) small group discussions (constructive exchange of views);
6) planning of further actions (forecasting of benefits
regarding gained practical skills).

The training course consists of three themes. The total
duration is 30 hours. We have created 12 groups (10-14 stu-
dents in each group). The classes have been carried out with
students which were included in pilot group once a week
during the academic year in the process of educational out-
of-class activities.

There are some examples of some thematic activities,
carried out during training courses:

Themel. «My profession is a marketer» (4 hours).

Content: 1. The characteristics of the profession. 2. The
requirements of the profession to a personality. 3. Commu-
nicative skills of marketer (empathy, knowledge, abilities,
skills and ways to implement communication and
interaction, an ability to make psychological contact, to
overcome communicative barriers, tolerance, verbal
activity). 4. Doing training exercises. Role playing of
situations regarding professional activity: business game
«Speech of marketer is a success in a professional activity»,
business game «To learn business communication», role
game «Means of professional development: professional
reflection, analysis and self-analysis, professional intuition».

Tasks for independent work. 1. Draw up the glossary,
reflecting the essence of professional communication in
marketer’s activity. 2. Test «Tree». Demonstrate the level of
preparedness for future professional activity by drawing a
tree. Comment the assignment. 3. To create a map of
motives to choose a profession of marketer, including
presentations and general discussions. 4. To prepare micro-
performance: «Me and my future profession». 5. To create a
diary of self-cognition and self-development, where the
students will be able to write down their own observations
every day (What | could do for strengthen my own
competencies? What competencies should | improve? Where
the gap of knowledge is? Where and when can | obtain
them? What resources | need to do this?).

Conclusions. The analysis of educational standard of
higher education on specialty 075 «Marketing» for the first
(bachelor) level of higher education [4], relevant syllabuses

indicate that there are certain possibilities to develop skills
and abilities in the sphere of professional communication in
the process of vocational training of future marketers, that
have not been fully exploited within traditional training
practice in higher educational establishments. It was
imperative to develop and active dissemination of results of
relevant research and experience in this direction and to
investigate the possible improvements to the quality of
vocational training of future marketer. The theoretical and
methodological results of the research can be used in the
process of professional training of future specialists in
economic specialties, in optional work with students, in the
improvement of qualifications of scientific and pedagogical
staff of higher educational institutions of the economic
branch.
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Ykpaina, m. Xapxie
®OPMYBAHHSI BAXK/IMBOI NPO®ECIHHOI KOMIIETEHTHOCTI MAMBYTHBOTI'O
MAPKETOJIOT'A B TIPOLIECI TPO®ECIHHOI'O HABYAHHSI.

Y cmammi eusnaueno, wjo npu 30ilicHeHHI MapKemMUH208UX KOMYHIKayiu ¢haxieyi UKOHYIOMb HACMYNHI (DYHKYIL:
iH(hopmamueny, nepeKoHy8aIbHy, HA2AOYBANLHY, (QOPMYSaAHHSA IMIONCY NIONPUEMCBA MA MOBAPY, 3A0XOYYEAIbHY,
inmepakmueHy, OOCHIOHUYbKY. Bupiwennsa makoeo wupoxozo cnekmpy npogecilinux 3a80aHb ma peanizayis nepeniyeHux
@yHKYI npu 301lICHEHHI MAPKeMUH208UX KOMYHIKAYIU 8UMA2Ae 6i0 MAPKemonoea He MilbKu B0N00IHHA 3HAYHUM 00CA20M
3HAMb, A, 6 Nepuly 4epey, KOMYHIKAMUGHUX YMIHb, HABUYOK [ NPOQeCilino 8adCIUBUX AKOCMEl, SIKI CKIa0aiomb OCHOBY
KyIbmypu Npoghecilinozo CRUIKY8AHHS | 3HAYHOK MIPOK BUSHAYAIOMb eheKmUSHICMmb 1020 Npogheciinoi OiTbHOCMI.
Bpaxoeyrouu smicm i ocobnusocmi npoghecitinoi distoHocmi Mapkemonoz2a 0y10 YMOUHeHO NOHAMMS «POQeciiHo 8aNCIUBL
AKOCMi», GU3HAYEHA Cymb npoyecy Gopmysanus Npoghecilino 8adciueux sxKocmeli ManuOymuvo2o0 mapkemonoza. bByno
006e0eH0, wWo GopmysanHs NpPo@eciine aXdCIUSUX SKOCMel nepeddayae CMEOPeHHs NeGHUX Neda20SiuHUX YMO8 8
ocgimHvomy npoyeci 3akiady suwgoi ocgimu. OOHA 3 MAKUX YMOB-PO3POOKA | BUKOPUCTAHHI NPOQDeCiliHO-KOMYHIKAMUBHO2O
mpeHiney, sAKuil 3a0e3neuye po3eUMOK NPOPECiiHO BaNCIUBUX AKOCMEN MA 3ACMOCYBAHHS [HMEZPAMUBHO20 3MICMY Y
npoghecivinii niocomosyi gaxisyie 3 mapkemuney. Y Konmexcmi cmammi agmopKka Hagenda npuxiao po3pooKu mpeHinzy, uo
A61A€ 00010 cucmemy KOHYENMYAabHO, MEeMAMUYHO U CIMPYKMYPHO MO8 A3AHUX 3AHAMb, NIO YaC AKUX 3ACMOCO8YIOMbCS
Memoou aKmueHO20 HAGYAHHS (6Npasu, Oil06i ma poivosi iepu, MOOENO8AHHS CUmyayiti npogecitinozo smicmy mowjo), 3
Memow (opmMy8aHHA Yy CMYyOeHmi8 YMiHb [ HABUYOK NpOQeciliHoco CRiKY8AHHS, SUKOPUCHAHHS 30AC80EHO20 CIMYOEHmMamu
iHmMe2pamueHo20 3MiCmy ma po3UmKY HpOQeciiino 8axicIUGUX sIKOCcmel Maubymnbo2o gaxisys 3 mapkemunzy. Teopemuuni
ma MemooOuyHi pe3yrbmamu O0CAIOHNCeHHs MOXCYMb OYMU GUKOPUCMAHI 8 npoyeci npoghecilinoi nio2omoeku mMatOoymHix
Qaxieyie eKOHOMIYHUX cneyianbHOoCmel, V (akyiemamuguiu pobomi 3i cmyoeHmamu, y niosuujerHi Keanigiayii HayKogo-
neodazo2iuHux Kaopie 8UWUX 3aK1A0I8 OCEIMU eKOHOMIUHOT 2anY3i.

Knrwouogi cnoea: suwuil naguanvbHull 3aK1a0, MauOymuil Mapkemonoz, 6axciugi npogeciuni xomnemenyii, mpemiue,
npoghecioepama, npogecitina OisiibHiCMb.




