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. 1. letnik
St. Obvezne uéne enote KT
1. Mednarodna poslovna ekonomija 9
2. Upravljanje podjetij z informacijskimi tehnologijami 9
3. Inovativni poslovni procesi, odnosi in modeli 9
4. MenedZment v prodaji in marketingu 9
5. Raziskave trga 9
6. Psihologija prodaje 6
7. Ekonomski, okoljski in druZbeni trajnostni razvoj in glokalizacija 9
2. letnik
Obvezne ucne enote
1. Razvoj izdelkov in blagovnih znamk 6
2. Integrirano marketinsko komuniciranje 6
3. Integrativni projekt 6
Vse smeri — Izbirne ucne enote
1. Izbirni predmet 1* 6
2. Izbirni predmet 2* 6
3. Izbirni predmet 3* 6
Vse smeri
1. Magistrska naloga 24
Skupaj KT 120

Legenda: KT — kreditne tocke po dolocilih ECTS

*Izbirne predmete student izbere iz skupnega nabora predmetov v magistrskih Studijskih programih druge
stopnje, pri Cemer izbere tiste izbirne predmete, ki niso hkrati tudi obvezni predmeti programa.



UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Mednarodna poslovna ekonomija

International Business Economics

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski
program / 1. /
MARKETING IN PRODAJA
Master programme - 2 nd cycle
/ 1st /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni/Compulsory
Univerzitetna koda predmeta / University course code: MPE
Predavanja Seminar Vaje Klinicne vaje Druge oblike Samost. delo ccrs
Lectures Seminar Tutorial work Studija Individ. work
20 24 0 0 0 189 9

Nosilec predmeta / Lecturer:

prof. dr. Vito Bobek

Jeziki / Predavanja / Lectures:

Languages:
Vaje / Tutorial:

Pogoji za vkljucitev v delo oz. za opravljanje

Studijskih obveznosti:

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,
Croatian

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,
Croatian

Prerequisits:

Znanje, predvideno v ucnih nacrtih prvostopenjskih
bolonjskih programov poslovnih ali tehni¢nih ved.

Knowledge foreseen in the course syllabi of first-
cycle programmes in business and technical
sciences.

Vsebina:

Content (Syllabus outline):




1. Tekoce in predvidene strukturne spremembe 1. Current and foreseen structural changes in the
mednarodnega poslovnega okolja international business environment
2. lzzivi in priloZnosti globalizacije 2. Challenges and opportunities of globalisation
3. Teorije internacionalizacije (tujih neposrednih 3. Internationalisation theories (foreign direct
investicij, transnacionalnih podjetij...) investments, transnational corporations, etc.)
4. Internacionalizacija poslovanja in 4. Internationalisation of operations and
konkurencénost competitiveness
5. Organizacija transnacionalnih podjetij 5. Organisation of transnational corporations
6. Kako se odzivati na globalizacijo? 6. How to respond to globalisation?
7. Posebnosti poslovanja v Evropski Uniji 7. Specifics of doing business in the European
8. Medkulturno poslovanje Union
8. Intercultural business

Temeljni literatura in viri / Readings:

e Begg, |. et al. (2008). Is Social Europe Fit for Globalisation? European Commission.

e Bhattacharya, A.(2018). Globationation isn’t declining — it is transforming. Available at:
https://www.ted.com/talks/arindam_bhattacharya_globalization_isn_t_declining_it_s_transformin
g

e Bobek, V. (2023). Prosojnice s predavanj (ppt). Maribor: Doba Fakulteta.

e European Commission (2007). Global Europe - A strongerpartnership to deliver market access for
European exports.

e Introduction to International Business (2022) (interno gradivo). str. 1-35

e (O’Sullivan (2020). The end of globaization (and the beginning of something new) Available at:
https://www.ted.com/talks/mike_o_sullivan_the_end_of_globalization_and_the_beginning_of_so
mething_new.

e Peng, M.W. (2011). Global Business (2nd edition). Mason, USA: South-Western Cengage Learning.
Chapter 1, str. 2-84.

Cilji in kompetence:

Objectives and competences:

Studentje bodo pridobili pri predmetu naslednje
splosne in predmetno-specificne kompetence:

- sposobnost razumevanja in metodoloskega
analiziranja spreminjajocega se globalnega
poslovnega okolja,

- sposobnost prognoziranja bodocih tendenc in
odzivanja nanje z razli¢nimi nacini
mednarodnega poslovanja,

- sposobnost ustvarjalnega oblikovanja nacinov
vstopanja na tuje trge,

- sposobnost sedanjega in bodocega
pozicioniranja svojega podjetja/ustanove v
globalnem okolju,

- z obvladovanjem sodobnih teorij mednarodnega
poslovanja poiskati svojemu podjetju
najprimernejse nacine mednarodnega
poslovanja v pogojih globalizacije,

During the course, students develop the following
general and subject-specific competencies:

- The ability to understand and methodically
analyse the changing global business environment

- The ability to forecast future trends and respond
to them utilising various ways of international
business management

- The ability to creatively shape ways of entering
foreign markets

- The ability of current and future positioning of
their company/organisation in the global
environment

- The mastery of contemporary theories of
international business management, which results
in the ability to find the most appropriate ways of
international business management for the
company under conditions of globalisation



https://www.ted.com/talks/arindam_bhattacharya_globalization_isn_t_declining_it_s_transforming
https://www.ted.com/talks/arindam_bhattacharya_globalization_isn_t_declining_it_s_transforming
https://www.ted.com/talks/mike_o_sullivan_the_end_of_globalization_and_the_beginning_of_something_new
https://www.ted.com/talks/mike_o_sullivan_the_end_of_globalization_and_the_beginning_of_something_new

- obvladati interdisciplinarna znanja potrebna za
pospeseno internacionalizacijo dejavnosti v
pogojih medkulturnih razlik,

- obvladanje upravljalsko voditeljskih sposobnosti
za nacrtovanje, spreminjanje in izvajanje
organizacijskih sprememb, ki jih izziva globalno
okolje,

- oblikovanje globalne miselnosti,

- znhanja za uspesen nastop na notranjem trgu EU,

- spoznavanje programov EU namenjene
podjetjem,

- spoznavanje evropskega podpornega okolja za
mala in srednja podjetja

- sposobnost analize gospodarske krize na
mednarodno poslovanje.

- The mastery of interdisciplinary knowledge that is
needed for a facilitated internationalisation of
activity under conditions of intercultural
differences

- The mastery of management and executive
abilities for planning, changing, and implementing
organisational changes that are triggered by the
global environment

- The shaping of a global mentality

- Knowledge that is required for a successful
presence in the EU internal market

- Knowledge of EU programmes for enterprises

- Familiarisation with the European support
environment for small and medium-sized
enterprises

- The ability to analyse the effects of the economic
crisis on international business management

Predvideni Studijski rezultati:

Intended learning outcomes:

Znanje in razumevanje:
Student/-ka bo:

- razumel-a in bil-a usposobljen-a za tekoce
odzivanje na globalno okolje

- kompetenten-na na podrocju
internacionalizacijskega poslovanja

- obvladal-a razli¢ne oblike mednarodnega
investicijskega in pogodbenega nastopanja

- spoznal-a mednarodno gospodarsko okolje in
poslovanje podjetij

- razumel-a principe mednarodne ekonomije in
oblikovanje strategij

- sposoben-na razumevanja poslovanja modernih
transnacionalnih podjetij

- obvladal-a temeljne medkulturne razlike in bil-a
sposoben-na odzivati se nanje

- obvladal-a specifiko poslovanja na enotnem trgu
EU

- sposoben-na kriticne analize ekonomske politike
EU

- sposoben analize gospodarskih gibanj na
mednarodno poslovanje

Knowledge and understanding:
The student will:

- Understand and be qualified to continuously react
to the global environment

- Develop competencies from the field of
international operations

- Master different forms of international investment
and contractual actions

- Learn about the international economic
environment and company operations

- Understand the principles of international
economics and the shaping of strategies

- Be able to understand the operation of modern
transnational corporations

- Master the basic intercultural differences and be
able to react to them

- Master the specifics of operations in the unified EU
market

- Be able to critically analyse EU economic policies

- Be able to analyse the effects of economic trends
on international business management




- usvojil-a znanja za iskanje in uporabo informacij
po podjetij, dezelah in tehnologijah

Metode poucevanja in u€enja:

- Adopt the knowledge that is required to search for
and use information according to companies,
countries, and technologies

Learning and teaching methods:

Frontalno delo: predavanja z aktivno udelezbo
Studentov (razlaga, diskusija, reSevanje primerov)

Sodelovalno skupinsko delo: seminarske vaje
(projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop,
pisni izdelki)

Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (naloge, forum, klepetalnica,
Studij gradiva)

Sodelovanje gostujocega predavatelja

Drugo: Studij primerovOpredeljene metode
poucevanja in u€enja so pri Studiju na daljavo
ustrezno podprte s sodobnimi informacijsko-
komunikacijskimi orodji in dopolnjene z
ucinkovitimi pristopi poucevanja in ucenja v
virtualnem u¢nem okolju.

Frontal instruction: lectures with active
participation of students (explanations, discussions,
case study)

Collaborative group work: tutorial work (project
work, team work)

Individual work: individual activities (coursework,
study of literature and resources, development and
research work, reflections, self-evaluation, public
speaking, written assighments)

Study in the virtual environment: collaborative and
individual activities (tasks, forums, chat room,
literature study);

Visiting lecturer

Other: The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within the virtual learning environment.

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Nacin (pisni izpit, ustno izprasevanje,
naloge, projekt):

Sprotno preverjanje in ocenjevanje znanja

e krajsi pisni izdelki
o daljsi pisni izdelki
¢ online test

Koncéno preverjanje in ocenjevanje znanja

pisni izpit
daljsi pisni izdelek

45
25
30

75
25

Type (examination, oral, coursework,
project):

Continuous knowledge assessment

e Shorter individual assignments
o Complex written assignments

e Online test

Final knowledge assessment

e Written exam
Complex written assignment




Reference nosilca / Lecturer's references:

GIEGERL, David, BOBEK, Vito, HORVAT, Tatjana. Qualitative outlook on Austrian companies' revenue
on the markets of "Next Eleven". FAIMA Business & Management Journal. sep. 2021, vol. 9, no. 3,
str. 15-27, ilustr. ISSN 2344-4088. [COBISS.SI-ID 78991107]

GORDEEV, Vadim, BOBEK, Vito, HORVAT, Tatjana. How can the development of special economic
zones stimulate private investments - the case of the "Lipetsk" in Russia. The USV Annals of
Economics and Public Administration. 2021, vol. 21, iss. 1 (33), str. 50-71. ISSN 2344-

3847. http://www.annals.seap.usv.ro/index.php/annals/article/view/1294/1049. [COBISS.SI-

ID 79176963]

HINTRINGER, Tina Maria, BOBEK, Vito, MILOST, Franko, HORVAT, Tatjana. Innovation as a
determinant of growth in outperforming emerging markets : an analysis of South

Korea. Sustainability. 2021, vol. 13, issue 18, str. 1-22, ilustr. ISSN 2071-

1050. https://www.mdpi.com/2071-1050/13/18/10241, DOI: 10.3390/su131810241. [COBISS.SI-
ID 77213187]

HORVAT, Tatjana, BENDIX, Hendrik, BOBEK, Vito, SKOKO, Hazbo. Impacts of investments in
infrastructure projects on emering markets’ growth : the case of East African countries. Ekonomska
istraZivanja. 2021, vol. 34, no. 1, str. 2135-2161. ISSN 1331-

677X. https://www.tandfonline.com/doi/full/10.1080/1331677X.2020.1860799,

DOI: 10.1080/1331677X.2020.1860799. [COBISS.SI-ID 45203971]

HORVAT, Tatjana, MAYRLEITNER, Philipp, KOREZ-VIDE, Romana, BOBEK, Vito. Culture, corruption
and economic development : the case of emerging economies. Acta oeconomica. [Online ed.].
2021, vol. 71, issue 1, str. 99-116, ilustr. ISSN 1588-

2659. https://akjournals.com/view/journals/032/71/1/article-p99.xml,

DOI: 10.1556/032.2021.00005. [COBISS.SI-ID 58696963]

HORVAT, Tatjana, SART, Veronika, JUSTINEK, Gorazd, BOBEK, Vito. Analysis of the financing of local
communities in Slovenia in times of economic downturn and crises. Lex localis : revija za lokalno
samoupravo. [Tiskana izd.]. 2021, vol. 19, no. 3, str. 751-780, ilustr. ISSN 1581-5374.

DOI: 10.4335/19.3.751-780(2021). [COBISS.SI-ID 73190915]

HORVAT, Tatjana, TRAVNER, Urska, SKOKO, Hazbo, BOBEK, Vito. The influence of profit, revenues
and debt on audit prices in large companies : insights from Slovenia. Ekonomska istraZivanja. 2021,
vol., no., str. 1-21, ilustr. ISSN 1848-

9664. https://www.tandfonline.com/doi/full/10.1080/1331677X.2021.1934057,

DOI: 10.1080/1331677X.2021.1934057. [COBISS.SI-ID 71249923]

HORVAT, Tatjana, VIDMAR, Marijanca, JUSTINEK, Gorazd, BOBEK, Vito. Legislative, organisational,
and economic factors of debt level of municipalities in Slovenia. Lex localis : revija za lokalno
samoupravo. [Tiskana izd.]. Oct. 2020, vol. 18, no. 4, str. 1067-1093, ilustr. ISSN 1581-5374.

DOI: 10.4335/18.3.1067-1093(2020). [COBISS.SI-ID 36331267]

KOMANI, Lindita, BOBEK, Vito, HORVAT, Tatjana. What can the EU learn from the USA in the field of
innovation?. Journal of economics and management sciences. 2021, vol. 4, issue 1, str. 29-49. ISSN
2576-3016. https://j.ideasspread.org/index.php/jems/article/view/819,

DOI: 10.30560/jems.v4n1p29. [COBISS.SI-ID 58885635]

KOMANI, Lindita, BOBEK, Vito. What can be learned from Israel by the European Union in the field
of innovation?. International journal of diplomacy and economy. 2020, vol. 6, no. 1, str. 51-66. ISSN
2049-0887. DOI: 10.1504/1JDIPE.2020.10031851. [COBISS.SI-ID 27136515]
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MAJCEN, Natasa, BOBEK, Vito, HORVAT, Tatjana. The implementation of structural reforms in
Slovenia and readiness to the new economic and financial crisis. The USV annals of economics and
public administration. 2020, vol. 20, iss. 1 (31), str. 26-40. ISSN 2285-

3332. http://www.annals.seap.usv.ro/index.php/annals/article/view/1232. [COBISS.SI-

ID 26947587]

MORITZ, Jellenz, BOBEK, Vito, HORVAT, Tatjana. Impact of education on sustainable economic
development in emerging markets - the case of Namibia’s tertiary education system and its
economy. Sustainability. 2020, vol. 12, issue 21, str. 1-25, ilustr. ISSN 2071-

1050. https://www.mdpi.com/2071-1050/12/21/8814, DOI: 10.3390/su12218814. [COBISS.SI-
ID 34108419]

SCHRODER, Lisa-Marie, BOBEK, Vito, HORVAT, Tatjana. Determinants of success of businesses of
female entrepreneurs in Taiwan. Sustainability. 2021, vol. 13, issue 9, str. 1-23, ilustr. ISSN 2071-
1050. https://www.mdpi.com/2071-1050/13/9/4842, DOI: 10.3390/su13094842. [COBISS.SI-

ID 62234883]

SITTLER, Inken Carina, BOBEK, Vito, KOREZ-VIDE, Romana, JUSTINEK, Gorazd, HORVAT, Tatjana.
Political consumerism in emerging markets : the case of Argentina. International journal of
globalisation and small business. 2020, vol. 11, no. 3, str. 303-323. ISSN 1479-

3059. https://www.inderscience.com/info/ingeneral/forthcoming.php?jcode=ijgsb,

DOI: 10.1504/1)GSB.2020.10031686. [COBISS.SI-ID 26823683]

VUCKOVIC, Mladen, BOBEK, Vito, MACEK, Anita, SKOKO, Hazbo, HORVAT, Tatjana. Business
environment and foreign direct investments : the case of selected European emerging
economies. Ekonomska istraZivanja. 2020, vol. 33, no. 1, str. 243-266. ISSN 1331-677X.

DOI: /10.1080/1331677X.2019.1710228. [COBISS.SI-ID 13601308]

WANG, Lin, BOBEK, Vito, MACEK, Anita, HORVAT, Tatjana. Potential impact of 'belt and road'
initiative on trade of Euro-Mediterranean countries with China. International journal of diplomacy
and economy. 2021, vol. 7, no. 1, str. 33-57. ISSN 2049-0887. DOI: 10.1504/1JDIPE.2021.114825.
[COBISS.SI-ID 73096451]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 22. 6. 2022
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

EKONOMSKI, OKOLJSKI IN DRUZBENI TRAJNOSTNI RAZVOJ IN GLOKALIZACIJA

ECONOMIC, ENVIRONMENTAL AND SOCIAL ASPECTS OF SUSTAINABLE

DEVELOPMENT AND GLOCALISATION

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski studijski / 1. /
program
MARKETING IN PRODAIJA
Master programme - 2 nd cycle / 1st /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: EODTRG
Predavanja Seminar Vaje Klini¢ne vaje Druge oblike Samost. delo cCrs
Lectures Seminar Tutorial work Studija Individ. work
20 24 0 0 0 189 9

Nosilec predmeta / Lecturer: prof. dr. Anita Macek

Jeziki /

Croatian
Languages:

Predavanja / Lectures: | Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Vaje / Tutorial: | Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Croatian

Pogoji za vkljuditev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisites:




Znanje predvideno v ucnih nacrtih na dodiplomskih
Studijskih programih z vidika interdisciplinarnega
povezovanje ekonomskih, poslovnih, tehni¢nih in
naravoslovnih ved.

Knowledge that is foreseen in course syllabi of
undergraduate study programmes from the
viewpoint of interdisciplinary connections between
economic, business, technical and natural sciences.

Vsebina:

Content (Syllabus outline):

Kaksno vlogo imajo pametna mesta v kontekstu
trajnostnega razvoja, kroZznega gospodarstva in
glokalizacije? Odgovore na to vprasanje boste
odkrivali v enem od temeljnih predmetov prvega
letnika. Ugotovili boste, da so lahko pametna
mesta presecis¢e ekonomskega, okoljskega in
druzbenega trajnostnega razvoja. Kriticno boste
razmisljali, kako sploh opredeljujemo trajnostni
razvoj ter kak$no vlogo imajo podjetja, nevladne
organizacije in drugi delezniki pri trajnostnem
razvoju. Spoznali boste tehnologije in primere
matemati¢nih modelov, ki prispevajo k
vzpostavitvi glokalnega ravnovesja.

¢ Okoljska ekonomika in politika

¢ Opredelitev trajnostnega razvoja

¢ Zelena ekonomija

¢ Ekonomski instrumenti za spodbujanje varovanja
naravnega okolja

¢ Pomembnost fizike v lu¢i merjenja in razumevanja
okoljskih problemov ter razvoja trajnostnih
tehnologij

¢ Evolucijska teorija iger kot orodje za preucevanje
izzivov na podrocju podnebnih sprememb

¢ VVpliv opravljanja dejavnosti na zdravje ljudi in
naravno okolje

¢ Druzbena odgovornost in trajnostni razvoj

¢ Politi¢ni in gospodarski okviri trajnostnega razvoja
danes in v prihodnosti

* Globalno in lokalno ravnovesje na mikro in makro
nivoju (rast vs pravi¢nost, razprsenost vs
koncentracija)

e Lokalni in globalni vidik urbanega razvoja

* Pametna mesta kot presecisc¢e ekonomskega,
okoljskega in druzbenega trajnostnega razvoja

* Pojem glokalizacije (razvoj in prikaz na regularnih
ter kompleksnih mrezah)

¢ Lokalizacija tehnologij in dobrih praks (trgovanje z
emisijskimi kuponi)

* Vloga podjetij in drugih deleznikov pri
trajnostnem razvoju (prenos znanja in najboljsih
razpoloZljivih tehnik)

¢ KroZno gospodarstvo

What is the role of smart cities in the context of
sustainable development, the circular economy, and
glocalisation? The answers to this question will be
revealed in one of the main courses of the first year.
You will see that smart cities can be the intersection
of economic, environmental, and social sustainable
development. You will develop critical thinking on
how sustainable development is even defined and
on the role of companies, non-governmental
organisations, and other stakeholders in sustainable
development. You will learn about technologies and
examples of mathematical models that contribute to
finding the glocal balance.

¢ Environmental economics and policy

¢ The concept of sustainable development

e Green economy

¢ Economic instruments for facilitating
environmental protection

¢ The importance of physics in light of measuring
and understanding environmental problems and
the development of sustainable technologies

¢ Evolutionary game theory as a tool for studying
challenges in climate change

* The impacts of business activities on human health
and the natural environment

e Social responsibility and sustainable development

¢ Political and economic frameworks of sustainable
development today and in the future

¢ Global and local balance at micro and macro level
(growth vs. fairness, dispersion vs. concentration)

¢ The local and global aspect of urban development

* Smart cities as the intersection of economic,
environmental and social sustainable development

¢ The concept of glocalisation (development and
demonstration in regular and complex networks)

e Localisation of technologies and best practices
(emission allowance trading)

* The role of companies and other stakeholders in
sustainable development (transfer of knowledge
and best available techniques)

¢ Circular economy

¢ The role of non-governmental organisations




¢ Vloga nevladnih organizacij e Strategies of players utilising mathematical models
o Strategije igralcev s primeri matematicnih for establishing glocal balance and future

modelov za vzpostavitev glokalnega ravnovesja challenges

ter izzivi za prihodnost

Temeljni literatura in viri / Readings:

Kasinathan, P., Pugazhendhi, R., Elavarasan, R. M., Ramachandaramurthy, V. K., Ramanathan, V.,
Subramanian, S., Kumar, S., et al. (2022). Realization of Sustainable Development Goals with Disruptive
Technologies by Integrating Industry 5.0, Society 5.0, Smart Cities and Villages. Sustainability, 14(22),
15258. MDPI AG .

Bibri, S.E. (2019). On the sustainability of smart and smarter cities in the era of big data: an interdisciplinary
and transdisciplinary literature review. J Big Data 6, 25 (2019). https://doi.org/10.1186/s40537-019-0182-7

Building Blocks for the Future, (2022). https://paginas.fe.up.pt/~businessinnovation/site/wp-
content/uploads/2022/09/BIN@ Porto-White-Paper.pdf

Gates, B. (2021). How to avoid a climate disaster: The solutions we have and the breakthroughs we need.
Knopf.

Sagan, C., Druyan, A., & Whittingham, J. (Writers). (2014). The World Set Free [Episode 12]. In Cosmos: A
Spacetime Odyssey [TV series]. National Geographic Channel.
https://www.fox.com/watch/9d44adc374642b4559f8a50128d603f5/

Mensah, J. (2019). Sustainable development: Meaning, history, principles, pillars, and implications for
human action: Literature review. Cogent social sciences, 5(1).
(https://www.tandfonline.com/doi/full/10.1080/23311886.2019.1653531)

United Nations. (n.d.). Sustainable Development Goals. Retrieved February 25, 2023, from
https://sdgs.un.org/goals

European Parliament's Committee on Industry, Research and Energy. (2014). Mapping Smart Cities in the
EU. Brussels: Directorate General for internal policies.
(http://www.europarl.europa.eu/RegData/etudes/etudes/join/2014/507480/IPOL-
ITRE_ET(2014)507480_EN.pdf)

Ecocivilisation (2022). Circular Economy,
https://drive.google.com/file/d/1CVIIpVbEEPFciJPMesHLjYvdE9QMg3_V/view
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Cilji in kompetence:

Objectives and competences:

Studenti bodo:

¢ razumeli osnove koncepta okoljske ekonomike in
trajnostnega razvoja

¢ razumeli razli¢ne oblikovalce okoljske politike v
sklopu uporabe ekonomskih instrumentov za
spodbujanje trajnostnega razvoja

¢ razumeli pomembnosti procesa glokalizacije med
razlicnimi delezniki

® sposobni vkljucevanja v lokalne, mednarodne in
globalne okoljske in ekonomske raziskave

* sposobni odloc¢anja z upoStevanjem poznavanja
pomembnosti interdisciplinarnega pogleda na
reSevanje gospodarskih in okoljskih problemov

¢ pridobili osnovno znanje o podnebni dilemi in
evolucijski teoriji iger

¢ pridobili sposobnost uporabe raziskovalnih metod
in postopkov ter razlicnih analiti¢nih in
prognosticnih orodij v funkciji oblikovanja
strategije ekonomskega, druzbenega in
ekoloskega trajnostnega razvoja mest

¢ razumeli globalna gibanja in upostevali pomen
glokalizacije pri razvoju in uvajanju pametnih
tehnologij, produktov in resitev

e pridobili znanje o pomenu in temeljnih elementih
kroZnega in zelenega gospodarstva

¢ razumeli pomen in aktivnosti nevladnih
organizacij na podrocju trajnostnega razvoja

¢ pridobili sposobnost razumevanja in analize
kazalnikov trajnostnega razvoja na mikro (lokalni)
in makro (globalni) ravni

¢ spoznali osnove delovanja pametnih mest

¢ sposobni kriticne refleksije

® sposobni sprejemanja odgovornosti za svoje delo
in odlocitve

Students will:

- understand the basics of the concept of
environmental economics and sustainable
development;

- understand the various environmental policy
makers in the context of the use of economic
instruments to promote sustainable development;

- understand the importance of the glocalization
process between different stakeholders;

- able to engage in local, international and global
environmental and economic research;

- able to make decisions taking into account the
knowledge of the importance of an interdisciplinary
view on solving economic and environmental
problems;

- acquire basic knowledge of climate dilemma and
evolutionary game theory;

- acquire the ability to use research methods and
procedures and various analytical and forecasting
tools in the function of formulating a strategy for
economic, social and ecological sustainable urban
development;

- understand global trends and take into account the
importance of glocalization in the development and
deployment of smart technologies, products and
solutions;

- acquire knowledge of the importance and basic
elements of the circular and green economy;

- understand the importance and activities of non-
governmental organizations in the field of
sustainable development;

- acquire the ability to understand and analyze
indicators of sustainable development at the micro
(local) and macro (global) levels;

- learn the basics of smart cities;
- capable of critical reflection;

- able to take responsibility for their work and
decisions.
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Predvideni Studijski rezultati:

Intended learning outcomes:

Studenti bodo:

e najti informacije o okoljskem stanju mest

e analizirati kakovost in usklajenost pametnih
iniciativ s cilji in potrebami mest

e razumeti kljucne faktorje uspeha pametnih
iniciativ

e prepoznati specificnosti lokalnega okolja v
primerjavi z evropskimi mesti

e replicirati in prilagoditi uspesne pametne
iniciative lokalnemu okolju

On completion of the course student will be able to:

- find information about the environmental
condition of cities

- analyze the quality of smart initiatives and
choerence with the goals and needs of cities

- understand the key factors of success of
smart initiatives

- identify the specifics of the local
environment compared to European cities

- replicate and adapt successful smart
initiatives to the local environment

Metode poucevanja in ucenja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivno udelezbo
Studentov (razlaga, diskusija, resevanje primerov)

Sodelovalno skupinsko delo: seminarske vaje
(projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop,
pisni izdelki)

Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (naloge, forum, klepetalnica,
Studij gradiva)

Sodelovanje gostujocega predavatelja

Drugo: Studij primerovOpredeljene metode
poucevanja in uéenja so pri Studiju na daljavo
ustrezno podprte s sodobnimi informacijsko-
komunikacijskimi orodji in dopolnjene z
ucinkovitimi pristopi poucevanja in ucenja v
virtualnem u¢nem okolju.

Frontal instruction: lectures with active
participation of students (explanations, discussions,
case study)

Collaborative group work: tutorial work (project
work, team work)

Individual work: individual activities (coursework,
study of literature and resources, development and
research work, reflections, self-evaluation, public
speaking, written assignments)

Study in the virtual environment: collaborative and
individual activities (tasks, forums, chat room,
literature study);

Visiting lecturer

Other: The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within the virtual learning environment.

Delez (v %) /
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Nacini ocenjevanja: Weight (in %)  Assessment:

Sprotno preverjanje in ocenjevanje znanja: Ongoing testing and assessment of
. _ knowledge:
¢ Individualna pisna naloga 20 %
e Skupinska pisna naloga v treh delih 70 % - Individual written assignment
e Online test 10 % - Group written assignment in three parts
- Online test

Koncno preverjanje in ocenjevanje znanja

Final knowledge assessment

pisni izpit
dalj3i pisni izdelek 70 % e Written exam
30 % e Complex written assignment

Reference nosilca / Lecturer's references:

[ZBRANA BIBILOGRAFLJA:

e BOBEK, Vito, BRADLER, Sarah Anna, MACEK, Anita, HORVAT, Tatjana. Differences in leadership in Austria
and Taiwan : a cross-cultural analysis focusing on leadership and discrimination. Ekonomska misao i
praksa : casopis Fakulteta za turizam i vanjsku trgovinu Dubrovnik. 2019, god. 28, br. 2, str. 21-37. ISSN
1330-1039. https://hrcak.srce.hr/index.php?show=clanak&id clanak jezik=335117. [COBISS.SI-

ID 13528348]

e MACEK, Anita, KROS, Johanna, BOBEK, Vito. International franchising in the fashion industry from the
franchisor perspective. Journal of international business and entrepreneurship development. 2019, vol.
12, no. 1, str. 49-66. ISSN 1747-6763. https://www.inderscience.com/offer.php?id=103364,

DOI: 10.1504/JIBED.2019.10024889. [COBISS.SI-ID 13433372]

e MACEK, Anita, MAJCEN JERMAN, Suzana, BOBEK, Vito, HORVAT, Tatjana. Koncept pametnih mest na
Mauriciusu. Mednarodno inovativno poslovanje : strokovno-znanstvena revija za podrocje poslovanja in
poslovnega izobraZevanja. 2020, vol. 12, no. 1, str. 18-25. ISSN 1855-

6175. https://journal.doba.si/0JS/index.php/jimb/article/view/204, DOI: 10.32015/JIBM/2020-12-1-3.
[COBISS.SI-ID 21969667]

o MACEK, Anita, OVIN, Rasto, DIVJAK, Marko, SKOKO, Hazbo, HORVAT, Tatjana. Foreign direct
investments' openness in local communities - the case of Slovenia and Serbia. Ekonomska istraZivanja.
2021, no. 1, vol. 34, str. 1013-1032. ISSN 1331-
677X. https://www.tandfonline.com/doi/pdf/10.1080/1331677X.2020.1819848,

DOI: 10.1080/1331677X.2020.1819848. [COBISS.SI-ID 33138435]

e  PHILIPPI, Caroline, BOBEK, Vito, HORVAT, Tatjana, MACEK, Anita, JUSTINEK, Gorazd. Internationalisation
of an Austrian SME with a sales agent to Mexico and the USA in the automotive sector. International
journal of globalisation and small business. 2020, vol. 11, no. 1, str. 39-64. ISSN 1479-

3059. https://www.inderscience.com/info/ingeneral/forthcoming.php?jcode=ijgsb. [COBISS.SI-
ID 513117488]

e SANDLER, Manuela, BOBEK, Vito, MACEK, Anita, HORVAT, Tatjana. Greenfield investment vs. merger
and acquisition as an entry strategy in Mexico - the case of Austrian companies. Journal of international
business and entrepreneurship development. 2019, vol. 12, no. 1, str. 6-21. ISSN 1747-

6763. https://www.inderscience.com/info/inarticle.php?artid=103363,
DOI: 10.1504/JIBED.2019.103363. [COBISS.SI-ID 13437980]

e VEINGERL CIC, Ziva, VUJICA-HERZOG, Natasa, MACEK, Anita. Individual work performance management
model. International journal of simulation modelling. Mar. 2020, vol. 19, no. 1, str. 112-122, ilustr. ISSN
1726-4529. http://www.ijsimm.com/view articles.html, DOI: 10.2507/1JSIMM19-1-507. [COBISS.SI-

ID 513132848]
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e VUCKOVIC, Mladen, BOBEK, Vito, MACEK, Anita, SKOKO, Hazbo, HORVAT, Tatjana. Business
environment and foreign direct investments : the case of selected European emerging
economies. Ekonomska istraZivanja. 2020, vol. 33, no. 1, str. 243-266. ISSN 1331-677X.

DOI: /10.1080/1331677X.2019.1710228. [COBISS.SI-ID 13601308]

e MACEK, Anita, OVIN, Rasto, STARC PECENY, Ur$ka. Smart cities marketing and its conceptual
grounds. Nase gospodarstvo : revija za aktualna gospodarska vprasanja. [Tiskana izd.]. 2019, vol. 65,
no. 4, str. 110-116. ISSN 0547-3101. https://content.sciendo.com/view/journals/ngoe/65/4/article-
p110.xml, DOI: 10.2478/ngoe-2019-0024. [COBISS.SI-ID 513106992]

e KOMANI, Lindita, BOBEK, Vito, SKOKO, Hazbo, MACEK, Anita. What can be learned from Singapore by
the European Union in the field of innovation?. V: Problemy sovremennoj agrarnoj nauki : materialy
meZdunarodnoj naucnoj konferencii, Krasnojarsk, 15. oktjabrja 2020. Krasnojarsk, 2020. Str. 190-

196. http://www.kgau.ru/new/all/konferenc/konferenc/2020/Agro2020.pdf. [COBISS.SI-ID 34371075]

e SMOLIGOVETS, Anastasia, BOBEK, Vito, MACEK, Anita, SKOKO, Hazbo. Improving the efficiency of
attracting foreign investment in the Voronezh region based on experience of Styria. V: Problemy
sovremennoj agrarnoj nauki : materialy meZzdunarodnoj naucnoj konferencii, Krasnojarsk, 15. oktjabrja
2020. Krasnojarsk, 2020. Str. 214-

222. http://www.kgau.ru/new/all/konferenc/konferenc/2020/Agro2020.pdf. [COBISS.SI-ID 34376963]

e BOBEK, Vito, MACEK, Anita. Regional analysis for European structural and investment funds on the case
of Slovenia-Austria cross-border cooperation 2014-2020. V: BOBEK, Vito (ur.). Management of cities
and regions. Rijeka, 2017. Str. 191-214, ilustr. ISBN 978-953-51-3604-0, ISBN 978-953-51-3603-

3. https://www.intechopen.com/books/management-of-cities-and-regions/regional-analysis-for-
european-structural-and-investment-funds-on-the-case-of-slovenia-austria-cross,
DOI: 10.5772/intechopen.70257. [COBISS.SI-ID 12920348]

e MACEK, Anita, ASANIN GOLE, Pedja. The financial reporting of micro and small enterprises in Slovenia.
V: MARTYNIUK, Olga (ur.). Financial reporting of micro and small enterprises (MSE) : in transition
economies of Central and Eastern Europe. Warszawa, copyright 2020. Str. 277-299, tabele. ISBN 978-83-
208-2426-1, ISBN 978-83-208-2438-4. [COBISS.SI-ID 87110915]

e MACEK, Anita. Pametna mesta v vlogi zas¢itnika proti $irjenju koronavirusa. DOBA. 11. maj 2020. ISSN
2712-4789. https://www.fakulteta.doba.si/doba-znanja/dr-anita-macek-pametna-mesta-v-vlogi-
zascitnika-proti-sirjenju-koronavirusa. [COBISS.SI-ID 16366339]

e MACEK, Anita, OVIN, Rasto, STARC PECENY, Ur$ka. Economics and conceptual foundations of smart
cities marketing : prispevek na 12th International Conference Challenges of Europe "Innovative
responses for Resilient Growth and Competitiveness, May 17-19, 2017, Bol, Croatia. [COBISS.SI-

ID 513022768]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 22. 6. 2022
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet: Upravljanje podjetij z informacijskimi tehnologijami
Course title: Advanced Technology Supported Enterprise Management
Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski
program / 1. /

MARKETING IN PRODAJA

Master programme - 2 nd cycle

MARKETING AND SALES / Lst /
Vrsta predmeta / Course type \Obvezni/Compulsory

Univerzitetna koda predmeta / University course code: ‘ UPIT

Predavanja Seminar Vaje Klinicne vaje Druge oblike Samost. delo
. . v s .. ECTS
Lectures Seminar Tutorial work Studija Individ. work

| 20 | 2 | 0 | 0 | 0 | 189 || 9
Nosilec predmeta / Lecturer: ‘ doc. dr. Darko Golec

Jeziki / Predavanja / Lectures: | Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,
Languages: Croatian

Vaje / Tutorial: | Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,
Croatian

Pogoji za vkljuditev v delo oz. za opravljanje Prerequisits:

Studijskih obveznosti:

Poznavanje poslovne informatike in sistemov za Information systems, IT management, general
podporo upravljanja, poznavanje osnov upravljanja | | management.

podjetja

Vsebina: Content (Syllabus outline):

1. Managerski pogled na sodobne digitalne 1. Managing organizations with ICT and digital
tehnologije in digitalno transformacijo podjetij transformation

2. Informacijska, komunikacijska in internetna | |2. Information and communication
infrastruktura sodobne druzbe infrastructure

3. Zblizevanje informacijske, komunikacijske, 3. Convergence of IT, internet, mobile, audio,
internetne, mobilne, audio, video in podobnih video and similar technologies

tehnologij 4, ICT projects planning and management

4. Planiranje vpeljave digitalne transformacije | |5. Managing ICT suppliers and outsourcing,

v podjetje decision support systems

5. Upravljanje zunanjega izvajanja IKT storitev | |6. Planning and managing ICT projects

in odlocitveni modeli 7. Requirements specification and analysis

6. Strategije in razvojni projekti digitalnih 8. ICT management related standards
tehnologij v EU in Sloveniji 9. Management information systems (ERP,

7. Specificiranje zahtev za IKT CRM, BI, BPM, HRM)

8. Standardi s podrocja vodenja IKT
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9.
Bl, BPM, HRM)

Poslovni informacijski sistemi (ERP, CRM,

Temeljni literatura in viri / Readings:

Obvezna literatura (izbrana poglavja) / Basic readings (selected chapters)

Golec, D. (2022). Prosojnice nosilca predmeta Upravljanje podjetij z informacijskimi tehnologijami

QuinStreet Inc., Spletna baza pojmov s podrocja IT: Webopedia, spletni naslov:

http://www.webopedia.com, dostop: 1.2.2023

Slovensko drustvo Informatika, iSlovar, spletni naslov: http://www.iSlovar.org, dostop: 1.2.2023

Vec avtorjev (2011), Information Technology Infrastructure Library, spletni naslov:

http://en.wikipedia.org/wiki/Information Technology Infrastructure Library, dostop: 25.10.2022

M. Hus (2019), Kako delujejo podatkovni centri, https://www.monitor.si/clanek/kako-delujejo-svetovni-

podatkovni-centri-kje-domujejo-oblaki/189306/, dostop: 25.10.2022

B. Johnson, How data centers work, https://computer.howstuffworks.com/data-centers.htm, dostop:

25.10.2022

Webopedia, ERP - enterprise resource planning, https://www.webopedia.com/definitions/erp, dostop:

25.10.2022

Hart, J.(2007), Fundamentals of Enterprise Resource Planning ERP, spletni naslov:

http://ezinearticles.com/?Fundamentals-of-Enterprise-Resource-Planning-ERP&id=787263, dostop:

25.10.2022

What is ERP? https://www.youtube.com/watch?v=PVRgIXLWDHs

Webopedia, CRM — Customer Relationship Management,

http://www.webopedia.com/TERM/C/CRM.html, dostop: 25.10.2022

Introduction to CRM - Customer Relationship Management Systems | Class,

https://www.youtube.com/watch?v=SElp-Gfgflg

What is CRM? https://www.youtube.com/watch?v=7me7mjvTiTI

Noton A., Business Intelligence (2007), spletni naslov: http://ezinearticles.com/?Business-

Intelligence&id=4711469, dostop: 25.10.2022

Vec avtorjev (2011), Business process management, spletni naslov:

http://en.wikipedia.org/wiki/Business process management, dostop: 25.10.2022

Grembergen W., Brempt H., Haes S., Translating Business Goals into supporting IT Goals in the Financial

Sector, Universiteit Antwerpen Management School (UAMS), spletni naslov:

https://www.researchgate.net/publication/227433971 Translating business goals into supporting IT
goals in the financial sector, dostop: 25.10.2022

Wikipedia: Software requirements specification,

https://en.wikipedia.org/wiki/Software requirements specification, dostop: 25.10.2022

IEEE Computer Society, ISO/IEC/IEEE 26512:2011 (2011), Systems and software engineering --

Requirements for acquirers and suppliers of user documentation

J. Montoya, Software requirements specification template, https://github.com/jam01/SRS-Template

J. P. Hendersson, Functional specification template,

https://github.com/joelparkerhenderson/functional specifications template

Rogers, David L. The Digital Transformation Playbook: Rethink Your Business for the Digital Age. New

York: Columbia University Press, 2016, spletni naslov: https://www.slideshare.net/DarkoGolec/the-

digital-transformation-playbook-rethink-your-business-for-the-digital-age-pdf-roompdf , dostop:

24.02.2023.

Perkin, Neil, and Peter Abraham. Building the Agile Business through Digital Transformation. London:

Kogan Page Limited, 2017, spletni naslov: https://www.slideshare.net/DarkoGolec/building-the-agile-
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http://www.webopedia.com/
http://www.islovar.org/
http://en.wikipedia.org/wiki/Information_Technology_Infrastructure_Library
https://www.monitor.si/clanek/kako-delujejo-svetovni-podatkovni-centri-kje-domujejo-oblaki/189306/
https://www.monitor.si/clanek/kako-delujejo-svetovni-podatkovni-centri-kje-domujejo-oblaki/189306/
https://computer.howstuffworks.com/data-centers.htm
https://www.webopedia.com/definitions/erp
http://ezinearticles.com/?Fundamentals-of-Enterprise-Resource-Planning-ERP&id=787263
https://www.youtube.com/watch?v=PVRgIXLWDHs
http://www.webopedia.com/TERM/C/CRM.html
https://www.youtube.com/watch?v=SEIp-Gfgf1g
https://www.youtube.com/watch?v=7me7mjvTiTI
http://ezinearticles.com/?Business-Intelligence&id=4711469
http://ezinearticles.com/?Business-Intelligence&id=4711469
http://en.wikipedia.org/wiki/Business_process_management
https://www.researchgate.net/publication/227433971_Translating_business_goals_into_supporting_IT_goals_in_the_financial_sector
https://www.researchgate.net/publication/227433971_Translating_business_goals_into_supporting_IT_goals_in_the_financial_sector
https://en.wikipedia.org/wiki/Software_requirements_specification
https://github.com/jam01/SRS-Template
https://github.com/joelparkerhenderson/functional_specifications_template
https://www.slideshare.net/DarkoGolec/the-digital-transformation-playbook-rethink-your-business-for-the-digital-age-pdf-roompdf
https://www.slideshare.net/DarkoGolec/the-digital-transformation-playbook-rethink-your-business-for-the-digital-age-pdf-roompdf
https://www.slideshare.net/DarkoGolec/building-the-agile-business-through-digital-transformation-how-to-lead-digital-transformation-pdf-roompdf

business-through-digital-transformation-how-to-lead-digital-transformation-pdf-roompdf, dostop:

24.02.2023.

Armbrust, M., vec¢ drugih avtorjev, Lakehouse: A New Generation of Open Platforms that Unify Data

Warehousing and Advanced Analytics, spletni naslov:

https://www.cidrdb.org/cidr2021/papers/cidr2021 paperl7.pdf, dostop: 25.10.2022

Cilji in kompetence:

Objectives and competences:

Studentje bodo pridobili predmetno specifi¢ne
kompetence:

Uporaba kreativnega razmisljanja za analizo
obstojecega stanja v organizaciji
Sposobnost uporabe razlicnih IKT orodij za
pomoc pri analizi procesov, projektov,
odlocitvenih modelov

Sposobnost analize IKT infrastrukture v
organizaciji in konceptualne-shematske
predstavitve

Sposobnost analiziranja in zasnove specifikacij
zahtev za informacijsko resitev

Sposobnost zasnove ciljev in IKT strategije v
podjetju

Sposobnost izbire optimalnega dobavitelja
informacijske resitve

Sposobnost analize tveganj za neprekinjeno
delovanje

Splosne kompetence
Studentje bodo pridobili:

Sposobnost kriticne ocene ucnih virov —
strokovnih in raziskovalnih ¢lankov
Sposobnost sodelovanja v IKT projektih
Sposobnost iskanja, izbire, citiranja virov s
podrocja IKT

Sposobnost sinteze delov projekta v
koherentno projektno porocilo za vodstvo

Students will acquire the following specific
competencies:

creative thinking and the usage of information
and communication technologies

using ICT for solving business related challenges
critical evaluation of ICT, understanding of
positive and negative influences of technology
usage

including ICT trends into company’s strategy
business analysis

ICT infrastructure analysis

Usage of ICT for knowledge and information
management

Cooperation in ICT projects

Requirements specification

ICT supplier evaluation

ICT project planning

ICT solutions verification and validation
Business continuity plan preparation

General competencies:

Critical evaluation of learning resources,
professional and research articles
Collaboration and teamwork

Sources selection, management, citation
Synthesis of partial assignments into coherent
report for the management

Predvideni Studijski rezultati:

Intended learning outcomes:

Znanje in razumevanje:
Po zakljucku tega predmeta bo Student sposoben:

Knowledge and understanding:
On completion of the course student will be able to:

razumel-a pomen, vlogo in izzive informacijske,
komunikacijske in internetne tehnologije iz
managerskega vidika

znal oblikovati poslovne cilje, IKT cilje in
strategijo

znal analizirati, konceptualno prenoviti,
zasnovati proces(e) in planirati njihovo
informacijsko podporo

zasnovati specifikacijo zahtev za IKT reSitev
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Understand and describe selected ICT terms
Analyse of existing state of ICT in a company
Analyse of company’s needs for management
information systems

ICT solution and supplier evaluation — multi-
criteria weighted decision model

Company ICT strategy, Business strategy and ICT
goals

Mapping: Business challenge — ICT solution
Software requirements specification



https://www.slideshare.net/DarkoGolec/building-the-agile-business-through-digital-transformation-how-to-lead-digital-transformation-pdf-roompdf
https://www.cidrdb.org/cidr2021/papers/cidr2021_paper17.pdf

- zasnovati veckriterijski odlocitveni model za
izbiro najprimernejSega dobavitelja IKT reSitve

- zasnovati plan uvedbe IKT resitve

- analizirati in planirati neprekinjeno delovanje
IKT reSitve

Metode poucevanja in u¢enja:

- Prepare a plan of ICT solution implementation
- Prepare a business continuity plan

Learning and teaching methods:

Frontalno delo: predavanja (webinarji) z aktivno
udelezbo studentov (razlaga, diskusija, reSevanje
primerov). Aktivha podpora predavatelja in
mentorjev (24/7).

Sodelovalno skupinsko delo: tedenske skupinske
naloge (projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop,
pisni izdelki)

Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (naloge, forum, klepetalnica,
Studij gradiva)

Sodelovanje gostujocega predavatelja

Opredeljene metode poucevanja in u¢enja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uc¢nem okolju.

Frontal: lectures with active participation of
students (explanations, discussions, case study);

Collaborative team work: tutorial work (project
work, team work);

Individual: individual activities (coursework, study
of literature and sources, development and research
work, reflexions, self-evaluation, public
performance, written assignments);

Study in the virtual environment: collaborative and
individual activities (tasks, forums, chat-box,
literature study);

Guest lecturer

All the enumerated teaching and learning methods
used at online study are appropriately supported by
modern information-communication tools and
perfected with effective approaches to teaching and
learning in the virtual environment.

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Sprotno preverjanje in ocenjevanje znanja Assessments during the course (regular):
= Krajsi pisni izdelki, pripravljalne naloge, 75 % o _

povzemanje strokovnih besedil 25 % * preparatory individual assignments
» Zakljuéno porotilo s posnetkom 0% = individual complex assignments with video
= Skupinski pisni izdelki = group assignments
Konéno preverjanje in ocenjevanje znanja
(v primeru, e Studenti niso opravili s Alternative:
sprotnim preverjanjem)

) o ) 50 % Seminar work (includes all assignments)
= Seminarska naloga (vsi pisni izdelki ° Final exam
. 50 %

sprotnega preverjanja)

= Pisni izpit

Reference nosilca / Lecturer's references:

GOLEC, Darko, MAHNIC, Viljan, KOVAC, Tatjana. Relational model of temporal data based on 6th normal
form. Tehnicki vjesnik : znanstveno-strucni ¢asopis tehnickih fakulteta Sveucilista u Osijeku. ruj.-lis. 2017,
god. 24, br. 5, str. 1479-1489, ilustr. ISSN 1330-3651. [COBISS.SI-ID 513665340]

18




GOLEC, Darko. Reporting solution for order management. V: BACOVIC, Maja (ur.). Proceedings of the
ENTRENOVA - Enterprise Research Innovation Conference. 3rd ENTRENOVA - Enterprise Research
Innovation conference, Dubrovnik, Croatia, [7-9] September 2017. Zagreb: Udruga za promicanje inovacija i
istrazivanja u ekonomiji "IRENET", 2017. Str. 319-323, ilustr. Proceedings of the ENTRENOVA ..., vol. 3, no. 1.
ISSN 1849-7950. [COBISS.SI-ID 513674556]

GOLEC, Darko. Modern data architecture in a banking. V: KOVAC, Tatjana (ur.), CINGULA, Marijan (ur.).
Znanje in poslovni izzivi globalizacije v letu 2019 : 8. mednarodna znanstvena konferenca : zbornik referatov
: Fakulteta za komercialne in poslovne vede, Celje, 15. november 2019 = Knowledge and Business Challenge
of Globalisation in 2019 : international scientific conference : conference proceedings : Faculty of
Commercial and Business Sciences, Celje, 15th November 2019. Celje: Fakulteta za komercialne in poslovne
vede, 2019. Str. 24-28, ilustr. ISBN 978-961-6997-08-9. [COBISS.SI-ID 513759804]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 26.10.2022
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Inovativni poslovni procesi, odnosi in modeli

Innovation Business Processes, Relations and Models

Studijski program in stopnja Studijska smer Letnik Semester

Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski
program / 1. /
MARKETING IN PRODAJA
Master programme - 2 nd cycle

/ 1st /

MARKETING AND SALES

Vrsta predmeta / Course type

Obvezni predmet/Compulsory

Univerzitetna koda predmeta / University course code: IPPOM
Predavanja Seminar Vaje Klini¢ne vaje Druge oblike Samost. delo ccrs
Lectures Seminar Tutorial work Studija Individ. work
20 24 0 0 0 189 9

Nosilec predmeta / Lecturer:

izr. prof. dr. Peter Stanovnik

Jeziki / Predavanja / Lectures:

Languages:
Vaje / Tutorial:

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,
English

Slovenski, hrvaski srbski, angleski /Slovenian, Croatian, Serbian,
English

Pogoji za vkljucitev v delo oz. za opravljanje

Studijskih obveznosti:

Prerequisits:

Znanje, predvideno v ucnih naértih prvostopenjskih

bolonjskih programov poslovnih ved.

Knowledge foreseen in the course syllabi of first-
cycle programmes in business sciences.
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Vsebina:

Content (Syllabus outline):

1.

Teoreticne opredelitve inovacijskih procesov v
druzbi, ki temelji na znanju (opredelitve
osnovnih pojmov, definicij, pristopov,
produktne in procesne inovacije, RR, inovacije v
predelovalnih in storitvenih dejavnostih, vzorci
Sirjenja inovacij glede na razli¢ne poslovne
modele, drzavne in podjetniske inovacijske
politike, Studije primerov na ravni sektorjev in
podjetij).

Tehnike in metode inovacijskega managementa
(tehnike managementa znanja, »inteligence«
trzne tehnike, metode povezovanja in
mrezenja, management na podrocju ¢loveskih
virov, tehnike za razvoj kreativnosti, tehnike za
izboljSanje poslovnih procesov, inovacijski
projektni management, tehnike na podrocju
konstruiranja in oblikovanja novih proizvodov in
storitev, metode za ustanavljanje novih podjetij
in poslovnih modelov); Studije primerov iz
prakse.

Paradigme podjetniskih inovacijskih sistemov
(zaprti in odprti podjetniski inovacijski sistemi,
snovanje inovacijskih podjetniskih strategij;
prehodi iz stare v novo razvojno paradigmo;
svetovni inovacijski trendi).

Inovacijska strategija podjetja: pomen
inovativnosti za poslovanje podjetja,
analiziranje obstojecega globalnega trznega in
inovacijskega okolja (megatrendi, katera
podjetja najvec vlagajo v R&R, katera so najbolj
inovativna svetovna podjetja), analiziranje
(razumevanije) klju¢nih globalnih druzbenih,
ekonomskih, tehnoloskih, okoljskih,
demografskih in politi¢nih izzivov ter njihov
vpliv na prihodnost, povezava strateskega
managementa in inovacijske strategije podjetja,
opis inovacijske in R&R strategije podjetja,
storitve in inovativnost, inovativnost srednjih in
malih podjetij v primerjavi z velikimi podjet;ji,
podjetja osnovana na novih tehnologijah
(samorogi, fintech ...), pravice industrijske
lastnine, SWOT analiza.

Razumevanje trZznega potenciala: vsebinska
podrocja strategije trZenja; pristopi k
ocenjevanju trznega potenciala za inovativne
proizvode/storitve; uporaba orodja CANVAS.
Orodja za management znanja in inovativnosti.
Povezava novih poslovnih modelov s pravicami
industrijske oziroma intelektualne lastnine.

1.

Theoretical definitions of innovation processes
in a knowledge-based society (definitions of
basic terms, definitions, approaches, product
and process innovations, R&D, innovations in
manufacturing and service activities, innovation
diffusion patterns with regard to different
business models, national and entrepreneurial
innovation policies, case studies at sector and
corporate level)

Techniques and methods of innovation
management (knowledge management
techniques, market intelligence techniques,
integration and networking techniques, human
resource management, creativity development
techniques, business process improvement
techniques, innovation project management,
techniques of constructing and designing new
products and services, methods of setting up
new companies and business models); practical
case studies

Paradigms of entrepreneurial innovation
systems (the paradigms of the closed and the
open entrepreneurial innovation system,
designing entrepreneurial innovation strategies,
the transition from the old to the new
development paradigm; global innovation
trends)

Company’s innovation strategy: importance of
innovation for company operations, analysing
the existing global market and innovative
environment (megatrends, the greatest
investors in R&D, the most innovative global
companies), analysing (understanding) the main
global social, economic, technological,
environmental, demographic, and political
challenges and their effects on the future,
connecting strategic management and the
company'’s innovation strategy, describing the
company'’s innovation and R&D strategy,
services and innovation, innovation in small and
medium-sized enterprises compared to large
enterprises, companies based on new
technologies (unicorns, fintech, etc.), industrial
property rights, SWOT analysis

Understanding the market potential: content
areas of the marketing strategy; approaches to
assessing market potential for innovative
products/services; use of canvas tool
Knowledge and innovation management tools
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7. Connecting new business models with industrial
and intellectual property rights

Temeljni literatura in viri / Readings:

e Kotler, P. and Armstrong, G. (2018) Principles of Marketing, Pearson education, Harlow, poglavje 7.
Customer Value-Driven Marketing Strategy: Creating Value for Target Customers (str. 210 —241).

e Stanovnik, P. in Kavas, D. (2021) Inovacijski management, IER (I. del - izbrana poglavja 1, 2, 3.

e European Commission (2022) European Innovation Scoreboard 2022.

e Razvojna zgodba skupine Akrapovic, 2021.
e Poslovno porocilo skupine Akrapovi¢ 2021.

e Kavas, D. (2021) Navodilo za pripravo SWOT analize.

e Stanovnik P., Kavas D. in Koren M. prosojnice webinarjev vdecembru 2022.

e Koren M. (2022) Kupci in trg - Identifikacija trZznega potenciala.

Cilji in kompetence:

Objectives and competences:

Studentje bodo pridobili pri predmetu naslednje
splosne in predmetno-specificne kompetence:

e sposobnost razumevanja in analiziranja
globalnega trZznega, inovacijskega in
raziskovalno-razvojnega okolja

e razumevanje pomena inovativnosti za razvoj
podjetja, gospodarstva in celotne druzbe

e obvladovanje in uporaba metod in tehnik
inovacijskega managementa

e razumevanje inovacijskih procesov v razli¢nih
gospodarskih druzbah, panogah in mreznih
povezavah (velika podjetja, mala in srednje
velika podjetja)

e sposobnost prakticnega reSevanja razvojnih in
trzenjskih podjetniskih problemov

e sposobnost vrednotenja inovacij na podrocju
znanosti, tehnologije in podjetniskega
managementa

e celovito generiranje in vrednotenje novih
poslovnih modelov, inovacijskih in trznih
strategij

During the course, students develop the following
general and subject-specific competencies:

e The ability to understand and analyse the global
market, innovative, and R&D environment

e Understanding the importance of innovation for
the development of the company, the economy
and the society as a whole

e The mastery and use of innovation management
methods and techniques

e The ability to understand innovation processes
in various enterprises, branches, and networks
(large enterprises, small and medium-sized
enterprises)

e The ability to practically solve development and
marketing entrepreneurial problems

e The ability to assess innovations in the fields of
science, technology, and entrepreneurial
management

e Comprehensive generation and assessment of
new business models and innovation and
marketing strategies

Predvideni Studijski rezultati:

Intended learning outcomes:

Znanje in razumevanje:

Student/-ka bo:

Knowledge and understanding:
The student will:

e Understand the basic terms from the fields of
innovation, business models, research and
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e razumel-a osnovne pojme na podrocju inovacij,
poslovnih modelov, raziskovalno-razvojne
dejavnosti in varstva intelektualne lastnine

e razumel-a pomen inovativnosti za razvoj
podjetja, gospodarstva in celotne druzbe

e poznal-a kljuéne globalne druzbene,
ekonomske, tehnoloske, okoljske, demografske
izzive in njihov vpliv na poslovanje podjetij

e spoznal-a slovensko/hrvasko/srbsko, in
evropsko inovacijsko okolje

e znal-a uporabiti sodobne tehnike in metode s
podrocja inovacijskega managementa

e sposoben-na samostojnega razvoja novih
proizvodov/storitev in poslovnih modelov in
njihove vpeljave na trg

e razumel-a klju¢ne vzvode za uresnicitev
sodobnih trZnih strategij

development, and protection of intellectual
property

e Understand the importance of innovation for the
development of the company, the economy, and
the society as a whole

e Learn about the main global social, economic,
technological, environmental, and demographic
challenges and their effects on company
operations

e Learn about the Slovenian/Croatian/Serbian and
European innovation environment

e Be able to use modern innovation management
techniques and methods

e Be able to independently develop new products
and services and business models and launch
them to the market

e Understand the key enablers of modern
marketing strategies

Metode poucevanja in ucenja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivno udelezbo
Studentov (razlaga, diskusija, resevanje primerov)

Sodelovalno skupinsko delo: seminarske vaje
(projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop v
obliki »elevator pitch«, pisni izdelki)

Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (naloge, forum, klepetalnica,
Studij gradiva in video posnetkov)

Opredeljene metode poucevanja in uéenja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uénem okolju.

Frontal instruction: lectures with active participation
of students (explanations, discussions, case study);

Collaborative group work: tutorial work (project
work, teamwork);

Individual work: individual activities (coursework,
study of literature and resources, development and
research work, reflection, self-evaluation, public
speaking — elevator pitch, written assignments);

Study in the virtual environment: collaborative and
individual activities (tasks, forums, chat room, study
of literature and videos);

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within the virtual learning environment.

Nacini ocenjevanja:

Delez (v %) /

Assessment:

Weight (in %)
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Sprotno preverjanje in ocenjevanje znanja: Continuous knowledge assessment:
o krajsi pisni izdelki 10 e Shorter individual assignments
e daljsi pisni izdelki 45 e Complex written assignment

e Javni nastop s predstavitvijo rezultatov 5 e Pitching the project

e Online test 40 e Online test

Konéno preverjanje in ocenjevanje znanja: Final knowledge assessment

e Pisni izpit 60 e Written exam

e Seminarska naloga 40 e Seminar paper

Reference nosilca / Lecturer's references:

STANOVNIK, Peter, URSIC, Sonja. Raziskovalno-razvojna vlaganja kot osnova za tehnolo$ki razvoj v
Sloveniji = Research and development as a basis for technological development in

Slovenia. Mednarodno inovativno poslovanje : strokovno-znanstvena revija za podrocje poslovanja in
poslovnega izobraZevanja. 2019, letn. 11, st. 1, str. 16-24. ISSN 1855-

6175. https://journal.doba.si/0JS/index.php/jimb/article/view/2019-11-1-3,

DOI: 10.32015/JIMB/2019-11-1-3. [COBISS.SI-ID 513082160]

SALAMUN, Andreja, RATAJ, Simona, STANOVNIK, Peter, BRADAC HOJNIK, Barbara. Cas je za tehnolo3ki
in inovacijski preboj. Glas gospodarstva. [Tiskana izd.]. sep. 2016, str. 15-19. ISSN 1318-3672.
[COBISS.SI-ID 12662556]

STANOVNIK, Peter, URSIC, Sonja. Konkurenénost Slovenije - zacetek poti navzgor? = Competitiveness of
Slovenia - the beginning of an upward trend?. V: OVIN, Rasto (ur.). Spoznanja iz ekonomskih ter
uporabnih poslovnih in druzbenih Studij : monografija DOBA Fakultete. Maribor: Doba Fakulteta za
uporabne poslovne in druzbene Studije, 2016. Str. 89-95, ilustr. ISBN 978-961-6818-53-7. [COBISS.SI-
ID 512963120]

GRADISEK, Anton (sodelavec pri raziskavi), ARKO, AnZe (sodelavec pri raziskavi), PRINCIC, Blaz
(sodelavec pri raziskavi), BERNIK BOGATAJ, Borut (sodelavec pri raziskavi), ILIC, Branko (sodelavec pri
raziskavi), MIKLAVCIC, Darja (sodelavec pri raziskavi), BAGHRIZABEHI, Denis (sodelavec pri raziskavi),
LUKIC, Goran (sodelavec pri raziskavi), STRBAN, Grega (sodelavec pri raziskavi), KOVACIC, Gregor
(sodelavec pri raziskavi), PENSA, Iris (sodelavec pri raziskavi), SALINOVIC, Ivan (sodelavec pri raziskavi),
SLADIC, Jorg (sodelavec pri raziskavi), DRNOVSEK, Klemen (sodelavec pri raziskavi), TICAR, Luka
(sodelavec pri raziskavi), ZORMAN, Marko (sodelavec pri raziskavi), AVBELJ, Matej (sodelavec pri
raziskavi), REPOLUSK, Matija (sodelavec pri raziskavi), WEBER, Nana (sodelavec pri raziskavi), PERSAK,
Nina (sodelavec pri raziskavi), STANOVNIK, Peter (sodelavec pri raziskavi), ROZMAN, Primoz (sodelavec
pri raziskavi), AHLIN DOLJAK, Sara (sodelavec pri raziskavi), GRCAR, Spela (sodelavec pri raziskavi),
GOLOB, Tajka (sodelavec pri raziskavi), MISIC, Tine (sodelavec pri raziskavi), COP, Uro$ (sodelavec pri
raziskavi), RIJAVEC, Vesna (sodelavec pri raziskavi), STERNAD, Ziga (sodelavec pri raziskavi), et al. The
World justice project : rule of law index 2021. Washington, D.C.: The World Justice Project, cop. 2021.
[228] str., barv. ilustr. ISBN 978-0-9964094-7-6, ISBN 978-0-9964094-6-

9. https://worldjusticeproject.org/sites/default/files/documents/WJP-INDEX-21.pdf. [COBISS.SI-

ID 87802371]

DRNOVSEK, Mateja, URSIC, Sonja, STANOVNIK, Peter. Spremljanje nacionalne konkurenénosti Slovenije
po metodologiji IMD : porocilo 2021 : kon¢no porocilo. Ljubljana: Institut za ekonomska raziskovanja:
Univerza v Ljubljani, Ekonomska fakulteta, 2021. I, 42 str., tabele, graf. prikazi. [COBISS.SI-ID 91156227]
URSIC, Sonja, DRNOVSEK, Mateja, STANOVNIK, Peter. Spremljanje nacionalne konkurenénosti po
metodologiji WEF za leto 2020 : zakljucno porocilo. Ljubljana: Institut za ekonomska raziskovanja:
Univerza v Ljubljani, Ekonomska fakulteta, 2020. 46 str., tabele, graf. prikazi. [COBISS.SI-ID 66121219]
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e BUCAR, Maja, CRNIGOJ, Matjaz, JAKLIC, Andreja, LIKAR, Borut, LIPNIK, Ale$, LOVEC, Marko, MIHELIC,
Ale$, STANOVNIK, Peter, STARE, Metka, STRUKELJ, Peter, UDOVIC, Bostjan. Oblikovanje metodologije za
vrednotenje poslovnih modelov SRIP- ov : vmesno porocilo, pripravljeno za ciljni raziskovalni projekt
"Strateska razvojno inovacijska partnerstva kot orodje krepitve inovacijske sposobnosti slovenskega
gospodarstva". [Ljubljana: Fakulteta za druzbene vede], 2018. 86 str. [COBISS.SI-ID 36191581]

e BUCAR, Maja, CRNIGOJ, Matjaz, JAKLIC, Andreja, LIKAR, Borut, LIPNIK, Ale$, LOVEC, Marko, MIHELIC,
Ale$, STANOVNIK, Peter, STARE, Metka, STRUKELJ, Peter, UDOVIC, Bostjan. Pilotno testiranje
metodologije za vrednotenje poslovnih modelov SRIP- ov : vmesno porocilo, pripravljeno za ciljni
raziskovalni projekt "Strateska razvojno inovacijska partnerstva kot orodje krepitve inovacijske
sposobnosti slovenskega gospodarstva". [Ljubljana: Fakulteta za druzbene vede], 2018. 21 str.
[COBISS.SI-ID 36192349]

¢ CRNIGOJ, MatjaZ, KOREN, Matej, STANOVNIK, Peter. Analiza ukrepov spodbujanja sodelovanja med
podjetji in institucijami znanja v Avstriji : vmesno porocilo pripravljeno za projekt "Strateska razvojno
inovacijska partnerstva kot orodje krepitve inovacijske sposobnosti slovenskega gospodarstva".
[Ljubljana]: Institut za ekonomska raziskovanja, 2017. [41] str., tabele, graf. prikazi. [COBISS.SI-

ID 1882254]

e CRNIGOJ, MatjaZ, KOREN, Matej, STANOVNIK, Peter. Pregled evalvacij SRIP-om podobnih ukrepov v
preteklosti v Sloveniji : vmesno porocilo pripravljeno za projekt "Strateska razvojno inovacijska
partnerstva kot orodje krepitve inovacijske sposobnosti slovenskega gospodarstva". [Ljubljana]: Institut
za ekonomska raziskovanja, 2017. [41] str., tabele, graf. prikazi. [COBISS.SI-ID 1881998]

e BONIN, Tatjana. Oblikovanje inovativne "pametne" resitve za zmanjsanje pomanjkanja prostora za
mirujoci promet : magistrsko delo. Maribor: [T. Bonin], 2020. 1 spletni vir (1 datoteka PDF (57 str.)),
ilustr. http://www.doba.si/diplome/. [COBISS.SI-ID 43901699]

e MAIJDIC, Miha. Prenova procesa projektnega vodenja v podjetju KOPUR d.o.o. : magistrsko delo.
Maribor: [M. Majdic], 2020. 75 str., ilustr. http://www.doba.si/diplome/. [COBISS.SI-ID 18420739

e SUSMAN, Damir. Pristopi in izzivi za sodobno produktno vodenje v bancnistvu v Sloveniji : magistrsko
delo. Maribor: [D. Susman], 2021. 1 spletni vir (1 datoteka PDF (97 str.)),
ilustr. http://www.doba.si/diplome/. [COBISS.SI-ID 68518915]

e PRIMC, Kaja, SLABE ERKER, Renata, KALAR, Barbara, DOMINKO, Miha, OGOREVC, Marko, MAJCEN,
Boris (urednik). Podjetniske prakse in potrosniske navade pri prehodu v kroZno gospodarstvo. Ljubljana:
InsStitut za ekonomska raziskovanja, 2020. VIII, 130 str., tabele, graf. prikazi. Knjizna zbirka EkonomIERa,
Okolje in trajnostni razvoj. ISBN 978-961-6906-57-9. ISSN 2630-2896. [COBISS.SI-ID 26122755

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 11. 1. 2022
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Menediment v prodaji in marketingu

Sales and Marketing Management

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski / 1. /
program
MARKETING IN PRODAIJA
Master programme - 2 nd cycle / 1st /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: MPM
Predavanja Seminar Vaje Klinicne vaje Druge oblike Samost. delo cCrs
Lectures Seminar Tutorial work Studija Individ. work
20 24 / / / 189 9

Nosilec predmeta / Lecturer:

prof. dr. Tina Vukasovi¢

Jeziki / Predavanja / Lectures:

English
Languages:

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Vaje / Tutorial:
English

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Pogoji za vkljuditev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisits:

Znanje predvideno v ucnih nacrtih prvostopenjskih
bolonjskih programov poslovnih in tehni¢nih ved.

The knowledge provided in the curricula of the first
degree Bologna programmes of business and
technical disciplines.
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Vsebina:

Content (Syllabus outline):

1.

UVOD V PRODAJO IN V MENEDZMENT
PRODAIJE: trendi v razvoju prodaje in v
menedzmentu prodaje, kompetence
menedZmenta prodaje, proces
menedZmenta prodaje

UVOD V MARKETING IN V MENEDZMENT
MARKETINGA: razvoj in opredelitev
marketinga in menedZmenta marketinga,
trendi v razvoju marketinga in
menedZmenta marketinga, temeljni trzni
koncepti, trzno okolje,

povezanost menedZmenta prodaje in
menedZmenta marketinga

NACRTOVANJE PRODAIJE: opredelitev, cilji
in pomen nacrtovanja prodaje, proces
nacrtovanja prodaje, strategije in
oblikovanje strategij prodaje
NACRTOVANJE MARKETINGA: opredelitey,
cilji in pomen nacrtovanja marketinga,
nacrtovanje dolgoroc¢nih odnosov s
potrosniki, segmentiranje, izbor ciljnih
trgov in pozicioniranje na trgu potrosnikov,
trzenjski splet, blagovna znamka, proces
nacrtovanja marketinga, strategije in
oblikovanje strategij marketinga
MERJENJE TRGOV IN NAPOVEDOVANIJE
PRODAIJE: merjenje moZnega trga in mozne
prodaje ter merila za merjenje, proces
napovedovanja prodaje

ZAPOSLOVANJE OSEBJA V PRODAIJI: nacela
in oblike organiziranosti prodaje,
zaposlovanje osebja v prodaji, cilji, opis
dela, profil zaposlenega, usposabljanje
osebja v prodaji, motiviranje in
nagrajevanje prodajalcev

ZAPOSLOVANIJE OSEBJA V MARKETINGU:
nacela in oblike organiziranosti marketinga,
zaposlovanje osebja v marketingu, cilji, opis
dela, profil zaposlenega, usposabljanje
osebja v marketingu, motiviranje in
nagrajevanje osebja v marketingu
ANALIZA USPESNOSTI PRODAJE IN
MARKETINGA: opredelitev analize
uspesnosti prodaje in marketinga, vrste
analiz uspesnosti prodaje in marketinga in
njihov pomen za poslovanje podjetja

1. INTRODUCTION TO SALES AND SALES
MANAGEMENT: trends and sales
development and sales management,
competences of sales management, a
process of sales management
INTRODUCTION TO MARKETING AND

MARKETING MANAGEMENT: development

and marketing definition and marketing
management, trends and marketing

development and marketing management,
basic market concepts, market environment,
a connection between sales management

and marketing management
2. SALES PLANNING: definition, goals and

importance of sales planning, a process of

sales planning, strategies and sales
strategies forming

MARKETING PLANNING: definition, goals
and importance of marketing planning,
planning of long-term relations with

consumers, segmenting, choosing the target
markets and positioning on the consumers
market, marketing mix, brand, a process of

marketing planning, strategies and
marketing strategies forming
3. MEASURING MARKETS AND SALES

FORECASTS: measuring a possible market

and possible sales and criteria for
measuring, a process of sales forecast
4. STAFF EMPLOYING IN THE SALES
DEPARTMENT: principles of and forms of
sales organization, staff employing in the

sales department, targets, work description,
a profile of an employee, staff training in the
sales department, motivation and rewarding

the sales staff
5. STAFF EMPLOYING IN MARKETING
DEPARTMENT: principles of and forms of

marketing organization, staff employing in

marketing, targets, work description, a
profile of an employee, staff training in
marketing, motivation and rewarding the

staff working in the marketing department

6. ANALYSIS OF SALES AND MARKETING

EFFECTIVENESS: definition of analysing sales

and marketing effectiveness, types of

analyses used to asses sales and marketing
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7. TRENDI KOMUNICIRANJA S POTROSNIKI V effectiveness and their importance for
SODOBNEM TRZENJSKEM OKOLJU company's business

7. TRENDS OF COMMUNICATION WITH
CONSUMERS IN THE MODERN MARKETING
ENVIRONMENT

Temeljni literatura in viri / Readings:

OBVEZNA/COMPULSORY:

e Gomez Albrecht, M., Green, M. in Hoffman, L. (2022). Principles of Marketing. Open Stax Rice
University. (CC BY 4.0) https://assets.openstax.org/oscms-
prodcms/media/documents/Principles Marketing-

WEB.pdf? gl=1*1mu8rf3* ga*MzY3NTYWMzMA4L{E2NzZUwODKkwODA.* ga T746F8BOQC*MTY3Nj
MwNDE3NC40LIEuUMTY3NjMwNDE4NC41MC4AwLjA Poglavja: 1., 3., 5., 9., 12, 14,, 15,, 16., 17.

e Wright, A. (2020). 42 Buyer Persona Questions to Inspire Your Research. Dostopno na:
https://amywright.me/buyer-persona-questions/

e Oseli, P. (2018). User persona: vZivite se v svojega kupca. Dostopno na:
https://mladipodjetnik.si/podjetniski-koticek/ustanovitev-podjetja/user-persona-vzivite-se-v-
svojega-kupca

e Vukasovic¢ T. (2023). Temeljni trzni koncepti, Blagovna znamka, Segmentiranje in pozicioniranje na

trgu, Trzenjski splet; prosojnice dostopne v u¢nem okolju BB.
e Vukasovi¢ T. (2023). Temelji sodobne prodaje, Organiziranost prodaje, Nacrtovanje prodaje, Prodajni
postopek, Zaposlovanje prodajnega osebja; prosojnice dostopne v u¢nem okolju BB.

e Vukasovi¢, T. (2023). Znacilnosti generacij potrosnikov; prosojnice dostopne v v uénem okolju BB
e Vukasovi¢, T (2023). Vzivite se v svojega kupca; prosojnice dostopne v v u¢nem okolju BB
e Vukasovi¢, T. (2023). Digitalni trendi v komuniciranju s potrosniki; prosojnice dostopne v uénem
okolju BB.
e Vukasovi¢, T. (2023). Znacilnosti generacij potrosnikov; prosojnice dostopne v v u¢nem okolju BB
e Vukasovi¢, T (2023). Vzivite se v svojega kupca; prosojnice dostopne v v u¢nem okolju BB
e Vukasovi¢, T. (2023). Digitalni trendi v komuniciranju s potrosniki; prosojnice dostopne v u¢nem okolju
BB.
e Video gradivo: Marketing: The Product Life Cycle Explained:
https://www.youtube.com/watch?v= 26E6QR hmU
e Video gradivo: Segmentiranje in pozicioniranje:
https://www.youtube.com/watch?v=Ilg 8MUPz5w&feature=related
e Video gradivo: Blagovna znamka: http://www.youtube.com/watch?v=k5016fh7TgQ
e Video gradivo: Upravljanje z blagovno znamko:
http://www.youtube.com/watch?v=JKIAOZZritk&feature=related

PRIPOROCENA/RECOMMENDED:

e Ivanka Senk — ller$i¢. (2010). Prodaja. Zavod IRC, Ljubljana.
e Vukasovi¢ T. (2023). TrZzenje — za teorijo in prakso. Pearson.
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https://mladipodjetnik.si/podjetniski-koticek/ustanovitev-podjetja/user-persona-vzivite-se-v-svojega-kupca
https://www.youtube.com/watch?v=_26E6QR_hmU
https://www.youtube.com/watch?v=lIq_8MUPz5w&feature=related
http://www.youtube.com/watch?v=k5016fh7TgQ
http://www.youtube.com/watch?v=JKIAOZZritk&feature=related

Cilji in kompetence:

Objectives and competences:

Cilji predmeta:

sistematic¢no nadgraditi trzenjsko znanje na
podrocju menedzmenta prodaje in
marketinga

usposobiti Studenta za uporabo
pridobljenega znanja v konkretnih
kompleksnih situacijah na podrocju
menedZzmenta prodaje in marketinga
usposobiti Studenta za samostojno
uporabo pridobljenega znanja v procesih
sprejemanja poslovnih odloditev
podjetja/organizacije

Kompetence:

sposobnost kreativnega spopadanja z izzivi
globalnega marketinga in prodaje ter
kreativnega razmisljanja za ucinkovito
reSevanje poslovnih problemov
sposobnost razumevanja pomembnosti
procesa menedZmenta prodaje in
marketinga za sprejemanije trzenjskih
odlocitev v praksi

usposobljenost za analizo, sintezo in
samostojno oblikovanje resitev trzenjskih
problemov podjetja/organizacije

razvoj vescin za uporabo znanja s podrocja
menedZmenta prodaje in marketinga
poznavanje procesa menedZmenta prodaje
in marketinga

poznavanje vloge prodaje in marketinga v
okviru mikro in makro okolja podjetja
sposobnost uporabe metod in tehnik, ki
omogocajo ucinkovito nacértovanje in
upravljanje na podrocju prodaje in
marketinga

sposobnost za razumevanje in kriticno
analizo pri reSevanju konkretnih poslovnih
problemov na podro¢ju vodenja procesov
prodaje in marketinga

sposobnost samostojnega nacrtovanja,
vodenija in evalviranja procesov ter
uporabo uspesnih orodij na podrocju
menedZmenta prodaje in marketinga glede

Objectives:

to systematically upgrade marketing
knowledge and the field of sales
management and marketing

to teach a student to use the gain
knowledge in the actual, complex situations
and in the field of sales management and
marketing

to enable students to independently use the
knowledge acquired and the business
decision making process

Competences:

ability to creatively facing problems in the
global marketing and sales as well as
creative thinking in order to effectively solve
business problems

ability to understand an importance of the
sales and marketing management process
and to make decisions in practical situations
capacity for analysis, synthesis and
independent design solutions marketing
problems and the company/organization.

to develop skills and use the gained
knowledge in the field of sales and
marketing management

knowledge of the sales and marketing
management process

to be familiar with the role of sales and
marketing in the micro and macro business
environment

ability to use methods and techniques that
enable effective planning and management
in the field of sales and marketing

ability to understand, critically analyse an
solve the actual business problems in the
field of management of sales and marketing
processes

ability to independently plan, manage and
evaluation of processes and use the
effective tools in the field of sales and
marketing management regarding the
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na potrebe trga in konkurencnih prednosti
izdelkov/storitev

e sposobnost uporabe pridobljenih znanj in
vescin pri analizi, naértovanju, udejanjanju
in nadzoru odlocitev na podrocju
menedZmenta prodaje in marketinga

e usposobljenost analize, sinteze,
predvidevanja in na€rtovanja strateskih
odloditev podjetja na podrocju
menedZmenta prodaje in marketinga

e razvoj komunikacijskih in pogajalskih
sposobnosti, timsko delo in sposobnost
kriticne /samo/refleksije

market needs and competitive advantages
of products/services

e ability to use the gained knowledge and
skills for analysing, planning,
implementation and control of decisions in
field of sales and marketing management

e capacity for analysing, synthesis, forecasting
and planning the strategic decisions of a
company in the field of sales and marketing
management

e development of communication and
negotiation skills, teamwork and ability of
critical /self/reflection

Predvideni Studijski rezultati:

Intended learning outcomes:

e diplomant bo ob razumevanju sodobnih
procesov menedZmenta prodaje in marketinga
sposoben oblikovati strategijo prodaje in
marketinga v podjetju

e diplomant bo znal narediti nacrt prodaje in
uspesno komunicirati s strankami in drugimi
delezniki

e diplomant bo znal uporabljati pridobljena znanja
in vescine pri razlagi teorij, konceptov in
vprasanj s podrocja menedZmenta prodaje in
marketinga

e diplomant bo znal analizirati, nacrtovati,
udejanjati in nadzirati odloditve podjetja na
podrocju menedzmenta prodaje in marketinga

a graduate will be based on understanding of the
contemporary processes of sales and marketing
management able to formulate sales and
marketing strategy in the company

a graduate will be able to make a sales plan and
successfully communicate with customers and
other stakeholders

a graduate will be able to use the obtained
knowledge and skills in the interpretation of
theories, concepts and questions in the field of
sales and marketing management

graduate will be able to analyse, plan, implement
and monitor company decisions in the field of
sales and marketing management

Metode poucevanja in u€enja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivno udelezbo
Studentov (razlaga, diskusija, resevanje primerov)
Sodelovalno delo: timsko delo, pisni izdelki, delo v
virtualnem u¢nem okolju

Individualno delo: Studij literature in virov,
raziskovalno delo, refleksija, pisni izdelki, delo v
virtualnem u¢nem okolju

Opredeljene metode poucevanja in ucenja so pri
Studiju na daljavo ustrezno podprte s sodobnimi

Frontal teaching: lectures with active students’
participation (webinar, explanation, discussion, case
studies)

Team work: work in smaller groups or the pair work
(a written casework in the virtual learning
environment)
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informacijsko-komunikacijskimi orodji in Individual work: study of literature, research work,
dopolnjene z uinkovitimi pristopi poucevanja in reflection, a written casework in the virtual learning
ucenja v virtualnem uénem okolju. environment)

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within a virtual learning environment.

Delez (v %) /

Nacini ocenjevanja: Weight (in %)  Assessment:

Sprotno preverjanje in ocenjevanje znanja: Continuous knowledge assessment:
= Krajsi pisni izdelki 10% = a short written casework
= Daljsi pisni izdelki 45% = a long written casework
=  Online test 45% = 3 written exam

Koncno preverjanje in ocenjevanje znanja: Final knowledge assessment:

= a long written casework

- v . . s 0,
Dalj$i pisni izdelek 40% = 3 written exam

= Pisniizpit 60%

Reference nosilca / Lecturer's references:
Reference

e JAGODIC, Gregor, VUKASOVIC, Tina. Uticaj medija na ponaganje kupaca = Media influence on consumer
buying behaviour. Serbian Journal of Engineering Management. 2019, vol. 4, no. 2, str. 39-48, ilustr.
ISSN 2466-4693. DOI: 10.5937/SJEM1902039). [COBISS.SI-ID 40240645]

e VIDMAR, Urska, VUKASOVIC, Tina. A model for a successful approach to applying for Horizon
2020. International journal of value chain management. 2019, vol. 10, no. 1, str. 26-52, ilustr. ISSN
1741-5357. http://www.inderscience.com/info/ingeneral/forthcoming.php?jcode=ijvcm,

DOI: 10.1504/1JVCM.2019.10016701. [COBISS.SI-ID 39756805]

e VUKASOVIC, Tina. Understanding the consumers' personal characteristics as the starting point for
targeted marketing. Management. [Spletna izd.]. spring 2020, vol. 15, no. 1, str. 29-41. ISSN 1854-
4231. https://www.hippocampus.si/ISSN/1854-4231/15 1.pdf. [COBISS.SI-ID 53647619]

e VUKASOVIC, Tina. An empirical investigation of brand equity : a cross-country validation
analysis. Journal of global marketing. 2016, vol. 29, no. 5, str. 251-265, ilustr. ISSN 0891-

1762. http://www.tandfonline.com/doi/full/10.1080/08911762.2016.1194508,
DOI: 10.1080/08911762.2016.1194508. [COBISS.SI-ID 38603781]
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Vsebina: Content (Syllabus outline):

1. Uvod v raziskave trga: vloga in pomen 1. Introduction to market researching: the role
raziskave trga, predpogoji za uspesno and importance of market researching,
raziskovalno delo, eti¢ni vidiki prerequisites for a successful research,
raziskovalnega dela ethical aspects of research work

2. Metode raziskave trga: kvantitativni in 2. Market research methods: a quantitative
kvalitativni pristop and qualitative approach

3. Teorija in praksa merjenja: kakovost, 3. Theory and practice of measuring: quality,
zanesljivost, veljavnost merjenja reliability, validity of measurement

4. Faze raziskovalnega procesa 4. Steps of the market - the research process

5. Zbiranje podatkov: izbira in priprava 5. Data collection: selection and preparation of
raziskovalnega pristopa: a research approach:

- opazovanje, - Observing,

- spradevanje: intervju, fokusna skupina, - Questioning: interview, focus group,
projekcijske tehnike projective techniques, experiment

- eksperiment 6. Methods of processing and data analysis:

6. Metode obdelave in analize podatkov: descriptive, univariate and bivariate
deskriptivna, univariatna in bivariatna statistical analysis
statisti¢na analiza 7. Modern trends in research and application

7. Sodobni vidiki prou¢evanja raziskovanja in of the results in the company’s marketing

uporaba rezultatov raziskovanja za
potrebe marketinga in prodaje

and sales department.

Temeljni literatura in viri / Readings:

Bahari, S. F. (2010). Qualitative versus quantitative research strategies: contrasting epistemological
and ontological assumptions. Jurnal Teknologi, 52, p. 17-28.
https://sainshumanika.utm.my/index.php/sainshumanika/article/view/256
= Hague, P. (2006). A practical guide to market research. Grosvenor House Publishing Ltd. Dostop:
https://www.b2binternational.com/assets/ebooks/mr_guide/practical-guide-to-market-

research_full.pdf

o poglavje 1 (str. 5-18): The basics of market research

O O O O O O O

poglavje 2 (str. 19-38): Research objectives
poglavje 4 (str. 59-74): An introduction to research methodologies
poglavje 5 (str. 75-93): Introduction to qualitative research
poglavje 6 (str. 94-111): Introduction to quantitative research
poglavje 7 (str. 112-128): An introduction to sampling

poglavje 8 (str. 129-149): An introduction to questionnaire design
poglavje 9 (str. 150-163): Turning data into findings.

o Poglavje 10 (str. 164-176) Reporting and Communicating Findings.
Bryman, A. in Bell, E. (2007). Business Research Methods. Oxford University Press.
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https://biz.libretexts.org/Bookshelves/Marketing/Book:_eMarketing_ The_Essential_Guide_to_M

arketing_in_a_Digital_World_(Stokes)
o Poglavje: 4.

=  Muster, M. in BoZi¢ Marolt, J. (2010). Veljavni kodeks Esomar. Mediana.
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Framing research questions. Dostop:
http://academic.udayton.edu/JohnSparks/tools/notes/resquest.pdf
Punch, K. F. (2006). Developing effective research proposals. Sage Publications.
o poglavja 3.1-3.3 (str. 19-21): An overall framework, A hierarchy of concepts, Research
areas and topics
o poglavja 3.4-3.8 (str. 22-29): General and specific research questions, Data collection
questions, Research questions and data: the empirical criterion, Three tactical issues,
Review concepts and questions
Blackstone, A. (2014). Principles of sociological inquiry — Qualitative and quantitative methods.
Dostop: http://www.saylor.org/site/textbooks/Principles%200f%20Sociological%20Inquiry.pdf
o poglavje 7 (str. 78-89): Sampling.
o poglavje 3 (str. 25-36): Research ethics.
Neuman, L. W. (2006). Social Research Methods. Qualitative and Quantitative Approaches. Allyn &
Bacon, Inc.
o poglavje 8 (str. 210 — 236): Qualitative and quantitative sampling.
o poglavje 10 (str. 272 — 319): Survey research
Patton, M. Q. (2002). Qualitative research & evaluation methods (3rd edition). Thousand Oaks,
London, New Delhi: Sage.
o poglavje 7 (str. 348 — 379): Qualitative interviewing.

Prosojnice nosilke predmeta:

= Vukasovi¢, T. (2021). Koncepti raziskave trga in faze raziskovanja.

= Vukasovi¢, T. (2021). Raziskovalni problem, cilji in raziskovalna vprasanja.

= Vukasovi¢, T. (2021). Nacrt raziskave in tehnike zbiranja podatkov.

= Vukasovi¢, T. (2021). Raziskovalna strategija (vrste trznih raziskav).

=  Vukasovi¢ T. (2021). Kako formulirati anketna vprasanja, da bi bila ¢im manj sugestibilna in
pristranska in kako naj bo sestavljen anketni vprasalnik kot celota oziroma kako naj si sledijo
anketna vprasanja.

Video gradivo:

Posnetki predavanj doc. dr. Divjak, M. (2020):

Posnetek predavanja doc. dr. Divjak, M. (2020) z naslovom: "Raziskovalni proces in dispozicija
raziskave': https://youtu.be/1agZNZM3dGM

Posnetek predavanja doc. dr. Divjak, M. (2020) z naslovom: ''"Raziskovalna vprasanja in
hipoteze': https://youtu.be/qGb5mgWyL1k

Posnetek predavanja doc. dr. Divjak, M. (2020) z naslovom "'Raziskovalni

dizajni": https://www.youtube.com/watch?v=Z-4BM _azjiM

Posnetek predavanja doc. dr. Divjak, M. (2020) z naslovom: "Raziskovalni strategiji in metode
zbiranja podatkov': https://youtu.be/weWQAFoVPM8

Posnetek predavanj doc. dr. Divjak, M. (2020) z naslovom "Uvod v

vzoréenje': https://www.youtube.com/watch?v=IYOW-rzlub4

Posnetek predavanj doc. dr. Divjak, M. (2020) z naslovom "Verjetnostno

vzoréenje': https://www.youtube.com/watch?v=ddOXGI2GADS

Posnetek predavanj doc. dr. Divjak, M. (2020) z naslovom ''Neverjetnostno

vzorcéenje': https://www.youtube.com/watch?v=ul-fDf1130c
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Posnetek predavanja nosilke predmeta prof. dr. Vukasovi¢, T. (2021): "Koncepti raziskave trga in
faze raziskovanja, raziskovalni problem, cilji in raziskovalna vprasanja, raziskovalna strategija'":
https://youtu.be/s3Fcw7g6TxU

Posnetek predavanja nosilke predmeta prof. dr. Vukasovi¢ T. (2021): “Kako formulirati anketna
vprasanja, da bi bila ¢im manj sugestibilna in pristranska in kako naj bo sestavljen anketni vprasalnik
kot celota oziroma kako naj si sledijo anketna vprasanja’’:
https://www.youtube.com/watch?v=rKSzd8kaOK0&t=13s

Quantitative and Qualitative Marketing Research https://www.youtube.com/watch?v=nY5vtYCYUfo
Sampling: Sampling & its Types | Simple Random, Convenience, Systematic, Cluster, Stratified
https://www.youtube.com/watch?v=KLAEwukvuZs

Univariate, bivariate, & multivariate stats https://www.youtube.com/watch?v=cW52JXsSp8g

What is Univariate, Bivariate and Multivariate analysis?
https://www.youtube.com/watch?v=gN0OQ6r78f4
Statistical Tests: Choosing which statistical test to use

https://www.youtube.com/watch?v=rullUANOU3w

Posnetki predavanj prof. dr. Graham R. Gibbsa

Predavanje prof. dr. Graham R. Gibbsa z naslovom “Surveys and sampling”. Dostop:
https://www.youtube.com/watch?v=owN9hLg-
Eac&index=6&list=PLirEzjzoHKvxaX8zZuFUSAi4jdukeexwx

Predavanje prof. dr. Graham R. Gibbsa z naslovom “Question types and piloting”. Dostop:
https://www.youtube.com/watch?v=vjailyWAcJQ&index=12&list=PLirEzjzoHKvxaX8zZuFUSAi4jduk
eexwx

Predavanje prof. dr. Graham R. Gibbsa z naslovom “Questionnaire layout and question wording”.
Dostop:
https://www.youtube.com/watch?v=BZLVI5zae2E&list=PLirEzjzoHKvxaX8zZuFUSAi4jdukeexwx&ind
ex=13

Predavanje prof. dr. Graham R. Gibbsa z naslovom “Ratings and scales”. Dostop:
https://www.youtube.com/watch?v=_aOhcGf8EcY&index=14&list=PLirEzjzoHKvxaX8zZuFUSAi4jduk
eexXwx

Predavanje prof. dr. Graham R. Gibbsa z naslovom “The ethics of social research”. Dostop:
https://www.youtube.com/watch?v=BQeUuxIzsfU&index=29&Ilist=PLirEzjzoHKvxaX8zZuFUSAi4jdu
keexwx

Cilji in kompetence: Objectives and competences:
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Cilji predmeta:

usposobiti Studenta za nacértovanje in
izvedbo zahtevnejsih raziskav trga s
podrocja poslovnih ved

usposobiti Studenta za samostojno
uporabo pridobljenega znanja v procesih
sprejemanja poslovnih odloditev
podjetja/organizacije

Kompetence:

obvladovanje raziskovalnih metod in
postopkov z uporabo analiti¢nih in
programskih orodij v funkciji odkrivanja
novih poslovnih priloZznosti in oblikovanja
ustreznih marketinskih in prodajnih
strategij

sposobnost nacrtovanja, izvedbe in analize
zahtevnejsih raziskav trga s podrocja
poslovnih ved

sposobnost uporabe kvalitativnih in
kvantitativnih metod raziskovanja s
podrocja poslovnih ved

sposobnost zbiranja in analize razli¢nih
virov podatkov

usposobljenost za analizo, sintezo in
samostojno oblikovanje resitev trzenjskih
problemov podjetja/organizacije

razvoj vescin za uporabo znanja s podrocja
zahtevnejsih raziskav trga s podrocja
marketinga in prodaje.

sposobnost uporabe ustreznih metod
raziskave trga glede na namen raziskovanja
sposobnost uporabe metod univariatne,
bivariatne in multivariatne analize v
poslovnih  aplikaciah  na  podrocju
marketinga in prodaje

sposobnost interpretacije rezultatov
raziskave trga s podrocja marketinga in
prodaje.

sposobnost za spremljanje in vrednotenje
doseganija ciljev marketinga in prodaje
razvoj komunikacijskih in pogajalskih
sposobnosti, timsko delo in sposobnost
kritiéne /samo/refleksije

Objectives:

to enable students demanding market

researching in the field of business studies
enable students to independently use the
knowledge acquired in the business decision
making process

Competences:

management of the research methods and
procedures by using the analytical and
programming tools as tools of discovering
new business opportunities and creating
adequate marketing and sales strategies
the ability to plan, to carry out and to
analyze demanding market researching in
the field of business studies

the ability to use qualitative and
guantitative research methods in the field of
business studies

the ability to collect and analyze various
sources

capacity for analysis, synthesis and
independent design solutions marketing
problems in the company/organization.
develop skills to use the knowledge in the
field of the demanding market research in
the field of Marketing and Sales

the ability to use appropriate research
methods depending on the purpose of
research,

ability to use methods of univariate,
bivariate and multivariate analysis in
business applications in the field of
Marketing and Sales

the ability to interpret research results in
the field of Marketing and Sales

the ability to monitor and evaluate the
achievement of Marketing and Sales
objectives

development of communication and
negotiation skills, teamwork and ability of
critical /self/reflection

Predvideni Studijski rezultati:

Intended learning outcomes:
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Po opravljenih obveznostih bo diplomant
sposoben:

- razumeti, nadrtovati in izvesti raziskavo trga
- in na podlagi rezultatov raziskave oblikovati
strateSke usmeritve podjetja

At the end of the course a graduate will be able:

- tounderstand and utilize the research
process and to exhibit the skills for designing
a research study, data collection and analysis,
and presenting research results

- and based on research results to develop a
strategic decision of a company

Metode poucevanja in ucenja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivnho udelezbo
Studentov (razlaga, diskusija, reSevanje primerov)
Sodelovalno delo: timsko delo, pisni izdelki, delo v
virtualnem u¢nem okolju

Individualno delo: Studij literature in virov,
raziskovalno delo, refleksija, pisni izdelki, delo v
virtualnem u¢nem okolju

Opredeljene metode poucevanja in ucenja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uénem okolju.

Frontal teaching: lectures with students’ active
participation (webinar, explanation, discussion, case
studies)

Team work: work in smaller groups or the pair work
(a written casework in the virtual learning
environment)

Individual work: study of literature, research work,
reflection, a written casework in the virtual learning
environment)

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within a virtual learning environment.

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Sprotno preverjanje in ocenjevanje znanja:

= Krajsi pisni izdelki
= Daljsi pisni izdelki
= Online test

Kon¢no preverjanje in ocenjevanje znanja:

e Pisniizpit
e Dispozicija individualne raziskave

Continuous knowledge assessment:

40%
30%
30%

70%
30%

= short written casework
= long written casework
= written exam

Final knowledge assessment

e Written exam
e Individual research Proposal

Reference nosilca / Lecturer's references:

e JAGODIC, Gregor, VUKASOVIC, Tina. Uticaj medija na ponasanje kupaca = Media influence on
consumer buying behaviour. Serbian Journal of Engineering Management. 2019, vol. 4, no. 2, str.
39-48, ilustr. ISSN 2466-4693. DOI: 10.5937/SJEM1902039)J. [COBISS.SI-ID 40240645]
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LUKMAN, Ales, VUKASOVIC, Tina. The factors influencing the buying decision of customers
behaviour. Management. [Spletna izd.]. fall 2020, vol. 15, no. 3, str. 221-233. ISSN 1854-

4231. https://www.hippocampus.si/ISSN/1854-4231/15 3.pdf, DOI: 10.26493/1854-4231.15 3.
[COBISS.SI-ID 53642243]

VUKASOVIC, Tina. Covid-19 pandemic influence on consumer buying behaviour. International
journal of management, knowledge and learning. [Spletna izd.]. 2021, vol. 10, str. 65-74, ilustr. ISSN
2232-5697. https://toknowpress.net/ISSN/2232-5697/10.65-74.pdf, DOI: 10.53615/2232-
5697.10.65-74. [COBISS.SI-ID 70157059]

VUKASOVIC, Tina. Understanding the consumers' personal characteristics as the starting point for
targeted marketing. Management. [Spletna izd.]. spring 2020, vol. 15, no. 1, str. 29-41. ISSN 1854-
4231. https://www.hippocampus.si/ISSN/1854-4231/15 1.pdf. [COBISS.SI-ID 53647619]
VUKASOVIC, Tina. Consumers' perceptions and behaviors regarding organic fruits and vegetables :
marketing trends for organic food in the twenty-first century. Journal of international food &
agribusiness marketing. 2016, vol. 28, iss. 1, str. 59-73, ilustr. ISSN 0897-

4438. http://www.tandfonline.com/doi/full/10.1080/08974438.2015.1006974,

DOI: 10.1080/08974438.2015.1006974. [COBISS.SI-ID 38300421]

VUKASOVIC, Tina. Consumers' sensorical product evaluation and perception. Journal of food
products marketing. 2016, vol. 22, no. 8, str. 863-871, ilustr. ISSN 1045-

4446. http://www.tandfonline.com/doi/full/10.1080/10454446.2015.1072870,

DOI: 10.1080/10454446.2015.1072870. [COBISS.SI-ID 38461189]

VUKASOVIC, Tina. An empirical investigation of brand equity : a cross-country validation

analysis. Journal of global marketing. 2016, vol. 29, no. 5, str. 251-265, ilustr. ISSN 0891-

1762. http://www.tandfonline.com/doi/full/10.1080/08911762.2016.1194508,

DOI: 10.1080/08911762.2016.1194508. [COBISS.SI-ID 38603781]

VUKASOVIC, Tina. Consumers' knowledge about product's country-of-origin and its impact upon
sensorical product evaluation. International journal of management, knowledge and learning.
[Spletnaizd.]. 2015, vol. 4, iss. 2, str. 181-195, ilustr. ISSN 2232-

5697. http://www.toknowpress.net/journals/ijmkl/. [COBISS.SI-ID 38111493]

VUKASOVIC, Tina. Managing consumer-based brand equity in higher education. Managing global
transitions : international research journal. [Spletna izd.]. spring 2015, vol. 13, no. 1, str. 75-90,
ilustr., tabele. ISSN 1854-6935. http://www.fm-kp.si/zalozba/ISSN/1581-6311/13 075-090.pdf.
[COBISS.SI-ID 512730416]

VUKASOVIC, Tina, BARKOVIC, Martina. Percepcija pozicije znamke v o&eh slovenskih in tujih
turistov. Revija za ekonomske in poslovne vede. [Tiskana izd.]. 2015, vol. 2, no. 1, str. 83-96, ilustr.
ISSN 2350-384X. [COBISS.SI-ID 514157943]

VUKASOVIC, Tina, JALEN, Nataga. Predlog marketinikog plana za ulazak novog brenda
prehrambenih dodataka na trziste = Marketing plan proposal for the entry of a food supplement
brand into the market. Serbian Journal of Engineering Management. 2018, vol. 3, no. 2, str. 36-50,
ilustr. ISSN 2466-4693. [COBISS.SI-ID 39738117]

VUKASOVIC, Tina, MIHAC, Vlaho. Trends in the online booking of hotel

accommodation. International journal of e-services and mobile applications. Jan.-Mar.2021, vol. 13,
iss. 1, str. 60-76, ilustr. ISSN 1941-6288. https://www.igi-global.com/gateway/article/265184,

DOI: 10.4018/1JESMA.2021010105. [COBISS.SI-ID 34242563]

ASANIN GOLE, Pedja, MACEK, Anita, VUKASOVIC, Tina. Strate$ko komuniciranje in trienje drzave
kot lokacije za neposredne tuje investicije = Strategic communication and marketing of the country
as a location for foreign direct investment. V: DOUCEK, Petr (ur.), NOVAK, Ales (ur.), PAAPE, Bjorn
(ur.). Trajnostna organizacija : zbornik 35. mednarodne konference o razvoju organizacijskih
znanosti = Sustainable organization : proceedings of the 35th International Conference on
Organizational Science Development. 35. Mednarodna konferenca o razvoju organizacijskih
znanosti, Portoroz, 16.-18. marec 2016. Kranj: Moderna organizacija, 2016. Str. 21-30, graf. prikazi.
ISBN 978-961-232-285-4. http://fov.uni-mb.si/konferenca. [COBISS.SI-ID 512835888]
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ASANIN GOLE, Pedja, RITONIJA, Natas$a, VUKASOVIC, Tina. The importance of professional skills for
professional development in the fields of innovative management, leadership, and communication.
V: RADOJEVIC, Ivana (ur.), CIRIC, Tanja (ur.). ICSD 2016 : proceedings. Belgrade: Belgrade
Metropolitan University, 2016. Str. 6-11, tabele. ISBN 978-86-89755-11-

4. http://www.metropolitan.ac.rs/files/2016/12/ICSD-2016-Conference-proceedings.pdf.
[COBISS.SI-ID 512938032]

JAGODIC, Gregor, VUKASOVIC, Tina. Media and the buying process. V: DERMOL, Valerij (ur.),
SMRKOLJ, Marko (ur.). Management challenges in a network economy : proceedings of the
MakeLearn and TIIM International Conference, 17-19 May 2017, Lublin, Poland. Bangkok; Celje;
Lublin: ToKnowPress, 2017. Str. 525-529, ilustr. MakelLearn. ISBN 978-961-6914-21-5. ISSN 2232-
3309. http://www.toknowpress.net/ISBN/978-961-6914-21-5/papers/ML17-123.pdf. [COBISS.SI-
ID 39060997]

VIDMAR, Urska, VUKASOVIC, Tina. Conceptual model of a successful project application developed
an the basis of qualitative research results. V: DERMOL, Valerij (ur.). Integrated economy and
society: diversity, creativity and technology : proceedings of the MakeLearn and TIIM International
Conference, 16-18 May 2018, Naples, Italy. Bangkok; Celje; Lublin: ToKnowPress, 2018. Str. [1-11],
ilustr. MakeLearn. ISBN 978-961-6914-23-9. ISSN 2232-

3309. http://www.toknowpress.net/ISBN/978-961-6914-23-9/papers/ML2018-020.pdf. [COBISS.SI-
ID 39510277]

VIDMAR, Urska, VUKASOVIC, Tina. The stages in the process of identifying a successful project idea
for Horizon 2020 : theoretical background. V: DERMOL, Valerij (ur.). Integrated economy and
society: diversity, creativity and technology : proceedings of the MakeLearn and TIIM International
Conference, 16-18 May 2018, Naples, Italy. Bangkok; Celje; Lublin: ToKnowPress, 2018. Str. [1-8].
MakeLearn. ISBN 978-961-6914-23-9. ISSN 2232-3309. http://www.toknowpress.net/ISBN/978-
961-6914-23-9/papers/ML2018-023.pdf. [COBISS.SI-ID 39510533]

VUKASOVIC, Tina. The importance of knowledge management in the process of brand equity. V:
BEVANDA, Vuk (ur.). Selected papers. Belgrade: Association of economists and managers of the
Balkans, 2020. Str. 1-8, tabele. Selected papers. ISBN 978-86-80194-27-1. ISSN 2683-

6149. https://mediacontent.limen-conference.com/2020/06/LIMEN 2019 DRAFT-Selected-
Papers.pdf. [COBISS.SI-ID 28337155]

VUKASOVIC, Tina. A conceptual framework for understanding consumer : based brand equity. V:
DERMOL, Valerij (ur.), TRUNK, Ales (ur.), SMRKOLJ, Marko (ur.). Managing innovation and diversity
in knowledge society through turbulent time : proceedings of the MakeLearn and TIIM Joint
International Conference, 25-27 May 2016, Timisoara, Romania. Bangkok; Celje; Lublin:
ToKnowPress, 2016. [7] str., ilustr. MakeLearn. ISBN 978-961-6914-16-1. ISSN 2232-

3309. http://www.toknowpress.net/ISBN/978-961-6914-16-1/papers/ML16-

216.pdf, http://www.toknowpress.net/ISBN/978-961-6914-16-1/MakeLearn2016.pdf. [COBISS.SI-
ID 38472965]

VUKASOVIC, Tina. Consumers' sensorical product evaluation. V: STANTON, John (ur.), LANG, Mark
Harold (ur.). International food marketing research symposium, 17. - 19. 6. 2015, Crete, Greece :
conference proceedings. Crete: Institute of Food Products Marketing, 2015. Str. 383-398.
[COBISS.SI-ID 512771632]

VUKASOVIC, Tina, BARKOVIC, Martina. Analysis of the effectiveness brand positioning with the
importance of knowledge management. V: DERMOL, Valerij (ur.), et al. Managing intellectual
capital and innovation for sustainable and inclusive society : proceedings of the MakeLearn and
TIIM Joint International Conference, 27-29 May 2015, Bari, Italy. Bangkok; Celje; Lublin:
ToKnowPress, 2015. Str. 121-126, tabele. MakeLearn. ISBN 978-961-6914-13-0. ISSN 2232-

3309. http://www.toknowpress.net/ISBN/978-961-6914-13-0/papers/ML15-012.pdf. [COBISS.SI-
ID 13702049]

VUKASOVIC, Tina, DUVNJAK, Matej. Analysis of consumer satisfaction as the basis for preserving
the company's competitive position in the market. V: DERMOL, Valerij (ur.). Integrated economy
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and society: diversity, creativity and technology : proceedings of the MakelLearn and TIIM
International Conference, 16-18 May 2018, Naples, Italy. Bangkok; Celje; Lublin: ToKnowPress,
2018. Str. [1-5], preglednici. MakeLearn. ISBN 978-961-6914-23-9. ISSN 2232-

3309. http://www.toknowpress.net/ISBN/978-961-6914-23-9/papers/ML2018-194.pdf. [COBISS.SI-
ID 39509253]

VUKASOVIC, Tina, JALEN, Natasa. Analysis of purchasing habits of consumers of food supplements.
V: DERMOL, Valerij (ur.). Thriving on future education, industry, business and society : proceedings
of the MakelLearn and TIIM International Conference, 15-17 May 2019, Piran, Slovenia. Bangkok;
Celje; Lublin: ToKnowPress, 2019. Str. [1-7], graf. prikazi. MakeLearn. ISBN 978-961-6914-25-3. ISSN
2232-3309. http://www.toknowpress.net/ISBN/978-961-6914-25-3/papers/ML19-002.pdf.
[COBISS.SI-ID 40034053]

SLUGA, Anita, VUKASOVIC, Tina. Poprodajne aktivnosti kot konkurenéna prednost pri trzenju
izdelkov preko javnih narocil. 1. izd. Dolga Poljana: Perfectus, svetovanje in izobraZevanje, 2019.
Zbirka Znanstvene monografije, Podzbirka Marketing in prodaja. ISBN 978-961-94549-7-

8. http://www.andrejraspor.com/perfectus zalozba. [COBISS.SI-ID 300701440]

VUKASOVIC, Tina. Koncepti sodobnega trZenja. Harlow: Pearson, cop. 2020. VIII, 202 str., ilustr. ISBN
978-1-839-61084-4. [COBISS.SI-ID 40330501]

VUKASOVIC, Tina. Osnove trienja za 21. stoletje. 2. natis. Celje: Mednarodna fakulteta za druzbene
in poslovne $tudije, 2016. 152 str., ilustr. Znanstvene monografije MFDPS. ISBN 978-961-6813-37-2.
ISSN 2232-2116. [COBISS.SI-ID 286675712]

VUKASOVIC, Tina. Ponasanje potrosaca : celovit pristup istraZivanju ponasanja potrosaca. Beograd:
Drustvo za unapredenje marketinga, 2016. 145 str., ilustr. ISBN 978-86-914881-9-2. [COBISS.SI-

ID 223547404]

VUKASOVIC, Tina, JAGODIC, Gregor. Osnove trZenja in strateskega trznega nacrtovanja. Harlow
[etc.]: Pearson, cop. 2017. 218 str., ilustr. ISBN 978-1-78726-026-9. [COBISS.SI-ID 39044101]
VUKASOVIC, Tina. Osnove raziskave trga. El. izd. Maribor: Doba Epis, cop. 2020. 1 spletni vir (1
datoteka PDF (37 str.)), graf. prikazi, tabele. ISBN 978-961-6818-58-

2. https://blackboard.doba.si/webapps/login/. [COBISS.SI-ID 28408579]

VUKASOVIC, Tina. Statistika z raziskovanjem za potrebe marketinga : e-ucno gradivo : predavanja in
vaje. Maribor: DOBA Fakulteta, 2021/2022. https://blackboard.doba.si/. [COBISS.SI-ID 78945027]
VUKASOVIC, Tina. MenadZment proizvoda, usluga i robnih marki : e-u¢no gradivo : predavanja i
vjeZbe. Maribor: DOBA Fakulteta, 2020/2021. https://blackboard.doba.si/. [COBISS.SI-ID 59082755]
VUKASOVIC, Tina. MenedZment izdelkov, storitev in blagovnih znamk : uéno gradivo : predavanja in
vaje. Maribor: DOBA Fakulteta, 2020/2021. https://blackboard.doba.si/. [COBISS.SI-ID 44130307]
VUKASOVIC, Tina. Raziskovanje vedenja potrosnikov : u¢no gradivo - predavanja in vaje : 2020-
2021. Celje: Mednarodna fakulteta za druzbene in poslovne Studije, 2020. 63 str., ilustr. [COBISS.SI-
ID 38233347]
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vaje. Maribor: DOBA Fakulteta, 2019/20. https://blackboard.doba.si/. [COBISS.SI-ID 513106224]
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https://plus.si.cobiss.net/opac7/bib/286675712?lang=sl
https://plus.si.cobiss.net/opac7/bib/223547404?lang=sl
https://plus.si.cobiss.net/opac7/bib/39044101?lang=sl
https://blackboard.doba.si/webapps/login/
https://plus.si.cobiss.net/opac7/bib/28408579?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/78945027?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/59082755?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/44130307?lang=sl
https://plus.si.cobiss.net/opac7/bib/38233347?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/52301059?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/513090096?lang=sl
https://blackboard.doba.si/
https://plus.si.cobiss.net/opac7/bib/513106224?lang=sl

UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Psihologija prodaje: ljudje, kultura, spremembe in obnasanje strank

Psychology of Selling: People, Culture, Changes and Customer Behaviour

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski / 1. /
program
MARKETING IN PRODAIJA
Master programme - 2 nd cycle / 1st /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: PPR
Predavanja Seminar Vaje Klini¢ne vaje Druge oblike Samost. delo ccrs
Lectures Seminar Tutorial work Studija Individ. work
18 12 / / / 125 6

Nosilec predmeta / Lecturer:

doc. dr. Kristijan Musek Lesnik

Jeziki / Predavanja / Lectures:

Croatian
Languages:

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Vaje / Tutorial:
Croatian

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Pogoji za vkljucitev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisits:

Znanja predvidena v u€nih nacrtih prvostopenjskih
bolonjskih programov poslovnih in tehniénih ved.

The knowledge provided in the curricula of the first
degree Bologna programmes of business and
technical disciplines.
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Vsebina:

Content (Syllabus outline):

Razumevanje vedenja strank kot klju¢ni
dejavnik trznega uspeha

e Temeljni dejavniki vedenja porabnikov;
vpliv psiholoskih dejavnikov na vedenje
strank (B2C in B2B).

e Kognitivni in konativni (motivacijske,
custvene) temelji vedenja strank.

e Vedenje strank in druzba.

o Custva in poslovanje, vpliv emocionalnega
dozivljanja na uspesnost poslovnega
delovanja.

¢ Vloga socialnih motivov v poslovnih
odnosih.

e Uporaba psihologije v marketingu in
prodaji

e Psiholoska nacela zavestnega odlocanja

Zadovoljstvo in zvestoba porabnikov

e Psiholoski dejavniki zadovoljstva strank.
e Psiholoski dejavniki zvestobe strank.

Vloga osebnosti v poslovnem odnosu.

¢ Vloga samopodobe, samovrednotenja in
samospostovanja v poslovnem odnosu.
e Osebnost in samopodoba

Poslovna klima in organizacijska kultura

e  Psiholo3ki vidiki komuniciranja s strankami.

e Psiholoski vidiki poslovne klime.
e Vrednote in drugi psiholoski dejavniki
organizacijske kulture.

Understanding of customers as key factor of
market success.

e Basic factors of customer behaviour;
influence of psychological factors on
customer behaviour (B2C and B2B).

e Cognitive and conative (motivational,
emotional) bases of customer behaviour.

e Customer behaviour and society.

e Emotions and business, role of emotional
experience on success in business activities.

e Role of social motives in business
relationships.

e Use of psychology in marketing and selling.

e Psychological principles of conscious
decision making.

Customer satisfaction and loyalty

e Psychological aspects of customer
satisfaction.
e Psychological aspects of customer loyalty.

Role of personality in business relationships

e Role of self-image, self-esteem, and self-
respect in business relationships.
e Personality and self-image.

Business climate and organizational culture

e Psychological aspects of communication
with customers.

e Psychological aspects of business climate.

e Values and other psychological factors of
organizational culture.

Temeljni literatura in viri / Readings:

Buttle, F. (2008). Customer Relationship Management, 2™ ed.New York: Taylor and Francis.

Ling, P. (2015). Introduction to Consumer Behaviour. V P. Ling, S. D'Alessandro, H. Winzar: Consumer
Behaviour in Action. Melbourne: Oxford University Press.

Musek Lesnik, K. (2008). Od zadovoljstva potrosnikov do programov zvestobe : nekateri psiholoski dejavniki
zadovoljstva in zvestobe potrosnikov in njihova integriranost v programe za sistematicno spodbujanje
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https://www.oup.com.au/__data/assets/file/0025/131983/9780195597080_SC.pdf

zadovoljstva, zvestobe in Zelenega vedenja potrosnikov. (Znanstvene monografije Fakultete za
management Koper). Koper: Fakulteta za management.

Musek Lesnik, K. (2008). Vrednote, poslanstvo in vizija podjetja : organizacijske vrednote, poslanstvo in
vizija podjetja kot jedrni elementi strateskega managementa. (Znanstvene monografije Fakultete za
management Koper), (Management). Koper: Fakulteta za management.

Musek Lesnik, K. (2007) Zadovoljstvo potrosnikov, IPSOS
Musek Lesnik, K. (2007) Zvestoba potrosnikov, IPSOS

Musek Lesnik, K. (2007) Programi zvestobe, IPSOS

Solomon, M. R., Bamosey, G., Askegaard, S. in Hogg, M. K. (2006). Consumer Behaviour: A European
Perspective, 3™ ed. Harlow: Prentice Hall (Prentice Hall) - v celoti dostopno na spletu
https://www.academia.edu/112080020/Consumer Behaviour A European Perspective 3rd Edition

Krajsi ¢lanki dr. Kristijana Muska Le$nika dostopni na spletni strani http://www.ipsos.si/web-
data/Templates/menu-podjetje-home.html

Cilji in kompetence: Objectives and competences:

e Usposobljenost za poznavanje in e Ability of knowledge of customer behaviour.
obvladovanje vedenja strank. e Understanding of the influence of

e Razumevanje vpliva psiholoskih dejavnikov psychological factors on customer behaviour
na vedenje strank (B2C in B2B). (B2C and B2B).

e Obvladovanje kognitivnih in konativnih ¢ Knowledge of cognitive and conative
(motivacijske, custvene) temeljev vedenja (motivational, emotional) bases of customer
strank. behaviour.

e Razumevanje vpliva emocionalnega e Understanding of the role of emotional
doZivljanja na uspesnost poslovnega experience on success in business activities.
delovanja. e Understanding of the role of social motives

e Razumevanje vloge socialnih motivov v in business relationships.
poslovnih odnosih. e Capacity of the use of psychology

e Usposobljenost za uporabo znanja knowledge in marketing and selling.
psihologije v marketingu in prodaiji. e Capability of analyzing psychological aspects

e Sposobnost analiziranja psiholoskih of customer satisfaction and loyalty
dejavnikov zadovoljstva in zvestobe strank. e Knowledge of the role of personality in

e Poznavanje vloge osebnosti v poslovnem business relationships, and role of self-
odnosu in razumevanje vioge image, self-esteem, and self-respect in
samopodobe, samovrednotenja in business relationships.
samospostovanja v poslovnem odnosu. e Ability of the use of the psychological

e Usposobljenost za uporabo psiholoskih aspects of communication with customers,
vidikov komuniciranja s strankami, business climate and organizational culture
poslovne klime in organizacijske kulture v in marketing and sales.
marketingu in prodaji.

Predvideni Studijski rezultati: Intended learning outcomes:
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Znanje in razumevanje:

o Studentje bodo razumeli poznavanje vloge
vedenja strank kot klju¢nega dejavnika
trznega uspeha.

e Razumeli bodo vpliv psiholoskih dejavnikov
na vedenje strank (B2C in B2B).

e Razumeli bodo kognitivne in konativne
(motivacijske, Custvene) temelje vedenja
strank.

e Razumeli bodo vplivemocionalnega
dozivljanja na uspesnost poslovnega
delovanja.

e Razumeli bodo vlogo socialnih motivov v
poslovnih odnosih.

e Razumeli bodo uporabo psihologije v
marketingu in prodaji.

e Razumeli bodo psiholoske dejavnike
zadovoljstva in zvestobe strank.

e Razumeli bodo vlogo osebnosti v
poslovnem odnosu in analizirali viogo
samopodobe, samovrednotenja in
samospostovanja v poslovnem odnosu.

e Razumeli bodo psiholoske vidike
komuniciranja s strankami, poslovne klime
in organizacijske kulture.

Knowledge and understanding:

e Students will understand the knowledge of
the role of customer behaviour as a key
factor of business success

e They will understand the influence of
psychological factors on customer behaviour
(B2C and B2B).

e They will understand cognitive and conative
(motivational, emotional) bases of customer
behaviour.

¢ They will understand the role of emotional
experience on success in business activities.

e They will understand the role of social
motives in business relationships.

e They will understand the use of psychology
in marketing and selling.

e They will understand psychological aspects
of customer satisfaction and loyalty

e They will understand the role of personality
in business relationships, and role of self-
image, self-esteem, and self-respect in
business relationships.

e They will understand psychological aspects
of communication with customers, business
climate and organizational culture.

Metode poucevanja in u€enja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivho udelezbo
Studentov (razlaga, diskusija, resevanje primerov)
Sodelovalno delo: projektno delo, timsko delo,
delo v virtualnem u¢nem okolju

Individualno delo: naloge, Studij literature in virov,
refleksija, samoocenjevanje, pisni izdelki, delo v
virtualnem u¢nem okolju

Opredeljene metode poucevanja in u¢enja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uc¢nem okolju.

Frontal approach: lectures with active participation
of students (explanation, discussion, case solving)
Collaborative approach: project work, team work,
work in virtual environment

Individual approach: tasks, study of literature and
resources, reflection, self-evaluation, written
products, work in virtual learning environment

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within a virtual learning environment.

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Sprotno preverjanje in ocenjevanja
znanja:
* Krajsi pisni izdelki

24 %

Continuous evaluation of knowledge
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* DaljSi pisni izdelki 36 % * Short written assignements
* Online test 40 % * Longer written assighement
* Written examination

Koncéno preverjanje in ocenjevanja znanja:
Final evaluation of knowledge

Pisni izpit 60%

Seminarska naloga 40 % e Written exam

e Seminar paper

Reference nosilca / Lecturer's references:
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MUSEK LESNIK, Kristijan. Stres in izgorelost med managerji : sodobno delovno okolje prina3a vse ve¢
stresa. HRM : strokovna revija za ravnanje z ljudmi pri delu. jun. 2009, letn. 7, st. 29, str. 54-58, tabele.
ISSN 1581-7628. [COBISS.SI-ID 2638792]

ARZENSEK, Ana, MUSEK LESNIK, Kristijan. Organizational citizenship behavior : blessing for organization
and stress for employees?. V: Management theory and practice : synergy in organisations :
Proceedings. Tartu, 2009. 28 str. ISBN 978-9985-4-0572-7. [COBISS.SI-ID 3121367]

MUSEK LESNIK, Kristijan, ARZENSEK, Ana. Knowledge of organizational values, mission and vision
among contact personnel. V: Intercultural dialogue and management : 9th international conference.
9th International Conference organised by the University of Primorska, Faculty of Management Koper,
Slovenia, University Centre for Euro-Mediterranean Studies, Slovenia, and European Institute of the
Mediterranean, Spain, 26-29 November 2008, Barcelona, Spain. Koper, [2008]. Str. 2033-2057.
[COBISS.SI-ID 2957527]

MUSEK LESNIK, Kristijan, ARZENSEK, Ana. Disemination of organizational values, mission and vision : an
examination among contact personnel. Psiholoska obzorja. [Tiskana izd.]. 2008, letn. 17, suppl., str. 54.
ISSN 1318-1874. [COBISS.SI-ID 2986455]

DERMOL, Valerij, MUSEK LESNIK, Kristijan, KOSIR, Suzana, BREZNIK, Kristijan, GORENAK, Mitja. Sinergija
vrednot, poslanstev in vizij v podjetjih. Celje, 2014. 166 str., tabele. Znanstvene monografije MFDPS.
ISBN 978-961-6813-32-7. ISSN 2232-2116. [COBISS.SI-ID 277050880]

MUSEK LESNIK, Kristijan. Od zadovoljstva potrosnikov do programov zvestobe : nekateri psiholoski
dejavniki zadovoljstva in zvestobe potrosnikov in njihova integriranost v programe za sistematicno
spodbujanje zadovoljstva, zvestobe in Zelenega vedenja potrosnikov. Koper, 2008. 235 str., ilustr.,
tabele. Znanstvene monografije Fakultete za management Koper. ISBN 978-961-266-010-9. ISSN 1855-
0878. [COBISS.SI-ID 241141760]

MUSEK LESNIK, Kristijan. Vrednote, poslanstvo in vizija podjetja : organizacijske vrednote, poslanstvo in
vizija podjetja kot jedrni elementi strateskega managementa. Koper, 2008. 239 str., ilustr., tabele.
Znanstvene monografije Fakultete za management Koper, Management. ISBN 978-961-266-011-6. ISSN
1855-0878. [COBISS.SI-ID 241142528]

MUSEK LESNIK, Kristijan. Organizacijske vrednote : kako do jasnih organizacijskih vrednot v podjetju.
Ljubljana, 2007. 75 str., ilustr. ISBN 978-961-6671-12-5. [COBISS.SI-ID 235164928]

MUSEK LESNIK, Kristijan. Pomen jasne vizije, poslanstva in organizacijskih vrednot za podjetje.
Ljubljana, 2007. 96 str., ilustr. ISBN 978-961-6671-09-5. [COBISS.SI-ID 235163904]

MUSEK LESNIK, Kristijan. Zadovoljstvo potrosnikov : psiholoski dejavniki vedenja in zadovoljstva
potrosnikov. Ljubljana, 2007. 69 str., ilustr. ISBN 978-961-6671-11-8. [COBISS.SI-ID 235164416]

MUSEK LESNIK, Kristijan. Zvestoba potrosnikov : psiholoski dejavniki vedenja in zvestobe potrosnikov.
Ljubljana, 2007. 88 f., tabele, grafi. ISBN 978-961-6671-07-1. [COBISS.SI-ID 235163648]

MUSEK LESNIK, Kristijan. Od poslanstva do vizije zavoda in neprofitne organizacije : kako razjasniti
vrednote, opredeliti poslanstvo in ustvariti vizijo zavoda ali neprofitne organizacije za nove case.
Ljubljana, 2003. 387 str., ilustr., tabele. ISBN 961-6406-12-4. [COBISS.SI-ID 125520128]

MUSEK LESNIK, Kristijan. Izkoris¢anje sinergijskih ucinkov jasnih organizacijskih vrednot, poslanstev in
vizij za zagotavljanje trajnostne konkurencnosti slovenskih podjetij : zaklju¢no porocilo o rezultatih
aplikativnega raziskovalnega projekta. Celje, 2012. 220 str., ilustr. [COBISS.SI-ID 11827105]

MUSEK LESNIK, Kristijan. Psychology in management. Celje, 2010. [COBISS.SI-ID 15230773]

ANZICEK, Anja. Analiza zadovoljstva zaposlenih v izbranem podjetju : magistrska naloga. Prebold, 2010.
IX, 114 str., [8] str. pril., graf. prikazi. [COBISS.SI-ID 15354421]

BEDENE, Teja. Psiholosko blagostanje na delovnem mestu in njegova povezanost z delovno uspesnostjo
zaposlenih = Psychological well-being in the workplace and its connection to work performance :
magistrsko delo. Koper, 2021. XI, 56 str.,

ilustr. https://www.famnit.upr.si/sl/studij/zakljucna_dela/view/1033. [COBISS.SI-ID 92332803]

BRGLEZ, Simona. Motiviranje in nagrajevanje zaposlenih v ¢asu krize : magistrska naloga. Celje, 2011.
V, 75, [6] str. pril., graf. prikazi. [COBISS.SI-ID 15578165]
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e KOREN, Bojana. Vodenje in motivacija zaposlenih : magistrska naloga. Celje, 2012. VII, 73 str., [8] str.
pril., ilustr. [COBISS.SI-ID 16048949]

e STERMECKI, Darja. Potrosnikove zaznave pri uporabi kartice zvestobe : magistrska naloga. Celje, 2012.
VII, 64 str., [5] str. pril., graf. prikazi, tabele. [COBISS.SI-ID 16232757]

e BRITOVSEK, Mateja. Resevanje konfliktnih situacij s strankami in poslovnimi partnerji v podjetju X :
diplomsko delo. Celje, 2012. VII, 47 str., [4] str. pril., ilustr. [COBISS.SI-ID 15710005]

e KRAGELJ, Manca. Etika v poslovnem svetu in pojav mobinga : diplomsko delo. Celje, 2011. VII, 56 str.,
[7] str. pril., graf. prikazi. [COBISS.SI-ID 15524405]

e MAIJHEN, Jasna. Motnja kompulzivnega nakupovanja z biopsihosocialnega vidika = Compulsive buying
disorder from a biopsychosocial perspective : zaklju¢na naloga. Koper, 2019. VI, 30 f,,
ilustr. https://www.famnit.upr.si/sl/studij/zakljucna_dela/view/858. [COBISS.SI-ID 1541505732]

e MUSEK LESNIK, Kristijan. Od zadovoljstva do zvestobe potrosnikov : razumevanje zadovoljstva
potrosnikov in spodbujanje njihove navezanosti ter zvestobe. Ljubljana, 2007. ISBN 978-961-92047-1-9.
[COBISS.SI-ID 232254208]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 24. 6. 2022

49



https://plus.si.cobiss.net/opac7/bib/16048949?lang=sl
https://plus.si.cobiss.net/opac7/bib/16232757?lang=sl
https://plus.si.cobiss.net/opac7/bib/15710005?lang=sl
https://plus.si.cobiss.net/opac7/bib/15524405?lang=sl
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Razvoj izdelkov in blagovnih znamk

Product and Brand Development

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski / 2. /
program
MARKETING IN PRODAIJA
Master programme - 2 nd cycle / 2nd /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: RIBZ
Predavanja Seminar Vaje Klini¢ne vaje Druge oblike Samost. delo Ecrs
Lectures Seminar Tutorial work Studija Individ. work
18 12 / / / 125 6

Nosilec predmeta / Lecturer:

prof. dr. Tina Vukasovic¢

Jeziki / Predavanja / Lectures:

English
Languages:

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Vaje / Tutorial:
English

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Pogoji za vkljucitev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisites:

Znanje predvideno v u¢nih nacrtih prvostopenjskih
bolonjskih programov poslovnih in tehni¢nih ved.

The knowledge provided in the curricula of the first
degree Bologna programmes of business and
technical disciplines.

Vsebina:

Content (Syllabus outline):
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Uvod: opredelitev osnovnih konceptov
(izdelek! in njegov razvoj, ravni izdelka,
blagovna znamka in njen razvoj)
Klasificiranje in sestavine izdelkov: design
izdelka, embalaza, znamka, vrednost,
kakovost, image, izdel¢ni splet
MenedZment izdelkov: SWOT analiza,
Fivljenjski cikel izdelka (ZCl) in strategije v
posameznih fazah ZCl, portfolio modeli
Razvoj novih izdelkov: marketinski splet kot
orodje za razvoj novih izdelkov, stratesko
nacrtovanje in proces razvoja novih
izdelkov, cilji in strategije razvoja novih
izdelkov

Razvoj blagovne znamke in uravnotezen
pogled nanjo: razvoj in znacilnosti
blagovnih znamk, vrste in funkcije
blagovnih znamk, uravnoteZzen pogled na
blagovno znamko - pogled porabnikov vs.
pogled skrbnikov

MenedZment blagovnih znamk: identiteta
blagovne znamke, ustvarjanje poznavanja
blagovne znamke, dolocanje elementov
blagovne znamke, klasifikacija blagovnih
znamk, strategije blagovne znamke
Koncept vrednosti blagovne znamke:
merjenje vrednosti blagovne znamke,
modeli za merjenje vrednosti blagovne
znamke

Implementacija blagovne znamke: v
podjetju (notranji branding) in zunaj
podjetja (izbira orodij za dosego ciljne
skupine blagovne znamke)

Introduction: key concepts (product,
product development, product forms, brand
and brand development)

Classification of products: design, packaging,
brand, value, quality, product mix

Product management, SWOT analysis,
product life cycle concept, product strategy,
portfolio analysis

New product development: marketing mix,
strategic plan and process of new product
development, goals and strategies in the
process of new product development

Brand development: brand development
and brand characteristics, types and
functions of brands, consumers’ points of
view vs. brand managers’ points of views
Brand management: brand identity, creating
brand awareness, choosing brand elements,
brand classifications and brand strategy
Brand value concept: brand value
measurement, the brand value
measurement models

Brand implementation: in (inside branding)
and outside of a company (choosing the
tools to achieve the brand target group)

Temeljni literatura in viri / Readings:

OBVEZNA/COMPULSORY:
Knjige/Books:

Kotler, P., Armstrong, G., (2018). Principles of Marketing. Pearson Education. Poglavlja: 7, 8, 9, 10, 12,

15, 16, 17.

Vukasovi¢, T. (2020). Knowledge as an important factor in the process of creating brand equity.
International Journal of Innovation and Learning, Vol. 28, No.2, str. 139-158.
Wright, A. (2020.). 42 Buyer Persona Questions to Inspire Your Research. Pristup na:

https://amywright.me/buyer-persona-questions/

Vukasovié Tina (2023). Trzenjski splet; prosojnice dostopne v BB

Vukasovié Tina (2023). Blagovna znamka; prosojnice dostopne v BB

Vukasovié¢ Tina (2023). Segmentiranje in pozicioniranje na trgu; prosojnice dostopne v BB
Vukasovié, T. (2023). Znacilnosti generacij potrosnikov; prosojnice dostopne v BB

1'S pojmom »izdelek« opredeljujemo tako storitve kot fiziéno oprijemljive izdelke. Zaradi poenostavitve
pojmovanja v nadaljevanju besedila uporabljamo pojem izdelek./The term “product” denotes services as well as
tangible products. For reasons of simplification, the term product is used hereinafter.
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- Vukasovi¢, T (2023). Vzivite se v svojega kupca; prosojnice dostopne v BB
- Navodila za pripravo pisnih nalog DOBA fakultete.

Video gradivo:

- Marketing: The Product Life Cycle Explained: https://www.youtube.com/watch?v= 26E6QR _hmU
- Marketing mix (4 P in 7P): https://www.youtube.com/watch?v=ys7zx1Vc9po

- Proces razvoja novega izdelka: https://www.youtube.com/watch?v=KWy4UghbzCBU

- Blagovna znamka: http://www.youtube.com/watch?v=k5016fh7TgQ

- Upravljanje blagovne znamke: http://www.youtube.com/watch?v=JKIAOZZritk&feature=related

- Segmentiranje in pozicioniranje:

https://www.youtube.com/watch?v=llg 8MUPz5w&feature=related

- Defining a new product development process: https://www.bl.uk/business-and-ip-
centre/articles/how-to-define-a-new-product-development-process

PRIPOROCENA/RECOMMENDED:

- Baker, M. in Hart, S. (2007). Product Strategy and Management. London: Prentice Hall.

- Keller, K.L. (2013). Strategic Brand Management. 4th Edition. Upper Saddle River, N. J., London.
- Vukasovi¢, T. (2023): TrZenje: za teorijo in prakso. Pearson.

- Pompe, A. (2017): Znamka in znamcenje. Ljubljana: Gea College.

Cilji in kompetence:

Objectives and competences:

Cilji predmeta:

e razumeti temeljna spoznanja, ki jih ponujajo
pravila sodobnega razvoja izdelkov in blagovnih
znamk

e usposobiti Studenta za uporabo pridobljenih
znanj in vescin pri analizi, nacrtovanju,
udejanjanju in nadzoru odlocitev na podrocju
razvoja izdelkov in blagovnih znamk

e usposobiti Studenta za samostojno uporabo
pridobljenih znanj in ves¢in v procesih
sprejemanja poslovnih odlocitev
podjetja/organizacije

Kompetence:

e poznavanje in oblikovanje konceptov razvoja
izdelkov in blagovnih znamk,

e sposobnost obvladovanja sprememb in
prilagajanja potrebam in zahtevam trga
potrosnikov na podlagi stalnega evalviranja
izdelkov

e sposobnost razumevanja pomembnosti
procesa menedZzmenta blagovnih znamk za
sprejemanije trzenjskih odlocitev v praksi

e usposobljenost za analizo, sintezo in
samostojno oblikovanje resitev trzenjskih
problemov podjetja/organizacije

® poznavanje procesa razvoja izdelkov,
znatilnosti menedZmenta izdelkov in

Course objectives:

e To understand the basic findings of the ways
offered by the rules of modern product
development and brand management

e To enable students to use the acquired
knowledge and skills in analysing, planning,
realization, and control of decisions in the field
of product development and brand
management

e To enable students to independently use the
knowledge and skills acquired in the business
decision-making process

Competences:

e Knowledge of the creation concepts of product
development and brand management

e The ability to manage change and to adapt to
market needs and consumers’ demands on the
basis of product evaluation

e The ability to understand the importance of the
brand management for adopting marketing
decisions

e Capacity for analysis, synthesis, and
independent shaping of solutions to marketing
problems in a company/organization.

e Knowledge of the product development process,
product management features, and the ability to
use the methods and tools that enable effective
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sposobnost uporabe metod in orodij, ki
omogocajo ucinkovito nacrtovanje, oblikovanje
in uvedbo izdelkov na trg

poznavanje procesa menedzmenta blagovnih
znamk

poznavanje koncepta vrednosti blagovnih
znamk ter sposobnost uporabe metod in
modelov merjenja vrednosti blagovnih znamk v
praksi

sposobnost razvoja in uveljavljanja blagovne
znamke v domacem in mednarodnem okolju
razvoj vescin za uporabo znanja s podrocja
razvoja novih izdelkov in blagovnih znamk
sposobnost uporabe pridobljenih znanj in
vescin pri analizi, naértovanju, udejanjanju in
nadzoru odlocitev na podrocju razvoja izdelkov
in blagovnih znamk

razvoj komunikacijskih in pogajalskih
sposobnosti, timsko delo in sposobnost kriticne
/samo/refleksije

planning, development, and launching of
products on the market

Knowledge of the brand management process
Knowledge of the brand value concept and the
ability to use the methods and models for
measuring brand value in practice

The ability to develop and enforce a brand in the
domestic and foreign market

Develop skills to use knowledge in the field of
product and brand development

Ability to use the gained knowledge and skills
for analysing, planning, implementation, and
control of decisions in the field of product and
brand development

Development of communication and negotiation
skills, teamwork, and the ability of critical
/self/reflection

Predvideni Studijski rezultati:

Intended learning outcomes:

diplomant bo sposoben na podlagi strateskih
usmeritev pripraviti takti¢ni nacrt uvedbe,
spremljanja in evalvacije uspesnosti izdelka na
trgu

diplomant bo znal uporabljati dobljena znanja in
vescine pri razlagi teorij, konceptov in vprasanj s
podrocja razvoja izdelkov in blagovnih znamk
diplomant bo razumel pomen razvoja izdelkov in
blagovnih znamk za uspesno delovanje podjetja
diplomant bo razumel pomembnost procesa
menedZmenta blagovnih znamk v procesu
sprejemanja trzenjskih odlocitev v praksi
diplomant bo znal analizirati, nacrtovati,
udejanjati in nadzirati odlocitve podjetja na
podrocju razvoja izdelkov in blagovnih znamk

The graduate will be able to prepare a tactical
plan for product implementation, monitoring and
evaluation on the market on the basis of strategic
guidelines

The graduate will be able to use the obtained
knowledge and skills in the interpretation of
theories, concepts, and questions in the field of
product and brand development

The graduate will understand the importance of
product and brand development for the
successful operations of a company

The graduate will understand the importance of
the brand management process for the
successful operations of a company

The graduate will be able to analyse, plan,
implement, and monitor company decisions in
the field of product and brand development

Metode poucevanja in u€enja:

Learning and teaching methods:
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Frontalno delo: predavanja z aktivho udelezbo
Studentov (razlaga, diskusija, reSevanje primerov)
Sodelovalno delo: projektno delo, timsko delo,
delo v virtualnem u¢nem okolju

Individualno delo: naloge, Studij literature in virov,
razvojno in raziskovalno delo, refleksija,
samoocenjevanje, javni nastop, pisni izdelki, delo v
virtualnem u¢nem okolju

Opredeljene metode poucevanja in ucenja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uénem okolju.

Frontal instruction: lectures with active
participation of students (explanation, discussion,
case studies)

Collaborative group work: work in smaller groups or
pair work (a written casework in the virtual learning
environment)

Individual work: assignments, study of literature,
research work, reflection, self-assessment, public
speaking, a written casework in the virtual learning
environment

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within a virtual learning environment.

Delez (v %) /

Nacini ocenjevanja: Weight (in %)  Assessment:
Sprotno preverjanje in ocenjevanje znanja Continuous knowledge assessment
= Krajsi pisni izdelki )
= Dalj&i pisni izdelki 15 % = Short written casework
= Online test 40 % * Long written casework
45 % = Online test
Koncno preverjanje in ocenjevanje znanja )
= Pisni izpit Final knowledge assessment
= Daljsi pisni izdelek 60 % = \Written exam
40% = Long written casework

Reference nosilca / Lecturer's references:

e VUKASOVIC, Tina. An empirical investigation of brand equity : a cross-country validation
analysis. Journal of global marketing. 2016, vol. 29, no. 5, str. 251-265, ilustr. ISSN 0891-
1762. http://www.tandfonline.com/doi/full/10.1080/08911762.2016.1194508,

DOI: 10.1080/08911762.2016.1194508. [COBISS.SI-ID 38603781]

e VUKASOVIC, Tina. Pomembna znanja in sposobnosti, ki odlikujejo uspesnega trinika. Mednarodno
inovativno poslovanje : strokovno-znanstvena revija za podrocje poslovanja in poslovnega
izobraZevanja. 2014, year 6, vol. 1/2, ilustr. ISSN 1855-6175. http://journal.doba.si/letnik 6-2014-st-
1/pomembna-znanja-in-sposobnosti-ki-odlikujejo-uspesnega-trzn. [COBISS.SI-ID 512678704]

e VUKASOVIC, Tina. Building successful brand by using social networkingmedia. Journal of Media and
Communication Studies. 2013, vol. 5, no. 6, str. 56-63, ilustr., tabele. ISSN 2141-2545.
DOI: 10.5897/JM(CS2013. 0352. [COBISS.SI-ID 1536040388]
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https://plus.si.cobiss.net/opac7/bib/512678704?lang=sl
https://dx.doi.org/10.5897/JMCS2013.%200352
https://plus.si.cobiss.net/opac7/bib/1536040388?lang=sl

VUKASOVIC, Tina, BARKOVIC, Martina. Percepcija pozicije znamke v oéeh slovenskih in tujih

turistov. Revija za ekonomske in poslovne vede. [Tiskana izd.]. 2015, vol. 2, no. 1, str. 83-96, ilustr. ISSN
2350-384X. [COBISS.SI-ID 514157943]

VUKASOVIC, Tina. Spremembe v zavedanju in pojmovanju blagovnih znamk v visokem $olstvu. DOBA.
26. maj 2021. ISSN 2712-4789. https://www.fakulteta.doba.si/doba-znanja/spremembe-v-zavedanju-in-
pojmovanju-blagovnih-znamk-v-visokem-solstvu. [COBISS.SI-ID 105595139]

VUKASOVIC, Tina, BARKOVIC, Martina. Evaluating the effectiveness of brand positioning from a
consumer perspective. Journal of social sciences research. 2014, vol. 6, no. 1, str. 898-904. ISSN 2321-
1091. https://cirworld.com/index.php/jssr/article/view/3422, DOI: 10.24297/jssr.v6i1.3422. [COBISS.SI-
ID 512706608]

STRASEK, Rok, VUKASOVIC, Tina. Raziskovalni model strate$kega pozicioniranja blagovne znamke =
Research model of strategic positioning brand. V: BREZOVEC, Aleksandra (ur.), MEKINC, Janez

(ur.). Management, izobraZevanje in turizem : solidarnost za socialni kapital : 3. znanstvena konferenca
z mednarodno udelezbo, 20.-21. oktober 2011, Portoroz : zbornik referatov = proceedings. Portoroz,
2011. Str. 1750-1757, ilustr., tabele. ISBN 978-961-6469-59-3. [COBISS.SI-ID 4236247]

VUKASOVIC, Tina. Launching of a new product with the brand extension strategy. V: DERMOL, Valerij
(ur.), et al. Knowledge and learning : global empowerment : proceedings of the Management,
Knowledge and Learning International Conference 2012, 20-22 June 2012, Celje, Slovenia. Celje, 2012.
Str. 97-107, ilustr. MakeLearn. ISBN 978-961-6813-09-9, ISBN 978-961-6813-10-5. ISSN 2232-3309.
[COBISS.SI-ID 15968565]

VUKASOVIC, Tina. Rezultati trinih raziskav kot osnova za iritev blagovne znamke = The results of
market research as the basis for brand extension. V: BREZOVEC, Aleksandra (ur.), MEKINC, Janez

(ur.). Management, izobraZevanje in turizem : solidarnost za socialni kapital : 3. znanstvena konferenca
z mednarodno udelezbo, 20.-21. oktober 2011, Portoroz : zbornik referatov = proceedings. Portoroz,
2011. Str. 2021-2027, ilustr. ISBN 978-961-6469-59-3. [COBISS.SI-ID 4236759]

VUKASOVIC, Tina. Vpliv izvora izdelka na vrednotenje njegovih lastnosti pri porabnikih = Impact of the
product's origin on tje consumer evaluation of product's properties. V: BREZOVEC, Aleksandra (ur.),
MEKINC, Janez (ur.). Management, izobraZevanje in turizem : solidarnost za socialni kapital : 3.
znanstvena konferenca z mednarodno udelezbo, 20.-21. oktober 2011, PortoroZ : zbornik referatov =
proceedings. Portoroz, 2011. Str. 2012-2020, ilustr., tabele. ISBN 978-961-6469-59-3. [COBISS.SI-

ID 4237015]

VUKASOVIC, Tina, BOJNEC, Stefan. Strukturni model povezav med poreklom izdelka in zaznano
vrednotjo blagovne znamke = Structuralodel of relationships between the origin of the product and the
perceived brand name value. V: BREZOVEC, Aleksandra (ur.), MEKINC, Janez (ur.). Management,
izobraZevanje in turizem : druZbena odgovornost za trajnostni razvoj : 2. znanstvena konferenca z
mednarodno udelezbo, 21.-22. oktober 2010, PortorozZ : zbornik referatov = proceedings. Portoroz,
2010. Str. 2284-2295, ilustr., tabele. ISBN 978-961-6469-51-7. [COBISS.SI-ID 3738583]

STRASEK, Rok, VUKASOVIC, Tina. Raziskovalni model strate$kega pozicioniranja blagovne znamke =
Research model of strategic positioning brand. V: BREZOVEC, Aleksandra (ur.), MEKINC, Janez

(ur.). Management, izobraZevanje in turizem : solidarnost za socialni kapital : 3. znanstvena konferenca
z mednarodno udelezbo, 20.-21. oktober 2011, PortoroZ : zbornik povzetkov referatov = book of
abstracts. Portoroz, 2011. Str. 204-205. ISBN 978-961-6469-58-6. [COBISS.SI-ID 4122583]

VUKASOVIC, Tina. Rezultati trznih raziskav kot osnova za $iritev blagovne znamke = The results of
market research as the basis for brand extension. V: BREZOVEC, Aleksandra (ur.), MEKINC, Janez

(ur.). Management, izobraZevanje in turizem : solidarnost za socialni kapital : 3. znanstvena konferenca
z mednarodno udeleZbo, 20.-21. oktober 2011, PortoroZ : zbornik povzetkov referatov = book of
abstracts. Portoroz, 2011. Str. 228. ISBN 978-961-6469-58-6. [COBISS.SI-ID 4123095]

SKOF, Mirjana, VUKASOVIC, Tina. Pomen zaicite blagovne znamke v malem in srednje velikem podjetju
= The importance of brand protection in small and medium-sized enterprises. V: OVIN, Rasto (ur.),
LAZAR, Nusa (ur.). Znanje za prihodnost : monografija Doba Fakultete 2021. Maribor, 2021. Str. 198-
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223. Zbirka Spoznanja iz ekonomskih ter uporabnih poslovnih in druzbenih studij. ISBN 978-961-7061-
11-6. https://www.fakulteta.doba.si/doba-znanja/raziskave/monografije. [COBISS.SI-ID 97498883]

e VUKASOVIC, Tina, SINKOVEC, Ursa. Ustvarjanje prepoznavnosti blagovne znamke na druzabnih omrezjih
s pomocjo trznega komuniciranja = Creating brand awareness on social networking sites by marketing
communication. V: OVIN, Rasto (ur.). Dajmo prostor novemu znanju : monografija Doba fakultete.
Maribor, 2017. Str. 245-254. Spoznanja iz ekonomskih ter uporabnih poslovnih in druzbenih Studij, [2].
ISBN 978-961-6818-54-4. [COBISS.SI-ID 512994352]

e VUKASOVIC, Tina. Poreklo izdelka in vrednost blagovne znamke. Celje, 2013. 88 str., ilustr. Znanstvene
monografije MFDPS. ISBN 978-961-6813-18-1, ISBN 978-961-6813-19-8. ISSN 2232-

2116. http://www.mfdps.si/si/strani/1467. [COBISS.SI-ID 265812224]

e VUKASOVIC, Tina. Management blagovnih znamk in globalni trgi : uéno gradivo - predavanja in vaje :
podiplomski studijski program Management znanja : 2021/2022. Celje, 2021]. 1 USB kljuc (1 PDF
datoteka ([372] str.)), ilustr. [COBISS.SI-ID 81517827]

e VUKASOVIC, Tina. MenedZment izdelkov, storitev in blagovnih znamk : u¢no gradivo : predavanja in
vaje. Maribor, 2020/2021. https://blackboard.doba.si/. [COBISS.SI-ID 44130307]

e VUKASOVIC, Tina. Razvoj izdelkov in blagovnih znamk : e-u¢no gradivo : predavanja in vaje. Maribor,
2020/2021. 1 spletni vir. https://blackboard.doba.si/. [COBISS.SI-ID 37228035]

e VUKASOVIC, Tina. Osnove managementa blagovnih znamk : u¢no gradivo - predavanja in vaje : 2018-
2019. Celje, 2018-2019. 254 str., ilustr. [COBISS.SI-ID 39806469]

e VUKASOVIC, Tina. Osnove managementa blagovnih znamk. Celje, 2014. 352 f., ilustr. [COBISS.SI-

ID 38138117]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 1. 7. 2022
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UCNI NACRT PREDMETA / COURSESYLLABUS

Predmet:

Course title:

Integrirano marketinsko komuniciranje

Integrated Marketing Communication

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski / 2. /
program
MARKETING IN PRODAIJA
Master programme - 2 nd cycle / 2nd /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: IMK
Predavanja Seminar Vaje Klinicne vaje Druge oblike Samost. delo cCrs
Lectures Seminar Tutorial work Studija Individ. work
18 12 / / / 125 6

Nosilec predmeta / Lecturer:

doc. dr. Milena Fornazaric¢

Jeziki / Predavanja / Lectures:

English
Languages:

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Vaje / Tutorial:
English

Slovenski, hrvaski, srbski, angleski /Slovenian, Croatian, Serbian,

Pogoji za vkljuditev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisits:

Znanje predvideno v uc¢nih nacrtih prvostopenjskih
bolonjskih programov poslovnih in tehni¢nih ved.

The knowledge provided in the curricula of the first
degree Bologna programmes of business and
technical disciplines.
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Vsebina:

Content (Syllabus outline):

e Gre za pomik od parcialnega gledanja na
vsako posamezno orodje trinega
komuniciranja k mnogo kompleksnejsemu
integriranemu pristopu. Ta zahteva
razvijanje vpogleda v obstojece segmente
potrosnikov, izbiranje segmenta
potencialnih kupcev in razvijanje
konceptov, na osnovi katere jih je mozno
ucinkovito doseci s pomocjo celovito
zastavljenega spleta razpolozljivih orodij
komuniciranja. Za doseganje nacrtovanih
rezultatov je treba zagotoviti kreativnost,
pravilne reakcije v primeru krize, dolo¢iti,
kako ucinkovito je komuniciranje kot celota
in koliko k temu prispeva posamezno
orodje, ter sestaviti celovit plan
komuniciranja.

e Definicija integriranega marketinskega
komuniciranja in njegova vloga

e Znacilnosti procesa komuniciranja in
komunikacijske teorije

e Cilji in proracun za aktivnosti trZzenjskega
komuniciranja

e Oglasevanje kot orodje trzenjskega
komuniciranja - oblike, cilji, funkcije,
proces oglasevanja, merjenje ucinkov
oglasevanja ...

e Tradicionalni mnozi¢ni mediji in razvoj
novih medijev

e Nacrtovanje medijev in medijskega spleta

e Druga orodja trzenjskega komuniciranja
(osebna prodaja, pospesevanje prodaje,
odnosi z javnostmi, PR, korporativno
komuniciranje, SEM, CEO, direktni
marketing, sponzorstvo, donatorstvo ...)

e Presojanje/merjenje ucinkovitosti in
uspesnosti trzenjskega komuniciranja

e Druzbeno eticni in pravni vidiki marketinske
komunikacije

It is a shift from viewing individual market
communication tools individually towards a
much more complex integrated approach.
This requires the development of insights
into existing consumer segments, selecting
the potential customer segment, and
developing concepts, which can be used to
effectively achieve a comprehensive mix of
available communication tools. In order to
achieve the planned results, it is necessary to
ensure creativity, the appropriate responses
in the event of a crisis, to determine the
effectiveness of communication as a whole,
and to what extent each tool contributes to
it, and to draw up a comprehensive
communication plan.

Definition of integrated marketing
communication and its role

Elements of communication process and
communication theory

Marketing goals and budgeting

Advertising as a communication tool — goals,
types, functions, advertising process,
measuring advertising effects, etc.
Traditional mass media and development of
new media

Media planning and media mix

Other communication tools (personal sales,
promotion, PR, corporate communication,
SEM, CEO, direct marketing, sponsorship,
donating policy, etc.)

Evaluating and measuring advertising effects
Legal and ethical elements of marketing
communication

Temeljni literatura in viri /Readings:

Obvezna literatura/Additional readings:

Armstrong, G., Kotler, P., Harker, M., Brennan, R. (2015), Marketing, An Introduction: Third Edition, Pearson

Education Limited:
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Defining marketing and the marketing process (2-36).

Company and marketing strategy: Partnering to build customer relationship (42-68)
Consumer behaviour (150-171),

Market segmentation (190-203),

Segmenting business markets (202-207)

Advertising, sales promotion and public relations (396-429)

Advertising (402-419)

Evaluating advertising effectiveness and return on investments (419-421)
Marketing in digital age (472-480)

Ethics, Social Responsibility and Sustainability (542-572)

T TSm0 o0 T

Obvezno video gradivo:

b.

Posnetek predavanja nosilca predmeta doc. dr, Milene Fornazari¢ z naslovom Spremembe v
marketingu in trendi

You tube: P. Kotler: Marketing, Chicago, Humanities festival

You tube: P. Kotler on marketing trends

You tube:[Webinar] Survey Results: The Impact of COVID-19 on
Marketinghttps://www.youtube.com/watch?v=t_OLOUvaXCw

Balis, J., 10 Truths About Marketing After the Pandemic, Harvard Business Review, 3,
2021,https://hbr.org/2021/03/10-truths-about-marketing-after-the-pandemic

Gartner, Gartner Experts answer the Top Generative Al Questions for Your Enterprise, 2023,
pridobljeno 21. 11. 2023 na https://www.gartner.com/en/topics/generative-ai

Capgemini and Salesforce Collaborate to Enable a New Era of Generative Al Powered Customer
Experience, September 2023, pridobljeni 27. 11. 2023 na https://www.capgemini.com/at-
de/news/press-releases/capgemini-and-salesforce-collaborate-to-enable-a-new-era-of-
generative-ai-powered-customer-experiences/

Priporocena literatura/Additional Readings:

Tuskej, M. (2015) Brez frendov ni brendov, Medijski partner d.o.o.:

Trajnostna naravnanost (36-38);
Spremembe spreminjajo ljudi (39-77).

Cilji in kompetence: Objectives and competences:

Studentje bodo razvili naslednje kompetence: Students will gain the following competences:

— sposobnost strateske in taktiCneuporabe — Ability of strategic and tactical use of the basic
osnovnih nacel trZzenja in oglasevanja ter principles of marketing and advertising and
povezanih pojmov related concepts

— analiti¢cno razumevanje pomembnosti — Analytical understanding of the importance of a
dolgorocnega razvoja blagovnih znamk long-term development of brands

— obvladovanje klju¢nih dejavnikov, ki dolocajo —  Ability of mastering the key factors influencing
ucinkovito oglasevanje effective advertising
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https://www.youtube.com/watch?v=sR-qL7QdVZQ
https://www.youtube.com/watch?v=OruQHyjR5Iw
https://www.youtube.com/watch?v=t_OLOUvaXCw
https://hbr.org/2021/03/10-truths-about-marketing-after-the-pandemic
https://www.gartner.com/en/topics/generative-ai
https://www.capgemini.com/at-de/news/press-releases/capgemini-and-salesforce-collaborate-to-enable-a-new-era-of-generative-ai-powered-customer-experiences/
https://www.capgemini.com/at-de/news/press-releases/capgemini-and-salesforce-collaborate-to-enable-a-new-era-of-generative-ai-powered-customer-experiences/
https://www.capgemini.com/at-de/news/press-releases/capgemini-and-salesforce-collaborate-to-enable-a-new-era-of-generative-ai-powered-customer-experiences/

— sposobnost kreativnega razumevanja razli¢nih
strategij oglasevanja in njihovo samostojno
nacrtovanje

— sintezo razli¢nih oblik sodelovanja med
oglasevalci, mediji in oglasevalskimi agencijami
pri razvoju BZ in oglasevanja po vrstah medijev

— sposobnost kreativnega spopadanja s
spremembami v marketing

— kreativnost in prilagodljivost v komunikaciji z
delezniki

— sposobnost celovitega razmisljanja

— sposobnost timskega dela

— pozitiven odnos do dela na podrocju
marketinskega komuniciranja

— Ability of creative understanding of different
advertising strategies and their independent
planning

— Synthesis of various forms of partnership among
advertisers, media, and advertising agencies in
developing brands and different media
advertising

—  Ability of creative change management in
marketing

— Creativity and flexibility in communication with
stakeholders

— Ability of holistic thinking

— Ability to work in a team

— Positive approach to working in the field of
marketing communication

Predvideni Studijski rezultati:

Intended learning outcomes:

Studentje bodo po zaklju¢ku tega predmeta:

— prepoznali pomembnost vloge integriranega
trznega komuniciranja v podjetju

— razlikovali in razlozili osnovne ITK koncepte,
procese in metode za ucinkovite ITK strategije.

— analizirali in diagnosticirali, nacrtovali,
uresnicevali ter nadzirali odlocitve strateskega
in takticno-operativnega pomena na podrocju
vodenja ITK

— Studentje pridobili izkugnje timskega dela

—  Studentje zasnovali projekt marketinske
strategije in jo po fazah predstavili v
predavalnici

— Studentje znali preveriti u¢inkovitost tako
zastavljenih akcij trznega komuniciranja -
kontrola ucinkovitosti s pomocjo kvalitativnih
ali kvantitativnih raziskav

After completion of the course, the students are
capable of:

- Recognizing the importance of IMC in the
company

- Distinguishing and explaining the basic IMC
concepts, processes, and methods for
effective IMC strategies

- Analyzing and diagnosing, planning,
implementing, and overseeing decisions of
strategic and tactical operational
importance in IMC management

- Teamwork

- Preparing and presenting individual phases
of a comprehensive communication strategy

- Checking the effectiveness of market
communication campaigns — efficiency
control through qualitative or quantitative
research

Metode poucevanja in u€enja:

Learning and teaching methods:

Frontalno delo: predavanja z aktivno udelezbo
Studentov (razlaga, diskusija, resevanje primerov)

Sodelovalno skupinsko delo: seminarske vaje
(projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop v
obliki »elevator pitch«, pisni izdelki)

Frontal instruction: lectures with active
participation of students (explanations, discussions,
case study)

Collaborative group work: tutorial work (project
work, teamwork)

Individual work: individual activities (coursework,
study of literature and resources, development and
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Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (naloge, forum, klepetalnica,
Studij gradiva in video posnetkov)

Opredeljene metode poucevanja in u€enja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z u€inkovitimi pristopi poucevanja in
ucenja v virtualnem uénem okolju.

research work, reflections, self-evaluation, public
speaking — elevator pitch, written assignments)

Study in the virtual environment: collaborative and
individual activities (tasks, forums, chat room, study
of literature and videos);

The teaching and learning methods that are
employed in distance learning are supported by
modern information and communication tools and
supplemented with effective teaching and learning
approaches within the virtual learning environment.

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Sprotno preverjanje in ocenjevanje
znanja
= KrajsSe individualne naloge 20%
= Kompleksna timska naloga s 40 %
predstavitvijo 40 %
= Online test
Konéno preverjanje in ocenjevanje znanja
= Pisni izpit 60 %
= Daljsi pisni izdelek 40 %

Continuous knowledge assessment:

= Public presentation of the project
= Project work
= Online test

Final knowledge assessment

= Examination
= Project work

Reference nosilca / Lecturer's references:

FORNAZARIC, Milena. Kako spletno oglasevanje vpliva na otroke in mladostnike?. MM : media

marketing. [Slovenska tiskana izd.]. jan. 2012, leto 32, st. 368, str. 40-41, ilustr. ISSN 0352-1761.

[COBISS.SI-ID 268735744]

FORNAZARIC, Milena. Stali$¢a do spletnega oglasevanja in vpliv na vedenje mladih. Medijska

vzgoja in produkcija. [Tiskana izd.]. mar. 2012, letn. 5, st. 1, str. 23-28, z avtorj. sl. ISSN 1855-3354.

[COBISS.SI-ID 268720896]

FORNAZARIC, Milena. Stali$¢a do spletnega oglasevanja in vpliv na vedenje mladih. Economic and

business review. 2010, letn. 12, pos. st., str. 45-70, ilustr. ISSN 1580-0466. [COBISS.SI-

ID 20396006]

VAUPQOT, Zoran, FORNAZARIC, Milena. Print media and foreign direct investments : creating public

opinion in Slovenia. The USV Annals of Economics and Public Administration. 2019, vol. 19, iss.

1(29), str. 29-36. ISSN 2344-

3847. http://annals.seap.usv.ro/index.php/annals/article/viewFile/1150/949. [COBISS.SI-

ID 1024480224]

FORNAZARIC, Milena. Use of social media in sales practice of private educational organisations =

Raba druzbenih medijev v trzni praksi zasebnih izobraZevalnih organizacij. V: WEIS, Lidija (ur.),
KOVAL, Viktor (ur.), ASKERC ZADRAVEC, Katarina (ur.). Workshop on Social Research : Eastern
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https://plus.si.cobiss.net/opac7/bib/268735744?lang=sl
https://plus.si.cobiss.net/opac7/bib/268720896?lang=sl
https://plus.si.cobiss.net/opac7/bib/20396006?lang=sl
http://annals.seap.usv.ro/index.php/annals/article/viewFile/1150/949
https://plus.si.cobiss.net/opac7/bib/1024480224?lang=sl

European Conference of Management and Economics : EECME 2020 : proceedings of the 2nd
international scientific conference : May 29, 2020, Ljubljana, Slovenia. Ljubljana, 2020. Str. 9-17,
ilustr. ISBN 978-961-7110-00-
5. https://www.vspv.si/uploads/visoka sola/datoteke/workshop eecme 2020 -

proceeding of conference ljubljana school of business.pdf. [COBISS.SI-ID 20242179]

e FORNAZARIC, Milena. Advertising trends in Slovenia: comparison of 2008, beginning of 2009 and
beginning of 2019 and 2018 = Oglasevalski trendi v Sloveniji: primerjava 2008, za¢etek 2009 in
zaCetek 2019 ter 2018. V: WEIS, Lidija (ur.), KOVAL, Viktor (ur.). Proceedings of the 1st
International Scientific Conference Eastern European Conference of Management and Economics,
May 24, 2019. Ljubljana, 2019. Str. 41-46, ilustr. ISBN 978-961-91021-7-6. [COBISS.SI-

ID 2048473368]

e VAUPOT, Zoran, FORNAZARIC, Milena. Print media in Slovenia : creating public opinion toward
FDI. V: UBERWIMMER, Margarethe (ur.), et al. Proceedings. Diiren, 2019. Str. 45-52. ISBN 978-3-
8440-6652-4. [COBISS.SI-ID 1024475872]

e FORNAZARIC, Milena. Tehnologki razvoj, kovid in vpliv na marketing. V: ASKERC ZADRAVEC,
Katarina (ur.). EECME conference 2022 : knowledge transfer for sustainable development in digital
global societies : conference abstracts. Ljubljana, 2022. Str.

14. https://www.vspv.si/uploads/visoka sola/eecme 4/2022-abstracts proceedings final.pdf.
[COBISS.SI-ID 112555523]

e VAUPOT, Zoran, FORNAZARIC, Milena. Press and informal institutions as FDI barriers : what
changed in Slovenia between 1992 and 2018?. V: Thirty years of transition : the book of abstracts.
Ljubljana, 2020. Str. 14. https://www.katoliski-
institut.si/public_resources cache/files/original/original/6/687/SIRC The%20Book%200f%20Abst
racts%20FINAL copy 1.pdf. [COBISS.SI-ID 30541571]

e FORNAZARIC, Milena. Business communication : (lecture notes). Ljubljana, 2020. [31] str.
[COBISS.SI-ID 1024492256]

e FORNAZARIC, Milena (intervjuvanec), KAMIN, Tanja (intervjuvanec), MILOSAVLIEVIC, Marko
(intervjuvanec). Oglasi v slabi druzbi : oddaja Vro¢i mikrofon, Radio Slovenija 2, Val 202, 2. okt.
2018. [COBISS.SI-ID 35813213]

e CELCER, Mojca. Wpliv nastanka svetovnega spleta kot tehnologije in poslovnega modela na
marketing : magistrsko delo. Maribor, 2019. http://www.doba.si/diplome/. [COBISS.SI-

ID 513098288]

e ERNOIC, Helena. Marketinska strategija: primjer pripreme za konkretan proizvod - promocija
albuma benda U pol' 9 kod Sabe : magistarski rad. Maribor, 2020. 1 spletni vir (1 datoteka PDF
(71 str.)), ilustr. http://www.doba.si/diplome/. [COBISS.SI-ID 44317699]

e FRANETIC, Ales. TrZenjska strategija Mladinskega golf centra StaneZice : magistrsko delo.
Ljubljana, 2020. [4], 87 str., ilustr. [COBISS.SI-ID 60524547]

e FURLAN, Ana. Workplace motivational factors of generation Z employees : magistrsko delo.
Maribor, 2021. 1 spletni vir (1 datoteka PDF (60, XIV str.)), ilustr. http://www.doba.si/diplome/.
[COBISS.SI-ID 84677123]

e VEHAR, Janija. Oblikovanje trZenjske strategije za mobilno aplikacijo, namenjeno medicinskim
sestram : magistrsko delo. Ljubljana, 2021. [4], V, 74 str., ilustr. [COBISS.SI-ID 93511939]

e  POMPE, Andrej. Znamka in znamcenje : sodobno upravljanje znamk. Ljubljana, 2017. 232 str.,
ilustr. ISBN 978-961-6347-61-7. [COBISS.SI-ID 291901184]

e RIHTARSIC, Tanja, MAKOVEC, Natasa. Vedenje potrosnikov v digitalni dobi. Ljubljana, 2020. 172
str., ilustr. ISBN 978-961-6347-73-0. [COBISS.SI-ID 303243520]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 1. 7. 2022
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https://www.vspv.si/uploads/visoka_sola/datoteke/workshop_eecme_2020_-_proceeding_of_conference__ljubljana_school_of_business.pdf
https://www.vspv.si/uploads/visoka_sola/datoteke/workshop_eecme_2020_-_proceeding_of_conference__ljubljana_school_of_business.pdf
https://plus.si.cobiss.net/opac7/bib/20242179?lang=sl
https://plus.si.cobiss.net/opac7/bib/2048473368?lang=sl
https://plus.si.cobiss.net/opac7/bib/1024475872?lang=sl
https://www.vspv.si/uploads/visoka_sola/eecme_4/2022-abstracts_proceedings_final.pdf
https://plus.si.cobiss.net/opac7/bib/112555523?lang=sl
https://www.katoliski-institut.si/public_resources_cache/files/original/original/6/687/SIRC_The%20Book%20of%20Abstracts%20FINAL_copy_1.pdf
https://www.katoliski-institut.si/public_resources_cache/files/original/original/6/687/SIRC_The%20Book%20of%20Abstracts%20FINAL_copy_1.pdf
https://www.katoliski-institut.si/public_resources_cache/files/original/original/6/687/SIRC_The%20Book%20of%20Abstracts%20FINAL_copy_1.pdf
https://plus.si.cobiss.net/opac7/bib/30541571?lang=sl
https://plus.si.cobiss.net/opac7/bib/1024492256?lang=sl
https://plus.si.cobiss.net/opac7/bib/35813213?lang=sl
http://www.doba.si/diplome/
https://plus.si.cobiss.net/opac7/bib/513098288?lang=sl
http://www.doba.si/diplome/
https://plus.si.cobiss.net/opac7/bib/44317699?lang=sl
https://plus.si.cobiss.net/opac7/bib/60524547?lang=sl
http://www.doba.si/diplome/
https://plus.si.cobiss.net/opac7/bib/84677123?lang=sl
https://plus.si.cobiss.net/opac7/bib/93511939?lang=sl
https://plus.si.cobiss.net/opac7/bib/291901184?lang=sl
https://plus.si.cobiss.net/opac7/bib/303243520?lang=sl

UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet:

Course title:

Integrativni projekt

Integrative project

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski
program / 2. /
MARKETING IN PRODAJA
Master programme - 2 nd cycle / Ind /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni / Compulsory
Univerzitetna koda predmeta / University course code: IP
Predavanja Seminar Vaje Klini¢ne vaje Druge oblike Samost. delo ccrs
Lectures Seminar Tutorial work Studija Individ. work
18 12 0 0 0 125 6

Nosilec predmeta / Lecturer:

prof. dr. Valentina Prevolnik Rupel

Jeziki / Predavanja / Lectures:

Croatian
Languages:

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Vaje / Tutorial:
Croatian

Slovenski, srbski, angleski, hrvaski / Slovenian, Serbian, English,

Pogoji za vkljucitev v delo oz. za opravljanje
Studijskih obveznosti:

Prerequisits:

Znanje predvideno v ucnih nacrtih prvostopenjskih
bolonjskih programov poslovnih in tehniénih ved.

Knowledge provided in the curricula of the first-
degree Bologna programs of business and technical
sciences.

Vsebina:

Content (Syllabus outline):
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Razvoj raziskovalne ideje in oblikovanje
raziskovalne teme;

Formulacija problema, postavitev
relevantnih raziskovalnih vprasanj in
hipotez;

Razvoj teoreti¢nih izhodis¢ raziskave in
Studij literature ;

Nacrt strokovne naloge - strategija iskanja

Development of a research idea and
research topic;

Formulation of the problem, setting relevant
research questions and hypotheses;
Development of theoretical starting points
for research and literature studies;
Individual thesis plan — search strategy for
information sources and critical review of

informacijskih virov in kriti¢en pregled
literature ter raziskav; .
Odlocanje o raziskovalnem pristopu in

literature and research;
Deciding on the research approach and the
choice of research strategy;

izboru raziskovalne strategije; e Use of quantitative or qualitative research
Uporaba kvantitativnih ali kvalitativnih methods;

metod raziskovanja; e Sampling and data collection techniques;
Vzoréenje in tehnike zbiranje podatkov; e Methods of analysis

Metode analize e Preparation of the master's thesis proposal
Priprava dispozicije magistrske naloge e Synthesis of the entire thesis proposal

Sinteza celotne strokovne naloge

Temeljni literatura in viri / Readings:

1.

DOBA Fakulteta (2021). Navodila za pripravo pisnih nalog na dodiplomskem in podiplomskem Studiju.
Maribor: DOBA Fakulteta.
DOBA Fakulteta (2021). Pravilnik o diplomiranju v drugostopenjskih magistrskih studijskih programih,
izdaja $t. 9. Maribor: DOBA Fakulteta, ¢leni 1 do 8.
Prevolnik  Rupel, V.  (2021). Raziskovalno
BlackBoard@DOBAFakulteta.
Prevolnik Rupel V. (2021). Opisna statistika [webinar]. BlackBoard @DOBAFakulteta.
Prevolnik Rupel,V., Slabe Erker, R. (2019). Ucbenik — Osnovni statisti¢ni pojmi in analiza.
Rupel V. (2019). Vzoréenje BlackBoard@DOBAFakulteta.
https://www.youtube.com/watch?v=0p50giixKWU
Prevolnik Rupel V. (2021). Postavljanje hipotez [webinar]. BlackBoard@DOBAFakulteta.

Prevolnik Rupel V. (2019). Kvalitativni podatki [webinar]. BlackBoard @DOBAFakulteta.
Korde$ M., Smrdu M. (2015). Osnove kvalitativnega raziskovanja. Koper: Univerza na Primorskem.

Dostopno na: https://www.hippocampus.si/ISBN/978-961-6963-98-5.pdf

podrocje  in  vprasanja  [webinar].

Prevolnik [webinar].

10. Gorjup Hlade, T. (2021) Posnetki — Iskanje gradiva, clankov, kratki videoposnetki, DOBA Fakulteta;

Najdete v Medijskem kotic¢ku v Blackboardu

https://blackboard.doba.si/ultra/organizations/ 12539 1/outline ali v Bazi znanja

https://moja.doba.si/cms/categories (gumb Medijski koti¢ek).

Cilji in kompetence:

Objectives and competences:
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https://blackboard.doba.si/bbcswebdav/pid-583490-dt-content-rid-2941807_1/xid-2941807_1?target=blank
https://www.youtube.com/watch?v=Op5OgiixKWU
https://www.hippocampus.si/ISBN/978-961-6963-98-5.pdf
https://blackboard.doba.si/ultra/organizations/_12539_1/outline
https://moja.doba.si/cms/categories

Studentje bodo pridobili pri predmetu naslednje
splosne in predmetno-specificne kompetence:

e Razvoj kriti¢ne presoje;

e Usposobljenost za samostojno
raziskovalno delo;

e ZmozZnost prepoznavanja in izkoris¢anja
priloZznosti, ki se ponujajo v druzbenem in
delovnem okolju;

e Razumevanje socialne problematike ter
sposobnost za njihovo analizo, sintezo in
predvidevanje resitev in njihovih posledic;

e Sposobnost poglabljanja in uporabo
interdisciplinarnih, teoreti¢énih in prakti¢nih
znanj pri spodbujanju inovativnosti in razvoj
kreativnih potencialov posameznika;

e Zmoznost obvladovanja sistemati¢nega iskanja
informacij in virov;

e Razumevanje odnosov med posamezniki,
socialnimi  organizacijami in  druzbenim
okoljem, zmoznost za kompleksno sistemsko
gledanje in delovanje;

e Nacrtovanje in obvladovanje sprememb ob
oblikovanju celovite ocene stanja v socialnih
organizacijah ali druzbenem okolju z
upostevanjem razli¢nih dejavnikov;

e Sposobnost izvajanja, koordiniranja in
organiziranja raziskav;

e Sposobnost oblikovanja izvirnih idej, konceptov
in resitev dolocenih problemoyv;

e Strateska usmerjenost, sposobnost ponujanja
reSitev za preprecevanje njihovih negativnih
posledic;

e lzvajanje kvantitativne in kvalitativne analize
podatkov;

e ZmozZnost priprave ucinkovite predstavitve
rezultatov raziskave;

e Razumevanje pomena in moZnosti iskanja in
pridobitve virov financiranja raziskave znotraj
EU;

e Zavedanje pomena kakovosti in prizadevanje za
kakovost strokovnega dela.

empiri¢no

Students will acquire the following general and
subject-specific competencies in the course:

¢ Development of critical judgment;

e Competence for independent empirical research
work;

e Ability to identify and take advantage of
opportunities available in the social and work
environment;

e Understanding of social issues and the ability to
analyze, synthesize and predict solutions and their
consequences;

e Ability to deepen and use interdisciplinary,
theoretical and practical knowledge in promoting
innovation and developing the creative potential of
the individual;

e Ability to master the systematic search for
information and resources;

e Understanding the relationships between
individuals, social organizations and the social
environment, the ability for a complex systemic
view and operation;

¢ Planning and managing change while forming a
comprehensive assessment of the situation in social
organizations or the social environment, taking into
account various factors;

e Ability to conduct, coordinate and organize
research;

¢ Ability to formulate original ideas, concepts and
solutions to specific problems;

e Strategic orientation, ability to offer solutions to
prevent their negative consequences;

e Performing quantitative and qualitative data
analysis;

e Ability to prepare an effective presentation of
research results;

* Understanding the importance and possibilities of
finding and obtaining sources of research funding
within the EU;

e Awareness of the importance of quality and
striving for the quality of professional work.

Predvideni Studijski rezultati:

Intended learning outcomes:

Student/-ka bo:

e  Pripravil strokovno nalogo oz. individualno
dispozicijo za svoje magistrsko delo;
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The student will:

 Prepared a professional task or individual
proposal for master's thesis;

¢ Based on the presented complex problem, will be
able to formulate a relevant research question;




e Natemelju predstavljenega kompleksnega
problema znal oblikovati relevantno
raziskovalno vprasanje;

eV bibliografskih bazah in bazah podatkov
znal poiskati kljucne koncepte in teorije, s
katerimi pripravi okvir raziskave;

e Znal izvesti celoten raziskovalni postopek;

e Poznal osnovne kvalitativne in kvantitativne
strategije raziskovanja ter jih bo znal
smiselno uporabiti glede na raziskovalni
problem;

e Znal ustrezno vzor¢iti ter aplicirati izbrano
tehniko pridobivanja podatkov;

e Iz analize zna izlusciti reSitev teoreti¢nega
problema ali oblikovati predloge za
reSevanje kompleksnejsih empiri¢nih
problemov,

e Znal korektno in na zanimiv nacin
predstaviti ugotovitve raziskave;

e Znal pripraviti problemska izhodis¢a za
magistrsko nalogo.

* Be able to find key concepts and theories in
bibliographic databases in order to prepare the
research framework;

* Be able to carry out the entire research process;
¢ Know the basic qualitative and quantitative
research strategies and will be able to use them
sensibly according to the research problem;

* Be able to properly sample and apply the selected
data acquisition technique;

¢ Know how to extract results to a theoretical
problem from the analysis or formulate proposals
for solving more complex empirical problems,

¢ Be able to present the research findings correctly
and in an interesting way;

¢ Be able to prepare problem starting points for a
master's thesis.

Metode poucevanja in u€enja:

Learning and teaching methods:

Frontalno delo: webinarji z aktivno udelezbo
Studentov (razlaga, diskusija, reSevanje primerov) in
predavanja v obliki posnetkov webinarjev

Sodelovalno skupinsko delo: reSevanje timskih
nalog vaje (projektno delo, timsko delo)

Individualno delo: individualne aktivnosti (naloge,
Studij literature in virov, razvojno in raziskovalno
delo, refleksija, samoocenjevanje, javni nastop,
pisni izdelki)

Studij v virtualnem okolju: sodelovalne in
individualne aktivnosti (forum, klepetalnica, studij
gradiva)

Opredeljene metode poucevanja in ucenja so pri
Studiju na daljavo ustrezno podprte s sodobnimi
informacijsko-komunikacijskimi orodji in
dopolnjene z ucinkovitimi pristopi poucevanja in
ucenja v virtualnem uénem okolju.

Frontal work: webinars with active participation of
students (explanation, discussion, case solving) and
lectures in the form of webinar recordings
Collaborative group work: solving team tasks
(project work, team work)

Individual work: individual activities (assignments,
study of literature and sources, development and
research work, reflection, self-assessment, public
speaking, written products)

Study in a virtual environment: collaborative and
individual activities (forum, chat room, study
material)

The defined teaching and learning methods in
distance learning are adequately supported by
modern information and communication tools and
complemented by effective approaches to teaching
and learning in a virtual learning environment.

Delez (v %) /
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Nacini ocenjevanja:

Weight (in %)

Assessment:

Sprotno preverjanje in ocenjevanje znanja

e krajsi pisni izdelki

Continuous knowledge assessment

o daljsi pisni izdelki

o Daljsi pisni izdelek 60

Konéno preverjanje in ocenjevanje znanja

40 e Short written assignments
60 e longer written assignments

Final knowledge assessment

 Pisniizpit 40 ® Long written casework (essay)

= Written exam

Reference nosilca / Lecturer's references:

DIVJAK, Marko, PREVOLNIK RUPEL, Valentina, BARTOLJ, Tjasa. The impact of personality dimensions on
study behaviour and study attitudes of online students = Vpliv dimenzij osebnosti na u¢no vedenje in
ucna stalis¢a online Studentov. Mednarodno inovativno poslovanje : strokovno-znanstvena revija za
podrocje poslovanja in poslovnega izobraZevanja. 2019, letn. 11, st. 3, str. 42-52. ISSN 1855-

6175. https://journal.doba.si/0JS/index.php/jimb/article/view/2019-11-3-5/203,

DOI: 10.32015/JIBM/2019-11-3-5. [COBISS.SI-ID 1950350]

DIVIJAK, Marko, PREVOLNIK RUPEL, Valentina, MUSEK LESNIK, Kristijan. The impact of study attitudes
and study behaviour on satisfaction of online students with the implementation of online study
programmes. EMI. Educational media international. 2018, vol. 55, iss 3, str. 287-300. ISSN 0952-3987.
DOI: 10.1080/09523987.2018.1512450. [COBISS.SI-ID 1900686]

DIVIJAK, Marko, PREVOLNIK RUPEL, Valentina. How are motivational aspects and learning strategies
related to satisfaction with online learning?. V: GOMEZ CHOVA, Louis (ur.). Edulearn20 : 12th
International Conference on Education and New Learning Technologies : [July 6th-7th, 2020] :
conference proceedings. [Valencia]: IATED Academy, cop. 2020. Str. 7879-7885. EDULEARN proceedings
(Internet). ISBN 978-84-09-17979-4. ISSN 2340-1117. https://library.iated.org/view/DIVIAK2020HOW,
DOI: 10.21125/edulearn.2020.1983. [COBISS.SI-ID 62889731]

DIVIAK, Marko, PREVOLNIK RUPEL, Valentina, MUSEK LESNIK, Kristijan. Do different personality types of
online students require individualised pedagogical approaches?. V: GOMEZ CHOVA, Louis

(ur.). Edulearn18 : conference proceedings. 10th International Conference on Education and New
Learning Technologies, Palma (Spain), 2nd-4th of July, 2018. [Palma]: IATED Academy, 2018. Str. 4304-
4311. EDULEARN proceedings (Internet). ISBN 978-84-09-02709-5. ISSN 2340-

1117. https://library.iated.org/view/DIVJAK2018DOD, DOI: 10.21125/edulearn.2018.1085. [COBISS.SI-
ID 513033008]

DIVIJAK, Marko, PREVOLNIK RUPEL, Valentina, MACEK JERALA, Milena. Motivation and learning
strategies of students at DOBA Business School and Biotechnical Centre Naklo : comparison and
implications for marketing. V: ASANIN GOLE, Pedja (ur.), VUKASOVIC, Tina (ur.). The future of global
business and marketing: how will smart companies deal with challenges and opportunities? : reviewed
extended abstracts of the 10th International Scientific Conference of the Doba Business School. Free
electronic ed. Maribor: Doba Business School: = Doba Fakulteta za uporabne poslovne in druzbene
Studije, 2020. Str. 41-43. Book collection Lessons from economic and applied business and social
studies. ISBN 978-961-7061-08-6. https://www.fakulteta.doba.si/doba-znanja/raziskave/monografije.
[COBISS.SI-ID 34941955]

SRAKAR, Andrej, PREVOLNIK RUPEL, Valentina, BARTOLJ, Tjasa. Program evaluation and causal
inference for histogram data : estimation of the effects of retirement on health outcomes. V: Advances
in data science for big and complex data : [abstracts]. Paris: University Paris-Dauphine, 2020. Str.
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https://journal.doba.si/OJS/index.php/jimb/article/view/2019-11-3-5/203
https://dx.doi.org/10.32015/JIBM/2019-11-3-5
https://plus.si.cobiss.net/opac7/bib/1950350?lang=sl
https://dx.doi.org/10.1080/09523987.2018.1512450
https://plus.si.cobiss.net/opac7/bib/1900686?lang=sl
https://library.iated.org/view/DIVJAK2020HOW
https://dx.doi.org/10.21125/edulearn.2020.1983
https://plus.si.cobiss.net/opac7/bib/62889731?lang=sl
https://library.iated.org/view/DIVJAK2018DOD
https://dx.doi.org/10.21125/edulearn.2018.1085
https://plus.si.cobiss.net/opac7/bib/513033008?lang=sl
https://www.fakulteta.doba.si/doba-znanja/raziskave/monografije
https://plus.si.cobiss.net/opac7/bib/34941955?lang=sl

13. http://vladowiki.fmf.uni-
li.si/lib/exe/fetch.php?media=sda:pub:program workshop data science 2020 final.pdf. [COBISS.SI-
ID 1953934]

e SRAKAR, Andrej, PREVOLNIK RUPEL, Valentina, BARTOLJ, Tjasa. Program evaluation and causal
inference for distributional and functional data : estimation of the effects of retirement on health
outcomes. IHEA - International Health Economics
Association. https://healtheconomics.confex.com/healtheconomics/2019/meetingapp.cgi/Person/548
7. [COBISS.SI-ID 1935758]

e DIVIAK, Marko, MACEK JERALA, Milena, PREVOLNIK RUPEL, Valentina. The implications of motivation
and learning strategies of higher education students for education and marketing. V: ASANIN GOLE,
Pedja (ur.), MACEK, Anita (ur.), OVIN, Rasto (ur.). Research in theory and practice in contemporary
business issues : monograph of the DOBA Business School 2020 = Raziskave v teoriji in praksi sodobnih
poslovnih vprasanj : monografija DOBA fakultete 2020. Brezplacna elektronska izd. Maribor: DOBA
Business School: = DOBA Fakulteta za uporabne poslovne in druzbene Studije, 2020. Str. 163-173. Book
collection Lessons from economic and applied business and social studies. ISBN 978-961-7061-09-

3. https://www.fakulteta.doba.si/doba-znanja/raziskave/monografije. [COBISS.SI-ID 42889475]

e PREVOLNIK RUPEL, Valentina, SLABE ERKER, Renata. Osnovnij statisticni pojmi in analize : ucbenik pri
predmetih Individualna strokovna naloga in Integrativni projekt. Elektronska izdaja. Maribor: Doba
Fakulteta, 2019. ilustr. ISBN 978-961-7061-03-

1. https://www.doba.si/ftp/egradiva/Ucbenik ISN IP_2019.pdf. [COBISS.SI-ID 302147840]

e DIVIAK, Marko (avtor, vodja projekta), PREVOLNIK RUPEL, Valentina, MUSEK LESNIK,

Kristijan. Osebnostne znacilnosti in u¢no vedenje online studentov DOBA Fakultete : porocilo
raziskovalnega projekta Smart DOBA. [Maribor]: Doba Fakulteta, 2017. 70 str., tabele, graf. prikazi.
[COBISS.SI-ID 513033264]

Vir bibliografskih zapisov: vzajemna baza podatkov COBISS.SI/COBIB.SI, 11. 1. 2022
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UCNI NACRT PREDMETA / COURSE SYLLABUS

Predmet: Magistrska naloga

Course title: Master's thesis

Studijski program in stopnja Studijska smer Letnik Semester
Study programme and level Study field Academic year Semester
Podiplomski magistrski Studijski
program / 2, /
MARKETING IN PRODAJA
Master programme - 2 nd cycle
/ 2nd /
MARKETING AND SALES
Vrsta predmeta / Course type Obvezni/Compulsory
Univerzitetna koda predmeta / University course code: MAG
Predavanja Seminar Vaje Klinicne vaje Druge oblike Samost. delo cCrs
Lectures Seminar Tutorial work Studija Individ. work
0 0 0 0 0 600 24

Nosilec predmeta / Lecturer:

Mentoriji pri posameznih predmetih/Lecturers

Jeziki / Predavanja / Lectures:

Languages:
Vaje / Tutorial:

Pogoji za vkljuditev v delo oz. za opravljanje

Studijskih obveznosti:

Slovenski, angleski, hrvaski, srbski/Slovene, English, Croatian,
Serbian

Slovenski, angleski, hrvaski, srbski/Slovene, English, Croatian,
Serbian

Prerequisits:
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Opravljene vse ostale Studijske obveznosti po
programu. Student lahko v skladu s Pravilnikom o
diplomiranju v drugostopenjskih magistrskih
Studijskih programih prijavi temo magistrske naloge
kljub dolocenim manjkajocim Studijskim
obveznostim, ki pa jih mora zakljuciti pred
zagovorom magistrske naloge.

Completed all other academic requirements. When
the master's thesis is applied, according to the Rules
of the completion of the master's study programme
, it is permitted that some academic requirements
are missing, but the student must complete them
before the final presentation of the master's thesis.

Vsebina:

Content (Syllabus outline):

e Izbor teme raziskovanja;
e Formulacija problema, postavitev
relevantnih raziskovalnih vprasanj in
hipotez;
e (Odlocanje o raziskovalnem pristopu in
izboru raziskovalne strategije;
e Priprava dispozicije magistrske naloge:
- Opredelitev problema raziskave in
teoretic¢nih izhodis¢,

- Opredelitev pristopa k zastavljeni
problematiki raziskovanja,

- Opredelitev metod in tehnik
raziskovanja za doseganije ciljev naloge,

- Opredelitev ¢lenjenosti vsebine,

- Opredelitev literature in virov;

e Prijava teme in mentorja magistrske
naloge;

e Vzorlenje in zbiranje podatkov;

e Studij literature in virov;

e lzdelava magistrske naloge;

e Priprava predstavitve magistrske naloge in
zagovor.

e Choosing a research topic;

e I|dentification of the research problem,
development of hypotheses and research
questions;

e Deciding on a research approach and selecting a
research strategy;

e Preparation of the disposition of the master's
thesis:

- Definition of the research problem and
theoretical frameworks,

- Defining the approach to the research problem,

- Defining of the research methods to achieve
the objectives of the master's thesis,

- Defining of the content structure,

- Identification of references (literature);

e Formal application of the master's thesis and
mentor;

e Sampling and data collection;

e Writing down the master's thesis;

e Preparation of the presentation of the master's
thesis and its public presentation.

Temeljni literatura in viri / Readings:
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- Obvezna literatura metodoloskih predmetov: Raziskave trga in Integrativni projekt
- lIzbor glede na temo in vsebino magistrske naloge/Selected study literature according to the

master's thesis theme

- lIzbor glede na temo in vsebino magistrske naloge/Selected study literature according to the

master's thesis theme

Cilji in kompetence:

Objectives and competences:

Studenti bodo pridobili naslednje splone in
predmetno-specificne kompetence:

e Sposobnost prepoznavanja konkretnih
problemov na podroc¢ju programa;

e Resevanje konkretne problematike s pomocjo
usvojenega teoreticnega znanja;

e Oblikovanije izvirnih idej, konceptov in resitev
dolocenih problemov;

e Samostojnost in usmerjenost v reSevanje
problemov;

e Razvoj kriticne presoje;

e Uporaba znanstvenih metod pri raziskovanju;

e Obvladovanje sistemati¢nega iskanja informacij
in virov;

e Analizain sinteza informacij;

e ZmozZnost partnerskega dela;

e Povezovanje razlicnih znanj ter pomena
uporabe strokovne literature;

e Samostojno ucenje;

e Uporabo informacijske tehnologije.

Students will acquire the following general and
subject-specific competencies:

o Ability to identify specific problems in the field
of study programme;

e Solving specific problems through the use of
theoretical knowledge;

e Formulating original ideas, concepts and
solutions to particular problems;

e Autonomy and problem-solving orientation;

e Developing critical judgment;

e Scientific methods usage in research;

e Systematic search for information and
resources;

e Analysis and synthesis of information;

e Ability to work in partnership;

e Integrating different knowledge and the
importance of using professional literature;

e Independent learning;

e Use of information technology.

Predvideni Studijski rezultati:

Intended learning outcomes:

Znanje in razumevanje:
Studentje bodo:

o izvedli raziskavo na izbrano temo v obliki
magistrske naloge;

e oblikovali relevantno raziskovalno vprasanje na
temelju predstavljenega kompleksnega
problema;
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Knowledge and understanding:
Student will :

e conduct a research on a selected topic in the
form of a master's thesis;

e formulate a relevant research question based on
the presented complex problem;




e izluscili resSitev teoreticnega problema in
oblikoval predloge za reSevanje kompleksnejsih
empiri¢nih problemov;

e izbrali klju¢ne koncepte in teorije v
bibliografskih bazah in pripravil okvir raziskave;

e izvedli celoten raziskovalni postopek na podlagi
kvalitativnih in kvantitativnih metod
raziskovanja;

e ustrezno vzorcili ter aplicirali izbrano metodo
pridobivanja podatkov;

e povezali pridobljeno znanje z razlicnih
vsebinskih podrodij programa;

e izpeljali jasno in zanimivo predstavitev
ugotovitev raziskave.

e single out a solution to a theoretical problem
and formulate proposals for solving complex
empirical problems;

e select key concepts and theories in bibliographic
databases and prepare a research framework;

e conduct the entire research process on the basis
of qualitative and quantitative research
methods;

e appropriately sample and apply the selected
data acquisition method;

e integrate acquired knowledge from different
content areas of the program;

e made aclear and interesting presentation of the
research findings.

Metode poucevanja in u€enja:

Learning and teaching methods:

Individualno delo: individualne aktivnosti (Studij
literature in virov, razvojno in raziskovalno delo,
refleksija)

Delov parih oz. skupini: delo z mentorjem in
ostalimi posamezniki, vklju€¢enimi v raziskovalne
aktivnosti

Individual work: students’ individual activities
(literature and resources studies, research and
development work, reflection)

Pair/group work: consultations with a mentor and
other individuals involved in research activities

Delez (v %) /

Nacini ocenjevanja:

Weight (in %)

Assessment:

Daljsi pisni izdelek

Javni nastop s predstavitvijo rezultatov

80 %

20%

Longer written casework

Presentation

Reference nosilca / Lecturer's references:

Reference mentorja magistrske naloge so razvidne iz Cobissa./ The mentor's references of the master's

thesis are evident from Cobiss.
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