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[. INTRODUCTION

Vytautas Magnus University (hereinafter — VMU) westablished in 1922 and re-established in
1989. It is a classical University of Liberal Adad sees itself as *...orientated towards humanist
culture’. It has a core emphasis on studying brodldémed courses in order to ensure that
studies offered ‘...are not now narrow, or restrictedspeciality bound, pre-defined courses’.
The University is committed to ‘be critical and eggd, to be international and multi-lingual, to
promote creativity in Science and the Arts’, promgtideals of empathy, inter-cultural
understanding, openness, equality, choice and humghts. The University Governance and
Management is defined by Statute. The Rector hasatlvice and support of the Rector’s
Council, which consists of the Deans of Facultied the Directors of Administrative Offices.
The faculties are managed by the Faculty Courtedl, Rean and the Dean’s Office. There is a
self-governing Student Representative Council.

Core responsibility for study programme administrabelongs to Departments, and programme
content, including quality assessment, is manage8tbbdy Programme Committees. The Office
of Academic Affairs, the Centre for Quality and awations, and the Innovative Study Institute
significantly support the achievement of the academission; and the work of the Faculties is
further supported by the International Office, tbentre of Foreign Languages, and the Career
Competence Centre amongst others.

The Graduate Study ProgrammeNdérketing and Sales is implemented by the Department of
Marketing, one of four Departments within the Fagwf Economics and Management. The
Faculty of Economics and Management (hereinafterFEM) offers Bachelors (five
programmes), Masters (eight programmes), and DalcBiudies. In accordance with regulations
of VMU, Masters studies are of Two Years/Four Seasresduration and 120 ECTS credits
weight (7 Programmes) or of 1 and a half Years/@l8emesters duration and 90 ECTS credits
weight (1 programme — the study programme in Mamigesind Sales).

The programme is described Msarketing and Sales attracting a second cycle award\aster

in Marketing. The programme is delivered through Lithuanianthete is reference to a future
delivery through English although the timeline finis and the extent of English language
teaching proposed is not specified. The programwaee established in 2011 and the first cohort
is still in train. This necessarily limits the daavailable and the experiences reported in the
SER.

The International External evaluation of the prognge took place on #3and 24" of October
2013, and included a site visit to the Universignpus in Kaunas. The team of experts was
Chaired by Paul O’Sullivan (Ireland) and consistédProf. Csaba Forgacs (Hungary), Prof.
Marie-Paule Sheard (UK), Prof. dr. Sigitas Urbotams (Lithuania), Darius Bagdinas,
(Lithuania - social partner), Justinas Zalys, (L#hia - student) and Prof. dr. Jirgen Bruns (he
was absent due to health reasons)

. PROGRAMME ANALYSIS

1. Programme Aim and Learning Outcomes

The stated aim of the second cycle study prograritaeketing and Sales is to prepare “the
highest qualification marketing specialists foramplex activity in the sphere of marketing and
sales, demanding the evaluation of the latest keddgd in the sphere and the related fields,
application of practical skills and ability to dser new facts while performing applied
research, as well as skills for creative applicatod theoretical knowledge and the results of
scientific research”. The programme therefore aimdevelop specific competences in areas of
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marketing and sales which include knowledge baseédpaactical application based domains, as
well as research competences and their applicatiims SER also specifies a more elaborated
skill set around applied research, innovation, reband sales research, decision making and the
provision of consultancy in marketing and salekwéhin an ethical framework. It is not clear
that these ambitions and broad aims are fully ¢agtun the learning outcomes specified at
programme level and subsequently stated at ind@idoodule level and in a number of
instances they are not captured in the content ¢pagific competences in sales).

The SER specifies six ‘intended learning outcomekich are, broadly speaking, appropriate to
second cycle studies. The overall programme deaigh the learning outcomes are framed
within a context where marketing management is tstded to define the domain and where
Strategic Marketing, eBusiness, Sales Strategy @ndtomer Relationship Management,
amongst other specialisms, are viewed as cengakasf knowledge and competence within the
domain. It is not fully evident that these ovehang study programme level outcomes are fully
realised and achieved within the programme strateg) programme design, or that they are
fully evident in the module strategy and impleménta

What should be the balance between Marketing ates $asuch a programme? What should be
the balance of theoretical and practical orientatio such a programme? What, more
specifically, should be the balance between Mamnke8trategy issues, Sales Management issues,
and Sales Competence development in such a programbhe Expert Team sought to
understand how some of the specified high leveinieag outcomes for the programme (e.g.
Outcome 2, Outcome 3 and perhaps Outcome 4) arevachin the programme design structure
and in the detailed content. The Expert Team didfind that in the SER or the site visit that
these learning outcomes had influenced the strei@od content of the programme as might of
been expected. The Expert team also felt thab#l@nce between marketing and sales in the
programme as delivered was not appropriate to tbgramme title and the learning outcomes.
There are also certain high-level learning outcomeprogramme level which appear to be
absent from this set as presented in paragraph @ GER; in particular, outcomes relating to
Masters level competence in the handling of sdientiterature and, most of all, in the
development of scientific research skills.

The rationale for the creation of this programme@11 is not adequately detailed, and while
there is reference to market demand issues, teane reference to specific data relating to the
requirement for Masters level graduates educated this competence set. The demand-side
data is deficient and non-specific, and the supde- data fails to address issues of competitive
provision at Masters level, and particularly théamale for providing such a programme at
Masters level when the market demand may, in fatdte to Bachelors level qualifications. The
Expert Team regard the provision of a Marketing &ades programme as potentially of great
interest and value, but more justification is regdiregarding the level at which the programme
should be offered.

There are conclusions drawn which perhaps areuligtdecure such as intimations of ‘obvious
growth’ (Paragraph 12) of enterprises which areumesl to inevitably require ‘sales and
marketing managers’. However, this programme doesaference Sales Management as a field,
nor does the content of the programme prepare gtesldor what is normally understood to be
the responsibilities of a sales manager in thedsaase of the term. (It is asserted that over the
past three years the occupation ‘Sales Managerbkas the most in-demand occupation for
white collar workers).

The team does agree that the issue of Sales andeBaevelopment in general is crucial to the
entrepreneurial thrust of the Lithuanian economy #mat marketing and sales management
specialists are probably crucial to the economytare; but it does wish to understand how the
overall programme outcomes (and the specific modwieeomes) align to these high level
objectives. A specific example might relate to stetement that ‘...over the past three years the
greatest demand was for skilled labour in the f@fldelling’. This statement is then related to
the European Vacancy Monitor and other benchmarkmggexts, but it fails to address the
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fundamental question as to whether this demantereta graduates who have had the benefit of
a Masters level education or how this need mightspecifically translated in terms of
programme level, design, structure, content andoooés.

In paragraph 13, there is a further elaboratiofirbe aim and learning outcomes of the study
programme of marketing and sales’ with the idecaifion of six values. These include foreign
language and IT competences which are not addrdeseally in this programme (or in the
Study Plan Annex), even though there is some memfadelivery of this programme through
the English language.

The overall aim of the programme and its learnintgcomes are designed to enable graduates of
the programme to achieve a number of post-graduagals and roles. These include working
as marketing and sales manager and heads of fanotibie area; working on behalf of foreign
companies in these roles, acting as consultartehleshing new enterprises and — and this is first
in the list — continuing studies in Management auministration Doctoral programmes.
However, it is not fully evident that the programtaeel learning outcomes, and the programme
structure, fully reflect these aims in relatiorgtaduate careers.

2. Curriculum Design

The programme ‘Marketing and Sales’ was establishe2ZD11 and had its first recruitment in
autumn of that year. The programme is aligned with Bologna Declaration and, specifically,
with the Dublin Descriptors in terms of programrmegdl outcomes. The course descriptors are
in accordance with policy adopted in VMU in 2011danodule descriptors are presented in a
coherent and consistent style and include expdeteding outcomes, the order of assignments
and the criteria for the assessment of studenkileaements.

The overall programme design thus meets the legplirements with a total credit count of 90,
delivered across 3 Semesters. However, the detatkeicture is not in conformity with the
parameters permitted for subject distribution fecad cycle study programmes because there
are 6 subjects in the second semester. The ExgarnTviews this as a matter which can be
relatively easily remedied and this should havenbewlemented by the Programme Committee.
This is the only Masters level programme at VMUhastuch a credit count (90) and such a
structure (3 semesters) and the Expert team difimba convincing rationale presented for this.
In fact the Expert Team has concerns that the Kadtnature of the delivery of this programme
and the wide range of sources from which studemetslaawn might demand a four semester 120
credit programme design to achieve all of the le@routcomes. This is a matter for debate but
the issue was not convincingly argued.

The total scope of the programme as documenteghi@sented in Annex 1 is broadly sufficient
to achieve the current programme and module lewelysoutcomes, but the Expert Team has
expressed concerns in Section 1 of this report tath@ubalance of these outcomes as between
Marketing & Sales and the lack of detailed prowisior the achievement of certain outcomes in
the design of the programme.

The statement of admission criteria in Paragrapis 2®t in full conformity with the criteria as
described subsequently in Section 5.1 of the SER.

Individual subject modules are carefully describeterms of outcomes which are meticulously
mapped against overall programme outcomes (Annexout) the latter are not covered
comprehensively. There is also some apparent comfus relation to the logic and sequencing
of subjects. A number of modules are describe@asiring a prerequisite. This makes sense in
the case ofnternational Marketing which requiressales Srategy as a prerequisite but there is a
question as to howLaw (prerequisiteInternational Marketing), Negotiation (prerequisite
Srategic Marketing) and Brand Management (prerequisiteStrategic Marketing) can have these
requirements when the prerequisite is being deivert exactly the same time. The Programme
Committee states that these inputs are also ‘bticked are therefore deliverable in advance of
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the main programme modules but the overall impactstudent workload needs careful
management.

The Expert Team remains unconvinced as to whethisri¢ a Marketing programme with a
Sales Strategy module or is it a qualification aimed at fillinglabour market need in the sales
area? If it is the latter, it does not providénerta thorough grounding in Sales Management or
any exposure to sales practice. The only salegipearelated module is the Negotiation module
which is an elective when it might seem more appabg for it to be a mandatory/core subject.
A similar point might be made about Logistics. Tdhalogue with students of the programme
did not fully elucidate how the students themselses the programme and see the graduate
opportunities it seeks to prepare them for. Noneevable to detail a likely thesis topic at this
point in their studies and a number of the studeats themselves as being on a marketing
programme or even one which could equip them fbs jm advertising. The attraction of the
programme may in fact be neither its content nertite but rather that it is available on a
‘blocked’ basis facilitating attendance by peopleemployment and that it is willing to consider
a wide range of entrants.

The programme draws on 3 entry strands. Someeasketistudents have not taken a Business
studies first cycle degree, others have taken e@mlevel degree. A detailed schema was made
available to the Expert Team which identified theurse and institutional origin and the
supplementary studies and necessary prerequisgeged of each student.

The individual modules are coherent, current andl wesigned in themselves. THeales
Srategy module is commendable in scope but needs to diéhllwe company data for the
outcomes as presented to be achieved and claoficatould be welcome in this regard. The
Buyer Behaviour module is most interesting butosstimer focused rather than organisationally
focussed and therefore is not hugely helpful iesainderstanding. Thdegotiation module is
assessed 50% by terminal examination which woudtins® be a lost opportunity. There also
appears to be an unnecessary overlap between Bedeaper number 1 and the International
Marketing & Sales Plan.

The assessment strategy for each subject is dktabdenprehensive and well written and clearly
contributes to the nature of the learning and thereommendable use of a repertoire of
assessment strategies including formative and suivenaomponents.

The Masters Thesis conforms to the methodological reguents for such work as published on
the Vytautas Magnus University website. The stataghs of the thesis component are
appropriate and essential as part of the overalinieg on the programme and there is an
opportunity for independent investigation, deepcsdesation, and integration of learning from
many areas of the programme. However, no discusgprars to have been finalised in relation
to the balance of theoretical and applied problenike Thesis and there is apparently little staff
research expertise in the sales area to suppadnt\wwadk. Who will supervise and mentor the
students on this programme in a Department whigears to be dependent on a very limited
number of Masters supervisors?

Details of the competences and learning outconasng to the Thesis are provided in the SER
(Annex 2) but there is no detail available as yetoahow research themes will be cleared or how
supervisors will be assigned. During the site vieg Expert team was informed that Social
partners will be involved in the defence and theeasment of the thesis. The Expert Team notes
that this Masters programme does not offer a mothdassed on Research Methodology and
scientific enquiry. Given the diversity of backgnal of the student population the Expert team
believes there is a strong case for a formal modelieery of this kind. The team also notes that
the area of Market Research and Sales Researcmdbesceive formal stand alone treatment as
a module even though the knowledge and competepm@spriate to this domain are referenced
as outcomes throughout the programme. The ExparnTaso noted that there is less reference
in the module descriptors to case work than mighexpected in a programme at this level.
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3. Staff

The staffing arrangements meet the legal requirémoerdelivery of a second cycle programme
(Annex 2) and individual deliverers meet the scéfentand pedagogical qualification
requirements for delivery of the programme as iitently is constituted and delivered. The staff
seem to be largely Vytautas Magnus University gases or have completed their Doctorates
here and this would represent a less diverse adadaspulation than that found in Business
Schools internationally. Many of the academicglea their key area of research (Annex 2 &
3) in compliance with Lithuanian law and VMU regtitea and are presumably chosen for the
programme on this basis. It is notable howevertbae of the teaching team cite ‘sales’, ‘sales
strategy’ or ‘sales management’ among their divegsearch interests.

Many of the teaching team have practical experiealzed to the subject taught, particularly in
the marketing area, but the curriculum seems todmstrained by the absence of specialists in
sales subjects who have practical experience sethecas. Can such a programme be delivered
without staff with this experience? Part-time sesdseem to bring appropriate expertise of high
quality in their specialist areas and it may wedl #hat more such staff are needed to fulfil
appropriate learning outcomes.

The teaching staff are well balanced in terms & wagh a third of the team under 35 years of
age and all staff have substantial pedagogicalrexpee. The issue of staff turnover has not yet
arisen in the short life history of the programme

3.1 Staff Competence

There is significant evidence in the teacher CVsnaicate that attention has been paid to
professional development of staff (the suggestiorthe SER is that there are 22 teachers
attached to the programme which is not the figuoiped elsewhere). Teaching development
in the Faculty has focussed on problem based tegemd learning, introduction and assessment
of learning outcomes into VMU and programme renewalVMU but not all of these
developments have impacted on this programme.

In the four year period to 2012 the teaching teawolved in this programme made 46
conference presentations though only 10 of these wkroad and there is no indication as to
whether papers were full refereed. Some teaclars éxperienced internships abroad and have
also been involved as partners in EU projects, dhoagain this is not detailed. FEM hosts a
scientific conference every two years and publig@sntific journals in both Management and
Economics fields.

A number of staff members are editors or membeth@iditorial boards of scientific journals.
The teaching staff have an output of scientific ggap and while some of these appear in
international journals the focus appears to beighiolg in local journals but there is a noticeable
absence of interest in sales related topics.

A commendable new initiative to create a clustereskearchers in the Department of Marketing
commenced in 2012 but there is no indication tleé¢Sis part of the research focus.

3.2 Data on Academic Staff Exchange

VMU is regularly ranked thirds in exchange activity Lithuania and it is commendable that
more than half of the full time teachers on thiadgt programme participated in mobility
initiatives which help to develop networks and amege inbound student mobility. However, it
is notable that the international network is defintiin native English language locations and it is
also noted elsewhere that proposed mobility fodestts on this Masters programme may
encounter structural and logistical difficulties ialin have not been addressed. None of the
current or proposed partnership networks seenmactgssfon the sales issue.
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4. Facilities and learning resources

4.1 Facilities

Students and lecturers of the programme underwekig/e access to and use of the four main
buildings of VMU which are concentrated in one argatensive renovation in recent years is
stated to fulfil all regulatory requirements, é-gpalth and Safety, and the FEM Building has also
been renovated. Each building has technical suppahy of the classes are equipped with
Computers and Multimedia Projectors and there tisriret access in all classrooms. Technical
staff provide more specialised equipment on reqdiesh the collective University stock.
Reprographic service is provided by the FEM adnmai®n. The design and nature of the
teaching spaces is capable of supporting a vaaiegler of teaching and learning approaches.
There is a stock of 68 computers and 10 laptopsSEM but, which would seem to be very
limited in terms of the scope and the number otlewf the academic work in teaching and
research. A new dedicated lab is state of the lddwever, the notable feature in the computing
resource area is the universal ownership of pefsmaces by students and the potential for a
BYOD (Bring Your Own Device) scheme is clear. Thimuld allow capital spend to be
switched to infrastructure, software licences aedusgty while the cyclical renewal of the
student population would ensure renewal and cuyrehthe devices. As yet, there appears to be
little structured and directed use of student devia classroom situations. AV fit out is at a high
level and is being implemented in innovative wagstipularly in relation to supporting and
benefitting from partnerships. The in house Viru@arning Environment (hereinafter — VLE)
‘First Class’ provides both a communication chareredl a learning platform and there is also
access to Moodle. The vision and positive thinlohthe FEM senior leadership is commended
by the Expert Team, but at departmental and programevel there is a lack of evidence of how
these positive initiatives are translated into wvato/e content and delivery. For instance, many
sales programmes at this level would regard itssemial to provide students with dedicated
software such as SalesForce.com and Google Analytic

4.2 Learning Resources

The Library is modern, attractive and provides @d@relevant scientific databases. The Library
has 468 reading spaces and 71 computer statiomsralDthere is a tendency to hold multiple
copies of textbooks and copies of locally generatexhuals but this may be a response to
student need and economic constraint. Library omemours would appear to be relatively
restricted by international standards, and eveagugss appears to be quite limited.

There is a process for academic involvement in bpokchase. The positive policies and
investments at Faculty level do not, however, appeéanpact sufficiently on either the content
or delivery methods at classroom level on this progne. There is a notable absence of current
Marketing and Sales software. There is a furthek & strategic application of the resources to
support student and staff research.

5. Study process and student assessment

5.1 Admission requirements and data

The SER states that admission to the programma mccordance with the requirements of
National Statute Law and with the University’'s adsion rules for Masters programmes which
are published in the VMU and the Marketing Deparitisewebsites. There is no state funding
available to prospective students.

Three categories of candidates are admitted arsd sseéms to be a pragmatic and flexible
approach. Category A entrants are graduates ofnBssi Management and Economics
programmes at University level. Category B entrarmail a first cycle Bachelor's degree in
Business or cognate areas from non-Universitytutgins i.e. Colleges. Category C entrants are
University Bachelor's graduates in fields otherrtiausiness i.e. what are often referred to as
‘conversion students’.

Studijy kokyhkes vertinimo centras



The flexibility in drawing from a wide pool is viesd as a positive by the Expert Team,
particularly in relation to the non-business gradusategory. Many companies require Senior
Salespeople and Sales Managers to have a strongeengg, Science or IT background but the
admission data provided does not seem to indicateag uptake from these categories to date.
A Masters level/l ¥ cycle programme which draws from such diverselpames have a
particular responsibility in terms of determininghat supplementary studies are required to
bring all candidates to a common level in relatiortheir understanding of Business theory and
practice. This is of added importance for a progremwhich relies very heavily (and
appropriately) on group work and peer interactiddata was provided detailing the
supplementary and bridging studies of each canelidite management and success of these
studies is of particular interest as this Masteogramme is significantly shorter in duration and
lighter in credit weighting than all of the otherabters programmes currently offered by FEM.

In the context of the considerable body of core ampplementary work that these two groups
must undertake, the Expert Team sought to see hesetextra learning requirements are
timetabled and what the impact is on a student'sklgad. This is a challenging study process in
terms of all of the variables, not least the contamurs and self-directed study and research
components.

It is asserted in the SER that this study prograrhmehows remarkable demand in the study
market’ but the Expert Team can find no evidencatever for this statement other than the
Annex Table which seems to indicate that all applis were admitted. What is clear is that a
wide range of students (as measured in terms ofissthbns scores) are accepted onto the
programme. No comparative data which benchmarissatthinission record against national data
or indeed against other Masters Programme Admig3iaatices in FEM is provided.

5.2 Students progress data and causes for attrition

As is wholly understandable in a programme whiaternsed its first intake in 2012, there is no
data regarding attrition, nor has any group gragtlas yet. However, anecdotal evidence from
meeting with current students suggests that a nuwibstudents have in fact ceased attending
even with the very light ‘blocked’ attendance regment and the conclusion is that the study
process may not be suitable for part of the popriat

5.3 Organisation of the study process

All students take the core studies diet; B and @@ay students take a supplementary diet. The
core part has both compulsory and elective cowasdsseems to make heavy demands as well as
the development, submission and defence of a Maaters Thesis.

All VMU students organise their study plans acrasemester within the overall framework but
presumably this refers to elective choices — sormeviuch should perhaps be mandatory
modules.

Standard modules involve a 30 hour lecture coraadta further fifteen hours are available for
seminars and small group work as is appropriateMasters students. A further fifteen hour
allocation of IT enabled learning is documented huis not fully clear if these seminars
represent independent learning or staff-led legrnifhere is reliance on small group work
(though 2-3 person groups seem smaller than theniational norm) and additional clarity
would be welcome regarding the facilitative rolelod lecturer in these situations.

However, the workload data, as noted above, doese®wm to incorporate the supplementary
load being carried by Category B and C studentesfdlhmer of whom may be struggling with a
change of system, or have experienced a less nbalte academic background in their previous
College environment.

There is specific reference to the three reseasgens required from each student (totalling
twelve ECTS credits) and there is reference taritpapers’ but it is not clear if these are in fact
the research papers or module-related formatigeigmative assessment requirements. Detail is
provided in relation to the assessment schedudeb@ttance of assessments, the criteria and the
weighting of assessments types within each modiiese procedures seem to reflect diverse
and innovative approaches to learning and themmistegration of assessment methodology
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with both content and learning approach and ultyatvith the specific learning outcomes of
modules. The procedures are appropriate to Malstegtlearning and assessments. There is also
detail provided regarding the opportunities fortadent to recover a failure in a module and
presumably in a research paper.

The Expert Team commends the commitment to progidietailed information to students in
relation to assessment structure and criteria,pa@sumably in relation to an integrated calendar
of assessment deadlines. Arrangements for thegbianeof assessment integrity are in place and
seem to be effective and there is reference tacaresgParagraph 66) into student opinion on
evaluation issues but no data or conclusions wergepted.

5.4 The students’ participation in scientific actties and applied research

Student’s independent work includes preparatiorvémious exams and assessments, preparation
for seminars, colloquia and laboratory work andhging of project reports, research reports
and term papers. Student independent learning derated through seminars and IT-enabled
learning platforms (though this is not fully spésif). This represents a heavy diet of mandatory
and elective activities. Many of these activitiaggbt to have a research component and the
Masters thesis represents a major research unagytdlkwould seem that for many students the
Masters thesis will be their first introduction goientific enquiry. However, as is stated within
Paragraph 68 of the SER students participatioesearch activity is dependent on the initiative
and interests of the individual (in a programmeteghof a heavy workload) and ‘are not
specially organised.’

It is commendable that students are ‘encouragguoincand assist in research projects’ but again
there is no evidence produced of participation isoit specified how such participation is
promoted.

The overall impression is that research activitysimdents is unstructured and marginal outside
of the formal requirements of the programme. Thisamewhat surprising in the context of the
FEM having a wide portfolio of Masters offeringsdasm Doctoral programme. It is clearly stated
the programme level learning outcomes that graguait¢his programme will ‘continue studies
in management and administration doctoral prograsnmigParagraph 15, section 1) and this is
in fact accorded first place in the list of gradudestinations. The expert team would wish to see
available evidence of how this aim is encouragetiraalised.

5.5. Forms of student support

As noted above in relation to student recruitmemd assessment issues considerable effort
appears to be made in relation to providing stuglevitth information on a timely basis. Student
choice is facilitated by information and advicefohmation on this programme and other
supports are provided to students using a variethannels including the VMU intranet system
First Class. Lecturing staff are available to advise studémth via the Internet and in face-to-
face consultations. There is some ambiguity inrép®rt of the Students’ Opinion Survey which
seemed to suggest that contact was largely casuetdy email and the Intranet. It is stated that
more than half of students meet teachers but thiddve hardly remarkable in a Masters group
with only 22 members. There is reference to sugpiortiuding the ‘virtual academic library
(eLABa)'.

The Career and Competences Centre appears to bly higjued by students but again one
would expect that more than half of the studenta pnogramme such as this would engage with
this very helpful resource. The students met withtlee visit suggested that this will be of
greater interest as they near the end of the proge

Subject lecturers provide detailed information antent, outcomes, learning methods and
assessment. There is a commitment to achievirdbéei from students particularly in relation
to their engagement with the programme. A rostdecturers available for detailed consultation
(average 2 hours per week) is posted at the bewjnof the semester and students receive
considerable support in resolving academic problems
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Throughout the programme a major emphasis is plamedcommunication channels and
effective communication with students and staff and virtual consultation mode through the
use ofMoodleis also employed

5.6 Student participation in mobility programmes

Arrangements for student mobility are detailed arggraph 74 but these appear to be generic
statements covering both undergraduate and posiggeadprogrammes. VMU seems to
benchmark well against other Lithuanian Universitie terms of mobility and it is stated that
students of this programme can choose from 18 oéX&hange agreements which have been
signed by FEM.

However, there is no comment in relation to hovelinational mobility can be built in to this
programme either logistically or academically. Hawuld the compressed time scale of the
programme accommodates student mobility eitherundar out bound.

In any event it is stated that the totality of fregramme is delivered in Lithuanian and this is
currently a major barrier to mobility in either @ation. It is hardly then a matter of willingness
or otherwise on part of the students.

There is reference to preparation for the futurnévely of the programme through English but
this is the only place in the SER where this projeceferred to and no timescale or preparations
are mentioned. English language competence isdstatebe an admission criterion for the
programme at present. There appears to be a sgmifdisconnect between these ambitions and
the current network of international linkages farrgoses of student mobility and academic
exchange. Some good Business schools are patbogithere is a total absence of native English
speaking locations.

5.7 Graduate Placement

The programme has commenced only in 2012 and tisé dohort has not yet graduated.
However, the Expert Team would welcome further ileta how the graduates might be
matched with employment opportunities.

6. Programme Management

6.1. Decision Making Procedure

The development and implementation of the studgmmmme are in accord with the published
VMU Study Regulations, and are governed by thedathan law on Science and Studies, the
relevant orders of the Ministry of Education andeSice and the University Regulations together
with the local Faculty Regulations. The Study Pangme Committee (hereinafter — SPC) is the
main co-ordinating body and the structure, membjersind responsibilities of the SPC are
regulated as per VMU Regulations on Studies. Th€,Sthe Head of the Department of
Marketing and the Deans Office and Faculty BoardBM are responsible for decisions made
in relation to this programme. The steps involvedieécision making in relation to programme
modification are detailed fully in the SER. The demn chain from SPC through to Faculty
Board, in collaboration with the Office of Acadenidfairs, the Centre for Study, Quality and
Innovation, the Vice-Rector for Studies and theicaffof Student Affairs are described. Clearly
there are high levels of collaboration and co-op@nan relation to decisions, but the SER does
not identify a single accountable authority in tela to implementing these changes and
successfully delivering the programme. Not surpghbi, given the complex matrix of
collaboration above, other kinds of efficient pelsolving are employed to bring about shorter
term and more pragmatic implementation of usefiikitives.

Ultimately, there is a clear statement that “TaaghStaff are responsible for teaching quality,
renewal of the course content and study mater@sption of adequate teaching and learning
methods, and clear evaluation criteria” (Paragré@®h Ultimate responsibility rest with teachers
but it is less clear how they are integrated ihi® ¢complex decision making process, other than
the statement that they “...are being regularly cdiesl by the SPC”. While there is evidence
of a functioning SPC, it is not clear how the teathvoice is articulated, nor how students are
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selected/elected to the SPC. Furthermore, thera lack of detail regarding the feedback
channels to teachers and students, and there dbesam to be a practice of creating an annual
Quality Enhancement Plan.

The SER and meetings with management communicpésitive sense of regular consultation,
and openness to continuous improvement driven lggestions by teachers and students. A
variety of meeting formats are described, includiwge yearly course-reviews, Faculty board
meetings and other forums and both teachers affdcatapresent suggestions to these forums.
There are of course informal, ongoing interactioth the Head of the Marketing Department.
On balance, the Expert Team felt that there wasvanall reliance on informal processes and the
opportunity for developing a fully documented QAppatrail was not being implemented.
Internal quality review is thus conducted at indual teacher, programme and Faculty levels.
While the programme is very new in its implememtatiit would be interesting to know if any
such suggestions have emerged from the first tvad-gEmester meetings, or from suggestions
from the current student group.

With the caveats mentioned above, the managemerigaments for the programme appear to
be effective and open to stakeholder input, butBRpert Team would strongly recommend a
more pro-active policy of ‘involving’ and ‘devolviy staff and students in relevant discussion
and, in the case of staff, in the programme managéprocess and the supervision of research.
In Sections 2 and 3 of the SER, there has beererefe to the involvement of Departments and
Staff from across the Faculty in the delivery oistprogramme and the meetings with staff
confirmed very strong contributions were availafioten outside the Marketing Department. The
delivery of a cross-faculty programme which drawgtwe specialist skills and staff of a range of
Departments has, of necessity, a requirement fardmation and representation by a range of
stakeholders, and will therefore , have a complaxcture. There is thusa need for a single, clear
statement as to where ultimate decision makingaameduntability lies.

6.2 Internal Study Quality Assurance System

The quality of this programme (as with all other UWMprogrammes) is stated to be
“...warranted by the VMU’s Internal Study Quality sisrance System”. In this context, the
programme is referred to as being of high quaktywever, the complex evaluation approaches
and instruments have not yet produced any datzeiifetime of this programme to validate this
assertion. It is therefore impossible to judgdéd formal arrangements enable and animate a true
culture of quality assurance and quality enhanceénmerelation to a new programme such as
this. Nonetheless, there appears to be significamimitment to programme enhancement at
VMU as articulated in theStudy Programme Update Policy. This approach details data
collection points and processes which are the respiity of the Centre for Quality of Studies.
The data is presented to the managing DepartmehtrenSPC. There are other review points
which align with other cycles such as a three yeaiew, but, at present, these are not relevant
for a new programme.

The Expert Team would have welcomed the provisioaven limited feedback data to provide
evidence rather than assertion and would have beealue in demonstrating that the processes
and structures are working well.

The SER documents what appears to be a very conabkenapenness to feedback and
programme improvement and the dissemination pgliared practices for such enhancements are
described in Paragraph 85. Ultimately, howeverrghe a sense that the real accountability
always comes back to and rests with the individeather and it would be important to ensure
that the voice of the teaching staff is fully hearall of the key forums. Again, the Expert Team
would welcome consistent evidence of the devolveaméidiscussion and decision making and
the involvement of teaching staff.

Social partners are represented on the Study Rnogea and it would appear that they are
encouraged to provide suggestions in relation toowation of method and content, and
alignment of content with labour market needs, ai as participating in the panel to hear the
defence of Masters Theses. The Social Partnersmétavith the Expert Team were, of course,
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graduates of other programmes, particularly oney-ktanding Masters programme, and the
Expert Team were impressed with the quality ofrtipeirsonal and professional achievements.
The opportunity to seek guidance from the exissitakeholder community regarding the labour
market alignment of this programme should be takgnand there should be a concerted effort
to create an advisory board or stakeholder sugportp specifically for this programme.
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[ll. RECOMMENDATIONS

1.

Document fully how programme learning outcomes.(@gtcome 2, Outcome 3 and
Outcome 4) are realised and achieved in the pragemiesign, structure and detailed
content and justify the overall balance between Kdaing and Sales, Theory and
Practice in the programme as delivered.

. The programme structure and overall credit weighsinbe re-evaluated in the light of

the ‘blocked’ nature of the delivery, the wide rangf sources from which students are
drawn and the prevalence of supplementary bridgtadies. In total these factors may
require a four semester 120 credit programme desigachieve all of the learning
outcomes.

The programme should be redesigned to achieve pseggeiencing of prerequisites with
a re-examination of mandatory and elective subj@degotiation, Logistics) and the
possible introduction of modules in areas suctsales Management, Sales Research,
Market Research and Scientific Research Methods is recommended

Expand and enhance the current teaching team as oiothem cite ‘sales’, ‘sales
strategy’ or ‘sales management’ among their divegsearch interests.

Many of the teaching team have practical experigetaed to the Marketing subjects
taught but the curriculum may in fact be severebnstrained by the absence of
specialists in sales subjects who offer such egpeé. Part-time Faculty seem to bring
appropriate expertise of high quality in their Spkst areas and more such staff are
needed if the programme delivery is to achieve @mate learning outcomes

The resources to support student and staff resear@hrhesis work should be enhanced with
appropriate use of specialist sales and marketifigvare, library and virtual library resources
and the VLE. This may involve implementingandatory use of the VLE and appropriate
staff training.

It is stated that this study programme ‘... showsakkable demand in the study market’
but the Expert Team can find no evidence whategeitHis statement other than the
Annex Table which seems to indicate that all apyplis were admitted. Comparative
data which benchmarks this admission record agaiasbnal data or indeed against
other Masters Programme Admission Practices in FHBbUId be researched and form
the basis of a focussed marketing campaign.

Research activity for students is currently ungtreedd and marginal outside of the
formal requirements of the programme and not padgrty strong within the formal
programme. This is somewhat surprising in the cdrié FEM having a wide portfolio
of Masters offerings and a Doctoral programmes Itlearly stated in the programme
level learning outcomes that graduates of this gamogne will ‘continue studies in
management and administration doctoral programme$®aragraph 15, section 1) and
this is in fact accorded first place in the listgrhduate destinations. The programme
team must now provide a detailed plan of how thisia to be encouraged and realised.

9. While there is evidence of a functioning Study Pamgme Committee structure there is a

need to ensure full staff participation in the SRCtjve and full student participation, a
process for feedback to all stakeholder constitigsngnd an annual quality enhancement
plan which acts on Study Programme Committee dwwsiand closes the loop by
reporting on previous year decisions in a more &ramd fully documented system.
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V. SUMMARY

1. Overall the programme level learning outcomes giprapriate to a Masters level
programme. There is some concern regarding thenebsef certain learning outcomes
the importance of which is implied elsewhere in ttecument and the inclusion of
programme learning outcomes which are not subsdigueisible in the structure or
content of modules, or in the module learning ootes. The SER asserts as strengths the
balance of high-level competences with specificceist study areas which are seen
aligned with the values of the classical Liberalsf@ducation of VMU. There is a lack of
firm evidence base relating to market demand, @adily regarding the specific nature
of the demand for sales related competences an@édbeational level at which they
should be provided. The larger question remainardigg the balance of Marketing and
Sales general and specialist modules and the leatdfribeory and practice appropriate to
such a programme.

2. Strengths include the range and innovative qualitieaching approaches, the repertoire
of assessment approaches and the rigour of theingaoutcomes. The structure of the
programme in general clearly complies with the legal regulatory framework, but the
distribution of modules across semesters is n@bmformity with the requirement. The
ability of the student to work independently isteyed in a variety of ways.

While there is meticulous mapping of the overaludst plan there are logical

inconsistencies evident in the prerequisites reguirCertain elective subjects might
usefully be mandatory components, and there arer agpecialist areas of the sales
domain which could have received detailed treatmeamd there is an unexplained
absence of a research module. In general the tlagsss is underreported and there
appears to be no strategy for research supenvisithe sales area.

3. Most of the staff have practical experience indheas taught. All of the full time staff
are active researchers whose research interesignintheir teaching and some have
benefitted from mobility with very positive figurexchieved in the last year. The staff
student ratio appears to be favourable, howevergetits a clear absence of staff who have
practical experience in sales related areas and #qpgears to be no staff member with
any level of research interest in these areas.

Areas for improvement include facilitating outboumdobility of team members,
internships in foreign universities and encouragimgpund teaching visits. Staff may
need further methodological training and shouldtioore to be encouraged to publish
books and journal papers and to network with squaainers.

It is notable that the mobility locations and theMF network do not contain any native
English language environments. If some or allhi$ programme is being delivered in
English there will need to be a significant effarade to develop partnerships in such
areas.

4. Physical resources and technology enabled classr@wenreal positives. However, the
levels of computer provision and access may reqoioge detailed argument before
being viewed as fully adequate.

There is a seeming lack of books other than textbao the library stock, and this is a

definite weakness on a Masters level programme. dpgportunities for learning and
communication in virtual space should be furtheredigped.
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The Faculty should formally address emerging tremdsTechnology, in Software
innovation and in open-source provision of learniith a view to resolving some of the
issues hinted at in this section of the SER. Irtigalar current learning resources and
software packages in the Marketing and Sales darsiould be available and used
routinely in teaching delivery.

5. Appropriate and well published admissions requimasiesocial and academic support
for students, dissemination of information througarious modes, transparent and
objective assessment, innovative learning modealbpesitives.

There is a flexible admissions policy which givexess to a range of students from
differing academic backgrounds, and this is comrabled There is limited comment on
the nature of the recruitment to date or the soahility of the programme in the future
in terms of real labour market evidence and realudeented graduate opportunity.
Recruitment data is not benchmarked against Litlaunanompetitors or other Masters
programmes in FEM. However, the study process wihigse students experience is
based around a ‘blocked’ delivery module, a lightexdit rating than other Masters, a
three rather than a four semester model and somdwtiged teacher contact and the
rationale for these decisions needs to be revigitatie programme is to meet the
objectives it currently has and achieve the legrountcomes it states for itself.

6. There is clear evidence of a functioning Study Paogne Committee, but there is a
tendency to rely on informal rather than formalgasses and to miss the opportunity to
document QA decisions (e.g. in an annual Qualitgeeircement Plan). There is a case for
more devolved decision making and involvement @ahlsudents and staff.
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V. GENERAL ASSESSMENT

The study programmlarketing and Sales (state code — 621N50006) at Vytautas Magnus
University is giverpositive evaluation.

Sudy programme assessment in points by fields of assessment.

No. Evaluation Area E\_/aluat_lon Areq
In Points*
1. | Programme aims and learning outcomes 3
2. | Curriculum design 2
3. | Staff 2
4. | Material resources 3
5 Study process and .assessment (student admissiody proces 2
student support, achievement assessment)
6 Programme management (programme administraticerniak quality 3
" | assurance)
Total: 15

*1 (unsatisfactory) - there are essential shortogsithat must be eliminated;

2 (satisfactory) - meets the established minimugquirements, needs improvement;
3 (good) - the field develops systematically, hiasirtctive features;

4 (very good) - the field is exceptionally good.

Grupés vadovas:

Team Leader: Paul O‘Sullivan

Grupes nariai: Prof. habil. dr. Csaba Forgacs
Team members:
Prof. dr. Jirgen Bruns
Prof. Marie-Paule Sheard
Prof. dr. Sigitas Urbonagius
Darius Bagd4inas

Justinas Zalys
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Santraukos vertimas iS angh kalbos

V. APIBENDRINAMASIS [VERTINIMAS

Vytauto Didziojo universiteto studjjprogramaMarketingas ir pardavimai (valstybinis kodas —
621N50006) vertinama teigiamai.

Eil. Vertinimo sritis Srities
jvertinimas,
Nr. balais*
1. Programos tikslai ir numatomi studiezultatai 3
2. Programos sandara 2
3. Personalas 2
4. Materialieji iStekliai 3
5. Studij eiga ir jos vertinimas 2
6. Programos vadyba 3
IS viso: 15

* 1 - Nepatenkinamai (yra esmipirakumy, kuriuos ltina pasalinti)
2 - Patenkinamai (tenkina minimalius reikalavimeskia tobulinti)
3 - Gerai (sistemiSkai ¢liojama sritis, turi savitbruoi;)

4 - Labai gerai (sritis yra iSskirtih

IV. SANTRAUKA

1. Apskritai studijj programos lygmens studijrezultatai yra tinkami magistro laipsnio
studijy programai. Sioktokj nerimy kelia tai, kad tam tiky studijy rezultat), apie kunj svarky
kitose dokumento vietose uzsiminta, saviaraliguvestigje réra, o tam tikri programos studij
rezultatai, kurie paskui neatsispindi modulsandaroje ar turinyje arba modulistudiy
rezultatuosej savianalizs suvestia yra jtraukti. Viena iS savianaks suvestigje pamirety
stipriyjy pusiyy yra auksto lygio kompetengij ir specifinyy specializuai studiy sriciy
pusiausvyra, kuri dera su klasikinio laigy men; ugdymo vertybmis, kurias deklaruoja VDU.
Truksta patikiny jrodymy apie studiy programos paklagsinkoje ir yp& apie su pardavimais
susijusiy kompetencij specifinio poladzio paklaus bei apie ugdymo lygmeénkuriame jie
turéty bati jgyjami. Rimtesniu klausimu iSlieka pusiausvyra tar@arketingo ir pardavim
bendgjy bei specialijjy moduly ir pusiausvyra tarp teorijos ir praktikos, kurfittp tinkama
tokiai studiy programai.

2. Studiy programos stipriosios pés yra aéstymo metod jvairove ir pazangi kokyb,
vertinimo metod jvairowe ir studijy rezultat; tikslumas. Studij programos strukta apskritai
akivaizdziai atitinka teisig ir reguliavimo strulira, tatiau moduliy paskirstymas semestruose
netenkina reikalavim Studeng galimybes dirbti savarankiSkai remiam@siriais hidais.

Nors i$ esras studijy planas yra kruogfai dokumentuojamas, pastebimas ir loginis
iISanksting reikalavimy nenuoseklumas. Kai kurie laisvai pasirenkamiejdgty dalykai gaéty
buti naudingi kaip privalomieji komponentai, kiti spalizuoti pardavin srities elementai
galkty bati nagrirgjami iSsamiau, o mokslinio tyrimo modulio nebuvinli@ka nepaaiskintas.
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Apskritai baigianajy darhy sritis yra nepakankamai aprasyta, be to, panagly&dovavimo
moksliniams tyrimams pardavipsrityje strategijos iSviséana.

Dauguma personalo nariuri praktires cestomy studiy dalyky patirties. Visi visu etatu
dirbantys dstytojai aktyviai vykdo mokslinius tyrimus ig jmoksliny intereg sritys prisideda
prie geresnio éstymo, kai kurie dstytojai pasinaudojo mobilumo galimyis. Pr&jusiy mey
mobilumo rodikliai buvo labai teigiami. &tytojy ir studeng santykis yra tinkamas, diau
akivaizdziai tiiksta personalo, turéio praktires patirties su pardavimais susijusiose srityse, be
to, panasu, kadéna nei vieno dstytojo, kurio moksliny interes sritys bent kazkiekitiy
susijusios su pardavimais.

Gerintinos sritys apima personalo iSvykstamojo nuwbo lengvining, stazuotes uzsienio
universitetuose ir uzsieniastytojy atvykimo skatinimg. Personalui gali reiki papildomy
metodologijos mokyny, be to, dstytojai ir toliau tuéty bati skatinami publikuoti knygas ir
straipsnius Zurnaluose ir uzmegzti rySius su simgéas$ partneriais.

Reikty pazyntti, kad nei vienoje mobilumo vietoje ar Ekonomikas vadybos fakultete
vartojama angj kalba rera gimtoji. Jei ity nuspesta kurg nors programos dahr vig studiy
programy vykdyti angl; kalba, tuomet reids jdéti nemazai pastamguzmegzti rySius tokiose
vietose.

3. Materialieji iStekliai ir per paskaitas naudojanteshnologijos yra tikrai pagirtini dalykai.
Vis délto kompiutery skatius ir prieiga priey reikalauja iSsamesnigertinimo pries teigiant,
kad p visiSkai pakanka.

Pastebima knyg iSskyrus vadoilius bibliotekoje, stoka, kuri yra neabejotinas
magistraniros studiy programos ttkumas. Reikty toliau tobulinti galimybes studijuoti ir
bendrauti virtualioje erdye.

Fakultetas tuity tinkamai atsizvelgtij naujausias technologij srities tendencijas,
programirs jrangos naujoves ir virtualias studijas tam, kagri&ty kai kurias problemas,
pamirétas savianaliis suvestigje. Itin svarbu, jog @ty prieinami ir studiy programoje
reguliariai naudojami turimi materialieji iSteklibei marketingo ir pardavigsriciy programiis
jrangos paketai.

4. Pagirtini studiy programos aspektai yra tinkami ir vieSai prieingmd¢mimo reikalavimai,
socialire ir akademig parama studentams, informacijos sklajdairiais kanalais, skaidrus ir
objektyvus vertinimas ir pazang studijavimo metodai.

Priemimo j studiy programa politika yra lanksti, sudaranti galimybes stqtiairy
akademin iSsilavinimg turintiems studentams, kas yra pagirtina. Apiesikl vykdyto prémimo
poladj ir programos dstinuny ateityje atsizvelgiantj darbo rinkos duomenis ir realias
absolvenj galimybes jsidarbinti savianalis suvestidje uzsimenama menkai. éBtytojy
jdarbinimo duomenyséna lyginami su ki konkurent Lietuvoje ar kit Ekonomikos ir vadybos
fakultete @stomy magistraniros studij prograny duomenimis. Reiy iS naujo apsvarstyti
studiy eigg, kuri vykdoma ,sublokuotais“ moduliais, mazesnitedity skatiumi nei kitose
magistraniros studijj programose, tnj vietoje ketunj semesiy mode] ir ribota bendraving su
déstytojais bei §j sprending motyvus, jei norima, kad studijprograma tenkimt nustatytus
tikslus ir pasiekj joje numatyy studiy rezultaty.

5. Studiy programos komitetas akivaizdziai veikiagiga linkstama pasikliauti daugiau
neformaliais, o ne oficialiais procesais, tokiadb prarandama proga dokumentuoti kods/b
uztikrinimo sprendimus (pvz., metiniame Kokgbgerinimo plane). Galimaiihy pagalvoti apie

labiau paskirstyt sprending priemima ir didesn tiek studeni, tiek personalo dalyvavim
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[ll. REKOMENDACIJOS

1.

ISsamiai dokumentuoti, kaip realizuojami ir pasaeki programos studjj rezultatai
(pvz., 2, 3 ir 4 studij rezultatai) studij programos sandaroje, straktje ir visame
turinyje, ir pagjsti pusiausvyy tarp marketingo ir pardavim teorijos ir praktikos
vykdomoje studiy programoje.

Studijy strukiira ir bendras kredjtsvoris turi liti pakartotinaijvertinti atsizvelgiang
»Sublokuog” studijy programos vykdymo paidlj, jvairius Saltinius, i$ kugi pritraukiami
studentai, ir papildomislyginamyjy studiyy vyravimg. Bendrai pamus visi Sie faktoriai
gali reiksti, kad studij programos planas iy apimti keturis semestrus (120 kreyjt
kad kity pasiekti visi studij rezultatai.

Reikty keisti studijj programos plansiekiant tinkamos studjjdalyky sekos ir i$ naujo
panagrigti privalomuosius ir laisvai pasirenkamuosius dakyk (pvz., Derybos,
Logistika), taip pat rekomenduojama apsvarstyti galimyliesti modulius tokiose
srityse, kaipPardavimy vadyba, Pardavimy tyrimai, Rinkos tyrimai ir Mokslinio tyrimo
metodai.

ISplésti ir patobulinti dabartig déstytoyy komand, kadangi nei vienas i§; jnenurodo
.pardavimy”, ,pardavimy strategijos” ar ,pardavim vadybos® tarp savo mokslipi
interes; sriciy.

Daugelis dstytojy turi praktires patirties, susijusios swestomais marketingo studij
dalykais, tdiau studij turinj iS tiesy gali labai varzyti pardavim dalyky specialist,
kurie gakty pasidalyti savo patirtimi, stoka. PanaSu, kadsitiy studiy atveju
Fakultetas turi atitinkary itin kvalifikuoty ir kompetenting specialisy Sioje srityje.
Tokio personalo reiity daugiau, jei norima pasiekti atitinkarstudiy rezultaty vykdant
studijy progran.

Paramos studentir personalo vykdomiems moksliniams tyrimams iigi@niesiems
darbams iSteklius retky pagerinti tinkamai naudojant specializygpardaviny ir
marketingo programinjrang, bibliotekos ir virtualios bibliotekos iStekliugai gakty
buti ir privalomas virtualiosios studijavimo aplinkesudojimas ir tinkamas personalo
mokymas.

Teigiama, kad Si studjjprograma ,... turi ypatingai didgelpaklaug studiy rinkoje®,
taciau ekspent grupei nepavyko rasti $eigini pagrindziagiy jrodymy, iSskyrus priedo
lentek, kurioje nurodoma, kad buvo priimti visi, pateilejsstojimo praSymus. Redky
panagrigti lyginamuosius duomenis, kurie lejspalyginti Siuos pdmimo skaéius su
nacionaliniais duomenimis ar net Kkitmagistraniros studijj priémimo praktika
Ekonomikos ir vadybos fakultete,(toliau — EVF) infermuoti tikslires rinkodaros
kampanijos pagrirg

Student mokslo veikla Siuo metu yra nestrakizuota, nezymi ir nepatenkaoficialiy
studijy programos reikalavim sritj, ji taip pat @ra reikSminga oficialioje studjj
programoje. Tokia padtis kelia nuostad turint galvoje EVF gilomy magistraniros
studijy prograny jvairove ir doktoraniiros studij program. Studiy programos lygmens
studiy rezultatuose aisSkiai teigiama, kad studpgrogramos absolventai gal ,testi
studijas vadybos ir administravimo doktor@mos studiy programose® (15 punkto 1
dalis) — lmtent jos yra nurodomos pirmuoju punktu absolyettlesnio pasirinkimo
sarase. Studij programos vykdytojai dabar privalo parengti iSgaplam, kaip Sis
tikslas tuety bati skatinamas ir realizuojamas.

Nors duomen apie funkcionuojatia Studiy programos komiteto (toliau — SPK)
strukfirg yra, hutina uZztikrinti visiSlky personalo dalyvavijm SPK veikloje, aktyy ir
visapusiSk studeng dalyvavimy, griztamojo rySio su visais socialiniais dalininkais
palaikymy bei metin kokybés gerinimo plag, kuris ity sudaromas pagal Studij
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programos komiteto sprendimus ir uzpilglysprag, nes apie ankstesnimey
sprendimus ity atsiskaitoma oficialiau ir rezultataiity dokumentuojami.
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