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THE PROJECT
BACKGROUND AND
GENERAL OBJECTIVES

After the breakdown of Soviet Union, all Post-
Soviet Union Countries including Armenia and
Georgia started a transition process, from
planning economy to market economy.
However, today, due to rather small internal
markets, Armenia and Georgia, the members
of the Eastern Partnership countries of the
European Union, have an urgent need for
future professionals armed with the mindset
and competences needed in modern
international businesses. Higher education
graduates can’t rely on old business models,
especially not with the focus only on Business-
to-Customer (B2C) commerce.

Namely, Armenian and Georgian universities
are lacking Business-to-Business (B2B) sales
education and research.

The global objective of LISS24 project is to
strengthen the partner universities’ capacity to
provide highly skilled business-oriented
engineers to the emerging international
markets by professionalizing and enhancing
B2B Sales and innovation capacity of partner
universities, renewing the existing training and
assessment cultures, and strengthening
university-industry liaisons to increase private
investments to higher education.

Learn-Innovate-
Sell-Succeed

Learn-Innovate-Sell-Succeed LISS24
project is aiming at increasing B2B
Sales and innovation capacity of
Armenian and Georgian universities,
especially in the field of engineering in
the new digital era.

National Polytechnic University of Armenia
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Aim and specific objectives
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https://liss24.com/

LISS24 Project at National Polytechnic University of Armenia (NPUA)

LISS24 bwhuwghép Swjwuwmnwiuh wqquwihtu ynihnbpuuhfuywu
Awdwpuwpwuncd (CUML)

National Polytechnic University of Armenia (NPUA) having been founded in 1933 as Yerevan Polytechnic Institute
with only 2 Faculties and 107 students, has grown into the largest higher educational institution of Armenia with
regional campuses in Gyumri, Vanadzor, and Kapan, thus embracing involving in its sphere all the industrial
regions of the country. In 1980-85 the university reached its peak with over 25,000 students, and more than 80
specialties taught.
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NPUA was and remains the premier provider of technological education in the country. The specialization scope of
NPUA includes over 65 Bachelor, 55 Master, and about 30 Ph.D. programs in Engineering, Technology, Industrial
Economics and Management, Applied Mathematics, Design and Informatics. Along with the degree programs, the
University also offers extended education courses by means of Continuing Education and Faculty Development
Centre.

Over 135,000 graduates during the past more than 90
years have graduated from the University. Today, many
of them are in the industrial, scientific and socio-political
leadership of the Republic. The University has one of the
leading roles in the reformations of the higher education

system of Armenia. NPUA was the first HEI in the
Republic of Armenia that introduced two- and then
three-cycle higher education structure, implemented a
credit system compatible with the ECTS system in line
with the Bologna reforms, introduced the institute of
long-term strategic planning, etc.

Constantly initiating renovation processes of study programs coherent with economy market changing needs and
the European standards, as well as improving permanently the teaching/learning approaches, NPUA aspires to
become a leading regional center of engineering education and research through internationalization of
education and science, sharing its experience and being ready to learn from partners.

In this regard, participation of NPUA in LISS24 project best meets the expectations of the University in the
implementation of its strategic plans. In parallel with academic and management tasks, NPUA is responsible for
coordination of the project’s Promotion, as the Consortium member leading organization of the Work Package 6
(WP6) of the project.



The structures of NPUA involved in LISS24 project
LISS24 uwhuwgdnid ubipgpwyywéd LUMNL Ywnniygubpp

Continuing Education and Faculty Development Center
Cwpnuuwwlwi Yppnipjwi b nuuwhinuubph juwnwpbjuwgnpédwu YEunpnu

The Continuing Education and Faculty Development Center
occupies a distinctive and unique place within the educational
infrastructure of NPUA. In harmony with the NPUA Strategic
Plan, the Center has been tasked with creating an efficient
and economically beneficial system of additional and
continuing education, ensuring its accessibility to the
broadest segments of internal and external customers. This
involves initiating and encouraging the adoption and
application of new educational technologies, too. Currently,
the Center offers a wide range of additional educational
programs, ensuring accessibility for a broad spectrum of
beneficiaries, including students, novice professionals,
specialists seeking retraining, and sector-experts.

These programs are multifaceted and multi-level, aligned with current market demands, and aimed at the
professional retraining and qualification enhancement of various target groups.

In the LISS24 project, the Center is designated to play a leading role as the NPUA unit where the Sales
Laboratories will be housed, and the main part of curricular and short-term (in-service) educational and research
processes, as well as the B2B Sales and Innovation various competitions implemented.

The Chair of Technology Management
SGhuuninghwubph junwyjwpdwiu wdphnu

The mission of the NPUA Chair of Technology
Management is the training management professionals

in various industry and economic sectors of the Republic
of Armenia and to foster the development and
implementation of innovative ideas in economy based on
a strong scientific and educational basis. It aims to
prepare specialists capable of addressing and solving
organizational challenges in different functional areas,
including the newest business fields.

Under the Chair of Technology Management students gain practical experience by working in organizations
across various public and private sectors of the economy. This hands-on approach is integral to their education,
allowing them to apply theoretical knowledge in real-world settings and develop the skills needed to address the
complex challenges faced by organizations in today's dynamic economic landscape.

The Chair of Technology Management is involved in LISS24 project to play one of the central academic roles
targeted mainly to the enhancing NPUA students’ B2B Sales and Innovation capacity through the developing/
reconstructing and piloting appropriate modern international courses based on coaching and not traditional
lecturing, as well as providing in-service trainings coherent with the needs of labour market, together with the

NPUA Continuing Education Center.



Labor Market Study and Professional Career Center

Uphuwunwnijuwih nuuntdtwuhpdwi b Swubtwghunwlwi yuphbpwih YEuwnmpnu

One of the statements of the NPUA Mission presented in
its Strategic Plan sounds: «to prepare students for life,
career, life-long learning and professional progress in
line with the rapid changes of economic environment
and emerging global information society». The NPUA
Labor Market Study and Professional Career Center,
established in its current form over a decade ago.
Having the support in finding professional works for the
University students and graduates as the one of the
most valuable goals of the Center, contributes well to the
mentioned specific objective of the NPUA Mission.

Conducting the labor market research, identifying and keeping informed the University students and graduates
about the existing job vacancies, organizing various meetings between students and employers, including
informational workshops, round-table discussions, job fairs, etc.,, as well as student visits to industrial
environments are coming to ensure the Center’s specific mission, as well as the NPUA’s global one.

The role of NPUA Career Center in LISS24 project is the contribution to the enhancement of university-business
cooperation and, in close cooperation with the NPUA Continuing Education Center, provision of various B2B Sales
and Innovation Competitions, attracting partner Companies to support the work of Innovation student teams.

LISS24 team members of NPUA
LUML LISS24 phih wunwdubtpp

Ruben Aghgashyan

NPUA Team Leader,
the Project National Coordinator

Gor Martirosyan

Team member, responsible for links
with enterprises

Lida Aghajanyan

Team member, responsible for
subject-matters of academic affairs

Lilit Ghazaryan

Team member, responsible for
international links and promotion

Arthur Zaprosyan

Team member, responsible for
short-term trainings

Hayk Grigoryan

Team member, responsible for
the project Web development

Gohar Sargsyan

Team member, responsible for
the project Web design and social
media support

Alexander Kalmukhyan

Team member, responsible for
the Web technical administration



Visit of NPUA Team Members to Finland

CUML phdh wunwdubph wigp Shupwiunhw

Within the work plan of Erasmus+ LISS24 project NPUA
Team Leader and the Project National Coordinator Ruben
Aghgashyan and the Team members Artur Zaprosyan, Lida
Aghajanyan and Gor Martirosyan, together with the other
project partners, had a Grand Study Tour in Finland on June
20-24, 2024, combining two interlinked programs.

The tour started with two intensive days of meetings and
trainings, hosted by Turku University of Applied Sciences
(TUAS) and continued with the rest of the week spent in
Helsinki, where the project partners observed and actively
participated in the European Sales Competition organized
this year by Haaga-Helia University of Applied Sciences.

The agenda included also discussions on project management and coordination, insights into establishing sales
laboratories at partner universities, and organizing their own sales “game-competitions”. The participants had the
pleasure of brief introductions from the TUAS Rector Vesa Taatila and the Vice Rector Juhani Soini.
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Training in Turku University of Applied Sciences (TUAS)

Jdwpdwupubp PnipYnth Yhpwnwwi ghnnpintuubph Gwdwjuwpwuncd (TUAS)
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The first in-site project Management Meeting in Turku
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Participation at «<European Sales Competition 2024» in Helsinki
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Summary of the Grand Study Visit to Finland
Shujwunhw wigh wpnyntuputph wdthnthnid

The study tour was filled with productive training,
Managa&'nt E discussions, valuable learning experiences, extensive
aw networking, which allow the partner universities to
Gartner. e establish good preconditions for the transfer of the
 Lindstrom B8 gained knowledge and experience of European partners
to the home universities.
Looking ahead, NPUA members are excited to leverage
their experiences from Finland to drive positive change
. within the University and beyond. The visit reinforced
. NPUA’s dedication to the fostering «B2B sales and
" ~ - innovation» competency and highlighted the importance
of knowledge exchange in achieving the goals.



Summary of the Grand Study Visit to Finland
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Some comments on the Finish events
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dhgngwnniduubph yEpwpbpjwg

"The day has started well. During the visit, we will
also get acquainted with sales competitions in
which Turku University of Applied Sciences is
strongly involved. It will be interesting to get
acquainted with the sales training of partners and
to share information on both sides”- Arto
Kuuluvainen, TUAS

“To summarize the tour so far: what a week full of
excitement, amazing discussions, learning and
laughter with wonderful LISS24 partners from
Armenia, Georgia, Austria, Spain and Sweden. Today
were the finals and it was great to see how the
finalists were able to negotiate and close the deals
in a very demanding situation. Hats off to them!” -
Taru Kankaanpaa, TUAS.

“The experience gained at Finnish universities will
considerably help us in the effective implementation
of the planned activities within the framework of the
projects at the Georgian Technical University. It
implies the retraining of academic staff using
various training and teaching methods; The
development of services and processes; The
implementation of training courses, and the
launching of an  education-oriented sales
laboratory” - Boris Githolandia, GTU.

“I was honored to have served as a judge at the
10th European Sales Competition, held at Haaga-
Helia University of Applied Sciences, Finland. It was
inspiring to witness the exceptional sales skills and
innovative approaches showcased by talented
students from  universities across Europe.
Congratulations to all participants for their
dedication and professionalism! It would be a
fantastic opportunity to bring this dynamic event to
our region and showcase the talent and innovation
of our students from not only the National
Polytechnic University of Armenia but all over
Armenia” - Lida Aghajanyan, NPUA.

“As a result of talks and arrangements made during
the 5 days of the meeting, a B2B sales lab will be
established in ANAU soon, and modern equipment,
including biometric devices and sensors will be
acquired. The project, knowledge and skills acquired
in its scope will allow us to develop an educational
component aimed at commercialization of research
results at ANAU and to prepare B2B format sales
specialists” - Artur Altunyan, ANAU.



Presentation of LISS24 at the «Erasmus+ National Kick-off Day 2024» in Yerevan
LISS24-h utplyuwjwgnidip «Erasmus+ bwhuwgdbph dG{uwpluwiht op 2024»-nLd

On June 20, 2024 “Erasmus+ National Kick-off Day 2024"
event took place at the RA Ministry of Education, Science,
Culture and Sports. The purpose of the event was to
present the main goals, expected results of the projects
implemented by Armenian higher education and VET
Institutions that received funding as a result of the
Erasmus+ Call 2023, hold discussions aimed at the
implementation of these projects and identify the
challenges of the field and solutions. The event hosted
more than 150 representatives of higher and vocational
education institutions, education policymakers, civil society
and business representatives and other interested parties.

The event started with the opening remarks of Vassilis Maragos
(Head of the Delegation of the European Union to Armenia) and
Artur Martirosyan (Deputy Minister of Education, Science, Culture
and Sports of RA). Afterwards, Lana Karlova (Coordinator of the
National Erasmus+ Office in Armenia) introduced the recent
updates on CBHE (Capacity Building in Higher Education) Action.
National Polytechnic University of Armenia also took part in the
event and presented LISS524 project (by Gor Martirosyan) on behalf
of the project Armenian partner universities, highlighting the main
goals and objectives, challenges and mission of the project.

The Panel discussion of the presented Erasmus+ CBHE 8 projects delved into broad themes such as sustainability
strategies, training programs and the use of virtual exchanges to pilot new educational models. A recurring
theme was the vital connection between academia, business and the labor market. By aligning educational
outcomes with market needs, these projects, including LISS24, ensure that graduates except of the academical
proficient are equipped with the practical skills and international outlook necessary for success in today’s global
economy. Read more on the event: https://Inkd.in/dp6HcNST .
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