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Conep:xkanue

Crp.

1 HaunmenoBanue qUCIMIITUHBI 4

2. | [lepeuens mIaHUPyEMBIX PE3YJIBTATOB OCBOSHUS 0Opa3oBartensHOl | 4
porpamMMbI (TIEPEUCHh KOMIIETEHITNI) ¢ YKa3aHUEM WHIUKATOPOB UX
JOCTIDKCHUSI M THTAHUPYEMBIX Pe3yJIbTaTOB OOYICHHUS TI0
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CEMUHAPhI) U CAMOCTOSATEIBLHON paboThl 00yHarOITUXCSI

5 ConeprxaHue TUCHUIUIMHBI, CTPYKTYPUPOBAHHOE IO TEMam
(pa3genam) IUCIUILUIMHBI C YKa3aHUEM UX 00beMOB (B
aKaJeMUYECKHX Yacax) U BUJOB YUEOHBIX 3aHITHIA
5.1. ConepxaHue TUCHUILIMHBI 8
5.2.Y4yebHo-TeMaTUYECKUH TJ1aH 10
5.3. ConeprkaHne CEeMUHAPOB, MPAKTHYECKHUX 3aHATUH 20

6. | [lepeueHsb yueOHO-METOIUICCKOTO OOCCIICUCHUS IS
CaMOCTOATENEHON paboThl 00YYAIOITUXCS 110 JUCITUTUINHE
6.1 IlepeueHb BOIIPOCOB, OTBOJAUMBIX Ha CAMOCTOSITEIbHOE OCBOCHUE
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9. | Ilepeuens pecypcoB HHGOPMAITMOHHO-TEIEKOMMYHUKAITMOHHOM 114
cetu «MHTEpHET», HEOOXOIUMBIX JJISI OCBOSHUS TUCITUTUITMHBI

10. | Meroaunueckue ykazaHus JIJIsi OOyYarOIIUXCS 110 OCBOCHUIO 115
JUCITUTUTHBI

11. | [lepeuyensr nHGOPMAIIMOHHBIX TEXHOJIOTHM, UCIIOIB3YEMBIX TIPH 127
OCYIICCTBICHUH 00pa30BaTEIHLHOTO MPOIlecca MO TUCITUTIINHE,
BKJTFOYasl IEpeYeHb HEOOXOMMOT0 IMMPOTPAMMHOTO 00eCTIeUeHUs 1
WH(OOPMAITMOHHBIX CIIPABOYHBIX CHCTEM

12. | Onucanue MaTepuaIbHO-TEXHUYECKON 0a3bl, HEOOXOIUMOM JIJIst 128

OCYHIECTBJIEHHUS] 00pa30BaTEIBLHOTO MPOIECcca MO TUCHUTIIINHE




1. HaumeHoBaHMe JUCUUILJIMHBI
«MHOCTpaHHBIN A3bIK B TpodecCUOHANILHON cepe

2. [lepeyeHb MUIAHUPYEMBIX Pe3yJIbTATOB 0CBOEHHSI 00pa30BaTeIbHOM
NporpamMMmsl (epedyeHb KOMIETEHUMI) ¢ yKa3aHueM MHIUKATOPOB X
JOCTHKEHUS M IUVIAHUPYEMBbIX Pe3yJIbTATOB 00y4eHHUs TUCHHUILINHE

Kox | HaumenoBanue | UHaukaTopbl Pe3yabrarbl 00yyeHus (YMeHUsI M 3HAHUA),

KOMII | KOMIIETCHIIUM | JOCTHUKEHHS COOTHECEHHbIE C

eTeH KOMIIeTEeHIIUH KOMIIeTEHIUSIMH/HHAUKATOPAMH

197071 JOCTHKEHHS] KOMIIeTeHIIUH

YK-3 | CnocoGHOCTD 1. Ucnonb3yer 3HaTh:
MIPUMEHSATD MHOCTPAHHBIN S3bIK B | - TEOPETUUYECKHE OCHOBBI OPraHU3alMH
3HAHUS MEXKIMYHOCTHOM KOMMYHHKAIUH (ICUXOJIOTHUECKUNA U
MHOCTPAHHOTO oOLIeHUH U JIMHTBUCTUYECKUH aCIIEKT);
A3bIKa Ha npodeccnoHanbHOM - CTPYKTYpPY CTaHAApTHBIX
YpPOBHE, NeSITENIbHOCTH, KOMMYHHMKATHBHBIX 3a7a4;
JIOCTaTOYHOM BbIOMpas - CIIOCOOBI CII0BOOOPA30BAHMUS;
JUIs COOTBETCTBYIOLIME - OCHOBHbIE 'PaMMaTUUYECKUE SBJICHUS U
MEXJIMYHOCT- BepOaIbHBIC U KOHCTPYKLMU, YACTH PE€UYH, TPaMMaTUUYECKHE
HOro o0IlleHusl, | HeBepOaJibHbIE KaTE€ropuu, CTPYKTYpPY IPEUI0KEHHUSL.
yueOHO 1 CpeJicTBa YMeTh:
npogeccuo- KOMMYHHKAIUH. - aHAJIM3UPOBAThH U IPUMEHSAThH Ha MPAKTHUKE
HaJIbHOU 3HAHUSA MICUXOJIOTHH OOIIEHUS, aIEKBATHOTO
JIEATEIIbLHOCTH JMHTBUCTHYECKOTO 0(hOpMIIeHHUsT COOOIIEHN I

B CUTyalUsAX PELICHUs CTaHJAPTHBIX
KOMMYHHKAaTUBHBIX 3a7a4;

- BBICTPauBaTh JUAJIOTUYECKYIO U
MOHOJIOTMYECKYI0 HHOSI3BIYHYIO PeYb C
UCIOJIb30BaHUEM Hauboee
yIOTPeOUTENbHBIX JIEKCUKO-TPaMMaTHUYECKUX
CPEICTB B TUIIOBBIX KOMMYHUKATUBHBIX
CUTyalMsIX.

2. Peanusyert Ha
WHOCTPAHHOM SI3BIKE
KOMMYHUKaTHBHbIE
HaMEpEeHHsI YCTHO U
MUCbMEHHO,
UCTIONB3YS
COBpPEMEHHBIE
MH(}OPMALIMOHHO-
KOMMYHHUKAI[HOHHBIE
TEXHOJIOTHH.

3HaTh:

- (DYHKIIMH ¥ BUJIBI, COITUAITEHO-
MICUXOJIOTHYECKYIO CTPYKTYpPY OOIIEHUS;
MoJ1eH 3(PPEKTUBHOTO JTUYHOTO U JIETIOBOTO
(mpoeccroHaIbHOT0) OOIEHUS B
MMMCbMEHHOW U YCTHOU (popme;

- crI0coOBI TOCTPOEHHS BOIIPOCOB U OTBETOB;
- IpUEMbI Pa0OTHI C TEKCTOM (YUTATh,
aHAJIM3UPOBATh, CIYIIATh TEKCT C Pa3HOM
rIyOMHOM MOHUMAaHUS).

Ymers:

- aHAJTM3UPOBATH COIMAIBHO-
MICUXOJIOTHYECKUE (PEHOMEHBI JTMYHOTO U
MPOECCHOHAIBHOTO OOIIECHMSI, TPUMEHSTh
3HaHUS OCYIIECTBICHUS KOMMYHHUKAIIMK IPH
MIPOBE/ICHUH JIEIOBBIX ITEPETOBOPOB Ha
MHOCTPAaHHOM SI3BIKE;




- IEMOHCTPUPOBATh a/IEKBaTHOE PEUEBOE
MoBeJICHUE, YUUTHIBas 3 (HEKTUBHBIC
CTpaTEeTUH U TAKTHKH BEJCHHS JITOBBIX
IIEPErOBOPOB HAa MHOCTPAHHOM S3BIKE C
IIPEABAPUTEIILHON ITOATOTOBKOM U
CIIOHTaHHO;

- KpUTHUYECKH OLICHUBATh MH(POPMALIHIO,
JieNaTh 3aKJII0UEHMST; BECTH Oecelly Ha TEMBI,
OJM3KKE K M3yYCHHBIM TEMaM.

3. Ucnonb3yer
pUEMBbI TyOJIUYHOM
peuu U JeI0BOro U
npo¢ecCHOHAIBLHOTO
JMCKypca Ha
MHOCTPAaHHOM SI3bIKE.

3HaTh!

- OCHOBBI B3aUMO/JICHCTBUS MEXTy WICHAMHU
KOJIJIEKTHBA B KOMaH/IE;

- IpHeMBbI yOeXKJIeHHsI, apryMEHTAalINH,
BBIPA)KEHUS TOUKH 3pE€HHs HA MHOCTPAaHHOM
A3BIKE;

- OCHOBBI PUTOPUKH ITYOJUYHOM peun.

Ymers:

- BBIPA3UTh MO3ULUIO KOJUIEKTUBA U
COOCTBEHHYIO MO3UIINIO HA UHOCTPAaHHOM
A3BIKE,

- CUCTEMaTH3UPOBATh U 00OOIIUTH TO3ZUIIHIO
KOMaH/Ibl;

- aHAJIM3MPOBATh M CHHTE3UPOBATh MaTEPUAL,
BBICTYIATh IYOJUYHO C IPE3EHTALMSIMU U
JTOKJIA/IaMHU;

- BbIOpaTh HanboJiee ONTUMAIbHOE peIICHHE
U3 TIPE/JIO’KEHHBIX BAPUAHTOB U
apryMEeHTHPOBaTh MPaBUIBHOCTh BHIOODA.

4.]JleMoHCTpUpPYET
BJIAJICHHUS OCHOBAaMH
aKaJIeMHYEeCKOU
KOMMYHUKAIUU U
pEYEBOro 3TUKETA
HA3y4aeMOro

HWHOCTPAHHOT'O A3bIKa.

3HATh!

- JIEKCUKO-TpaMMaTHYECKHUE U
CTHJINCTUYECKUE PECYPChl HHOCTPAHHOTO
A3BIKA;

- aKaJIEMUYECKYIO JIEKCUKY U OCHOBBI
HanucaHus crateil, pedeparos, 0030poB
JUTEpaTyphl;

- IpaBUJIa PEUYEBOT0 ITHKETA.

Ymers:

- QHAJIM3UPOBATh U CO3/1aBaTh YCTHHIE U
MMCbMEHHBIE TEKCThl HA THOCTPAHHOM SI3bIKE
¢ onopoit Ha cepbl OOILIECHHS, PELIAEMYIO
KOMMYHHMKATHUBHYIO 33/1a4y;

- IPEOCTABIATh KOHCTPYKTUBHYIO U
00BEKTHBHYIO OOpPaTHYIO CBA3b C YUETOM
PETUCTPOB OOIIEHUS.

5. 'pamoTtHO 1
3¢ HEeKTUBHO
MOJIBb3yeTCs
WHOS3BIYHBIMU
MCTOYHUKAMU
uHpopMaIuu.

3HATD:

- OCHOBHBIE MIPABUJIa CUHTE3a U aHAJIKN3a
nH(popMaIuu, mpaBuiIa UCTIOIb30BaAHUS
Pa3IMYHBIX TEXHUYECKUX CPEJICTB C LENbIO
W3BJICUCHUS] HH(POPMAIINH,

- TUIIBI HICTOYHUKOB WH(OpMAIIUU U
CTHJIMCTHYECKHE 0COOEHHOCTH TEKCTOB.
YMeThb:




- U3BJIEKATh UH(OPMAIIHIO U3 PA3INYHBIX
MHOSA3BIYHBIX MCTOUHUKOB (AyTEHTUYHBIX U
a/IalITUPOBAHHBIX).

6. Ilponynupyet Ha
MHOCTPAHHOM $I3bIKE
MIICbMEHHBIE PEUYEBBIC
MIPOU3BEICHUS B
COOTBETCTBHUU C
KOMMYHUKaTUBHOU
3a7a4en.

3HaTh.

- TEOPETUYECKUE OCHOBBI OpraHu3aIuu 1
OCYIIECTBJICHUS KOMMYHUKAIUH;

- CTPYKTYpPY U OCOOEHHOCTH HaIMCaHus 3CCe,
JICJIOBBIX TTUCEM, OTUYETOB, IPE3ECHTAIIMOHHBIX
MaTepuaioB Ha OCHOBE ITPOBEICHHOTO
MOMCKA/UCCIEN0BAHUA.

YMmeTn:

- KPUTHYECKH OIICHUBATh HWH(OpMaIuio,
JIeNIaTh 3aKII0UYCHUS;

- MPOU3BOIUTH MTMCbMEHHBIC/YCTHBIC pEUEBhIC
BBICKA3bIBAaHUSI HA HHOCTPAHHOM SI3BIKE.

1./leMmoHCcTpHpYET
3HAHUSA
TEPMHHOJIOTUH,
HaIpaBJIECHUHN, IKOJI,
COBPEMEHHBIX
TEHACHIINH

3HaTh:

- npoeccroHaIbHYI0 TEPMUHOJIOTHIO Ha
MHOCTPAaHHOM SI3bIKE,

- aKTyaJIbHBIE HAIIPABIICHHS HAYYHBIX
UCCIIEIOBAaHUM B chepe MEHEPKMEHTA.
Ymers:

Brnanenue MEHEIKMEHTA U - IPUMEHSATH NTPO(HECCHOHATIBHYIO
OCHOBHBIMU MO3HIINU POCCUHCKONW | TEPMHHOJIOTHIO B X0J1€ PO(eCcCHOHAIBHOM
HAyYHBIMU YIPaBIECHYECKON KOMMYHHKAIIUM Ha UHOCTPAHHOM SI3bIKE,
HNOHSTUSIMU U MBICIIH. - 0XapaKkTepU30BaTh OT/AEIbHbIE HAIIPABJICHUS
KaTeropusiMu Hay4HbIX UCCIICIOBaHU B cepe
[KY | 2KOHOMHUKH 1 MEHEI)KMEHTA.
1 YIpaBJI€HYECKO | 2. Peanuzyet 3HaTh:
1 HayKu U CIIOCOOHOCTh - AaKTyaJIbHBIC HAIIPaBJICHUS UCCIIETOBAHNM B
CIIOCOOHOCTB K | aanTHPOBaTh U 00J1aCTH MEHEPKMEHTA, MPEANIOCHUIKHA U
UX MPUMEHEHHIO | 0000IIaTh MOCJIEACTBUS UX peaTnu3aluu.
IIPY PELICHUN pe3yJIbTaThl Ymern:
npoeCCUOHAb | COBPEMEHHBIX - BBISIBJISITh B3aMMOCBSI3U SBJICHUH B X0/1€
HBIX 3a/1a4 Hay4YHBIX YIPaBIEHYECKON JEATEIBHOCTH;
MCCJIEIOBAaHUM JUISI - KPUTUYECKHU OLIEHUBATh IPUYNHHO-
OCYILIECTBIICHUS CJI€ZICTBEHHBIE OTHOILIEHUS B OOIIEHUH C
Hay4yHO- MOTYMHEHHBIMHU.
UCCIIEI0BATEIbCKON
paboThI B
OakanaBpuaTe

3. MecTo AUCHMILIMHBI B CTPYKTYpe 00pa30BaTeIbHOM NPOrpaMMbI
JuctunmHa «HOCTpaHHBIN S3bIK B TIpOo(eccHoHanbHOM cepe» OTHOCUTCS K
0JIOKY JUCHHUIUIMH 00s3aTeIbHOM YacTu oO0IenpodecCHOHAIBHOTO IUKJIA TI0
HarpasiaeHuto noarotoBku 38.03.02 Menemxment OII «Jloructuka», npoduib
«Jloructukay, OIl «Mapketunr», npodpuns «Mapketunr», OIl «DunaHcoOBBIN

MeHemmkMeHT», OIl «YmnpaBnenue OuzHecOM», MTPOPUIH:

«MeHemKMEeHT U

yhpaBieHue Ou3Hecom», « MEHEIKMEHT B CIIOPTE», « Y IPaBIECHUE TIPOTYKTOM




4. O0beM NMCHUNIMHBI(MOAYJIS]) B 32a4eTHBIX ¢IUHUIIAX M AKAJleMHUYEeCKHX
yacax ¢ BblIeJIeHMeM 00beMa ayJAuTOPHON (JIeKIUU, CEeMHUHAPbI) W
CaAMOCTOSITEIbHOM PadoThHI 00y4AOIUXCS

Tabmura 1

o4Has ¢opma o0y4eHusi, Bce NPOPUIN

Bup yueOHoi#i paGoThl 10 AUCHHUIINHE Bcero Cemectp 5 Cemectp 6
(B 3/e m yacax) (B yacax) (B yacax)

O01asi TPY10€eMKOCTh THCHUTIITHHbBI 53.e./180u. 76 104

Konmaxmmuas paboma - Ayoumopnuie 136 68 68

3anamus

Jlexknuu - - -

Cemunapul, npakmuyeckue 3aHsamusl 136 68 68

Camocmoamenvnas paboma 44 8 36

Bupn texymero KOHTpostst Kontposnbnas Konrtposbnas | KonTponbsHas
pabora pabora pabora

Bun npomexyTouHOM aTTecTaluu 3aueT, FK3aMeH 3auer DK3aMeH

npopusm «MapkeTunr, «Jlorucrtuka »

Bup y4yeOHoi#i padoThl M0 AMCUMILINHE Bcero Cemectp 5 Cemectp 6
(B 3/e 1 yacax) (B yacax) (B yacax)

O01masi Tpy10€eMKOCTb 1M CHUIITHHbBI 53.e./180u. 106 74

Konmaxmmuas paboma - Ayoumopnesie 102 68 34

3anamus

Jlexuuu

Cemunapul, npakmuieckue 3aHsamusl 102 68 34

Camocmosmenvnas paboma 78 38 40

Bun Texymero KoHTpois KonTponpHas Koutponbaa | KonTponbHas
paborta st paboTta pabora

Bun npomexxyTouHoi aTTectanuu 3aueT, HK3aMeH 3auer DK3aMeH

04HO-3204Has ¢opma, OII «Ynpasienue
Ou3Hecom», npopuib «MeHex KMEHT U
ynpaBJjieHue OU3HecoM»

Buj yueOHoii paGoThl 10 AUCHUIINHE Bcero Cemectp 5 Cemectp 6
(B 3/e 1 yacax) (B yacax) (B yacax)

O0mas Tpy10eMKOCTh JMCIUILIHHBI 53.e./180u. 72 108

Konmakmmnasa paboma - Ayoumopnwie 48 16 32

3anamus

Jleknun

Cemunapul, npaxmuyeckue 3aHsamus 48 16 32

Camocmoamenvnas paboma 132 56 76

Bun texymero KoHTpostst Kontponbhas Konrtponena | KoHtposnbHas
pabota g pabora pabota

Buj npoMexxyToOUHOH aTTecTanuu 3ayer, K3aMeH 3auer DK3aMeH

o4Ho-3a04Has popma HOO, OII
«MapxkeTuHr», npopuiab «Mapkerunr», OIT
«PUHAHCOBBII MEHEIKMEHT)

Buj yueOHo# padoThl 10 AUCHHUILVINHE

Bcero

] Cemectp 5

\ Cemectp 6




(B 3/e M yacax) (B yacax) (B yacax)
OO011asi TPYA0EMKOCTb M CHUTIHHBI 53.e./180u. 72 108
Konmaxmmnasa paboma - Ayoumopmuwie 32 16 16
3anamus
Jleknun
Cemunapul, npaxmuyeckue 3aHsmus 32 16 16
Camocmosamenvnas paboma 148 56 92
Bun texyiero KOHTpouIst Kontposnbnas Konrpossna | KontposbHas
paborta st paboTta paborta
Bun npomexyTouHOM aTTecTaluu 3aueT, IK3aMeH 3auer OK3aMeH

5. Copepkanme IMCUMILUIMHBI, CTPYKTYPUPOBAHHOE MO TeMaM (pa3geiam)
AUCHUIUIMHBI € YKa3aHHeM HMX 00beMOB (B aKaJleMMYeCKHX 4Yacax) U
BU/IOB YUeOHBIX 3aHATHI

5.1. Conep:kanue IMCUUIIMHBI

5.1.1. OIl «@uHaHcoBblii MeHeT:KMeHT», OIl «YnpaBjieHue 6M3HeCOM»
Ipodunu «MeHeqKMEHT U yIIPpaBJIeHHE OU3HECOM», «YIpaBJIeHHe
NPOAYKTOM

TeMmbl

=

CDYHKIIHH MCHC/IPKMCHTA 1 OPraHU3allHOHHAA CTPYKTYpPA KOMIIAHHNH

MOTI/IBaHI/IH COTPYAHHUKOB

Teopuu numepcTBa u ynpapieHUs

ypOBHI/I IJIaHUPOBAHUA B MCHC/[PKMCHTC

OnepanroHHAas AESTEIPHOCTh B CUCTEME YIIPABIICHHs OpraHu3aluen

YrpaBiieHHE pUCKAMH

CtpaTernyeckuii MEHEJPKMEHT U AHTUKPU3UCHOE YIIPABICHUE

OCHOBBI KOPIIOPATUBHOTO YIPABJICHUS

©|00 N |0~ Wi

. Bujpl yuera B opraHu3anusix

10 YrpaBlieHUECKUN YUET

11.Byxrantepckuii ((GMHAHCOBBIN) y4eT

12. ®duHaHCOBas OTYETHOCTH B CUCTEME YIPABIICHUS OpTraHu3aIueit

13. MadopmarimonHo-aHaTUTHYECKAast COCTABIISAIONMAsl (PMHAHCOBOW OTYETHOCTH

14. Ananu3 (pUHAHCOBBIX MOKa3aTeIeH B yPaBIEHYECKUX MPOIIeccax

HKOHOMUYECKUX CYOBEKTOB

15.0OcHOBBI HAJIOTOBOTO y4eTa

5.1.2. OIl «YnpasJenue ousnecom» Ilpopuiab «MeHeaKMEHT B CLIOPTE»

Tembl

1.

CDYHKI_II/II/I CIIOPTHUBHOI'O MCHCI’)KMCHTA

2.

Crtparernyeckuii MEHEIKMEHT B CIIOPTE

3.

YnpaBiaeHUYECKHUI YUET B CIIOPTUBHBIX OPTaHU3AIMUAX

4.

byxrantepckuii ((hDMHAHCOBBIN) YUET B CHOPTUBHBIX OPTaHU3AIUSIX

S.

OpraHu3aiMoHHasi CTPYKTYpa CIIOPTUBHBIX OpraHU3alHi

6.

MoTtuBanus B Criopte

7.

ypOBHI/I IJIaHUPOBAHNWA B CIIOPTUBHOM MCHC/[PKMCHTC




8. OneparmoHHas IeATeIbHOCTh B CUCTEME YIIPABJICHUS CIIOPTUBHBIX
OpraHu3anuen

9. YHpaBJICHI/Ie PHUCKAaMH B CIIOPTUBHBIX OPTraHU3aAlMAX

10. Teopuwm nuaepcTBa U yIpaBJICHUS

11. OcHOBBI KOPIOPATUBHOIO YIPABJICHUS

12. dunraHCOBasI OTYCTHOCTH B CHCTEME YITPaBJICHUS OpraHu3aiuen

13. OcHOBBI HAJIOTOBOT'O y4YeTa B CHIOPTUBHBIX OPraHU3aLUAX

5.1.3. OIl «Mapkerunr», Ilpopuab «MapkeTHH

TeMmbl

. Ponib MapkeTuHra B 6usHece.

. JKu3HEHHBIN LIUKJII TOBapa.

. ACCOpTI/IMeHT H ICHOBAA IIOJIMTHKA.

. MapKeTHUHTOBBIH IIJIaH: ayJAUT U LEIIH.

. MapKGTI/IHFOBHﬁ IUIaH: CTPATCIruA U TaKTHKaA.

. O01IeHnE ¢ KIUEHTaMU.

. UccnenoBanue peIHKa.

XA N N[~ |WIDN|—

. Pa3zBuTHE HOBOTO MpOAYKTa ¥ OPEHAMHT.

9. BHenpeHne HOBOro MPOAYKTA HA PBIHOK U €ro NMPOJABHKECHUE.

10. Pexama.

11. MapKeTHUHTOBbIE MEPOIIPUSTHUS

12. KoHKypeHTHBIE CTpaTEruu

13. MapKeTuHT B KpU3UC

14. MapkeTHHTOBbIE KOMMYHHUKAIIUN

5.1.4. OIl «Jloructukay, Ilpopunas «Jlorucruka

Tembl

. [Ipodeccun B cdepe JTOrUCTUKY.

. JlJorucrruueckue yciyru.

. Illenoyku mocTaBoK.

. Ucnionw3oBanue LOCIIOYKHU ITOCTABOK AJIAA YBCINYCHHA oO0BeMa IIpOogaixK.

. TpancnopTHas JOTUCTUKA

. YIpaBjieHHE 3aracaMu

1
2
3
4
5. MupoBas cucteMa CHaOKEeHHS
6
7
8

. XpaHEHUE U CKJIAJbl

9. HoxymeHTanusi 1 GUHAHCHI B JIOTUCTHKE

10. Jloructuka u cuctema cHaoxenus. OO1iee u pa3innuue.

11. CtpaxoBanue

12. 3akynoyHas JOrucTUKa

13. IIpon3BoiCTBEHHAS JIOTHCTHKA

14. lnpopMaliMOHHbBIE CUCTEMBI B IOTUCTUKE




5.2. Y4yeOHO-TEMATHYECKUH IJIAH

OIl «®uHaHCOBBII MeHeMKMeHT», [Ipopuiabr «DPUHAHCOBBIM MEHEIKMEHT,
OIl «Ynpasienne Ouznecom» Ilpopuam «MeHeq:KMEeHT W yHpPAaBJIeHHE

On3HecoM», «YNpaBJjieHUEe MPOIYKTOM»

Ounasn / ouno-3aounas ¢gopma HOO

Tadomuma 2.1.

TpynoeMKoCTh B Yacax

KonrakTHas pa6ora -
AyauTopHasi paéora

®opMbI TEKYLIETO

HanmenoBanme Cemun | CamocT | KOHTPOJIA
Tem (pa3nesioB) Bce apbLIp | OSATEJbH | YCIIEBAEMOCTH
JUCIUIIINHBI Io Oomas | Jek aKTU4e | asl
, B T.4.: | UK cKHe padora
3aHATH
sl
1. Oyukuum 9 8/2 - 8/2 1/7 YCTHBIN OIPOC;
MEHEJKMEHTA U JIEKCUYECKUI
OpraHu3alMOHHAS JTUKTAHT; YCTHAs
CTPYKTypa MUHHU-TIPE3CHTALINS;
KOMITAaHUH rpynmnoBas
JTUCKYCCUS
2. MoruBauus 9 8/2 - 8/2 1/7 YCTHBIH OMpPOC;
COTPYOHHUKOB CJIOBapHBII
JTUKTAHT; POBEPKA
JIEKCHUKO-
rpaMMaTHYECKUX
YIPaXHEHHU I
3. Teopum munepctsa | 9 8/2 - 8/2 17 YCTHBIH 0O1poc;
Y yIIPaBJICHUS MyJIbTUMEANIHAS
MIPE3CHTALINS;

paz0op Keiica

4. YpoBHH 11 10/2 - 10/2 17 YCTHBIH 0O1poc;
TUTAHUPOBAHMS B poBepKa
MEHEIKMEHTE JEKCUYIECKUX U

rpaMMaTHYECKUX
YIPa)KHEHUH;
poJeBas urpa.
KonTponbHas
pabora (TeKymui
KOHTPOJIb)

5. OmneparonHas 9 8/2 - 8/2 1/7 YCTHBII OMPOC;
JEATENILHOCTD B CIIOBapHBIN

CHCTEME YIpPaBJIECH
usl OpraHusanmen

NIUKTAHT, MO3TOBOH
ITYpPM, MUHU-

pe3eHTaIHSI
6. VYnpasnenue 9 8/2 - 8/2 /7 YCTHBIN OIPOC;
pHUCKaMu JIEKCUYECKU U




JIUKTAHT; JTOKJIAI;

MOJICIIMPOBAHUE
CUTyalHU U UX
aHaJN3

7. Crparerudeckuii 9 8/2 8/2 1/7 YCTHBIN OIPOC;
MEHEIKMEHT H CIIOBapHBIN
AHTUKPU3UCHOE JIUKTAHT; IPOBEpPKa
yIpaBJIeHUE JICKCHYECKUX U

rpaMMaTHYECKUX
YIPaKHEHUH;
pa3bop kefica

8. OcHOBBI 11 10/2 10/2 1/7 YCTHBIH OIPOC;
KOPIIOPAaTHBHOTO rpyIIoBas
yIIpaBJICHUS JMCKYCCHSI,

COCTaBIICHHE
MTUCHbMEHHOTO
oT4eTa 110 3aJaHHON
TeMe

9. Bumsl yuera B 13 8/2 8/2 5/13 YCTHBIH OMPOC;
OpraHu3aIHsIX ne0aThl;

MYJIbTUMEAUNHAS
MIpe3CHTAIHSI,

10. Yopasnenueckuii | 15 10/2 10/2 5/13 YCTHBIN OIPOC;

y4er CJIOBapHbIN
IHUKTAHT; 1e0aThl;
JIeTIOBast UTpa

11. Byxrantepckuii 15 10/2 10/2 5/13 YCTHBIH OMpPOC;
(puHaHCOBBIH) MpoOBepKa
y4er JIEKCUUYECKUX U

rpaMMaTHYEeCKUX
YIIPa)KHEHU.
KoHntponbHas
pabora (Tekymuit
KOHTPOJIb)

12. dunancoBas 16 10/4 10/4 6/14 YCTHBIH 0Ompoc;
OTYETHOCTH B JIEKCHUYECKHH
cucreme JMKTAHT; MHUHU-
YIIpaBJICHUS MPe3CHTAIHS
OpraHu3anmen

13. Unadopmarnumonno- | 15 10/2 10/2 5/13 YCTHBIH OTIPOC;
aHaIUTHYeCKas poBepKa
COCTAaBIISTFOIIIAS JIEKCHYECKUX U
¢buHaHCcOBOMH rpaMMaTHYEeCKUX
OTYETHOCTH YIpaKHEHUH,

HamMCcaHue 3cce

14. Anamm3 15 10/2 10/2 5/13 YCTHBIN OIPOC;
(bUHAHCOBBIX CIIOBapHBIH
rmokasarelieii B JINKTaHT;
yIPaBICHUYECKUX UCIIOJIb30BaHUE
mporeccax HAaBBIKOB
HKOHOMHYECKUX KPUTUYECKOTO

CyOBEKTOB

MBIIIJICHHUSA B XO01€




IIPOBEICHUSA
11ebaToB

15. OcHoBEI 15
HaJIOTOBOTO y4eTa

10/2 - 10/2 5/13 YCTHBII OTPOC;
aHaJIUTHYCCKAas
pabota ¢
JTOKYMEHTAaIuEeH,
BKJIFOYAs OIMCAHUE

rpaduKoOB U CXeM

B nesiom mmo 180 136/ 136/ 44/
JUCIHHUIIINHE 32 32 148

CornacHo yueOHOMY
TUTaHy: JBE
KOHTPOJIbHBIC
paboThI

Hroro B % 100 76/18 100/

100

24/82

OII «Ynpasiaenue 0usHecom», [Ipoguiab «Ynpasienne mpoayKTomy,
«MeHeaKMEeHT U yrpaBjieHue 0u3HecoM
OuHo-3204Has popMma

Tadmuma 2.2.

TpynoemkocTsh B yacax
KonrakTHas pa6ora -

AyautopHasi paéora

DopMbI TEKYLIET0

HaumenoBanue Cemun | CamocT | KOHTPOJIsSA

Tem (pa3aesioB) Bcee apbl,Ip | OATEJbH | YCIIEBAEMOCTH

JUCIUIIIINHBI IO Oomas | Jlek aKTuue | as

, B T.4.: | MK CKHe pabora
3aHATH
b

1. Oynkuuu 9 2 - 2 7 YCTHBIH OIIPOC;

MEHEKMEHTA U JIEKCHYECKHI

OpraHu3aIoOHHas TUKTAHT; YCTHAsI

CTPYKTypa KOMITaHUHT MUHH-TIPE3CHTAIIHS;
rpynmnoBas
JICKYCCHSI

2. MotuBanus 9 2 - 2 7 YCTHBIH O1poc;

COTPYAHHUKOB CIIOBapHBIN
JMKTAHT; IPOBEpKa
JIEKCHKO-
rpaMMaTHYEeCKUX
YIPaXKHEHUI

3. Teopuu nmuaepcrsa | 9 2 - 2 7 YCTHBIH OIIpOC;

Y YIpaBJICHUS MYJIbTHMEIHIHAS
MIpe3eHTaIHS;
paz0op Kkeiica

4. YpoBHH 9 2 - 2 7 YCTHBIN OMpOC;

TUTAHUPOBAHMSI B poBepKa

MEHEJKMEHTE JIEKCUUYECKUX U
rpaMMaTHYECKHX
YIPa)KHEHUH;
poJieBas urpa.




KonTponbHas
pabora (TeKymuit

KOHTpOJIb)
5. OmnepanuoHHas 9 7 YCTHBIH OIPOC;
JEeSITEIbHOCTD B CIIOBapHBIN
CUCTEME yIpaBJICHUS JTUKTaHT; MO3TOBOI
opraHu3anuein LITYPM, MUHH-
Mpe3eHTalUs
6. Ympasienue 9 7 YCTHBIN OIPOC;
pUCKaMu JIEKCUYECKU I
JTUKTAHT; JOKJIa;
MOJIETTUPOBAaHUE
CUTYyalHU U UX
aHaJIn3
7. Crparernyeckuii 9 7 YCTHBIN OIPOC;
MEHEKMEHT U CJIOBapHBIN
AHTUKPU3UCHOE JUKTAHT; IPOBEpKa
yIpaBJIeHHE JIEKCUYECKUX U
rpaMMaTHYEeCKUX
YIpaKHEHU;
paz0op Keiica
8. OcHOBBI 9 7 YCTHBIH OIPOC;
KOPIIOPAaTHBHOTO rpyIIOBast
yIpaBICHUS JTUCKYCCHS,
COCTaBIICHHE
MUCEMEHHOTO
oT4eTa I10 3aJaHHOMN
TeMe
9. Bunuel yuera B 14 10 YCTHBIH OTPOC;
OpraHu3aIMiIX nebaThl;
MYJIbTUMEAUNHAS
IIpe3eHTaIMs;
10.Ynpaenenuecknii | 16 12 YCTHBIH OTPOC;
y4er CJIOBAPHBIN
JIUKTAaHT; 1e0aThl;
JieNioBast urpa
11.Bbyxranrepckuit 16 12 YCTHBIH OIIPOC;
(puHaHCOBBIIT) yuer IIPOBEPKA
JIEKCUUYECKUX U
rpaMMaTHIEeCKHX
YIIPa)KHEHUM.
KoHntponbHas
pabora (Tekymuit
KOHTPOJIb)
12.®dunancosas 20 12 YCTHBIH OIPOC;
OTYETHOCTh B CHCTEME JIEKCHYECKHI
yIIpaBJICHUS JTUKTaHT; MUHH-
OpraHu3anuen MpEe3EHTalN
13. UndopmanuonHo- | 14 10 YCTHBIH OIIPOC;
aHAJTMTHYEeCKast poBepKa

COCTaBJIATOIIAsA

JICKCUYCCKUX U




¢uHaHCcOBOU rpaMMaTHYECKHX
OTYETHOCTH YIPaXHEHUH,
HaIMCaHUE CCe
14. Ananus 14 4 4 10 YCTHBIH OIPOC;
(UHAHCOBBIX CJIOBapHbII
nokasareJsei B JMKTaHT;
YIIPaBJIEHYECKUX UCTIOJIb30BaHUE
mporeccax HaBBIKOB
HKOHOMHYECKUX KPUTUYECKOTO
CyOBEKTOB MBIIICHHS B XOJIE
MIPOBEACHUS
11ebaToB
15.0OcHoBbI 14 4 - 4 10 YCTHBIH OIpoC;
HAJIOTOBOT'O y4eTa aHAJTMTHYeCKast
pabota ¢
JNOKyMEHTalUeH,
BKJTIOYAst OTIMCaHUE
rpaduKOB U CXeM
B nesiom no 180 48 - 48 132 CornacHo yueOHOMY
AUCHHITAHE TUTaHy: JBE
KOHTPOJIbHBIE
paboThI
Hroro B % 100 27 100 73

OIl «Yupasaenue ousnecom» Ilpopuib «MeHeI:KMEHT B CIIOPTE»

Ounas ¢popma

Tabmnuma 2.3.

TpyaoemkocTh B yacax

KonTakTHas padora -
AyautopHas padora

®opMbl TEKYILLET0

HaumenoBanue Cemun | CamocT | KOHTPOJS
Tem (pa3aesioB) Bce O6ma apbl,Ip | OATEJbH | YCIIEBAEMOCTH
AUACHHILTAHBI ro Jlek aKkTuue | asi
:.,:: 10001 CKHe pabota
3aHIATH
|
1. Oynakuun 12 10 - 10 2 YCTHBIH OTPOC;
CIIOPTHUBHOTO TIEKCUYECKUI
MEHEKMEHTA JTUKTAHT; YCTHAs
MUHU-TIPE3CHTAIUS;
TpyIIOBast
JTUCKYCCHS
2. CtpaTerndeckuit 14 10 - 10 4 YCTHBIH OTPOC;
MEHEKMEHT B CTIIOPTE CIIOBapHBIH

JUKTaHT; IpOBEpKa
JEKCUYECKUX U
rpaMMaTHYECKHX
YIPa)KHEHUH;
paz0op Kkeiica




3. Ynpasnenueckuit yuer | 16 10 10 YCTHBIH OIIPOC;

B CIIOPTUBHBIX CJIOBapHBIN

OpraHu3aIHIX JIUKTAHT; 1€0aThl;
JiesioBasi urpa
KoHntposbHas
pabora (Texymuit
KOHTpOJIb)

4, Byxrantepckuit 16 12 12 YCTHBIH OIPOC;

(¢unancoBbIil) yuer B IIpOBEpKa

CHOPTUBHBIX JIEKCUYECKUX U

OpraHu3aIHIX rpaMMaTHYECKUX
YIPaXXKHEHUH.

5. OpranuzanuoHHas 14 10 10 YCTHBIH OIpoC;

CTPYKTypa CHOPTHUBHBIX JIEKCUYECKU I

OpraHu3aIuii IMKTAHT; YCTHAS
MUHU-TIPE3CHTAIUS;
rpyIIOBast
JCKYCCHUS

6. MotuBanus B criopre | 12 10 10 YCTHBIH OTPOC;
CJIOBAPHBIN
IUKTAHT; TIPOBEpPKa
JIEKCUKO-
rpaMMaTHYEeCKUX
yOpaKHEHU I

7. YpoBHU 12 10 10 C; pojeBas urpa.

IUTAHUPOBAHUS B

CIIOPTUBHOM

MEHEJKMEHTE

8. OnepannoHHas 14 10 10 YCTHBIH OTPOC;

JeSITeNbHOCTD B CIIOBapHBIN

CHCTEME YIPaBJICHUSACIIO JTMKTAHT; MO3TOBOM

PTUBHOM OpraHu3anuei LITYPM, MUHH-
TIPe3CHTAIHS

9. Ynpasnenue puckamu | 14 10 10 YCTHBIH OIIPOC;

B CIIOPTHUBHBIX JIEKCHYECKHI

OpraHu3aIMIX JUKTAHT; JOKIAJ;
MO/JICIIMPOBAHHE
CUTYallU U UX
aHaJM3
KonTponbHas
pabora (TeKymuit
KOHTPOJIb)

10. Teopun munepctBa u | 12 10 10 YCTHBIH OIPOC;

yIIpaBJIeHUS MYJIbTUMENIHAS
TIpe3CHTAIHS,
pa3bop keiica

11. OcHoBBI 12 10 10 YCTHBIN OIpOC;

KOPITIOPAaTHBHOTO TpyIIoBast

yIIpaBJICHUS TMCKYCCHS,
COCTaBIICHHE

MHNUCBMCHHOTI'O




OoT4eTa 110 3alaHHOU
TeMe

12. ®unancoBas 16 12 - 12 4 YCTHBIH OIpoC;

OTYETHOCTh B CHCTEME JICKCHYECKHI

yIIPaBICHUS JMKTAHT; MHUHU-

opraHusanyei Ipe3CHTAIHS

13. OcHoBsbI Hanorooro | 16 12 - 12 4 YCTHBIH OIpoC;

y4deTa B CIOPTHBHBIX aHAJTMTHYeCKast

OpraHu3aIHIX pabora c
JTOKYMEHTAaIueH,
BKJTIOYAst OTIMCaHUE
rpaduKoOB U CXeM

B uesnom no 180 | 136 136 44 CornacHo yueOHOMY

AUCHHITHHE TUTaHy: JBE
KOHTPOJIbHBIE
paboThI

Hroro B % 100 |76 100 24
Hpopuias «MapkeTuHn»
Ounas / ouno-3aounasi gopma OO
Tabnuna 2.4.

TpynoemkocTsh B yacax

KonrakTHas pa6ora - Camo

HanmeHnoBanue AynuTopHasi padora crosat | PopMbI TeKyLIEro

TeMbI Bce CemuHapckue | elbHa | KOHTPOJIA

AMCHUIINHBI ro O6ma | Jlek | u/nam s ycneBaeMoCTH

| UM | IpaKkTHYecKue | pador
3aHATHSA a
12 9/2 - 9/2 3/10 | ycTHBI# ompoc;

1. Ponb MapkeTuHra B JIEKCUYECKUI

OusHece. JUKTAHT; YCTHAast
MUHU-TIPE3CHTAIUS;
rpynmnoBas
JUCKYCCHS

2. JKu3HEHHBIN HKIT 14 11/2 - 11/2 3/12 | ycTHBI# ompoc;

TOBapa. CIIOBapHBII
JUKTaHT; IpOBEpKa
JEKCUYECKUX U
rpaMMaTHYECKHX
YIPAKHEHUU

3. ACCOPTUMEHT H 14 11/2 - 11/2 3/12 | ycTHBI# ompoc;

LIEHOBAs! MOJIUTHKA. MYJIbTUMEANITHAS
Mpe3eHTallNs;
pa3bop keiica;
penieHune Kerca

4. MapKeTHUHT OBBIi 12 9/2 - 9/2 3/10 | ycTHBIi ompoc;

IUIaH: ayIUT U 1eJH. MpoBEpKa
JEKCUYECKUX U




rpaMMaTHYECKIX
YIPaXHEHUH;
poJieBas urpa
KonTponbhas
pabora

5. MapKeTUHT OBbIH
IJIaH: CTpaTerus u
TaKTHKAa.

14

11/2

11/2

3/12

YCTHBIN OIPOC;
CJIOBAPHBIN
IUKTaHT; MO3TOBOM
ITYpM, MUHU-
Mpe3eHTalUs

6. O0menue ¢
KJIMECHTAMH.

12

8/2

8/2

4/10

YCTHBIN OIIPOC;
CJIOBapHBIN
JTUKTAHT; IPOBEPKa
JIEKCUUYECKUX U
rpaMMaTHYECKHX
YIpaKHEHU;
rpynmnoBas
JMCKYCCHSI

7. UccnenoBanue
pBIHKA.

14

12/2

12/2

2/ 12

YCTHBIN OIIPOC;
JIEKCHUYECKUI
JTUKTAHT; 10KJIa;
MOJIETTUPOBAaHUE
CUTYyallMi U UX
aHaJIn3

16. 8. Pa3Burne
HOBOI'O
MPOAYKTA U
OpeHIHT.

14

10/4

10/4

4/10

YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MyJIbTUMEANIHAS
MIpe3CHTAIHS;
TECTUPOBAHUE

9. BuenpeHnue HOBOTO
MPOJYKTa HA PHIHOK U
€ro NMpoABUKCHUC.

12

8/2

8/2

4/10

YCTHBIN OIPOC;
CJIOBApHBIN
JUKTAHT; 1e0aThI;
ZIeJI0Bas Urpa

10. Pexnama.

14

11/4

11/4

3/10

YCTHBIN OIIPOC;
JIEKCUYECKUI
JMKTaHT; pa30op
Keiica; MICbMEHHBIN
OTYeT

11. MapkeTnHroBbie
MEpPOIPHUATHSL.

12

9/2

9/2

3/10

YCTHBIN OITPOC;
JIEKCUYECKU I
JTUKTAHT;
aHAIMTHYECKas
pabora ¢
JOKYMEHTalUEH,
BKJIIOYasi OTMCAHNE
rpaduKoOB U CXEM;
TECTUPOBAHUE
KonTponbHas
pabora

12. KoHkypeHTHBIE
CTpaTeruu

12

9/2

9/2

3/10

YCTHBIN OIIPOC;
nebatsl; pazoop




Kelica;
MYJIbTUMEANIHAS
MPE3CHTALINS;
TECTUPOBAHUE

13. MapketuHr B
KPH3HC

12

9/2

9/2

3/10

YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MYJIbTUMEANIHAS
MPE3CHTALINS;
TECTUPOBAHUE

14. MapkeTuHroBble
KOMMYHHKAIH

12

9/2

9/2

3/10

YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MYJIbTUMEANIHAS
MIpe3CHTAIINS,
TECTUPOBAHUE
YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MyJIbTUMEANIHAS
MIpe3CHTAIINS,
TECTUPOBAHUE

B nesiom o
TUCIHUIIINHE

180

136/
32

136
132

44/
148

CornacHo yueOHOMY
TUTaHy: JBE
KOHTPOJIbHBIE
paboThI

HUroro B %

100

76/18

100/
100

24/82

podpuas «Jlorucruka»

Ounas ¢popma

Tadoauna 2.5.

HaunmenoBanue
TeM (pa3aesioB)
AU CIUTIJINHBI

TpyaoemkocTh B yacax

Bce
ro

KonTakTHas padora -
AyautopHas padora

Oo6ma
1, B
T.Y.:

Jek
1107071

CemuHapsbL,pa
KTHYeCKHUe
3aHATHA

Camo
CTOAT
¢JIbHA

pador

®opMbl TEKYILLET0
KOHTPOJIA
ycneBaeMoCcTH

1. Ilpodeccuu B
cdepe JIOTUCTUKH.

10

6

6

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTAHT; YCTHas
MHWHU-TIPE3CHTALUA,
rpynmnoBas
JHUCKYyCCHS

2. Jloructuueckue
YCITyTH.

14

YCTHBIN OIIPOC;
CJIOBAPHBIN
JUKTAHT; [IPOBEPKA
JIEKCUYECKUX U




rpaMMaTu4CCKUX
YIpaXXHEHU I

3. Ilemo4ku mOCTaBOK.

14

YCTHBIN OIPOC;
MYJIbTUMEIUNHAS
Mpe3eHTAalINS;
pa3bop keiica;
pelieHue Kenca

4. Ncnons30BaHUE
LIETIOYKH ITOCTABOK
JUTSL YBEJIIMYCHUS
o0beMa mpo1ax.

12

YCTHBIN OIIPOC;
IIPOBEPKa
JIEKCUYECKUX U
rpaMMaTHYECKUX
YIPa)KHEHU;
poJieBas urpa;
KOHTPOJIbHASI
pabora

5. MupoBas cucrema
cHaOXeHUs

14

YCTHBIN OIIPOC;
CJIOBAPHBIN
JUKTAHT;, MO3TOBOH
ITYpM, MUHU-
MpE3EHTAlN

6. TpancnoptHas
JIOTUCTUKA

14

YCTHBIN OIIPOC;
CJIOBAPHBIN
JUKTaHT; IIPOBEPKa
JIEKCUYECKUX U
rpaMMaTH4ECKUX
YIPa)KHEHUM;
IpynIoBas
JIUCKYCCHUS

7. YpaBinenue
3amacamu

12

YCTHBIN OIIPOC;
JIEKCUYECKUI
JUKTaHT; JOKIIAL;
MOJECIINPOBAHUE
CUTYyaLH U UX
aHaJIN3

8. XpaHeHue u
CKJIaJIbl

14

YCTHBIN OIIPOC;
nedatel; pazoop
Kelica;
MYJIbTUMEINIHAS
IIPE3EHTALNS;
TECTUPOBAHUE

9. JoxymeHTanus u
(UHAHCBHI B JTOTUCTHKE

12

YCTHBIN OIIPOC;
CJIOBAPHBIN
JUKTaHT; 1e0aThl;
JIeJIoBas urpa

10. JIoructnka n
cHCTEMA CHAOKEHUS.
Ob6miee u paznuyue.

12

YCTHBIN OITPOC;
JIEKCUYECKUM
JTUKTaHT; pa3dop
Keiica; MUCbMEHHBIN
OTYET

11. CtpaxoBanue

12

YCTHBIN OIIPOC;
JIEKCUYECKUI




JIMKTAHT;
aHaJTMTHYeCKast
pabota ¢
JOKyMeHTaIuen (B
T.4. ONTUCAaHHE
rpauKOB U CXEM);
KOHTPOJIbHAS
pabora

12 14 8 8
[TpousBoacTBeHHAS
JIOTHCTUKA

YCTHBIN OIIPOC;
nedatsl; pazoop
Keiica;
MYJIbTUMEANIHAS
MPE3CHTALIMS

13 3akynounas 14 8 8
JIOTUCTUKA

YCTHBIN OIPOC;
aHaJIMTUYECKast
pabora ¢
JNOKyMEHTAlUeEH,
BKJIIOYasi OTIMCAHUE
rpaMKOB U CXEM

14 Uudopmarnmonnsie | 12 6 6
CUCTEMBI B JIOTHCTUKE

YCTHBIN OIIPOC;
JIEKCUYECKUI
JOUKTaHT; MUHH-
IIPE3CHTALMS

B uesom mo 180 | 102 102
JIUCHUILIMHE

78

CornacHo yueOHOMY
IUTaHy: JIBE
KOHTPOJIbHBIE
paboTHI

Hroro B % 100 | 57 100

43

*00beM KOHTakTHOH pa®OTBl B OYHO-3a04HOM/3a0uHON (opmax oOydeHHS W
WH/IMBUIYAIbHBIX YUEOHBIX IUIAHAX OINPENENSIeTCS COOTBETCTBYIOIIMMHU yYEOHBIMH TUIAHAMH.
Tembl, peanusyemble B BHJE KOHTAKTHOM pPabOThI, ONpPENENsAIOTCS MpernojaBareieM

CaMOCTOATCIIbHO, UCXOJ U3 YPOBHS UX CIOKHOCTH.

5.3. Conep:xxanne ceMHUHAPOB U MPAKTHYECKUX 3aHATHI
IIpodunu «PUHAHCOBBIN MEHEIKMEHT», « MeHeXKMEeHT U yIpaBJieHHe

On3HecoM», «YpaBjeHHue NPOAYKTOM

Taomuma 3.1.

HaumeHoBaHue Ilepeyenb BOIPoOCoOB 1Jis1
TeM (pa3aesioB) 00Ccy K/1eHns Ha
AUCHHUIJIMHBI CEMHHAPCKHX,

NMPAKTUYECKUX 3aHATHAX,
pexoMeHayeMble HCTOYHUKH
u3 pasaeion 8,9 (
yYKa3bIBaeTcs pasjaest u
MOPSAAKOBBIN HOMEP
HCTOYHMKA)

@®opMbI IPOBEACHUS 3AHATHH




1. ®dyukuuun
MEHEIHKMEHTA U
OpraHu3alMOHHAS

CTPYKTypa
KOMIIaHUH

DNEeMEeHTHI YIIPaBJICHUS,
OCHOBHbIE (DYHKIIMH U POJIH
MEHE[KMEHTA.

Cucrema B3aMMOOTHOIICHU I
CTPYKTYPHBIX [OJIpa3AcICHUI
MPEIIPUATHS B IIpoLiecce
MIPOU3BOJICTBA U B cpepe
okazanus ycayr. OCHOBHbIE
THUIIBI OPraHU3aIMOHHBIX
CTPYKTYP IPEIIPUITHS
(7uHeliHa, pyHKIIMOHATbHAS,
MaTpUYHasi, MPOEKTHAas).

PeKOMeH)IyeMLIe HCTOYHHUKHU:
8(1),9(1)

®poHTanbHOE 00CYXKAEHNE
COJIepaHUs TEKCTa Y4eOHOTO
nocoOwusi, TPyNIIOBOE U MTapHOE
00CYXJIEHUE COJICPIKAHHS
aynuo/BuaeodparMeHTa,
COBMECTHOE 00CYKICHHE
TCPMHHOJIOTUHA U JICKCUKHU T10
teme; IHTepHeT-TTOHCK;
AUCKYCCHS 110 TCMAaTUKC
CEeMHHapa.

2. MoruBanus

[Tupamuia norpeGHOCTEH

OO6cyxneHue coepkaHus

COTPYJHUKOB Macnoy. JIByxdaxkTopHas TEKCTOB OCHOBHOI'O y4eOHUKA U
teopus ['eprdepra. JIOTIOJTHUTEIBHBIX TTOCOOUH;
Opranu3anys BpeMeHH (TaiiM | JUCKYCCHS 110 CO/IEPKaHUI0
MEHE/IKMEHT). ayauo- ¥ BuAeo(parMeHTa;
CrpeccoyCTONYMBOCTb. COBMECTHOE 00CYXJICHHE
PexoMeHnayemMble HCTOUHUKHU: | TEPMUHOJIOTMH M JIEKCUKH 110
8(1),9(1) TEME.
3. Teopun CoBpeMeHHbIE OIX0bI K [TapHoe u coBMeCcTHOE
JIUAEpCTBA munepcTBy. IloBenenueckue 00CyX/IeHUEe TEPMHUHOJIOIMU U
u Teopur. OCHOBHBIE CTUIIH JeKcukHy 1o teme; MuTepuer-
YIIPaBICHUS yIpaBiieHUs (aBTOPUTAPHBIH, IIOMCK; MIOArOTOBKA U
JIEMOKTPAaTUYECKUH, IIPOBE/ICHUE POJIEBOU UIPBI.
nr0epatbHbIi). [ToaroroBka K TECTUPOBAHUIO
Pexomenayemble HCTOYHUKM: | IO IPOMIEHHBIM TEMaM.
8(1),8(6),9(1)
4. VYpoBHU CymHOCTb, TUIIBI WHauBuayanbHble MOHOJIOTH-
IJIAaHUPOBAHUS (KpaTKOCpOYHOE, COOOIIEHNs HAa OCHOBE TEKCTA;
B CPEIHECPOUHOE) BBITTOJIHEHHE 33 JaHUH Ha
MEHEIKMEHTE IUIAHUPOBAHMS B pa3BUTHE HaBBIKOB

MeHexMenTe. CpeacTBa u
METO/bI INITAHUPOBAHUS B
OpraHU3aluy.
PexoMeHnyemMble HCTOUYHMKH:

8 (1),9(1)

KPUTHYECKOI'O MBIIIUICHHUS B
MaJibIX TPyIIax; BBIIOJIHEHUE
A3BIKOBBIX 1 KOMMYHUKATUBHBIX
YIIPA)KHEHUM.

5. OmnepanoHHas
JeSITeNIbHOCTD
B CUCTEME
yIpaBJiIeHUS
OpraHu3anuen

VYpasieHue onepauoOHHON
JIeSITEILHOCTBIO.
WNurennexryanbHas
cOOCTBEHHOCTh OpraHU3aI1H.
VYrnpapneHrue KaueCTBOM.
NunoBammmonHas
JIE€SATEIbHOCTb.
PexomenayeMble HCTOYHMKM:

8(1),9(1)

I'pynnosoe o6cyxaeHue
TpaMMaTHYCCKUX SIBJICHUM Ha
0a3e JeKCHKH 110 TeME 3aHsTHUS;
IPyNIOBOE 00CYKICHHE
ayauo(pparMeHToB,;
BBIIIOJTHEHUE JIEKCUKO-
IrpaMMaTUYECKHX 3a/1aHUM.

6. VYmpasicHue
pUCKaMH

SWOT-anamms. [Ipobiembr
KacCOBOT'0 pa3phlBa.
bankporctBo. CriustHus 1
MIOTJIOLIEHMUS.

®poHTaTBEHOE 00CYKICHHE
COJIepKaHUs IEYaTHOTO TEKCTa,
COBMECTHOE 00CYXIeHHE
JIOKJIAJIOB 110 TeME; IUCKYCCUU




PexoMen/iyemMbie HCTOUHMKH:
8 (1), 8(5), 8(8), 9 (1)

Ha OCHOBC MOJCIMPOBAHUA
CI/ITyaHI/Iﬁ 110 TEMC 3aHATHA.

7. Crparerndeckuit
MEHEJKMEHT U

@akTopsl, BIUAIOIINE HA
BbIOOp cTpareruu. AHaIu3

I'pynnoBoe u mapHoe
00CyXJIeHUE COJlepKaHUs

YIpaBJICHU. YyacTHUKH
KOpIIOpaTUBHBIX OTHOIIIEHUN U
HnXxX CUCTEMa B3aHMO,Z[eI>'ICTBH$I.

PeKOMeHIlyeMbIe HCTOYHMUKHU:
8 (1), 8(6), 8(8), 9(1)

AHTUKPU3ZUCHOE CTpaTernyecKux ajJbTEePHATHB, | MEYATHOTO TEKCTa U
yIpaBlieHUE. BBIOOD cTpareru, ee aynuo(parMeHTa; JTUCKyCCHs 1o
peanu3anus 1 oleHKa TeMe 3aHsATusL; pa30op Keiica;
pe3ynbraToB. Mcronb30BaHue | 1Mokas MyJbTUMEIUITHON
HNHuTtepHeT-pecypcoB B Xoje MPE3EHTALIUU C MTOCIEAYIOIIUM
KOMMEPUYECKOTO 00CyKIIEHUEM.
B3aumoeiicteus (B2B, B2C,
B2G).
PexoMeHnayemble HCTOUYHUKU:
8 (1), 8(5), 9(1)
8. OcHOBBI OCHOBHBIE TTOHSTHS, Pabota B mapax u coBMecTHOE
KOPIOPaTUBHOTO MIPUHIIUIIBI, MEXaHU3MBI, o0CyXJIeHUE TEePMHUHOJIOTHH U
yIpaBiIeHUs MOJIeJIA KOPIIOPATUBHOTO JIEKCUKH 110 Teme; MHTepHeT-

TIOUCK; TPOMEKYTOUHBIN
KOHTPOJIb; POJIEBAst UTPa;
YCTHOE TECTUPOBAHKE 11O
U3YYCHHBIM TeMaM |-8.

9. Bunsl yuera B
OpraHM3aLusIX

CucremMa X0351ICTBEHHOTO
yuera B Poccuu u
AHIJIOIOBOPSIIUX CTPAHAX.
@DOopMBI UTOTOBON OTYETHOCTH
Ha OCHOBE MEPBUYHBIX
JAaHHBIX.

PeKOMeHIlyeMI)Ie HCTOYHHUKMU:
8 (1), 8(7), 9(1)

CoBMecTHOE 00CyXIeHNE
TEPMHHOJIOTHU ¥ JICKCUKH T10
TeMe; pabora ¢
ayaroMaTepuaiaMu U TeKCTaMH
10 TEME.

10. Yupasnenueckuit
y4er

MecTto ynpaBiIeHUE€CKOTO
ydeTa B CUCTEME YIPaBICHUS
npeanpustueM. OOBbEeKThI
YIIPaBJIEHUYECKOTO yUeTa:
3aTpaThl, pe3yabTaThl
XO3MCTBEHHOU JIESITEIBHOCTH,
1eHoo0pazoBaHue,
Or0/KETUPOBaHUE, BHYTPEHHSIS
OTYETHOCT.

PexoMenayemble HCTOYHUKU:

8 (1), 8(8), 9(2).

['pynnoBoe o6cyxaeHue
COJIEpKaHuUs IEYaTHOTO TEKCTa
U JI0KJIaJI0B [0 TEMaTHKeE
CEMHHAapa; COBMECTHOE
o0CyXJIeHUE TEPMHUHOJIOTHH U
JIEKCUKH 10 TEME; OPraHU3aLus
Y IIPOBEJICHUE JIETIOBOM UI'PBI 11O
TEME 3aHATUS.

11. byxrantepckuit
(puHaHCOBBIIT) yueT

Opranuzanus OyXrajaTepckoro
(¢punancoBoro) yuera.
OpraHu3anoHHO-TIPaBOBbIE
0COOEHHOCTH MPEAIPUATHH.
MecTHbIE 1 MEXTYHAPOHBIE
CTaHJapThl (PUHAHCOBOMU
OTYETHOCTH.

PexoMeHnnyemble HCTOUYHHKH:

8 (1), 8(7), 9(2).

OO6cyxaeHne TepMHUHOJIOTUH U
JIEKCHKH TT0 TEME B MaTepraliax
yueOHBIX TocoOuii U B
aynuodparmMeHTax.
[IpakTuueckas pabora c
Pa3TUYHBIMU BUIAMH yUeTa
(ympaBiieHUECKUM U
OyXrajaTepcKuMm).

12. ®unancoBas
OTYETHOCTH B

OcHoBHbIE BUbI (PMHAHCOBBIX
0T4eTOB. THIIBI AKTUBOB U

I/IH)II/IBI/I)IyaIII)HI)Ie MOHOJIOTH-
COO6IJ_ICHI/ISI Ha OCHOBEC TCKCTa U




CHCTEME YIIPaBIICHUS
Oopranu3aimein

naccuBoB. Jl0Xobl U pacxo/sl
npennpustus. Kiaccudukanus
MOTOKOB JABUKECHUS
HAJIMYHOCTU B OTYETE O
JIBI>KEHUH JICHEKHBIX CPE/ICTB.
Pexomenayemble HCTOYHMKH:

8 (1), 8(7), 8 (8), 9(1)

ayano-Bue0(pparMeHTOB;
BEINOJIHEHME 3aJaHuil Ha
pa3BUTHE HABBIKOB
KPUTHUYECKOTO MBIIIIICHUS B
MaJIbIX TPYNIax; padboTa 1o
COCTaBJICHUIO OTYETOB; pa3dop u
peuieHue Keuca.

13. UudopmarimoHHo-
aHaJTMTHYeCKast
COCTaBIISIOLIIAS
¢buHancoBOU
OTYETHOCTH

JlaHHble, oTpaxkaeMbli€ B
(buHAHCOBOH U
KOHCOJIUJIUPOBAHHOMN
oT4eTHOCTH. [Iporuos
(bMHAHCOBOTO MMOJIOKECHUS
KOMMaHuU. PeiiTuHropas
oIleHKa (pTHAHCOBOTO
COCTOSIHUSI TIPEIITPUSATHUS.
PexoMenayemble HCTOYHUKU:

8 (1),8(7),9 (D).

BrimonHeHue S3bIKOBBIX U
KOMMYHUKATHBHBIX
YIPaXHEHUH Ha OCHOBE
MaTepHajIoB U3 y4eOHBIX
HOCOOHH M JJONOJTHUTEIBHBIX
UCTOYHUKOB HH(OPMAIUH 110
TeMe.

14. Ananu3 (pMHAHCOBBIX
MoKa3areyieu B
yIIPaBJICHYCCKUX
mporeccax
IKOHOMHYECKUX
CyOBEKTOB

Bunbl koadpunreHToB u ux
nozcyer. OneHKa BepOITHOCTH
OaHKpOTCTBa. YTPaBIICHUE
MPEIIPUATHEM B YCIIOBHUSIX
SKOHOMHYECKOH
HECTAOMJIBHOCTH.
Pexomenayemble HCTOYHHKH:

8 (1), 8(7), 8(8), 9 (1).

OO6cyxaeHne coaep)kaHus
NIEYaTHOTO TEKCTa U JIOKJIAZ0B
10 TEMAaTUKE CEMUHApa;
COBMECTHOE 00CYX/IeHHE
TEPMUHOJIOTMHU U JIEKCUKH 110
TeMe; IpakThueckas padboTa 1o
aHamu3y (PMHAHCOBBIX
II0Ka3aTesIel KOMIIaHUH.

15. OcHOBBI HAJIOTOBOT'O
ydera

IOpunnueckue Gpopmbl
opraHmu3aiuy Ou3Heca.
Paznuuns B ux
HAJIOTO000I05KECHHH.
JleranpHble CXEMBI CHIDKEHUS
HaJIOT'OBBIX 0053aTEILCTB.
Pa6oTta HajloroBoro
KOHCYJIbTaHTa M ayJUTOPA.
Pexomenayemble HCTOUYHHKH:

8 (1), 8(5). 8(7), 9(1)

I'pynnoBoe u napHoe
o0cyKJeHUE cofepHKaHUs
IIEYaTHOT'O TEKCTA; COBMECTHOE
o0CyXJIeHUE TEPMHUHOJIOTHH U
JIEKCHKH I10 TeMe MpH padoTe C
HaJIOTOBOM TOKYMEHTALUEH;
JMCKYCCHSI TI0 TeME 3aHsTHS;
TECTUPOBAHUE 3HAHUM MO
U3Y4EeHHBIM TeMaM 9-15.

OIl «Yupasiaenue ousnecom» Ilpopuib «MeHeI:KMEHT B CIIOPTE»

Ta0muna 3.2.

HanmeHnoBaHue TeM
(pa3aesioB)
JUCHUIIIMHBI

Ilepeyens BonpocoB auis
00cyKIeHNs HA CeMUHapax,
NPAKTUYECKUX 3aHATHAX,
PEeKOMeHAyeMble HCTOYHUKHU
U3 pas3jaeJios 8,9
(Yxa3bIBaercs pas3aesa u
NOPSAAKOBBII HOMEP
HCTOYHHUKA)

@®opMbI IPOBEACHUA 3AHATHI

1. ®yHKIIMM CIOPTUBHOTO
MEHEJDKMEHTa

DJIEMEHTHI YIIPaBIICHHUS],
OCHOBHBIE (DYHKIIUHU U POJIU
CTIOPTHBHOTO MEHE/KMEHTA.
OCHOBHBIE CTHIIU
pykoBojicTBa. KoHTposib
O¢ddexkTrBHOE PYKOBOJICTBO

®poHTaTBEHOE 00CYKICHHE
CoJiep>KaHus TeKCTa y4eOHOTO
mocoOusi, TPyIIoOBOe U apHOE
00CyXJIeHUE COJlepKaHUS
aynuo/BuaeodparmenTa,
COBMECTHOE 00CYXICHHE




CIIOPTUBHBIMHA NIpOTpaMMaMHU.
Crparerudeckoe
IJIAaHUPOBAHUC: 3TAllbI,
OCHOBHbI€ IPUHITUIIBI U
MCTOOAUKH, HABBIKH.
Pexomenayemble HCTOYHMKH:

8 (3), 9(1).

TCPMHUHOJIOTUHA U JICKCUKHU T10
Teme; IHTepHeT-MONCK;
AUCKYCCHJ 110 TCMATUKC
ceMHUHapa.

2. CTparernyeckuii
MEHE/KMEHT B CIIOPTE

®dakTOophl, BIAUSIONINE HA
BbIOOD cTpareruu. AHanu3
CTpaTEeruuecKux albTepHATUB,
BBIOOD cTpareru, ee
peanu3anus U OlleHKa
pesynbraTtoB. SWOT-ananus,
[Tste cun [opTtepa.

PeKDMeH}IyeMbIe HCTOYHMUKHU:
8(3), 9(1)

['pynmoBoe u mapHoe
00CyXJIeHUE COJIePIKAHHS
HIeYaTHOTO TEKCTa U
aynuo(parMeHTa; TUCKYCCHs 110
TeMe 3aHATHS; pa3dop Keiica,
II0Ka3 MyJIbTUMEIUNHON
HPE3EHTAINH C MTOCIETYIOIINM
00CYyKIICHUEM.

3. YrpaBiieHYeCKUH y4eT B
CIIOPTUBHBIX OPraHU3aIHsX

MecTto ynpaBiIeHUE€CKOTO
yueTa B CUCTEME YIpPaBICHUS
CIIOPTUBHOW OpPraHMU3aLAEH.
Kaprepa 6yxrantepa ¢
YIpaBICHYECKUMU
GyHKIUSAMEI: HEOOXOANMBIE
KOMIIETSHIINH, 00pa3oBaHue,
npodeccuoHaIbHAs
arrecrarusa. OObEKThI
YIPaBIECHYECKOTO yueTa:
3aTpaThl, pe3yabTaThl
XO3SIUCTBEHHOM JIEATEIIHLHOCTH,
1eHoo0pazoBaHue,
Or0/KETUPOBaHUE, BHYTPEHHSIS
OTYETHOCTb.

PexoMenayemble HCTOYHUKU:

8 (3), 9(1).

['pynnoBoe o6cyxaenue
coJiepKaHus IIeYaTHOT'O TeKCTa
Y JIOKJIaJI0B [I0 TEMATUKE
CEeMMHapa; COBMECTHOE
00CyXJIeHUE TEPMHHOJIOTHH U
JIEKCUKH I10 TeMe; OpraHu3anus
Y IIPOBEJICHUE JIETI0OBOM UI'PBI 11O
TEeMe 3aHATUS.

4. byxrantepckuit
(puHaHCOBBIIT) yueT B
CIIOPTUBHBIX OpraHU3alusix

Opranuzanus OyXrajaTepckoro
(¢punancoBoro) yuera.
OpraHu3anoOHHO-TIPaBOBbIE
0COOEHHOCTH MPEIIPUITHH.
MecTHbIe 1 MEXTYHAPOJHBIE
cTaHJapThl (PUHAHCOBOM
OTYETHOCTH.

PexoMeHnnyemble HCTOYHHKH:

8 (3), 9(1).

OO6cyxaeHne TepMHUHOJIOTUH U
JIEKCHKH T10 TEME B MaTepHaliax
yueOHBIX ocoOuit U B
aynuodparmeHTax.
[IpakTuueckas pabota c
pa3TUYHBIMU BUIAMH yUeTa
(ympaBiieHUECKUM U
OyXrajaTepcKuMm).

5. Opra"u3anuoHHas
CTPYKTypa CIIOPTHUBHBIX
OpraHu3arui

Cucrema B3aMMOOTHOIIICHU I
CTPYKTYPHBIX ITO/Ipa3/IeIICHHIA
HpPEANPUSATHS B TIpOIIecce
MIPOU3BOJICTBA U B chepe
oka3zaHus ycayr. OCHOBHBIE
THITBI OPTaHU3AIMOHHBIX
CTPYKTYp MPEANPHUITHS
(MHeiHA, QYHKIIMOHATbHAS,
MaTpUYHasi, IPOEKTHas).

®poHTaTBEHOE 00CYKICHHE
COJIepKaHUs TEKCTa y4eOHOTO
ocoOusi, rpynnoBoe U MapHoe
00CyXJIeHUE COJlepKaHUS
aynuo/BuaeodparmenTa,
COBMECTHOE 00CYXJICHHE
TEPMHHOJIOTUN U JICKCUKH I10
Teme; IHTepHeT-1oUCK;
JUCKYCCHS 110 TEMATUKE
CeMHHapa.




PeKOMeH)IyeMLIe HCTOYHUKHU:
8(1),9(1)

6. MotuBanus B criopte

[Tupamuia norpeGHOCTEH
Macnoy. JIByxdakTopHas
teopus ['eprdepra.
Opranu3zanusi BpeMeHH (TaliM
MEHE)KMEHT).
CTpeccoyCTOMYUBOCTD.

PeKOMeH)IyeMLIe HCTOYHHUKHU:
8(1),9(1)

OO6cyxneHue cosepxkaHus
TEKCTOB OCHOBHOT'O YYCOHUKA U
JIOTIOJTHUTEIBHBIX TTOCOOHIA;
JICKYCCHSI TIO COJICPIKAaHUIO
ayauo- u Buaco(parMenTa;
COBMECTHOE 00CYXICHHE
TEPMUHOJIOTHH U JIEKCUKH 110
TEME.

7. YpOBHU IUIaHUPOBAHMSI B
CIIOPTUBHOM MEHEJKMEHTE

CylurHocTh, TUIIBI
(KpaTKOCpOYHOE,
CPEIHECPOYHOE)
TUTAHUPOBAHHMS B
MeHexkMenTe. CpeacTBa u
METO/IbI IUITAHUPOBAHUS B
OpraHu3aIug.
PexoMeHnyemMble HCTOYHHKH:

8 (1),9(1)

NunuBuayanbHble MOHOJIOTH-
COOOIIIEHHS Ha OCHOBE TEKCTA,
BBIIIOJIHCHHE 3aJIJaHUM Ha
pa3BUTHE HABBIKOB
KPUTHYECKOT'O MBIIIJICHUS B
MaJibIX IpyNIax; BbIIOJHEHUE
SI3BIKOBBIX 1 KOMMYHHUKATHUBHBIX
YIPaXHEHUM.

8. OnepannonHas
JIEATEIHHOCTD B

CUCTEME YIPaBICHUS CIIOPTH
BHOW OpraHusanuein

VYnpasieHue onepauoHHON
JESITENIbHOCTBIO.
WHTesuiekTyanbHast
CcOOCTBEHHOCTb OpraHU3aI1H.
VYnpaBieHrne KaueCTBOM.
NunoBannoHHas
NeSITebHOCTD.

PeKDMeH}IyeMbIe HCTOYHMUKHU:
8(1),9(1)

I'pynnoBoe o6cyxieHune
rpaMMaTH4YeCKUX SBJICHUI HA
0a3e JeKCUKH 110 TeMe 3aHsTHUS;
IPyNIOBOE 00CYKICHHUE
ayauo(parMeHTOB; BHIIIOJHEHHE
JIEKCUKO-TPaMMaTUYECKUX
3aJIaHUH.

9. YnpaBneHue puckamu B
CIIOPTUBHBIX OpraHU3alusix

SWOT-anamu3. [IpuHnmmns! u
METOJIbI YIIPABJICHUS PUCKaMH
JUISL CHOPTKOMITIIEKCOB.
PexomeHnyemMble HCTOUHHKH:

8(1).8(2),9 (1)

®poHTaNIbBHOE 00CYXK/IEHNE
CoJIepKaHUs IEYaTHOTO TEKCTa,
COBMECTHOE 00CYX/IeHHE
JIOKJIA/IOB 110 TeME; TUCKYCCUU
Ha OCHOBE MOJIEITMPOBAHHS
CUTYallu{ 1O TeMe 3aHATHSL.

10. Teopuu nmuaepcTBa u
yIIpaBJICHUS

CoBpeMeHHBIE TTOAXObI K
munepctBy. IloBenenueckue
teopur. OCHOBHBIE CTHUITH
yIpaBiieHUs (aBTOPUTAPHBIH,
JIEMOKPATUYECKNH,
nr0epatbHbIi).
PexoMeHnnyemble HCTOYHHKH:

8(1),8(6),9(1)

[TapHoe u coBmecTHOE
00CyX/IeHue TEPMUHOJIOTHH U
JIEKCHUKH 110 Teme; HTepHeT-
IIOMCK; ITIOATOTOBKA U
MPOBEJICHUE POJIEBOW UTPBI.
IToaroroBka Kk TECTUPOBAHUIO
10 IPOWJIEHHBIM TEMaM.

11. OcHOBBI KOPHOPATUBHOTO
YIIPABJIEHUS B CIIOPTUBHBIX
OpraHM3aIusIxX

OCHOBHBIC TTIOHATHS,
MIPUHIUIIBI, MEXaHU3MBI,
MOJIENIA KOPITOPATUBHOTO
yIpaBieHUs. YUYaCTHUKU
KOPIOPATUBHBIX OTHOIIIEHUHN U
HX CHCTEeMa B3anMOACHCTBHSL.
PexoMeHnayemMble HCTOUYHUKU:

8 (1), 8(9), 9(1)

Pabota B mapax u coBMecTHOE
00CyX/IeHUEe TEPMUHOJIOTHU U
JIEKCHUKH 10 Teme; HTepHeT-
MOMCK; IPOMEKYTOUHBIN
KOHTpOJIb; pOJIeBas UTPa;
YCTHOE TECTUPOBAHUE 110
M3YYCHHBIM TeMaM 1-8.




12. ®unaHcoBasg OTYETHOCTH
B CUCTEME YIIPaBJICHUS
CIIOPTUBHOW OpraHu3anuen

OcHOBHBIE BUIbI (PMHAHCOBBIX
0TYeTOB. TUIBI aKTUBOB U
11acCUBOB. [10X01bI U pacxobl
npeanpustus. Knaccupukanus
IIOTOKOB ABHKCHUA
HAJINYHOCTH B OTYETE O
ABMIKCHUU NCHCKHBIX CPCACTB.
PexoMeHnyeMble HCTOYHMKH:

8 (1), 8(3), 8(5). 8 (8), 9(1)

WunuBumyanbHbIe MOHOJIOTH-
COOOIIIEHU Ha OCHOBE TEKCTA U
ayauo-Bueo(pparMeHTOB;
BBITIOJTHEHUE 33]aHUI Ha
pa3BUTHE HABBIKOB
KPUTHUYECKOTO MBIIIICHUS B
MaJIbIX TPYNIax; padoTa 1o
COCTaBJICHHUIO OTYETOB; pa3dop u
peuieHue Keucea.

13. OcHOBEBI HAJIOTOBOT'O
ydeTa B CIIOPTHUBHBIX
OpraHH3aIUsIX

KOpuaudeckue hopMbl
opraHuzanum Ou3Heca.
Paznuums B ux
HAaJIOr000JI0KEHUH.,
JleranpHble CXEMBI CHIKEHHS
HAJIOTOBBIX 0053aTEIbCTB.
Pabora Haorosoro
KOHCYJIbTaHTA U ayIUTOpa.
PexoMeHnnyemMble HCTOYHHKH:

8 (1), 8(5), 8(3), 8 (7), 9(1)

['pynmoBoe u mapHoe
00CyXJIeHUE COJIePIKAHUS
IIeYaTHOTO TEKCTa; COBMECTHOE
00CyX/IeHUEe TEPMUHOJIOTHU U
JIEKCUKH TI0 TeMe Ipu padore ¢
HaJIOrOBOM JTOKYMEHTALUEH;
JMCKYCCHS 110 TEME 3aHSTHUS;
TECTUPOBAHUE 3HAHUM 110
U3YYEHHBIM TeMaM 9-15.

Hpopuiab «MapkeTuHNn»

Tabmuma 3.3.

HanmeHoBaHue TeM
(pa3aeJsioB)
AHCHMILINHBI

Ilepeyens BonpocoB aJis
00cyKIeHNs HA CEeMUHapax,
NPAKTHYECKUX 3aHATHAX,
PEKOMeHyeMble HCTOYHUKHU W3
pa3nesioB 8,9 (yka3biBaeTcs
pasies 1 NOPsAAKOBbII HOMep
HCTOYHMKA)

DopMbI IPOBEICHUS 3AHATHIA

1. Ponp MapkeTuHra B
onsuece.

MapkeTHHr B COBpeMEHHOM
MHpE: POJIb ¥ 3HaUEHHE.
MapkeTuHroBast cTpaTerus.
OcCHOBHbBIE IPUHIINTIBI
MapKETHHTA.

PeKDMeHI[yeMI)Ie MUCTOYHUKMU:
8(4), 8(10), 9 (1).

I'pynnoBoe obcyxaeHue
COJICpIKaHHUs TIEYaTHOTO TEKCTa
U JTOKJIAJIOB IO TEMaTHKe
CeMHHapa; COBMECTHOE
00CYXKICHHE TEPMHHOJIOTHU H
JICKCUKH 10 TEME; OpraHU3aIus
Y TIPOBEJICHHE JICTIOBON MIPBI IO
TEeMe 3aHSTUS

2. Ku3HeHHBIN ITUKI
TOBapa.

Craauu )KU3HEHHOTO LHUKJIA.
XapakTepUCTUKH U CTPATETHH.
PexomenayeMble HCTOYHHMKM:

8(4), 8(10), 8 (12), 9(1)

WuauBuayanbHbIE MOHOJIOTH-
COOOIIIEHNS Ha OCHOBE TEKCTA U
ayauoBH1e0(pparMeHTOB;
BEBIITOJIHEHME 3aJaHUN HA
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIJICHHS B
MaJIbIX TPYIIax; BHIOTHEHUE
SI3BIKOBBIX 1 KOMMYHHKATHBHBIX
yIpaxHeHUit; paboTa 1mo
COCTABJICHHIO OTYETOB; paz0op u
peLICHUE Kelca.




3. ACCOpTUMEHT U
[ICHOBAs MOJIHUTHKA.

Tunsl npoaykToB. Buasl neHoBon
MOJINTUKH.

PeKOMeHL[yEMLIe HCTOYHHUKMU:
8(4), 8(10), 8 (12) , 9(1)

®poHTanbHOE 00CYXKIEHUE
COZIepKaHMs TIEYaTHOTO TEKCTa,
COBMECTHOE 00CYKJICHHE
TOKJIAJIOB TI0 TeME; TPYIIOBEIE
JHCKYCCHH Ha OCHOBE
MOJICTTMPOBAHMSI CUTYaLlUH 110
TEMe 3aHSTHSI.

4. MapKeTUHTOBBII
IUIaH: ayIUT U LEJN.

[IpoBeneHne MapKETUHIOBOTO
aynurta. Tpu Tuma aHanusa:
SWOT ananu3, PESTEL ananus,
aHanus 5 cui [loprepa.
ITocTaHOBKAa MApKETHHI OBBIX
LEJIEH.

PexoMenayembie HCTOYHUKU:

8(4), 8 (5), 8 (10), 9(1)

WNHnuBuyanbHbIe MOHOJIOTH-
COOOIIIEHUST HA OCHOBE TEKCTA U
ayino-BUae0PpParMeHToB;
BBITIOJTHEHHE 3aJJaHNI Ha
pa3BUTHE HABLIKOB
KPUTHYECKOTO MBIIIICHHS B
MaJIbIX TPYyIIax; BBIIOJIHEHUE
SI3BIKOBBIX 1 KOMMYHUKATHBHBIX
yIpaxHEeHHi; padoTa 1o
COCTaBJICHHIO OTYETOB; Pa3doop u
pelieHue Kerca.

5. MapKeTHHI OBBII
IUTaH: CTpaTerus u

CocraBieHre MapKETUHIOBOM
crpareruu. [InanupoBanue u

NunuBuiyanbHbIE MOHOJIOTH-
CcOOOIIIEHNS HAa OCHOBE TEKCTA U

TaKTHKA. 00CyX/IeHuEe MapTETUHTOBOTO ayano-Bu1eo(pparMeHTOB;
mukca. [Ipesentanus BBITIOJTHEHUE 3a[aHUI Ha
MapKETUHTOBOTO OFOJIKETA. pa3BUTHE HABBIKOB
PexomeHnyemMble HCTOUHHKH: KPUTHUYECKOTO MBIIUICHHS B
8(4), 8 (5), 9 (2). MaJIbIX TPYIIax; BBIMOJIHCHUE
SI3BIKOBBIX M KOMMYHUKATHBHBIX
yIpaXxHEHUi; padoTa 1o
COCTaBJICHHUIO OTYETOB; pa3dop U
pelIeHne Kenca.
6. O0uieHue ¢ JlosinbHOCTH Openay. Pabora ¢ WuauBuayanbHbIE MOHOJIOTH-
KITUCHTaMHU. KIIMCHTaMH. COOOIIIEHNS Ha OCHOBE TEKCTa U

PeKOMeHI[yEMbIe HCTOYHUKHU:

8(4), 8(10), 9 (1).

ayauo-Buae0PparMeHToB;
BBITIOTHEHHE 3aJJaHAI Ha
pa3BUTHE HABHIKOB
KPUTUYECKOTO MBITIUICHHS B
MaJIbIX TpyNIax; BbIIOJIHEHUE
SI3BIKOBBIX U KOMMYHUKATUBHBIX
yIpaXHEHH; padoTa 1o
COCTABJICHHIO OTYETOB; pa30op u
peLICHUE Kenca.

7. UccnenoBanue pbIHKA.

MapKeTHHTOBbIE UCCIIETOBAHUS:
METOABI U TeXHUKU. POKYC
rpymmsl. MapKeTUHIOBBIN MUKC.
PexoMenayemMble HCTOYHUKU:

8(4), 8(10), 9 (1).

NHnuBuyanpHbIE MOHOJIOTH-
COOOIIIEHUST HA OCHOBE TEKCTA U
ayino-Buae0pparMeHToB;
BBITTOJIHEHME 3aJJaHUM Ha
pa3BUTHE HABBIKOB
KPUTUYECKOT'O MBIIIUICHUS B
MaJIbIX TPYNIax; BBITIOJHEHNE
SI3bIKOBBIX U KOMMYHUKATUBHBIX
YOPaKHEHU;

8. PazButHe HOBOTO
MIPOJYKTA U OPEHIMHT.

3nayeHue Openaa. Pa3zpabotka
Openna. MuauBuIyabHOCTh
OpeHpa.

®poHTanbHOE 00CyXKACHNE
COZIep KaHUs TICYATHOTO TEKCTa,
COBMECTHOE 00CYyXk/IeHHE




PeKOMeH):[yeMLIe NCTOYHUKH:
8(4), 8(10), 9 (1).

JOKJIa/I0B 110 TEME; IPYIIIOBBIE
IUCKYCCHH HAa OCHOBE
MOZCIIMPOBAHUS CUTyallUl 110
TEME 3aHATUS.

9. BuenpeHnue HOBOTO
MPOIYKTa Ha PHIHOK U
€ro MPOJIBIKEHUE.

Crioco0ObI MPOBMKEHUS
IpOJyKTa Ha peIHKE. Mepsl 1o
0’KHBJICHUIO COBITA.
PexomeHn1ryeMble HCTOUHHKH:

8(4), 8(5), 8 (10), 9(1)

I'pynimoBoe obcyxaeHne
COZIepIKaHMUs TIEYaTHOTO TEKCTa
U JIOKJIAJIOB IO TEMATUKE
CEMHUHApa; COBMECTHOE
o0CyXJIeHEe TEPMUHOJIOTUU U
JIEKCHKH T10 TEME; OPTaHU3aLus
U IIPOBEJICHUE JI€TI0OBOM UI'PBI 110
TEeMe 3aHSTHUSI.

10. Pexnama.

Tunsl pexiamsbl. Pexiiama B
uHTepHeTe. [ nobanbHbIe
pEeKJIaMHbIE KOMITaHUU.
CnoHCOpCTBO.
Pexomenayemble HCTOYHHKH:

8(4), 8(10), 9 (1).

®poHTanbHOE 00CyXKACHNE
COJIep KaHMs N1€4aTHOTO TEKCTa,
COBMECTHOE 00CYXJICHUE
JOKJIa/10B 110 TEME; IPYIIIOBbIE
JUCKYCCHH HA OCHOBE
MOJEIIMPOBAHUS CUTyallui 110
TEME 3aHATUS.

11. MapkeTuHrosbie
MEpPONPUATHSL.

BricTaBku, npe3eHTanuu,
pacnponaxu. PazboTka creHna.
Opranuzanus oOIeHUS ¢
MOTEIUAIBHBIMH KIIMEHTAMH,
HaJJaKUBAHUE MTOJIC3HBIX CBS3CH.
PexoMenayemble HCTOYHUKU:

8(4), 8(5), 8 (10), 9(1)

I'pynimoBoe o6cyxieHue
COZIepIKaHMUs TIEYaTHOTO TEKCTa
U JIOKJIAJIOB IO TEMATUKE
CEMHUHApa; COBMECTHOE
00CyXJIeHEe TEPMUHOJIOTHU U
JIEKCUKH TI0 TEME; OpTraHU3aLus
U IIPOBEJICHUE JI€TI0OBOM UI'PBI 110
TeMe 3aHSTHSI.

12. KoHKypeHTHBIE
CTpaTeruu

[Tozumonnposanue ToBapa. 4
YPOBHS TO3ULIMOHUPOBAHMUSI 110
Aakepy

Crtpareruu Push u Pull.
(IpoTamKUBaHUS U BTATUBAHUS).

PeKDMeHI[yeMI)Ie MUCTOYHUKMU:
8(4), 8(10), 8 (12).

®poHTanbHOE 00CyXKACHNE
COJIepKaHuUs TIEYaTHOTO TEKCTa,
COBMECTHOE 00CykKIeHHE
JIOKJIaJIOB 110 TEME; IPYIIIOBBIE
JUCKYCCHH HA OCHOBE
MOJCIIMPOBAHUS CUTyallui 110
TEME 3aHATUS.

13. MapKkeTuHr B KpU3HC

PeBu3us kak BbIOOD JyUIIETO U
OTKa3 OT JIMILIHETO.

MeHb11e pexiaamsl IS BCEX,
OoJIb1IIe MOJIE3HBIX OTHOIIEHUH ¢
KaQKJIbIM.

PexoMeHayeMble HCTOYHUKHU:

8(4), 8 (10), 8 (12).

['pynnoBoe o6cyxaeHne
COJIep>KaHus IEYaTHOTO TEKCTa
U JIOKJIAJIOB 110 TEMaTHKE
CEeMHHAapa; COBMECTHOE
0o0CyX/IeHHE TEPMUHOJIOTUHU U
JIEKCHKH T10 TEME.

14. MapkeTuHroBble
KOMMYHHKAIUU

Buibl MapKeTUHIOBBIX
KOMMYHUKAaIUH.

YpOBHM 4€EIIOBEUYECKOTO
BOCTIPUATHUS U IOBEPHE K
uHpOpMaLUH.

Hckaxenune nupopmaiuu B
MapKETUHIOBbIX KOMMYHHUKAaIHSIX.
Pexomenayemble HCTOUYHMKH:

8(4), 8(5), 8 (12).

NunuBuayanbHble MOHOJIOTH-
COOOIIIEHNS Ha OCHOBE TEKCTA U
ayano-BuaeoPpparMeHToB;
BEBIITOJIHEHME 3aJaHuN HA
pa3BUTHE HABHIKOB
KPUTUYECKOTO MBITIUICHHSI B
MaJIbIX TPyNIax; BbIIOJIHEHUE
SI3BIKOBBIX 1 KOMMYHHUKATHBHBIX
YIPAKHEHUU




poduias «Jlorucruxa»

Taomuma 3.4.

HaumeHoBaHue TeM
(pa3nesioB)
JAMCIUTIJINHBI

Ilepeyenn Bonpocos st
00Cy:KIeHMsI HA CEeMHHAapPAaX,
NMPAKTUYECKUX 3aHATHSAX,
pPeKoMeHlyeMble HCTOYHUKH U3
paszaenos 8,9 (yka3piBaercst
pa3aesi U NOPSAKOBLII HOMep
HCTOYHHMKA)

@opMbI IPOBEIEHUA
3aHATHH

1. IIpodeccuu B chepe
JIOTUCTHKH.

Jloructuka kak Hayka. OCHOBHbIE
MIPUHIUIIBI JIOTUCTHKHU.
[Tpodeccust — moruct: coaepkanue
1 00SI3aHHOCTH.

Pexomenayemble HCTOYHHKH:

8 (4), 9(1)

I'pynnoBoe obcyxaeHue
COJIep’KaHus IEYaTHOTO TEKCTa
U JIOKJIaJIOB IO TEMATUKE
CEMHHApa; COBMECTHOE
00CyX/IeHUEe TEPMHUHOJIOIMU U
JICKCHUKMH I10 TEME,
OpraHu3alys U NpoBe/icHUe
JIEJIOBOU UTPBI 11O TEME
3aHATUS

2. Jloructuueckue
YCIIYTH.

Buapl TOrucTHYECKUX yCIyr.
Munumuzanus 3atpar. OCHOBHBIE
TpeboBaHue K (POPMUPOBAHUIO
JIOTUCTHYECKHUX CHCTEM.

PeKOMeHIlyeMbIe HCTOYHHUKHU:
8(4).8(5),9(1)

®poHTaANIBHOE 00CYXKIEHNE
COZIepIKaHMUs TIE4aTHOTO
TEKCTa, COBMECTHOE
00CYXICHUE TOKIIAI0B 1O
TEME; I'PYHITIOBLIC TUCKYCCUHN
Ha OCHOBE MOJICIIMPOBAHHS
CI/ITyaIII/Iﬁ 110 TEMC 3aHATHS.

3. lleno4kH MOCTaBOK.

VYnpasneHueckass KOHIENINS 1
OpraHU3al[MOHHAs CTPATETHs.
IIporuo3zupoBanmue.
Pexomenayemble HCTOYHMKH:

8 (4), 8(12),9(1)

NunuBuyanbHbIE MOHOJIOTH-
COOOIIIEHNsI HA OCHOBE TEKCTa
U ayJ10-BUIE0(PparMeHTOB;
BBITIOJTHEHHE 3a/IaHUi Ha
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIUICHUS B
MaJIbIX TPYIIax; BHITOTHEHHE
SI3BIKOBBIX 1 KOMMYHH-
KaTUBHBIX YIIPAKHEHHUIA;
paboTa 1o COCTaBJICHUIO
OTYETOB; pa30op U pelIeHue
Keiica.

4 Ncnons30BaHue
LIETIOYKH TTOCTaBOK JIS
yBeJIMUYEHUS! 00beMa
MIPOJIAXK.

Jloructuueckas crparerusi.
I'maBHBIE KOMITOHEHTHI
yIpaBieHUs eMO0YeK MOCTABOK.
VYpasieHne )XKU3HEHHBIM [TUKIIOM
MIPOJIYKTa. 3aKYIIKHA B paMKax
LIENIOYEK [TOCTABOK.
PexomeHnayemble HCTOUYHMKH:

8 (4), 8(12), 9(1)

®poHTaTBEHOE 00CYKICHHE
COJIepKaHUs TICUATHOTO
TEKCTa, COBMECTHOE
o0CyXJIeHUE TOKIIAI0B IO
TEME; I'PYHIITIOBBIC TUCKYCCUHN
Ha OCHOBE MOJICTTUPOBAHHUS
CI/ITyaHI/Iﬁ II0 TECMC 3aHATHA.

5.MupoBas cucrema
CHAOXKCHUS

Pa3zHoBUIHOCTE cuCcTEM
cHa0Oxenus. MPIT 1 u MPII 2.
PexoMeHayemMble HCTOUYHUKU:

8(4), 8(5), 8(12)

['pynnoBoe o6cyxaeHue
coJiepKaHus IeYaTHOTO TeKCTa
Y JIOKJIAJIOB IO TEMATHKE
CEeMHHapa; COBMECTHOE




00CyX/IeHUEe TEPMUHOJIOTHU U
JIGKCHKH TI0 TEME;
opranu3anus 1 NpoBCACHUC
JIeJI0OBOI UTPBI IO TEME
3aHATUA

6.TpancnoptHas
JIOTUCTUKA

Bupl ¥ THIIBI TPAHCOBPTA.
ITorpy3ka. JJoKyMeHTbI
HEOOXOUMBIC MTPU

TPaHCOPTUPOBKE TOBapoB. Bribop

IEPECBO3YHKA.

PeKOMeHHyeMLIe HCTOYHMUKHU:
8(4). 8(5), 9(1)

WHauBuIyaIbHBIC MOHOJIOTH-
COOOIIIEHUSI HA OCHOBE TEKCTa
U ayJ10-BUIO(PParMeHTOB;
BBITIOJTHEHHE 3aJJaHUM Ha
pa3BUTHE HABBIKOB
KPUTUYECKOTO MBIIIJICHUS B
MaJIbIX TPYIIIax; BHIIOJHCHHE
SI3BIKOBBIX M KOMMYHH-
KAaTUBHBIX YIIPAKHCHHIA,
paboTa Mo COCTaBICHHUIO
OTYETOB; pa30op U pelICHHE
Keica.

7. YnpaBneHue 3aracamu

becniepeboitHnbie MOCTaBKH.

Hedeunt u u36s1TOK. OCHBIBHBIE

MOZCIIN YIIPABJICHHUS 3allaCaMU.

PeKDMeHI{yeMbIe HCTOYHHUKHU:
8(4). 8(12), 9(1)

['pymnmoBoe o6cyxIeHe
rpaMMaTHYEeCKUX SBIICHUI HA
0a3e JICKCHKH 110 TeMe
3aQHSITHSI, TPYIITIOBOE
00CyXIeHUE MPOCITYIIaHHOTO
aymuoQparMeHTa; BHIIIOJTHEHUE
JIEKCHKO-TPaMMAaTHYECKUX
3a/1aHMI.

8. XpaHeHHe U CKIIAJIbI

Mapxkuposka. Ckiaackoe
obopynoBanue. Cucrema
CKJIQJIUPOBAHUS U XPAHEHUSI.

PeKOMeHIlyeMI)Ie HCTOYHHUKMU:
8(4), 8(5), 9(1)

NunuBuayanbHble MOHOJIOTH-
COOOIICHMS Ha OCHOBE TEKCTA
U ayJ10-BUIe0(PparMeHToB;
BEINIOJIHEHME 3aJaHui Ha
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIUICHHS B
MaJIbIX TPYIIax; BHITOTHEHHE
SI3BIKOBBIX 1 KOMMYHH-
KaTUBHBIX YIIPAKHEHUIA;
paboTa 1o COCTaBJICHUIO
OTYETOB; pa30op U pelIeHue
Kekca.

9. JoxymeHTauus u
(UHAHCBHI B JTOTUCTUKE

MeTtoapl maaTexa.

Cepruduxkanus. [Tocrymienue u

00paboTKa 3aKa30B.
PeKOMeHlIyeMI)Ie HCTOYHUKHU:

8(4), 8(12) ,9(1)

['pynmoBoe o6cyxkaeHme
COJIepKaHUsI MeYaTHOTO TEKCTa
M TOKJIAJOB 110 TEMAaTHKE
CEMHHAapa; COBMECTHOE
00CyXJIeHUE TEePMHUHOJIOTHH U
JIEKCHUKMH I10 TEME,
OopraHu3alys 1 NpoBeJIeHuE
JIETTIOBOM UTPBI 1O TEME
3aHATHUA

10. Jloructuka u cucrema
cHaOxeunus. O0Iee U
paznuaue.

MecTo JIOTUCTUKHU CHAOXKEHUS B

JIOTUCTUYECKOU CUCTEME.
CHa0eHuecKHe CTpaTerum.
Pexomenayemble HCTOYHHKH:

8(4), 8(5), 9(1)

['pynnoBoe o6cyxaeHue
rpaMMaTHYeCKUX SBICHUIN Ha
0a3e JIEKCUKH TI0 TeMe
3aHSITHSI, TPYITIOBOE
00CyXIeHIE TIPOCTYIIaHHOTO
aynuo(parMeHTa; BHIIIOJTHEHUE




JIEKCUKO-TPaMMaTUYECKUX
3aJaHuN.

11. CtpaxoBaHnue

CrpaxoBaHue rpy3os.

JlokymeHTaIus Heooxoaumas pu

CTpaxOBaHMH.
PexoMenayembie HCTOYHUKU:

8(4), 8(13), 9(1)

®poHTanbHOE 00CYXKIEHUE
COJIepIKaHHsI TIEYaTHOTO
TEKCTa, COBMECTHOE
00cyXIeHHE JJOKIIaI0B 0
TEME; I'PYHITIOBLIC TUCKYCCUHN
Ha OCHOBE MOJICIIUPOBaHHUS
CI/ITyaI_[I/Iﬁ 110 TEMC 3aHATHS.

12.IlpousBoicTBEHHAS
JIOTUCTHKA

['maBHBIN KaneHAAPHBIN MIaH
MIPOU3BO/ICTBA.
[TnanupoBaHue NOTPEOHOCTH
B Marepuanax (MRP)

8(4), 8(12), 9(2)

['pynmoBoe oOcyxaeHne
rpaMMaTHYEeCKUX SBIICHUI HA
0ase JICKCHKH 110 TeMe
3aQHSITHSI, TPYITIOBOE
00CyXJIeHUE MPOCITYIIaHHOTO
aymuo(parMeHTa; BHIIIOJTHEHUE
JIEKCHKO-TPaMMAaTHYECKUX
3a/1aHU.

13. 3akynounas
JIOTUCTHUKA

Opranuzanus 3aKymno4Hoi
JIeATETLHOCTH Ha MPEIIPUSATHH.
[TnanupoBanue noTpeOGHOCTH

B Marepuasax

8(4), 8(12) , 9(1)

WNunuBuayanbHble MOHOJIOTH-
COOOIICHMS HA OCHOBE TEKCTA
U ayJro-BUIe0(pparMeHToB;
BBITIOJTHEHHE 3aJaHUI Ha
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIUICHUS B
MaJIbIX IPYIIax; BHIIOTHEHHE
SI3BIKOBBIX U
KOMMYHHUKATHBHBIX
yIpaxxHeHU; padoTa 1o
COCTaBIICHUIO OTYETOB; pazoop
U PEIICHHE KeHca.

14. UnpopmarioHHbIe
CHCTEMBI B JIOTUCTUKE

OcHOBHBIE IOHATHS U TEHAECHLIUU
pa3BUTHS UH(OPMALIMOHHBIX
cUCTEM

Kparkas xapakTepucTHKa pbIHKA
MH(POPMALIMOHHBIX CHCTEM

8(4), 8(12) , 9(1)

NunuBuayanbHble MOHOJIOTH-
COOOIIEHMST Ha OCHOBE TEKCTA
U ayJn0-BUIe0(PparMeHToB;
BEINIOJIHEHME 3aJaHui Ha
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIUICHUS B
MaJIbIX TPYTIax; BHITOTHEHHE
SI3BIKOBBIX U
KOMMYHHUKATHBHBIX
yIpaxxHeHH; padoTa 1o
COCTaBIICHUIO OTYETOB; paz0op
U pEIIeHHE Kelca.

6. IlepeuyeHb yueOHO-MeTOANYECKOTO 0OecedeH s 1JIs1 CAMOCTOSTEIbHOM
padoThI 00Yy4aOUIUXCH MO TMCIHUIINHE

6.1 IlepeyeHb BONPOCOB, OTBOAMMBIX HA CAMOCTOSITEJIbHOE OCBOEHHE
TUCHMILUIUHBI, POPMBI BHEAYTUTOPHOI CAMOCTOATEIbHOI Pad0THI




Ipodunu «PUHAHCOBBIN MEHEIKMEHT», « MeHeKMEeHT U yIpaBJieHHe
OM3HecoM», «YIpaBJIeHHEe MPOIYKTOM»

Taomuma 4.1.

HaunmeHOBaHHE TEM
(pa3nesioB) M CHUIIUHBI

Ilepeyens BOnpocos,
OTBOJHMMBIX Ha

@DopMbI BHEAYAUTOPHOM
CaMOCTOSITEJIbHOM PadOTHI

KOOpIUHAIIMS paOOThI,
KOHTPOJIb, OIICHKA,
BO3HAIPaXKJICHUE U T.1I.).
Oco0eHHOCTH MEHEKMEHTA
B Pa3JIMYHBIX CEKTOpaX
9KOHOMHKH U KpOCC'
KYJBTYPHBIH IMOJX0/]] B
yIIpaBJICHUU IIpU
OpraHu3aIuy padoThl Ha
NPEANPUATHN U B XOAE
COBMECTHBIX ITPOEKTOB C
I/IHOCTpaHHBIMI/I
HapTHEPaMH.

CaMOCTOSITEIbHOE
OCBOEHHE
1. ®ynxuun IIpoueccs! ynpasieHuyeckoi | BeinosHenue 3aganui,
MEHEKMEHTa JeSITebHOCTH PEKOMEHI0BAaHHBIX Y4EOHBIMU
Y OpraHu3alMoHHas | (OpraHu3anus, IOCTAHOBKA | MOCOOHMSIMU U
CTPYKTYpa 1eJiel, IIaHPOBaHKeE, MYJIbTUMEAUHHBIMU
KOMIIaHUU BbI/1aya pactopsKeHU, pecypcamu.

Pabota c yueOHoI 1
CIIPaBOYHOM JIUTEPATYPOM.
N3yuenue marepuanoB no
npoOJeMaM MEXbI3bIKOBOU U
MEXKKYJIbTYPHOU
KOMMYHUKAIUHU B
MEHEKMEHTE.

2. MoruBanus
COTPYJTHUKOB

Posp MoTHBaLMK B
yrpasieHud. Mojenu
Xakmana n Onjgxema.
IIpumeHeHne
COZIEpXKATENbHBIX U
MPOLECCYaTbHbBIX TEOPHUI B
YIPaBIE€HUU OPraHU3aLNH.

PaboTa ¢ ucroap30BaHuEM
OPUTHHAITLHBIX
npodeccuoHanbHO-
OPUEHTUPOBAHHBIX HCTOYHUKOB
uH(pOpMaIIUU, B TOM YHCIIE U C
HNHuTtepHeT-pecypcamu uist
MOJTOTOBKU MPE3EHTAIIHIA
PowerPoint ¢ ncroas3oBaHueM
CIT u paboTsI ¢ Kelc-cTau.

3. Teopuwm nunmepcTBa u
CTHJIM YIPABJICHHS

Teopun pykoBoCTBa U
JUAEPCTBA: JINYHOCTHAS
TEOpHs JTUAEPCTBA,
MIOBEJCHYECKUE TEOPUH
muaepctsa (Teopun «X» u
«Y» MaxklI peropa,
JIBYXMEpPHBIE TPAKTOBKH
CTHJIEH PYKOBOJICTBA U T.1I.),
CUTYyal[MOHHBIE TEOPUH
muaepcta (Monenb
pykxoBoacta dumnepa,
Teopus )KU3HEHHOIO LKA
Xepcn u bannmapna,
Teopus «yTh-11€516» Xayca,
Mopenb NpuHATAN PEIeHUI
Bpyma-Herrona).

Brmmonaenne 3aganni,
PEKOMEHIOBaHHBIX Y4eOHBIMU
MMOCOOMSIMH U
MYJIbTUMEIUMHBIMU
pecypcamu.

PaboTa ¢ uCroap30BaHuEM
AyTCeHTHYHBIX HAYYHBIX CTaTeH
u ¢ UnTepuer-pecypcamu 1ist
MTOJTOTOBKH POJIEBBIX UTP.
[ToaroroBka Kk KOHTPOJIBHOU
pabore.




4. VYpoBHuU
IUTAHUPOBAHMS B
MEHEIKMEHTE

OnepaTtuBHOE, TAKTUUECKOE
U CTPATeTUYECKOe
IJIAHUPOBAHUE B
MeHemkmenTe. [Iponece
CTPaTeruYeCcKoro
MJIAaHUPOBAHMS, €TO
AJIEMEHTHI U dTaIlbl. Y4YacTue
MEHEJ[KEPOB B OIPEACICHIN
MUCCUHU KOMIIAHUU.

Brimonnenue 3aganui,
PEKOMEH/I0BaHHBIX y4EOHBIMU
MOCOOUSMU H
MYJIbTUMEIUMHBIMU
pecypcamu.

Pabota c yueOHoOI 1
CIIPaBOYHOM JIUTEPATYPOU IS
OCYLIECTBJICHUS Y4aCTHS B
MO3TOBOM ILITYpPME.

5. OmneparmonHas
JEeITEIBHOCTD B
CUCTEME yNPaBIICHUS
opranu3aimein

KoHCTpyKTBI OnIeparinoOHHON
JESITEIbHOCTH Ha
MNPEANPUSITUHI: OCHOBHBIE
OuM3HEeC-TIPOIIECCHI,
oOecrnieunBaroIye
MIPOLIECCHI, YIIPaBICHYECKHE
nporecchl. CUCTEMBI
yIpaBiIeHUS OpraHu3aluen
Y OTIEPAIIMOHHBIMU PUCKAMU
(TutTaHMpOBaHUE,
peructpanus pakToB
OTIEpPAIIMOHHBIX PUCKOB,
KOHTPOJIb PUCKOB, CBSI3b C
OuzHec-mpoleccaMu
OpraHu3aIym).

Brmmonnenune 3aganui,
PEKOMEH/I0BaHHBIX y4EOHBIMU
MOCOOUSMU |
MYJIbTUMEIUMHBIMU
pecypcami.

PaGora ¢ yueOHoiI1 1
CIIPABOYHOM JIUTEPATYPOM.
PaGora ¢ ucnonpzoBanuem
OpPUTMHAIIBHBIX
npodeccuoHanbHO-
OpPUEHTUPOBAHHBIX HCTOYHUKOB
uH(pOpMaIlMU, B TOM YHUCIIE U C
HHuTtepHeT-pecypcamu i
MOATOTOBKHU K IPYIIIOBOM
JIUCKYCCHH.

6. VYmpasieHnue
pUCKaMu

AHanu3 v NpUHATHE
pELIeHUH IO PUCKOBBIM
coObrTusiM. [Iporieccsr
YIPABJICHUS] PUCKAMU:
MOHUTOPUHT, IIJIAHUPOBAHUE
JEUCTBUI IO MUHUMH3AINU
yYIpO3, KOJIUYECTBEHHAs U
KadyeCTBEHHAs OI[CHKA
PHUCKOB, HICHTU(DUKALINS
PHCKOB, TIJIAHUPOBAHUE
YIPaABJICHUS PUCKAMMU.

Brinmonnenue 3agaHui,
PEKOMEH/IOBAaHHBIX YI4COHBIMU
MTOCOOUSIMH U
MYJIbTUMEIUHHBIMU
pecypcamMu.

PaboTa ¢ ncronap30BaHueM
OpPUTHMHAJIBHBIX
poQeCCHOHAIBHO-
OPUEHTHUPOBAHHBIX HCTOYHUKOB
uH(pOpMalliHU, B TOM YHUCIIE U C
HNurtepuer-pecypcamu s
IMOJrOTOBKH JTOKJIAJa.

7. Crparernueckuit
MEHEJKMEHT H
aHTUKPU3UCHOE
yIpaBJiIeHNE

AHanu3 1 OLIeHKa
BHYTPEHHEHN U BHEIIHEH
Cpezbl OpraHu3alHH.
Onpenenenne
CTpaTETU4YeCKUX
anpTepHaTHB. CrIocOObI
BbIOOpA CTPATEruu.
IToaroroBka
CTPaTEernyecKoro IiaHa u
ero peanmsauus. KoHTpois
pe3ynbraToB. CiocoObl
MOJIy4yeHus: 0OpaTHOM CBSI3H.

Brimonnenue 3aganui,
PEKOMEHIOBAaHHBIX YIECOHBIMU
MOCOOUSIMU U
MYJIbTUMEINHHBIMU
pecypcamu.

Pabota ¢ yueOHoI n
CIIPaBOYHOM JIUTEPATYPOU.
Pabota c ucnonb3oBanuemM
OPUTMHAJIBHBIX
npodecCuoHaIbHO-
OPUEHTUPOBAHHBIX HUCTOYHUKOB
nH(popManuy, B TOM YHCIIE U C
Hurepuer-pecypcamu 1ist
MOJITOTOBKH K KEHC-aHAIM3Y U




MYJIbTUMEIUNHON
MPE3EHTAlUH.

8. OcHOBBI
KOPITOPATHBHOI'O
yIpaBJICHUS

Paznuunbie
OpraHu3alMOHHO-TIPAaBOBBIE
(bopMBI IPEATIPUATH.
[TpuHIMIBI paCKPBITHS
uH(POPMALIUK SMUTECHTAMHU.
KoHduukT naTepecos.

Pabora ¢ ucnonb3oBaHuEM
AyTEeHTHYHBIX HCTOYHUKOB
UH(OPMALIUH TI0 H3y4aeMO
teMe. Ilonck qonmoHUTEIRHON
uH(GOpPMAIIUH ISl TIOJTOTOBKH K
JIUCKYCCHUH TI0 TEME.

9. Bwunupl yuera B
OpraHHU3aI’

Opranu3anOHHO-TIPABOBEIE
0COOEHHOCTH NPEANPUATUI
U UX BIHMSHUE HA BEIOOP
dbopMEbI yuera B
OpraHHU3aLusX.
OcoOeHHoOCTH yueTa B
HEKOMMEPUYECKUX H
roCyJIapCTBEHHBIX
OpraHM3aLusX.

AxTuBHU3aIUs pabOTHI 10
HCTIOJIb30BaHUIO ayTCHTUIHBIX
npodecCuoHaIbHO-
OpPUEHTUPOBAHHBIX HCTOYHUKOB
uHpopmanuu

10. Yupasnenueckuit
y4er

Hanpasnenus (Buabl)
YIPaBIEHYECKOIO yyeTa
(TpOM3BOICTBEHHBIN,
Map>KUHAIBHBIN,
OFOKETHBIN, (PHAHCOBBIHA
(cTparernyeckuii u
TaKTUYECKUI), KaIpOBbII U
T.J.).

Brmmonnenne 3aganui,
PEKOMEHIOBaHHBIX Y4eOHBIMU
MOCOOUSIMH U
MYJTbTUMEIUHUHBIMU
pecypcami.

PaGora ¢ yueOHoi1 1
CIIPABOYHOM JIUTEPATYPOM.

11. ByxranTtepckuii
(¢unaHcoBBII) yuer

AnanTanus 3anaHbIX
MoJiesielt OyXraaTepcKoro
yudera K CUCTEME
OTYETHOCTH, IPUHATOI B
POCCHIICKOM JEII0OBOM CpeJie.

Pabora ¢ ucnonpzoBanuem
OPUTHHAJIBHBIX
poQeCCHOHAIBHO-
OPUEHTHUPOBAHHBIX UCTOYHUKOB
uH(pOpMaliU, B TOM YHUCIIE U C
WnTepHer-pecypcamu Juis
MIOJITOTOBKH K JIEIOBOM HTpe U
nebaTam.

N3yuenne marepuana no
npobaeMaM MeXbI3bIKOBOH U
MEXKYJIbTYPHOU
KOMMYHHKAIIHH.

12. ®unancoBas
OTYETHOCTH B
cUcTEME
yIIpaBJIEHUS
OpraHu3anuen

Hcmons3o0Banne
OyXranTepckoit
uH(pOpMaLINH.
DUHAHCOBBIE OTUETHI
OO0menpUHSTHIC TPUHITUATIBI
Oyxyueta

Haxomnneunsnsie /
HAYMCIICHHbBIC
00s3aTeNLCTBA.

Yucrast CTOUMOCTb.

Brmmonnenue 3aganuid,
PEKOMEH/I0BaHHbBIX y4EOHBIMU
MOCOOHSIMU U
MYJIbTUMEAUHHBIMU
pecypcami.

Pabota ¢ yueOHoli 1
CIIPaBOYHOM JTUTEPATYPOU.
Pabora ¢ ucnonb3oBanuem
OPUTHHAITBHBIX
npodeccuoHaIbHO-
OpPUEHTUPOBAHHBIX HCTOYHUKOB
UH(OPMaLIMH, B TOM YHCIIE U C
HNuTtepHeT-pecypcamu 1uist
NOJATOTOBKHU




K KEHC-aHAJIN3Y.

13. UndopmarmoHHo-

Nudopmanmonnas 6a3a,

Brmonnenue 3aganui,

noKa3aTey KOHTPOJIS
JESITCIIBHOCTH U €T0
3¢ heKTUBHOCTH.

aHaJIMTUYECKast OCHOBHBIC METOJIbI ¥ 3TAllbl | PEKOMEHJOBAHHBIX YUECOHBIMH
COCTABJISIFOLLAS aHayM3a (GUHAHCOBOM OCOOUSIMU U
¢buHaHCcOBOH oT4yeTHOCTU. Poub MYJIbTUMEIUMHBIMA
OTYETHOCTH uH(popManuu (UHAHCOBOTO | PECYpPCAMH.
COJIep’KaHus B IPUHIATHH Pabora ¢ ucnonp3oBanuem
YIPaBICHUYECKUX PEIIEHUI. | OpUTHHAIBHBIX 00pa3loB
JOKYMEHTALUU JJIs1 IOATOTOBKU
K aHaIM3y (PMHAHCOBBIX
IIOKa3aTeJIeH.

14. Ananus Oco0eHHOCTH aHaIN3a Brmmonnenune 3aganui,
(hMHAHCOBBIX OyXxTanTepcKoro OaiaHca, PEKOMEHIOBAaHHBIX YICOHBIMH
IIOKa3aTeseu B oTyeTa 0 NpUOBLIAX U OCOOUSIMU U
YIPABIEHYECKUX yOBITKaX, TBUKECHUH MYJIbTUMEIUMHBIMU
mporeccax JIEHEXKHBIX CPEJICTB, pecypcami.

SKOHOMUYECKUX WU3MEHEHUSX B CTPYKTYpE PaGora ¢ ayreHTHYHO U
CyOBEKTOB kanuTana. PUHaHCOBBIE CIIPaBOYHOM JIUTEPATYPOU I10

TEMC.

15. OcHOBBI HAJIOTOBOTO

yuera

HasoroBpie JbIOTHI.
Wzyuenue puHaHCOBOM
CUTYaIlMU B KOPIOPALUH,
aHaiau3 (puHAHCOBOM
JIOKYMEHTAIMHU, TTOUCKU
ONTUMAaJIbHBIX PEIICHUM.

Brmmonnenue 3agaHuid,
PEKOMEH/I0BaHHbIX y4EOHBIMU
MOCOOUSAMH U
MYJIbTUMEIUUHBIMU
pecypcaMu.

Pabora ¢ ucnonb3oBanuem
OpUTHUHATILHBIX 00pa3IoB s
NOJArOTOBKH K €€ aHaJIN3Yy.
N3yuenne marepuana no
npobaeMaM MeXbI3bIKOBOH U
MEXKYJIbTYPHOU
KOMMYHHUKAaIUH.

[ToaroroBka Kk KOHTPOJIBHOMN
pabore.

IMpoduiab «MeHeTKMEHT B CIIOPTE»

Taomuma 4.2.

HaumeHoBaHue TeM
(pa3nesoB) M CHUILIHHBI

Ilepeyenb Bonpocos,
OTBOAMMBIX Ha
CAMOCTOSITEIbHOE OCBOEHHE

DopMbI BHEAYAUTOPHOM
CaMOCTOSITEIbHOI PadoThI

1. ®yHKIMM CIOPTUBHOTO
MEHEJDKMEHTa

Opranu3zanust BCEMUPHBIX
CHOPTUBHBIX MEPOIIPUITHUH.
Oco0eHHOCTH MEHEI)KMEHTA B
CHOPTHUBHBIX OPTaHU3AIMAX U
Pa3IMIHBIX CEKTOPAX
HKOHOMHKH U Kpocc-
KYJIBTYPHBIH ITOIX0 B
yIpaBJIEHUH NIPH OPTraHU3aLUU
paboThl B OpraHu3aliy U B

Brmonuenue 3aganui,
PEKOMEH/IOBAaHHBIX Y4EOHBIMU
MOCOOUSIMU U
MYyJTbTUMETUHHBIMU
pecypcami.

Pabora ¢ yueOHoli
CIIPABOYHOM JIUTEPATYPOM.
N3y4yenne MaTtepuanos 1o
npobseMaM MEXbI3BIKOBOU U
MEXKYJIbTYPHOU




X0J1€ COBMECTHBIX MPOEKTOB C
WHOCTPaHHBIMU aPTHEPAMHU.

KOMMYHUKAIIUU B
MCHCI?)KMCHTC.

2. Ctparerndyeckuit
MEHEI[KMEHT B CIIOpPTE

AHaJu3 1 OlleHKa BHYTPEHHEH
Y BHEITHEU Cpe/ibl
opranuzanuu. OnpeneneHue
CTpaTEeruuecKux albTePHATHUB.
Crioco0bI BEIOOpA CTpaTETHH.
[ToaroroBka ananusa
CTpaTeruuecKUXx allbTePHATHUB,
BBIOOD cTpareru, ee
peanu3anys U OLeHKa
pe3yJIbTaTOB Ha OCHOBE
SWOT-anamu3za u [1a1e cun
[TopTepa cnopTUBHOM
KOMITaHUH (Ha BBIOOD)
KouTponb pe3ynbraTos.
Crioco0b! moryueHust
00paTHOI CBs3H.

Brmmonnenune 3aganui,
PEKOMEH/I0BaHHBIX y4EOHBIMU
MOCOOUSIMH H
MYJIbTUMEIUMHBIMU
pecypcamu.

Pabota c yueOHoOI
CIIPABOYHOM JIUTEPATYPOM.
PaGora ¢ ucnonpzoBanuem
OpPUTHUHATLHBIX
npodeccuoHanbHO-
OPUEHTHUPOBAHHBIX
UCTOYHUKOB MHPOpMAIUH, B
TOM uucie u ¢ UHaTepHer-
pecypcaMu Jisl MOJTOTOBKH K
KelCc-aHau3y U
MYJIbTUMEIUNHON
MPE3EHTAlNH.

3. YnpaBiieH4ecKuil y4yer B
CTIOPTUBHBIX
OpraHu3aLMIX

Cucrema yrpaBieHYECKOTO
ydeTa Mo aHAIUTHIECCKUM
NpU3HaKaM B cepe
(bU3NUeCKOil KYJIbTyphI U
cropta (ImporpaMMHbIH

koMmrIuiekc «CBoa-CMAPTY).
BaxxnocTs 1 3¢ (peKTHBHOCTH
BHEJIPEHUS YIIPABICHIECCKOTO Y
4yeTa B CTPYKTYpPY CIIOPTUBHOU
OpraHu3aInH.

Brinmonnenue 3agaHnui,
PEKOMEHIOBAaHHBIX Y4COHBIMH
IMOCOOMSIMH U
MYJIbTUMEIUMHBIMU
pecypcamu.

Pabota ¢ yuebHoit 1
CIIPaBOYHOM JTUTEPATYPOU.

4. byxrantepckuit
(puHaHCOBBIIT) yueT B
CIIOPTUBHBIX
OpTaHU3aIHIX

Bonpocs! 6101keTHOTO
(buHaHCUpPOBaHUS CIIOPTA.
['ocynapcTBeHHOE (hHAHCHPOB
aHue MporpamMMbl Pa3BUTHUS
(GU3KYIBTYpHI U CIIOpPTA B
Poccuu u 3a pyoGexom.
byxranrepckuii y4er B
KOMMEPUYECKHUX CIOPTUBHBIX
OpraHM3aIusiX.
Kommepueckue pacxoibl
CIIOPTUBHOM OpraHu3aluy.

Pabora ¢ ucnonb3oBanuem
OpPUTHHAIIBHBIX
npodeccuoHaIbHO-
OpPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OpMAIUH, B
TOM uHciie u ¢ aTepHer-
pecypcamu JUisl TOATOTOBKH K
JIeJIOBOM UTpe u iedaTam.
N3y4yenune marepuana no
npobseMaM MEXbI3BIKOBOU H
MEXKYJIbTYPHOU
KOMMYHHKAIUH.

5. OpranuzanuoHHas
CTPYKTypa CHOPTHBHBIX
OpraHu3aui

CucreMa B3aMMOOTHOIIICHHU I
MEXTy pa3TUIHBIMU
JIOJKHOCTSMM U
MOJIpa3/IeICHUSIMA BHYTPH
CIIOPTUBHOM OpraHU3aIUuu U
kommanuii (Nike, Adidas).
Oco0EHHOCTH MEXaHU3Ma
yrpaBiaeHUs: GU3KYIbTYPHO-
CIIOPTUBHOM JIEATEIHHOCTHIO B
pa3IMYHBIX CTPaHaX.

Brimonnenue 3aganui,
PEKOMEH/I0BaHHBIX y4EOHBIMU
nocoOusIMH U
MYJIbTUMEAUIHHBIMU
pecypcamu.

Pabota c yueOHoOI 1
CIIPaBOYHOU JTUTEPATYPOU.
N3yueHnne marepuainos no
npobaemMaM MeXbI3bIKOBOH U
MEKKYJIbTYPHOU




AHanu3 3apyOeKHBIX MOJIeIen
yIpaBiIeHUS CIIOPTOM.
Opranusanus, CocTaB u
crpykrypa MOK.

KOMMYHUKAIIUU B
MCHCI)KMCHTC.

6. MotuBanus B criopte

Pons MoTuBanuu B
ynpasieHud. OCHOBHbIE
TEOPUH MOTHUBAIUU B CIIOPTE:
Teopus moTpedHOCTEH
Makknemianja-ATKMHCOHA U
Teopus aTpulyuuu Baiinepa.

Pabora ¢ ucnonbp3oBaHuEM
OpUTHHAIBHBIX
npodeccuoHaIbHO-
OPUEHTHUPOBAHHBIX
UCTOYHUKOB MHPOpPMAIUH, B
TOM uucie u ¢ UutepHer-
pecypcamu jisi TOATOTOBKU
npe3entanuii PowerPoint ¢
ucnonb3zoBanueM CJII u
paboTHI C KeHC-CTaIu.

7. YpOBHU IUIaHUPOBAHUS
B CIIOPTUBHOM
MEHEIKMEHTE

Bune! mianupoBaHus B
CIIOPTHUBHOM MEHE/DKMCHTE
(omepaTuBHOE, TAKTUYECKOE U
cTparerudeckoe). [Ipomecc
CTPaTEruYecKOro
TUTAHUPOBAHMSI, €r0 3JICMEHTHI
Y 3TaIlbl B CIIOPTHBHOM
MeHeKMeHTe. Poib
CIIOPTUBHBIX JIUPEKTOPOB B

AOJITOCPOYHOM IIJIAHUPOBAHUH.

ITony4yenue BbICIIETO
oOpa3oBaHus B chepe
CTIOPTHBHOTO MEHE/KMEHTA.
Y4acThe CHOPTUBHBIX
MEHE/KEPOB B OIPE/ICTICHUH
MHUCCHUU KOMITaHUHU.

Brmmonnenue 3agaHuid,
PEKOMEH/I0BaHHbIX y4EOHBIMU
MOCOOUSAMH U
MYJIbTUMEAUHHBIMU
pecypcami.

PaGora ¢ yueOHoiIl 1
CIIPaBOYHOM JIUTEPATYPOU JUIs
OCYILIECTBIIEHUS Y4acTHsI B
MO3TOBOM ILITypME.

8. OnepannoHHas
JEeATEIbHOCTD B

CUCTEME YNPABIICHHUS CIIOP
TUBHOW OpraHu3anuen

OrneparmoHHas JesTeIbHOCTH
MH/IYCTPUU CIIOPTA: OCHOBHBIE
Ou3HEeC-TIPOIIECCHI,
o0ecreunBaroIue MpoLecchl,
yIpaBiIe€HYECKHE MPOIIECCHI.
Cuctembl ynpaBieHus
OpraHu3aluen u
OTEepaLlMOHHBIMU PUCKAMHU.
OnepalvoOHHON
JeSITeTbHOCTBIO CIIOPTUBHOTO
coopyxeHus. BHenpenue
BCEOOILEro yIpaBIeHHs
Kau€CTBOM B HHAYCTPUHU
cropra.

Opraau3zanys oneparuoHHON
JIeSITETIbHOCTH U YIIPABJICHUS

Brmmonuenue 3agaHuid,
PEKOMEH/I0BaHHbBIX y4EOHBIMU
MOCOOUSAMH U
MYJIbTUMENUMHBIMU
pecypcami.

Pabora ¢ yueOHoli
CIIPaBOYHOM JTUTEPATYPOU.
Pabora ¢ ucnonb3oBanuem
OpPUTHHAIIBHBIX
npodeccuoHaIbHO-
OpPUEHTUPOBAHHBIX
UCTOYHHUKOB HH(OPMAIIUH, B
TOM uHciie u ¢ laTepner-
pecypcamu sl TOATOTOBKH K
TPYIIIOBON AUCKYCCHH.




00BEKTaMU KPYIMHEUIITHX
MEXTyHapOAHBIX
Meponpustuil (Onumnuag,
YHuBepcua, YemnuoHaToB
Mupa u EBponsl u apyrux).

9. YnpaBneHue puckamu B
CHIOPTUBHBIX
OpraHu3aIusIx

[Ipouecc u METOOIOTHSI PUCK-
MEHEPKMEHTA B CIIOPTE ISt
uAeHTU(DUKAINY, aHAIN3A,
OIICHKH U YIPABIICHUS
MOTEHUMAIbHBIMHU YIPO3aMHU
WJIM HETaTUBHBIMU
MOCJIEeICTBUAMU. MeTo b1
OIICHKH, aHaJIN3a U
YIPaBJICHUS] PUCKAMU, YMEHUS
Y HaBBIKH UCTIOJIb30BAHUS ITUX
MHCTPYMEHTOB B IpoLiecce
yIpaBieHUS GUIKYITBTYPHO-
CIIOPTUBHOM OpraHu3aIuei.
PUHAHCOBO-3KOHOMHUYECKHUE
pHUCKU B cdepe cropTa.

Brmonnenue 3aganui,
PEKOMEH/IOBAaHHBIX Y4EOHBIMU
MMOCOOMSIMH U
MYJTbTUMETUHHBIMU
pecypcamu.

Pabora ¢ ucnonbp3oBaHuEM
OPUTHHAIIBHBIX
npodeccuoHaIbHO-
OpPHUEHTUPOBAHHBIX
UCTOYHUKOB MHPOpPMAIUH, B
TOM 4ucIe u ¢ HTepHeT-
pecypcam JUIsl TTOATOTOBKH
JIOKJIa 1a.

10. Teopuu nuaepcTBa u
yIIpaBJICHUS

JInunoctHas Teopus
JIUIEPCTBA, IOBEACHUECKHE
teopun nuaepcrsa (Teopun
«X» u «Y» Makl peropa,
JIBYXMEPHBIEC TPAKTOBKH
CTHJIEH pYKOBOJICTBA U T.1I.),
CUTYallMOHHBIE TEOPHUH
munepcrBa (Monenb
pykxoBoacta dumnepa,
Teopus )KU3HEHHOTO LUK
Xepcu u bannmapnaa, Teopus
«yTh-Uenp» Xayca, Monens
NPUHATUHN pelennii Bpyma-
Werrona).

Brmmonmmenne 3amanui,
PEKOMEHIOBaHHBIX Y4eOHBIMU
IMOCOOMSIMH U
MYJIbTUMEIUMHBIMU
pecypcamu.

PaboTa ¢ ncroap30BaHuEM
AyTEeHTHUYHBIX HAYYHBIX CTaTEH
u ¢ UnTepHer-pecypcamu 1ist
MOJATOTOBKHU POJIEBBIX HTP.
[ToaroroBka Kk KOHTPOJIBHOU
pabore.

11. OcHoBeI
KOpPIOPATUBHOTO
yIpaBJeHUS B CIOPTHUBHBIX
OpraHu3alMIX

Opranu3anoHHO-TIPaBOBbIE
(bopMBI CIIOPTUBHBIX
opranusauui. IIpuHIMIBI
pacKpeITUsl THPOPMALUU
smuTeHTaMu. KoHQIUKT
HUHTEPECOB.

PaboTa ¢ ncroap30BaHueM
AyTEeHTHUYHBIX HICTOYHUKOB
uH(pOpMalluU IO U3y4aeMoi
Teme. [Touck momoIHUTEILHON
uH(opMaIuu I MOATOTOBKHU
K IUCKYCCHH T10 TEME.

12. dunancosas
OTYETHOCTH B CHCTEME
yIpaBJICHHs CIIOPTUBHON
OpraHu3anuen

Hcnonp3oBanue
Oyxrantepckoil HUHpOpMalHHu.
DHUHAHCOBBIEC OTYCTHI
OO0menpuHATHIC TPUHITUATIBI
Oyxyueta

Haxomnnennsle / Ha4nUCIIEHHBIE
00s13aTeILCTBA.

Ywucrasg cTOUMOCTb.

Brimonnenune 3aganui,
PEKOMEHIOBaHHBIX YYeOHBIMU
MOCOOUSIMU H
MYJTbTUMEINHHBIMHU
pecypcamu.

Pabota c yueOHoOI 1
CIIPaBOYHOU JTUTEPATYPOU.
Pabota c ucnonp3oBanuemM
OpPUTMHAJIBHBIX
npodeccCuoHaIbHO-
OPUEHTHPOBAHHBIX




UCTOYHUKOB MHPOpMAIUH, B
TOM uucie u ¢ UatepHer-
pecypcamu JUIsl MIOATOTOBKHU
K KelC-aHAJIN3Y.

13. OcHOBBI HAJIOTOBOI'O

y4eTa B CIIOPTUBHBIX
OpraHu3alusaX

Hanorossie JI6IOTHI.
Hanorosoe 3akoHO1aTEIIECTBO
B cdepe criopra. Ponb

PO eCCHOHATBHBIX
AKCIIEPTOB B BOIIPOCAX YIUIAThI
HaJIOTOB CLIOPTCMEHAMH.

Brmmonnenune 3aganui,
PEKOMEHIOBaHHBIX YICOHBIMH
IOCOOMSAIMH U
MYJIbTUMETUHHBIMA
pecypcamu.

PaboTa ¢ ucroap30BaHuEM

JlononnurensHOE OPUTHHAIBHBIX 00pa3OB IS
00513aTeNIbCTBO IOATOTOBKH K €€ aHaJIN3Yy.
npo¢eCCHOHATBHBIX N3yuyenue marepuana no
CIIOPTCMEHOB 110 yIUIaTe po0IeMaM MeXbI3bIKOBOH U
«HAJIOTa Ha CIIOPTCMEHOBY. MEXKYJIbTYPHOU
KOMMYHHUKAIIUH.
[ToaroroBka Kk KOHTPOJIBHOMN
pabore.
Hpopuias «MapkeTuHn»
Tabauna 4.3.
HaunmeHnoBanue Ilepeyennb ®opMbl BHEAYAUTOPHON CaMOCTOATEIbHOM
TeM BOIIPOCOB, padoThI
(pa3nesoB) OTBOAUMBIX Ha
AUCHHUIINHBI CaMOCTOSITEIbHOE
OCBOCHHE
1. Ponb Cneunanuzanuu BrinonHenue 3a1aHuii, peKOMEH0BaHHbIX
MapKEeTHHTa B MapKeToJIora. y4eOHBIMH ITOCOOUAMU M MYJTbTUMETUIHHBIMU
OusHece. Pabouue pecypcamu. Pabota ¢ ucnoiab3oBaHUEM
00513aHHOCTH OpPUTHHANBHBIX MPO(ECCHOHATBHO-
MapKeToJIora. OpPUEHTUPOBAHHBIX UICTOYHUKOB MH(OpMaLIHH,
Kopnoparususlit BKJItOUasi IHTepHET-pecypehl U1l MOATOTOBKU
VMHJUK. npeseHTauui ¢ ucnoabzoanuem CII.

2 . Ku3HeHHbIit
[UKJI TOBapa.

Twumsl 1 BUABI
TOBApOB U YCIIYT.
Martpuna bKT'.

BrimonHenue 3a1anuii, peKOMEHI0BaHHBIX
y4€OHBIMU TTOCOOUSIMU ¥ MYJTTUMETUUHBIMU
pecypcamu. Pabota ¢ yueOHOI 1 cripaBOYHOM
nutepatypoil. Pabora ¢ ucnosnb3zoBanueM
OpPUTHHAIBHBIX PO(ECCHOHATBHO-
OpPUEHTUPOBAHHBIX UCTOYHHKOB HH(OpMAIIHH, B
TOM uucie u ¢ IHTepHeT-pecypcamu Jist
MOJITOTOBKH K TPYIIIOBOM JIUCKYCCHUH.

3. AcCOpTUMEHT U
IE€HOBAas IOJIMTHUKA.

LleHoBas monIMTUKA
PO3HUYHOTO
MmarasuHa. PakTopsl,
BIIHSTFOIIIME HA
¢dbopmupoBaHue
TOPTOBOTO
ACCOPTUMEHTA.

PaboTa ¢ ucnosib30BaHEM OPUTHHAIBHBIX
npodeccnoHanTbHO-OPHUEHTHPOBAHHBIX
MCTOYHHUKOB HH(OPMAIIIH, B TOM YHUCIIE U C
WNHTepHeT-pecypcamu 111 MMOATOTOBKH K KEHC-
aHaJIN3Y U MYJIbTUMEIMNHON MTPE3ECHTALINH.

4. MapKeTHUHTOBBII
IJIaH: ayJIUT U
LEJTH.

I{eneBble pbIHKH.
AHanan3 OCHOBHBIX
KOHKYPEHTOB.

Pabora ¢ ucnonb30BaHNEM OPUTHHAIBHBIX
po¢eCcCHOHATBLHO-OPHEHTUPOBAHHBIX
HMCTOYHUKOB MH(GOpPMAIH, B TOM YHUCIIE U C




WNHTepHeT-pecypcamu A1l IMOATOTOBKU K KEHC-
aHaJIu3y U MYJbTUMEIUUHON MPE3EHTALINU C
ncnonb3oBanrem CJII1.

5. MapKeTUHT OBbIH
IJIaH: CTpaTerus u
TaKTHKA.

Pazpaborka SMART
Lesei.

BelnonHenue 3aganuii, peKOMEH10BAHHBIX
y4eOHBIMU MTOCOOUSIMU U MYJIbTUMETUUHBIMU
pecypcamu. PaboTa ¢ yueOHOM 1 CripaBOYHOM
nuTepatypoii. Pabora ¢ ucronp3oBaHneM
OpPUTHHAIIBHBIX PO(ECCHOHATBHO-
OpPUEHTUPOBAHHBIX UICTOYHHKOB HH(OpMAIIHH, B
TOM umciie u ¢ UHTepHeT-pecypcamu s
MOATOTOBKH K JIETIOBOM Urpe U jedaTam.
W3yuenue maTepuaia mno npodiemam
MEXBbA3BIKOBOU U MEKKYJIBTYPHON
KOMMYHUKAaIUU.

6. O0mienue ¢
KJIMEHTAMU.

Knunentckui
npoduns. OOparHas
CBSI3b C KJIIMEHTOM.
MapxkeTuHroas
ATHUKA.

Pabota ¢ ucnonp30BaHMEM OPUTHHATBHBIX
npodeccnoHaNTbHO-OPHEHTUPOBAHHBIX
HMCTOYHHKOB WH(OpPMAIUH, B TOM YUCJIIE U C
WNHuTtepHeT-pecypcamu i1 MOATOTOBKU K KeEHc-
aHaJM3y U MYJbTUMEIUUHON MPE3CHTALINH.

7. UccnienoBanue
PBIHKA.

Co6op undpopmanuu.
TenedonHsIii onpoc.

BrimonnHeHue 3aqannii, peKOMEHI0BaHHBIX
y4€OHBIMU MTOCOOUSIMU ¥ MYJTBTUMETUUHBIMU
pecypcamu. PaGota ¢ yueOHOI U cripaBOYHOM
nuTepatypoid. Pabora ¢ ucronbp3oBaHreM
OPUTMHAJIBHBIX PO ECCUOHAIBHO-
OPUEHTHPOBAHHBIX UCTOYHUKOB HH(OpMAIKH, B
TOM uucie u ¢ IHTepHeT-pecypcamu 1
MOATOTOBKHU K TPYNIIOBON JUCKYCCHUHU.

8. PazBurtue
HOBOTO MPOJIYKTA U
OpeHIHT.

Mo3roBoi WTypM.
ITo3nnmoHHbIE
CTpaTEeruH.

Brinonnenue 3aganuii, peKOMEHI0BAHHBIX
y4€OHBIMU TTOCOOUSIMU ¥ MYJTTUMETUUHBIMU
pecypcamu. PabGota ¢ ucnonab3oBaHUEM
ayTeHTHUYHBIX MPO(ecCuoHaNbHO-
OpUEHTUPOBAHHBIX UICTOYHUKOB MH(OpMAIIHH, B
TOM yHciie u ¢ UuTepHeT-pecypcamu s
W3BJICYCHHSI PEICBAHTHON HH(OPMAIIIH C
1[EJBI0 BEJICHUSI TUCKYCCUH

9. Bueapenue
HOBOI'O IPOJAYKTa
Ha PBIHOK H €ro

Pa3paboTka HOBBIX

naei. Kanane! cObITa.

Buns! pereiinepos.

BeinonHeHue 3a1aHuii, peKOMEHJOBaHHBIX
y‘Ie6HI)IMI/I [IOCOOUSIMH U My.]'[BTHMeI[HfIHBIMH
pecypcamu.

MIPOJBUKEHHE. Pabora ¢ ucnonb3oBaHHEM ayTEHTUYHBIX
npodecCHOHATBLHO-OPHEHTUPOBAHHBIX
UCTOYHUKOB MH(GOpPMAIUH, B TOM UHCIIE
BKJItOUasi IHTepHET-pecypchl 1Sl U3BIEUEHUS
pelieBaHTHOM MH(OPMAILIMH C LENbI0 BeIEeHUs
JMCKYCCHH I10 M3y4aeMOU TEME.

10. Pexnama. Pabora c Brinosnnenue 3aganuii, peKOMEH10BaHHBIX
pEKIaMHBIMU y4eOHBIMH ITOCOOUAMU ¥ MYJTbTUMETUHHBIMU
areHCTBaMH. pecypcamu. PaboTa ¢ yaeOHOM U cripaBOYHOM
Pelitenru. nuteparypoii. Pabota ¢ ucnonp3oBaHreM
Hanucanue OpPUTHHAJIBHBIX PO(eCCHOHATBHO-

3¢ HEKTUBHOTO Tpecc
penmsa.

OpUEHTUPOBAHHBIX UICTOYHUKOB HH(OpPMAIIHH, B
TOM ymciie u ¢ UHTepHeT-pecypcamu s
MOJITOTOBKH K JIEJIOBOM Hrpe u gedaram.




11. TeneMapKeTHHT. BrinosnHenue 3a1anuil, peKOMEH/1I0BaHHBIX
MapKeTHHrOBbIE [IpsiMoit MapKeTUHT. | Y4eOHBIMU MTOCOOUSIMU ¥ MYJTbTUMETUHUHBIMU
MEpONPUSITHS. [Tonapkwu. pecypcamu. PaboTa ¢ ucnosib3oBaHUEM
Opranuzanus ayTeHTUYHBIX MpodeccnoHanbHo-
MEPOTIPHUSTHS. OpPUEHTUPOBAHHBIX UICTOYHUKOB HH(POpMAIIHH,
BKJItOYas IHTepHET-pecypcehl Uil N3BIICUEHUS
pelieBaHTHOM HH(DOPMAIINH C TS0 BEICHUS
JIUCKYCCHH.
12. KoukypeHTtHble | MapKeTHHTOBBIE Pabora ¢ ucmonp30BaHNEM OPUTHHATBHBIX
CTpaTeruu aKILIMY U peKJiaMa Kak | nmpodeccrnoHalbHO-OPHEHTUPOBAHHBIX
cTparerus WUCTOYHUKOB MH(POPMAITUH, B TOM YUCIIE U C
MIPUBJICYECHUS WNHTepHeT-pecypcamu i1 MOATOTOBKU K KEHC-
BHUMAaHMUSI. aHAIN3Y U MYJIbTUMEIUNHON IPE3EHTAIIUHU C
CuibHBIC U c1a0bIe ucnonb3oBanuem CJ/II1.
CTOPOHBI
TPaAULMOHHOTO
MapKeTHUHTA.
13 Hogeble kanassl u Pabota c ucnonp30BaHMEM OPUTHHATBHBIX
MapkeTuHroBbie METO/1bI npodeccnoHaNTbHO-OPHEHTUPOBAHHBIX
CTpaTeruu B MIPOJIBHKCHHSI. HMCTOYHHKOB UH(OpPMAIUU, B TOM YUCJIIE U C
KpU3UC Meron WNHuTtepHeT-pecypcamu i1 MOATOTOBKU K KEHcC-
COCPENOTOYCHHUS Ha aHAIM3y U MYJIbTUMEIUNHON IIPE3ECHTALUHU C
IJ1aBHOM ucnojb3zoBanrem CJII1.
14 Pexnama xak Buj Pabota ¢ ucnonp30BaHMEM OPUTHHATBHBIX
MapkeTuHroBbie KOMMYHHKAIIMH U KaK | MpodeccrnoHalbHO-OPHEHTUPOBAHHBIX
KOMMYHUKAIUU Croco0 JOHECTH HMCTOYHHKOB WH(OpPMAIUU, B TOM YUCJIE U C

UH(OPMAILIHIO.
PannonansHOE 1
SMOILIMOHAJILHOE B
peKname.
Hckaxenne
uH(popMaluu B
MapKETUHT OBBIX
KOMMYHUKAITUSX.

WNHTepHeT-pecypcamMu A1 MOATOTOBKU K KEHC-
aHAIM3y U MYJIbTUMEIUNHON IIPE3CHTALUN C
ucnosb3oBanrem CJII1.

Mpoduias «Jlorucruxa»

Tabnuma 4.4.

HaunmeHnoBanue Tem

Ilepeyenb BOnpocos,

DopMbI BHEAYAUTOPHOM

(pa3nenoB) OTBOJAUMBIX HA CaMOCTOSITE/IbHOI PadoThI
AUCHUILTUHBI CaMOCTOsITe/IbHOE

OCBOEHHE
1. IIpodeccuu B OcobenHoctu Pabora ¢ ucmonap30BaHNEM OPUTHHATBHBIX

cdepe JIOTUCTHKH.

npodeccuu norucra

npodeccroHabHO-OPUEHTUPOBAHHBIX
HCTOYHHUKOB MH(POPMALIUH, B TOM YUCIIE U
C UCIIOJIb30BaHUEM VHTEepHET-pecypcoB
JUIsl TIOATOTOBKHU K Kelc-aHaINU3y U
MYJIbTUMEANNHOMN MPE3EHTALNH.




2. Jloructuueckue
YCITYTH.

Mapuipyt ciie1oBaHus.
OcobenHoctu
JOTUCTUYECKUX YCIIYT.

BrinosiHeHue 3a1aHui, pEKOMEHI0BaHHBIX
y4eOHBIMHU TTOCOOUSMH U
MYJIbTUMEIUIHHBIMU PECYPCaMHU.

PaGora c ucnonap30BaHNEM ayTEHTHYHBIX
po¢eCcCHOHATLHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(POpPMAIUH, B TOM YUCIIE U
¢ MaTepHeT-pecypcamu i1 M3BICUCHUS
peleBaHTHON HHPOPMAIIIH C LENbI0
BEJICHUS INCKYCCUU.

3. llenouku
MOCTaBOK.

[IpuHIUIIBI CHAOKECHMS.
Tloka3arenu nocTaBoK.

PaGora ¢ ucnoiab30BaHUEM OPUTHHATBHBIX
po¢ecCHOHATbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(GOpPMAIUH, B TOM YUCIE U
¢ MHTepHeT-pecypcamu 111 MOATOTOBKHU
K KeHC-aHAJIM3Y U MYJIbTUMEINITHOMN
npezentanmu ¢ npumenenuem CIL.

4. Ucnonn30BaHue
LIETIOYKH ITOCTABOK
JUIS YBEJIUYEHUS
o0beMa IPoJIaK.

Tunel TOProBuIx
NPEATPUATHH.
dopmupoBaHue
ACCOPTHUMEHTA.
CrumynupoBaHue
cObITa.

BrinonHeHue 3a1aHuii, peKOMEHJOBaHHBIX
y4eOHBIMU TTOCOOUSIMU H
MYJIbTUMEIMUHBIMU pecypcamu. Pabora ¢
UCIIOJIb30BAaHUEM ayTCHTHYHBIX
poQeCCHOHATBHO-OPHEHTHPOBAHHBIX
UCTOYHUKOB MH(POPMAIUH, B TOM YUCIIC U
¢ MHTepHeT-pecypcamu Uisi U3BIICUCHUS
peneBaHTHON MH(GOPMAITUH C IIEJIbIO
BEJICHUS JINCKYCCUU

5. MupoBas cucrema
cHaOXeHUs

CtouMocCTb B LIeTIH
noctaBok. Kanbkymnsius
3aTpaT. MeTozsl
1IEHO00Pa30BaHMUS.

BrinosiHeHue 3a1aHuil, pEKOMEH1I0BaHHBIX
y4eOHBIMU TOCOOUSIMH U
MyJbTUMEAUNHBIMU pecypcamu. PaboTa ¢
y4eOHOI U CIpaBOYHOM JINTEPATYpOH.
Pabora ¢ ucnoiab30BaHNEM OPUTHHATBHBIX
npogeccnoHaIbHO-OPHUEHTUPOBAHHBIX
HMCTOYHUKOB MH(GOpPMAIUH, B TOM YUCIIE U
¢ MHTepHeT-pecypcamu sl MOATOTOBKH
K JICTIOBOM Urpe u jaedaram.

6. TpancniopTHas
JIOTUCTHUKA

OyHKIUU
3KCIeMpOBaHUs. Buasbl
KOHTEUHEPOB . Mepsl
W3MEpPEHHS TPUHATHIE
IIpY TPAHCIIOPTUPOBKE
TOBApOB.

Brinmonnenue 3aganuii, peKOMEHJ0BaHHBIX
y4eOHBIMHU TTOCOOUSAMH U
MYyITbTUMEIUHHBIMU pecypcamu. PaboTta ¢
y4eOHOM U CITPaBOYHOM JIUTEPATYPOH.
Pabora ¢ ucrnonbp3oBaHuEM OpUTHHAIBHBIX
npoeccrnoHaIbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MHGOPMAIUH, B TOM UUCIE U
¢ MHTEpHET-pecypcaMul ISl TTOJITOTOBKH
K JIeJIOBOM HIrpe U jiedbaram.

7. Yupasnenue
3arnacamu

Knaccudukanms
3anacoB. Ctagun
yIpaBJICHUS 3amacamu.
OcHOBHBIC TTOKa3aTeIIN
yIpaBJIeHUSI.

PaGora ¢ ucnoiab30BaHNEM OPUTHHATBHBIX
npo¢eccCHOHATbHO-OPUEHTUPOBAHHBIX
HMCTOYHUKOB MH(GOpPMAIUH, B TOM YUCIIE U
¢ UnrepHer-pecypcamu 1 MOATOTOBKH
K KeHC-aHAIN3y U MYJIbTUMEIUNHON
IIPE3CHTALNH.

8. XpaHenue u
CKJIAJIbI

TpebGoBanust k
OpTraHHU3aI’
CKJIAJICKOT'O XO035MCTBA.
Knaccudukanus

BrinosniHeHue 3agaHui, pEeKOMEHI0BaHHBIX
y4eOHBIMU TTOCOOHSIMU U
MyJIbTUMEANIHBIMU pecypcamu. PaboTa ¢
y4eOHOI U ClIpaBOYHOM JIUTEPATYPOH.




ckianoB. Ckianckas
TOKyMeHTaIus. MeTo bt

ydera.

Pabota ¢ ucrnonbp30BaHuEM OPUTHHAIBHBIX
poeCCHOHATTLHO-OPHUEHTUPOBAHHBIX
NCTOYHUKOB I/IH(l)OpMaI_[I/II/I, B TOM HHUCJIE U
¢ MHTepHEeT-pecypcamMu ISl OATOTOBKH
K JIEJIOBOI Urpe u aedaram.

9. lokymeHTauus u
¢uHaHCH B
JIOTUCTHKE

TpancniopTHas
JIOKYMEHTAIHSI.
@OuHaHCOBBIE TOTOKH B
JIOTUCTHKE.

PaGora ¢ ucnoiab30BaHUEM OPUTHHATBHBIX
po¢eCcCHOHATLHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(POPMAIUH, B TOM YUCIIE U
¢ MHTepHeT-pecypcaMu 11sl OJTOTOBKH
K KeHC-aHAJIM3Y U MYJIbTUMEINITHOMN
IIPE3EHTALNH.

10. JIoructuka u
crcTeMa CHAOKEHUS.
O6miee u paznuyue.

OKOHOMHYECKOE
obecrnieucHUe
JIOTUCTHKH, OIICHKA
MIPOU3BOUTEIHLHOCTH
JIOTUCTUYECKOM
CHCTEMEL.

BrimonHeHue 3a1anuii, peKOMEHJOBaHHBIX
y4eOHBIMU TTOCOOHSIMU H
MYJIbTUMEIMUHBIMU pecypcamu. Pabora ¢
y4eOHOM U CITPaBOYHOM JIUTEPATYPOH.
PaGora ¢ ucronp30BaHuEeM OPUTHHATBHBIX
podecCHOHaTbHO-OPHEHTHPOBAHHBIX
UCTOYHUKOB HH(OpMAIMH, B TOM YHUCIIE U
¢ UnTepHeT-pecypcaMu Juisi TIOATOTOBKU
K JICJIOBO# MTrpe U nedaTam.

11. CtpaxoBaHue

Bunpel puckos.
Opranuzanus
CTpaxOBaHMSI.

Pabora ¢ ucnonab30BaHNEM OPUTMHAIBHBIX
npogeccuoHaIbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB HH(OpMAIIH, B TOM YUCIIE U
¢ MHTepHeT-pecypcamu sl MOATOTOBKHU
K KEHC-aHAIN3Y U MYJIbTUMEIUNHON
IIPE3CHTALMH.

12. 3akynouHas

Cucremsl JIT, VMI

Pabora ¢ ucnonab30BaHMEM OPUTMHAIBHBIX

JIOTUCTHKA u MRP B 3akynouHnoit npogeccnoHaIbHO-OPHUEHTUPOBAHHBIX
JIOTUCTHKE HMCTOYHUKOB MH(GOpPMAIUH, B TOM YUCIIE U
OnepatuBHBIN ydeT ¢ UnrepHer-pecypcamul 1 MOATOTOBKU
JBHKECHUSI MATEPUAJIOB | K KEHC-aHAIN3Y U MYJIbTUMEIUNHON
Ha CKJIaJIe ¥ KOHTPOJIIb IIPE3EHTALUH.
34 YPOBHEM HX 3aI1acoB
13. [InanupoBanue Pabora ¢ ucrnonb30BaHuEM OpPUTHHAIBHBIX
[Ipou3sBoacTBeHHAA MOTPEOHOCTH npoeccrnoHaIbHO-OPUEHTUPOBAHHBIX
JIOTUCTHKA B Marepuanax (MRP) UCTOYHUKOB MH(OpMAIMH, B TOM YHUCIIE U
[InanupoBanue ¢ nTepHeT-pecypcamu 111 MOATOTOBKH
noTpeOHOCTH K KeHC-aHAIU3y U MYJIbTUMEIUNHON
B MomHoCTsX (CRP) MIPE3CHTALMH.
14 CRM-cucremsl. Pabora ¢ yueOHOI 1 cipaBOYHOM
Nudopmanmonnbie EDI-cucrembr muteparypoit. PaboTa ¢ ucnonp3oBaHueEM

CHUCTCMBI B JIOTUCTHUKC

Kparkas
XapaKTepUCTHKA pPbIHKA
MH(POPMAaIMOHHBIX
CUCTEM

OPUTHHAIBHBIX MPO(ECCHOHATBHO-
OPUECHTHUPOBAHHBIX HCTOYHHUKOB
uHpopMaIy, B TOM ymcie u ¢ HTepHer-
pecypcamu

6.2. Ilepeyennb BONPOCOB, 3a1aHUI, TeM IS MOATOTOBKH K TEKyILIEeMY

KOHTPOJII0

IIpuMep TecTa TeKymero KOHTPOJisi (KOHTPOJIbHOI PadoThI)




Ipodunu «PUHAHCOBBIN MEHEIKMEHT», « MeHeKMEeHT U yIpaBJieHHe
OM3HecoM», «YIpaBJIeHHe NPOIYKTOM»

MID-TERM TEST

VARIANT A

Task 1. Read the text and choose the correct answer from A, B or C.
Management is essential for an organized life and necessary ...(1) ... all types of
management. Good management is the backbone of successful organizations.
Managing an organization means ...(2) ... with and through other people ...(3) ...
its objectives. Management is a set of principles relating to the functions of planning,
organizing, directing, and controlling, and the application of these principles in
harnessing physical, financial, human, and informational resources efficiently and
effectively to achieve organizational goals. ...(4) ... the management of an
organization into levels is vital to ...(5) ... the productivity and work performance
of employees. Although when there is a change in the size of the business or the
workforce, there would also be a change in the number of levels of the management.
The three levels of management ...(6) ... a separation between the managerial
positions of the organization. The administrative rank of an organization worker
determines the extent of authority, the status enjoyed, and the chain of command that
can ...(7) ... by the worker. Middle managers are in charge of ...(8) ... any changes
needed in an organization. There are three levels of management found within an
organization, and the levels are: top-level management, middle-level management
and low-level management. Top-Level Management ...(9) ... to as the
administrative level. They coordinate services and are keen on ...(10) .... The top-
level management is made up of the Board of Directors, the Chief Executive Officer
(CEO), the Chief Financial Officer (CFO) and the Chief Operating Officer (COO)
or the President and the Vice President.

A B C
1 running to run have been running
2 getting things done to get things done being got things done
3 to achieve achieving to have achieved
4 Being segmented To segment Segmenting
5 having been maintaining maintain
maintained
6 to provide to be provided provide
7 to be controlled be controlled being controlled
8 facilitate facilitating facilitated
9 is also referred to have been referring | refferring
10 | being planned to have been planning | planning

Task 2. Read the text. Decide if the following statements 11-15 are true (T) or
false (F).

The performance gap between the newer Agile ways of working and more
traditional styles of top-down, plan-driven project management is huge. The most



commonly used old approach, Waterfall, has a success rate of just eleven percent.
A successful project is defined as one completed in a reasonable period, within
budget and to the satisfaction of users. Waterfall involves a lengthy process of
gathering and documenting all aspects of the new product. The documents are
passed through assorted departments to be signed off. In 1986 two professors from
Japan, Hirotaka Takeuchi and Ikujiro Nonaka, wrote a paper in the Harvard
Business Review which declared that ‘the old, sequential approach to developing
new products simply won’t get the job done’. The ‘relay race’ wasn’t working —
this is where departments completed their part of a task and then handed over the
project to the next department. Instead, they recommended that people from
different parts of a company work together like a team in sport. Je Sutherland and
Ken Schwaber are the co-creators of Scrum, an Agile approach to project
management. According to research, projects that use Scrum or other Agile
approaches have a thirty-nine percent success rate. The term Agile came from
seventeen software engineers who got together to write down their ideas in a ski
resort in Utah in 2001. They highlighted the need for close collaboration with
customers and responsiveness to change. Sometimes it could take months between
the start of a project and product delivery. Instead, they suggested that teams from
different departments worked on the product together for short periods. The aim
was to be able to quickly show the unfinished product to the customer, who could
make suggestions. The team would use the comments to improve the product for
the next stage. Scrum calls its development cycles ‘sprints’.

11. The paper published by two Japanese professors criticized the obsolete

style of product development.

12.Projects fulfilled with the use of Scrum have a 50% success rate.

13.The term Agile came from seven software engineers who decided to create
the new approach in management in 2001.

14.The idea of a new approach offered was in showing the unfinished product
to the customer to get suggestions from them and improve the finite product.

15. The comments to improve the product for the next stage are required.

Task 3. Match the term with its definition.

16.Money that a company receives, especially from selling goods or
services result of a particular action or situation, often one that is bad or
inconvenient.

A B C

revenue rent turnover
17.To stand or be positioned close together in a group.

A B C

unite cluster appoint

18. To start something that will last for a long time, or to create something in a
particular way.

A B C




| found | cost | establish

19. With different parts or things connected or related to each other.

A B C
mutual interconnected peripheral
20. One part of a large organization, such as a company or university, that deals
with a particular area of work, business, study, etc.
A B C
department section unit
21. To express a thought, feeling, or idea so that it is understood by other people.
A B C
define convey handle
22. The act of putting a plan into action or of starting to use something.
A B C
identification measurement implementation

23. To give official permission for smth to happen, or to give official permission to
do something.

A B C

authorize establish exert

24. To give a description of something or information about something to
someone.

A B C

permeate submit report

25. To control and direct the public business of a country, city, group of people,
etc.

A B C

monitor govern manage

Task 4. Choose the only possible variant in each sentence.

26. The senior manager instructed the emphasis ... on each activity would vary
according to the position in the hierarchy.

a. placing

b. to place

c. to be placed

27. Managers perform their functions by... goals for their departments and other
business units.

a. to set

b. having been set

C. setting

28. Middle managers can motivate and assist first-line managers ... business
objectives.
a. to achieve



b. to have been achieved
c. being achieved

29. In a data matrix, rows usually represent objects ..., and columns usually
represent features or attributes of the objects (typically experiments).

a.to clustered

b. clustering

c. to be clustered

30. The top-level management is considered ... the management of goals and
policies and the ultimate source of authority of the organization.

a. to control

b. controlling

c. to have been controlled

31. Middle managers may also communicate upward, by ... suggestions and
feedback to top managers.

a.to offer

b. offering

c. having been offering

32. Ouchi’s theory Z focuses on ...employee loyalty to the company by providing
a job for life.

a. being increased

b. increasing

c. to be increased

33. The Hawthorne Effect suggests that employees want their work ..., and only on
that condition they will be more productive.

a. to be measured and studied

b. being measured and studied

c. to have measured and studied

34. In addition to raising salaries and offering signing bonuses and stock options,
leaders are looking for even more ways ... in today’s competitive labor market.
a. to having been attracting talent and boosting motivation

b. to attract talent and boost employee motivation

c. attracting talent and boosting employee motivation

35. With many workers now accustomed to ... from home, some organizations are
building on-site wine bars, covering commuting costs, or providing free lunch to
encourage employees to come back into the workplace.
a. having been working
b. be working

c. working



Task 5. Match the notions on the left to their definitions on the right.

36 | disturbance result or effect

37 | contingency to state or describe something clearly and exactly

38 | hierarchical not central or of main importance

Q0w >

39 | specify the ability or power to decide or strongly influence the
particular way in which something will happen or
someone will behave, or the condition of having such
ability or power

40 | organization | E | to put someone or something into a less important
position

41 | subordinate | F | something that you are planning to do or achieve

42 | peripheral | G | someone who is high or higher in rank

43 | control H | something that interrupts someone or makes someone
feel worried

44 | objective | | to discover the exact size or amount of something

45 | senior J | agroup of people who work together in an organized

way for a shared purpose

K | arranged according to people's or things' level of
importance, or relating to such a system

L | something that might possibly happen in the future,
usually causing problems or making further plans and
arrangements necessary

Task 6. Make up a correct form from the words in capital letters on the right
to complete the sentences 1-10.

Management is based on ...46... theories and today we can SCIENCE
say thatitis a...47... science. But knowledge of theories and | DEVELOP
principles doesn't provide ...48... results. It is necessary to PRACTICE

know how to apply this knowledge. Practical ...49... of APPLY
knowledge in the management area requires certain abilities DEPEND
or skills. ...50... on its size, an organization may employ a MANAGE

number of specialized managers who are responsible for
particular areas of management.

Task 7. Writing (Opinion Essay)
Comment on the statement provided.
What is your opinion?
Write approximately 250 words.
Use the following plan:
. make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion



« explain why you don’t agree with the opposing opinion
« make a conclusion restating your position.

IIpumep TecTa TeKyero KOHTPOJisi (KOHTPOJIbHOI padoThl)
Mpodpuias «MeHeTKMEHT B CIIOPTE»

MID-TERM TEST

VARIANT A

Task 1. Read the text and choose the correct answer from A, B or C.

It is important for management accountants in sports ...(1)... the fundamentals of
performance measurement, analytics, revenue, taxation, and more.

In the last 40 years, the economics of sports ...(2) ... dramatically. Total spending
on sports sponsorship and advertising ...(3) ... at $77.7 billion in 2022, with a future
projected growth rate of almost 9% per year through 2027. Sport is big business,
...(4) ... diverse opportunities for finance and accounting professionals from entry-
level accounting roles to sophisticated analysis of franchise and player values.

A lot of factors ...(5) ... the ever-increasing valuations of sports franchises. Sports
can guarantee a live television audience and hence eyeballs for advertising.
Another driving force is that the geographic boundaries to ownership have largely
disappeared, which has increased the pool of individuals and entities ...(6) ... in
sports properties.

Nevertheless, only some sports can command lucrative media and digital rights fees;
others must ...(7) ... for exposure or rely on non-media-related revenue sources.
Furthermore, despite the huge sums, for example, seven of the UK’s Premier
League’s 20 teams ...(8) ... to be in financial distress in 2022. Costs for top talent
have been consuming an ever-increasing share of revenues.

From a financial standpoint, it is important not ...(9) ... the basics of economics and
accounting when ...(10) ... at sports. Emotion and passion can easily blur the
realities. Sports finance professionals need to bring discipline and data to decision-
making, planning, and financial management. Accounting professionals should pay
attention to performance measurement, analytics, revenue, taxation and so on.

A B C
1 | considering to consider considered
2 | have changed changed to change
3 | be estimated estimated was estimated
4 | created was creating creating
5 | are driving have been driven are driven
6 | investing has invested are invested
7 | paid to pay pay
8 | has reported were reported being reported
9 |ignore to ignore ignoring
10 | looking being looked to look




Task 2. Read the text. Decide if the following statements are true (T) or false
(F).

Sports teams only have so much money to pay players, coaches, assistant coaches,
and every other professional on the payroll. A payroll accountant is responsible for
managing the compensation process. The salary contracts for professional sports
players can be very complex, and the payroll accountant will compensate each player
and staff member based on the detailed terms in their contract. If they win a
championship, have good stats, or meet other terms in their contract, they may
receive bonuses. A payroll accountant will oversee this, and also keep up with
payroll tax regulations.

Sports teams make a lot of their revenues by selling team merchandise to fans. A
sports accountant specializes in merchandise accounting. A merchandise accountant
will manage the inventory that is being sold in stadiums, to vendors, and online.
He/she may also be involved in the pricing process, so that enough revenues are
gained.

Controllers oversee the accounting department for a sports team. They will look over
all of the accounting activities and work with payroll and merchandise accountants
to review profitability and to make important financial recommendations. Because
controllers have more responsibility, they make higher salaries than the average
sports accountant.

Just because you love sports but have no athletic ability does not mean that you
cannot enter the sports industry. You need to pursue a Bachelor’s degree in
accounting to enter into the industry as an entry-level accounting assistant. Once you
gain experience, you can work your way up the ranks. If you want to be a manager
or a controller, pursue a Master’s degree or MBA with a concentration in accounting.
Academic achievements will lead to professional success.

Salaries in the field can vary. The salary you earn will depend on the team you work
for and the position you are pursuing. Earn your degree, start looking at job
openings, and do what you enjoy doing in an atmosphere that you want to work in.

11. Coaches, players, assistant coaches, and every other professional are included on
the payroll.

12. Compensation process is managed according to the salary contracts for
professional sports players.

13. A sports accountant manages payroll processes, ensuring accurate and compliant
payroll calculations, tax deductions, and reporting.

14. Selling team merchandise in stadiums, to vendors, and online does not generate
much revenue for sports teams.

15. Controllers are those who have responsibility for all accounting-related
activities, managerial accounting within a company except for finance activities.
16. Since controllers' duties and responsibilities expand beyond that of an
accountant, they typically command larger wages.

17. Many sports careers don't require you to be an active athlete.

18. For an entry-level position, a Master’s degree in accounting is a minimum
requirement.



19. Academic excellence isn’t a prerequisite for professional success.
20. Salaries in the field will be different depending on a number of factors.

Task 3. Match the term with its definition.
21. The direction and scope of an organization over the long term to meet the needs
of the market.

A B C
contingency plan corporate strategy strategy investment
22. When companies operate in a range of different product or geographical areas of
business.

A B C
multi-market activities situational analysis core values
23. The amount of money moving into and out of a business.
A B C
fixed costs investment cash flow
24. A statement that shows the value of a  company’s assets (=  things
of positive value)and its debts.
A B C
balance sheet income statement financial statement
25. A person or group of people who own a share in a business.
A B C
manager stakeholder sponsor

26. Money that is spent on buildings and equipment to increase the effectiveness of
a business.

A B C

strategy investment capital investment cash flow
27. This is the job of keeping or examining the records of money received, paid, and
owed by a company or person.

A B C
taxation capitalisation accounting
28. The process of setting goals, procedures, and objectives in order to make a
company or organization more competitive.

A B C
strategic management management shared target
accounting
29. How well a person, machine, etc. does a piece of work or an activity is called ...
A B C
performance shared target strategy

30. A methodology to improve performance measurement, monitoring, and
improvement to achieve overall organizational objectives.
A B C
competitive advantage | strategic performance contingency plan
management
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Task 4. Choose the only possible variant in each sentence.
31. Sports organisations ... more than £1m in the next six months if the shutdown

a. lose ... will continue
b. would lose ... had continued
c. will lose ... continues

32. Reebok’s losses ... catastrophic three years ago if the crisis ... to discourage
sporting events.

a. could have been ... had continued
b. had been ... could have continued
c. could be ... continued

33. If the sports manager of this club ... a SWOT Analysis, they ... the best strategic
plans.

a. conducts ... would create

b. conducted ... would have created

c. conducted ... would create

34. Should one of the premium sportswear brands ... its product line, it ... by market
changes or new competitors.

a. diversify ... will be less shaken

b. diversifies ... will be less shaken

c. is diversified ... will be less shaken

35. If this brand ... a comprehensive branding strategy it ... various media and
communication channels to spread its brand message in all directions.

a. had ... could use

b. has had ... could have used

c. has ... could use

36. Adidas ... to potential customers provided that it ... its different social media
platforms in different ways while interacting with its customers

a. will reach out ... uses

b. reach out ... will use

c. reaches out ... uses

37. Nike ... some control over how its sneakers are made unless it ... manufacturing
processes to third-party suppliers working overseas.

a. won’t lose ... outsourced

b. doesn’t lose ... will outsource

c. won’t lose ... outsources

38. Did you enjoy ... a financial manager?
a. be



b. to

be

C. being

39. If Reebok’s sales ... to fall last year, the brand ... its first drop in earnings.
a. hadn’t started ... wouldn’t have recorded

b. didn’t start ... wouldn’t record

Cc. don’t start ... won’t record

40. Being a sports fan, he decided ... a joint honours degree in Sports Science.

a. doing
b. to do
c.do
Task 5. Match the notions on the left to their definitions on the right.
41 | strategy A | something that might possibly happen in the future,
investment usually causing problems or making further plans and
arrangements necessary
42 | competitive B | a right to sell a company’s products in
advantage a particular area using the company’s name
43 | corporate C | fixed procedure for evaluating a long-term plan of
accounting action for achieving a particular goal
44 | franchise D | a forecast of future revenues and expenditures
45 | cost accountant | E | the ability to imagine how
a country, society, industry, etc. could develop in
the future and to plan for this
46 | financial F | the act of obeying an order, rule, or request
projection
47 | certified G | a person who examines all the costs involved in a
management business activity or a production process in order to
accountant help managers decide how to make profits or save
money
48 | expertise H | a person who has a qualification from the Institute of
Management Accountants, showing that they are an
expert in accounting and financial management
49 | vision I | to discover the exact size or amount of something
50 | compliance J | specific accounting branch that handles accounting
for companies, prepares their accounts and any cash
flow statements, analyzes and interprets the financial
results for the business, and looks at any events such
as absorption, amalgamation, and consolidated
balance sheets
K | the conditions that make
a business more successful than the businesses it
Is competing with, or a particular thing that makes it
more successful
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\ \ \ L \ a high level of skill or knowledge

Task 6. Writing (Opinion Essay)

Comment on the statement provided.

Strategic management affects the entire organization.

What is your opinion?

Write approximately 250 words.

Use the following plan:
. make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion
« explain why you don’t agree with the opposing opinion
« make a conclusion restating your position.

IIpuMep TecTa TEeKyIero KOHTPOJIs (KOHTPOJIbHOM padoThI)

IHpodunb «MapkeTHHI»

MARKETING

MID-TERM TEST

VARIANT A

Task 1. Read the text and determine whether the following statements are
true or false.

The business landscape is becoming highly competitive. These days, if you want to
survive in any industry, it is essential to market your business. Only when you can
spread the word out about your business, it becomes easy for you to get new clients.
If you ignore the need for marketing, it would be tough for you to survive in your
industry. Marketing refers to the promotion of your products or services. However,
instead of promoting them in front of the non-targeted audience, it is better to
promote it in front of your target audience. Only when you do so, the conversion rate
will be on the higher side. The types of marketing are increasing due to the advent
of the digital world. These days, there are various types of marketing campaigns
which you can undertake. If you’re looking to go for offline marketing campaigns,
you can go with billboards, direct mail, and pamphlets. Similarly, if you’re thinking
about digital marketing, you can opt for social media marketing, PPC advertising as
well as SEO. There are various digital marketing agencies which can help you with
marketing tips for small businesses. The point is with so many different marketing
campaigns; you can quickly increase the reach of your business among consumers.
With the help of digital marketing especially, you can gain global consumers, which
will further expand your business. The primary function of each marketing campaign
IS to get you more customers. If you want to expand at a rapid pace, you have no
other option but to start a marketing campaign. If you don’t, your competitor
certainly will. It will mean that your competitor will have the edge over your
business. Once the competitor captures a significant market share, he/she can easily
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control the market. It will mean that your profit margins will be at the mercy of your
competition. So, to avoid such a situation, it is a much better idea to use a marketing
campaign to increase your sales. It will also enable you to gain more market share,
which will eventually help your business tremendously.

1 If you want to survive in any industry you have to promote your business.

2 If you do the marketing, it is easier to get new clients.

3. You can ignore he need for marketing, it won’t influence your business.

4. Marketing refers to banding your products and services.

5.  The conversion rate will be higher if you promote your services in front of
non-targeted audience.

6. With a successful marketing campaign you can quickly increase the reach of
your business among consumers.

7. Once the competitor captures a significant market share, your business will be
left at his/her mercy.

8. A marketing campaign can help you increase your market share.

Q. If you are thinking about digital marketing you can go with billboards, direct
mail and pamphlets.

10. You can’t get global customers by using offline marketing campaigns.

Task 2. Chose the best word or phrase to complete each of these sentences.

1. Marketers today use a greater variety of media and marketing ... to communicate
with their customers.

a) procedures

b) research

C) ways

d) methods

2. What percentage of the marketing budget should we .... For TV advertising?
a) give

b) share

c) distribute

d) allocate

3. In difficult times, companies may be able to negotiate lower advertising ....,
allowing them to do the same amount of advertising for less money.

a) prices

b) costs

C) rates

d) fees

4. “Sprite” is a brand name in the soft- drinks .... .
a) type

b) category

C) commerce



d) class

5. Many national brands find it difficult to compete with .... Brands, both at home
and internationally.

a) global

b) foreign

c) local

d) established

6. Many retailers are offering .... To get customers into their shops, for example
but one get one free, free delivery on all orders over 150.

a) competitions

b ) price reductions

C) price promotions

d) list prices

7. One challenge that pharmaceutical brands face is competition from ... products.
a) generic

b) look alike

C) pirated

d) own-label

8. Calculating the difference between the selling price and the costs gives you the
profit ... .

a) revenue

b) margin

c) difference

d) amount

9. A ... 1s anywhere the consumer can physically purchase products.
a) retail outlet

b) retail chain

c) retail market

d) retail store

10. Fashion retailer Zara now has a network of over 1500 stores globally and still
has plans for further ... .

a) stretching

b) extension

C) expansion

d) increase

Task 3. Match the terms with its definition in the right-hand column.
1. categories A | reductions in the usual price
2. rates B groups of products that are all of the same type




3 .demand C The systems you use to get goods to customers

4. returns D | goods returned because they are faulty or not
wanted

5. promotion E activities intended to help sell a product

6. discounts F bringing together separate activities into one
large whole

7. channels G the need that people have for particular goods

and services

8. consolidation | H the possibility that something will happen

9. prospects I basic charges for a service

10. intangible J something that a business has, but is not
assets physical, so hard to value. E.g. a brand name.

Task 4. Determine whether these statements are true or false.
1. A target market can be defined as group of customers that the business has
decided to aim its marketing efforts and ultimately its merchandise.

2. Survey is taking a representative portion of a material or product to test typically
for the purposes of identification, quality control, or regulatory assessment.

3. Marketing mix is price, product, distribution, promotion.

4. The aim of target marketing is to avoid having ‘slack’, surplus capacity.
5. The market niche defines the specific product features aimed at satisfying
specific market needs, as well as the price range, production quality and the

demographics that is intended to impact.

6. The core product has five characteristics: packaging, branding, styling, quality,
features.

7. Consumer goods fall into convenience, specialty, unsought and shopping goods.

8. One of the objectives of the pricing policy is to target a particular segment and
so ‘position’ the product.

9. Price discrimination may be used for bulk purchases or as a price cutting tactic
by a retailer, or as promotional aid.

10. The efforts of the marketing department are directed at moving the upper limit
of price downwards by increasing in some way the benefits to the customer.

Task 5. Choose the correct form. There is only one correct option.



1 It is well documented that brands that ... advertising during an economic
slowdown, when competitors ... their advertising can improve market share and
profits.

a) increase ... are reducing

b)increases ... reduces

C) is increasing .... is reducing

d) are increasing ... is reducing

2 Less than 10 years later Google’s determination to become the top search-and-
information service ... it to outstrip Yahoo.

a) had allowed

b) allowed

c) allows

d) allow

3 The brand was developed in the US in 1963, when its then parent company, PR
Mallory, ... to introduce a new battery and challenge the dominance of Eveready,
the former market leader.

a) wanted

b) want

C) was wanting

d) wants

4 Luxury-goods companies like LVMH ... very successful in expanding national
brands across borders and transforming them into global brands.

a) has been

b) was

c) have been

d) is

5 Successful companies ... do not abandon their marketing strategies in times of
economic uncertainty, they just need to adapt them.

a) doesn’t abandon

b) isn’t abandoning

c) aren’t abandoning

d) do not abandon

6 Since its introduction in 1964, the brand identity ... the inspiration for
advertising for the brand.

a) have been

b) has been

C) were

d) was



7 There .... have been many examples of brands that ... have been damaged by
strategic errors.

a) have been ... have been damaged

b) were ... have been damaged

c) have been ... was damaged

d) has been ... were damaged

8 Apple ... its direction after the departure of Steve Jobs, its co-founder, but ... its
position with his return.

a) had lost ... had regained

b) lost ... regained

c) lost ... was regaining

d) lost ... had regained

9 In today’s world, the advantages of innovation .... as long, and there are fewer
things that ... companies from competition.

a) won’t last ... protect

b) doesn’t last ... protects

c) don’t last ... protect

d) don’t last ... protects

10 Many computer users found that the new software ... compatible with some of
their old peripherals, such as printers or scanners, and that it ... slowly.

a) was not ... ran

b) is not ... 1s running

c) was not ... was running

d)isnot... ran

IIpuMep TecTa TeKymero KOHTPOJisi (KOHTPOJIbHOI PadoThI)

Hpodpuias «Jlorucruka»

MID-TERM TEST

VARIANT A

Task 1..Read the text and determine whether the following statements are
true or false.

The general public learned far more about supply chains last year than it probably
cared to. A host of disruptions to production and shipping interacted with soaring
demand for goods to produce bare shelves and rising prices. Although goods have
been in short supply, the number of measures tracking supply-chain woes has
proliferated at an impressive pace in recent months. All paint a picture of
historically high levels of disruptions, and an uncertain path ahead.

One gauge is an «ocean timeliness indicator», published by Flexport, an American
logistics firm. The indicator reports how long it takes a shipment to move from the
supplier’s warehouse to the departure gate of the destination port, for two big
freight routes out of China: to Europe and America. Three years ago the journey to
Europe took just under 60 days, and that to America just under 50. Travel times



then rose steadily after the pandemic struck. But the trends for the two routes have
diverged a little in recent months. Shipping times to Europe have fallen from above
110 days down to 108. Transport to America, at 114 days’ total journey time, takes
longer than ever.

A global supply -chain pressures index, compiled from a variety of indicators by
economists at the Federal Reserve Bank of New York, tells much the same story.
Before the pandemic the highest-ever reading of the index (which the researchers
have computed back to 1990s) was in April 2011. Then, troubles associated with
an earthquake and tsunami in Japan pushed the index up to 1.7 standard deviations
above its long run average. The measure surged much higher in spring 2020, to 3.9
standard deviations above the mean; last year (2021) it rose even further still,
reaching 4.4 in October. It has since retreated, but only by a touch, continuing to
signal a high level of stress.

1 The general public wanted to know more about supply chains.

2 The production was disrupted, but the demand grew.

3 «Ocean timeliness indicator» reports how long it takes a shipment to get to the
port of destination.

4 The is only one big freight route out of China — to Europe.

5 The travel times have hardly changed after the pandemic- they have always been
long.

6 The global supply chain pressure index shows the level of stress the world supply
chains are experiencing.

7 The global supply-chain pressure index was the highest -ever after an earthquake
and tsunami in Japan in April 2011.

8 The Federal Reserve Bank of New York started to compute the global supply-
chain pressure index before the pandemic.

9 Since October 2021 the global supply chain index has fallen by a touch.

10 Shipping times to Europe and America from China stay ultimately long — up to
108 and 114 days respectively.

Task 2. Chose the best word or phrase to complete each of these sentences.
1 Late delivery of essential components meant we could not meet production
targets and has led to production ... of 30 per cent for the last two months.

a) restriction

b) losses

c) shortfalls

d) shortages

2 If your sales ... are lower than the actual demand for a product, there is a risk of
product shortages.

a) results

b) forecasts

c) performance

d) requirements



3 Critical components for vehicles are manufactured by suppliers according to the
manufacturer’s design ... .

a) plan

b) conditions

c) specifications

d) instructions

4 At critical points during the production process, the buyer will want to carry out
... at the supplier’s factory to check the quality.

a) examinations

b) evaluations

C) investigations

d) inspections

5 .... reduces the risk of being dependent on a single supplier, but managing a lot of
suppliers needs additional time and resources.

a) Single-sourcing

b) Dual-sourcing

c) Multiple-sourcing

d) Exclusive

6 Low cost labour encouraged many multinationals to ... their manufacturing
operations to south-east Asia.

a) subcontract

b) offshore

c) backshore

d) outsource

7 Despite rising costs and wage inflation, China still remains the top location for
manufacturing ... .

a) investment

b) capacity

C) expenses

d) innovation

8 Maintaining ... standards has become an increasing challenge for large clothing
retailers because of the size and complexity of supply chains.

a) moral

b) honest

c) realistic

d) ethical

9 .... in the press about poor conditions in supplier factories abroad can damage a
company’s reputation with consumers and negatively affect its sales.
a) Allegations



b) Statements
c) Worries
d) Suspicions

10 Labour costs in Vietnam are amongst the lowest in the world, but many garment
workers are not paid a (n) ... wage (i.e. enough to cover basic costs of rent, food and
bills).

a) live

b) living

C) average

d) regular

Task 3. Match the definitions with the words given in the right column.
1 | something that gives a company an A | at the forefront
advantage over others
2 | extremely valuable and rare, which a lot of B | a pilot project
people want
3 | in the leading position C |atapremium

4 | the way goods are arranged in a store so they | D | a competitive edge
are easily seen by customers
5 | atest done on a small scale to see how E | display
something works
6 | information about sales, which is currentor | F | assembled

in real time
7 | replacement of what has been used or sold G | live sales data
8 | put together in a certain way H | battle
9 | rapidly increasing | | replenishment
10 | fight against J | surging
Task 4 . Match these words to make noun-noun partnerships.
1 production a) value
2 manufacturing b) goods
3 market C) capacity
4 industry d) costs
5 sales e) average
6 consumer f) forecasts
7 information g) times
8 business h) infrastructure
9 lead 1) system
10 logistics J) processes

Task 5. Choose the correct form. There is only one correct option.
1 In sectors such as consumer goods and retailing, established companies ...
already the easiest supply-chain efficiencies.



a) have achieved

b) achieved

c) has achieved

d) have been achieved

2 Supply -chain managers in many sectors .... greater visibility of what ... in their
supply chains and faster access to more accurate data.

a) is looking for ... happens

b) looks for .... happens

c) are looking for .... is happening

d) are looking for ... are happening

3 As the manager in charge of the world’s largest supply chain, Keith Harrison ....
the time .... To give the business of logistics more credit.

a) believed .... came

b) believes ... came

c) believes... has come

d) believes ... had come

4 Since his appointment in 2010 Mr Harrison ..... at the forefront of efforts to
drive costs from P&G’s supply chain, helping the company meet its long-term
sales and earnings growth targets.

a) has been

b) was

C)is

d) were

5 Mr. Harrison says P&G .... also increasingly over the past three years at ways
to turn improvements in the supply chain into top-line sales growth.

a) is looking

b) looks

c) has been looking

d) looked

6 When the supply chains are global and the products are fashion oriented, the
management of logistics .... a key factor in business success or failure.

a) becomes

b) is becoming

Cc) became

d) would become

7 When Edscha, a German manufacturer of sun roofs and other car parts, .... for
insolvency early in 2009, it .... BMW with a crisis.

a) files .... presents

b) filed .... presented



c) filed .... had presented
d) files .... presented

8 Failures among important suppliers .... many sectors, from manufacturing to
retail.

a) affect

b) affects

c) is affecting

d) affecting

9 Early warning system .... at operational issues such as whether quality
problems .... at a particular supplier, as well as financial issues, such as any
attempt to change payment terms.

a) look .... is increasing

b) looks ... increases

c) looks .... are increasing

d) is looking .... is increasing

10 Many companies .... even who their second-tier suppliers ...
a) don’t know ..... are

b) doesn’t know ....1s

c) aren’t knowing ... -

d) don’t know ... -

IIpuMepHbIe TeMBI AJ151 MUHH-ICCE (B PAMKAaX KOHTPOJIbHBIX padoT):
Ilpopunu «DPUHAHCOBBIN MEHEIKMEHT», «MVeHeIKMEHT U YyIpaBJCHHUE
On3HecoM», «YNpaBJeHUue MPOLYKTOM
1. Training and knowledge enable you to pursue a career in the world of
management
2. Management theories provide the ability to analyze the complexity of
organizations and their environments
3. To enhance usefulness and eliminate limitations needs an alternative type of
organization
4. Modern organizations face learning and development challenges in today’s
changing environment
Strategic management affects the entire organization
Organizations should increasingly adopt the use of compliance controls.
Management accounting, cost accounting and controlling are one and the
same thing.
8. Management accounting is able to help a company gain competitive
advantage.
9. There is no difference between Financial and Managerial Accounting.
10.To be meaningful, financial ratios must be viewed in comparison with the
ratios of other entities with similar characteristics

N oo



11.Financial ratios are one of the best and simplest ways to set an objective
performance standard

12.Classifying costs correctly and separating fixed from variable ones are
necessary for valid analysis

13.0verhead analysis gives you an opportunity to affect your financial
statements

14.Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role

15.To impress a future employer, it’s necessary to boost transferable skills,
leadership qualities being on top of these

IIpumepHbIe TEMBI 1JIs1 MUHH-3CCE (B paMKaX KOHTPOJIbHBIX padoT):
[popuiab «MeHeaKMEHT B CIIOPTE»

1. Strategic management affects the entire organization.

2. The most fundamental skills you need to be successful as a management
accountant in sport industry are an aptitude for and interest in numbers, math,
business and production processes rather than leadership and management skills.

3. Creating a budget is a crucial first step for a team treasurer.

4. The finances of the team should be handled through a team bank account, not a
personal one.

3. Communicating what’s happening with the team’s finances is important for the
team to stay on budget throughout the season.

4. Successful sport finance management is dependent on making intelligent
decisions that will maximize value for organizations.

5. Motivation helps players overcome many challenges, including losses, injuries,
and setbacks and stay focused on their goals.

6. Having a supportive network can help players stay motivated.

7. Finding inspiration can help players stay motivated.

8. Multiple reporting relationships is a characteristic of a matrix structure in
organizations.

9. Puma and Adidas place a stronger emphasis on direct-to-consumer channels in
their organizational structure.

10. The link between the desire to achieve and sporting success is an obvious one.
11. Motivation in a sporting environment can be defined as a desire that drives and
directs behavior.

12. The competitive market requires strategic decisions from sport managers.

13. Decision-making skills as well as people skills and communication skills are
among the most critical skills a sports manager must have to exercise organising
function effectively.

14. Management accounting is able to help a company gain competitive advantage.
15. Management accountants need to be able to see your organization’s big picture.

IIpuMepHbIe TeMBI AJ151 MUHH-ICCE (B PAMKAX KOHTPOJIbHBIX padoT):
Hpopuau «MapkeTunr», «Jlorucruka»


https://fourweekmba.com/organizational-structure/

1 Brand strategies are very important in securing the brand’s image.

2 Advertising is an old fashioned type of marketing and doesn’t work any more.

3 Brands and marketing are the same things.

4 People clearly hate ads these days.

5 The supply chain becomes critical when manufacturers move away from
vertically integrated production.

6 Disruptions of supply chains can cause bare shelves in stores.

7 Supply chain management and logistics can help strengthen the business
operation significantly.

8 An effective supply chain management is very important for European
companies, which source components from China and other parts of Asia.

9 Why is an effective supply chain a prize worth working for?

10 What practical steps can a company take to build strong relationships with its
suppliers?

11 Many companies need to have only one main strategy for locating all their
production.

12 In the current economic climate do you think the trend for shifting production to
countries with lower costs in Eastern Europe, Asia and Latin America will grow or
decline?

13 One good strategy for companies is to put their own people in supplier's
factories to audit and help them improve conditions.

14 It is impossible for brands to recover when things go wrong.

15 Brands are less important now than before.

16 To compete, retailers need websites that have lots of different technical features
that will improve customers' shopping experience.

17 Global campaigns are better developed by head offices rather than by local
ones.

18 Global advertising campaigns are creatively hamstrung by the need to be all
things to all men.

19 Customer service most often goes wrong when customers have queries that are
routine.

20. Every company should examine their product line carefully at least once a year.

IIpuMepHbIe TEeMBbI AJ151 IPE3CHTALUINA:
IIpodunu «DUHAHCOBBIN MEHEIKMEHT», « MeHeXKMEeHT U yIpaBJIeHHe
On3HecoM», «YpaBjeHHe NPOAYKTOM
1. Corporate training strategy
Management functions performed at different management levels
Management styles & Motivational theories
Measures to improve low motivation
Recruitment process
In-company training programs
Steps of strategic management process
Crisis management
Social corporate responsibility
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10.Risk management

11.Management accounting as a special branch of accounting

12.The three steps in management accounting

13.Uses of accounting information in management

14.Financial statements managerial accountants use

15.Generally Accepted Accounting Principles (GAAP) and International
Financial Reporting Standards (IFRS)

16.Methods to increase profit margin.

17.Cost accounting

18.Break-even analysis

19.Ways to understand the current financial position of a division

20.Fraud in management accounting

IIpumMepHbIe TeMBbI AJIs1 IPe3eHTALNI:
IMpoduias «MeHeTKMEHT B CIIOPTE»

o N OOk WwWNPE

9

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.

. Sports management functions.

. The role of controlling in sports management.

. The role of the manager in a football team.

. Sports club organizational structure.

. Organizational chart for employee positions in sports industry.
. Leadership in the sport industry.

. The greatest leaders in sports industry.
. Puma’s U-form organizational structure.

A‘matrix’ organizational structure.

Types of motivation for athletes.

Management styles and motivational theories in sports.
Risk management.

Accounting and tax challenges testing the sports industry.
Successful sport finance management.

Financial management for sport clubs.

A bank account for a youth sports team or club.

Sports operations management.

Levels of management for the Olympic committee.
Types of workers in sport organisations.

Planning as a basic function of sports management.

IIpuMepHbIe TEeMBbI AJ151 IPE3CHTALIUIN:
Hpopuiaun «MapkeTuHr», «Jloructuxka»
1 Marketing ethics.

2 Legal aspects of marketing.

3 Marketing research.

4 New product development.

5 Brainstorming.


https://fourweekmba.com/organizational-structure/
https://fourweekmba.com/organizational-structure/

6 Product and service types.

7 Product life cycles.

8 Brand values.

9 Market segmentation.

10 Logistics acronyms.

11 Value added services.

12 Continuous replenishment.
13 Transport and handling equipment.
14 Shipping instructions.

15 Warehouse areas.

16 Loading.

17 Payment methods.

18 Container types.

19 Handling equipment.

20 Documents in foreign trade.

IIpumepHbIe TEMBI 1151 AUCKYCCHH:
Hpopnin «PUHAHCOBBIN MEHEIKMEHT», «VeHeIKMEHT U ynpaBjieHHue
On3HecoM», «YNpaBJaeHHe MPOLYKTOM,
1. To manage the diversity of day-to-day running the business needs expertise in
general management
2. A change of leadership style will lead to organizational change
3. Understanding the motivational theories can help to overcome resistance to
change in organizational specific environments
Efficient personnel management affects the entire organization
Human resources development is an ethical endeavor
Effective utilization of human resources ensures competitive advantages
Each SBU strategic business unit should be responsible for developing its
business strategies
8. Lack of vision on the relationships between processes, technology and
organization causes strategic plans fail
9. The need for improved corporate governance has developed significantly in
recent years
10.Managerial accountants should be aware of all intricacies of accounting
systems
11.A good management accountant can’t be created overnight
12.Fraud — here, there, everywhere. If you know the kinds of fraud people try you
are less likely to be affected
13.Profitability ratios measure how well the firm generates profits, higher
numbers always show strength
14.After breakeven, inventory and overhead are the most important cost
accounting concepts to master
15.Understanding budgeting techniques is a fundamental management skill

No ok

IIpumepHbIe TEMBI 115l AUCKYCCH:



[popuiab «MeHeTKMEHT B CIIOPTE»

1. Controlling is a comprehensive management concept.

2. The ways in which management of sports organizations must act at all levels of
management.

3. What is the strategy of sports management to win the championship?

4. Why are sport organisations oriented towards strategic management activities?
5. Can sport management use only old business models and outdated management
practices to adjust to the changes surrounding sport organisations?

6. What skills do sports managers need to qualify to manage complex sport
organizations?

8. What is the most important part of strategic management?

9. Why do many strategies require organizational structure and culture changes?
10. Porter's Five Forces Model is used to analyze and identify five competitive forces
that shape every industry while determining its strengths and weaknesses.

11. Five Forces analysis can be used to guide business strategy to increase
competitive advantage.

12. What are five accounting and tax challenges testing the sports industry?

13. Which areas could new revenue recognition standards affect?

14. Which aspects require special treatment on the balance sheet and income
statement?

15. Why is it critical for sports teams and leagues to identify effectively where
revenue is being generated and resources are being expended?

16. Why is understanding the income tax complexities of active vs. passive team
ownership critical for both managing and limited partners?

17. How can new lease accounting standards affect stadium rental agreements?

18. There is a difference between financial accountancy information and
management accounting information.

19. What are the three areas of management accounting?

20. What are the functions of accounting programs?

21. What is meant by good cash flow forecasting?

22. What are the benefits for sports clubs to be registered as charitable trusts?

23. Do you agree that there are so many different levels of business in the sports
industry?

24. What sport management position would you like to take after graduation from
the university?

25. What is a role of operations management in sports organisations?

26. Which organizational structure is more flexible? Why?

27. Do you agree that most traditional companies run functional organizational
structure while many startups need to make sure their small teams remain flexible?
28. Motivation helps soccer players overcome challenges and stay focused on their
goals.

29. Because of the ‘jock tax,” athletes must file taxes in almost every state in which

they play.


https://www.investopedia.com/terms/p/porter.asp
https://en.wikipedia.org/wiki/Financial_accountancy

30. The types of income that the athletes receive from competitive sports, and related
tax implications, are the most complex and diverse in the case of international events
involving numerous athletes from various countries.

IIpumMepHbIe TEMBbI 1l AMCKYCCHIA:

Mpodpuan «MapkeTuHr», «Jlorucrtuxka»

1. Recent trends in 3PL.

2. What problems can be caused when a supply chain does not work efficiently?

3. Why is it difficult for consumer goods and retailing companies to make
improvements to their supply chains?

4. s it better to manage the sourcing of components and materials internally (in
house) or through external suppliers? Is it the same for all types of products and
materials?

5. What practical steps can a company take to build strong relationships with its
suppliers?

6. In the light of current and future environmental and energy issues, what
challenges are companies likely to face when operating their supply chains?

7. Which production and distribution model do you think will be adopted by
companies in the future — large, regional production sites with centralized
warehouses, or smaller production sites with smaller warehouses nearer to the
customers? Why?

8. What are some traditional strategies and aims of running supply chains? What
new factors will companies have to take into account when designing their
supply chains?

9. Ways to reduce transport costs in the supply chain.

10. Guidelines for minimizing risks caused by temporary surges in demand.

11. What advantages do strong brands give a company?

12.What challenges do brands face today?

13. Think of a brand that has made mistakes but recovered. What mistakes were
made? What did it do torecover?

14. Sucecessful luxury brands, such as Luis Vuitton, only sell through their own
branded shops. Why do you think this has been such a successful strategy?

15. Most cnsumers today no longer expect retailers to have physical shops.

16. Have you ever had a bad experience buying online? What kind of things can go
wrong?

17.What kind of advertising techniques work for promoting brands on the Internet?
Think about: search engine websites like Yandex and Google, social-
networking like VK, Facebook, business websites, e.g. news sites, online
magazines.

18.Global advertising campaigns are effective, but they need some sensitive
adaptation for different markets.

19.What kind of sponsorship possibilities can a large entertainment company like
Disney offer to companies? What kind of companies would want to link up
with it?

20.What are the benefits of viral marketing for companies?



IIpumep cUTYaTHBHOIO 3a/1aHKsl / MUHHU-Keiica

Mpodpuan «PUHAHCOBBIA MEHEIKMEHT», « MeHeIKMEHT U ypaBJ/IeHUE
On3HeCcoM», «YpaBJeHHe MPOLYKTOM

Case Title: Financial forecast

Background: The client is a large pharmaceutical firm with a market cap of $85
billion. They have about 4% market share and are currently enjoying a 34 P/E
ratio. The industry average P/E is about 29.

Problem to solve: The CFO of the firm wants to:
- figure out if the three-year plateau five years out is an issue she should be
worried about;
- know what external options she can pursue to fix it.

Available Information:

Over the next five years a company is looking at a healthy growth in their EBIT
margins. However, for three years thereafter, the EBIT margin growth is likely to
stagnate when three of their blockbusters come off patent. Subsequently,
blockbusters currently in the pipeline will hit the market and their EBIT margins
are expected to healthy growth levels.

The client has about $10 billion in revenues, EBIT runs at about $3 billion. Gross
margins are quite high at 80% and they are totally debt-free.

They have taken the OTC approach and probably will with these blockbusters as
well. But this is not a financially attractive option. As soon as the drug goes off
patent, its price drops to 20% of its pre-OTC price. Margins are consequently
totally squeezed.

IIpumep cuTYyaTHBHOTO 3a1aHusi /| MUHHU-Kelica
IIpodpuias «MeHeaKMEHT B CIIOPTE»

Boinosinute pazoop munukeiica «Nike Strategic Managementy.

Background: Nike Inc. is an international company based in the United States,
which deals with sportswear and other apparels. The company is ranked as the top
seller of sports shoe and clothing. Today, Nike not only distributes its products
domestically, but also all around the globe. It has market regions in continents such
as Asia, Europe, and United States. Besides, Nike has produced many brands such
as Nike Skateboarding and Nike Pro.

The objective is to identify the strategic methods and tools that will lead to its
superior performance.

Available Information:
e Strategic management is a technique that Nike, Inc. has been able to apply to
determine how it is performing in its current position and how its future should be.



e Nike has set business plans through strategic management in order to assess its
business areas.

e Mission statements help to make clear how the organization is observed and how
it will be perceived in the future.

Focus on the Nike Company and the strategic management that will lead to its
superior performance. Use knowledge of strategic management in the sports
industry, especially strategy formulation, strategy implementation, and strategy
evaluation, SWOT analysis, strategic implementation which involves budgeting,
project management, staffing, and leadership to make final decision.

Your decision:

(oral explanation)

IIpuMep cuTyaTHBHOTO 3a1aHusi / MUHU-Kelica
IMpodpuan «MapkeTHHI»

What company’s website should we create?

You work in a marketing department of a local transportation company. Your
company is recreating a website. You have been asked to give the presentation
about online market research and online campaigns on the company’s website.

Points to consider:
e Directing and controlling: comparing actual with planned performance of
the company’s activities, which the website shows and should show then.
e Purposes of the online market research; benefits of holding it online.
¢ Planning and organizing steps to recreate the website of the company.
Necessity of designing online campaigns and examples how it can work.

IIpuMep cMTYaTHBHOTO 32/1aHUA /| MUHU-KeHca
Mpoduias «Jlorucruxa»

Which is the best supplier?

You work for a document management company that needs a lot of office supplies
to work properly. Your company has received two offers of supply. You have been
asked to analyze each of them and make a recommendation as to the best supplier
to work with.

Points to consider.

1. What are the main factors that help chose the best supplier?

2. Consider such factors like price factor and terms of payment (cash, bank
transfer, bills of exchange, etc.);



3. What does the company need to negotiate before concluding a supply
agreement?

The first supplier, “Clip lap”, is recognized as a leader in the speed of delivery of
stationery products. The company remains committed to tradition, so it retains the
expensive technology of stationery production, which is reflected in the price of
goods. In addition, payment is possible only in cash. As for the quality of
stationery, the company's products are consistently recognized as some of the most
durable.

The second supplier, “Mapped”, provides favorable prices for office items. The
delivery time suggested by the company differs from the first supplier's one by a
few days. Also, the company accepts any means of payment (ranging from
promissory notes to bank transfers). What concerns the quality of goods, you have
collected such data: sometimes defective products arrive to wholesale customers,
and some products (markers, pens) spoil before their expiration date.

IIpumep cJI0BapHOI0 IMKTAHTA
Hpopnin «PUHAHCOBBIN MEHEIKMEHT», «MeHeIXKMEHT U ynpaBjeHHe
On3HecoM», «YpaBJaeHHe MPOAKYTOM

1EeMb UHCTAHIIUN, TOPSIOK CyOOpAMHAIINH

cuctemMa nH(HOPMAIIMOHHBIX IOTOKOB B OpraHU3aIluu
CHUCTEMHOCTb, ITOCJIEIOBATEILHOCTD; COTJIACOBAHHOCTD;
HEIpeABUACHHOE 00CTOSATEIBCTBO

OTKJIOHEHHE OT 3aINIAHUPOBAHHBIX PE3yIbTaTOB
PYKOBOZICTBO

IpUIarath yCHINs

TpaTUTh, PACX0JI0BATh

. KOPIOPAaTUBHOE yNPABIICHNUE; BHYTPEHHEE YIPABICHUE

10 peanu30oBaTh; OCYIIECTBIATh; BHIMOIHATD

11. neHeXHbIe CTUMYJIBI

12.B3anMOCBSI3aHHBIN

13.10;KHOCTHBIE 00SI3aHHOCTH

14 .pacmpenue JOMKHOCTHBIX 00513aHHOCTEN U TIOJTHOMOYUN
15.poTtanus 1oKHOCTEH

16.aAMUHUCTPATOPHI BHICIIETO YPOBHS

17.aAMUHUCTPATOPBI CPEHETO YPOBHS

18.rpynna MeHeIKepoB, HECYIIME OTBETCTBEHHOCTH 32 pabOTy COTPYIHUKOB
19.11aH KOMIUIEKTOBAaHUS KaIpOB

20.mMaTpuyHasi opraHu3anus

21. muHelHO-(YHKITMOHAIbHASI OPTaHU3aIUS

22 .BBITIOJTHEHNE, UCTIOTHEHHE, COBEPIICHIE; UHTEHCUBHOCTD TPpyAa
23.pe3ynbTaTUBHOCTH JACSITEIILHOCTH (PUPMBI

24 .pactipocTpaHsiTh, OXBAaThIBAThH

25.1I0PS 10K IEUCTBHIMA, aJTOPUTM

CoNaRLNE



IIpumep cjI0BapHOIo JMKTAHTA
Mpodpuias «MeHeTKMEHT B CIIOPTE»

UNIT 1

1.

HC

P OO ~NOoO O, WN

22,

PYKOBOJICTBO,  XapaKTEPU3YIOIIEECs
BMeEIIaTEILCTBA

. TAJIEP; PYKOBOIUTENb
. TIPOTIECC YIPaBICHUS

. MOTUBHPOBATH

. pe3yabTar

. c(hepa KOHTpOJIA

. CTpaTEernYeCcKOe IIaHUPOBAHUE
. 3O PEKTUBHOCTH

. 0011I1as1 [eNIb

. CTpaTerus
. OLICHUBATh

. SWOT-ananu3
. AHAJIN3 TAaHHBIX

HCBMCIIATCJIIbCTBOM,

. pEryaupoBath; npucnocabiuBaTh; yCTaHABINBATh

. KOHKYPEHTHOE MPEUMYIIECTBO.

. CTPATCIrHN4YCCKOC YIIPABJICHHC B(i)(beKTI/IBHOCTBIO ACATCIBbHOCTH

. Oyxranrepckoe Jeio

. IIpaBuJIa COCTAaBJICHUA 6YXFaJIT€pCKOI>'I OTYCTHOCTH

. 0aJIaHCOBBIA OTYET
. pa3paboOTYNK CMETHI
. IBIDKCHHE JICHS)KHBIX CPEJICTB

OyXTanTepcKui ydyeT OopraHu3aruii.
23. o0IeNPUHSTHIE MPUHITUIIBI OYXTaITepCKOTo yueTa.

24
25

26. mpuOBLIH 10 BBHITUIATHI MPOIICHTOB U HAJIOTOB.

. HAJI0T
. 00s3aTeILCTBA 10 HAJIOTaM.

COOJIIOICHUE 3aKOHOIATEIHHBIX TPEOOBAHUM

MIPUHIIUIT

27. unentuduKamoHHbI HOMep Hamoromnatenbimka CIIIA — ropuamueckoro
Ju1a.
28. (dakTopuHr, mpuoOpeTeHrne TPeOOBaHWI K TOJDKHUKY W B3bICKAHUE J0JITa,

npeaoriaTa TpedoBaHMi, CUETOB K MOTYYSHHUIO.

29. MaHUITYJIALUU C OyXTalITepCKON OTYETHOCTHIO

30

. COCTaB KOMaHAbI

IIpumep cjI0BapHOIO IMKTAHTA
Hpopuniaun «MapKeTHHI»
1. KOMIUIEKC MapKETUHTa, COCTABIIAIONINE MapKETHHTa

IpEeIIpPUITHE 10 PACIPEACICHUIO TOBapa

2
3. pekiama
4. pexnaMHOE OOBSIBJICHUE
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Role play on allocating a training budget

Problem awareness

Suave Ltd is a busy manufacturing company. They produce men's shirts in a highly
competitive market. At the moment they export about 40% of their production and
they know that, in the current economic situation, increasing exports is the most
promising growth area for their business and a new export sales manager is soon to
be appointed. Two years ago, Suave Ltd were taken over by a forward-looking
company, a fabric manufacturer.

Since the takeover many changes have been made, including the introduction of
computer-assisted cutting equipment. This has resulted in an increase in production
but with no increase in the amount of fabric used. There has, therefore, been an
increase in profits.

The parent company encourages a generous budget for training, both for shop-floor
workers and for management.

Course description

MNe| Title of Length Topics Covered Who should attend
course

1 | Effective 1 day e Planning and giving a Most managers will
Speaking presentation benefit from this

e Selecting and using visual aids | course particularly
e Presenting arguments / ideas | those who need to

persuasively present an idea
¢ Managing nerves confidently and
e Keeping the audience effectively to any
interested number of people
e Dealing with questions
confidently
2 | Effective 1 day e Preparing an agenda Anyone who
Meetings e Room layout and seating participates in
e Effective visual aids meet!ngs, runs
e Managing time during a meetings, or takes
meeting part in decision
e Lubricating discussion making
e Contributing effectively
e Follow up
3 | Recruitment | 1 day e Preparation of the job Anyone who has to
Interviewing description choose new staff to
Skills e Comparing the different join their
advertising methods organisation and
o Defining the ideal candidate wants to make sure
e Preparing for the interview that they choose the
e Making an interview plan and | Dest person for the
conducting the interview job
e Behavioural skills and body
language

e Evaluating the success of
interview methods




Choosing and motivating a
good team

Creating an atmosphere which
produces good teamwork
Identifying and eliminating
factors which reduce good
teamwork

Using individual strengths
Improving communication
within the team

Leadership skills

Producing an action plan and
monitoring it

Newly-appointed
team leaders or
managers. Managers
whose success is
likely to be affected
by the performance
of their team and
teamwork

Analysing how time is spent
Deciding on priorities and
allocating time

Identifying time-wasters and
eliminating them

Delegation

Controlling workload,
paperwork and interruptions
Your diary/personal organiser

All who want to
achieve more in less
time and who want
practical ideas and
techniques that they

can apply
immediately

Understanding stress and how
to use it as a motivator
Positive stress reduction
strategies

Avoiding negative strategies
such as drink and drugs
Relaxation techniques
Practical ways of managing
stress to maintain and improve
effective performance in
yourself and others

All those who may
be under stress
themselves or who
have managerial
responsibility for
sustaining the
performance or
motivation of staff

4 | Buildingand | 2 days
Leading a
Team
5 | Time 2 linked
Management | days
with 3
weeks in
between
6 | Stress 2 days
Management
Simulation

Choose one of the roles (MD, Production Manager, Finance Manager, HR, Export

Sales Manager, Domestic Sales Manager), prepare it carefully and be ready to take

part in a meeting where you have to make a report.
Hold a meeting where you must decide:
e who you would send on a course;

e which course you would choose (you can choose more than one manager

and more than one course if you wish);

o what will be the benefit (tangible and intangible) for the company after

having attended these courses.

Role 1. The Managing Director.

You chair the meeting and ensure everyone participates. Organize the meeting in

the following way:




1. Listen carefully to what each head of department has to say. They must
explain why and how the money has been spent on the different sorts of
training this year. Each manager must also say how they would like the
budget to be spent next year.

2. Get agreement on the percentage of the budget to be allocated to each type
of training. Write the percentages up on the board.

You personally asked for just one course this year. You think more members of top
management should learn Effective Meeting to facilitate your business expansion.

Role 2. Production Manager.

You have a very important role in the company. Your department has more staff
than any other - in fact half the staff work under you. You welcome the decision to
attend Building and Leading a Team. It’1l help you to identify and eliminate factors
which reduce good performance of the company. Also the idea of improving
communication within the team is quite attractive for you.

Role 3. Financial Manager.

Unlike your colleagues, you think that spending on training is too high, and this
money might be spent more efficiently. You want to persuade them to reduce the
overall figure if the parent company allows it and then spend the sum for
replacement some obsolete equipment. If not, you offer to concentrate the training
budget on accounting, financial management, and handling claims and policies by
computer.

Role 4. The Human Resources Manager.

What you would really like is for your own staff and you personally to do more of
the training in recruitment procedures you started this year. What could be more
important than an efficient work of HR department? You agree your department is
small, but you ask only 6% on training for such an essential service. It is very little.

Role 5. Export Sales Manager.

Your staff have more and more frequent contact with foreign countries. Those
handling claims need Spanish and French in particular, and those responsible for
contacts with your European partners need Italian and German. You feel you must
allocate more money to language training and effective speaking.

Role 6. Domestic Sales Manager.

You have more and more frequent contact with partners, so your work is too
stressful. You need to reduce the influence of stress on you work. Moreover,
you’re sure that practical ways of managing stress will improve effective
performance in yourself and other staff of your department.

IIpumep poJieBoM UrpbI
IMpoduab «MeHeTKMEHT B CIIOPTE»



Why Athletes End Up Bankrupt

Most pro athletes are often rigorously criticized for making too much money. Yet a
surprising number are far from the top of their game when it comes to managing
their wealth. Why have so many pro athletes who were once wealthy later found
themselves broke? More importantly, what can we learn from their financial
stumbles?

Simulation

Choose one of the roles (Student majoring in Sports management, Former Olympic
ski champion, Former figure skating champion, Wealth manager), prepare it
carefully and be ready to take part in a meeting where you have to arrive to a certain
decision considering yourself a good money manager.

Hold a meeting where you must decide:

reasons why athletes go broke

who are role models among famous athletes for how not to go broke

how pro athletes can avoid going broke

why retirement planning is so challenging for pro athletes.

Student
You focus your interlocutors’ attention on the fact that 2009 Sports Illustrated report
estimated that 78% of National Football League (NFL) players file
for bankruptcy or are experiencing financial stress only two years after retiring, and
60% of National Basketball Association (NBA) players suffer the same fate after
five years of retirement. Besides you give examples of high-profile pro athletes who
went broke. Former heavyweight boxing champion Mike Tyson, who was once
worth up to about $400 million, spent most of that fortune and declared
bankruptcy in 2003 even before he retired. Basketball superstar Allen Iverson earned
over $150 million in the NBA, and even more through sponsorship deals. But in
2012, Iverson’s financial straits were revealed when a judge ordered him to pay a
jeweler $860,000, and he said he couldn’t pay. You would like to clear up the reasons
why so many pro athletes who were once wealthy later have found themselves broke.

Make use of the helpful phrases:

= Hereare ....

= As you know ....

» For example, ....

= You should keep in mind that ....

= I’m afraid that’s out of the question.

Former Olympic ski champion

You try to explain the reasons by saying that pro athletes who get into financial
trouble have a few things in common when it comes to how they lost their fortunes,
including having a small earnings window, a lack of financial planning, and
overspending. Then you suggest



https://www.investopedia.com/articles/personal-finance/062515/how-nfl-makes-money.asp
https://www.investopedia.com/terms/b/bankruptcy.asp
https://www.investopedia.com/articles/personal-finance/071415/how-nba-makes-money.asp
https://www.investopedia.com/articles/managing-wealth/071816/financial-planning-professional-athletes-inside-look.asp

Make use of the helpful phrases:

» S0 many examples. Unfortunately, ....
» Frankly speaking, ....

= In my opinion, ....

Former figure skating champion

You consider great examples of iconic athletes who’ve achieved enduring financial
success. The richest athlete of all time is basketball superstar Michael Jordan, whose
$2.1 billion fortune was built from his NBA income, sponsorships, and investments,
including a majority stake in the Charlotte Hornets. Serena Williams won more
tennis Grand Slams (23) than any other player and four Olympic gold medals. Her
career prize money made her the second highest-paid woman athlete, and she has
put that—and income from almost 20 corporate sponsorships—to good use in
diverse business interests and her own venture capital firm, Serena Ventures.

Make use of the helpful phrases:
» First of all, never say die.

» It goes without saying that ....
» If you ask me, | would ....

Student

That sounds good to you. Spending so much today that you can’t save anything or
invest for a secure future is a losing proposition regardless of how much money you
make. If you don’t consider yourself a good money manager, ask for help. You are
sure that there are some ways of how pro athletes can avoid going broke. You ask
the wealth manager for some advice.

Make use of the helpful phrases:

» | am afraid | know next to nothing about ....
= Frankly speaking, ...

= In my opinion, ..

= [ totally agree ....

» | should keep in mind that ....

Wealth manager

You would like to point out that financial literacy education before any contracts are
signed, ongoing money management training beyond rookie camp workshops, and
compensation structures that pay out over time would be helpful. The key for young
pros is to manage a short spike of high income so that it can last a lifetime. Apart
from that you touch upon the issue of retirement planning which is so challenging
for pro athletes. Compared to most people, pro athletes have very short careers. And
if their contract isn’t renewed or they get injured, their careers can unexpectedly be



https://www.investopedia.com/who-are-the-most-famous-athlete-investors-5078036
https://www.investopedia.com/who-are-the-most-famous-athlete-investors-5078036
https://www.investopedia.com/terms/v/venturecapital.asp

cut even shorter. Pro athletes tend to be intensely focused on their sport, sometimes
to the exclusion of other important matters, such as their personal finances.

Make use of the helpful phrases:

= [ would advise you to ....

= You should keep in mind that ....

» Inaddition, ....

= As you know ....

= ['m afraid that’s out of the question.
» It might be a good idea ....

»  Mind that ...

Your decision:

IIpumep poJieBoil UTPbI
Mpoduias «Jlorucruxa»

Insurance in logistics
How transport operators can differentiate themselves by offering cargo insurance.
Enact a talk among a transport operator, a cargo insurer and a freight forwarder.

Situation:

Imagine yourself engaged in transport operators’ business. Discover how you
can keep customers satisfied, reduce your business risks and stand out in the
competitive logistics market by offering cargo insurance. With thousands of freight
forwarders and logistics providers in Asia Pacific, it is a real challenge to stand out
from the competition. Being a transport operator, you are aware of the fact that
nowadays shippers have numerous options at their disposal to move their freight
around the world.

You must arrive to a certain decision concerning cargo insurance.

The transport operator needs to formulate the extended responses to the following
questions: How can you differentiate yourself from other transport operators?
What should you do to attract new customers and keep existing customers satisfied
with your services? Do you provide value-added services like cargo insurance? Do
you incorporate cargo insurance as part of your process to reduce your business
risks?

Addressing the freight forwarder and the cargo insurer you will start by clearing up
a common misconception — the difference between freight liability and cargo
insurance.

Make use of the helpful phrases:
» | am afraid | know next to nothing about it.
= Frankly speaking, ....



» In my opinion, ...

= [ totally agree ....

= [ should keep in mind that ....
» That sounds a good idea.

The freight forwarder discloses the process he/she is involved in by saying that if
there is no cargo insurance in place, the shipment of any customer is subject to the
standard trading conditions, where limitations of liability and exclusions apply. In
the case of a loss to the goods under such responsibility, the compensation will be
determined by the trading conditions. Hence, the customer may not receive full
settlement, due to limitations (e.g. per kilogram or package) or even worse, the
claim might be rejected due to exclusions (e.g. act of God or war). In addition, the
customer needs to provide evidence that the transport operator is legally liable for
the loss that occurred.

Make use of the helpful phrases:

«  Personally, I would advise you to ....
= You should keep in mind that ....

»  As you know ....

= I'm afraid that’s out of the question.
» |t might be a good idea if you did it.

»  Mind that ....

In his/her saying the cargo insurer emphasizes that with cargo insurance in place,
the customer will be compensated according to the policy of insurance. In case of
physical loss or damage to the goods while in transit, the customer will be
reimbursed up to the full value of the goods. Also, the customer does not have to
prove that the transport operator is legally liable for the loss. In this connection, the
cargo insurer provides an example of a total loss claim scenario. A freight
forwarder was hired to arrange for a shipment of machinery valued at USD 50,000.
The shipment was received and upon further inspection, the machinery was found
to be damaged. The shipper filed a claim against the freight forwarder.

Without cargo insurance With cargo insurance

Subject to the standard trading
conditions, where limitations of
liability and exclusions apply.

For damage due to negligence

by the freight forwarder: the

compensation received by the

shipper is USD 25,000. Full settlement of USD 50,000
For damage due to an act of

God (e.g. earthquake, flood,

tsunami, storm): the shipper

Compensation is as per the
policy of insurance.

Compensation
limitation

Compensation
amount



does not receive any
compensation for its loss.

Make use of the helpful phrases:

» Would youmindif/..?

= If'it helps you, I'll be very glad to ....
= In a nutshell, ....

= [suggest you do ....

= Whydon't youdo ...?

» | have nothing against it.

The transport operator estimates the options highlighting his/her preferences. In
regard to the above explanation, offering cargo insurance is a real benefit for the
customers as their cargo is fully protected from loss or damage during the freight
movement process if an unexpected event happens. The transport operator is
eventually sure that cargo insurance is vital for the following reasons: it is a
difficult process to make claims against any air, road, rail or sea carriers; there is a
major hidden cost associated with the handling of cargo claims; it removes
conflicts with shippers when cargo is lost or damaged; it removes uncertainties for
shippers and creates goodwill with shippers.

Make use of the helpful phrases:

» That seems like good advice. Thank you very much.

» That sounds a good idea.

= That’s certainly a possibility.

= [ totally agree ....

»  But make sure that ....

» To cut a long story short ....

Making a Decision

In coming to a certain decision, consider that today, it is possible to have access
to innovative cargo insurance platforms specifically designed for the transportation
industry. As a transport operator, you need cutting-edge and efficient systems to
respond to customers with speed and personalized services, especially in the event
of cargo claims. Marine cargo insurance web-based platforms allow a transport
operator to: obtain instant quotes for one-off shipments; convert the insurance
cover purchase in real-time avoiding delays and manual work; protect the business
from litigation for loss or damage to cargo and improve customer retention by
offering a value-added service to the customers. Having a fast and effective system
for quoting cargo insurance is a key differentiator for your business. Sum up the
above information in a conditional conclusion to which you must come.

Your decision:



IIpuMep poJieBoii UTPbI
IMpodpuan «MapkeTHUHI»

Marketing decisions

Situation

Marketing specialists representing businesses in different industries are in a career
enhancement training session to meet a few top marketing strategists.

Task

Act out a workshop session given by expert marketing strategists on feature-driven
versus benefit-driven marketing.

Adam Erhart, marketing strateqgist.

You introduce yourself as a marketing strategist. You inform the participants
of the conference that you are going to speak about the latest tools, tricks, tips and
tactics in marketing today. You focus your audience on what marketers must know
if they want to succeed in today’s economy. They must simply avoid those crucial
mistakes that are costing them sales and losing their customers. You are sure that
one of the biggest sales killers comes down to one simple thing. And that simple
thing is failing to clearly communicate why your customer or ideal prospect should
care about what you’re selling. That’s it! Because if they don’t care, no surprise
here, they are not simple going to buy. And this is where so many businesses go
wrong and lose potential customers by focusing solely on features and ignoring the
benefits. You suggest that your listeners dive into the key differences between a
feature and a benefit. The simplest and the clearest way to put it is that a feature is
what a product does and a benefit is what it does for you. A feature is about a
product: What colour is it, how much it ways, how fast it goes, and things like that.
While a benefit is about the customer: how it’ll make them safer, or smarter, or
cooler, or add value to their life in some way. The feature is what enables the
benefit but it’s not the feature that they about at all, rather it’s the benefit and the
end result they are going to get from the feature in the first place. You wonder if it
might seem a bit confusing.

Make use of the helpful phrases:

Let me introduce myself ...

1 believe this is true because ...

| can prove it by

One example is...

Can you share my perspective?

1 tend to think that ...

From my experience I can conclude that ...

Luke Sullivan, Chair of Advertising, Savannah College of Art & Design.
You offer to break it down another way. The features of the things are what
you care about and are proud of as a business. But the benefits and the end result




are where the magic happens for the customer. You give some examples. A coffee
cup has a handle. That is a feature. But the fact that you can hold the handle and a
hot cup of coffee without burning your hands is the benefit. Where most businesses
get into trouble, however, is that they are so proud of their coffee cup handle. They
ramble on and on about features and completely forget about the end consumer and
the value they are actually going to deliver. You teach you audience how to take a
boring feature and turn into a customer-centred and sales boosting benefit. The
marketers should use a powerful little “so you can” statement. It works pretty
much every time and allows you to ease the transition away from pushing feature
after feature and start promoting more of the benefits associated with those
features.

Make use of the helpful phrases:

o Let me introduce myself ...
I would like to give it a second thought...
It seems obvious that ...
1 suggest we break it down another way...
1’d strongly advise you to ...
From my research I can conclude that...

Al Ries, marketing strategist the author of the bestseller “Positioning: the Battle
for your Mind”.

You start with some information about your theory. As far as in 1980, you
introduced the term “positioning’ and defined it as ‘an organized system for finding
the window in the mind’. It is based on the concept that communication can only
take place at the right time and under the right circumstances. With all that said
before you, the audience might start to think that you do not believe in features at
all. But on the contrary, they are actually an important part of the equation and you
really can’t get too far with a feature without a benefit and with a benefit without a
feature. A benefit that doesn’t have a feature is unbelievable. Saying that your
product can make someone better, cooler, or smarter without any real tangible
features behind is bad marketing. But another factor is customers make buying
decisions emotionally. It is the emotion that opens the window in the mind. Then
customers justify those decisions later rationally and logically. This is why you
need both. You need a benefit to appeal to the emotional side of your customers.
Then you that feature to allow them to justify and rationalize their decision
logically. You need features to explain, set up, and justify benefits. And you need
benefits to show the end result, paint a more compelling picture and ultimately
make customers care more.

Make use of the helpful phrases:
o Let me introduce myself ...
o This reminded me of ...
e Let me cite my book on ...



One piece of evidence is that...

| know from a number of sources that ...
From my perspective...

To sum up, ...

Naomi Klein, marketing strategist, the author of the bestseller “No Logo”.

You introduce yourself as a marketing strategist. You want to start with an
old sales saying: while facts tell, stories sell. You doubt if it is all that simple in
reality. Especially with more technical products where people need to know
exactly what they are getting. You warn that marketers have to walk a tightrope
when it comes to marketing features vs. benefits. You focus on the fact that you
need to highlight specific features so that savvy buyers can easily figure out how
you compare, while at the same time not alienating mainstream buyers who might
not care about the intricacies of what you sell. If you go too far one way or the
other you run into problems. But it can also cause a host of other issues, like
forcing you to compete on price because the marketing features you’re boasting
don’t resonate with the benefits your customers might see. You conclude that
marketing your features is essential but you need to demonstrate your benefit and
value/outcome to your customers.

Make use of the helpful phrases:
o Let me introduce myself ...
Can you tell me what you need right now?
Would you like my help in ....
Let me see if I have this right ...
1'd suggest that ...
Adding to what I said about ...
Overall, what I am trying to say is ...

Chan Kim, marketing strateqgist, the author of the classic book “Blue Ocean
Strategy”.

You introduce yourself as a marketing strategist. You want to give some
helpful advice how to finally transform features into benefits. You agree that
turning features into benefits is a long process. But using customer research to fuel
the next tips can help you make the transition faster. You advise the audience to
focus on a few areas. You suggest that you student-marketers stop competing in
existing market place. Instead they should create uncontested market space.
Beating competition is useless. They should make the competition irrelevant.
Exploiting the existing demand is another mistake. The best way is to create and
capture new demand. You shouldn’t make the value-cost trade-off. The best thing
is to break the value-cost trade-off. You declare that what you have just mentioned
is the essence of a Blue Ocean strategy. In conclusion you say that this strategy is
all about the simultaneous pursuit of differentiation and low cost to open up a new
market space and create new demand.




Make use of the helpful phrases:
e Let me introduce myself.
e More than anything else, | believe that
The most challenging thing is ...
I'm absolutely convinced that ...
Well, if you ask me ...
Personally speaking, ...
My point in one sentence is ...

Making a Decision

In coming to a decision about this case, consider the following points:

e What do customers buy: features of benefits?

e What strategies can help marketers transform features into benefits?

e How to generate leads and drive business growth?

What other factors affecting consumers’ buying decisions should be discussed?

Your decision:

7. MOH] OLIEHOYHBIX CPeCTB AJs IPOBEACHUSs POMEKYTOYHOI
arrecTauMy 00y4YaKIIUXCS 10 JUCHUIIIMHE

[lepeuenb miIaHUPYEMBIX PE3yJIbTATOB OCBOCHHS 00pa30BaTEIbHON MPOrPaMMBbI
(mepeyeHb KOMIIETEHLIUI) C YKa3aHUEM MHJIUKATOPOB UX JTOCTHKEHHS U
IUIAaHUPYEMBIX PE3YIbTATOB O0YUYEHHUS M0 AUCLMILUIMHE COACPIKUTCS B pazjiene «2.
[lepeueHb MIaHUPYEMBIX PE3YJITATOB OCBOCHUS 00pa30BaTEIbHON MPOrPaMMBbI
(mepeyeHb KOMIIETEHLIUI) C YKa3aHUEM MHAMKATOPOB UX JTOCTHKEHUS U
IUIAHUPYEMBIX PE3YJIbTATOB 00YUYEHUS MO TUCLUILIAHEY.

3ader MpoBOJUTCA B YCTHOU opMme:
1. TIpoBenenue ananusa npobIeMHON cuTyanuu - 5O 6anios.
2. BrimonHeHue JeKkcuKo-TpaMmaTiyeckoro 3ananus (10 3amanuii, U3 HUX 5
3aJlaHu{ Ha JIEKCUKY U 5 3a7aHuil Ha rpaMMaTuKy) - 10 6anios.

DK3aMeH MPOBOAUTCS B YCTHOM (hopme:
1. Pabora ¢ TekcTOM: YTeHUE, aHaIU3 U pedepupoBaHre (00beM TEKCTOBOM
gactu — 2200-2500 neuatHbIx 3HaKOB) — 30 GasIoB.
2. Ananu3 muHu-keiica — 30 6aJ1oB.

Ta0mumna 5
HanmenoBa | HaumenoBan | Pe3yibTarhl TunoBbie KOHTPOJIbHbIE 32/1aHUSA
HHE ue o0y4eHus (
KOMIIETEHIH | MHAMKATOPO | YMEHHS U 3HAHUSA),
" B COOTHECEHHbIE C

JOCTUIKCHUSA HHAUKATOPaAMHU




KOMIIETEeHIH | JOCTHKEHUS
U KOMIIeTEeHIIUH
Cnocob6nocts | 1.Mcnonb3yer | 3HaTh: 3amanue #
[IPUMEHSTh HHOCTPAHHBIN | - TEOPETUUECKUE Discuss the following issues:
3HAHUS SI3BIK B OCHOBBI 1. How is it important for a
WHOCTPAHHOT | MEXJIMYHOCTH | OpTaHU3alNU company to invest money into
0 s3bIKa Ha OM OOIIIEHWH | KOMMYHHUKAIIUU employee development and
YPOBHE, u (TICUX OJIOTHYECK U establishing company-wide
JOCTaTOYHOM | TIpoheccHoHa | W JIMHTBUCTHYCCKHIA trainging?
VIS JILHOM acIIeKT); 2. What problems might a
MEKJIHUYHOCT | JACATEIbHOCTU company have which could be
HOTO , BEIOUpas solved by a training
o0rieHus, COOTBETCTBYIO programme?
yueOHO# u 1ue 3. What are the general benefits
npodeccrona | BepOaJibHbIE U to a company and employees of
JBHON HeBepOaIbHBI a good training programme?
NESATEIILHOCT | € CpelCcTBa 4. How much should
u (YK-3) KOMMYHUKAIH | - CTPYKTYPY organizations be committed to
u. CTaHJApTHBIX training?
KOMMYHHUKATHUBHBIX
3a/1a4; 3amanue #
In pairs simulate a call to a company
providing management training
- C110co0bI services to ask for information about a
cioBooOpaszoBanwusi; | Training Program for your
subordinates.
3ananue #
Use wordformation to complete the
gaps in the sentences:
A recent survey asked .... (EMPLOY)
to say what personal skills they look
for in new ... (EMPLOY). Most of the
usual qualities are mentioned, for
example ambition, enthusiasm and ...
(MOTIVATE). Near the bottom of the
- OCHOBHbIE list were ... (DEPENDENT) and ...
rpaMMaTHYeCcKHe (FLEXIBLE). In contrast, a different
SIBIICHUSI U survey asked workers to say what
KOHCTPYKIIUH, skills they think are important in a
YacTH peyH, colleague.
rpaMMaTH4YCCKUC
KaTeropuy, 3ananue #
CTPYKTYPY Choose the correct grammar form.
MIPEITIOKEHUSI. 1. Before they ... the order, find

out what the problem is and fix
it!
A B C
cancel | will canceled
cancel




YMmern.

- aHaJIM3UPOBATh U
MIPUMECHSTH Ha
MIPAKTUKE 3HAHUS
IICHXOJIOTHH
0O1IIEeHHS,
aJI€KBaTHOIO
JUHTBUCTHYECKOTO
odopmiteHHS
COOOILIEHUI B
CUTYaIUAX
pelIeHus
CTaHJIaPTHBIX
KOMMYHHUKATHBHBIX
3a71ad4;

- BBICTPauBaTh
JTUAJIOTUYECKYIO U
MOHOJIOTHYECKYIO
WHOSI3BIYHYIO peUb
C MCIIO0JIb30BaHUEM

2. If you want your boss to raise
your salary, you ... harder.

A B C

would | will will have
have to | have to work
work worked

3. Ifyou ... the scope of your
project ahead of time, you
might have a problem with
inadequate resources later on.

A B C

don't determ | won’t

determ | ine determ

ine ine
3aganue #

Critical thinking.

The supervisory and middle
management levels of your company
have been seriously affected by the
lack of promotion prospects and they
have become a soft target for head-
hunters and competing companies.

Discuss with a partner the following
issues:

What makes training effective?
What are you going to do to ensure
that your company does not lose vital

Haubosee staff?
yIOTPEeOUTETHHBIX
JIEKCHKO- 3aganue #
IpaMMaTH4IeCKUX Explain to your fellow student what
CPCACTB B TUIOBBIX | information is usually included in
KOMMYHHUKAaTHBHBIX | managerial accounting and how
CUTyallHuAX. internal users can make a judgment
about the company’s affairs on the
basis of the documents included in it?
CnocoGHocTh | 2. Peanu3yer | 3HaTh: 3amanue #
MPUMEHSTh Ha - ¢yukumu u Bunel, | Talk to the class about each of the
3HAHUS WHOCTPAaHHOM | COIIMATIbHO- following topics for about two
HHOCTPAHHOT | SI3BIKE ncuxoyioruueckyro | minutes. Give arguments in favor and
0 sI3bIKa Ha KOMMYHHUKATH | CTPYKTYpY against the opinion.
YPOBHE, BHBIC OOLIeHHUsI; MOJIENN e Many people think the job of a
JIOCTaTOYHOM | HaMEPEeHHUS 3¢ (HeKTUBHOTO manager is dull and routine.
AL YCTHO U JUYHOTO U e Management has changed
MEXJIUYHOCT | NMCbMEHHO, JICJIOBOT'O significantly during the last
HOTO HCTIONB3YS (mpodeccronanbHO decade.
oOIIeHMSI, COBpEMEHHBIE | T0) OOIIEHUS B




yueOHOU 1
npodeccuona
JIBHOM
NeSITeIbHOCT
u (YK-3)

uHpopMaIno
HHO-
KOMMYHHKAIH
OHHBIC
TEXHOJIOTHH.

OUCHEMEHHOU U
yCTHOU (hopme;

- c1ocoOBbI
MTOCTPOCHHUS
BOIIPOCOB H
OTBETOB;

- IpreMBbI paboThI ¢
TEKCTOM (UUTATh,
aHaJIM3UPOBATh,
CITyIIATh TEKCT C
pa3Hoil riTyOnHON
TTIOHUMAHUS ).

Ymers:

- aHAJIN3UPOBATh
COLIMAJIbHO-
MICUXOJIOTUYECKUE
(heHOMEHBI JINYHOTO
u
npodeccnoHaabHOT
0 OOIIeHMs,
MPUMEHSTH 3HAHUS
OCYILIECTBIICHUS
KOMMYHUKAITUH TTPH
MIPOBEICHUHU
JIEJIOBBIX
MIEPEroBOpOB Ha
WHOCTPaHHOM
A3BIKE;

- IGMOHCTPHPOBAThH
aJIeKBaTHOE
pedeBoe
MOBEJICHHE,
VAHUTHIBAS

Get prepared to demonstrate polite and
interested listening using the following
expressions:

Well, I hadn’t thought of that ...
Exactly

That’s a good point

That'’s interesting

I'm not sure that’s relevant

From my point of view

3aganue #

Write an essay (120 words) comparing
responsibilities of middle management
and senior management. Discuss the
span of control which is used for
handling day-to-day operations. Use
the Internet resources to find the
examples to support your opinion.

3ananue #

Listen to the track. A customer calls
the sales department to ask about the
terms and conditions of delivery. Use
the phrases for permission, necessity
and prohibition. Consult some delivery
companies’ websites to find the
necessary information.

3ananue #
Analyse and discuss these questions:

e In your view, what are the
three main most frequent
causes of difficulties in supply
chains?

e Do you think it is better to
manage the sourcing of
components and materials
internally (in house) or through
external suppliers? Is it the
same for all types of products
and materials?

e Many customers use “just-in —
time management”, a system
which has material and parts
arriving just before they are
needed. — why has it become so
popular?

3ananue #
The development of a marketing plan
usually begins with an audit. Can you




3¢ deKTUBHBIC
CTpaTeTuu u
TaKTHUKHU BEJICHUS
JIETTOBBIX
MEePEroBOPOB Ha
WHOCTPAaHHOM
SI3BIKE C
MpeABapPUTEIIBHON
MOJITOTOBKON U
CIIOHTaHHO;

- KpUTHYECKHU
OIICHUBATH
nHpopmaruto,
JieNaTh
3aKIIIOYCHUST; BECTH
Oecely Ha TEMBI,
OJIM3KHE K
M3YYCHHBIM TEMaM.

explain what an audit is? Work in
pairs, discuss your ideas.

Imagine you were going to negotiate
the terms on a PESTEL analyses of
Frezna Motors.

What questions would you ask in each
of the sections of the PESTEL
analyses? What internal and external
sources of information would you use
for research?

3ananue #

Imagine your organisation or an
organisation you know well is carrying
out the audit section of its marketing
plan. Write a polite and direct email to
the marketing team, giving them
instructions for carrying out the

PESTEL analyses.
Cnoco6HocTh | 3. 3HaTh. 3apanue #
[IPUMEHSATH Hcnons3yeT | - OCHOBBI Act a telephone talk between you and
3HaHUSA IIPUEMBI B3aUMOJCHCTBUSA an HR Manager.
WHOCTPAHHOT | MyOJINYHON MEKIY YWICHAMHU You have been looking for a job for
0 s3bIKa Ha peuu u KOJJICKTHBA B over a year. Last week you had a job
YPOBHE, JIEIOBOTO U KOMaH/IE; interview, and yesterday the company
JOCTAaTOYHOM | TIpodeccHoHa called you to offer you the position.
ISt JBHOTO You went to the office, agreed to a
MEKJIHYHOCT | AUCKypca Ha salary, and signed a contract. Today
HOTO WHOCTPaHHOM another company called you and
oOrIeHus, SI3BIKE. offered you a position with them. The
yueOHOI 1 position interests you more than the
npodeccroHa one you agreed to take. It offers more
JTHHOU money and prestige. What will you
TSI TeTBHOCT do? Why?
u (YK-3)
Phrases to use
Student A (an applicant):
Can | speak to
To begin with
It appears that
On the one hand
On the other hand
Student B (HR manager):
What can I do for you?
Well, | suppose you can always
Look here! There is nothing to worry
- IPUEMBI about!
yOexIeHuS, | was glad to help you!
apryMeHTaluu,

BBIPAXXCHUSA TOYKHU

Saganue #




3peHUs Ha
WHOCTPaHHOM
SI3BIKE;

- OCHOBBI PUTOPUKH
MyOJIMYHOM peun.

Ymers:

- BBIPA3UTh
MO3UIUIO
KOJUICKTHBA U
COOCTBEHHYIO
MTO3UITUIO Ha
WHOCTPAaHHOM
SI3BIKE,

CUCTCMATHU3UPOBATH

U 00001IUTh

MO3UITAIO0 KOMAH/IbI;

Comment on the presentation given by
your groupmates. Activate useful
phrases that are demanded in the
situations of commenting.

3aganue #

Give a presentation on the following
topic using the format recommended
in your textbook.

3aganune #

Roleplay the dialogue in your office
with an angry customer who had his
on-line access to your services
blocked. Appologize for the
inconvenience but do not accept
responsibility.

3ananue #

Write a formal e-mail to your
colleague confirming the issues you’ve
agreed during the negotiations.

- AaHAJIM3UPOBATh U 3aganune #
CHHTE3UPOBATh Cathryn Rees, a marketing executive,
MaTepHal, has been working on the PESTEL
BBICTYIIAaTh analyses of Frezna Motorrs. Complete
MyOJIMYHO C the sections of her analysis:
MIPE3SHTAIMSMH H Political:
JTOKJIaITaMH; Economic:

Sociological:

Technological:

Environmental:

Legal:

Give a presentation on these sections.
- BBIOpaTh 3ananue #
HauboJee Choose a brand and make notes for
ONTUMAJILHOE each of these points:
pelieHue u3 - Identify who the target
MIPEUTOKEHHBIX audience is and what their
BapUaHTOB U wishes and desires are.
apryMEeHTHPOBaTh - Select two unique benefits that
MPaBUIBHOCTb make the brand distinctive and
BBIOODA. attractive to consumers.

- Explain who the main
competitors are and what
advantages your chosen brand
has over their brands.

Crnoco6HocTs | 4. 3HATh: 3amanue #
IIPUMEHSATH JlemoHCTpHpY




3HAHUS
WHOCTPaHHOT
0 sI3bIKA Ha
YPOBHE,
JOCTaTOYHOM
ISt
MEXJIMIHOCT
HOTO
001IeHHS,
yaeOHOH 1
npodeccuoHa
JIHOU
NESTEIILHOCT

u (YK-3)

€T BIIaJICHHS
OCHOBaMH
aKaJeMUYEeCK
o
KOMMYHHKAIT!
U ¥ pEYCBOTO
JTHKETA
M3y4aeMOro
WHOCTPAHHOT
0 SI3BIKA.

- JIEKCHKO-
rpaMMaTH4ecKHue U
CTUJIMCTUYECKHUE
pecypcbl
MHOCTPaHHOTO
SI3BIKA;

- aKaJICMUYECKYIO
JIEKCUKY ¥ OCHOBBI
HaIlMCaHUS CTaTeM,
pedepatos,
0030poB
JTUTEPaTypPHI,

- IIpaBHJIa pEYCBOI'0
OTHUKCETA.

Ymern:

- aHaJIM3UPOBAThH U
CO3/1aBaTh YCTHHIC U
MMCbMEHHBIE
TEKCTHI Ha
WHOCTPAaHHOM
SI3BIKE C OMOPOM Ha
cdepsl o0IIeHMS,
pernraeMyro
KOMMYHHUKATHBHYIO
3aaqy;

- IPEAOCTABIIATh
KOHCTPYKTHUBHYIO U
00BEKTUBHYIO
00paTHYIO CBA3b C

Asking for information about terms of
payment.

An inexperienced exporter calls trade
financial department to get more
information about terms of payment
used in your company. Listen to the
conversation and answer the questions
below. Continue the conversation
asking more questions.

3aganue #

1. What is the difference between
cash payment, payment on
invoice, documents against
payment (D/P), payment by
irrevocable letter of credit?

Prepare the literature review on the
issue.

3aganune #
Practice social language in the
following situations:
e Greeting a visitor at the
reception desk
e Making a small talk after
the meeting
e Saying goodbye at the
end of the meeting

3ananue #
Complete the texts. Replace the
Russian words and phrases by the
English equivalents. Retell the text
following the certain rules of academic
style.
Forms of Promotion: Public Relations
Omo oxeamwvisaem a Wide range of
oesimenvrocmu, ranging from npecc
penuszos (about a new product) which
Mooicem bvimob uzoan Without cost,
nocpeocmeom cnorcopcemsa Of artistic,
sporting or o6pazosamenvhoil
Ooessmenvrhocmu. Llenvio ssensemcs t0
keep the company’s name in the public
eye, by attaching the name to activities
which kaorcymes coyuanvro
socmpebosanuvimu, Or are of
particular interest to ceoeco
PBIHOYHOCO ceemernmda.

Saganue #




YYETOM PETUCTPOB
oO01IeHus.

Give a summary of your job interview
with a potential employer. If you have
not started working imagine a career
you would like to have and give a
summary of that interview.

Cnoco6HoCTh | 5. I'pamoTHO 3HATD. 3aganune #
PUMCHSATH u - OCHOBHBIC All the skills below can make a resume
3HAHUS sbdexTuBHO | mpaBmia cuHTe3a B | Most successful. Put these powerful
MHOCTPAHHOT | IOJIb3YETCSI aHaM3a verbs into the chart to describe
0 sA3bIKa Ha HHOSI3BIYHBIM | MH(OPMAIUH, management skills, communication
YPOBHE, u npaBuiIa skills, helping skills, and financial
JOCTATOYHOM | MCTOYHUKAMHU | UCIIOJIL30BaHUS skills.
ISt uHGOpPMAIIMU. | pa3IHYHBIX analyzed, aided, administered,
MEXITUYHOCT TEXHUYECKUX assigned, acted, summarized, eased,
HOT'O CPE/ICTB C LEJbI0 allocated, prescribed, attained,
oOLIeHus, HU3BJICYEHUS chaired, consented, appraised,
yueOHO# 1 uHbOpMaIIHH; audited, accommodated, balanced,
npodeccrona coached, reported, explained,
JbHOU budgeted, advised, contracted,
JIESITETBHOCT provided
u (YK-3)
Mana | Commu | Helpi | Finan
gemen | nication | ng cial
t skills | skills skills | skills
analyz | consente | eased | alloca
ed d ted
3ananue #
- THIIBI HCTOYHHUKOB | \\/hat do the following abbreviations
uHopManuK 1 stand for?
CTHUJIIUCTUYCCKUEC SEC EB |TDA
0COOEHHOCTH Ltd GAAP
TEKCTOB. A: L+C | FRS
P/L COGS
3ananue #
YMETb. Search for the following keywords in
- U3BJICKaTh the Internet to find further information
HH(pOPMALHIO 13 about one of these items and report on
PasIMIHbIX your findings: net worth, current
HUHOS3BITHBIX assets, accrued liabilities, deferred
MCTOIHHKOB income, deferred income taxes,
(ayTEHTHHHBIX U admitted assets, treasury stock,
ANanTHPOBAHHBIX). | commitments, contingent liabilities.
Croco6HocTs | 6. 3HATH: 3amanue #
MPUMEHSTh [Mponyuupyer | - TEOpETUUECKUE Translate the following sentences
3HAHUS Ha OCHOBBI using infinitive, gerund or participles:
WHOCTPAHHOI | MHOCTPAHHOM | OpraHU3aluu 1 1. S 3Hato, 9TO OH
O A3bIKAa Ha SA3BIKE OCYIICCTBJICHHUA ONBITHBIN MCHCIIKCPD U
YPOBHE, IINCBbMCHHBIC KOMMYHHKAIIUU; CIICIUAJIM3NPYCTCA B




JOCTaTOYHOM
TSt
MEXJIMIHOCT
HOTO
001IeHHS,
yaeOHOH 1
npogeccuoHa
JIHOU
NEeSTEIIbHOCT

u (YK-3)

pedeBbie
MIPOU3BEICHU
SIB
COOTBETCTBUHU
c
KOMMYHHUKaTH

BHOI1 3a/1a4eil.

- CTPYKTYpY U
0COOEHHOCTH
HaIMCaHus 3CCe,
JIEJIOBBIX ITHCEM,
OTYETOB,
MPEe3EHTAIIMOHHBIX
MaTepuasoB Ha
OCHOBE
MIPOBEICHHOTO
IMOMCKA/MCCIIeI0BaH
usl.

Ymersb:

- KPUTUYECKHU
OLIEHUBATh
nHpopmanuio,
JieJaTh
3aKJIIOUEHHUS;

yIPaBICHIECKOM
ydere.

2. Hukro He oxwunman,
YTO KOMITAHHSI
OKaXXeTcs He
3 PeKTUBHOM.

3. Koro B Bamei
KOMITAHUU CUYUTAIOT
JTY4IIIAM B
OpraHu3aIH
CUCTEMBI KOHTPOJISA?

3ananue #
Writing a report. One of your biggest
customers recently started purchasing
from a competitor instead of from your
organization and your Managing
Director has asked you to investigate
the reasons for this.
Write a report for the Managing
director (200-250 words)
— explaining how you
investigated the reasons
— giving details of what you
discovered
— suggesting a way of dealing
with the situation.

3ananue #

Write a magazine article about one of
the famous interpreters or a specialist
in management. Use the guide to help
in organizing your article. Write 150-
200 words.

Title ..o

Paragraph 1.

Who is this businessman and what is
he/she best known for?

Paragraph 2.

Biographical information: when and
where born/ family life/ important
points in life.

Paragraph 3.

What was his/ her message?

What were his/her influential thoughts/
findings etc.?

Paragraph 4.

Why do you think this person is
important?

List of possible characters — famous
scientists: Adam Smith, John
Maynard Keynes, Steve Jobs....




Reporting the results of a survey
Read the results of this survey on
businesses’ role in protecting the
environment and write a short
summary of the results.

Phrases to be used
Results of the survey indicate that

- IPOU3BO/IUTH while.....
NMUCbMEHHBIC/YCTHEI | The survey also revealed that ...
€ peueBbIe Only a small minority of the
BBICKA3bIBAaHUS Ha respondents ....considered this factor
MHOCTPaHHOM to be
SI3BIKE. Respondents attached some
importance ...
Finally .... were in favour of the ...
while ... opposed
3aganue #
Discuss the peculiarities of verbal and
written contracts in business. Do you
think verbal and written contracts
should differ in how binding they are?
Why or why not? Do you think verbal
and written contracts should differ in
how flexible they are? Why or why
not?
Express your opinion in a written
form.
Bnanenue 1.lemoHcTpH | 3HATH: 3ananue #
OCHOBHBIMH | pyeT 3HaHHS | - Choose the correct professional
HayYHBIMH TepmuHosiorn | npodeccuonanpHy | terminology (a, b, ¢ or d) to complete
TIOHATHSIMHA U | H, O TEPMUHOJIOTHIO the sentences.
KaTCropusimMu HaHpaBJ’IeHHﬁ, Ha HHOCTPAHHOM
OKOHOMHKH U | IIKOJI, SI3BIKE, Companies such as Apple, Amazon
yIpaBlIeHYeC | COBPEMEHHBIX and Google were all * of building
KOW HayKH U | TCHICHIIUN businesses using technology and
CTIIOCOOHOCTh | MEHEIKMEHTA creating their own digital marketing
K MX U TTO3ULINH 2 . Nowadays, the first stop for
NPUMEHEHHIO | POCCHICKOM consumers tends to be the internet, so
npu yIIpaBJIeHYECK if your company does not have the
peIICHUH O MBICITH right® to target potential
npogeccuoHa consumers, it is likely to fail.
JBHBIX 3aJa4 1
(TTIKTI-1) a motivators

b innovators
c disruptors

d analysts

2

a platforms

b conversions
c clouds




- aKTyaJbHbIC
HaNpaBJIEHUA
HAaY4YHBIX
HCCIICIOBAHUI B
chepe
MEHEKMEHTA.

Ymern:

- IPUMEHSTh
npo¢eCcCuoOHANTBHY
10 TEPMHHOJIOTHIO B
X071e
npodeccroHanbHOM
KOMMYHHUKAI[UH Ha
WHOCTPAaHHOM
SI3BIKE,

- OXapaKTepU30BaAThH
OT/EJIbHBIE
HanpaBJICHUSA

d dumps
3

a devices
b mining
c analysis
d tools

3aganue #
Feedback statistics on use of artificial
intelligence (Al) in business processes

Ques [Co |Co |Com |Co | Co

tions [ mp | mp | pany | mp | mp
any |any | C any | any
A |B |(ma |D |F
(se | (on | nufa | (ret | (ste
rvi |lin |c- aile | el
ce |e turer | r) WO
co |tra |) rks
mp | der )
any |)
)

Did |95 |10 [45% |94 |35

you |[% |0% % | %

use

Al?

Was | 8% | 5% |10% |30 |76

ita % | %

bad

exper

ience

2

Work in groups. Analyse the feedback
statistics received while doing the
survey in different companies and
discuss what are possibilities of
implementing Al in various business
units. Which industries are the most
vulnerable to damages of Al
misusage? Which of them are likely to
succeed in using Al?

3ananue #

Plan and write a 200-word report for
your client, the owner of supermarket
chains, analysing the “Feedback
statistics on use of artificial
intelligence (Al)” and give
recommendations for future
implementation of Al in their local
chains. Use the traditional structure for
your report: Introduction, Findings,
Recommendations.




Hay‘IHbIX
HUCCIIEIOBAHUN B

3aganue #

cdepe Web-quest. Get acquainted with the

MEHE/KMEHTA. definitions below and surf the Internet
to find extra information about the
scientists (“founding fathers”) of these
management scientific fields or
schools. Share your findings with the
group.

e emotional intelligence: the
ability to keep one’s emotions
under control and show
understanding for others

e competency: having reached a
level of possessing enough
skill or knowledge to do
something to a satisfactory
standard

e motivation: eagerness and
willingness to do something
without needing to be told or
forced to do it

Bnanenue 2. Peaniuzyer | 3Harth: 3aganue #
OCHOBHBIMHM | CHOCOOHOCTb | - aKTyaJIbHbIE Treasure hunt.
HAYYHBIMH aJlaliTUPOBATh | HAIIPABICHHUS Work cooperatively in groups of two
MOHATUSAMHU M | ¥ 00001IaTh | HCCIIEJOBAaHUH B or three to a computer connected to the
KaTeropusMHU | pe3yJIbTaThl obacTu WWW. Use different browsers to
HSKOHOMHKHU M | COBPEMEHHBIX | MEHEKMCHTA, search for a variety of websites and
yIpaBjieHYeC | Hay4HBIX MPEANOCHUTKY U pages to make a list of sources for
KON HayKH M | UCCCIOBAHN | MTOCJICICTBHUS MX analysing economic situation, different
CIIOCOOHOCTh | ¥ It peau3anum. ratios, indexes, etc. Develop the
K UX OCYIIECTBIICH indicators to choose the most reliable
MIPUMEHEHHIO | U HAy4HO- sites.
pu HCCIIeIoBaTel The winner is a group who can find
peuIeHun BCKOW paboTEHI and copied links to the most number of
npodeccrona | B sites for 45 minutes.
JIbHBIX 3aJ1a4 6aKanaBpHaTe YmMmerTh:
(TIKTI-1) - BBISBJIATH 3ananmue #
B3aMMOCBSI3U Read the notes.
SIBIICHHI B XOJ1€ Brazil is the tenth largest energy
yIIpaBJIeHYECKOM market in the world and the largest
TeSITeTbHOCTH; consumer of energy in South America.

There are a number of companies
providing electricity to Brazil’s homes,
businesses and public facilities. Many
still rely on oil, but the field of
renewable energy sources is growing
and Brazil can be seen today as a
positive example of what can be done
in the sector. Companies are making
use of solar, wind and hydroelectric
power to produce energy, and vehicles




are often run on ethanol made of sugar
cane.

Decide if the following sentences are
true (T) or false (F).

1.They are in the energy business and
use renewable sources to supply

electricity.
- KpUTHYECKHU 2 They need talented university
OLICHUBATh graduates who speak several
MPUYHHHO- languages.
CIIEZICTBEHHBIE 3 They have expectations about
OTHOIIICHUS B appraisals, promotions and pay rises.
0O0ILIEeHNH C
HOJYNHEHHBIMHU. 3amanue #

Analise the management systems used
in foreign companies through the
access to their websites on the Internet.
Compare them with Russian
management systems and style of
communication. Give advice how to
cope with energy crisis that may take
place all over the world.

TunoBbie KOHTPOJIbHbIE 32[IAHUS U MATEPHUAJIbI

Bonpocsl 1151 IOATOTOBKHU K IK3aMEHY

Ipopnin «PUHAHCOBBIN MEHEIKMEHT», «MeHeIXKMEeHT U ypaBJeHHue
Ou3HecoM», «YpaBJieHHE MPOTYKTOM)

1.
2.

ok

8.

9.

What is management? Why is it called a unifying resource?

What kind of managerial information assists the internal users? How many
functions do managers fulfill?

What types of decisions do usually managers make? How can managerial
accounting information be used?

What management levels can be identified?

What is the time horizon? How does the time horizon for planning change
from the top level to the supervisory level?

How does the organizing function at the middle management level differ from
those of supervisory and senior levels?

What types of relationship exist in management? Whose task is it to develop
horizontal relationships?

What level of management has a small span of control in performing their
directing function? Why is it s0?

What skills are particularly important at all management levels?

10.What is strategic management? What are the main functions of strategic

management? Why does strategic management mean complete management of
the business?



11.What processes are essential for strategic management? In what way can
organizations attain sustainable competitive advantage?

12.How can the role of organization's Chief Executive Officer (CEO) and
executive team be defined?

13.What are the ways the strategic management may use to help management
teams gain success?

14.What is SWOT and in what way does it relate to crisis management?

15.How can the efficiency of corporate governance be achieved?

16.What new phenomena do policy makers and regulators face today?

17.What information do the external users need? What kind of accounting
information is designed for them?

18.What is accounting? What information does financial statement contain?

19.What information does a balance sheet contain? How can a balance sheet help
the firm to spot areas of financial weakness and strength?

20.What is the name of the accounting report that may show either a net profit or
a net loss for an accounting period? How are expenses grouped?

21.What does a cash flow statement show? What are the three categories of
activities the cash flow statement breaks down? What are the reasons for cash
flow problems of a company?

22.1s cash flow statement and cash flow forecast the same thing? Why is it
Important to make a good cash flow forecast in management?

23.What are the major categories of financial ratios? Which of them use the
information only from the balance sheet?

24.What kind of qualities does a good accountant need? Are they the same for a
manager?

25.What does tax accounting deal with? How are different forms of business
taxed? What is meant by saying: corporate profit is subject to double taxation?

26.What is a tax advantage? Give an example.

27.\What is the difference between tax avoidance and tax evasion?

28.What is the purpose of management accounting?

29.How many steps are identified in management accounting? What is the role of
budgeting?

30.What is performance measurement and decision making aimed at?

IpuMepHbIe TEMBI JJ15 3cce (0THO W3 3aJaHUI TeCTa TEeKYIero KOHTPOJIs):

1. Training and knowledge enable you to pursue a career in the world of
management

2. Management theories provide the ability to analyze the complexity of
organizations and their environments

3. To enhance usefulness and eliminate limitations needs an alternative type of
organization

4. Modern organizations face learning and development challenges in today’s
changing environment

5. Organizations should increasingly adopt the use of compliance controls.



6. Management accounting, cost accounting and controlling are one and the same
thing.

7. Internal fraud threatens the life of business.

8. Financial ratios are one of the best and simplest ways to set an objective
performance standard

9. Overhead analysis gives you an opportunity to affect your financial statements

10.Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role

TunoBbie KOHTPOJIbHbIC 3aJaHUA U MAaTEPHUAJIbI
IIpuMepHBIe BONIPOCHI AJIs1 MOATOTOBKHU K IK3aMeHy
Ipodunb «MeHeIKMEHT B CIIOPTE»

. What is meant by sport management?

. What sport management functions can be identified?

. What is planning?

. What is organising?

. What skills does effective organising require?

. What principles of organisation are commonly followed in sport organisations?

. What does leading involve?

. What leadership styles are there in management?

. What are the traits of effective leaders?

Is controlling a comprehensive management concept?

10. Define the ways in which management of sports organizations must act at all
levels of management.

11. What are traditional types of organisational structure?

12. Where are matrix structures used? Give an example of any sport organisation.
13. Name motivation theories you know (McClelland & Atkinson’s, Weiner’s
Herzberg’s work, Maslow’s theories) and dwell briefly on each.

14. What are the key steps of strategic planning in sports organizations?

15. What are the key elements in the organisation of a major sporting event?

16. What are essential requirements for a city to be chosen to organise a major
sporting event?

17. What is meant by risk management?

18. What kinds of risk management do you know?

19. What is the difference between compliance and operational risk?

20. What are the key steps of strategic planning in sports organisations?

21. What are key policies and procedures of strategic planning in sports
organizations?

22. What is a specific skill set of strategic planning in sports organizations?

23. What is meant by SWOT analysis?

24. What does Porter's Five Forces model allow you to assess?

25. What is the purpose of management accounting?

26. What is the difference between financial accountancy information and
management accounting information?

COoOooo~NOOT,~,WNE


https://en.wikipedia.org/wiki/Financial_accountancy

27. What are the three areas of management accounting?
28. What are the functions of accounting programs?

29. What is meant by good cash flow forecasting?

30. What do you understand by taxes?

IIpuMepHbIe TEMBI JJ15 3cce (0JHO U3 3aJaHUI TeCTa TEeKYIero KOHTPOJIs):

1. The competitive market requires strategic decisions from sport managers.

2. Strategic management affects the entire organization.

2. The most fundamental skills you need to be successful as a management
accountant in sport industry are an aptitude for and interest in numbers, math,
business and production processes rather than leadership and management skills.

3. Creating a budget is a crucial first step for a team treasurer.

4. Decision-making skills as well as people skills and communication skills are
among the most critical skills a sports manager must have to exercise organising
function effectively.

3. Motivation in a sporting environment can be defined as a desire that drives and
directs behavior.

4. Successful sport finance management is dependent on making intelligent
decisions that will maximize value for organizations.

5. Motivation helps players overcome many challenges, including losses, injuries,
and setbacks and stay focused on their goals.

6. Having a supportive network can help players stay motivated.

7. Finding inspiration can help players stay motivated.

8. Multiple reporting relationships is a characteristic of a matrix structure in
organizations.

9. Puma and Adidas place a stronger emphasis on direct-to-consumer channels in
their organizational structure.

10. Management accounting is able to help a company gain competitive advantage.

Tunosbie KOHTPOJIbHBIC 3aI1aHUA 1 MATCPHAJIbI

IIpumepHbIe BONPOCHI AJI NMOATOTOBKH K IK3aMeHY

Hpodpuniaun «MapkeTHHI»

1. Corporate identity and logos. Company’s brand values. Strategic decisions.

2. Creating ads and working with an ad agency. Awareness of a product. Strategies
to introduce a new product.

3. Methods of market research. Data collection methods. Market research for a new
product.

4. Leadership style. Qualified staff. An innovative failure.

5. Marketing and advertising activities in a company / department. Staff
responsibilities.

6. Planning a marketing strategy. Analyzing the typical customers and their needs.
7. Research of the market for new online services. Directing and controlling.

8. Marketing through trade fairs. Attending a trade fair and participating.
Giveaways.

9. Job advertisements. Job description.


https://fourweekmba.com/organizational-structure/

10. Marketing tools: creating websites.

11. Management functions: organizing the event (trade fairs). Methods to attract
visitors.

12. Customer profiles. The customers and their needs. Typical customer.

13.
14.
15.
16.
17.
18.
19.

Marketing strategy for expanding business. Launch of a new product.
SWOT analysis. Business environment and competition.

Avoiding risks. Responsibilities for implementing budgets.

Innovations. Dealing with a new product. Expanding the range of products.
Strategic planning. Opening new locations and branches.

The national company’s brand values. Work related activities. Team work.
Advertising the company’s vacancies. Job advertisements. Description of

responsibilities. Making job descriptions.

20.

Planning and organizing: A market research. Online market research.

TunoBbie KOHTPOJIbHbIC 32IAHUA U MAaTePHUAJIbI
IIpumepHbIe BONPOCHI AJI NMOATOTOBKH K IK3aMeHY
Hpodpuas «Jlorucruka»

1. Crisis management.

2. Corporate governance.

3. Risk management. Risk Assessment. Risk mitigation process. Risk
avoidance.

4. Compliance risk management. Compliance risks.

5. Operational risk management. Operational risks.

6. Logistics. What is logistics? Distribution. Difference between logistics and
distribution.

7. Logistics elements. Transportation and delivery. Storage, packaging.

8. Transportation. Primary and secondary transportation. Cargo handling.

9. Supply chain management (SCM). SCM processes: customer service
management, demand management, order fulfillment, returns management.

10.SCM elements. Push and pull strategies.

11.Transport logistics. Major components. Types of transport.

12.Warehouse management system. Storage activities. Information
technologies applied in storage.

13.Warehouse management system.

14.Inventory management. Basic steps of inventory management. Inventory
management system.

15.Material management.

16.Modern logistics systems.

17.Logistics and Supply Chain Management: differences and similarities.

18.SWOT analysis

19.Strategic planning. Implementation of strategic plans.

20.Strategic management. Organisation’s mission, vision and objectives.
Strategy formulation.

IIpumep 3apanust 1Jist 3a4eTa



Ipodunu «PUHAHCOBBIN MEHEIKMEHT», « MeHeKMEeHT U yIpaBJieHHe
OM3HecoM», «YIpaBJjieHue IPOIYKTOM

1. BeinmosiHuTe cutyannonHoe 3aaanue (50 6aasos)
Getting prepared for the exam you review the material studied. You concentrate
on the following questions:
1. What types of decisions do usually managers make?
2. What processes are essential for strategic management?
3. What is the primary force influencing corporate governance?
4. Why might a business aim to improve employee welfare?
5. Why has climate change been dubbed a "threat multiplier" by risk experts?

2. BbInoJIHUTE JIEKCUKO-TPAMMATHUYECKOe 3a/JaHHe M0 MPOiIeHHOH TeMaTHKe
(10 6ass10B)

In management there are sometimes short-term ...1..., the decline continue. It is
not that the machine ...2... and needs to be fixed. The problem was that the firm is
not like a machine at all. It is a different kind of entity. [tis a ...3... adaptive
system. In the early 2000s, some firms began trying something different. At that
time, they were mainly small, ...4... startups, like Amazon, Google, and the
Facebook. They began to reform management, creating ...5... of management for
a new age. Their principles stem from Peter Drucker’s dictum of 1954 that “there
is only one purpose of a corporation: ...6... a customer.” After years of neglect this
dictum is now becoming a reality.

There has a paradigm shift in management. It ...7... apparent that the firm is
not the center of the ...8... . In fact, it is the opposite: it is the customer or ...9...
who is at the center of the 21st century universe. The firm has shifted from ...10...
to being complex.

A B C D

1 |gain gaining gains gained

2 | are broken broke is broken is broking

3 | complex complexity complete completion

4 | knowing unknown know knew

5 | adifferent a different a difficult to differ concept
concepts concept concept

6 | create to create created creating

7 | have become become became has become

8 | commercial commerce commercial commercial
university union universe

9 |use using users user

10 | be complicated being being complicated

complicate complicated

Ipumep 3aganus s 3ayera




[popuiab «MeHeTKMEHT B CIIOPTE»
1. BemmosnuTe curyanuonHoe 3aganue (50 6amnoB)

Getting prepared for the exam you review the material studied. You concentrate on
the following questions: What does an organisation chart outline? What are
traditional types of organisational structure? Where does matrix organisational
structures exist?

2. BbInoJiHUTE JIEKCMKO-TPaMMaTHUYecKoe 3ajaHue M0 NMPoiiIeHHOH TeMaTukKe
(10 6as10B)

Read the text below. Choose the correct word from A, B, C, or D for each
guestion 11-20 and mark one letter.

Successful teams ... (1) ... strong leaders and the importance of this role is evident
in all categories of sports. The ... (2) ... of a leader is very clear in interactive games
and during matches. Although less obvious in co-active situations, the leader’s
contribution to the effectiveness of ... (3) ... performance is also influential. The
world of sport has three ... (4) ... styles of coaching: autocratic, democratic and
laissez-faire.

Autocratic leaders ... (5) ... all-powerful and absolute decision-making. In fact, this
... (6) ... style controls all kinds of decisions and seldom receives input from other
group members. They always try to accomplish things ... (7) .... They are focused
on ... (8) ... and often display a tough attitude during training or doing other tasks
such as press conferences. Although the autocratic leader breeds indifference,
apathy, and sometimes hostility among his group, he could ... (9) ... with a group
of older players. This is because they have the experience and maturity to understand
why strict instructions ... (10) ... regarding certain situations.

A B C D
1 has having are having have
2 performance results incentives profitability
3 a teams a team’s teams’ a teams’
4 | generally accept | generally generally generally
accepting acceptance accepted

5 leader lead leadership leading
6 believes in are believe in believe in believe
7 instant but more instant but | the most instant but instantly but

efficient more efficient | the most efficient efficiently
8 winning win to win to winning
9 be effective be effectively to be effective effective
10 is issued are issued issued being issued

IIpumep 3aganus s 3ayera




Ipodunu «MapkeTunr», «Jlorucruxka»

1. BemmounuTte curyanuonHoe 3aganue (50 6amioB)

Getting prepared for the exam you review the material studied. You concentrate on
the following questions: 1) Name motivation theories you know and dwell briefly
on each. 2) Say what the time horizon is? How does the time horizon for planning
change from the top level to the supervisory level? 3)Define how the efficiency of
corporate governance can be achieved. 4) What a compliance risk is and how can
managers mitigate it?

2. BuInoJiHUTE JIEKCMKO-TPaMMaTH4Yeckoe 3ajaHue M0 NMPoiiIeHHOH TeMaTukKe
(10 6a10B)

Read the text below. Choose the correct word from A, B, C, or D for each
guestion 11-20 and mark one letter.

An organizational structure is a system that outlines how certain ..1.. are
directed in order to ..2.. the goals of an organization. These can include rules, roles,
and ..3...

The organizational structure also determines how information flows between
levels within the company. For example, in a centralized structure, decisions flow
from the ..4.. down, while in a decentralized structure, decision-making power is ..5..
among various levels of the organization. Having an organizational structure in place
allows companies to remain ..6.. and focused.

Businesses of all shapes and sizes use organizational structures heavily. They
define a specific ..7.. within an organization. A successful organizational structure
defines each employee's ..8.. and how it fits within the ..9.. system. Put simply, the
organizational structure lays out who does what so the company can ..10.. its
objectives.

A B C D
1 | actions activities doings deeds
2 | achieve reach get gain
3 | performance authorities responsibilities activities
4 | upper senior top boss
5 | taken sent spread distributed
6 | efficient effected effectual favourable
7 | hierarchy order ranking arrangement
8 | work title job working
9 | over whole all overall
10 | meet gain implement get



https://www.investopedia.com/terms/c/corporate-hierarchy.asp
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3K3AMEHAIIMOHHBINA BUJIET Ne ...
1. TIpoutuTe TEKCT, MpOAHATM3UPYHUTE €ro U crenaite pedepupopanne (30 6aUIOB).
2. IlpoBenute aHamU3 MpeIOKEHHOTO MUHHK-Keica (30 6amioB).

IloxroroBwnia:
Jouent [0)4(0)
YTBepkIato:
3aMecTUTENb PYKOBOIUTEIS
Kadenpa s361Kk0B0I TOATOTOBKH dUO
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YTBepxkaeHo Ha 3aceganuu Cosera Kadenpsl aHTITUICKOTO s3bIKa U MpodeccroHalbHON
KOMMYHHUKAaIUH
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IIpuMep IK3aMeHALMOHHBIX 3aJAHUH

Ipopunin «PUHAHCOBBIN MEHEIKMEHT», «MeHe»KMEHT U ynpaBJIeHUue
Ou3HecOM», «YIpaBjieHHe MPOIYKTOM)

Bonpoc 1. [Ipouumaiime u npoananuzupyime mexcm «Motivation theoriesy.
Coenaiime kpamxoe pegepuposanue mamepuana mexkcma (30 6ann08).

Motivation is at the heart of your success. Because management is all about getting
things done through others, the ability to get others to perform is critical. A crucial
driver of organizational performance, motivation refers to the processes that
determine how much effort will be expended to perform the job in order to meet
organizational goals. A lack of motivation costs the company money — in terms of

lost productivity and missed opportunities.

With downsizing and restructuring becoming commonplace in organizations,
employee morale has become negatively impacted. This has made the motivation of

the workforce even more important.



The old command-and-control methods of motivating are not suitable for today’s
environment of empowerment and teams. Providing one-size-fits-all rewards does
not work with diverse workforce.

No single theory captures the complexity of motivation in its entirety. It’s necessary
for management to understand multiple theories, and then integrate them to get a
more comprehensive understanding of how to better motivate employees.

David McClelland’s Learned Needs Theory is referred to as the Acquired Needs
Theory. According to the theory developed in the 1970s, needs are developed or
learned over time. McClelland suggested that there are three needs — for
achievement, power, and affiliation — that are important to the workforce. While all
three are present in everyone, one need is dominant.

People who have a dominant need for achievement are proactively seeking ways to
improve the way things are done, like challenges and excel in competitive
environment. An employee who has a dominant need for achievement should be
provided with challenging jobs with lots of feedback on his or her progress.

The need for power is the need to control others. Those with a dominant need for
power like to be in charge and enjoy jobs with status. You should allow such
employees to participate in decisions that impact them and give them some control
over their jobs.

The need for affiliation is the need to have close relationships with others and to be
liked by people. Individuals with the dominant need for affiliation generally do not
desire to be the leader because they want to be one of the group. They should be
assigned to teams because they are motivated when working with others. You might
also let them train new employees or act as mentors because this addresses more of
their need for this interaction that is dominant within them.

Bonpoc 2. I[Iposeoume ananus npeonoxcenno2o munu-ketica no meme «Evaluating
the potential of a new ideay. (30 6an106)

Background: You are a deputy director in a division of an industrial chemicals
firm. The company is in the business of manufacturing fibers and have had sales of
$1 billion. The objective is to identify three to five new lines of business with total
revenues of $300-500 million utilizing existing capacity in the fiber manufacturing
facilities.

Available Information:

e A company is an established industrial products manufacturer, the fibers are
specifically used in the fashion industry and for the manufacture of cigarette
filters.

e The company has come up with a new fiber that has very good absorbency
and wants to manufacture pet care pads for pets.

e The brand is pretty well-known, but not necessarily directly by the end
customer.

Choose one of the lines and support your choice with risk analysis. Use knowledge
of both financial and managerial accounting to make final decision. Dwell on
corporate social responsibility that your company is following.



Your decision:
(oral explanation)

IIpumep 3K3aMeHALMOHHBIX 3aJaHUI

IMpoduias «MeHeTKMEHT B CIIOPTE»

Bonpoc 1. Ilpouumaiime u npoananuzupyime mexcm « Motivation theoriesy.
Coenatime kpamxoe pegepuposanue mamepuana mexcma (30 6annos).

In today’s society there is a large amount of money that circulates within sports
associations. Sport is becoming more commercialised and elite teams can have many
sources of income, for example sponsorship, funding, membership fees, ticket sales
and transfers. With the amount of money involved, the sports associations are
transforming from a tradition of being non-profit associations towards becoming
more like regular businesses. This results in a great need for management accounting
within sports organizations.

Management accounting is the practice of identifying, measuring, analyzing,
interpreting, and communicating financial information to managers for the pursuit
of a sports organization’s goals.

Management accounting differs from financial accounting because managerial
accounting information is aimed at helping managers make well-informed business
decisions on the direction of the company.

The primary tool of management accounting is the budget. Budgets are extensively
used as a quantitative expression of the company’s plan of operation. Management
accountants utilize performance reports to note deviations of actual results from
budgets. The positive or negative deviations from a budget also referred to as budget-
to-actual variances, are analyzed in order to make appropriate changes going
forward.

There can be a budget for the overall association that is subsequently broken down
to respective areas. Hence, every department of a sports organization can have its
own budget. Some sports associations make budgets for each game, and each game
is considered as its own market. This means a sports organization can easily evaluate
and follow up its work, and there is continuity in follow-ups. The organizations work
with monthly plans and accounts, and this is where it follows up the budget and
prognosticates.

Management accounting is used for planning, decision-making, and controlling.
These are the three pillars of the field. In addition, forecasting and performance
tracking are key components.

Bonpoc 2. [Iposedume ananusz npednodxcenno2o muru-xetica no meme «Leadership
Theory and Ownership Succession in the National Football League: The Case of
the Cincinnati Bengalsy. (30 6a1106)

Background: The fans in Cincinnati are angry. They have just witnessed another
disappointing football season, the 23rd since Mike Brown became the owner of the


https://www.investopedia.com/terms/b/budget.asp

team. Mike Brown’s football team has shown historically poor performance with
eight and nine straight game losing streaks to begin the season on multiple occasions.
Available Information:

e To make matters worse, this was the same number of seasons that his father and
Hall of Famer, Paul Brown, owned the team.

e While Paul Brown's work was marked by a record playoff appearance and two
trips to the Super Bowl, his son Mike Brown’s tenure was characterized by seasonal
failures.

Do the fans and press have a right to be angry and demand a change in leadership?
Consider different leadership styles. Use knowledge of the leading function of
management.

Your decision:
(oral explanation)

IIpumep 3K3aMEeHAUMOHHBIX 3aIaHUI

IHpodunu «MapkeTHHI»

Bonpoc 1. Ilpouumaiime u nepeseoume mexcm «Finding sponsors for the eventy.
Coenavime kpamkoe peghepuposanue mamepuaia mexkcma. Omeemovme Ha
80NPOCHL NPenooagameisi N0 COOEPHCAHUIO MEKCMA U 3aMPOHYMbIM 6 HeM
npooaemam.

Finding sponsors for the event

Financing an event can be a challenge. Many groups rely on corporate sponsors to
provide services, money and products for their event. In return, the business or
corporation receives advertising and exposure for their brand. There are some ways
to find quality sponsors for the event.

Firstly, you should identify the individuals, businesses, and organizations that may
benefit most from sponsoring your event. For example, if you are hosting a fashion
show, you will want to contact clothing retailers, shoe retailers, hair and make-up
experts and modeling coaches in the area that have an interest in the fashion industry.
You will need to create and design an event that will be attractive to them so that
they will want to be a part of it. They must see the event as being beneficial to them
and their goals before they will commit to sponsorship.

Secondly, try to choose a venue that will give your sponsors maximum exposure.
You will want to walk though potential sites and visualize where your sponsors will
be able to place banners, signs and other promotions. They will want to put their
brand and logo in places where they will be visible and receive the most exposure.
If there is not a lot of wall space, be creative. You could even project the sponsor's
name and logo on the outside of the building. The more creative the advertisement,
the more noticeable it will be.



Then you should offer different type of sponsorship levels and opportunities. Those
sponsors who are at a higher level receive more exposure than those who donated
less. Low-level sponsors may receive their logo on the program or website while
high level sponsors may have a large banner displayed at the entrance.

If you have a website for your event, include a page that features your sponsors. For
high-level sponsors you could include info about their company and a link to their
website. You should also include information for those businesses or individuals
who may be interested in becoming a sponsor.

Securing sponsors for any type of event can be a challenge. Be sure to properly thank
all of your sponsors. This is especially important if you think that you may need
them for future sponsorships.

Bonpoc 2. Beinoninume ycmuoe 3a0anue, pewiu muru-xetic no meme «Gazprom
prestigious status ”

You are a participant of a scientific conference dedicated to the oil and gas
industry. You need to represent Gazprom, a major player in Russia. Please
emphasise the company’s prestigious status.

Points to consider:
e Marketing budget, its importance for the company’s image
e \What can a company do to survive in difficult economic conditions? (market
research, advertising spending, distribution, pricing)
e what impact does the fuel and energy market have on the country's
economy?

Use the tips below
1. The company's contribution to Russia's GDP — 109 242 and 106 967 billion
rubles in 2019-2020.
2. Investments in the fixed capital of Russia — 19 329 and 20 118 billion
roubles in 2019-2020.

3. Gazprom entered the top 5 companies in the world ranking of the consulting
company Boston Consulting Group (BCG) among oil and gas companies
that provided their shareholders with the highest total income over the past
three years. BCG evaluated the total shareholder return. The rating included
76 companies with a capitalisation of at least $6 billion and a free float of at
least 20%.

Gazprom owns 60% of Russian and 17% of world gas reserves.

Gazprom holds a monopoly position in the transportation of natural gas in the
gaseous state. The company owns the Unified Gas Supply System (UGSS),
which includes all the main gas pipelines of the country. The access of
independent gas producers to Gazprom's gas transmission system is regulated
by government agencies.

o s

IIpumep 3K3aMeHANMOHHBIX 32IAHUH
poduias «Jlorucruka»



Bonpoc 1. Ipouumaiime u nepeseoume mexcm «Recent trends in 3PLy. Coenaiime
Kpamkoe peghepuposanue mamepuana mexcma. Omeembme HA B8ONPOCH
npenooasamelisi N0 COOEPAHCAHUIO MEKCMa U 3aMpPOHYMbIM 8 HeM NPOOIeMAM.

Recent trends in 3PL

There’s no doubt the third party logistics (3PL) landscape has altered significantly
within the last decade. As mobile technologies and ‘smart’ working practices
continue to develop, further growth, and potential benefits, are inevitable.

A greater consumer demand for 24/7 services and reduced costs means efficiency
and accuracy are going to be a crucial points for successful 3PL
providers. Businesses will remain focused on the goal to drive down their own
operational and labor costs by outsourcing logistics to 3PL service providers. But
success will also depend on their willingness to adopt new technologies.

The following are the most influential changes predicted within the next 7 years.
There’s a very good likelihood they will become common among most third party
logistics companies.

1. Extended Collaboration Between Shippers and 3PL Companies

Third party logistics companies will rely heavily on technology to collaborate,
connect, and interact with customers. Electronic data exchange services are going
to be critical, not just for the performance and integrity of the info, but also to
accommodate the speed of change.

Vendor managed inventory, where the supply chain vendor monitors the buyers
inventory and makes periodic resupply decisions, are going to be commonplace and
allow smaller 3PL services to operate via web-based portals and user-friendly access
systems.

2. Mobile Application Expansion

Dependency on paper records in warehouses is becoming a continually diminishing
memory. Everything will be focused around agility through mobility. As we’re
already seeing, mobile devices are becoming more commonplace and will eventually
be used by all third party logistics firms.

3. Dedicated Smart Technology from Third Party Logistics

Third party logistics providers will see the advantages of investing in smarter IT
and software systems which may deliver a quick and solid ROI. By decreasing
inefficiencies, software like Transportation Management Systems (TMS), will
drive down costs and save time. As voice recognition becomes more accurate,
voice prompts and commands are going to be standard within the supply chain
process, like stock inquiries or freight tracking.

Bonpoc 2. Beinoanume ycmuoe 3adanue, peuius munu-xetic no meme “How to
chose the best supplier?”

Discuss the advantages and risks of
a) Single sourcing,
b) Dual sourcing



c) Multiple sourcing key components and services for a minimum of

three different types of products.
Points to consider.
1. what are the early warning signs that a supplier is in difficulties, e.g. late
deliveries, attempts to change payment terms?
2. What are the risks for a company and its supply chain if a main supplier gets
into financial difficulties?
3. What can companies do to detect as early as possible if a supplier is in trouble?

Edscha, a German manufacturer o sun roofs and other car parts, filed for insolvency
early in 2009. It presented BMW with a crisis. The luxury carmaker was about to
introduce a new modal- and Edscha supplied its roof. Today Edscha is still in
business, because of the support offered by its leading clients, including BMW.
However, BMW is still worried about disruptions to its supply chain and increased
the number of staff in its risk-monitoring department with responsibility for
components makers. They established a rating system for the company’s primary
suppliers. It is based on financial information, with cashflow more important in
many cases than profitability. BMW looks at a variety of issues, including the
ownership structure. It also maintains close contact with Audi and Mercedes, its
main competitors, to swap information on suppliers.

8. IlepeyeHb OCHOBHOW W [JONOJHHUTEJNbHOW Y4eOHOM JHUTEpaTypbl,
HEO0X0AMMOM /ISl OCBOCHUS TUCUMILIUHBI

OcHoBHas JuTeparypa

1. AHrnuiickuii s3bIK B TpodeccuoHalbHOM cdepe. MeHEeIKMEHT: yueOHoe
nocobue s Hamp. OakamaBpuarta "Menemxment" / M.A. benoram [u ap.];
dunynuBepcutet; noj pen. I'.A. lyoununoii. - Mocksa: Kaopyc, 2018, 2021.
- 278 c. - bakanaBpuar. - TekcT : HenmocpeacTBeHHbIH. - To xe. - 2021. - ObC
BOOK. - URL: https://book.ru/book/936544 (nata oGpamenus: 24.09.2024).
— TeKCT : 2JIEKTPOHHBIN.

2. Benoram M.A. Economics. Finance. Management. AHruiickuii si3bIk B cepe
DKOHOMHUKH, (PUHAHCOB U MEHEIKMEHTA: Yy4eOHUK i1 CTYJEHTOB,
oOyyaromuxcsi Mo HampapieHusiM "OkoHomuka W "MenemxmeHT" / M.A.
benoram, M.B. Mensunuyk; @unynusepcurer ; noa pea. M.B. MenbHU4yK -
Mocksa: Kuopyc, 2017, 2021. - 231 c. - bakanaBpuar. - Tekct

HerocpeAcTBeHHBIM - To xe. - 2024. — 5bC BOOK.ru. - URL:
https://book.ru/book/951879 (nata oOpamenusi: 24.09.2024). — Tekcr
3JIEKTPOHHBIN.

3. Menbauuyk, M.B. Aarnuiickuii s3p1k: CiopTUBHBIN MeHepkMeHT = English
for Students Majoring in Sports Management: y4eOHHMK JJisi HAIpaBJICHUS
OakanaBpuata "Menemkment" / M.B. Menbaunuyk, JI.I'. Bacwsbuera, O.A.
Kanyruna; non o6mr. pea. M.B. Mensunuyk; @unyHuBepcuTeT. — MoOCKBa:
Knopyc, 2023. — 184 c.: un. — (bakamnaspuar). — ISBN 978-5-406-10645-7.
- Tekctr : HemocpenctBeHHbii. — To xe. - ObC BOOK.ru. - URL:



https://book.ru/book/946257 (mara oOpamenus: 24.09.2024). — Tekct :
3JICKTPOHHBIM.

JlonoiHUTE IbHAS JIUTEepaTypa

4.

bnaronerenesa, H.K. COopHuK 3aaHuii A1 CTyI€HTOB 3 Kypca OakanaBpuaTa
no HampapiaeHuto mnoarotoBku: 38.03.02. «MeHemKMEHT» - NPOdUIIb:
Jloructuka. lucuumimaa « MTHOCTpaHHBIN A3bIK B MPO(eCcCHOHANTBHOM cdheper.
Ounas ¢popma oOyuenusi. — Mocksa : @uHaHCOBBIN yHUBepcuTeT, 2020. — 50 c.
— org.fa.ru [caiiT]. - URL : szz_inyazvps_20.pdf (mata mnyOnuxarmu
23.06.2020). — Tekcrt : 2JIeKTpOHHBIH. - Pexxum nocryma: JlmcnuroiveHa :
HNuoctpanHblii s3bIK B npodeccuoHanbHoi chepe. — COOpHUKU 3aaHUN U
3a7a4. — TOJIBKO JJ1s 3apeT.M0JIb30BATENEH.

Kmumunckas, C.JI. AHrouiickuii s3elk B mpodeccuoHanbHOM cdepe:
MeHeKMEHT: 10 AucHUIUIMHE MHOCTpaHHBIM SI3bIK B MpodecCUOHATBHON
chepe mis ctyneHToB OakanaBpuara HampapiaeHus 38.03.002 MeHemKMeEHT:
VYyebnoe nocobue. — Mocksa : dunancosbiii ynuBepcurer, 2022. — 81 c. —
org.fa.ru [caiit]. - URL: iyvpd _up men.pdf (mara myomukarmu : 23.05.2022).
— Tekcr : anekTpoHHbIN. — Pexxum qocrtyna: Jucuunnmza : MTHOCTpaHHBIN SI3bIK
B mpodeccroHansHoil cdepe. — VYueOHbie Marepuanbl. — TOJNBKO st
3aper.nojab30BaTeNei.

Business Partner. B2 : Coursebook / I. Dubicka,M. Rosenberg, B. Dignen [et.al]
— Harlow : Pearson Education Limited, 2018 .— 160 p. - Tekcr :
HETIOCPEACTBEHHBIM.

MacKenzie . Professional English in Use. Finance / |. MacKenzie. -
Cambridge: Cambridge University Press, 2008, 2009, 2011, 2013. - 140 p. —
TekcT : HemoCpeACTBEHHBIN.

McKeown A. Professional English in Use: Management / A. McKeown, R.
Wright. - Cambridge: Cambridge University Press, 2011. - 120 p. — Teker :
HETIOCPEICTBECHHBIN.

Robinson N. Cambridge English for Marketing: Student's Book / N. Robinson;
University of Cambridge ; series editor J. Da. - Cambridge: Cambridge
University Press, 2010. - 120 p. + 1 CD. — TekcT : HemocpeACTBEHHBIN.

10.Rogers J. Market Leader. Pre-Intermediate Business English Practice File / J.

Rogers. - Harlow: Pearson Education Limited, 2007, 2008, 2011, 2012. - 96 p.
— TeKcT | HenoCPEACTBEHHBIN.

11.Rogers J. Market Leader. Intermediate. Business English Practice File / J.

Rogers. - Harlow: Pearson Education Limited, 2010. - 96 p. — Tekcr :
HETIOCPEICTBEHHBIN.

12.Pilbeam, A. Market Leader. Logistics Management. Business English / A.

Pilbeam, N. O Driscoll .— England : Pearson Education Limited : Longman,
2010 .— 96 p. — TekcT : HEMOCPEICTBECHHBIN.

9. IlepeueHs pecypcoB HHPOPMAIMOHHO-TEJIEKOMMYHUKALIMOHHOM CeTH
«/HTEpHEeT», He0OXOAUMBIX [IJISI 0CBOCHMS TUCIHUILINHBI
1. Dnexrponusie pecypcbl BUK:



. DnextponHas 6ubmmnorexa @uHaHCOBOrO YHUBEpcutera (Ob)

http://elib.fa.ru/

. DnexkTpoHHOo-0nbmoTeyHas cuctema BOOK.RU http://www.book.ru

. DNEeKTPOHHO-O0MOIMOTEeYHas cucTeMa « Y HUBEPCUTETCKask OMOJIMOTEKa
OHJIAWH» http://biblioclub.ru/

. DNEeKTPOHHO-0MOIMOTEeYHasl cucTeMa Znanium
http://www.znanium.ru/

. DneKTpOHHO-6ubIMoTe Has crcTeMa n3aTenseTa «FOPAUTY
https://urait.ru/

. DOneKkTpoHHO-0MOIMOTEYHAs cUcTeMa u3aaTenbeTBa [IpocnekT
http://ebs.prospekt.org/books

. DNeKTPOHHO-0MOIMOTEeYHAas cucTeMa u3jaTenscTa JIanb

https://e.lanbook.com/
. JenoBas onnaitH-6ubanorexa Alpina Digital http://lib.alpinadigital.ru/

. Hayunas snexktponHas 6ubnuoteka eLibrary.ru http://elibrary.ru

. HanmonanpHas snexkrponHas oubanoreka http://H36.pd/

. bubmmoreka onnaita Jlekuuii mo buznecy u MapkeTunry
u3narenbcTBa Henry Stewart Talks https://hstalks.com/business/

. Henry Stewart Talks: Journals in The Business & Management

Collection https://hstalks.com/business/journals/
. CNKI. Academic Reference https://ar.oversea.cnki.net/
. CNKI. China Academic Journals Full-text Database
https://oversea.cnki.net/kns?dbcode=CFLQ
. JSTOR Arts & Sciences | Collection http://jstor.org

. Emerald: Management eJournal Portfolio
https://www.emerald.com/insight/

. Kosnekiust HayuHbix xypHaimo Oxford University Press
https://academic.oup.com/journals/

. CnpaBounas npaBoBas cucteMa «Koncynprant [Limrocy
https://www.consultant.ru/

. CnpaBounas nipaBoBas cuctema «I'”APAHT» https://www.garant.ru/

. DNeKTpOHHBIEC KOJUIEKIIMU KHUT U )KYpPHAJIOB U3/1aTeNbCTBA Springer:
http://link.springer.com/

. ba3za naHHBIX HAYYHBIX XKYypHaJIOB u3aaTenbcTBa Wiley
https://onlinelibrary.wiley.com/

. [{udporoii apxuB HayyHBIX XypHasoB: http://arch.neicon.ru/xmlui/

10. MeToanyeckue yKazaHus 1Jisi 00y4AIOIIUXCH M0 OCBOCHHUIO TUCHMILIMHBI
i Beex opM MOArOTOBKHU

Mertonuueckue ykazaHus Il OOyYaromuXcs M0 W3YYEHUIO JIUCIUIUIMHBI
«MHOCTpaHHBIH S3BIK B TPOPECCHOHABHOM c(hepe» — ITO KOMIUIIEKC PEKOMEH Al
U Pa3bsICHEHUH, MO3BOJISIIONINX CTYACHTY OakajaBpuaTa ONTHMAILHBIM 00pa3zom
OpraHU30BaTh MPOIECC TMOATOTOBKM K 3a4eTy WM D3K3aMEHY, OOCCIEUHThH
HABUTAITMIO OOYyYaroNIuXcsl B MPOIECCe M3YYCHHs TUCHUTUIMHBL. PexomeHmaruu
OpUEHTHpOBaHbl Ha oOecriedeHue 3PGEKTUBHOCTH Y4eOHOTro Tpolecca TIo


http://arch.neicon.ru/xmlui/

U3YYEHUIO JUCUUIUIMHBI M TOATOTOBKY CTyJE€HTa K KOMMYHHUKallUd B
OOLIEKYIBTYPHOM, OOIIESI3bIKOBOM U NIPO(HECCUOHATLHOM MOJIE AESITEIbHOCTH.
CryneHTaMm npu MOATOTOBKE CIEAYET HCIOJIb30BATH HOPMATHBHBIE JOKYMEHTHI
duHaHCOBOrO YHUBEpCcUTETA, MeToanuecKkue peKoOMEHAAIMH 10 TUIAHUPOBAHUIO U
OpraHu3allid  BHEAYJIUTOPHOM  CaMOCTOATENbHOM paboOThl  CTYJAEHTOB IO
oOpa3oBaTenbHBIM IIpOrpamMmaM OakajaBpuaTa U Maructparypbl B OUHAHCOBOM
YHUBEPCUTETE, yTBEpKACHHbIE NpukazoM dunynusepcurera ot 11.05.2021 r. Ne
1040 (cMm. caiit @UHAHCOBOTO YHUBEPCUTETA: HA IIaBHOM cTpanHuile pasaen «Ham
YHUBEpCUTET»; nanee «ExunHas npaBoBas 6a3a OUHYHUBEPCUTETAY ), UCIIOIb30BAThH
METOMYECKHE PEKOMEH/IalluK JeNapTaMeHTa.

Pemienne keiicoB 1 MUHHU-KEHCOB
Keiicbl 0a3upyroTcsi Ha NPUHATHH PEIICHUN C aHATM30M NapaMeTPOB KOHKPETHBIX
CUTYaIIM, B3AThIX U3 IPAKTHYECKON AeATeNnbHOCTH. CylneCTBYET 2 BU1a KEMCOB:
1) MuHU-KeHChI (OMMUCHIBAIOT MTPOOJIEMY B KpAaTKO (popMe U MOTYT MIPUMEHSTHCS B
KayecTBE «UHTEJUICKTyaJIbHOM  pa3MHUHKW» i CTYJEHTOB  (PMHAHCOBO-
HDKOHOMHYECKUX HAIpPABJICHUM MOATOTOBKM; KaK IPAaBWIO, B MHHHU-KEWCAaX HET
JIOTIOJIHUTEIBHON MHPOPMAIIMU O KOMIIAHUH );
2) Mmactep-Keichl (oapoOHbIe KENUCHI, COAEpIKaIINEe JONOJHUTENBHYIO /TTOAPOOHYIO
MH(OPMaIIMIO; UCTIONB3YIOTCS B KOMaHIHBIX COPEBHOBAHMSIX 10 KelicaM B Ou3Hec-
mkoJyiax u B BY3ax).
Pemenue keiica HaumHaercs ¢ QopMupoBaHHE pPAOOUYMX MOATPYNN (KOMAaHI).
Pacnipenenenne teM aiis oOCYXIE€HHSI MPOU3BOAUTCS MPENOAABATEIEM C yYETOM
MOKENaHUM KaKIOW MOArpymmnsl. Eciau TeMa 17 BceX MOArPYII OJWHAKOBAsA, TO
IpPEernoJiaBaTesib 03BYYMBAECT €€ 4WICHaM YYEeOHOW TpyNimbl U OOBSIBISET CPOK
MIPEICTABIICHUS] UTOTOBOI'O PELICHUS/pe3yIbTaTa KOJJIEKTUBHOU PabOThI IO MOUCKY
BbIXOJla M3 TMpoOieMHON cutryaruu. Ha »otame 3HakoMcTBa ¢ mpoOsiemMon
BBISICHSIIOTCSL 1I€JIM M BUJ UTOTOBOTO pellleHusi Kelca (oT4eT o padbore B (opme
Ipe3eHTaluy, MMCbMEHHOT0 aHaiu3a Keica u T.1.). Kaxknas rpymnmna o6cyxaaer u
aHAJIM3UPYET CUTYallMI0, TOCJIE€ YEero BbIpadaThIBAET CBOIO TOUYKY 3pEHUS Ha
npobiieMy, TeHEpUPYET pa3IUUHbIE UJIEH 110 MIOBOAY PELIeHHs JaHHOU poOIeMbl U
3aTeM 0OpPMIISET PELIEHUE B BUIE€ IPE3CHTALUN/TIHCbMEHHOTO OTYETA.
Pemenue kelicoB peKOMEHyeTCsl IPOBOAUTH B HECKOJIBKO 3TAIOB:
|.  W3yuenue matepuaina — CTyJEHThI 3HAKOMSTCS C OJy4YEHHON HH(POpMALIHEH,
OIpeENsieT OCHOBHYIO Mpo0eMy
Il.  OOcyxneHue u aHaJIN3 MPAKTUYECKOU CUTyaluu B noarpyirne (3-4 yenoBeka,
40 MHHYT) — CTYIEHTHI OOCYXJAIOT MPUYMHBI CJIOKUBILEWUCS CHUTYallUH,
BBIJIBUTAIOT UJEH 110 PEIICHUIO CYHIECTBYIOUIUX MPOOIIEM.
I1l1.  IlpencraBieHue pe3yabTaTOB OOCYKIEHUS KaXAOW IPyNMbl B COOTBETCTBUU
CO CIEAYIOIINM IJIAHOM:
1) KpaTkoe H3JOXKEHHE cUTyaruu (Summary) — CTYIACHTBI OMHCHIBAIOT
U3YYEHHYIO CUTYalHIO;
2) npobiemaruka (Statement of the Problem/Issues) — crymeHTsI
NPEJICTaBIISIIOT BBISBICHHBIE MU TIPOOJIEMBI;



3) BapumanTthel aeiictBus (OptionNs) — cTyAEHTHI NpeIaraloT BO3MOXKHbBIS
pelleHus, pacckaspiBas o npeumyinectBax  (Advantages) w
HepocraTkax (Disadvantages) kakoro u3 HHX;

4) pexomenmanuu (Recommendation) — cTyaeHTbI MPEACTABIISAIOT
HAWJIYYIIWN, 10 UX MHEHUIO, BADUAHT JICMCTBUM;

5) man aeitcreuii (Plan of Action) — cTyaeHTbI OQPOOHO
pacckasbpIBaloOT 0 Mepax, KOTOpbIe HEOOXOAMMO IPUHATH B paMKaX
pEIIeHMS 3asBJIICHHON TIPOOIEMBI

IV. Bo Bpems nmpe3eHTanmu Ipyrue Tpynibl CTYJACHTOB HE UMEIOT TIPAaBO

00CyX1aTh CBOU 3aJIaHMUSI.

V. V¥V kaxno# rpynnsl €cTb 4-5 MUHYT Ha NPEACTAaBIECHUE CBOMX PE3YJIbTATOB U

2 MUHYTHI, 9YTOOBI OTBETUTH Ha BOTIPOCHI.

[Ipennaraercst paboTa Mo CIAEAYIOIIEMY aITOPUTMY:

1. mpeaBapUTEIbHOE O3HAKOMIICHUE C COJIEP KaHUEM Kekca i popMupoBaHus
oO0IIIero MpeCTaBICHUs O TPOOIIEME;

2. 3HAKOMCTBO C BOIPOCaMHU K KEHCy;

3. 3HAKOMCTBO C TEKCTOM Keiica U BceMu (hakTamMu WK poOIeMaMu, UMEIOIIUMU
OTHOIIIEHUE K MTOCTABJICHHBIM BOIIPOCAM;

4. ompesiesieHre TPUUUHBI TPOOIEMBI WU MPOOJIEM, pacCMaTPUBAEMBIX B KeHcCe.
Korma pemenue npo6iieMbl B paMKax Kelica HallJIeHO, TOTOBUTCS MPE3eHTAIIHS,
npecc-KOH(GEPESHITUS IH MUCbMEHHBIA OTYET.

Pexomenayercs cienyromas CTpyKTypa Mpe3eHTaI|H:

- CUTYallMOHHBIN aHanu3 - 30% BpeMeHu:

e SWOT w/nmm STEP-ananms;

® aHau3 MPOoOJIEMBI,

® aHanau3 OMHMOOK.

- IPAKTUYECKUE peKoMeHxauuu - 60% BpemeHu:

® CTpaTerws M TaKTHKA;

® HEOTJIOKHBIE MEPHI KU MEPOTIIPUSITHS B JIOJITOCPOYHOM TIEPCTIEKTUBE.

- pe3roMe PYKOBOJMTEIISI, oOpaTHas CBA3b - 10% BpemeHH.

Pemenue u npencraBieHre TOM WiM HHOM OU3HEC-CUTYyalnH (TTPOOJIEMBI) MOKET
MPOXOJIUTh U B UHJUBUIYAIBHOM (pOpMATE, TO €CTh KaK MPEICTABIICHNE PEIICHUS
MHHU-KENCA.

IMoaroToBKa Mpe3eHTAIMH U JOKJIA/ 110 TeMe

YcTHas nmpe3eHTaIus o TeMe AUCHUTUTMHBI PEACTABIIAET CO00M MyOIuIHOe
BBICTYIUICHHE HA MHOCTPAHHOM SI3bIKE, OPHEHTUPOBAHHOE Ha 03HAKOMJICHHE
ayJUTOPUM CIIYLIATEIEU C ONIPEICIIEHHOU TEMOM.

[Ipe3enTtanus npeacTaBisieT co00il ouH u3 3((PEeKTUBHBIX CIOCOOOB OOMEHa
uHpOopMaIei, B KOTOPOM COYETAaeTCs TEKCTOBAs M BU3yabHas ojava
uH(bOpMaIIMK TIOCTIE €€ MOUCKa, PAaH)KUPOBAHUS 110 BAXKHOCTH U JOCTOBEPHOCTH, U
aHanu3a. Buzyanuzamnus nHGopManuy BKIIOYAET B ceOsl ONMCaHne TaOIHIl U
rpauKoB, IPEICTaBICHUE CTATUCTUYECKUX JaHHBIX U T.II.



Komnonenmot npezenmayuu:

TutynpHas yacTh (Ha3BaHME, 3aCTABKA).

OTkphIBarollasl YacTh (AHHOTAIKSA, JENAI0IIasl Ay JUTOPHUIO
BOCIIPUUMYHBOM).

BBeaenue (mpeaBocxuilaeT OCHOBHbIE MOTHBBI MPE3EHTAIIUHN U CBSI3bIBACT
UX C OCHOBHOM 4acThIO).

OcHoBHas 4acTh (MpeACTaBIseT co00i COOOIIEHHE).

KittoueBbie MyHKTHI (TJIaBHBIE UIEW OCHOBHOW YacTH).
[TopnepxuBatomuii Matepuan (MHGOpMaIs, OOBICHIIOIAS U
MIO/I/ICP KU BAIOIAS OCHOBHBIC ITYHKTHI).

[Tepexon (MOABOAUT UTOT OAHOMY KIIFOUEBOMY IYHKTY U MPEACTABISICT
CJICAYIOIIUIN).

O0630p (BHOBb NMEPEUUCIISACT KIIOUEBBIC YHKTHI COOOIICHUS).
3aksmroueHue (MOBOAUT YEPTY CKa3aHHOMY B KPATKUX YTBEPKIACHUSIX).

Cnocob uznooicenus mamepuaia.

B XPOHOJIOTMYECKOM IOPSAKE,

B ITOPSIIKE IPHOPUTETA,

B TEPPUTOPUAIBHOM IOPSJIKE,

B TEMATUYECKOU MTOCIEA0BATEIBbHOCTH,

CTPYKTYPHPYS €ro M0 NPUHILMITY «IpOoOIeMa-pEelICHUE.

OcHosHoe CO@@DDiCdHue u cmpyKkmypa npesermayuu.

- (opMynHpOBKa TEMBI, IIEJIM U MJIaHA BBICTYIICHHUS;

- OompenesieHue MPOJOJKUTEILHOCTH MPEACTaBICHUSI MaTEpHaIa;

- y4eT 0COOCHHOCTEH ayIUTOPUH, aIPECHOM Mo1auu MaTepuaa;

- WHTEPaKTUBHBIE ICHCTBUS BBICTYNAIOIIETO, HAIPUMED, BKIIFOUCHHUE B
o0CYyXXJIeHHE CITyIIaTeNeH;

- COOJIIO/ICHHE 3PUTEIILHOTO KOHTAKTa C ayJAUTOPHUEHL; )KECThl, MUMHUKA
BBICTYIAIONIETO;

- HaJM4HMe WLTIOCTpaIui (He meperpyxaroiux n300paxaeMyro Ha IKpaHe
uH(OPMAITUIO), KITIOYEBBIX CIIOB;

- HYXHBII TOAOOP IIBETOBOW FaMMBI.

- HMCIOJIb30BAHME HATJISIHBIX U TEXHUYECKUX CPEJICTB.

PeKOMeHOauuu no npoee()enuro npesesmayuu.

- HE€ YUTaTh NOJrOTOBIEHHYIO HH(OPMAIHIO;

- [PeAyCMOTPETh NPOOJIEMHbIE, CIIOKHBIE JIJIs1 HOHUMAaHUS (parMeHThl
BBICTYIUIEHUS U IPOKOMMEHTUPOBATH HX;

- TpeIBUIETh BO3MOXKHBIE BOIPOCHI, KOTOPbIE MOTYT OBITH 33JIaHBI IO
XOZy Y B pe3yJIbTaTe IEMOHCTPALMY IPE3CHTALINH.

061/141/16 pekomeHdauuu Nno 6KJIIOYE€HRUIO 6 MEKCMOBYI0 Hacnmb npeseimayuu

8M3Va]ZbHOZZ qu)OpMauuu:




1. Kaxxaplit cnaiig nommkeH HecTd (QyHKIMOHAIBHYIO HATPY3KY (IJ1 4Yero oH
HY’KE€H, KaKyl0 3HauMMYy0 HH(popmanuio oH HeceT). Ha cnaiin BeiHOCHTCS Ta
uHpopMalus, KOTopast 0€3 3puTEIbHOM ONOPbl BOCIIPUHUMAETCS XYXKeE.

2. Cnaiiibl JOJKHBI TOTIOJIHATH UM 0000IIaTh CO/Iep>KaHNUE BBICTYIUIEHUS WU €TO0
qacTel, a He JyOnupoBaTh €ro (T.€. TEKCT WIN N300paKeHMsl, BRIHOCHMBbIE Ha
cllaiif], TOJKHBI HE OyKBaJIbHO MOBTOPSATH COAECPKAHUE KaKOM-IN00 yacTu
BBICTYIUIEHHUS, @ 0000111aTh, CTPYKTYPUPOBATH UM WIUTFOCTPUPOBATH €€).

3. Ayautopus AOJDKHA YETKO MPEACTABIATh, K KAKOM HMEHHO YaCTH BBICTYIUICHUS
OTHOCHUTCS CJai/l, MO3TOMY Ka)KIbli CJIai]] T0J>KEH UMETh 3ar0J0BOK. 3aroj0OBOK
JOJDKEH OTPa)kaTh OCHOBHOE COJIEpKAHUE ClIaii/ia, a HE CTPYKTYPHYIO 4acTh
NPE3EHTALNU U COCTOATh U3 3-5 CIIOB, COCTABIIAIOIINX HE 3aKOHYEHHOE
npeioxenue, a ppasy.

4. upopmanus Ha cnaigax JoJKHA ObITh U3JI0KEHA KPAaTKO U YETKO, €€ CIIETYET
I'PaMOTHO CTPYKTYPHPOBATb.

5. He pekoMeHnayeTcs meperpy»xath ciaii nHpopmaluen, Io3ToMy CJI0KHbIE
CXEMBI U CITUCKHU Lieniecoo0pa3Hee pa30uTh Ha HECKOJIBKO CIaiioB, Py 3TOM Ha
BTOPOM cllaiiiec HE0OX0IMMO MMOBTOPUTH 3ar0JI0BOK MIEPBOTO ¢ TOMETKOM
“IpoaoipKeHne” WIKM MPOHYMEPOBATh ATH JIBa CJIAK/a.

6. Tekcr, Brirouaronuii nepeurcicHus (bullet points) momken coctosTh U3
OJTHOPOJHBIX IPAMMATHYECKUX CTPYKTYpP, HAIPUMED, TJIaroJI0OB UIH
CYILLIECTBUTEIIbHBIX.

Texcmosvie cnaiiobl

TekcToBbIe Caibpl CoAepKaT TEKCT, KaKk MPABUJIO, B BUAE CIUCKOB. [Ipu
COCTaBJICHUHU CJIalJIOB PEKOMEHAYETCs COOJII0IaTh CJICAYIOIINE paBua;

1. Ha cnaiiax ciienyet uCnojib30BaTh HE MOJHBIE TPEAJI0KEHNUS, A
CIIOBOCOYECTAHUSI.

2. OnTuMabHOE KOJIMYECTBO CTPOK Ha cliaiijie — He 0oJiee 7 CTPOK, BKITFOUAs
3aroJioBOK.

3. KoauuecTBO CJIOB B CTPOKE HE JIOJKHO MPEBBIIIATh 7 CIOB.

4. JlonyckaeTcs BBIHECEHUE Ha CJIai bl MOJHBIX MPEAJIOKEHUM, €CIIU 3TO [IUTAThI
WJIU OTIpeieNIeHHs], 6€3 KOTOPBIX HEJIb3s1 000UTHUCH JIJIS IOJTHOTO PACKPBITHS
Hay4qHOU TeMbl. LluTaTel B onpeneneHrs He TOHKHBI ObITh CIUIITKOM JIJTMHHBIMU U
CJIMIIIKOM CJIOKHO CPOopMyTUpOBaHHBIMU. ONITUMAIBLHO, YTOOBI TAKUX CIAN0B
ObLJI0 He OoJiblie 1 B TeueHue 5-7 —MUHYTHOM NIpe3eHTaluu, U 2-X — B TeueHue 12-
15-MUHYTHOM.

Crauiovl ¢ uzobpasiceruem epaghuyeckux OaHHbIX

Ha cnaliax He peKOMEHIyeTCs UCII0JIb30BaTh CIIOKHBIE TAOJIHIIBI C MHOKECTBOM
KOJIOHOK U CTpOK. KoJInuecTBO KOJIOHOK M CTPOK B TAOJIUIIE HE JTOKHO
MIPEBBINIATH 4, BEIMYMHA TPOOETIOB MEX Ty KOJIOHKAMU JI0JHKHA OBITh IPUMEPHO
paBHA BEJIMYMHE KOJOHOK, YTOOBI TEKCT 3pUTEILHO He cnuBajcsa. K Hanbomee
YaCTO UCTIOIB3YEMBIM THIIAM CXEM OTHOCSITCSI THCTOTPAMMBbI, KPYTOBBIE
JTarpaMMBbl, TOU€UHBIE JUArpaMMBbI (IHarpaMMbl pacCeBaHus) U KpUBbIe. [
MPUBJICUYCHUS U YACP)KAHUS BHUMAHUS ayIUTOPUH HEOOXOUMO HAYIUTHCS




1eJIecO000pa3HO MPUMEHSITh KOMOMHAIIMIO PA3HBIX TUIIOB CIAII0B, €CIIM MaTepual
3TO MO3BOJISET.

Kaxxaplii n3 nepeyncieHHbIX BbIIIE PA3HOBUIHOCTEN CIAlI0B 11€1€CO00pa3HO
IIPUMEHSATH B OIPEIEICHHBIX CIyYasx:

1. TexcToBbI€ ClIaliIbl HCIIOJB3YIOTCS AJI OTPAXKEHUS KJIACCU(UKALUN U CIIMCKOB.
WX ynoO6HO UCHOIB30BaTh, €CIU HA CIai/Ibl HY’KHO BBIHECTU COJIEpIKaHUe
IIPE3EHTALH, eI UCCIEC0BAaHMs, UCIIOJIBb30BaHHBIE METOBI, BOZMOXHBIC
pEe3yIbTaThl, BEIBOABI U T.[I.

2. IIpu oToOpa>keHUU MPOIICHTHBIX COOTHOIICHUH JIy4Ille UCTIOJIh30BaTh KPYTOBBIE
JIarpaMMBl.

3. I'mcrorpamMmel XOpOILIO WIUTKOCTPUPYIOT CPABHEHUS, U3MEHEHHUSI BO BPEMEHHU
WJIM 9acCTOTY.

4. lnarpamMmbl pacceBaHus (TOUYEUYHBIE TUArpaMMbl) TOAXOAST ISl JEMOHCTpAUU
COOTHOILIEHHS U CONOCTABJICHUS JaHHBIX.

5. Kpussle, a Taxxe rpaduku XOpoIio WITIOCTPUPYIOT U3MEHEHHS BO BPEMEHH.

Obwue npakmuyeckue peKomMeHoayuuu no 0eMOHCMpPAayulU claudos

1. Cnaiiapl TOJDKHBI YIIPOIIATh M 00JIerYaTh MOHUMaHue HHGOPMAIIMU, a He
nyOIupoBaTh ee.

2. ITpe3eHTanuio He ciaeayeT HaUMHATh C MOKa3a CJIail/10B, TOCKOJbKY BHUMAHUE
ayIUTOPUHU JIOJDKHO OBITh CKOHLICHTPUPOBAHO HA JTOKJIATUUKE; KaXK/IbIN crlaii
HYHO TMPEJICTaBIAThH CBOEBPEMEHHO, KOMMEHTHPYS €TI0 MECTO B MPE3CHTALUN, U
CBOECBPEMEHHO MEHSThH HA CIEAYIOIIHM.

3. AyauTOpuU HY>KHO JaTh BPEMs HA OCMBICIIEHHE HHPOpMallUU ciaiiaa.

4. OOBsICHEHHE COJIEPKAHUS CJIAMI0B TIOJKHO OBITh YETKUM U TTOHSITHBIM.

5. Ilpu neMoHcTpanuu cliaifia 1esnecooopaszHo codroaaTh CISAYIONIYI0
MOCJIEA0BATEIBHOCTD JICMCTBUM: Ha3BaTh CJall, OTMETUTh MECTO COAECPIKAHUS
crnaiiia B CTpPYKType Mpe3eHTaInu (BBEICHHE, OCHOBHAS YacTh, 3aKIIOUCHHE), 1aTh
CITyIIATeNIsIM BPEMsI OCMBICIUTh MH(POPMAITUIO, U TOJIBKO 3aTEM HayaTh
KOMMEHTUPOBATH CIHAMN/I.

6. He pexomenayeTcst cauThiBaTh HHGOPMAIHIO co chaiiaa. Crai q0KeH
coJiepkaTh He Ooubie 24 CIOB, MPECTABICHHBIX CIIOBAMH WA
CJIOBOCOUYETAHHMSAMH B BUJIE CITUCKA, CXEMbI W IpadrKa.

Ocobennocmu ucnonb306anus c1aiidos Ha npe3eHmayuu

1. Cnaiinpl, B CpeAHEM, MOKHO MOKA3bIBATh C UHTEPBAJIOM B | — 2 MUHYTBHI.

2. “HeoObiuHble”, 3a0aBHBIEC CANIBI MOTYT “pa30yInuTh” ayAUTOPHUIO, HO CHHIKAIOT
YPOBEHb YCBOEHUS MaTepHuaa.

Kommenmuposanue craiioos

1. IIpu nepexone OT TEKCTa K claiiiaMm Hy»KHO YIIOMSIHYTh TEMY Claija, 3aTeM
II0KA3aTh CJIAW[, AaTh ayIUTOPUH BPEMS HA OCMBICIICHUE 3ar0JI0BKa, a 3aTEM
IIPOKOMMEHTHUPOBATH €TO.




2. InarpamMmbl ¥ rpaguKyd HEOOXOAMMO MOIPOOHO KOMMEHTUPOBATh, HATIPUMED,
“Ha sTom rpaduke nokazano uamMeHenue A u B 3a nepuog c ... mo.... XKenras
JIMHUS TIOKa3bIBAECT U3MEHEHUE A, a 3ejeHas — u3meHenue B” u 1.1.

Cmpykmypa npesermayuu u «noJjesHvie) ¢Da3bl

Greeting, Ladies and gentlemen. It’s an honour to have the opportunity to

Name, address such a distinguished audience. My name is...

Position Good morning. Let me start by saying just a few words about
my own background. I started out in ...

Signposting | The topic I'd like to talk (to you) today about ...

phrases In my presentation I’d like to review ...

Title/Subject | I'm going to present the recent ...

explain ...

brief you on ...

inform you about ...

describe ...

The subject of my presentation is ...
My presentation is entitled ...

I’d like to give you an update on ...

Reference to
the audience

| can see many of you are aware of ...
You all look as though you've heard this before.

Duration My presentation will last for about five minutes.
| know that time is short, so I intend to be brief.
I’11 talk for about three minutes.
Main points | I’ve divided my presentation into four parts. They are ...
I’m going to develop three main points in my presentation:
Firstly, ...
Secondly, ...
Thirdly, ...
Finally, ...
The subject can be looked at under the following headings: ...
We can break this area down into the following fields:...
Questions Please, stop me if you have any questions.
If you have any questions, I’d be pleased to answer them at the
end of the presentation.
If you have any questions, please feel free to interrupt.
Signaling Introducing your first point:
phrases To start with..., then, I’d like to consider...

First of all, I’d like to look at...

Finishing the point:

That’s all I have to say about...

These are the main points on ...

So that’s the general picture for... and now let’s look at...
Starting a new point:

Now let’s turn to...




I’d like now to consider...

Next we come to...

The next point I’d like to make is...

Referring to what you have said:

As I said at the beginning...

| told you a few minutes ago that...

In the first part of my talk I said...

Rhetorical questions:

What’s the explanation for this?

What can we do about it?

How will this affect us?

Summarizing | Let me just run over the key points again.

phrases I’11 briefly summarize the main issues.

To sum up...

So now 1’d just like to summarize the main points.
Conclusion | As you can see, there are some very good reasons...
In conclusion...

I’d like to leave you with the following thought / idea.
That brings me to the end of my presentation.
Questions I’d be glad to try and answer any questions.

So, let’s throw it open to questions.

If there are any questions, I’ll be pleased to answer them.
Thanking Thank you for your attention

Thank you for listening

| hope you have gained an insight into ...

MeToauka nposeaeHus PoJIeBOM MJIH 1eJ10BOH UTPbI

PoneBasst urpa MOXeT NpOXOIUTh Kak B (popmaTe ayIUTOpPHOW padOThI, TaKk U B
dbopmare 3adera.

[IpenomaBarens JOMKEH:

1. OOBSACHUTD LENb 3aHITUS U HEMOCPEICTBEHHO POJIEBOM UTPBHI.

2. I[lomoub ¢ popMHUpOBAHUEM TPYII AJIsi HPOBEACHHUS POJIEBOI UTPBHI.

3. PaznaTe KpaTkue onucaHusl poJIEBOM UIPBl, MAMATKH I YYaCTHUKOB, €CIIU 3TO
TpeOyeTcs, U OTBECTU JOCTATOYHO BPEMEHH Ha MOJTOTOBKY.

4. YOenuThCs, YTO KOKJOMY MOHSATHA €ro poJib U 3ajaya, OTBEYaTh HAa BOMPOCHI U
JaBaTh Pa3bICHEHHUS.

XO0J1 pOJEBOU UTPHL:

1. CryaeHTbl BHHMMATEIbHO YHTAIOT ONMCAaHWE MPOOJEMbI W CBOEH pOJH,
00CYXJIal0T CHOCOOBbl B3aMMOJEIHCTBUS B paMKax CYIIECTBYIOUIEH CHUTYyallH
(oOcyxieHre BeleTCsS Ha aHTJIMHUCKOM S3bIKE B MAJIBIX rpyIiax). CTyIeHTbl MOTYT
M0JIb30BAThCS CJIOBAPEM Ha CTAIUU MOJATOTOBKH JJII COCTaBJIEHUS CIIUCKA CIIOB U
BBIPAKEHUI, KOTOPBIE MOTYT IPUTOIUTHCSI BO BPEMSI POJIEBOM UIPBHI.

2. CTyeHThl HAUMHAIOT posieByro Urpy. Mrpa 3akaHunBaeTcs, KOraa JOCTUTHYTHI
npuemsieMble pe3ynbTarbl. OcCTanbHBIE CTYACHTBI, HE 3a/I€CTBOBAHHBIE B 3TOM



CIIEHE, CIYIIal0T, OTMEYAIOT OIMWOKM ¢ HETOYHOCTH, IIOJOKUTEIbHBIE W
OTPULIATENBHBIE MOMEHTBI B PEUH BBICTYMAKOLIUX.

3. I'pynnoBoe oOcyx/eHne pe3ysibTatoB. [lepBhIMH BBICKA3BIBAIOTCSA YYACTHUKH,
3aTeM HaOJI0JaTeNH.

4. IlpenogaBaresib MOJABOJUT UTOTH, YKa3blBasi HA YJAYHbIE MOMEHTBI, OCHOBHBIE
YPOKH, KOTOpbIE OBLITN U3BJICUEHBI, U T€ 0COOCHHOCTH, Ha KOTOPBIE HY>KHO 00paTUTh
BHHUMAaHHE B MOCIEAYIOIIEM Y4eOHOM Ipoliecce.

B03M0HO HCTIOIb30BAaHUE BUJICO- U IPYTOrO 3alMCHIBAIOIIEI0 000pyA0BaHU, T.K.
BO BpeMsl 00CYXJI€HUSI MOKHO BO3BpAILlaThCsl K OT/ACIIbHBIM MOMEHTaM UTPbI, UTO
MO3BOJIUT YYaCTHHKAaM HAaOJIOMaTh 32 CBOMM TOBEJACHHEM CO CTOPOHBI M JIENaTh
BBIBOJIbI. Ha 3amucu Tak:ke 4eTKO MPOCIIEKUBACTCS OUEHb BAXKHOE C TOUKHU 3PEHUS
nepeaadn nHpopMau HeBepOaIbHOE TIOBEACHHE, T. €. S3BIK )KECTOB, MUMHUKA 1
T.IL.

MeToauka BBINIOJIHEHUSI NMPAKTUKO-OPUEHTHUPOBAHHBIX 3alaHu
(MogeTMpoBaHUeE CUTYAIIHI M KX AHAJIHN3)
[IpakTUKO-OpUEHTUPOBAHHBIC 3aJlaHUsl — O3TO MPAKTUYECKUE CUTYyalluH,

OINKCHIBAIOUINE B CXATOW U €eMKOM (opme pasiauuHble NpoOieMbl, 3aJaud U
HEOJIHO3HAYHbIE CUTYyallMH 0€3 OUE€BUIHBIX OTBETOB.

Pemenust o HUM NPUHKUMAIOTCS, KaK MPaBUIIO, B YCIOBUSIX JeduiuTta nHpopMauu
U BpeMeHU. [Ipy 3TOM BaKHO €CIU HE MNPEMIOKUTh PEIICHHE MNPOOJIEMBI, TO
BbIpa0OTaTh, KaK MHHMMYM, CTpaTerHI0 aHallu3a, HEKUH ero amroputm. llpu
BBIIIOJIHEHUH MTPAKTUKO-OPUEHTHPOBAHHOTO 33JJaHUsI HAanbOoJee HHTEPECHO HE CaMO
pELICHUE KAaK TAKOBOE, a XOJ MBICJIEH, OAXOM K aHAJIM3y CUTYyallMd, Ha OCHOBE
KOTOPOTO CTYJIEHT IMPHUIIEN K TOMY WJIM MHOMY 3aKiI04eHuro. [Ipyu BeIONMHEHUN
MIPaKTUKO-OPUEHTUPOBAHHBIX 3aJaHUM 0O0ydvaroleMmycs HeoOXOJIMMO MPUMEHHUTH
IIOJIyYCHHbIE TEOPETHUYECKHME 3HAHUA B paMKax IPOMIACHHOM TEMATUKH JUIA
peleHns MPaKTUYECKUX 3a1ay.

[TpakTHKO-OPUEHTUPOBAHHBIC 3a/1a4l BKIIOYAIOT B cEO4:

® HAJIMYKE COLUAIIBHO 3HAYMMOM 3a/1auu (IpoOJieMbl) — HCCIIEI0BATENbCKOM,
MH(OPMAIMOHHOW, TPAKTUYECKOH;

® aHaJU3 U IUIAHUPOBAHMS IEUCTBUM MO Pa3pelieHHIO IPOOIEMBbL;

e omnpezaeneHue GopMbl MPe3eHTALNU U KOHTEKCTHO 3HAYUMOTO CJIOBAPHOTO
3araca ¥ rpaMMaTHUYeCKUX CTPYKTYP JUIsl BepOaIbHOTO BhIPAXKECHUS UJIEH.

XapakTepHble 4epThl paOO0ThI HaJ IPAKTUKO-OPUEHTUPOBAHHBIMH 3aJa9aMU
BKJIFOYAKOT:

JIMYHOCTHBIN ITOJIX0 B 00ECIICYeHNH MOTHUBAIIUH;

JICATEIILHOCTHBIM ITOIXO0/I;

MPUHITUIIBI TPOOJIEMHOTO OOYICHMUS;

YMEHHUS CAMOBBIPaKEHU s, CaMOIIPE3EHTAUU U pedIiekcun;

HABBIKM CaMOCTOSITEJIbHOCTH B MBICIIUTEIBHOM, IIPAKTUYECKON U BOJICBOM

chepax;




¢ VMHUIOUATHUBHOCTb U TBOPYCCKOC OTHOIICHHUC K NCITY.

KoMIIOHEHTBI V"I€6HO-M€TOI[I/ILICCKOIZ ACATCIIBHOCTH BKJIIOYAIOT CICAYIOIMNC
HAaBbIKH.

® aHaTUTHYECKHE (BBIIBIKCHHE HIeH U (DOPMYITUPOBAHUE 3a0a4H,
MIOMCK TUTIOTE3bl, 000CHOBAHHBIN BHIOOD CIIOCO0a pereHMs )

® [pe3eHTalMOHHBIC (BBIOOP CIIOCOO0B U (hOPM HATJISTHOM
MPE3CHTAINN PE3YTHTATOB)

® KOMMYHHKAaTHBHBIC (YMEHUE TIOJ00paTh MPaBUIBHBIN P
BepOaJIbHBIX CIUHUI] OOIIICHMS)

® TIOMCKOBBIE (KOHTEKCTHBIN MOUCK, B IHTEpHETE, IO KITFOYEBHIM
CJIOBAM)

e uH(popMaMOHHBIE (CTPYKTYPUPOBAHUE HHPOPMALIHUH).

KDI/ITCDHI/I OLICHHUBAHNA YCIICTITHOCTH BBITIOJHCHHSA ITPAKTHKO-OPHUCHTUPOBAHHOI'O

3aJaHusg.
® (CTCIICHb CaMOCTOATCIBbHOCTH,

® KOJMYECTBO HOBOW HH(POPMAINH, HCIOIb30BAHHOW MJIi BBIOJHEHUS
3alaHus;

CTEIEHb OCMBICIIEHMSI HCII0JIb30BAHHON MH(OpMAIINH;

OPUTUHATIBLHOCTD UJIEH, CII0C00A peIIeHus IPOOIEMBI;

OCMBICIIEHUE TPOoOIeMbl U (HOPMYTUPOBAHUE LIEIIH;

YPOBEHb CaMOOPTaHU3aLMU U YCTHOTO COOOIICHNUS;

TBOPYECKHM TTOJIXO/T;

COLIMaJIbHOE U MPUKIIAAHOE 3HAYCHHE MTOTyUYCHHBIX PE3yIbTaTOB.

MeToauveckue peKOMEHIANUU [0 OPraHU3ANUM TPYNIOBON JUCKYcCUM /
nedaToB

Jluckyccuss — 3TO 4YETKO CTPYKTYPUPOBAHHBIM M CHELNUAIBHO OPraHU30BAHHBIN
yOJIMYHBIM OOMEH MBICIISIMU MEXAY IByMs CTOPOHAMM 110 aKTyaJIbHBIM TEMaM. JTa
Pa3HOBUIHOCTH IMyOJIMYHOMN TUCKYCCHUH, HAITpaBJICHHAs HA NepeyOexeHUe B CBOEH
IIPAaBOTE TPETHEU CTOPOHBI, a HE IPYT ApYra.

Jluckyccus mpu3BaHa pa3BUBATh JIOTMUECKOE MBIIUIEHUE, (POPMUPOBATH YMEHHUS
3aJ1aBaTh BOIIPOCHI, OTBEYATh B AMOIIMOHATILHO-HAIPSKEHHOM 00cTaHOBKE, 00y4aTh
YBaKUTEJIIBHOMY OTHOILIEHMIO K OIIIOHEHTY IPH Pa3HbIX TOYKaX 3peHus. Juckyccus
CUMUTAETCSI O0COOEHHO >(P(PEKTUBHBIM METOJIOM y4e€OHOTO M HAy4yHOTO IOHMCKa B
MOMEHTHI BO3HMKHOBEHMsI CIIO)KHBIX NpoOJieMHBIX cuTyanuil. B mpouecce
JIVCKYCCHUH NOSIBIIAETCS] MHOTO aJIbTEPHATUBHBIX UIEH, IPEATIOIONKEHUN U TUIIOTES.

[leab AMCKYCCHM: pa3BUTHE YMEHUN CBOOOAHO M apryMEHTHPOBAHHO H3JIaraTh
CBOIO TOUKY 3pEHHS IO TEME HAYYHOTO UCCIENO0BAHNS HA UHOCTPAHHOM SI3BIKE.

3agayu MTUCKYCCHU:




— JIOCTM)KEHHE OINPENECICHHOW CTENEeHH COIVIACHsl YYaCTHUKOB JUCKYCCUU
OTHOCUTEIBHO TUCKYTUPYEMOTO TE€3HCA;

— JIOCTHDKEHHME YOEJMTEIbHOIO OOOCHOBAaHUS COJIEpP)KaHUSA, HE HMEIOIIETOo
NEepPBOHAYAIILHOM SICHOCTH JIJIs1 BCEX YYaCTHUKOB JTUCKYCCHUU;

—  (dopmupoBanre  MpodheCcCUOHANIBHOTO  MOHATUHHO-TEPMHUHOIOTUYECKOTO
anmnapara Ha OCHOBE ayTEHTUYHBIX HCTOYHUKOB 10 TEME HAy4YHOT'O UCCIIEOBAHUS;
— 3aKpervieHue HaBBIKOB OpraHM3allMi YCTHOTO BBICTYIUICHHS MO TE€ME HAYyYHOTO
UCCIICIOBAaHUSI C  HCIOJB30BAHMEM OOIEHAyYHOM U MpodecCHOHaTbHOU
TEPMUHOJIOTHH;

— 3aKpeIICHHEe KOMMYHUKATHBHBIX YMEHHI B 00JIACTU MHOSI3bIYHOT'O BOCIIPHSTHS
peuH Ha CIyX.

Metoavka npoBECHHUS:

l. I'pynna nenuTcs Ha MUHU-TPYNNbI 0 3-4 yenoBeka. B rpyrme onpenenstoTcs
CIIUKED, ONIIOHEHTHI, KCIEPTHI.

Criukep 3aHMMAET JIMAUPYIOUIYIO TO3UIMIO, OPraHU3yeT OOCYXJAECHHE Ha ypOBHE
rpymnisl, opMyIUpPyET 00IIee MHEHUE MaJION TPYIIIIbL.

OnnoHEeHT BHUMATEIBHO CIIYIIAET MPEeUIaraéMble O3ULNUN BO BpEMs IUCKYCCHH H
(bopMynupyeT BONPOCH IO MpearaeéMoi nHpopmanuu.

OkcnepT (OpMHUPYET OLEHOYHOE CY)KJIEHUE IO MpeasiaraeMod MO3UIMH CBOEH
MaJIOM TPYIIIBI M CPABHUBAET C MPEAIAra€MbIMU MO3ULIHSIMU APYTUX TPYIIL.

2. Kaxnas rpymnmna o0CyX/1aeT NO3UIUIO MO MpeiaraéMon sl TUCKYCCUH TEME B
TE€YEHHE OTBEJCHHOTO BPEMEHH.

3ajava JaHHOTO 3Tana — c(hOpMyJIMPOBaTh IPYIIIOBYIO MO3UIUI0 MO TEME s
JMCKYCCHH.

3. IIpoBenenune nuCcKyccuu. 3acaylnBaeTCs PAA CYKIAECHUMN, IPEIIIaracMbIX KK 101
rpynno.  Ilocie  Kakaoro  CyXIeHUs  ONIOHEHTHl  3aJal0T  BONIPOCHI,
BBICIIYLIMBAIOTCA OTBETHl aBTOPOB NpeJlaraéMbIX IMO3uLMNW. B 3aBepiieHun
JTUCKycCUH (pOopMyIUpyeTCsl 0011ee MHEHUE, BBIPaXKaIOLIee COBMECTHYIO MO3ULIMIO
110 TEME JUCKYCCHH.

4. TlonBeneHus WTOTOB. OKCHEPTHl NPEIJArarOT OLICHOYHBIE CYXIECHHS 110
BBICKAa3aHHBIM MO3ULIUSAM CBOMX TIPYIMIl, OCYILLIECTBISIOT CPAaBHUTEIBHBIN AHAIU3
[IEpBOHAYAJILHOW M OKOHYATEJIbHOM MO3ULINH, IIPEICTABIICHHON CBOEH I'PYIIIION BO
BpEMsI TUCKYCCHH.

5. IlpenoxaBaTenb [aeT OLUEHOYHOE CYXJIEHHE OKOHYATEIbHO CHPOPMUPOBAHHOU
MO3ULIMHU BO BPEMS IUCKYCCHUU.

Kpurepun ouenku:

— MOJIHOTA PACKPBITUS TEMBI;

— MPAaBUJIBHOCTH UCIIOJIb30BaHUS TPAMMATUUECKUX U JIEKCUUECKUX KOHCTPYKLIH;
— YMEHHE apryMEHTUPOBATh CBOIO TOUKY 3PECHUS;

— YMEHHME 3aJ1aBaTh BOIIPOCHI OIIIIOHEHTAM U OIIIOHUPOBATH;

— YMEHME JI€J1aTh BBIBOJBI.

MeToanyecKkue peKOMeHIalUN 10 pedepupoOBAHNIO TEKCTOB / cTaTEel



Pedepuposanue (nat. reffere - moxmnaapiBaTh, COO0OIATE) — 3TO KPATKOE U3IIOKEHHE
coJiep KaHusi OpUrMHanga-nepBorctoyHuka. [loaroroBka pedepara — CI0KHBINA BUJT
CaMOCTOSTEIIbHON paboTHI. PedepupoBanue MPEICTABIISIET coboit
WHTEJUICKTYaJbHBII TBOPYECKUN MPOLIECC, BKIIIOYAIOIIMN OCMBICIIEHUE UCXOIHOTO
TEKCTa, AHAJTUTUKO-CUHTETHYECKOE MpeoOpa3oBaHue HHGPOPMALIMK: OIKUCAHUE
TEeKCTa, IeJIeBO€  M3BJleueHHWE  Hauboiee  BakHOM  uH(oOpmanuu, ee
nepepacrnpesiesieHle U CO3/JaHue HOBOTO TEKCTA.
B 3aBucHMOCTH OT TOTO, AT KaKUX TIEJIeH MUIIETCS pedepar, BRIICISIOTCS:
® UHAMKATHBHBIA pedepat (pedepar-pe3roMe), KOTOPbIH MaKCUMaIbHO
KpPaTKO M3JaraeT BBIBOJbI, PE3yNbTaThl MPOBEACHHON paldOTHI, BCe
BTOPOCTETICHHOE JIJIsl MHTEpECYIolel pedepeHTa TeMbI OITyCKaeTcs;
e uHbpopmaTuBHBEIM pedepar (pedepaT-KOHCIEKT), KOTOPBIA  MOXKET
ObITh MOHOTpaUYECKUM (10 OAHOMY HMCTOYHHUKY) WIIM 0030PHBIM (I10
JIBYM WM HECKOJbKUM HCTOYHHUKAM); OH COJEPKHUT B 00OOIIEHHOM
BU/JIC BCE OCHOBHBIE MOJIOKEHUSI IEPBUYHOTO IOKYMEHTA.

Ocnosnvle mpebosanus K pechepamy
¢ WH()OPMATUBHOCTH, IOJHOTA U3JI0KEHUS,
® O0BEKTMBHOCTb, HEHCKAKEHHOEC (DUKCHPOBAHHUE BCEX IOJOKCHUI
MIEPBUYHOTO TEKCTA,
® KOPPEKTHOCTH B OIICHKE MaTepHalia.

Cmpykmypa pedhepama

Pedepart oTnmmuaercs mOCTOSTHCTBOM CTPYKTYPHI:

1) 3arooBoK (BBIXOJHBIE TaHHbBIE, POPMYITHPOBKA TEMBI);

2) cobOcTBeHHO pedepaTuBHAs 4YacTh, BKIIOYAIONIAsl W3JI0KEHHE OCHOBHBIX
TIOJIOKEHUH TEKCTa-TIEPBOMCTOYHHUKA,

3) aHanM3, W3JIOKEHHE PE3yJIbTaTOB M BBIBOJOB, YyKa3aHWC Ha HaJIUYHC
WUTFOCTPATUBHOTO MaTepuraa (Tabyuil, CXeM, pUCYHKOB U Jp.).

4) 3aKJIIOYMTENIbHAS 9acTh (KpPAaTKUil KOMMEHTAapUi, B KOTOPOM pedepeHT BhIpaKkaeT
CBOE OTHOIIIEHHE K MpoOjeMaM, 3aTPOHYTHIM B MEPBOMCTOYHHUKE, WA K TO3UIIUN
aBTOpa 10 3THM BOIIPOCaMm).

MeToanyeckue yKasaHus JAJIs1 HANMCAHUA 0TYETa HA AHTJIMHCKOM f3BIKe
CyTtb 1100010 0TYETa, CBA3AHHOIO C AHAIU30M JAHHBIX — 3TO IPENOCTABICHUE
YUTATEeNI0 YETKO OpraHu30BaHHOM  (akTuyeckoil wuHpopmauuu. Jletanu
OTJIMYAIOTCSd B 3aBUCUMOCTH OT THUIMA OTYE€Ta M KOHKPETHBIX TpeOOBaHUM,
YKa3aHHBIX B 3aJJaHUMU.

Obwas cmpykmypa omuema

Otyer, Kak TMpPaBWIO, COCTOMT U3 TPEX YacTei: BCTYIUICHHE, OCHOBHAs
4yacTh U 3akiitoueHue. OCHOBHAas 4YacTh JEJIHUTCS, B CBOK OuYepelb, €IIe Ha
HECKOJIbKO 4acTel (kak mpaBuiio, 2—3). [Ipu 3ToM 1 caM OTYET, U BCE €ro 4acTu




JOJIDKHBI MMCThb 3aroJIOBKH. Takxe MOXHO BKJIIOUUTH Aary, pacioJIOKNB €€ mof
3aroJIOBKOM OTYETA.

LIpumep pacnonoscenus yacmeu 6 omueme:

Subject:

Date:

Purpose / Introduction

(o1 TUM 3aroJIOBKOM pacroJiaraeTcsi BCTYIICHUE)

Findings

(«Teno» oTueTa ¢ yKa3aHHEM M aHAJIM30M BCEX CYIIECTBEHHBIX TAHHBIX 110 TEME)
Changes (smecmo cnosa 'changes' nyscno noocmasums c6oti 3a201060k)

(o1 ATUIM 3aroJIOBKOM pacriojiaraeTcs mepBasi OJOBUHA OCHOBHOW YacTH)
Reasons (emecmo cnosa 'reasons' nysicno noocmasums ¢80t 3a201080K)

(o ATUM 3aroJIOBKOM pacroJjiaraeTcsi BTopas MoJOBHHA OCHOBHOM 4acTH)
Conclusion

(MO ATUM 3aroJIOBKOM pacrojiaraeTcs 3aKJII0UeHUE)

BwmecTto cnoBa 'purpose’ MmoxHo mucaTh 'introduction’. Bmecto ciosa 'conclusion'
MOXHO TucaTh 'recommendation' (€ 3TO OTUET-PEKOMEH TAITH ).

Bcerynenue

['maBHas 3aaya BCTYIUICHUS B OTYETE 3aKIIOYAETCS B TOM, YTOOBI JaTh YUTATEIIO
MOHATh, O YeM OyJeT JJaHHBIA OTYET U C KaKoil 1esblo OH HanucaH. Ecnu B oTuer
OyIyT BKJIOUEHBl KakKue-HUOYJb MEHSIOIIMECS T[OKa3aTeid U MOoTpedyeTcs
OOBSCHUTHh MPUYWHY(BI) U3MEHCHHM, TO HYKHO OTPA3UTh 3TO BO BCTYIUICHHUH:
«Ilenpb oTuera - 0003HAYNTH UBMEHEHUS U OOBSICHUTh UX IPUUUHBI). AOCTpaKTHbIE
paccyXJIeHUs He HY)KHBI, CJIeAyeT MAaKCHMAJIBHO CKaTO M YETKO OMKCATh IeJTb (OHA
yKa3aHa B 3aJlaHUM), UCTOJIb3ys mepedpas (HeoOXoauMo U30eraTbh KOMUPOBAHUS
€M COCTaBIICHUS OTYETA U3 MPE/JIOKEHHOTO B 3a/IaHUH ).

OcHOBHas 4acTh

B oCHOBHOI YacTH BBIMOJTHSAIOTCS U3JI0KEHHBIEC B 3aJaHUH TPEOOBaHUS (HApuMep,
CpaBHEHHUE JAaHHBIX JIBYX (WU HECKOJBKUX) TaOIHI], OOBSICHEHUE NPUUUHBI
W3MEHEHUH, aHaiu3 auarpaMMbl U T.J.). [Ipu 3TOoM HEOOXOAUMO HE MPOCTO
NePEeUncsiTh (PaKThl, a CTPYKTYPUPOBATH, TPYIITUPOBATH HHPOPMAIIHIO.
3aKIItoueHue

3amava 3aKIIOYCHHWS - TIOABECTH MTOTH, CYMMHPOBATh BCHO H3JI0KEHHYIO
uHpopmaruio. B 3aBHCMMOCTH OT THIA OTYETa, MOXKET TAKXKE MOTPEeOOBATHCS
BBIPA3UTh CBOE MHEHHUE WJIH JIaTh PEKOMEHIAITHIO.

Ctunp

JHoxnan numrercs B hopManbHOM ctriie. ClielyeT 3aMEHSITh TIPOCTHIC CTPYKTYPBI
O0onee  CIOKHBIMH, HCIIOIB30BaTh JIGKCMKY TEKYIIEro roja OOydeHHs,
CTpaJlaTeIbHBIN 3aJI0T, MOIXOISAIINE CPEACTBA JIOTUUECKON CBs3HU. He MomKHO ObITh
Pa3rOBOPHBIX BBIPAXKEHHUN U COKPAILICHUN.

11. Ilepeyenr uHGPOPMAUMOHHBIX TEXHOJIOTHI, HCHOJb3yeMbIX MpH
OCYlIeCTBJIECHMH 00pa30BaTeJIbHOI0 MNpoLecca MO0 AUCHHUILIMHE, BKJIKYAS



nepeyb HeOOXOAMMOr0 MPOrPAMMHOrO olecmedyeHHsi W MHE(OPMANUOHHBIX
CIIPABOYHBIX CHCTEM
11.1.KoMIIeKT JIMIEH3MOHHOT0 IIPOTrPAMMHOI0 00eCIeYeHUs:
1. Astra Linux.
2. AuntuBupyc Kaspersky
3. OOpazoBarenpHas maaTdopma g U3y4eHHUs HHOCTPAHHOTO si3bika Rosetta
Stone.

11.2.CoBpeMeHHbIe npoeccuoHabHbIe 0a3bl JaHHBIX U HH(POPMALMOHHBIE
CIIPAaBOYHBIC CUCTEMbI
1. Dnexrponnas sHImKIONeus: http://wikipedia.org
2. DJIEKTpOHHAS DJHIMKJIONEAUS 0 JCIOBOMY AHTJIMACKOMY  SI3BIKY:
https://www.investopedia.com/
3. AreHTCTBO (HHAHCOBO-?KOHOMHUYECKHUX HOBOCTEM:
http://www.bloomberg.com

11.3. CepTuunupoBanHble MPOrpaMMHbIE U ANNAPATHbIE CPEICTBA 3aAIIUTHI
uHpopMaLMHU
VYkazaHHbIE CpeJICTBA HE UCITIOJIb3YIOTCSI.

12.0nucanue  MaTepHAJbHO-TEXHUYECKOM  0a3bl, HeOOXOAMMOM ISl
OCyILLeCTBJICHHSI 00Pa30BaTEeILHOI0 MPoLecca Mo AUCHUILINHE.

OcBoeHHME JUCIUIUIMHBI MPOU3BOAUTCA Ha 0aze y4yeOHBIX  ayJUTOPHl
OuHyHUBepcUTETA. /{719 BBINOJHEHUSI NPAKTUYECKUX WHIWBUYAJIbHBIX 3aJlaHUMN
MOTYT HCIOJIb30BaThCSI KOMIBIOTEPHBIE KIACChl. JIJisl MPOBEAEHUS MPAKTUYECKUX
3aHSATUNA HEOOXOUM KOMIBIOTEP MYJIbTUMEAUNHBIN C MPUKIAAHBIM MPOrPAMMHBIM
obecricueHUEM U TepUPepPUHHBIMUA YCTPOMCTBAMHU: TIPOCKTOP, KOJIOHKH, CPEICTBA
JUIs IpocMoTpa TipeseHTaruii B PowerPoint, a Takke ayano-BuaeoMaTepHaioB BO
BpEMSI 3aHATUH MO TUCLIUILINHE.
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