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1. OBLIAA NTH®OPMANUA O JUCHUIIVIMHE

PabGouass mporpamma maucuuruinHbl «MHOCTpaHHBINM $I3BIK» COCTaBJICHAa Ha OCHOBAaHUU
denepanbHOrO TOCYJapCTBEHHOIO 00pa30BaTENIbHOTO CTaHAapTa BBICHIETO O0pa3oBaHUA -
OakanaBpuaT 1o HampapieHHio moarotoBku 42.03.01 «Pekmama u cBsI3W ¢ OOIIECTBEHHOCTHION,
YTBEPKJICHHOTO TpHKa3oM MuHucTepcTBa oOpa3oBaHusi M Hayku Poccuiickoit ®enepauun
08.06.2017 Ne 512 m yueOHoro miuaHa HampaBieHus moarotoBku 42.03.01 «Pekmama u cBsizu ¢
00111eCTBEHHOCTHIO», poduik (mporpamma OakanaBpuata) «PekiiamMa u CBsI3M C 0OIIECTBEHHOCTHIO
B KOMMEPUYECKHX U HEKOMMEPUYECKHX OPTraHU3aIHUsIX».

TpynoeMKocTh JUCUMIUIMHEBL 18 3.e. / 648 akageMudeckux 4acoB, B TOM yucie 176 yacoB
KOHTAKTHOU paboThl U 436 9aCOB CaMOCTOSITEIILHON padOThI 00YJIAFOIIHXCS.

Pacnpenesienue 4acoB JUCUMILIMHBI 110 CEMECTPAM M BUIAM 3aHATHH M0 y4eOHOMY IUIAHY:

KoanuecTBO yacoB
Buj yueOHoit padoThI liceeﬁr:l)olglo Cemectpt
y Y11 2 3 4 5/6(7(8]9
IUIAHY

KonTakTHas padora 176 30 56 32 56
(Bcero):
B ToMm unce:
Jlexnu
[IpakTHyecKkue 3aHsATUsA 144 24 48 24 48
KonTpons
CaMOCTOSATENLHON PabOTHI 32 8 8 8 8
(KCP)
CamocrosiTesibHasi padoTa 436 112 124 112 28
(Bcero):
Buabl npoMe:KyTOYHOI 3auer ¢ SK3aMeH
arrecTanmu (3K3aMeH, 36 3auer . | 3auer

. OIICHKOM 36
3a4eT, 3a4eT ¢ OIEeHKOi)
OBLIASA Yacer: 648 144 180 144 180
TPYA0EMKOCTH
MHCHHILTHHBL: 3.e.: 18 4 5 4 5

2. [EJH U 3AJJAYN JUCHUILINHBI

JlaHHas TUCIMIUIMHA TI0 CBOEMY XapaKTepy SIBIISETCS KOMMYHUKATHBHOM W HaIlpaBlieHa Ha
dbopMUpOBaHHE W DPAa3BUTHE PEUYECBBIX YMEHUH, (OPMUPOBAHHWE CHOCOOHOCTH M TOTOBHOCTH
MCIIOJTb30BaTh MHOCTPAHHBIN S3bIK KaK HHCTPYMEHT B CHTYAIH PEATbHONH KOMMYHUKAIIHH.

JlcuuiuinHa UMeeT CBOEH I1eTbio chOpMUPOBATh U Pa3BUTh S3BIKOBBIC M PEUCBBIC HABBIKU
¥ YMEHUsI B ayJIMPOBAaHUM, YCTHOW peud (IMATIOTUYECKON M MOHOJIOTUYECKOH), YTEHUH W MUChME
JUTSL OCYIIIECTBIICHUS YCTIETHOM KOMMYHHUKAIIUH, B TOM YKCiIe (B KOMaH/e) HA HHOCTPAHHOM SI3BIKE.

Heab IMCHMNJIMHBI - MTOBBINICHUE UCXOMAHOTO YPOBHS BJIAJICHHUS WHOCTPAHHBIM SI3BIKOM,
JOCTUTHYTOM Ha TpeAblAyIIeld cTyrmeHH oOpa3oBaHusi, W (OpMUpOBAHHE Y OOYYaOLIHXCS

HCO6XOI[I/IMOF 0O W JOCTATOYHOI'0 YpPOBH:A KOMMYHHKaTHBHOﬁ KOMIICTCHIIMKU JId PCUHICHUS




COLIMAThbHO-KOMMYHHUKATHBHBIX 3a7lad B Pa3IUYHBIX O00IacTsaX OBITOBOHM, KyIbTYpHOU H
npoeCCHOHATIBHON AEATENBHOCTH TMPH OOLICHUH € 3apyOeKHBIMH TapTHEpaMH, a TakkKe s
JanbHENIIero camooOpa3zoBaHusl.

BocnuraresbHas meab AUCHUIUIMHBI UMEET KyJIbTYPHO-TBOPYECKYIO HANpPaBICHHOCTh U
HalleJIeHa Ha CO3JlaHHe MOCPEACTBOM HHOCTPAHHOTO S3bIKa YCJIOBHUH ISl pa3BUTHUS TBOPUYECKUX
CHIOCOOHOCTEM OOydaromuxcs, BKIOYEHHME HUX B pa3jMuHble BUIbl COLUUAIBHO 3HAYUMOMU
JIeSITeIbBHOCTH, TAKUM 00pa3oMm, JaBasi BO3MOKHOCTh (DOPMHPOBAHUSI OPUTHHAIIBHOCTH MBIIIICHUS,
a TaKKe pean3allii JMYHOCTHO OPHUEHTHPOBAHHOTO MOIX0/1a B MpoQecCHOHANBHOM cdepe.

3agauu AMCUMIJIMHBI:

o dbopMupoBaTh y O0OydYarOIIMXCS 3HAHUS, YMEHHS ¥ HaBBIKM B 00JacTH YCTHOU W
MMCbMEHHON MPAKTUKHU PA3rOBOPHON U NMPpOQeccCHOHAIBHO-/I€JI0BOM peuH U UCIOJIb30BaHUE
UX B MPo(ecCHOHAIBHO 1eATeIbHOCTH M0 HAIPaBJIEHUIO MOJITOTOBKH;

o O03HAKOMHUTHh OOY4YalOIIUXCSI € OCOOEHHOCTSAMM JIEKCMUECKOHM CHCTEMBbl H3y4aeMOro
WHOCTPAHHOTO $3bIKa, (DYHKIIMOHATBFHOW U CTHIIHCTUYECKOU TuddepeHnnanyeil S3pIK0BbIX
CpeiCTB, Haubojee NPOMYKTHUBHBIMH CJIOBOOOpA30BATEIbHBIMU MOJCISMU H3y4aeMOTo
HHOCTPAHHOI'O s3bIKa,

o COBCPHICHCTBOBATb HABBIKM pPaCIllO3HABAHHUA W IIOHHMMAHUA TI'PpaMMAaTHYCCKUX q)OpM u
KOHCTPYKHHﬁ B OIIOPC HA pa3/IMYHBIC ITPU3HAKH I'PaMMAaTHYCCKUX ﬂBHeHHﬁ, a TAKKC€ HAaBBIKU
ynoTpeOaeHus TpaMMaTUYECKUX KOHCTPYKIIMNA B Pa3IMYHBIX PEUEBBIX CUTYAIUSX;

o pa3BUBAaTh KOMMYHUKATUBHBIE KOMIIETEHIIUU, HEOOXOAUMOM I TBOPUECKOM AeSITeTbHOCTH
B MTOBCEHEBHOM OOIIECHUH, B OOIIECTBEHHO-TIOIUTUYECKON U Hay4YHO-NPO(eCcCHOHATbHON
chepax;

o nproOmaTe 00y4aroImuXxcs K CaMOCTOSATENIbHOW MCCIEN0BATEIbCKOW padoTe HaJ SI3BIKOM,
pa3BuUBaTh y 06y11afoumxc;1 AHATUTUYECKHI moaxoJa K HM3ydaCMbIM SA3BIKOBBIM SBJICHHUAM
MyTEeM COTOCTAaBJICHUS UX C COOTBETCTBYIOIIMMH SIBICHUSMHU POIHOTO S3bIKA.
3agaum BocmUTATEJIbHON PadOTHI:

o pa3BUTHE Y OOYYArOMIMXCSl TTOHUMAHUS COIAIbHON 3HAYUMOCTU MHOS3BIYHON KYIbTYpHI B
Oyaymiet mpodecCHOHAIBHON —JCSITeTbHOCTH HAa HWHOCTPAHHOM  SI3bIKE, Kak IS
COBPEMEHHOT0 00IIeCTBa, TAK U I JUYHOTO NPOPECCHOHATBHOIO CTAHOBJICHMUS;

o CO3/1aHHE YCJIOBUU JUIsl OCO3HAHMs OOydYaloIIMMUCS CBOEr0 MecTa M poJd B Oyayuieu
npohecCuoHaTbHOM NeSTeNbHOCTH;

o dbopMupoBaHHE  BCECTOPOHHE  PA3BUTOM  JMYHOCTH  TOCPEICTBOM  MPUOOIICHUS
o0yyaromuxcs K HMHOS3BIYHON KyJbType M BOBJICUYEHHUS B TBOPUYECKYIO NESATEIBHOCTH C
UCIIOJIb30BaHNEM MHOCTPAHHOTO SI3bIKA;

. pa3BUTHE KYJIBTYPbl MEKIMYHOCTHOTO IPO(ECCUOHATHFHOTO B3aUMOICHCTBUSI.



3. MECTO JUCHUIIVIMHbI B YHEBHOM IIJIAHE

Yuebnas nucuuiuinHa «MHOCTpaHHBIN A3BIK» OTHOCHUTCS K 00s13aTenbHOM yacTu Onoka 1.
Jucturnnuael (Moayiu). M3ydeHue naHHOW MUCHIUILIMHBI 0a3upyeTcs Ha MaTepuaie, M3y4deHHOM B
pamMKax HIKOJBHOTO Kypca. JIMCUUIUIHHBI, TPU U3YYEHUU KOTOPBIX OYIYyT HCIONb30BAThCS 3HAHUSA,
YMEHHS U HaBBIKH, MPUOOPETEHHBIE B Pe3yIbTaTe U3yUEHUS TUCIUIUINHBI « IHOCTpaHHBIN S3BIKY -
«IToAroToBKa MO AHTJIMICKOMY SI3BIKY).

4. INNTAHUPYEMBIE PE3YJIbTATbHI OBYYEHUA 1O AUCHHUIIJIMHE JJIA
®OPMUPOBAHMS KOMIIETEHIIUM OBYYAIOIUXCS

PesynbTaThl OCBOGHHS 00pa30BaTEIbHON MPOrpaMMbl (KOMIICTCHIIMH OOYYaIOIIMXCS)
OTIPE/ICIISAIOTCS TPEOOBaHMSAMH (PelepallbHOTO TOCYAAPCTBEHHOTO (hemepanbHOro CcTaHmapTa 1o
HalpaBJICHUIO IIOATOTOBKH H (1)OpMI/Ipy10TC$I B COOTBETCTBUHU C ManHHeﬁ KOMHGTCHHI/Iﬁ

oOpa3oBaTenbHOi mporpammsbl. [InaHupyemblie pe3yibTaTbl OOy4YEHHs MO IUCHUIUIMHE (3HAHMS,

YMEHHs, HaBBIKM) OOECIEUMBAIOT JOCTIDKEHHE pPe3ylbTaTOB OCBOEHHUS 00pa3oBaTENbHOMN
MIpOTrpamMMBI.
lnép u HNuaukaTopsl I[Inanupyembie pe3yabTaThl 00y4eHHs
HasBaHue 110 JMCUHUILIHHE
KOMIIETeHIIHH KOMIETEHINH
3HaTh:
YK—+4 [TpuHnuMnBI MOCTPOEHUS YCTHOTO u
Crniocoben MMMCbMEHHOTO BBICKA3bIBAaHUS HA TOCYIapCTBEHHOM
OCYILIECTBIISATh VK-4.2 U HMHOCTPAHHOM S3bIKax; TpeOOBaHUS K JETOBOU
JIEIIOBYIO ' CTHOM Y MHUCbMEHHOW KOMMYHHUKAIIUHI
M OcyiecTBisieT y y &
KOMMYHHUKAIUIO B
. JIETIOBYIO
YCTHOU U Ymersn:
. KOMMYHUKAIIUIO B
MMCbMEHHOU CTHOM 1 [IpyHuMaTh Ha  MpaKkTUKE YCTHYIO U
dhopmax Ha Y . MMCbMEHHYIO JIEJIOBYI0 KOMMYHHUKAITHIO
MACbMEHHOU
rocyJapCTBEHHOM
dbopmax Ha
SI3BIKE Baangers:
N WHOCTPAaHHOM (BIX) .
Poccuiickoi 3bIKe (2X) Meroaukoit COCTaBJICHUS CYXJICeHUS B
denepanuu u MEXKJIUYHOCTHOM  JIEJIOBOM  OOIIEHUU Ha
MHOCTPaHHOM(BIX) rocyJapCTBEHHOM M  HMHOCTPAaHHOM SI3bIKax, C
s3bIKe(ax) MPUMEHEHUEM aJIeKBATHBIX S3BIKOBBIX (OpM U
CPEICTB




5. CTPYKTYPA U OFBEM JUCHUIIJIMHBI

Cemectp uzyuenus: 1

Buanbi yueoHoii padoTnl

K . Ipomexy ®opma
OHTAKTHAas padora TEeKYIero
Pasnen P CamocrosiTesibHas padoTa To'IHasl Yt DopmupyeMBI
o .111; Ioapaszen, TeMa (B uacax) aTTecTa KOHTPOJIst e
y us B KOMIIeTeHI[UH
Jlekun Hpaxrn B DopMbl OPraHU3aALNU Jacax
yeckne | KCP N
u yacax |camMoCTOSITeJIbHO padoThI
3aHATHA
Paznen 1. Tema 1.1. Globalization [ToBTOpPEHME TIPOIIECHHOTO
Global (mpaKTHKyM) MaTepuaia, MoAroToBKa YcTHBI ompoc,
Marketing |z, mvpro-meopueckoe WH/IUBUYAJIBHOTO IIUCbMEHHBIE
- 4 - 16 i i - YK-4.2
GoOCnUmMaHLe: BOKaOysipa HO6HpOI/IIIeHHOI/I JIOMaIlIHH1E
COYUATbHAS 3HAYUMOCTIb Teme, pabota co Sa/dHHA
UHOSIZLIUHOIE KYTbMYpbI CIPaBOYHOH JIUTEPATYPOH U
CITORANAENM
Tema 1.2. Global Marketing [ToBTOpEHUE MPOIICHHOTO YerHslit ompoc, VK-4.2
(mpakTHKYM) MaTepuaia, oArOTOBKa MUChMEHHBIC
Kynomypno-meopueckoe 16 HMHJUBHyaJIbHOTO JTOMAIIHUE
gocnumanue. - 4 - BOKaOyJIsipa 1o NpoiieHHOM - 3a1aHus
MEJHCKYIbMYpHOe Teme, pabora co
npogheccuonanvroe CIIPaBOYHOM JIUTEPATYPOU U
g3aumooelicmeaue CcJIOBapeM YCTHBIH ompoc,
Tema 1.3. Product promotion - 4 - [ToBTOpPEHKE POIIEHHOTO - MUCbMEHHBIC YK-4.2
(TIpaKTUKyM) Marepuaa, ImoJroToBKa JTIOMAIITHHAE
WH/IUBUYAJIHOTO 3ajaHus
16 |BokalOyssapa 1Mo MpoNACHHOM

Teme, pabora co
CIIPABOYHOM JIUTEPATYPOU U
CJIOBapeM




Tema 1.4. Global Advertising
(mpakTUKyM)

16

[ToBTOpPEHME POIIECHHOTO
MaTepuaia, oAroToBKa
UHAUBUIYAIBHOTO
BOKaOyJIsipa 110 NpoiieHHOM
TeMe, paboTa co
CIIPaBOYHOM JIUTEPATYPOU U
CJIOBapeM

Tema 1.5. Branding (mpaktuxkym)

16

IloBTOpEHME MPONUIECHHOTO
Marepuana, oAroToBKa
UHAWBUYAJIBHOTO
BOKaOyJIsipa 1o NpoiieHHoM
Teme, paboTa co
CIIPaBOYHOM JIUTEPATYPOU U
CJIOBapeM

Tema 1.6. Global advertising
campaigns (IPaKTHUKYM)

16

IToBTOpEHME MPOIAEHHOTO
MaTepHaa, MoAroToBKa
WH/IUBUYaJILHOTO
BOKaOyJIsipa 1o NpoiieHHOM
Teme, paboTa co
CIIPaBOYHOM JIUTEPATYPOU U

OCTINADANON

Tema 1.7. Business Media
(TIpaKTUKyM)

14

IloBTOpEHME MPONIEHHOTO
MaTepuaia, MoAroToBKa
WH/IUBUYAJIHOTO
BOKaOyJIsipa 1Mo mpouIeHHOM
Teme, pabora co
CIIPABOYHOM JIUTEPATYPOU U
CJIOBapeM

YcTHBI ompoc,
IIMCbMEHHBIE
JOMAIIIHUE
3aJaHus

YcTHBI ompoc,
IIMCbMEHHBIE
JOMAaIIHUEC
3aJaHus

YcTHBI ompoc,
IIMCbMEHHBIE
JOMaIIHUC
3aJaHus

YcrHblit onpoc,
IINCBbMCHHBIC
JIOMalIHue
3alaHus

YK-4.2

YK-4.2

YK-4.2

YK-4.2




IToaroroska x

IIPOMEKYTOUHON
3auer - 2 aTTecTauu B hopme
VHIUBUyaIbHON
IIPE3EeHTalNUN
24 112 -
Hroro

144




Cemectp m3vueHus: 2

Buanbi yueOHoi padoThl

KonrakTHas pa6ora (B Tpomesy
CamocrosiTebHas padora TOYHAasI Dopmbl Dopmupyem
Pasnen, moayan| Ilogpasges, Tema Jacax) arrecramus | TEKYUIEro ple
IIpakTn (¢opmbI opranuszanuu yacax KOHTPOJIsA | KOMIETCHIHH
Jleknuu B .
" yeckue KCP yacax CaMOCTOSATEILHOMI
3aHATHA padoThI

Paznen 2. Tema 2.1. - YK-4.2
Business Employment [ToBTOpEHNE IPONAEHHOTO YcTHbII
Organization in  |(IpaKTUKyM) Marepuana, oAroToBKa omnpoc,
terms of Kynomypro- - VHIMBU1yaJIbHOTO NUCbMEHHbBIE
Marketing meopyeckoe - 6 12 BOKaOyJIsipa mo JIOMAIITHNAE

socnumanue: npoiiieHHo# Teme, paboTta 3aJJaHuA

0CO3HaHUe c80e20 CO CIIPaBOYHOM

Mecma u ponu 8 JUTEPATYPOH U CIIOBAPEM

oyoywei

Tema 2.2. Trade - 6 12 |IloBTOpEHUE MPOIIEHHOTO - YcTHBIH ompoc, YK-4.2

(mpakTUKyM) maTepuaja, IOArOTOBKa HMACbMCHHBIC

VH]IUBUY AIbHOTO AOMaNIHHE
3aJIaHAA

BOKaOyJIspa 1o
MPOICHHOM Teme, paboTa
CO CIIPaBOYHOMN
JIUTEPATypPOU U CIOBapeM




Tema 2.3.
Organization [ToBTOpEHME MPONHIEHHOTO
(TIpaKTUKyM) Marepuasa, moJAroToBKa
Kvremypno- MHUBUTyJIbHOTO
meopueckoe 12 BOKaOyJIsipa mo
gocnumanue: npoiiieHHo# Teme, paboTta
MEJHCKYIbIMYpPHOe CO CIPaBOYHOM
npogeccuonanvroe JUTEPATypOH U CIIOBapeM
83aumooeticmaue
IToBTOpEHNE IPONUAECHHOTO
MaTepuala, moAroToBKa
Tema 2.4. Money MHAMBHYa/IbHOTO
12 BOKaOyJIsipa mo
(mpakTUKyM) . z
npoiieHHo# Teme, pabota
CO CIPaBOYHOMN
JUTEPATypOii U ClIOBapeM
Paznen 3. Tema 3.1. Ethics 12 |IloBTOpEHUE MPOIlIEHHOTO
Marketing (mpakTUKyM) MaTepuaia, MoAroToBKa
Strategies Kynomypno- WH/IMBU1yaJIbHOTO
meopueckoe BOKaOyJsipa 1mo
gocnumanue: IpONEeHHON Teme, paboTa
MEJNHCKYIbIMYpPHOE CO CIPaBOYHOMU
npogeccuonanvroe JUTEPATYpPOH U CIOBapeEM

g3aumooencmeue

YeTHBIN onpoc,
ITNCHbMCHHBIC
JOMalllHue
3aJlaHusL

YeTHBIM onpoc,
MUCbMEHHBIE
JOMaIIHHAE
3aaHUs

YcrHbIl ompoc,
MUCHEMEHHBIE
JIOMaIllHue
3aJIaHus

YK-4.2

YK-4.2

YK-4.2




Tema 3.2. Change

[ToBTOpEHME TPOIACHHOTO
Marepuana, moAroToBKa
WHIMBUIyaJIbHOTO

12 BOKaOyJIspa 1o
(mpakTUKyM) . >
MPOMICHHOH Teme, paboTa
CO CIIPaBOYHOM
JIUTEPATYypPOU U CIOBapeM
Tema 3.3. Marketing
Strategies
(mpakTUKyM) [ToBTOpEHME IPOIAEHHOTO
Kyvivmypno- Marepualia, moJroToBKa
meopueckoe WH/IMBHUIyaJIbHOTO
gocnumanue: 12 BOKaOyJIsipa 1o
0CO3HAHUe C60e20 npoiiieHHo# Teme, paboTa
mecma u ponu 8 CO CIIPaBOYHOM
oyoyweti JUTEPATYpPOU U CII0BAPEM
npogeccuonanvHol
OdesimenbHOCMU
Pasznen 4. Tema 4.1. Cultures 12 |TloBTOpEHME MPONACHHOTO
Leadership (mpakTUKyM) MaTepuaia, oAroToBKa
Kynomypno- WH/IMBHUIyaJIbHOTO
meopueckoe BOKaOyJIsIpa 1o
gocnumanue: PO ICHHOH Teme, paboTa
coyuanvHas CO CIIPaBOYHOM
3HAYUMOCHIb JTUTEPATypPOH U CIOBapeM
UHOA3bIYHOU

KYJlbmypol

YceTHbIN onpoc,
IMNCHbMCHHBIC
JOMaIITHHAE
3a1aHuUs

YerHbIl onpoc,
IMNCHbMCHHBIC
JOMaIIHHAE
3alaHuUs

YcTHsI onpoc,
IINMCBbMCHHBIC
JIOMAIITHHE
3aJaHus

YK-4.2

YK-4.2

YK-4.2




Tema 4.2. Leadership . YK-4.2
[ToBTOpEHME PONAEHHOTO
(mpaxTHicym) Marepuana, moAroToBKa i
Kvasmypho- p ) VYcrHbIi ompoc,
WHIAWBUIAYAJIBHOTO IIMCBbMCHHBIC
meopueckoe
2 12 BOKaOyJIspa 1o JOMaIlHAe
gocnumanue: . >
MPOICHHOM Teme, paboTa 3a/1aHus
MENCKYIbmMYpPHOe o
CO CIIPaBOYHOM
npogeccuonanvrHoe .
. JIUTEPATYPOU U CIIOBAPEM
g3aumooeticmsue
[ToBTOpEHME IPONAEHHOTO . YK-4.2
Marepuana, moAroToBKa Y CTHEII ompoc,
Tema 4.3. p ’ ANLHOLO MHCbMEHHBIC
e WHIUBY BHOT
Competition in ) 12 BI(I)Ka 6H§${ A T0 JOMaIIHHEC
Marketing 1 OﬁﬂeHHOf}; Terlzfle abora S
(mpakTHKyM) p P BBITIOJTHEHHE
CO CIIpaBOYHOU KOHTPOJIBHBIX
JIUTEPATYpPOU U CIIOBAPEM 3a/1aHui
[ToaroroBka k
IIPOMEKYTOYHOU
aTTecTaruu B hopme
. VMHIUBUYaIIbHON
3a4eT ¢ OEHKOM - 4 JUBUIY - -
MpEe3EHTAlNH,
BBINIOJIHEHHE
KOHTPOJIBHBIX 3aJJaHUI
48 124 -

Hrtoro

180




Cemectp uzyuenus: 3

Buabl yueOHoii padboThI

Konrakrnas pa6ora Ipomex ®opmupyem
Pasnen, P CamocrosiTebHasi pagoTa P y @opmbl bIe
MOLVIL Ioapasaen, Tema (B yacax) TO4 TEKYHIeTro | @ e
Ay Texun IpakTu 5 ¢dopmbI opranuzanum Hast KOHTpOJIsI o
YyecKue KCP CaMOCTOSITeJILHOMI arrecTaum "
U yacax
3aHATHA padoThI a (B
IloBTOpEHKE PONACHHOTO - . YK-4.2
YcrHblii onpoc,
MaTepuaa, moJAroToBKa
WHAUBUIYAIBHOTO [THCHMCIHHBIC
Tema 5.1. Innovations in 4 12 soKa6 ?1],1 A 0 JOMAIlHNE
Marketing (IpakTHKyM) . YIAp 3aJlaHus
NpoieHHON Teme, paboTa
CO CITPaBOYHOM
JUTEPATYPOH U CIOBAPEM
Tema 5.2. Business and - YK-4.2
environment (IPaKTHKyM) [ToBTOpEHME MPOHIEHHOTO
Ky YDHO-MEODYECKOe MaTepuaia, MoAroToBKa YcTHBIH ompoc,
Pagien 5. |6ocnumarue: ocosnanue MHAUBUIYaIbHOTO MUCHbMEHHbIE
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Tema 7.4. Marketing for General
Motors Company (IIpakTHKyM)

12

[ToBTOpPEHME POIIECHHOTO
MaTepuaia, oAroToBKa
UHAUBUIYAIBHOTO
BOKaOyJIsipa 110 NpoiieHHOM
TeMe, paboTa co
CIIPaBOYHOM JIUTEPATYPOU U
CJIOBapeM

Tema 7.5. Failures (mpaktukym)

12

IloBTOpEHME MPONUIECHHOTO
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UHAWBUYAJIBHOTO
BOKaOyJIsipa 1o NpoiieHHoM
Teme, paboTa co
CIIPaBOYHOM JIUTEPATYPOU U
CJIOBapeM

Tema 7.6. Marketing for
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CIIPaBOYHOM JIUTEPATYPOU U

OCTINADANON

Tema 7.7. Marketing for Virgin
Group Company (MpakTHKYM)
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IINCBbMCHHBIC
JIOMalIHue
3alaHus

YceTHBIM ompoc,
IIMCbMEHHBIE
JIOMaIlHHE
3aJaHus

YceTHBINM ompoc,
IIMCbMEHHBIE
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IINCBbMCHHBIC
JIOMalIHue
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YK-4.2

YK-4.2

YK-4.2

YK-4.2
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6. COIAEPXAHME JUCHUIIJINHBI

Pa3nea 1. Global Marketing

Tema 1.1. Globalization

OO6yuatomuecs u3y4yaroT Temy [noGanuzanus. CrocoObl M METOIbI, MPHUBOIANINE K
I'mobanm3amuu. M3yuyaroT JdekcuKy mo Teme. [lomoKuTenbHble W OTpUIIATENbHBIE MOCIEACTBUS
nporecca rinodanuzanuu, ocodeHHo B cdepe nuzaiiHa. M3yyaroT TEpMHUHOJIOTHIO TPOBEICHHS
TeneOHHBIX TTEPETOBOPOB.

Kynemypuo-meopueckoe socnumanue: noHumanue coyuaibHOU 3HAYUMOCU UHOAZLIYHOU
KYIbMypbl APOUCX0O0UM Y 00YUAIOUUXCA HOCPEOCMBOM AHANU3A U OdNbHeuue20 00CyHcoeHus Ha
UHOCMPAHHOM 53bIKe MeMbl 2100anu3ayuy, ee 3aKOHO8, d MAaKice O0CODEHHOCMU Be0eHUs.
MeNCOYHAPOOHBIX NEPe2o8OpPO8.

Tema 1.2. Global Marketing

O6yqafoumec;1 HU3YYarOT 3aKOHbI MCKIYHAPOAHOTO MAapKCTUHT'A; 3dKOHOMCPHOCTHU pa3BUTUA

MApKETUHTOBOM CHCTEMBI.

Kyiemypno-meopueckoe _gocnumanue: NnOHUMAaHue 0COOEHHOCMEN MENHCKYIbIMYPHO2O
npogheccuonanbHo20 83auMo0eucmeus NPOUCXo00Um y 00y4aouwuxcs NOCpeoCmeomM KOMMYHUKAYUU
Ha UHOCMPAHHOM SA3bIKE C Yeabl0 00CYIHCOeHUs NPOOTIeM, CEA3AHHBIX C UMEHAMU pada 2100a1bHbIX
KOMNAHU, U nymeu ux peuleHus.

Tema 1.3. Product Promotion

OOyuarolyecs 3HaAKOMATCS C METOJAaMHM M CpPEJCTBAMHU IPOJIBIKEHHUS PA3HOTO poja
JU3aiiHa U1 pa3IMuHBIX LIEJIEBbIX ayJUTOPUH, a TAK)Ke PHIHKOB PAa3JIMYHBIX CTPaH.

Tema 1.4. Global Advertising

OOyuatoniyiecss 3HaKOMATCS C Pa3IMYHBIMUA BUIAMH PEKJIaMbl, METOJIaMU PEKJIaMHUPOBAHUSI.
VYuyatcs, Kak NpaBUIBHO NMPOBOAUTH PEKIaMHYI0 KamnaHuio. V3ydaror ¢pasbl, HEOOXOIUMBbIE JUIs
MOCTPOCHHUS YCTICIIHOM npe3eHTanuu. HauBuyanbHas npe3eHTalus o TeMe.

Tema 1.5. Branding

OOyuatomuecss 3HaKOMsTCA € TeMOdM Ha mnpumepe MupoBbix Mapok: IBM, Coca-Cola,
Disney. OOGcyxnatoT mnpoOieMsbl, CBsi3aHHbIE C HUPATCTBOM M NYTH MX pemeHus. V3ydenue
TEPMUHOJIOTMH, HEOOXOIMMOW Ui TPOBEACHHUS JIEJOBBIX IMEPEeroBOpoB U  coOpaHuit
MEX1yHapOJAHOIO YPOBHSI.

Tema 1.6. Global Advertising Campaigns

OOyuarolyecs 3HaKOMATCS € Pa3IMYHBIMU BUAAMU PEKJIAMHBIX KaMnaHui. PaccMaTtpuBator
IPUMEPBI YCIEUIHBIX U HEYAaYHbIX PEKJIAMHBIX KaMIIaHUH IO BCEMY MUpY.

Tema 1.7. Business Media

OOyuatoniyiecss 3HAKOMATCS C Pa3IMYHBIMU BHJIaMU CPEACTB MaccoBOM HH(OpMaIMU.

AHaJ'II/ISI/Ip}IIOT H ONpCACIIAOT CaMbIC YCIICITHBIC U HCYIAYHbBIC.



Pa3nea 2. Business Organization in terms of Marketing

Tema 2.1. Employment

OOyuatomuecss M3y4aroT Haubosiee BaXKHbIE (AKTOpPbl, HEOOXOAMMBIE ISl IMOJyYEHUs
paboThl. M3yuaroT crnocoObl yCHENUHOro MPOXOXKACHUS M MpOoBeAeHus cobecenoBanus. Mzydaror
TEPMUHOJIOTHIO, HEOOXOIUMYIO JUIsS MPOBEJICHHs COBELIAaHWHA BHYTPH KOMIIaHUH. BuIbl pestome.

OOyuaromiyecs: yyaTcsi COCTaBIIATh PE3OMe.

Kynemypno-meopueckoe socnumanue: ocosnanue ceoe2o mecma u poau 6 Oyoyuet
npogeccuoHanvbHol OesmenlbHOCMU OCYWeCmensemcs nymem aHaiu3a ocoOeHHocmel Noucka
pabomul, 8edenusi nepe2o8opos8 Ha UHOCMPAHHOM 5A3bIKe, NPOBEOEHUs COBEUJAHUI.

Tema 2.2. Trade

OOyuaromyiecss 3HAKOMATCS C Pa3IMYHBIMH BUIAMU TOProBiH. M3ydaioT 0COOEHHOCTH
BHEUIHE W BHYTPEHHEHW TOProBIM. 3HAKOMATCS C NpaBwiIaMu OGOPMIICHHS aKKpEeIUTHBA.
CoBepIIEHCTBYIOT HaBBbIKM BEACHUS MEPErOBOPOB, U3YUalOT pa3iIW4HbIC NMPUEMBI I JOCTHKEHUS
HanOonee 3(h(HeKTUBHOTO pe3yibTarTa.

Tema 2.3. Organization

OOyuatomiuiecss 3HaKOMSTCS C BHJIaMu KommnaHuid. M3y4aroT mpuémsl, crnocoOCTBYIOLINE
CO3JIaHMIO OylaronpusTHOM pabouell cpenbl. 3HAKOMSTCS C MPAaBUIAMU M CTPYKTYpaMu OOILEHHs B
cdepe OuzHeca.

Kynomypno-meopueckoe __socnumanue:  ¢opmuposanue  noHumanus — ocobeHHocmell
MEJHCKYTIbIMYPHO2O NPOPECCUOHATLHO2O 83AUMOOCUCIEUSL NPOUCXOOUM  NOCPeOCHmEOM AHAIU3A
PA3IUYHBIX MUNO8 KOMNAHUL, OCOOEHHOCMEU 6blCMPAU8aHUsi NPAsUl U CMPYKMYpPbl 0el08020
0bwenus 6 npogheccuonanvbHoll chepe.

Tema 2.4. Money

3HAKOMCTBO C (PMHAHCOBBIMH OTHOILIEHUSIMU B SKOHOMHUKE U UX TpapUUEeCKUM OTPAKEHUEM.
OOyueHne COCTaBIECHUIO U HAITUCAHUIO OTYETOB.

Pasnen 3. Marketing Strategies

Tema 3.1. Ethics

3HaKOMCTBO C 3THKOH B cepe Ou3Heca M pa3IuYHBIMU HOpMamH 3Tukera. OOcCykaeHue
npobaeM Koppynuuu U 60pbObl ¢ Hell. OOyuaromuecss U3y4aroT TEPMUHOJIOTHIO 110 JJAaHHOH TeMe,
JUISL HAXOXKAECHUS BBIXOJIa U3 CJIOKHBIX YKOHOMUYECKUX CUTYALIHUH.

Kynomypno-meopueckoe gocnumanue: MEHCKYIbIMYPHOe npogheccuonanvroe
83aumMooelicmsue npoucxooum 6 CO3HAHUU oOyuarowuxcsa 01a200aps aHaIu3y U OalbHeUeMy
00CYHCOCHUIO MAKUX NOHAMUL, KAK dMUKA, KOPPYNYUSL, IKOHOMUHECKAs. CUMYayus U cnocoodwl ee

VIAYUULEHUSL.
Tema 3.2. Change

OOyJaromuecsi ydarcs BbIpaKaTh CBOM MBICIH 1O TeMe m3MeHeHus. Kak B MOBCeIHEBHOM
KHU3HU, TaK U B cepe Ou3Heca. YuaTcs mpaBuiiaM HamucaHusi 0T4€ToB. COBEPIICHCTBYIOT HABBIKU

IMPOBCACHUA COBCIIIaHUI.



Tema 3.3. Marketing Strategies

OO0yuaromyecs: 3HAaKOMATCS ¢ TEPMHUHOM «CTpaTerusi» B 1esnoM. M3ydaroT BUIBI cTpaTerui
N TaKTHK, H€O6XO}II/IMI)IX T JOCTHXKCHUA, MOCTaBICHHOM IEJIn. I/ISy‘-IaIOT pasinuusa MCXKIY
TEPMHHOM CTpaTeTus U TakThKa. Pa3BuTHe yMEHHI W HaBBIKOB MPHHITHUS pPEIICHUH.
PaccmarpuBaroT pa3inuyuHble BUIbI MAPKETUHTOBBIX CTPATErHil.

Kynemypno-meopueckoe 6ocnumanue: ocosnanue cgoeco mecma u poiau 6 06yoywel
npogheccuoHanbHol OessmenbHOCIuU QOPpMUPYemcs y 00VHanwuxcs yepe3 NOHUMAHue U pasiudeHue
NOHAMULL, NPOEYUPOBAHUIO C80€20 NOHUMAHUSL 6 OMHOWEHUU NPOGeccUoHanbHol cpepul
de}zmeﬂbHocmu, OCO3HAHUIO CIIOHCHOCMU npoyecca npurHAaAmus pemeHuﬁ.

Pa3nea 4. Leadership

Tema 4.1. Cultures

3HaKOMCTBO C KyIbTypaMU pa3HBIX CTpaH, MOBEACHHEM IIOJeH, HX TpPagulUsIMU U
oOpruasiMu. OIleHKa M aHaJIN3 WX BIUSHUS Ha BeleHHE Ou3Heca. 3HAKOMCTBO C OCOOCHHOCTSIMH
BEJICHUs] OM3HECa C BOCTOYHBIMU JIEJIOBBIMM HapTHepaMu. Pa3paboTka cOOCTBEHHBIX CTpaTeruii B
JlaHHOM cdepe.

Kynosmypuo-meopueckoe socnumanue: coyuanvHas 3HAYUMOCMb UHOA3LIYHOU K)JIbMYpbl
Gdopmupyemces 8 cosHanuu odyuarouje2ocs 01a200aps aHaAlu3y U OdibHeuuemy 00CyIcOeHUur
0cobeHHOCmell KYIbmyp PA3HbIX CMPAH, UX pasiudull U NOnblmKe CAMOCMOsMeNbHO paspabomams
€8010 cmpamezuio 8edeHus: bu3Heca 8 UHOSA3IYHOM NPOCPAHCEE.

Tema 4.2. Leadership

3HaKOMCTBO C MHPOBBIMH JIMJIEPaMU B TOJHUTUKE U IKOHOMHKE. OOCYXIEHHE KayecTB
aujepa, pacuIMpeHue JEeKCHMKH 1o TeMe. CTyneHThl MNOIy4aroT HpPEeJCTaBIEHHE O HaBbIKAX
yIIpaBJI€HUS KPYIHBIMH, MUPOBBIMU KOMITAHHUSIMH.

KVﬂbn’IVUHO-n’Z6OU’{€CKO€ eocnumarnue. gbopmupoecmue NOHUMAHUA O MEMNCKYTI6bMYPHOM
nPogeccUOHANbHOM 83aUMOOCUCMEUU OCYUecmesemcs 01a2o0aps aHalu3y HaA UHOCMPAHHOM
A3bIKE YCneurHocmu Mupoeslx Jludepoe U 27100aNbHBIX KOMNAHULL.

Tema 4.3. Competition in Marketing

OOyJaromyiecss 3HAKOMSTCS ¢ SKOHOMHYECKUM TEPMHUHOM «KOHKYPEHIIHS» U €€ BHIAMH.
M3yyaroT BIMsSHHE KOHKYPEHLIMH HAa COCTOSHUE Pa3lIMYHbIX PHIHKOB. PaccMaTpuBalOT OCHOBHBIE
CTpaTerMM JOCTIDKEHHsI KOHKypeHTocmocoOHocTH. OOyuwaromuecs pa3pabaThlBalOT  CBOM
COOCTBEHHBIE  CTpaTernyeckue JeHCTBHA JJIsl TPEOJOJICHHS TPEMSATCTBUH B pEIICHHH
MOCTABJICHHBIX 3a]1a4.

Pasnea S. Business vision for Marketing sphere

Tema 5.1. Innovations in Marketing

OOyuaromyecss 3HAKOMSITCS C Pa3IMYHBIMH M300pETECHUSIMH, MPEUMYIIECTBEHHO B cdepe
nu3aiiHa.  OOcyXJaloT HEoObIUHbIE M300pETEeHUs, HCMOAb3ysl JIEKCUKY [0 JIaHHOW TeMe.
PaccmarpuBaroT mnpeumyliecTBa HWHHOBalMil B cdepe pbiHKa. M3yyaroT MeTOABI YCIEHIHOTO

npejcTaBiIeHuss HHPOpMaLuU B popMe Ipe3eHTalUH.



Tema 5.2. Business and environment

OOyuaromyiecss M3y4yarOT TOHSATHE OKpYy’Karolas cpefda BO B3aUMOCBSI3M C BEICHHEM
OuzHeca. BnusiHMe pa3nuYHBIX KOMIAHMM Ha COCTOSIHME OKpY’KamoIlled cpeabl. 3HaKOMATCS C
pa3IMYHBIMHA KOMITAHUSIMHU, KOTOPBIE BHOCAT BKJIaJ] B COXPAaHEHUE OKPY’KAIOIIEH CPEBI.

Kynomypno-meopueckoe 6ocnumanue: ocosHanue ceoezo mecma u poiu 6 0Oyoywel
npogheccuoHanbHol 0essmenbHOCMU NPOUCXOOUM HOCPEOCMBOM AHANU3A UBMEHeHUll 8 OusHec-
cghepe noo gozoelicmsauem usMeHeHull, NPOUCX00AWUX 8 OKpYIHcatouell cpeoe.

Tema 5.3. Franchising

OO0yJaromnuecs: 3HaKOMATCSI ¢ TEPMUHOM «(PaHIIN3MHT: BblJjada KOMIIAHUEH JIMIICH3WH Ha
MPOW3BOJCTBO WM TPOAaXYy ToBapa mox e€ Mapkoil (¢dhpaHmmusbl)». M3ydaroT HE0OXOIUMYIO
TEPMUHOJIOTHIO HAa TPHUMEPAX Pa3IMYHBIX MEXKIYHApOJIHBIX KommnaHui. Haxomst mpumepsl Ha
PoccuiickoM peIHKeE.

Tema 5.4. Business communication

OO0yuaroriuiecss 3HaKOMSITCS ¢ TEPMUHOJIOTHEH M TIOHATHEM OW3HEC ITHUKETa, JUIS BEICHUS

JIEJIOBBIX IEPETOBOPOB. YIIydIlIal0T CBOM HABBIKM OOILEHUS B JIEJIOBOM CpeJe.

Kynomypno-meopueckoe eocnumanue: qbopMupoeaHue NOHUMARUA O MEINCKYIbNYPHOM
l’lqub@CCMOHaJZbHOM 83aUMOO0elCmEul npoucxodum HA npumepe COo6epuleHcme06aHUsl HABbIKO6
KOMMYHUKAYUu Ha UHOCMPAHHOM A3bIKeE C YEJIbI0 YCNEeUHOo20 6e0eHUs 0eN0BbIX nepecoeopos.

Pa3nea 6. Insights Into Marketing

Tema 6.1. The nature of marketing

OOyuaroriuiecs 3HaAKOMSTCS C TOHATHEM MEHEIKMEHTa, ero 3HaueHueMm. OOyuaroruecs
3HAKOMATCS C TEPMHHOJIOTHEH, HEOOXOAMMON Ui ONMCaHUs dYepT MOJOKHUTEIbHOTO |
OTPULIATENILHOTO YIIpaBJICHILIA.

Tema 6.2. Customer Service

OOyuaromiuiecs paccMaTpUBalOT CHCTEMY OOCIYXHBaHHs TOKyIaTesled. AHaIU3UPYIOT
PasHUIYy MEXTy TEPMUHAMH «IIOKYIATelby, KIIOTPEOUTENbY, «KIUEHT». N3ydyaroT pa3HHUIly CUCTEM
o0cy>kuBaHus Mokymnaresieil B Poccuu u 3arpanuiiei.

Kynomypno-meopueckoe _eocnumanue: _0co3Hanue _ yCneuwHoCmu ___MeXCK)IbmypHOo20
npogheccuoHanbHo20 83auUMO0eUCmaUs NPOUCXOOUM yepe3 YCMHbl 00MeH HA UHOCMPAHHOM A3blKe
uoesMU U MBICTAMU NO NOBOOY CMuiel NPohecCUoHAIbHO20 U ObIM0B8020 00UeHUs OISl peuleHUsl
npoobiem KOMMYHUKAYUU.

Tema 6.3. Team Building

OO0yJarommecs: U3y4aroT CIocoObl pabOThl B KOMaHJE, OOCYXIAlOT HJIeH, KaK CO3/1aTh
yCHENIHY10 KoMaHay. M3y4daroT JIEKCUKY 1O TEME.

Kynomypno-meopueckoe __gocnumanue: __gopmuposanue  coyuanvbHol — 3HAYUMOCMU
UHOSA3BIYHOU KYJIbMYPbl NPOUCXOOUM HA npumepe uoell Gopmupo8anus KOMAHO, ONnpeodeneHus
poieti 8 Komarnoe, yCnewHoCmu U pe3yabmamueHoCmu KOMAaHObl U KAHCO020 ee UleHd.
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http://www.multitran.ru/c/M.exe?t=610913_2_1

Tema 6.4. Risk in Marketing

OOyuaromuecss 00CyX/1al0T BHUJIbI TOBCEHEBHOIO PHUCKA U pHCKa B OM3Hece, a UMEHHO B
MapKeTHUHIOBOM cdepe. PUCK, KOTOpBI MOXKET OBbITh MOJIYYEH B XOJ€ Ipoliecca Iiiodaau3anuu, a
TaK)Ke NpOoLecca JOKAIN3ALNH.

Tema 6.5. Crisis Marketing

O0yuaromuecs: 06CyKIat0T BOIPOCHI [0 TEME KPU3UC B CHCTEME MAPKETUHTa. 3HAKOMSITCS C
Pa3IMYHBIMU CUTYalOUsIMHU, BBI3bIBAOIINMU KPHU3HUC. HSyanOT IIyTH PCUICHUA BbIXOJA U3 KpHU3UCA.
M3yyaroT npuemsl 3ampaliMBaHus HHQPOPMALUU B CIOXKHBIX 3KOHOMHUYECKMX CHTyallUsiX MU

rpaMOTHO OTBCYATh HA MOCTABJICHHBLIC BOIIPOCHI.

Pasnen 7. Marketing for Global Companies

Tema 7.1. Globalization and Global Marketing

OOyuatomecs u3yyaroT Temy «[nmobammzanusy. CrnocoObl M METOIbI, NPHUBOJSAIIKE K
['mobammzanuu. M3yuaror nekcuky mo Teme. [lookuTeNnbHbIe U OTpHIATEeNIbHBIE IOCIIEACTBUS
npouecca riaodanuzanuyd. MeTo bl BXOKICHHS] B MUPOBOW PHIHOK.

Kyvnomypuo-meopueckoe _socnumanue: __¢opmuposanue  NOHUMAHUSL — COYUANBHOU
BHAYUMOCIU  UHOA3LIYHOU  KYIbMYPbl  NPOUCXOOUm 8 Hpoyecce aHaau3d U 00CYHcOeHus
nociedcmsuil npoyecca enooanu3ayuil, 0CoOeHHoOCmel MeiCOVHAPOOH020 PbIHKA.

Tema 7.2. Marketing for Coca Cola Company

OOyuatoniyiecss 3HAKOMATCS C MCTOpUEH CO3/1aHusl KOMIIAHMHM, C €€ OCHOBATEJISIMHU.
OOcyxaar0T MpenMyIIecTBa U HEJOCTATKH STON KOMITAHUH; €€ MAPKETHUHIOBYIO MOJIUTHUKY.

Tema 7.3. Success in Marketing

N3yuator nekcuky 1o Teme «Ycrex». 3HAaKOMSTCS C TEPMUHOJIOTHEH Ha TpUMeEpe
yCHENIHbIX KOMIAaHMW K mrojed. COBEpHIEHCTBYIOT HABBIKM BEJCHMS NEpEeroBopoB. M3ywaror
Ka4yecTBa, KOTOPBIMHU 00JIaJaeT YCHEIIHbIN YeI0BeK.

Kynemypno-meopueckoe socnumanue: noxumanue ocobenHocmell MEINCKYIbMYPHO20

nPoGecCcUOHANbHO20 B3AUMOOCIICIBUS NPOUCXOOUM HA NpuMepe aHAIUu3a YCHeUHOCMU 6e0eHUs
nepe2o8opos HA UHOCMPAHHOM S3blKe, YCHeUHOCMU YeNo8eKd, KAK JIUYHOCmU U Kak Ousnec
eOUHUYDL.

Tema 7.4. Marketing for General Motors Company

M3yyaroT HCTOpUIO KOMIIAHWM, 3aHMMaeMO€ MECTO Ha MHPOBOM apeHe, e€
KOHKYPEHTOCIIOCOOHOCTh Ha pBIHKE M (OpMylly ycrexa, MecTo, 3aHuMaemoe Ha Poccuiickom
PBIHKE; €€ MapKETUHIOBYIO MOJIUTHKY.

Tema 7.5. Failures

OOyuaromyiecss HW3y4alOT TPUYMHBI Kpaxa KommaHuid. I[lyTw BBIXOJa M3  CIOXKHBIX

HKOHOMHUYECKUX cuTyanuid. O630p pHIHKOB, KOTOPbIE 00AaHKPOTUIIHC.



Tema 7.6. Marketing for Microsoft Company

W3y4aroT HCTOpHUI0O KOMIIAHHMH, 3aHUMAeMOE€ MECTO Ha MHPOBOM DBIHKE, €€
KOHKYPEHTOCIIOCOOHOCTh Ha pbIHKE M (OopMylly ycrexa, MecTo, 3aHuMaemoe Ha Poccuiickom
PBIHKE; €€ MapKETUHIOBYIO MOJIUTHKY.

Tema 7.7. Marketing for Virgin Group Company

M3yyaroT HCTOpUIO KOMIIAHWM, 3aHMMaeMO€ MECTO Ha MHPOBOM apeHe, e€
KOHKYPEHTOCIIOCOOHOCTh Ha pBIHKE M (OpMylly ycrexa, MecTo, 3aHuMaemoe Ha Poccuiickom
PBIHKE; €€ MapKETUHIOBYIO MOJIUTHKY.

Tema 7.8. Future of Marketing

OOyuyaroruecss M3yd4arOT MPUYHHBI, IO KOTOPHIM KOMITAHUU CTaHOBSITCS TJ00ATHHBIMHU.
[Tytn ux pacmmpenus. [TpITatoTCsl CIIPOrHO3UPOBATh YKOHOMHUYECKOE U MAPKETHHTOBOE COCTOSTHUEC
CTpaHBbI B Oy IyIIIEM.

Kynsmypuo-meopueckoe eocnumanue: nymem o00Cyx#cOeHUs HA UHOCMPAHHOM S3blKe
B03MOJCHLIX ~ HANPAGIEHUU  pPA3GUMUS  IKOHOMUKU CMpamsbl U OusHeca, y 00y4AOUWUXCA
Gopmupyemcs 0oco3HaHue ceoe2o Mecma u poau 8 6yoyujeti npopecCcUoOHAIbHOU OesiMeNbHOCMIL.

7. CAMOCTOSATEJBHAS PABOTA OBYYAIOILIIUXCA

B pamkax ngaHHOW y4ueOHOW AMCHUIUIMHBI OOYyYalOIIUECs BBIMONHSIOT CaMOCTOSTEIbHYIO
paboTy B BUJE MOBTOPEHUS MPOWUIEHHOTO MaTepuasa 1Mo BCeM M3y4aeMbIM TeMaM CEMU pa3JesioB,
YCTHO U TMCBbMCHHO (HI/ICBMCHHI:IG JOoMalIHue pa6OTI)I) OTBCYAIOT HAa BOMNPOCHI AJId MOATOTOBKHU K
TEKYIIEMY KOHTPOJIIO B COOTBETCTBYIOIIEM CEMECTPEC, a TAKKC I'OTOBATCA K MHANBUAYAJIbHBIM HIIN
TPYNIOBBIM TPE3CHTALUAM JUIsl TPOXOXKIEHUS MPOMEKYTOUHOM arTrecTalui MO TUCIHUILINHE.
[TomMuMoO 3TOTO, OOYYAIOMIMKCS OCYIIECTBISET MOATOTOBKY HHIWBUIYaTbHOTO BOKaOyJspa IO
MPOUICHHON TeMe; paboTy CO CIPABOYHOM JIUTEPATypOil U cJIoBapeM; paboTy Hal OIIUOKAMHU.

8. OBPA3OBATEJIbBHBIE TEXHOJIOI'MA

Ha xaxx10M 3aHATHN KaKJOU TEMBI BCEX Pa3ZeiIOB Hapsly C TPAAULMOHHBIMU IIPUMEHSETCS
TEXHOJIOTUSI TPOOJIEeMHOro OOy4YeHHs, a HMMEHHO KaXJOoe 3aHSATHE TMPOBOAUTCS B ¢opme
IIPaKTUKYyMa.

[Ipn wu3yueHWHM MaHHOW NHUCIMIUIMHBI HWCIONB3YIOTCA CIEAyIomue o0pa3oBaTeIbHBIC

TEXHOJIOTHH:
Tema 3ansaTus Bupn oGpa3oBarenbHOM ®opma npoBeaeHUs 3aHATUS

TEXHOJIOTHH

Paznen 1. Global Marketing Humepaxmusnas Henosas / ponesas uepa

Tema 1.1. Globalization MexXHoN02Us.

Kyvaemyprno-meopueckoe

gocnumanue:

coyuanvhas 3HAYUMOCD

UHOS3bIYHOU KYIbIMYPbl

Tema 1.2. Global Marketing Hnumepaxmusnas Case Study (pazbop




Kyiemyprno-meopueckoe
gocnumanue:
MENCKYTIbMYPHOE
npogeccuonanvroe
g3aumooelicmeue

MeXHOoI02Us

KOHKDEMHbIX CUMYayuil)

Tema 1.3. Product Promotion

Tpa()uquHHa}z MEXHOJI02UA

Hpakmuqecme 3aHAmue

Tema 1.4. Global Advertising Hnmepaxmuenas lenosas / ponesas uepa
MmexHoI02Us Case Study (pazbop

KOHKDEMHbIX CUMYayutl)

Tema 1.5. Branding Humepaxkmusnas Henosas / ponesas uepa
MexHOoN02Us Case Study (pazdoop

KOHKDEMHbIX CUMYayutl)

Tema 1.6. Global Advertising
Campaigns

Tpaduuuouﬂaﬂ MexXHOoJIocUA

HpakmuquKoe 3aHAaAmue

Tema 1.7. Business Media

Tpa()ub;uomtaﬂ MEXHOJI02UA

Hpakmuqecme 3aHAmue

Pa3gen 2. Business Organization
in terms of Marketing

Tema 2.1. Employment
Kynomypno-meopueckoe
gocnumanue:

OCO3HAHUE C80e20 MeCma U poiu
6 Oyoywetl npogheccuoHaIbHO
desmenvHocmu

Hnmepaxmusnas
MexXHON02Us.

Henosas / poneeas uepa

Tema 2.2. Trade

TpaduquHHaﬂ MEeXHOJI02UA

Hpakmuqecme 3aHamue

Tema 2.3. Organization Humepaxkmusnas Case Study (pazoop

Kynomypno-meopueckoe MEeXHOI02Us. KOHKDEMHbIX CUMYayutl)

gocnumanue:

MENCKYTIbIMYPHOE

npogeccuonanvroe

83aumooeticmsue

Tema 2.4. Money Hnmepaxmusnas Case Study (pazoop
MEeXHONI02Us. KOHKDEMHbIX CUMYayull)

Pasnen 3. Marketing Strategies Hnmepaxmusnas Case Study (pazbop

Tema 3.1. Ethics MexHOoN02Us KOHKDEeMHbIX CUmyayutl)

Kyivmyprno-meopueckoe
gocnumanue.
MENCKYIbMYpPHOe
npogeccuonanvrHoe
gzaumodoelicmsue

Tema 3.2. Change

TpaduquHHaﬂ MEeXHOJI02UA

Hpakmultecme 3aHsamue

Tema 3.3. Marketing Strategies
Kynomypno-meopueckoe
gocnumanue: O0CO3HAHUE 8020
Mecma u poau 8 Oyoywell
npogheccuoHanbHol
desimenvbHoCmu

Tpa()ub;uomtaﬂ MEeXHOJI02UA

Hpakmuqecme 3anamue




Pa3nen 4. Leadership Humepaxkmusnasn Henosas / ponesas uepa
Tema 4.1. Cultures MexHo02Us Case Study (pazbop
Kynomypno-meopueckoe KOHKPEMMbIX CUMYayuti)
socnumanue:

coyuanvhas 3HAYUMOCD

UHOSA3bIYHOU KYIbMYPbl

Tema 4.2. Leadership Humepaxkmusnas Case Study (pazoop
Kynomypuo-meopueckoe MEeXHONI02Us. KOHKDEMHbIX CUMYayutl)
gocnumawue:

MENCKYIbMYPHOE

npogeccuonanvbroe

83aumooeticmsue

Tema 4.3. Competition in Humepaxmusnas Henosas / ponesas uepa
Marketing MexHo02Us. Case Study (pazoop

KOHKDEMHbIX CUMYayuil)

Pa3zngea 5. Business vision for
Marketing sphere

Tema 5.1. Innovations in
Marketing

Tpaduuuormaﬂ MexXHOoJIocUA

HpakmuquKoe 3anAamue

Tema 5.2.
environment
Kyiemyprno-meopueckoe
gocnumanue: O0CO3HAHUe C60e20
Mecma u poau 8 Oyoywel
npogeccuonanbHol
oesmeslbHOCmU

Business and

Tpaduuuouﬂaﬂ MexXHOoJIocUA

HpakmuquKoe 3aHAmue

Tema 5.3. Franchising

Tpaaub;uOHHaﬂ MeXHOJI02UA

Hpakmuqecme 3anamue

Tema 5.4. Business
communication
Kynvmyprno-meopueckoe
socnumanue:
MENCKYIbMYPHOE
npogeccuonanvrHoe
szaumooelicmsue

HUnmepaxmusnas
MexHOoN02Us

Case Study (pazbop
KOHKDEMMbIX CUMYayuti)

Pa3gen 6. Insights Into Marketing
Tema 6.1. The nature of
marketing

Tpa()MI/!MOHHaﬂ MEeXHOJI02UA

Hpaxmuttecxoe 3aHsamue

Tema 6.2. Customer service
Kynemyprno-meopueckoe
socnumanue:
MENCKYIbMYPHOE
npogeccuonanvroe
gzaumooelicmeaue

Hnmepaxmusnas
MexXHoN02Us.

Case Study (pazbop
KOHKPEMHbIX CUMYayuiL)

Tema 6.3. Team Building
Kyvavmypno-meopueckoe
socnumanue:

coyuajlbHas SHAYUMOCmMb
UHOA3LIYHOU K)IbIY Dbl

Tpa()I/lI/;MOHHCl}l MeXHOJI02UA

Hpakmuqecme 3anHamue

Tema 6.4. Risk in Marketing

Humepaxmusenas

Case Study (pazbop




MEXHO02UA

KOHKDEemHbIX CUumyayuii)

Tema 6.5. Crisis Marketing

Tpa()uquHHa}z MEXHOJI02UA

Hpakmuqecme 3aHAmue

Pa3znen 7. Marketing for Global

Companies

Tema 7.1. Globalization and
Global Marketing
Kyremyprno-meopueckoe
socnumanue:

coyuanvbHas SHAYUMOCb

UHOSI3bIYHOU KYIbMYpPbl

Tpaduuuorma}z MexXHoJIocUA

Hpaxmuqeacoe 3anAamue

Tema 7.2. Marketing for Coca
Cola Company

Tpaduuuormaﬂ MexXHoJIocUA

HpakmuquKoe 3anAamue

Tema 7.3. Success in Marketing

Hnmepaxmusnas
MexXHON02Us.

Case Study (pazbop
KOHKDEMHbIX CUMYayull)

Tema 7.4. Marketing for General
Motors Company

Tpaaub;uOHHaﬂ MEeXHOJI02UA

Hpakmuqecme 3anamue

Tema 7.5. Failures

Tpaduuuonﬂaﬂ MEeXHOJI02UA

Hpaxmuttecxoe 3aHsamue

Tema  7.6. Marketing for
Microsoft Company

TpaduquOHHaﬂ MEXHOJI02UA

Hpakmuqecme 3aHamue

Tema 7.7. Marketing for Virgin
Group Company

Tpaduuuorma}z MexXHoJIocUA

Hpaxmuqeacoe 3anAamue

Tema 7.8. Future of Marketing
Kynomypno-meopueckoe
gocnumanue. OCO3HAHUE 8020
Mecma u poau 8 Oyoywel
npogheccuonanrbHoll

Hnmepaxmusnas
MexHOoN02Us

Case Study (pazbop
KOHKDEMHbIX CUMYayull)

9. TEKYIIIU KOHTPOJIb YCIIEBAEMOCTHU U IPOMEXYTOYHAS ATTECTAILIUS

MO JUCLIUTIJIMHE

9.1. ®opMbI KOHTPOJIS 10 TUCHHUILIMHE

Texyuuii KOHTPOJIb.

B nporecce n3yuenus yueOHOIN TUCIMILIMHBI 00yYarolecs y4acTBYIOT B YCTHBIX OIPOCaXx,
BBIIIOJHAOT MMCbMCHHBIC JOMAIIHHUEC W KOHTPOJIBHBIC 3adaHUs. PGByHBTaTH BBIINIOJIHCHHUA JaHHBIX
BUI0B pa60T ABJIAIOTCA OCHOBAHUEM MJIA BBICTABJICHHUA OLCHOK TCKYILICTO KOHTPOJIA IIO y‘IG6HOI>i
JUCLUIUIMHE. BblnonHeHne Bcex 3afaHuil sBISETCS 00s3aTEIbHBIM JUISL BCEX OO0YYaroLIUXCs.
OOyuaromiyecsi, He BBINOJHUBLIME B IMOJHOM OObEME BCE 3a/laHusl, HE JOMYCKAIOTCS K cjaaye
HK3aMEHOB, 3a4€TOB U 3a4€TOB C OLIEHKOMH 10 TaHHOH y4eOHOH AUCIHUIIIHHE.

IIpome:xxyTouHast aTTecTanus.

JUis KOHTpOJsL yCBOEHHUS OOy4aroIMMUCS JaHHOM JAMCLUIUIMHBI YyYEOHBIM IUIAHOM

npeaycMoTpeH 3adeT B 1 u 3 cemecTpax oOyueHHMs M 3a4eT C OIEHKOHM BO 2 cemecTpe,



NpOBOJUMBIE B (hOpME MHAMBUAYAIbHBIX MPE3CHTALMI M0 N3yUYEeHHBIM T€MaM, U 3K3aMeH B 4
ceMecTpe, MPOBOJUMBINA B ()OPME HEMOJITOTOBICHHOTO MOHOJIOTHYECKOTO BBICKAa3bIBAaHUS IO
OJTHOW W3 TIPEIUIOKEHHBIX TE€M, OTBETOB Ha BOIPOCHI MapTHEpa WM IMPENoJaBaTelisi Mocie
IPEJCTaBICHHOT0 MOHOJIOIa, TPYIIOBOH /1e10BOM npe3eHTaluu. I1pu BeIcTaBI€HUN UTOTOBBIX
OTMETOK YYUTBIBAETCS AKTUBHOCTh OOYyYaloIIerocs B paMKax KyJbTYPHO-TBOPUYECKOTO
HaIpaBJICHUS] BOCITUTATEIBHON paboTHI.

9.2. OueHoO4YHbIEe MaTepHAJIBbI (OLIEHOYHBbIE CPEACTBA) A/l TEKYILEero KOHTPOJIsA
ycneBaeMOCTH U MPOMEKYTOUYHON aTTeCTALMH 110 JHCIHMIIJIMHE

Texkymuii KOHTPOJIb.

OneHouHble MaTepuaibl JUISI TEKYHIETO KOHTPOJIS IO JWCUUIUIMHE: B TEUCHHE
CeMeCTpa OCYIIECTBIISIETCS TOYPOYHBIH KOHTPOJb YCTHBIX OTBETOB (JIMAJIOTOB U MOHOJIOTOB),
ayJMpOBAHUs, YTEHHs U MMCbMEHHBIX (ayAMTOPHBIX M JIOMALIHUX) paboT (3agaHuit). OueHka
BBICTABJISIETCS 32 pabOTy Ha KaXJOM 3aHATHUH, YYUTHIBAIOTCS BCE BHUIBI PEUEBOU
NeSITeIbHOCTH (ayAMpOBaHKe, TOBOPEHUE, YTEHHUE, TIMCbMO), a TAK)KE YMEHHUE aJIeKBaTHO, MO
TeMe, OTBETUTh Ha BONPOCH B paMKax YCTHOTO OIPOCa, BOMPOCH KOTOPOTO IPEICTABICHBI
HIke. OlieHKa BBICTABIIETCS COOTBETCTBEHHO KPUTEPHSIM OLICHUBAHMSL.

Cnucok BONPOCOB /IJIsl IOATOTOBKM K TeKylIeMy KOHTPOJII0 B 1 cemecTpe:

@®opMyIMpoBKa BONPOCOB K TEKYIIEMy KOHTPOIIO B | ceMecTpe MOIHOCTHIO
COOTBETCTBYET HANMEHOBAHHIO M COJICPIKAHHIO 3asiBICHHBIX TEM.

Pa3nen 1. Global Marketing
What is Marketing?
What are characteristics of Marketing?
What is branding?
Why do we need brands?
What steps should a company take to create a new brand?
What is counterfeiting?

How can companies protect their brands from piracy?

®© NS kWD =

What are the advantages of being the global Co?

9. What are the disadvantages of being the global Co?
10.  What are the advantages of being the local Co?

11.  What are the disadvantages of being the local Co?
12.  What are the ways to globalization?

13. What is urgent: globalization or localization?

14.  Which is the longest way to globalization?

15.  Which is the fastest way to globalization?



16.  Which is the longest way to glocalization?
17.  Which is the fastest way to glocalization?
CnucoK BONPOCOB [JIsl MOATOTOBKH K TeKYyIIeMy KOHTPOJIIO BO 2 ceMecTpe:
dopmynHpoBKa BONPOCOB K TEKYIIEMY KOHTPOIIO BO 2 CEMECTpE MOJIHOCTHIO
COOTBETCTBYET HAUMEHOBAHHIO U COJICPIKAHUIO 3asIBIICHHBIX TEM.

Pasnea 2. Business organization in terms of Marketing

[E—

What are the advantages of being small Co?

What are the disadvantages of being small Co, if any?

Make an overview of advertising media and methods?

How to choose the best way to advertise a product?

They say, «Advertising is not a waste of money»? Do you agree?
Advantages of outdoor advertising over the commercials.

What is the difference between corporate and product advertising?

What methods of advertising are more effective in each case?

A e I A T

What are the most efficient methods of advertising?

p—
e

What are the least efficient methods of advertising?

[S—
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What makes a good advertising?

p—
N

What are vivid examples of successful advertising? Why?

—
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What are vivid examples of unsuccessful advertising? Why?
Pa3znea 3. Marketing Strategies
1.  Give 10 examples of unethical business activities and dwell on them.
Speak on 10 ethical business activities.
What is the difference between a leader and a manager?
Explain negative consequences of unethical business activities the company can face.
What is corruption? What types of corruption can be in business?

What are the results of corruption for a country? Name and characterize 3 of them.

A o

What strategies can be used inside a company to make it smaller? Name and characterize 6 of
them.
8. What strategies can be used inside a company to make it bigger or more efficient? Name and
characterize 6 of them.
9.  Give 3 arguments for and 3 against a merger.

10. How can mergers affect the future development of the company?

Pasnen 4. Leadership

1. Which is worse in your opinion: to offer or to accept a bribe?



Make a portrait of honest business person.

Make a portrait of dishonest business person.

2
3
4. What is the difference between a business person and an entrepreneur?
5. What are examples of well-known business strategies?
6. Differentiate the following business strategies: a takeover, a joint venture, a merger, an alliance.
7. Which of the strategies have more advantages over the others (a takeover, a joint venture, a
merger, an alliance)?

Cnucok BONPOCOB /ISl MOATOTOBKH K TeKYIleMy KOHTPOJIIO B 3 cemecTpe:

®opMynupoBKa BOMPOCOB K TEKyIIEMY KOHTPOJIIO B 3 ceMecTpe IOJIHOCTHIO

COOTBCTCTBYCT HAMMCHOBAHUIO U COACPKAHUIO 3asABJICHHBIX TCM.

Paspnea S. Business vision for Marketing sphere

[S—

What are 3 advantages of stating one’s strategy in mission statement?

What are 3 disadvantages of stating one’s strategy in mission statement?

What is the difference between mission and strategy? What is more significant for a company?
Give 5 reasons why people resist change and explain why.

What are 5 opinions of Jack Welch to change?

What are opinions of 5 business leaders to change?

What are main tips of successful business communication?

Give key elements that a leader of a company must consider introducing the change.

A I A o

What should a leader of a company avoid introducing the change to the organization?

p—
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. Innovations: good or evil?

[a—
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. How does business affect environment?

—_
\S)

. What are positive facets and difficulties of a small business?
13. What are pros and cons of a global business?

Pasnea 6. Insights Into Marketing

1. When, in your opinion, does a business problem become a crisis?

2. How can a company understand that it has faced a crisis?

3. Highlight the key steps the company should take to predict or handle a crisis?

4. Is it possible for a company to defend its reputation after a crisis and regain confidence

in its product?
How can communication in business be described?
What are the key qualities for a successful manager today?

How can unsuccessful manager be characterized?

Sl

If you’re a manager, how would you describe your management style?



9. To your mind, what is the best management style for Russian companies and foreign

ones?

10. Dwell on existing management styles.

11. Do you agree that managers and employees should decide together what goals to
achieve?

Cnmcok BONpPOCOB /ISl MOATOTOBKH K TEKYLIEMY KOHTPOJIIO B 4 ceMecTpe:
dopmynHupoBKa BOIMPOCOB K TEKYIIEMY KOHTPOJIO B 4 ceMecTpe MOJIHOCTBIO
COOTBETCTBYET HANMEHOBAHHIO M COJICPIKAHHIO 3asIBIICHHBIX TEM.
Pa3nea 7. Marketing for Global Companies
1. Who is responsible for mistakes in companies?

2. What are the key steps for companies in crises?

[98)

. E-commerce is becoming essential. Do you agree or disagree with that? Prove your point of
view.

What are advantages of working in a team?

What are disadvantages of working in a team?

A team always needs a leader. Do you agree? Why/ why not?

Tension between team members makes a team more effective. Do you agree? Why/ why not?

Which qualities of a person would be useful for a team work?

A S R SR

Which qualities of a person would be useless for a team work?

IIpome:xyTOuHAs aTTeCTALUS 10 AUCHUILIMHE.

Jist OneHKU pPe3yJabTaToOB OOYYEHHS IO AUCHUIUIMHE YYeOHBIM IJIAHOM B TMEPBOM
CeMecTpe IMpeIyCMOTPEH 3adeT, MPOBOJUMEIN B (hopMe MHIWBUAYAILHOW MPE3CHTALUHU IO
teme: “Company History”.

st ouleHKH pe3yJibTaToB OOYy4YeHHs MO AMCHUIUIMHE y4eOHBIM IIJIAaHOM BO BTOPOM
ceMecTpe TMpeayCMOTPEH 3ayeT C OICHKOH, NpOBOAUMBIA B ¢GopMe HHIMBUAYAIbHON
npe3eHTanmu no teme: “Product Presentation”.

s OlleHKW pe3yabTaTOB OOYYEHHMs MO AWCIHUIUIMHE YYeOHBIM TUTAHOM B TPEThEM
ceMecTpe MpeayCMOTPEH 3ayeT, MPOBOJMMBIMN B (opmMe MHAMBHUIYaTbHOM MpE3eHTalUU IO
teme: “Bank Presentation (Finance)”.

Jnst onieHKHM pe3ysibTaToB OOYYEHHS MO JUCHUILIMHE YYEOHBIM IJIAHOM B YETBEPTOM
ceMecTpe MpeayCMOTPEH IK3aMEeH, IPOBOAUMBIN B popme

1) HEnmoJAroTOBIEHHOTO  MOHOJIOTMYECKOTO  BBICKa3bIBaHUS 1O  OJHOM U3
MPEUIOKEHHBIX TEM TPOAOIKUTETHHOCTHIO 1-2 MUHYTHI,

2) oTBeTa Ha BOMpPOCHI (3-5) mapTHepa WK TpernojaBaTess MOCie MPEICTaBICHHOTO

MOHOJIOT'a;



3) rpymnmoBoi nenoBoi mpe3eHTauumu Mo Teme ‘‘Multinational Company” (3-5

YEJIOBEK).

10. PECYPCHAS COCTABJISAIOLIASA
Jnsg mpoBeneHUs 3aHATHM CEMHHApCKOro Tuna (IIPAKTUYECKHUX 3aHATHI) O JaHHOM

JUCHIUTUIMHE UCTIONB3YIOTCS ayIMTOPHH C Y4eOHOH MeOenbio U Meara-000py10BaHneM (TIPOEKTOp,
9KpaH, HOYTOYK).

Jns  caMocTOATeNbHOM  paboThl  OOYYaIOMIMXCS — UCIIONB3YETCSl  TOMENICHUE  JUIS
CaMOCTOSITENIbHOW  paboThl  OOYYAIOLIMXCS, OCHAIIEHHOE KOMIIBIOTEPAaMU C HEOOXOIUMBIM
NPOTPaMMHBIM OOecrieyeHrneM M JO0CTynoM B MHTEpHET W 3JEKTPOHHYI HH(GOPMAIMOHHO-
00pa3oBaTeNBHYIO CpeTy By3a.

Jns  mpoBemeHUs KOHTPOJIS CaMOCTOSTENbHOW pa0dOThl MO JaHHOH JUCHUIUIMHE
UCTIONB3YIOTCSL ayIUTOPHM C MeAMa-o00pyJoBaHUEM (TIPOEKTOp, JKpaH, HOYTOYK) M yueOHOM
MeOenbIo.

Jis IpoBeAieHUsT TEKYIIETO KOHTPOJSI YCIEBAGMOCTH M IPOMEKYTOYHOH aTTECTAIMU 10
JAHHOW JMCHHIUIMHE WCIIOJB3YIOTCS ayAUTOPHUU C Y4eOHOW MeOenpio M Meana-o0opyJoBaHHEM

(mpoekTop, 3KpaH, HOyTOYK).

[lepeueHp NHUIIEH3MOHHOTO MPOTPAMMHOI0 00ECIIeUEeHUs

iﬁl HanmeHnoBanue Tun pecypca
1 Microsoft Office HI/IHGHSI/IOHH(.)C coryaienye Mi(U:rosoft - Qpen
Value Subscription ans pemennii Education
2 Microsoft Windows Solutions NeV 8265046
Cy6nuuen3uonnsiii joroBop AO «CodrJlaiin
3 Microsoft Visio Tpeitm» Ne /131 ot 10.07.2020. Cpok neiicTBust
norosopa 110 31.07.2023
S?IeKTPOHHHH cnosaps #ABBY'Y 00O "ABU Codteep" TIT OOO" IIporpam-e
4 Lingvo 11 cziosape 6 assikos Volume texHosnoruu" Ne§8 ot 31.10.2005 (nocrostHHO-
License Concurent (21-50) #ABBYY . - T
Lingvo 11 cioBapsb 6 sI3bIKOB AICHCTBYIOIAs JIMIICH3HS)
Koncynprantllmtoc cnpaBouHo- JIJ1 OOO "KoncynpsrantlImtoc Tonbsirrn"
5 IIPABOBasl CUCTEMA OTEYECTBEHHOTO noroBop Ne251/02 ot 01.02.2019 (exxeromno
IPOU3BOJICTBA MIPOJIIEBAEMBbIHA )
Ilepeuens cBOOOAHO pacCHPOCTPAHSIEMOI0 MPOrPAMMHOI0 o0ecnedeHust
N HaumenoBanmue
n/n
# Windows Media Player
# IrfanView
1 Mynemumeoua 110 #Java(TM) 6 Update 16
# K-Lite Mega Codec Pack 5.6.1
# Adobe Flash Player 10 Plugin
2 Ilpocmompuyux (viewer) # Foxit Reader - Russian
3 bpaysep # Windows Internet Explorer 11




| | # Google Chrome |

B cootserctBuu ¢ IlonoxxeHreM o co3gaHuM CIIELUAIBHBIX YCIOBUMI U1l MHBAJIMIOB U JIMIL C
OB3 wundopmanmoHHO-TEXHOIOTHYECKass 0a3a 00pa3oBaTENILHOrO Mpolecca IMpeaycMaTpuBaeT

HCIIOJIb30BAHUC MATCPUAIIBHO-TCXHUYCCKUX CPCACTB C YUCTOM pa3IMIHbIX HO30JIOTHH HHBAJIUA0B U

jmr ¢ OB3.

11. JUTEPATYPA

11.1. OcHoBHas nuTepaTypa

KoauuecTnB
Ne 0B
bubaunorpaguyeckoe onucanue Tun
n/n 0udJmnoTeK
e

Cotton, D. Market Leader: Intermediate Business English
1| [Texcr]: Course Book / D. Cotton, D. Falvey, S. Kent. - 3rd YuebHuK 76
ed. - [China]: Pearson, [2013]. - 176 p.

Cotton, D. Market Leader: Pre-Intermediate Business English

7 | [Tekcr]: Course Book / D. Cotton, D. Falvey, S. Kent. - 3rd VueGHHUK 114
ed. - Slovakia: Pearson, 2012. - 176 p. - B xommi. ¢ DVD-
ROM.
Cotton, D. Market Leader: Pre-Intermediate Business English

3| [Texkcr]: Practice File / D. Cotton, D. Falvey, S. Kent. - 3rd YueOHuK 111

ed. - Slovakia: Pearson, 2012. - 110 p.

11.2 JononHuTenbHas aureparypa

Ne

w/ bubanorpadguueckoe onucanue

1 Cotton, D. Market Leader: Intermediate Business English [Tekcr]: Practice File / D.
Cotton, D. Falvey, S. Kent. - New ed. - Malaysia: Pearson : Longman, 2012. - 110 p.

D) Business Advantage. Intermediate [Tekct]: Student's Book / A. Koester [u ap.]. - UK:
Cambridge University Press, 2012. - 192 p.

3 Birkin, J. Business Advantage. Intermediate [ Tekct]: Teacher's Book / J. Birkin. - UK:
Cambridge University Press, 2012. - 152 p.

4 Rosenberg, M. Business Advantage. Intermediate [Tekct]: Personal Study Book /
Marjorie Rosenberg. - UK : Cambridge University Press, 2012. - 96 p.

Ykpaunen, Y. A. THocTpaHHBIH S3bIK (aHTTHHCKUN) B TPOQ)ECCHOHATIBHON
nesiTenbHOCTH: yuebnoe mocodue / M. A. Ykpauner. - Mocksa : PI'VIIL, 2019. -40 c. -
ISBN 978-5-93916-769-7. - URL: https://znanium.com/catalog/product/1191403

Me:xoBa, M.B. THOCTpaHHBIH sA3bIK (AHTTIMHACKUHN A3bIK): IPAKTUKYM Ui CTy 1. 1-ro, 2-
6 | TO KypcoB JuIs BCEX HANPaBJICHUM IOJATOTOBKM OaKajaBpuaTa ¥ CIIELUAINTETA
KemI'IK / M.B. MexoBa. - KemepoBo: Kemepos. roc. uH-T KynbTypsl, 2017. - 212 c. -
ISBN 978-5-8154-0369-7. - URL: https://znanium.com/catalog/product/1041667

[Tonog, E. b. IIpodeccnonanbHbIil HHOCTPaHHBINA S3bIK: aHTIMUCKUH s13bIK / [lomoB E.B.
7 | - Mocksa :HULL UH®PA-M, 2016. - 150 c.ISBN 978-5-16-105579-3 (online). - Tekcr :
anekTpoHHbIi. - URL: https://znanium.com/catalog/product/760140



https://znanium.com/catalog/product/760140
https://znanium.com/catalog/product/1041667
https://znanium.com/catalog/product/1191403

Iepuonnyeckue M31aHUA:

1. AxrtyayibHBIC TPOOJIEMBI (DHIIOJOTUH U METOJIUKH TPEIOAaBaHMsSI WHOCTPAHHBIX SI3BIKOB :
HayuHblii xKypHai. — URL: https://www.elibrary.ru/contents.asp?titleid=48918

2. HHocTpanHbIe SI3BIKA B BBICILICH LIKOJIE: HayYHbII KYpHAJL. —
URL: https://www.elibrary.ru/contents.asp?titleid=32488 ; https://fljournal.rsu.edu.ru/

3. CoBpeMeHHBIE UCCIIEJIOBaHUS B O0JAacTH TPENoJaBaHUs WHOCTPAHHBIX SI3BIKOB B
HESI3BIKOBOM  By3e: HayuHbll okypHan. — URL: https:/www.elibrary.ru/contents.asp?
titleid=53404

4. Teopus M IpPaKTHUKAa HHOCTPAHHOIO sA3bIKA B BBICUICH IIKOJE: HAy4HBIA >KypHal. —
URL: https://www.elibrary.ru/contents.asp?titleid=32864

5. Teopus s3pIKa U MEXKKYJIbTypHAss KOMMYHHKAIIHSI: HAYIHBIH U TIPOPECCHOHATBHBIN Ky PHAI.
— URL: https://www.elibrary.ru/contents.asp?titleid=31955; https://tl-ic.kursksu.ru

11.3. CoBpemeHHbIe IPOodecCHOHANbHBbIE 0a3bl JAHHBIX, HHGOPMAIHOHHbIE

CIIPpaBOYHBIC CUCTEMBI, 3JICKTPOHHLIC 0HO0JIMOTEYHbIE CHCTEMbI

1. ZNANIUM.COM: snextpoHHO-OnOmoTedHas cuctema. — URL: http://znanium.com.
2. HOMKOH: apxuB HayuyHbIX )xypHanoB. — URL: http://neicon.ru.

3. OBC TAY: sanekrponHast Oubanoreka [DIeKTpoHHBIH pecypc]. — Pexum nocryma :

http://83.234.207.58/MarcWeb2/Default.asp

12. METOAUYECKHUE YKA3ZAHUSA 1JISA OBYYAIOIIIUXCS ITO OCBOEHHUIO
JUCIHHUTIJIINHBbI

OcBoeHre 00y4aroUUMCs JUCITUTUTMHBI TIPEANOIAraeT MOoCeIeHNE MPAKTHUYECKUX 3aHSATHH,
BBITIOJITHCHHE TPAKTUYECKHUX 3aJaHUM, BBHIIOJTHEHHE 3aIaHUK TSI CAaMOCTOSTENbHON paboThl. [Ipu
MOJATOTOBKE K MPAKTHUYECKOMY 3aHATHUIO O00ydYaromeMmycsi HEOOXOAUMO MOBTOPUTH MPOIICHHBIH
MaTepuai o U3y4aeMoil TeMe, C MeNbI0 ObITh TOTOBBIM K YCTHOMY ONPOCY, a TaKKe MPEAOCTaBUTh
BBITIOJIHCHHBIE THMCHMEHHBIC JOMAIllHUE 3aJaHus. B pamMkax mgaHHOW Yy4eOHOW TUCHUTUIIMHBI
BBIZICISIETCST 0cO00ast poJihb M 3HAYEHHE CaMOCTOSTEIILHON JIEATeTLHOCTH 00YyJaromerocs B mporecce
oByafieHus A3bIKOM. Ha Bcex aTamax oOyuyeHus oOpaiaeTcss BHUMaHue Ha o0ydeHne o0ydaronuxcs
METOJIMKE CcaMOoOOpa30BaHMsI, KOTOpas TIO3BOJSIET UM OBJAJAETh NPUEMaMH H3BIICUCHHS
uHPOpMAIIMM M3 TEKCTOB, 3HAKOMHUT CO crmoco0aMu ee Mmepeiaadyd Kak B YCTHOM, TaK U B
MMMCBMEHHOM BHJE, a TaKke B (opMme JelI0BOro MHUChbMa, YCTHBIX JIOKJIAIOB, COOOIICHHWH U
MpEe3eHTaLUMN.

OcBoeHUE TUCHIMIUIMHBI MPEANOJAraeT BhIIOJHEHUE TPAKTUYECKUX 3aJaHUM (IPAKTUKH) BO

BpeMsl KOHTaKTHOW paboThl ¢ MpernojaBaTesieM JMOO B Yachl CaMOCTOSTENbHON paboThl. Bce


http://83.234.207.58/MarcWeb2/Default.asp
http://neicon.ru/
http://znanium.com/
https://tl-ic.kursksu.ru/
https://www.elibrary.ru/contents.asp?titleid=31955
https://www.elibrary.ru/contents.asp?titleid=32864
https://www.elibrary.ru/contents.asp?titleid=53404
https://www.elibrary.ru/contents.asp?titleid=53404
https://fljournal.rsu.edu.ru/
https://www.elibrary.ru/contents.asp?titleid=32488
https://www.elibrary.ru/contents.asp?titleid=48918

IIPAKTUYECKHUE 3a/laHusl JUCLMIUIMHBI MPEJOCTABISAIOTCS IMpENnofaBaTeiMU BO BpEMs 3aHATHH U
pa3sMemarTcs B JIOKATbHOW ceTH AKaJeMUU U DJIEKTPOHHOH HWH(POPMAIIMOHHO-00pa30BaTEIbHOM
cpene. BrinmonHeHHble NpakTUyecKkue paboThl CAAIOTCS Ha MPOBEPKY MPENOJaBaTENI0 OJHUM U3
CIIEAYIOIIMX CIOCOOOB: MPEJOCTABIEHUE BBIIOJIHEHHOTO JOMAIIHEro 3aJaHusl JIMYHO B PYKH
IIPENOAABATENI0, OTIPaBKa IPENOJaBATEN0 Ha MOYTOBBIM AmMK. [Ipy oTnpaBke npenogaBaTelto
BBITTOJIHEHHON pabOThl MO MOYTE 00ydJarouieMycs clieyeT 00ecreuyuTh JUIHYI0 HICHTU(UKAIHIIO.
Kax npaBuio, B Teme wim TeKcTe muchMa ykasbiBaercs kypce, @O olyuaromierocs, TUCIMILIAHA,
TeMa, 110 KOTOPOH BhIMOIHEHA paboThl. OT/eNbHBIE TPAKTUYECKHE paOOThI MOT'YT OBITh IPOBEPEHBI
IIPENoAAaBaTeIeM HEMOCPEICTBEHHO B ayAUTOPHUH.

Jns  3akperuieHMsT NPUOOPETEHHBIX 3HAHWM, YMEHMH U HaBBIKOB, JUIS pa3BUTHUSA
CHOCOOHOCTEM K CamMOOOy4YeHHMIO B JAMCLUUIUIMHE MPEIyCMOTPEHa CaMOCTosITelIbHas paboTa.
CamocrosaTenbHass paboTa MOXKET BBINOJHATHCA OOy4YaloOLUIMMCA JIOMa WM B ayJUTOPUSIX
AKanemMMy, CIHEIHMaJbHO OTBEIEHHBIX JJIS  CaMOCTOSATENBHOW paboThl M OCHAICHHBIX
HEOOXOUMBIM TEXHUYECKUM U MporpammHbIM oOecnieueHueM, aoctynom k OUOC u OBC. s
YCHEIIHOTO BBINOJHEHUSI CaMOCTOSITENIbHON paboThl Oo0yyarouieMycss peKOMEHAYeTCsl 3apaHee
03HAKOMUTBCS C MEPEYHEM 3aJaHui M rpapukoM ee BbINOIHEHUs. [1oAroToBKa K MpakTUYECKUM
3aHATHSAM C TIOCIIEAYIOUIMM Y4aCTHEM B YCTHOM OIIPOCE MIPEIIOJIAraeT: CUCTEMAaTHUECKOE U3yUEHUE
ayTEeHTUYHOTO MaTepuana W3 Y4YeOHHKOB U HUCTOYHHKOB JIONOJHUTEIBHOM JIUTEpaTypHl;
MOJATOTOBKY HWHAMBHIYyaJIbHOTO BOKaOyjsipa MO MpOHIeHHONW Teme; padoTy €O CIpaBOYHOMN
JUTEpaTypoil M cioBapeM; paboTy Haja omuOkamu. B pamkax maHHOW yueOHOM IUCHMILIMHBI
oOyyaromuecst BBIIOJIHAIOT CaMOCTOSATENbHYI0O pa0oTy B BHJE IOBTOPEHHUS TMPOWUIEHHOTO
MaTepuaia MO BCEM H3y4aeMbIM TeMaM JECSITH pa3JesioB, YCTHO M NUCbMEHHO (IIMCbMEHHBIE
JIOMalllHUEe paboThl) OTBEYAIOT HA BOIPOCHI JJs TOJATOTOBKM K TEKyIIEeMy KOHTpPOJIIO B
COOTBETCTBYIOILIEM CEMECTPE, a TaKXKe TOTOBATCA K WHIUBUIYaJIbHBIM WM TPYIIIOBBIM
MIPE3EHTALMAM JUIsl IPOXOKAEHHS POMEKYTOYHON aTTECTAllUU N0 JUCLIUILIMHE.

Jns  BBIMOMHEHUST TPAKTUYECKUX 3aJlaHUA  CaMOCTOSITENIbHOW paboThl MO JaHHOM
JUCIUIUIMHE B JIOMAIllHUX YCJIOBUSAX (3a mpenenaMu AkaaeMuu) oOydaromeMycsi HeoOXoIuM
MePCOHANILHBIN KoMMblOoTep (TUTaHIIET) W MporpaMMHBIA makeT Microsoft Office He Hmke 10
Bepcuu. CamocTosiTenbHast paboTa CONMPOBOXKIAECTCS METOIMYECKUMHU YKa3aHUSAMU, pa3MeIleHHBIMU
B JIOKATBHOW CETH AKaJIeMHUW U DJICKTPOHHOW WH(GOPMAIMOHHO-00pa30BaTEILHOM Cpelie.
Metoauueckie yKkazaHus —cojaepkar  (GOpPMYJIHMPOBKY 3a/aHus, HPUMEPHYIO TEXHOJIOTHIO
BBINOJIHEHMSI, (hopMaT cJauu BBINOJHEHHOM paboThl. IlpenonaBarens BO BpeMs ayJUTOPHBIX
3aHATHH 3apaHee 00CYXAaeT ¢ 0Oy4aloUMMHUCS 33aJJaHUe CaMOCTOSTENIbHONW PabOThl U MOPSIOK ee
cnaun. KoHCynbTamMyu MO BBHIMOJIHEHUIO CAMOCTOSTEIBHBIX paboT, OOCYX JEHHE OTMETOK H

JOIMYIICHHBIX OIHI/I6OK, 3aluTa OTACIBHBIX BHIO0B CaAMOCTOATCIIBHBIX pa60T OCYHICCTBIIACTCA BO



Bpems KCP Ha xadenpe ympaBieHuss M CBA3ed C OOLIECTBEHHOCTHIO WJIM B ayAUTOPUH IIO
pacnucannto. KoHcynbranuu mpernojgaBaress MO BBIIOJHEHUIO CaMOCTOSITEIbHOM padOThl MOTYT
OCYUIECTBIISATHCA MOCPEACTBOM acHUHXpoHHOTO (moutra, DMOC) u CHHXPOHHOTO (Zoom, CETH)
KOMMYHHKAIIIOHHOTO B3aUMOJICHCTBHS MO MPEIBAPUTEIHHON JOTOBOPEHHOCTH C MPEToAaBaTeieM.
BrinonHsemble caMOCTOSITENIbHBIE pabOTHl  SIBJISIOTCS DJEMEHTAaMM TEKYILIero KOHTPOIS H
OLICHMBAIOTCS MpenojaBareneM. [losydeHHbIE OTMETKH YUYMTBIBAIOTCS NPU BBICTABICHUM 3a4€Ta,
3ayeTa ¢ OIIEHKOM, SK3aMeHa.

dopmoii TPOMEKYTOUHOTO KOHTPOJISI BBICTYIAeT 3a4eT, 3a4eT C OIEHKOM, SK3aMeH. 3auer,
NPOBOJUMBIA B (OpME HMHIMBHIYaJbHOM MpE3eHTAlMM 1O HM3YyYEHHOH TeMe, BBICTABIsETCS B
IIEPBOM M TpPEThEM ceMecTpax oOydeHus. s OLeHKM pe3ysbTaToB OOyYeHHUs MO JUCLUILINHE
y4eOHBIM IUIAaHOM BO BTOPOM CEMECTpE MPEIyCMOTPEH 3a4eT C OIEHKOW, MPOBOJUMBIN B (opme
WHAMBUIYAIbHON TIpe3eHTallMd 10 H3yuyeHHOM TeMe. B uyeTBeproM cemectpe oOydeHuUs
NPEIYyCMOTPEH OJK3aMeH, TMpOBOAMMBIM B (opMe HEmOArOTOBICHHOTO MOHOJOTHYECKOTO
BBICKA3bIBaHUS MO OJHOMN M3 NPEUIOKEHHBIX TEM NPOAOHKUTENBHOCTRIO 1-2 MUHYTHI; OTBETAa Ha
Bompochl (3-5) mapTHepa WM TPEnojaBaTelis IOCHe MPEICTABICHHOTO MOHOJOTa; TPYNIOBOM
JIEIIOBOI Mpe3eHTaIlMK 10 H3yueHHOW Teme. Kpurepuu BhICTaBIEHHS 3ayeTa, 3aueTa C OICHKOM,

9K3aMCHaA O3BYYHMBAIOTCA IMMPCIIOAAaBATCIICM Ha IICPBBIX 3aHATUAX 110 JUCLUIIIINHC.



13. IMCT COI'JTACOBAHUA

CocTaBwi:

3aBeayromuii kadeapoil HHOCTPaHHBIX S3BIKOB %A
H.A. Kopneesa, K.I1.H., JOLIEHT —
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H.B. Huxkutuna, 1.3.H., JOIICHT
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0O.B. banakuna /

(Toanucs)
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A.D. OunK
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	11.1. Основная литература
	11.2 Дополнительная литература
	11.3. Современные профессиональные базы данных, информационные справочные системы, электронные библиотечные системы
	Освоение обучающимся дисциплины предполагает посещение практических занятий, выполнение практических заданий, выполнение заданий для самостоятельной работы. При подготовке к практическому занятию обучающемуся необходимо повторить пройденный материал по изучаемой теме, с целью быть готовым к устному опросу, а также предоставить выполненные письменные домашние задания. В рамках данной учебной дисциплины выделяется особая роль и значение самостоятельной деятельности обучающегося в процессе овладения языком. На всех этапах обучения обращается внимание на обучение обучающихся методике самообразования, которая позволяет им овладеть приемами извлечения информации из текстов, знакомит со способами ее передачи как в устном, так и в письменном виде, а также в форме делового письма, устных докладов, сообщений и презентаций.
	Освоение дисциплины предполагает выполнение практических заданий (практики) во время контактной работы с преподавателем либо в часы самостоятельной работы. Все практические задания дисциплины предоставляются преподавателями во время занятий и размещаются в локальной сети Академии и электронной информационно-образовательной среде. Выполненные практические работы сдаются на проверку преподавателю одним из следующих способов: предоставление выполненного домашнего задания лично в руки преподавателю, отправка преподавателю на почтовый ящик. При отправке преподавателю выполненной работы по почте обучающемуся следует обеспечить личную идентификацию. Как правило, в теме или тексте письма указывается курс, ФИО обучающегося, дисциплина, тема, по которой выполнена работы. Отдельные практические работы могут быть проверены преподавателем непосредственно в аудитории.
	Для закрепления приобретенных знаний, умений и навыков, для развития способностей к самообучению в дисциплине предусмотрена самостоятельная работа. Самостоятельная работа может выполняться обучающимся дома или в аудиториях Академии, специально отведенных для самостоятельной работы и оснащенных необходимым техническим и программным обеспечением, доступом к ЭИОС и ЭБС. Для успешного выполнения самостоятельной работы обучающемуся рекомендуется заранее ознакомиться с перечнем заданий и графиком ее выполнения. Подготовка к практическим занятиям с последующим участием в устном опросе предполагает: систематическое изучение аутентичного материала из учебников и источников дополнительной литературы; подготовку индивидуального вокабуляра по пройденной теме; работу со справочной литературой и словарем; работу над ошибками. В рамках данной учебной дисциплины обучающиеся выполняют самостоятельную работу в виде повторения пройденного материала по всем изучаемым темам десяти разделов, устно и письменно (письменные домашние работы) отвечают на вопросы для подготовки к текущему контролю в соответствующем семестре, а также готовятся к индивидуальным или групповым презентациям для прохождения промежуточной аттестации по дисциплине.
	Для выполнения практических заданий самостоятельной работы по данной дисциплине в домашних условиях (за пределами Академии) обучающемуся необходим персональный компьютер (планшет) и программный пакет Microsoft Office не ниже 10 версии. Самостоятельная работа сопровождается методическими указаниями, размещенными в локальной сети Академии и электронной информационно-образовательной среде. Методические указания содержат формулировку задания, примерную технологию выполнения, формат сдачи выполненной работы. Преподаватель во время аудиторных занятий заранее обсуждает с обучающимися задание самостоятельной работы и порядок ее сдачи. Консультации по выполнению самостоятельных работ, обсуждение отметок и допущенных ошибок, защита отдельных видов самостоятельных работ осуществляется во время КСР на кафедре управления и связей с общественностью или в аудитории по расписанию. Консультации преподавателя по выполнению самостоятельной работы могут осуществляться посредством асинхронного (почта, ЭИОС) и синхронного (zoom, сети) коммуникационного взаимодействия по предварительной договоренности с преподавателем. Выполняемые самостоятельные работы являются элементами текущего контроля и оцениваются преподавателем. Полученные отметки учитываются при выставлении зачета, зачета с оценкой, экзамена.
	Формой промежуточного контроля выступает зачет, зачет с оценкой, экзамен. Зачет, проводимый в форме индивидуальной презентации по изученной теме, выставляется в первом и третьем семестрах обучения. Для оценки результатов обучения по дисциплине учебным планом во втором семестре предусмотрен зачет с оценкой, проводимый в форме индивидуальной презентации по изученной теме. В четвертом семестре обучения предусмотрен экзамен, проводимый в форме неподготовленного монологического высказывания по одной из предложенных тем продолжительностью 1-2 минуты; ответа на вопросы (3-5) партнера или преподавателя после представленного монолога; групповой деловой презентации по изученной теме. Критерии выставления зачета, зачета с оценкой, экзамена озвучиваются преподавателем на первых занятиях по дисциплине.
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