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1 IlepeyeHb IJIAHUPYEMBIX Ppe3y/IbTAaTOB O0yYeHHs MO JUCLHHUIUIAHE, COOTHECEHHBIX C
IUIAaHUPYEMbIMH pe3y/IbTaTaMHU 0CBOEHHs 00pa30BaTe/IbHOM MPOrPaMMbI

1.1 Juciuninna «Mapkerunr / Marketing» oGecnieunBaeT (opMHpoBaHHE C/IeAYIOIIMX
KOMIIeTeHI[UH C y4éTOM MHAMKATOPOB MX A0CTHKEHUA

Kopa, HanMeHOBaHHe KOMITeTEeHIIUH Kop uHANMKaTOpa KOMIIeTeHIUHI

OITK OC-5 Crioco6eH BBISIBJISITh M OL|€HUBATh HOBHIE
PBIHOUHBIE BO3MO>KHOCTH, pa3padaTbiBaTh OM3HEC-TIIaHbI
CO3/]aHUS Y Pa3BUTUS HOBBIX HalpaB/JIeHUU [1eITe/IbHOCTH
Y OpraHu3alumn

OIIK OC-5.5

1.2 B pe3yibTaTe 0CBOEHHUsI JUCLUIIMHBI Y 00y4arOIUXCA AO/DKHBI ObITH ChOpMUPOBaHbBI

Kopg,

CopepxaHue HHANKATOPA Pe3yabTaT 00yuyeHus
WHAUKATOpa

3HaTthb TeopeTrnyeckue OCHOBBI
TIpPOBe/IeHUs! OLIeHKU T10JI0KeHUs
OpraHM3aliy Ha PbIHKe U
MapKeTUHIOBbIX MCC/Ie[J0OBaHUN
¥Ywmets [IpoBOgUTE OLIEHKY
T10JI0KeHUsI OpraHy3aliiy Ha pbIHKe,
pa3pabarbiBaTh MPOrpaMMy
MapKeTUHIOBbIX MCC/Ie[J0OBaHUN
Biapers HaBbikamu poBezieHs
OLIeHKH I10J1I0KeHMsI OpraHy3aluu Ha
PBIHKE, B TOM YMCJIe [IPY ITIOMOLIU
MapKeTHUHI'OBbIX MCC/Ie[JOBAHUN

3HaeT, BbIOMpaeT U IpUMeHsIeT
OIIK OC-5.5 MeTO/bl OLIeHKU T10JI0XKeHHUS
OpraHM3aluM Ha PbIHKe

2 MecTo pauciMiuiuHbl B cTpyKType OOII

Wsyuenue pucuuriiHbl «Mapketudr / Marketing» 6asupyeTcs Ha pe3y/bTaTax
OCBOEHUS C/IeAYIOLMX JUCLMIVIMH/TIDAKTHK: «BBezieHre B pogeCcCUOHAMbHYIO [esiTebHOCTD /
Introduction to Business», «MukposkoHoMmuka / Intermediate Microeconomics», «Teopus
MeHexmMeHTa / Management»

OucuunivHa siBAsieTcsl TpeJIlecTBYIOLeN [/l JUCLUIIMH/TIPDAKTUK: «/IHHOBaLIMOHHBIN
MeHe>KMeHT U MapkKeTHHT / Innovation Management and Digital Marketing», «CTpaTeruueckoe
NJIaHUpoBaHWe M crapTt-an / Strategic Planning and Start Up», «MexXayHapoAHblli MapKeTHHT
MeHepkMeHT / International Marketing Management», «JIngepctBo / Leadership»

3 O0beM AUCIMILTHHbBI

O6Bem aucHMIUIMHEL cocTaBasgeT — 3 3ET

TpyA0oeMKOCTh B aKajeMUYeCKHUX yacax
(OpuH akageMuUyeCcKuii yac COOTBETCTBYeT 45

Bup yueoHo# paboThI
MHMHYTaM acCTPOHOMHYECKOT0 Yaca)

Bcero Cemectp Ne 6
OO0111as1 TPYZA0EeMKOCTh AUCIIUATITMHBI 108 108
AyIUTOpHBIE 3aHATHS, B TOM YHUCJIE: 72 72
JIEKLINU 36 36
naboparopHbie paboThI 0 0




HpaKTI/ILIECKI/IE/ CeéMMHapCKHe 3aHATHUA

36

36

CamocTosTenbHas paboTa (B T.4.
KYPCOBO€ MPOEKTUPOBaHKE)

36

36

Tpy0eMKOCTb TPOMeXXyTOYHON
aTTecrauuu

Bu npome>XyTOuHOW aTTecTalyu
(MTOrOBOTO KOHTPOJIsI TIO IUCLIUTI/IMHE)

3auer

3auet

4 CTpyKTypa U cojiepKaHue JUCLUII/IMHBI

4.1 CBopiHbIE JaHHbIE N0 COAEPKaHHUIO AU CLUI/IUHBI

Cemectp Ne 6

Bujbl KOHTAaKTHOW paboThI

HaumeHoBaHue
Ne Jlekiu

JIP

T13(CEM)

CPC

dopma

a3jie/ia M TeMbI
n/n p].'[I/IJiIIPIHJIPIHbI N Kog.
0
UYac.

No

Ko
Yac.

Ne

Kom.
Yac.

Kon.
Yac.

TeKyIllero
KOHTPOJIA

1 2 3 4

5

6

7

8

10

11

OCHOBBI
COBpPeMeHHOM’
MapKeTHUHTOBOM
mbicu / The
essence of
Marketing

Occe

MapkeTtuHroBas
cpena / The
Marketing
Environment

TBOpuecko
e 3aJjaHue

OcHoBbI
TIOKYTIaTe/IbCKOT0
TOBe/IeHNs] Ha
pas/IUYHbIX

3 pBIHKAaXx / 3 4
Consumer
Behavior: How
People Make
Buying Decisions

TBOpuecko
e 3ajaHue

CermeHTarust
DBIHKA U
MO3UL[MOHUPOBaHU
4 e / Market 4 4
Segmentation,
Targeting and
Positioning

Hoxknag,

MapKeTHUHI OBbIN
KOMJIEKC:

5 npoayKT / Product 5 4
Concepts and
Decisions

TBopuecko
e 3ajaHue

MapKeTHHTOBBII
KOMIL/IEKC: 1jeHa /
Basic Pricing
Concepts

Tect

7 MapKeTHUHI OBBI 7 2
KOMII/IEKC:
pacnpefiesieHue /

TBopuecko
e 3aj,aHue




Channels of
Distributions

MapKeTHHTOBBIi
KOMII/IEKC:

8 NpO/IBIKeHuUe / 8 4
Promotion and
Communication

7 4 1 4 Hoknap,

MapKeTHHroBbIe
cTpareruu /

9 Marketing 9 4
Strategy: Planning
and Executing

TBopuecko
e 3aJjaHue

MapKeTHHrOBbIe
UccaesoBaHust /
Basics of Market
Research

10 10 4

8 4 2 4 IIpoekt

Amnanus
KOHKYPeHLIUU U
co3JaHue
KOHKYPEeHTHBIX
NIpeuMyLLecTB /
Competition and
Competitive
advantages

11 11 2

9 4 4 4 Tect

IIpomexyTouHas
aTTecTalys

3aueTt

Bcero 36

36 36

4.2 KpaTkoe co/iep>kaHue pa3/ie/ioB ¥ TeM 3aHATHH

Cemectp Ne 6

Ne Tema

KpaTKOE coaepKaHue

1 OCHOBBI COBpeMeHHOM
MapKeTHUHTOBOW MbIC/IH /
The essence of Marketing

CyI[HOCTh KOHLETILUYA MapKeTHHTa U ee
cocrapJisitoie. Buabl v TUTIBI MapKeTUHTa. [IprMepsbl
13 OM3HeC-TIPaKTHK, IeMOHCTPUPYIOIIME TIPOLieCC
yTpaB/ieHUs1 CIIPOCOM TIPU TTIOMOII MapKeTHHT OBbIX
nevictuil. [Ipouecc MmapkeTuHra. IHCTpyMeHTBI
MapKeTHHra, OCHOBHOM M PACIITMPEHHbIN KOMILIEKC
MapKeTHHTa.

TIOBe/IeHUs Ha
Pa3/IMUHBIX PbIHKAX /
Consumer Behavior:

2 MapkeTtuHroBas cpefia / | Makpo- u MUKpocpe/a. BHellHsiss ¥ BHyTpeHHSS
The Marketing cpega.llogxopp! K aHanM3y MapKeTUHIOBOU CpeJibl.
Environment PEST, SWOT, SNW ananu3

3 OcHOBBI Peinku B2B u B2C. CyL{HOCTb ITOKYyNaTe/1bCKOro
MOKYTaTeIbCKOro nosefieHyst. Mo/ienb NPUHSATHS pPelleHus O MOKYTIKe.

OtnnunTenbHble 0COOEHHOCTH TIOKYTIaTeTHCKOTO
TIOB/IeHUsI Ha TIOTPeOUTeTbCKOM U TPOMBIIIIEHHOM
pbIHKaX. XapaKTepUCTUKU MOKYIIOK U PbIHOYHOTO

MO3ULMOHMPOBaHue /
Market Segmentation,
Targeting and Positioning

How People Make ripe/iJiIoKeHUsl.
Buying Decisions
4 CermeHTalysi pbIHKA U CyIIHOCTb U COZlep>KaHue TpoLjecca CerMeHTaruu.

[MToaxoap! K CETMEHTHPOBAHHIO TIOTPEOUTETbCKUX U
NIPOMBILIIEHHBIX PbIHKOB. KpyTepuu cermeHTaLyu.
[JeneBoli MapKeTHHT U ero CTpaTervy.
[To3u1IoHMpOBaHKe ¥ BO3MOXKHBIE TI03ULIMOHHbIe
OCHOBaHUS.
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MapKeTUHI0BBIN
KOMJIEKC: IPOJAYKT /
Product Concepts and
Decisions

XapakTepUCTUKH TOBapa ¥ TOBApPHOT'O aCCOPTUMEHTA.
JKvisHeHHBIH LMK/ ToBapa. [IpuMeHeHHe KOHLIeMLUN
YKU3HEHHOTO 1IMKJIa ToBapa. KitoueBblie perieHus,
NipYHUMaeMble (PUPMOiT B OTHOILIEHUH TOBapa.
MapouHble ¥ HeMapOUHbIe TOBaphI.

co3/jaHie KOHKYPEeHTHBIX
NIpeuMy1LecTB /
Competition and
Competitive advantages

6 MapKeTHHIOBbI ITonnmanue LieHbl B MapKeTHUHITe. OCHOBHBIE
KOMILIEKC: LieHa / Basic cTpareruu LieHooOpa3oBaHwus. LleHoBast monmMTHKa
Pricing Concepts opranu3aiuu. [Togxo/bl K yripaB/IeHUO 11eHOU
7 MapkeTUHr0BBIN DyHKLMS [TOCpeJHUUeCTBa B MapKeTUHTe.
KOMIUIEKC: [TonnmaHue KaHasa pacrpe/ie/IeHust U ero TUIIBL.
pacnpegesieHue / Crpateruu BpIOOpa KaHasa pacrpe/ie/ieHusl.
Channels of Distributions | YnpaBneHre KaHa/IOM pacrpe/ie/IeHusl.
8 MapKeTUHIOBBIN [MousTHe u GhyHKUMY NpoBrKeHusi. CpeZicTBa U
KOMIUIEKC: [IPO/IBUJKEHYe | KaHasbl IIPO/BIKEeHUs: TPaJAULIMOHHbIE U
/ Promotion and VHHOBALIMOHHBIE. YTIpaB/ieHre KOMIUIEKCOM
Communication MPO/IBUKEHUSI.
9 MapkeTUHroBble CyIIHOCTb CTpaTernyeckoro MapKeTyHra u
ctpateruu / Marketing MapKeTUHTOBOM cTparteruu. TpeboBaHMs K
Strategy: Planning and MapKeTHHIOBbIM cTparerusiM. CTpaTeruuyeckue
Executing orpeZiesitoLe. AJTOPUTM pa3pabOTKH CTpaTervy.
Marpuiisl BeIOOpa cTpareruii. @opmMupoBaHue
YHUKa/JIbHOTO TOProBoro npezyioxenus (YTTI).
OcCHOBBI MAapPKETUHIOBOT'O NJIAHUPOBAHUS
10 MapkeTuHroBbIe [Togxonp! K IpOBejeHUI0 MapKETUHIOBbIX
vccnenoanus / Basics of | ucciegoBanuii. TUMbl MapKeTUHIOBBIX UCC/IeIOBAaHUH.
Market Research AnTOpUTM TIpPOBe/IeHNUsI MapKETUHI'OBOT'O
WCCJIeJOBaHUSI.
11 Ananu3 KoHKypeHIuM U | ITogxozb! K IpOBeIeHU0 KOHKYPEHTHOI'O aHa/Iu3bl U

orpe/iesieHus! MOJI0)KeHUsI OpraHr3aly Ha phIHKe.
KoHKypeHTHOe MpeumylIiecTBO, ero Cco3/laHre, BU/bI,
yrpaBjieHue

4.3 IlepeueHb 1a00pPaTOPHBIX padoT

4.4 TlepeyeHb MPAaKTHUECKHX 3aHATHMN

Cemectp Ne 6

JIabopaTopHbIX paboT He TIPeYCMOTPEHO

. Ko/1-Bo akajeMu4ecKHx
Ne Tembl NIpaKTHUeCKUX (CeMHMHAPCKUX) 3aHATHI
4JacoB
1 CoBpemeHHOe E[OHI/IMaHI/Ie MapKeTI/IHFaUI/I 4
MAapKeTHHIOBOM OPUEeHTAallUM KOMITaHUH
2 [TpakTrka I/Ecnonb3013a1i1/m MeTOZI0B aHa/I13a 4
BHYTPEHHEH U BHEIIIHEN Cpe/ibl
3 [TokynaTenbCKue PUCKHU U MOAXO/bI K UX 4
Mpe0/I0JIeHUI0
4 Crpareruu paboThl C ppIHKAMU: TIOHUMaHHe U 4
BBIOOD




5 ’Kvi3HeHHBIM LMK ToBapa. [1pe3eHTanys 4
pe3y/bTaTOB CaMOCTOSITeTbHOM paboThl

6 Bri6op cTpaTeruu rieHoobpa3oBanusi. PereHue 4
3az1au
[Tpe3eHTanyst pe3y/ibTaToOB aHa/M3a OU3HeC-

7 MpaKTUK (MpOJABWKeHHe TBAaPOB Ha 4
MeXX/lyHapO/HbIX PbIHKAX)

8 [Ipe3eHTanys pe3y/bTaTOB MUHU-TIPOEKTA 4
MapKeTUHI'OBOI'0 UCC/IeJOBaAHUS

9 CtpaTeruu co3aHus U NOAJeprKaHus 4
KOHKYPEHTHBIX [IPeUMYyILeCTB

4.5 CamocrosiTes1bHasi padora

Cemectp Ne 6

Ne Bup CPC Ko/1-Bo akajjeMu4ecKux
4acoB
1 BhbinonHeHre MMCbMEeHHBIX TBOPUECKUX paboT 12
(mceM, fokaaznoB, coobuenuii, JCCE)

2 IToAroTOBKA K YUaCTHIO B MPOEKTaxX 4

3 [ToaroToBKa rpe3eHTaLun 4

4 ITpopaboTKa pa3ie/ioB TeOPeTUUYECKOr0 MaTepHasa 8

5 PelieHue crieliasibHbIX 3a7a4 8

B xope npoBesieHust 3aHATUM 10 AUCLUIIMHE UCTIOIB3YIOTCS C/IeAyIOIIie UHTepaKTUBHbIE
MeTto/bl 00yueHusi: [lebatsl (debates) — opraHn30BaHHBIN 1 U€TKO CTPYKTYPUPOBAHHBIN
ny6/IMuHbIN 0OMeH MHEHUSIMU T10 ompeZiesieHHOU Teme. JlesioBast urpa (serious play, serious
game) — MO/le/TMPOBaHKe peasibHbIX YC/I0BUM MpodeccroHaNIbHOM /1eATeIbHOCTH U UMUTALUS
YyesI0BeUeCKUX OTHOLIeHHH U COLIMabHOTO B3auMOelCTBUs B paboueii cpesie. Kaxkaomy
YUaCTHHKY UI'Dbl Ha3HAYalOTCsl OTIpe/ie/ieHHasi pojib U (DyHKLIMsI B PAMKax BbITIOJIHeHUs1 paboyeii
3agaun. [Iuckyccus (discussion) — pa3HOCTOpOHHee rpymnroBoe 00CyKAeHre CIIOPHOTO
BOIIPOCA, Halle/IeHHOe Ha T0JTyueHHe pellleHus], yCTpauBarollero BCexX yYaCTHUKOB IPYTITIbI.
WuTepakTrBHas (mpobieMHast) nekis (interactive lecture) — BhICTyTIEHHe TIpeTio/iaBaTeist
riepe; 6OJTBILION ayJUTOPUEH, BK/IIOUarollee AUCKYCCHUH, UCTO/Tb30BaHKe TIpe3eHTalui Uin
BH/leOMaTepHuasoB, MO3rOBOH LLITYPM, MOTHBALMOHHYIO peub. Kpyriblii ctos (round table) —
TPYIIIOBOE 00CYyX/IeHHe HECKOJTBKUX MTPO0/IeMHBIX BOTIPOCOB, YUaCTHUKUA KOTOPOTO BBIPAyKAIOT
coOCTBeHHOe MHEHMe Ha PAaBHOTIPaBHOM ocHOBe. MeToz KeticoB (case study) — aHamu3
BBIMBIIIJIEHHOW W/TH PeaslbHOM CUTYAL[|UU /IS BhIsiB/IeHUs TIpo0sieM, 3 (eKTHBHBIX BADHAHTOB
pelLleHni 1 BO3MO>KHOCTH MPaKTHUUeCKOro NMPUMeHeHUs MoJTyuyeHHbIX 3HaHUW. [IpocMoTp U
obcyxaenue yuebHbix BuzeopunbMos (film-based learning) — ocyiiectBsieTcs asist
pa3MblIllIeHHst Haj TTPobIeMHBIMU BOTIPOCaMU, KOTOPbIe 03BYUMBAIOTCS Tiepe/ HauasioM
dunbma. [Tybauunas ripezenTanus (public presentation) — rpezicTaB/ieHre 00yJarOIIUX
MaTepHasioB B CTPYKTYPUPOBAHHOM, TparueckoM U MPOCTOM JIJisi YCBOEHHs BUIE.
[Ipe3eHTarisi MOXKET CIYKUTb AOTIOJTHUTETbHOM WTIOCTpaliel yueOHOTo MaTeprana u
oTtobpakaThb ero KiroueBbie MOMeHTHI. PaboTta B Masbix rpymmax (small group workshop) —
JleJieHre KOJIJIEKTHBA Ha MaJible TPYIIIBI 71l 00CY>K/IeHHsI OTIpe/ie/ieHHbIX BOIIPOCOB U
pa3paboTky pelieHui yueOHOM npobieMbl. DTOT MeTO, IT03BOJIsieT BOB/IEKaTh B Pab0OTy Bcex
yualuxcsi, TPEHUPYeT HaBbIKA COTPYAHUYECTBA M MEX/TUUHOCTHOTO 001ieHus. [IpernogaBaressb,
NIPUMEHSIIOIIMN UHTePAKTUBHbIE METO/bI, BHICTYTaeT B KaueCTBe IMOMOIIHKMKA U KOOpJAUHATopa
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Tpoliecca, rnepe/iaBasi akTUBHYHO QYHKI[HIO 00yueHust cTyeHTam. OH )Ke peryaupyeT mporLecc
yepe3 MO/JrOTOBKY CIeI[Ua/IbHBIX 3a/JaH1H, TPOBeIeHre KOHCY/IbTalui, obecreueHue
TEXHOJIOTUUECKOU 0a3bl, O1[eHKY paboT U MpejocTaB/ieHre 00paTHOH CBSI3U

5 IlepeyeHb yueOHO-MeTOANYECKOr0 00ecrieueHusl JUCIUTIMHBI
5.1 MeToanueckue yKa3aHusA /1A 00yYarOUIUXCS 110 0CBOEHHIO JUCHUILTHHBI
5.1.1 MeToauuecKne yKa3aHusl /sl 00y4alOUXCsA N0 MPAKTHYECKUM 3aHATHSIM

https://el.istu.edu/course/view.php?id=1908

V3yuaTh JUCIIUIIIMHY PEKOMEHZYETCSI B COOTBETCTBHU C TOU TIOC/Ie/[0BaTeIbHOCTBIO, KOTOPast
obo3HaueHa B ee cofiep>kaHuM. [171s1 YCIIEeIIHOT0 0CBOEeHUsI Kypca 00yJaroluecst 10/DKHbI UMeTh
TiepBOHava/bHbIe 3HaHUS B 00/1aCTH MeHePKMeHTa, SKOHOMUKU OpTraHU3al[|H.

Ha niek1jusix mperno/jaBaTe/ib 03ByUrBaeT TeMy, 3HAKOMUT C [epeyHeM JIMTepaTyphbl 1o
TemMe, 000CHOBBIBAET MECTO W POJIb 3TOW TeMbI B JAHHOUM JUCLIUTITUHE, PaCKPLIBAeT ee
TipaKTHUecKoe 3HaueHue. B xo/e eKyii CTyJeHTy HeoOX0AUMO BECTH KOHCTIEKT, (PUKCUDYS
OCHOBHBI€e TIOHSITHS ¥ TIPOOJ/IeMHBIE BOTIPOCHI.

[TpakTryeckue (ceMUHApPCKKUeE) 3aHSTHS 10 CBOEMY COJIepKaHHIO CBsi3aHbl C TEeMaTUKOM
JIEKIIMOHHBIX 3aHATHHN. HaurHaTh MOTOTOBKY K 3aHATHIO 1[e/1eCO00pa3HO C KOHCIIEKTa JIEKI[HA.
3alaHue Ha MpakTHUecKoe (CeMUHApCKOe) 3aHsATHe CO00IaeTcsi 00yYaroImuMcst 10 ero
nipoBezieHusi. Ha cemuHape miperiofiaBaTesib OpraHu3yeT 00CY>KeHHe ITOM TeMbl, BBICTYTIas B
KauecTBe OpraHu3aTopa, KOHCYJ/IbTaHTa M 9KCIepTa yueOHO-TI03HaBaTeIbHOU JiesiTe/TbHOCTU
oOyyarorierocsi.

5.1.2 MeTtouuecKue yKa3aHus AJIsl 00yJaromuxcs Mo CaMoCTOsITe/IbHOI padoTe:

https://el.istu.edu/course/view.php?id=1908
V3yueHue qucUIMHbI (MOY/1s) BK/TFOUAeT CAMOCTOSITE/TbHYIO pPab0oTy 00ydaroIerocs.
OCHOBHBIMH BH/IJaMH CaMOCTOSITe/TbHOM paboThI CTY/IEHTOB C yUacTHeM TIpero/jaBaTesieit
SIBJISTFOTCSL:
* TeKyll[ie KOHCY/IbTallWK;
* TIpYeM U pa300p I0OMaIlIHUX 33/IaHuH (B YaChl IPAKTHUECKUX 3aHSATHIN).

OCHOBHBIMHM BUJJAMH CaMOCTOSITEJTHHOM PabOTHI CTYJeHTOB 0e3 yuacTus IperojaBaresieit
SBJISIFOTCSI:

* (hopMupoBaHUe U YCBOEHHE COZIep>KaHUsI KOHCIIEKTa JIeKI[U Ha 6a3e peKOMeHJ0BaHHOM
JIEKTOPOM Y4eOHOU TuTepaTyphbl, BK/I0Uast ”HPOPMaIMOHHbIE 00pa30BaTe/IbHbIE PECYPCHI
(3neKTpoHHBIEe YUeOHUKH, 37IeKTPOHHBIe OUOIHOTEKH U Ip.);

* CAaMOCTOSITe/IbHOE M3YUYeHHe OTZAEeTbHBIX TeM WA BOMPOCOB M0 yueOHUKAM WIH
yueOHBIM 1TOCOOUsIM;

* HarmvcaHue pedepaToB, AOK/IAZIOB,;

* IOATrOTOBKA K CeMUHapaM;

* BBITIOJTHEHHWE JIOMAIITHUX 33/JJaHUH B BU/Ie PEIlleHHs OT/Ae/bHBIX 3a/jau, TPOBe/IeHUs
THUIIOBBIX PAaCueTOB, MHAWBU/YaIbHBIX PabOT 10 OT/e/IbHBIM pa3zesiaM Co/iep>KaHusl JVCLIUTIH

U JIp.

6 DoHJ OLEHOUHBIX CPeACTB A/ KOHTPOJA TeKyllell ycCrneBaeMOCTHM U TPOBe/eHUsl
NMPOMEe)XYTOYHON aTTeCTalyy Mo AUCHUIINHE

6.1 OneHouyHble cpeACTBa /1 IPOBEAEHUA TeKyIlero KOHTPOJIsA
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6.1.1 cemectp 6 | Icce
OnucaHue npoueaypsbl.

[Tpu BeITIONTHEHWUH 3a/jaHKsT HeOOXOAMMO Ha OCHOBE aHa/M3a My0IMKaLuii B OM3HeC-KypHasiax
WIY Ha UHTepHeT-CaliTax KOMITaHUH MPOaHa/IM3UPOBaTh MAaPKETUHIOBYIO [IeSITeIbHOCTD
KOMITaHWi. B pe3ynbTaTe aHanM3a HaJio TIOKa3aTh:

1. KoHKpeTHbIe MepOTIPUSATHS, KOTOPbIe MO>KHO OTHECTH K MapKeTHHI'OBbIM. OObCHUTh
TI0YeMy, IaHHbIe MepPOTIPUSATHSI OTHOCSATCS K MAPKETUHT OBBIM.

2. Pe3ynbTaThl MapKeTHHI'OBOM JleTe/IbHOCTH, KOTOPbIe ObUTH JOCTUTHYThI M KOTOPbIE
OITMCAaHBI B Iy O/IMKALUH.

3. Kakue acrieKTbl MapKeTHHTOBOM [JIeSITeNIbHOCTH (JlesiTe/TbHOCTh, aHa/Iu3, Ky/IbTypa)
OTpa)XeHbI B IMPAKTHUKaX?

Cpenartb aBTOPCKUIA BBIBOJ| O CTeTIeHHW MapKeTHHIOBOW OpHeHTALMH KOMITaHHUH.

O6mnem paboTtbl — He 60see 3 ctpanul], WpudT 12 nT. Times, UHTepBas OAUHAPHBIIA.

ITpumep 3amanus:

Tema 3cce «MapKeTHHIrOBasi OpHeHTaIUsl COBPEMEeHHOM KOMITaHUH.

KpuTtepun oueHuBaHus.

Kpurepun oueHku: B 3cce cTyjeHT 10/DKeH BBITIONHUTD 0030p MPAKTHK (He MeHee 3) U
BBITOJIHUTh UX aHa/N3, UCTIOMb3Ysl 6a30ByH0 MapKeTUHI'OBYIO TEPMUHOJIOTHIO.

6.1.2 cemectp 6 | TBOpueckoe 3afanue
OmnucaHue npoueaypsbl.

Tema (pa3ges) OCHOBBI MOKYTIaTeMbCKOTO MOBe/IeHNUsT Ha Pa3/IMyHbIX pbIHKax / Consumer
Behavior: How People Make Buying Decisions

OnucaHue MpoLeAyphl: afarnTarys Mo/ie/ld IPUHATHS peLleHUs O MOKYTIKe.

[Tpumep 3a/jaHusA: Ha OCHOBE TeOpPeTUUeCKOoW MO/IeNld pacCMOTPeTh COOCTBEHHBIH Mporiecc
TIPUHSTHS pellieHus O MOKYTIKe KaKoro-jnbo ToBapa.

Tema (pa3zen) MapketunroBast cpefia / The Marketing Environment

Omnwmcanue riporjeiypel: AHanu3 GOpMYJTUPOBOK BUIEHUS U MUCCHUH MeX/IyHapOHbBIX
KOMITaHUM.

ITpumep 3amanus:

Mission and Vision examples. Please for every example define the declared value for the
customer and the core idea for every business.

KpuTepuu onieHUBaHMA.

KpuTepuu o1ieHKH:

YuuThIBaeTCs MOJHOTA PaCKPBITHS COJIePyKaHUsl KaXKI0W CTaIuy TIPUHSATHS PellieHus O MOKYTIKe,
MPABWILHOCTh UCIT0/Ib30BAHUS TEPMUHOJIOTMH, OTIMCaHUe BO3MOXKHBIX PUCKOB.

Kpurepuu onjeHku:

YuuTBHIBaeTCs MOTHOTA 3aro/THeHUsT TaO/IULIbI U TIPaBU/ILHOCTE oripefenenust Declared Value u
Core Idea

6.1.3 cemectp 6 | Joxknap



Omnucanue nponeaypel.

Tema (pa3gen)
CermMeHTalysi pbIHKa 1 To3uLiMoHupoBaHue / Market Segmentation, Targeting and Positioning

Omnumcanue riporeaypbl: CTyIeHT FOTOBUT iBa JOKYMeHTa: TeKCT JJ0K/IaZia TIo BLIOpaHHOW TeMe U
TIpe3eHTaINIO0 TeKCTa JJokiazia B hopmate MS Power Point. [[okiaz MO>KeT ObITh TIOATOTOB/IEH
KaK e/JMHOJINYHO, TaK U B/IBOEM.

ITpumep 3aganus: [Togroroeuts goknaz (He 6osee 3500 3HAKOB) ¥ COTIPOBOKJATOIIYIO €TI0
nipe3eHTaruio (He 6osiee 5 caiioB). TeMaTHKa JOK/IaZIOB OTPeesIseTCs UHAWBUYaTbHO.

KpuTepuu onieHUBaHMA.

Kputepuu otieHku: ITpy MoAroToBKe A0K/Ia/[a JO/DKHO OBITH UCTIOBb30BaHO HE MEHEe IATH
WCTOYHHKOB JINTEPATYPbl, CAieJiaH 0030 K/IFOUEBBIX MOHSTHHN U MTPAKTHK, PeJIeBaHTHBIX
TeMaTHKe /10K/1aZa. Bo Bpemsi BBICTYIIeHHs (JeMOHCTPALUU Mpe3eHTaliuu) CTYAeHT J10/DKeH
TMIPO/IeMOHCTPUPOBAThH OTpe/le/ieHHbIN YPOBeHb BiiaZieHus MH(OopMaleld, OTBeuaTh Ha BOITPOCHI
riperno/iaBaTesis U ayAuTopru. JleMOHCTpalMOHHBIN MaTepyas B TIpe3eHTaluu JO/DKeH
COOTBETCTBOBATb CO/IeP>KAHHUIO [JOK/Ia/ja.

6.1.4 cemectp 6 | ITpoexT
Omnucanue npoueypsl.

Tema (pa3zen) MapketuHroBble ucciiefioBanust / Basics of Market Research

OnucaHue rpoLeiypbl:

CTyJeHTbI BBITIONHSIOT TIPOEKT U TIPe3eHTYIOT ero pe3y/ibTaThbl Ha CEMUHAPCKOM 3aHSTHU.
[Ipumep 3ajaHus:

Pe3ysibTaT BLIMIO/THEHUST 3a/laHUsT — IIPOEKT TIPOTPaMMBI 110/1eBOTO0 MapKeTHHTOBOT'O
WCCJIe/JOBaHMsI, CBSI3aHHOTO C M3yUeHHeM TOCTIOKYTIOUHOH y/I0B/IeTBOPEHHOCTH MTOTpeOuTenel.
[y jocTKeHUst pe3y/bTaTa U ero YCTeLHOro TipeicTaBIeH s He00X0JUMO BBITIOJIHUTD CIIely-
Ioljee:

BribpaTh TOBap.

OnpesienUTh TPYIITY PEeCIIOH/IeHTOB.

BbIOpaTth THUITBI BOMIPOCOB, KOTOPBIe OYAYT UCIOIH30BAHBI.

Pa3paboTaTh OMPOCHBIH JICT

[TpoaHanMM3UpPOBATh MPAKTUKW U3yUeHUs y/I0BIeTBOPEHHOCTH.

Pa60TKy MOYKHO BBITTOJTHUTE B IPYTINax (YMC/IeHHOCTh TPYIITBI He Oosiee 4 YeoBek).
[HoryckaeTcsi UHOAUBU/Iya/bHOE BBITIOJTHEHEe PabOThI.

N

Kputepuu onjeHuBaHMA.

Kpurepuu ouieHkH:
CBOEBPEMEHHOCTh BBINIOJIHEHMUs], IOATOTOBKA Npe3eHTallii, COOTBETCTBUE 3a[JlaHHOU CTPYKTYpe,
coziep>KaHMe pa3ziesioB, MyO/IMyHoe BBICTYTIIEHe

6.1.5 cemectp 6 | Tect

OnucaHue npoueaypsbl.



OmnwcaHue MpoLeIyPhI: CTYIEHTY HeOOXOMMO OTBETUTh Ha BOMPOCHI TeCTa.
1. What kind of an aim can be defined as tactical?

a) the aim which defines the main types of activities to implement a certain strategy

b) a long-term aim which characterizes one of the directions in the development of some
organization

) an overall aim which shows the main types of activities of an organization

d) the aim which determines the direction of day-to-day activity

2. Identify an example of a limiting factor.

a) time

b) equipment

) money

d) all of the above
e) none of the above

3. Factors that have a less immediate effect on a business such as the nation's rate of infla-tion or
recession, unemployment rate, or standard of living, is

a) political factors

b) sociological factors

) direct economic factors
d) technological factors

e) indirect economic factors

4. The SWOT approach assesses an organization's
a) Speed, Wants, Order, Timing
b) Studies, Workflows, Opportunities, Trials

) Strengths, Weaknesses, Opportunities, Threats
d) Signs, Worries, Objectives, Techniques
e) Structure, Workforce, Organization, Types

5. A cost that varies directly with the quantity produced of a product is known as what type of
cost?

a) Fixed

b) Semi variable

) Variable

d) Potential

e) Changing

6. General understanding of an organizational mission is

a) the program statement of an organization
b) the strategic aim of an organization
) the sum of the tactical and day-to-day goals of an organization

d) the philosophy of an organization

Kpurepum ornjeHuBaHusl.
KpuTepuu oLieHKH: 3a KaXK/IbIi MpaBU/IbHBINA OTBET CTYIeHT noaydaet 1 6ar.
6.2 OueHouHbIe Cpe/iCTBA /I/IA IPOBe/leHHs TPOMEe)XyTOUHOM aTTecTaluu

6.2.1 Kpurepun wu cpeacrBa (MeTo/bl) OLEHMBAHUA WHJUKATOPOB [OCTHIKEHUS
KOMIIeTeHI[UY B PaMKaX MPOMeXyTOYHOM aTTeCcTal[uu
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CpeactBa

(MmeToabBI)
NupukaTop JoCcTHXXKeHMs
Kpurepumn onjeHnBanus OLleHMBaHMS
KOMIIeTeHI[UH .
NMPOMe)XyTOUHOM
aTTecTauyu
OIIK OC-5.5 [eMOHCTpUpYeT 3HaHWS, YMeHUs U | YCTHBIM OMpPOC UM

HaBbIKM, CBsI3aHHble C [IOHMMaHWEeM, | TECTUPOBaHUE
BLIOODOM U HCIIO/Ib30BaHWEM MeTO/I0B
OLIeHKA TIOJIO)KeHUs] OpraHv3aluu Ha
DBIHKE

6.2.2 TunoBbie OLleHOUHbIE CPeACTBA IPOMEXYTOUHOH aTTecTaluu

6.2.2.1 Cemectp 6, Tumnossblie oLjeHOYHBbIE CPeCTBA /ISl IPOBe/JeHUs 3aueTa 1o
AUCLUTIITMHE

6.2.2.1.1 Onucanue npoueaypol
CryzeHTy ripefjiaraeTcs TecT.

IIprimep 3aaHus:

1. External analysis includes (multiple answers)

A). customer analysis B). analysis of the results

C). definition of the company's mission D). analysis of competitors

2. Market attractiveness in General Electric/McKinsey matrix can be assessed as

A). high — low B). low — middle — high

C). attractive — not attractive D). profitable — medium-profitable — low-
profitable

3. Which of the following is not one of the four primary marketing functions?

a) controlling

b) planning

) staffing

d) organizing

4. Factors that have a less immediate effect on a business such as the nation's rate of inflation or
recession, unemployment rate, or standard of living, is

a) political factors

b) sociological factors

) direct economic factors
d) technological factors

e) indirect economic factors
5. The resources within an organization, used to achieve its goal, make up the of a
business.

a) external environment

b) workers motivation

C) internal environment

d) social responsibility

e) planning

6. List components of Marketing Mix.
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7. Marketing efficiency may be measured by changes in:
a) Market share

b) Profits

¢) Customer satisfaction

d) All of the above

e) None of the above

8. General understanding of an organizational mission is

a) the program statement of an organization
b) the strategic aim of an organization
) the sum of the tactical and day-to-day goals of an organization

d) the philosophy of an organization

9. A Vision statement answers the question:
a). what is our business?

b). how much profit we want to get?

c). what we want to become?

d). what we are to do in order to get profit?
10. A Mission statement answers the question:
a). what is our business?

b). how much profit we want to get?

c). what we want to become?

d). what we are to do in order to get profit?_

6.2.2.1.2 Kputepum oleHUBaHUSA

3auTeHo He 3auTeHo
BricTainsieTcsi, ecyii HabpaHo 60% o6iijero BricTaBnsieTcs, ecyii HabpaHo MeHee 60%
KOJIMUecTBa 0asioB o0111ero KoyimuecTsa 6aioB

7 OcHoBHas yyeOHasi 1MTeparypa
1. Smart Marketing With the Internet of Things / edited by D. Simoes [et al.], 2019. - 324.
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5. Handbook of Research on Innovations in Technology and Marketing for the Connected
Consumer / ed. S. S. Dadwal, 2020. - 567.
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10 ITpodeccuoHabHBIE Ha3bl JAHHBIX
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11 TIlepeyenr WH(OPMALHMOHHBIX TEXHO/JIOTHH, JIMIEH3WOHHBIX W  CBOOOAHO
pacipocTpaHsieMbIX CHeMa/JN3MPOBAaHHBIX MPOrpaMMHBIX CPeACTB, MH(pOpMaIHMOHHBIX
CIIPaBOYHBIX CHCTEM

1. Microsoft Office 2003 VLK (moctasku 2007 1 2008)

12 MaTepua/IbHO-TEXHUUYECKOe 00ecreueHne JUCIHIUTHHBI

1. A0CKda MHTE€PAKTUBHAA

2. TIPOEKTOp
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