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Kipicne

OJIEKTUBTI TIOHJEP KaTaJoThl OKBITYJBIH KPEIUTTIK >Kyheci OOMbIHIIA
KYpacThIpbUIabl. DJEKTUBTI TOHAEP KaTajorbl KYWEJNEeHreH TaHjay OOWbIHIIA
MIOHJIEP TI3IMIH KOHE OJIap/bIH KbICKA CUITATTaMAChIH KapacThIPaIbl.

CTymeHT MaMaHIBIKTapJIblH MIHACTTI KOMIIOHEHT/’KOFapbl OKYy  OpPHBI
KOMITIOHEHTIHIH TOHJAEPIH MEHIrepyMeH Karap, YCBIHBUIBIII ~OTBIpFaH TaHjaay
OOMBIHIIIA TOHEP I TAHAAI aTybl THIC.

DNeKTUBTI MOHJEPAl TaHJayFa 3/Baiizep keHec Oepenai. CTyIeHT 3/Baii3epMeH
Oipyiece OTBIPBIN, CTYJIEHTTIH JKEKE OKY KOCHapblH KYpYy YIIIH MOHAEpPre >Ka3bLIy
HBICAHBIH TOJTHIPAJIBI.

Kypmerti crynentrep! biniMm Oepy TpaeKTOpUSICHIHBIH OIpTYTACTHIFBIHBIH
oinacteipbutybl Ci3fiH OoJialllakTa MaMaH pEeTIHAE KOCIOW JalbIHIABIFBIHBI3IBIH
JIEHIeiliHe BIKIaJI €TETIHIH €CTE CAKTAYbIHbI3 KEPEK.

BBenenue

[Ipn kpeauTHOW TEXHOJOTMU OOy4YeHUsi paszpadaThIBaeTCcsi  Karajor
AJIEKTUBHBIX JUCIUIUIMH, KOTOPBIM MpeACTaBIseT COOOW CHUCTEMaTU3UPOBAHHBIM
NepPEeUCHb TUCUUILIINH KOMIIOHEHTA 110 BEIOOPY U COJEPIKUT KPATKOE UX OMUCAHUE.

Hapsiny ¢ u3yuyeHueMm QUCLUIUIMH 0053aTeNbHOIO / BY30BCKOI'O KOMIIOHEHTA,
CTYJIEHT JOJHKEH BBIOpATh ISl U3YUYEHUS JUCITUTUTMHBI KOMIIOHEHTA 110 BHIOODY.

KoHcynbranuu no BeIOOPY AJNEKTUBHBIX JTUCLUUILIMH JaeT 3ABai3ep. Bmecrte ¢
HUM CTYJEHT 3amnojiHgeT (opMy 3amucu CTYJIEHTOB Ha JAUCIUIUIMHBI  JJIA
cocrasinenust UYII (MHauBUAYyanbHOTO y4€OHOTO MJIaHa).

VYBaxaemble CTyAeHTbI! BaXHO NOMHHUTB, YTO OT TOr0, HAaCKOJIBKO
poJyMaHHOW W 1enocTHoW OyaeT Bamma oOpa3zoBarenbHasi TPacKTOPHS, 3aBUCHUT
ypoBeHb Bareit npodeccronanbHON MOATOTOBKH, KaK OYIyIIETO CIeIUaInucTa.

Introduction

With credit technology, a catalog of elective courses is developed. A catalog is a
systematic list of elective component courses and contains a brief description of
them.

Along with studying the required / university component courses, the student
must choose an elective course.

Advisers help students make choices of elective courses. Together with their
adviser, the student fills out a form to register for courses for an ICP (individual
curriculum plan).

Dear students! It is important to remember that the level of your professional
training as a future specialist depends on how considered and complete your
educational trajectory will be.



CemecTtp 0oiibIHIIA 3J1eKTUBTI MIHAEpAi 001y / PacnpenesieHne 21eKTHBHBIX
aucuumuinH no cemectpam / Distribution of electivecourses by semester

Kpenutre AxaneMu
pcansbl / SIITBIK
. Komn-Bo Ke3eH/
[TonHniy ataysl / HaumenoBanwue qucuumuinabl /Course KPETUTOB/ Axa
name Number IEPUOT
of /
credits Academic
period
DKOJIOTHS KOHE TIPIILIIK Kayirncizairi / Dxoyorus u 6€30macHOCTb 5 4
xusHenesreabHoct/ Ecology and Life Safety
KyYKBIK oHE ChIOaiiiac KeMKOPJIBbIKKAa Kapchl MOJICHHET Herizuepi /
OcHOBBI
1paBa U aHTHKOPPYIIIMOHHOU KyJbTyphl / Basics of Law and Anti-
Corruption Culture
DKOHOMUKA JKOHE KCITIKepITiK Heri3aepi/ OCHOBBI 9KOHOMUKH U
npeanpuauMarensera/ Basics of economics and business
Kem6acuisuibik Herizaepi / Ocuossl muaepera / Basics of Leadership
WHKITFO3UBTI ©3apa opeKeTTeCy ITUKACHI /ITHKA HHKITFO3UBHOTO
B3aumozeiictusi/ Ethics of inclusive interaction
Ketepme-6eommiek cayna/OntoBo-po3uuunas toprosisi/\Wholesale and 3 2
retail trade
ATpoOH3HECTIH SKOHOMUKAIBIK HETi3/1epi / DKOHOMUYECKHE OCHOBBI
arpobusneca / Economic bases of agribusiness
bencenni caty texnukachl/TexHuKa akTUBHBIX mpoaax/ Active sales 3 3
technique
Kommeprusiisik MeHempkMeHT /| Kommepueckuit MeHeKMeHT /
Commercial
Management
bara opuary / [lenooGpa3oBanue / Pricing 5 4
Crpaterusuiblk sxocnapnay / Ctpatermueckoe ruanupoBanue / Strategic
lanning
Mepuennaiizuar/Mepuenaaitzuar/Merchandising 5 5
XKocnapnay xyiteci /Cucrema ruranuposanust/ Planning system
busnecri yitbiMaacteipy/Opranuszanust 6uszneca/ Business Organization 5 5
backapybuislk, mrerrimMzaepai a3ipiey / Pa3paboTka yrnpaBieHYeCKUX
pemenuti / Development of managerial decisions
NHHOBaMSAIBIK OHIMIEP MEH KbI3METTEP MapKeTHHT/ MapKkeTuHT 3 5
WHHOBAaLIMOHHOM mpoaykuuu u ycimyr/ Marketing of innovative products
andservices
WHHOBaIUsUTBIK MEeHEKMEHT / VIHHOBAIMOHHBIA MEHEKMEHT /
Innovation
management
Bpsuaunr/bpaunaunar/Brending 5 6
[Mepconanner 6ackapy / Ympasnenue nepconaiom/ Personnel management
Mapxkerunrtik Taagay / Mapketunrosbiii ananus/ Marketing analysis 5 6
Backapymsuisik Tangay / Ynpasinenueckuii ananus / Managerial analysis
Jloructuka /Jloructrka / Logistics 5 6

CrpaTerusuiblk MEHEeDKMEHTTIH Herizaepi / OCHOBBI CTpaTerH4ecKoro
menepkMenTa / Basics of Strategic Management
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Ke13meT kepceTy canmacbiHbIH MapKeTUHT1/ MapkeTHHT cepbl yeiayT
/Service sector marketing

bacekere kabOinerriirin 6ackapy/YnpaBiieHHUe
KOHKYpEeHTOCIIOCOOHOCThI0/Management Of competitiveness

Hurepuer-mapkerunr / Uatepuer-mapketunr / Internet Marketing

MapkeTHHTTer1 aKnapaTThIK Xyienep MeH Mojaenbaey/ NuhopmannoHHbie
cucTeMbl 1 MojienupoBanue B Mapketrunre / Information systems and
simulation in marketing

Tpeiin - mapkerunr / Tpeiin -mapkerunr / Treid -marketing

Event-mapketunr/Event-mapkerunr/Event-marketing

Crparerusislk MapkeTunr / Ctparernyueckuii Mapketunr / Strategic
Marketing

Arpomapkerunr / Arpomapketunr / Agromarketing

OnepkacinTik Mapkerusr/IIpomeiiiennsiii Mapketunr/Industrial Marketer

Onnuipictik MeHepxkmeHT / [IpousBoacTBeHHBIH MeHepkMenT/ Production
management

Minor

[on 1/ [Iucturuivaa 1

[on 2 / [luciuruinza 2

[Ton 3 / JucuuminHa 3

[Ton 4 / Jucummnvna 4

o1l oo O1

| OO O1




1 2 kypc cTyieHTTepiHe apHAJIFAH YJIeKTUBTIK MOH/Aep / DJIeKTUBHbIE AUCHUILUTUHBI [JIs1 CTyAeHTOB 2 Kypca/ Elective

subjects for 1st year students

DKonozus xncane mipwinix Kayincizoici | Ixonocus u 6ezonacrnocms sncuznedeamenvnocmu/Ecology and Life Safety

Oky maxcamut | Yueonasn yenn/ Purpose

Texnochepa MeH  Taburm  dKOXKyienep
KBbI3METIHCT1 KayilTi KoHE TOTCHIIE KayinTi
JKarmauimapaa eckepry  KaOijgerrepl  JKoHE
3KOKOpFay oiyiayApl KAJIbIITACTHIPY

dopMHUpOBaHUE SKO3ANIUTHOTO MBIIUICHUS U
CIIOCOOHOCTH TPEAYNPEKACHUS OMACHBIX U
Ype3BbIUaHbBIX cUTyauuit B
(YHKIIMOHUPOBAHUU MPUPOIHBIX IKOCUCTEM U
TEeXHOC(hEepHI

The formation of eco-protective thinking and the
ability to prevent dangerous and emergency
situations at the functioning of natural ecosystems
and the technosphere

Okbimy namuboiceci | Pesynomamot 06yuenus | Learning outcomes

Kypersl COTTI Kelin
olrimanymbliIap

-OKOJIOTHSIHBIH, TIPIIUTIK Kayinci3miri MeH
TYPaKThI JIaMy JIbIH Heri3ri
TYKbIpbIMIaMaJapbiH, AHTPOTIOTEHIIK
KBI3METTIH QJICYMETTIK-IKOJIOTHUSITBIK
caJIapbIH TYCIHY,

-OJIapIbIH JKal-KYWiHIH KayinTi JeHreliHi{

TYBIHJAYBIHBIH aJIbIH aly YIIiH TaOUFH JKOHE
TEXHOTEHJIIK  JKYyHenepiH JlamMmy bl M€EH
OPHBIKTBUTBIFBIHBIH 3epAeIICHTeH
3aHJIBUTBIKTAPBIH KOJIJIaHY;

- iICKe acBhIpBUIFaH JKOHE BIKTUMAI KayinTepaiH
Tepic ocepiH JKOHE OJapIblH JICHIeiIepiH,

AHTPOTIOTEH/IIK KhI3MET TOyEKeNJIepiH Oaranay;

- TexHoc(epaHbIH KayilCi3[iriH apTThIPY
OoMBIHINA iC - MIapaapAsl )Kocnapiay,

-03 OeTiHIIIe KYMBIC icTey, KOMaHIaaa KYMBIC
icrey, memiM KaObuinay, CBIHM —oOiliay,
IUGPABIK JKOHE aKNapaTThIK-KOMIBIOTEPIIIK
TEXHOJOTHSIAPABl  KOJIJIaHYy, aKmapaTIieH
JKYMBIC iCTeY JaFapliiapbiHa ue 60Iy.

asiKTaraHHaH

ITocaae ycnmemrHoro
odyuawmuecst OyayT
- MMOHUMAaTh OCHOBHBIE KOHIICTIIMH YKOJIOTHUH,
0€e30IMacHOCTH JKU3HENCATCIBHOCTH,
YCTOWYHBOTO pa3BUTHS; COIMAJIBHO-
HKOJIOTUYECKHE MOCIEACTBUS aHTPOIOTCHHOM
JIeATEIILHOCTH;

- IPUMCHATbL H3YUYCHHLIC 3aKOHOMCPHOCTHU
pPa3BUTUSI W YCTOWYMBOCTH TPHUPOIHBIX U
TEXHOICHHBIX CUCTEM MJid MPCAYNPEIKIACHUA

3aBeplUIeHHsI Kypca

BO3HMKHOBEHHMS  OMAacHOTO  ypOBHS WX
COCTOSIHHMS;

- OIEHHWBATh  HETaTUBHOE  BO3JCHCTBUE
peann30BaHHBIX u MOTEHINATBHBIX
omacHocTeil ux YPOBHHU, pHUCKHU

AQHTPOTIOTEHHOW IEATeFHOCTH;

- IJIAHUPOBATH MEPONPUITHUSA HO HMOBBILICHUIO
6e3011acHOCTH TeXHOC(EpHI;

- 00J1a1aTh HAaBBIKAMH CaMOCTOSITEIIBHON
paboThl, pabOTHI B KOMaHAE, IPUHATHUS
pELICHUH, KPUTUYECKOTO MBIIIIEHUS,
HOpUMEHEHUS! IU(PPOBBIX U MHPOPMAIIMOHHO-
KOMIIBIOTEPHBIX TEXHOJIOTUH, paboThI C
nHpopMaIue.

After successful
students will be
- understand the basic concepts of ecology, life

completion of the course,

safety, sustainable development; social and
environmental consequences of anthropogenic
activities;

- apply the studied patterns of development and
stability of natural and man-made systems to
prevent the occurrence of a dangerous level of their
condition

- assess the negative impact of realized and
potential hazards and their levels, risks of
anthropogenic activities;

- plan measures to improve the safety of the
technosphere;

- have the skills of independent work, teamwork,
decision-making, critical thinking, the use of
digital and information and computer technologies,
working with information.

Kypcmoiy Koickama mazmynot | Kpamkoe cooeparcanue kypca | Course summary
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AyTtakonorus. Jlemskonorusi. CHHIKOJIOTHS.
buocdepa-noochepanbik KOHIETIIHSICHI.
Taburum pecypcTapbl >KOHE OJIapabl THIMJII
maiiganany. Kasipri skahaHIbl 3KOJIOTHSIIBIK
JKOHE OJICYMETTIK -IKOJOTHUSIIBIK Mcelenep.
Kopmaran opTa JkoHE TYpakTbl Jamy.
Kazakcran TypakThl namy >xonsiHAa. Kacbkun
SKOHOMHKa. Konaiins TOyEeKeIAIH
KOHIIEMNIUACHI. KayinTi JKoHE 3USHJBI
(axToprapablH JKikTenyl. TeTeHIe jxarnaiiap
Ke31H/eT1 iC-KUMbUIAAp PeTTiri

AyTtakonorus. [emakonorus. CHHIKOJIOTHUS.
buocdepno-noochepnas KOHIETIIIHS.
[Ipupogubie  pecypcbl U palMOHAILHOE
MIPUPOAONOJIb30BAHUE. I'moGanbHble
9KOJIOTUYECKHE U COLMAIBHO-IKOJOTMYECKUe
npoOnemMbl  coBpeMeHHOCTH.  OKpy’karomas

cpena u ycroiuuBoe paszputue. Kazaxcran Ha
ONyTH K YCTOWYMBOMY pa3BUTHIO. 3eJieHas
skoHOMMKa. KoHUenus npuemiieMoro pucka.
Knaccudukamus onacHbIX 1 BpeaHBIX
(haxTopOoB. [Topsimox JeUCTBUI
YpEe3BBIYANHBIX CUTYaLUsIX

npu

Autecology. Demecology. Synecology.
Biosphere-noosphere concept. Natural resources
and environmental management. Current global
environmental problems, current social and
environmental problems. Environment and
sustainable development. Kazakhstan on the
way to sustainable development. Green economy.
The concept of acceptable risk. Classification
of dangerous and harmful factors.

The order of actions in emergency situations.

Bazoaprama scemexwici | Pykosooumenwv npozpammet | Programme manager

Koxymesa 3.I"

Koxesuukos C.K.

Koxesuukos C.K.




KyKoIK srcone colbainac »eemKopiblKKa Kapcol maoenuem nezizoepi | Ocnoewvt npasa u anmuxoppynuuonnou Kyavsmypeat [ Basics of Law and

Anti-Corruption Culture

Oky maxcamut | Yueonas yenn/Purpose

Cepi0aititac  )KEMKOPJIBIKKa KapChl  1C-KHMBLI
OOMBIHIIIA KYKBIKTHIK O17iM MEH a3aMaTThIK
YCTaHBIM XKYHECiH KalbIITaCTHIPY.

CdopmupoBaTh cuCTeMy NpPaBOBBIX 3HAHUU U
rpa)KJaHCKON MO3MLMU MO NPOTHUBOAEHUCTBUIO
KOppYILIHH.

To form a system of legal knowledge and civil
position on combating corruption.

Oxvimy namusiceci | Pezyniomamot o0yuenus | Learning

outcomes

Kypersl COTTI Kelin
olrimanymbliIap

-KazakcTaHHBIH KOJIJaHBICTAFbI

3aHHAMAaCBIHBIH Heri3ri epexKenepiH,
MeMIteKeTTiK Oackapy OpTraHIapbIHBIH
KyleciH, coHmai-aK cpibaiiyiac MKEeMKOpPIIBIKKA
Kapchl 1C-KUMBUIJBIH MOHIH, ceOenrepi MeH
napajgapbiH TYCIHETiH O0JIa b,

-OKHUFaJlap MCH OPEKETTeP/li 3aH

TYPFBICBIHAH TAJIJIAMIbI;

-HOPMATHBTIK aKTUJIep i KOJIAaHy,

COHMai-aK cbIbailiac JKeMKOPJBIKTHIH aJIbIH

asiKTaraHHaH

alyJblH  pYyXaHH-aJAaMIeplIiIiK  TETIKTEpiH
KOJITaHaJIbl;

-MEHIrepyl THic: TypJli KyXXaTTapra KYKbIKTBIK
Tangay  OKYprizy — JOarapuiapel,  chlOaiiac

JKEMKOPJIBIKKA KapChl MOACHHUETTI JKETUIAIPY
JIa¥ IBLIAPHI,

-03 eMipiHze chIbailrac >KEeMKOPJIIBIKKA KapChl
KYKBIKTBIK O1TIM/T1 KOJIaHy;

-Oimyre THic: cpliOaiiac >KeMKOPJBIKTHIH MoHI
JKOHE OHBIH maiina Oony cebenrtepi; chiOaiinac
JKEMKOPJBIK KYKBIK OY3yIIBUIBIKTAp  YIIH
MOPaTBIBIK-aIAMTEePIIUTIK  JKOHE  KYKBIKTBIK
JKayarnkepuIiiK mapaiaphl;

-MeHrepyi Kepek: MOPaJbJIbIK caHa
KYH/JIBUIBIKTAPBIH 1CKE achbIpy JKOHE KYHJIEIIKTI
npakTHKaja  aJaMrepuIuiik  HOpMalapblH
YCTany, Kactap  apacblHIa  chi0aiinac
JKEMKOPJIBIKKA KapChl MOJIEHHET JIeHTeHiH

IMocne ycmemHoro 3aBeplIeHHsi Kypca
odyuawoiuecst OyayT

- IIOHUMATh OCHOBHBIC IIOJIOKECHUSA
JEeHCTBYIOIIETO 3aKOHO/IAaTENbCTBA
KazaxcraHna, CUCTEMY OpraHoB
rOCYy/IapCTBEHHOTO  YMpaBJIEHUS, a TaKKe
CYIIHOCTb, NPUYHHBI U Mepbl

MPOTUBOJIECHCTBUS KOPPYIILUHY;

- QHAJIM3UPOBATH COOBITUS U NEHCTBUSI C TOUKU
3peHus npasa,

- IPUMEHSATh HOPMATHUBHbBIE aKThl, & TaKXe
3a1€ICTBOBATh JlyXOBHO-HPaBCTBEHHBIE
MEXaHHU3Mbl NPEJOTBPAILIECHUS KOPPYILIHH;

- BIIQJIETb HAaBBIKAMM BEJIECHUS IPABOBOIO
aHalu3a pa3juyHbIX JOKYMEHTOB, HaBbIKAMU
COBEPILIECHCTBOBAHUS AHTUKOPPYIMIIMOHHOMN
KYJIbTYPBI;

- NOPUMEHATh B CBOEHW JKU3HEIAEATEIbHOCTHU
MpaBOBbIE 3HAHUS MPOTUB KOPPYIIIUU;

- 3HaTh CYIIHOCTb KOPPYIIMHU U NPUUYUHBI €€
MIPOUCXOXKICHUS; Mepy MOpaJIbHO-
HPAaBCTBEHHOM M MPAaBOBOIl OTBETCTBEHHOCTH
3a KOpPPYILUMOHHBIE IPABOHAPYILIECHHUS;

- pealM30BbIBATH ILIEHHOCTH  MOpPAaJbHOIO
CO3HaHUs U CJIEI0BAaTh HPABCTBEHHBIM HOpMaM
B IIOBCEIHEBHOM MpaKTUKe; paboTaTth Hax
MOBBIIIEHUEM YPOBHS AaHTUKOPPYNLHOHHOU
KYJIBTYPBI B MOJIOZEKHOM cpene.

After successful
students will be
- understand the main provisions of the current
legislation of Kazakhstan, the system of public
administration, as well as the essence, causes and
measures to combat corruption;

- analyze events and actions from the point of
view of law,

- apply regulations as well as to strengthen spiritual
and moral mechanisms for prevention of
corruption;

- possess the skills of conducting legal analysis of
various documents, skills of improving the anti-
corruption culture;

- apply legal knowledge against corruption in their
life activities;

- know the essence of corruption and the reasons
for its origin; the measure of moral and legal
responsibility for corruption offenses;

- to implement the values of moral consciousness
and follow moral norms in everyday practice; to
work to increase the level of anti-corruption culture
among young people.

completion of the course,




apTTHIpY OOMBIHINA JKYMBIC JKacay.

|

Kypcmoiy Koickawa mazmynot | Kpamkoe codeporcanue kypca | Course summary

MemiekeT MmeH KYKBIKTBIH HETi3ri YFhIMIaphbl
MEH KaTeropustiapbl. KYKBIKTBIK  KapbIM-
KatbiHacTap. KP KOHCTUTYHHMSUIBIK KYKBIFBIHBIH
Herizgepi. KP OKIMIIiIIK OHE KBIIMBICTHIK
KyKbIK Herizaepi. KP A3zamaTTBIK KYKBIK

Herizaepi.

"Cs10aiinac KEMKOPJIBIK" YFBIMBIHBIH
TEOPHSUIBIK-9/licHaMaNbIK Herizaepi. Ceibaiinac
JKEMKOPJIBIKKA  KapChl  IC-KMMBLI  IIAPThI
peTiHae Ka3aKCTaHIBIK KOFAaMHBIH JICYMETTIK-
SKOHOMHUKAIBIK  KaTBIHACTAPBIH  KETLIIIPY.
Cei0aiinac YKEMKOPJTBIK MiHE3-KYJIBIK

TaOUFaTBIHBIH IICUXOJOTUSIIBIK €pPEeKIIeTiKTepI.
Cel0aiinac XeMKOPJIBIKKAa Kapchl MOJCHUETTI
KanelnracTelpy.  CpiOaiinac  KeMKOPIBIKKA
KapChl iC-KUMBLI MaoceleIepiHIe MEMJIEKET IIeH
KOFaMJIbIK YWBIMIAp/bIH €3apa 1C-KUMbUIBL.

OCHOBHBIE MTOHATHUS U KaTEropuH rocy1apcraa
u mnpasa. IIpaBoBble oTHOweHUs. (OCHOBBI
KoHCcTUTyUHOHHOTO mpaBa PK. OcHoBbI
aJIMUHUCTPATUBHOTO U yroioBHoro mnpasa PK.
OcHoBBI rpakaanckoro npasa PK.

TeopeTnko-mMeTo0JI0rnYecKre OCHOBBI
HNOHATUS «KOppynuum». CoBEpIIEHCTBOBAHUE

COITMAJIbHO-PKOHOMHUYECKUX OTHOIIICHUH
Ka3axXCTaHCKOro oOmecTBa Kak  yCJIOBUS
MPOTHUBOJICHUCTBUIO KOPPYIIIUH.
IIcuxosornyeckue OCOOEHHOCTH  MNPUPOIBI
KOoppynuuoHHoro mnoseneHus. dopmupoBaHue
AHTHUKOPPYTIIIMOHHON KYJbTYPHI.
Bzaumonericteue rocyjaapcrBa u
OOIIIECTBEHHBIX OpraHu3aluii B BOMPOCaxX

MPOTUBOJIEUCTBUS KOPPYIILUH.

Basic concepts and categories of state and law.
legal relations. Fundamentals of the Constitutional
law of the Republic of Kazakhstan. Fundamentals
of administrative and criminal law of the Republic
of Kazakhstan. fundamentals of civil law of the
republic ~ of  kazakhstan.  theoretical and
methodological foundations of the concept of
"corruption”. improvement of socio-economic
relations of the kazakh society as a condition for
combating corruption. psychological features of the
nature of corrupt behavior. formation of an anti-
corruption culture. Interaction of the state and
public organizations in the fight against corruption.

Bazoapnama scemexwici | Pykosooumenn npozpammsr | Programme manager

Baiitacosa M.X.

Ayb6akuposa 3.b.
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DKonomuka rxncane Kacinkepiik nezizoepi/ Ocnosvl IKoHomuku u npeonpunumamenscmea/ Basics of economics and business

Oky maxcamuwt | Yueonasn yenn/Purpose

CanayaTTsl 9KOHOMUKAIIBIK 19701138
OOoCeKeNecTiKk  opTajga  KOCIMOPBIHIAPIBIH
TaOBbICTHI KOCIMKEepIIiK KbI3METIH

YHBIMIACTBIPYABIH TEOPUSIIBIK JKOHE
TOXKIPUOEINIK JAFIbUIapbIH KaJbIITACTHIPY.

dopMupoBaHHE  SKOHOMHYECKOro  obpasa
MBIIUICHUS, TEOPETUYECKUX M NPAKTUUECCKHUX
HaBBIKOB opraHu3aluu YCHEIIHON
NpeANPUHUMATENBCKON JeATETbHOCTH
NpeAnpUATUN B KOHKYPEHTHOM cpejie

Formation of an economic way of thinking,
theoretical and practical skills of organization of
successful entrepreneurial activity of enterprises in
a competitive environment

Okbimy namuboiceci | Pesynomamot 06yuenus | Learning outcomes

Kyperbl asikTaraHHaH KeiliH cTyaeHTTEp

MeHrepesui
- Kas3ipri 3aMaHFbl SKOHOMHKA IMPHHITUIITEPI
MEH  3aHJBUIBIKTapJblH  KbI3MET  €TLIYiH,
SKOHOMHMKAIIBIK KaTeTOpHsUiap, MHKPO JKOHE
MaKpoJIeHreieri YFBIMIBIK anmapaTThl
TYCiHei,

- DKOHOMHMKAJIBIK KaFAaibl TalJaiIbl;

- KOCINKEPJIK KBI3METTIH OChl Hemece Oacka
TYpJIepiHiH 0a3aibIK MPOIECTEPiH OeNTIIeHIl;

- TaOBICTBI KOCINKEPJIIK KbI3METIHE MiHE3eMe
Oepeni;

- OM3HeC-)KOCTIapabl Kypasbl KOHE YCHIHAJIBI;

- asfaH OuTiMACpiH TaWIambl KOCIKEPIIiK
KBbI3MET YIIIiH KOJITaHAIbI;

- KOCIMKEPJIK KbI3METTI SKOHOMHUKAJIBIK KOHE
JJeyMeTTIK O6acKapy cajachlHAa AypbIC HIEHIIM
KaObLI/1aid anmajbl.

Iociie 3aBepumieHHsi Kypca o0yd4arommecs

oyayT

- TOHMMaTb  MNPUHLUNBI U 3aKOHBI
(GyHKIIMOHUPOBAHUS COBPEMEHHOU

SKOHOMHUKH,  SKOHOMHMYECKHE  KaTeropuw,
NOHATUMHBIA  ammapaT Ha  MHKpO- U
MaKpOYpOBHSIX;

- aHAaJIM3NPOBATb 3KOHOMUUYCCKYH) CHUTYAlUIO,
-  BBIACIATH 0a3oBbIE npoueccol TOro HUIH

HHOTI'O BHOa ap CI[HpHHHMaTCHLCKOﬁ
ACATCIIBHOCTH,
- JaBaTb XapaKTCPUCTUKY YCIICHIHOCTH

IpeapUHUMATENbCKON AESITENbHOCTH;

- COCTaBJIATh U MPE3EHTOBATh OU3HEC-TIIaHbL;

- TPUMEHATh TOJyYEHHBbIE 3HAHUA JJIA
MIOCTPOEHUS npUOBUTBHOM
IpeANPUHUMATENbCKON AESITEIbHOCTH
-IPUHUMAaTh NPaBUJIbHbIE PELICHUs B 00JacTH
SKOHOMUYECKOI'0 M COLMAIBHOIO YIPaBIEHHUS
IpEeANPUHUMATENBCKON AeSITeTbHOCTH

After successful
students will be

- understand the principles and laws of the
functioning of the modern economy, economic
categories, conceptual apparatus at the micro and
macro levels;

- analyze the economic situation;

- identify the basic processes of a particular type of
business activity;

- give a description of
entrepreneurial activity;

- create and present business plans;

- apply the acquired knowledge to build a
profitable business activity

-make the right decisions in the field of economic
and social management of business activities

completion of the course,

the success of

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooepacanue kypca | Course summary

DKOHOMHKA KbI3MET €TYIHIH 1preiii Maceenepi.
Kanuran. CypaHbic TE€H YCBIHBIC HapBIFHL.
BbacekenecTik xoHe MoHomousA. Kocimkepimik:
TYCiHITi, MOHI, HEri3ri Typiepi XKoHE

dyHaaMeHTalbHbIE poGIeMbl
(GyHKIUOHMpOBaHUA HKOHOMHKH. Kammrasn.
PriHok Crnipoc u npejnoxenne. KoHkypeHIus
U MOHOIOJUSI. [IpennpuHUMATETBCTBO:

Fundamental problems of the functioning of the
economy. Capital. Market supply and Demand.
Competition and monopoly. Entrepreneurship: the
concept, essence, main types and forms of
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YHBIMIIACTBIPY HBICAHIAPHI. Kacinkepik

KbI3METTETi  Toyekemmep. KomMMepuusuibiK
KYIus  KOHE  OHBl  KOpFay  Tocijaepi.
Koacinkepaik KBbI3METTI1 Kap KbUIAHIBIPY.

Kocinkepik MOJICHHETI jKOHE THKACHI.

MOHSTHE, CYIIIHOCTh, OCHOBHBIE BUIBI M ()OPMBI
opranusanuu. PUCKU B MpeanpuHUMATEIbCKON

nestenbHocTH. KomMmepueckas TaliHa U
crmoco6bl  ee  3amuThl. DuHAHCHpOBaHUE
MpEeaIPUHUMATEIbCKON JEATEIIbHOCTH.

Kynprypa u aTHKa IpenpuHUMAaTENbCTBA.

organization. Risks in business activities. Trade
secrets and ways to protect them. Financing of
business activities. Culture and ethics of
entrepreneurship.

Bazoapnama scemexwici | Pykoeooumens npozpammur | Programme manager

bassurosa 1. A.

Hypaxmerosa I'.C.

‘ bassurosa U.A.
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Kowbacwoinvix nezizoepi | Ocnoswt nuoepcmea | Basics of Leadership

Oky maxcamut | Yueonasn uean/Purpose

CTYJICHTTEPaiH KomOacCHIbIIbIK KAaCUETTEPi,
CTUJIBJIEP/Il, KOCIMIOPBIH, aliMaK >KOHE >KaJIlbl
el JeHreiiHae ocep €Ty OHICTEepiH THIMII
naijanaHy —apKbUIBl  aAaMaapiblH ~ MiHE3-
KYJIKBIH JKOHE e3apa OpeKeTTeCyiH THIM/II
Oackapy oJicTeMeci MEH NMPaKTUKACHIH
MEHIepy

OBJIQJICHHE CTYyJACHTaMH METOJOJOTHEH U
MPAKTUKOMN s pexTuBHOrO yIpaBJjeHUs
MOBEJICHUEM U B3aUMOJCHCTBHUEM JIFOJEH
myTeM s pexTuBHOTO WCIIOJIB30BAHUS
JTUAEPCKUX KauyeCTB, CTUIICH, METOI0B BIHMSHUS
Ha YpOBHE MPEANPHUITHS, pETUOHA M CTPAHBI B
1EJI0M

mastering the methodology and practice of
effective management of people's behavior and
interaction by effective use of leadership qualities,
styles, methods of influence at the level of the
enterprise, region and country as a whole

Okbimy namuboiceci | Pesynomamot o6yuenusn | Learning

outcomes

Kypcrsl coTTi asgKTaFraHHaH KeHiH
OisriManymsLIap

- OackapynbslH  OapiblK — JIEHreisiepiHaeri
yiBIMIapaarel  KOMIOACIIBUIBIK MceleIepin
TEOPHSUIBIK ~ JKOHE TMPAKTUKAIBIK  HICHIyre
FBUIBIMU KO3KAapacThlH MOHI MEH JJiCTepiH
TYCiHY;

- OacKapyUIBUIBIK MIHAETTEpAl WIelly YIIiH
KOII0ACIIBUIBIK neH OWIIKTIH HET13T1
TEOPHUSIIAPBIH KOJIIaHy;

- KeKe OacChIHBIH AapPTHIKIIBUIBIKTAPHI
KEMIIIUIIKTEPiH ChIHU Oaranay;

- YKBIM/JIA J)KYMBIC 1CT€Y; QJICYMETTIK MaHbI3/IbI
Mocenieliep MEH yJAepicTepAi Tanaay, TONTBIK
MTWHAMUKA VIEpICTepiH JKOHE KOMAaHJIaHbI
KaJIBINTACThIPy KaruJaTTapblH OLTy HeriziHzae
TONTBIK KYMBICTBI THIM/II YIBIMIACTHIPY;
-TYJIFaapaibIk, TOTITHIK KOHE
YHBIMIACTBIPYIIBUTBIK ~ KOMMYHHUKAIUSIAPIbI
Tanjay *KoHe kobanay

- iCKepiiK KapbhIM-KaThIHAC JaFabUIapblHA HE
Ooity; op Typal karjainmapra OalJIaHBICTHI
OackapynblH ajdyaH TYpJi CTHIBIAEpiHE WHe
0oJry; KemOacCIIbUIBIK KacHUETTEepHi 3epTTey

MCH

Iocsie ycrnemHoro 3aBepuieHHsi Kypca
o0yuaroumecs Oyayr

- MOHUMAaTh CYIIHOCTh U METOAbl HAay4YHOI'O
MOJIX0J1a K TEOPETHUECKOMY U MPAKTUYECKOMY
PELIeHUIO pobiem JAUAEpCTBa B
OpraHu3alusx Ha BCEX YPOBHAX YIIPaBICHUS;
-MCTI0JIb30BaTh OCHOBHBIE TEOPHH JIUAECPCTBA U
BJIACTH JJIs PELIECHUS YIIPaBICHUECKUX 3a4a4;

- KPUTUYCCKU OLCHUBATL JIMYHBIC JOCTOMHCTBA
U HEJI0CTaTKH;

- paboTarb B KOJUJIEKTUBE; aHAJIU3UPOBAThH
COIIMAIbHO 3HAYMMBIE NPOOJIEMBI U MPOIECCHI,
3¢ (HEeKTUBHO OPraHU30BaTh IPYIIIOBYIO paboTy
Ha OCHOBE 3HAHUSA IPOLECCOB TIPyNIOBOM

JUHAMUKKA W [PUHOUIOB  (OPMUPOBAHUS
KOMaH]IbI;

- aHaIM3UPOBATH u MMPOEKTUPOBATH
MEKIIMIHOCTHBIE, TPYTITIOBBIE u

OpraHU3aIMOHHBIE KOMMYHUKAITUN

- 001anaTh HaBBIKAMH JCIOBOrO OOIICHMS,
MHOTOOOpa3HBIMU CTWJISIMU YOpPaBICHUSI B
3aBUCHUMOCTH  OT  Pa3JIMYHBIX  CHTYaIlWi;
METOJaMH W METOJMKaMU HCCIeIOBaHHS
JTUJIEPCKUX Ka4yeCTB, TEXHOJOTHUSIMH Pa3BUTH

After successful
students will be
- understand the essence and methods of the
scientific approach to the theoretical and practical
solution of leadership problems in organizations at
all levels of management;

- use the basic theories of leadership and power to
solve management problems;

- critically evaluate personal
weaknesses;

- work in a team; analyze socially significant
problems and processes, effectively organize group
work based on knowledge of the processes of
group dynamics and the principles of team
formation;

- analyze and design interpersonal, group and
organizational communications;

- possess business communication skills; diverse
management styles depending on different
situations; methods and techniques for studying
leadership qualities, technologies for developing
leadership abilities

completion of the course,

strengths and
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9IicTepi MEH 9AiCTeMeJIepiHe, KONIOaCIIbUTBIK
KaOUIeTTepAl JaMBITy TEXHOJOTHUsIapbIHA H€
ooy

JUACPCKUAX CITOCOOHOCTEH

Kypcmoiy Koickawa mazmynot | Kpamkoe cooepacanue Kypea | Course summary

KemGacipibIKThIH ~ TaOurarel MeH MoHI. | [Ipupona u cyurHocts uaepcrsa. Jlugeperso u | The nature and essence of leadership. Leadership
KembacubLibiK JKOHE MEHE/DKMEHT. | MeHeDKMEeHT.  Tpamunumonuble  koureniuu | and management. The traditional concept of
KembacuibUIbIKTBIH JIOCTYPJIi KOHIENIUsIaphl. | TuaepcrBa.  MHHoBanmonubele — koHunenuuu | leadership. The innovative concept of leadership.
KembacpUIbIKTbIH WHHOBALMSAJIBIK | JIMJICPCTBA. ['pymmsi, KOMAaH/Ibl u | groups, teams, and team building. The
KOHIIENIMsUIapel. Tomrap, KOMaHajnap jkoHe | KoMaHIooOpa3zoBaHue. PazBurtue muuaepa. development of a leader. leadership in

KOMaHJ1a Kypy. KeubacuibiHbIH 1aMyHbI.
OsrepicTepai  JKy3ere  acelpy  Ke3iHIeri
KemOacbUIbIK. KembacubuiblK Maceenepi.

JlunepcTBO mpU OCYIIECTBICHUM HU3MEHEHUM.
[IpoGnemsbl nuaepcTaa.

implementing change. The issue of leadership.

Bazoaprama sncemexwici | Pykosooumens npozpammor | Programme manager

Ecimxau I'.E.

ToosutoB K. T.

‘ TooOsut0B K.T.
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Huknrozuemi e3apa apekemmecy Imuxacovl /ImuKka uHK1103ueH020 s3aumooeiicmeus/ Ethics of inclusive interaction

OKy maxcamul / Yueonaa yenv/ Purpose

Formation of an inclusive culture and socio-

CTyneHTTep  apachlHOa  MHKIIO3UBTI  e3apa | DopMHupOBaHHE Yy CTYACHTOB HWHKIIIO3UBHOW
OPEKEeTTECTIKTIH  MHKIIO3UBTI  MOJICHHETI MEH | KyIbTYphl M  ColManbHO-nicuxosiorudeckux | psychological —foundations of inclusive
QNICYMETTIK-TICUX OJIOT USUTBIK HETi3/IepiH | OCHOB MHKIIIO3UBHOT'O B3aHMO/ICHCTBUS interaction among students
KaJIBINITACTBIPY

Oxptmy namuoiceci / Pezyiomameul 00yuenus / Learning outcomes
Kypcrbi CoTTI asiKTaraHHaH keiiin | [Tocsie  ycmemnoro 3aBepmenusi  kKypca | After successful completion of the course,
olriManymbLIap odyuarommecst OyayT students will be
OJIeyMETTIK-TICUXOJIOTHSUTBIK ~ Oiimi myrenek | [IpumensTh coranbHO-Ticuxojorndeckue | Apply socio-psychological knowledge in

aJlaMJIapMEH KapbIM-KaTblHACTA KOJAAHY.

Keke Ky3wiperrep

KOJIJaHy MYI'CACKTCPMCH

KOHCTPYKTI/IBTi KapbIM-KaTbIHACThI KaJIBIIITACTBIPY

3HAHUS BO B3auMojencTBuu ¢ tunamu ¢ OB3.

HpI/IMCHSITB JJMYHOCTHBIC KOMIICTCHIIMN  OJI

dhopmMupoBaHu

KOHCTPYKTUBHOT'O

interaction with persons with disabilities.
Apply personal competencies to form
constructive interaction with persons with
disabilities.

YILiH. B3aumojeiicTaus ¢ auamu ¢ OB3.
Kypcmuiy kbickawa mazmynst / Kpamrkoe codepicanue Kypca / Course summary

Wukmo3uss  Oemiri  peTiHIe  KapbIM-KaThlHAc | DTMka OOIIeHHMs Kak 4acTh  uWHKI03uH. | Ethics of communication as part of inclusion.
aTUKachl. MHKIIO3UBTI e©3apa opekertecTikTiH | [Icuxomorndeckue  ocHOBeI  mHKMo3uBHOTrO | Psychological —foundations of inclusive
MICUXOJIOTHSUTBIK Heri3zepi. Myrenekrepai oHanty | B3aumojeictsus. [Ipobnembl peabwiurtanuu | | interaction. Perception of people with
JKOHE QJIEYMETTIK-TICHX OJIOTHSUTBIK Oeitimaey | commanbHO-TICHXOIOTHUecKoi amanTanuu yuil ¢ | disabilities in society and culture. Problems
Mocenenepi;  KOMMYHHKATHUBTIK — KY3BIPETTLNIK, | HHBATUIHOCTHIO; komMmyHukatuBHas | Of rehabilitation and socio-psychological
@3apa OpEKeT €Ty OTHKachl MEH MOJCHHETI, | KOMIIETCHTHOCTh, 3THKAa M KyIbTypa B3amMmo- | adaptation of persons with disabilities;
MYTeIeKTepi KaObUigay CTepEOTHITEPiH JKEHY | JCHCTBHs, CIIOCOOBI W METOJBI TMPEoaoJicHUs | communicative competence, ethics and

JKOHC OJIapMCH KapbIM-KaTbIHAC Ke3iHI[e KapbIM-

CTCPCOTUIIOB BOCIIpHUATHUA JINIT

C

culture of interaction, ways and methods of

KaTbIHAC KEACPriliepiH JKeHy JKOJgapbl MCH | MHBAJIMIHOCTRIO U TPEOJOJICHHs KOMMYHH- | Overcoming stereotypes of perception of
anicTepi. KaTUBHBIX 0apbepoB IpHU OOIEHUH ¢ HUMHU. persons with disabilities and overcoming
communicative barriers when
communicating with them.
Bazoaprama sncemexuiici / Pykosooumens npozpammet | Programme manager
Ypoabaeesa JI.E. IHapxomenxo U.A. Paxmamynuna A.P.
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Komepme-oonmex cayoa/Onmoeo-posnuunas mopzosens/Wholesale and retail trade

Oky maxcamut | Yueonasn uean/Purpose

Ketepme xoHe Oemmek cayna
KOCIITOPBIHIAPBIHA KOMMEPIHSIIBIK KbI3METTI
YUBIMAACTBIPY KOHE TEXHOJIOTUSACHI CalachlHAA
TEOPHSIIBIK JKOHE MPAKTUKAIBIK OUTIMI1
KaJIBIITACTBIPY, COHJAI-aK CTYACHTTEpre Tayap
KO3FaAIIBICBIHBIH OPTYPJIi OybIHIAPBIHIA cayaa
HPOLECTEPiH YTHIM/BI YIBIMIACTBIPY KOHE
TEXHOJIOTUACHI OOMBIHIIIA IMPAKTHUKAJIBIK

dopmupoBaHue TEOPETUUECKUX u
MPAKTUYECKUX 3HaHUU B obnactu
OpraHMU3alMd U TEXHOJIOTMHM KOMMEpPUYECKOU
JEATEIbHOCTH Ha MPEANPUITUAX ONTOBOU U
PO3HUYHOM TOPrOBIM, a TaKXe IPUBUTHE
CTyJAEHTaM MPAKTUYECKUX HaBBIKOB
palMOHAIIBHON OpraHU3allM U TEXHOJIOTHHU

TOPIOBBIX IPOLIECCOB B PA3IMYHBIX 3BEHBSIX

Formation of theoretical and practical knowledge
in the field of organization and technology of
commercial activities at wholesale and retail trade
enterprises, as well as instilling in students
practical skills of rational organization and
technology of trade processes in various parts of
the commodity movement.

opTypii OyBIHOAPBIHAAFBI cayla MPOIECTEPiHIH
TEXHOJIOTHSUIAPbIH CUIIATTAY,

©3 OUIIMIH HAaKThl cayJa >KOHE KbI3MET
KOpCceTy OOBEKTiIepiHIe KOJIaHy;

- cayza KbI3METIH YHBIMAACTBIPY/BI Oaranay >KoHe
Tayap KO3FaJIBICHIHBIH OpTYpPJi OYBIHIApBIHIAFH]
BIKTUMaJI ~ TOYEKeNAEpAl  €cKepe  OTBIPHII,
KETKI3YLIJIEPMEH JKOHE CaThlll  alylIbUIAPMEH
OesceHl cayia KOMMYHUKAUSUIAPbIH KYPrizy..

TOPTOBBIX MPOILIECCOB B Pa3TUYHBIX 3BEHBIX
TOBAPOJIBUKEHHS;

- IPUMEHSTh CBOM 3HAHMUS Ha KOHKPETHBIX
00BbEKTaxX TOPrOBIIM U YCIYT;

- OLICHUBATh OpraHu3aIUIo TOPTOBOM
JEATEIbHOCTU W, MPOBOJMTH AKTUBHBIE
TOPTOBBIE KOMMYHHKAIIUU C TOCTaBIIUKAMH
M TIOKyHaTeIsIMH C YYE€TOM BO3MOKHBIX
PHCKOB B Pa3IMIHBIX 3BEHBSIX
TOBAPOJBUKEHUS.

JaF IbUTAP bl YHPETY. TOBApPOIBUKCHHUSL.

Oxovtmy namuceci | Pezynemamot 00yuenus | Learning outcomes
Kypersbl coTTi asiKTaraHHaH keiiin | Ilocie  ycmemnoro 3aBepmenusi  kypea After successful completion of the course,
oiiMaaymbLIap: odyuarommecst OyayT: students will be:
- - KOMMEPIMSUIBIK ~ KBI3METTI  YHBIMAACTBIPY | - ONKMCHIBATH MPOIIECCHI opranmsanuu | - - to describe the processes of organizing
NpOIECTEpiH  JKOHE  Tayap  KO3FAIbICHIHBIH | KOMMEPUYECKOW JesTeIbHOCTH W TexHosoruu | commercial activities and technologies of trade

processes in various parts of the commodity
movement;

- - apply their knowledge on specific objects of
trade and services;

- - evaluate the organization of trading activities
and conduct active trade communications with
suppliers and buyers, taking into account possible
risks in various parts of the commodity movement..

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

DKOHOMHUKAJBIK TEOPUS

OKOHOMMYECKAsT TEOpUs

Economic theory

Kypcmuiy Kbickawa mazmynst | Kpamxoe codeparcanue kypca/ Course summary

Kerepme jxoHe Oeimek cayJaHbIH MOHI MeH
Ma3MYHBI. KoMMeprusibIk KbI3METTer1
maprrap. KeTepme caTeim amy JkoHe cary

CymHoOCTh M cOJep>XaHHE ONTOBOW U
pO3HUYHON  TOproBinu. JloroBopsl B
KOMMEPYECKOMN JESATENBHOCTH.

The essence and content of wholesale and retail
trade. Contracts in commercial activity.
Commercial work on wholesale purchases and
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OOWBIHIIIA KOMMEPIUSJIBIK KYMBIC. beimiek
cayla KOCIMOPBIHIAAPBIHAAFE KOMMEPIUSIBIK
KkyMbic. Kerepme  koHE  KOMMEpLMSIBIK
KYPBUIBIMAAPABIH ~ CBIPTKBI ~ 3KOHOMUKAJBIK
Kbi3MeTi.  Tayapnapasl  ©TKi3y  OoHbIHIIA
JKapHaMalbIK-aKIapaTThIK KBI3METTI
yisiMaacteipy. Caynanarsl blnpic »oHe BIABIC
onepanmsutapbl.  JKykTepai  TaceIMangay bl
yiieiMaacteipy. KolimMa  onepanusiapbIHBIH
TexHoJorusckl. bemnmek cayna jxenici.
KypbLIbIMBI )K9HE TEXHOJIOTUSIIBIK

OYKeHIepAiH opHamacybl. bemmek cayna
KOCIMTOPBIHAAPBIHIAFBI TEXHOJIOTHSUTBIK
npouecTep

KoMmepueckass pabora MmO  ONTOBBIM
3aKynkaMm M npojaxkam. Kommepueckas
pabora Ha TpeAUPHUATHAX POHHUYHOU
TOPTOBJIH. BremneskoHOMUYeCKast
JeSITEIbHOCTh ONTOBO - KOMMEpPUYECKHUX
CTPYKTYP. Opranuzanus pEKJIaMHO-
WH(POPMALMOHHOMN NEATEILHOCTU MO COBITY
ToBapoB. Tapa M TapHble oOnepanuud B
toprosiie. Opranusanus NepeBO30K IPy30B.
Texuomorus CKITAJICKHAX OIepanuu.
Po3nnunas ToproBas ceThb. YCTPOHUCTBO H
OCHOBBI TEXHOJIOTUYECKUX

IJIAHUPOBOK Mara3svHoB. TexHonoruyeckue
TOPTOBBIX

IPOLIECCHl  HA
MPENIPUATHAX

PO3HUYIHBIX

sales. Commercial work at the enterprises of retail
trade. Foreign economic activity of wholesale and
commercial structures. Organization of advertising
and information activities for the sale of goods.
Packaging and packaging operations in trade.
Organization of cargo transportation. Technology
of warehouse operations. Retail trade network. The
structure and basics of technological store

layouts. Technological processes at retail trade
enterprises

ITocmpexeuzummepi | ITocmpexeuzumel/ Postrequisites

Mepuennaiizunr, bencenni cary TeXHUKACHI,
KoMMmepuusiibIK MEHEKMEHT

Mepuennaiizunr, TexHrKa akKTHUBHBIX NPOAAaX,

Kommepuecknii MEHEIKMEHT

Merchandising, Active sales techniques,
Commercial Management

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

VYrebaena JK.A.

Kankabaea A.E

ToosutoB K.T.
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Azpoousznecmin IKoHOMUKabIK Hezizoepi | Ikonomuueckue ocnoswt azpoousneca | Economic bases of agribusiness

Oky maxcamut | Yueonasn uean/Purpose

CTyaeHTTepliH ~ KociOn
arpapJibIK OHJIIPICTI
TEOPHSUIBIK ~ JKOHE
Ka)KETTI IEHIreliH KAJIBIIITaCTBIPY

KBI3MET

Kyprizy  OolbIHIIA

JKarnanbIHaal

MPAKTUKAIBIK ~ OUTIMIEpiHiH

dopMHUpOBaHUE y CTYZIEHTOB
HEOOXOJMMOIO YPOBHS TEOPETUYECKUX U
MIPAKTUYECKUX  3HAHUW 1O  BEJCHUIO
arpapHoro MPOU3BOACTBA C  y4YETOM
NPUMEHEHHUS! B YCIOBUAX MPO(EeCCHOHATBLHON
JIeSITeNIbHOCTH

Formation of students of the necessary level of
theoretical and practical knowledge on the conduct
of agricultural production, taking into account the
application in the conditions of professional
activity

namuceci | Pezynemamot 00yuenus | Learning outcomes

Oxpimy
Kypersl coTTIi asiKTaFaHHaH Kelin
olriMmanymbLIap:
- AOK-te Kocimkepslik KbI3METTI JKy3ere

achIpyAbIH 3aHIBUIBIKTAPHI, KAFUAATTapbl MEH
HBICAH/IAPBIHBIH HETI3T1 MaKpOAKOHOMUKAIBIK

mpoIecTepi  MEH KYOBUIBICTApBIHBIH  MOHIH
JKambLIay,
- HEri3rl OHJIPICTIK pecypcTapAblH KYHBIH

Oaranay aHbIKTaMajapblH Oaranay;

- - arpapJiblK KOCIMOPBIHHBIH AJABIHAA TYpPFaH
HIapyanIbUIbIK MiHIACTTEP KELISHIH IIely XKoHe
OpPBIHAAYIIBUIBIK Ta, 0ACKapyIIBUIBIK Ta KOCiOU
Mocenenepii Menlyie OHTAWIBl MIBIFY OJIBIH
Ta0y MiHE31.

IMocae ycmemHoro
oOyuaromuecst OyayT:
- obommars CYIIHOCTh OCHOBHBIX
arpO’KOHOMHYECKHUX TPOLIECCOB U SIBICHUN
3aKOHOMEPHOCTEH, NMPUHLIHIIOB U (HOPMBI
OCYIIECTBJICHUSI  MPEeANPUHUMATEIBCKOMN
nearensHOCTH B AIIK;

-OLIEHUBATh OnpeAeneHus  CTOMMOCTHOM
OIIEHKH  OCHOBHBIX  IPOW3BOJCTBEHHBIX
pecypcos;

- pemath KOMIUIEKC XO3SIMCTBEHHBIX 3ajad,
CTOSILLIUX TEepe] arpapHbIM MOpeAnpUSTHEM
U HAaXOXJIEHHH ONTHUMAJIbHOTIO BBIXOJA B
peleHn npopecCUOHANIBHBIX ITPOOJIeM Kak
WCTIOJTHUTENECKOTO, TaK M yIPaBICHUYECKOTO
Xapakrepa.

3aBepIlIeHHs]  Kypca

After successful
students will be:

-to summarize the essence of the main
macroeconomic processes and phenomena of
laws, principles and forms of entrepreneurial
activity in the agro-industrial complex;

- evaluate the definitions of the valuation
of the main production resources;

- - to solve a complex of economic tasks facing an
agricultural enterprise and finding the optimal way
out in solving professional problems of both
executive and managerial nature..

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

3KOHOMI/IK8.HLIK TCOpUsa

DKOHOMUYECKas TCOpHUA

‘ Economic theory

Kypcmuiy Kbickawa masmynst | Kpamxoe cooeporcanue kypca/ Course summary

KypcTeiH moHi, oxici >koHe MiHIeTTepi. Aybll
IapyanrbUTBIFBIHBIH KOTI Cajlajbl SKOHOMUKACHIH
KJIBIITacCTRIpY. JKep pecypcrapsl )KoHE OJIap bl
HapbIK JKaFAalbIHIa Taigaiany aIblH THIMJIUTITI.
EHbOex HapbhIFel JKoHE aybUl TYPFbIHIAPHIH

I[Ipenmer, MeTOm W 3amadum  Kypca.
@OopMHUPOBAHUE MHOTOYKJIATHOW 3KOHOMUKH
CEJIbCKOTO XO035MCTBA. 3€MEBHbBIE PECYPCHI U
3(QPEeKTUBHOCTL  UX  HUCIOJb30BAaHUS B
YCIOBUSIX pbIHKA. PIHOK Tpyaa U mpoOieMbl

The subject, method, and objectives of the course.
Formation of a multi-layered agricultural economy.
Land resources and the efficiency of their use in
market conditions. The labor market and the
problems of employment of the rural population.
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JKYMBICTICH KaMTy Macenenepi. ArpoOu3HecTi
MaTepHaIIBIK pecypcTap JKOHE OHJIPICTIK-
TeXHHKAJIBIK KaMTamachl3 eTy. OHnmipicri
OpHAaJACTHIPY KOHE MaMaHIaHJBIPY -
arpoOu3HecTi JaMBbITY JbIH HET131.
Arpo06u3HecTiH THIMIUIITIH Oaranay.
MapkeTuHr >KoHE a3bIK-TYJIK TI€H IIUKi3aT
HaPBIFHI. ArpoOusHecTeri MeHeKMEHT.
JlaMBITY ~ arpOOHEpKOCINTIK  MHTETPAlUSHBI
JAMBITY, HapBIKTBIK WH(PaKYPBUIBIMIIBI
JAMBITY.

3aHATOCTH CEJIBCKOTO HACEJICHHUSI.
MarepuanbsHbie pecypcesl 51
MPOM3BOJCTBEHHO-TEXHUUECKOE  OOecreueHue
arpo6usHeca. Pa3Memnienue u crienuanu3anus
MPOU3BOJICTBA - OCHOBa pa3BUTHS
arpobusHeca. Ouenka 3¢ peKTUBHOCTH
arpobu3Heca. MapKETUHI M PBIHOK cObBITa
MIPOJIOBOJILCTBUSA U CHIPbs. MEHEIKMEHT B
arpo6usHece. Pazputue

anOHpOMBIIHJIeHHOﬁ HUHTCIrpaliu, pa3BUTUC
PBIHOYHOM UH(PACTPYKTYPHI.

Material resources and production and technical
support of agribusiness. The location and
specialization of production is the basis for the
development of agribusiness. Evaluation of the
effectiveness of agribusiness. Marketing and
marketing of food and raw materials. Management
in agribusiness. Development

of agro-industrial integration, development of
market infrastructure.

Iocmpexeuzummepi | ITocmpexkeuzumot/ Postrequisites

ArpoMapKeTUHT

ArpoMapKeTHHT

Agromarketing

Bazoaprama scemexwici | Pykosooumens npozpammsl/ Programme manager

bassuroBa U.A.

Hypaxmerosa I'.C.

bassurosa U.A.
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FBencenoi camy mexuuxacol/Texnuka axmusnsix npodaxc/Active sales techniques

Oky maxcamut | Yueonasn uean/Purpose

CTyIeHTTepIiH TEOPHUSIIBIK epeKeIepiH
KQJIBINTACTBIPY JKOHE cayda KoCIMOPBIHIAPHI
JIEHreliHe caThIl ATy LIbIIaPMEH KYMBIC iICTeY
cajachlH/Ia IPAKTUKAIBIK JaF IbLIapIbI
KaJIBIITaCTHIPY .

dopMHUpOBaHUE Y CTYJEHTOB TEOPETUYECKHUX
MOJIOKEHUH U TPHUBUTHE  MPAKTUYECKUX
HaBBIKOB B 00JaCTU pabOThI C MOKYIATEISIMU
Ha YPOBHE TOPTOBBIX MPEANIPUSITHH.

Formation of students ' theoretical positions and
instilling practical skills in the field of working
with customers at the level of commercial
enterprises.

OKbimy

namuceci | Pezyromamot 00yuenus | Learning outcomes

Kypcrsl coTTi asgKTaFraHHaH Keiin
olrimanymbliIap

- CaThIIl AyUIBIIAPABIH TYPJIEPIH , OJapAblH
IICUXOJIOTHSICBIH , OJIADMEH JYMBIC ICTey
TOCULAECPIH aXbIpaTy; MEpUeHIAN3UHITIH MOHI
MEH MEXaHU3MI;

- Ipe3eHTAlUsAHbl YHBIMIACTBIPY MEH OTKI3YAIH
THIMJII 9JIICTEpPiH KOJIIaHy Tayapiapisbl;

- - JKaHXKaJAbl OKaFgaliaplbl peTTey oAicTepi
HETI31H/Ie caTy MpoleciHae npoOaeMaibl CaThII
allylIbUIapMeH OailaHbICy;

- 6achIM caThIIl ANTYIIBLIIAPABI aHBIKTAY

KOciOM KBI3MET JKYHeciHAe THICTI KbI3METTI
TYpakThl Oackapy YILIIH CaTbil  adylIbLIap/b]

yCTan Kajly casiCaThIH 93ipJiey Ke3iHJe.

Ilocne  ycmemHoro
oOyuaromuecsi OyayT:
-paznuyaTth  TUIBI  IOKymarene,  ux
IICUXOJIOTHIO, CHOCOOBI pabOThl C HUMU;
CYIIHOCTh M MEXaHU3M MEepueH/al3uHra;
-IIPUMEHSITh 3¢ pexTuBHBIC METO/IbI
OpraHM3allid M TPOBENEHHS IPE3eHTALUU
TOBapOB;

- 001aThCs ¢ MPOOIEMHBIMH OKYHATEISIMU B
mpolrecce IMpoJaX Ha OCHOBE METOJO0B
yperyIupoBaHUs KOH(DIUKTHBIX CUTYAIHi;

- ONIPEETATh I[IPUOPUTETHBIX IOKyINaTenen
opu  pa3pabOTKe TOJUTUKU  yAEepKaHUSL
MOKyTMaTeseil UIsk peryispHOro yrnpaBIeHUSI
HaJUIeKAallUM  CEpBHCOM B CHCTEME
npodecCHOHATBHOM NesITETHbHOCTH.

3aBeplIeHHs]  Kypca

After successful
students will be:
- distinguish between types of buyers , their
psychology , ways of working with them; the
essence and mechanism of merchandising;

- apply effective methods of organizing and
conducting

product presentations;

completion of the course,

- - communicate with problem buyers in the sales

process based on conflict resolution methods;

- identify priority buyers when developing a
customer retention policy for the regular
management of the appropriate service in the
professional activity system.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

KeTtepme-6emniek cayna

OHTOBO-pOSHI/I‘IHaH TOPTOBJIA ‘

Wholesale and retail trade organization

Kypcmuiy Kbickawa masmynst | Kpamkoe cooeporcanue kypcal Course summary

Kazipri 3amaHfbl TEXHOJOTHsJIAD MEH caTy
QNIiCTEpiH 3epTTEYAiH MaHbBI3bl MEH ©3CKTLIITI.
Knuenrtrepnin Typiaepi koHE OJIapMEH >KYMBIC
icTey crparerusuiapbl. MepUeH a3 uHT .
KomMepuusablK oHriMe »XOHE MoMiie Kacay.
Tayapaapas! (KbI3METTEP/I1) TAHBICTHIPY b

3HayeHHe U  aKTyaJlbHOCTb  H3y4YeHUs
COBPEMEHHBIX TEXHOJIOTMH M IPHUEMOB
npogax. TuIBl KIMEHTOB U CTpPAaTEruu
paboThl ¢ HUMH. MepUeH ai3uHT.

Kommepueckass Oecema ©  3aKJIIOYEHHE

caenku. ) PeKTUBHBIEMETO/Ibl OpraHU3aAINN

The importance and relevance of studying modern
technologies and sales techniques. Types of clients
and strategies for working with  them.
Merchandising. Commercial conversation and
conclusion of the transaction. Effective methods of
organizing and conducting the presentation of
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YHBIMIACTBIPY MEH OTKI3YyIiH THIMII OJiCTepi. | U MPOBEACHMs Ipe3eHTanuu ToBapoB (yciayr). | goods (services). Working with problem customers
XKymer  cary  mpomecinge — mpobiemainsl | Pabota ¢ mpobGnemHbiMu KineHTamu B mpouecce | in the sales process. Commercial service in

KJIMeHTTepMeH. KiIMeHTTepMeH KYMBbIC nponax. Kommepuecknii cepsuc B pabore ¢ | working with clients.
JKacayarbl KOMMEPLUSIIBIK CEPBUC. KJIMCHTaMH.

Iocmpexeuzummepi | ITocmpexeuzumot/ Postrequisites
Tpeitn — mapkeTunr, Mep4yeHaaii3uHr ‘ Tpeiin-mapkeTunr, MepueH1ai3uHT ‘ Treid —marketing, Merchandising
Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

VYrebaera XK.A ‘ Kankabaesa A.E ‘

Too6sutoB K.T.
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Kommepuyusanvik meneosncmenm | Kommepueckuii meneonemenm | Commercial Management

Oky maxcamut | Yueonasn uean/Purpose

KoMMepiusuiblK  MEHE/[DKMEHTTIH MoHI, MoHI | dopmupoBanue TeopeTudeckux 3HaHuii o | Formation of theoretical knowledge about the
JKOHE epeKIIeTIKTepl Typalbl TEOPHSUIBIK | CYOIHOCTH, 3HAauYeHWH ©  ocoOeHHocTsX | essence, meaning and features of commercial
OumiMal  KaibImTacThlpy.  KoMMeEpHusIblK | KOMMEpPYECKOIo MeHeKMeHTa. | management. Introduction to modern management
KOCIOpBIHABl  Oackapyndarsl  MeHeKMeHTTIH | O3HaKOMJIEHHE C COBpeMeHHbIMH MeTonamu | methods in the management of a commercial
3aMaHayHd 9/IiCTEPIMEH TaHBICY MEHE/DKMCHTA B YIIPABJICHUH KOMMEPYECKUM | enterprise
OpEeaNpUATHEM

Oxbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes
Kyperhbl coTTi asiKTaraHHaH keiiin | ITocsie  ycmemnoro 3aBepumieHusi  Kypca| After successful completion of the course,
oiniMmasymbLIap: ob0yuarommecst OyayT: students will be:
- KOMMEPIUSIBIK ~ MEHEDKMCHTTIH  MOHIH, | -OIHCHIBATh CYIIHOCTb, snauenne 10 describe the essence and significance of
MaHBI3IbUTBIFbIH CHUIIATTAaYy, Ka3ipri | KOMMEpYecKOro MeHe/pKMeHTa; | commercial management; the specific nature of
MEHEDKMEHT KBI3METIHIH HaAKThl CHIOATHI, | cenuduueckuii  xapaktep  AesrenbHoctd | the activities of modern management; the
aremeri TaOBICTHI (bupManapablH | COBPEMEHHOTO MEHEHKMEHTA, ombIT | experience of commercial managers of successful
KOMMEPIHSUIBIK MEHEDKEPIIEPiHiH | JEATEIbHOCTH KOMMepueckux MeHemkepos | firms in the world;
TOXKIpuOECH; npeycrneBarmux Gupm Mupa; - apply your knowledge on specific objects of trade

- 03 OUTIMJIEpIH HAKThI cayJla >KOHE KbI3MET

KopceTy OOBeKTUIepiHae KOJJaHy; HaKThI
KOCITTOPBIH MBICAJIBIHIA SWOT-rannay
KYprizy; cayaa-TeXHOJOTHUSJIBIK  IPOIECTI
YUBIMIACTBIPY; TMEPCOHAIIBI  BIHTAJIAHIBIPY
JKYHeciH AyphIc MMaiiganany;

- cayJa-MaTepHalIbIK KYH/IBUTBIKTAPIbI
0akpUTayIbl  KY3€re  achlpy; KOMMEPLUSIIBIK]

MEHE/DKMEHTTIH THIMAUTITIH Oararnay.

—IPUMEHATh CBOM 3HAaHUS HAa KOHKPETHBIX
00bEeKTaX TOPIOBJIM M YCIYyT; MPOBOIUTH
SWOT- ananu3 Ha mpumepe KOHKPETHOTO
NPENpUATHS; OPraHU30BbIBATH TOPrOBO-

TEXHOJOTMYECKHI TMpOoIecC; MNPaBUIbHO
WCIIONIb30BATh CHUCTEMY MOTHBAIUH
TepcoHarna;

—OCYIIECTBIISIThH KOHTPOJIb TOPTOBO-
MaTepHUaTbHBIX IICHHOCTECH; OIICHUBATh
3(phexkTUBHOCTD KOMMEPYECKOT O
MEHEDKMEHTA.

and services; conduct SWOT analysis on the
example of a specific enterprise; organize the
trade and technological process; correctly use the
staff motivation system;

- to control trade and material values; to evaluate
the effectiveness of commercial management.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

Ketepme-6emnmexk cayna

OHTOBO-pO3HI/IIIHa$I TOPIroOBJIA

Wholesale and retail trade

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary

KoMMepusiiiblK MEHEKMEHT
TYKbIpbIMIaMachl. KoMMepuusuibIK KbI3METTiH
MEHEeKMEHT kyieci. Cayna yHbIMBIHBIH

Konnenuuss kKoMMep4ecKoro MeHEIKMEHTA.
Cucrema MEHEIKMEHTa KOMMEPYECKON
nearenbHoCcTU. [lnanupoBanue nesTeIbHOCTH

The concept of commercial management.
Commercial activity management system. Planning
the activities of a trade organization. Organization
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KbI3METIH xocmapiay. Cayaa yiisIMaapbIHIa
TEXHOJIOTHSUIBIK, TIPOIECTEP I YHBIMAACTHIPY.
Cayna-TeXHOJIOTHSIIBIK TPOIIECTI OacKapy KoHE
KolMaapaarel eHOEKT1 YHBIMIACTHIPY.
KoMMepuusiblK  YHBIM TIePCOHATIBIHBIH
KBI3METIH BIHTATAHABIPY. Cayna KocimOPHBIHBIH
nepcoHanbl 6ackapy. Cayma-caTThIKThI
YUBIMIACTBIPYIbI OacKapy KyieciHmeri
Oakpuay. ICkepiik KapbIM-KaThIHAC >KOHE
Oaitmanbic mporeci. KembacublblK xKoHE
kemOacbuIbIK. Cayaa MeHEeIKMEHTIHIH
SKOHOMMKAJIBIK HETi31epi.

TOPIrOBOM OpraHu3aIuu. Opranuzanus
TEXHOJOTMYECKUX IPOLECCOB B TOPrOBBIX
OpraHu3anusx. VYnpasnenue TOPrOBO-
TEXHOJOTMYECKUM ITPOLECCOM M OpraHHU3aLIMs
TpyJa Ha ckiagax. MoTuBamus AesiTeIbHOCTH
nepcoHajia KOMMEpPUYECKOW  OpraHHU3alHu.
VnpasiaeHue  MNepcoHAIOM  HPEAIPHUATHS
Toproiu. KoHTpoJsib B cucteme ynpaBieHUs
opranuzanuend Topros. JleroBoe oOuieHue u
npouecc KOMMYyHHKanuid. PykoBoacTtBo u
JUEPCTBO. DKOHOMHUYECKHE OCHOBBI
TOPrOBOTO MEHEKMEHTA.

of technological processes in trade organizations.
Management of trade and technological process
and organization of labor in warehouses.
Motivation of the staff of a commercial
organization. Personnel management of the trade
enterprise. Control in the bidding organization
management system. Business communication and

the communication process. Leadership and
leadership. Economic fundamentals of trade
management.

Hocmpexseuzummepi | ITocmpexeuszumer/ Postrequisites

NHHOBaUUANBIK MEHEIKMEHT, Tpein -
MapKETHHT

MHHOBallMOHHBIN MEHEIXKMEHT, Tpein -
MapKETHHT

Innovation management, Treid -marketing

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

VYrebaena K. A

Kankabaesa A.E

Too6sutoB K.T.
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2 3 KypcC CTyIeHTTepiHe apHAJFaH YIeKTHBTIK MoHAep / DieKTHBHbIE THCHUILIMHBI JIsi cTyaeHTOB 3 Kypca/ Elective

subjects for 3 st year students

Baza opnamy | Ilenooopaszoseanue | Pricing

Oky maxcamet | Yueonasn uenn/Purpose

binim anymsuiapia MamMaHIbIK OOMBIHIIIA KOC1OU
KbI3MET JKyHeciHme Ka3ipri ke3eHne Oara
Oenriyiey canachlHIAa TEOPHSIIBIK OUTIM MeH
MPaKTUKAIBIK aFAbIIAPAbl KaJbIITACTBIPY

dopmupoBaHue y oOyyaromuxcs
TEOPETHUUYCCKUX 3HAHUH U MPAKTHYCCKUX
HABBIKOB B 00JacTH [EeHOOOpa3oBaHUS Ha
COBPEMEHHOM JTarne B cucTeMe
npodeccrnoHaIbHON NeSITEIIBHOCTH o
CIICLIUATIEHOCTH

Formation of students ' theoretical knowledge and
practical skills in the field of pricing at the present
stage in the system of professional activity in the
specialty

Oxpimy

namuceci | Pezynemamot 00yuenus |/ Learnin

outcomes

Kypcrsl coTTi asgKTaFraHHaH Keiin
OisiManymbLIap:

- Oara Oenrijey TPOIECIHIH 9JIiCHAMAJIBIK
Heri3zepiH, OKBITBUIATBIH ~ KYPCTBIH
HET13T1 KaTeropusuiapblH TYCIHIIPY;

- Oara OenrijeyaiH OpTYpJIi 9MICTEPIiH KOJIaHY;
Oara Genrisiey cajacblHIaFbl MAPKETHUHITIK
Kypanuapasl naijainany;

-Oara  Oenriiey — MocelieliepiHe  KaThICThI
MapKeTHHITIK  mpoOjieManap MEH  HaKThl
HApBIKTBIK KargaiiapAsl Taiaay TOPTiOiH
cumarray; OaFaHbl €CENTEyIiH 3aMaHayu
dJicTepi MEH 9fiCTepiH Koiaany; Oara Oenriney
cajachlH/Ia IIEmiM KaObUINAayJblH €H YTHIMIbI
TOCUIIEpiH TaHIAY,

- nypbic 6ara mIenIiMiH KaObulgay YIIiH HapbIK
KOHBIOHKTYpachlH  Oaranayna, YHBIMHBIH
naiilacklH apTThIpy YLIiH Oara Oenriiey omiciH
tannayaa Ky3eiperri.

ITocne ycmemHoro 3aBeplieHHsl Kypca
ob0yuamommecs Oyayr:
—OOBSICHATh ~ METOJIOJIOTHYECKUE  OCHOBBI

mporecca  [IEHOOOpa3oBaHus, OCHOBHBIC
KaTeropuy U3y4aeMoro Kypca;

- MNPpUMCHATH Ppa3JIMYHBIC MCETOObI
IeHOOOpa3oBaHuUs; WCIIONIb30BATh

MapKETUHIOBbIE HHCTPYMEHTBI B  00JacTu
IEHOOOpa30BaHHUS;

—ONUCHIBATh TMOPSJAOK JCHCTBUI aHanIHM3a
MapKEeTHHIOBBIX TMpPOOJIEeM U KOHKPETHBIX
PBIHOYHBIX CHUTYyallld, KacCaroIIUXCS BOIIPOCOB
[IeHO00pa3oBaHuUs; WCTIOJTb30BaHMS
COBPEMEHHBIX MPUEMOB H CIIOCO00B pacueTa
1eH; BbIOOpa HaumOosee palMOHAIBHBIX
croco0OB MPUHATHS PEUICHHH B 00JacTu
1IeHO0Opa30BaHUS;

—nenatb O0O030PKOHBIOHKTYPBI pPBIHKA IS
NPUHATHUS IPABUIIBHOTO [IEHOBOTO PEIICHUS, B
BBIOOpPE MeTO/a IeHOOOpa3oBaHWS IS
YBEJIUYEHUs MPUOBLIN OpraHU3aIUu.

After successful completion of the course,
students will be:

-explain the methodological foundations of the
pricing process, the main categories of the course
being studied;

-apply various pricing methods; use
marketing tools in the field of pricing;

-describe the procedure for analyzing marketing
problems and specific market situations related to
pricing issues; using modern techniques and
methods of calculating prices; choosing the most
rational ways of making decisions in the field of
pricing;

-to review market conditions in order to make the
right price decision, in choosing a pricing method
to increase the profit of the organization.
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Ilpepexeuzummepi / Ilpepexeuzumot / Prerequisites

MUuKpo-MaKpO3KOHOMHUKA

MUuKpo-MaKpO3KOHOMUKA

Micro-Macroeconomics

Kypcmuoiy kbickawa mazmynot | Kpamkoe cooepacanue xkypcal Course summary

bara OenrineyaiH TeopusIbIK Heri3nepi. bara
nmporeci. bara omicrepi. bara OenrineyniH
MapKeTUHITIK acnekTiiepi. bara crpareruscsl

MCH TaKTHKAaChl

Teopernueckue OCHOBBI IIEHOOOpa30BAHMS.
IIpouecc IIeHOOOpa3oBaHuUs. MeTtonasl
1IeHo0OpazoBaHusi. MapKEeTUHIOBBIE aCTEKThI
nenooOpasoBanus. CTpaTerus U TaKTUKa
eHooO0pa3oBaHus.

Theoretical foundations of pricing. The pricing
process. Pricing methods. Marketing aspects of
pricing. The strategy and tactics of pricing.

Hocmpekeusummepi / Ilocmpekeuzumol/ Postrequisites

CTpaTeI‘I/IHJ'IblK MapKCTHUHT ‘

Crparern4eckuii MapKeTHHT

Strategic Marketing

Bazoaprama scemexwici | Pykosooumens npozpammor/ Programme manager

CenitoBaI'.T

CenitoBaI'.T

Too6sutoB K.T.
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Cmpamezusnuix scocnapnay | Cmpamezuueckoe nnanuposanue | Strategic planning

Oky maxcamet | Yueonasn uean/Purpose

CrpaTterusuibIK skocTapiiayablH 9JiCHAMachl MEH
JIOTHKACHI Typasbl OUTIMII KJIBIITACTHIPY,
YHBIMHBIH CTPATETUSIIBIK KOCIAPBIH d3ipiey
JKOHE OHBI iCKe achIpy OOMBIHIIIA OacKapy
OOMBIHIIIA KY3BIPETTEPl JAaMBITY.

@opMHUpPOBAHWE 3HAHUW O METOHOJOTHUH U

JIOTUKE  CTPaTEeru4eckoro  IUIaHHUPOBAHUS,
pa3BUTHE KOMIIETEHIIMA 1O pa3paboTke
CTpPaTerMuecKkoro IuUlaHa OpraHu3aluud |

YIPaBJICHUIO 110 €ro pealu3aluu.

Formation of knowledge about the methodology
and logic of strategic planning, development of
competencies for the development of the
organization's strategic plan and management for
its implementation.

After successful completion of the course,
students will be:

-generalize methods and tools for conducting
strategic analysis and choosing an organization's
strategy aimed at ensuring its competitiveness;
-conduct strategic and competitive analysis; carry
out business planning and business reengineering;
-show skills of step-by-step technology of the
planning  process, methods of strategy
development; skills of structuring and execution
of strategic plan documents;

-describe the procedure for developing the
strategic plan of the organization and propose
options for its implementation.

Okbimy namuboiceci | Pe3ynomamot o0yuenusn | Learning outcomes

Kypetsi COTTI asgKTaraHHaH keiiin | [locne  ycmemHOro 3aBepHIeHUSs KypcaJ
olrimanymbLiap: oOyuaromuecsi OyayT:
- CTpaTerusUIbIK TaJIay JKYPri3y *oHE YWBIMHBIH | - 0000IIaTh  METOAbl W HMHCTPYMEHTHI
Oocekere  KaOUIETTUMrH KaMTamachl3 €Tyre | MPOBEJEHMS CTPATETMYECKOro aHalu3a H
OarbITTaJIFaH CTPATETHSACHIH TaHjay dicTepi MeH | BbIOOpa CTpareruu OpTaHH3aIlny,
KYpaJIapblH )KUHAKTAY HaIpaBJIeHHON Ha  obOecrieueHue ee
- CTpaTeTUsIIBIK ~ JKOHE  OJCeKenecTiKk — Tanjay KOHKYPEHTOCTIOCOOHOCTH,;
KYPTizy; Ou3HecTI )Kocrapiay MeH | -~ HPOBOJIUTH CTPaTerH4eCKuii u
PCHHKMHUPHHITI XKY3Ere achIpy; KOHKYPEHTHBIH  aHaju3,  OCYUIECTBISTH
- KOCHapiay POLECiHiH Kajamaplk | OM3HCC-IUIAHUPOBAHWE M PCHHXUHUPHHT
TEXHOJOTUSACHIHBIH JIaF IbLIAPbIH, Ousneca; 5
CTpaTerusIapIbI a3iprey omicTepiH; - IOKa3bIBaTh HABBIKU MOIIaroBOM
CrTpaTerusiiblk  JKOCHApAbIH  KyKarTapelH | |cxHoJOTHH  Iponecca  IUTAHHPOBAHMA,
KYPEUTBIMIAY KOHE peciMaey marmeumapsn | METOAOB pa3paboOTKM  CTpaTeTHii; HaBBIKOB

CTPYKTYPHUPOBAHUS u odopMIIeHHS

KepcerTy;

- YHBIMHBIH CTpaTErusJIbIK >KOCHaphIH d31pJiey
TOpTIOIH  cUMArTay  JKOHE  OHBI  XKYy3ere
achIpy/IbIH HYCKaJapblH YCHIHY.

IOKYMEHTOB CTPaTErM4eCKOro IIaHa;

- OTMHMCHIBATh MOPSIAOK IEUCTBHUI pa3paboTKH
CTPATETUYECKOI0 INIaHA OpraHHU3alud U
HNPEMIOKUTh BAPUAHTEL €TI0 Pealln3alui.

Ilpepexeusummepi | Ilpepexeusumer | Prerequisites

OKOHOMUKAJIBIK TCOPUA

‘ O9KOHOMUHYECCKAA TCOpUs ‘

economic theory

Kypcmuiy kvickawma mazmynst | Kpamxoe codepacanue kypca/ Course summary

CrparerusiblK KocnapJiiay IblH TE€OPHUSIIBIK
Heri3Aepl.OicHaMa HeT13/1epl CTpaTerusiibIK
JKOCIIapjiay JKOHE aKMapaTThlK KaMTaMachl3 €Ty.

TeopeTI/I‘ICCKI/IC OCHOBBI CTPATCIrUYCCKOTI Q|
HJ'IaHI/IpOBaHI/ISI.OCHOBI:I METOAO0JIOTHNH
CTPpAaTCrU4€CKOro IjiaHupoOBaHUA U

Theoretical foundations of strategic
planning.Fundamentals of strategic planning
methodology and information support. Methods of
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CTpaTrerusibiK JKocIapJay
Crparerusiiablk sxkocmapiiap Kyheci. ¥HBIMHBIH [CTPaTErHYECKOro

CTpaTCTrUAJIBIK

YKOCTIapBhI.

CTparerusiplK Tanaay.

omictepi. mHGOPMAIITMOHHOE
¥UbIMIarel CTpATETUISCKUX

B OpTraHU3aIUU.

obecrieuenne.  MeToabl
mnaHupoBanus. Cucrema

IJIaHOB.

Crpareruueckuit

raaH opranu3anuu. CTpaTernyeckuii aHaiu3

strategic planning. The system of strategic plans.
The strategic plan of the organization. Strategic
analysis in the organization.

Iocmpexeuzsummepi | ITocmpexkeuzumot/ Postrequisites

’Kocmapmay xytieci

‘ CucreMa niaHUPOBaHUS

Planning system

Bazoaprama sncemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena XK. A.

‘ Vrebaena JK.A.

To6su10B K.T.
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Mepuenoaiizunz /Mepuenoauzunz /Merchandising

OKy maxcamut | Yueonas uean/Purpose

CaTpIll  aMymIbUIApABIH  MiHE3-KWIKBIH Oackapy | PopMHupoBaHHE Y  CTYACHTOB suanmii, | Formazione delle conoscenze, abilita e competenze
MakcaThlH/Ia caTy OpbIHIapbIHIA Ky3ere | yMeHMH ©  HaBeikoB 1o  BHeapenuto | degli studenti nell'implementazione delle moderne
aChIPbUIATBIH KOMITaHUSTHBIH TUIMJII | COBpEMEHHBIX TEXHOJOTHIl MepueHnaiisunra, | tecnologie di merchandising volte a garantire
MapKETUHITIK ~KOMMYHHMKAaTHBTIK  KbI3METIH | HalpaBJICHHBIX Ha obGecnieuenue | un'efficace attivita di comunicazione di marketing
KaMTaMachI3 eTyre OarpiTTanFad | 3 HEeKTUBHOM MapkeTuHrosoil | dell'azienda, svolta nel punto vendita per gestire il
MEpUEHAAN3UHTTIH 3aMaHayd TEXHOJOTHUIAPhIH | KOMMYHHKAaTUBHON JesaTenbHOCTH | comportamento degli acquirenti.

eHrizy OOWBbIHINIA CTYISHTTEpMAiH  OLIiMiH, | KOMIIAHUH, OCYIIECTBISIEMOM B  MecTax

ICKepJIIriH )KOHE TaFAbUIaPbIH KAJBIITACTHIPY. NpoJaXX B UENSIX YIPABICHUS TMOBEICHUEM

MOKyHaTeNeu.

Okbimy namuoiceci | Pesynomamot 06yuenus | Learning outcomes

Kypersbl coTTi asiKTaraHHaH keiiin | ITocsie  ycmemnoro 3aBepumieHusi  Kypca| After successful completion of the course,

oiniMasymbLIap ob0yuarommecst OyayT: students will be:

- cay;a-CaTTBIKTBIH MiHIETTEpl MeH | — onpemensaTh 3amaun  u  QyHknum | -0 determine the tasks and functions of
byHKIMSITApbIH, cayaa KOCImophIHAAphl | MepuaHaaii3uHra, BiaMsHUe MepdyaHmaisuura | merchandising, the influence of merchandising on
KBI3METIHIH ~ THIMIUTINIHE  cayJa-CaTThIKThIH | Ha 3((dekTuBHOCTL aesTenbHOCTH TOoproBeix | the efficiency of trading enterprises, the
acepiH, TayapJiapsl OpHANACThIPy | MpeanpusTuii,  TexHosoruio  Beikiaaku | technology of product placement, effective layouts
TEXHOJIOTHSICHIH, Tayap TOMNTAPBIHBIH THIMII | TOBAapOB, 3¢ heKkTUBHBIC cxemsr | Of product groups and layouts in the trading floor,
opHajacy cxeMayapbiH ’KOHE | pacIoJIOKeHHUsI TOBapHBIX rpymm u BeikiIazku | taking into account the psychology of consumers;
TYTBIHYIIBUIAPJBIH  TICHXOJIOTHSACBIH  €CKepe | B TOProBOM 3ajie ¢ ydeToM ncuxojorum | -Create an effective system for stimulating
OTBIPBIN, cayjaa 3alblHIa €eCell aWbIPhICYbl | MOTpEeOUTENCH; impulsive purchases in the sales floor, solve
aHBIKTAY; -co37aBaTh B TOpProBoM 3ane a¢dexTuBHYO | management tasks related to operations in the field

- cayJa 3alblHAa MMIYJbCHBTI CaThIl alyAbl | CUCTEMY CTUMYJIHpoBaHUs uMmnyibcuBHBIX | Of promotion and sales, attract consumers to the
BIHTAJTAHABIPYABIH THIMAI OJKYHEeCiH Kypy, | OKYNOK, pemiath YyrpasieHdeckue 3amaud, | store, effectively distribute the store's retail space;
YKBUDKBITY JKOHE caty cajachlHIaFbl | CBSI3aHHBIE C omepanusiMu B obmactu | -to rank the location of product groups and layouts
onepauusaapra OallaHBICTEI OACKAPYUIBUIBIK | MPOJABWXKEHUsT u  cObita, npusiekars | i the trading floor, taking into account the
MiHZETTepAl Iuelly, TYTHIHYLIBIHBI IyKeHre | moTpeburtens B MarasuH, sdddexrusno | Psychology of consumers and the formation of the

TapTy, IYKEHHIH caya KeHiCTiri THimMi 6ey; pacrpenensTh TOProBoe MPOCTPAHCTBO trading space and the distribution of goods in it.
- TYTBIHYIIBIIAPIbIH IICHXOJIOTHUACKHIH JKOHE cayja | MarasuHa,
KCHICTITIH  KaJBINITACTRIPYABI  JKOHE  OHJAFbl | - PAaHXUPOBATHL PACIIOJIOKEHUE TOBAPHBIX

TayapjJapAblH TapalyblH €CKepe OTBIPhIN Tayap | IPYHIII M BBIKIAIKA B TOProBOM 3ajc C
TONTAPBIHBIH OpPHAJACYbIH JKOHE cayda 3ajblHaa | YUCTOM  IICHXOJIOTHH norpedureneid  u
OpHaJIaCyBIH capaay. (GbopMUpOBaHUS TOPTrOBOTO TPOCTPAHCTBA U
pacipeaeieHust TOBapoOB B HEM.
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Ilpepexeuzummepi | Ilpepexeuzumot | Prerequisites

Kertepme-6enmiek cayaa, TexHuka akTUBHBIX
POk

OnToBO-pO3HUYHASI TOPTOBJIS,
Bencenni caty TeXHHUKAChHI

Wholesale and retail trade, Active sales technique

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary

MepuaHIaif3uHT YFBIMBI, MOHI JKOHE MaFbIHACHI.
Cayna anmaHbpIHIAFBl CATHI ATYIIBIHBIH MiHE3-
Kyikbl. Cayna anaHmapbslH skocnapiay. Cayna
ana”aapbiH O6eny. Cayna 3ayiblHIa Tayapiapibl
OpHaNACThIpy  epekmenikrepi. JlyKeHimmik
AKnapatr j>koHe cayJla Kypaibl peTiHIe TaHIay.
Kepneki MepuaHmail3uHr Kypaiabl peTiHIe
Burpunuctuka. ATmocdepa MEH CEHCOPIIBIK
KOMITIOHEHTTEPIH CaThlll ally MpOLECiHE dcepl.
MepuaHaif3uHr THIMIUTITIH Oaraiay

ITonsaTue, CYyLIHOCTb U 3HAYECHHUE
MepuaHpaaiisunra. IloBeneHue mnokymarens B
TOproBoM 3aine. llmaHupoBaHHe TOProBBIX
II0IAageH. Pacnpenenenne  TOprombIxX
wiomagei. OcoOOEHHOCTH BBIKJIAAKH TOBApOB
B TOpProBOM 3ajie. BHyTpumarazuHHas
nH(OpMaLU U COMIUIMHT KaK HHCTPYMEHTHI
MEpYaHIai3HUHra. Butpunucruka KaK
MHCTPYMEHT BHU3YaJlbHOI'O MEpYaHAAW3MHIa.

Bnusuue  armocdepsl H

3¢ PEeKTUBHOCTH MepUYaHIaii3uHTA

YYBCTBCHHBIX
KOMIIOHCHTOB Ha IMPOLECC IIOKYIIKU. OI_ICHKa

The concept, essence and meaning of
merchandising. The behavior of the buyer in the
trading floor. Planning of retail space. Distribution
of retail space. Features of the display of goods in
the trading floor. In-store information and
sampling as merchandising tools. Vitrinistics as a
visual merchandising tool. The influence of the
atmosphere and sensory components on the
purchase process. Evaluating the effectiveness of
merchandising

ITocmpexeuzummepi | ITocmpexeuzumel/ Postrequisites

Tpeiin — MmapkeTuHr, MapKeTHHITIK

Tpelin —MapkeTHHT, MapKeTUHTOBbIE

Marketing communications, Treid -marketing

KOMMYHHKAIMsIap KOMMYHHKAIIUU
Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager
Yrebaera XK. A. Vrebaera XK.A. ‘ To6sutoB K.T.
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Kocnapnay rncyiieci /Cucmema nnanuposanus | Planning system

Oky maxcamut | Yueonasn uenn/Purpose

¥iipIMIarsl KBI3METTI ’)KOcHapiiay IblH
TEOPHUSJIBIK KOHE MPAKTUKAJBIK Macelenepl
OOMBIHILIA CTYACHTTEpHAl JaspiaylblH KaKeTTi
JNEHTeliH, IyphICc OacKapyIIbUIBIK —IICTTiMIEp
KaObUIIay ~ YIIIH ~ MYMKIHAIK =~ JKacayra
OarpITTaJIFaH OHBI )KY3€Te aChIPYIbIH
HBbICAaHJAPbl MEH JJIICTEPiH KAMTAaMachI3 eTy.

OOGecneuuTh HEOOXO0AUMBIN YPOBEHb
MOATOTOBKH CTYJCHTOB IO TEOPETHYECKUM U
MPaKTHYECKUM BOIIPOCaM TUTAaHUPOBAHUS
NEeSTSIIBHOCTH B OpraHu3anuu, ero ¢GopMm
METOJIOB OCYIIECTBIICHUS, HAIPABICHHBIX Ha
CO3JaHME  BO3MOXHOCTH  JUIS  TNPUHSATUS
MPaBUJIBHBIX YIIPABICHUYECKUX PCIICHHIA.

Provide the necessary level of training for students
on theoretical and practical issues of planning
activities in the organization, its forms and
methods of implementation, aimed at creating
opportunities for making the right management
decisions.

After successful
students will be:
-formulate the general concept of strategic
planning and the procedure for developing a
planning strategy; make business plans, annual
estimates (budget) of the organization's activities.

completion of the course,

have the skills to develop a planning strategy.
-confirm knowledge in the field of planning the
organization's activities in the short, medium and
long term.

Oxbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes

Kypetsi COTTI asgKTaraHHaH keiiin | [locne  ycmemHoro  3aBepuieHHMsl  Kypca
ouTiMaaymbLIap: ob0yuamommecs Oyayr:

- CTPATETHsITBIK KOCTapJayIbIH )Kanmel | — GOpMyJIMPOBaTh 0011yI0 KOHLIETIIIHIO
TYKBIPBIM/IaMAChIH KOHE KOCTapiiay | CTpaTeru4ecKoro IUITAaHUPOBAHUS W TOPSIOK
CTpATeTHsICBHIH 3ipyiey TOPTIOIH TYXKBIppIMAAY; | pa3paboTKu CTpaTeruu IUTAaHUPOBAHUS;
YHBIM KbI3METiHIH OM3HEC-)KOCTapilapblH, | COCTABISATh  OM3HEC-TUIAHBI, TOAOBYID  CMETY
KBUIIBIK ~ CMETAaChIH (6romxeTin) kacay. | (OI0IKeT) eITeNbHOCTH OpraHu3allih. BIAJIETh
YKOCHIapiay CTPATeTrHsChIH d3ipiey NaFablIapblH | HAaBBIKAMH pazpaboTku CTpaTeruu
MEHTepYy. TUTAHUPOBAHUSL.

- KbICKa Mep3iMIli, opTa Mep3iMJi JKOHE Y3aK | —TOITBEPKIaTh 3HAHUS B obnacTu
Mep3iMJIi TEePCIEKTHBaZAa YHBIMHBIH KbI3METIH | TUIAHUPOBAHUS JICITCIIBHOCTH OpraHW3allud B
JKOCTIapJiay cajachlHIaFbl OUTIMIEpiH pacTay. KpPaTKOCPOYHOH, CpPEeIHECPOYHOM u

,Z[OJ'IFOCpO‘-IHOfI TICPCIICKTHBC.

Ipepexeusummepi | Ilpepexeuzumsr | Prerequisites

CrparerusibIk xocmapiay

‘ Crparerndeckoe IIaHUPOBAHUE

\ Strategic lanning

Kypcmuiy Kbickaua mazmynnt | Kpamxoe cooepacanue kypca/ Course summary

Kocnapnay xyiecine kipicne. Kocnapnay
JKYHECiHIH TeopusIblK Herizaepi. Kocmapiay
IpoIIeC KoHE OHBIH Ma3MyHbI. CTpaTerHsuIbIK
JKOcTapJjiay »oHE OHBI iCKe achlpy. busHecTi
JKocmapjlay  JKOHE  OHbl  )KY3€re  achIpy.
Takrtukaneik (XKemen) xocmapiay »XoOHE OHBI
ICKe achIpy.

Beenenue B CHUCTEMY IUIAHUPOBAHHSL.
Teopernueckue OCHOBBI CHUCTEMBI
IJIaHUPOBAHUA. HpOHGCC IJIaHUPOBAHUA H €TI0
conepxkanue. CTpaTernyeckoe IUIAHUPOBAHHE U
ero peanusauus. busHec- IJIaHUPOBAHUE U €rO
peanuzanus. TakTuueckoe (omepaTtuBHOE)
IJTAHUPOBAHUE U €r0 peannu3alisl.

Introduction to the planning system. Theoretical
foundations of the planning system. The planning
process and its contents. Strategic planning and its
implementation. Business planning and its
implementation. Tactical (operational) planning
and

Bazoapnama scemexwici | Pykosooumensv npozpammo/ Programme manager

ToosutoB K. T.

\ ToosutoB K. T.

\ ToOs10B K.T.
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Busnecmi yuvimoacmeipy | Opzanuzayus ouszneca/ Business organization

Oky maxcamut | Yueonasn uenn/Purpose

dopmupoBaHHe 3HAHUHT 00 dopmupoBanue 3HaHuMi 10 Teoperudeckum | Formation of knowledge about the fundamental
OCHOBOIIOJIATAIOIINX XaPAKTEPUCTUK TOBApa, ocHOBaM  Om3Heca, oOydenme  HaBbIkam | characteristics of the product that make up its use
COCTABJISFOLIMX ero MOTPEOUTETBHYIO NPUMCHECHHS pa3IndHbIX npuemoB u cpencts | value, as well as their changes at all stages of
LIEHHOCTD, @ TAK)KE€ MX HM3MEHEHUU Ha BCEX ynpaBjieHuss OusHecoM B chepe Oynmymeit | product movement.
JTanax TOBapOABHKCHHS. npodecCHOHATBHON /e TEIbHOCTH.
Oxovtmy namuceci | Pezynemamot 00yuenus | Learning outcomes

Kypcrbi coTTi asiKTaraHHaH Keiiin | Tocie  ycmemmoro  3aBepmenms  Kypea| After successful completion of the course,
oiniMmasymbLIap: o0yuarommecst OyayT: students will be:
- TayapTaHyIblH TEOPHSIIBIK JKOHE JJICTEMETIK | -ONMCHIBATL TeopeTndeckne u Mertoamdeckue | -describe the theoretical and methodological
HETI3[IepiH, Tayapjap aCCOPTUMEHTIH PETTEUTIH | OCHOBBI TOBapOBEICHHUS, ocHoBHble | foundations of commodity science, the main
HETi3ri HOpPMaTUBTEP/li CHIIATTAY; HOPMAaTHBBI, periaMeHTUpYyoIre accoptumeHT | Sstandards governing the range of goods;
- YMBIMHBIH ~Tayap acCOPTUMEHTIH 0acKapy | TOBapoB; -generalize  techniques and methods of
Ky#HeciHae Tayapiapabl JKIKTey »KoHe KoAray | — o0oOmars mpueMsl 1 MeTonsl Kinaccudukanuy classification and coding of goods in the
QMICTEPi MEH JIICTEPiH KANIBLIAY; ¥ KOJMPOBaHMS TOBApOB B CUCTEME yNpaBiIeHHs| organization's product assortment management
- TayapiapAblH TYThIHY Kacwerrepi MeH | TOBapHBIM aCCOPTUMCHTOM OpraHU3allH; system;
KOPCETKIIITEPIHIH HOMEHKJIATYPAChIH aHbIKTayja | —BBIPAXKaTh 4ETKOE onpeneneHue | -express a clear definition of the fundamental
OHBIH TYTBIHYIIBUIBIK KYH/BIIBIFBIH KYpauThIH | OCHOBOIOJAralOmUX — XapakTepUCTHK  TOBapa, | characteristics of the product that make up its
TayapAblH HETI3rl CHUIATTaMajapblHbIH HAKThl | COCTABIISIOIINX ero IOTPeOHUTENBCKYIO | consumer value in determining the nomenclature
AHBIKTAMAChIH OLIIIPY. LOCHHOCTb, B  OINPEACICHUMM HOMEHKIATYPbI | of consumer properties and indicators of goods..

NOTPeOUTENBCKUX CBOMCTB W IOKas3aTeneit

TOBapOB.

Ilpepexeusummepi | Ilpepexeuzumst | Prerequisites

DKOHOMUKAJIBIK TEOPHUs | DKOHOMHUYECKAsi TEOPHUS | Economic theor

Kypcmuitn Kbickawa mazmynst | Kpamkoe cooeparcanue kypca/ Course summary

Busnec TyprepiHiH TyciHiri koHe kikrtenyi, | [lonstue u knaccubukanus BugoB OusHeca, | The concept and classification of business types,
OHBIH JaMyblH YyiibiMmacTelpy. Opta koHe | opranusamms ero passutusa. Opranmsanus | the organization of its development. Organization
HIaFbIH OWM3HECTI YHWBIMAAcTBIpy. BeHuypnblk | cpegnero u manoro Oumsneca. Oprammsamnus | of medium and small businesses. Organization of
Ou3HecTi yibIMIAcThipy. bu3HecTi IKypridy | BeHuypHoro ouszneca. ®opmbl Benenus OusHeca. | venture business. Forms of doing business. The
dopmanapel. busnec cyObekrtiniepin Tipkey | [lopsmok peructpanuu cyObekToB Om3Heca, | procedure for registration of business entities,
TOPTiOi, KOCIMOPBIHHBIH OAaHKPOTTBHIFBI JKOHE | OAHKPOTCTBO M JIMKBHIAIIHS bankruptcy and liquidation of the enterprise. The
TapaThUTybI. busnec HH(PPaKYpbUIBIMBL. | ipeanpusatus. WHppacTpykTypa OusHeca. infrastructure of the business. Business
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busnecTti 6ackapy. busnec-xocnapnay Herizaepi.
KapxpIIBbIK KaMTaMachl3 €Ty KoHE OM3HECTIH
THIMIUTITIH Tangay.

VYupasienue 6uznecom. OCHOBBI OM3HEC-
mianupoBanus. duHaHCOBOE OOEcCTeUSHUE U
aHaym3 3¢G(GEeKTUBHOCTH OW3HEca.

management. Fundamentals of business planning.
Financial support andbusiness performance
analysis.

Ilocmpekeuzsummepi / Ilocmpexeuzumot/ Postrequisites

bocexkere kabineTTimikTi 6ackapy

VYrpaBieHre KOHKYPEHTOCIIOCOOHOCThIO

|

Management of competitiveness

Bazoapnama scemexwici | Pykosooumensv npozpammo/ Programme manager

CetitoBaI'.T.

CetnitoBa I'.T.

CetnitoBa I'.T.
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BackapywoLivlk, wewimoepoi azipney | Paspavomka ynpasnenueckux pewenuii | Development of managerial decisions

Oky maxcamut | Yueonasn uean/Purpose

BackapymbIIbIK IIENIIMHIH MOHI, Ma3MYHBI,
TYpaepi, 0acKapymbLIBIK HIennmepai
S31pJIeylliH OpTYpJli aJIrOpUTMIEpl Typajbl
ipredi  OUTIMII  KaJIBIITACTBIPY. 3aMaHayH
JKETJIIK  TEeXHOJOTHsUIapMEeH, 9p  Typdi
xkarpaiinapaa PPXK  kxysere acwlpyAblH €H
YTBIMJIBI  YHBIMIACTBIPYIIBLIBIK (hopMaiapbIMEH
taHbicy. KoHpeccHusuiblK KbI3MeT >KyHeciHJe
OacKapyIIbUIBIK IIENiMIep KaObuigay YIIiH
CaHJBIK JKOHE camajblK Tajjay IKYprizy
JaFIbUIAPBIH JAMBITY.

dopmupoBanre (PyHIAMEHTAIBHBIX 3HAHHUI
0 CYLIHOCTH, cojep>KaHuH, BHIaX
YIPaBICHUYECKOTO  PEIICHUs,  Pa3JIMYHBIX
aIropuTMax pa3pabOTKH  YIpaBIEHYECKHX
pemieHnii.  3HaKOMCTBO ¢  Hambomee
palMOHAIBHBIMU OpraHu3allMOHHBIMU
dbopmamu ocymiectBieHus PYP B paznuunbix
YCIOBUSIX, C COBPEMEHHBIMH CETEBBIMU
TEXHOJOTHSIMH. Pa3BUBUTHE HaBBIKOB B
MIPOBEICHUU KOJINYECTBEHHOT' O u
KaueCTBEHHOIO aHaiu3a Uil  IPUHATUSA
YIPaBJICHUYECKUX  PELICHUU cucreme
npdeccHoHaBHO JESITeTbHOCTH.

B

Formation of fundamental knowledge about the
essence, content, types of management decisions,
various algorithms for developing management
decisions. Familiarity with the most rational
organizational forms of implementation of the
RUHR in various conditions, with modern network
technologies. Develop skills in conducting
quantitative and qualitative analysis for making
managerial decisions in the system of professional
activity.

OKbtmy

namudiceci | Pesynomamot o6yuenusn | Learning

outcomes

Kypcrsl coTTI Kelin
OisiMmanymbLIap:

-0ackapy HIeHIiMiHIH Ma3MYHBIHBIH TEOPHSIIBIK
acCIIeKTUICpiH, OpTYpil Karaainapaa Oackapy
menmiMaepiH  d3ipyiey  mpolleciH, — Oackapy
menIiMAepiHiH ~ camackl  MEH  THIMIUIITIH
Oaraymay/ipl CUTIaTTaHbI3,

- 0acKapylIbUIBIK IIEHIiMIep KaOblagay YIIiH

asIKTaraHHaH

CaHIBIK JKOHE CalNalblK Taljay oJICTEpiH
KapaMa-Kapchl K010,

- Kkocibm KbI3MET KaFmadibiHIa  Oackapy
meuriMaepin azipiiey JKOHE KaObL11ay

TEXHOJIOTHSUIAPBIH TYCIHIIPY.

r IPOTUBOIIOCTABJIATH

- 00BICHATH

IMocae ycmemHoro
oOyuarommecst 0yayr:
-OIHUCHIBATH TEOPETHYECKHUE ACIIeKTBI
COJICp)KaHUS  YTNPABICHUYECKOTO pEIICHHS,
mporecca  pa3pabOTKH  yIPaBICHUYECKHUX
pelIeHui B Ppa3IMYHBIX YCIOBMSX, OLEHKH
KauecTBa U 3 PEKTUBHOCTH yNPABICHYECKUX
pelLIeHUI;

3aBepiIeHHs]  Kypca

CIIOCOOBI
KOJIMYECTBEHHOTO M KAa4YECTBEHHOI'O aHajIM3a
JUIA HIPUHATHSA yIIPABICHUYECKUX PEIICHUN;
TEXHOJIOTHU  pa3paboTKu
NPUHATHS  YIPABICHYECKUX  PEIICHUH
YCIIOBUX MPO(hecCHOHATBEHON NeATeIbHOCTH.

u
B

After successful
students will be:
- to describe the theoretical aspects of the
content of a management decision, the process

of developing management decisions in various
conditions, assessing the quality and
effectiveness of management decisions;

- to contrast the methods of quantitative and
qualitative analysis for making managerial
decisions;;

- explain the technologies of development and
management decision-making in the conditions of
professional activity.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MenemKMeHT ‘

MeHeKMEeHT ‘

Management

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary

33




backapy mienriMiHiH #MOHI MEH Ma3MYHBI.
backapy mentiMaepiHiH THIIOJOTHSICH KOHE
oJapfa KOWBUIATBIH Tajlanrtap. bacKapyIIbUIbIK
meniMaepai  JalblHAay JKOHE ICKe  achIpy
nporeci. CBIPTKBI OpTaHbl Taljay >XKOHE OHBIH
OacKapyUbUIBIK MISIIIMIASPIl JalblHIayFa KOHE
icke acwlpyra ocepi. benricizmik meH Toyeken
JKarmaplHaa — 0acKapymIbUIBIK — IISHTiMJepi
JabIHIay JKoHE icke achlpy oaictepi. [lemimmai
o3ipiey JKOHE TaHAay NPOLECIH MOJICNbICY.
[lemimaepai G6ackapy memiMaepiH AadbIHIAY
JKOHE ICKe achlpy oaictepi. backapymbUIbIK
HIeIIiMIEp/IiH canachkl MEH THIMILIIT

CyILIHOCTh U COJEpKAHUE YIIPABIECHYECKOTO
pemeHus.  TuUMojnoruss  ynpaBJIEHUYECKHX
pemieHU W TpeOOBaHUS NPEIBABISIEMBIE K
HUM. [Ipoumecc moAroTOBKM M peanus3aluu
YIPABICHYECKUX PELICHUN. AHAIN3 BHEIIHEN
cpeabl M €€ BIWAHUE Ha MOATOTOBKY, H
peanu3aiuilo  yIpaBJICHUYECKHUX  pEIICHUM.
[IpuemMpl  DOATOTOBKM W peaju3aluu,
YIPaBJICHYECKUX PEUIEHUH B  yCIOBHUAX
HEOIPEAENCHHOCTH U pHUcKa. MojaenupoBaHue
mpoiecca pa3pabOTKh U BbIOOpa pEIICHUS.
Metonpl  MOATOTOBKM M pealu3aluu
YIPaBICHYECKUX peleHuit pelieHus.
KauecTBo 1 5(ppeKTHBHOCTH yNIpaBIeHYECKUX
pemeHui

The essence and content of the management
decision. The typology of management decisions
and the requirements for them. The process of
preparation and implementation of management
decisions. Analysis of the external environment
and its impact on the preparation and
implementation of management  decisions.
Methods of preparation and implementation,
management decisions in conditions of uncertainty
and risk. Modeling the process of developing and
selecting a solution. Methods of preparation and
implementation of management decisions. Quality
and efficiency of management decisions

Iocmpexeuzummepi | ITocmpexeuzumsl/ Postrequisites

CTPaTErHsUTBIK MEHEDKMEHTTIH Heri3zepi

OCHOBBI CTPATEru4e€CKOro MEHC/PKMCHTA

\ fundamentals of strategic management

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Ecemmxaun I'.E.

Kankabaesa A.E.

ToosutoB K.T.
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Hunosayuanvik onimoep men Kvismemmep mapkemunzi/ Mapkemunz unnosauyuonnou npooykyuu u ycaye/ Marketing of innovative

Oky maxcamut | Yueonasn uean/Purpose

Teopusinblk Heriznepli KaJbINTAaCTBIPy KOHE
WHHOBAIUSJIBIK OHIMA1 HAPBIKKA KBUDKBITYIBIH
MPAKTUKAIBIK SJICTEPIH UTEePY, MHHOBALMSIBIK
aneyerTi JTUArHOCTHKAIAy JIbl, YHBIMIAFBI
WHHOBALMSUIBIK TIPOLIECTI 3€pTTey, COHBIMEH
Karap TYTBIHYIIBUIAPABIH CYpPaHBICTApbl MEH
WHHOBAIIUSJIBIK CaJlalaFbl CYPAHBICTBI 3€PTTEY
SIIICTEpiH OKBITY.

dopMupoBaHUE TEOPETHYECKHX OCHOB H
OBJIAJICHUE  TPAKTHUYCCKHUMH  IpPUEMaMHU
IMPOABMIKCHUA HWHHOBAIIMOHHOI'O IIPOAYKTa Ha
PBIHOK, HN3Yy4YCHHC ANAarHoCTUKHU
WHHOBAIIMOHHOT'O NOTeHLHaNa,
WHHOBAI[IOHHOTO TPOIecca B OpraHU3aluy, a
Takke OOydYeHHEe MEeTOJaM HCCIeIOBaHUs
3alpocoB  MOTpeOuTeNeid u  copoca B
WHHOBAIIMOHHOM cdepe.

Formation of theoretical foundations and mastering
practical techniques for promoting an innovative
product to the market, studying the diagnostics of
the innovative potential, the innovation process in
the organization, as well as training in the methods
of research of consumer requests and demand in
the innovation sphere.

OKbimy

Kypersl CoTTI KeliH
olrimanymbliap

- JKaHa OHIMJEep MEeH KbI3METTep MapKETHHTIHIH
MOHIH,  NPUHIMITEPI  MEH  epeKUIETIKTepiH|
aHBIKTAY, TAKTHKAJBIK WHHOBAIMSJIBIK MapKETHHT,
Oara Oenriney, OHIM casicaTbl, HHTEPHET-MaPKETHHT]
amicrepi.

- HapbIKKa ’kKaHa OHIM/1 KbUDKBITY OOMBIHIIA iC-
mapanapabl KOcCTapiay, MapKETHUHTTIiK
3epTTeyJiep KYPridy, *aHa ©HIM HapbIFbIHIAFbI
Oocekenectep  Typajdbl  akmapar  JKUHAY,
0ocekeNecTiKk OpTaHbl Tajjay, >kaHa eHiIMIep/Ii
HapbIKKa [IbIFapy OOWBIHIIA MapPKETUHITIK
CTpaTerusuiapasl d3ipiey..

- TYTBIHYUIBUIAP/IBIH ~ MIHE3-KYJIKBIH  KOHE
0oceKeNecTiK OpTaHbl Taljay oIICTEepiH
JKaJIbIIay, MApKETUHTTIK CTpaTerusiap bl
azipuey JaF bUTapbIH, WHHOBAIIHSITBIK
Tayapjiap MEH FBUIBIMIBI  KaKETCIHETiH
TEXHOJOTHIapAbl 3IpJey KoHE Kocmapiay
TOCUIIEpiH MEHTepYy.

asiKTaraHHaH

After successful
students will be:
-determine the essence, principles and features of
marketing of new products and services; methods of
tactical innovative marketing, pricing, product

completion of the course,

namuceci | Pezyromamot 00yuenus | Learning outcomes
IMociie  ycrmeumrHoro  3aBepilieHHsi  Kypca
o0yuaromuecst OyayT:

—OMpeAeNsATh CYIIHOCTh, TMPUHIHUIBI U
O0COOCHHOCTH MAapKETHHra HOBBIX MPOJIYKTOB

u YCIyT; METO/IBI TAKTHYIECKOTO
UHHOBAI[HOHHOTO MapKeTHHTa,

LIEHOOOpa30BaHus, MPOAYKTOBOM MOJIUTHUKH,
MHTEPHET-MapKETUHTA.

—TUJIAaHUPOBATh MEpOTPUATHS o
MPOJABMKEHUIO HOBOTO MPOJIYKTa Ha PHIHOK;
BBITIOJHATh MAapKETUHTOBBIC HCCIICIOBAHMS,
cO6op MH(pOpMaLUU O KOHKYPEHTaxX Ha PbIHKE
HOBOW MpOJYKIHMHU, aHAJIU3 KOHKYPEHTHOM

cpeasl, pa3paldaTblBaThb MapKETUHIOBbIE
CTPATETUH 110 BBIBEICHUIO HOBBIX IIPOLYKTOB
HAa PBIHOK.

—000011aTh METOJbl aHajdu3a MOBEICHUS
norpedureneii M KOHKYPEHTHOW Cpenbl,

BIIQJICTh HaBBIKaMHU pa3paboTku
MapKETUHTOBBIX CTpaTerui, crocobaMu
pazpaboTku u TUTAHUPOBAHUS

WHHOBAIMOHHBIX TOBAapOB U HAYKOEMKHX
TEXHOJIOTHH.

policy, internet marketing.

- plan activities to promote a new product to the
market; perform marketing research, collect
information about competitors in the market of
new products, analyze the competitive
environment, develop marketing strategies to
bring new products to the market

- generalize methods of analyzing consumer
behavior and the competitive environment,
possess skills in developing marketing strategies,
ways of developing and planning innovative
products and high-tech technologies.
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Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

MapKETUHT MapKETUHT ‘ marketing
Kypcmuiy Kbickawa masmynst | Kpamxoe cooeparcanue kypca/ Course summary
MapkeTuHr TYCIHIT1 KOHE xikrenyi | [Tonarre u Kkiaccudukanus MapkeTHHToBbiX | The concept and classification of marketing
WHHOBanusuiap. VIHHOBaNMSUIBIK ~ MapKeTUHr | MHHOBanwmid. [{[eHHOCTHBIN moaxoxa B cucreMe | innovations. Value approach in the system of
Kyhecinaeri KYHIBUIBIK ~ TOCIJII. Onim | nHHOBaNMOHHOTO MapketuHra. [Ipoaykr kak | innovative marketing. The product as a means of

TYTBIHYIIBUIBIK MOcCeJeNiepl MelyaiH Kypalibl | CPEeICTBO peueHus notpedbutenbckux | Solving consumer problems. Market assessment
peringe. HapwikTl Oaranay jxoHe YiibIMHBIH | mpoOieM. OueHka pblHKa u MapkeTuHrosbii | and marketing potential of the organization. The

MapKeTHHITIK oneyerTi. JKaHa ©HIM MeH | IOTEHIHAI OpraHH3aIuu. Iporecc | process of developing and promoting a new
KBI3METTI 93ipyiey JKOHE JKBUDKBITY IMpoIieci. | pa3paboTKH M MpOABHKEHHs HOBorompoaykra | product and service. Management of innovative
Y bIMHBIH HHHOBALUSJIBIK JJaMybIH OacKapy u ycnyrd. Ympasinenue uHHOBarmoHHbIM | development of the organization

pa3BUTUEM OpraHu3alu

Iocmpexsuzsummepi | ITocmpexeuszumet/ Postrequisites

OHEPKICINTIK MapKETHHT ‘ HPOMBIIICHHBI MapKETHHT ‘ industrial marketer
Bazoaprama scemexwici | Pykosooumens npozpammor/ Programme manager
YTebaera XK.A. ‘ VYrebaeBa XK.A. ‘ Too6butoB K.T.
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Hunosauusanvt meneoscmenm | Hunosauuonnotii meneoxcmenm | Innovation management

Oky maxcamut | Yueonasn uean/Purpose

CryneHTTepae HMHHOBAIMSIIBIK KbI3MET koHe | DopMmupoBaHUE y CTyACHTOB mpexacraBinenus | Formation of students ' understanding of
WHHOBalMsUIApapl  Oackapy TeTiri Typaibl | o0  MHHOBAIlMOHHOW  nesATenbHOCTH | | innovation activity and the mechanism of
TYCIHIKTEpI KaJbINTACTBIPy, HWHHOBAIMAJIBIK | MEXaHHW3ME  yIpaBJeHHsS  HMHHOBAIMIMH, | iINnnovation management, acquaintance with the
MEHEKMEHTTIH YHBIMBIK-OKOHOMHUKAJIBIK | 3HAKOMCTBO c opraHusairoHHo- | organizational and economic model of innovation
MoIeTiMeH TaHBICY, KociOun KBI3MET | SKOHOMHYECKOW MOJeIpl0 MHHOBanuoHHOTO | management, development of skills in assessing
KarmaiblHIa WMHHOBAIMSUIAPIBIH — THIMAUINIH | MEHEKMEHTa, pa3BuBuTHe HaBbeikoB B | the effectiveness of innovations in the context of
Oaranayna JarabpUIapbl JAMBITY oueHke dddexruBHocT  uwHHOBaimit B | professional activity
YCIOBHSAX PO ECCHOHATBLHON e TEIbHOCTH

Oxbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes
Kypcrbi coTTi asiKTaraHHaH keiiin | [lociie  ycmemHoro  3aBepmienusi  Kypca) After successful completion of the course,
oiiMaaymbLIap: odyuarommecst OyayT students will be:
- MHHOBAIMSJIBIK MEHEIKMEHTTIH TEOPHSUIBIK| -OTPEACIsTh TEOPETHYECKHUE ocHoBbl | -t0 determine the theoretical foundations of
HETi37epiH, WHHOBANMSIAPABIH  THIMIUTITIH| MHHOBAIIMOHHOTO MEHE/KMEHTa, MeToAMKy | innovation management, the methodology for
Oaranay oliCTeMECiH, BEHIYPJIBIK XKOHE OHU3HEC -| OIEHKU 3¢ hekTuBHOCTH unHoBarnuii, | evaluating the effectiveness of innovations, the
nepimTesik  KapKbUIAHABIPY  MPOIECTEPiHiH| CYIIHOCTh MpPOIECCOB BeHuypHOro u Ousnec- | essence of the processes of venture and

MOHIH aHBIKTAY;

- HWHHOBAIMSHBIH EPEKIICIIKTePiH YaKbIT
meHOepiMeH  HaKThl  IIEKTENTeH  OHIM
petinge Oaranay;

— KociOM KbI3MET JKarlaiblH/la HMHBECTUIUSIIAY

AHTeJIbCKOTO (PMHAHCUPOBAHMUS;

-OLIEHMBaTh OCOOCHHOCTHM MHHOBAIUN Kak
NPOIYKTa, YETKO OTPAaHWYEHHOTO paMKaMH
BpPEMEHU;

—OIICHUBATh MPOEKTHI /JJI1 UHBECTUPOBAHUS B

yILiH )o0anapjapl Oaranay.

YCIOBHUAX HpO(I)eCCHOHaHBHOﬁ ACATCIbHOCTH.

business angel financing;

- evaluate the features of innovation as a product
clearly limited by the time frame;
-evaluate projects for investment
conditions of professional activity.

in the

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

KoMmmepuusiiblKk MEHEKMEHT

‘ Kommepuecknit MmeHeHKMEHT

Commercial management

Kypcmuiy Kbickawa masmynst | Kpamkoe cooeparcanue kypca/ Course summary

HNHHOBaTHKa TEOPHUSCHIHBIH KaJIBIITACYbl YKOHE
OHBIH Kazipri TYKBIPBIM/IaMaJIaphbl.
KoMnaHusIHBIH =~ WHHOBAIMSUTBIK ~ KBI3METIH
Oackapy Herizmepi. MHHOBamUsIIBIK TPOIECTI
YUBIMIACTBIPYIBIH OIicTepl MEH (opMaapsl.
KocimopeIHHEIH, ~ MHHOBAIUSIIBIK ~ QJICyETIHIH
JICHreliH aHbIKTay. THHOBAIMSITBIK KOOamap bl

CraHoBJIeHME TEOpPUM HWHHOBAaTUKM U €€
COBPEMEHHBIE KOHLIETLINH. OcHOBBI
YIpaBJIC€HUS WHHOBALlMOHHOM JI€ATEIBHOCTU
KOMITaHUHU. MeToqbl U (OpMBI OpraHU3aIUuN
WHHOBAllMOHHOro Tmpouecca. OmnpexneneHue
YPOBHS MHHOBAILMOHHOI'O MOTEHIIMana
HNPEIIPHUATHS. Y IPaBI€HUE HHHOBALMOHHBIMH

Formation of the theory of innovation and its
modern concepts. Fundamentals of the company's
innovation management. Methods and forms of
organization of the innovation  process.
Determination of the level of innovative potential
of the enterprise.Managing innovative projects and
evaluating the level of project
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Oackapy »oHe >xo0aap/IbIH THIMIUIIK JICHTeHiH | MpoeKkTaMu U olleHKa ypoBHs 3¢ dexruBHoctu | effectiveness.Intellectual property. Small
Oaranay.3usATKEPIIiK MEHIIIIK. arba | mpoekToB. MHTEIIEKTYabHAS innovative business. Venture capital financing.
WHHOBAITUSIIBIK Ou3HecC. Benuypibik | coOCTBEHHOCTH. Masblii HNHHOBAIIMOHHBIN

Kap KbLIaHJIBIPY . ousHec. BeHuypHoe hmHaAHCHpPOBAaHUE.

Ilocmpexeuszummepi | Ilocmpexeuzumot/ Postrequisites

OHIIPICTIK MEHEDKMEHT ‘ [Tpon3BOACTBEHHBIN MEHEIXMEHT ‘ Production management

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaena XK. A. ‘ Vrebaena JK.A. ‘ Too6sutoB K.T.
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bpanounz/bpanounz/Brending

Oky maxcamut | Yueonasn uean/Purpose

OpPHIMHT CaJlachlHIa MapKETHHITIK ic-mapaiap)
OTKI3y YIIIH CTYICHTTEPAIH MaMaHIbIK UTEPY
Ke31H1e KociOu O11iMi1 MEH 1CKepIiriH

dopmupoBaHUE y CTYZIEHTOB
npodeCCHOHAIBHBIX 3HAHUW W YMEHUU TpH
OCBOCHHHU CICHHUAJIBHOCTHU JId IPOBCACHUA

formation of students ' professional knowledge and
skills in mastering the specialty for conducting
marketing activities in the field of branding nnel,

KaJIBIITACTHIPY MapKETHHIOBBIX MEPONPHUATHI B 00J1aCTH using incentive mechanisms for personnel.
OpaHIMHTA
Oxovtmy namuceci | Pezynemamot 00yuenus | Learning outcomes
Kypcrbi CoTTI asiKTaraHHaH keiiin | Ilocne ycmemnoro 3aBepmenusi Kypca | After successful completion of the course,
oiiMaaymbLIap: odyuarommecst OyayT: students will be:
-Openarepai  93ipiey  MeH  OKBUDKBITYIBIH | —ONKCHIBaTH  MeETOJOJOrHMueckue ocHOBHI - describe the methodological foundations of brand
oNiCHAMaJNbIK HETI3/IepiH, 3epTTEeNieTiH KypCThIH | pa3paboTku ©  npojaBmwkeHus  OpaHzaos, | development and promotion, the main categories

HET13T1 KaTeropusapblH CUIIATTaHBbI3;
- OpeHIUHT MoceJIeNIepiHe
MapKeTHHITIK  Mcelesep MeH
HApBIKTBIK ~ JKaFjainapasl  Tangay, bpena-
MEHEP)KMEHT caJlaChIH/IaF bl TYpIi ic-
niapanapisl ©TKi3y MYMKIHAIKTEpiH Oaranay;,

- Opena noptdenin 6ackapy mpoueciHae apTypi
omicTeplli  KOJJaHy JIaFabUIapbiH, OpEHITIK
KOMMYHUKAIUSIApAbl TMaiifanaHy AarabliIapbig
TaJKbLIAY;

- OpeHAMHT callaChIHAaFbl MapKETHUHITIK ic-
miapanapapl  YAbIMIACTBIPYAA JKOHE OTKI3yae
OpEHIMHITIH apHailbl TEPMHHOJOTHSICHI MEH
JIEKCUKACHIH KOJIIaHy bl Oarasay.

KaTbICThI
HaKTbI

OCHOBHBI€ KATETOPUH U3yIaeMOT0 Kypca;
—aHaJI U3UPOBATHMAPKETUHIOBBIX MTPOOIIEM U

KOHKPCTHBIX PBIHOYHBIX CHTyaLII/Iﬁ,
KaCaromuxcs BOIIPOCOB 6p9H,Z[I/IHFa,
OLCHUBATb BO3MOXHOCTHU IPOBCACHUA

pa3IUYHBIX BUIOB MEPONPHSITHI B 00JacTH
OpIHA-MEHEKMEHTA;

—00CyX1aTh HaBBIKU MIPUMEHEHHUS
Pa3IUYHBIX METOJIOB B MPOLIECCE YIIPaBICHUS
nopTdenem OpoH/IOB, HaBBIKAMU
HCITOJIb30BaHMUSIOPIHI-KOMMY HU KL
—OIICHUBATh  NPHUMEHEHHE  CICIHAIBHOM
TEPMUHOJIOTUM M JIEKCHUKH OpdIHAMHTa, B
OpraHu3alu U MPOBEJICHUH MapKETUHTOBBIX
MEpOMPHUATHH B 00JIaCTHOPIHANHTA.

of the course being studied;

- analyze marketing problems and specific market

situations related to branding issues, evaluate the
possibilities of holding various types of events in
the field of brand management;

- master the skills of applying various methods inthe
process of brand portfolio management, the skills
of using brand communications;

-competent in the application of special
terminology and vocabulary of branding, in the
organization and conduct of marketing activities in
the field of branding.

Ilpepexeusummepi | Ilpepexeéuzumot | Prerequisites

MapkeTuHr

MapkeTuHr

Marketing

Kypcmuiy Kbickawa mazmynst | Kpamxoe codeparcanue kypca/ Course summary

Bbpenn sxone OpenauHr. bpeHauHT mIporeci.
bpenn noprdenin 6ackapy. bipikripinren

Bpaan u 6panaunr. [Ipomecc OpaHauHTA.
VYupasneHnue noprdenemM OpIHIO0B.

Brand and branding. The branding process. Brand
portfolio management. Integrated brand
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OpeHI-KOMMYHHKanusiap. bpenari HHTerpupoBaHHbIe OPIHI-KOMMYHHKALIHH. communications. Brand capitalization. Legal
KalnuTalaadaHabIpy. Bp3H,[[I/IHFTiH KYKBIKTBIK Kamuranuzamusa 6p3H;La. HpaBOBme ACIIEKTEI aspects of branding.
acCIIeKTiIepi. OpaHAMHTA.
Ilocmpexeusummepi | Ilocmpexeuzumot/ Postrequisites
Bocekere kabineTTUTiKTI Gackapy ‘ VYipasieHre KOHKYPEHTOCIIOCOOHOCThIO ‘ Management of competitiveness
Bazoapnrama scemexwici | Pykosooumens npozpammor/ Programme manager
Ceiirosa I'.T. | Ceiirosa I'.T. | Ceiirosa I'.T.
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Ilepconanowvt 6ackapyl Ynpaenenue nepconanom/ Personnel Management

Oky maxcamut | Yueonasn uean/Purpose

Crynentrepe nepcoHa abl Oackapy oficTepi,
YUBIMHBIH KaJPJIBIK KYPAMBIH KaJbIITACTBIPY
NpoIeCi, MEPCOHANbI IaMBITY JXOHE OKBITY
JKOHE OHBI BIHTAJAHABIPY Typaibl >KyHenri
TYCIHIK KanbImTacTeipy. [[oH >KYMBIC OpHBIH
YHBIMIACTBIPY, MEepCOHANIFa  KaKETTUIIKTI
xKocrapiay, MIePCOHAIbI BIHTAJIAHIBIPY
TETIKTEpIH NaiiiananynaF blIapbIH 1aMbITaIbl.

@opMHUPOBAHUE Y CTYIEHTOB CHCTEMHOIO
NpCACTaBICHUSA (6] MeTogax YIIpaBJICHUA
nmepcoHaaoM,  Iporecce  (GOPMHUPOBAHUS
KaJpOBOT0 COCTaBa OpraHMU3aIlfH, O PA3BUTHH
1 00y4YeHHS TIepcoHasia U ero MOTHBAIIHH.
,Z[I/ICIII/IHJ'[I/IHa pa3BHUBacCT HaBBIKHN B
OopraHu3anuy padovyero Mecra, MJIaHUPOBAHUS
MOTPEOHOCTH B TIEPCOHAJE, HMCIOJIb30BAHUU
MEXaHU3MOB CTHUMYJIMPOBAHHUS IIEPCOHAIIA.

Formation of students ' systematic understanding
of the methods of personnel management, the
process of forming the personnel structure of the
organization, the development and training of
personnel and their motivation.

The discipline develops skills in the organization
of the workplace, planning the need for personnel,
using incentive mechanisms for personnel.

Hamuoceci | Pezyromamot 00yuenus | Learning

outcomes

OKbimy
Kypersl COTTI asiIKTaFraHHaH KeliH
olriMmanymbLIap:
- IEpCOHABI  0acKapy JKOHIHIEeri  YHBIMHBIH
KBI3METIH peTTeUTIH 3aHHaMaJIbIK JKOHE

HOPMATHBTIK - KYKBIKTBIK aKTLIEpl aHBIKTAY;

- eHOeKaKbl TeJiey HBICAaHAAapbl MEH KYHelepiH,
eHOeK IIapThIH J3ipJiey MKOHE Kacacy >KOHE
eHOCK JayJiapblH peTTey TOpTiOiH Oaranay;;

- KOCIIOPBIHHBIH ~ JJaMy  TEPCHEKTUBAIIAPBIH
€CKepe OTBIPBINT Op TYPJlI MaMaHIBIKTap MEH
OUTIKTIJIIKTEpJIEeri  IMEepCOHAIFa  KaXEeTTLIIKTI
Oomxay OOWBIHINA JaFbIIap bl 93ipiey;
- IEPCOHAIABI  TapTy, IPIKTEY IKOHE
KOHIHIET1  KYMBICTapJbl  aFbIMJIAFbI
MEePCIEeKTUBAIBIK Kocrapiay sl Ky3zere
aceIpyJarbl  1C-KMMBLI ~ TOpTIOIH  cHUMaTTay,
MepPCOHAJIbIH KbI3METIH OaKbpulay jkoHE Oarajay
paciMaepiH, oiCTepiH d3ipaey..

ipikTey
XKOHE

ITocie ycmemHoro
o0yuaromuecst OyayT:
-BbISABJIAATH 3aKOHOJATCJIbHBIC 1 HOPMATHBHO-

3aBeplIeHHsT Kypca

IMIpaBOBLIC aKThI, pPEeriIaMCHTHUPYOIINE
ACATCIIBHOCTh OpraHu3anyu 110 yIpaBJICHUIO
MNCPCOHAIIOM;

-OLICHUBaTh (QOPMBI M CHUCTEMBI OIUIATHI
TpyAa, HOPSIAOK pa3pabOTKH M 3aKJIIOYEHUS

TPYZOBOIO JOIOBOPa W  PEryJIUpPOBaHHS
TPYZIOBBIX CIIOPOB;

-IPUMEHATh HABBIKM B  pa3paboTke 1O
IPOTHO3UPOBAHUIO MOTPEOHOCTU B IEPCOHAIE
pa3IAYHBIX CIIEUAIBHOCTEN 51
KBATM(UKAIMA C  YYE€TOM  IEpPCIEKTUB
pa3BUTHS IPEINPUATHS;

-OIIUCHIBATH MOPSIIOK JeCTBUU B

OCYHICCTBJICHUU TECKYHICTO U NICPCICKTUBHOTO
IJIAaHUPOBAaHUA pa60T o IMpUBJICYCHUIO,

noxoopy u oToopy rnmepcoHana,
pa3pabaTbIBaTh MPOIETYPHI, METO/IbI
KOHTPOJIS u OILICHKH JEATEIbHOCTH
nepcoHara.

After successful completion of the course,
students will be:

- identify legislative and regulatory legal acts
regulating the activities of the personnel
management organization;

- evaluate the forms and systems of remuneration,
the procedure for the development and conclusion of
an employment contract and the regulation of labor
disputes;

- apply skills in the development of forecasting the
need for personnel of various specialties and
qualifications, taking into account the prospects
for the development of the enterprise;

- describe the procedure for the implementation of
current and future planning of work on the
recruitment, selection and selection of personnel,
develop procedures, methods of monitoring and
evaluating the activities of personnel.

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
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MCHCIKMCHT

MCHCIKMCHT

| management

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeporcanue kypca/ Course summary

[Tepconan b Oackapy TEOPHUSACHI MEH
omicremeci. IlepcoHan KpI3MeTi KOHE OHBIH
JKYMBIC iCTeyiHE KOMBLIATBIH HETi3r1 Tajamrap.
¥UBIMHBIH ~ KaJpJBIK  cascarbl. YUBIMHBIH
nmepcoHanabl 0Oackapy CTpaTerusichbl. ¥ HBIM
MepCOHANIBIH  Kocmapiiay. Ke3MeTkepiaepaiH
MapketuHri. Kazapnmapael  ipiktey, ipikrTey,
KaObuIIay xkoHe Oocaty. IlepcoHanabiH eHOEK

HOTIDKENUIriH  Oaranay.
oKkbITYy. Ilepconanapl KocinTik

eHOekke Oeitimaey. IlepcoHanasiH icKepiik
MaHcaObiH Oackapy.Kaap pesepBiH Oackapy.
[lepcoHanaplH €HOCK KbI3METIH BIHTAJAHABIPY
JKoHe BIHTANaHIbIPy. KpI3MeTkepiepiH eHOek
eTeMaKhbICHI xyieci. [lepconanaer 6ackapy xoHe
TuiMzairin Oaranay. Keismetkepnepaid aymuTi.

Ks3merkepnepi
Oarmapiiay »oHE

Teopuss W METOHOJIOTHS  yIIpaBJIEHUS
nepconanoM. Cinyx0a mepcoHana u OCHOBHbBIE
TpeOoBaHusi K €€ (YHKIHOHUPOBAHUIO.
KanpoBas nonutuka opranuzauuu. Ctpareruu
yIOpaBji€HUs  I[EpCOHAJIOM  OpraHU3aluu.
[InanupoBaHue TEpCcOHala  OpPraHU3alHH.
Mapketunr niepconana. IlombGop, ot6op,
npueM M BBICBOOOXKIeHHE KaapoB. OrneHka
pe3yIbTaTUBHOCTHU Tpyna IepcoHaIa.
O6yuenue mnepconana. [Ipodopuenramus u
TpYyZOBas ajanTanusepcoHana. YpaBlieHUe
JIEIOBOM  Kapbhepoil mepcoHaia.YpaBleHHE
KaJpOBBIM  pE3EPBOM. MoTtuBanus u
CTUMYJIMPOBAHHE TPYIOBOH JESATEIBHOCTH
nepconana. Cucrema KOMIIEHCAllUM TpyJda
paboTHukoB. OneHka >(PeKTUBHOCTH W
yIpaBJeHUs! IEPCOHAIOM. AyIUT IepcoHasa.

Theory and  methodology of  personnel
management. The personnel service and the basic
requirements for its functioning. Personnel policy
of the organization. Strategies for managing the
organization's  personnel. Planning of the
organization's personnel. Personnel marketing.
Recruitment, selection, admission and release of
personnel. Evaluation of the performance of the
staff. Staff training. Career guidance and labor
adaptation of personnel. Managing the business
career of the staff.Management of the personnel
reserve. Motivation and stimulation of the work
activity of the staff. The system of workers '
compensation. Evaluation of the effectiveness and
management of personnel. The audit staff.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

CenitoBa I'.T.

CetnitoBa I'.T.

| CeiiroBa I'.T.
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Mapxkemunemix manoay | Mapxkemunzoewviit ananus/ Marketing analysis

Oky maxcamut | Yueonasn uean/Purpose

Kacinrik KBbI3MET KyHeciHae TYPBIC
MapKETHHITIK MIEeIiMIep KaObUigayFa MyMKIHIIK
Kacayra OaFbITTIFaH YHBIMIArbl MapKETHHITIK
TajggaylblH TEOPHUSUIBIK JKOHE MPAKTHKAJIBIK

dopMupoBaHue  HEOOXOAUMOTO  YPOBHS
MOATOTOBKH CTYJEHTOB 10 TEOPETHUYECKUM H
MPAKTUYECKUM BOMPOCAM MAPKETHHTOBOI'O
aHanuM3a B OpraHu3auuu, ero d¢opmaM Hu

Formation of the necessary level of training of
students on theoretical and practical issues of
marketing analysis in the organization, its forms
and methods of conducting, aimed at creating

MoceleNepi, OHbl JKYpPridy HbICAaHAapbl MeEH | METOJAM  BEJIEHHUs, HaNpaBieHHbIX  Ha | opportunities for making the right marketing
omicTepi GOMBIHIIA CTYJAEHTTEpAi AasplaydblH | CO3JaHHE BO3MOXKHOCTH Jus  mpuHATHs | decisions in the system of professorial activity
Ka)KeTTi ):[eHl"eﬁiH KaJbIIITaCThIPY MNPpaBUJIbHBIX MApPKCTUHIOBBIX pCH_IeHI/Iﬁ B
cucTeMe MPOQPECCOHANBHON AEATETbHOCTH

Okbimy namuboiceci | Peynomamot o6yuenusn | Learning outcomes
Kyperhbl CoTTI asiKTaraHHaH keiiin | [Tocie  ycmemHoro  3aBepmenusi  kypea After successful completion of the course,
oiniMmasymbLIap: o0yuarommecst OyayT: students will be:
- MapKeTHHITIK TajjayIblH MakcaTTapbl MEH | —OINHCHIBATH 1eau u conepxxanue | -describe the goals and content of marketing
Ma3MYHBIH, OHBIH OMIICTepi MEH OJiCTepiH, | MAPKETHMHIOBOIO aHajau3a, ero Meronasl u | analysis, its methods and techniques, as well as the
COH/Ial-aK aKMapaTThiK 0a3aHbl CUIIATTAHBI3; IPHEMBI, a TaK)Ke HHPOPMALUOHHYIO 0a3y; information base;
- caThlll alyliblIapra, OJIAPABIH KajlayblHa, | —IPOBOAUTL  aHaIW3 MoOKymartenei, wux | -to analyze buyers, their preferences, goods and
Tayapiap MEH Tayap casicaTblHa, aCCOPTHMEHT | MpeanouYTeHuii, ToBapoB wu  ToBapHoit | product policy, assortment and assortment policy,

IIEH aCCOPTUMEHT casicaThlHa, Oara cascaTblHa,
caTy MEH caTy cascaTblHa, MAapKETHUHITIK
KOMMYHHKaIUsIapra Tanaay KYprisy,
OocekenecTik OpTaHbl Oaranay;

- MAapKeTUHITIK OpTaHbl TajJJayFa MakcaT KOl
IPOLECIH CHUIATTay, MAapKeTUHITIK aKMapaTThl
KMHAY JKOHE Tajjay, MapKeTHHITIK 3epTTeynepie
KOFaMJIbIK MIKIp MeH (OKyc-TONTapra cayaaHaMma

KYPrizy.

IMMOJINTUKHU, ACCOPTHUMCHTA U aCCOpTI/IMeHTHOﬁ

MOJTUTHUKH, IIEHOBOW TIOJUTHUKH, COBITA |
COBITOBOM  MOJUTUKH,  MApPKETHUHIOBBIX
KOMMYHHUKAaIHH, OLIEHKY  KOHKYPEHTHOMU
cpensl;

—ONHUCHIBATh MPOIECC TOCTAHOBKU IIeNIeH
aHaJgu3a MapKEeTHMHTOBOW cpeabl; cOopa u
aHaJdu3a  MapKeTMHTOBOW  WH(oOpManuw;
IPOBEACHUEM  ONPOCOB  OOILIECTBEHHOTO
MHEHHsSI U (OKyC-TPyNIl B MapKETHHIOBBIX
UCCIIEOBaHUSX.

pricing policy, sales and marketing policy,
marketing communications, assessment of the
competitive environment;

-describe the process of setting goals for
analyzing the marketing environment; collecting
and analyzing marketing information; conducting
public opinion polls and focus groups in marketing
research.

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTHHITiK 3epTTeyep, MapKeTHUHT

‘ MapKeTI/IHFOBBIe HUCCJIICAOBaHHA, MapKCTI/IHF ‘

Marketing Research, Marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepacanue kypca/ Course summary

MapKCTI/IHFTiK TaJlAayAblH MaKCaTbl MCH

Ma3MYHBI, CaThIIT aJIyIIbUIAPIbI TAIAY.

enu u conepkaHnue MapKeTUHTOBOTO aHa-
Jv3a, aHAIN3 NOKymaresneil. AHaanu3 KOHKY-

Objectives and content of marketing analysis,
customer analysis. Analysis of competition and
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bocekenecTik meH OocekenecTepi
Tayapmap MeH Tayap casicaThlH Tajjaay.
ACCOPTUMEHT TI€H aCCOPTHUMEHT CascaThblH
tanaay. bara cascateia Tannay. Cary xoHe cary
casicaTblH Tanjgay. MapkeTHHT TiK
KOMMYHHKAIUsIapAbl Taingay. KocimopbIHHBIH
KapHamachlH Tangay. KocimopbiHIarsl

MapKETHHITI YWBIMIACTHIPYIbI TAJIIAY .

Tanjay.

PEHLIMM U KOHKYPEHTOB. AHalau3 TOBapOB U
TOBAPHOM MOJIMTUKHU. AHaIW3 acCOPTUMEHTaA

U  aCCOPTUMEHTHOW MOJUTUKH. AHanu3
[IEHOBOM TOJMUTHKU. AHanu3 cOblTa u
COBITOBOM  MOJWUTUKUA. AHaIW3  Mapke-

TUHTOBBIX KOMMYHHUKAIMA. AHAJIU3 peKIamMmbl
npeanpuaATus. AHaau3 OpraHu3zaluu
MapKETHUHIa Ha IPeANPUATUH

competitors. Analysis of products and product
policy. Analysis of the assortment and assortment
policy. Analysis of pricing policy. Analysis of
sales and sales policy. Analysis of marketing
communications. Analysis of the company's
advertising. Analysis of the organization of
marketing in the enterprise.

Iocmpexsuzummepi | ITocmpexeuszumel/ Postrequisites

CTpaTeFI/IHJ'IBIK MapKCTHUHI

Crparernueckuii MapKeTHHT

Strategic marketing

Bazoaprama scemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaena JK.A.

Vrebaena JK.A.

ToosutoB K.T.
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Backapywiioik manoay | Ynpaenenueckun ananuz | Managerial analysis

Oky maxcamut | Yueonasn uean/Purpose

YitpiMaa KaObUITaHATBIH KBICKA MEp3iM/Ii jKoHE
y3aK Mep3iMi MmemiMAepAl FBUIBIMH HETi3/ey
YUIIH TEOPHUSJIBIK HETi3/Iepal KaJbINTaCThIPy
JKOHE 0acKapyIIbUIBIK TaJIIayAbIH MPAKTUKAIBIK
QJIiCTEpiH MEHTEPY.

DopMHUPOBAaHNE TEOPETUYECKUX OCHOB H
OBJIAZICHUE  NPAKTUYECKUMH  IPUEMAMHU
YIPaBIEHYECKOIO aHajlM3a JUIi Hay4dHOIO
000CHOBaHMS TPUHUMAEMBIX KPAaTKOCPOUYHBIX
Y JOJTOCPOYHBIX PEIICHUN B OpraHU3al1U.

Formation of the theoretical foundations and
mastering the practical techniques of management
analysis for the scientific justification of short-term
and long-term decisions in the organization.

namuceci | Pezyromamot 00yuenus | Learning outcomes

OKbimy
Kypetsi COTTI asgKTaraHHaH KeliH
olrimanymbliIap
- 0acKapylbUIBIK TaJayJblH MOHIH, OHBIH

SicTepi MEH 9MiCTEepiH, COHAAN-aK aKMapaTThIK
0a3aHbl CUTIATTaHBI3;

- YHBIM KBI3METIHIH HOTWXKEJ KOPCETKIIITepiHe
ocep eTeTiH (pakTopiapabl aHBIKTAY;

- YiBIM KBI3METIHIH (yHKITMOHAJJIBIK
caJylayiapbIHia 0acKapyIIbLUIbIK Tangay
JaFIbUTAPBIH KOJIIAHY;

- KociOM KbI3MET JKyHeciHae OacKapylIbUIBIK
Tanaay OLIIMIH MPAKTUKATBIK KOJIJaHy
Oeirinae Ky3bIpeTTUTIKTI KOpCeTy.

ITocne ycmemHoro 3aBeplieHHsl Kypca
oOyuaromuecsi OyayT:

— OIUCHIBaTh CYIIHOCTh YIPaBJICHYECKOIO
aHaju3a, €ro METOAbl U IIPUEMBI, a TakKke
nHpOpMaAMOHHYIO 0a3sy;

—BBIABIIATH (AKTOPBI, OKAa3bIBAIOLIME BIIUSHHE
Ha pe3yJIbTaTUBHbIE HOKa3aTeNu
NeSITeIbHOCTH OpraHu3aly;

—TPUMEHSTh HaBbIKH YNPBICHYECKOTO aHAIN3a
B (DyHKIMOHAJIBHBIX 00JIACTSX JAESTEIbHOCTH

OpraHu3aInu;

—TIOKa3bIBaTh  KOMIIETEHTHOCTh B YacTH
MPAKTHYECKOTO MIPUMEHEHUS 3HaHUN
YIpPaBJIEHYECKOr0  aHalu3a B  CHUCTEME

npQeccuoHaIbHON JeATeNbHCTH

After successful
students will be:
-describe the essence of management analysis, its
methods and techniques, as well as the information
base;

-be able to determine the economic effect of using
logistics;;

-possess the skills to determine the optimal waysin
which material flows should go;

-to demonstrate competence in the practical
application of knowledge of management analysis
in the system of professional activity.

completion of the course,

Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

OKOHOMUKAJIBIK TEOpHsl, DKOHOMMKAAFbl
CTAaTUCTUKAIIBIK dJIiCTEP

DKOHOMUYECKas TCOpHUA, CTaTHCTHYECKHE
METOAbI B DOKOHOMHKCEC

Economic theory, Statistical methods in economy

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeporcanue kypcal Course summary

backapymbuibik TaayIbIH TEOPHUSITBIK
Heri3aepi. Pecypcrapasl naitnanany MeH eHzipic
HOTHXKEIIEpIH JYKOHOMUKAIBIK Tanjay. OHIMII
(>kyMBICTapIBI, KBI3METTEPI) OHJIIpyTe
apHajraH  I[IBIFBIHAAPABl  Tanjgay.  Hakrel
HOTIDKEJIEPIIH  JKOCIapJIaHFaHHAH —ayBITKYbIH
tagay omictepi. Illekti Tammay. CerMeHTTIK

TeopeTnueckne OCHOBBI YIPABICHYECKOTO
aHanus3a. DKOHOMHYECKHI aHaIu3
WCIIOJIb30BaHUSI PECYpPCOB M PE3yJIbTAaTOB
MIPOU3BOJCTBA. Ananus 3aTpar Ha
MPOU3BOACTBO NPOAYKIUU (paboT, ycCayr).
Metobl aHaNMM3a OTKIOHEHUH (DaKTHIECKHX
pe3yJIbTaTOB OT IJIAHOBBIX. MapKMHAIbHBIN

Theoretical foundations of management analysis.
Economic analysis of resource use and production
results. Analysis of production costs (works,
services). Methods for analyzing deviations of
actual results from planned results. Margin
analysis. Segmental analysis. Marketing analysis.
Investment analysis.
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tannay. MapKeTHHTTIK Tayigay. THBECTHIMSITBIK
Tanjay.

a"anu3. CerMeHTapHbBIN aHAIIN3.
MapkeTuHroBeli ananu3. MHBECTUIITMOHHBIN
aHaIu3.

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

CetitoBaI'.'T

CenitoBaI'.T

TooOsut0B K.T.
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Jozucmuxa /Tocucmuxa | Logistics

OKy maxcamut | Yueonas uean/Purpose

JlorucTUKaHBIH MOHI, OHBIH TY KBIPBIMIAMAChI
MEH MPUHITUTITEP] TypaIbl TEOPUSIIBIK OUTIM MEH
MPaKTUKAIBIK  JaFabUIapAbl  KaJIBIITACTHIPY,
MaTepHAIBIK  aFbIHJIAPJbIH, JIOTUCTHUKAJIBIK
oreparusiap MEH KyHenepain
epeKIIeNKTepiMeH TaHBICY, MaMaHbIK
OoiipIHIIIA Kociou KBI3MET KyHeciHae
JOTUCTUKAJIBIK CascaTThl )KOHE THICTI CEPBHCTI

@OpMHUpPOBAHUE TEOPETUUECKUX 3HAHUN U
MPAKTUYECKUX  HABBIKOB O  CYILIHOCTH
JOTUCTUKHU, €€ KOHUENUMU M IPUHLMIAX,
3HAaKOMCTBO C OCO6CHHOCTSIMI/IMaTepI/IaHLHBIX
IIOTOKOB, J'IOFI/ICTI/ILICCKI/IXOHepaLII/If/'I U CUCTEM,
Pa3BUTHUEC HABBIKOB B OpraHu3aliid BCETO
JIOTUCTUYECKOTO Ipolecca sl MOJYyYEHHs
KOMIIETCHIIUI MO pa3pabdOTKe JOTUCTHYEKOU

Formation of theoretical knowledge and practical
skills about the essence of logistics, its concept and
principles, familiarity with the features of material
flows, logistics  operations and
development of skills in the organization of the
entire logistics process to obtain competencies in
the development of logistics policy and proper
service in the system of professional activity in the

o3ipiey OOMBIHINIA Ky3BIpETTEpAi aly YIUiH | IONMTHKH ¥ HAJUIeXaIlero cepuca B | specialty
6apIIbIK JIOTHCTUKAIIBIK nporecti | cucreme MpoeCCHOHAIBHON IesTeIbHOCTH
YHBIMIACTBIPY 1A AaFAbLIAP bl JAMBITY 10 CIEeUHATbHOCTH
Oxovtmy namuyceci | Pezynemamot 00yuenus | Learning outcomes
Kyperhbl CoTTI asiKTaraHHaH keiiin | [Tocie  ycmemHoro  3aBepmenusi  kypca After successful completion of the course,
oiTiMaaymbLIap odyuarommecst OyayT: students will be:
- JIOTHCTHKAHBIH MOHIH, OHBIH -ONUCBHIBATh CYIIHOCTh JIOTHCTHKH, ee | - describe the essence of logistics, its concept
TYKBIpBIMAAMackl ~ MEH  NPUHIUNTEPiH KOHIEMIUIO U MPUHIUIIBI, and principles;
CHUIIATTay, -OllCHUBATh dKOHOMHMUeckudd 3ddexkr ot | -evaluate the economic effect of the use of
- JIOTHCTUKAHBI naiianany IbIH UCIIOJIb30BAHUS JIOTUCTHKH, logistics
9KOHOMHUKAJIBIK 9CepiH Oaraay; -BbIpa)xxathb HaBBIKH ompenenenust | -express the skills of determining the optimal

-MaTepuaNblK arblHAap JKYPETiH OHTAMIIBI
JKOJIIAPIbl aHBIKTAY JIaFIbLIAPBIH OLIIipy;

- OTKI3y1iH 0achIM apHalIapblH aHBIKTAY,

- THICTI CEPBHCTI TYpaKThl Oackapy KyHeciHuae
TapaTy casicaTbIH d3ipiey.

ONTUMAJIBHBIX TyTEH, MO KOTOPBIM JIOJDKHBI
MOWTH MaTepHUaIbHbBIC TIOTOKH;

-OIpelesTh TPUOPUTETHBIE KaHalbl COBITA;
-pa3zpabartbIBaTh pacnpeeuTeNIbHYI0
MOJTUTUKY B CHUCTEME  PEryJsipHOIO
YIpaBJICHUS HAJICKAIIAM CEPBHCOM.

ways in which material flows should go;
-identify priority sales channels;

-develop adistribution policy in the system
of regular management of the appropriate
service.

Kypcmuiy Kbickawa masmynst | Kpamkoe codeporcanue kypcal Course summary
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JloructukaHblH MoHI. MartepHalablK arbIHAAP.
JlorucTukanelK omnepamnusnap JKoHE Kyuemnep.

Cartpin aly  JIOTHUCTHKACHI. OHIipicTiK
noructuka. Tapary  gjorucrukacel. Kemik
JIOTUCTUKACHI. AKIapaTThIK JIOTUCTHKA.
Jloructukanarsl  kopnap. Koiimanay, Kyk
perrey, Oyy. JIOTMCTHKaNbIK  OKIMIILTIK.

JKahauapIK TOTHCTUKAIIBIK JKYHEIep.

CymHocTb JIOTUCTHKH. MarepuanbHbie
notoku. Jloructuueckue omnepamuu U
CHUCTEMBI. 3aKyIOYHasl JIOTUCTHKA.

HpOI/ISBOHCTBeHHaﬂ JJOTUCTHKA.
PacnpenenurensHas JIOTUCTHKA.
TpancrioptHast yoructuka. MHbopMarmoHHas
JJOTUCTHKA. 3anacel B JJOT'HCTHUKCE.
CxiagupoBaHue, rpy3onepepadoTka u
yIIaKOBKa. Jloructuueckoe
aIMUHUCTPUPOBAHHUE. I'moGanbHbIE

JJOTUCTUYCCKHUE CUCTCMBI.

The essence of logistics. Material flows. Logistics
operations and systems. Procurement logistics.

Production  logistics.  Distribution  logistics.
Transport  logistics.  Information logistics.
Inventory in logistics. Warehousing, cargo

handling and packaging. Logistics administration.
Global logistics systems.

Bazoaprama scemexwici | Pykosooumenv npozpammer/ Programme manager

VYrebaena JK.A.

JlocmakoBa A.E.

‘ Too6sutoB K.T.
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Cmpamezusanvlx menedxcmenmmin ne2izoepi | Ocnoevl cmpamezuueckozo menedxncmenma | Fundamentals of strategic management

Oky maxcamut | Yueonasn uean/Purpose

OuliM  anympulapaa  YUBIMIBL  CTPATETHSUIBIK
Oackapy cajacblHJa TEOPHSAIBIK OiliM MeEH
MPAKTUKAIBIK JAaFablIapabl KaJdblITACTBIPY

dopmupoBaHue y oOyJaromuxcs
TEOPETUYECKUX 3HAHUH U MPAKTUYECKUX
HaBBIKOB B 00JIACTU CTPATETHMYECKOIO
yIIpaBJIEHUS OpraHu3auei

formation of students ' theoretical knowledge and
practical skills in the field of strategic management
of the organization

OKbtmy

Hamuceci | Pezyromamot 00yuenus | Learning outcomes

Kypcrsl CITTI KeiiH
OisiManymbLIap:

- CTpATEeTUSJIBIK MEHEKMEHTTIH oIiCHaMaJIbIK
HET13/Iepi MEH KaTeTrOpHUsUIApbIH OailJIaHBICTHIPY;

- YUBIMHBIH 1IIKI JKargaibl MeH OoCeKeIecTiK
JKarJalbiH Oaranay;,

- 0acKapylIBUIBIK IMICIIiMICp KaObUIAay YIIiH
CaHIBIK JKOHE CamlajblK Tajmay Kyprizy
JaFAbUIaPBIH KOPCETY;

- YHBIM JKYMBIC ICTEHTIH CajlaHbIH Xal-Kyii MeH
naMy ITUHAMUKachlH Oaraniay; OJapIblH e3apa
OailTaHBICBIHAA CTPATETHSIIBIK JKOHE JKe e
MakcaTTap/lbl aHBIKTAy; YWBIMHBIH KYIITI >KOHE
QJICI3 KAKTapblH, CHIPTKBI OPTAaNaH TYBIHAANUTHIH]
MYMKIHJIIKTEp MEH KayilTep/li aHbIKTay

AsIKTaraHHaH

Ilocne  ycmemHoro
o0yuarommecst 0yayr:
F CBA3BIBATh MCTOAOJOTHYCCKHE OCHOBBI
KaTerOpuH CTPATErH4ecKOro MEHEKMEHTA,
- OILICHUBAThH BHYTPEHHEE  COCTOSTHHE

KOHKYPEHTHOE TI0JI0’KEHUE OpraHU3allNH;

r IIOKa3bIBaTh HaBBbIKH IMPOBCACHUSA
KOJINYECTBEHHOTO W KayeCTBEHHOT'O aHan3a
JUIS IPUHATHS YIPABICHUYECKUX PELICHUN;

—OIICHUBATh  COCTOSIHUE W JUHAMHKY
pa3BUTHUSL OTpacid, B KOTOPOMl JAEHCTByeT
OpraHM3alMs;, ONpPENENSITh CTpPAaTerHuecKue M
OIICPATHUBHBIC LCJIU B HX B3aMMOCBA3U,
BBISIBIISITH CHIIBHBIE U CJIa0bIe CTOPOHBIL
OpraHu3anuu, BO3MOXHOCTH u YIpoO3Hhl,

3aBepuIeHUsl

u
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UCxXogAmue OT BHEIIIHEH Cpeanbl

Kypca

After successful completion of the course,
students will be:

- understand the methodological foundations and
categories of strategic management;

- be able to assess the internal state and
competitive position of the organization;

- have the skills to conduct quantitative and
qualitative analysis for making management
decisions;

- assess the state and dynamics of the development
of the industry in which the organization operates;
determine strategic and operational goals in their
relationship; identify the strengths and weaknesses
of the organization, opportunities and threats from
the external environment

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

BackapymbuTbIK mIenriMaep/ai a3ipiey

Pa3paboTka ynpaBieHIECKHX peIICHUN

Development of managerial decisions

Kypcmuiy kvickawa masmynot | Kpamkoe cooepacanue xypca/ Course summary

CrparerusibiK MEHEIKMEHTTIH MOHI Me€EH
Ma3MYHBI. ¥ UBIMHBIH MHUCCHUSICBI MEH
MaKcaTTapbIHBIH pemi. busnec-6ipiik

CTPaTEeTUSICHIHBIH €pPEeKIIETIKTepI.
Kopnoparustik cTpaterus: Ou3Hec TypiaepiHiH
nakeTiH Oackapy. ¥WBIMHBIH CBIPTKbI OpPTachiH
Tayaay koHe Oaranmay. KoMnaHUsHBIH 11IKi

CylIHOCTB U COJIepKaHUE CTPATETUYECKOTO
MEHeJpKMeHTa. Ponb MuccMM U Heleu
opranm3anuu. (OCOOEGHHOCTH CTpaTeruu
OM3HEC-CQUHUIIBI. Kopnopatusnas
CTpaTerus: YyMpaBJE€HUE IIaKEeTOM BUJIOB
Ou3Heca. AHaIW3 U OTIEHKA BHEIITHEH CpeIbl
opraHuzamuu. AHaiIu3 U OlIEHKAa BHYTPEHHEN

The essence and content of strategic management.
The role of the organization's mission and goals.
Features of the business unit strategy. Corporate
strategy: managing a package of business types.
Analysis and evaluation of the external
environment of the organization. Analysis and
evaluation of the internal environment of the
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OpTachiH TajlJay xoHe Oaramay. KoMnaHUsSHBIH

OocekenecTik crparerusicel. KopmopaTtusTik
opTapanTaHabIpy CTpaTerusuIaphl.
OprapanrtaHIpIpbLUIFaH KOMITAaHHSLTAPIBI

Crparerusinblk Tangay. CtpaTterusiHbl a3ipiey
icke acwipy. Ilepconanabl

JKOHE
crpareruscel. CTpaTerusuibiK
Oackapy. YWHBIMHBIH

CTpaTETrusIChIH
achIpylarbl MOICHUETTIH peui. KazakcTtaHmarsl
CTPATETHsUTBIK MEHEIDKMEHTTIH epEeKIICIiKTEePi.
JKahaunapIk MHTErpalysl )KaF 1albIHIaF bl
MeMJiIeKkeTTepaiH JJaMy cTpaTeruscel.

Oackapy
esrepicrepai
icKe

cpensl koMnanuu. KOHKypeHTHBIE cTpaTreruu
koMmanuu. KoprmopaTtuBHble — cTpaTeruu
nuBepcudukannn. CTpaTernyecKuii aHaius
nuBepcuduu- POBaHHBIX  KOMITaHHI.
Pa3paboTtka w  peanuszanmMM  CTPATETHU.
Crparerus YIIpaBICHUS NIEPCOHAJIOM.
YnpasneHue CTpaTeru4yecKuMu
W3MEHEHUSIMH. KYJIBbTYpbI B
peanu3anuu OpraHu3aIyu.
OcobenHoctH CTPaTeru4ecKoro
MeHemxkMmeHTa B Kasaxcrane. Crparerus
pa3BUTHSA rocyJapcTB B YCIIOBHSIX
1J100aJIbHOM MHTErpaIuu.

Pois
cTpareruu

company. Competitive strategies of the company.
Corporate diversification strategies. Strategic
analysis of diversified companies. Development
and implementation of the strategy. The strategy of
personnel  management. Managing strategic
changes. The role of culture in the implementation
of the organization's strategy. Features of strategic
management in Kazakhstan. Strategy for the
development of states in the context of global
integration.

Hocmpekeuzummepi / Ilocmpexeuzumot/ Postrequisites

CTpaTeI‘I/IHJ'IBIK MAapKETHUHT ‘

CrpaTternyeckuii MapKeTUHT

Strategic Marketing

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

VYrebaena JK.A.

Vrebaena JK.A.
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3 4 Kypc cTyAeHTTepiHe apHAJFaH JJIEKTHBTIK MoHAep / DeKTHBHbIE TUCIHIUIHHBI 1Js1 cTyaeHToB 4 kypca/ Elective

subjects for 4 st year students

Kovizmem kepcemy canacvinoviyy mapkemunzi/ Mapxkemunz cgpepot ycaye IService sector marketing

Oky maxcamut | Yueonasn yenn/Purpose

OiTiM almymIpuIapaa Tayap MeH KOCITOPBIHHBIH
Oocekere KaOIIETTUTIK NeHreliH Oackapy >KoHe
aHbIKTay OOWBIHIIIA TEOPUSIIBIK OLTIM MEH
NPAaKTUKATBIK JaFIbIIapIbl KAJIBIITACTHIPY.

dopmupoBaHue y oOyJaromuxcst
JOCTaTOYHBIX TUTSE YCHEITHOM
npodeCCHOHANBHON NEATeIIbHOCTH 3HAHUU U
YMEHHH B 00JIaCTH MapKETHHTa yCIyT

formation of students ' theoretical knowledge and
practical skills in managing and determining the
level of competitiveness of goods and enterprises.

Hamuceci | Pezynemamot 006yuenus | Learning outcomes

Oxpimy
Kypetsl COTTI asgKTaraHHaH KeliH
olrimanymbliIap
- KOCIMOpBIHAAPABIH ~ Odcekere  KaOUIETTLIIK
TeOopusChl OOWBIHIIIA HETI3Ti iprem  Oimimi
AHBIKTAY

- cajla epeKIIeNiriH ecKepe OTBIPHIN, OHIMIEP
MEH KOCIOPBIHIAPBIH OdceKkere KaOUIeTTLIIriH
Oarayay 9JlicTEMECiH KOJJaHy;

- KOCIITOPBIHHBIH OaceKenecTik OpTachbiH
JIMarHOCTHKAJIAy dIICTEMECIH TOXIpHUOe xacay;
- Tayap MEH  KOCINOPBIHHBIH  OoceKkere

KaOUIeTTIIIK AeHreliH Oaranay.

MMocne  ycmemHoro
oOyuarommecst OyayT:
- OMpEeeIsITh OCHOBHBIE (DyHIaMEHTabHbIE
3HAHUA 10 TEOPUHU KOHKYPEHTOCIOCOOHOCTH
NpeANpUITUH;

-IIPUMEHSITh METOJIUKHU OLICHKH
KOHKYPEHTOCIIOCOOHOCTH NPOAYKLIHHU u
MPEANPHUITHH C y4eTOM celIU(UKU OTPaCIIH;
-3KCIIEPUMEHTHUPOBATh METOAUKY TUArHOCTUKU
KOHKYPEHTHOU Cpefbl MpearpHsIThs;

- OLIEHUBAaTh YPOBEHb KOHKYPEHTOCIOCOOHOCTH
TOBapa UTIPEIMPHUATHS.

3aBepuIeHUsl

Kypcal

After successful
students will be:
- understand the basic fundamental knowledge of
the theory of enterprise competitiveness

-be able to apply methods for assessing the
competitiveness of products and enterprises, taking
into account the specifics of the industry;

- master the methodology of diagnostics of the
competitive environment of the enterprise;

- competent in determining the level of
competitiveness of the product and the enterprise.

completion  of the course,

Ilpepexeusummepi | IIpepexeuzumot | Prerequisites

MapxkeTuHrTi 6ackapy

VYipasineHue MapKeTHHIOM

] Marketing Management

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeparcanue kypca/ Course summary

KeizsmMer  MapkeTHHr  0OBEKTICI  peTiHJe.
OtannplKk ToXipubeae KbhI3METTEPAl J1aMBbITY.

Makpocpena WHyCTpHUS CEepBHC.
Kei3merTepain kikremyi.  Kpi3mer — Tayap
periHze. Ks3mer MapKETHHTIHIH
epEeKIIeKTepi. MapKeTHHTTiK aKmapar.

MapKeTHHTTIK 3epTTeyJepIiH OarbITTaphl MEH

Venyra kak oObeKT MapkeruHra. PasButue
ycayr B OTE€YECTBEHHOU MPAKTHUKE.
Makpocpena WHAYCTPUHU cepBuca.
Knaccudukamusa ycnyr. Yciyra kak ToBap.
Ocobennoctu MapKeTHHTa YCHYT.
MapkerunaroBas napopmanus. HampaieHus
u OCHOBHBIE STanbl ~ MapKETHHIOBBIX

The service as a marketing object. Development of
services in domestic practice. Macro environment
of the service industry. Classification of services.
Service as a product. Features of service
marketing. Marketing information. Directions and
main stages of marketing research. The behavior of
buyers in the consumer market of services. Market

51




Heri3ri ke3eHaepi. TYTHIHYIIbUTApABIH KbI3MET
KOPCETYyHAPBIFBIHIAFbl MiHE3-KYJIKbI. HapbIKTHI
CerMeHTTey. MaKcaTThl CeTMEHTTEp/li TaHJIay.
Tlo3umusinay. TayapasiH jkaHa TYPiH-KBI3METTI
a3ipiiey. OHIMHIH OMIPIIK MUKIi-OyJ KbI3MET.
CTpaTrerusblk xocrapiiay, KbI3MeT
MapKETUHTIH )ocmapiay, 6akpuiay. Kazakctan
SKOHOMHUKACBHIHBIH CajlajapblHIa MapKETHHITI
KOJIJJTaHY epeKIIeIiKTepi.

nccaenoBannii. [loBegeHnme mnokymareneil Ha
MOTPEOUTETHCKOM pBIHKE YCIIYT.
CermeHTHpOBaHUE pbIHKA. BBIOOp IeneBbIX
cermeHToB. Ilozunnonuposanue. Pa3padorka
HOBOI'0 BHJa ToBapa-yciyra. JKn3HeHHBbII
LMKJI TOBapa yciyra. CTpareruyeckoe
IJIAHUPOBAaHUE, IUIAHUPOBAHUE MapKETHUHIA
yCIIyT, KOHTpOJIb. OCOOEHHOCTH MPUMEHEHUS
MapkeTuHra B 0OTpaciisix SJKOHOMUKHU

Kazaxcrana.

segmentation. Select target segments. Positioning.
Development of a new type of product-
service.

The product life cycle is a service. Strategic
planning, service marketing planning, control.
Features of the application of marketing in the
sectors of the economy of Kazakhstan.

bazoaphama

ascemexwici | Pykosooumenv npozpammsl/ Programme manager

Kunkaiimapoa A.A.

KunkaiimapoBa A.A.

ToosutoB K.T.
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Bacekeze kabinemminizin oackapy/yYnpaenenue konxypenmocnocoonocmoro/Management of competitiveness

Oky maxcamut | Yueonasn yenn/Purpose

birim anymsuiapaa Tayap MeH KOCITOPBIHHBIH
Oocekere KaOILIETTUTIK NEHreliH OacKapy >KoHe
aHbIKTay OOMBIHINIA TEOPUSIIBIK O1TIM MEH
NPaKTUKAIBIK JIaF AbLIAP/Ibl KATBIITACTHIPY.

dopmupoBaHue y oOyJaromuxcst
TEOPETUYCCKUX 3HAHUH ¥ IMPAKTHYSCKHUX
HaBBIKOB TIO YIPABICHHUIO U OMNPEICICHUIO
YPOBHSI KOHKYPEHTOCITOCOOHOCTH TOBapa U
NPEANPUATHS.

Formation of students ' theoretical knowledge and
practical skills in managing and determining the
level of competitiveness of goods and enterprises.

namuceci | Pezynemamot 00yuenus | Learning outcomes

Oxpimy
Kypcrsl coTTi asgKTaFaHHaH KeiiH
olrimanymbliIap
- -KOCIMIOPBIHAAPABIH ~ Oocekere  KaOUIETTUTIK
Teopusickl  OOWBIHINIA Heri3ri ipreii  OimiMal
cumnarray,

- cajla epeKIIeNIiriH €CKepe OTBIPHIN, OHIMIEP
MEH KOCINOPBIHIAPBIH OdceKere KaOuIeTTUTIriH
Oarayay 9JlicCTEMECiH KOJJaHy;

- KOCIOPBIHHBIH 0OCEKENEeCTIK OpPTaChIH
JIMarHOCTHKAaJIay 9[iCTEMECIH MEHIepY;
- Tayap MEH KOCITTOPBIHHBIH
KaOUICTTIIIK JAeHTeHiH Oaranay.

Oacekere

MMocne  ycmemHoro
obyuarommecst OyayT:
- ONUCHIBATH OCHOBHBIE (hyHJaMEHTabHbIC
3HAHUS 10 TEOPUU KOHKYPEHTOCIIOCOOHOCTH
MpeanpusTUH;

-IIPUMEHSITh METOJIUKHU OLIEHKHU
KOHKYPEHTOCIIOCOOHOCTH NPOAYKLIHH u
MPEANPHUITHH C y4eTOM CelU(UKU OTPACIIH;
-BJIAJETh METOIMKON JIMarHOCTUKHU
KOHKYPEHTHOU Cpefbl MpearpusIThs;

- OLIEHUBAaTh YpPOBEHb KOHKYPEHTOCIOCOOHOCTH

3aBeplIeHUs]  Kypca

TOBapa UIIPEANPUATHS.

After successful
students will be:
- understand the basic fundamental knowledge of
the theory of enterprise competitiveness

-be able to apply methods for assessing the
competitiveness of products and enterprises, taking
into account the specifics of the industry;

- master the methodology of diagnostics of the
competitive environment of the enterprise;

- competent in determining the level of
competitiveness of the product and the enterprise.

completion of the course,

Ipepexeusummepi | Ipepexeusumor | Prerequisites

busnecrti yitbimaacteipy, bpenauar ‘

Opranuzanus 6usHeca, bpenauar ‘

Business Organization, Branding

Kypcmuiy Kbickawa masmynst | Kpamxoe cooeporcanue kypca/ Course summary

bocekenectik xoHe Oocekere KaOUIETTUTIK
TEOPHSICHIHBIH Herizzepi. Bacexkere
KaOIMeTTIIKTIH ~ 9AICHAMaNbIK  acHeKTuIepi.
bocekere KabOineTTi CTpaTerusablk Oackapy
memiMaepiH  d3ipiiey  Herizmepi. Op Typdal
00BEKTUIEPAIH OocekenecTik

apTHIKIIBUIBIKTAPBIH JKIKTEY. OHIM canachl MEH
TYTBIHYIIBUIAp CEpPBHCIH Oackapy oiicrepi.
TayapasiH Oocekere KaOlIETTINITIH, YHBIMIBI,
Oackapy JKyHeciHiH oJeyeTi MEH camachlH

OcHOBBI Teopuu KOHKYPEHLIMHU
KOHKYPEHTOCIIOCOOHOCTH.MEeTO10JI0THYeCKHe
ACIIEKTHl KOHKYPEHTOCITOCOOHOCTH. (OCHOBBI

n

pa3paboTku KOHKYPEHTOCITOCOOHBIX
CTPaTerMuecKUX YIPaBIECHYECKUX PpELICHUII.
Knaccudukanus KOHKYPEHTHBIX
MIPEUMYIIECTB pa3IMYHBIX 00BEKTOB.
MeTobl yrpaBiaeHUsI Ka4eCTBOM IMPOIYKIIUU
nu cepBuca MoTpeOuTeIeH. Onenka

KOHKYPEHTOCIIOCOOHOCTH TOBapa,

Fundamentals of the theory of competition and
competitiveness.  Methodological aspects of
competitiveness. The foundations for the
development of competitive strategic management
decisions. Classification of competitive advantages
of various objects. Methods of product quality
management and consumer service. Assessment of
the competitiveness of the product, organization,
potential and quality of the management system.
Competitiveness and competitive strategies.

53




Oaranay. bocekere KaOiIETTUTIK KOHE
0OoceKeNecTiK cTpaTerus.

OpraHu3aluy,
CHUCTEMBI

IIOTEHOMAala MW KayecTsa
YIIPABIICHUS.

KoHKypeHTOCIIOCOOHOCTh M KOHKYPEHTHBIC

CTpaTEeruu.

Bazoapnama sncemexwici | Pykosooumens npozpammsl/ Programme manager

VYrebaena XK. A.

Kankabaesa A.E.

Too6sutoB K.T.

54




Humepnem-mapxemunz | Humepnem-mapkemunz | Internet Marketing

Oky maxcamut | Yueonasn uean/Purpose

MapKeTHHITIK MIHAETTEp/1 eIy MaKcaTbIHAA
KOCIMOPBIHAAPABIH IAPYalIbUIBIK KbI3MET1
OapbIChIHIA NalJajaHbIIATBIH HHTEPHET -
MapKETHUHTTiH Ka3ipri 3aMaHFbI
TYXKBIPBIMAaMaChl TyPaIbl KYHel TYCIHIKTI
KaJIBIITACTHIPY .

®@opMUpPOBaHHUE CHUCTEMHOTO MPEICTaBICHUS
HHTEPHET-
xone
XO34MCTBEHHON NEATENbHOCTH MNPENNPUATUN

O COBPEMEHHOW KOHIICTIUU
MapKEeTHHIa, HCTIOJIB3yEMOM B

B IOCJIAX PCIICHUA MApPKETUHTOBBIX 3a/a4.

Forming future competence specialists to use
marketing tools directly or indirectly related to the
Internet when promoting a website, analyzing the
market and competitive environment to ensure
stable development and sustainable growth of a
company or enterprise

Oxbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes
Kypcrbi CoTTI asiKTaraHHaH keiiin | ITocie  ycmemnoro 3aBepmenmusi  Kypea After successful completion of the course,
oiniMmasymbLIap: od0yuarommecst OyayT students will bemust know:
- MApKETHHITIK MOceJeIep i eIy, )KapHaMasblK | -OMUChIBaTh  OocoOeHHOcTH  pasBuTus u | - understand the specifics of the development and
HayKaHaapabl — okobamay — ymiiH — MuTepHer | mpumeHenuss —TexHojormii Mutepuer s | application of Internet technologies for solving
TEXHOJIOTHSIAPBIH ~ JAaMBITy  JKOHE  KOJJaHy | pelleHuss  MapKeTHHOBBIX  3anmad, s | marketing tasks, for designing

EPEKIIIETIKTEPiH CUTIATTaHbI3;

- UnTepHeT-x00a eMipiHiH OapJIbIK HUKIIHKYPY

JKOHE cUTIaTTay,

- %00a eMipiHiH OapibIK OarbITTaphl OOWBIHIIA

MPOEKTUPOBAHUSI PEKJIAMHBIX KaMIIaHMII;

- COCTaBJIATh U ONHCHIBATH BECH LIUKJI )KU3HHU
WNurtepHeT-npoexra,

- MOJITOTABJIMBATh AHAIMTUYECKUE OTYETHI

advertising campaigns;

- learn how to compose and describe the entire life
cycle of an Internet project,

- they will be able to prepare analytical reports on

AHAJTUTUKAJIBIK ecenrep JTaWbIHIAWIBI | Mo BceM HampabieHusM xusHenearensHoctu | all areas of the project's life (market analysis,
(HapeIKTBI Tanmay, OdcekenecTikTi Oarajnay, | mpoekra (anamus PBIHKa, oumeHka | competition assessment, promotion methods,
KBUDKBITY TOCUIAEpPl, ayIUTOPUSIMEH JKYMBIC | KOHKYPEHIIMH, CIocoOsl  mpoaBukeHus, | approaches to working with the audience,
icTey Tocinnuepi, CaHIbIK KOPCETKIITED, noaxoapl B pabore ¢ ayamTopued, | quantitative indicators, sources of funding;
Kap KbLUIaHABIPY KO371epi; KOJMYECTBEHHbIC  IOKa3aTesld, HWCTOYHHMKH | - Possess the skills of researching the effectiveness
- BeO-cafTTapAblH THUIMAUITIH 3€pTTey XoHE | (pMHAHCHPOBAHWS; of websites and designing Internet marketing of the
TEXHOJIOTHSIAp/Ibl  MPAKTHKAIBIK KOJAAHYIBIH  ONMCBIBATH MOPSIIOK neiicteuit | main  methods of practical application of
Herisri  oxicrepiHiH VHTepHET-MapKeTUHTIH | mccaenoBanus d¢ddekruBHocTH caiitoB u | technologies
)obanay TopTiOiH CUIIATTaHbI3 MIPOEKTUPOBAHUS WHTepHeT-MapKkeTHHTa

OCHOBHBIX METOJIOB PAKTHYECKOTO

NPUMEHCHUS TEXHOJIOTHI

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
MapKEeTHHT ‘ MapKEeTHHT marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary

MapkeTHHITIK MakcaTrTap YIIiH WHTEPHETTI ‘ Bo03MOXXHOCTH HMCTIOIB30BaHUS UHTEPHET IS ‘ Internet marketing in modern conditions. Means of
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naianany  MyMKiHAiKTepi.  KocimopbIHHBIH
Be6-caliTel. [31ey MapkeTHHTi. DIEKTPOHIBIK
MoIITa MAapKeTUHT Kypaisl peringe. MutepHer
JKeTmiciHAeri  kapHamMa.  DTHKQJIBIK  €MecC
KBUDKBITY oficTepi. CepiKTecTiK MapKeTHHT.
MapkeTHHITe 9JIeyMETTIK MeIUaHbl Nai1anany.
HNHTepHeTTeri MapKEeTHHT KOCTIAPhI

MapKeTHHT OBBIX IeTeH. Beo6-caiit
NpENNPUATHUSA. ITouckoBBIN ~ MapKETHUHT.
DJIEKTpOHHAass  Io4Ta KakK  HMHCTPYMEHT
MapkeTHHra. Pexilama B CETH HWHTEpHET.
Hestuunsie METO/IbI MPOJABUKECHUS.
[TapTHepckuii mapkeTuHr. Mcnonb3oBaHue

colMaJbHBIX ceTed B Mapketunre. Ilman

MAapKCTUHTa B CCTH UHTCPHET

marketing communications on the Internet.
Contextual advertising. Search engine website
promotion. Banner advertising technologies.
Internet audience. The basic principles of working
with the audience of the site. Media Planning.
Analysis of the effectiveness of online advertising.
Web analytics. Strategy, planning in Internet
marketing. Evaluation of the effectiveness of
Internet marketing activities.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

TooruioB K.T.

Too6sutoB K.T.

‘ Too6sutoB K.T.
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Mapxemunzmezi aknapammolk, scyuenep men mooeinvoey/ Hugpopmayuonnvie cucmemvt u mooenuposanue ¢ mapkemunze | Information systems

and simulation in marketing

OKy maxcamut | Yueonas uean/Purpose

MapkeTuHrTe 3aMaHayu aKIapaTThIK
TEXHOJOTHSUIApAbl  KOJJAaHy  MYMKIHIIKTEpi
Typabl )KYHEIiK HICSHBI KaJbIIITaCTHIPY.

«1C:byxranrepun 8» .CEOC canbik ecenriniri
HBICAHIAPbIH TONTBHIPY YimiH. Project EX-pert-te)

Kap KbUTBIK TaJ1ay YIIiH OaFaapiaManapisl
KYpy Jarapliapbl MEH  KY3BIPETTUNIKTEpPiH
JaMBITy. MapKETHHITErl aKHNapaTThIK Kykenepi
MPaKTUKAIBIK KOJIIaHY CajlaChIHIaFbl
KOCBIMIIIATAP bl TECTUICY )KOHE Tallay.

DopMHUPOBAHUE CHUCTEMHOI'O IPEICTABICHUS

0 BO3MOJKHOCTSIX WCTIOJIb30BaHUS
COBPEMEHHBIX MH(OPMAIIMOHHBIX TEXHOJIOTHUMA
B MapkeruHre. OOydeHue mporpamme

«1C:byxrantepun 8» mis 3anoiaHeHus GopMm
HanoroBoil oruerHocty B COHO. Passutue
HaBBIKOB M KOMIIETEHUMH MO HaCTpoOike
nporpamMM JUisi  (PMHAHCOBOTO aHalu3a B
Project Ex-pert., TecTupoBaHHS W aHaIM3a
NPWIOKEHUH B 00JacTH MPAKTUYECKOIO
UCIIOJIb30BaHUsI MH(QOPMALIMOHHBIX CHCTEM B
MapKeTHHTE.

Formation of a systematic view of the possibilities
of using modern information technologies in
marketing. Training in the program: «IC:
Accounting 8» for filling out tax reporting forms
in SONO. Development of skills and competencies
in setting up programs for financial analysis in
Project Ex-pert, testing and analyzing applications
in the field of practical use of information systems
in marketing.

OKpimy

namuoceci | Pezyriomamot o0yuenus | Learning

outcomes

Kypcersl COTTI KeliH
OisiManymbLIap

SKOHOMHUKAHBIH TYPJI cajiajapbl YIIiH
3aMaHayM  akMapaTThIK  TEXHOJIOTHsIap.Ibl
naiagany omicTeMeciH CHIaTTay,
Oyxrajnrepiik JKOHE CaJIBIKTBIK ecen
caJachIH/IaFbl )KaHa TEXHOJIOTHsIIApAbI Oiy;
-konmany 1C: Oyxranreprmik ecem 8; sono-fa
CaJbIK €CENTUIINHIH HbICAHAAPBIH TOJTHIPY

asiKTaraHHaH

JKoHE KiOepy, projectexpert-Teé  KapKbIUIbIK
Tajjaay xacay,
- KapKbUIBIK ~ Talujay, TeCcTUIey JKOHE
KOCBIMITIJIAP/IBI ~ Tajjay YIIiH Oarmapiiama
napameTpliepiH KacaHbI3

MapKETUHITE aKnmapaTThIK xKyhenep
MOJICTIBICPIHIH ~ MPAKTUKAIBIK  KOJJIAHBLTYBIH
Oaranay

Ilocse ycnmemHoro 3aBepuieHusi Kypca

oOyuarommecst 0yayr:

- OIIUCHIBATH METOJIUKY HCIOJIb30BAHUS
COBPEMEHHBIX MH(OPMAIIMOHHBIX TE€XHOJOTHUM
JUIS pa3iudHbIX OTpaciedl 3KOHOMUKH, 3HATh
HOBeHIINE TEXHOJIOTHH B obmactu
OyXraJTepcKoro M HaJIOrOBOTOy4eTa;

- npuMeHATh 1C:byxrantepus 8; 3an0JHATH U
OTHPaBIATH (POPMBI HAJTOTOBOI OTYETHOCTH B
COHO, pa3pabarbiBaTh GUHAHCOBBIA aHAIU3
B ProjectExpert

- cO3aBaTh  HACTPOMKM  IporpamMm A
(GUHAHCOBOTO  aHailu3a, TECTUPOBAaHUS U
aHaJIM3a MPUIOKECHUN

- OICHWBATh IIPAKTUYECKOE MCIOJIb30BaHUE
Mozenell  MHPOPMALMOHHBIX CUCTEM B
MapKETHUHIe

After successful completion of the course,
students will be:

- understand the methodology of using modern
information technologies for

various sectors of the economy, know the latest
technologies in the field of accounting and tax
accounting;

- will be able to use 1C:Accounting.8; fill out and
submit tax reporting forms to SONO, develop
financial analysis in ProjectExpert

- have the skills to configure programs for financial
analysis, testing and analyzing applications
- competent in the field of practical
information system models in marketing

use of

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
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" AKnaparThIK-KOMMYHHUKAITUSITBIK
TEXHOJOTHsIAp (aFbUIIIBIH TITIHIIE)

NHpopManmoHHO-KOMMYHHKAIIHOHHBIE
TEXHOJIOTHH (Ha aHTJIUUCKOM SI3bIKE)

Information and Communication Technologies (in
English)"

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeporcanue kypcal Course summary

DKOHOMUKAIAFbI KOHE 9KOHOMUKAIAFbI
aknapatThIK nporectep AAX Kypy omicremeci.
Kampmracteipy 1C  KapXbUIBIK ecem  Oepy:
byxranrepuss 8.H. ProjectExpert wmbicanbinga
MaMaHIaHIbIPbUIFaH KapIKbUIBIK Tangay
o6arpapnamanapel. COHO canbslk ecenTuliria
KaJIBINTACThIpY XKyHenepi.

Kapxbuiblk ecenTiaik Momyni. PerTeneTin ecem
o0epy. Unterpamus 1C: bByxranrepus 8.X. )xoHe
COHO. CanbIk €CEITUTIITH oHJCY
Oarnapnamanapbiably  3Bomronusicel.  COHO.
DNeKTpOHIbl KAaOWHET HaJIOrOIUIATEIbIIUIIA.
[MIpopuns. Canslk Momimzaemenep. 2OPHO.
ProjectExpert ~ Mywmkinaikrepi.  KapKbUibIk
Tanjaay oJICTepi. KOMITAHUSHBIH THIMJIUIITIH
apTTHIPY YIUIH Kap>KbUIBIK TaJIayIbIH MaKCaTbl
MEH apTHIKIIBIIBIKTAPBI.

WNHpopMalmoHHBIE NPOLECCHl B HKOHOMHKE U
metonuka cosmanusi AUC. dopmupoBanue
¢bunancoBoir otdyetrHOoCTH B 1C:byxramrepus
8.X. Cnenuanu3upoBaHHbIC MIPOTrpamMMBI
(¢brHaHCOBOIO aHajgu3a  Ha  IpUMepe
ProjectExpert. ~ Cuctembl  (popMHpOBaHUS
Hanorosoit oruerHoctu COHO.

PernamenTtupo BaHHAs OTYETHOCTb.
UNnrerpanus 1C:byxrantepus 8.x. u COHO.
DBOJONHS MPOrpaMM 00pabOTKH HAJIOTOBOU
otuetHOocTH. COHO. DnekTpoHHbIN KaOuHET
Hajoromarensmuna. I[Ipoduns. Hamorossie

3as1BJICHMUSI. DPHO. Bosmoxnoctu
ProjectExpert.  Metoauku  (HHAHCOBOTO
aHanuza. HasHaueHWe W TNpPEUMYILECTBA

(UHAHCOBOI'O aHAIKM3a IS MOBBIIICHUS
3(PEKTUBHOCTH NIECSITEIILHOCTH (DUPMBI.

Information processes in the economy and

methods of creating AIS. Formation of financial
statements in 1C: Accounting 8. X. Specialized
programs of financial analysis on the example of
ProjectExpert. SONO tax reporting systems.
Financial reporting module. Regulated reporting.
Integration of 1C:Accounting 8.x. and SONO. The
evolution of the treatment programs tax reporting.
SONO. E-cabinet taxpayer. Profile.  Tax
statements. ERRO. ProjectExpert  features.
Methods of financial analysis. purpose and benefits
of financial analysis to improve the efficiency of
the company.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Kycynbekona . 1.

Kycynbekosa I'.1.

Kycynb6exosa I'.1.

58




Tpeiio - mapkemunez | Tpeiuo -mapxemune | Treid -marketing

Oky maxcamut | Yueonasn uean/Purpose

Crynenrrepae cayna (cayaa) MapKETHHTIHIH
Ma3MyHBbI, MaKcCaTTapbl >XOHE epeKIIeTiKTepl
Typasbl Ky#enal TYCiHIK KaiblnmTacTeipy. Ilon
MapKETHUHTTIK 3€pPTTEYJICPIiH OPTYPJIi AICTEpiH
KOJIJTaHyFa, TPOOJIeMaIIbIK-OaFbITTAIFaH

aKmaparTbl JKHHAayFa »JKOHE OCBI JIepeKTepni
TYCIHIIpyTre yipereni. Cayna iciHJie
MapKeTUHITIK KbI3METTI JepOec yHBIMAACTBIPY
YKOHE )KYPri3y JaFabUIapbIH JaMbITAIbI.

dopmupoBaHue y CTYJICHTOB CHCTEMHOTO
NPEJCTaBICHUS O COICP)KAHUHU, LEIIX |
0COOEHHOCTAX TOPTOBOTO (Tpeiin)
MapKCTHUHTA. I[I/ICL[I/IHJ'II/IHH, Y4UuT MNPUMCHATH
pPa3iIndHbIC METOAbI MAapKETUHI'OBBIX
UCCIICIOBaHUIA, cobuparb poOJIeMHO-
OpPUEHTUPOBAHHYIO UH(}OPMALIHIO u
UHTEPIPETUPOBATh 3TH JaHHbIC. Pa3BuBaer
HaBBIKM B CaMOCTOSTEIbHOU opraHu3alvu “u
MMpOBCACHNUU MapKCTHHFOBOﬁ ACATCIIBHOCTHU
B TOPTOBOM JIeJI€.

Formation of students ' systematic understanding of
the content, goals and features of trade (trade)
marketing. The discipline teaches how to apply
various methods of market research, collect
problem-oriented information, and interpret this
data. Develops skills in the independent
organization and conduct of marketing activities in
the trade business.

namuoiceci | Pesynemamout 06yuenus | Learning outcomes

Oxpimy
Kypersl COTTI asiIKTaFaHHaH KeliH
olTiMmanymbLIap:
- cayla  MAapKETHHTIHIH  TEOPHSUIBIK  JKOHE
9/liICHaMAaJIbIK aCTIEKTIJICPiH CUIIATTAY;
-cayJa MapKETHHTIHIH OpTYpJli KyYpaJJIapbiH
KOJIIaHy;
- Oenrim oip HapbIKTa MapKETUHTTiK
3epTreynepal e3 OeTriHmIe KYPrizyai,
HOTWOKENepl TanjayAbl JKOHE TYCIHIAIpYyAi
YUBIMIACTBIPY;

- MAPKETHHITIK ic-IIapanapisl eTKi3yre, cayna
yibIMapbIHa MapKETUHITIK JKOclapjiap MeEH
Oarmapiamanapbl KypyFa jKOHE Xy3ere acbIpyra

yipery.

IMocae ycmemHoro
o0yuaromuecst OyayT:
—OIUCHIBATH TEOpPETUYECKHUE u
METO/I0JI0THUYECKHE aCIIEeKThI Tpeuna-
MapKETHHIa;

—PUMEHSATH pa3IuyHbIe
TOPTOBOTO MAapKETUHTA;
—OpraHu30BbIBATH CaMOCTOSITENIbHOE
IMPOBCICHUE MapKeTI/IHFOBI:IXI/ICCJ'I€)10B21HI/II71 Ha
KOHKPETHOM PBIHKE, aHajausa u
HMHTEpHpETaluu pe3yJibTaToB;

—Y4UTb NpOBEAUTD MAapKETHUHT'OBBLIC
MECpPOIIPUATUA, COCTABIATH U PCATIM30BbLIBATDH
MAapKCTUHI'OBBIC IIJIaHbl W IIpOrpaMMbl B
TOPTOBBIX OpPraHU3AIUAX.

3aBepIIeHHs]

WHCTPYMEHTHI

Kypca

After successful completion of the course,
students will be:

- understand the theoretical and methodological
aspects of trade marketing;

—be able to apply varioustrade marketing tools;

- possess the skills of independent organization
and conduct of marketing research in a particular
market, analysis and interpretation of results;

-are competent in organizing and conducting
marketing events, drawing up and implementing
marketing plans and programs in trade

organizations.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

bencenni caty Texaukachl, KomMeprusiibik
MEHEKMEHT, MepUueHTal3uHT

TexHUKa akTUBHBIX Npofax, Kommepueckuii
MEHEKMEHT, MepUueHTal3uHT

Active Sales Techniques, Commercial
Management, Merchandising

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary
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Caynma KbI3METIH/IeTI MApKETHHT
TY>KBIpBIMAaMachl. Tayap aifHaJIbIMBbI

cajachbIHIaFbl MapkeTuHr. Marepuanabik
OHJIpiC calaceiHAAFBl cayaa. PupMainrrk
JKocIapiay. AyTcopcHuHT KBbI3METTEPiHIH
MapKETHHT1. Caynansl OacKapyIbIH
yiHBIMAAaCTBIpYyIIbUTBIK  (opmanapel.  Cayna
MapKETHHTI. Cayna MapKEeTUHTIHAET]
MapKeTHHITIK KoMMyHUKanusuiap. CeIpTKbI
SKOHOMHUKAIIBIK KbI3MET. Caynanarbl

MapKETHUHITIH THIMIUTIT]

KoHnenmus MapKeTHHra B TOPrOBOU
IEesITEIIBHOCTU. MapKeTHHT B cdepe
ToBapHOro oOpameHus. Kommeprus cheps
MaTepUaIbHOTO MPOU3BOACTBA.

Buytpudpupmennoe IJIAHUPOBAHMUE.
MapkeTuHr ycayr cdepsl  ayTCOpPCHHTrA.
OpranuzauvoHHbie  (GOpPMBI  YIpPaBJICHUSA
TOPTOBIIEH. MapkeTuHr TOPTOBJIN.

MapKeTHHIrOBble KOMMYHUKAIIMH B TOPTOBOM
MapkeTuHre. Buenrae SKOHOMUYECKAs
IeATeNbHOCTh. D()PEKTUBHOCTh MapKETHUHTa
B TOPTOBJIE

The concept of marketing in trading activities.

Marketing in the field of commodity circulation.
Commerce of the sphere of material production.
Intra-company planning. Marketing of outsourcing
services.  Organizational forms of trade
management.  Trade  marketing.  Marketing
communications in trade marketing.Foreign
economic activity. Marketing effectiveness in trade

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

Kankabaesa A.E.

‘ TooOsut0B K.T.
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Event-mapkemunz/Event-mapkemunz/Event-marketing

Oky maxcamut | Yueonasn uenn/ Purpose

Okymibiapaa okuranap (cayaa) MapKeTHHIIHIH
Ma3MyHBbI, MakKcaTrTapbl KoHE epeKIIeTiKTepi
Typaibl KyHeni TYcCiHIK KaubinracTeipy. [lon
ajFa OKBUDKBITYJBIH TEXHOJOTHSJIAphl MEH
TEXHHUKaJapbIMEH TaHBICTBIPAJIBI
OarjapiiamMalbIK IMaKeTTep HeTi31H e )KaHa
aKMapaTThIK TEXHOJIOTHSUIAPDMEH JKYMBIC ICTEY
YUIIH Ka)XeTTi apHaiibl OUTIM MEH JaFablIapibl
aly, TYTBIHYIIBI MEH OpeHJ  apachiHIa
SMOIMOHAIIBI OalIaHbIC KypaThlH apHaWbI ic-
nrapanapabpl Kypy JKOHE VHBIMIACTBIPY apKbLIbI
Tayapjap MEH KbI3METTeD.

dopMupoBaHUe y CTYJAEHTOB CHCTEMHOTO
MpEACTABJICHUS O COJEPKaHUU, LENsIX U
0COOEHHOCTSIX COOBITUHHOTO (Tpeiin)
MapKeTHHTa. JucuumimHaa 3HaKOMHTC
TEXHOJIOTHSIMU M TEXHUKaMHU TPOIABHIKEHHS
TOBapa WIW YCIYTH C TIOMOIIBIO CO3JaHUS U
OpraHu3amuy CIeIUAIBHBIX MEpPOMPUSTHH,
CO3JAIOIINX DMOIMOHAIBHBIE CBSI3U MEXITY
norpedureneM Hu OpeHIOM, INPUOOpPETEHHE
MMHU CIELUaJbHbIX 3HAHUW U  yMEHUH,
HEOOXOJMMBIX Ui paboOThI HOBBIMHU
MHPOPMAIIMOHHBIMU TEXHOJIOTUSIMH Ha 0ase
MPOTrPaMMHBIX MAKETOB.

Formation of students ' systematic understanding of
the content, goals and features of event (trade)
marketing. The discipline introduces technologies
and techniques for promoting a product or service
through the creation and organization of special
events that create emotional connections between
the consumer and the brand, the acquisition of
special knowledge and skills necessary to work
with new information technologies based on
software packages.

OKpimy

namuoceci | Pezyromamot 00yuenus | Learning

outcomes

KypcTbl ¢oTTi asKTaFraHHAH KeHiH
oitiMmanymbLiap:

- event-mMmapKeTHHITiH TEOPHSIIBIK
oZlicCHaMaJIbIK aCEKTUIEPiH TYCIHY;

JKOHC

-TYp7ll OKWFajap MapKETHHT KypaJiIapbliH
KOJIIaHy;
- Oenrii oip HapBIKTA MapKETUHITIK

3epTTeysepl o3 OeTiHIIe YHBIMAACTBIPY KOHE
XKYPri3y, HOTIXKENEpAl Tanaay KoHe TYCIHIIPY
JIaF IbUIAPBIH KOPCeTY;

- ic-Iapanapasl  YHBIMAACTBIPY KOHE OTKi3y,
KOMIIAHUSIapJla MapKEeTHHITIK JKocmapiap
MeH Oarmapnamanapiabl jkacay »>KOHE icKe
achIpy JaFIbUIAPbIH pacTay.

Mocne ycmemHoro
o0yuaromuecst OyayT:
— event - MapKeTUHTIHIH TCOPHSIIBIK JKOHE
oZlicCHaMaJbIK aCTeKTUIePiH CUTIATTaHbI3;

3aBeplIeHHs]  Kypca

—TPUMEHSTh pas3nuuHbIe HUHCTPYMEHTBI
COOBITUHHOI'O MapKETHHTA;
—TI0Ka3bIBaTh HABBIKK  CAMOCTOSATEIBbHOU

OpPTraHHU3alUU U NPOBENCHUSA MAPKETUHT OBBIX
UCCIIEIOBAHUN HAa KOHKPETHOM DBIHKE,
aHaJIu3a U UHTEPIIPETALUN PE3YIbTATOB;

—TOATBEPKAATh HAaBBIKM B OpraHU3alldU WU
MPOBEACHUU COOBITUMHBIX  MEPONPHUATHIA,
COCTaBIICHUH U pealU3allUd MapKETUHIOBBIX

IJIAaHOB U IMIPOrpaMM B KOMITAHUAX.

After successful
students will be:
- understand the theoretical and methodological
aspects of event marketing;

—be able to use various

event marketing tools;

- possess the skills of independent organization and
conduct of marketing research in a particular
market, analysis and interpretation of results;

- competent in organizing and conducting event
events, drawing up and implementing marketing
plans and programs in companies.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTuHr ‘

MapxkeTtuHr

Marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary
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Event Marketing Kypy KypaJibl peTiHie

KoHe OpeHATI KbUDKbITY. OKHUFazap MapKeTHHT1,
OHBIH Me€IMa >KapHaMaJarbl peJli MEH OpPHBI.
TonTelH  KYMBICBIH  YWBIMIACTBIPY  KOHE
aKuusiIapabl  OTKI3y  Joructukacbl.  Event
Marketing-re akiusutapapl ©TKi3y ClIeHApHIIEPiH
YKOCTIapJiay JKOHE 93ipiiey epeKIeTiKTepi.

Event Marketing kak HHCTPYMEHT CO3/IaHHUS

u npojBwkeHus Openga. CoOBITHHHBIN
MapKeTHHI, €ro poJib M MECTO B MeJua-
pekname. Opranuzanus paOOThl KOMaHABI H
JIOTUCTHKA MPOBeeHUs akiuii. OCOOCHHOCTH
IUIAHUPOBAHUST H  pa3pabOTKU CIICHAPUEB
npoBeneHus akuuii B Event Marketing.

Event Marketing as a tool for creating

and promoting a brand. Event marketing, its role
and place in media advertising. Organization of the
team's work and logistics of promotions. Features
of planning and developing scenarios for
conducting promotions in Event Marketing.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

Kankabaesa A.E.

TooOsut0B K.T.
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Cmpamezusnvlx mapkemunz | Cmpamezuueckuit mapkemune | Strategic Marketing

Oky maxcamut | Yueonasn uean/Purpose

CTYJICHTTEPJIC CTPATETHSIIBIK MAPKETUHITiH
MBIKTBI TEOPHUSJIBIK OiTiMi MEH MPaKTHUKAIBIK
JIaFIBIIAPBIH KAIBINTACTRIPY, KOMIIAHUSHBIH
caJiaJiarbl JKarIaliblH )KOHE OHBIHAJIIBIHA TYPFaH
MOcelIeNIep/Ii TAIIayFa KOHE CeCCHSITBIK KbI3MET
JKarJalblH/1a TaHIQJIFaH CTPaTETUsSHBI HEeT13 el
Outyre yipery

DopMHUpPOBAaHUE Yy CTYIECHTOB NPOYHBIX
TEOPETUYECKUX 3HAHUW W  IPaKTUYECKHUX
HAaBBIKOB  CTPAaTErMuyeckoro  MAapKETHUHra,
o0yueHHe aHalIu3y TMOJIOKEHUS (UPMBI B
OTpaciu U CTOSIUX Tepel Hel mpolieM, H

YMEHHIO 000CHOBBIBATh BBIOpaHHYIO
CTpaTeTHI0 B YCIOBUAX MNPQECCHOHATHOM
JEATEIIbHOCTH

formation of students ' solid theoretical knowledge
and practical skills of strategic marketing,

training in the analysis of the company's position in
the industry and the problems facing it, and the
ability to justify the chosen strategy in the
conditions of professional activity

OKbimy

namuoceci | Pezyromamot 00yuenusn | Learning

outcomes

Kypcrsl CITTI KeiiH
OisiManymbLIap:

- CTpATEeTUSUIBIK MApKETHUHITIH HETi3Ti
oJiCTeMeIIiK Heri3/1epiH TYCIHY,

- oJlap KOMIIAHMSIHBIH CasiajiaFbl JKarJaalbIHA
JKOHE OHBIH aJIbIHIA TYPFaH Npodiemanapra
Tanjay ’Kacai anajsl,

- OipHemie OanamanapblH CTPATErHsACHIH TaHIAY
Ke3iHJe  IIemiM  KaObUIMAyIbIH  FBUIBIMHU
9JIiCTepiH MEHrepydi YHpeHy.

- 93apa OalyIaHBICTaFbl CTPATETHSIIBIK JKOHE
JKeJlel MaKcaTTap/bl aHBIKTay/a; YHBIMHBIH
KYIITI )KOHE dJICi3 )KaKTapbIH, CBIPTKBI OpTagaH
TYBIHAAWTBIH ~MYMKIHIIKTEp MEH  Kayinrepil
aHBIKTayJa KY3BbIPETTI.

AsIKTaraHHaH

IMocne  ycmemHoro
o0yuarommecst 0yayr:
-IOHUMAaTh OCHOBHBIE METOIMYECKHE OCHOBBI
CTpaTernueckoro MapKeTHHra,

—CMOT'YT IPOBOJUTH AHAJIU3 MOJIOKEHUS
(GUpPMBI B OTpaciIi U CTOSIIINX Nepe Hel
npo0iem,

- Hay4aThCsl BJIAJIETh HAYYHBIMU METOJIaMH
MPUHSTHUS PEIICHUS PH BEIOOpE CTpaTeruu
13 HECKOJIBKUX aJIbTePHATHUB.

- KOMIIETEHTHBIMHU B onpeeeHun
CTpPaTerMueCKUX U ONEPaTUBHBIX LI€JIEH B UX
B3aUMOCBSA3U; B BBIABICHUU CHWIBHBIX U
CJ1abbIX CTOPOH OpPTaHU3alUU, BO3MOKHOCTEH
U YyIpo3, UCXOASIINX OT BHEIIHEH CpeJibl.

3aBeplIeHHs]  Kypca

After successful completion
students will be:

- understand the basic methodological foundations
of strategic marketing,

-will be able to analyze the position of the
company in the industry and the problems facing it,
- learn to master the scientific methods of decision-
making when choosing a strategy from several
alternatives.

- competent in defining strategic and operational
goals in their interrelationship; in identifying the
strengths and weaknesses of the organization,
opportunities and threats from the external
environment.

of the course,

Ilpepexeusummepi | IIpepexeuzumot | Prerequisites

bara opnaty, MapkeTHHITIK Tayaay,
CrparerusiiblKk MEHEDKMEHTTIH HeTi3aepi

[lenooOpa3zoBanue,MapKeTHHTOBBIN aHATU3,
OCHOBBI CTpaTeFI/I‘IGCKOFO MCHCI)KMCHTA

Pricing, Marketing Analysis, Basics of Strategic
Management

Kypcmuiy Kbickawa mazmynot | Kpamkoe cooeparcanue xkypcal Course summary

CrparerusiiablKk MapKeTHHITIH KaJbIITAaCybl MEH
JlaMybIHBIH HEr13T1 Ke3eniepi. OHbIH JaMybl MEH

OackapblUlyblHA OoCEp €TETIiH CTPaTETHSUIBIK
MapKeTUHITIH  Ka3ipri HOpPUHLUOTEpPI  MEH
dbaxTopIapsl. Y WBIMHBIH MapKETHUHTTiK

OCHOBHBIE ATallbl CTAHOBJIEHUS WU Pa3BUTUSA
cTpaTernyeckoro mapkeruHra. CoBpeMeHHbIe
NPUHIUOBI U (AKTOPBl CTPATETUYECKOTO
MapKeTHHIa, BIUSIONIME HAa €ro pa3BUTUE U
ynpasieHue. Metomonorus pa3paboTku

The main stages of the formation and development
of strategic marketing. Modern principles and
factors of strategic marketing that influence its
development and management. Methodology for
developing an organization's marketing strategy.

63




CTpaTerusChIH d3ipiiey omicremeci. HapbIKTarb
KOCITIOPBIH YIIIIH MAPKETUHTTIK CTPATETHsIIap bl
JKIKTEY JKOHE TaHIay. MapKeTHHITIK KbI3METTi
CTPAaTeTHSUIBIK JKOHE arbIMIarbl JKOCHapiay.
KoMnaHUsIHBIH ~ CTpaTerusuiblK  KOCHapbIH
93ipJiey JKOHE MAPKETUHITIK OIO/KETIH ecenTey.
KocimopbIHHBIH ~ CTpaTErusyIbIK  MapKETUHITIK
KBI3METIHIH THIMIUIITIH OaKplIay KoHe Oaranay.

MapKETUHTOBOM  CTpaTeruu OpraHU3allHH.
Kiaccudukamus u BBIOOp MapKETHHTOBBIX
CTpaTeruii s TNpPeIUpHATHS Ha pPBIHKE.
Crparernyeckoe W TeKyllee IUTAHWPOBAHHE
MapKEeTHHIOBOW JesATeIbHOCTH. Pa3paboTka
CTpaTeru4ecKkoro IUIaHa W pacyeT OloJpKeTa
MapkeTuHra ¢upmbl. KoHTponb W oleHKa
3¢ PeKTUBHOCTH CTpaTeruYeCcKOi
MapKETHHTOBOM NESITEIIbHOCTH HPEAPUSITHS.

Classification and selection of marketing strategies
for the enterprise in the market. Strategic and
current  planning of marketing activities.
Development of a strategic plan and calculation of
the company's marketing budget. Monitoring and
evaluating the effectiveness of the company's
strategic marketing activities.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena XK. A.

VYrebaena JK.A.

‘ Too6sutoB K.T.
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Azpomaprkemunz | Aepomapkemunz | Agromarketing

Oky maxcamut | Yueonasn uean/Purpose

ATrpoMapKeTHHITIH MOHI MEH Ma3MYHBI, OHbIH
arpoOeHEPKACINTIK KelleHAl Oackapydarbl pedi
MEH MakKcaTTaphl Typajbl OLTIMI1
KaJIBIITACThIPY. ATrpapibIK cajaaa
MapKETUHITIK Kypajjapasl MaiganaHy

Jdar AblJIapbIH JaMBITY.

dopMUpOBaHUE 3HAHUM O CYIIHOCTH U
COJIEpKaHUM arpoMapKeTUHra, €ro poju u
uenet B ynpaBiaeHuun AlIK. Paszsutue
HAaBBIKOB B HCIOJH30BaHU MAapKETHHTOBBIX
WHCTPYMEHTOB B arpapHou cdepe.

Formation of knowledge about the essence and
content of agromarketing, its role and goals in the
management of the agro-industrial complex.
Development of skills in the use of marketing tools
in the agricultural sector.

OKbtmy

namudiceci | Pesynemamot 06yuenus | Learning outcomes

Kypersl CoTTI KeliH
OisriMmanymbLIap:

- THIMl arpoOMapKeTHUHITIH TEOPUSITBIK
aCIIeKTUICPIH, Oackapy  JKYHMeciH  JKoHeE
TEXHOJIOTHSICBIH TYCIHY;

- YHBIMIApIbIH KbI3METIH/IC 3aMaHayH
MapKeTHHITIK Kypanaapisl Kongany AOK;
-Kocibm  camaga  MaApKETHHITIK  FBUIBIMU
3epTTeYJiep  JKYPTi3yIiH  OJiCHamMachl  MEH
9JIiCTEeMECIH pacTay,

- AOK-nme crTparerusuiblk JKOHE MAapKETHHITIK
Kocmapiapabl, — Oara  CTpaTerusuiapbl  MEH
OarjapramanapblH  93ipyiey  iC-KMMBUILIAPBIHBIH]
TOpTiOiH TYCIHIIpYTE.

asiKTaraHHaH

IMociie  ycmemHoOro 3aBepuieHHsT  Kypca
ob0yuamommecs Oyayr:

- THIMAI  arpoOMapKeTHHITIH  TEOPHSIIBIK
aCmIeKTIepiH, Oackapy IKYHWEJepiH JKOHE

TCXHOJIOTHAJIAPbIH AHBIKTAY,
—IMPUMCHATb COBPCMCHHBIC MAPKETHUHI'OBBLIC

WHCTPYMEHTHI B ACSATEIBHOCTH OpPraHu3anui
ATIK;

;
—MOJATBEPXKAaTh METOAOJIOTHI0O U METOAUKY
NPOBEJEHUS  MApKEeTUHIOBBIX  HAYYHBIX
uccieoBaHui B mpodeccuoHanbHoOl cdepe;
OOBSCHATH MOPSIIOK AEUCTBUIN pa3pabOTKu
CTPATETHUECKUX U MAapKETHHIOBBIX IUIAHOB,

LIEHOBBIX cTpareruil u nporpamm B AIIK.

After successful
students will be:
- understand the theoretical aspects, management
system and technologies of effective
agromarketing;

- apply modern marketing tools in the activities of
organizations

Agroindustrial complex;

- master the methodology and methodology of
conducting marketing research in the professional
field;

- have the skills to develop strategic and marketing
plans, pricing strategies and programs in the agro-
industrial complex.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTusr, ArpoOu3HECTIH 3KOHOMHKAJIBIK
Heriznepi

MapxkeTHHr, DKOHOMUYECKUE OCHOBBI
arpo6musHeca

Marketing, Economic bases of agribusiness

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeporcanue kypcal Course summary

ATpPOMapKETUHITIH TCOPUSIIBIK ACTIEKTiIepi.

ArpomapkeTuHrti Oackapy kyieci. Tuimai
arpoOMapKEeTHUHI TEXHOJIOTHUsIChl. MapKeTUHITIK
TYMAHHUTOJIOTUSI.  ATPOMApKETUHI  KeIleHi.
ArpomanpkeTuHr kyuecingeri KoncanTuHr.
AOK yHBIMBIHBIH arpOMapKeTHHT JKyHeci.

ArpoMapKeTHHITI  OacKapylIblH  alWMaKTBhIK

TeopeTnueckue acmeKkThl arpOMapKETHUHTA.

Cucrema ymopaBlIeHHS arpOMapKETHHIOM.
Texnonorus 3¢pPeKTUBHOrO arpoMapKeTHUHTA.
MapkeTuHroBas TYMaHUTOPOJIOTHSI.
Kommnexkc arpomapkerunra. Koncantunr B
cucrteme arpoManpKeTHHra. Cucrema

arpoMapKeTHHTa OprasHu3anuu ATIK.

Theoretical aspects of agromarketing.
Agromarketing management system. Effective
agromarketing technology. Marketing
humanitarianism. Set of agromarketing. Consulting
in the system agromarketing. Agromarketing
system of the agribusiness organization. Regional
agromarketing management system.
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Kyheci

PernonanpHas cucteMa yrpasiieHUs
arpoMapKeTUHIOM

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

Hocmakosa A.E.

JocmakoBa A.E.

JlocmakoBa A.E.
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Onepkacinmix mapkemune/Ilpomviunennoviic mapkemunz/Industrial Marketer

Oky maxcamut | Yueonasn uean/Purpose

OHIIpiCTIK MEHEPKMEHTTIH MOHI, MOHI )KoHE
epeKIeNKTepl Typaabl TEOPUSIIBIK O171iMi
KJIBIITACTRIPY. OHEPKICINTIK KOCITOPHIHIBI
Oackapymarbl ~ MEHCIDKMEHTTIH  3aMaHayH
omicTepiMEeH TaHBICY.OHIIPICTIK YHUBIMIAPIBIH
KBI3METI Typajbl TajJaMallblK MaTepUaIAap/Ibl
naiipianayna Jlaraplmap MeH Ky3bIpeTTepii
JAMBITY.

@opMHUPOBAHUE TEOPETHUUECKUX 3HAHUU O
CYUIHOCTH, 3HA4Y€HUU U  OCOOEHHOCTIX
MPOMBILUIEHHOTO MapKETHHra. 3HaKOMCTBO C
COBPEMEHHBIMH METOJAaMH MAapKEeTUHra B
yIIpaBJICHUU MIPOMBIIIIEHHBIM
npeanpuaTueM.  Pa3BuTHe  HaBBIKOB U
KOMIIETEHLIM B MOJATOTOBKE aHAIMTHUYECKHUX
MaTepuaioB 0 JIeSITEIbHOCTH
MPOU3BOACTBEHHBIX OpPraHU3aLUH.

Formation of theoretical knowledge about the
essence, meaning and features of production
management. Introduction to modern management
methods in the management of an industrial
enterprise .Development of skills and competencies
in the preparation of analytical materials on the
activities of production organizations.

OKbimy

Hamuoceci | Pezyromamot 00yuenusn | Learning

outcomes

Kypersl CoTTI KeliH
olriMmanymbLIap:

- OHEPKOCINTIK MAapKETHHITIH TEOPUSIIBIK
TYKBIPBIMIaMaJIapbIH CUTIATTAHBI3;

- OHJIIPICTIK Kocmapiapabl d3ipJieydl IKOHE
olapAbl iCKe achIpyAbl JKY3e€re aceipa
OTBIPBIN, OHIIPICTIH HAKTBl OOBEKTLIEpiHAE
63 OLTIMAEPIH TYCIHIIPY;

asiKTaraHHaH

- MapKETHHITIiK 3epTreynep KYpri3y,
HapbBIKTBI ~CETMEHTTEY JKOHE OpHAIacCThIPY,
OHEPKACINTIK  KOCIMOPBIHHBIH ~ MapKETUHITIK
CTpPaTeTUSICBIH  O3ipjey YINIH CTpaTeTHsUIBIK|

Tajgay >KoHE JKOCIapiay KypalJapblH THIMIL
KOJIIaHy JaFAblIapblH TOXKIpHUOe xacay

IMocae ycmemHoro
o0yuaromuecst OyayT:
—ONKCHIBaTh  TEOPETHYECKHE
MPOMBIIIJIEHHOT'0 MapKETHHTa;
—MHTEPIPETUPOBATE  CBOU
KOHKPETHBIX 00BeKTaxX
OCYIIECTBIAAPA3pAOOTKY
IUTAHOB M MX pPeaN3aLHUIo;
— DKCIIEPUMEHTHPOBATh HABBIKU NPOBEACHUS
MapKeTUHIOBbIX HCCIICI0OBAHUM, TNPOBEICHUS
CErMEHTUPOBAHUS U  MO3UIMOHUPOBAHUS
pBIHKa, 3¢ pexTuBHOTO MIPUMEHEHHUS
WHCTPYMEHTOB CTPAaTErHYeCKOr0 aHalIu3a M
IUTAaHUPOBAHUS JUTSt pa3paboTku
MapKeTHHTOBOH CTpaTeruu MpPOMBIIUICHHOTO
IpeIPUITHS

3aBeplIeHHs]  Kypca

KOHIICIIINHA
3HAHUA HAl

IPOU3BOJICTBA,
IIPOM3BO/ICTBEHHBIX|

After successful
students will be:
- understand the theoretical concepts of industrial
marketing;

- implement their knowledge on specific
production facilities, developing production plans
and implementing them;

- possess the skills of conducting

marketing research; conducting market

segmentation and positioning, and effectively using
strategic analysis and planning tools to develop the
marketing strategy of an industrial enterprise

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

VHHOBaNMSIIBIK ©HIMIEP MEH KbI3METTEP
MapKeTHHT1

MapkeTHHT UHHOBAIIMOHHOW MPOAYKIIUU U
ycIyr

Marketing of innovative products and services

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary

OHepKacINTIK MapKETUHIKE Kipicre.

Yiteimaapaarsl caThil aty (QyHKIUSIIapbl —

BBC,I[CHI/IG B HpOMBIIlIJ'ICHHBIﬁ MAapKCTHHT.
q)yHKI_[I/II/I 3aKYIIKHW B OpraHu3aluiax —

Introduction to Industrial Marketing. Purchasing
functions in customer organizations. New
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TarcChIPbIC Oepymriiep. Carpin any
onepanusiapblHa acep eTeTiH XKaHa
TEXHOJOTHsIap. OHEpPKOCINTIK oOpTaza CaThII
almy  mporeci.  OHEpPKOCINTIK  HAPBIKTHIH
MapKETUHITIK MYMKIHJIKTepiH Tanjay.
OHEpKOCINTIK ~ HApBIKTapIbl  MapKETUHITIK
3epTTey. OHEPKOCINTIK CErMEHTTEY HapBbIK.
OHEpKICINTIK MapKETUHT KelIeHi.OHEePKACINTIK
Oemy eHIMIEp MEH Tayap  KO3FaJbICHI.
KocimopeinHbIH Oara cascaTbl. MapKETHHITIK
KOMMYHHUKausiaap. OHAIPICTIK yHbIMAApIbIH
MapKeTHHITIK  Oackapmachkl.  ¥HBIMIACTHIPY
TYpiepi MapKETHHT OeniMIIenepiHiy
KYPBUIBIMBL. MapKeTHHITIK )KocTapiay.

3aKa3uuMKoB. HOBBIE TEXHOJIOTHMU BIHSIOLINE
Ha 3aKynoussle onepanuu. [Iponecc nokynku
B IPOMBIIIJIEHHON CpeJie.

AHanu3  MapKETHHIOBBIX  BO3MOXHOCTEH
MPOMBIIUIEHHOTO pPbIHKA. MapKEeTUHIOBbIE
HCCIEOBaHUsI  NPOMBILIJIEHHBIX  PBIHKOB.
CermMeHTHpOBaHUE IMPOMBILIJIEHHOIO PBIHKA.
Kommiekc NpoMBIIIIEHHOTO  MapKeTHHTa.
Pacnpenenenre mpOMBIIUIEHHBIX HTPOAYKTOB
U ToBapoiaBwkeHus. LleHoBasg moIUTHKA
npeanpusiTus. MapkeTUHTOBbIE
KOMMYHUKalIUU.MapKeTUHIOBOE yIIpaBlIEHUE
BIPOU3BOJICTBEHHBIX OpraHu3alusax
PazHoBUAHOCTH OpPraHM3alMOHHBIX CTPYKTYP
MapKETUHT OBBIXTIOApa3AeICHUH.
MapKkeTHHroBo€ IJIAaHUPOBAHHE.

technologies affecting purchasing operations. The
buying process in an industrial environment.
Analysis of the marketing opportunities of the
industrial market.Marketing research of industrial
markets.  Segmentation of the industrial
market.Industrial marketing complex.Distribution
of industrial products and goods movement.Pricing
policy of the company. Marketing
communications. Marketing management in
production organizations. Types of organizational
structures of marketing departments. Marketing
planning

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaesa K. A.

VrebaeBa JK.A.

‘ ToosutoB K.T.
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Onoipicmix meneoyncmenm | Ipouzsoocmeennviii menedncmenm/ Production management

Oky maxcamut | Yueonasn uean/Purpose

OHIIpiCTIK MEHEPKMEHTTIH MOHI, MOHI )KoHE
EpeKIIeNKTepl Typajbl TEOPHUSUIBIK OLTIMIL
KQJIBIITACTBIPY. OHEPKACINTIK KOCIMOPBIH I
Oackapymarbl MCEHEDKMEHTTIH 3aMaHayu
smicrepiMeH TaHBICY.OHIIPICTIK
YUBIMAAPABIH KbI3METI Typajbl TaJaMaJbIK
MaTepHaapasl Jaiibianayaa Jlarnpuiap MeH
KY3BIPETTEP/Il 1aMBITY .

@OopMUPOBAHUE TEOPETUUYECKUX 3HAHUU O
CYIIHOCTH, 3HAYE€HUM HM  OCOOEHHOCTIX
MPOMBILUIEHHOTO MAapKEeTHUHra. 3HAKOMBCTBO C
COBPEMEHHBIMH METOJaMH MEHEI)KMEHTa B
yIIpaBJICHUU MIPOMBIIIEHHBIM
npeanpuarueM.  Pa3BuTue  HaBBIKOB U
KOMIIETEHLIM B MOJATOTOBKE AHAIUTHYECKUX
MaTepuaioB 0 JIeSITeNIbHOCTH
MPOU3BOACTBEHHBIX OpPraHU3aLUH.

Formation of theoretical knowledge about the
essence, meaning and features of production
management. Introduction to modern management
methods in the management of an industrial
enterprise .Development of skills and competencies
in the preparation of analytical materials on the
activities of production organizations.

OKbimy

Hamuoceci | Pezynomamot 00yuenus | Learning

outcomes

Kypersl CoTTI KeliH
olriMmanymbLIap:

- OINpe/ieuTe TEOPETUYECKUE KOHLEMIINU
HPOMBIIIJICHHOTO MapKETHHI'A;

- OHJIIPICTIK Kocmapiapabl d3ipieyal KOHE
olapAbpl iCKe achIpyAbl JKY3e€re aceipa
OTBIPBIN, OHAIPICTIH HAKThl OOBEKTUIEpIHJIE
o3 OlmiMIepiH pacTay;

asiKTaraHHaH

- eHOEKTI YHBIMIACTBIPY/bl JKETUIAIpy OOMBIHIIA [

ic-1apaapbl 93ipJiey JaFabliapbiHa ue 00y,
OHEPKICINTIK OHAIpicTI 0ackapy canachbIiHaa,

KYMBIC npoIecTepiH YHBIMIACTBIPYIbIH
TEXHOJIOTHSITBIK HeTi3aepi Moceenepine
JMaFapUIapael  KOJAAHy, — OHAIpicTe  €HOEeKTi

BIHTAJIAHJIBIPY KYpaJIJapblH MEHIEpY.

IMocae ycmemHoro
o0yuaromuecst OyayT:
—OIpeNIeNIATh  TEOPETUYECKHE
MNPOMBIINIJICHHOI'O MApPKETUHT A,
—IMOTABCPIKAATh CBOU 3HAHUA Ha KOHKPETHBIX
00BEeKTax MIPOM3BOJICTBA,  OCYIIECTBIISAA
pa3paboOTKy NPOU3BOJICTBEHHBIX TUIAHOB U
UX peanu3anuio;

3aBeplIeHHs]  Kypca

KOHIICTIITUH

NOATBEPKIaTh 3HAHHUA B  pa3paboTke

MEpOMPUSITHH 110 COBEPIICHCTBOBAHUIO
OpraHu3aly TPYIa;
— [IPUMCHSATDH HaBBIKHN B oOactu
ynpaBiaeHUs MIPOMBIIIICHHBIM
MPOU3BOJICTBOM, B BOIIpOCax
TEXHOJIOTHNYECCKUX OCHOB OopraHnmsanuvu
pabounx MIPOIIECCOB, BIIA/ICTh
WHCTPYMEHTaMH  MOTHMBaLMU TpyJa B
IIPOU3BOJICTBE.

After successful
students will be:
- understand the theoretical concepts of production
management;

- implement their knowledge on specific
production facilities, developing production plans
and implementing them;

- have the skills to develop measures to improve
the organization of work;

- be competent in the field of industrial production
management, in the issues of technological
foundations of the organization of work processes,
possess tools for motivating labor in production.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MHHOBaIUSIBIK MCHCI>KMCHT

‘ HNuHoBanmmoHHBIN MEHEI)KMEHT ‘

Innovation management

Kypcmuiy Kbickawa mazmynst | Kpamkoe cooeporcanue kypca/ Course summary
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KocimopsiH eHIIIpicTIK KYyie KOHE OHIIPICTIK

MEHE/DKMEHT OOBEKTICI peTiHe.
OHIipicTiK
KYHEHIH pECYpPCThIK KYpaMbl
JKOHE
KOCITTOPBIHHBIH TEXHUKAJBIK-OHIIPICTIK
Oa3achl.
OupipicTi Oackapy JKyHeci.
Onnipicrti

)ocnapJiiay. OHIM, OHBI KYpy JKOHE ©HJIpICTI

TEXHOJOTUAIIBIK JMadbIHAAY.

OHIipicTiK

nporecTep/ai YHBIMAACTBIPY
Heri3aepi.

OHpuipicTi Jkexen Oackapy. OHIMII OTKI3yIi
Oackapy. Onnipicke KeikTik KbI3MeT KopceTy/ii
Oackapy.

[Ipennpusitue Kak MIPOU3BOJACTBEHHAs
cucteMa W OOBEKT  MPOMBIIUIEHHOTO
MapKeTUHrAa. PecypcHblii COCTaB
MPOU3BOJACTBEHHON CHUCTEMBl M TEXHHUKO-
MPOU3BOACTBEHHass  0a3a  MPEaNpUsITHUS.
Cucrema  ympaBi€HHs]  IPOU3BOJCTBOM.
[InanupoBanue npousBoactBa. [Ipoaykr, ero
CO3/laHUE M TEXHOJIOTHYECKas IOArOTOBKA

MIPOU3BOJCTBA. OcHOBBI OpraHu3aiuu
MIPOU3BOACTBEHHBIX IIPOLIECCOB.
OneparuBHOE ynpaBieHUE IPOU3BOJCTBOM.

VYupasnenue cOBITOM IPOAYKLIHH.

VnpaBieHue TPaHCIOPTHBIM OOCIYXHBAHUEM
IIPOU3BOJICTBA.

An enterprise as a production system and an object
of production management. The resource
composition of the production system and the
technical and production base of the enterprise.

Production management system. Production
planning. The product, its creation and
technological preparation of production.

Fundamentals of the organization of production
processes. Operational management of production.
Product sales management. The management of the
transport service production.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

VrebaeBa XK .A.

VYrebaena JK.A.

Too6sutoB K.T.
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