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Kipicne

DONEeKTUBTI TMOHAEP KaTajlorbl OKBITYABIH KPEAUTTIK >Kyikiecl OOHbIHILIA
KYpacThIpbLIaAbl. DJEKTUBTI TOHJIECP KaTalorbl >KYWEJIEHTeH TaHaay OoubIHIIA
MIOHJIEP TI3IMIH JKOHE OJIapJIbIH KbICKA CHUIIaTTaMaChlH KapacThIpabl.

CTyaeHT MaMaHIBIKTapAbIH  MIHJIETTI  KOMIIOHCHT/)KOFapbl OKY  OpHBI
KOMIIOHEHTIHIH  TQHJIEPIH MEHI'epyMEH Karap, YCBHIHBUIBI OTBIPFaH TaHjaay
OOMbIHIIIA MTOHIEPIl TaH IaIl alTybl THIC.

DJIeKTUBTI TIOHJEPAl TaHjaayFa d/Baiizep keHec Oepeni. CTyneHT dJBailzepMeH
Oipiece OTBIPBIN, CTYACHTTIH KEKE OKY >KOCIApPBhIH KYPY VIIIH MOHAEPre Ka3bLIy
HBICAHBIH TOJITBIPAIBI.

Kypmerti cryaentrep! binim Oepy TpaeKTOPHUSCHIHBIH O1pTYTACTHIFBIHBIH
ovnacTeipputysl  Ci3miH Oonamrakta MamaH peTIHIAE KOCIOM JalbIHIBIFBIHBI3ABIH
JIEHrel1He bIKIAJ €TETIHIH €CTE CaKTaybIHbI3 KEpPEK.

Beenenue

[Ipu xpemnutHOM  TexHomoruu oOOy4deHHUS  pa3pabaThIBacTCsl  KaTajor
AJNIEKTUBHBIX JAWCLUIUIMH, KOTOPBIA MpeACTaBIseT COOOH CHCTEMAaTH3UPOBAHHBIN
nepevYeHb NUCHUIIMH KOMIIOHEHTA 10 BBIOOPY M COAEPKUT KpPAaTKOE UX ONHCAaHUE.

Hapsiny ¢ u3ydeHueMm IUCUMIUIMH 00SA3aTEIbHOIO / BY30BCKOIO KOMIIOHEHTA,
CTYACHT JJOJLKEH BbIOpATh AJIs U3y4EHUS AUCHUILIMHBI KOMIIOHEHTA 10 BBIOODY.

Koncynberanuu mo BeIOOPY JIEKTUBHBIX AUCIMIUIMH JAeT 3/Baii3ep. Bmecre ¢
HUM CTYACHT 3amnojHseT (opMy 3aluCH CTYIAEHTOB Ha JUCHUIUIMHBI IS
cocrapnenus YT (uuauBuyanibHOrO yueOHOTr O T1aHa).

VBaxkaemble cTyneHTbl!! BaXHO DOMHUTb, 4YTO OT TOro, HACKOJBKO
MpPOJIyMaHHOW M I1eJocTHOU Oyner Bama oOpa3oBaTenbHas TPAeKTOPHS, 3aBUCUT
ypoBeHb Barieit mpogeccnoHanbHON MOATOTOBKH, Kak OyIyIIEero CrenuaiiucTa.

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.



CemecTp 00iibIHIIA 2JIEKTUBTI MOHAEPi 0oy /

Pacnpenesienue 3JIeKTUBHBIX JUCHUIUINH 1o cemecTpaMm / Distribution of elective

courses by semester

Kpenutrep | Akanemus
cadsl / JIBIK
Koxa-Bo Ke3eH/
[TonHin aTaysl / HaumenoBanue nucuuruimabl /Course name KpeauToB/ Axkan
Number of | mnepuon/
credits Academic
period
DKOIIOrus KoHE TIPIILTIK Kayinci3airi / Dkomorus u 6e30nacHOCTb 3) 3
xu3HenestenbHocTH/ Ecology and Life Safety
KyKBIK oHe chiOaiiac s)KeMKOPIIBIKKa Kapchl MosieHHeT Herizaepi / OCHOBBI
IpaBa U aHTUKOPPYHLMOHHOW KyibTypsl / Basics of Law and Anti-
Corruption Culture
OKOHOMUKA JK9HE KICIIKepIik Heri31epl/ OCHOBBI 3KOHOMUKH U
npeanpuHuMarenbcTBa/ Basics of economics and business
Kembacmbuibik Heriznepi / OcHoBbl uaepcersa / Basics of Leadership
bara opuary / llenooGpa3oBanue / Pricing 5 4
Crpaterusuiblk xxocnapiay / Ctpaternyeckoe rnjiaHuponanue / Strategic
planning
Ketepme-6emnmiek cayna/OnToBo-po3nnynas Toprosist/ Wholesale and retail 4 4

trade

ArpoOun3HECTIH SKOHOMUKAJIBIK HeTi3/1epl / DKOHOMUYECKUE OCHOBBI
arpobusneca / Economic bases of agribusiness

Kocvimwa 6inim depy 6azoapnamacwt (Minor) / /lononnumensvhasn oopasoeamenvHas npozpamma

(Minor)

Minor
Hucuunnmna 1 5 4
JucuumirHa 2 5 5
Mepuennaiisuar/Mepuennaiizuar/Merchandising 3) )
XKocnaprnay xyiieci /Cucrema muanuposanus/ Planning system
bencenai caty TexHukachl/TexHUKa aKTUBHBIX Mpoaax/Active sales 5 5
technigques
KomMmeprusbik MmeHemxmMeHT / Kommepueckuii MenemxkmenT / Commercial
Management
busnecrti yitbimaacTeipy/Opranusanus 6uzHeca/ Business Organization 5 )

backapymbuibIK mienrmaepai a3ipiey / Pazpaborka ynpaBieHYECKUX
pewenuii / Development of managerial decisions

Kocvimwa 6inim depy oazoapaamacwr (Minor) / /lononnumensnan oopazosamenbnan npozpamma

(Minor)

Minor
JAucuuminza 3 5 5
Jucuumniuna 4 5 6
VHHOBaNMSUIIBIK OHIMAEP MEH KbI3METTEp MapKeTHHT1/ MapKeTHHT 5 6
WHHOBAIIMOHHOU Ipoaykuuu U ycrmyr/ Marketing of innovative products and
services
MNuHoBanusaaslk MeHeKMEHT / THHOBAaIMOHHEBIN MeHepkMeHT / Innovation
management
Bponaunr/bpanauar/Brending 5 5

[Tepconanael 6ackapy / Yrpasienue nepconanom/ Personnel management
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MapkeTtuHrTik Tannay / Mapkerunrossiii anaims/ Marketing analysis

backapymibuiblk Tanmay / YnpaeineHueckuit anaims / Managerial analysis

Jlorucruka /Jloructuka / Logistics

CrpaTterusublK MEeHEIKMEHTTIH Heri3aepi / OCHOBBI CTPATErMueCcKOro
MeHemkmenTa / Fundamentals of strategic management

KpI3mer kopceTy canacblHbIH MapKeTHHT1/ MapKeTHHT cdepsl yeIyr
/Service sector marketing

bacekere kabinerTinirin 0ackapy/ YnpaieHue
KOHKYpeHTocrocoOHocThI0/Management of competitiveness

WnTepuer-mapketunr / Untepuer-mapketusr / Internet Marketing

MapkeTHHTTer1 aKImapaTThIK xKyienep MeH Moaenbaey/ MadopmarmonHsie
CHCTEeMbI U MozienupoBaHue B MapkeTunre / Information systems and
simulation in marketing

Tpeiin - mapkerunr / Tpeiia -mapketunr / Treid -marketing

Event-mapketunr/Event-mapkerunr/Event-marketing

CrpaTerusuiblk MapkeTrHr / CTpaTernyeckuii MapkeTHHr / Strategic
Marketing

Arpomapketusr / Arpomapketusr / Agromarketing

OmnepkacinTik MmapkeTuHr/IIpomsinuiennslii Mmapketunr/Industrial Marketer

Onpipictik MeHemxkMeHT / [IponsBoacTBeHHbIN MeHepKkMeHT/ Production
management




1 2 kypc cTyaeHTTepiHe apHAJFAH 3J1eKTUBTIK MIHJAEP / JIeKTUBHbIE TUCHUILIHHBI AJs cTyaeHToB 2 Kypca/ Elective

subjects for 1st year students

Ixon0zun scone mipwinix Kayincizoizi / Ikonocus u dezonacnocms ycuznedeamenvnocmu/ Ecology and Life Safety

OKy maxcamul / Yueonasa yenn/ Purpose

Texnocepa MeH  Taburm  dKOXKYHenep
KBI3METIHJIET1 KayilTl JKOHE TOTEHIe KayinTi

dopMupOBaHUE 3KO3ALIMTHOIO MBIIUIEHUS U
CIOCOOHOCTH NPEAYNPEKIECHUS OMNACHBIX U

The formation of eco-protective thinking and the
ability to prevent dangerous and emergency

KarJaimapaa  eckepTy —KaOiuierTepi  KoHeE | Upe3BBIYAHBIX CUTYyanui B | situations at the functioning of natural ecosystems
HKOKOpPFay OWJIay/bl KaJIBIITACTBIPY (yHKLIMOHUPOBAaHUU MPUPOAHBIX dKocucTeM U | and the technosphere
TEXHOC]EpHI

Oxbimy naomuoiceci / Pezyiomamut o6yuenus | Learning outcomes
Kyperbl  corri  askraranHaH  keiiin | [Tociie  ycmemmnoro 3aBepmenusi Kypca | After successful completion of the course,
oiiManymbLiap odyvaroumecs OyayT students will be
-9KOJIOTHSHBIH, TIPUIUTIK KayilCi3airi MeH | - MOHMMAaTh OCHOBHBIC KOHIIEHIIMU dSKoyorud, | - understand the basic concepts of ecology, life
TYPaKThI JaMyIbIH Herisri | 0e300acHOCTH xusHenestenbHocty, | safety, sustainable development; social and
TYXKBIPbIM/IaMaJIa PhIH, AQHTPOIMOTEH/IIK | YCTOWYHBOTO pa3BUTHS, conuajpHO- | environmental consequences of anthropogenic
KBI3METTIH QJIEYMETTIK-3KOJOTHSUIBIK, | 9KOJIOTHYECKHE TOCICACTBHSI aHTPOIOreHHOM | activities;

CaJIapblH TYCIHY;

-ONapJbIH  JKaM-KYHIHIH KayinTi JeHTeHIHIH
TYBIHJIAYBIHBIH QJIJIbIH ally YVIIiH TaOWFU KOHE
TEXHOTEHJIK  JKyWelnepaiH  JaMybl  MEH
OPHBIKTBUTBIFBIHBIH 3epIeIICHT ¢H
3aHIBUIBIKTAPBIH KOJIJIaHY;

- iICKe aChIpPBLIFaH JKOHE BIKTUMAJI KayilnTepaiH
TEpIC 9CEpIH MKOHE OJIApAbIH JIEHI€HJIEepiH,
AHTPOIIOTEH/IIK KBI3MET TOYEKeINAepiH Oaramay;
- TexHoc(epaHblH KayilCI3AIriH  apTThIPY
OOWBIHIIIA iC - Mapaapabl kKocmapiay;

-63 OETIHIIIE )KYMBIC 1CTeYy, KOMaHaaaa KYMbIC
icrey, memiM KaObuimay, ChIHM — Oijay,
nUQPABIK KOHE aKMmapaTThIK-KOMIBIOTEPIiK
TEXHOJIOTHSsUIAPIbI  KOJIAaHy,  aKIapaTieH
JKYMBIC 1CTey JaFAbUIapblHa ue 00iy.

JeSITENbHOCTH;

- IPUMEHATb W3YyYEHHBIE 3aKOHOMEPHOCTH
pasBUTHs U YCTOMYMBOCTH HPUPOIAHBIX U
TEXHOTE€HHBIX CHUCTEM [UIS MpEeaylpexICHUS

BO3HHNKHOBCHMU A OIIaCHOI' o YPOBHA ux
COCTOSIHMS;

- OLICHMBAaTb  HEraTMBHOE  BO3JEHCTBHE
peaiM30BaHHBIX n NOTCHIUMAJIBbHBIX
OIIACHOCTEN U UX  YpPOBHH, pUCKU

AHTPONOT€HHOU JIESITENbHOCTH;

- TJIAHUPOBATh MEPOIPHATHS O TMOBBIIICHUIO
0€30MacHOCTH TeXHOCHEPHI;

- 0071a/1aTh HABBIKAMH CAMOCTOSATEIbHON
paboThl, pabOTHI B KOMaH/JI€, IPUHATHS
pelieHui, KPUTUIECKOT O MBIIILJICHUS,
IpUMeHEeHUs IUPPOBBIX U HHPOPMAIIOHHO-
KOMIIBIOTEPHBIX TEXHOJIOTHH, pabOThI C

- 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.
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‘ uHbopmarueii.

Kypcmouiy Kvickawa mazmynot / Kpamrkoe cooeparcanue kypca / Course summary

Aytakonorus. Jlemdkonorusa. CHHIKOJIOTHUA.
buocdepa-Hoochepansik KOHILICTILIHSICHI.
Taburu pecypcTapbl >KOHE OJapabl THIMII
naiiganany. Kaszipri »xahaHIbl 3KOIOTHSIIBIK
KOHE OJICYMETTIK -IKOJOTHSIIBIK MOcelenep.
Kopmiaran opra JkoHE TYpakThl JaMmy.
Kazakctan TypakThl aamy >xoibiHAa. JKachur
9KOHOMHKA. Komaitnst TOyEKEeINIIH
KOHIICIIIUICHI. KayinTi JKoHe SHUSHIEI
(bakTopaapabiH KikTenyl. TereHuie xaraainap
KE31HJIeT1 1C-KUMBLIIAp PETTIri

Aytakonorus. Jlemdkonorus. CHHIKOJIOTHS.
Buocdepro-noochepHas KOHLICTILIUSL.
[IpuponHbie  pecypcsl U pallMOHAIBbHOE
IPUPOJOIOIb30BAHUE. I'noGanbHBIE
9KOJIOTUYECKHE M COLUATbHO-IKOJIOrHYECKHe
npoOiiembl  coBpeMeHHOCTH.  Okpyxkaromas

cpena u ycroiuuBoe pasBurue. Kazaxctan Ha
OyTH K YCTOWYMBOMY pa3BUTHIO. 3eJeHas
SKOHOMHKA. KoHuenuus nmpuemsieMoro pucka.
Knaccudukanust  omacHbIX W BPEAHBIX
(bakTOpOoB. [Topsanox JIENCTBUI npu
Ype3BbIYANHBIX CUTYALUSIX

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.

Bazoapnama scemexwici / Pyxoeooumenv npozpammut | Prog

ramme manager

Kokymesa 3.I"

Koxesaukos C.K.

Koxesaukos C.K.




KYKbIK orcane coloaiinac sncemMKopaviKKa Kapcol maoenuem necizoepi / Ocnoévl npaga u anmuKoppynuyuonnou Kyavmypul / Basics of Law and

Anti-Corruption Culture

Oky makcamuwt / Yueonasa yenv/ Purpose

Cpi0aiinac  KEMKOPJIBIKKa Kapchl 1C-KUMBLI
OOWBIHIIIA KYKBIKTBIK OLTIM MEH a3aMaTThIK
YCTaHBIM XKYHECIH KAJIBIITACTBIPY.

CdopmupoBaTh crcTeMy NpaBOBBIX 3HAHHHU H
rpakIaHCKOM IO3UIMU MO IMPOTUBOJIEHCTBUIO
KOPPYIILIUH.

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

OKbim

y Hamuoiceci / Pesynomamot o0yuenus / Learnin

outcomes

Kypcrsl CITTI KeliH
oiriManymbliIap

-KazakcTanHBIH KOJIIaHBICTAFbI

3aHHAMaCbIHBIH HET13r1 epexerepiH,
MeMaeKeTTIK Oackapy OpraHJIapbIHbIH
JKYHECIH, COHMaii-aK chlOaiiac KEeMKOPJIBIKKA
Kapchl 1C-KHUMBLIJIBIH MOHIH, ce0OenTepi MeH
HIapajiapbiH TYCIHETIH O0aabl;

-OKHMFajiap MEH OpEKeTTeP/Ii 3aH

TYPFBICBIHAH TaJIalIbl;

-HOPMATHUBTIK aKTiJaep/i KOJAaHy,

COHJIali-aK chI0aiiac KEMKOPJIBIKTBIH aJIbIH

assKTaraHHaH

aMyIblH  PYXaHU-QJIaMTepIIUTIK  TETIKTepiH
KOJIZIaHA/IbI;

-MEHrepyl THiC: TYpJl KyXKaTTapFa KYKBIKTHIK
Tangay oOKYprisy  JlaFabulapel,  cblOailiac

KEMKOPJIBIKKAa KAapChl MOIEHHUETTI XKETUIAIpY
JIaF IbLIapHI;

-63 OMIpiHJE ChIOANaC KEMKOPJBIKKA KapChl
KYKBIKTBIK O1JTIM/Ti KOJI/IaHY;

-0inyre THic: chlOalIac »XEMKOPJBIKTHIH MOHI
JKOHE OHBIH maiima Ooiry cebentepi; chiOaiac
KEMKOPJBIK KYKbIK OY3YLIBUIBIKTap  YIUIH

MOpAJIBABIK-aIAMT€PIITIK  KOHE  KYKBIKTBIK
JKayarKeplIUliK mapaiapsl;
-MEHrepyi KEepeK: MOPAJIbJIBIK caHa

KYH/IBUTBIKTAPBIH 1CKE aChIpy *OHE KYHAEIIKTI

Ilocae ycnmemHoro 3aBepuieHMsi Kypca
oOyuarommecs Oyayr

- MMOHUMATh OCHOBHEIC ITOJIOXKEHHS
JIEHCTBYIOIIETO 3aKOHOJATEILCTBA
Kazaxcrana, CUCTEMY OpraHoB
rOCyJIlapCTBEHHOT'O  yMpaBJEHHUS, a TaKxke
CYIIHOCTb, MPUYHHBI H Mepbl
MPOTUBOACHCTBUS KOPPYIIUU;

- aHAJIM3UPOBATH COOBITUS W EHCTBUSI C TOUKH
3peHMs TIpaBa,

- TMPUMEHSTh HOPMATHUBHBIE aKThl, a TaKKe
3aJIeMiCTBOBATh JIyXOBHO-HPABCTBEHHbIE
MEXaHHU3MBbI TPEAOTBPAICHUS KOPPYIILINH;

- BJIQJICTh HaBBIKAMU BEIEHUS MPABOBOIO
aHallM3a Pa3IMYHBIX JTOKYMEHTOB, HaBbIKAMH
COBEpUICH CTBOBAHHUS AHTUKOPPYIIIMOHHOM
KYJbTYPHI,

- NOPUMEHATh B CBOEH KU3HEAECATEIbHOCTH
MIPaBOBbIC 3HAHUSI TPOTUB KOPPYMIIUH;

- 3HaTh CYIIHOCTh KOPPYIILIMHU U MPUUYUHBI €&
MIPOUCXOXKICHUS; Mepy MOpajbHO-
HPaBCTBEHHOM W MPAaBOBOW OTBETCTBEHHOCTH
3a KOPPYILIMOHHBIE IPABOHAPYIIICHUS;

- peanu3O0BBIBATh I[IEHHOCTM  MOpPAJIbHOIO
CO3HAHMUS U CJIEAOBATH HPABCTBEHHBIM HOpMaMm
B TIOBCEIHEBHOW TMpaKTHKe, paboTaTh HaL

MOBBIIEHUEM YPOBHS AHTUKOPPYILIMOHHOMN

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,




NpaKTUKaaa  aJIaMIeplIllK  HOpMaJapblH
yCcTaHy;  JkKacTap  apacblHIa  cblOaiiac
KEMKOPJIBIKKA Kapchl MOJICHHET JCHICHIiH
apTTHIPY OOMBIHIIA KYMBIC JKacay.

KYJBTYpPbI B MOJIOJAEXKHOU Cpele.

Kypcmuiy kbickawa mazmynot / Kpamkoe codepicanue kypca / Course summary

Memieker neH KYKBIKTBIH HETI3r1 YFhIMIApbl
MeH KaTeropusuiapbl. KYKBIKTBIK  KapbIM-
KateiHacTap. KP KOHCTHTYIUSIIBIK KYKBIFBIHBIH
Herizaepi. KP OKIMIIUIIK JKoHE KBIJIMBICTBIK
KyKblK Herizgepi. KP  AzaMaTTbIK  KYKBIK

Heri3aepi.

"Cei0aiinac KEMKOPJIBIK" YFBIMBIHBIH
TEOPUSIIBIK-9/[iCHaMaJbIK Heri3aepi. Cribaiinac
KEMKOPJBIKKA  KAapChl  IC-KUMBIT  IIApThI
PETiIH/IE KAa3aKCTaHJIbIK KOFAMHBIH OJICyMETTIK-
DKOHOMHKAJBIK  KATBIHACTAPBIH  KETUIIIPY.
Cri0aiinac AKEMKOPIIBIK MiH€3-KYJIbIK

TaOUFATHIHBIH TICHXOJIOTHSIIBIK €PEKIIETIKTEpI.
Cri0aiinac KeMKOPIBbIKKa KapChl MOIEHHETTI
KanslnTacTelpy.  Cplibaiinac  KEeMKOPJBIKKA
KApChl 1C-KUMBLIT MAceJIeNIepiHIe MEMIIEKET eH
KOFaMJIBIK YHBIMIAPJIBIH ©3apa 1C-KUMBLIHI.

OCHOBHbBIE MOHATUS U KATErOPUHU TOCYIapCcTBa
u mnpaBa. IlpaBoBeie oTHOIIEHUSA. OCHOBBI
KoHcTUTynHoHHOro mpaBa PK.  OcHOBBI
aJIMUHUCTPAaTUBHOIO U yroyioBHoro npasa PK.
OcHoBbI rpasxaaHckoro npasa PK.

TeopeTnko-MeTon0I0rNYeCKHe OCHOBBI
HOHATUS «xoppynuun». CoBeplIeHCTBOBAHHE

COLMAJIbHO-PKOHOMUYECKUX OTHOLICHUH
Ka3axCTaHCKOro  oOIliecTBa Kak  YCJIOBHS
IPOTUBOJEHCTBUIO KOPPYILHH.
[Icuxonorunueckue OCOOEHHOCTH  IPHUPOJIBI
KOPPYILIMOHHOIO MoBeneHus. PopmMupoBaHue
AHTUKOPPYIIIMOHHOM KYJbTYPBHI.
Bzaumoneiicteue rocyzapcraa 51
OOIIECTBEHHBIX  OpraHM3aliii B BOIpoOcax

IIPOTUBOECHCTBUS KOPPYIILIHH.

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 sncemexuwiici / Pykosooumenwv npozpammer | Programme manager

Bbanitacoa M.K.

‘ Ay0akuposa 3.b.
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IKoHOMUKA dHcIHe KIacinKepiK Hezi30epl/ OcHoebl IKOHOMUKU U npednpunumamenscmea/ Basics of economics and business

Oxy makcamol / Yueonan uenwv/ Purpose

CanayatTtbl 3KOHOMHUKAJIBIK OMIBI,
OocekenecTik  opraaa KOCITOPBIHIAPIBIH
TaOBICTHI KOCIMKePIIiK KBI3METIH
YUBIMIACTHIPYABIH TEOPHSITBIK KOHE

TOKIpUOECIIK JaFAplIapbIH KAJIBIITACTBIPY.

dopMupoBaHHE  HKOHOMHYECKOro  oOpasza
MBIIIJICHUSI, TCOPETUYECKUX M IPAKTUYECKUX
HaBBIKOB OpraHu3aluu YCIEIIHON
IIPEAI PUHUMATEILCKON JEeSTEINbHOCTH
NpEeINpUsITUN 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

Oxvimy naomuoiceci / Pezyiomamut o0yuenus / Learning outcomes

KypceThl asKTaFraHHaH KeHiH CTyJAeHTTep
MeHrepeni

- Kas3ipri 3aMaHfbl SKOHOMHKA TPUHIIUITEPI
MEH  3aHJIBUIBIKTApIbIH  KbI3MET  CTUIYiH,
SKOHOMUKAJIBIK KaTeropusyiap, MHKPO KOHE
MaKpOJeHT eiIeri YFBIMIBIK aTmapaTThl
TYCIHE];

- 3KOHOMMUKAJIBIK JKaFaah bl TaJIai/Ibl;

- KOCINKEPJIK KBI3BMETTIH OChl HeMmece Oacka
TYpJIEpiHiH 0a3ajbIK MpoIecTepin Oenrineimi;

- TaOBICTBI KACIMKEPIIIK KBbI3METIHE MiHE3/IeMe
Oepeni;

- OM3HEC-KOCTAP/Bl KYPaJIbl ’KOHE YChIHAIBI;

- ajraH OuriMIepiH mNaigansl KOCIMKEPIIiK
KBI3MET YIIIiH KOJIIaHAa/IbI,

- KOCIMKEPIIK KbI3METTI SKOHOMHUKAJIBIK JKOHE
QJIeyMeTTIK 0ackapy cajachlH/a AYPbIC IIELIIM
KaObuIIal anaibl.

IMocae 3aBepieHUst Kypca o0y4aonmuecst

oynyr

- INOHMMaTh  MPUHUMIBI U 3aKOHBI
(GYHKIIMOHUPOBAHUS COBPEMEHHOU
JKOHOMHUKH,  JKOHOMHMUYECKHE  KaTEeropud,
NOHATUMHBIA ~ anmmapar Ha  MHKpO- U
MaKpOYpOBHSIX;

- AHAJIM3UPOBATH SKOHOMHUUYCCKYIO CUTYallUuIO,
- BBIICIIATDH 0a30BEIE mpoueccol TOI'oc MM

WHOTO BUJA MPEAIPUHUMATEILCKOU
JEATEIIbHOCTH;
- J1aBaTh  XapaKTepPUCTHKY  YCIEHIHOCTH

IPeAN PUHUMATENbCKON ASSITENbHOCTH;

- COCTaBJISATh U MPE3EHTOBATh OM3HEC-TUIAHBI;

- [pPUMEHSTh IMOJIyY€HHBblE€ 3HAHUSA Ui
IIOCTPOECHUS pUOBLILHOM
IPEAN PUHUMATENBCKON ASSITENIbHOCTU
-IPUHUMATh MPAaBUIIbHBIE PELIEHUs B 00JIACTH
9KOHOMMYECKOI'0 U COLMAJIbHOIO YIpPaBJICHUS
Ipea pUHUMATENbCKON 1eATENbHOCTH

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 kvickawa mazmynst / Kpamkoe cooepacanue kypca / Course summary

DKOHOMUKA KbI3MET €TYiHIH ipreii Mocemnenepi.
Kamuran. CypaHbIC TI€H YCBIHBIC HapBIFHI.
bacekenecrik xoHe MoHomoius. Kacimkepiik:
TYCiHITi, MOHI, HETI3Ti  Typiepi KoHE

@DyH1aMEHTaIbHbIE poOIIeMBI
(GyHKIIMOHUpPOBaHUS 3KOHOMHUKH. Kamuran.
PeiHok Cropoc m npennoxenue. KoHkypeHIus
U MOHOMNOJIUS. IIpennprHUMaTENbCTBO:

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

11




YHBIMIACTBIPY HBICAHIAPBHI. Kocinkepiik

KbI3METTEeri  Toyekemaep.  KomMmeprusibIk
KY[dsi ~ KOHE OHBI  KOpFay  Tocuimepi.
Kacinkepmix KBI3METTI Kap>KbLUIAHIBIPY.

Kacinkepnik MoieHHET] )KOHE ITUKACHI.

HOHSTHE, CYIIHOCTb, OCHOBHBIE BUABI U ()OPMBI
opraHuzanuu. Pucku B mpeaipuHUMATENLCKON
nestenbHocTH.  KomMepueckas  TalilHa u
crnocoObl  ee  3aumThl. DUHAHCHPOBAaHUE
eI pUHAMATEIbCKON JEeATEIIbHOCTH.
KynpTypa u 3THKa peAnpuHUMaTEIbCTBA.

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

Bazoaprama ncemexwici / Pykosooumens npocpammet | Programme manager

bassurosa 1. A.

‘ Hypaxmerosa I'.C.

bassurosa 1. A.
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Kouwibacwvinwvix nezizoepi / Ocnoeswt 1uoepcmea / Basics of Leadership

OKy maxkcamut / Yueonas yenn/ Purpose

CTYyICHTTEp/iH KeII0aCUIbUIBIK KAaCHETTEp/i, | OBJIaJeHUe CTyAEHTaMH MeTojoiorueir u | mastering the methodology and practice of
CTUIIBAEPAl, KOCIMOPBIH, alilMaK >KOHE JKANIbl | MPAKTHKOM 3¢ (HeKTUBHOTO ynpasienust | effective management of people's behavior and
el JIGHIeHiHIe ocep €Ty omicTepiH THIMJI | MOBEAEHWEM M B3amMojeicTBHeM Jojel | interaction by effective use of leadership qualities,
naiganaHy —apKbpUIBl  aJaMIapiblH  MiHE3- | IyTeM 3¢ (HeKTUBHOTO ucnoss3oBanus | Styles, methods of influence at the level of the
KYJIKBIH JKOHE e3apa OpeKeTTeCyiH THIMII | JIMAePCKUX KauyecTB, CTHIICH, METOIOB BIUsHUS | enterprise, region and country as a whole
Oackapy omicreMeci MeH  TMPAKTHKACBHIH | HA YPOBHE MPEINPUSATHs, PETHOHA M CTPAHbI B
MEHTepy 1[eJI0M

Oxbimy naomuoiceci / Pezyiomamut o6yuenus / Learning outcomes
Kyperbl  coTTi  askrarannaH  keiiin | [Tocae ycnemHoro 3aBepuienusi Kypea After successful completion of the course,
oiiManymbLIap odyvaroumecs OyayT students will be
- OackapynablH  OapiblK  JeHTEeWJIepiHIeri | - MOHMMAaTh CYIIHOCTh M MeTojbl HayuHoro | - understand the essence and methods of the
yibIMIapaarbl  KOUIOACHIBUIBIK MOCENIeIepiH | MOAX0/Aa K TEOPETHYSCKOMY M mpakTtudeckomy | scientific approach to the theoretical and practical
TCOPUSUTBIK ~ JKOHE  MPAKTHKAJIBIK  IICHIYre | PEIICHHIO npobJiem JHEPCTBA B | solution of leadership problems in organizations at
FBUIBIMHA KO3KapacCThIH MOHI MEH OiCTepiH | opraHu3alusx Ha Bcex ypoBHsx ynpasienus; | all levels of management;
TYCIHY; -MCI0JIb30BaTh OCHOBHBIC TCOPUH JjaepcTBa u | - Use the basic theories of leadership and power to

- OackapylIbUIBIK MiHIETTEpAl IMIemry YIIiH
KOMIOACHIBUTBIK ~ TeH  OWIIKTIH  Heri3ri
TEOpUSIIapBIH KOJIJIaHy;

- JKeKe OAachIHBIH apTHIKIIBUIBIKTAPbI
KEMIILUTIKTepiH ChIHU Oaranay;

- YKBIMJIA JKYMBIC ICTEY; QJIEyMETTIK MaHbI3/Ibl
Macesenep MEH YIepicTepll Tajjaay, TOINTHIK
JUHAMHUKA YJEpICTepIH JKOHE KOMAaHJaHbI
KAJIBIITACTBIPY KaruAaTTapblH Oy Heri3iHjae
TOITHIK )KYMBICTHI TUIM/II YUBIMIACTHIPY;
-TYJIFaapaiblK, TOITHIK KOHE
YUBIMIACTBIPYIIBUTBIK ~ KOMMYHHKAITHSITAP/IBI
Tanjgay *oHe jxo0anay

- 1CKepJliIK KapbIM-KaTblHAC JaFibUIapblHAa HE
Oomy; op Typhi Jkarmainapra OaillaHBICTBI
OackapynblH ajayaH TYpJi CTHIBICpIHE WHe
0oy, KemOacIIbUIBIK KAaCHETTepHl 3eprTey

MCH

BJIACTHU JJIs PEILIEHUS YIIPABJICHYECKUX 3a/a4;

- KPUTUYECKH OLIEHUBATh JINYHbIE JOCTOMHCTBA
U HEJJOCTaTKU;

- paboTaTh B KOJUIEKTHBE; aHAJIU3UPOBATh
COI[MAJIbHO 3HAYUMbIE MPOOJIEMBI M MPOIIECCHI,
3 PEeKTUBHO OPraHU30BaATH IPYIIIOBYIO PabOTy
Ha OCHOBE 3HAHMUS IPOLIECCOB TIPYyNIIOBOM

JUHAMUKA W [PUHLMIOB  (OPMHUPOBAHUS
KOMaH/Ibl;

- aHaJIU3UpPOBATh u IIPOEKTUPOBATH
MEXKIUYHOCTHBIE, IPYIIIOBBIE U

OpPraHu3alMOHHBIE KOMMYyHHUKAIIUH

- o0yajmaTh HaBBIKAMHU JICJIOBOT'O OOIICHHS;
MHOTOOOpa3HBIMU CTHJISIMH YIpaBJICHUS B
3aBUCHUMOCTH  OT  DPa3UYHBIX  CHUTYaIlUid;
METOJZaMH W  METOOUKAMHM  HCCJICAOBAHUS
JMUICPCKUX KAueCTB, TEXHOJOTHSIMH Pa3BUTHUS

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

strengths and
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QiCTEpi MEH dJicTeMeliepiHe, KOIOacCIIbIIbIK
KaOlIeTTepli JaMbITYy TEXHOJIOTHUSJIAPbIHA HE
ooy

JUACPCKUX CIIOCOOHOCTEH

Kypcmuiy Kbickawa mazmynvt / Kpamkoe cooepacanue kypca / Course summary

KomoOacmbuIbIKTEIH —~ TaOWFATBl MEH  MOHI.
KemGactibuibik KOHE MEHEKMEHT.
Ke1m6acbUTbIKTRIH TOCTYPIl KOHIISTIHSIIAPhI.
Ker6acbuIbIK ThIH WHHOBAIUSIBIK
KOHLleNIusiapbl. TomnTap, KOMaHAalap >KoHE
KoMaH/1a Kypy. KembacbHbIH 1aMyBbL.
OsrepicTepal  JKy3ere  acelpy  Ke3lHJEri
KembacmbUIbIK. Kemobacmblabik Macenenepi.

[Ipupona u cymHocts nuaepcrsa. Jluaepctso u

MEHEKMEHT.  TpaauuuOHHbIE  KOHUEHMLHHU
JTUJEPCTBA. NuHOBaiMOHHBIE  KOHIIEHIINU
JTUJEPCTBA. ['pynmsbl, KOMAaHIbI u

KoMaH7000pa3oBaHue. PazBuTue munepa.
JlupepcTBO mpU OCYLIECTBICHUU H3MEHEHUM.
[Ipob6siemsl muaepcTBa.

The nature and essence of leadership. Leadership
and management. The traditional concept of
leadership. The innovative concept of leadership.
groups, teams, and team building. The
development of a leader. leadership in
implementing change. The issue of leadership.

bazoapnama sncemexuwiici / Pykosooumensv npoepammer | Programme manager

Ecimxan I'.E.

TobOsutoB K.T.

To6OsutoB K.T.
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baza opnamy / Ilenooopazosanue / Pricing

Oxy makcamul / Yueonan uyenv/ Purpose

binim anymbutapaa MaMaHIbIK OOMBIHIIA K9CI0U
KBI3MET OKYHeciHJae Kasipri KeseHnae Oara
Oenrizey cajlachlHAa TEOPUSUIBIK OiiM  MeH
MPAKTUKAJBIK TaFAbIIapAbl KAJIBIITACTHIPY

dopmupoBaHue y o0y4armuxcs
TEOPETUYECKUX 3HAHMM W TPAKTHUYCCKUX
HaBBIKOB B 00JIACTH I1I€HOOOpa3OBaHUs Ha

COBPEMEHHOM JTane B cucTeme
npodeccroHaIbHON JeATEITLHOCTH no
CIeHaIbHOCTU

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

OKpimy

Hamudiceci / Pezyniomamot 06yuenusn | Learning

outcomes

Kypersi CITTI asiKTaraHHaH Keiin
OiriManymbLiIap:

- Oara Oenriyiey IpOIECiHIH 9/1ICHAMAJIBIK
HETi37IePiH, OKBITBIATBIH KYPCTBIH HEri3r1
CaHATTapbIH TYCIHY;

- Oara OenriyieyaiH opTypJIi SAICTEPIH KOJJIaHY;
Oara Oenrijiey canacblHAaFrbl MAPKETUHITIK
Kypajaap/ bl Nai1ajany;

- Oara Oenriyiey MacesenepiHe KaTbICThI
MapKETUHTTIK MaceNeNep MEeH HaKThl HAPBIKTHIK
Karainapra Tajnjay Kyprisy; oaramapsl
€CenTey1H Ka3ipri 3aMaHFbl TOCUIEpl MEH
TOCI/IEpiH Maiianany; 60ara Oenriiey
caJlachlH/a HIenrimMaep KaObliiayablH HEFypiabiM
YTBIMIBI TOCULAEPIH TaHAAY aFAbICBIHBIH
0omy®l;

- Aypbic Oara mIeImiMiH KaObUIAay YIIiH HAPBIK
KOHBIOHKTYpachIH Oarajayna, YHbIMHBIH
NalIaChlH apTTHIPY YIIiH Oara Oenriiey 9iciH

tanjayna Kysbiperri.

ITocJie ycnemHoro 3aBepuieHusi Kypca
oOyuaronuecst Oyayr:

—TMOHUMATh METO/I0JIOTUYECKHUE OCHOBBI
mpoliecca eH000pa30BaHUsl, OCHOBHBIC
KaTeropuu U3y4aeMoro Kypca;

— IPUMEHSTh Pa3IUIHBIE METObBI
[IEHO00Pa30BaHUS;, UCIIOIB30BATh
MapKETHHTOBbIC HHCTPYMEHTHI B 00JIaCTH
1IEHOO0Pa30BaHNUS;

— UMETh HABBIKU TIPOBEICHHSI aHATN3a
MapKETUHTOBBIX MPOOTIEM U KOHKPETHBIX
PBIHOYHBIX CHTYaIli, KaCaOIIMUXCS BOPOCOB
1IeHO00pa30BaHus; UCIOIb30BaHUS
COBpPEMEHHBIX MPHEMOB U CIIOCOOOB pacuera
1IeH; BbIOOpa Hanbosee paluoHaIbHBIX
Croco0O0B MPUHATHUS PELIEHUH B 00J1acTH
1IEHOO0Pa30BaHNUS;

—KOMIICTCHTHBIMH B OI[CHKE KOHBIOHKTYPBI
PBIHKA IS TPUHSITHSI TPAaBUIBHOTO IIEHOBOT O
pelIeHus, B BRLIOOpE MeToAa
1IEHO00pa30BaHMs AJIs1 yBEIMYCHUS MPUOBLITN

OpraHu3aIvi.

After successful
students will be:
- understand 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;

- have the skills to analyze marketing problems and
specific market situations related to pricing issues;
use modern techniques and methods of calculating
prices; choose the most rational ways to make
decisions in the field of pricing;

- competent in assessing market conditions to make
the right price decision, in choosing the pricing
method to increase the profit of the organization.

completion of the course,

Ilpepexseusummepi / Illpepexeuszumot / Prerequisites

O9KOHOMMKAJBIK TCOPUL

‘ OKOHOMMYCCKasd TCOpHUA

\ economic theory

Kypcmuiy kbickawa mazmynst / Kpamkoe cooeprcanue kypca/ Course summary
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bara OenrineyniH TeopusUIbIK Herizmepi. bara
nporeci. bara omicrepi. bara Oenrineyain
MapKeTUHITIK acnekriiepi. bara cTpaTerusicel
MEH TaKTUKAChI

TeopeTnyeckue OCHOBBI LIEHOOOPAa30BAHHS.
[Ipornecc neHooOpazoBanus. Metoibl
1eH000pa3oBaHusa. MapKEeTHHTOBBIEC ACTICKTHI
neHooOpa3oBanusi. CTpaTerus U TakTHKa
[IEHO00Pa30BaHUSI.

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

bazoapnama scemexuiici / Pykosooumens npozpammot/ Programme manager

CetitoBa I'.T

CeritoBa ['.T

ToosutoB K.T.

16




Cmpamezusanvlk scocnapaay / Cmpamezuueckoe naanuposanue / Strategic planning

Oxy makcamol / Yueonan uenv/ Purpose

CrpaTerusuiblK )KocnapiayablH 9iCHaMachl MEH
JIOTHKACHI TypaJjbl OUTIMII KaJbIITacThIPY,
YHUBIMHBIH CTpaTErUsIIbIK JKOCTIapBIH d31piey
YKOHE OHBI ICKE achlpy OolbIHIIA OacKapy
OOMBIHIIIA KY3BIPETTEPAl JAMBITY.

@opMUPOBAHUE 3HAHUKA O METOAOJOTMU U

JOTHKE  CTPAaTEerMuecKoro IUTAHUPOBAHMS,
pa3BUTHE KOMIIETEHIIMH TIO  pa3padoTke
CTPAaTETMYECKOro IUJIAaHa OpraHu3aluu U

YHOpaBJICHUIO 11O €T0 pCain3allnu.

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.

Oxpimy

namuoiceci / Pezyiomamot o6yuenus | Learning

outcomes

Kypcrsl CITTI KeHiH
OiriManymbLiIap:

- gicTep MEeH Kypaliaplbl TYCIHY CpaTerHsuIbIK
TaJIay KYPrizy *KoHe YHBIMHBIH OHBI
KaMTaMachl3 eTyre OarbITTajIfaH CTPATErusChIH
TaHgay Oocekere KaOlJIeTTiIIK;

- CTPATETrHsUIBIK KoHE OOCEKe Taaay Kyprizy;
Ou3Hec-)ocmapjaay MeH OU3HECTI
PCHHKUHUPHHITI JKY3€ere achipy;

- )KocmapJiiay MpOIECiHIH KaJaM/IbIK
TEXHOJIOTHSICBIH, CTPATETUsIIapABI d3ipiey
ONICTEPIH; CTPATETUAJIBIK XKOCMap KY’KaTTapblH
KYpBUTBIM/IAY JKOHE peciMIey JaFIbLIapbiH
MEHTepY;

- YUBIMHBIH CTPATErHsUIbIK KOCHapbIH 93ipiey
’KOHE OHBIH 1CKE aChIPBLIYBIH OacKapy OOMbIHIIA
KY3bIpeTi 00yl THIC.

assKTaraHHaH

ITocJie ycmemHoro 3aBepuieHusi Kypca
o0yyaromuecst Oyayr:

- IOHUMAaTh METOJIbI U MHCTPYMEHTHI
MPOBEACHUS CTPATETUICCKOr0 aHAIN3A U
BbIOOpA CTpaTeruy OpraHu3aluu,
HAIpPaBIICHHON Ha o0ecreueHune ee
KOHKYPEHTOCIIOCOOHOCTH;

- IPOBOJIUTH CTPATEIrHYECKUN 1
KOHKYPEHTHBIN aHAJIN3; OCYIIECTBIISTh
Ou3HEC-TIJIAHUPOBAHUE U PEHHKUHUPHHT
OusHeca;

- 00namaTh HaBBIKAMU MOIIATOBON
TEXHOJIOTHH MIPOIECcca IIIaHNPOBAHUS,
METO/I0B Pa3pabOTKU CTpaTErHii; HABBIKOB
CTPYKTYpUPOBaHUS U 0hOpMIICHHS
JOKYMEHTOB CTpaTernyeckoro IiaHa,

- UMEThb KOMIIETSHIINY TI0 pa3paboTke
CTPATErMYECKOro0 IIaHA OPraHU3AINH U B
YIPABJIECHUH €ro peaan3anuei.

After successful
students will be:
- understand the methods and tools

for conducting strategic analysis and

selecting an organization's strategy aimed at
ensuring its competitiveness;

- conduct strategic and competitive analysis;
perform business planning and business
reengineering;

- have the skills of step-by-step technology of the
planning process, methods of developing
strategies; skills of structuring and processing
documents of the strategic plan;

- have the competence to develop the strategic plan
of the organization and to manage its
implementation.

completion of the course,

Ilpepexsuzummepi / Ilpepexeuzumot / Prerequisites

economic theory

9KOHOMMUKAJIBIK TCOpUIA

9KOHOMMYECCKaAs TCOPUs

economic theory

Kypcmuoiy kbickawa mazmynot / Kpamkoe codepycanue Kypca/ Course summary

CrpaTerusuiblk  JKocmapiayJblH  TEOPHSIIBIK
Herizzaepi.O/licHaMa HEri3Ziepl  CTpaTerusJIbIK
XKOCTIapiay JKOHE aKHapaTThIK KAMTaMachl3 eTy.

TeopeTI/I‘{eCKI/Ie OCHOBBI  CTPATCIrHYCCKOI'O
IJIaHUPOB aang.OCHOBBI MECTOJ0JIOTHH
CTPATCTUYCCKOI'O MJIAHUPOBAHUA U

Theoretical foundations of strategic
planning.Fundamentals of strategic planning
methodology and information support. Methods of
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CrpaTterusuibik

xKocrapray

anicrepi.

CrpaTerusuiblK JKocmapiap xyiheci. ¥HbIMHBIH

CTPaTCrUsAJIbIK

MKOCTIapHI.

CrpaTterusuiblK Tanaay.

¥HUBIMOarel

uHopmalmoHHoe obOecrneueHrue. MeTomabl
cTpaTermyeckoro miaHupoBanus. Cucrema
cTpatermyeckux IiaHoB. (CrTparernyeckui
1aH opranu3anuu. CTpaTerunyecKuil aHajau3
B OpPraHu3aIuu.

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

bazoapnama scemexuiici / Pykosooumens npozpammot/ Programme manager

VredaeBa JK.A.

VrebaeBa K. A.

ToosutoB K.T.
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Komepme-oonmex cayoa/Onmoso-po3nuunas mopzoens/Wholesale and retail trade

Oxy makcamol / Yueonan uenv/ Purpose

Ketepme xoHe Oemiek cayna
KOCIITOPBIH/IAPBIH/Ia KOMMEPIHSUIBIK KbI3METTI
YHBIMIACTBIPY KOHE TEXHOJIOTHUACHI CallachIHAA
TEOPUSITBIK )KOHE MPAKTUKAJIBIK OLTIMIL
KaJIBIITACTBIPY, COHMIal-aK CTYJICHTTEPre Tayap
KO3FaJIBICBIHBIH OPTYPJIi OyBIHIApBIHAA cayaa
MPOLIECTEPIH YTHIM/IbI YHBIMIACTBIPY KOHE
TEXHOJIOTUSICHI OOMBIHIIA TPAKTUKAIIBIK
JarAbLIapasl YHPETY.

dopMHUpOBaHUE TEOPETUYECKUX u
MPAKTHYECKUX 3HAHUU B obnacTu
OpraHHU3alMu U TEXHOJIOTMUM KOMMEPUYECKOMN
JEATEIbBHOCTH HA MPEANPUATHSAX ONTOBOU U
PO3HUYHOM TOProOBJM, a TaKXe MNPUBUTHE
CTyJeHTaM MPaAKTUYECKUX HaBBIKOB
pallMOHANILHOM OpraHu3alud W TEXHOJIOTHUU
TOPrOBBIX MPOLECCOB B Pa3JIMYHBIX 3BEHBIX
TOBapOJABUKEHHS.

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.

Oxpimy

Hamurceci / Pesynemamot 00yuenus | Learning

outcomes

Kypcrsl coTTI asiIKTaraHHaH KeiliH
OimiMagymbLIAp:

- Tayap KO3FaJIbICBIHBIH OPTYPJIi OybIHIapbIHAA
KOMMEPLHUSIIBIK KBI3METTI YHBIMIIACTHIPY JKOHE
cayJia IpoIleCTePiHIH TEXHOJIOTHACHI OOMBIHIIA
TEOPUSUIBIK O11iM1 OOITYBI THIC;

- HAKTBI cay/ia )kKoHEe KbI3MET KOpCeTy
HBICAaHAApBIHA 63 OLITIMAEPIH )KY3€re achbIpyabl
YHpeHy;

- CayHaJbIK KbI3METTi YTHIM/IbI YHBIMIACTBIPY/IbI
’Yy3ere acbIpa aja/bl )KoHe JKeTKI3yIIiIepMeH
OelceH/ Il cayia KOMMYHUKAITUSJIAPBIH KYprize
ajajpl AKoHeE
BIKTUMAaJI TOYEKEJIepAl €CKEPe OTBIPBII, CAThIII
aJylIbuUIap Tayap KO3FaJbICBIHBIH QpPTYpJll

OybIHAApBIH/A.

ITocJie ycnemHoro 3aBepuieHust Kypca
odyyaromuecst Oyayr:

- UMCTb TCOPCTUYCCKHUEC 3HAHHA 110
OopraHuzalnu KOMMep‘ICCKOfI JACATCIIBHOCTHU U
TEXHOJIOI'MHU TOPIrOBBIX ITPOLECCOB B
Pa3JINYHBIX 3BCHBAX TOBapOZ[BI/I)KeHI/ISI;

- Hay4aTbCia pCajin30BaTh CBOM 3HAHHA HA
KOHKPETHBIX 00BEKTaX TOPT'OBIIH U yCIYT;

- CMOTYT OCYILECTBJIATH PallMOHAIBHO
OpraHu3anuro TOpFOBOﬁ JACATCIBHOCTHU U,
IIPOBOJIUTH AKTUBHBIE TOPIOBbIE
KOMMYHMKAIIMU C MOCTaBIIMKAMU U
MOKYIIaTCJsIMU C Y4CTOM BO3MOKHBIX PHCKOB
B pa3JIMYHbIX 3BCHbAX TOBAPOJABUKCHUA.

After successful
students will be:
- have theoretical knowledge of the organization of
commercial activities and the technology of trade
processes in various parts of the commodity
movement;

- learn to implement their knowledge on specific
objects of trade and services;

- they will be able to efficiently organize
commercial activities and conduct active trade
communications with suppliers and

buyers, taking into account possible risks

in various parts of the commodity movement.

completion of the course,

Ilpepexeuzummepi / Ilpepexeusumot / Prerequisites

OKOHOMUKAJIBIK TEOPHSI

OKOHOMHUYECKAsI TEOPUSI, MEPUECHIal3UHT ‘

Economic theory

Kypcmuoiy kbickawa mazmynot / Kpamkoe codepycanue Kypca/ Course summary

Ketepme xoHe Oeumex caymaHbIH MOHI MeEH
Ma3MYHBI. KomMmeprusibik KBI3METTeT1
maprrap. Kerepme caThlnl ajxy JKOHE caty

CymHocTb U coJepXkaHHUE ONTOBOH U
pO3HMYHONM  ToproBiau. JloroBopsl B
KOMMEpYECKON JESTEIBHOCTH.

The essence and content of wholesale and retail
trade. Contracts in  commercial activity.
Commercial work on wholesale purchases and
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OoMbIHIIIA KOMMEpPHMSUIBIK Jkymbic. bemmek | KomMmepueckas pabora mo onrtoBeiM | Sales. Commercial work at the enterprises of retail
cayla KoOCIOPBIHIAPBIHAAFbl KOMMEPIHUSIBIK | 3aKynmkam # npogaxkaMm. Kommepueckas | trade. Foreign economic activity of wholesale and
xymbic. Kerepme  IKkoHE  KOMMEpIMSIBIK | paboTa Ha NpeAnpusTéUsx po3HudHod | commercial structures. Organization of advertising

KYPBUIBIMAAPIBIH ~ CHIPTKBl ~ 9KOHOMHUKAJBIK | TOPrOBJIH. Buemmneskonomudeckass | and information activities for the sale of goods.
kbi3Meri.  Tayapmapabl  eTKi3y — OoWbIHIIA | JEATENbHOCTH ONTOBO - Kommepueckux | Packaging and packaging operations in trade.
KapHaMaJIbIK-aKIapaTTHIK KBI3METTI | CTPYKTYP. Opranu3anus peknamuo- | Organization of cargo transportation. Technology

yiteimaacteipy. Caynamarsl blasic *oHe bifbic | HMHMDOPMAIMOHHOM AesTerabHOCTH O cObITy | Of warehouse operations. Retail trade network. The
onepaumsuiapbl.  JKykTepai  TaceIManmayabl | ToBapoB. Tapa u TapHbele omepaumu B | Structure and basics of technological store
yisiMaacteipy.  Koitma — omeparusuiapeiably | Toproiie. Opranu3aiius nepeBo3ok rpy3oB. | layouts. Technological processes at retail trade

TexHojorusicbl.  bemmek  cayma  kexici. | TexHosorus CKJIAZICKMX onepauuii. | enterprises
KypBUIBIMBI %K0HE TEXHOJIOT USIIBIK Po3Huunast ToproBast ceTb. YCTPOHCTBO U
IOYKEHAEpAiH OpHajacybl. bemmek cayna | OCHOBBI TEXHOJOTHMUYECKHX
KOCIITOPBIHIaPBIHIAF b TEXHOJIOTHSUTBIK | IUTAHUPOBOK MAara3wHOB. TeXHOJOrHMYECKHe
npouecTep Ipoleccl  Ha  PO3HUYHBIX  TOPrOBBIX
HpPeANPUATUAX
Iocmpexeusummepi / Ilocmpekeuszumot/ Postrequisites
Mepuennaitsunr, Bencensi caty Texunkacsl | Mepuenmaiisunr, TexHUKa aKTHBHBIX MPOJIAK | Merchandising, Active sales techniques
bazoapnrama swcemexuiici / Pykogooumens npozpammer/ Programme manager
Vrebaesa XK.A. | Kankabaesa A.E | To6su10B K.T.
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Azpoobusznecmin IKOHOMUKANBIK He2i30epi / IKonomuueckue ocnoswl azpoousneca / Economic bases of agribusiness

Oxy makcamol / Yueonan uenv/ Purpose

CtyneHTTep/IIH KociOM KbI3MET KaFIaiblHIa
arpapiblK OHAIPICTI XKYPrizy OOUbIHIIIA
TEOPUSIIBIK )KOHE TTPAKTUKAJIBIK OLTIMIAEPIHIH
KQ)KETTI JCHT €1H KaJIbITaCTBIPY

dopMupoBaHUE Y CTYAECHTOB
HEOOXOMMOT0 YPOBHS TEOPETUYECKUX
Y IIPAKTUYECKUX 3HAHUHU 110 BEJEHUIO
arpapHoro IMpOU3BOJCTBA C y4ETOM
MPUMEHEHUS B yCIOBUIX podeccuoHambHON
JIeSITEIbHOCTU

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

OKpimy

Hamudiceci / Pezyniomamot 06yuenusn | Learning

outcomes

Kypersi CITTI asiKTaraHHaH Keiin
OiriManymbLiIap:

- AOK-nie kocinKepiiK KbI3METTI XKY3ere acelpy
3aHBUIBIKTAPBIHbIH, O PUHIHUITEP] MeH
HBICAHJIAPBIHBIH ~ HETI3T1  arpO3KOHOMHUKAJIBIK
nporecrepi MEH KYOBUIBICTAPBIHBIH Ma3MYHBIH
TYCIHY;

-HETi3rli  OHMIPICTIK pecypcTapAblH  KYHABIK
OarachIH aHBIKTAy JaFIblIaphIH MEHI €pe ajlaJibl;
-arpapiblK  KOCIMOPBIH — aljAblHAa  TYpPFaH
HIapyallblIbIK ~ MIHAETTEPAl IIENIyae JKOHE
OPBIHJAYIIBLIBIK, COHAAN-aK 0aCKapyIIbLIBIK
KociOM mpobiieManapabl MenTy1e OHTaNHIbI KO
Tabyaa Ky3bIpeTKe e 00y CUIIaTTaFrbl.

ITocae ycnemHoro 3apepuieHust Kypca
oOyyaronuecst Oyayr:

- IOHUMATh COJIeP)KaHNUE OCHOBHBIX
arpO3KOHOMMYECKHUX MPOLIECCOB U SIBJICHUMN
3aKOHOMEPHOCTEH, TPUHIIUIIOB ¥ (OPMBI
OCYILLECTBJICHUS MPEANPUHUMATEIHCKON
nestenmpHOCTH B AIIK;

-CMOT'YT BJIaJI€Th HAaBBIKAMH OIPEICIICHUS
CTOMMOCTHOM OII€HKH OCHOBHBIX
MIPOU3BOJICTBEHHBIX PECYPCOB;

- 00J1aJ1aTh KOMIIETEHUUSIMH B PEIICHUU
XO3STUCTBEHHBIX 3aJa4, CTOSIIINX Mepes
arpapHbIM MPEINPUITHEM U HAXOXKICHUU
ONTUMAJIBHOT'O BBIX0J1a B PELIEHUH
npodeccuoHaBbHBIX TPOOJIEM Kak
MCIOJIHUTEIBCKOT0, TAK U YIIPABJICHYECKOT O
XapakTepa.

After successful
students will be:
- understand the content of the main agro-
economic processes and phenomena, laws,
principles and forms of entrepreneurial activity in
the agro-industrial complex;

- they will be able to master the skills of
determining the cost assessment of basic
production resources;

- have competence in solving the economic
problems facing the agricultural enterprise and
finding the optimal solution in solving professional
problems of both executive and managerial

nature.

completion of the course,

Ilpepexeusummepi / Ilpepexeusumot / Prerequisites

DKOHOMUKAJIBIK TEOPHS

DKOHOMUYECKAs] TEOPUS

Economic theory

Kypcmuiy Kvickawa mazmynnt / Kpamrkoe cooepacanue kypca/ Course summary

KypcTbiH moHI, ofici »oHe MiHaeTTepi. Aybul
[IapyalIbUIBIFBIHBIH KOTT Callaibl dKOHOMHUKACHIH
KaJmbpInTacTeipy. JKep pecypcrapbl )KoHE OJIapIibl
HapBIK JKaFdaiibIHIa TalamaHy/IbIH THIMILTITI.
EHOex HapbIFbl JKOHE aybll TYPFBIHIAPBIH

IIpenmer, METO.I " 3a1auu Kypca.
DPopMUPOBAHWE MHOTOYKJIAJHONM IKOHOMHUKH
CEJIbCKOT0 XO03siicTBa. 3eMebHbIE PeCypChl U
5G(GEKTUBHOCT, HUX  HWCHOJB30BAHHS B
YCJIOBUSIX phIHKA. PBIHOK Tpyna u mpoOsieMbl

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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JKYMBICIICH KaMTy Macelnenepi. ArpoOusHecTi
MaTEepHAIBIK pecypcTap JKOHE OHJIPICTIK-
TEXHUKAJBIK  KaMTaMmacbl3 eTy. Onaipicti
OpHANaCThIpy  JKOHE  MaMaHIaHIBIPY -

arpoOu3HecT] JAMBITY/IbIH HeET131.
ArpoOu3HecTIH TUIMALTITH Oaramay.
MapkeTUHr JKoHE a3bIK-TYJNIK IE€H MHIMKI3aT
HapBIFBL. ArpoOusHecTeri MeHeKMEHT.
JlaMbITy ~ arpOeHEpKaCINTIK — MHTErpalusHbI
JIAMBITY, HapPbIKTHIK UH(PaKypbUIBIM/IbI
JAMBITY .

3aHATOCTU CEeJIbCKOr 0 HaCEJICHHUS.
MarepuanbHbie pecypchbl u
IPOU3BOACTBEHHO-TEXHUYECKOE 00ecIeUueHre
arpobusHeca. Pasmerienue u crenuanu3anus
MIPOM3BOCTBA - OCHOBA pa3BUTHUS
arpobusHeca. Onenka  3ddexTuBHOCTH
arpobusHeca. MapKeTMHI U PpBIHOK cOBbITa
IIPOIOBOJICTBUS U CBIPbSl. MEHEIKMEHT B
arpodusHece. PazButue

arponpOMBIIIEHHON HHTErpanuu, pa3BUTHE
PBIHOYHOM HH(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.

Ilocmpexsuzsummepi / Ilocmpexsuzumut/ Postrequisites

Kocnapanay xyiieci

Cucrema IIJIAHUPOBAHUA

Planning system

bazoapnhama scemexuiici / Pykosooumens npozpammsl/ Programme manager

bassutosa 1. A.

Hypaxmerosa I'.C.

bassurosa U.A.
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2 3 Kypc CTyIeHTTepiHe apHAJIFaH JJIEKTUBTIK MOHJAep / DJleKTUBHbIE JUCHMILVIMHBI 1A cTyaeHToB 3 Kypca/ Elective

subjects for 3 st year students

Mepuenoaiizunz /Mepuenoaizunz IMerchandising

OKy makcamuwt / Yueonasa yenv/ Purpose

CartsIIT amymbLIapAbIH MiHE3-KYJIKbIH OacKapy
MaKCaTBIH/Ia CaTy OPBIHAaPbIH/IA XKY3ere
aCBIPBUIATHIH KOMIIAHUSHBIH THIMA1
MapKEeTUHITIK KOMMYHUKATUBTIK KbI3METIH
KaMTaMachI3 €Tyre OarbITTalFaH
MepUYeHIali3UHI TiH 3aMaHayy TEXHOJIOTHsIapblH
eHri3y OOHMBIHIIIA CTYICHTTEPAIH O1TMIH,
ICKEPJIITTH J)KOHE JaF IbIIapbIH KAJIBIITACTHIPY.

®dopMupoBaHUE y CTYACHTOB 3HAHUH,
YMEHUI U HAaBBIKOB 110 BHEAPCHUIO
COBPEMEHHBIX TEXHOJIOTM MEpUYEHAAN3UHTa,
HaIpaBJICHHbIX Ha o0ecreueHne

3¢ dEeKTUBHON MapKETUHTOBOM
KOMMYHUKATUBHOM J€ATEIbHOCTH
KOMIIaHUHU, OCYILLIECTBIISIEMON B MeCTax
NpoAaX B LIEJAX YNPABJICHUS MOBEJEHUEM
IOKYTIATEJIEH.

Formazione delle conoscenze, abilita e competenze
degli studenti nell'implementazione delle moderne
tecnologie di merchandising volte a garantire
un'efficace attivita di comunicazione di marketing
dell'azienda, svolta nel punto vendita per gestire il
comportamento degli acquirenti.

Oxpimy

Hamuoiceci / Pe3yiomamot 06yuenusn / Learning

outcomes

Kyperbi CoTTI Keiiin
OimiMasymbLIap

- MEpYaHAAN3UHTTIH MIHJIETTEP1 MEH
(GyHKUMsUIApBIH, MEpYaHIal3UHITIH cayaa
KOCIITOPBIHIAPBI KBI3METIHIH THIMILTITIHE
ocepiH, Tayapiapbl OpHAJIACTBIPY
TEXHOJIOTHSICHIH, Tayap TONTaPbIH
OpHAJIaCTBIPYbIH TUIM/II CXEMaJIapbIH XKOHE
TYTHIHYIIBIIAP/BIH TICHXOJIOTHICHIH €CKEpe
OTBIPHII, cay/ia 3ajJblHAa OPHAIACTHIPYIbI
TYCiHY;

- cayJia 3aJbIHa UMITYJIbCHUBTI CATHII aly/Abl
BIHTAJIAHBIPYABIH THIMII )KYHECIH KYPY,
KBUDKBITY )KOHE CaTy CajlaChIH/IaFbI
orepanusuiapra 6aiiaHpICThl 6aCKapyLIbLIBIK
MIHACTTEP/Ii Iy, TYTHIHYIIBIHBI TYKEHT e
TapTy, IYKEHHIH cay/a KeHiCTiriH THiMIi 0emy;
- TYTBIHYIIBUIAP/IBIH TICHXOJIOTHACHIH JKOHE

assKTaraHHaH

Ilocie ycnemHoro 3aBepuieHust Kypca
o0yyarommecs OyayT:

— TIOHUMATh 33/1a4U ¥ PYHKIUH
MEepYaHIaii3uHIa, BIUSIHUE MEepUYaHJai3uHTra
Ha 2P PEKTUBHOCTH IS TSIILHOCTH TOPTOBBIX
MIPEINPUATUH, TEXHOJOTHIO BBIKIAIKH
TOBapoB, 3(PPEeKTUBHBIC CXEMBI
PacIoOKEeHHS] TOBAPHBIX IPYIIIN U BBIKJIAKH
B TOPrOBOM 3aJI€ C YYETOM ICUXOJIOTHHI
noTpeduTenei;

-c0371aBaTh B TOProBOM 3aJie 3P EeKTUBHYIO
CUCTEMY CTUMYJIMPOBAHUS UMITYJIbCUBHBIX
MOKYTIOK, pellaTh yIpaBJIeHYECKUE 3a/1auu,
CBSI3aHHBIE C ONEPAIUSIMHU B 00J1aCTH
MPOABMIKEHUS U COBITA, IPUBIICKATH
norpebutens B marazuH, 3¢ddexTuBHO
pacrnpenensiTh TOProBoe MPOCTPAHCTBO
MarasuHa,

After successful
students will be:
- understand the tasks and functions of
merchandising, the impact of merchandising on the
efficiency of trading enterprises, the technology of
product placement, effective schemes for the
location of product groups and layouts in the
trading floor, taking into account the psychology of
consumers;

- create an effective system for stimulating
impulsive purchases in the sales floor, solve
management tasks related to operations in the field
of promotion and sales, attract consumers to the
store, effectively distribute the store's retail space;

- master the skills of the location of product groups
and layout in the trading floor, taking into account
the psychology of consumers and the formation of
the trading space and the distribution of goods in it.

completion of the course,
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cayJla KeHICTIT1H KaJbIIITaCTBIPYIbI )KOHE
OHJIaFbI TayapJiapabl 06yl €CKepe OThIPHII,
Tayap TONTAPbIH OPHAJIACTBIPY JKOHE cay/a
3aJIbIH/Ia OPHAJIACTHIPY JaFIbUIaPBIH MEHIEPY.

- BJIa/IETh HABbIKaMH PaCIOJIOKEHUS
TOBAPHBIX T'PYIII U BBIKJIAJKH B TOPrOBOM
3aJie C y4eTOM IICUXOJIOTUHU NOTpeduTenel u
(dbopMHpOBaHUS TOPrOBOr0 MPOCTPAHCTBA U
pacrpeziesieHus: TOBapOB B HEM.

Ilpepexeusummepi / Ilpepexeusumot / Prerequisites

OKOHOMUKAJIBIK TCOPUI, KeTepMe'69HHIeK cayaa

OKOHOMMYCCKas TCOpHUA, OIITOBO-PO3HUYHAA
TOPIrOBJIA

economic theory, wholesale and retail trade

Kypcmoiy kbickawa mazmynot / Kpamkoe cooepacanue kypca/ Course summary

MepuaHaaii3uHT YFbIMBI, MOHI )KOHE MarbIHACHI.
Cayna anmaHbIHAAFbl CaTBIN aNyIIBIHBIH MiHE3-
Kyikbel. Cayna amannapbiH skocnapiay. Cayna
amangapeiH Oemy. Cayna 3anbplHIa Tayapiapisl
OpHANACTBIpy  epekmenikTepi. JyKeHimmiik
AKmapaT KoHEe cayJa Kypajbl peTiHJIe TaHAaay.
KepHeki MepuaHmail3uHT  Kypasbl — peTiHie
Burpunuctuka. ATMocdepa MEH CEHCOPJBIK
KOMITOHEHTTEPAIH CaThIll alxy MpPOIECiHE ocepi.
MepuaH1aii3uHT THIMIUIITIH OaFanay

[TonsTHE, CYIIHOCTL U 3HaUEHUE
MepuaHaaiizunra. [loBenenue nokynarens B
ToproBoM 3aje. [linanupoBaHue TOProBuIxX
wiowmaaen. Pacnpenenenue ToproBbix
wiomaaeif. OCoOeHHOCTH BBIKJIAIKU TOBAPOB
B TOProBOM 3aje. BHyrpumMarasunnas
nH}OpMAITUS U COMIUIMHT KaK MHCTPYMEHTHI
MepyaHai3uHra. ButpuHucTuka kak
WHCTPYMEHT BU3YaJIbHOI'O ME€pUYaHJal3UHIa.
BrustHue atMmocdepsl 1 4yBCTBEHHBIX
KOMITIOHEHTOB Ha Iporecc Nokynku. OneHka
2(hHEKTUBHOCTH MepUaHaii3uHTa

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

Hocmpexeusummepi / [locmpekeuszumot/ Postrequisites

OpPHIMHT, MAPKETUHITIK KOMMYHUKaLUsJIap

‘ 6p3HI[I/IHF, MAapKCTHHI'OBBIC KOMMYHUKAIIUN ‘

brending, marketing communications

bazoapnhama scemexuiici / Pykosooumens npozpammut/ Programme manager

VrebaeBa XK. A.

VrebaeBa XK. A.

To6sutoB K.T.
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Kocnapnay ncyiieci /Cucmema nranuposanus | Planning system

Oxy makcamol / Yueonan uenv/ Purpose

YUBIMIAFBI KBI3METTI KOCTIAPJIay IbIH
TEOPHUSIIBIK )KOHE ITPAKTUKAJIBIK Maceleepi
OOHMBIHIIA CTYICHTTEP/II AasipIay/IbIH KaKeTT1
JIeHTeiiH, TypbIc 0acKapyUIbIIbIK MIeIiMIEP
KaOpLI/1ay YIIIH MYMKIHJIIK XKacayFa
OarbITTaIFaH OHBI XKY3€re achIpyIbIH
HBICAHJIapbl MEH 9JIICTEPIH KaMTaMachI3 €Ty.

o0ecrneunThb HEO0OXOIUMBIH YpOBEHb
HOATOTOBKU CTYACHTOB IO TEOPETUYECKUM U
NPAaKTHUYECKUM  BONPOCAM  IUIAHUPOBAHMS

JIeATeIbHOCTH B OpraHu3aluu, ero GopMm u
METOZOB OCYLIECTBJICHHUS, HANPaBICHHBIX Ha
CO3/laHHE BO3MOXKHOCTU JJIs  TPUHATHSA
NIPABUJIbHBIX YIPABJIECHYECKUX PEIICHUMN.

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.

Oxbimy naomuoiceci / Pezyiomamut o6yuenus | Learning outcomes
Kypersi coTTI asKTaraHHaH keiiin | [Tocae ycnemHoro 3aBepuieHusi Kypca After successful completion of the course,
oiiManymbuIap: odyvaroumecs OyayT: students will be:

- CTPATErHsUIbIK JKOCHapIIay IbIH KaIbl
TYKbIPBIMJIAMAaChIH X 9HE JKOCTapiay
CTpaTEerusChIH d31ipJiey TOPTIOIH TYCIHY;
-yiibIM KbI3METIHIH OU3HEC-)KOCTapIaphlH,
KBUIIBIK CMETAaChIH (OI0/KETIH) KYpY.

- )KOCIapJiay CTPATETUsIChIH d3ipiey

JIaF IbUIaPbIH MEHTepy.

- KbICKa MEP3iM/Ii, opTa Mep3iM/Ii KOHE Y3aK
Mep3iM/Ii IePCIEKTHBAa YHBIMHBIH KbI3METIH
’Kocmapiay canacblHIa KY3bIPETTi.

— IIOHUMATh OOIIYI0 KOHIICTIIIHIO
CTPAaTCrU4CCKOro MmiaHupOBaHUA U IOPAAOK
pa3paboTKu CTpaTeruu IJIaHUPOBAHUS;

— COCTaBJISITh OM3HEC-TUIAHBI, TOIOBYIO CMETY
(Oro/KET) NEeSITEIbHOCTH OpraHU3aI|y.

— BJIaJIeTh HABBIKAMHU Pa3pabOTKH CTPATEruu
IJIAaHUPOBAHMA.

—KOMITETEHTHLEIMH B 001aCTH IJIAaHUPOBAHUA
JACATCIIBHOCTH OPraHru3alu B
KPaTKOCPOYHOM, CPEAHECPOUHOU U
JIOJITOCPOYHOM NEPCIEKTUBE.

- understand 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.

- master the skills of developing a planning
strategy.

- competent in the field of planning the
organization's activities in the short, medium and
long term.

Ilpepexseuzummepi / Illpepexeuszumot / Prerequisites

MeHemKMeHT

‘ MenemxkMeHT

Management

Kypcmuiy kvickawa mazmynst / Kpamkoe cooepacanue kypca/ Course summary

XKocmapnay kyhecine kipicne. JKocnapmnay
JKYHECIHIH TeopusIblK Herizaepi. Kocmapmay
IPOIIECi KOHE OHBIH Ma3MYHBI. CTpaTerusibiK
JKocmapiay JKOHE OHbI IcKe achlpy. busnecti
KOCTIapyiay  JKOHE  OHBI  JKy3ere  achIpy.
Taktukansik (JKemen) sxocmapiay >KoHE OHBI
ICKE achIpy.

BBenenue B cucreMy — IUITaHUPOBAHMSL.
Teopetnueckue OCHOBBI CHCTEMBbI
wiaHupoBanus. [lpoliecc mNIaHUpOBaHUSA H
ero coJiepKaHue. Crpateruueckoe
IUTaHUPOBAaHHWE M €ro peanusanus. busnec-
TJIAHUPOBAHUE U ero peanuzanus.
TakTuueckoe (OMepaTHBHOE) IJIAHUPOBAHUE
U €ro peayim3aliusi.

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
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Ilonnin epexwenikmepi / Ocobennocmu oucyunaunwt/ Course features

KOIMTLIAl TONTA OKBITY TiJIi aFbLIIIBIH s3pIK  00yueHuss B mnoymssbldHoM rpymme | the language of instruction in the multilingual
AHTJIUHACKUI group is English
bazoaprama scemexuiici / Pykogooumens npozpammet/ Programme manager
To6sutoB K.T. To6butoB K.T. ‘ To6butoB K.T.
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bencenoi camy mexnukacwol/Texnuka akmusuvlx npooaxc/Active sales techniques

Oxy makcamol / Yueonan uenv/ Purpose

CTyaeHTTep/IiH TCOPHSUIBIK epeKeTepiH
KaJIBIITACTBIPY KOHE cay/la KOCIMOPBIHIAPHI
JEHreiiH/Ie CaThIN ATYIIBIIAPMEH KYMBIC iCTeY
CaJlaChIH/IA MTPAKTUKAJIBIK JaFIbIIapIbI
KaJIBIITACTHIPY.

@opMHpOBaHUE Y CTYJEHTOB TEOPETUYECKUX
MOJIOKEHUN U TIPUBUTHE  MPAKTHYECKUX
HABBIKOB B 00J71aCTH pabOTHI C MOKYMNATEIsIMHU
Ha ypOBHE TOPrOBBIX MPEAIPUATUI.

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

Oxpimy

namuoiceci / Pezyriomamul 06yuenus | Learning outcomes

Kypcrsl CITTI KeHiH
oiriManymbliIap

- CaThII ATYIIBUIAPIBIH TYPJIEPIH , OJaPIbIH
TICUXOJIOTHSACHIH , OJIAPMEH )KYMBIC iCTey
TOCIIEPIH aXbIPATy; MEPUCHIAH3UHT TIH MOHI
MEH MEXaHU3Mi;

- IpE3CHTALUSIHBI YIUBIMIACTBIPY MEH OTKI3Y/IIH
TUIM/II SAICTEPIH KOJJIaHY

Tayapiapisl;

- YKaHKaJI/Ibl J)KaFJaiiapasl peTTey oaicTepi
HETi31H/Ie caTy MPOIECIHIC MPOOIEMAaIbIK CATHIIT
aJTylIbUIapMEH KYMBIC 1CTEY1 YHPEHY;

- 0aCBIM CaThIN AJTYIIBUIAP/IBI AHBIKTAY

K9C10M KBI3MET KYHeCiH1e THICTI KbI3METTI
TYpaKThl 6acKapy YILUiH CaThIN alyHIbLIapAbl
yCTall Kally cascaThlH J3ipjey Ke3iHe.

assKTaraHHaH

ITocsie ycnmemrHOro 3aBepuieHus Kypca
o0yyaromuecst Oyayr:

-pa3nM4aTh THIBI TTOKYyHATelen , ux
IICUXOJIOTHIO , CIIOCOOBI PabOThI C HUMU;
CYLIHOCTh U MEXaHU3M MEepUCHIai3NHTa;
-IPUMEHATh  3PPEKTUBHBIC METOBI
OpraHU3alMH U IPOBEACHHUS MTPE3EH TAI[UN
TOBapOB,;

- Hay4aThCsi paboTaTh C MPOOJIEMHBIMU
MIOKYTIaTeISIMU B TIpOIIecce MPOAaXK Ha
OCHOBE METOJIOB YPETryJINPOBAHUS
KOH(JIMKTHBIX CUTYAIIHiA;

- OIPE/ICIIATh TPUOPUTETHBIX TOKYATEICH
npu pa3paboTke TIOJIUTUKU  yJICPIKAHUS
MOKyHaTesel A peryIsspHOro yIpaBieHus
HAJJISKALIIM CEPBHUCOM B CHUCTEME
npoeccuoHaNbHOM NS TEIEHOCTH.

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;

- learn how to work with problem customers 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.

completion of the course,

Ilpepexeusummepi / Ilpepexeuszumot / Prerequisites

Ketepme-Oemnmiek cayna

‘ OHTOBO-pO3HI/I‘lHaH TOPTOBJIA

Wholesale and retail trade organization

Kypcmuiy Kvickawa mazmynnt / Kpamrkoe cooepacanue kypca/ Course summary

Kasipri 3amaHfbl TEXHOJOTMsUIap MEH caTty
OMICTEPIH 3EPTTEYAIH MaHbI3bl MEH ©3EKTLJIITI.
KrmuenTrepain Typiiepi )XKoHE OJApMEH KYMBIC
icTey CTpaTErusIapsl. MepueHJaii3uHT.
KoMMepnusibplk oHriMe jKoHE MoMilie jKacay.
Tayapnapabl  (KbI3METTEpIi)  TaHBICTHIPYIBI

3HaYE€HUE W  AKTYyaJIbHOCTh  H3y4YEHUS
COBPEMEHHBIX TEXHOJOTUH U MPUEMOB
npojax. THIbl KIMEHTOB M  CTpaTeruu
paboTHI c HUMHU. MepueHaan3uHr.
Kommepueckass Oecega ©  3aKIIIOYEHHE
cnenku.HPEeKTUBHBIEMETOABl OpPraHU3AINT

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 OTKI3YAIH THIMAI omicTepi.
JKyMmbl  caty  mpoueciHae — mpoOsemMalbl
KJIMCHTTEPMEH. Kmentrepmen HKYMBIC
»Kacayaarbl KOMMEPITHSUIBIK CEPBHLC.

U TPOBENEHMS  MPE3EHTAMH  TOBApPOB
(ycayr). PaboTa ¢ mpoGiieMHBIMH KJIHEHTaMH B
nporecce mpoxax. Kommepueckuii cepBuc B
paboTe ¢ KITMeHTaMH.

goods (services). Working with problem customers
in the sales process. Commercial service in
working with clients.

Hocmpexeusummepi / [locmpekeuszumot/ Postrequisites

Tpenx - MapKeTUHT

Tpeli -MapKeTUHT

Treid -marketing

Ilonnin epexwenikmepi / Ocodennocmu oucyunaunst/ Course features

Kagenpa ¢ummannapeiana cabak eTkisy,
TOK1pUOE MaMaHAapAbl IAKbIPY
KapacCTHIPBUIFaH.

IIpenycMatuBaercss NpoBEIACHHE 3aHATHI Ha
¢dmmanax Kagenpsl, MIPUTJIALIECHUE
CHELUAIMCTOB-IPAKTHKOB.

It is planned to conduct classes at the branches of
the department, invite practitioners.

bazoaprama scemexuiici / Pykosooumens npozpammer/ Programme manager

VrebaeBa XK. A

‘ KankabaeBa A.E

To6sutoB K.T.
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Kommepuusanvik menedycmenm / Kommepueckuit meneoscmenm / Commercial Management

Oxy makcamol / Yueonan uenv/ Purpose

KoMMepiusnbiKk MeHeHKMEHTTIH MoH1, MOH1
JKOHE epPEeKIIeNIKTepl TYpaibl TEOPHUSIIBIK
OimiMal KanpimTacTeipy. KoMMepIusibik
KOCIMOPBIH/IBI OacKapyJaarbl MEHEIKMEHTTIH
3aMaHayH diCTepiMEH TaHbICY

@opMHpOBaHUE TEOPETUYECKUX 3HAHUU O
CYIIHOCTH, 3HAa4eHUH M  OCOOEHHOCTSIX
KOMMEPUYECKOI0 MEHEIKMEHTA.
O3HaKOMIJIEHHE C COBPEMEHHBIMU METOJaMU
MEHEPKMEHTA B YNPABIECHUU KOMMEPYECKUM
eI PUSTHEM

Formation of theoretical knowledge about the
essence, meaning and features of commercial
management. Introduction to modern management
methods in the management of a commercial
enterprise

OKpimy

Hamudiceci / Pezyniomamul 06yuenus | Learning outcomes

Kypersi CITTI asiKTaraHHaH Keiin
OiriManymbLiIap:

- KOMMEPUHSIIBIK MEHEKMEHTTIH MOHIH,
MOHIH; Ka3ipri MEHEDKMEHT KbI3METIHIH epeKIle
CUIIATBIH; 9JICMHIH TaOBICTBI (prpMaiapbIHbIH
KOMM EPIUSIIBIK MEHEDKEPIICPIHIH KbI3MET
TOKIpUOECIH TYCIHETIH OOJIaIbI;

- HAKTHI cay/ia ®OHE KbI3MET KOPCETY
HBICAH/IapBIHJIA 63 OLTIMIEPIH JKY3€re achipy;
HaKThI KacinmopsiH yiricinae SWOT - tannay
KYPri3y; cayla-TeXHOJIOTHSUIBIK NTPOLIECTI
YUBIMIACTHIPY; KbI3METKEPJICP/Ii bBIHTATAHIBIPY
KYHECIH TypbIC Malianany;
-cayia-MaTepUAIIBIK KYHIBLIBIKTAPIbI
OaKpUIayIbI XKY3€re achIpy; KOMMEPIIHUSIIBIK
MEHEDKMEHTTIH THIMIUTITH Oaranay.

ITociie ycnemHoOro 3aBepuieHus Kypca
oOyuaronuecst Oyayr:

-0ylyT IOHUMAaTh CYyIIHOCTb, 3HAUCHHE
KOMMEpPYECKOro MEHEe’KMEHTA;
crienu(pUUecKuil XapakTep AesTeIbHOCTH
COBPEMEHHOI'0 MEHEPKMEHTA; OIBIT
JeSITEIbHOCTH KOMMEPUYECKUX MEHEIKEPOB
npeycrneBarmux GupM Mupa;
—peann30BaTh CBOM 3HAHUS HAa KOHKPETHBIX
00bEKTaxX TOPTOBJIM U YCIIYT; TPOBOJUTD
SWOT - ananu3 Ha mpuMepe KOHKPETHOTO
NPEANPUSTUS; OPTaHU30BBIBATH TOPT'OBO-
TEXHOJIOIMYECKU TPOIeCcC; MPaBUIBHO
UCII0JIb30BaTh CUCTEMY MOTHBALIUU
IepCOHANa;

—OCYILECTBISATH KOHTPOJIb TOPrOBO-
MaTepUaIbHbIX LIEHHOCTEN; OLICHUBATh

3G (HEKTUBHOCTH KOMMEPUECKOTO

After successful
students will be:
- they will understand the essence and significance
of commercial management; the specific nature of
the activities of modern management; the
experience of commercial managers of successful
companies in the world;

- to implement their knowledge on specific objects
of trade and services; to conduct SWOT analysis
on the example of a particular enterprise; to
organize the trade and technological process; to
correctly use the personnel motivation system;

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

completion of the course,

MEHE/DKMEHTA.
Ilpepexeuzummepi / Ilpepexeusumot / Prerequisites
MeHemKMEHT MenemxMeHT ‘ Management
Kypcmuoiy kbickawa mazmynot / Kpamkoe codepycanue Kypca/ Course summary
KoMMepusuIbIK MEHEDKMEH T Konmenmus xkommepyeckoro MeHemkmenTa. | The concept of commercial  management.

TYKbIpbIMIaMachkl. KoMMepHuusibiK KbI3METTIH
MeHEKMEHT Kyieci. Cayaa yHbIMBIHBIH

Cucrema MCHCI)KMCHTA KOMMCp‘IGCKOﬁ
JACATCIIBHOCTH. HJ’IaHI/IPOBaHI/Ie ACATCIBbHOCTHU

Commercial activity management system. Planning
the activities of a trade organization. Organization
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KbI3METIH jxocmapiay. Cayna yifbIMaapbeIHIa
TEXHOJIOTHSUTBIK MTPOLIECTEeP/Il YIUBIMAACTBIPY.
Cayna-TexXHOJIOTHSJIBIK MPOIECTi OacKapy KoHE
KolMasapaarsl eHOEKTI YUBIMAACTBIPY.
KoMMepuusnbIK yibIM 1€pCOHAIBIHBIH

KbI3METIH bIHTaNaHbIpy. Caynia KoCIOPHBIHBIH

nepcoHanabl 6ackapy. Cayna-caTThIKThI
yiBIMIacCTBIpyAbl OacKapy KyHeciHaeri
Oakpuiay. [ckepilik KapbIM-KaThIHAC JKOHE
Oaitnanpic mporeci. KemnbdacuibuibIK jKoHe
kemobacbuIbIK. Cay/ia MeHeHKMEHTIHIH
HYKOHOMHMKAJIBIK HET137epi.

TOProBOM OopraHu3aluu. Opranuzanus
TEXHOJIOTUYECKUX TMPOIECCOB B TOPrOBBIX
OpraHu3anusx. VYnpasiienue TOProBO-
TEXHOJIOIMYECKUM MPOIECCOM U OpPraHU3aIUs
TpyZAa Ha cKjiajgax. MoTUBanus AesTeIbHOCTU
IepcoHalla KOMMEPYECKOH  OpraHu3alui.
VYnopaBieHue — MEpPCOHAIOM  MPEAIPUSITUS
ToproBiu. KoHTponb B cucTeMe yIpaBieHHUs
opranuzanuei Topros. JlemoBoe oOiieHue u
mpouecc KOMMYHMKauui. PykoBoacTBo u
JMIEPCTBO. DKOHOMHUYECKHE OCHOBBI
TOPrOBOI'O 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.

NHHOBAUSIIBIK MEHEIKMEHT

MuHOBaliMOHHBIN MEHEIHKMEHT

Innovation management

bazoapnama scemexuiici / Pykosooumenv npoecpammot/ Programme manager

VrebaeBa XK.A

KankabaeBa A.E

To6sutoB K.T.
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Busznecmi yuvimoacmuipy / Opzanuzayus ousneca/ Business organization

Oxy makcamol / Yueonan uenv/ Purpose

dopmupoBaHuE 3HAHUM 00
OCHOBOIIOJIAraloIIMX XapakTepUCTHK TOBapa,

COCTaBJIAIOIIHUX €TI0 HOTpe6I/ITeJILHYIO IICHHOCTD,

a TaK)Ke UX M3MCHEHHM Ha BCEX ATarax
TOBAPOJABHIKCHMU.

@opMUPOBAHUE 3HAHUH 110 TEOPETUYECKUM
OCHOBaM Ou3Heca, OOyd4eHHE HaBBIKAM
MPUMEHEHUS PAa3IMYHBIX TIPUEMOB U CPEICTB
yrpaBieHuss Ou3HecoM B chepe Oymymiei
npo)eCCHOHAIBHON JeSITENbHOCTH.

Formation of knowledge about the fundamental
characteristics of the product that make up its use
value, as well as their changes at all stages of
product movement.

Oxpimy

namuoiceci / Pezyiomamot o6yuenus | Learning

outcomes

Kypcrsl CITTI
OiriManymbLiIap:
- TayapTaHyIbIH TCOPHIIBIK JKOHE 9IICTEMETIK
HeT13/1epiH, Tayapjap aCCOPTUMEHTIH
perjiaMEeHTTEHTIH HEeTi3ri HOpMaTHBTEPI1
TYCIHY;

- YHBIMHBIH TayapJIblK aCCOPTUMEHTIH Oackapy
KyHeciHae Tayapiaap/sl KIKTey KoHE KOJITay
onicTepl MEH SAICTEpiH MEHTepY;

- TayapblH TYTHIHYIIBUIBIK KYH/IBUTBIFBIH
KYpaWThIH OHBIH HETI3T1 CHIaTTaMalapbiH
HaKTHI aHBIKTay/1a, TayapaapabIH
TYTBIHYIIBIIBIK KACHETTEP1 MEH
KOPCETKIIITEPiHIH HOMEHKIAaTyPachIH
aHBIKTay/a KY3bIPETTi.

assKTaraHHaH

KeHin

Ilocie ycnemHoro 3aBepiieHust Kypca
o0yyaromuecst Oyayr:

-IIOHUMAaTb TCOPCTUICCKUC U METOAUYCCKUEC
OCHOBBI TOBApOBCACHNA, OCHOBHBIC
HOPMATHBBI, PETIAMEHTUPYIOIIIUE
ACCOPTUMEHT TOBApOB,

—BJIAJACTh ITPUECMaMH U METOJaMU
KJIaccupuKanueil 1 KoAupoBaHUS TOBApOB B
CHUCTEME YIPABIEHUSA TOBAPHBIM
ACCOPTUMEHTOM OpTraHU3aINH;

— KOMIICTCHTHBIMH B YETKOM OIIPCACICHUN
OCHOBOITOJIAral0IINX XapaKTEPUCTUK TOBapa,
COCTaBJIAIOLINX €ro MOTPEOUTENHCKYIO
IHEHHOCTDb, B OIIPCACIICHUHN HOMCHKJIATYPbL
NOTPeOUTENBCKUX CBOMCTB U MOKa3aTenei
TOBApOB.

After successful
students will be:
- understand the theoretical and methodological
foundations of commodity science, the main
standards governing the range of goods;

- master the techniques and methods of
classification and coding of goods in the
organization's product range management system;
- competent in clearly defining the fundamental
characteristics of the product that make up its
consumer value, in determining the nomenclature
of consumer properties and indicators of goods.

completion of the course,

Ilpepexeusummepi / [Ipepexeuszumot / Prerequisites

9KOHOMHK3J’IHK TCOpHUA

| DKOHOMHUECKAsl TEOpUst |

Economic theor

Kypcmuiy Kvickawa mazmynst / Kpamkoe cooepacanue kypca/ Course summary

busnec TyprepiHiH TYCIHIN JKOHE JKIKTelyi,
OHBIH JaMyblH y#bIMaacTelpy. Oprta xKoHE
IIaFbIH  OM3HECTI YHWBIMAACTHIpY. BeHUypJbIK
KYPprizy
TipKey
KOHE
WHQPPAKYPHUIBIMBI.

Om3HecTi yHbIMIacTelpy. busnecti
dopmanapsl. busHec cyOBekTiepiH
TOpTiOi, KOCINOPBIHHBIH OaHKPOTTHIFBI
TapaTbUIYHL. buznec

[TonsTrie W xiaccudukaus BUAOB OM3HEca,
opranuzanusi ero pasutus. OpraHuzanus
cpenHero u Mayioro OusHeca. OpraHuzanus
BeHUypHOro OwusHeca. @OopMbl BeICHUS
ousneca. [lopsimok perucTpanuu cyOBEKTOB
OusHeca, OaHKPOTCTBO W  JIUKBUAAIUS
npeanpustas. WHpacTpykTypa Ou3Heca.

The concept and classification of business types,
the organization of its development. Organization
of medium and small businesses. Organization of
venture business. Forms of doing business. The
procedure for registration of business entities,
bankruptcy and liquidation of the enterprise. The
infrastructure  of the  business.  Business
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busnecri Oackapy. busnec-xxocnapnay | Yrnpasiaenue OuszHecoM. OCHOBBI OH3HEC-
Herizaepl. KapKbUIbIK KamMTaMachl3 €Ty JKOHE | IUlaHupoBaHus. DuHaHCOBOE obecrieucHue U

OM3HECTIH TUIMIIJITIH Talaay.

aHanmn3 2 HeKTUBHOCTH On3Heca.

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

bazoapnrama scemexuiici / Pykosooumens npozpammut/ Programme manager

CeiitoBa I'.T.

CeititoBa I'.T.

CeiitoBa I'.T.
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backapywvinblk wewimoepoi azipaey / Pazpadbomka ynpasnenueckux peuwienuii / Development of managerial decisions

Oxy makcamul / Yueonasn uenv/ Purpose

backapyubuIbIK MIENIMHIH MOH1, Ma3MYHBI,
TYpepi, 0acKapymIbUTBIK IIEHTiMaep/i
93ipIieyIiH SPTYPIli aNrOPUTMAEPI TYpaIbI
ipreni OUTIMII KaJIbIITacThIpy. 3aMaHayH
KENUTIK TEXHOJIOTHSUTAPMEH, 9p TYPIi
xarnainapaa PPX sxysere aceipyabiH eH
YTBIMIBI YHBIMIaCTHIPYHIBUIBIK (hOpMasiapbIMeH
taHblcy. KoH(peccusiblK KbI3MET xKyleciHae
OacKapylbUIBIK MIenimMaep Kaobliaay YIIiH
CaHJBIK JKOHE CallalibIK Talay Kyprizy

JaF IbUTAPbIH JAMBITY.

®opmupoBaHue (QyHIaMEHTAIbHBIX 3HAHUHN
0 CYILIHOCTH, COJECpIKAHUH, BHJIAX
YIPABICHYECKOrO0  PELICHUs,  Pa3IMYHBIX
aNIropuT™Max pa3pabOTKM  YHpPaBICHUECKUX
pemieHnii.  3HaKOMCTBO € Haubosee
panroHaIbHBIMU OpraHu3allMOHHBIMU
dbopmamu ocymiectiieHuss PYP B paznuanbIx
YCIIOBHSIX, C COBPEMEHHBIMHU CETEBbIMU
TEXHOJIOTHAMM. Pa3BUBHTHME HaBBIKOB B
IIPOBEICHUH KOJIM4ECTBEHHOT' O u
KAueCTBEHHOI'0  aHajiu3a Uil  IPUHATHUS
YIOPABICHYECKUX PEIICHUN B CHCTEME
npdeccuoHanTbHO NesSTeNbHOCTH.

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.

Hamudiceci / Pe3zyiomamot 06yuenus | Learning

outcomes

Oxpimy
Kypcrsl CITTI asKTaraHHaH Keilin
OiniManymbLiap:
- OackapymIbUIBIK ~ IIEHIIM  Ma3MYHBIHBIH

TEOPUSUIBIK acleKTUIEpIH, SpTYpJil Karaainapaa
OacKapyIIbUIBIK IIEHIIMAEPAL d31piiey MpPOLECIH,
OacKapylIbUIBIK ~IICHIIMICPAIH camachkl MEH
TUIMIUTITIH OaFanaybl TYCIHY;

- OackapymbUTBIK IIenrimMaep KaObLaay YINiH
CaHIBIK JKOHE CalalblK TaJlday O KYprizy
JaF IBUIAPBIH YHPEHY;

- KociOM  KbI3MET  KarJalbIHIa
nIermiMaepin a3ipaey  KoHE
TEXHOJOTHSITIAPBIH/IA KY3bIPETTI.

Oackapy
KaObLI1ay

IHocJie yenemHoro 3apepueHust Kypca
o0yyaromuecsi OyayT:

-[IOHUMATh TEOPETUYECKUE ACTIEKTHI
COJIEPKaHUS YIPABJIECHYECKOT O pELICHNs,
npoiecca pa3paboTKH yrpaBIeHYECKUX
pELIEHU B pa3JIMYHbIX YCIOBUSX, OLICHKH
KayecTBa U 3((HEKTUBHOCTH YIPABICHYECKUX
pEILIEHUH;

- Hay4aTbCsl HaBbIKaM IMPOBEJICHUS
KOJIMYECTBEHHOIO M KAYECTBEHHOI'O aHaJIn3a
JUISL IPUHATHS YIIPABICHYECKUX PEILICHUI;

- KOMIIETEHTHBIMU B TEXHOJIOTHIX
pa3pabOTKK U MPUHATHS YIIPABICHY ECKIX
PEIICHHUI B YCIOBUX MPO(eCcCH OHATBHOM
JIeSITEIbHOCTH.

After successful
students will be:
-understand theoretical aspects of content
management solutions, process development
management decisions in different conditions,
assess the quality and efficiency of management
decisions;

- learn the skills of conducting quantitative and
qualitative analysis for making managerial
decisions;

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

completion of the course,

Ilpepexseusummepi / Illpepexeuszumot / Prerequisites

ATpOOM3HECTIH SKOHOMUKAJIBIK HETi311epi

DKOHOMHYECKHE OCHOBHI arpoOm3Heca

\ Economic fundamentals of agribusiness

Kypcmuiy kbickawa mazmynst / Kpamkoe cooeprcanue kypca/ Course summary
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backapy 1miemnmiHiH MOoHI

nlenrMaepal  AablHAAay  KOHE  icKe

KarnaWbiHIa — OacKapyIIBLIBIK

HIeIiMIEPAIH canackl MEH THUIMJILIIT]

MEH MAa3MYHBI.
backapy mienrimaepiHiH THIIOJIOTHACH JKOHE
ojlapra KOMBUIATHIH TallanTap. backapymbLIbiK
aceIpy
nporeci. CBIPTKBI OPTAaHBI Talgay KOHE OHBIH
OacKapyUIbUIBIK MIEHIMICP/l JalbIHIayFa KOHE
IcKe acbIpyFa ocepl. benrici3gik INeH Toyeken
memimMaepal
JMarbIHayY JKOHE icKke achlipy omictepi. [lemmimui
a3ipiey KoHE TaHJAAay TPOIECIH MOJACIbICY.
[Hemimaepni Oackapy MIENIiMIEPIH JalbIHIAY
JKOHE 1ICKe achIpy omicTepi. backapyuibLIbiK

CylHOCTh U COJIEp)KaHUE YIPABIECHUYECKOT O
pemienust.  Tunomorust — ynpaBJIEHYECKUX
pemieHnii U TpPeOOBaHUS NPEAbSIBISEMBIE K
HuM. [Ipouecc MOATOTOBKM M peann3aluu
YOPaBIECHYECKUX PEIICHUI. AHAJIN3 BHEIIHEH
cpenbl M €€ BIMAHUE Ha IOArOTOBKY, H

peanu3anuio  YIpaBJICHUYECKUX  PEIICHUM.
[Ipuembl  TOATOTOBKM W peajM3alluH,
YIOPABICHYECKUX PEIIeHUWH B  yCIOBHUAX

HEONPeIeTICHHOCTH U prcka. MojenupoBaHue
mporecca pa3paboOTKU M BBIOOpA peEIIeHUS.

Metoast NOJATOTOBKM M peallu3alluu
yIpaBICHY ECKUX perieHui peleHus.
KauecTBO 1 3 PeKTUBHOCT yIpaBIEHYECKUX
peleHn i

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

Ilocmpexsuzummepi / Ilocmpexeusumul/ Postrequisites

CTPATETUsIIBIK MEHEKMEHTTIH HET13/1epi

‘ OCHOBBI CTPATCTUYCCKOro MCHCIPKMCHTA

| fundamentals of strategic management

bazoaprama swcemexuiici / Pykogoodumens npozpammer/ Programme manager

Ecwimxan I'.E.

| KankabaeBa A.E.

TooOsu1oB K.T.
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Hunosauusanvlx onimoep men Kpizmemmep mapkemunzi/ Mapxkemunz unnosayuonnou npodykuyuu u ycaye/ Marketing of innovative

Oxy makcamol / Yueonan uenv/ Purpose

TeopusuiblKk HerizgepAl KaJblITacTbIpy JKoHE
WHHOBAIMSUTBIK OHIMJII HapBIKKA JKBIDKBITYIBIH
MPAKTUKAJIBIK 9JIICTEPIH MIepy, WHHOBAIUSIIBIK
oneyerTi JTUATHOCTUKATAY/IbI, yUBIMIAFbI
WHHOBAIMSUTBIK TPOLIECTI 3€pTTey, COHBIMEH
Kartap TYTBIHYIIBUIAPJABIH CYpPaHbICTApPBl MEH
WHHOBALMSUTBIK CaJiaJlaFbl CYPaHBICTBI 3€PTTEY
OMICTEPIH OKBITY.

dopMHUpOBaHUE TCOPETUIECKUX OCHOB U
OBJIAACHUC MTPAKTUYICCKUMHU ITpHUCMaMHU
MNPOABUKCHHU A NHHOBAIITMOHHOI'O IIPOAYKTA Ha
PBIHOK, U3Yy4YCHHUEC TUATrHOCTHKU
HMHHOBAIIMOHHOI'O ITIOTE€HI M AJia,
WHHOBAI[MOHHOT'O MPOI[ecca B OpraHn3allny, a
TaK)Ke 00y4eHHEe METO/IaM UCCIICIOBAHHS
3aIpOCOB MOTPEOUTENEH U CcrIpoca B
WHHOBALIMOHHOM cepe.

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.

Oxpimy

Hamurceci / Pesynemamot 00yuenus | Learning

outcomes

Kypcrsl coTTI asiIKTaraHHaH KeiliH
OimiMasymbLIap

-)KaHa eHIMJEP MEH KbI3METTEp MapPKETHHTIHIH
MOHIH , KaFUJaTTapbl MEH €PEKILIETIKTEPIH;
TaKTHKAJIBIK MHHOBAIIMSIIBIK MapKETHHT, Oara
Oenriyiey, OHIM cascaTbl, HHTEPHET-MapKETHHT
ONicTepiH TYCIHY.

- )KaHa eHIM/Il HapbIKKa IIbIFapy OONBIHIIA 1C-
Hmapagapabl OPbIHIAY;

MapKEeTHUHITIK 3epTTeyJep Ky prizy, ’kaHa
OHIM/Iep HapbIFbIHAFbl OoCeKeecTep Ty paibl
aKmapart *KHHay, 09ceKesecTiK OpTaHbl Tajjiay,
’KaHa eHIMJIEp/l HapbIKKa IIbIFapy YILIiH
MapKETHHITIK CTpaTerusuiapasl a3ipiey.

- TYTHIHYIIBIIAP/BIH MiHe3-KYJIKBIH KOHE
0oCeKeIeCTIK OPTaHbI TajlIay SAICTEPIH,
MapKETUHITIK CTpaTerusuiapasl a3ipiiey
JIaFIbUIAPbIH, THHOBALIUSUIBIK Tayapiap MeH
FBUTBIM/TBI KQXKETCIHETIH TEXHOJIOTUSIIaP/IbI

J3ipIey KoHE KOoCmapiay TOCUAEPIH MEHTepY.

ITocne ycnemHoro 3asepuieHust Kypca
odyyaromuecst Oyayr:

— IIOHUMAaTh CYUIHOCTbH , IPUHLIMIIBI U
0COOEHHOCTH MapKETUHI'a HOBBIX MPOIYKTOB
U yCIIyT; METOAbI TAKTHUYECKOI O
MHHOBAIIMOHHOI'O MapKETHHTa,
1IEHO00pa30BaHus, IPOJYKTOBON MOJUTHKH,
MHTEPHET-MapKETUHTA.

— BBINOJIHATH MEPOIPUATHS IO
IIPOJIBHKEHUIO HOBOT'O MTPOJIYKTa HA PHIHOK;
BBINOJIHATh MAPKETUHT OBBIE UCCIIEOBAHMS,
cOop MH(pOPMAIMK O KOHKYPEHTaX Ha PbIHKE
HOBOW MPOAYKIIMH, aHAJIN3 KOHKYPEHTHOU
cpezsl, pa3pabaTbiBaTh MAPKETUHIOBbIE
CTpaTeruy Mo BBIBEACHHUIO HOBBIX ITPOJYKTOB
Ha PBIHOK.

— BJIaJIeTh METOIAMU aHAJIN3a I10BEIECHUS
oTpeOuTENeH U KOHKYPEHTHOM Cpelibl,
HaBbIKaMU pa3pabOTKH MapKETHHTOBBIX
cTpaTeruii, cnocodaMu pa3paboTKH U
IUTAaHUPOBAHUS UHHOBAIIMOHHBIX TOBApOB U
HAaYKOEMKHX TEXHOJIOTHUH.

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

- perform 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 for bringing new products to
the market.

- master the methods of analyzing consumer
behavior and the competitive environment, the
skills of developing marketing strategies, methods
of developing and planning innovative products
and high-tech technologies.

completion of the course,

35




Ilpepexeusummepi / [Ipepexeuszumot / Prerequisites

MapKETUHT

‘ MapKETHHT

marketing

Kypcmuiy kbickawa mazmynot / Kpamxkoe codepicanue Kypca/ Course summary

MapkeTHHT TYCIHIT1 XoHEe XKIKTeyl

[Tonsatue u knaccudukanms MapKeTHHT OBbIX

WHHOBaUUsuiap. VHHOBAaMSJIBIK  MapKETUHT | MHHOBAUMM. [[eHHOCTHBIN MOaX0M B CUCTEME
KyHeciHeri KYH/IBLIBIK TOCLII. OHIM | HHHOBAIIMOHHOTO MapkeTHHra. [IpoaykT kak
TYTBHIHYIIBUIBIK MOCEJIeNep/ll MIeIIyAiH KYpaibl | CPEeCTBO pelieHus NOTPEOUTETHCKUX
peringe. HapeikTel Oaranay »koHe YHBIMHBIH | poOieM. OLeHKa phlHKa U MapKETUHIOBBIM
MapKeTUHTTIK  oneyeri. JKaHa ©HIM MeH | OTeHIHAI OpraHu3alyu. [Tpouecc
KBI3METTI 931pJiey JKOHE JKBUDKBITY IIPOIECi. | pa3pablOTKM ¥ MPOABUKEHUS  HOBOT'O
Y WBIMHBIH HHHOBAITUSUTBIK IaMYbIH OacKapy MPOJIyKTa i YCIYTH. VYnpasnenue

WHHOBAIIMOHHBIM PA3BUTHCM OpraHu3aln

The concept and classification of marketing
innovations. Value approach in the system of
innovative marketing. The product as a means of
solving consumer problems. Market assessment
and marketing potential of the organization. The
process of developing and promoting a new
product and service. Management of innovative
development of the organization

Iocmpexeusummepi / [locmpekeuszumot/ Postrequisites

OHEPKICINTIK MaPKETUHT

‘ IIPOMBIIUIEHHBI MaPKETUHT

industrial marketer

bazoaprama swcemexuiici / Pykogoodumens npozpammer/ Programme manager

Vrebaea K. A.

‘ YrebaeBa XK.A.

To6sutoB K.T.
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Hunosauusnvix menedyncmenm / Hnnoeauuonnulii menedyncmenm / Innovation management

Oxy makcamol / Yueonan uenv/ Purpose

CryneHTTep/ie MHHOBALIUSIIBIK KBI3MET JKOHE
WHHOBAIMIIap/sl OacKapy TETiri Typabl
TYCIHIKTEP/1 KaJbIITACTBIPY, HHHOBAIUSITBIK
MEHEDKMEHTTIH YHBIMIIBIK-3KOHOMHKAJIBIK
MOJIEIIIMEH TaHBICY, KOCIOU KbI3MET
KarIalbIHIa MHHOBAIMSIAP/IBIH THIMIUTITIH
Oarasiay/ia JarapUIapabl JaMbITY

DopMHUPOBAHUE Y CTYAECHTOB NPEACTABICHUS

00 PIHHOB&I.[PIOHHOIZ ACATCIIBHOCTHU u
MCXaHU3MCE YIpaBJICHUA WHHOBaLlUsIMMU,
3HaKOMCTBO C OpraHnu3alMOHHO-

SKOHOMHUYECKOH MOJIeTIbI0 WHHOBAIIHOHHOTO
MEHE/DKMEHTa, pa3BUBUTHE HABBIKOB B
oueHke 3¢G(dekTUBHOCTH HMHHOBAalMH B
YCJIOBUSIX TPO(ECCHOHAIBLHOM eI TEIbHOCTH

Formation of students understanding  of
innovation activity and the mechanism of
innovation management, acquaintance with the
organizational and economic model of innovation
management, development of skills in assessing
the effectiveness of innovations in the context of
professional activity

OKpimy

Hamudiceci / Pezyniomamot 06yuenusn | Learning

outcomes

Kyperbi COTTI Keiin
oiniManymbLiap:

-WUHHOBAIUSUIIBIK MEHEIKMEHTTIH TEOPUSLIIBIK
HETi37IepiH, MHHOBAIMUIAP/bIH THIMILIITTH
OaraJsiay 9J[iCTEMECiH, BEHUYPJIBIK KHE On3HeC-
HEepIITENiK KapKbUIaHABIPY MPOLIECTEePiHIH
MOHIH TYCIHY;

- YaKbIT IEHOEPIMEH HAKTHI MIEKTEITreH OHIM
pETIH€ MHHOBALUSHBIH €pPEKIIENIKTEPIH
Oarajai anajpbl;

—KoCi0M KBI3MET KaFJaibIH/1a HHBECTUIUSIIAY
YIIiH X00amapasl ipikTey JaFabLIapbiH
MEHTepe/Ii.

assKTaraHHaH

Ilociie ycnemHoro 3aBepueHnsi Kypca
o0yuarwuuecs 0yayr

-IIOHUMATh TEOPETUYECKUE OCHOBBI
MHHOBAIMOHHOT'O0 MEHEIHKMEHTA, METOJUKY
o1eHKH 3¢ (HEKTUBHOCTH HHHOBAITUH,
CYIIHOCTh IIPOIIECCOB BEHUYPHOT'0 U OM3HEC-
AHTENIbCKOT0 (PMHAHCUPOBAHUS;

-CyMEIOT OIl€HHBAaTh OCOOCHHOCTH
WHHOBallMd  Kak  IPOJIYKTa, YETKO
OTPaHUYEHHOTI' 0 paMKaMHU BPEMEHHU ;
—OBJIAJICIOT HABBIKAMHU OTOOpA MPOEKTOB JIJIst
MHBECTUPOBAHMUS B YCIOBUAX

HpO(I)eCCHOHaHBHOﬁ ACATCIIBHOCTH.

After successful
students will be:
- understand the theoretical foundations of
innovation management, the methodology for
evaluating the effectiveness of innovations, the
essence of the processes of venture and business
angel financing;

-they will be able to evaluate the features of
innovation as a product that is clearly limited by
the time frame;

- master the skills of selecting projects for
investment in the context of professional activity.

completion of the course,

Ilpepexeusummepi / [Ipepexeuszumot / Prerequisites

KOMMepL[I/IHJ'IbIK MCHCIXKMCHT

| KomMmepueckuii MEHEPKMEHT |

Commercial management

Kypcmuiy Kvickawa mazmynst / Kpamkoe cooepacanue kypca/ Course summary

VMHHOBaTHKA TEOPHUSICHIHBIH KAJIBIITACYbI KOHE
OHBIH Kasipri TY>KBIPBIMIaMAJIAPBI.
KoMnanusiHbIH MHHOBAIIUSJIBIK ~ KBI3METIH
Oackapy Heri3aepi. VHHOBAIUSIBIK IPOIIECTI
YUBIMIACTHIPYABIH OficTepi MeH (opmanapsl.
KocimopelHHBIH ~ MHHOBAIUSUIIBIK ~ QJICYETIHIH
JICHreiiH aHbIKTay.VIHHOBAIUSIIBIK K0Oamap bl

CraHoBJIEHME TEOPUM HMHHOBATHUKA M €€
COBPEMEHHBIE KOHI[EILIHH. OcHOBBI
YIOpPaBJICHUS] MHHOBALMOHHOW JAESTEIbHOCTU
KoMmaHuu. MeTofbl U (OpMBI OpraHU3aluN
MHHOBALIMOHHOTO Tpouecca. OmnpeneneHue
YpOBHSI WHHOBAIIMOHHOTO MOTEHIINaIa
MPeaNpUsATUS. Y IpaBJIeHNe HHHOBAIITMOHHBIMU

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 >k00anapAbIH THIMALIIK JeHTeHiH

Oaranay.3UATKEPIIK MEHIIIIK.
WHHOBAIIUSIIBIK ousuec.
Kap)KbUTaHIBIPY.

[TarsH
Benuypasik

MPOCKTAMH U OIIEHKA YPOBHsI 3 ()EKTUBHOCTH
npoeKToB. IHTeIeK TyaIbHas
COOCTBEHHOCTh. Malblii  MHHOBAIIMOHHBIN
6usHec. BenuypHoe puHaHCcHpOBaHUE.

effectiveness.Intellectual property. Small
innovative business. Venture capital financing.

Ilocmpexsuzummepi / Ilocmpexsusumul/ Postrequisites

OHIPICTIK MEHEHKMEHT

ITpon3BOACTBEHHBI MEHEI)KMEHT

Production management

bazoaprama scemexuiici / Pykogooumens npozpammer/ Programme manager

VYrebaeBa XK. A.

Vrebaepa XK. A.

To6sutoB K.T.
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bp3nounz/bpanounz/Brending

Oxy makcamol / Yueonan uenv/ Purpose

OpPHIMHT caJlaChlHJ]a MAPKETUHITIK iC-Iapaiap
OTKI3y YIIIH CTYICHTTEP/IIH MAMaH/IbIK UTEPY
Ke3iH1e KociOn O1TIMiI MEH iICKepJIiriH
KaJbIITACTBIPY

dbopMupoBaHue y CTYJIEHTOB
npo(eCCHOHANBHBIX 3HAHUW W yMEHUU MpH
OCBOCHHMH CHELHAIbHOCTU JIsi MPOBEACHUS
MapKETUHTOBBIX MEPOIPHUSATUH B  00JACTH
OpPHAMHTA

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

Oxpimy

namuoiceci / Pezyiomamot o6yuenus | Learning

outcomes

Kypcrsl CITTI KeHiH
OiriManymbLiIap:

- OpaHATEPAL 931pIIey MEH JKbUDKBITYAbIH
9/liCHaMaJbIK HEr13J€piH, OKbITHLIATHIH
KYPCTBIH HETi3r1 caHATTapbIH 01y,

-Op3HIMHT MACeJIeIEPiHe KaThICThI
MapKETUHTTIK MAceseep MEH HaKThl HAPBIKTHIK
JKarAaiapra Tanuay Kyprizyre, OpaHi-
MEHEDKMEHT CaJlaChbIHAa TYPJi ic-1mapanap
OTKI3y MYMKIHJIKTepiH Oaranayra KaOijaerTi;
-0pou nmopTdernin 6ackapy mpormecinae opTypii
onmicrepi KoJaHy JaFIbLIapbiH, OpIH/I -

KOMM yHUKAIISUIAP/IbI TaliJaiany JaFabUIapbiH
MEHTepY;

- OpPHAMHITIH apHalbl TEPMUHOJIOTHSICH MEH
JIEKCUKACBIH KOJIIaHyFa, OpaHIUHT
caJlaChIHJaFbl MapPKETUHITIK 1C-1I1apaIapabl
yibIMIacTeIpyFa xoHe oTKIzyre KysbIperri.

assKTaraHHaH

IHocae ycmemHoro
o0yyaromuecst Oyayr:

3aBeplIeHHsl Kypca

—3HaTb MCTOOOJIOTHYCCKUEC OCHOBBI
pa3paboTKM ¥  NpPOJIBHXKEHHS  OpPIHIOB,
OCHOBHBIE KaTETOPHU M3y4aeMOro Kypca;

—CHOCOOHEBI IpOBOAUTH aHaJIu3

MApKETHHIOBBIX IPOOJEM H KOHKPETHBIX
PBIHOYHBIX CHTYAIIUH, KACAFOIIIMXCS BOIIPOCOB
OpAHIMHTA, OIICHHUBATH BO3MOKHOCTH
MPOBEACHUS PA3IMYHBIX BUIOB MEPOIPHSITHIA
B 00J1aCTH OpIHI-MEHEIHKMEHTA,

—BIIQ/ICTh HABBIKAMU MPUMEHEHUS PA3IUIHBIX
METOOB B MpOIIecce YIpaBieHus nmoprdenem

OpAIHIOB, HaBBIKAMH MCIIOJIb30BAHUS
OpPHI-KOMM yHHUKAIHII;

—KOMIIETEeHTHBIMU B IpYMEHEeHU U
CHEIHUATbHOW TEPMUHOJOTHH U JIEKCUKH

OpPHIMHTA, B OpPraHW3allid W MPOBEICHUU
MapKETUHTOBBIX MEPOIPHITHI B 001acTh
OpPHIMHTA.

After successful
students will be:
- know the methodological foundations of brand
development and promotion, the main categories of
the course being studied;

- are able to analyze marketing problems and
specific market situations related to branding
issues, evaluate the possibilities of conducting
various types of events in the field of brand
management;

- master the skills of applying various methods in
the 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.

completion of the course,

Ilpepexeusummepi / [Ipepexeuszumut / Prerequisites

Mepuennaii3unr, MeHeKMeHT

Mepuengai3unr, MeHeTxKMeHT ‘

Merchandising, Management

Kypcmuiy kvickawma mazmynst / Kpamkoe cooepacanue kypca/ Course summary

bpenn xone OpennuHr. bpenausr mporeci.
bpenn mnoprdenin  Oackapy. bipikripinren

bpoun u Opsuaunr. Ilpouecc OpaHauHTA.
YrpasieHue noptdenem OpIHIOB.

Brand and branding. The branding process. Brand
portfolio management. Integrated brand
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OpeH1-KOMM YHUKAIIHSIIAP.
KaluTaIIaHAbIpy.  BpIHAMHITIH
acreKTuIepi.

Bpennari | UHTErpupoBanHbie  OpIHA-KOMMYHHKAIMU. | cCOmmunications.

Brand capitalization.

KYKBIKTHIK | Kanmurtamusanus Opsunga. ITpaBoBeie acmektsl | aspects of branding.

OpoHIUHTA.

Legal

bazoapnrama scemexuiici / Pykosooumens npozpammut/ Programme manager

CeiitoBa I'.T.

CeititoBa I'.T.

CeiitoBa I'.T.
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Ilepconanowt 6ackapy! Ynpaenenue nepconanom/ Personnel Management

Oxy makcamol / Yueonan uenv/ Purpose

CTYJIEHTTEp/IE MTePCOHANIBI OacKapy dicTepi,
YUBIMHBIH KaJIPJIBIK KYPaMbIH KAJIBIITACTHIPY
MIPOIIECi, TEPCOHATIBI JAMBITY JKOHE OKBITY
YKOHE OHBI BIHTAJAH]IBIPY TYPAIBI XKYHEIl
TYCIHIK KaJbIITACTHIPY.

[ToH ’KYMBIC OPHBIH YHBIMIACTHIPY, IEPCOHATFA
KQKETTIJIIKTI )KOocnapJiay, rmepcoHa bl
BIHTAJIaH/BIPY TETIKTEPIH Mai1aiany

JIa¥ IbUTAPBIH JaMBITAIbI.

dbopMUpOBaHHWE Yy CTYACHTOB CHCTEMHOTO
NpeICTaBICHUs O MeETOoAax YyIpaBJeHUs
nepcoHanoMm,  mpouecce  (HOPMUPOBAHHS
KaJIpOBOT'0 COCTaBa OpraHU3aIllH, O Pa3BUTHHU
U 00y4eHHMsI TepcoHaja U ero MOTUBALIUH.
JuciunianHa ~ pa3BUBAET HaBBIKH B
opraHuzanuu pabodero Mecra, MiIaHUPOBAHUS
NOTPeOHOCTH B TMEPCOHAJIE, HCIIOJIb30BAaHUU
MEXaHU3MOB CTUMYJIMPOBAHUS IIEPCOHAA.

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.

Oxpimy

Hamurceci / Pesynemamot 00yuenus | Learning

outcomes

Kypcrsl coTTI asiIKTaraHHaH KeiliH
OimiMagymbLIAp:

- IepCcoHa/IbI 0ackapy OOWBIHIIA YHBIMHBIH
KBI3METIH PETTEUTIH 3aHHAMAJIBIK JKOHE
HOPMATHBTIK - KYKBIKTBIK aKTLIEP/1 TYCIHY;

- eHOeKKe aKbl ToJiey HbICaH/Iapbl MEH
KyiHernepiH, eHOeK MAapThIH d31pIey KoHe
xKacacy kKoHe eHOCK JlayllapblH peTTey TOpTiOiH
oiny;

- KOCITIOPBIHHBIH JaMy TIEpCIeK THBAIAPbIH
€cKepe OTBIPBII, dPTYPIIi MaMaHAbIKTap MEH
OUTIKTIJTIKTET1 IEPCOHAJIFa KAXETTUTIKTI O0ihKay
OOMBIHIIIA OHACY AAFbICHIHBIH O0YHI;

- KbI3METKEpJIep/il TapTy, 1pIKTEY KOHE IpIKTEy
OOBIHIIA KYMBICTAP/IBI AFBIM/IAFBI JKOHE
HEePCIEeKTUBAJIBIK )KOCHapiay bl XKy3ere
aceIpy/ia, ePCOHAABIH KbI3METIH OaKplIay
JKoHe Oarajiay paciMaepiH, olicTepiH a3ipieyae
KY3BIpETTi 60Ty.

ITocne ycmemHoro

odyyaromuecst Oyayr:
-IOHMMAaTh 3aKOHOJAaTEIbHbIE 1 HOPMATUBHO-
IIPaBOBbIE aKThl, periJamMeHTupyroIre
NEeSITEIbHOCTh OPraHU3alluy 10 YIPaBIECHUIO
MEPCOHAJIOM;

-3HaTh  (OPMBI U CHCTEMBI OIUIATHl TPYAA,
HNOpSIIOK  pa3pabOTKM M 3aKIIOYEHHUS
TPYAOBOIO JIOrOBOpa U  PETYJUPOBAHMUS
TPYAOBBIX CIIOPOB;

-UMeTb  HaBBIKM 10  pa3paboTke IO
IIPOTrHO3MPOBAHUIO NOTPEOHOCTH B IEPCOHAIE
pas3IUYHBIX CrelHaIbHOCTEN U
KBaIM(pUKALUK C  Y4EeTOM  IEpPCHEKTUB
Pa3BUTHUS IPEIIPUATHS;

- OBITb KOMIETEHTHBIMH B OCYILECTBJICHHH
TEKYILEr0 U MEPCIEKTUBHOTO IMJIAHUPOBAHUS
paboT MO MPUBJICYEHUIO, TTOIOOPY U OTOOPY
nepcoHasna, B pa3paboTke Iporenyp, METO10B
KOHTpOJIL U OLIGHKH  JIeATeIbHOCTH
nepcoHaa.

3aBeplIeHHs1 Kypca

After successful
students will be:
-to understand the legislative and regulatory legal
acts regulating the activities of the organization for
personnel management;

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

- have the skills to work on forecasting the need for
personnel of various specialties and qualifications,
taking into account the prospects for the
development of the enterprise;

- be competent in the implementation of current
and future planning of work on the recruitment,
selection and selection of personnel, in the
development of procedures, methods of monitoring
and evaluating the activities of personnel

completion of the course,

Ilpepexeusummepi / [Ipepexeusumot / Prerequisites
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MEHEIKMEHT ‘

| management

MEHE/DKMEHT
Kypcmuiy Kvickawa mazmynnt / Kpamrkoe cooepacanue kypca/ Course summary

[lepconanael  Oackapy  Teopuscel  MeH | Teopuss u  meromonorust  ympasienus | Theory and  methodology of  personnel
omicremeci. IlepcoHan KbI3MeTi »oHe OHBIH | mepconaioMm. Ciyx6a mepconana u ocHOBHbIe | management. The personnel service and the basic
JKYMBIC iCTeyiHE KOWBLIATBHIH HEri3ri Tamamrtap. | TpeOoBaHus K ee (yHKIMOHMpoBaHHUI0. | requirements for its functioning. Personnel policy
YUWBIMHBIH ~ KaJpiblK  cascaThl.  Y¥HBIMHBIH | KagpoBas [IOJINTUKA opranuzaiuu. | Of the organization. Strategies for managing the
nepcoHanabpl  Oackapy crparerusicel. YiibiM | Ctpateruu yIpaBJICHHS nepcoHanom | organization's  personnel.  Planning of the
NepCoHANBIH  KOocmapiay. KeI3MeTkepiepaid | opranusanuu. IlmanupoBanwe mepcoHana | organization's personnel. Personnel marketing.
mapketunri. Kamgpmapael — ipikTey, 1piKTey, | OpraHU3aI|y. MapkeTHHT nepconana. | Recruitment, selection, admission and release of
KaObuiay skoHe Oocary. Ilepconamubin enbek | [Togbop, orOop, mpuem u BbicBOOOXIeHue | personnel. Evaluation of the performance of the
HoTKennirin ~ Oaramay.  Kemerkepiepai | kaapoB. Ouenka pesynsratuBHOCTH Tpyna | staff. Staff training. Career guidance and labor

okbITy. [lepconannapl KocinTik Oarnapiay *oHE
eHOekke Oeiimaey. IlepcoHamablH iCKepJIiK
MaHcaObiH Oackapy.Kamp pesepBin Oackapy.
[TepcoHanmapliH €HOCK KbI3METIH BIHTAJIAHIBIPY
JKOHE BIHTaNaHIbIpy. Ke3MeTkepnepain eHOek
eTeMaKbIChI XKyHeci. [lepconanasl 6ackapy skoHe
TUIMIUTITIH Oaranay. Kei3mMeTkepnepain ayauTi.

IIepCcoHaJa. OO0yuenue IIEpPCOHAJIA.
[Tpodopuentauust u TpyAoBas ajanTanus
nepcoHana. YIpaBlIEHHE JI€J0BON Kapbepou
nepcoHasa. YpaBleHUE KaJpOBbIM PE3ECPBOM.
MotuBanuss ¥ CTUMYJIMPOBAHUE TPYIOBOH
JIEATEIIbHOCTH MepcoHala. Cucrema
KOMIIEHCAallul TpyJa paboTHHKOB. OreHka
3pPEKTUBHOCTH U YMPABICHUS MEPCOHATIOM.
AynuT nepcoHana.

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 scemexuici / Pykogooumens npozpammer/ Programme manager

CetitoBa I'.T.

CeritoBa I'.T.

CeritoBa I'.T.
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Mapxkemunzmix manoay / Mapkemunzosuwiit ananus/ Marketing analysis

Oxy makcamol / Yueonan uenv/ Purpose

KocinTik KpI3MeT KyHeciHe IyphIC
MapKETUHITIK HIenTimaep KaObuiiayra
MYMKIHIK j)kKacayra OarbITTalIFaH YHBIMIAFbI
MapKETUHTTIK TaJIIay/bIH TEOPHUSIIBIK KOHE
MPAKTUKAJIBIK MOCeJIesIepi, OHbI XKYPri3y
HBICAaHJAapbl MEH d/1icTepi OoiibIHIIIa
CTYJIEHTTEP/1 aspiayIblH KaXXeTTi JeHT eHiH
KaJBIITACTBIPY

dopMmupoBaHue HEOOXOIUMOr0  yPOBHS
MMOATOTOBKH CTYACHTOB IIO TCOPECTUYCCKUM U
MPAaKTUYECKUM BOIPOCAM MApPKETHHTOBOTO
aHalM3a B OpraHu3anuu, ero ¢opmMaM H
METOJaM BCACHMUA, HaIIpaBJICHHBIX Ha
CO34aHHuC BO3MOXHOCTH JJISL IMPUHATU A
NPaBUIBHBIX MAapKETHHIOBBIX PpEIICHUIH B
cucTemMe npodeccoHambHOM eI TeIbHOCTH

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
opportunities for making the right marketing
decisions in the system of professorial activity

OKpimy

Hamudiceci / Pezynomamot 06yuenusn | Learning

outcomes

Kyperbi COTTI
OimiMasymbLIap:
- MapKETUHITIK TaJayAblH MaKCaThl MEH
Ma3MYHBIH, OHBIH 9JIICTEpi MEH TOCUIAEPIH,
COHJal-aK aKmapaTThIK 0a3aHbl TYCIHY;

- CaThII ajJdylIbUIapFa, OJIap/bIH KaJlayblHa,
TayapJyiap MEH Tayap casicaTblHa, aCCOPTHUMEHT
IIeH aCCOPTUMEHT casicaTblHa, 0ara casicaTblHa,
OTKI3y KOHE OTKI3Y casicaTblHA, MAPKETUHITIK
KOMMYHUKalMsIapra, 09CEKeNeCTIK OPTaHbI
Oarasiayra Tanmay kacai Oury;

-MapKEeTUHITIK OpTaHbl TajJlay MaKcaTTapblH
KOI0; MApPKETUHITIK aKNapaTThl )KUHAY KOHE
Tanjay; MapKeTUHITIK 3epTTeyJIepe KOFaM/IbIK
nikipre xoHe (pokyc-TonTapra cayajiHama
KYPri3y AarabliapbiHa ue 60y.

assKTaraHHaH

KeHin

ITocJie ycnemHoro 3aBepuieHus Kypca
odyyaromuecs: Oyayr:

—I[IOHUMATh LIEIU U COEPKAHUE
MapKEeTUHIOBOI'0 aHAJIN3a, €r0 METObI U
IPUEMBI, a TaKke HH(POpMaLIMOHHYIO 0a3y;
—yMeTb IPOBOAUTH aHAJIN3 MMOKYIaTeNel, uX
IPEAIIOYTEHH, TOBAPOB U TOBAPHOMN
MOJIMTHKH, aCCOPTUMEHTA U aCCOPTUMEHTHOMN
MOJUTHKY, LIEHOBOW MOJIMTHKH, CObITA U
COBITOBOM MOJUTUKH, MAPKETUHT OBBIX
KOMMYHUKAIIUH, OLIEHKY KOHKYPEHTHOM
cpensl;

—00J1a1aTh HaBBIKAMU ITOCTAHOBKH LieJIeH
aHaJIM3a MapKeTUHTOBOH cpeabl; cOopa U
aHaJIM3a MapKEeTUHIOBOW MH(pOpMalnu;
IPOBEIEHUEM OIIPOCOB OOLIECTBEHHOIO
MHEHUs U (POKyC-TpyIi B MApKETHHI'OBBIX
UCCJIEIOBAHUSX.

After successful
students will be:
- understand the goals and content of marketing
analysis, its methods and techniques, as well as the
information base;

- be able to analyze customers, their preferences,
products and product policy, assortment and
assortment policy, pricing policy, sales and sales
policy, marketing communications, assessment of
the competitive environment;

- have the skills to set goals for analyzing the
marketing environment; collect and analyze
marketing information; conduct public opinion
polls and focus groups in marketing research.

completion of the course,

Ilpepexeuzsummepi / [Ipepexeuszumot / Prerequisites

MapkeTHHTOBBIE UCCIAeA0BaHUsI, MapKeTHHT

MapKeTHHITIK 3epTTeyiep, MapKeTUHT ‘

Marketing Research, Marketing

Kypcmuiy kvickawma mazmynst / Kpamkoe cooepacanue kypca/ Course summary

MapK E€THHTITIK TaJaayabIq MaKCaThbl
Ma3MYHBEI, CaThbIIl AJIylibuIapJbl

MEH
Tajnay.

lemn u comepkaHue MapKETUHTOBOIO aHa-
Ju3a, aHalIM3 TMOKynaTejaed. AHalnu3 KOHKY-

Objectives and content of marketing analysis,
customer analysis. Analysis of competition and
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bacekenecrik  meH
Tayapmap MeH Tayap cascaThlH Tajjay.
ACCOPTUMEHT TI€H aCCOPTUMEHT CcasicaThblH
tannay. bara cascateiH Tangay. Cary xkoHe caTy
casiCaThIH Tannay. MapkeTHHITIK
KOMMYHUKaIMsuapapl Tangay. KocinmopbelHHBIH
YKapHaMacblH Tajunay. Kacinopsinaarbl
MapKETUHITI YHBIMIACTBIPYbl TAJIJAY.

OocekernecTepai  Tanaay.

PEHLIMM U KOHKYPEHTOB. AHaJIM3 TOBApOB U
TOBapHOW NOJIMTUKH. AHAJIM3 aCCOPTUMEHTA

U ACCOPTUMEHTHOM IOJIUTUKH. AHaIu3
IIEHOBOM MOJUTUKH. AHamu3 cOblTa U
COBITOBOM  MOJIMTHKU. AHamM3  Mapke-

TUHTOBBIX KOMMYHUKalUi. AHaJIN3 peKIaMbl
HPEIIPUSATHUS. Anamus OpraHu3anuu
MAapKETUHTa Ha IPEAIPUATUN

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.

Hocmpexsuzummepi / Ilocmpexsuszumut/ Postrequisites

CrpaTterusublk MapKeTHHT

‘ Crpaternueckuii MapKeTUHT

Strategic marketing

bazoapnama scemexuiici / Pykogooumens npozpammer/ Programme manager

Vrebaesa XK. A.

| Vrebaena XK.A.

Toosu1oB K.T.
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backapywvinvix manoay / Ynpasenenueckuii ananuz / Managerial analysis

Oxy makcamol / Yueonan uenv/ Purpose

YiipiMaa KaObUIIaHATHIH KBICKA MEp3iMIIl KOHE
y3aK Mep3imMii MmenrMaepai FIIBIMU HETi3lIey
YIIIH TEOPHSUIBIK Heri3fepAi KaJbIITacThIPY
XKOHE 0aCKapyIIbUIBIK TalJayAbIH MPAKTUKAIBIK
ONICTEPIH MEHTEPY.

@opMHpOBaHUE TEOPETUYECKUX OCHOB U
OBJIQZICHUE  IPAKTUYECKUMH  IpUEMaMu
YIPaBICHUECKOTO aHalu3a Uil Hay4dHOro
000CHOBaHHUS IPUHUMAEMBbIX KPAaTKOCPOUHBIX
Y JOITOCPOYHBIX PEIICHHI B OpraHU3alllH.

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.

Oxpimy

namuoiceci / Pezyriomamul 06yuenus | Learning outcomes

Kypcrsl CITTI KeHiH
oiriManymbliIap

- JIOTUCTHKAHBIH MOHIH, OHBIH
TY’KbIPbIMJIaMachl MEH MPUHIUOTEPIH TYCIHY;

- JIOTUCTHKAaHbI KOJJIAaHY IbIH SKOHOMHUKAJIBIK
OCEpiH aHBIKTAM OiITy;;

- MaTepHaJJIbIK aFbIHJIAp OTYI THIC OHTAMIIBI
JKOJIIap/Abl AaHBIKTAY JIaFIbUIAPbIH MEHTEPY;

- OTKI3y/11H OachIM apHaJlapbIH aHBIKTAY; - TUICTI
CEPBUCTI TYPaKThl OacKapy *KyHeciHae Tapaty
casiCaThbIH 93ipiey.

assKTaraHHaH

ITocJie ycnemHoOro 3aBepuieHusi Kypca
o0yyaromuecst Oyayr:

— IIOHUMATh CYIIHOCTH YIIPABJICHYECKOTO
aHaJIM3a, €ro METOMBI ¥ IIPHUEMBI, a TAKKE
uH(}OopMaIMOHHYIO 0a3y;

—BBISIBIISITh (DAKTOPBI, OKA3bIBAIOIIHME BIUSHUE
Ha pe3yJIbTaTUBHBIC MIOKA3aTENN
JeSITCIIbHOCTH OpraHK3aIy;

—MPUMEHSTH HABBIKU YIIPBJICHUECKOTO
aHaM3a B QYHKIIMOHAIBHBIX 00J1aCTIX
NEeSITeNbHOCTH OpTaHU3aIUH;

—MPOSIBIATH KOMIIETEHTHOCTh B YaCTH
MPAaKTUYECKOTO MPUMEHEHUS 3HAHUIH
YIPaBIIEHYECKOTO aHAIN3a B CUCTEME
npheccroHaIbHON 1A TEIbHCTH

After successful
students will be:
- understand the essence of logistics, its concept
and principles;

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

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

- identify priority sales channels; - develop a
distribution policy in the system of regular
management of the appropriate service.

completion of the course,

Ilpepexeusummepi / [Ipepexeusumot / Prerequisites

DKOHOMUKAJBIK TEOPHs, DKOHOMHUKAIAFbI
CTaTHUCTHKAJIBIK O/IICTED

OxoHoMuYeckas teopusi, CTaTucTudecKkue
METOABI B 9KOHOMHUKE

Economic theory, Statistical methods in economy

Kypcmuiy Kvickawa mazmynst / Kpamkoe cooepacanue kypca/ Course summary

backapymbuibiK TaJIay/bIH TEOPUSIIBIK
Herizzepi. Pecypcrapabl naiinanany MeH eHJIpic
HOTKDKENIEpIH SKOHOMHKAJBIK Talgay. OHiMi

(>KyMBICTap/Ibl, KBI3METTep/i) OHJIIpyTe
apHaJFaH  IIBIFBIHAAPABI  Tajmay.  HakTel
HOTIDKEJICPAIH  KOCIApIIaHFAHHAH — aybITKYBIH

tannay omicrepi. Illexti Tammay. CerMeHTTIK

Teopernueckue OCHOBBI YIPaBICHYECKOTO
aHaIM3a. OKOHOMHYECKHU aHaIu3
HCIOJIb30BaHUSI PECYPCOB M PE3yJbTaTOB
MIPOM3BO/ICTBA. Ananmus 3aTpar Ha
MPOU3BOACTBO MPOAYKIUU (paboT, yCHyr).
MeTozasl aHanMM3a OTKJIOHEHHM (akTUYECKHX
pe3yabTaTOB OT IUIAHOBBIX. MapKWHAIbHBIN

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. MapKeTuHITIK Taigay. MHBEeCTUIUSIIBIK
Tanaay.

aHaIu3. CermeHTapHbIi aHaImu3.
MapkeTuHroBsii aHanu3. MHBECTUITMOHHBIN
aHamm3.

bazoapnrama scemexuiici / Pykosooumens npozpammut/ Programme manager

CetitoBa I'.T

CeiitoBa I'.T

Toosu1oB K.T.
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3 4 Kypc cTyAeHTTepiHe apHAJIFaH JIEKTHUBTIK MIHAep / DJIeKTUBHbIE TUCIHMILIMHBI 1Js1 cTyaeHToB 4 Kypca/ Elective

subjects for 4 st year students

Jozucmuxa /Jlocucmuxa / Logistics

OKy makcamuwt / Yueonasa yenv/ Purpose

JlorucTHKaHBIH MOHI, OHBIH TYKBIPBIM/IaMacChl
MeH MPUHIUNTEP] Typasbl TEOPUSIIBIK O171iM MeH
NPaKTUKAJbIK  JaFfbulapabl  KaJlbIITACTHIPY,
MaTepPHAIbIK  aFbIHIAPABIH,  JIOTHCTHKAJBIK
olnepauusap MEH KyHenepaixn
epeKuIeNiKTepiMeH TaHBICY, MaMaH/JIbIK
OOMBIHIIIA KaciOu KBI3MET Kyhecinae
JIOTHCTUKAJBIK CasicaTThl )KOHE THICTI CEpBUCTI
o3ipiey OoibIHIIA Ky3bIpETTEepAl aly YLIiH
OapIbIK JIOTUCTUKAJIBIK IPOLECTI
YHBIMIACTBIPY A IaF AbLIAPABI JAMBITY

(DOpMI/IpOBaHI/Ie TCOPECTUICCKUX 3HAaHUH "

MPAaKTUICCKUX HAaBBIKOB (0] CyIIHOCTH
JJOTUCTUKH, €€ KOHICIIHMHN H HpI/IHL[I/IHaX,
3HAKOMCTBO c 0COOEHHOCTSIMH
MaTepI/IaHLHLIX IIOTOKOB, JIOTUCTUYCCKUX

onepanuil U CHUCTEM, Pa3BHUTHE HABBIKOB B
OpraHu3aIu BCETO JIOTHCTHY €CKOT'0
npoiecca Ui MOJIydeHUS] KOMIETECHIUH 110
pa3paboTKe  JIOTHCTMYEKOW  TOJUTHKA U
Ha/IJIeXKAIIETr O cepBuca B cucremMe
npodeccruonambHOM JeATEILHOCTH no
CIICNUAaJIbHOCTHU

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  systems,
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
specialty

Okpimy

Homuiceci / Pezynemamat 0oyuenusn | Learning

outcomes

Kypcrsl cITTI KeiliH
OiniManymbLIap

- JIOTUCTHKAHBIH MOHIH, OHBIH
TYKBIPBIMJIaMachl MEH MPUHIUNTEPIH TYCIHY;

- JIOTUCTHKAHBI KOJJIAHY IbIH YKOHOMHUKAJIBIK
ocepiH aHbIKTal O1y;;

- MaTepuaJ/IbIK aFbIHAAP 6Tyl THIC OHTANJIIBI
JKOJIIap/Abl AaHBIKTAY JIaFIBUIAPBIH MEHTePY;

- OTKI3Y/IIH OachIM apHajapblH aHBIKTAY; - THICTI
CEPBUCTI TYPaKThl OacKapy *KyHeciHae Tapaty
casiCaThIH 931pJiey.

asgsKTaraHHaH

ITocsie ycnemHoOro 3aBepuieHus Kypca
o0yuaromuecst OyayT:

- TOHUMATh CYIIHOCTb JIOTUCTHKH, €€
KOHLIEMIMIO U IIPUHIIMIIBI,

- YMETb ONPEAENATh SKOHOMUYECKUH 3PPeKT
OT UCIOJIb30BaHUS JIOTUCTUKU;;

- BJIa/IETh HaBbIKaMH OIpeJIEJICHUS
ONTHUMAJIbHBIX yTEH, IO KOTOPBIM JIOJKHBI
HONTH MaTepHallbHbIE IIOTOKH;

- OIIpeJeNIATh IPUOPUTETHBIE KaHAJIBI COBITA;
- pa3pabaThIBaTh PaCIpPENEIUTEIbHYIO
HOJMUTUKY B CUCTEME PErYJISIPHOTO

yIpaBJICHUS HAJJIEKAIIUM CEPBHCOM.

After successful
students will be:
- understand the essence of logistics, its concept
and principles;

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

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

- identify priority sales channels; - develop a
distribution policy in the system of regular
management of the appropriate service.

completion of the course,

Ilpepexeuzsummepi / [lpepexseuszumot / Prerequisites

MapkeTuHrTi 6ackapy

anaBneHI/Ie MApKCTHUHI'OM ‘

Marketing Management
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Kypcmuiy Kvickawa mazmynst / Kpamxkoe cooepacanue kypca/ Course summary

JloructukanplH MoHI. MaTepHalIblK arbIHAAp.
Jloructukanslk omnepanusiap >KOHE Kyuenep.

Carbin aly  JIOTUCTUKACHIL OHpipicTiK
noructuka. Tapary  gjoructukacel.  Kemik
JIOTU CTUKACHI. AKMapaTThIK JIOTUCTHUKA.
Jloructukanarsl  Kopnap. Koiimamay, xyk
perrey, Oyy. JIOTUCTHKANBIK  OKIMIIIJIK.

2KahaHapIK TOrMCTUKATBIK KYHeEIep.

CyIHOCTb JIOTUCTUKU. MaTepuanbHble
noToku. Jloructuueckue onepanuu u
CHCTEMBI. 3aKylOYHas JIOTUCTHUKA.
[Tpon3BoACTBEHHAS TOTUCTHKA.
PacnipenenurenbHas JOTUCTHKA.
Tpancnoprhas noructuka. Madopmanmontas
JIOTMCTHKA. 3amachl B JIOTUCTUKE.
CxuagupoBaHue, rpy3onepepadoTka u
ynakoBka. Jloructuueckoe
aAMUHUCTpUpoBaHue. [ mobaibHbIe
JIOTU CTHY €CKUE CUCTEMBI.

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.

bazoapnama scemexuiici / Pykosooumenv npozpammul/ Programme manager

VYrebaeBa JK.A.

JlocmakoBa A.E.

To6sutoB K.T.
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Cmpamecuanvlk meneoycmenmmin nHez2izoepi / Ocnogvl cmpamezuyuecko2o meneoywemenma / Fundamentals of strategic management

Oxy makcamol / Yueonan uenv/ Purpose

Ou1iM anymibuUIapAa YHbIM/IbI CTPATErUSIIBIK
Oackapy cajachlHJIa TCOPUSIIBIK O1J1iM MEH
NPaKTUKAJIBIK JaFAbUIapabl KAJIBIITACTBIPY

(dhopMupoBaHue y 00y4Jaronmxcst
TEOPETHUECKUX 3HAHUU U TPAKTHUECKUX
HAaBBIKOB B  00JACTH  CTPaTErmuecKoro

YIIPABJICHUs OpraHUu3alyen

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

Oxpimy

namuoiceci / Pezyriomamot 06yuenus | Learning

outcomes

Kypcrsl CITTI KeHiH
oiniManymbLIap:

- CTpaTEerusUIbIK MEHEIPKMEHTTIH 9/[ICHAMAJIBIK
Heri3/iepl MeH CaHaTTapbIH TYCIHY;

- YMUBIMHBIH 1K1 JKaFJalbIH )KOHE OOCEKENEeCTIK
XKarJaibIH Oarasay bl )Kyprize auajibl;

- OacKapyIbLIBIK MICIIIMIEp KaObLIAay YIIiH
CaH[IBIK )KOHE CalajbIK TAJIAAY KYPri3y

JIa¥ IbUIapbIHBIH O0TYBI;

- YMBIM 5KYMBIC 1CTEHTIH CaJlaHbIH Kai-Kyii MeH
JaMy AMHAMMKachIH Oaranay; oJapAblH e3apa
0aiiTaHbICBIH/A CTPATErHSIIBIK JKOHE JKeIel
MaKcaTTapbl aHBIKTaY; YWBIMHBIH KYIITI KOHE
QIICi3 )KaKTaPbIH, CBIPTKBI OPTaJIaH TYBIHIAWTHIH
MYMKIHAIKTEP MEH KayinTepAi aHbIKTay

assiKTaraHHaH

ITocne ycnemHoro 3asepuieHust Kypca
o0yuaromuecst OyayT:

— IIOHMMAaTh METOJ0JIOIM4ECKHUE OCHOBBI U
KaTEeropuu CTPaTErn4ecKoro MEHEIKMEHTA,;
— CMOT'YT IPOBOAMTH OLICHKY BHYTPEHHEr O
COCTOSIHUSI U KOHKYPEHTHOI'O IOJI0KEHUS
OpraHu3aluy;

— obnazaTh HaBBIKAMH MTPOBENICHUS
KOJIMYECTBEHHOI'0 ¥ KAUECTBEHHOI'O aHAJIA3a
JUIS IPUHATUS YIPaBICHYECKUX PELICHUH;
—OIICHUBATh COCTOSIHME U TUHAMUKY
pa3BUTHUA OTPACIHU, B KOTOPOH JENUCTBYET
OpraHu3alys; ONPEAENIATh CTPATETUYECKUE U
OIlIEpaTUBHBIC L[N B UX B3aUMOCBSI3H;
BBISIBJIATH CUJIbHBIE U CJIa0ble CTOPOHBI
OpraHu3aliM, BO3MOKHOCTH U yTPO3bl,
UCXOJSIME OT BHEIIHEN Cpefbl

After successful
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

completion of the course,

Ilpepexeusummepi / [Ipepexeuszumot / Prerequisites

backapymbUIBIK MIenTMaepi a3ipey

‘ Pa3paboTka ynpaBiaeHUECKUX pEIIeHU ‘

Development of managerial decisions

Kypcmuiy Kvickama mazmynst / Kpamkoe cooepacanue kypca/ Course summary

CrpaTerusuiblKk MEHEPKMEHTTIH MOH1 MEH
Ma3MyHbI. ¥ UbIMHBIH MHUCCHSICbI MEH
MaKCaTTapbIHBIH peJii. busnec-0ipiik
CTPATETrUSACHIHBIH €PEKIIeTIKTepi.
KopmopatuBTik crpaTerusi: Ou3Hec TyplepiHiH
nakeTiH 0ackapy. ¥ bIMHBIH CHIPTKBI OPTaChIH
Tannay xoHe Oaranay. KoMmaHusHBIH 1K1

CylIHOCTh U COACPKAHUE CTPATETMUECKOT 0
MEHeIKMeHTa. Poib Muccuu u nenei
opranuzauuu. OcoOEHHOCTH CTpaTeruu
ousHec-equHUIBI. KopropaTuBHas
CTpaTerus: ynpaBjieHHe MTaKeTOM BUIOB
Ou3Heca. AHAJIM3 U OIICHKA BHEIIHEH CPEIbI
opraHuzanuu. AHaJu3 U OIleHKAa BHYTPEHH el

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 Tanaay koHe Oaranay. KomnaHUSHBIH
OocekenecTik crpaTeruscol. KopmopaTuBTik
opTapanTaHIbIPy CTPATETrUsIapHL.
OpTapanTaHIbIPEUFaH KOMITaHUSIIAP/IBI
Crpaterusuibik Tangay. CTpaTerusHel a3ipiey
XoHe icke aceIpy. [lepconansr 6ackapy
crpaterusachbl. CTpaTerusuiblK ©3repicTepal
Oackapy. ¥UBIMHBIH CTPATETHsICHIH 1CKE
aceIpyAarbl MOJIeHUeTTiH peii. KazakcTanmarsl
CTPATETUSIIBIK MEHEHDKMEHTTIH €pPEKIIeTKTepi.
Kahannplk MHTErpaIus KaFJaibIHAAFbI
MeMJIeKeTTepiH JJamy cTpaTerusicel.

cpeasl Komnanuu. KOHKypeHTHBIE cTpaTeruu
komnaHuu. KopriopaTuBHble CTpaTeruu
muBepcupukannu. CTpaTernyeckuii anaamus
TuBepcu (UM - POBAHHBIX KOMITAHUM.
Pa3paboTka u peanmzaiuu CTpaTeru.
Crpaterus ynpaBieHUs I€PCOHAIOM.
VYnpaBieHue crpaTerndecKuMu
M3MEHEHUSAMU. Posb KyJIbTyphl B peasinzaluu
cTpateruu opranuzanuu. Oco6OeHHOCTH
CTPaTErnYeCKOro MEHE)KMEHTA B
Kasaxcrane. CtpaTerus pa3sBuTHs rocyaapcTs
B YCJIOBHSIX I7100aJbHONW UHTETPALUH.

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.

bazoapnama scemexuiici / Pykogooumens npozpammer/ Programme manager
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Kbvizmem xkepcemy canacovinviy mapkemunzi/ Mapxkemunz cghepul ycayz /Service sector marketing

Oxy makcamol / Yueonan uenv/ Purpose

Ou1iM anymibUIapAa Tayap MeH KSCIIOPhIHHBIH
Oocekere KaOIETTIK ACHT eiliH OacKapy KoHe
aHBIKTay OOMBIHIIIA TEOPUSIIBIK O17TiM MEH
MPAKTUKAJBIK JTaFAbIIApAbl KAJBIITACTHIPY.

dopmupoBaHue y o0yyaronmxcs
JIOCTaTOYHBIX ISt YCHEIIHON
MpoeCCHOHALHON JIEITEIIBHOCTH 3HAHUHN M
yMEHUH B 00JIaCTH MapKETUHTa yCIyT

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

Oxpimy

namuoiceci / Pesyiomamot o6yuenus | Learning outcomes

Kypcrsl CTTI KeliH
oiriManymbliIap

- KOCIOPBIHAAPIBIH 09ceKere KabiIeTTiIr
TEOPUSICHl OOMBIHIIIA HET13T1 iprem OuTiMIl
TYCIHY

- caJla epeKIICIIriH €CKePe OTBIPHII, OHIMIED
MEH KOCIITOPBIHAAPABIH OdceKere KaOlIeTTUIIriH
Oarasiay 9IicTEeMECiH KoJijaHa O1ty;;

- KOCIITOPBIHHBIH 09CEKeNeCTiK OpTachlH
JMAarHOCTUKAJIAY 9/IiCTEMECIH MEHTEpY;

- KOCIMTOPBIH MEH TayapablH O0ocekere
KAaOLIeTTLIIK IEHT el 1H aHBIKTayFa KY3bIPETTI.

assiKTaraHHaH

IHocJie ycnemHoro 3apepuieHusi Kypca
oOyuyaronuecs OyayT:

- IOHUMAaTh OCHOBHBIE (PyH/IaMEHTabHBIC
3HAHUS 110 TEOPUH KOHKYPEHTOCIOCOOHOCTH
MPEATPUATAN

-YMETb IPUMEHSATh METOAUKHU OL[€HKU
KOHKYPEHTOCIIOCOOHOCTH MPOAYKIIMH U
MPENNPUATHN C YUETOM CHenu(pUKu OTpaciu;
-BJIaJICTh METOAMKOMN TUarHOCTHKHU
KOHKYPEHTHOU CPebl MPEAT PUITHS;

- KOMIIETEHTHBIMU B OIPE/IEJICHUN YPOBHS
KOHKYPEHTOCIIOCOOHOCTH TOBapa u
MIPEPUSATHSL.

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,

Ipepexsusummepi / Ilpepexeuszumot / Prerequisites

MapkeTuHrti 0ackapy

YnpasieHre MapKETUHIOM

\ Marketing Management

Kypcmuiy kvickawa mazmynst / Kpamrkoe codepicanue Kypca/ Course summary

Kpi3sMer  MapkeTHHr  OOBEKTICI  peTiHe.
OtaHaplK TOKipUOEAe KbI3METTEPAl aMbITY.
Maxpocpena unaycrpust cepsuc. Kelzmerrepain
xikrenyl. Kpimer tayap pertinge. Kpimer
MapKEeTUHTIHIH epeKuenikTepl. MapKeTHHITIK
aKrmapar. MapKeTHHITIK 3epTTeYJIEPiH
OarbITTapbl MeEH HeT13ri Ke3eHIepi.
TyYTHIHYIIBUTAPABIH KBI3MET KepceTy
HAPBIFBIH/IAFbI MiHE3-KYJIKBI. HapbIkTbr
CerMeHTTey. MakcaTThl CEerMEHTTEpIi TaHjay.

VYcenyra kak oO0beKT MapkeTwHra. Pasputue
ycayr B OTEYEeCTBEHHOM MPaKTHKE.
Makpocpena WH]Ty CTPUH cepBuca.

Knaccuduranus ycimyr. Ycayra xak ToBap.
Ocobennoctu MapKeTHHIra YCIIYT.
MapketunroBass nadopmanus. HanpaBieHnus
U OCHOBHBIE  JTalbl  MapKETUHIOBBIX
uccienoanuii. IloBeneHne mokynarenaed Ha
MOTPEOUTETHCKOM pBIHKE YCIYT.
CerMeHTHpOBaHME pbIHKA. BBIOOp 11€eBbIX

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
segmentation. Select target segments. Positioning.
Development of a new type of product-service.
The product life cycle is a service. Strategic
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[Tosunusnay. TayapablH kaHa TYpPiH-KBI3METTI
o3ipiey. OHIMHIH OMIpIiK HHKII-OYJ KbI3MET.

CrpaTterusuibiK )Kocmapiay,

MapKeTUHTIH >Xocnapnay, Oakeuiay. Kazakcran

HKOHOMUKACHIHBIH ~cajajlapblHia
KOJIIAHY €pEKIIENIKTepI.

KBI3MET

MapKeTUHIT1

cermeHToB. [lo3unmonupoBanue. PazpaboTka
HOBOrO BHa TOBapa-ycinyra. JKuU3HEHHBIN
UMK ToBapa — Yychyra. Crparerndeckoe
IJIJAHUPOBAHHUE, IUIAHUPOBAHUE MAapKETHHTa
yCIIyT, KOHTPOIb. OCOOCHHOCTH MPUMEHEHHSI
MapKeTMHra B  OTPaCIsiX  OKOHOMMKH
Kazaxcrana.

planning, service marketing planning, control.
Features of the application of marketing in the
sectors of the economy of Kazakhstan.

bazoapnrama scemexuici / Pykosooumens npocpammsl/ Programme manager

Kunkaninapoa A.A.

Kunkaninapoa A.A.

To6su10B K.T.
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bacekeze Kadinemminizin éackapy/Ynpaesnenue konkypenmocnocoonocmuoto/Management of competitiveness

Oxy makcamol / Yueonan uenv/ Purpose

Ou1iM anymibUIapAa Tayap MEH KCIIOPBIHHBIH
Oocekere KaOIETTIK ACHT eiliH OacKapy KoHe
aHBIKTay OOMBIHIIIA TEOPUSIIBIK O17TiM MEH
MPAKTUKAJBIK JTaFAbIIApAbl KAJBIITACTHIPY.

(dhopMupoBaHue y o0y4Jaromuxcst
TEOPETHUUECKUX 3HAHUW W TPAKTUYECKUX
HABBIKOB MO YIPABICHUIO H OIPEIEICHUIO
YPOBHSI KOHKYPEHTOCHOCOOHOCTH TOBapa u
TIPS PUSITHUS.

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

Oxpimy

namuoiceci / Pezyriomamul 06yuenus | Learning outcomes

Kypcrsl CTTI KeliH
oiriManymbliIap

- KOCIOPBIHAAPIBIH 09ceKere KabiIeTTiIr
TEOPUSICHl OOMBIHIIIA HET13T1 iprem OuTiMIl
TYCIHY

- caJla epeKIICIIriH €CKePe OTBIPHII, OHIMIED
MEH KOCIITOPBIHAAPABIH OdceKkere KaOIeTTLIriH
Oarasiay 9IicTEeMECiH KoJijaHa O1ty;;

- KOCIITOPBIHHBIH OOCEKENeCTIK OpTaChlH
JMAarHOCTUKAJIAY 9/IiCTEMECIH MEHTEpY;

- KOCIMTOPBIH MEH TayapablH O0ocekere
KAaOLIeTTLIIK IEHT el 1H aHBIKTayFa KY3bIPETTI.

assKTaraHHaH

IHocJie ycnemHoro 3apepuieHusi Kypca
oOyuyaronuecs OyayT:

- IOHUMAaTh OCHOBHBIE (PyH/IaMEHTAabHbBIC
3HAHUS 110 TEOPUH KOHKYPEHTOCIOCOOHOCTH
MPEATPUATAN

-YMETb IPUMEHSATh METOAUKHU OL[€HKU
KOHKYPEHTOCIIOCOOHOCTH MPOAYKIIMH U
MPENNPUATHN C YUETOM CHenu(pUKu OTpaciu;
-BJIaJICTh METOAMKOMN TUarHOCTHKHU
KOHKYPEHTHOU CPebl MPEAT PUITHS;

- KOMIIETEHTHBIMU B OIPE/IEJIEHUN YPOBHS
KOHKYPEHTOCIIOCOOHOCTH TOBapa 1

MPEIIPUATHUS.

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,

Ipepexsusummepi / Ilpepexeuzumot / Prerequisites

MapkeTuHrti 0ackapy

YnpasieHre MapKETUHIOM

Marketing Management

Kypcmuiy kvickawa mazmynst / Kpamrkoe codepicanue Kypca/ Course summary

bocekenecrik koHe 0Oocekere KaOUICTTLIIK
TEOPUSICHIHBIH Herizaepi. Bbocekere
KaOUIeTTIIKTIH ~ OJICHAMaJbIK  acleKTuIepi.
bocekere kaOinmeTTi cTpaTerwsuiblk Oackapy
HmIemiMIepiH  d3ipiiey Herizaepi. Op Typii
o0BeKTIepaIH 09ceKenecTIK

ApTHIKIIBUTBIKTAPBIH KIKTEy. OHIM camacsl MEeH
TYTBIHYIIBIIAp CEepBUCIH Oackapy omictepi.
TayapaeiH Oocekere KaOUICTTINITIH, YHBIMIBI,
Oackapy OKYHECiHIH oJeyeTi MEH camachiH

OcHOBBI TEOpUHU KOHKYPEHILIUU u
KOHKYPEHTOCIIOCOOHOCTH. MEeTom00orHuecKue
aCMeKThl KOHKYpPEHTOCIOCOOHOCTH. OCHOBBI

pa3paboTku KOHKYPEHTOCITOCOOHBIX
CTPAaTErun4eCKUX yIPaBICHYECKUX PEILICHUM.
Knaccuuxanus KOHKYPEHTHBIX

MPEUMYIIECTB PA3TUYHBIX OOHEKTOB.

Meroasl ynpaBiaeHUs KauyeCTBOM MPOLYKIIUU
u cepBuca norpeduTenei. 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.
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Oaraiay. Bacexkere KaOlJIETTiJIIK JKOHE | OpraHu3alMy, IIOTEHIMajda ©  KadecTBa
09oCeKeeCTIK CTpaTerusl. CHUCTEMBI yIIpaBJICHHUS.
KoHKypeHTOCIIOCOOHOCTh U KOHKYPEHTHBIE
CTpaTerHHu.
bazoapnrama scemexuiici / Pykogooumens npocpammel/ Programme manager
Vrebaesa XK. A. | Kankabaesa A.E. | To0bu10B K.T.
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Humepnem-wapkemunz / Hnmepuem-wapxemune / Internet Marketing

Oxy makcamol / Yueonan uenv/ Purpose

MapKeTuHTTIK MiHIETTEp/I1 eIy MaKCaThIH A
KOCIMOPBIHIAP/IbIH APYAITBLIIBIK KbI3METI
OapbICBhIHJIA TTali1aJaHbIIATIH HHTEPHET-
MapKETUHTTIH Ka31pri 3aMaHFbl
TYKBIPBIMJIaMacChl Typajbl )KyHei Ty CIHIKTI
KAJIBIITACTBIPY.

@opMHpOBaHUE CUCTEMHOI'O MPEACTaBICHUS
O COBPEMEHHOM KOHLENUHUM HHTEPHET-
MapKeTHUHIra,  MCIOJB3yeMOM B XOfe
XO35IUCTBEHHOM JEATEILHOCTH IPEINPUATUN
B LIEJISIX PELIEHUSI MAapKETUHIOBBIX 3a/]1a4.

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

OKpimy

Hamudiceci / Pezyniomamot 06yuenusn | Learning

outcomes

Kypersi CITTI asiKTaraHHaH Keiin
OiriManymbLiIap:

- MApKETHHT MOCEJIENIEPIH ey, )kxo0anay
yiuiH MHTepHEeT TeXHOMOTUsIapblH TaMBITY
JKOHE KOJIJIaHY ePEeKIISITIKTEepiH TYCIHY
YKapHaMaJbIK HayKaHaap;

- UatepHeT-x00a eMipiHiH OapIbIK ITUKIH
KYPYZbI )KOHE CUTIATTayIbl YHPEHY,

- %00a emipiHiH OapibIK OaFbBITTAPBl OOMBIHIIA
AHAJUTUKAJIBIK €CENTEP MabIHAAN adajbl
(HapbIKTHI Tajay, 09ceKenecTikTi Oaranay,
KBIDKBITY TOCUIIEP1, ayAUTOPUSMEH KYMBIC
iCTey ToCUIAEpi, CAaHIBIK KOPCETKIIITE,
KapKbUTaHJBIPY KO37epi;

-CalTTapABIH THIMJIUIITIH 3epTTEY KOHE
TEXHOJOTUSIIAPABI TOKIpHOEe KOMTaHYIbIH
HET13r1 9icTepiHiy IHTepHeT-MapKeTUHT1H
ko0anay JarablIapblH MEHIEPY

ITocae ycnemHoro 3apepuieHust Kypca
oOyyaromuecst Oyayr

-[IOHUMAaTh 0COOEHHOCTHU Pa3BUTHS U
NpUMEHEHUs TexHoaorui MutepHer niis
pelIeHNs] MapKETUHOBBIX 3aj1ay, JJIs
MPOEKTUPOBAHUS

pPEKJIAMHBIX KaMITaHU;

- HAy4aThCsl COCTaBJIATh U OMHUCHIBATH BECh
LUK )KU3HU MIHTEpHeT-TIpoeKTa,

- CMOT'YT INOJATrOTaBIMBAaTh AHATUTHUYECKUE
OTYETHI 10 BCEM HaIPaBICHUAM
KHU3HEAESITEIbHOCTU IPOEKTa (aHAIN3 PHIHKA,
OlLIEHKa KOHKYPEHLIUH, CIIOCOObI
MPOJIBMIKEHUS, TOJXO/BI B paboTe ¢
ayIUTOPUEH, KOJIMYECTBEHHBIE 10KA3aTelH,
UCTOYHHUKY (PMHAHCHPOBAHUS,

- BJIa/IETh HaBbIKAMH HCCIIEIOBAHUS

3 PEKTUBHOCTU CAliTOB U MPOESKTUPOBAHUS
HNuTtepHeT-MapKeTHHIa OCHOBHBIX METO/IOB
MPAKTUYECKOTO IPUMEHEHUS TEXHOJIOT Ui

After successful completion of the course,
students will bemust know:

- understand the specifics of the development and
application of Internet technologies for solving
marketing tasks, for designing

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
all areas of the project's life (market analysis,
competition assessment, promotion methods,
approaches to working with the audience,
quantitative indicators, sources of funding;

- possess the skills of researching the effectiveness
of websites and designing Internet marketing of the
main methods of practical application of
technologies

Ipepexsusummepi / Ilpepexeuszumot / Prerequisites

MapKETUHT

MapKETHHT

| marketing

Kypcmuiy Kbickawa mazmynot / Kpamkoe codepycanue Kypca/ Course summary

MapKeTHHITIK MakcaTrap YIIH HHTEPHETTI ‘ B03MOXHOCTH MCIOJIB30BAHHS WHTEPHET IS ‘ Internet marketing in modern conditions. Means of
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naWjgagaHy — MYMKIHIIKTEpi.

KocinopbiHHBIH

Beb-calitel. [3mey MapkeTuHTi. DIEKTPOHIBIK
MOIITa MAapKETHHT Kypajbl periHae. MHTepHET

JKeIicIHaerl JKapHaMma. OTHKAJIBIK

eMEC

KBUDKBITY onictepi. CepiKkTecTik MapKeTHHT.
MapkeTHHITE 2JIeyMETTIK MeAHaHbl Maianany.

WHTepHEeTTEr1 MapKETHHT 5KOCIapbl

MapKETUHTOBBIX eJiei. Beb-caiit
NPEATTPUSITHSL. ITouckoBbIit MapKETHHT.
OJIEKTpOHHAsg  Mo4YTa KAaK  HMHCTPYMEHT
MapkeTuHra. PekiaMa B CeTH HHTEpHET.
Hestruunsie METO/IbI MPOABUKEHHS.
ITaptHepckuit mapketunr. Mcnonab3oBaHue

COLMAJBHBIX ceTed B MapkeruHre. Ilman

MapKCTUHI'a 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.

KONTLI/1 TONTA OKBITY TiJIi aF bUIIIBIH

S3bIK  OOYYEeHHMs] B TMOJMSI3BIYHON TpYyIIe
AHTJIMUCKUN

the language of instruction in the multilingual
group is English

bazoaphama scemexuiici / Pykosooumens npozpammet/ Programme manager

ToosuioB K.T.

TobOsutoB K.T.

To6sutoB K.T.
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Mapkemunemezi aknapammuix, ycyiienep men mooenvoey/ Hnghopmayuonnoie cucmemul u mooeauposanue 6 mapkemuneze / Information systems

and simulation in marketing

Oky makcamuwt / Yueonasa yenv/ Purpose

MapkeTHHITe 3aMaHayu aKnapaTThIK
TEXHOJOTHSIIAPIbI KOJIaHY MYMKIHIIKTEepi
TYpaJIbl )KYHeIiK UAESHBI KaJIBIITaCTIPY.
«1C:byxrantepun 8» .CEOC canbik ecenTtuiiri
HBICAaHJApBIH TONTHIPY YIIiH. Project Ex-pert-te
Kap KblJIBIK TAJIAAY YIIIH OaFaapiamMaiapisl
KYpY JaFAbUIapbl MEH KY3bIPETTUIIKTEPIH
JaMBITY. MapKETUHITEr1 aKIapaTThIK XyHenepal
IPAaKTHUKAJIBIK KOJIJJaHY CajlachbIHAaFbl
KOCBhIMILIAJIAp/Ibl TECTLICY JKOHE TaJ/1ay.

dopMUpOBaHUE CUCTEMHOIO MPEACTaBICHUS
0 BO3MOKHOCTSIX M CTI0JIb30BAHUS
COBPEMEHHBIX WH(OPMAIIMOHHBIX
TEXHOJIOTMH B  MapkeTwHre. OOydeHue
nporpaMmme «1C:byxrantepun  8» mus
3aronHeHus: (opM HaJOroBOH OTYETHOCTH B
COHO. Pa3Butne HaBBIKOB U KOMIIETEHIINH
M0 HACTPOMKE mporpamMm st (pUHAHCOBOTO
ananmu3a B Project Ex-pert., TectupoBaHHS U
aHanm3a PUIIOKEHUI B obmactu
MPAaKTUYECKOTO UCIOJIb30BaHUS
WH(GOPMAIIMOHHBIX CUCTEM 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.

OKbimy

Homuceci / Pesynomamot 00yuenus | Learnin

outcomes

Kypcrsl cITTI asiIKTaraHHaH KeiliH
OimiMasymbLIap

- maiijanany 9iCTEeMECiH TYCIHY YIIiH
3aMaHayH aKImapaTThIK TEXHOJIOTHsIAP bl
SKOHOMHUKAHBIH TYPJIi calajapblH, OyXraaTepiik
KOHE CaJIBIKTBIK €Cell CajaChIHIaFbl )KaHa
TEXHOJIOTHsUIapibl O11y;

- 1C:OyxrantepusiHbl § naianana anaibl,
COHO-ra canbIK €CenTuIir HbICaHJapbIH
TOJITBIPY XoHE Ki0epy, ProjectExpert-re
KapKbUIBIK TaJgay/bl 93ipiey;

- Oantay maraplIapbiHa Be 00Ty

Kap KbUJIBIK TaJIIayFa apHaJFaH Oargapiamanap,
TECTiJIeY JKOHE KOCBIMIIANapbl Tajiiay 00JIbICTa
KY3BIPETTI

MapKEeTUHTTE aKMapaTThIK XKYHenepain
MOJIENbIePIH MPAKTUKAIBIK KOJIAHY

ITocJie ycnemHoro 3aBepuieHusi Kypca
odyuyaromuecst Oyayr:

- IOHUMAaTb METOJIUKY UCIIOJIb30BaHUS
CoBpeMeHHBIX UH(OPMAIIMOHHBIX
TEXHOJOTMH  JAJ  pa3fMyYHbIX  OTpaciei
9KOHOMHUKH, 3HaTh HOBEWIINE TEXHOJOTUU B
obmactu  OyXrajarepckoro U  HaJOrOBOI'O
yuera,

- cMoryT wucnonbs3oBath 1C:byxranrepus 8;
3aMoNHATh M OTHPABIATH (DOPMBI HaJIOTOBOU
ordetHoctt B COHO, pa3pabaTeiBaTh
¢dbuHaHCcOBBINM aHaM3 B ProjectExpert

- 00J1a/1aTh HaBBIKAMHU HACTPOUKH

nporpamm Jijisi GMHAHCOBOI'O aHAJIN3A,
TECTUPOBAHUS U aHAINU3a IPUITOKEHHH

- KOMIIETEHTHBIMU B 00JIaCTH MPaKTHYECKOIr0
UCTIOJIb30BAaHUS Mozene HH(POPMAIMOHHBIX
CHCTEM B MAapKETHHIE

After successful
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 use of
information system models in marketing

completion of the course,
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Ilpepexeusummepi / [Ipepexeuszumot / Prerequisites

Byxranrepiik ecen jkoHe ayauT

‘ byxranrepckuii yuer u ayJuT

Accounting and audit

Kypcmuiy kbickawa mazmynot / Kpamkoe codepicanue Kypca/ Course summary

DKOHOMUKA/IaFbI KOHE 9KOHOMHUKA/IAFbI
akmapatThIK nporectep AAX Kkypy omicremect.
Kanbmracteipy 1C  KapXbIIbIK ecen  Oepy:
Byxrantepuss 8.H. ProjectExpert wmbicanbiHna
MaMaHIaHIbIPbLUTFaH KapKBLITBIK Tangay
O6armapnmamanapel. COHO canplk ecenTimirin
KaJIBIITACTBIPY KYHesepi.

Kapxbuiblk ecenTimik monymi. Perrenerin ecen
Oepy. Unterpamus 1C: byxrantepus 8.X. sxoHE
COHO. Cainbik €CEeNTINIrH OHJICYy
OarpapiaamanapbiHblH - 9Bomonusicsl.  COHO.
DJIeKTPOHAbl KAaOMHET  HaJIOromJjaTesbIIuIa.
[Mpopuns. Canpik momimaemenep. IDPHO.
ProjectExpert ~ Mywmkingiktepi.  KapKbLIbIK
Tannay oIicTepi. KOMIAHUSHBIH THIMIUIITIH
apTTBIPY YIIIH KAPXKBUIBIK TAIAYABIH MaKCaThl
MEH apTHIKIIBUTBIKTaPbI.

HupopmaimoHHble Mpolecchl B 3KOHOMUKE U
Meroauka co3ganusi AUC. ®opmupoBaHue
¢unancoBoil otuetHocT B 1C:byxranrepus

8.x.  Crenmanu3upoBaHHbIE  MPOrPaMMBbI
¢uHAHCOBOTO  aHaimM3a  HA  MpPHUMEpe
ProjectExpert.  Cuctembl  GopMupoBaHUs
Hajorosoi otuerHoctn COHO.

Mopaynb (dbuHaHCOBOI OTYETHOCTH.
PernmamenTupoBaHHas OTYETHOCTD.

WNurterpanus 1C:byxrantepus 8.x. u COHO.
DBoMIONHs TIporpaMM 00pabOTKH HAJIOTOBOM
oryetHocTH. COHO. DiieKTpOHHBIH KaOuHEeT
Hajoromiarensimna. [Ipopuns. Hanorossie
3asBJICHUS. O®HO. BosmoxHocTH
ProjectExpert.  Metoauku  (HHAHCOBOTO
aHajM3a. Ha3Hau€HUE M  IPEeuMyIlecTBa
(GUHAHCOBOTO aHaiW3a JUIA  TOBBIIICHUS
3 EeKTUBHOCTH AEATEIBHOCTH (PHPMBIL.

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.

bazoapnrama scemexuiici / Pykoeooumens npozpammer/ Programme manager

Kycynbekona I'.H.

‘ XKycynbekosa ..

Kycynbekona I'.H.
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Tpeiio - mapkemunz / Tpeiio -mapkemune / Treid -marketing

Oxy makcamol / Yueonan uenv/ Purpose

CrynenTrepae cayna (cayna) MapKeTUHTiHIH
Ma3MYHBI, MAKCATTaPbI JKOHE ePEKIICTIKTepi
TypaJibl Ky#elni TYCiHIK KanbmTacTeipy. [Ton

MapKEeTUHITIK 3€pTTEYJIEPAIH dPTYpJll SAICTEPIH

KOJIIaHyFa, Mpo0JIeMalbIK-0aFbITTaIFaH
aKIapaTThl )KHHAYFa JKOHE OCHI JIepeKTepIi
Tycigaipyre yipereai. Cayna icinae
MapKEeTUHITIK KbI3METTI iepOec YHbIMAACTBIPY
YKOHE JKYPri3y AaFAbUIapbIH TaMBITa bl

dopMupoBaHUE Yy CTYJIEHTOB CHUCTEMHOIO
IOPEACTABICHUS O COAEpP)KAHMUU, LEIIX U
0COOEHHOCTSIX TOProBOI'0 (Tpeiin)
MapkeTuHra. J{UCUMIIIMHA YYUT HPUMEHSTH
pazIu4HbIe METO/IbI MapKETHHT OBBIX
HCCIIEI0BaHUH, cobupatpb poOJIeMHO-
OPHEHTUPOBAHHYIO UH(POPMALUIO u
MHTEPIPETUPOBATh 3TU JAaHHblE. Pa3BuBaer
HaBbIKM B CaMOCTOSITENIbHOM OpraHu3aluu U
IPOBEACHUN MapKETUHIOBON JESITENbHOCTH
B TOPrOBOM [€JI€.

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.

Oxvimy

Hamuceci / Pesynomamot 00yuenusn | Learning

outcomes

Kypcrsl coTTI
OitiManymbLiIap:
- TpEHA-MapKETUHTTIH TEOPHUSIIBIK KOHE
o/liCHaMaJbIK aCIEeKTIIEPiH TYCIHY;

- TYpJi KYpangap/asl KojiaHa oiry

cayZia MapKeTHHT1;

- Oesruni 61p HapbIKTa MApPKETHUHITIK
3epTTeyliepai nepoec YHbBIMAACTBIPY KOHE
KYPrizy, HOTHXKEIEp/l Taljiay *KoHe TYCIHAIpY
JIaF IbUIapbIH MEHTepY;

asgsKTaraHHaH

- MApKETHHITIK i1c-11apajapAbl YHbIMAACThIPYFa

KOHE OTKI3yTe, cay/ia YbIMIapblHIa
MapKEeTHUHITIK Kocnapiap MeH
Oarmapiamalnap/ibl )kacayra )KoHe iCKe achbIpyFa
KY3BIPETTI.

Kelin

ITocJie ycnemHoro 3aBepuieHusi Kypca
oOyuaronuecst Oyayr:

—IIOHUMATh TCOPETUYCCKUC U
METOJIOJIOTUIECKUE ACIEKTHI TPEU/I-
MapKETUHTa;

—YMETh IIPUMEHATDH pa3INYHbIE HHCTPYMEHTHI
TOProBOTr0 MapKETHHTA;

—BJIaJACTh HABBIKaAMH CaMOCTOSITEJILHON
OpraHU3aliy U IPOBEACHHSI MAPKETHHT OBBIX
UCCIIEZIOBAaHUN HAa KOHKPETHOM pBIHKE,
aHaJM3a U UHTEPIIPETALUU PE3YIIHTATOB;
—KOMIICTCHTHBI B OpraHu3aiuy 1 NpOoBCACHNUN
MapKCTUHI'OBBIX MGpOHpHﬂTHfI, COCTaBJICHUU
H pcajiu3allui MapKCTUHI'OBLIX IIJIAHOB U
[IPOrpaMM B TOPrOBBIX OpraHu3alusiXx.

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

—be able to apply various

trade 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.

completion of the course,

Ilpepexeusummepi / [Ipepexeusumot / Prerequisites

bencenni caty TexHukachl, MapKeTuHT

TexHuKa aKkTUBHBIX MPOAAXK, MapKeTUHT

Active Sales Techniques, Marketing

Kypcmuiy kvickawma mazmynst / Kpamkoe cooepacanue kypca/ Course summary

KbI3METIH/IET]
Tayap

Cayna
TYKbIPpbIMaMAChI.

MapKETUHT
aHAJIBIMEI

Konnenmus
NEATEILHOCTH.

B
B

TOProBOU
chepe

MAapKETHUHTa
MapxkeTtuHr

The concept of marketing in trading activities.
Marketing in the field of commodity circulation.
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caJlaChIHIaFbl MapkeTuHr. Marepuanbik
OHJIIpiC callachIHAaFbl cayaa. DupMailriik
JKocnapiay. AyTCOpPCUHT KBbI3METTEPIHIH
MapKeTHHT1. Caynanbl OackapyIbIH
yibIMaacTeIpymibuiblK  (opmanapel.  Cayna
MapKeTHHTI. Cayna MapKETUHT1HJIEeT1
MapKeTHHI TIK KoMMyHHKausiap.ChIpTKbI
HKOHOMUKAJIBIK KbI3MET. Caypnanarsl

MapKETUHTTIH THIMIiJIIT

ToBapHOro ooOpamieHus. Kommepuus cdepsl
MaTepUaTbHOTO MIPOU3BOCTBA.
Buytpudupmennoe IJIAHUPOBAHMUE.
Mapketunr ycayr cdepsl  ayTCOpCHHTA.
OpranuzanuoHHble  (GOpPMBI  yIpaBIIEHUS
TOPrOBJICH. MapxkeTuHr TOPrOBIIU.
MapkeTUHroBble KOMMYHHUKAIIMK B TOPTOBOM
MapKeTuHre.BHemnHeskoHoMuy eckas
nesITeNbHOCTh. D (HEKTUBHOCT, MapKETHHTa
B TOProBJIe

management.  Trade
communications in  trade
economic activity. Marketing effectiveness in trade

Commerce of the sphere of material production.
Intra-company planning. Marketing of outsourcing

Organizational  forms of trade
marketing.  Marketing
marketing.Foreign

bazoapnama scemexuwici / Pykoeooumens npozpammer/ Programme manager

VYrebaeBa XK. A.

Kankabaesa A.E.

To6sutoB K.T.
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Event-wapkemunz/Event-mapkemunz/Event-marketing

Oxy makcamol / Yueonan uenv/ Purpose

Okymsuiapaa okuranap (cayaa) MapKeTUHT1HIH
Ma3MYHBI, MAKCATTaPhI )KOHE ePeKINeTKTepi
TypaJibl Ky#elni TYCiHIK KanbmTacTeipy. [Ton
QJIFa JKBUDKBITYIBIH TEXHOJIOTUSITIAPHI MEH
TEXHUKAJIAPBIMEH TAHBICTHIPA]IbI
OarapiaMaslK MakeTTep HeTi31H e )KaHa
aKIapaTThIK TEXHOJIOTUSJIAPMEH KYMBIC iCTey
YIIIH KaXeTT1 apHaiibl O1J1IM MEH JTaFablIap/Ibl
aiy, TYTBIHYIIBI MEH OpeH/T apachiHIa
AMOLMOHAJIbI OaliIaHBIC KYpaThIH apHaiibl ic-
Hrapanapabl Kypy *oHe YHBIMIACThIPY apKbLIBI
Tayapiap MEH KbI3METTEp.

dopMupoBaHUE Yy CTYJIEHTOB CHUCTEMHOIO

NPEACTABICHUS O COJACPIKAHUU, MENIX U
0COOEHHOCTSIX COOBITHITHOTO (Tpeiin)
MapkeTuHra. JlUCIUWIUIMHA  3HAKOMHT  C

TEXHOJIOTUSIMH U TEXHUKAMH TTPOIBUKECHUS
TOBapa WJM YCIYyT'H C MOMOIIBIO CO3JaHUs U
OpraHMU3alMM CHEUHAIBHBIX MEPOIPUSITHH,
CO3JAOUIMX AMOLUOHAJIBHBIE CBSI3H MEKIY
norpedureneM u OpeHIoM, IHpHOOpeTeHue
MMM CHEUHUAIBHBIX 3HAHUW W YMEHUH,
HEOOXOMMMBIX JUII pabOTBl C HOBBIMHU
nH()OPMAITMOHHBIMUA TEXHOJIOTHSMHU Ha 0a3e
MPOrpaMMHBIX MTaKETOB.

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.

Oxpimy

Hamudiceci / Pe3zyiomamot 06yuenus | Learning

outcomes

Kypcrsl CITTI
OiniManymbLiap:
- eVeNt-MapKeTUHITIH TEOPHUSIIBIK JKOHE
o/liCHaMaJbIK aCIEKTUIEPIH TYCIHY;

- TYpJl Kypajigap/ sl KojjiaHa oury

OKHFajiap MapKeTHHT;

- Oenrii 61p HaphIKTa MAPKETHHTTIK
3eprreyiepai gepoec YHbIMIacThIpy KoHe
KYPri3y, HOTHXKEIEPl TalAay KoHE TYCIHIIPY
JIaFIbUTAPBIH MEHTEpY;

- OKUFaJIBIK 1C-1Iapajiapbl YibIMAACTbIpYFa
JKOHE OTKI3yre, KOMITaHUsIapa MapKETUHT TIK
JKocraprap MeH Oarapiamanapabl Jkacayra
JKOHE 1CKE achIpyFa KY3bIPETTi.

assiKTaraHHaH

KeHin

IHocJie yenemHoro 3apepueHust Kypca
odyuarommecst Oyayr:

—IIOHUMAaTh TEOPETHYECKHUE U
METOJIOJIOTUYECKUE ACIIEKTHI event -
MapKETUHTa;

—yYMETbh IPUMEHATH Pa3IUYHbIE HHCTPYMEHThI
COOBITUITHOTO MapKETUHTA;

—BJIAJIETh HABBIKAMU CaMOCTOSATEIbHOU
OpraHHU3alMH U NPOBEIECHUS MAPKETUHI OBBIX
WCCIIEIOBAHUI Ha KOHKPETHOM PBIHKE,
aHAJIM3a U UHTEPIPETALUH PE3YJIbTATOB;
—KOMIIETEHTHBI B OpraHu3ally U POBEICHUU
COOBITHIHBIX MEPOIPUITHI, COCTABIICHUU U
peanu3anuy MapKETUHIOBBIX IUIAHOB U
MporpaMM B KOMIaHUSIX.

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,

Ilpepexseusummepi / Illpepexeuszumot / Prerequisites

MapkeTuHr

MapkeTuHr

Marketing

Kypcmuiy kbickawa mazmynst / Kpamkoe cooeprcanue kypca/ Course summary
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Event Marketing Kypy KypaJjibl peTiHie

JKOHE OpeHaTi JKBIDKBITY. Oxwuranap
MapKEeTHHTi, OHBIH MelIua >KapHamaJarbl pei
MeH OpHBI. TONTBIH KYMBICHIH YHBIMIACTHIPY
JKOHE aKIUsUIAp/bl OTKI3y JIOrHMCTHKAchl. Event

Event Marketing kak HHCTPYMEHT CO3/IaHHUS

u nponaBwkeHus OpeHma. CoOBITHHHBIN
MapKeTHHT, €ro poJib M MECTO B Mejua-
pexname. Opranm3anus pabOThl KOMaHABI U
JIOTUCTUKA TIpoBeAeHUS akiuid. OcoOeHHOCTH

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

Marketing-re AKIUSIIAP/IBI OTKI3y | INIAHMPOBAaHUS M pa3paboTku cieHapues | conducting promotions in Event Marketing.
CLICHApHMIJIEPIH  JKOcmapiay JkoHe a3ipiey | mpoBenenus akuuii B Event Marketing.
epEKILEIIKTEPI.
bazoaprama scemexuiici / Pykosooumens npozpammer/ Programme manager
YTebaera XK. A. ‘ KankabaeBa A.E. Tob6s10B K.T.
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Cmpamezuanvlk mapkemunz / Cmpamezuueckuii mapkemune / Strategic Marketing

Oxy makcamol / Yueonan uenv/ Purpose

CTYJCHTTEP/IC CTPATETUSIIBIK MAPKETHHI TiH dopmupoBanue y cryaeHToB mnpounbix | formation of students ' solid theoretical knowledge
MBIKTBI TEOPHSUIBIK O171iMi MEH MPAaKTUKAJIBIK TeopeTHUecKux 3HaHuWii u mnpaktudeckux | and practical skills of strategic marketing,
JaF IbUTIAPbIH KAJIBIITACTHIPY, HABBIKOB CTPATETHYECKOI0 MapKETHHTA, training in the analysis of the company's position in
KOMITAaHUSTHBIH CajlaJlaFbl )KaraibIH )KOHE OHbIH | oOyueHue aHanu3y mnojoxenus ¢upmbl B | the industry and the problems facing it, and the
aNBIHIA TYPFAH MOCeNesIep/Ii Talayra ,KoHe OTpacjiy M CTOSIIUX mepen Hei mpobmem, wu | ability to justify the chosen strategy in the
CECCHUSUITBIK KbI3MET JKaFIalibIH/a TaH 1A FaH YMEHUIO 000CHOBBIBATH BeIOpanHyro | conditions of professional activity
CTpaTEerusiHbI HEeTi3 el Oiyre yipery CTPAaTErHi0 B YCIOBHUSX MPHECCHOHATHOM
JeSTEIIbHOCTH
Oxvimy nomuoiceci / Pezynomamut o0yuenus | Learning outcomes
Kyperbl coTTI asiKTaraHHaH keiiin | IlocJie ycnmenmHoro 3aBepieHust Kypca After successful completion of the course,
oiiManymbuIap: odyvaroumecs OyayT: students will be:
- CTPATErusUIbIK MapPKETHHITIH HET13T1 -[IOHMUMAaTh OCHOBHBIE MeToM4Yeckre ocHOBBI | - Understand the basic methodological foundations
d/icTeMEIiK Heri3IepiH TYCIHY, CTPATErHYeCKOro MapKeTHHTa, of strategic marketing,
- oJlap KOMITAaHUSHBIH CajialaFbl KaFJaiibiHa —CMOTYT TPOBOJMTH aHAJIU3 MOJIOKCHUS - will be able to analyze the position of the
’KOHE OHBIH aJIbIH/IA TYPFaH mpobiemanapra (GUPMBI B OTPACIIH U CTOSIIHUX MEePe Heil company in the industry and the problems facing it,
TaIay JKacai ajajsl, npo0JiemM, - learn to master the scientific methods of decision-
- OipHeme OanaManapIblH CTPATETUSCHIH TAHJIAY | - HAY4aThCs BIQJACTh HAYYHBIMH METOAAMHU making when choosing a strategy from several
Ke3iH/Ie MM KaObLIIayAbIH FHUTBIMU HPUHSTHSL PEIIEHHS TPU BBIOOPE CTPATETHH alternatives.
onicTepiH MeHrepyai yipeny. U3 HECKOJIbKHX aJIbTepPHATHUB. - competent in defining strategic and operational
- ©3apa OallJIaHBICTAaFbI CTPATETUSITBIK JKOHE - KOMITIETEHTHBIMHU B OIIPE/ICICHUH goals in their interrelationship; in identifying the
KeJ1eT MaKcaTTap/Ibl aHbIKTay1a; YIUBIMHBIH CTpaTErMYECKUX U ONEPATUBHBIX I[eJIel B UX strengths and weaknesses of the organization,
KYIITI %KOHE 9JICI3 )KaKTapbIH, CHIPTKbI OPTaJIaH | B3aHUMOCBSI3H; B BbISIBJICHUU CHJIBHBIX U opportunities and threats from the external
TYBIHAAUTBIH MYMKIHIKTEp MEH KayilTepl cnabbIX CTOPOH OpraHU3aluy, BO3MOKHOCTEH | environment.
AHBIKTAY/[a KY3bIPETTi. U yTPO3, UCXOAIINX OT BHENIHEH CPEJIbI.
Ilpepexeusummepi / Ilpepexeusumot / Prerequisites
MapKeTHHITIK Tangay ‘ MapKeTHHI OBBII aHaIN3 ‘ Marketing Analysis

Kypcmuiy Kvickawa mazmynnt / Kpamrkoe cooepacanue kypca/ Course summary

CrpaTerusuiblKk MapKETHHITIH Kajibintacybl MeH | OCHOBHBIC 3Tallbl CTAHOBJICHUS M pa3BuThs | The main stages of the formation and development
JaMyBIHBIH HeTi3r1 ke3enaepi. OHbIH JaMybl MEH | cTpaterndeckoro mapketunra. CoBpemennsie | Of strategic marketing. Modern principles and
OackapbUlyblHA ocep CTETIH CTpaTerwsuiblK | mpuHIUIB U (dakTopsl cTpaTeruueckoro | factors of strategic marketing that influence its
MapKeTHHITIH  Ka3ipri  NpUHIMIOTEPI  MEH | MapKeTWHTra, BiusiommMe Ha ero passutue u | development and management. Methodology for
dbaxTopaapsi. ¥ bIMHBIH MapKeTHHITIK | ynpaBienue. Merogonorust — paspabotku | developing an organization's marketing strategy.
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CTPATErusChIH d3ipiey oiicreMeci. HapblkTarbl | MAPKETHHIOBOM  CTPAaTETMU  OpraHHU3alluu.
KOCIITOPBIH YIIIiH MApKETUHITIK cTparerusiapabl | Kinaccudukanus u BbIOOP MapKETHHTOBBIX
KIKTEY KOHE TaHIay. MapKeTHHITIK KBI3METTI | CTpaTerud Ui TNPEANpUsATHS Ha pPBHIHKE.

CTPaTCrUAJIbIK JKOHEC aFbIMIarbl
Komm AHUSHBIH CTpaTECrusijbIK

xocmapnay. | CTpaTernyeckoe M TeKylllee IJIaHUpOBaHHE
KOCTIapbIH | MAapKETUHIOBOW JiesiTenbHOCTH. Pa3paboTka

a3ipIiey KoHE MapKETHHITIK OIO/DKETIH €CenTey. | CTpAaTerH4yecKoro IjaHa M pacueT OopKera
KocImOpbIHHBIH ~ CTPAaTETMsUIBIK  MapKETHHITIK | MapkeTuHra ¢upmbl. KoHTpois u  OIeHka
KbI3METIHIH THIMAUNIrH OaKplIay )KoHe Oaranay. | 3¢PEeKTHBHOCTH CTPAaTErnYeCKOn

MAapKCTUHI'OB Ol IeSITeIbHOCTH MpCAIIPUATHS.

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 scemexuiici / Pykosooumens npozpammut/ Programme manager

VrebaeBa XK. A.

VrebaeBa XK. A.

To6sutoB K.T.
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Azpomapxemune / Aepomapkemunz / Agromarketing

Oxy makcamol / Yueonan uenv/ Purpose

ATrpOMapKeTUHITIH MOHI MEH Ma3MYHBI, OHBIH
arpoOeHEPKACINTIK KeIeH i OacKapyaarbl pei
MEH MaKcaTTapbl Typaibl OuTimMai
KaJBIITACTBIPY. ATpapibIK caiaga
MapKETUHITIK KypaJiiap/bl naiaanany

JIaF IbUTAPbIH JTaMBITY.

@opMUPOBAHUE 3HAHUM O  CYIIHOCTH U
COJIEP)KAaHUU arpoOMapKEeTHHIa, €ro poJId M
ueneir B ynpaBiaenun AIIK. Pa3Butue
HaBBIKOB B HCIIOJIb30BAaHH MapKETHUHIOBBIX
WHCTPYMEHTOB B arpapHoii 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.

OKpimy

Hamudiceci / Pezyniomamot 06yuenusn | Learning

outcomes

Kyperbi CITTI asiKTaraHHaH Keilin
OiriManymbLiIap:

- TUIM/I1 arPOMapPKETHHT TIH TEOPUSIITBIK
acmeKTiyiepiH, 6acKapy )KYHECiH JKoHe
TEXHOJIOTHSICHIH TYCIHY;

- YBIMIApBIH KBI3METIHE 3aMaHayu
MapKETHHTTIK Kypaaapabl KOJIIaHy
AOK;

- Koci0M casiafia MapKEeTUHITIK FBUIBIMU
3epTTeyep XKYPri3ydaiH o/licHaMackl MEH
9ICTEMECIH MEHTepY;

- AOK-z1e cTpaTerusiblK )KoHE MapKETUHITIK
)Kocmaprap/sl, 0ara cTpaTerusuiapbl MEH
OarapiamanapblH o3ipiey JaFIblIapblHa ue

oomy.

ITocae ycnemHoro 3apepuieHust Kypca
oOyuaronuecst Oyayr:

- IOHUMAaTh TEOPETUUECKUE ACIIEKTHI,
CUCTEMY YIpaBJEHUS U TEXHOJOTUU
3((HEKTUBHOrO arpoOMapKeTHHTA;

— NPUMEHSTb COBPEMEHHbIE MAPKETHUHI OBbIE
WHCTPYMEHTHI B ICSATEILHOCTH OpraHu3aIui
AIIK;

- BJIAJIETh METOJ0JIOTUEN U METOJIUKOMN
MPOBE/IEHUS] MAPKETUHT OBBIX HAYUHBIX
UCCIIeIOBaHUH B MpodeccroHanbHol chepe;
- IMETh HaBBIKU TI0 pa3padoTke
CTPAaTETUYECKUX M MAPKETHHTOBBIX IJIAHOB,
LIEHOBBIX cTpaTeruii u nporpamm B AlIK.

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 / [Ipepexeuszumot / Prerequisites

MapxkeTuHr

MapxkeTuHr

| Marketing

Kypcmuiy Kvickawa mazmynst / Kpamkoe cooepacanue kypca/ Course summary

ATpOMapKETUHITIH TEOPUSIIBbIK aCIEKTIIEPI.
ArpomapkeTuHrTi Oackapy okydeci. Tuimai
arpoOMapKeTUHI TEXHOJOTUACH. MapKEeTHHITIK

TYMaHHUTOJIOTHS.  ATrpOMapKeTHHI  KeIIeHi.
ArpomanpkeTuHr kyiecingeri KoHcanTuHT.
AOK yiBIMBIHBIH arpoMapKeTUHI KyHeci.
ATpOMapKeTuHITI  OacKapyAblH  alMaKThIK

Teopernueckue acneKkThl arpOMapKeTHHTa.

Cucrema ynpaBiaeHHMs arpoOMapKETHHIOM.
TexHnonorus 3pHeKTUBHOrO arpoMapKeTHHTA.
MapkeTtuHroBas TYMaHUTOPOJIOTUS.
Kommekc arpomapkernnra. KoHcanTuHr B
CUCTEME arpoManpKeTUHra. Cucrema
arpoMapKeTHHTa OpraHu3alnuu AIIK.

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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Kyieci

Pernonanbnas cucrema yIpaBICHUS
arpoMapKeTUHIOM

bazoapnrama scemexuiici / Pykogodumens npozpammer/ Programme manager

Hocmaxoa A.E.

Jocmakoa A.E.

Jlocmakona A.E.
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Ounepracinmik mapkemune/Ilpomviunennviit napxkemune/Industrial Marketer

Oxy makcamol / Yueonan uenv/ Purpose

OHIIPICTIK MEHEHKMEHTTIH MOHI, MOH1 KOHE
epEeKIIEeTIKTEPI Typajbl TEOPHUSIIBIK O1ITIMI1
KaJBIITACTBIPY. OHEPKACIMTIK KOCITOPBIHIBI
Oackapy/Jarbl MEHEIKMEHTTIH 3aMaHayH
onicTepiMeH TaHbICY. OHAIPICTIK YHBIMIAPIbIH
KbI3METI TYpaJibl TAJIIaMaJIbIK MaTepHaiap bl
naiieinayna Jlarapuiap MeH Ky3bIpeTTepi
JAMBITY.

PopMHpOBaHUE TEOPETUUECKUX 3HAHHUM O
CYILIHOCTH, 3HAYEHUU U 0COOEHHOCTSIX
IIPOMBILIEHHOTO MAPKETUHIa. 3HAKOMCTBO C
COBPEMEHHBIMHU METOAAMU MapKETUHTa B
YIPAaBJIEHUH TPOMBIILITIEHHBIM
npeanpustieM. Pa3BuTre HaBBIKOB U
KOMIIETEHLIUI B IOJATOTOBKE aHAMTHYECKUX
MaTEpHAJIOB O IEATEIILHOCTH
IIPOU3BOJCTBEHHBIX OpraHU3aLMH.

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.

Oxpimy

Hamurceci / Pesynemamot 00yuenus | Learning

outcomes

Kypcrsl coTTI asiIKTaraHHaH KeiliH
OimiMagymbLIAp:

- OHEPKACINTIK MAPKETUHTTIH TEOPHUSIIBIK
TYXKBIPBIMIaMaJIapbIH TYCIHY;

- OHJIIPICTIK JKOCHapyiapabl 931piaey/ai KoHe
oJIap/Ibl 1CKE achIpy/Ibl )Ky3€re achlpa OTHIPHI,
HAKTBI OHJIIpiC 00BEKTLIepiHAe 03 OlTiMAEPiH
ICK€ achIpy;

- MiHE3-KYJIBIK JIaFAblIapbiHa ue 60y
MapKETHHTTIK 3€pTTEeYJIep KYPri3y;HapbIKThI
capajiay KoHe JKalFacThIpy, OHEPKACIITIK
KOCIMOPBIHHBIH MAPKETUHITIK CTPATErUACHIH
93ipJiey YIIIH CTpaTEerusybIK Tajalay *KoHe

JKOCTIapiay KypajaaapbiH THIMAI KOJIaHy

ITocse ycnmemHOro 3aBepuieHust Kypca
odyyaromuecst Oyayr:

—IIOHHUMATb TCOPETUUCCKUEC KOHLCIIIUHU
IMPOMBIIIIJICHHOI'O MapKeTI/IHFa;
—peann30BBIBATH CBOW 3HAHUS HA
KOHKPETHBIX 00BEKTAX IMponU3BOACTBA,
OcyH_[eCTBJISIHpa?»pa6OTKy IMPpOU3BOJACTBCHHBIX
IIJIaHOB U UX peanmaumo;

— 00/1a1aTh HAaBBIKAMU IIOBEICHUS
MapKCTUHTOBBIX I/ICCJ'IC)IOBaHI/II‘/'I, MMPOBCICHUA
CEerMEHTHPOBAHUS U MO3ULIMOHUPOBAHUS
pbIHKA, 3¢ (HEKTUBHOIO IPUMEHEHUS
MHCTPYMEHTOB CTPATETHUECKOTr0 aHaJM3a U
IUTAHUPOBAHUS 11 pa3paboTKu
MapKETUHIOBOM CTpaTEruy MPOMBIIIIEHHOT O
NPEAIPUSITUS

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,

Ilpepexeuzummepi / Ilpepexeusumot / Prerequisites

W HHOBaLMSUIBIK OHIMAEP MEH KbI3METTEP
MapKEeTHHT1

MapKeTUHT THHOBAIIMOHHON NPOIYKIIUU U
yoiyr

Marketing of innovative products and services

Kypcmuiy kvickawma mazmynst / Kpamkoe cooepacanue kypca/ Course summary

OHepKaCINTIK MapKEeTHHIKe Kipicre.
YiipIMIaparsl caThll a1y (QYHKIMSIIAPHI —

BBenenne B NpPOMBIIIJIEHHBIM MAapKETHHT.
DYHKIMU 3aKyNKU B OpraHu3arusix —

Introduction to Industrial Marketing. Purchasing
functions in customer organizations. New
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TaIChIPbIC Oepyumiinep. Catbin anmy
olepanusiapbiHa acep eTeTiH KaHa
TEXHOJIOTUsIap. OHEpPKICINTIK opTaja caTbll
aly  mpormeci.  OHEpPKICINTIK  HapbIKTHIH
MapKEeTUHITIK MYMKIHAIKTEPiH Tanaay.
OHEpKoCINITIK ~ HAapbIKTapAbl  MapKETUHITIK

3epTTey. OHEPKACINTIK CEerMEHTTEY HapbIK.
OHEpKaCINTIK MapKETUHT KellleH1.OHEpPKACINTIK
Oelmy eHiIMAEp MEH Tayap  KO3FaJbICHI.
KocimopeiHHbIH Oara cascaTbl. MapKETHHITIK
KOMMYHUKAIUsUIap. OHAIPICTIK  YHBIMIAPIBIH
MapKeTUHITIK  OackapMacel.  ¥#bIMIAacThIpy
TYpJepi MapKETUHT OeniMILEIEepIHIH
KYPBUIBIMBI. MapKETHHITIK JKOCTIapJiay.

3aKa34yukoB. HoBble TEXHOJIOTMM BIMSIOIIKE
Ha 3aKyInouHble onepauui. Ilponecc nokynku
B IIPOMBIIIUIEHHOH Cpee.
AHann3  MapKETHHIOBBIX
IPOMBIIUIEHHOTO pBhIHKa. MapKeTHHTOBbIE
UCCIIEZIOBAHUSl  NPOMBILIUIEHHBIX  PBIHKOB.
CermMeHTHpPOBAHHME MPOMBILIUIEHHOTO pPBIHKA.
Kommuiekc  IpOMBIIIZIEHHOTO  MapKETHHTa.
PacnipeneneHne nmpoMBINUIEHHBIX HPOAYKTOB
U TOoBapoiBMkKeHMs. lleHoBasg moOIMTHKA
npeanpuaTus. MapKkeTHHT OBbIE
KOMMYHHUKaIlM. MapKeTUHIOBO€E yIIpaBJIeHUE
BIIPOM3BOICTBEHHBIX OPraHU3alMsIX
PazHOBUAHOCTH OpraHM3alMOHHBIX CTPYKTYD
MapKEeTUHIOBBIXIIOAPA31EIEHUM.

MapKeTHHT 0BO€ MJIaHUPOBAHUE.

BO3MOKHOCTEN

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

bazoapnrama scemexuiici / Pykogooumens npozpammer/ Programme manager

Vrebaea XK.A.

VrebaeBa JK.A.

TooOsutoB K.T.
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Onoipicmik meneodycmenm / Ilpouzeoocmeennstit menedncmenm/ Production management

Oxy makcamol / Yueonan uenv/ Purpose

OHIIPICTIK MEHEHKMEHTTIH MOHI, MOH1 KOHE
epEeKIIEeTIKTEPI Typajbl TEOPHUSIIBIK O1ITIMI1
KaJBIITACTBIPY. OHEPKACIMTIK KOCITOPBIHIBI
Oackapy/larbl MEHEIP)KMEHTTIH 3aMaHayu
onicTepiMeH TaHbICY. OHAIPICTIK YHBIMIAPIbIH
KbI3METI TypaJibl TaJIIaMaJIbIK MaTepHaliap/bl
naiieinayna Jlarapuiap MeH Ky3bIpeTTepi
JAMBITY.

PopMHpOBaHUE TEOPETUUECKUX 3HAHHUM O
CYILIHOCTH, 3HAYEHUU U 0COOEHHOCTSIX
IIPOMBILUIEHHOTO MAPKETUHTa. 3HAKOMBCTBO
C COBPEMEHHBIMHU METOJAMH MEHEI)KMEHTA B
YIPABJIEHUH NTPOMBIIIIIEHHBIM
npeanpustieM. Pa3Butue HaBBIKOB U
KOMIIETEHLIUI B IOJATOTOBKE aHAMTHYECKUX
MaTEpHAJIOB O IEATEIILHOCTH
IIPOU3BOJCTBEHHBIX OpraHU3aLMH.

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.

Oxpimy

Hamuceci / Pesynomamot 00yuenusn | Learning

outcomes

Kypcrsl coTTI asiIKTaraHHaH KeiliH
OimiMagymbLIAp:

- OHTIPICTIK MEHEKMEHTTIH TEOPHUSIIBIK
TYXKBIPBIMIaMaJIapbIH TYCIHY;

- OHJIIPICTIK JKOCHapyiapabl 931piaey/ai KoHe
OJIapAbl iCKe achIPYBI KY3€re achblpa OTHIPHII,
HAKTBI OHJIIpiC 00BEKTUIEepiHAe 63 OLTiMIepiH
ICK€ achIpy;

- eHOEKTI YHBIMIACTHIPY/ Il )KETLIAIPY OOMbIHILIA
ic-1apasiapabl 93ipiey AaFaplIapbliHa ne 00Iy;

- OHEPKACINTIK OHIpicTI OacKapy callachIH/a,
’KYMBIC ITPOLECTEPIH YHBIMIACTBIPYAbIH
TEXHOJIOTUSUIBIK HET13/1epl MaceeNepinae
KY3bIPETTI, OHAIpicTe €HOEKT1 bIHTAIAHIBIPY

KypajiapblH

ITocse ycnmemHOro 3aBepuieHust Kypca
odyyaromuecst Oyayr:

—MOHUMATh TCOPETHUCCKUE KOHIICTIIIUN
IPOMBIIIJICHHOT'0 MapKETHUHTA;
—peann30BBIBATH CBOW 3HAHUS HA
KOHKPETHBIX 00BhEKTax MPOU3BOICTBA,
OCYIIECTBIISISL Pa3pabOTKy
IIPOU3BOJCTBEHHBIX IIJIAHOB M UX
peaan3anuio;

— 00naiaTh HaBBIKAMH Pa3padOTKH
MEPOIPHUSITUH 110 COBEPILICHCTBOBAHHIO
OpraHu3aliy TPya;

— KOMIIETEHTHBIMHU B 00JIACTH yIIPaBJICHUS
IPOMBIIIJICHHBIM TTPOU3BOJICTBOM, B
BOIIPOCAX TEXHOJOTHYECKHX OCHOB
OpraHu3aluy pabo4rXx MpoIeccoB, BIaCTh
UHCTPYMEHTaMHU MOTHBAIIMU TPY/IA B
IPOU3BOJICTBE.

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,

Ipepexsusummepi / Ilpepexeuszumot / Prerequisites

HNunos AllUAJIBIK MCHCIXMCHT

M HaHOBAaNIMOHHBIN MEHEIKMEHT ‘

Innovation management

Kypcmuiy Kbickawa mazmynot / Kpamkoe codepycanue Kypca/ Course summary

KocimopblH OHIIPICTIK Kyie >KoHE OHIIPICTIK

HpeHHpI/IﬂTI/Ie KakK IMPpOU3BOJICTBCHHAs ‘

An enterprise as a production system and an object
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MEHE/DKMEHT OOBEKTICI peTiHAe. OHIipiCTIK
KYHEeHIH pPeCypCTBIK Kypambl KOHE
KOCIOPBIHHBIH TEXHUKAJBIK-OHAIPICTIK 0a3achl.
Onpipicti  Oackapy  Ky#Heci. Onpipicri
xocnapnay. OHIM, OHBI KYpy JKOHE 6HIpicTi
TEXHOJIOTHSUIBIK JaibIHIaYy . OHIpICTIK
poLecTepal YUBIMAACTBIPY Heri3zepi.

Omnpnipicti sxemen Oackapy. OHIMII eTKI3yxi
Oackapy. OHuipicke KemiKTik KbI3MET KepceTy i
Oackapy.

cucreMa M OOBEKT  IPOMBIIIIEHHOIO
MapKETUHTA. PecypcHbiii COCTaB
IIPOM3BOJCTBEHHOM CHUCTEMBI M TEXHUKO-
IPOM3BOACTBEHHAs  0a3za  MpeAnpusTus.
CucremMa  ympaBiieHUsS  INPOM3BOJACTBOM.
[InanupoBanue nmpowussoxacrea. Ilponykr, ero
CO3JaHUE M TEXHOJIOTMYECKass IIOJArOTOBKA
IIPOU3BOJICTBA. OcHoBBI OpraHu3anuu
IIPOM3BOICTBEHHBIX IIPOLIECCOB.
OnepaTuBHOE yIpaBJIEHHE IPOU3BOACTBOM.
VYnpasinenue cOBITOM IPOAYKIIHH.
VYnpaBieHue TpaHCIIOPTHBIM 00CITY)KMBaHUEM
IIPOU3BOJICTBA.

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 scemexuiici / Pykosooumens npozpammer/ Programme manager

VrebaeBa K. A.

| Vrebaera XK.A.

Toosu1oB K.T.
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