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Kipicne

OJEeKTUBTI TMOHACP KaTaJoTbl OKBITYABIH KPEAUTTIK JKyheci OoMbIHIIA
KYpacThIpbUIafbl. OJEKTHBTI TOHAEP KAaTajorbl >KYHEJNEeHreH TaHjaay OOWbIHINIA
MOH/IEP TI31MIH KOHE OJIApJbIH KhICKA CUIIaTTaMachlH KapacThIPaibl.

CTyneHT MaMaHIBIKTapIblH  MIHAETTI KOMIOHEHT/>)KOFapbl OKy  OpHBI
KOMIIOHEHTIHIH TIOHJEPIH MEHrepyMeH KaTap, YCHIHBUIBII OTBIpFaH TaHJAy
OOMBIHIIIA TIOHJIEP/Il TaHJIaIl aJTyhl THIC.

DNeKTUBTI MOHIEPAl TaHIayFa daBaizep keHec Oepemi. CTyneHT saBai3epMeH
Oipiece OTBHIPBIN, CTYACHTTIH K€KE OKY >KOCHApbIH KYpY VIIIH MOHAEPTe Ka3bLIy
HBICAaHbIH TOJITHIPAJIBL.

Kypmerti crygentrep! butiM 0epy TpaeKTOPHUSCHIHBIH OipTYTaCThIFbIHBIH
oinacteipbutybl Ci3fiH OoJamiakta MamaH peTIHAE KOCIOM TallbIHIbIFBIHBI3IbIH
JICHIei1HE BIKMAJ €TETIHIH €CTE CAKTaYbIHbI3 KEpEK.

BBenenue

[Ipyu kpenuTHOM TEXHOJOTMM OOyYeHHs  pa3padaThIBaeTCsl  KaTajor
AIIEKTUBHBIX JUCHUIUIMH, KOTOPBIA MPEACTaBIseT CcO00Ml CHCTEMATH3UPOBAHHBIN
NepPEeYeHb TUCHUILIIMH KOMIIOHEHTA 110 BEIOOPY U COAECPKUT KPATKOE UX ONMHCAHUE.

Hapsiny ¢ u3yueHueM IUCHUIUIMH 0053aTeIbHOrO / BY30BCKOTO KOMIIOHEHTA,
CTYJEHT JIOJKEH BBIOPATh JIJISl M3YUYEHUS! IUCHUILUTMHBI KOMIIOHEHTA MO BHIOOPY.

KoHcynbranuu no BeIOOpY 3JEKTUBHBIX AUCIUIUIMH JAeT d/Baiizep. Bmecrte ¢
HUM CTYJEHT 3amojiHieT (opMy 3alucu CTYACHTOB Ha JUCUUIUIMHBL IS
coctasinenust UYII (MHaIuBHIyanbHOTO Y4€OHOTO MJIaHa).

VBaxaemble cCTyfaeHThl! BaXHO TIOMHUTB, YTO OT TOIrO, HAaCKOJIBKO
IPOJyMaHHOM M 1eNocTHOM Oyner Bamia oOpa3oBaTenbHas TpaeKTOpHUs, 3aBUCUT
ypoBeHb Barteit npodeccnoHanbHON MOATOTOBKH, KaK OyAyIIero CreruaiiucTa.

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 0olibIHIIA JIEKTUBTI MIHAepai 03,1y / PacnpenesieHne 3JIeKTUBHBIX
aucuuiuinH no cemectpam / Distribution of electivecourses by semester

[Tonniy ataysl / HaumenoBanue nucuuruiinael /Course
name

Kpeaurre
pcaHsbl /
Kon-Bo

KpPEeauTOB/

Number

of
credits

AxaneMu
SUTBIK
Ke3eH/

Axan
TIePHOJT
/
Academic
period

K3repme-03mmuek cayna/OntoBo-po3nuuHas Toproeis/Wholesale and
retail trade

ATrpoOH3HECTIH YIKOHOMHKAJIBIK HET13/1epi / IKOHOMUYECKHUE OCHOBBI
arpoousneca / Economic bases of agribusiness
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Bencenni caty TexHukacel/TexHHKa akTUBHBIX mpoaax/ Active sales
technique

Kommeprusiblk MEHEHKMEHT / KommMmepueckuii MEHEIKMEHT /
Commercial Management

DKOJIOTHs KOHE TIPIILIIK Kaylnci3airi / Dkonorus u 6€30macHOCTb
xusHenestenpHoctu/ Ecology and Life Safety

KyYKBIK jkoHE ChIOaiIac sKEMKOPJIBIKKA KapChl MOJICHHUET Herizaepi /
OCHOBBI [IpaBa U aHTUKOPPYIIIUOHHOM Ky/bTypsl / Basics of Law and
Anti-Corruption Culture

DKOHOMUKA KOHE KOCINKepIIiK Heri3aepl/ OCHOBBI 2KOHOMUKH U
npennpuaumatenbcTBal Basics of economics and business

K3mb6acmbuibik Heriznepi / Ocuobl nunepera / Basics of Leadership

Kapxbuiblk cayaTThUIbIK Heri3aepi / OCHOBBI (pUHAHCOBO# rpaMOTHOCTH /
Fundamentals of financial literacy

FruibiMu 3epTreynepid Herizaepi jkoHe akaaeMusibiK Xxat / OCHOBBI
Hay4YHBIX UCCJICIOBAaHMI M akajeMudeckoe micbMo/ Basics of research and
academic writing

Bbara opuary / I{enoo0Opa3osanue / Pricing

Crpaterusuibik xocnapnay / Crparerndeckoe ruianuposanue / Strategic
lanning

busnecri yiitpimaacTeipy/Opranusaiusi 6usneca/ Business Organization

backapymbuiblk memrimaepai a3ipiey / Pazpaborka ynpaBieHYeCKUX
pemennii / Development of managerial decisions

Mepuennaiizuar/Mepuennaitznar/Merchandising

XKocnapnay xyiieci /Cucrema mmanupoBanus/ Planning system

Mine3-kyiblk MapketuHri / [ToBenenueckuii MapKeTHHT /
Behavioral Marketing

YUBIMIIBIK TOPTII XKOHE YUBIMIBIK MoieHHeT/ OpraHu3aliiOHHOE TIOBEICHHE
W opranu3aironHas Kynetypa/ Organizational behavior and organizational
culture

WMHHOBaLMSUTBIK SHIMJIEp MEH KbI3METTEp MapKeTHHT1/ MapKeTHHT
WHHOBaIIMOHHON mponykuuu u yciuyr/ Marketing of innovative products
andservices

NuaHOoBanmsanbIK MeHeKMEHT / THHOBAIIMOHHBIA MEHEIKMEHT /
Innovation management

Bpsununr/bpaununar/Brending

[Mepconannel 6ackapy / Ympasnenue nepconanom/ Personnel management




Mapxkerunrrik tangay / MapkerunroBeiii ananus/ Marketing analysis

Backapymbuislk Tangay / Yopasnenueckuii ananus / Managerial analysis

Ke13mer k3pceTy canachblHBIH MapKeTHHT1/ MapkeTUHT cepbl yCiayT
/Service sector marketing

bocekere kabinerTiirin 6ackapy/YmpasicHue
KOHKYpEeHTOCIocoOHOCThI0/Management of competitiveness

Wurepuer-mapketunr / Matepuer-mapkerunr / Internet Marketing

MapKeTHHITET] aKnapaTThIK XKyienep MeH Mojenbaey/ MHpopMamoHHbIe
cucTeMbl U MoenupoBanue B Mapketunre / Information systems and
simulation in marketing

Kommepnusisik MapkeTunr/ Kommepueckuii MapkeTHHT/
Commercial marketing

Event-mapkerunr/ Event-mapkerunr/ Event-marketing

Crpaterusiiblk MapkeTur / CTpaTeruuecKuii MapKeTuHr /
Strategic Marketing

Arpomapketunr / Arpomapkerunr / Agromarketing

OHepKkacinTik MapkeTUHT/[IpoMbIIIIEHHbIH MapKeTHHT/
Industrial Marketer

Owupipictik MeHekMeHT / [Ipon3BOICTBEHHbIH MEHEKMEHT/
Production management

Jloructuka /Jloructuka / Logistics

CrparerusjiblK MeHEHKMEHTTIH Herizaepi / OCHOBBI CTPaTErHYecKOro
MenexkMenTa / Basics of Strategic Management




1. 1 kypc cTyaeHTTepiHe apHAJIFAH JIeKTUBTIK MIHAep / DJIeKTUBHBIE AUCIHUILUINHBI 1715 cTyAeHTOB 1 Kypca/ Elective

subjects for 1 st year students

Komepme-oonmex cayoa/Onmoeso-posnuunas mopeosis/Wholesale and retail trade

Oky maxkcamot | Yueonas yen/Purpose

K3repme KOHE 03mmex cayna
KOCIMOPBIHAAPBIHAA  KOMMEPIHSIIBIK — KBI3METTI
YUBIMIACTBIPY JKOHE TEXHOJIOTHACHI CallaChIHIA
TEOPUSJIBIK ~ JKOHE  MPAKTUKAJIBIK  OLTIMII
KaJIBIITACTBIPY, COHAAW-aK CTYACHTTEpre Tayap
KO3FaJIBICBIHBIH ~ OpTYpial OybIHZApbIHIA cayAa
NPOIECTEPIH  YTHIMIBI  YHBIMIACTBIPY  JKOHE
TEXHOJIOTHSICHI OOWBIHINA MPAKTHKAJIBIK
JaFIbUIapJbl YHPETY.

dopmupoBaHue TEOPETUUECKUX u
MPAKTUYECKUX 3HAHUU B o0mactu
OpraHu3alMi U TEXHOJOIMU KOMMEpPUYECKOM
JEATEIIbHOCTH Ha MPEANpPUATHAX ONTOBOU U
PO3HUYHON TOPIOBJIM, & TAaKXe HPUBHUTHE
CTyJE€HTaM MPAKTUYECKUX HaBBIKOB
pallMOHAIIBHON OpraHW3alid W TEXHOJOTHH
TOPTOBBIX MPOILIECCOB B PAa3JIUYHBIX 3BEHBSIX
TOBAPOJBMKEHUS.

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.

Oxbimy

nomuceci | Pezynomamot 06yuenusn | Learnin

outcomes

KypcTsl ¢oTTI assKTaFraHHAH KeHiH Olnim
ajxymbLiap:

- KOMMEpLUSUIBIK ~ KbI3METTI  YHBIMAACTHIPY
ITpouecTepiH xoHE Tayap KO3FaIBICHIHBIH 9pTYPIi
OYBIHIAPBIHIAFbI cayna MIPOIECTEePIHIH
TEXHOJIOTUSIAPbIH CUTIATTAWTBIH O0JIAbI;

- 33 OUIIMIH HAKTHI cayJa KOHE KbI3MET K3pceTy
00BeKTUIepiHAE KOTAHAIbI;

- cayJia KbI3METIH YHbIMIaCThIpYy/Ibl Oaranay skoHe
Tayap KO3FaJIbICBIHBIH OpTYpJi OybIHIAPHIHIAFbI
BIKTUMAJI ~ TOYEKEJJepAl  €CKepe  OTBIPHII,
KETKI3YIIJIEPMEH JKOHE CaThlll aJlyLIblIapMEH
Oescenii cayia KOMMYHUKALMSTIapbIH XKYpri3eai.

IocJie ycnmenHoro 3aBepiieHnsi Kypca
oOyuaromuecst OyayT:

- ONKCHIBATh  IIPOLECCHI  OPraHH3aIUU
KOMMEPYECKOW JESTEIIbHOCTH M TEXHOJOTUH
TOPTOBBIX MPOLIECCOB B Pa3JIMYHBIX 3BEHBSX
TOBAPOJIBUKCHHS;

- IPUMEHSATH CBOW 3HAHHUS Ha KOHKPETHBIX
00BEKTaxX TOPTOBIU U YCIYT;

- OIEHUBATh  OpPraHU3alHI0  TOPrOBOM
NEeSTEIIBHOCTH ¥, TPOBOJUTH AKTHBHBIE
TOPrOBblEé KOMMYHUKAIIUH C IMOCTABIIMKAMU
U TOKYNAaTeJsIMH C y4E€TOM BO3MOKHBIX
PHCKOB B Pa3IUYHBIX 3BEHBAX
TOBapOJABUKCHHSL.

After successful completion of the course,
students will be:

- to describe the processes of organizing
commercial activities and technologies of trade
processes in various parts of the commodity
movement;

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

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

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

Kacibu kp13meTke Kipicrme

‘ BBenenue B mpodeccHoHaIbHYIO )IeHTeJ'H:HOCTB‘

Introduction to professional activity

Kypcmotn kvickawa mazmynot | Kpamkoe codepacanue kypca/ Course summary




K3repme xoHe O3mmiexk caymaHbIH MOHI
MeH Ma3MyHbl. KOMMEpUHSIBIK KbI3METTET1
maptrap. Kdrepme carsin any xxoHe caty
OOMBIHIIIA KOMMEPUMSUIBIK KyMbIC. b3dmmek
cayJla KOCIMOPBIHIAPBIHIAFbl KOMMEPILHSIIBIK
xymbic.  K3repme  koHE  KOMMEPUUSIIBIK
KYPBUIBIMIAPABIH ~ CBIPTKBI ~ DKOHOMMKAJIBIK
Kpi3Meri.  Tayapmapasl  3Tki3zy — OOMBIHIIIA
YKapHaMaJlbIK-aKIapaTThIK KBI3METTI
yiteiMaacteipy. Caynanarsl blabic xoHe BIIBIC

omepaumsuiapel.  JKykrepai — TaceIManiay bl
yiieiMaacteipy. KoilMa  omepauusuiapbIHBIH
TeXHOJOTHsICHl.  b3mmexk  cayga  JKeici.
KypbuibIMBl 7KOHE TEXHOJOTHSUIBIK JAYKEHICPIiH
OpHAaJacyhl. B3nmex caynaa

KacinmopeiaaapsiHaarsl TEXHOIOTHSAIIBIKIIPOIIECTED

CymHOCTh U COJEp)KaHUE ONTOBOM U
PO3HUYHOU TOPTOBJIU. JloroBopsl B
KOMMEPYECKON JIESITEIBHOCTH.
Kommepueckas  pabora 1Mo  ONTOBBIM
3akynkaM u 1npojaxam. Kommepueckas
paboTa Ha  MOPEANPUATHUAX  POZHUYHOMN

TOProsid. BHemHesKOHOMUYECKas
JEATEIbHOCTh  ONTOBO -  KOMMEPYECKHX
CTPYKTYD. Opranusanuss ~ peKIaAMHO -
MH()OPMALMOHHON JIEATENbHOCTH MO COBITY
ToBapoB. Tapa M TapHble omnepaluuu B
Ttoprosie. OpraHumsanus NEpeBO30K IPYy30B.
TexHosorus ckiaaackux onepauuil. Posauunas
TOproBass CeTb. YCTPOHCTBO U  OCHOBBI
TEXHOJIOIMYECKUX  IUIAHUPOBOK  Mara3uHOB.
TexXHOJIOrHYeCKue MPOLECCHl HAa PO3HUYHBIX
TOPIrOBBIX MPEANPUATHIX

The essence and content of wholesale and retail
trade. Contracts in  commercial activity.
Commercial work on wholesale purchases and
sales. Commercial work at the enterprises of retail
trade. Foreign economic activity of wholesale and
commercial structures. Organization of advertising
and information activities for the sale of goods.
Packaging and packaging operations in trade.
Organization of cargo transportation. Technology
ofwarehouse operations. Retail trade network. The
structure and basics of technological store layouts.
Technological processes at retail tradeenterprises

Hocmpexseuzummepi | Ilocmpexeusumu/ Postrequisites

Mepuennaiizunr, bencenai caty TeXHUKACHI,
KoMMepuusiblK MEHEPKMEHT

Mepuennaii3unr, TexHrka akTUBHBIX MPOAAK,
Kommepueckniit MeHETKMEHT

Merchandising, Active sales techniques,
Commercial Management

Bazoaprama sncemexwici | Pykosooumens npozpammel/ Programme manager

VYrebaena XK.A.

Kankabaesa A.E

To6suioB K.T.




Azpobusznecmin IKOHOMUKANBIK He2i30epi | DIkonomuueckue ochoswt azpodbusneca | Economic bases of agribusiness

Oky maxcamol | Yueonasn yenwv/ Purpose

CrynentrepaiH KociOM KbI3MET JKardailbIHAa
arpapyblKk  SHIIpiCTI  Kyprizy  OoiibIHIIA
TEOPUSIIBIK JKOHE NPAKTHKAIBIK OlTiMIepiHiH
KaKETT1 JCHICHiH KAJIBINTaCTBIPY

dopMHUpOBaHUE Yy CTYACHTOB HEOOXOJIUMOTO
YPOBHSI TEOPETUYECKUX M MPAKTUYECKHUX
3HAHUU o BEJCHUIO arpapHoro
IIPOU3BOJCTBA C YYETOM IPUMEHEHUs B
YCIOBUSAX TPOGECCHOHATBHON eI TEIbHOCTH

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

Oxovtmy namuiceci | Pezynemamut 00yuenus | Learning outcomes

Kypcrbl ¢oTTi asiKTaFraHHaH KeHiH OLiim
aJymbliap:

- ADK-Te Kocimkepnik KbI3METTi Ky3ere
aCBIPYABIH 3aHIBUIBIKTAPHI, KAaFUAATTAPbl MCH
HBICAHIAPBIHBIH HET13T1 MaKPOIKOHOMHUKAITBIK
nporecTepi MEeH KyOBUIBICTApBIHBIH MOHIH
JKaanblIaWIbI;

- Heri3ri 3HAIpICTIK pecypcTapiblH KYHBIH
Oararnay aHbIKTaMallapblH Oaraiaiisl;

- arpapJiblK KOCIMOPBIHHBIH aJIBIHIA TYPFaH
mapyamibuiblK ~ MIHAETTEp  KEIIeH1 JKoHe
OPBIHIAYIIBLTBIK JKOHE 0acKapyIIbLUTBIK
CUIATTaFbl KociOM mpoOliemanapabl MISurye
OHTAWMJIBI IIBIFY JKOJBIH Taybll, MICHICTIH
Oonagbl.

Ilocsie ycmemHoro 3aBepleHHsl Kypca
odyuarwoimuecs OyayT:

- obomarh CYLTHOCTh OCHOBHBIX
arpO’KOHOMUYECKUX TIPOIECCOB M SIBICHUI
3aKOHOMEPHOCTEH, NPUHIUIOB U (HOpMBI
OCYIIECTBIICHUS MpEeANPUHUMATEIIbCKOMN
nestensHOCTH B AIIK;

-OLICHUBATh  OMNpPEACIICHUS]  CTOMMOCTHOM
OIIEHKM  OCHOBHBIX  IPOU3BOJICTBEHHBIX
pecypcos;

- peuaTth KOMIUIEKC XO3SIMCTBEHHBIX 3aj1ady,
CTOSIIIIUX TIEPEN] arpapHbIM MPEINPUSTHEM
M HaXOXJICHUH ONTHMAalIbHOTO BBIXOJA B
perieHnu npodecCHOHATBHBIX MPOOJIEM Kak
HCIIOJIHUTENIbCKOT0, TaK M YIPABIEHYECKOTO
Xapaxrepa.

After successful completion of the course,
students will be:

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

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

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

sites

Kacibu kp13meTke Kipicre

Ilpepexeusummepi | Ilpepexeuszumer | Prerequi
Brenenue B poQeCCHOHATIBHYIO
JICSITeIILHOCTD

Introduction to professional activity

Kypcmotn Kbickawa masmynst | Kpamkoe codepacanue kypca/ Course summary

KypcTbiH noHi, ofici oHE MiHIeTTepl. Aybll
AP yanIbUTBIFBIHBIH K3IT CaTalibl SKOHOMHKACHIH
KaneOTacTeipy. JKep pecypcrapbl  KoHE
oJlapJibl HApBIK >KarJalbIHIA Tak1adaHydblH
TriMaUTiri. EHOEK HapbIFbl JKOHE  ayblI
TYPFBIHAAPBIH YMBICTICH KaMTy Maceelnepi.
ATpOOM3HECTI MaTepHAJIBIK Pecypcrap >KOHE

[IpenmeTr, w™meTron W 3agauud  Kypca.
dopmMUpoOBaHHUE MHOT'OYKJIaTHOU
SKOHOMMKH CEIILCKOTO XO035IUCTBA.
3emenbHBIE pecypchl U 3DGEKTUBHOCTh HX
HCTIOJIB30BaHUS B YCIOBUSIX pbIHKA. PBIHOK
Tpyaa U mpoOsieMbl 3aHATOCTH CEIBCKOTO
HaceleHus. MaTepuaibHble  pecypchl U

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. Material resources and

production and technical support of agribusiness.
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SHIIPICTIK- TEXHUKAJBIK KaMTaMachl3  C€TYy.
OHJIIPICTI OPHATIACTHIPY JKOHE MaMaHAAHIABIPY —

MPOM3BOJICTBEHHO-TEXHUUECKOE —OOecreYeHne
arpoOusHeca. Pa3Mmernienre u crieruann3anus

The location and specialization of production is
the basis for the development of agribusiness.

arpoOusHecTi JAMBITY JIBIH HeTi3l. | MPOW3BOACTBA  — OCHOBa passurus | Evaluation of the effectiveness of agribusiness.
ArpoOu3HecTiH THIMIUTITIH Oaranay. | arpoousneca.  Ownenka  sddexkruBroctu | Marketing and marketing of food and raw
MapkeTHHT JKOHE a3bIK-TYJIIK TIeH MIMKi3ar | arpoOu3Heca. MapkeTHHT W PBIHOK cObITa | materials. Management  in agribusiness.
HapPBIFbI. ArpoOusHecTeri MeHeKMEHT. | IPOAOBONILCTBUSL U Chipbsi. Menemkment B | Development of  agro-industrial — integration,
JlaMBITYy ~ arpoO3HEPKACINTIK  HMHTErpanusHbl | arpodusHece. PazBurue arponpomseinnientoi | development of market infrastructure.
JaMBITY, HAPBIKTHIK UHPPAKYPBUIBIM/IBI | HHTETPALUHU, PA3BUTHE
JAMBITY . PBIHOYHOU HH(PACTPYKTYPHI.
Ilocmpexeusummepi | ITocmpexeuszumol/ Postrequisites
ATpoMapKeTUHT ‘ ATpoMapKeTHUHT Agromarketing

Bazoapnama scemexwici | Pykosooumensv npozpammol/ Programme manager

BassuroBa U.A.

‘ Hypaxmerosa I'.C.

bassurosa U.A.
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2. 2 Kypc CTyIeHTTepiHe apHAJIFaH YJIeKTUBTIK MoHAep / DJIeKTUBHbIE JUCIUILINHBI 715 cTyAeHTOB 2 Kypca/ Elective

courses for 2nd year students.

Bencenoi camy mexnuxacol/Texnuka akmusnvix npooasxc/Active sales techniques

Oky maxcamul | Yueonas yean/ Purpose

CryneHnrrepaig TEOPHSITBIK epexenepin
KaJIBINITACTBIPY JKOHE cayJa KOCIMOPBIHIAPHI
JICHTeHIH/Ie CaThIN ANYIIbUIAPMEH JKYMBIC icTey
cajachlHIa  MNPAKTHKAIBIK  JaFIbUIapibl
KQJIBITITACTHIPY.

dopMmupoBaHue y CTYICHTOB
TEOPETUYECKUX IOJIOKEHUH M IPUBUTHE
MPAKTHYECKUX HABBIKOB B 00JIACTH PabOTHI
C TMOKyIaTeJsIMA Ha YPOBHE TOPIOBBIX
NIPEAIPUSITHMN.

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

Oxovitmy namuceci | Pezyromamot 00yuenus | Learning outcomes

Kypcerbl ¢dT1Ti asiKraraHHaH KeliH Olrim

ajgymbLiap
- caThIll ANYIIBUIAPJBIH TYPJEPIiH, OJap/IbIH
MICUXOJIOTHSCHIH, OJIADMEH  KYMBIC  ICTEY
TOCUIIEpiH aXXbIpaTaThIH 0omapl;

MEPYEH/Ial3UHTTIH MOHIMEH MEXaHHU3MIH,;

- TayaplapAblH MPEe3eHTAUICHIH YHBIMIACTHIPY
MEH 3TKI3YJIH THIMII 9[ICTepIH KOJIIaHAIbI;

- KamKalJbl KaFJaimapasl peTTey dicTepi
HETI31HJE caTy TIpoleCiHAe MpoOieMalibl
CaThII ATyHIbIIIapMEH OallaHbICA/IbI;

- Koci0M KbI3MET JKYHMeciHJie THICTI CEpBHCTI
TYpakThl Oackapy VIIiH CaThlll alylIbLIapbl
ycTan Kajlly casicaThlH o3ipyiey Ke3lHJe OachiM
CaTBIM ATYIIBUIAPABI AUKBIHIAWTBIH OO IbI.

IMocae ycnemHoro
o0yuaruuecs OyayT:
- paznuuaTb TUIBl  [IOKymaTened, HXx
IICUXOJIOTHIO, CIOCOOBl PAabOTBl C HUMU;
CYIIHOCTb M MEXaHU3M MEpuUeHJal3MHTa;

- OpUMEHATh  A(Q(EKTUBHBIE  METOJbI
OpraHu3allii W TPOBEICHUS Npe3eHTalUun
TOBapOB;

- o0marbes ¢ MpoOJIEMHBIMU MOKYMATENIMHU
B TIpolecce MpoAaX Ha OCHOBE METOIOB
yperynupoBaHusi KOH(IMKTHBIX CUTYaIHi;

- OIpPEENATh TPUOPUTETHBIX IOKYyIaTeNei
npu  pa3paboTKe TOJUTHKU  yIepXKaHUS
MOKYMaTeNe Uil PeryysipHOTO YIpPaBICHHS
HA/IJISKAIIMM CEPBHCOM B CHCTEME
npodeccroHalbHOM e TeIbHOCTH.

3aBeplIeHUsl Kypca

After successful completion of the course,
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;

- communicate with problem buyers in the sales
process based on conflict resolution methods;

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

Ilpepexeusummepi | Ilpepexeusumet | Prerequisites

K3repme-63mmiex cayia

‘ OHTOBO-pO3HI/IQHaH TOPIroBJIA

| Wholesale and retail trade organization

Kypcmuiy Kbickawa mazmynst | Kpamkoe cooepacanue kypcal Course summary
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Kazipri 3amaHfbl TEXHOJOTHSJIAD MEH caTy
OJIICTEpiH 3ePTTEYAIH MaHbI3bI MEH 33C€KTLIITI.
KimenTrepaig Typaepi :xKoHe OJIapMeH KYMBIC
icrey cTparerusuiapbl. MepyeHIai3uHT .
KoMMeprusiiabpIK oHriMe JKOHE MoMiJIe jKacay.
Tayapnapasl  (KbI3METTEP/i) TaHBICTHIPYIbI
YUBIMIACTBIPY MEH 3TKI3YIIH THUIMII 9JicTepi.
JKympic  caty mporeciHae — mpoOiieMaltb
KIHeHTTepMeH. KimeHTTepMeH KyMBIC
acayJlarbl KOMMEPIIHSIIBIK CEPBHUC.

3HaueHUE W  AKTYaJlbHOCTh  HM3y4YCHUS
COBPEMEHHBIX TEXHOJIOTUM U MPUEMOB
npofax. THIBI KIMEHTOB U CTPaTETHH
paboThl ¢ HUMU. MepUueHIal3uHT .
Kommepueckass Oecema ¥ 3aKiIIOYCHHE
caenku. I GheKTUBHBIEMETOIbl OpraHU3aAUU
Y MPOBEJICHUS MPE3EHTAIIMU TOBAPOB (YCIyT).
PaGota ¢ mpoOiieMHBIMH KIMEHTaMH B
nporecce npogax. Kommepueckuii cepBuc B
paboTe ¢ KIIMEeHTaMHU.

The importance and relevance of studying
modern technologies and sales techniques.
Types of clientsand strategies for working with
them. Merchandising. Commercial conversation
and conclusion of the transaction. Effective
methods of organizing and conducting the
presentation of goods (services). Working with
problem customers in the sales process.
Commercial service in working with clients.

ITocmpexsusummepi | Iocmpexseuzumot/ Postrequisites

MepueHaan3uHr

MepueHaan3uHr

Merchandising

Bazoapnama sncemexwici | Pykosooumenv npocpammer/ Programme manager

VYrebaeBa XK. A

KankabaeBa A.E

ToOsut0B K.T.
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Kommepuyusanvik meneosncmenm | Kommepueckuii menedncmenm | Commercial

Management

Oky maxcamol | Yueonas yenwv/ Purpose

KoMMmepuusutblk MEHEIKMEHTTIH MOHI, MOHI

D@OpMUPOBAHUE TEOPETUYECKUX 3HAHUHU O

Formation of theoretical knowledge about the

KOHE CpEKIICNIKTEepi Typaibl TEOPHSUIBIK | CYIIHOCTH, 3HAYCHMHM H OCOOCHHOCTsX | essence, meaning and features of commercial
OlmiMai  KadbIITacTelpy.  KOMMEPIHSUIBIK | KOMMEPYECKOTrO MEHE/DKMEHTa. | management. Introduction to modern
KOCIOPBIHABL Oackapymarbl MeHeKMEeHTTIH | O3HakomieHue C coBpeMeHHbIMU | management methods in the management of a
3aMaHayH 9/licTepiMEH TaHBICY MeTOJaMU MEHEIKMEHTa B yIpaBieHuu | commercial enterprise

KOMMEPYECKUM

IPEANPHUATHEM

Oxovimy namuyceci | Pezyniemamut ooyuenus | Learning outcomes

Kyperbl carTi asikraraHHaH keifin Oijim | ITociie  ycmemnoro 3aBepmenusi  kypea After successful completion of the course,
ajxymbLiap: odyuaroumecsi 6yayT: students will be:
- KOMMEPIUSJIBIK MEHEKMECHTTIH MOHIH, - OITUCHIBATH CYIIHOCTb, snauenue +to describe the essence and significance of
MaHBBABLUIBIFBIH;  Kazipri  MEHEHKMEHT | KOMMEPYECKOTrO MeHe/DKMeHTa; | commercial management; the specific nature of
KBI3METIHIH €peKIlle CHUIAThIH; ojemMaeri | cnenmduueckuii xapakrep gesrenbHoctu | the activities of modern management; the
TaOBICTBl  (pUPMAAPABIH ~ KOMMEPIHSUIBIK | COBPEMEHHOTO MEHEKMEHTA, omelT | experience of commercial managers of

MEHEDKEPIIEPIHIH TOXKIPUOECIH CUMATTaNIbL;

- 383 OuriMaepiH HaKThl cayda >KOHE KbI3MET
K3pceTy OOBEKTUIepIHIE KOJIaHabl; HAKThI
KOCIOPBIH MBICAJIBIHIA SWOT-tannay
JKYprizefi; cay/ia-TeXHOJOTHSUIBIK IPOIIECTi
YHBIMTACTBIPAIBI; IEPCOHAIIBI BIHTAJIAHIBIPY
JKyHeciH aypbhic mai1anaHaisl;

- cayJa-mMaTepualIbIK KYHIBUTBIKTAPIBI
OaKpLIAY/IBI KY3ET€ aChIPAIIBL;

- KOMMEPIHIBIK MEHEDKMEHTTIH THIMIUTITIH
Oarayaipl.

JeSITeIbHOCTH KOMMEPUYECKUX MEHEKEPOB
npeycneBaroumx Gupm Mupa;

— MPUMEHSTH CBOM 3HAHUS HA KOHKPETHBIX
00BEKTaxX TOPrOBIM U YCIYT; MPOBOIMUTH
SWOT- ananu3 Ha npuMepe KOHKPETHOTO
NPEINPUSTHS, OPTaHW30BBIBATH TOPTOBO-

TEXHOJIOTUYECKUI nponecc; MpaBUIIBHO
HCIIOJIB30BaTh CUCTEMY MOTHBAITUH
nepcoHala,

- OCYHICCTBJIATDH KOHTPOJIb TOProBo-

MaTepualbHBIX IEHHOCTEH;
- O1IeHUBaThIPPEKTHBHOCTH KOMMEPUYECKOTO

successful firms in the world;

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

+ to control trade and material values;

- to evaluate the effectiveness of commercial
management.

MEHEIHKMEHTA.

Ilpepexeuzummepi | Ilpepexeusumsr | Prerequisites

K3repme-03mmex cayna

\ OnToBO-pO3HUYHAS TOPTOBIIA

| Wholesale and retail trade

Kypcmuty Kbickawa maszmynst | Kpamkoe codepacanue Kypca/ Course summary

13




Kommepuusiibix MEHEPKMEHT
TYXbIpbIMAaMachl. KOMMepIUSUIIBIK KbI3METTIH
MeHeUKMEHT kyieci. Cayna  yiBIMBIHBIH
KbI3METiIH Jkocnapiay. Cayna yiibIMaapbIHaa
TEXHOJIOTHSUIBIK ~ MpOLeCTepai  YHBIMAACTHIPY.
Cayna-TeXHOJIIOTHSIIBIK TIPOIIECTi Oackapy »KoHe

KolMaliapaarbl eHOeKTI YHBIMAACTBIPY.
KomMMmepusiibik YibIM NIEpCOHATBIHBIH KBI3METIH
BIHTAJIAHZIBIPY. Cayna KOCIIOPHBIHBIH
TIEPCOHAJITBI Oackapy. Caynma-caTTBIKTbI

YUBIMIACTBIPYABI OacKapy >KyheciHaeri Oaxpliay.

Ickepimik ~ KapbIM-KaThblHAC  OHE  OailylaHbIC
nporeci. K3mobacmbUIblK JkoHE K3MIOACIIBUIBIK.
Cayna MEHEIKMEHTIHIH SKOHOMUKAIIBIK
HeTi3aepi.

Konuenuus KOMMEPUYECKOTO
MeHe KMeHTa. Cucrema MeHEKMEHTa

Kommepueckon JEATEIIbHOCTHU.
[InanupoBaHue  JAEATEIBHOCTH  TOPrOBOM
OopraHu3aIuu. Opranuzanus
TEXHOJIOTHYECKHUX TPOLECCOB B TOPTOBBIX
OpraHHU3aIugax. VYupasnenue TOProBO-

TEXHOJOTUYECKUM MPOILIECCOM M OpraHu3anus
Tpyda Ha ckiagax. MoTuBamus AesTeNbHOCTH
IepcoHalla KOMMEpPYECKOW  oOpraHu3aluu.
VYmpaBnenue  NEepCOHAIOM  MPEANPHUSTHS
toprosiu. KoHTposib B cucTeMe ynpaBieHHUs
opranuzanuen Topros. [lenoBoe oOuieHue u
npouecc KoOMMyHUKauuil. PykoBoacTtBo u
JUJEPCTBO. DKOHOMUYECKHE OCHOBBI
TOProBOr0 MEHEPKMEHTA.

The concept of commercial management.
Commercial activity management  system.
Planning the activities of a trade organization.
Organization 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.

ITocmpexeuzummepi | Ilocmpexeusumuot/ Postrequisites

MNHHOBaNUSAIBIK MCHC/I)KMCHT, KOMMepLII/ISIHBIK
MAapKCTUHI

HNHaHOBanMOHHBIA MeHeTKMeHT, Komepuecknil
MapKETHHT

Innovation management, Commercial marketing

Bazoaprama sncemexwici | Pykosooumens npozpammel/ Programme manager

VYrebaesa JK.A

Kankabaesa A.E

To6suioB K.T.
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KyKkoik srcane coloaiinac sncemkopaviKKa Kapcot maoenuem nezizoepi | Ocnosvl npasa u anmuxoppynyuonnou Kyasmypot | Basics of Law and

Anti-Corruption Culture

OKy makcamot | Yueonas yenn [Learning Objective

CeiOaitlac  KEMKOpJIBIKKa  Kapchl  ic-kumbLl | ChopmupoBaTh cUcTeMy TpaBOBbIX 3HaHWii u | Form a system of legal knowledge and civic
OOMBIHIIA KYKBIKTBIK OUIIM MEH a3aMaTThIK | IPaXKIAHCKOW IMO3MIMU MO MpoTUBOAeHcTBHIO | attitude to combat corruption.
YCTaHBIM XYHECIH KaJIBIITaCThIPY. KOPPYIILIHH.

Oxvimy namuoiceci | Pezynomamot o0yuenus
Kyperbl  coTTi  asikraranHan keidin  Oitim | [Tocsie  ycmemHoro  3aBepmienmsi  kypca | After successful completion of the course,
aJybLIap o0yuarommecst OyayT trainees will
— Ka3zakcran PecmnyOnuKachlHBIH KOJIAHBICTAaFbl | - ONUCHIBATH  THOJOXKEHHS  JeilcTByromero | — Describe the provisions of the current
3aHHAMACBIHBIH epeXesIepiH, MEMIICKETTIK 0acKapy | 3aKOHOaTe/IbCTBA Kazaxcrana, cuctemy | legislation of Kazakhstan, the system of
OpraHJapbIHBIH KYHECiH, COHJai-aKk ChlOaiiac OpraHoB  rOCYAapCTBEHHOTO yrpasieHus, a | State administration bodies, as well as the
JKEMKOPJIBIKTBIH MOHIH, CeOCNTepiH JKOHE OFaH | TaK)Ke  CYIIHOCTh, TNPHYMHBI M Mephl | €SSence, causes, and measures to counter

Kapchl ic-KUMBLJ [IapaIapblH CHITATTAY;
— Oxuranap MeH opeKeTTep/l KYKBIKTHIK TYPFbIIaH
Tanjuay;

— HopmaTuBTik aKkTinepai KojinaHy, COHJIal-ak | -

cplfaiiac  KEMKOPJBIKTBIH ~ aJlJIblH  aly YIIIH
pyXaHH-aJaMTeplIUTiK MeXaHU3MIEep/l Naiiianany.

IIPOTUBOICUCTBUS KOPPYIILIUH;

- QHAJIM3UPOBATh COOBITUS U JAEUCTBUS C TOUKU
3pEeHus IIpaBa,

IPUMEHATh HOPMATUBHBIE aKTbl, a TaK¥Ke
3aJ1eMCTBOBATH JTyXOBHO-HPABCTBEHHBIE
MEXaHU3MBI [IPEAOTBPALCHUS KOPPYIILIUH;

corruption;
— Analyze events and actions from a legal
perspective;

— Apply regulatory acts and use spiritual
and moral mechanisms to prevent
corruption.

Kypcmuviy

Koickauwia mazmynol/ Kpamkoe cooeprcanue Kypca

MeMIteKeT MeH KYKBIKTBIH HETi3Ti YFBIMIAphl MEH
Kareropusuiapel. KYKBIKTBIK KapbIM-KaTbIHACTap.
KP koHCTUTYUMANBIK KYKBIFBIHBIH Herizaepi. KP
OKIMIILIIK ’KOHE KbUIMBICTBIK KYKBIK Herizaepi. KP
AzamarThlKk  KyKblK  Herizaepi.  "CeiOailnac
KEMKOPIBIK" YFBIMBIHBIH TEOPHUSIIBIK-O/[ICHAMAIIBIK
Heriznepi. Cprbaitmac >KeMKOPJBIKKA Kapchl ic-
KUMBUI IIApTHl PETiHAE Ka3aKCTaH/IBIK KOFaMHBIH
QIEYMETTIK-2KOHOMHUKAJIBIK KaTbIHACTAPbIH
xketunaipy. Ceibaiiiac >KEMKOPIBIK MiHE3-KYJIBIK
TaOUFATBIHBIH ~ TCHUXOJOTHSUIBIK  €pEeKILIEeTIKTEPI.
Cri0aiinac  KEMKOPJIBIKKA KAapChl  MOJIEHUETTI
KajeinTacTelpy. Chlbailac >KeMKOPIJIBIKKA Kapchl
1C-KUMBLT MOceJeNIepiHIie MEMIIEKET MeH KOFaMJIbIK
yHBIMIIApIbIH 33apa 1C-KUMBLIBL.

OcHOBHbIE OHATHS U KaTETOPUH TOCYapCTBa U
npaBa. [IpaBoBele  oTHOmeHHs.  OCHOBBI
KoHcTUTymoHHoro  mpaBa PK.  OcHoBbI
aIMMHHMCTPaTUBHOIO M yrojoBHoro mpasa PK.
OcHoBbl rpaxaanckoro npasa PK. Teoperuko -
METOO0JIOTHYECKUE OCHOBBI TIOHATUSA
«xoppynuun». CoBepIIEHCTBOBAaHUE COLUAIBHO-
DKOHOMUYECKHUX OTHOILIEHHM Ka3aXCTaHCKOIO
olmiecTBa Kak YCIOBUSA TPOTUBOJCHCTBUIO
koppynuuu. Ilcuxonoruyeckne OCOOEHHOCTH
MIPUPOJIBI KOPPYILIHOHHOTO ITOBEJICHUS.
PopMHUpOBaHNE AaHTUKOPPYILIUOHHO KYJIBTYPBI.
B3anmopeiicteue rocynapcraa u
OOIIIECTBEHHBIX ~ OpraHu3alii B  BOIpOCax
IIPOTUBOACUCTBHS KOPPYIILIMH.

Basic concepts and categories of state and
law. Legal relations. Basics  of
constitutional law of the RK. Basics of
administrative and criminal law of the
Republic of Kazakhstan. Basics of civil law
of the RK. Theoretical and methodological
foundationsof the concept of “corruption™.
Improvement of socio-economic relations
of Kazakhstan society as a condition for
combating  corruption.  Psychological
features of the nature of corrupt behavior.
Formation of anti-corruption culture.
Interaction of the state and public
organizations in combating corruption.

Bazoaprama sncemexuiici | Pykosooumens npocpammot
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baiitacoBa M.XK. Ay6akupona 3.b. Aubakirova Z.B.
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DKonozus ycane mipwinik Kayincizoizi | Ixonozus u 6esonacnocmes rncusnedeamensnocmu/ Ecology and Life Safety

OKy makcamot | Yueonas yensn [Learning Objective

Texnochepa  mMen  Taburu  dKOXKyHenep
KBI3METIHJIETT KayinTi jKoHE T3TEHIIe KayinTi
JKarIanmapaa ecKepTy KaliaeTTepi KoHe
AKOKOPFay OWJIay/Ibl KAJIBIITACTHIPY

dopMUpOBaHUE DKO3AIIUTHOTO MBIIUICHUS U
CIOCOOHOCTH  TPEAYNPEXKACHUS OMACHBIX U
Ype3BbIYANHBIX CUTYalNH B QYHKIIMOHUPOBAHUU
MIPUPOJHBIX SKOCUCTEM U TeXHOC(hEpHI

Formation of ecoprotective thinking and the
ability to prevent dangerous and emergency
situations in the functioning of natural
ecosystems and the technosphere

Hamuoceci | Pesynomamot 06yuenus/ Learning outcomes

Oxbtmy
Kypcrbl coTTI asikraraHHaH KeMiH OLiiM
ajlymbLiap
-OKOJIOTUSIHBIH, TIPWIUIIK  Kayilci3giri MeH

TYPaKThI AaMYIbIH HET13Ti TYKbIPhIMIaMalIapbiH,
AHTPOIIOTCH/TIK KBI3METTIH QJIEyMETTIK-
HKOJIOTHSUIBIK CaJIapbIH TYCIHEI];

- ONapAblH JKaW-KYHiHIH KayinTi JeHrediHiH
TYBIHJIQYBIHBIH QJIJBIH aly YIIiH TaOWFH KoHE
TEXHOTEHJIK  JKyHenepAalH  JaMybl  MEH
OPHBIKTBUTBIFBIHBIH 3epleNeHTeH
3aHJIBUTBIKTAPBIH KOJITaHA/IbI;

- ICKE aChIpbUIFaH >KOHE BIKTUMAaJl KaylNTepiH
Tepic ocepiH JKOHE OJapiblH JAEHrensepiH,
AHTPOIIOTEH/TIK KbI3MET TOyeKeJIepiH
Oarajaiipl;

- TexHoc(hepaHblH KayilCI3AIriH  apTThIPY
OolibIHIIA iC - MIapazapAbl )KocTapiai sl

-33 O€TiHIIE >KYMBIC iCT€y, KOMaHJa/na *KYMbIC

ictey, memiM KaObuigay, CbIHM  Oiinay,
HUQPIBIK  KOHE  aKNapaTThIK-KOMIBIOTEPIIIK
TEXHOJIOTUSIIApAbl  KOJI/IaHy, aKnapatieH

KYMBIC 1CTey JaFblIapblHa ue 00Jajbl.

IMocae ycmemHoro
o0yuarommecsi OyayT

3aBeplIeHHsl  Kypca

- MOHHUMATHh OCHOBHBIC KOHIICHI[UU DKOJIOTHUH,
0e30macHOCTH JKU3HEICITCILHOCTH,
YCTOMYUBOTO pa3BUTHS, COILIMAIBHO -

OKOJOTHYCCKHUE IIOCIICACTBUA aHTpOHOFeHHOﬁ
JCATCIIbHOCTH,

- HNPpUMCHATL HU3YYCHHBLIC 3aKOHOMCPHOCTHU
pa3sBUTHA H YCTOP'IHHBOCTI/I IIPUPOJHBIX U
TEXHOICHHBLIX CHCTEM A HNOPCAYNPEKICHUA
BO3HUKHOBCHUA OMMACHOTO YPOBHA UX COCTOAHUA

OLICHUBATh HEraTUBHOE BO3JICHCTBUE
peaNn30BaHHbIX U MOTCHIUAIBHBIX OIIACHOCTEU
U UX YPOBHM, PHUCKM  aHTPOIIOTE€HHOHN
JIeATEIbHOCTH;

- INUIAHUPOBATH MCPONPUATHA IO IMOBBIIICHUIO
0e30macHOCTH TeXHOC(hEpHI;

- o0OmagaTh HaBBIKAMH  CaMOCTOSITEILHOM
paboTel, pabOTBl B KOMaHJE, MPUHATUSL
penieHuH, KPUTHYECKOTO MBIIIJIEHHS,

OpPUMEHEHUS IUQPPOBBIX U HHPOPMALUOHHO
KOMITBIOTEPHBIX ~ TEXHOJOTHH,  pabOTBI €
uHpopManuen.

After successful completion of the course,
trainees will

- Understand the basic concepts of ecology, life
safety, sustainable development; social and
environmental consequences of anthropogenic
activity;

- apply studied laws of development and
stability of natural and anthropogenic systems
toprevent dangerous levels of their condition

- assess the negative effects of realized and
potential hazards and their levels, the risks of
anthropogenic activity

- plan measures to improve technosphere safety;

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

Kypcmuoiy kbickama mazmynot | Kpamkoe cooepacanue kypcal Course Summary

17




Ayrakonorus. Jlemdkonorus. CHHIKOJIOTHS.
buocdepa-nHoochepanbik KOHIENIUACH. TaOuFru
pecypcTapbl JKoHE oJIapJbl THIMAI TMaiiaaiaHy.
Kaszipri skahaH bl 3KOJIOTHASIIIBIK JKOHE
QIIEYMETTIK -  DKOJIOTHSUIBIK ~ MJcenenep.
Kopiaran oprta »xoHe TypakThl jamy. Kazakcran
TYpPaKThl Jamy >KOJIbIHAA. JKachll SKOHOMHKA.
Konaiinel ToyekenmiH koHuenusicel. Kayinri
KOHE  3HMAHABl  (AKTOPNAPIBIH  IKIKTEINYyi.
T3Tenme >xarmaiimap Ke3iHIErl ic-KUMbLIAAp
perriri

Aytakonorusi.  Jlemdkonorus.  CHHAIKOJIOTHSL.
buocdeprno-noochepnas KOHIICTIIIHSI.
[Ipupomnpie  pecypcbl W pallOHAIbHOE
MIPUPOJIOTIONIE30BAHHE. I'moGansHbIC
HKOJIOTUYECKHE U  COLMAIBHO-IKOJIOTHYECKHE
npobOsemMbl  coBpeMeHHOCTH.  OKpyXkarormas

cpega U ycroumBoe pasBurve. Kazaxcran Ha
IyTH K YCTOWYMBOMY Ppa3BUTHIO. 3eJieHas
SKOHOMHUKA. KoHIenuus npuemieMoro pucka.
Knaccugukanus onacHsIX U BpeIHBIX (aKTOPOB.
[lopspox  nmeWicTBUM  IpU  4YPE3BBIYAMHBIX
CUTYaLUAX

Outecology. Demecology. Synecology.
Biosphere-noosphere concept. Natural resources
and environmental management.  Global
ecological and socio-ecological problems of
modernity. Environment and sustainable
development. Kazakhstan on the way to
sustainable development. Green economy. The
concept of acceptable risk. Classification of
hazardous and harmful factors. The order of
action in emergency situations.

Bazoapnama scemexuiici | Pykosooumens npozpammer/ Program Manager

Koxkymesa 3.I

Koxesuukos C.K.

S.K. Kozhevnikov.
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Dxonomuka ycone Kacinkepiik Hezizoepi/ Ochoevl IKOHOMUKU U npeonpunumamenscmea/ Basics of economics and business

Oky maxcamut | Yueonas yenn/Purpose

CayayaTThl 5KOHOMHKAJIBIK OB, 00CEKEIeCTIK
oprama KOCITTOPBIH AP IBIH TaOBICTHI
KOCITIKEPJIIK ~ KBI3METIH  YHBIMIACTHIPYIbIH
TEOPHUSIIBIK JKOHE TOKIPUOCTIK JaFabUIapbiH
KaJIBIITACTBIPY.

dopmupoBaHue HKOHOMUYECKOTO obpasza
MBIIIJIEHHUS, TEOPETUYECKMX M IPAKTHYECKUX
HAaBBIKOB OpraHM3alMM IpeaANPUHUMATEIbCKON
JEATENbHOCTH NPEANPUITHI B KOHKYPEHTHOMH
cpene

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

Oxovtmy namuoiceci | Pezynemamut 00yuenus | Learning outcomes

Kypcerbl ¢3TTi asikTaraHHaH KeliiH OiiiM
aJxymbLIap

- Kazipri 3aMaHFbl 9KOHOMHMKA TPUHIHITEP1
MEH  3aHIBUIBIKTApABIH  KBI3MET  ETUIYiH,
SKOHOMUKAJIBIK KaTErOpHsUIap, MHKPO JKOHE
MaKpoJIeHreiaeri YFBIMJIBIK anmapaTThl
TYCiHe],

- 3KOHOMMKAJIBIK JKardalJpl TaJaJauiasl;

- KOCIIKEpJIiK KbI3METTIH OChl Hemece Oacka
TYpJIepiHiH 0a3ajblK MpoIecTepiH Oenrinem;

- TaOBICTBI KOCIMKEPJIIK KbI3METIHE MiHe3JeMe
Oepeni;

- OM3HeC-)KoCTapAbl Kypaabl KOHE YCHIHAIBI;

- aiFaH OUTIMIEPIH MaiaIbl KOCIKEPIIiK
KBI3MET YIIiH KOJIAaHaIbl;

- KOCIIKEpJIK KbI3METTI SKOHOMHUKAJIBIK YKOHE
oneyMeTTiK 0acKapy cajlachlHJla IYPHIC MIEIIiM
KaObUIIal amasbl.

IMocsie 3aBepuieHHsi Kypca o0y4arommecs
oyayT
- IIOHUMATb HpI/IHLII/IHBI Hu 3aKOHBI

(YHKLIMOHUPOBaHUSA COBPEMEHHOW 3SKOHOMMKH,
9KOHOMHYECKUE KATETOPHUH,

- IOHATHUIHBIN alapar Ha MUKPO- U
MaKpOypOBHSIX;

- aHAJIM3MPOBATh YKOHOMHMUYECKYIO CHUTYALMIO;

- BBIEIATH 0a30BbI€ MPOLECCH TOTO WIMUHOTO
BMJIa IPEAIPUHUMATENBCKOM 1€ATEIbHOCTH;

- JaBaTh  XapaKTepPUCTUKY  YCIEHIHOCTU
MPEINPUHUMATEIBCKON 1EATEIBbHOCTH;

- COCTaBJIATh U NPE3CHTOBAaTh OM3HEC-IUIAHBI;

- IPUMEHATH IIOJYYEHHBIE 3HAHUA  JUIA
MOCTPOECHUS PUOBUILHONUIIPEIPUHUMATEIIBCKOM
JEATEIHOCTH

- IPUHUMATh NPABUWIbHBIE PELICHUs B 001aCTH
SKOHOMHUYECKOI0 U COLMUAIBHOIO YIPAaBICHHUS
MPEANPUHUMATEIBCKON IEATEIbHOCTH

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

completion of the course,

the success of

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

Kypcmuiy Kpickawa masmynst | Kpamkoe cooepicanue Kypea | Course summary

DKOHOMHKA KBI3MET €TYIHIH ipreii mocemnenepi.
Kammran. CypaHbIC TI€H YCBIHBIC HAapBIFHL.
bacekenectik xoHe MoHomnonus. Kocinkepik:
TYCIiHIT1, MOHI, HETI3T1 TypJepi xKoHe

DyHIaMeHTaIbHbIE poOIeMbl
(yHKIMOHMpPOBaHMS dSKOHOMMKH. Kamwnrai.
Peinok Cnpoc u npemoxenue. KonkypeHnuus
u MoHonoaus. [IpegnpuHuMaTenscTBoO:

Fundamental problems of the functioning of the
economy. Capital. Market supply and Demand.
Competition and monopoly. Entrepreneurship: the
concept, essence, main types and forms of
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YHBIMIIACTBIPY HbICaHmapbl. Kocimkepik
KBI3METTET1 Toyekenaep. KoMMmepuusuibik
KYITHS )KOHE OHBI KOPFay ToCUIIepi.
Kacinkep:ik KbI3METTi KapKbUIaHIBIPY.
Kacinkepmik MoeHHETI KOHE 3THUKACHI.

MOHSTHE, CYIIHOCTh, OCHOBHBIE BUABI H (HOPMBI
opranusanuu. PUcku B mpeanpuHUMAaTEIbCKON
nestenpHocTH. Kommepueckass TailHa U
crocoOsl ee 3amuThl. DUHAHCHpPOBaHUE
NpeANTPUHUMATEIbCKON JIEeSITENIbHOCTH.
KynpTypa u 3THKa npeanpUHUMATENbCTBA.

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

Bazoapnama scemexwici | Pykosooumenv npozpammer | Programme manager

Bbassurosa 1. A.

Hypaxwmerosa I'.C.

‘ Bassurosa 1. A.
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Kowbacwwinvlk nezizoepi | Ocnoswvt tuoepcmea | Basics of Leadership

Oky maxcamul | Yueonan yenv/Purpose

CTYISHTTEPAIH K3MOACIIBUIBIK KacUeTTEP/Il,

OBJIaJICHUC CTYyACHTAMU METOHOJIOTUEH U

mastering the methodology and practice of

CTHIBICPAi, KOCIIOpBIH, aiiMaK JkoHe | mpakTukoi  sddexkruBHoro  ympasieHus | effective management of people's behavior and
JKaJIIbl €1 JICHreWiHIe ocep €Ty OIICTepiH | MOBEJACHHWEM U B3aWMOJelcTBHEM Jirozeit | interaction by effective use of leadership
THIMAI TaigagaHy apKbUIBl  aJaMIapiblH | IMyTeM 3 PeKTHBHOTO ucrionb3oBanus | qualities, styles, methods of influence at the
MiHE3- KYJIKbIH JKOHE 33apa OpeKeTTecyiH | MuIepcKux  KadectB, crwied, wmerozoB | level of the enterprise, region and country as a
THIMTL Oackapy onicremeci MEH | BIMSHHS Ha YPOBHE MPEANPHUATHS, pernoHa u | whole

[IPAKTUKACHIH MEHI€PY CTPaHBI B IIEJIOM

Oxovitmy namuceci | Pesyromamot 00yuenus | Learning outcomes
Kypcerbl coTTi askraranHaH keiiin 0ijim | Ilocie ycmemnoro 3amepmenusi  kypca | After successful completion of the course,

ajgymbLiap
- OackapynwlH OapiblK JIeHreiepinaeri
YHABIMIApIaFbl K3MIOACIIBUIBIK MOCeIIeIIepiH
TEOPUSUIBIK JKOHE MPAKTUKAIBIK IIEHIyTe
FBUIBIMU K33KApacThIH MOHI MEH OIICTEpiH
TYCIHY;

- OackapylIbUIbIK MIHAETTEpAl LIENly YIIIH
K3I10AaCIIBUILIK ~ II€H  OWIIKTIH  HErisri
TEOPHUSUTAPBIH KOJIJIaHY;

- KeKe OachlHBIH apTHIKIIBLIIBIKTaphl MEH
KEMILUTIKTEpPIH ChIHU Oaranay;

- YKbIMJIa  KYMBIC  ICTEY;  QJIEyMETTIK
MaHBI3JAbl MOCENIeJiep MEH  YyAepicTep/i
Taljiay, TONTHIKIMHAMUKA YAEPICTEPIH KIHE
KOMAaH/IaHbl KaJIBINTACTBIPY KaruJIaTTapbIH
Oimy Heri3iHAe TONTHIK >KYMBICTBI THIM/II
YUBIMIACTHIPY;

-TYJIFaapabIkK, TONTBIK JKOHE
YHABIMTACTHIPYIIBLIBIK KOMMYHHUKAITASIAPIbI
Tajjay >koHe jxolajay

- ICKepJIiK KaphIM-KaThIHAC JaFblIapbiHA He
Oomy; op Typili >Karnmaiyapra OalaHBICTHI
OackapyblH ajyaH TYpPJIl CTUIbJIEpIHE Ue
Ooiry; K3mOAacHIBUIBIK KAaCHETTEepJi epTTey

o0yyaromuecsi OyayT
- MMOHUMAaTh CYIIHOCTh W METOJBI HAyYHOTO

noaxoja K TEOPETUUYECKOMY u
MIPAKTUYECKOMY peLIeHUI0 npooJieM
JUJEpCTBAa B OpraHU3allMsAX Ha BCEX YPOBHSIX
yTIpaBJICHUS;

-UCITIOJIb30BaTh OCHOBHBIC TEOPHH JIHIEPCTBA
W BJIACTH JUIS PEIICHHS  YIMPaBICHUECKUX
3a/1a4;

- KPUTHYECKH OIIEHHUBATh
JIOCTOMHCTBA U HEOCTATKHU;

- paboTaTh B KOJUICKTHBE;, aHAJIM3UPOBATh

JIMYHBIC

COLMAJIbHO  3HAayWMble  MpOOJEMBl U
MPOILIECCHI, 3¢ heKTHBHO OpraHU30BaTh
TPYNIIOBYI0 pabOTy Ha OCHOBE 3HAHUS
MPOIIECCOB  TPyNIOBOH  JUHAMUKH U
MPUHIHAIIOB (OPMHUPOBAHHUS KOMAaH/IbI,

- aHAIM3UpOBaTh W  IPOEKTHUPOBATH
MEKITMIHOCTHBIE, TPYIIIIOBBIE "

OpraHu3alOHHblE KOMMYHUKALUN

- o0jazaTh HaBBIKAMM JIEJIOBOTO OOIIEHUS;
MHOT'0OOpa3HBIMH CTUJISIMM yIPaBJICHUS B
3aBUCUMOCTH OT PAa3jWYHBIX CHUTYyallui;
METONAMU U METOJAMKAMM UCCIIECIOBAHUS

students will be

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

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

- critically evaluate personal strengths and
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
developingleadership abilities
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oicTepi MEH daicTeMeliepiHe, K3mOacuIbUIbIK
KaOUTIeTTepAl MaMBITy TEXHOJOTHsUIApbIHA HE
ooy

JTUJIEPCKUX Ka4yecTB, TEXHOJOTUSAMU
Pa3BUTHS JIUACPCKUX CIIOCOOHOCTEH

Kypcmeoin Kpicxama masmynst | Kpamkoe cooeparcanue kypca | Course summary

MEH MOHI.
MEHEIHKMEHT.
JOCTYPJIi
K3mb6acbUIbIKTHIH
WHHOBAIMSUTBIK ~ KOHIICTIIUsIIapbl.  Tomrap,
KOMaH 1ajiap JKOHE KOMaHa KYpY.
K3mbacIbIHbIH JaMysl. O3repicTepi Kys3ere
aceIpy Ke31Heri K310acIbUIBIK.
K3mbacmbuibik Moceenepi.

TaOUFaTHI
J)KOHE

K3moacmbuIbIKThIH
K3moacsuibIK
K3moacmbuIbIKThIH
KOHIIEIIUSIIAPHI.

[Ipupona u cymuocTs nuaepctsa. JluaepcTto
W MEHE/DKMEHT. TpaIuliMOHHBIC KOHIICTIIINU

auaepcTBa. VIHHOBAallMOHHBIE KOHIICTIIIUU
JUIEPCTBA. ['pynmsl, KOMaH/IbI u
KoMaHA000pa3oBanue. Pa3Butue nuaepa.

JlunepctBo npu OCYIIECTBICHUU

nsMeHeHui. Ilpobnemsl nuaepcrTaa.

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.

Bazoaprama sncemexwici | Pykosooumens npozpammser | Programme manager

Ecimxan T'.E.

ToosutoB K. T.

‘ To6bu10B K.T.
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Founvimu 3epmmeynepoin nezizoepi sncane akademusnvlk xam/ OcHO8bl HAYUHBIX UCCIe008aRUTL U akademuueckoe nucbmo/ Basics of Research and

Academic Writing

OKy maxcamul / Yueonas yenv/ Purpose

OiiM  aNywbUIapAbIH  apachlHAA FBUIBIM, 3€pTTEYHdiH
FBUIBIMH  9ficTepi, FBUIBIMH-OKY JKOHE  FBUIBIMU
JKYMBICTapABIH HOTIKEJEPiH TIpKey Typaubl Oiim
JKYHECIH KaJIBINTACTHIPY

chopMHupOBaTh y OOYYAIOIIUXCS CUCTEMBI 3HAHHH O
HayKe, HAy4YHBIX METOJAaX HCCIEIOBaHHA, OPOPMIICHUS
pe3yIbTaTOB HAYYHON M Y9eOHO-HAYIHOH pabOTHI

to form a system of knowledge about science,
scientific methods of research, registration of the
results of scientific and educational and scientific
work among those receiving training

Oxvimy namuoiceci | Pezynemamal 00yuenus | Learning outcomes

KypcTbl ¢oTTi asiKTaraHHaH KeiliH 0i1iM amymbuiap —
-FBUIBIMHBIH  HETi3ri  YFBIMAApBIH  CHIIATTAay  JKOHE
FBUIBIMH3EPTTEYJICPAl YHBIMIACTHIPY,

-FBUTBIMH aKIIapaTThl aHBIKTAY JKOHE SHIEY,

-FBUTBIMH 3€PTTEY SJIICTEPiH KOJIJaHY,

-3epTTEyJIep JKYPTri3y *KOHECOHBIH HOTIDKEIEPIiH peciMaey,
-CTYJICHTTIK cTapTanTap YUIiH KapamnaibiM Ou3Hec-
Kocrap Kypy

IMocne ycnemHoro 3apepuieHust Kypca o0ydaromuecst
OynyT

00BACHATD OCHOBHBIC IIOHATHA
OpTraHU3alMIOHAYYHbBIX UCCIEOBAHUM,
— OIlpeneNsITh U 00pabaThiBaTh HAYIHYIO HH(DOPMAIHIO,
— NPUMCHATH METOAbI HAYUHBIX I/ICCHGI[OBaHI/II\/'I,

0 Hayke U

— TPOBOJIUTH HCCIEIOBaHHE U  OPOPMIIATH  €ro
pe3yIbTaTHI,
— COCTaBJIATH HE CIOXHBIA  OusHec-TUIaH  UIA

CTYACHUYCCKHX CTAPTAIIOB

After successful completion of the course,
students will be

-Describe the basic concepts of science and the
organization of scientific research,

-identify and process scientific information,

- apply scientific research methods,

- conduct research and formalize its results,

-draw up a simple business plan for student
startups

Kypcmuiy kvickawa mazmynot | Kpamkoe codepcanue Kypeal Course summary

FouibIM >xoHE FRIIBIMH 3€pTTEYJIEPAiH HETi3r1 YFbIMAApHI,

3epTTeyAl  aKmaparThlK KaMmMTaMachl3 €Ty, T huibiMu
3epTTeyiepai  YHBIMAACTBIPY, Teutbivmu 3eprrey
omicreMeci, 3epTTeyliH JKalIbl FBUIBIMH  QIICTeEpI,
CTaTUCTHKAIBIK KOHE BIKTUMAIIBIK 3epTTey oJiCTepi,
3epTTeyAe  KOJNJAHBUIATBIH  TpadUKajbIK axicrep,
bakpimay  HoTWXKenepiH — Tanmay, — OKCIIEPHUMEHTTIK

3epTreyiep, ¥UbIMAACThIPy. KOHE FBUIBIMHU 3€pPTTeYIepi
KYprizy, FeulbIMu )KyMBIC HOTHKENEPiH Tipkey, KypcThik
JKOHE JMIUIOMJIBIK JKYMBICTApbl TAbIHIAY KOHE KOpFay
epekuienikrepi, CTyAEHTTEpHiH FHUIBIMH >KYMBICTAphIH
OasiHIay JKoHE pecimiiey TiliHe KOWBUIATBIH Tajiarmrap,
basHnama o3ipiieyre KOWBUIATBIH —Tajanrap, O3ipiey
epeKUIeNiKTepi. CTYACHTTIK cTapTanTap.

OCHOBHBbIE TIOHATHS O HAayKe ¥ HayYHOM HWCCIIC/IOBaHUH,
Hupopmarimonnoe obecrnieueHue UCCIICZIOBAHUH,
Opranmzanusi HayIHBIX HCCIICIOBaHUN, MeTom0I0THs
Hay4dyHBIX wHccienoBanuii, OOIIeHaydYHbIE  METOIBI
nccnenopanns, CTaTUCTHYECKHE U  BEPOSTHOCTHBIE
METO/IbI HCCIIeJOBAHUM, I'paduueckue METOJbI,
WCTIONIb3yEeMbIe B HCCIENOBaHMIX, AHAU3 PE3yIbTaTOB
HaONIOJIeHNH, OKCHNEpUMEHTAILHBIC  WCCICIOBAHMUSA,
Opranuszaiys U MPOBEJCHUE HAyUYHBIX HCCIICIOBaHUM,
Odopmiienne pe3yIbTaToOB Hay9IHOU paboTHI,
OCOOEHHOCTH TOJITOTOBKM M 3alllUTHl KYPCOBBIX U
JTUIUIOMHBIX paboT, TpeOoBaHUsA K A3bIKY U3JI0XKCHHS U
o opmIIeHIIO CTYJCHUECKUX Hay4YHbIX  pabor,
TpeboBanus k pa3paboTke mpe3eHTanuii, OcoOeHHOCTH
pa3paboTKH CTYICHYECKUX CTApPTAIIOB.

Basic concepts of science and scientific research,
Information support for research, Organization of
scientific research, Methodology of scientific
research, General scientific methods of research,
Statistical and probabilistic research methods,
Graphical methods used in research, Analysis of
observational results, Experimental research,
Organization and conduct of scientific research,
Registration of the results of scientific work,
Features of the preparation and defense of term
papers and theses, Requirements for the language
of presentation and design of student scientific
papers, Requirements for the development of
presentations, Features of the development of
student startups.

Bazoapnama scemexwici | Pykosooumensv npozpammol/ Programme manager

Kaiibip6aesa I'.K. |

T'onynos B.B.

| Godunov V.V.
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Baza opnamy | Ilenooopazosanue | Pricing

OKy maxcamul | Yueonasn uean/Purpose

bimiM amymsimapaa MamMaHABIK OOMBIHIIA KOciOH
KbI3MET JKYyHeciHIe Ka3ipri KeseHne Oara
Oenriiey camacelHAAa TEOPHSIIBIK OUTIM MeH
NPaKTUKAIBIK JaFAbLUIap/ibl KaJbIITACThIPY

dopmupoBaHme y 00yJaronmxcs
TEOPETUYCCKUX 3HAHUH U TPAKTHYESCKHUX
HaBBIKOB B 00JacTH IIeHOOOpa30BaHUS Ha
COBPEMEHHOM JTane B cucreme
npodeccuoHanTbHON JIeSITeIbHOCTH o
CIIELIUATIEHOCTHU

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

OKbtmy

namuiceci | Pesynomamet 00yuenus | Learning outcomes

KypeTbl ¢aTTi assKTaraHHaH KeHiH

OistimM asrymibLiIap:

- Oara OenriJiey NPOIECIHIH 9OJIiCHAMAIBIK
HET137IepiH, OKBITBUIATBIH KYpPCTBIH HET13r1
KaTeropusIapbiH TYCIHAIpETiH O0maabl;

- Oara OenriyieyiH OpTYpJl oAicTepiH KOJAaHY,
Oara Oenriliey canxachblHIAFbl MapKETHHITIK
Kypalgap/sl Maiiianana anajisl;

Oara Oenrigey MoceselepiHe KaTbhICThI
MapKeTHHITIK mpoOiemanap MEH HaKThl
HApBIKTBIK KarAaWiiapapl Tangay TopTiOiH
cumarTay;

- OaraHbl €cenTey/llH 3aMaHayH 9JIICTepl MEH
oJIiCTEepPiH KOJIJIaHy;
Oara  Oenriney
KaObUIIAyIbIH  €H
TaHIAUTHIH OOIaIbI;
- Iypeic Oara menrMid KaObUIgay YIIH HapbiK
KonbronkrypacelH Oaranayna, YHUBIMHBIH
naiacelH apTThIpy YIIiH Oara Oenrijiey oficiH
tannayna Kyseiperri.

IIEIIM
ToCiIAepiH

cajachIHIa
YTBIM/IBI

ITocne ycnmemnoro 3aBeplieHHs Kypca
oO0yuarommecst OyxyT:
0O0BICHSITH METOAOJIOTNYECKHUE OCHOBBI

nporiecca  [IEHOOOpa3oBaHUs,  OCHOBHBIC
KaTerOpUHU U3y4aeMOTo Kypca;

- TPUMEHSATh  pa3JIMYHbIE  METOJIbI
1IeHOOOpa30BaHUS; HCTIOJIB30BaTh
MapKETHUHTOBbIE HMHCTPYMEHTHI B 00JIacTH
1IeHOOOpa30BaHUS;

- ONKCHIBATH TOPSIOK JECHCTBUH aHaln3a
MAapKETHUHTOBBIX HpO6JI€M 1 KOHKPCETHBIX
PBIHOYHBIX CHUTYaIIHH, KaCaroIIuXCsl
BOIIPOCOB IIEHOOOPa30BaHMS;

- HCTIOJIb30BaHUS COBPEMEHHBIX MPUEMOB U

Croco0OB pacyeTa IIeH;

- BbIOOpa Hamboliee  pallMOHAIBHBIX
CIOCOOOB MPUHATHUS pelIeHu B oOJacTu
[IEHOOOPa30BaHMUS;

- genaTb OO30PKOHBIOHKTYPBI PpBIHKA JUIS
MNPHUHITHS TPABHILHOTO I[€HOBOTOPEIICHUS,
B BBIOOpPE METONAa IIEHOOOpa30BaHUS IS
YBEJIMUYEHUS TPUOBLTN OpraHUu3alliy.

After successful completion of the course,
students will be:

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

- apply various pricing methods;

- use marketing tools in the field of pricing;

- describe the procedure for analyzing
marketing problems and specific market
situations related to pricing issues; using

modern techniques and methods of calculating
prices;

- choosing the most rational ways of making
decisions in the field of pricing;

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

Ilpepexsuzummepi | Ilpepexeusumeut / Prerequisites

Mukpo-MaKkpOIKOHOMHKA

‘ Muxkpo-MaKkpOIKOHOMHKA ‘

Micro-Macroeconomics

Kypcmoty Kbickauwa mazmynot | Kpamkoe cooepacanue Kypca/ Course summary
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Bara Oenrineynin TeopusiblK Heri3aepi. bara
nporneci. bara omicrepi. bara Oenrureynmig
MapKeTUHITIK acnektinepi. bara crpareruscs
MEH TaKTUKAChI

Teopernueckue OCHOBBI IEHOOOpa30BaHUSI.
IIpouecc [IeHOOOpa3oBaHUs. MeTtonst
1eHo0OpazoBaHusl. MapKeTUHIOBBIE ACTIEKThI
neHooOpazoBanusi. CtpaTerusi U TaKTUKa
1IeHO0OPa30BaHUS.

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

ITocmpexeuzummepi | [Tocmpexeusumut/ Postrequisites

CTpaTCFI/ISIJ'IBIK MApKCTUHT

‘ Crpareruueckuii MapKETHUHT

Strategic Marketing

Bazoapnama scemexwici | Pykosooumenv npozpammsl/ Programme manager

CenitoBa I'.T

‘ CetitoBaI'.T

To6su1oB K. T.
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Cmpamezuanuik, sncocnapnay | Cmpamezuueckoe nnanuposanue | Strategic planning

Oky maxkcamot | Yueonas yen/Purpose

CrpaTerusblK KOCTapiayablH o/iCHaMachl MEH
JIOTUKAChl ~ Typajbl  OUTIMII  KaJbIITacTHIPY,
YUBIMHBIH CTPaTeTHSUIBIK  KOCHApBIH  d3ipiey
JKOHE OHBI iCKe achIpy OoiibIHIIA OacKapy
OOMBIHIIIA KY3BIPETTEP/l JAMBITY.

@opMHUpPOBAHUE 3HAHUW O METOAOJOTHH U
JOTUKE  CTPATEeruyecKoro IUIAHUPOBAHMS,
pa3BUTHE KOMIIETEHIIMH 10 pa3paboTke
CTPATEruyecKoro IiaHa OpraHu3alvy U
YIPABICHUIO TI0 €ro pealnu3aluu.

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.

OKbtmy

Hamuceci | Pesynomamet o6yuenusn | Learning

outcomes

Kypcrbl  ¢oTTi asiKraraHHaH KeliH Oilrim
ajlymbLIap:

- CTpaTerHsuIbIK Taujay >KYprizy *oHe YHBIMHBIH
Oocekere  KaOUISTTUNNH  KamMTaMmachl3  €Tyre
OarpITTAIFaH CTPATETHACHIH TaHAAY SJICTepI MCH
KYpaJJapblH )KUHAKTANIbI;

- CTpATeTUSJIBIK ~ JKOHE  OOCEKeNecTiK
KYprizy; 6usHecTi x)ocrnapiay
PEHHXHHUPHUHITI KY3€re achlpaibl;
- JKocrapJiay MPOIECIHIH
TEXHOJIOTUSICHIHBIH
CTpaTerusiap bl azipiey oJiCTEpiH;
CrpaTerusuiplk  >KOCIap/IbIH KY’KaTTapblH
KYpBUIBIMIAy KOHE peciMIey JaFabUIapblH
K3pceTrei;

- YHBIMHBIH CTPaTETHSUIBIK KOCIAPBIH d3ipiiey
TOpTiOiH  cumarray  JKOHE  OHBI  JKY3ere
acChIPYIbIH HYCKQJIAPbIH YCHIHAIBI.

Tangay
MeH

KaJaMJIbIK
JIaF IbUTAPbIH,

IMocae ycmemHoro
o0yuawmuecs OyayT:
- 00001maTh METOIBI u
NPOBEJCHUSI  CTPATErMYECKOTO
BbIOOpA CTpaTeruu
HaIpaBJIEHHON Ha
KOHKYPEHTOCIIOCOOHOCTH;
- IPOBOJUTH CTPATETUYECKUN U KOHKYPEHTHBIN
aHau3; OCYIIECTBIATh OW3HEC-TUIAHUPOBAHUE
U peMHKUHUPHHIOU3HECA,;

- IOKa3bIBaTh HABBIKU MOLIArOBOW TEXHOJOTUHU

3aBeplIeHUsl  Kypca
HHCTPYMCHTBI

aHAIM3a "
OpraHu3aIHH,
oOecrieuenne ee

npouecca IJTAHUPOBAHUS, METOJI0B
pa3paboTKu CTpaTerui; HaBBIKOB
CTPYKTYpUPOBaHUS u odopmienus

JOKYMEHTOB CTPATErMYECKOro IJIaHa;

- ONIMCHIBATh MOPSIOK NEHCTBUI pa3paboTKu
CTPAaTErnyecKoro IulaHa OpraHu3alud |
MPEUI0KUTh BAPUAHTHI €r0 pealn3altH.

After successful
students will be:
-generalize methods and tools for conducting
strategic analysis and choosing an organization's
strategy aimed at ensuring its competitiveness;

- conduct strategic and competitive analysis; carry
out business planning and business reengineering;

- show skills of step-by-step technology of the
planning  process, methods of  strategy
development; skills of structuring and execution of
strategic plan documents;

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

completion of the course,

Ilpepexeusummepi | Ipepexeusumut | Prerequisites

OKOHOMMKAJIBIK TEOPHS

DKOHOMMYECKAsT TEOpUs ‘

Economic theory

Kypcmotn Kbickauwa mazmynot | Kpamkoe cooepacanue Kypca/ Course summary

CTpaTerusiblK  >KocHapiayIblH TEOPHUSUIBIK
Heri3/epl.OlicHaMa Heri3/Iepl CTPaTETHsITBIK
JKOCTIapiiay J>KOHE aKMapaTThIK KaMTaMachl3
eTy.

TCOpeTI/I‘-ICCKI/IC OCHOBBI  CTPATCTUYCCKOT'O
IJIaHUPOBAHUA. OcHOBBI METOJ0JIOTHH
CTPATCTUYCCKOI'O MIaHUPOBAHUA U

Theoretical foundations of strategic planning.
Fundamentals of strategic planningmethodology
and information support. Methods of
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CTpaTterusiibiK )Kocrmapiay
Crparerusibik JKocrapJiiap
¥ UBIMHBIH CTPaTETUSIIBIK

Yitbimaarsl CTpaTerusuIbIK TaJ1ay.

omicrepi.
Ky#eci.
YKOCTIAPHI.

nHpOpMaALIMOHHOE o0ecrnedeHne. MeTo bl
CTpaTernyeckoro rianupoBanus. Cucrema
cTpaTterMyeckux IuiaHoB. CTpaTerndyeckuit
mwiad  opranm3anuu.  CrpaTerudeckuit
aHaJIM3 B OpraHU3aIIUH.

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

Ilocmpexeusummepi | ITocmpexeuszumol/ Postrequisites

’Kocmapiay xyteci

Cucrtema mIaHUPOBAHUS

Planning system

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

VrebaeBa JK.A.

VrebaeBa JK.A.

To6suioB K.T.
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Busznecmi yivimoacmoipy | Opeanuzayus 6usneca/ Business organization

Oky maxcamol | Yueonasn yenn/ Purpose

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

outcomes

dopmupoBanue 3HaHUK 00 OCHOBoOMoAaralonmx | POpMUPOBaHUE 3HAHUN 110 TEOPETHUYECKUM
XapaKTepUCTHK TOBapa, COCTABIIOMIMX €ro | OCHoBaM  Ou3Heca, OOydYeHHE  HaBBIKAM
NOTPEOUTENBHYI0 LIEHHOCTh, a TaKkKe WX | IPUMEHEHHUS PAa3IUYHBIX MPUEMOB M CPEJICTB
U3MEHEHHMH Ha BCEX ATamax TOBApOJBIDKCHMA. | yHpaBlieHHs OusHecoM B cdepe Oymymieit
npo¢eCCUOHATIBHON AESTeIbHOCTH.

Oxovtmy namuceci | Pezynemamut ooyuenus | Learning
Kypcrbl ca1Ti askraranHan keidin Oiiim | Ilociie  ycmemHoro  3aBepuieHMsi  Kypca
aJqylibLIAp: o0yuarwmuecs Oyayr:
- TayapTaHYJbIH TEOPHUSUIBIK JKOHE O/IICTEMENIK | - OMHCHIBATH TEOPETHUYECKHE U METOAMYECKHUE
HETi37epiH, Tayapjap aCCOPTUMEHTIH PETTEHUTIH | OCHOBBI TOBAapOBEICHHUS, OCHOBHBIC HOPMATHUBHI,
HETi3T1i HOPMaTUBTEPAl CUIIATTAM/IbI, peraaMeHTHPYIOIINE aCCOPTUMEHT TOBAPOB;
- YMBIMHBIH ~Tayap acCOPTHMEHTIH Oackapy | — 0000maTe MIPUEMBI u METO/IbI
KYHECiHIe TayapiiapIbl KIKTEY >KOHE KOATay | KIIACCU(HMKAUWU W KOJIUPOBAaHHS TOBApOB B
onicTepi MEH 9/1iCTEPiH KaJIbUIA B, cucreme yHIpaBIICHUS TOBapHBIM
- TayapiapAblH TYTBIHY KacHeTTepi MEH | aCCOPTHMEHTOM OpraHHM3allNH;
K3pCeTKILITepiHiH HOMEHKJIATypachlH | — BBIPa)XaTh 4eTKOoe oTpeJiesieHue
aHBIKTay/J]a OHBIH TYTHIHYIIBUIBIK KYHIBUIBIFBIH | OCHOBOITOJIATAIONINX — XapaKTePUCTHK — TOBapa,
KYpalThIH TayapJIbIH HETI3T1 | COCTaBIISAIOLINX ero HOTPEOUTETBCKYIO
CUMAaTTaMaJlapbIHBIH ~ HAKThl  AaHBIKTAMACBHIH | IEHHOCTh, B  OMNpPEICNCHHH HOMEHKJIATYPHI
oinaipeni. NOTPeOUTENBCKUX CBOMCTB UM IOKa3aTenei

TOBApPOB.

After successful completion of the course,
students will be:

- describe the theoretical and methodological
foundations of commodity science, the main
standards governing the range of goods;

- generalize techniques and methods of
classification and coding of goods in the
organization's product assortment management
system;

- express a clear definition of the fundamental
characteristics of the product that make up its
consumer value in determining the nomenclature
of consumer properties and indicators of goods..

Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

3KOHOMI/IK8.J'IBIK TCOPHUA ‘ DKOHOMHYECKAS TCOpH

Economic theor

Kypcmotn Kbickawa masmynst | Kpamkoe codepacanue kypca/ Course summary

busnec TypiepiHiH TYCiHIr >koHe »XikrTenyl, | [lonsTne u kimaccudukanus BUAOB Ou3Heca,
OHBIH JaMyblH YHbIMAAcThIpy. OpTa »oHe | opraHu3auus ero pas3BuTusa. OpraHuzanus
IIaFbIH OM3HECTI YUBIMIACTHIpY. BeHUypinbIK | cpeaHero u majnoro OwusHeca. OpraHuzanus
OuzHecTl yibIMaacTelpy. busnecTi Xypridy | BeHuypHoro OuzHeca. Dopmbl  BeaeHUA
dbopmanapel. buszHec cyOBekTuUIepiH Tipkey | Ou3Heca. [lopsimok perucTpanuu CyOBEKTOB

TOPTiO1, KOCIMOPHIHHBIH OAHKPOTTHIFHI KOHE OusHeca, OaHKPOTCTBO " JIUKBUIALIUS
TapaThUIYHI. Busuec MHQPaKYPBUIBIMEL. | ipeanpusitus. HppacTpykTypa OusHeca.
busnecri 6ackapy. busnec-xocnapnay | Yopasienue OuzHecoM. OcHOBBI OuzHec -

Heriznepi. Kap)KpUIbIK KaMTaMachl3 €Ty JKOHE | IulaHupoBaHus. (DUHAHCOBOE oOecreyeHue u

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 management. Fundamentals
of business planning. Financial support
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OM3HECTIH THIMIUIITIH TAJIIAy. | ananu3 >pdexTuBHOCTH GU3HECA. | andbusiness performance analysis.

Hocmpexeusummepi | [locmpexeuzumot/ Postrequisites

Bacekere kabiaeTTiNIKTI Gackapy | VYrpaBieHHe KOHKYPEHTOCTIOCOOHOCTHIO ‘ Management of competitiveness
Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager
CeiiroBa I'.T. | CeiiroBa I'.T. | CeitroBa I'.T.
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Backapywoiiolk, wewimoepoi azipney | Paspabomka ynpasnenueckux peuwrenuii | Development of managerial decisions

OKy maxcamut | Yueonas yenn/Purpose

backapymbInbIK IIENIIMHIH MOHI, Ma3MYHBI,
TYpIEpi, OacKapyIIBIIBIK mIentiMaep i
O3ipJIeyliH OPTYpPJi  AITOPUTMACPI Typasbl
iprem  OLTiMAI  KaJBIITaCTHIPY. 3aMaHayH
KEITJIIK ~ TEXHOJOTHSIapMeH, op  Typil
xkarnaitnapaga PPJXK  xysere acwlpylblH €H
YTBIMJIBI YHBIMIIACTHIPYIIBUIBIK (hOopMaapbIMEH
TaHbicy. KoHdeccusblK KbI3MeT XKyieciHie
0acKapylbUIBIK IIemiMaep KaObuinay YIOiH
CaHIBIK JKOHE camajblK Tajjay IKyprizy
JaF IbUTAPBIH JAMBITY.

dopmupoBanue GpyHaaMeHTaAIBHBIX 3HaHUH o | Formation of fundamental knowledge about the
CYIIHOCTH, COJICpI)KAHUH, BHJax | essence, content, types of management decisions,
yOpaBIEHYECKOTO  pelleHus,  pasnugabix | various algorithms for developing management
alropurMax paspaboTku  ympasiendeckux | decisions. Familiarity with the most rational
pEIICHUIA. 3HAKOMCTBO ¢  nHaubonee | organizational forms of implementation of the
panroHaIbHBIMU opranmsanronssiMu | RUHR in various conditions, with modern network
dopmamu ocymectiaenus PYP B pasnmumunsix | technologies. Develop  skills in  conducting
yCIOBUSX, C COBpeMEHHBIMH ceTeBbiMu | quantitative and qualitative analysis for making
texHolorusiMu. PasBuBuTHe HaBeikoB B | Managerial decisions in the system of professional
IIpOBENCHUH KOJIMYECTBEHHOI'O u | activity.

Ka4€CTBCHHOT' O aHaJlInu3a JJIsSL MNPpUHATHUA
YIPABICHYECKUX PELICHUN B CUCTEME
Hp(i)eCCI/IOHaJ'IBHO JACATCIBHOCTH.

Okbimy namuoiceci | Pezynomamut 00yuenus | Learning outcomes

Kypersl ¢oTTi asgKTraraHHaH Ke#iH Oijgim

anymbLIap:

- Oackapy HICHIIMiHIH Ma3MYHBIHBIH TEOPHSIIBIK
aCIIeKTUICpiH, OpTYpJi Xaraainapaa Oackapy
meniMaepiH  d3ipiey  Mpolecid,  Oackapy
meniMAepiHiH  camackl  MEH  THIMIUIITIH

Oaramaypl CUTIATTANIbI;

- OacKapymIBIIBIK IICMIIMAEp KaObuigay YIIiH
CaHIBIK JKOHE camalblK Taljay oAICTepiH

KapaMa-KapcChbl KOs IbI,

- KociOM KBIBMET JKaFjadblHma  Oackapy
Hienrmaepin o3ipiey  JKoHE — KaOmpuigay

TEXHOJIOTUSIIApBIH TYCIHIpei.

Mocue cnemHoro 3asepmenuss  kypea After successful completion of the course,
y P yp
odyuarommuecst OymayT: students will be:
-OIUCHIBATh TEOPETUYECKHUE acriextsl | - to describe the theoretical aspects of the content
colepxaHusi ympaBieHueckoro pemenus, | Of @ management decision, the process of
mporiecca  paspaGorku  ympasiendeckux | developing management decisions in various
peleHnii B pasnuuHbIX ycioBusix, ouenku | conditions, assessing the quality and effectiveness
KkauecTBa M >{exTHBHOCTH yrpasneHueckux | Of Management decisions; o
peLeHHii; - to contrast the methods of quantitative and
b - - - - -
- IPOTHBOMOCTABIIATH crioco6sr | dualitative analysis  for  making managerial
KOJIMYCCTBCHHOI'O M KAa4YC€CTBCHHOI'O aHaJIu3a dECISIOHS;

JU1S1 IDHHATHS YTIPABICHUCCKHX PEIICHHI; - explain the te_zc_hnologlgs of developm_e_nt and
management decision-making in the conditions of
- OOBACHATH  TEXHOJOTHH  Pa3pabOTKH |

. professional activity.
NPUHATHAS  YOPaBICHYCCKMX  PEIICHHU B
YCIIOBHX HpO(l)eCCHOHaHBHOfI JACATCIBbHOCTH.

Ilpepexeusummepi | Ilpepexeuszumur | Prerequisites

MeHnemxMeHT

‘ MeHeKMEHT ‘ Management

Kypcmotn kvickama mazmynot | Kpamkoe cooepacanue kypca/ Course summary
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backapy mremriMiHiH MOHI MEH Ma3MYHBI.
Backapy miemiMaepiHiH THIIOJOTHSACHI IKOHE
oJapfa KOWBUIATBHIH Tajlantap. bacKapylbUIbIK
menriMaepai  JalblHaay JKOHE 1ICKe  achIpy
nporeci. ChIPTKBI OPTaHbI TaJJay *OHE OHBIH
OacKapylbUIBIK MISIIIMIAEPIl TaiibIHIayFa )KOHE
icke acplpyra ocepi. benrici3ik TeH ToyeKel
KargaWpiHaa ~— 0acKapymIbUIBIK —— IIEITiMIep/Ii
JMaWbIHIAy JKoHE icke achlpy omictepi. [lemimmai
o3ipiey KoHE TaHJAay HPOLECiH MOJCINbICY.
[Memimaepai O6ackapy memiMaepiH AadbIHAAY
XKOHE ICKe achlpy oaictepi. backapymibLIbIK
mIenIiMAep/IiH carmackl MEH THIMALTIT]

CyIHOCTh U COJAEp)KaHUE YMNPABICHYECKOTO
pewmeHus.  TUMojgoruss  ynpaBJIEHYECKHX
pemieHuit U TpeOOBaHUSA, NMPEAbIBISIEMbIE K
HUM. [Ipouecc NoATrOTOBKM M peanu3aluu
YIOPaBJICHUYECKUX pELIEHUN. AHaln3 BHELIHEH
cpeabl U ee BIWAHUE Ha TMOATOTOBKY, H
peanu3ainuio  yIpaBIE€HUYECKUX  PEIISHUM.
IlppuemMpl  DOATOTOBKM W peanu3aliH,
YIPaBJICHYECKUX PEHIEHH B  YCIOBHSIX
HEOIPEIEeICHHOCTH U pHUcKa. MoxaenupoBaHue
mpoiecca pa3paboTKh U BbBIOOpa pEIICHUS.
Metonpl MOATOTOBKM M peajv3aluf
YIPaBJICHYECKUX pelieHuit peuieHus.
KagectBo 1 3¢ddexkTuBHOCTS ympaBIeHYECKHX
pemeHni

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 environmentand
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

Iocmpexeusummepi | Ilocmpexeuszumsl/ Postrequisites

Crpaterusuiblk MEHEPKMEHTTIH Heri3aepi

‘ OCHOBBI CTpaTeru4eCKoro MCHEIPKMCHTA

| Fundamentals of strategic management

Bazoapnama scemexwici | Pykosooumensv npozpammul/ Programme manager

Ecrimxan I'.E.

Kanka6aeBa A.E.
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3. 3 KypcC CTyJAeHTTepiHe apHAJIFAH YJIeKTUBTIK MIH/eP / DJIeKTUBHbIE JUCHUILIMHBI I CTYAeHTOB 3 Kypca/
Electivesubjects for 3 st year students

Mepuenoaiizune /Mepuenoaiizunz /Merchandising

Oky maxkcamot | Yueonas yen/Purpose

Carpin  anymbUIapAblH MIHE3-KYJIKBIH OacKapy

®opMupoBaHUE Y CTYASHTOB 3HAHUW, YMEHUU U

Formazione delle conoscenze, abilita e competenze

MakcaThlHIA caTy  OpBIHAApbIHAA  JKy3ere | HABBIKOB 1m0  BHempeHuio  coBpemenHbix | degli studenti nell'implementazione delle moderne
achIPbUIATHIH KOMIaHHSHBIH THIMJII | TEXHOJIOTMII MepueHpaii3uHra, HamnpapieHHbix Ha | tecnologie di merchandising volte a garantire
MapKEeTUHITIK ~ KOMMYHUKaTHBTIK  KbI3MeTiH | oOecrieueHue 3¢ dextuBHOM  MapkeTuHrosoil | un'efficace attivita di comunicazione di marketing
KaMTaMachl3 eTyre OarpITTaIFaH | KOMMYHHKATUBHO#M  mestenpHOcTH  Kommnanuu, | dell'azienda, svolta nel punto vendita per gestire il
MEpUYCHIAM3UHITIH 3aMaHayd TEXHOJOTHSUIAPBIH | OCYIIECTBISIEMON B MecTax Npoaax B memsx | comportamento degli acquirenti.
eHrizy  OOHBIHINIA  CTYIACHTTEPAiIH  OUIIMIH, | yIpaBICHUS MOBEICHHUEM IMOKYyTaTeICH.
ICKEpJIIriH KoHE JMaFIbUIapbIiH KaJIbIITACTHIPY.

Okbimy namuoiceci | Pezynomamut 00yuenusn [ Learning outcomes
Kyperbl carTi askraraHHan kKeidin Oirim | ITocite yCHEeuIHOro 3aBepuIeHUsI Kypca | After successful completion of the course,
aJTymbLIap o0yuaromuecs OyayT students will be
- caya-CaTThIKThIH MiHIETTEpl MeH | — OTIPEICIISATh 3a1a9u u ¢byukiuu | -to  determine the tasks and functions of
GyHKIUSIIApHI, cayna KOCIMOPBIHAAPHI | MepUaHJal3uHra, BIHMsHHE MepyaHaaiisuara Ha | merchandising, the influence of merchandising on
KBI3METIHIH ~THIMJUIITIHE cayaa-CaTThIKTHIH | 9()(GEKTHBHOCTD JEATETBHOCTH toproeix | the efficiency of trading enterprises, the technology
acepi, Tayapiapisl OpHANACTHIPY | MPEANPHUSITHI, TEXHOJOTHIO BbIKIaAKH ToBapos, | Of product placement, effective layouts of product
TEXHOJIOTHSICHI, Tayap tonTapbiH | 3QdeKTUBHBIE CXEMBbl pacroyioKeHUsT ToBapHBIX | groups and layouts in the trading floor, taking into
OpHANACTBIPYABIH THIMJII CXeManapbl >KOHE | TPYNN W BBIKJIAJKKA B TOProBOM 3aie C¢ yderoMm | account the psychology of consumers;
TYTBIHYIIBUIAPJABIH  TICHXOJOTHUSICHIH €CKepe | NMCHXOJOTMU MOTPeOUTENeii; -create an effective system for stimulating
OTBIPBIN,  cayaa 3alblHAa  OPHAIACTBIPY | -CO37aBaTh B TOProBoM 3aje 3¢ dexTuBHyIO cucteMy | impulsive purchases in the sales floor, solve

alKBIHOANTEIH OOJIAadbL;

-cayJa 3ajJblHIa HWMITYJIbCUBTI CATBIN aTyIbl
BIHTAJAHIBIPYABIH THIMII JKYHECIH Kypassl,
KBUTKBITY JKOHE cary canachIHIaFbI
omepamysuiapra  OailylaHBICTBI  6aCKApYIIBIIIBIK
MIHAETTEPAl IIemIeai, TYTHIHYIIBIHB TYKEeHTe
TapTajbl, AYKEHHIH cayJa KEHICTITIH THIMIl
O3neni;

- TYTBHIHYWIBUIAPJBIH TCUXOJIOTHACHIH  KOHE
cayqa  KEHICTITIH  KaJIBINTAaCTBIPYJbl  KOHE
OHJIaFbl  TayapiapAblH  TapalyblH  ecKepe

CTUMYJIUPOBAHUS UMITYJIbCHUBHBIX IMOKYIIOK, p€IIaTb

MIPOCTPAHCTBO Mara3uHa;
- paHKUpPOBaTh PACIHOJOKEHUE TOBAPHBIX T'PYII

W BBIKIAJKM B TOPrOBOM 3aj€ C  Y4ETOM
NICUXOJIOTUU  MOTpeduTened U (POopMUPOBAHUS
TOProBOrO0  MPOCTPAHCTBA W pacHpelesIeHus

TOBApOB B HEM.

OTBIPHII Tayap TONTAPbIHBIH OPHAJACYBIH JKOHE

management tasks related to operations in the field

yIIpaBJICHYECKUE 3aja4n, CBSI3aHHbBIE c | of promotion and sales, attract consumers to the
orepanusMu B oOJlacTH NpoJBIKeHUs u cObIta, | Store, effectively distribute the store's retail space;

MPUBJICKATH noTpeouTes B marasuH, | -to rank the location of product groups and layouts
s ddextrBHO pacnupenensTh toprosoe | 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.
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cayza 3aJbIHIA0pHAIACYBIH Capallaiibl.

|

Ilpepexeusummepi | Ilpepexeuszumur | Prerequisites

K3Tepme-063nmek cayna,
bencenni caty TeXHHUKAChI

OnToBo-po3HUYHAsI TOPrOBIIS,
TexHUKa aKTUBHBIX TTPOJIAK

Wholesale and retail trade,
Active sales technique

Kypcmuin K

vicKauia mazmynwt | Kpamxoe cooeparcanue kypcal Course summary

MepuaHaaii3uar YFBIMBI, MOHI JKOHE
MmarpiHacel.  Cayna — aJlaHBIHIAFBl  CaTHIM
AIyIIBIHBIH MiHe3- KyJIKbl. Cayna anaHIapbiH
ocmapnay. Cayna anmannmapein 03my. Cayna
3aJIbIHAA TayapJap/sl OpHAJIACThIPY
epekmenikrepl. JlykeHimiigik AKmapar >kKoHe
cayhna Kypaisl periHne TaHpay. K3pneki
MepYaHAai3uHT KypaJbl petinae
Burpunuctuka. ATmocdepa MEH CEHCOPIBIK
KOMITOHEHTTEpP/IH CaThIIl ajly MpOIeCiHe acepi.
MepuaHaif3uHr THIMIUIITIH Oaranay

[lonsTre, CymHOCTh M 3HAYCHHE MEpYAaHIAN3HHIA.
[loBenenne mokynaTtens B TOProBOM  3ajle.
[LmanupoBanue TOPTOBBIX Iomaac.
Pacnpenenenune Topropeix miomaaein. OcooeHHOCTH
BBIKJIaJIKH TOBapOB B TOProBOM  3aJIe.
BuyTpumarasunHas MHQOpMaLUs M COMIUIMHI Kak
MHCTPYMEHTBl MepYaHaai3uHra. BurpuHucTuka
KaK MHCTPYMEHT BU3yaJIbHOT'O MEpYaHIali3HHIa.
Bnusinue atMocdepsl ¥ 4yBCTBEHHBIX KOMITOHEHTOB
Ha 1mporecc MNOKynku. OneHka 3¢G¢PEeKTUBHOCTH

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

Mepanz[aﬁanra

Hocmpexeuzsummepi | Ilocmpexeusumot/ Postrequisites

MapkeTHHrTi 6ackapy

‘ praBJ’IeHI/IC MapKETUHIOM I

Marketing Management

Bazoaprama sncemexwici | Pykosooumens npozpammol/ Programme manager

VrebaeBa JK.A.

| Vrebaesa JK.A. |

ToosutoB K.T.
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Kocnapnay scyueci /Cucmema naanuposanusn | Planning system

Oky maxkcamot | Yueonas yen/Purpose

¥ UbIMOArbI KBI3METTI )KocnapiayablH
TEOPHSUIBIK  JKOHE TPAKTHKAIBIK Macenesepi
OOWBIHINIA CTYACHTTEPII JaspiayiblH KaKeTTi
JeHrediH, Iyphic OacKapyIbUIBIK —IICTIiMICD
KaObLIIaY YIIiH MYMKIHIIK Kacayra
OarpITTaJIFaH OHBI )KY3€Te aChIPYIbIH
HBICAHJAPbl MEH 9/IiICTEPIH KaMTaMachI3 €Ty.

OGecneuuthb HEO0OXO0AMMBIi YPOBEHb
MOJATOTOBKH CTYJIEHTOB IO TEOPETHUYECKHM H
NPAaKTUYECKHM  BONpOCaM  ILIAHUPOBAHUS

NesATeTbHOCTH B OpraHu3aiuu, ero ¢GopMm u
METOJIOB OCYLIECTBJIEHHUS, HAIPaBJICHHBIX Ha
CO3/1aHNE BO3MOKHOCTH JIJIsl TIPUHSATHS
MPABWJIBHBIX YIPABICHUYECKUX PELICHUM.

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.

Oxovtmy namuoiceci | Pezynomamut 06yuenus | Learning outcomes

Kypcrbl ¢oTTi asiKraraHHaH Keiin Oijim
ajTymbLIap:

- CTPATCTUAJIBIK JKOCIIapJiayAblH JKaJIIIbI
TYKBIPBIMIaMAChIH KOHE Kocmapay

CTPATETHUSACHIH d3ipJiey TOPTIOIH TY KBIPBIMIAUTHIH
Oouazipl; YHBIM KbI3METIHIH OM3HEC-)KOCTIapiIaphlH,
KBULABIK CMeTachlH (OIOKETIH) KYpacThIpaThiH
Oomazpl. KOCHapyiay CTpAaTerHsiChIH  d3ipiey
JaFAbUIAPbIH MEHTEPE/Ii.

- KbICKa Mep3iMJi, opTa Mep3iMIi JKOHE Y3aK
Mep3iMJli TIepPCIIeKTUBaa YHBIMHBIH KBI3METIH
YKOCTapjay cajachblHIarbl OUTIMIEpiH
pacTaibl.

IMocae  ycmemHoro
odyuyawimmecs OyayT:
dbopMynupoBaTh  OOIIYI0  KOHLEIIUIO
CTPAaTEerMYecKOro IUIAHUPOBAaHUS U  MOPSA0K
pa3paboTKu CTpaTeruu IUTAHUPOBAHUS;
COCTaBIISITh OM3HEC-TUIAaHBI, TOJIOBYID CMETY
(6romKeT) MeATEeNPHOCTH OpPTaHM3aIuU. BIAJACTh
HaBbIKaMH pa3paboTku CTpaTeruu
TUTAHUPOBAHUSL.

—TOJITBEPKIATh 3HAHUS B obnactu
IUIAHUPOBAHUSA JESTEIbHOCTU OpraHu3alid B
KPaTKOCPOYHOM, CpPEAHECPOUHOU u
JOJTOCPOYHON MEPCHEKTUBE.

3aBepiIeHUs]  Kypca

After successful completion of the course, students
will be:

-formulate the general concept of strategic planning
and the procedure for developing a planning strategy;
make business plans, annual estimates (budget) of the
organization's activities. have the skills to develop a
planning strategy.

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

Ipepexeusummepi | Ilpepexeusumsr | Prerequisites

CTp aTCIrUAJIBIK JKOCIIapJjay ‘

CTpaTeFI/I‘-IeCKOC IJIaHUPOBAHUC

\ Strategic lanning

Kypcmotn kvickawa mazmynst | Kpamkoe codepacanue kypca/ Course summary

Kocnapnay xyiecine kipicne. YKocmapiay
KYHECIHIH TeopusuIblK Herizaepi. Kocmapiay
MpoTIeCi KOHE OHBIH Ma3MyHBI. CTpaTeTHsITBIK
JKOCIapJjay »OHE OHbl icKe acwlpy. busnecTi
JKocrmapjay  KOHE  OHbl  JKy3ere  achIpy.
Takrukansik (JKenem) sxocnapnay >xoHE OHBI
iCKe achIpy.

Beegenne B cucreMy — IUIAHUPOBAHUA.
Teopernueckue OCHOBBI CHUCTEMBI
IJIaHUPOBAHUA. HpOHGCC IJIaHUPOBAHUA U €I'0
conepkanue. CTparernyeckoe IMJIaHUPOBAaHUE U
ero peanusanus. busHec- IJIaHUPOBAHUE U €TO
peanuzanus. TakTuueckoe (ornepaTuBHOE)
IJIAHUPOBAHKUE U €r0 peaju3alius.

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

Bazoapnama sncemexwici | Pykoeooumens npozpammsl/ Programme manager

ToosutoB K.T.

ToOsu10B K.T.

‘ ToosuioB K.T.
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Mines-gynvix mapkemunci | Ilosedenueckuii mapkemunz [Behavioral Marketing

Oky maxcamuwl | Yueonasa yenn/ Purpose

CTYICHTTEPIiH TYTHIHYIIBUIBIK MiHE3-
KYIBIKKa ocep eTeTiH (QakTopiiap KeIlleHi,

caThlll ajy Typallbl MIemiM KaObuiiay
MPOIIECiHIH 3aH/IbUIBIKTAPHI, opTYpIIi
HapbIKTapAarbl TYTHIHYIIBUIAPABIH ~ MIiHE3-

KYIKBIH 3€pTTey OIiCTepi, Ka3ipri 3aMaHFbI
TYXKbIpbIMJIaMaJiap, TYTHIHYIIBUIAPMEH 33apa
OpEeKeTTeCY TOCUIAEpl MEH omicTepi Typalibl
O1TiMIepiH KAJBITITACTHIPY

dbopMHupOBaHUE Yy CTYISHTOB 3HaHUH O
KOMIUIEKCEe  (DaKTOpOB,  BIUSIOIMIMX  Ha
OTPEOUTEIIBCKOE MOBEICHHE, 0
3aKOHOMEPHOCTSIX  Mpolecca  MPUHSITHS

pellIeHus O MOKYIKEe, O METOoAaX H3Yy4YCHHS
MOBEACHUSI TMOTpeOUuTeNel Ha pa3IMYHBIX

pPBIHKAaX, O COBPEMCHHBIX KOHIICIIIHUSIX,
MOAX0JaX W METoAaX B3aUMOJICHCTBHS C
MOTPEOUTEIISIMHU

formation of students’ knowledge about the
complex of factors influencing consumer behavior,
about the laws of the purchase decision-making
process, about methods of studying consumer
behavior in variousmarkets, about modern concepts,
approaches and methods of interaction with
consumers

Oxvimy namuceci | Pezyriomamot 00yuenus | Learning outcomes
Kypcrbl corTi askraraHHaH keiiin oOiiim | I[Tocie ycnemHoro 3aBepiiueHusi Kypca After successful completion of the course,
ajnymbLIap: odyuaroumecst 6yayT: students will be:
— TyreiHYmBI  MiHE3-KYJIKbI  TEOPUSCBHIHBIH | — OOBSCHSTD OCHOBBI teopuu | - know the basics of the theory of consumer
Heri37IepiH TYCIHIIPY; MOTPEOUTEIIBCKOTO TTOBEIACHUS; behavior;
— TyThIHYIIBI MiHE3-KYJIKbIH KaJIBINTACTBHIPYAA | —  aHAJIM3UpOBaTh  3HaueHWe ©  ponb | - the importance and role of information in the
aKmapaTThlH MaHbBI3Bl MEH pOINiH, OHHI | HH(popManuu npu dopmuposanuu | formation of consumer behavior; basic methods,
3epTTEY/AiH HETI3rl omicTepi MeEH TACUIAEpiH | MOTPeOUTENBCKOrO  MOBeAeHHs; ocCHOBHbBIe | Methods of studying consumer behavior;
Tanmgay, METOIbl, CHOcOObI  m3yueHuss mnoBeaeHus | - marketing incentives influencing behavioral
— MiHe3-KYJIBIKTBIK MapKETHHTKE 9Cep €TEeTIH | MOTpeOuTelNeH; marketing; internal and external factors influencing
MapKETUHTTIK bIHTATAHBIPYJIAP.IbI KOJIIAHY, — TpPUMEHATh MapKeTHHroBble cTHMYJbI, | behavioral marketing;
—  TyrelHYmB  MiHE3-KYJIKBIH  3epTTEyIiH | Biaustoume Ha [loBe1eHUYeCKii MapKeTHHT; - theoretical aspects of the study of consumer
TEOPUSUTBIK ~ aCMeKTUIepiH, OHBIH OKIKTEIy | — TPUMEHSATh  TeopeTuueckue  acmektol | behavior, features of its classification and factors
epeKIIeNiKTepi MEH OFaH ocep  eTeTiH | u3ydeHus mnorpeOuTensckoro  moseneHwus, | influencing it;

(bakTopnap/ bl naiijanany;

— TyThIHYIIBUIAPABIH MIHE3-KYJIKBIH 3€pTTey
OOWBIHIIIA FBUIBIMH  3€PTTEYJEp JKYprizyre
apHaJIFaH aKnapar Ke3AepiH aHbIKTay.

O0COOEHHOCTH €ro Ki1accuukaiuu U (pakTopsl,
BIIUSIIOLIME HA HETO;

BBIABJIATE HMCTOYHHKU I/IH(l)OpMaHI/II/I JJIsA
IIPOBEACHUS Hay4YHBIX UCCIIEJOBaHUM

MTOBEJCHUATIOTPEOUTEICH;

- sources of information for conducting scientific
research on consumer behavior;

Ilpepexeusummepi | Ilpepexeusumet | Prerequisites

MapkeTuar

‘ MapkeTuar

| Marketing
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Kypcmuiy kbickawa mazmynst | Kpamkoe codepocanue kypca/ Course summary

TyTBIHYIIBUTAPIBIH MiHE3-KYJIKbIH
3epTTeYiH TEOPUSLIIBIK HeT134epi.
TyTBIHYIIBUTAPIBIH MiHE3-KYJIbIK
TEOPUSIIAPBIHBIH ABOJTFOLIHSICHI.
TyTHIHYIIBUTIAPIBIH MiHE3-KYJIKbIH

Moaenbey. CaThill aqylIbIHBIH MiHE3-KYJIBIK
nporeci. ¥UbIMAApAbIH CaThIl ajly TOPTiOi.
Catpin  anmy MiHE3-KYJIKBIHAAFBl MOJCHHUET
JKOHE OJICYyMETTIK jKardad. AHBIKTaMaJIbIK
TONTAPABbIH TYTHIHYIIBIHBIH ~ MiHE3-KYJIKbIHA
ocepi. TYTBHIHYIIBIHBIH MiHE3-KWIKbIHA JKEKe
ocep ery. TyThIHymIbUIapAbIH aKIapaTThl
Taygaybl.  TYTBIHYIIBLIApAB Oy  KOHE
OKBITY. Y HIApyallbUIbIFbIHBIH
TYTBIHYIIBLIBIK MiHE3- KYJIKBI.
TyThIHYIIBLIAPABIH MOTHUBAIUSICHI MEH
SMOIUSICHI. TYTBHIHYIIBIHBIH KYHJIBUTBIKTAPbI
MeH jkeke 0achl. TYTBHIHYIIBIHBIH pPecypCcTaphl
MEH 3Mip caiThl. MapKETUHTTIH STUKAIBIK

Mocesesnepi )KoHe TYThIHYIIbUIAp bl KOpFay

Teopernueckue OCHOBBI W3y4YEHUS
HOBEICHUS MOTpeOUTENCH. OBOJIIOLNA
TeopHit TTOBEJICHUS oTpeouTENeHi.
MonenupoBanue MIOTPEOUTENIHCKOIO
MMOBEICHMUS. IIpouecc MMOBEACHUSA
nokynarensd. [lokynartensckoe moBeneHUE
opranm3auuii. KynbeTypa u counmanbHOE

IIOJIOKCHUE B ITOKYIATEIBCKOM IIOBEICHUMU.
Bimstnue pedepeHTHBIX TPy Ha ITOBEJICHUE

norpeburens. [lepcoHanbHOE BIMSHHE Ha
TOBEJICHUE MOTpEeOUTEIS. Ananus
nHbopMalu MOTpeOUuTeasiMu. 3HAHUE U

oOyuenue morpeburteneii. [Tlorpedburenpckoe

MTOBEJICHUE JIOMAITHEr o XO35HCTBA.
MotuBaiusi ¥ 3MOLIMKU  TIOTpeOUTEINEH.
I[lerHocTM W  JUYHOCTH  MOTpPeOUTENS.

Pecypchl 1 5KU3HEHHBIN CTHIIL MMOTPEOUTEIS.
Otnueckue npoOIeMbl  MapKeTHHTra |
3amura norpeourenei

Theoretical foundations of the study of consumer
behavior. Evolution of consumer behavior theories.
Modeling of consumer behavior. The process of
buyer  behavior.  Purchasing behavior  of
organizations. Culture and social status in
purchasing behavior. The influence of reference
groups on consumer behavior. Personal influence
on consumer behavior. Analysis of information by
consumers. Knowledge and training of consumers.
Consumer behavior of the household. Motivation
and emotions of consumers. Values and personality
of the consumer. Resources and lifestyle of the
consumer. Ethical issues of marketing and
consumer protection

Iocmpexsuzummepi | [locmpexeuzumet/ Postrequisites

MapxkeTnHrTi 0ackapy

‘ VipaBieHue MapKeTHHIOM ‘ Marketing Management

Bazoaprama sncemexwici | Pykosooumens npozpammo/ Programme manager

To6su1oB K.T.

‘ Kankabaesa A.E. ‘ To6su1oB K.T.
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Yitoimovik mapmin >tcone yioimovlk maoenuem/ Opzanu3ayuonnoe nogedenue u 0p2aHu3ayuoHHan Kyasmypa/

Organizational behavior and organizational culture

Oky maxkcamot | Yueonas yenv/Purpose

Kazipri Ke3eHje YHBIMAACTBIPYIIBUIBIK MiHE3-
KWIBIK JKOHE YHBIMIACTHIPYIIBIIBIK MOICHHET
CaJaChIHIAFbl TCOPHSUIBIK JKOHE IPAKTUKAIIBIK
Macelenep OoiibIHIIIA CTYyJEHTTEp/Ii
naspiayablH —KaKeTTi JACHIeHiH KaMTamachl3
eTy.

OGecneuuthb HEO0OXO0UMBIi YpPOBEHb
MOJATOTOBKH CTYJISHTOB IO TEOPETHYS-CKUM H
MPAKTUICCKHM BOIIpOCaM B obnactu
OpraHU3aUOHHOTO HOBEICHUS u
OpPraHHU3aIMOHHON KYJBTYPbl Ha COBPEMEHHOM
JTarne.

to provide the necessary level of training of
students on theoretical and practical issues in the
field of organizational behavior and organizational
culture at the present stage.

Oxovtmy namuoiceci | Pesynomamut o6yuenusn [ Learning

outcomes

Kypcersl ¢oTTi asiKTaraHHAH KeiliH Oijgim
ajxymbLiap:

- apHailbl TEPMUHOJIOTHUS MEH JIEKCUKaHbI
KOJIJIaHy, LIBIFapMallbLIbIK JKOHE
MePCTICKTUBAIBIK oinay, Kacibu
one0ueTTEpMEH JKYMBIC iCTei i,

- KYHIENIKTI  JKarjaunapia  SHAIPICTIK
ecenTepai IIemry YIIiH  MaTeMaTHUKaJbIK

OMJIay bl KOJIJIAaHABI,
- MEMJIEKETTIK aImapaTr MeH »XeprulkTi 331H-

331  Oackapy  OpraHJapblHBIH  KaJIpJIBIK
KaMTaMachbl3 €Ty OKYHeciH, MEeMJEKETTIK
KBI3METT1 peTTEeUTIH KOJIJTaHBLICTAFbI

3aHHaMaHbl TaJLTaNIbI,

- ¥ITTBIK DKOHOMHKA J>KOHE MEMIIEKETTIK
Oackapy  cajacblHJIa  TEOPHSUIBIK  JKOHE
MpaKTUKAJIbIK olmimMal KOJIJIaHy,
npooieManapibpl TYKbIPBIMIAY >KOHE Taljay,
OacKapy MIHAETTEPiH KOS/IbI )KOHE IICIIe/Ii;

- YWTiagimik KaFaablHaa KapbIM-KaThIHAC
»koHe TaHbIM MoceneNepiH memeTiH 00a b,
- THICTI 3HIpAepAeri KOFaMIbIK  3Mip,
neMorpausIbIK JKOHE IIapyallbUIBIK axyal
epeKeNepiH TepeH OUTy HETi3iHAEe JJICYMETTIK

Mocne  ycmemHoro
o0yuarmuecs Oyayr:
- WCTOJIb30BaTh CIHEIHMAIBHYI0 TEPMUHOJOTHIO U
JIEKCHKY, TBOPYECKH W MEPCHEKTHBHO MBICIUTH,
paboTtath ¢ mpodecCHOHANBHOM JTUTEPATYPOH;

- MPUMEHATh MaTEeMaTHYECKOE MBIIUICHHE IS
peleHus MPOM3BOJICTBEHHBIX 3aga4 B
MOBCCIHCBHBIX CUTYAIUAX,

- QHAJM3UPOBATH CUCTEMY KaJIpOBOr000ECTIeYEeHUS
rOCYJapCTBEHHOTO alapaTa HOPraHOB MECTHOTO

3aBeplIeHHs]  Kypca

cCaMOYIpaBJICHUS, JeicTByonee
3aKOHOJATEIbCTBO, peryiupyoluiee
TOCYJapCTBEHHYIO CITYXO0Y;

- TOPUMEHSTh TEOPETUYECKUE M NPAKTUYECKUE
3HaHUsI B OOJIACTH HAIIMOHAJIBHON SKOHOMHKH W
rOCYJapCTBEHHOTO YNpaBJeHus, (HOPMYIHPOBATH
U aHAJM3UPOBaTh MPOOJIEMBI, CTAaBUTh M pEIIATh
YIIpaBJICHYECKUE 3aTaUH;

- pfliaTth 3aJa4ud KOMMYHHUKAIIMU W TO3HAHHUA B
YCIOBUAX TPEXA3BIYbS,

- pemiath BOIPOCHI COIMAJIBHOTO XapakTepa Ha|
OCHOBE IITyOOKOTO 3HaHUSI TPABUII OOLIECTBEHHOTO)
ObITHS, JeMorpaduYeckod W XO3AKWCTBEHHOU
CHTYyaIlid B COOTBETCTBYIOIIUX PETHOHAX;

- yOpaBJsITh COOOM B Pa3IMUHBIX CUTYalMsX W

After successful
students will be:

- After successful completion of the course, students
will: use special terminology and vocabulary, think
creatively and prospectively, work with professional
literature;

- apply mathematical thinking to
production problems in everyday situations;

- analyze the staffing system of the state
apparatus and local self-government bodies, the
current legislation regulating the civil service;

- apply theoretical and practical knowledge in
the field of national economy and public
administration, formulate and analyze problems, set
and solve management tasks;

- to solve the problems of communication and
cognition in the conditions of trilingualism;

- to solve social issues on the basis of deep
knowledge of the rules of social life, demographic
and economic situation in therespective regions;

- manage Yyourself in various situations and
create a normal psychological environment in
the process of solving the issue.

completion of the course,

solve
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CUIIATTaFbl MOCEJICNICP/Il MICTIE/;

- op Typii >KaFmadnapna 33iH Oackapalbl JKoHE
MoceJeHl ey OappIChIH/IA KaJIbIIThI
TICHXOJOTHSIJIBIK JKaraau sxacaiipl.

CO371aBaTh ~ HOPMAJBHYID  MCHXOJIOTHYECKYIO
00CTaHOBKY B IIPOIIECCE PEIICHHS BOIIPOCA.

Ilpepexeuzummepi | Ilpepexeuszumur | Prerequisites

MeHeKMERT

MeHneKkMeERT

| Management

Kypcmotn kvickawa masmynst | Kpamkoe cooepacanue kypca/ Course summary

Y WBpIMIACTHIPYIIBUIBIK MiHE3-KYJIBIKKA Kipicre.
Tynra xoHe yWbIM. YUBIMHBIH MOTHBAILUACKHI
*oHe THiMainiri. KakTeFbicTapabl  Oackapy.
¥ WBIMIAFbl TONTHIKMiHE3-KYJIBIKTHI

KaJIBIITACThIPY. ¥ HbIMIaCTHIPYLIBLIBIK
MOJICHUET >KOHE OHBIH aJaMH pPecypCcTap.ibl
Oackapy KyHeciHaeri OPHBI.
Y WBIMAACTHIPYIIBUIIBIK MOACHUETTIH MaHBI3IbI

3JIEMEHTTEPI. Y HBIMIaCTBIPYLIBLIBIK
MOJICHUETTIH MaKcaTTapbl MEH KYHIIBUIBIKTAPHI.
Kommanus MOIECHHUETIH TAMBITY MEH
HBIFAUTYIbIH MOTHBALUSIIBIK TETITI.
Y WbIMIACTHIPYIIBLIBIK MOIEHHUETTI
KQJIBIITaCThIPY MEH JAMBITY/IaFbI
MEHEDKMEHTTIH K3110aCUIBIIBIFEI MEH

Kkociomiri. TuiMai K3m0acIbUIBIK KY3BIPETTED.
KopnoparusTik MogeHuerTioackapy.

BBenenne B OpraHM3allMOHHOE IIOBEJICHHE.
JImgynocts M opraHumsanua. MoTuBauus U
pe3yJIbTaTUBHOCTh OpraHU3alUH. Y IIPaBICHUE
koH(puKTamMu. POpMUPOBAHME TIPYNIOBOTO
NnoBeJeHUs1 B opranusauuu. OpraHu3aluoOHHAs
KyJIbTypa U €€ MECTO B CHCTEME YIIPABJICHUS
YeJIOBEUECKUMU  PECYypCaMHu. Baxxueiimue
AJIEMEHTBI OPraHU3alMOHHON KyJIbTyphl. Llennu
LIEHHOCTH OpraHu3alMOHHON KYJIBTYPBL.
MOTHUBAaLlMOHHBI ~ MEXAaHU3M  Da3BUTHS U
YKpEIUIEHUsI KyJIbTypbl KoMmnaHuM. JlunepcrBo u
npodecCuoHaTU3M MEHEKMEHTa B
GbopMUPOBAaHUM M Pa3BUTUU OPTraHU3ALIMOHHOM
KYJIBTYPBI. D¢ dexTuBHBIC JIUJIEPCKUE
KOMIETEHIMU. Y IPABJIICHUE KOpIIOPaTUBHOMN
KyJIbTYypOH.

Introduction to  organizational behavior.
Personality and organization. Motivation and
effectiveness of the organization. Conflict

management. Formation of group behavior in the
organization. Organizational culture and its place
in the human resource management system. The
most important elements of organizational culture.
Goals and values of organizational culture.
Motivational mechanism for the development and
strengthening of the company's culture. Leadership
and professionalism of management in the
formation and development of organizational
culture.Effective leadership
competencies.Corporate culture management.

Ilocmpexeuzummepi | [locmpexeuzumat/ Postrequisites

Bbocekere kabinerrinikri 6ackapy

VrpaBiieHne KOHKYPEHTOCIOCOOHOCTBIO

Management of competitiveness

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

CenitoBa . T.

Jocmakosa A.E.

CenitoBal'.T.
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Hunosayuanvix onimoep men Kvizmemmep mapkemunzi/ Mapkemunz unnosauyuonnoii npodykyuu u ycaye/ Marketing of innovative

Oky maxcamol | Yueonasn yenwv/ Purpose

TeopHsuIbIK HET13Aepii KaJIBIITACTBIPY KOHE

WHHOBALASIIBIK 3HIM1 HapBIKKA
KBUDKBITY IBIH MPAKTUKAJIBIK QJlicTepiH
urepy, MHHOBAIIUSUIBIK, QJICyeTTI
TUAarHOCTUKAIIAY JTBI, YUBIMTaFbI

WHHOBALIMSJIBIK TPOLIECTI 3€pTTey, COHBIMEH
Karap TYTbIHyWbUIAPAbIH CYPaHbICTApbl MCH
WHHOBAIIHSLIIBIK caJiaJiarbl CYPaHBICTBI
3epTTEYSIiCTEPiH OKBITY.

dopMHUpOBAaHUE TEOPETHUECKUX OCHOB U
OBIIQJICHUE  TPAKTHYECKHUMH  TPUEMaMU
MPOABHUIKCHUA MHHOBALITMOHHOI'O ITPOAYKTA Ha
PBIHOK, U3yUYCHHE JTMarHOCTUKU
WHHOBAIIHOHHOTO MOTEHIINANA,
WHHOBAI[MOHHOTO IpoIlecca B OPraHu3aluy, a
Takke OOydeHHe METOAaM MCCIIeIOBaHHS
3alpocoB  MOTpeOUTeNeid U copoca B
WHHOBAIIMOHHOM cdepe.

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

Oxvimy naomuoiceci | Pezynomamul 00yuenusn | Learning outcomes

Kyperbl coTTi asikTaraHHaH KeiliH Oinima

JyHIbLIap

- )KaHa 3HIMJEp MEH KbI3METTEp MapKETHHTIHIH
MOHIH, TMPHUHIUINTEPI MEH epeKIIeIiKTepiH
AHBIKTAMIbI,  TAKTHUKAIBIK  WHHOBALMSUIIBIK

MapKeTHHT, Oara Oenriiey, 3HIM cascaThlH,
MHTEPHET-MapKEeTHHT 9JIICTEP1Y.

- HapbIKKa >kKaHa SHIMJI KBUDKBITY OOMBIHIIIA
ic- mapanapapl JKOocTrapiaibpl; MapKeTHHITIK
3epTTEeyIEp KYprizy, JKaHa SHIM
HapBIFBIHIAFBI OOCEKeIecTep Typaibl aKimapar
KUHay, O9CEKeNIeCTIK OpTaHbl Tajjay, *aHa
SHIMAEpAl HapblKKa IIbIFapy  OoifbIHIIA
MapKEeTHHITIK CTpaTerusiapasl d3ipieiiai.

- TYTBIHYIIBUIAPJBIH MIiHE3-KYJIKBIH JKOHE
OoceKkesIecTiK  OpTaHbl Tajjay oJICTepiH
KaJIMbUIay, MapKETHHITIK CTpaTerusIapabl
aziprey JaFIBIIAPBIH, WHHOBAITUSIITBIK
Tayapiap MEH FBUIBIMIBI  Ka)KETCIHETIH
TEXHOJIOTHSUIAPABI d3ipJiey >KoHE JKocIapiay
TOCUIIepiH MEHTepe/Ii.

MMocae ycnemHoro
odyuyawmmecs OyayT:
— ONpeneNnsITh CYIHOCTh, NPUHIMIB U
0COOCHHOCTH MAapKETUHTAa HOBBIX MPOAYKTOB
u YCIIyT; METO/IbI TaKTUYECKOTO
MHHOBAIIMOHHOTO MapKETHHIa,
1IEHOOOpa30BaHus, MPOAYKTOBOM MOJIUTUKH,
MHTEPHET-MapKETUHTA.

— MJIaHUPOBATH MEPOTIPUATHS o
MPOJIBMXKEHUIO HOBOTO MPOJYKTa Ha PBHIHOK;
BBITIOJIHSITh MapKETUHTOBBIE HCCIICIOBAHMS,
cO6op uHOpMAIH 0 KOHKYPEHTaX Ha PHIHKE
HOBOW MPOAYKIWH, aHAIN3 KOHKYPEHTHOM
cpensl, pa3pabaThiBaTh  MapKETUHTOBBIE
CTpaTeTHuu IO BHIBEJCHUIO HOBBIX MPOJTYKTOB
Ha PBIHOK.

— 0000IIIaTh METOAbl aHaJIN3a IIOBEICHUS
norpedbuteneii U KOHKYPEHTHOW  Cpenbl,
BIIAJIETh HaBbIKAMU pa3paboTku
MapKeTUHTOBBIX  CTpaTerwii,  crmocodamu
pa3paboTku u MJIAHUPOBAHUS
MHHOBALIMOHHBIX TOBAPOB U HAYKOEMKHX
TEXHOJIOTUU.

3aBeplIeHUs] Kypca

After successful completion of the course,
students will be:

- determine the essence, principles and features of
marketing of new products and services; methods
of tactical innovative marketing, pricing, product
policy, internet marketing.

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

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

MapkeTuHr MapkeTuHr ‘ Marketing
Kypcmoty kvickawa mazmynot | Kpamkoe cooepacanue kypca/ Course summary
MapkeTuHr TYCIHIr1 KoHE kiktenyi | [Tousatne u kimaccudukaiuss MapkeTHHroBbIX | The concept and classification of marketing
WHHOBaNMsutap. VHHOBAaIMSUIBIK ~ MapKeTHHT | MHHOBaimid. L[eHHOCTHBIM moaxon B cucteme | innovations. Value approach in the system of
Ky#ecinaeri KYHIBUIBIK ~ TOCLJI. OHiM | uHHOBaIMOHHOrO MapkeTuHra. IlpoaykT kak | innovative marketing. The product as a means of

TYTBIHYIIBUIBIK MOCeJIeNIep i ISy IIH Kypasbl
perinae. HapwikTel Oaranay KoHe YHBIMHBIH
MapKeTHHITIK oneyeri. JKaHa S8HIM MeH
KBI3METT1 93ipJiey JKOHE JKBUDKBITY IIPOIIECI.
Y WBIMHBIH THHOBALMSJIBIK JaMyBIH OacKapy

CPEJIICTBO pelIeHus norpeburensckux | solving consumer problems. Market assessment
npobiiem. Onenka peiHKa W MapketuHroseiid | and marketing potential of the organization. The
noTeHIMan opranmusaiun. [Iporecc paspaborku | process of developing and promoting a new
W TPOJBMKEHHMS HOBOrompoaykra U yciyru. | product and service. Management of innovative
VYnpaBjieHne MHHOBAIMOHHBIM development of the organization

pa3BHTHEM OpraHH3aLUH

Ilocmpexeusummepi | ITocmpexeuszumol/ Postrequisites

OHepKACINTIK MapKETUHT ‘ [TpOMBIIIICHHBIH MapKETHHT ‘ Industrial marketer
Bazoapnama scemexwici | Pykosooumenv npozpammsl/ Programme manager
VYTebaera K.A. ‘ VYrebaera XK.A. ‘ To6su10B K.T.
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Hunosauusanvi menedycmenm | Hnnosauuonnwiii menednemenm | Innovation management

Oky maxcamol | Yueonas yenwv/ Purpose

CryneHTTep/ie HWHHOBAIUSIIBIK KBI3MET JKOHE
WHHOBAaIIMSUTApAbl  Oackapy TETIrl  Typassl
TYCIHIKTEp/lI KaJbIITACTBIPY, HWHHOBAIIUSIIBIK
MEHE[KMEHTTIH YHBIMJIBIK-9KOHOMUKAJIBIK
MoJIeTIiMEH TaHBICY, Kociou KbI3MET
JKarJalplHIa WHHOBAMSUIAPABIH  THIMIUTITIH
Oaranayja JarapUIapsl JaMbITY

dopMUpOBaHUE y CTYIECHTOB
IIPEICTABICHUS 00 VHHOBaLlMOHHOMN
JESITEIPHOCTH W MEXAaHU3ME YNPaBJICHUS
VHHOBALMSIMH, 3HAKOMCTBO C
OpraHHU3allMOHHO- 3KOHOMHUUYECKOU MOJEIBIO
VHHOBALIMOHHOTI'O MEHEKMEHTA,
pa3BUBUTHE HaBbIKOB B OIICHKE
3(PEeKTUBHOCTH HMHHOBALIMMI B YCIOBUIX
PO ECCUOHAITBHON JEATEIbHOCTH

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

Oxvimy naomuoiceci | Pezynomamul 00yuenusn | Learning outcomes

Kypcrel ¢oTTi asikTaraHHaH KeiiH Oijgim
ajqymbLiap:

- MHHOBAILUSJIBIK MEHEIHKMEHTTIH
TEOPUSUIBIK HET13/IepiH, HWHHOBAIUSIAPIbIH

TUIMAUTITIH OaFajay 9J1iCTEMECIH, BEHUYPJIbIK
YKOHE OHM3HeC - MEepilTeNiK Kap)KbUIaHIBIPY
MPOIECTEPIHIH MOHIH aHBIKTAN/IbI;

- MHHOBALIMSIHBIH  EpPEKILIENIKTEePIH  YaKbIT
meHOepiMeH HaKTHI MIEKTENTeH 3HIM peTiHe
Oarajialiinl;

— KociOM KbI3MET >KarJaiiblHAa MHBECTULUSIIAY
YILiH >k00anapabl Oaranaiiibl.

IHocae ycnemHoro
oOyuarommecsi OyayT

3aBeplIeHHsl Kypca

-ONpeACTIATh TEOPETUYCCKHE OCHOBBI
WHHOBAIIMOHHOTO MEHEDKMEHTa, METOJIUKY
OIICHKH 3¢ (HeKTUBHOCTH WHHOBALUH,

CYIIIHOCTB ITIPOIIECCOB BEHUYPHOTO M OHM3HEC-
AHTeNTLCKOTO (PMHAHCUPOBAHMS;

-OIICHUBATh OCOOCHHOCTH WHHOBALMI Kak
NPOJYKTa, YETKO OTPaHHMYCHHOTO paMKaMH

BpPEMEHH;
—OLIEHUBAaTh MIPOEKTHI JUTSt
MHBECTUPOBAHUS B YCIOBHUSAX

poecCHOHANbHON eSITeIbHOCTH.

After successful completion of the course,
students will be:

-to determine 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;

- evaluate the features of innovation as a product
clearly limited by the time frame;

- evaluate projects for investment in
conditions of professional activity.

the

Ilpepexeuzummepi | Ilpepexeusumut | Prerequisites

KOMMCpI_II/ISIHBIK MCHCIPKMCHT

‘ KOMMCp‘-ICCKPIfI MCHCIPKMCHT

| Commercial management

Kypcmuiy Kbickawa masmynst | Kpamkoe codepacanue kypca/ Course summary
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NHHOBaTHKA  TEOPHUSCHIHBIH  KaJbIITACYbI
JKOHE OHBIH  Kazipri  TYKbIPbIMJIaMalaphbl.
KoMmanusHblH HWHHOBAUMIBIK  KBI3METIH
Oackapy Herizaepi. HHOBaIMSIIBIK TPOIECTI
YUBIMIACTHIPY ABIH amicrepi MeEH
(dhopmanapel. KocinmopbIHHBIH HHHOBAIHSIIBIK
QJICYeTiHIH JACHIeliH aHbIKTay. VHHOBAIMSIIBIK
x)obamapapl  Oackapy JKoHE JkoOajapiblH
THIMIUTIK ~JICHTeliH Oaranay. 3HSATKEPIIK
MmeHmik. IllarelH  MHHOBAIUSAJBIK — OH3HEC.
BeHuypIiibIKKapKbUTaHABIPY.

CraHOBIICHUC TCOpUHU HWHHOBATHKHW U €€

COBPEMEHHbBIE KOHLECTILINU. OcHOBBI
YIIPABIICHUS MHHOBALlHOHHOM
JIeSITEIbHOCTH ~ KOMIIaHMM. MeTtoapl U
(¢hopMBI  OpraHu3alMd  HWHHOBAIIMOHHOTO
rporecca. Onpenenenue YPOBHS

MHHOBALlMOHHOIO0 TMOTEHUUAIA MPEAPUITHS.
VYrpaBieHue HHHOBALIMOHHBIMU NPOEKTaMU U
oreHKa ypoBHS 3(()EKTHBHOCTH MPOCKTOB.
HuTemexktyanbHass cOOCTBEHHOCTh. Maltbiit
MHHOBAlMOHHBIN ousHec. BenuypHoe
¢dbuHaHCUpOBaHUE.

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

Ilocmpexsusummepi | Ilocmpexeusumeut/ Postrequisites

OHJIPICTIK MEHEKMEHT

ITpon3BOACTBEHHBI MEHEIKMEHT

Production management

Bazoapnama sncemexwici | Pykosooumenv npocpammer/ Programme manager

VYrebaesa JK.A.

Vrebaesa JK.A.

ToOsut0B K.T.
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bponounz/bpanounz/Brending

Oky maxcamol | Yueonasn yenwv/ Purpose

OpAHIUHT calachlH/1a MApKETUHITIK ic-IIapasap
3TKI3y YIIIH CTYACHTTEPiH MaMaH/bIK UTEePY
Ke3iHJe Kaciou OimiMi MEH iCKepIiriH
KaJIBIIITACTBIPY

dopMUpOBaHUE y CTYACHTOB
Ipo¢)eCCUOHAIIBHBIX 3HAaHUNW U YMEHMH Npu
OCBOCHMH CHELHUAIBHOCTHU JJIs IPOBEICHUS
MapKETHUHIOBBIX MEPOIPUATUI B 00JIacTH
OpaHAMHTA

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.

Oxovitmy namuoiceci | Pezynomamut 0oyuenus | Learning outcomes

Kyperbl coTTi asikraraHHaH KeiiiH Oltim

ajgymbLIap:
- Openarepai o3ipiiey MEH KBUDKBITYIIBIH
JIICHAMAJIBIK HeTi31IepiH, 3epTTEICTIH

KYpPCTBIH HETI3r1 KaTeropusulapblH CHIIATTal
anaspl;

- OpeHAMHI  MOcellelIeplHE  KaTbICThI
MapKeTHUHITIK MoceJjieJep MEH  HakKThl
HapBIKTBIK J>Karnaimapnasl Tannay, bpenna-
MEHEPKMEHT  caJlachlHJarbl  Typii  ic-
nrapajgapasl 3TKI3Yy MYMKIHJIKTEpiH

OaraJlaiTBIH OOJIAJIbI;

- Opena moptdenin 6ackapy HpoIleciH/Ie
OpTYpPJl omicTepli KOJNJAAHy JaFJblIaphiH,
OpeHATIK KOMMYHMKaIUsJIapApl Maiiganany
JaFABIIAPBIH TAJIKBLIAM ajiajibl;

- OpeHAMHI calachbIHAaFbl MAPKETUHITIK 1C-
Hapajgap/bl YUbIMIACTBIPY/Aa KoHE 3TKi3y/e
OpeHIVHITIH apHaibl TEPMUHOJIOTUSICHl MEH
JIEKCUKAChIH KOJIJIaHY/Ibl Oarasaiiibl.

Ilocie ycmemHoro 3aBeplIeHHUs Kypca
o0yuarommecst OyayT:

—OIIUCBhIBAaTh MCTOAOJJIOTHYECCKHE OCHOBBI
pa3pabOTKM M MPOABUKEHUS OpPIHJIOB,
OCHOBHBIE KaTETOPUHU U3y4aeMOro Kypca;
—aHAJIM3UPOBATh MAPKETHHIOBBIX MPOOJIEM U

KOHKPETHBIX PBIHOYHBIX CUTYaLluH,
KaCaroLuXxcs BOIIPOCOB OpAHIIMHTA,
OLICHUBATh BO3MOKHOCTH IIPOBEICHUS

pasIMYHBIX BUIOB MEPONpPUATHII B 0O0JIACTH
OpAIH/A-MEHEIKMEHTA;

—00cyXnatb HaBBIKH HPUMEHEHHS
Pa3IUYHBIX METOJIOB B MPOIECCe YIPABICHUS
noptdenem OpdHIOB, HaBBIKAMH
MCITIOJIb30BaHUS OPIHI-KOMMYHHKAIU;
—OIICHUBATh TPUMEHEHHE CICIHATIBHON
TEPMHUHOJIOTUA W JICKCMKH OpIHIWHTA, B
OpraHu3aIHH u MPOBEICHUH
MapKETHHTOBBIX MEpOTPUSATHIA B
00J1aCTUOPIHIUHT .

After successful completion of the course,
students will be:
- describe the methodological foundations
of brand development and promotion, the
main categoriesof the course being studied;
- analyze marketing problems and specific
market situations related to branding issues,
evaluate the possibilities of holding various
types of events in the field of brand
management;
- master the skills of applying various
methods inthe process of brand portfolio
management, the skills of using brand
communications;
- competent in the application of special
terminology and vocabulary of branding, in
the organization and conduct of marketing
activities in the field of branding.

Ilpepexeuzummepi | Ilpepexeusumet | Prerequisites

MapkeTuHr

| Mapkernur

| Marketing

Kypcmotn Kbickawa masmynst | Kpamkoe codepacanue Kypca/ Course summary

Bpenn sxone OpenauHr. BpeHauHT mporieci.
bpenn noprdenin 6ackapy. bipikripinren

Bpsun u Opanaunr. Ilponecc OpsHuHrA.
Yupasnenue noprdenem OpIHAOB.

Brand and branding. The branding process.
Brandportfolio management. Integrated brand
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OpeHI-KOMMYyHHUKAIHSLIap. bpennti | UHTErpripoBaHHbIC OpaHI-KOMMYHHUKaIMK. | communications. Brand capitalization. Legal aspects

KaIuTaJIaHabIPY. bpouauHrTiH  KYKBIKTHIK | Kanuranusanus Opsnma. I[lpaBoBeie acmektsl | Of branding.
acCIeKTUIepi. OpsHAMHTA.
Iocmpexeuzummepi | ITocmpexeuszumwt/ Postrequisites
bacekere kabineTTuTKTI 6ackapy ‘ VYrpaBieHne KOHKYPEHTOCIIOCOOHOCTBIO ‘ Management of competitiveness
Bazoapnama scemexwici | Pykosooumenv npozpammsl/ Programme manager
Ceitrosa I.T. | Ceiirosa I.T. | Ceitroa I.T.
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Ilepconanowvt oackapy/ Ynpasnenue nepconanom/ Personnel Management

Oky maxkcamot | Yueonas yenv/Purpose

CrynenTTepae mepcoHaNIsl Oackapy omictepi,
YUBIMHBIH ~ KaJpJbIK KYpPaMmblH KaJbIITACTBIPY
IpoIeci, TEepPCOHANABl JaMBITY JKOHE OKBITY
KOHE OHBl BIHTANAHIBIPY Typajbl Kyheni
TYCIHIK KaubITactelpy. IloH KyMbIC OpHBIH
YHBIMAACTBIPY, [epcoHaJiFa Ka>KeTTUTIKTI
xKocrapray, NIePCOHAIIBI BIHTAJIAHIBIPY
TETIKTEPiH MaiaanaHy aFIbUIapbiH 1aMBITAIbI.

dopMupoBaHHE Yy CTYISHTOB CHCTEMHOTO
MPEJICTABJICHUST O METOJax yIpaBJICHHS
mepcoHajioM,  mporecce  (GopMupoBaHUs
KaJpoBOTO  COCTaBa  OpraHu3aluh, O
pa3BUTHUM W OOyUYeHHUs TMepcoHajia W ero
MOTHBaIlUH. I[I/ICL[I/IHHI/IHa pa3sBUBACT HABBIKH
BOpraHu3anuy pabodero MecTa, MIaHUPOBAHUS
MOTPEOHOCTHU B MEPCOHAJIE, UCITOIB30BAHUH
MEXaHM3MOB CTUMYJIMPOBAHHS MEPCOHAA.

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.

OKbimy

namuoceci | Pesynomamet o6yuenusn | Learning

outcomes

Kypcrbl ¢oTTi asikraraHHaH KeiliH Oiirim
ajlymbLIap:

- mepcoHanabl Oackapy Ik3HIHAErl YHBIMHBIH
KBI3METIH  PETTEeHTIH  3aHHAMAJBIK  JKOHE
HOPMATHUBTIK - KYKBIKTBIK aKTUIEP/Ii aHBIKTAMIBI;

- eHOeKaKpl T3Jley HBICAHJAPhl MEH XYHelepiH,
eHOeK MIapThIH d3ipJiey JKOHE jKacacy IMKOHE
eHOeK JaylapblH perTey TopTiOiH Oaramnaii
anajsl,

- KOCIMOPBIHHBIH ~ J]aMy  MEpPCHEKTHUBaIapbiH
€CKepe OTBIPBIN dp TYpJi MaMaHJABIKTap MEH
OUTIKTUTIKTEpJIeTT  NepCOHajFa  KaXKETTUIIKTI
Oomkay OOWBIHINA JaFIBIIAPIBI  J31PJICHTIH
Oonamel;

- IepCOHANAbl TapTy, IPIKTEY KOHE
XKSHIHJEr1 OJKYMBICTapbl  aFbIMJAFrbl
MEePCIIEKTUBAJIBIK KOCTIapJIay abl Ky3ere
acelpyZiarbl  IC-KMUMBUI ~ TOPTIOIH  cumarray,
TepCOHAJIZIBIH KbI3METIH OaKpuIay koHEe Oaranay
pociMepiH, aicTepiH a3ipaeiai.

IpiKTEeYy
KOHE

ITocae ycmemrHoro
o0yuaromuecst OyayT:
-BBISIBJISITH 3aKOHOJATEIbHbIE U HOPMaTUBHO-
MIpaBOBbIE aKTHI, perilaMeHTHPYIOIIHe
JeSATeTbHOCTh OpPraHU3alNK IO YIPaBICHUIO
MIEPCOHAIIOM;

-OOCHHUBATh q)OpMI)I N CHCTEMbI OIIJIaThbl
TpyZa, TMOPSAOK pa3pabOTKU U 3aKIIOUECHUS

3aBepuHIeHHs Kypca

TPyAOBOTO JIOrOBOpa M  PEryJIUpPOBaHMUS
TPYIOBBIX CIIOPOB;
-IIPUMEHATh  HABBIKK B  pa3paboTke 1O

MPOTHO3WPOBAHUIO TIOTPEOHOCTH B IEpCcCOHAIe
Pa3IMYHBIX CMENUATLHOCTEN NKBATH(PUKAIINH C
YYETOM TEPCIEKTUB PAa3BUTHUS IPEANPUITHUSA,

-OIIUCHIBATh MOPSA0K neucTBuil B
OCYIIECTBICHUUTEKYIIETO M TIEPCIEKTUBHOTO

IUTAaHUPOBaHUS pabOT 1O TPHUBICUYCHHUIO,
nmoaoopy " oTOOpy TepcoHaa,
paszpabaThIBaTh MIPOLIE Y PHI, METOIBI
KOHTPOJIA 4 OLCHKHN ACATCIIBHOCTHU
nepcoHaIa.

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

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

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

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

completion of the course,

Ilpepexeusummepi | Ilpepexeuszumsr | Prerequisites

MeunemxmMenT

MeunemxkMeHT

‘ Management
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Kypcmuiy Kbickauwa mazmynnt | Kpamkoe cooepacanue Kypca/ Course summary

ITepconain bt O0ackapy  TEOpHSCHI MeH
omicremeci. IlepcoHasm KBI3METI JKOHE OHBIH
KYMBIC i1CT€yiHE KOWBUIATBIH HETI3r1 Tajamrtap.
¥YUBIMHBIH ~ KaJpJibIK  casicaTbl. Y UHBIMHBIH
MepcoHaIbl  0ackapy cTpaTeruscbl. YUWbIM
IepcoHaNbIH Jkocmapiay. KplzMmeTkepriepin
Mapketunri. Kazapnapael ipikTey, IpiKTey,
KaObu1may xoHe Oocaty. IlepcoHannbiH eHOEK
HOTWOKeNuTrin ~ Oaramay.  Keismerkepiepmi
okbITy. [lepcoHanapl KocinTiK Oarmapiay >KoHE
eHOekke Oeiimmey. IlepcoHammbiH iCKepIIiK
MaHcaObIH Oackapy. Kamp pesepBiH Oackapy.
IlepconannblH €HOEK KbI3METIH BIHTAJIAHIBIPY
YKOHE BIHTaNaHablpy. KbeI3MeTkepiiepliiH eHOeK
dtemakpichl xyieci. Ilepconanapl 6ackapy koHe
TUiMaTirin Oaranay. KplsmerkeprnepaiH ayauTi.

Teopus u  MeTOAOJOrHS  yHpPaBICHUS
nepconanoMm. Ciyx0a mepcoHalia 1 OCHOBHBIE
TpeboBaHusi K €€ (PYHKUHMOHHPOBAHHUIO.
KanpoBass monutuka opranuzauuu. CTparteruu
yIOpaBji€HUs  I[EPCOHAJIOM  OpraHU3aluu.
[InaHupoBaHue IepcoHala OpraHU3aLMMU.
Mapketunr mnepconana. Ilogbop, ot6op,
IpUeM U BBICBOOOXKIeHUE KaapoB. OueHka
pe3yJIbTaTUBHOCTHU Tpyna nepcoHasa.
O6yuenne mnepconana. IIpodopuentauus wu
TPYAOBasl ajanTalusnepcoHana. YIpaBieHHUE
JIENOBOM Kapbhepoil mepcoHana. YNpaBiCHUE
KaJpoOBBIM  pe3epBOM.  MoTuBamus U
CTUMYJINPOBaHUE TPYIOBOM AESTEIBHOCTH
nepconana. CucreMa KOMIIGHCALlMU TpyJa
paboTHHKOB. OueHka 3(pPeKTUBHOCTH U

yIpaBJIeHUs] EPCOHATIOM. AYIHT MepcoHaa.

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

Bazoaprama scemexwici | Pykoeooumens npozpammo/ Programme manager

CentoBa I'.T.

CeiitoBa I'.T.

‘ CenitoBa I'.T.
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Mapxemunemix manoay | Mapxemunzoswiii ananus/ Marketing analysis

Oky maxcamol | Yueonasn yenwv/ Purpose

Kacinrik KbI3MET Kylecinae JYpbIC
MapKETHHTTIK mienrmaep KaObu11ayFa
MYMKIHIIK jKacayra OarbITTalfraH YHBIMJAFrbl
MapKETUHITIK TalJayJblH TCOPHSIIBIK JKOHE

MPAKTUKAIBIK ~ MOCENeNiepi, OHBI  KYpPri3y
HBICaHAapPbI MEH amicrepi OoiibIHIIIA
CTYICHTTEPAl IaspliayablH KaKETTI JICHreHiH

KaJIBIIITAaCTBhIPY

@opMHpoBaHHE HEOOXOAMMOTO  YpPOBHS
MMOATOTOBKHU CTYACHTOB IO TEOPETUYECKUM
u MPaAKTHYCCKUM BOIIpOCaM
MapKETHHTOBOT'O aHaju3a B OpraHU3allvu,
ero Qopmam u MeTogaM  BEICHUS,
HaIIpaBJICHHBIX Ha CO3JaHUE BO3MOXXHOCTH
IS IIPUHATHA paBUJIbHBIX
MapKETHHTOBBIX PCIICHUN B

cucreMe npodeccoHaIbHON AeSTEIHbHOCTH

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

Oxvimy nomuboiceci | Pezynomamul 06yuenusn | Learning outcomes

Kyperbl coTTi askraraHHaH KeiiiH Olxim
ajqylmbLIap:

- MapKETUHITIK TaJJayJblH MaKCaTTapbl MCH
Ma3MYHBIH, OHBIH OJIICTEpl MEH OMIiCTEpiH,
COHJIali-aK aKMapaTThIK Oa3aHbl CUTIATTANTHIH
00aIbI;

- caThIll aIylIbUIapFa, OJNIAPIBIH KajayblHa,
Tayapiap MEH Tayap cascaTblHa,
ACCOPTHUMEHT II€H aCCOPTHMEHT cascaThlHa,
Oara cascaTblHa, caTy MEH caTy cascaTblHa,
MapKEeTHHTTIK KOMMYHHUKaIUsJIapFa Tajaay
KYPrizy,0oceKenecTik opTaHbl Oaraiaiibl;

- MapKEeTHUHTTIK OpTaHbl TajJayFa MakcaT KOO
NPOIECIH CUMATTay; MAapKETUHITIK aKMapaTThl
KUHAY KOHE TaNIay; MapKETHHTTIK
3epTTeyseple KOFamJIbIK MiKip MeH (¢oKyc-
TONTapFa cayalHaMaxxyprizei.

[Mocae ycnemHoro
odyuyawmmecs OyayT:
—OIIUCHIBATh LEIn u coJiepKaHue
MapKETUHIOBOI'O aHalIW3a, €ro METOAbl U
IIpUEMBI, a TaKKe MHPOPMallMOHHYIO 0a3y;
—IIPOBOAMTH  AaHANU3  IOKymarened, ux
IIPEANOYTEHNH, TOBapOB M TOBAapHOM
IIOJINTUKHU, ACCOPTUMEHTA U ACCOPTUMEHTHOMN
MOJIMTUKH, LIEHOBOW TOJUTHKH, CObITA U
COBITOBO MOJINTUKH, MapKETHUHT OBBIX
KOMMYHUKaIMi, OLEHKY  KOHKYpPEHTHOH
Cpensbl;

—OINMUCHIBATh MPOLECC MOCTAHOBKU IIEJIEH
aHaJu3a MapKETUHIOBOW cpelbl; cOopa u

3aBeplIeHUs] Kypca

aHalli3a MapKEeTUHIOBOM HH(pOpMAIUY;
IIPOBEJIEHUEM OIPOCOB  OOIIECTBEHHOIO
MHEHUS u dbokyc-Tpyn B

MAapKETHUHTOBBIX UCCIICIJOBAHUAX.

After successful completion of the course,
students will be:

-describe the goals and content of marketing
analysis, its methods and techniques, as well as
theinformation base;

- to analyze buyers, their preferences, goods and
product policy, assortment and assortment
policy, pricing policy, sales and marketing
policy, marketing communications, assessment
of thecompetitive environment;

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

Ilpepexsuzummepi | Ilpepexeusumet | Prerequisites

MapkeTHHITIK 3epTTeynep, MapKkeTuHr

| Mapkerunrossie uccienoBanns, Mapkerunr | Marketing Research, Marketing

Kypcmotn Kbickawa masmynst | Kpamkoe codeparcanue kypca/ Course summary

MapKeTHHTTIK TaJJayblH MaKcaThl MEH
Ma3MyHBI, CaTbhll  aJdylIbUIapAbl  Tajaay.

Llenu u conepkanre MapKETUHTOBOI'O aHa-
Ju3a, aHajau3 IoKynareiaeu.  AHanu3

Objectives and content of marketing analysis,
customer analysis. Analysis of competition and
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Bocekenectik meH OocekenecTtepni Tanmay.
Tayapmap MeH Tayap cascaTblH TaJjay.
ACCOpTI/IMCHT IICH AaCCOPTUMCHT cCasacCaTblH
tangay. bara cascateiH Tanmay. CaTy »KoHe

caTy cascaTblH  Tajaay. MapKeTHHITIK
KOMMYHHUKAIHSIIaP bl Tanay.
KocinmopslHHBIH ~ KapHaMachblH Tanaay.
Kacinopbeiagarst MapKETHHITI

YMBIMAACTBIPYIBI TALAAY.

KOHKYPEHIIMM UM KOHKYPEHTOB. AHanu3
TOBapOB U TOBAapHOM ITOJIUTUKU. AHann3
acCOpTUMEHTA 54 aCCOPTUMEHTHOM

IMOJIMTHKU. AHAJIM3 I[EHOBOW ITOJHUTHKH.
AHamm3 cOblTa M COBITOBOM ITOJUTHKH.
AHanm3 Mapke- THHIOBBIX KOMMYHHKAITHH.
Ananu3 pexiiambl NpeanpusTvs. AHanu3
OpraHM3allu¥ MapKETUHTA Ha MPEANPUITHH

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.

ITocmpexsusummepi | Iocmpexsuzumot/ Postrequisites

CTpaTGI‘I/IHJII)IK MApKCTHUHT

CrpaTternyeckuii MapKeTUHT

Strategic marketing

bazoaprama ncemexuiici | Pykosooumens npozpammosl/ Programme manager

VYrebaesa JK.A.

VYrebaesa JK.A.

ToOsut0B K.T.
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Backapywoiioik manoay | Ynpaenenueckuii ananuz /| Managerial analysis

Oky maxkcamot | Yueonas yen/Purpose

YitpiMIa KaObUIIaHATBIH KBICKA MEP3iMJIi KoHE
y3aK Mep3iMIi mentiMaepii FhUIBIMH HeTi3Aey
YIIIH TEOPUSIBIK HETI3AepAl KaJdbIITaCThIPYy
KoHEe 0aCKapyIIBUIBIK Tal1aydbIH MPAKTUKAIBIK
OIICTEPIH MEHTEpY.

@opMUPOBAaHHE TEOPETUYECKUX OCHOB U
OBJAQJICHHE  NPAKTUYECKUMHU  MIpUEMaMH
YIIPABJICHYECKOTO aHajln3a JUIsli Hay4YHOro
000CHOBaHHUS MPUHUMAEMBIX KPAaTKOCPOUYHBIX
U JO0JTOCPOYHBIX PEHICHUH B OpraHHU3allHH.

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

OKbtmy

Hamuceci | Pesynomamel o6yuenusn [ Learning outcomes

Kypcersl ¢oTTi asiKTaraHHaH KeHiH Olrim
aJxymbLIap

- 0acKapyWIbUIBIK TaJAayAblH MOHIH, OHBIH
omicTepi MEH 9AICTepiH, COHMaM-aK aKmapaTThIK
0a3aHbl CUTIATTANIbI,

- YHBIM KBI3METIHIH HOTWXKEJ K3pCEeTKIlTepiHe
acep eTeTiH (haKTopyapIbl aHBIKTAIIBI;

- YiABIM KBI3METIHIH (YHKITHOHAITBIK
caylaiapbiHia 0aCKapyIIbUIBIK TalayAaFAbLIapbIH
KOJIJaHaIbl,

-KociOM KbI3MET JKyHeciHae OacKapyUIbUIbIK
Tanaay OLIiMIH MPAKTUKATBIK KOJIIaHY
63mnirinze Ky3bIpeTTUIIKTI KdpceTeni.

IHocne ycmemHoro
o0yuyarwimmecs OyayT:
ONKCHIBAaTh CYIIHOCTh YIIPABIEHYECKOTO
aHaJau3a, €ro MEeTOJbl M IpPHUEMBI, a TaKXe
WHPOPMAIMOHHYIO 0azy;

—BBIABIAITH (DAKTOPBI, OKa3bIBAIOIINE BIIUSHHE
Ha pe3yJIbTATUBHBIC MOKA3aTeNN AESATEIbHOCTH
OpraHu3ally;

—TIPUMEHSATh HaBBIKH YIPBIEHYECKOTO aHAJIN3a
B (DyHKIIMOHANBHBIX OOJACTSIX JIEATENbHOCTH

3aBepLIeHUs]  Kypca

OpraHH3aIlNH;
—TOKa3bIBaTh ~ KOMIIETEHTHOCTh B  YacTH
MPAKTHYECKOTO MIPUMEHEHUS 3HaHUN

YIpPaBJIEHYECKOTO aHAJIN3a B CHCTEME
npdheccCHOHAILHON AEATENbHCTH

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

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

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

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

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequis

ites

DKOHOMHUKAJBIK TEOpUsi, IKOHOMUKAIAFBI
CTaTUCTHUKAJIBIK QJIICTEP

OxoHoMHuUecKass Teopusi, CTaTUCTHYECKHE
METO/Ibl B YKOHOMUKE

Economic theory, Statistical methods in economy

Kypcmotn Kbickauwa mazmynot | Kpamkoe cooepacanue Kypcal Course summary

Backapymbuibik TanaayablH TEOPHSITBIK
Herizaepi. Pecypcrapapl maiinanany mMeH 3HAIpic
HOTHIXKEJIEPIH IKOHOMHUKAIBIK Taljay. Ouimui
(>xymBICTApIBI, KBI3METTEep/Ii) Supaipyre
apHaJFaH  IIBIFBIHIAPIABI  Tajgay.  Hakrse
HOTIDKEJIEPIiH JKOCTapiiaHFaHHAH ayBITKYbIH

tanmay oxicrepi. Illekri Tangay. CerMeHTTIK

Teoperuueckue OCHOBBI YINPABIEHUYECKOIO
aHanus3a. DKOHOMHUYECKHI aHaJIn3
UCIIOJIb30BAHUSI PECYpPCOB M PE3YJIbTATOB
IIPOU3BOJCTBA. Ananus 3aTpar Ha
MPOU3BOACTBO MpOAyKIUU (pador, yciyr).
MeToabl aHanMM3a OTKIOHEHHH (aKTHUECKUX
pE3yJIbTATOB OT IIAHOBBIX. MapKWHANBHBIN

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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Tanmay. MapKeTHHITIK Tannay. MHBECTHIHMSITBIK
Tanaay.

aHaJInu3.

CerMeHTapHBIN aHaIu3.

MapkeTuHroBeli aHanu3. MHBECTULIMOHHBIN

aHaJInu3.

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

CetitoBa . T

CenitoBa I'.T

To6suioB K.T.
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4. 4 xypc cTyJAeHTTepiHe apHAJFAH YIEKTUBTIK MOHAep / DJIeKTHUBHbIE THCHUIIMHBI JJI CTYyAeHTOB 4 Kypca/

subjects for 4 st ye

ar students

Elective

Kbvizsmem xopcemy canacvinviy mapkemunzi/ Mapxkemune cgpepor ycaye IService sector marketing

Oky maxkcamot | Yueonas yenv/Purpose

Oacexere KaOUIETTLIIK
aHbIKTay OOMBIHIIA

OUTIM adymbUIapAa Tayap MEH KOCIMOPHIHHBIH

JICHTeiH Oackapy »oHe
TEOPUSIIBIK ~ OlmiM ~ MeH

MPAKTUKAIBIK JAFbUIapAbl KaIbIITACTBIPY.

®dopMupoBaHUEe Y 00YyUYaOIMINUXCS JTOCTATOYHBIX
ini yCIENTHON npodecCuoHATbHON
JeSTeNbHOCTH 3HAaHMW W yMEHHUH B 0O0JacTu
MapKeTHHra YCIyT

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

AHBIKTAUTEHIH OOJIAIEI;
KOCIOPBIHAAPIBIH
- KOCITOPBIHHBIH

- Tayap MEH
KaOUIETTLIK HeHreilid

- cajla epeKILEeNIriH eCKepe OTBIPBIN, SHIMIEP MEH
Oocekere
Oaranay o/icTeMeciH KoJlaHa ajajbl;
0oCceKeIIeCTIK

JIMAarHOCTHUKAJIAY 9/1iCTEeMECiH TOKiprOe Kacanpl;
KOCITTOPBIHHBIH

KaOlJIeTTLIIrH
OpTachIH

Oacekere
Oarajail ajmajebl.

MIPEAIPUATHI;

- IPUMEHSTh METOUKU OLICHKH
KOHKYPEHTOCIIOCOOHOCTH ~ HPOAYyKIMH U
NPENPUATHN C YUeTOM CIEHU(PHUKH OTPACIIH;

F OKCIIEPUMEHTUPOBATh METOJUKY IUArHOCTUKU
KOHKYPEHTHOW Cpenbl MpeanpHsITHS;

- OEHUBAaTh YPOBEHb KOHKYPEHTOCIOCOOHOCTH
TOBapa UIPEAIPUITHS.

After successful completion of the course,
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
competitiveness of the product and the enterprise.

Oxovtmy namuoiceci | Pezynomamut 06yuenus |/ Learning outcomes
Kypcrbl coTTi asikraranHaH Keiin 0iiiM | [lociie  ycmemHoro 3aBepuieHusi  Kypca
ajqymbLiap o0yuarouuecs OyayT:
- KOCIIOPBIHIAPIBIH Oocekere KaOIJICTTUTIK F ONIpeNeIsiTh  OCHOBHbIC  ()yHIaMEHTabHbBIC
TEOpUsCHl OOWBIHIIA HETi3ri ipremi OUTIMAL | 3HAHUSA 10 TEOPUU KOHKYPEHTOCIIOCOOHOCTH

of

Ilpepexeusummepi | Ilpepexeuszumor | Prerequisites

MapxkeTuHrTi 6ackapy

VYnpasieHue MapKEeTHHIOM

Marketing Management

Kypcmotn kvickawa mazmynst | Kpamkoe codepacanue kypca/ Course summary

Kei3mer  MapkeTHHr

KIKTETy.
MapKETHHT1HIH
MapKeTHUHITIK

Ke3eHIepi.
K3pCeTyHapBIFbIHIaFbI

aKnapar.
3epTTeysieplliH  OaFbITTapbl
TyYTBIHYIIBLIAPABIH

oObBeKTici  peTiHe.

OtaHaplK TOXIpHOEne KBI3METTEPHAl JAaMBITY.
Makpocpena uaayctpusi cepBuc. Kersmerrepaig
Ke3mer Ttayap petiHze.

Kezmer
epeKILeNTKTepi.
MapKeTHHITIK
MEH  Heri3ri
KbI3MET
MiHEe3-KYJIKbl. HapbIKThI

CerMeHTTey. MakcaTThl CerMEHTTEepJl TaHJay.
[Tosunusuray. TayapnplH KaHa TYPIH-KBI3METTI

VYenayra kak oOBEKT MapkeTwHra. PasButue

yCIIyT B OTEUYECTBCHHOM MpaKTHKE.
Maxkpocpena WUHIYCTPHH cepBuca.
Knaccudpukanus ycnyr. Yciayra Kak ToBap.
OcobeHHoctn MapKeTHUHTa YCIIYT.
MapkeTuHroBas uHdopmanus.
Hamnpapnenus " OCHOBHBIE STaNbI

MapKeTUHTOBBIX HccienoBanuil. [loBeaenue
MoKynaTtejaed Ha MOTPEOUTENbCKOM pPBIHKE
yciyr. CermeHTHpoOBaHHE pbIHKA. BviOop
LIEJIEBBIX cerMeHToB. Ilo3unumonupoBaHue.

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
planning, service marketing planning, control.
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o3ipney. OHIMHIH 3MipIiK LMKIi-0y1 KbI3MET.
CrpaTerusibiK )ocmapJay, KBI3MET
MapKeTHUHTiH JKocmapiay, Oakpuiay. Kazakcran
SKOHOMUKACBIHBIH cajlajapblHIa MapKETHUHITI
KOJIJITaHy €peKILIeTiKTepi.

Pa3paboTrka HOBOro BHIa TOBapa-yciyra.
KuzneHHbII LUK TOBapa yciyra.
Crpareruueckoe TUTAaHUPOBAHHUE,
IJIAaHUPOBAHUE MApPKCTUHTI'A YCIYT', KOHTPOJIb.
OcoOeHHOCTH TpUMEHEHUs MapkeTuHra B
OTpacisix YKOHOMUKHU

Kazaxcrana.

Features of the application of marketing in the
sectors of the economy of Kazakhstan.

Bazoapnama scemexwici | Pykosooumens npocpammsl/ Programme manager

Kunkaitnaposa A.A.

Kunkaitmaposa A.A.

To6su1oB K.T.
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bacekeze Kabinemminizin oackapy/Ynpasnenue xouxkypeumocnocoonocmoio/Management Of competitiveness

Oky maxcamol | Yueonasn yenwv/ Purpose

binim anymeimapaa Tayap MEH KOCIIOPBIHHBIH
0ocekere KaOUIETTUIIK JIEHreliH Oackapy KoHe
aHbIKTAay OOWBIHIIA TEOPUSUIBIK OLTIM MEH
NPAKTUKAIBIK JaFIbIIapIbl KAIBIITACTBIPY.

dopmMHpOBaHUE y o0yyJaromuxcs
TEOPETHUYECKUX 3HAHUI M MPAKTHYCCKHUX
HABBIKOB 110 YMPABIICHUIO U OIPEICICHHUIO
YPOBHSI KOHKYPEHTOCIIOCOOHOCTH TOBapa H
MIPEATIPUSTHSL.

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

Oxovitmy namuoiceci | Pezynomamut 0oyuenus | Learning outcomes

Kypcrel ¢oTTi asiKTaFraHHaH KeHiH OLiim
aJymbljiap

- KOCIOPBIHAAP/IBIH OoceKere KaOuIeTTITiK
TEOpUSCH OOWBIHIIA HEri3ri ipreii OuTIMII
CUIIATTANTHIH 00JIa IbL;

- cajlla epeKUIeNriH eCKepe  OTBIPHIII,
SHIMIEP MEH KOCIMOpBIHAAPABIH Oocekere
KaOUIeTTuUIIriH Oaranay ozicTeMeciH
KOJIJaHA/[Ibl;

- KOCIIOpBIHHBIH  O9CEKENeCTIK  OpTachlH

JIMarHOCTHKANay 9JIICTEMECIH MEHIepe/Ii;
- Tayap MEH KOCINOPBIHHBIH Oocekere
KaOlIEeTTUIIK JEeHIeiiH Oaramaiabl.

[Hocae ycnemHoro
odyuawmuecs Oyayr:
- OMNHCHIBATH OCHOBHBIE (YHIAaMEHTAbHbBIE

3aBeplIeHHs] Kypca

3HAHUSA 1o TEeopuun
KOHKYPEHTOCIIOCOOHOCTH MPEIIPUSATHIH];

- -IIpUMEHSTH METOJIMKU OLICHKHU
KOHKYPEHTOCIIOCOOHOCTH MPOIYKLIHMH U
OPEINpUSATHA € y4eTOM  CHEIH(PHUKH
OTpaciy;

- BIAAETh METOIUKON JUArHOCTUKHU
KOHKYPEHTHOM Cpelbl MPEANPUATHUS;

- OILICHUBATH YpOBEHBb
KOHKYPEHTOCIIOCOOHOCTH TOBapa
UIPETPUSITHSL.

After successful completion of the course,
students will be:
- understand
knowledge  of
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 indetermining the level of
competitiveness of the product and the enterprise.

fundamental
enterprise

basic
theory

the

the of

Ipepexsusummepi | Ilpepexeuzumor | Prerequisites

busnecri yitbiMaacteipy, bpenauar

| Opranmsanus 6usHeca, bpeHgunr

| Business Organization, Branding

Kypcmotn Kbickawa masmynst | Kpamkoe codepacanue kypca/ Course summary

bocekenectik JkoHe Oocekere KaOUIETTUIIK
TEOPHUSCHIHBIH Heri3/1epi. bacekere
KaOIJIeTTUTIKTIH 9JICHAMaJIbIK AacIHeKTiIepi.
Bocekere KkabOineTTi cTpaTerusuiblK Oackapy
memiMaepiH d3ipiiey Herizgepi. Op Typdi

00BEKTLIEPAIH 0acekenecTik
apTHIKIIBUIBIKTAPBIH JKIKTEY. ©OHIM camnachl
MEH TYTBIHYIIBUIAp  CEpPBUCIH  Oackapy

omictepi. TayapasiH 6ocekere KaOUICTTUIITH,
YHBIMIBI, Oackapy >KYHMeciHiH oJeyeTi MeH

OCHOBBI TEOPHH KOHKYPEHIINU u
KOHKYPEHTOCIIOCOOHOCTH.

MeTo0JI0THYECKHE ACIIEKTEI
KOHKYPEHTOCTIOCOOHOCTH. OcHOBBI
pa3paboTKu KOHKYPEHTOCTIOCOOHBIX
CTpaTEeru4ecKuX yIIpaBIE€HYECKUX
pemrenuii. Knaccudukanus KOHKYPEHTHBIX
MPEUMYIIECTB  PA3IUYHBIX 00BEKTOB.
Mertonsl yIIpaBICHUS Ka4yeCTBOM

MPOAYKIIMM W CepBHCAa NOTpeOUTEINEeH.

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.
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camacblH Oaramay. bBocekere kaOumertinik | OleHKa KOHKYpPEHTOCIIOCOOHOCTH ToBapa, | Competitiveness and competitive strategies.

AKOHEOOCEKEIIECTIK CTpaTerus. OopraHu3aluy, IOTEHIMala MW  KadecTBa
CUCTEMBI YIPaBJICHHUS.
KonkypentocnocobHOCTh u

KOHKYPEHTHBIE CTPATErUH.

bazoaprama ncemexuiici | Pykosooumens npozpammur/ Programme manager

YrebaeBa XK.A. | Kanka6aesa A.E. | ToobuoB K.T.
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Hnmepnem-mapkemunz | Humepnem-mapxemune | Internet Marketing

Oky maxcamol | Yueonasn yenwv/ Purpose

MapKeTUHITIK MIHIETTEp/l HIeuTy MaKCaThIH/AA

KOCIMOPBIHAAPABIH ~ [IApyallbUIBIK  KbI3METI
OappIChIHIAa TaWJaNaHBUIATBIH WHTCPHET -
MapKETUHTTIH Kazipri 3aMaHFbI

TYKBIPBIMIAMAaChl TypaJbl KYHeml TYCIHIKTI
KJIBIITACTHIPY.

dopMUpOBaHUE CUCTEMHOI'O
IIPEICTABICHUS 0 COBPEMEHHOU
KOHLUENUMU HUHTEPHET - MApPKETUHIA,

HCIIOJIb3YEMOM B XOJI€ XO3SIMCTBEHHOM
JICSITEIBHOCTH ~ TIPEANPUATHA B LEJIAX
pelIeHNsT MAPKETUHTOBBIX 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

Oxotmy namuceci | Pezynemamut 00yuenus | Learning outcomes

Kypcrbl  ¢3TTi  asKTaFraHHaH  KeWiH
OuriMasymbLIap:
- MapKETUHITIK Mocenenepai remty,

KapHaMaJblK HayKaHJIapAsl >kobanay yIIiH
VHTepHET TEXHOJOTHSIIAPBIH JIaMBITY KOHE
KOJIJaHy epeKIIEeTIKTepiH CUMaTTaHbl3;

- Untepuer-x00a 3MipiHiH OapiblK HUKIIHKYPY
YKOHE cuIarTay,

- %00a 3MipiHiH OapibIK OarbITTaphl OOMBIHIIA
aHAJTMTUKAJIBIK ecenTep JaibIH 1Al 1bI
(HapBIKTBI Tangay, OocekenecTiKTi Oaranay,
KBUDKBITY TOCUIAEpl, ayJUTOPUSMEH KYMBIC
ICTey TocLIAepl, CaHIbIK K3pCEeTKIITEp,
KapKbUTaHZIBIPY K337epi;

- BeO-caWTTapAbIH THIMIUIITH 3€pPTTEY KOHE
TEXHOJIOTHSIIAp bl MPAKTUKAJIBIK
KOJIIAHYZIBIH HETI13T1 oxictepiniy MurtepHer-
MapKeTHHT1H ’ko00aay TOpTiOiH CUMTaTTaHbI3

[Mocae ycnemHoro
odyuyarwimuecs OyayT
-OIINChIBATh 0COOEHHOCTH PasBUTHA u
NpUMEHEeHUs TexHojoruii UuHtepHer mns
pemicHuAd MapKCTHHOBBIX 3ajaay, JJIA
MPOEKTUPOBAHUS PEKJIAMHBIX KaMITAHUM;

- COCTaBJIATH )41 OIIMCHhIBAThb BECBIIUKII
’)kn3HU MHTEepHET-TIpOEKTa,

- IOArOTaBJIMBATh aHAJIUTHYCCKHEC OTYUCTHI I10
BCEM HAIIPABJICHUSAM JKU3HENEATEIBHOCTH

3aBeplIeHUs Kypca

IIPOEKTa (anammu3 PBIHKA, OILICHKA
KOHKYPEHILIUH,  CIOCOOBI  IPOJABHKEHMS,
noaxoapl B paboTe € ayAUTOpHUEH,
KOJIMYECTBEHHBIE IIOKAa3aTeNId, HWCTOYHHUKHU
(uHaHCUPOBAHUS;

OIUCHIBATH MOPAAOK JNENCTBUAN

ucciaenoBanus d(PPEKTUBHOCTH CaWTOB U
MPOEKTUPOBAHUS WNuTtepHeT-mapkeTuHra
OCHOBHBIX METOJIOB MPAKTHYECKOTO
MPUMEHEHHUS TEXHOJIOTUI

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
lifecycle 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

Ilpepexeuzummepi | Ilpepexeusumur | Prerequisites

MapkeTuHr

MapkeTuHr

|

Marketing

Kypcmotn Kbickawa masmynst | Kpamkoe codepacanue kypca/ Course summary

MapkeTUHTTIK MaKcaTTap YIIH WHTEPHETTI
naiiianany MyMKiHIikTepi. KocinmopbIHHBIH
Be0O-caliTel. 1316y MapkeTHHTI. DIEKTPOHIBIK

B03MOXHOCTM HCIIONB30BaHUSI HHTEPHET
s MapKeTHHroBbIX —1ieieil. BeO-caiit
npeanpudaTrs. [IOMCKOBBIA ~ MapKETHHT.

Internet marketing in modern conditions. Means
of marketing communications on the Internet.
Contextual advertising. Search engine website
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MoImTa  MapKeTHHI  KypaJlbl  peTiHJe.
HMuaTepHEeT >XemiciHaeri ’kapHaMma. DTHKATBIK
eMec KBUDKBITY  oxictepi.  CepikTecTik
MapKETHHT. MapkeTunrre QJIEyMETTIK
MeIHaHbl rnanjagany. Wurepuerreri
MapKEeTHHI 5KOCTIapbl

OJIeKTpOHHasi I0YTa KaK MHCTPYMEHT
MapkeTuHra. Pexilama B CETH HHTEpPHET.
Hestnunsle METO/bI IIPOJIBUKECHHSL.

[TaptHepckuii mapkeTuHr. Mcnonab3oBaHue
COLIMAJIBHBIX CE€TEeW B MapkeruHre. llman
MapKETHHIa B CETU UHTEPHET

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

Bazoaprama sncemexuiici | Pykosooumens npozpamms/ Programme manager

Toosu1oB K.T.

To6suioB K.T.

| To6bu108 K.T.
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Mapkemunemezi aknapammelx, scyiienep men mooenvoey/ Hugpopmauuonnvie cucmemvt u mooenuposanue 6 mapkemunze |
Information systemsand simulation in marketing

Oky makcamot | Yueonas yeav/Purpose

MapkeTuHrre 3aMaHayu aKnapaTThIK
TEXHOJOTUSIaP bl KOJIJTaHy MYMKIHAIKTEp1
Typajbl  JKYHENIK  WIeSHBI  KaJbIITaCTHIPY.

«1C:Byxranrepuu 8» .CEOC camwlk ecentimiri
HBICAHIAPBIH TONTHIPY yuriH. Project Ex-pert-te
Kap)KbUIBIK Tayjay YIIiH Oarmapiamanapabl Kypy

JaFaplIapbl  MEH  KY3BIPETTUTIKTEPIH JIaMBITY.
MapKETUHITET1 aKIapaTThIK xKyHenepai
MPaKTUKAIBIK KOJIJaHy CaJlaChIH/IaFbl

KOCbIMIIAJIapAbl TeCTiJ'Iey JKOHC Taj1gay.

dopMUpOBaHUE CUCTEMHOTO NPEICTABICHUS O
BO3MOXKHOCTSIX HCIIOJIb30BaHUSI COBPEMEHHBIX
UH(POPMAITMOHHBIX TEXHOJIOIMH B
MapKETHHTE. OO0y4enwne porpamme
«1C:byxrantepun 8» mns 3amoiHeHUs Gopm
HasoroBoil oruetHoctu B COHO. PaszButue
HAaBBIKOB M KOMIIETEHLIMA MO HacTpoiike
nporpaMM JUIsi  (PMHAHCOBOTO aHaJlIM3a B
Project Ex-pert., TecTupoBaHHMs M aHaIKM3a
NPWIOKEHWH B 00JacTH NPAKTUYECKOTO
WCIIOJIb30BaHMsI WH()POPMALMOHHBIX CHUCTEM B
MapKEeTHHIE.

Formation of a systematic view of the possibilities
of using modern information technologies in
marketing. Training in the program: «I1C:
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.

namuoiceci | Pezynemamet 00yuenusn | Learning

outcomes

Oxpimy
Kyperbl ¢oTTi asKTaraHHaH KeHiH Oijgim
ajnymbLIap
- DKOHOMMKAHBIH TYpjil canajapbl VIIiH
3aMaHayd  aKMaparThlK  TEXHOJIOTHsUIapabl

naianaHy 9JICTEMECIH cunarray,0yXraaTepirik
KOHE CaJIbIKTBIK €Cell CaJachIHAAFbl JKaHa
TeXHOJOTusIap/ sl OieTiH 00s1aabl;
- kongany 1C: 6yxranrepiik ecern 8;
- SONO-fa CcaJIbIK ECEeNTUIriHIH HBICAaHAAPbIH

TONTBIPY  KOHE  kibepy, projectexpert-re | oruetHoctu B COHO, pa3pabatbIiBaTh
Kap>KbUIbIKTaJay acai anajpbl; ¢bunancoBblit aHanu3B ProjectExpert

- KAapXbUIBIK  Tajijay, TeCTUIEy  JKOHE f CO3/laBaTh  HACTPOMKM  mporpamMm  JUIs
KOCBIMIIANap/bl Tanjgay YyuIiH Oarjapiama | UHAHCOBOTO  aHaNW3a, TECTUPOBAHHUA W
rapaMeTpJIepiH KacauThIH OOJIa b, aHANIN3a MPUIIOKEHUN

- MapKETHUHTTE aKMapaTThIK XKyHelepr OLIeHNBaTh IPAaKTHYECKOE HCIOJIb30BAaHUE
MOJENBJEPIHIH ~ TMPaKTUKAIblK  KOJAAHBUIYbIH MOJened HMHPOPMALMOHHBIX CHCTEM B
Oarasaif anajsl. MapKEeTHHIe

ITocne ycmemHoro 3aBeplieHHs] Kypca
o0yuyawmmecs OyayT:

- OIIMCBHIBATh METOJUKY HCIIOIb30BAHUS
COBPEMEHHBIX HMH(OPMAIMOHHBIX TEXHOJOTUI
JUIs pa3iuYHbIX OTpaciedl SKOHOMUKH, 3HATh
HOBeMIIMe TEXHOJIOTUHU B obsactu
OyXraJTepcKoro U HaJOroBOTOYy4YETa;

- npumMmenaTs 1C:byxranrepus §;

- 3aMOJHATh U OTNPABIATH (POPMBI HATIOTOBOM

After successful
students will be:

understand the methodology of wusing modern
information technologies for various sectors of the
economy, know the latest technologies in the field
of accounting and tax accounting;

- will be able to use 1C:Accounting.8;

- fill out and submit tax reporting forms to SONO,
develop financial analysis in ProjectExpert

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

information system models in marketing

completion of the course,

use of

Ilpepexeusummepi | Ilpepexeusumsr | Prerequisites
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" AKIapaTThIK-KOMMYHHUKAITUSIIBIK

HNHdopManmoHHO-KOMMYHHKAIIMOHHBIE

Information and Communication Technologies

TEXHOJIOTUsIIap TEXHOJIOTHH
Kypcmotn Kbickauwa mazmynot | Kpamkoe cooepacanue Kypca/ Course summary
DKOHOMHMKAIAF bl KOHE skoHOMHUKaaarel | Madopmannonubsie mporeccel B skoHomuke u | Information processes in the economy and methods

aknapatThiKk npouectep AAXK Kypy saicremeci.
Kanemracteipy 1C  KapXbUIBIK ecem  Oepy:
Byxranrepus 8.H. ProjectExpert mbicanbinma
MaMaHaHIbIPBIIFaH Kap>KbUIBIK Tangay
O6armapnamanapel. COHO canplk ecenTiiria
KaJIBIITACThIpY KyHenepi. KapKbpUIbIK ecenTimik
Monayii. Perrenerin ecen 6epy. Murterpanus 1C:
byxrantepuss 8.x. xone COHO. Canbik
€CeNTUIITH 3HIey OarmapiiamMmaiapbIHBIH
somorusacel. COHO. DnekTpoHIsl KaOWHET
HaJIOTOILIATENbIIULA. [Ipoduns. Cainbik
MaTimMaeMenep. DDHO. ProjectExpert
Mywmkinaikrepi. KapXpUIblK Tanpay omictepi.
KOMIIAHMSIHBIH, ~ THIMIUIITIH ~ apTTBIpy  YIOiH
Kap KbUIBIK TaJJayabIH MaKCaThl

MEH apTHIKIIBUIBIKTAPHI.

Metonuka cosnanus AWC. ®opmupoBaHue
¢bunancoBoii otdyetHoctn B 1C: Byxramrepus
8.x. Crnenuann3upoBaHHbIC MIPOTpaMMBI
(uHAHCOBOTO aHanM3a Ha npuMepe
ProjectExpert.  Cucrembl  opMUpOBaHUS
HasoroBoil oruetHoctu COHO. PernmamenTtupo
BaHHas OTYETHOCTb. Wnterpanus
1C:byxrantepuss 8.x. u COHO. DBomtonus
nporpaMM 00paOOTKH HAJIOTOBOW OTYETHOCTH.
COHO. DNeKTPOHHBIN KaOWHET
Hasororarensumua. I[Ipodwis. Hanorossie
3asiBJICHUSL. O®HO. BosmoxkHoctu
ProjectExpert. MeToauku (buHAHCOBOTO
aHanu3a. HasnaueHme M mpeumylecTBa
(MHAHCOBOTO aHaM3a ISl MOBBIIICHUS

3 PEKTUBHOCTU AESTENBHOCTH (DUPMBI.

of creating AIS. Formation of financial statements
in 1C: Accounting 8. x. Specialized programs of
financial analysis on the example of ProjectExpert.
SONO tax reporting systems. Financial reporting

module. Regulated reporting. Integration

of

1C:Accounting 8.x. and SONO. The evolution of
the treatment programs tax reporting. SONO. E-
cabinet taxpayer. Profile. Tax statements. ERRO.

ProjectExpert  features. Methods

of financial

analysis. purpose and benefits of financial analysis

to improve the efficiency of the company.

Bazoaprama scemexwici | Pykosooumens npozpammo/ Programme manager

Kycynbekosa I'".1.

Kycynbekxosa I'".1.

XKycynbexona I'.1.
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Kommepyusanvik mapkemune/ Kommepueckuit mapxemunz/ Commercial marketing

Oky maxkcamot | Yueonas yen/Purpose

Crynentrepae cayaa (cayna) MapKETHHTIHIH
Ma3MyHBI, MaKCaTTapbl JKOHE EpeKIIeTIKTepi
TypaJsibl KyHen TYCiHiK Kaiblnracteipy. [ToH
MapKETHHITIK 3€PTTEYJIEPIiH OPTYPIl 9AICTepiH
KOJIJIaHy¥a, IPOoOIeMaIIbIK-OaFbITTAIFaH
aKnmapaTThl JKMHayFa >KOHE OCBhI JIepeKTepIi
TYCiHAIpyre  YHpeTei. Cayna iciHze
MapKETUHITIK KbI3METTI JepOec YHBIMIACTBIPY
KOHE JKYPTi3y JaFIblIapbIH TaMbITA]IbI.

D@OpMHUPOBAHUE y CTYACHTOB CUCTEMHOIO
IIPEACTABICHUSA O COACPXKAHUU, LEIAX U

0COOCHHOCTSIX TOPTOBOTO (Tpeiin)
MapKeTHHTA. Juctumninaa YUHT
MPUMCHSTh pasznu4HbIC METO/IbI
MapKETHHIOBBIX HCCIIEIOBAaHUN, COOMpPATh
poOJIeMHO- OPUECHTHPOBAHHYIO
MH(GOPMAIIMI0O ¥ HHTEPHPETUPOBATh OTH
JTAHHBIC. Pa3BuBaer HaBBIKU B
CaMOCTOSATEIILHOM OpraHu3alHH u
MIPOBEICHUN MapKETUHIOBOU

JACATCIIBHOCTH B TOPIOBOM JICJIC.

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
inthe trade business.

Okbimy namuoiceci | Pezynomamut 009yuenusn | Learning outcomes
Kyperbl carTi askraranHaH keiiin Oimim | Ilocie  ycmemnoro  3aBepmenmsi  Kypea After successful completion of the course,
ajymbliap: o0yuarommecsi OyayT: students will be:
- cayma  MapKeTHHTIHIH  TEOPHSJIBIK  JKOHE | —OINHCHIBATH TEOPETHYECKHUE u | -understand the theoretical and methodological
o/liCHaMaJIbIK aCTIEKTIJICPiH CUIIATTalIbI; METOL0JIOTHYECKUE ACIIEKThI Tpeiin- | aspects of trade marketing;
-cayJa MapKEeTUHIIHIH OpTYpil KYpalJapblH | MapKETHHTa; —be able to apply varioustrade marketing tools;
KOJIJaHabl, —MIPUMECHSTh pa3Iu4YHbIC unctpymenTsl | - Possess the skills of independent organization
- Genrimi oip HapBIKTa MapKETHHITIK | TOProBOr0 MapKETHHIa; and conduct of marketing research in a particular
3epTTeyiepai 33 Oerinme KYPri3yai, | —OpraHu30BBIBATH camocrosTensHoe | market, analysis and interpretation of results;
HOTW)KEJTEpAl Taljayldsl JKOHE TYCIHIIPYHi | mpoBeJeHME MapKETHMHTOBBIXMCCIENOBAHMI Ha | - are competent in organizing and conducting
YHBIMAACTBIPAIBI; KOHKPETHOM PBIHKE, aHaM3a u | marketing events, drawing up and implementing
- MAPKETHHITIK ic-MIapanapipl 3TKi3yre, cayJa | MHTEPIPETALMU PE3YIbTaTOB; marketing plans and programs in  trade
YHBIMIApbIHIA MAapKETHHITIK KOCHapiap MEH | —y4uTh NPOBEINTH MapKeTHHTOBBIC | Organizations.

Oarzapiamanapabl KypyFa >KOHE XKYy3ere acblpyra
yipereni.

MECpPOIIPpUATUA, COCTABIATL W PCaIM30BbLIBATH
MApKCTUHIOBBIC IIJIaHbBI W IPOIpaMMBbI B
TOProBbIX OpraHU3alUsAX.

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

bencenni cary texaukacel, KomMmmepuusibk

MEHEPKMEHT, MepUueHJai3uHT

TexHuka akTHBHBIX Nponax, Kommepuecknit

MEHEPKMEHT, MepUueHJai3uHT

Active Sales Techniques, Commercial
Management, Merchandising

Kypcmuiy kvickawa masmynst | Kpamxoe cooepacanue kypcal Course summary
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Cayna KBI3METIHICT1 MapKETHUHT
TYKBIPBIMIAMACHI. Tayap aHAJIBIMBI
caJachbIHIarbl MapKeTuHr. Martepuanabik
Suaipic canacelHAarbl cayjaa. PupMailIiik
JKocTapJiay. AyTcopcuHT KbI3METTEPiHIH
MapKETHHT1. CaynaHbl OackapyIbIH
yibIMIacTeIpymibiblK  ¢opmanapel.  Caynaa
MapKETHHT1. Cayna MapKeTHHTIH/IeT1
MapkeTHHI TiK KOMMYHHUKanusiaap. CeIpTKbI
SKOHOMUKAIIBIK KBI3MET. Caynanarsl

MapKETUHTTiH THIMILUTIT1

Konnenuuss  mapkeruHra B~ TOProBOil
NesATeTbHOCTH.  MapkeTunr B cdepe
ToBapHOro oOpamienus. Kommepius cdepsl
MaTepUAIIBHOTO IIPOU3BOJCTBA.
Buyrpudpupmennoe IJIaHUPOBAHUE.
MapkeTuHr yciyr ayTCOpPCHUHTA.
OpranuzauroHHble  (QOpMBbI  yHpaBICHUS
TOPTOBIIEH. MapxkeTuHr TOPTOBJIH.
MapkeTHHroBble KOMMYHUKAllUU B TOPrOBOM
MapKEeTHHIE. Buemne SKOHOMHUYECKas
JIeATeNbHOCTh. D()PEKTUBHOCTH MapKETHUHTA
B TOPIoOBJIE

cepsr

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

Bazoaprama scemexwici | Pykosooumens npozpammo/ Programme manager

VtebaeBa JK.A.

Kankabaesa A.E.

‘ To6su1oB K. T.
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Event-mapkemunz/Event-mapxemunz/Event-marketing

Oky maxkcamot | Yueonas yenv/ Purpose

Okymibutapaa okurajgap (cayna) MapKETHHTIHIH
Ma3MyHBI, MaKcaTTapbl JKOHE epeKIIeNiKTepi
Typajbl JKyHeli TyCiHIK KaiueimracTeipy. [loH
alfa  JKBUDKBITYIBIH  TEXHOJIOTHSUIApBl  MEH
TeXHHKaJapbIMEH TaHBICTHIPaAbl OaraapiamabiK
MaKeTTep HeT131Hae ’KaHa aKmapaTThIK
TEXHOJIOTHSUIAPMEH JKYMBIC iCTEYy YLIIH KaXeTTi
apHailpl OUTIM MEH JaFJbLIap/bl aly, TYTHIHYIIbI
MeH OpeHJ apachblHAa SMOIMOHAJILI OaiIaHbIC
KYpaThlH apHaibl ic- mapamapabl Kypy JKoHE
YHBIMIACTBIPY apKbUIbITAyapiap MEH KbI3METTEP.

dopMupOBaHHE Y CTYACHTOB CHCTEMHOIO
NpPEACTaBICHUSI O COJIEpXKAHUHU, MLENIIX |
0COOCHHOCTSX COOBITUIHOTO (Tpetin)
MapKeTHHTa. Jucnurninza 3HAKOMUTC
TEXHOJOTHSIMH W TEXHUKAMU TPOJIBUKEHUS
TOBapa WM YCIYyTH C MOMOIIBIO CO3JaHUS U
OpraHu3aliy CHEUHUAIBHBIX MEPONPHUSITHH,
CO3/IAIOIIUX AMOLMOHAIBHBIE CBSI3H MEXIY
norpedureneM Hu OpeHIOM, NpUOOpEeTEeHHE
MU CHEIUAIBHBIX 3HAaHUW W yYMEHUH,
HEOOXOAUMBIX Uil  paboOThl  HOBBIMH
MH(OPMALIMOHHBIMU TEXHOJIOTHUSIMH Ha 0aze
IPOTrPaMMHBIX TAKETOB.

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.

Oxkbimy namuoiceci | Pezynomamut 00yuenus | Learning outcomes
Kypersl  ¢oTTi  asikraranHan Keifin  Oimim | [Tocsie  ycmemnoro 3aBepumenusi  kypea | Aftersuccessful — completion of the course,
aJyumbLiap: o0yuyarommecsi OyayT: students will be:

- event-MapKeTHHITIH TEOPHSITBIK JKOHE
o/liCHaMAaJIbIK ACITEKTIJICPIH TYCIHETIH OOJaJbI;

-Typal OKWFaJlap MapKeTHUHI  KypajJapblH
KOJIJaHa ajaJibl;
- Oenrim 6ip HapbIKTa MapKETHHITIK

3eprreynepai 33 OeTiHIIEe YHBIMIACTBIPY JKOHE
KYPrizy, HOTHXKeNepal Tajjay >KOHE TYCIHIIpY
TaFapUTIapbIH K3pceTe Oineni,

- ic-mapanapabl  YMBIMIACTBIPY JKOHE 3STKi3y,
KOMIIaHUsIapJa MapKeTHHITIK »Kochapiap MeH
Oarmapiamanapibl Jkacay jKOHE icke

acwIpy JaFIblIapblH pacTail anassl.

— event - MapKeTHHTIHIH TEOPHUSIIBIK KOHE
oJliICHaMaJTBbIK aCTICKTUICPIH CUIIATTaHbI3;

—IIPUMCHSATDH Pa3INYHBbIC NHCTPYMCHTBI
COOBITHITHOTO MAapKETHUHIA,
—IIOKa3bIBaTh HaBbIKHU CaMOCTOSITEIILHOU

OpraHu3alMd U TPOBEJIEHHUS MapKETHHIOBBIX
UCCIeOBaHUM HAa  KOHKPETHOM  DBIHKE,
aHaJIN3a U MHTEPIPETALHNH PE3yIbTATOB;
—TMOATBEP)KIaTh HABBIKM B OpraHU3aIluu |
MPOBEICHUU COOBITUHHBIX  MEPONPUSATHIA,
COCTaBJICHUU U pealu3alid MapKEeTUHTOBBIX
TUTAHOB U MPOrpaMM B KOMITAHHUSX.

- understand the theoretical
aspects of event marketing;
—be able to use variousevent 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.

and methodological

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

MapxkeTusr

MapxeTuHr

] Marketing

Kypcmuiy Kbickaua mazmynot | Kpamkoe cooeparcanue Kypca/ Course summary
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Event Marketing kypy Kypajibl peTiHIE XOHE
OpeHATI KBUDKBITY. OKuWFajgap MapKETUHTI,
OHBIH MeJHa >KapHaMaJarbl p3Jli MEH OpHBIL.
TonTelH  KYMBICBIH  YUBIMIACTBIPY  KOHE
akmusapael  3TKi3y  jJoructukacel.  Event
Marketing-te aKIMsUITap bl 3TKI3y
CLUEHapHilIepiH Kocmapiay »>KoHE  d3ipiey
EPEKIIeIKTePI.

Event Marketing kak HHCTPYMEHT CO31aHUS Event Marketing as a tool for creating and
u upoaBwkenus Openma. CoObiTuiiHbIi | promoting a brand. Event marketing, its role and
MapKeTHHI, ero poyib U Mmecro B Mmenua- | place in media advertising. Organization of the
pexiname. Opranmzaius paborsl komauasl u | team's work and logistics of promotions. Features
Joructuka nposeaeHus akiuii. Ocooennoctu | of planning and developing scenarios for
IUIaHUPOBaHUS W pa3paboTku cueHapues | conducting promotions in Event Marketing.

npoBeneHus akuuii B Event Marketing.

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

VrebaeBa JK.A.

Kankabaesa A.E. ‘ To6suioB K.T.
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Cmpamezuanvik mapkemunz | Cmpamezuueckuu mapkemune | Strategic Marketing

Oky maxkcamot | Yueonas yen/Purpose

CTYIEHTTEpAE  CTPATeTHSUIBIK  MapKeTHHITIH
MBIKTBI TEOPHUSIBIK OUTIMI MEH TPaKTHUKAJIBIK
JaFAbUIAPbIH KAJBINTACTHIPY, KOMITAHUSHBIH
caJla/Iarbl KarAalblH JKOHEe OHBIHAJABIHIA TYPFaH
MOCeJIeNIep i TajlayFa JKOHE CECCHSUIBIK KbI3MET
JKarIalbIHIa TaHAAJIFaH CTPATErUsHbI HEeT13/1eH

oinyre yilpety

PopMUpOBAaHUE Yy  CTYACHTOB  IPOYHBIX
TEOPETUYECKMX 3HAHUH M  MPAKTUYECKUX
HaBBIKOB CTPaTErnYecKoro MapKeTHHTa,

oOydeHue aHanu3y TMOJIOKCHUA (QUPMBI B
OoTpaciy W CTOSIIUX Tepen Hed mpoliem, u
YMEHHUIO 000CHOBBIBATh BBIOpaHHYIO
CTPATEeTHIO B YCIOBUSX TMPHECCHOHATHON
JESATETbHOCTH

formation of students ' solid theoretical knowledge
and practical skills of strategic marketing, training
in the analysis of the company's position in the
industry and the problems facing it, and the ability
to justify the chosen strategy in the conditions of
professional activity

nomuceci | Pezynomamot 06yuenusn | Learnin

outcomes

Oxbimy
Kypcrsl coTTi asgKTaFaHHAH KeiiH
R ENAIISHET N
- CTPaTETHSIIBIK MapKETHHTTIH HETI3T1

oicTeMeIiK HeTi3epiH TYCiHe I,

- oJIap KOMITAaHUSIHBIH cajaJarbl KaFAalblHA JKOHE
OHBIH QJIJbIHAA TYPFaH MpoOiiemManapra Tangay
’kacail ajajpl,

- OipHeme OanamanapIblH CTPATETHSICHIH TaHIAY
Ke31HIE LIETITIM KaObLIAAYIbIH FBUIBIMH
ozlicTepiH MEHrepyi YHpeHeai

- 33apa OaifJIaHBICTAFbl CTPATETUSIIBIK JKOHE KEIE
MaKcaTTap/bl aHbIKTAy/a; YHBIMHBIH KYIITI JKOHE
QJICI3 JKaKTapblH, CBHIPTKbI OPTaJaH TYBIHIAWTHIH
MYMKIHIIKTEp MEH  KayilnTepai aHbIKTayaa
KY3bIPETTI.

ITocne ycmemiHoro 3aBeplleHHsI Kypca
o0yuyawmmecs OyayT:

-[IOHUMAaTh OCHOBHBIE METOAMYECKHE OCHOBBI
CTPATETHYECKOr0 MapKETHHTa

—CMOTYT TPOBOJIUTH AaHAJIHU3 IOJOKECHHS
GupMBl B OTpaciy M CTOSALIMX Tepel HeH
npooiem

- HAy4aThCs BJIAJETh HAYYHBIMU METOJaMHU
MPUHATHS PEIICHUSI TIPU BHIOOPE CTpATETUH W3
HECKOJIBKUX aJIbTEPHATHUB

- KomnerenTHbIMH B oTIpeIeIeHu !
CTPAaTEerMYeCKUX M OINEPATUBHBIX IENeH B HX
B3aMMOCBSI3H; B BBISBJICHUH CHJIBHBIX M CIAOBIX
CTOPOH OpraHM3alluK, BO3MOXKHOCTEH M yrpos,
UCXOMSIIMX OT BHELIHEH Cpesibl.

After successful
students will be:
- understand the basic methodological foundationsof
strategic marketing

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

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

completion of the course,

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

bara opnary, MapkeTHHITIK Tanjaay,

\ [lenooOpazoBanue, MapKeTHHTOBBIA aHAIIN3, ] Pricing, Marketing Analysis, Management

Kypcmuiy Kpickawa mazmynst | Kpamxkoe cooepicanue kypcal Course summary

CrparerusiblKk MapKETHHTTIH KAJIBIIITaCybl MEH
JaMYBIHBIH Heri3ri ke3eHaepi. OHbIH JaMybl MEH

OackapbUlyblHa 9Cep €TETIH CTPaTerusiIbIK
MapKeTUHITIH  Ka3ipri NOPUHLUOTEpPT  MEH
(haxToprapsl. Y BIMHBIH MapKETUHITIK

CTpaTerusaChlH a3ipyey onicteMeci. HapbIkTarbl

OCHOBHBIE JTaIlbl CTAHOBIICHUS W Pa3BUTHI
cTparermueckoro mapketuHra. CoBpeMeHHbBIE
NPUHLIUOBI W (AKTOPbl CTPATETMYECKOIO
MapKEeTHHIa, BIMSIONIME HAa €ro pa3BUTHE U
yrmpaBiieHHe.  MeToaonoruss  pa3paboOTKu
MapKETUHIOBOM CTpaTerMyl OpraHu3aluH.

The main stages of the formation and development
of strategic marketing. Modern principles and
factors of strategic marketing that influence its
development and management. Methodology for
developing an organization's marketing strategy.
Classification and selection of marketing strategies
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KOCIITOPBIH VIIIH MapKETHHITIK CTpaTerHsuIapabl
KIKTEy >KOHE TaHIay. MapKeTHHITIK KBI3METTI
CTPATETHSUIBIK ~ JKOHE  aFbIMIAFbl  JKOCIHapJay.
KoMmaHusiHBIH CTpaTeTHsUIbIK )KOCIAPhIH J3ipIiey
XKOHE  MApKeTHHITIK  OIOJDKETIH  ecemTey.
KocimopbIHHBIH ~ CTpaTeTrusiIblK ~ MAapKETHUHITIK
KBI3METIHIH THIMAUTITIH O0aKplIay jkoHE Oaraiay.

Kmaccudukamus u BBIOOp MapKETHHTOBBIX
CTpaTeruii njsi TPEeANpUATHS Ha pPBIHKE.
Crparernyeckoe M TEKyIlee IUIAHHPOBAHHE
MapKeTUHIOBOM JnesTenbHOCTH. Pa3zpaboTka
CTpPaTerMYecKoro IUiaHa W pacueT OropKeTa
MapketuHra (upmbl. KoHTpoib u oleHKa
s dhexTuBHOCTH CTpaTeru4ecKom
MapKETUHTOBOHM NIESITEIbHOCTH MPEIIPUSITHSL.

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.

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

VtebaeBa JK.A.

‘ Vrebaesa JK.A.

‘ ToosutoB K.T.
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Azpomaprkemunz | Aepomapremunz | Agromarketing

Oky maxkcamot | Yueonas yen/Purpose

ATpOMapKETHHTTIH MOHI MEH Ma3MYHBI, OHBIH
arpo3HEPKACINTIK KemeH i Oackapymarsl paiiMeH
MakcarTapbl Typaibl OuTIMAI  KaJbIITaCTHIPY.
Arpapnblk cajaga MapKeTHHITIK Kypaigapabl
naii1aianyIaFIbUIapbIH TaMBITY.

@opMHUpOBAaHWE 3HAHUKA O CYIIHOCTH |
COoZEepKaHUM arpoOMapKETHHIa, €ro poJik M
neneii B ynpaBiuenun AlIIK. Pazurue
HaBBIKOB B HCHOJIb30BAHU MAapKETUHIOBBIX
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.

OKbtmy

nomuceci | Pesynomameut o6yuenusn | Learning

outcomes

Kypcrbl ¢oTTi asiKraraHHaH Keiin Oijim
ajlymbLIap:

- THIMTI arpOMapKeTHUHTTIH TEOPHSITBIK
acIeKTLIepiH, 6ackapy KyHeciH KOHE
TEXHOJIOTHSCHIH TYCiHYeTiH OoJaipl,

- YMBIMIap/IbIH KBI3METiH/IC 3aMaHayH
MapKeTUHITIK Kypanaapasl Konaany AOK;
-kocibM  camajma  MapKETHHITIK  FBUIBIMHU
3epTTeyNep OKYPri3yAiH  oJicHamachl MEH
OJIiICTEMECIH pacTai ajapl,

- AOK-zie cCTpaTerusiblk >KOHE MAPKETHUHITIK
Kocmapnapnael, — Oara  cTpaTerusuiapbl  MeH
OarmapnamanapbelH  93ipiey  iC-KUMBUIIAPBIHBIH
TOPTIOIH TYCIHAIpPE ajabl.

IMociie ycmemHoro 3aBepiieHUsl  Kypca
o0yuawmuecs OyayT:

THIMZII arpoOMapKETHHITIH TEOPHUSIIBIK
acIeKTijepiH, 6ackapy >KylenepiH >koHe
TEXHOJIOTHSIIAPBIH AHBIKTAY;

- NPUMEHATH COBpPEMEHHbIE
MapKETUHTOBbIE  MHCTPYMEHTHl B
nesitenbHOCTH opranuzanuit ATIK;

- NOATBEPKJaTh METOJ0JIOTHIO u
METOJIUKY MPOBEJIEHUS] MAPKETUHTOBBIX
Hay4HBIX uCCcleI0BaHUN B
npodeccuoHanIbHOM cdepe;

- -OOBACHATDH NIOPSAOK JneicTBui
pa3paboTku CTPaTErHYeCKUX u
MapKeTHUHIOBBIX  IUIAHOB, LIEHOBBIX

crpareruii u nporpamm B AITK.

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 | Ilpepexeusumsr | Prerequisites

Mapketunr, ArpoOU3HECTIH YKOHOMHUKAIIBIK

MapKeTI/IHF, ODKOHOMUYECKHE OCHOBBI

Marketing, Economic bases of agribusiness

Heriznepi arpobu3Heca
Kypcmuiy Kvickawa masmynot | Kpamxoe cooepicanue Kypcal Course summary
ATpOMapKeTHHITIH  TEOpPHsUIBIK  acmekrtiiepi. | TeopeTuyeckre acmekThl — arpomapketudra. | 1heoretical aspects of agromarketing.
Arpomapkerunrti  Oackapy okyiieci. Twuimai | Cuctema  ympaBnenusi — arpomapkerunrom. | Agromarketing management system. Effective
arpoOMapKeTUHr  TexXHoJoruschl. MapkeTuHrTik | TexHomorus 3¢pQeKTuBHOro arpoMapkerwHra. | agromarketing technology. Marketing
T'YMaHUTOJIOTHS. ArpoMapKeTHHT kenreHi. | MapketunroBass rymanutopoiorus. Kommieke | humanitarianism. Set of agromarketing. Consulting
Arpomanpketusr xyiecingeri Koncantunr. AOK | arpomapkerunra. Koncantunr B cucteme | in the system agromarketing. Agromarketingsystem
YHBIMBIHBIH arpoMapKeTUHT xyieci. | arpomanpkerunra. Cuctema Arpomapkerunra | Of the agribusiness organization. Regional

ArpomMapKeTHHTTI 0acKapyIbIH aliMaKTHIK

opraumn3aruu AlIIK. Pernonanphas cucrema
yIpaBJIeHUsIarPOMapKETHHIOM

agromarketing management system.
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xKyHeci

| |

Bazoapnama scemexwici | Pykosooumens npozpammsl/ Programme manager

JlocmakoBa A.E.

\ JlocmakoBa A.E. \

JlocmakoBa A.E.
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Onepkacinmix mapkemune/Ilpomvuunennoviic mapkemune/Industrial Marketer

Oky maxkcamot | Yueonas yen/Purpose

OHJIIpiCTIK MEHe[UKMEHTTIH MOHi, MoHi »oHe | DopMUpOBaHHe TeopeTHueckMX 3HaHuii o | Formation of theoretical knowledge about the
epeKIIeIiKTepl  Typajibl TCOPHSUIBIK  OUTIMI | CYNIHOCTH, 3HAYeHMH ©  OCOOeHHOCTsAX | essence, meaning and features of production
KAJIBIITACTBIPY.  OHEPKACINTIK  KOCIMOPHIHIbI | MPOMBIIIIEHHOr0 MapKeTHMHTa. 3HakoMcTBO ¢ | management. Introduction to modern management
Oackapyaarbl MEHEHKMEHTTIH 3aMaHayH | COBpEMEHHBIMH MeToJaMHM MapketuHra B | methods in the management of an industrial
oflicTepiMeH  TaHBICY.OHIIPICTIK  YiBIMAAPABIH | yIpaBIeHHH NPOMBIILIEHHBIM mpeanpustueM. | enterprise. Development of skills and competencies
KbI3METI Typajibl TaljlaMalblK MaTepuangapiasl | PasButre HaBblkOB ©  KommeTeHuuii B | in the preparation of analytical materials on the
naveiamayna  Jlarmeiiap  MeH  KY3BIPETTepii | MOJArOTOBKE aHAIMTHYECKMX MaTepuaioB o | activities of production organizations.
AaMBbITY. ACATCIBHOCTH IMPOU3BOACTBCHHBIX
OpraHu3aLui.

Okbimy namuoiceci | Pezynomamut 00yuenusn | Learning outcomes
Kyperbl coTTi askraranHaH keiiin 6inim | [Tocsie ycmemHoro 3aBepmienusi kypea | After successful completion of the course,
ajqymbLIap: od0yuyarmmecsi Oyayr: students will be:
- 3HEPKOCINTIK ~ MapKETHHITIH  TCOPHSUIBIK | —ONUCHIBATH  TeopeTHdeckue  Koumemuu | - understand the theoretical concepts of industrial
TYKbIPBIMIaMaTapbiH CHITATTal/Ibl; HPOMBIIUICHHOTO MapKETHUHTA; marketing;
- SHOIpiCTIK JKOCTHapiapibl O3ipJeydi JKOHE | —MHTEepIpeTHpoBaTh  cBoM  3HaHus  Ha | - implement their knowledge on specific
olapIbl ICKe achIpyIbl JKy3ere achipa | KOHKPETHBIX ~ OOBeKTax  Mpou3BojcCTBa, | production facilities, developing production plans
OTBIPHIN, 3HIIPICTIH HAKThl OOBEKTIICPIHIC | OCYIIECTBISAApa3paboTKy mpousBoacTBeHHbIX | and implementing them;

33 OUTIMIEpIH TYCIHIpE anajibl;

- MApKETHUHITIK 3epTTeyJIEep KYPrizy,HaApbIKThI
CEerMEHTTEeY JKOHE OpHAJIACTHIPY,
SHEPKOCINTIK KOCIMOPBIHHBIH MapKETUHITIK
CTPATETUSIChIH 931pJiey YIIIH CTpaTerusuIbIK
Tanjay >KoHe >Kocnapiiay KypaliJapblH THIMII
KOJIIaHY JaFIbIIapblH TOXKIpUOE >KacalThIiH
0onanabl.

IIJIAHOB U UX pCaINn3alulo,

— OKCIICPUMCHTUPOBATL HABBIKU IMPOBCACHUA
MAapKCTHHTOBBIX I/ICCJ'IGI[OBaHI/If/'I, MMPOBCACHU A
CCIMCHTUPOBAHUA u MO3UITUOHHUPOBAHUA

PBIHKA, 3¢ dexTUBHOrO IIPUMEHEHHUS
MHCTPYMEHTOB CTPAaTErMUECKOro aHaiu3a u
IUTAaHUPOBAHUS JUIs pa3paboTKu
MapKEeTUHTOBOU CTpaTeruu

MMPOMBIINIJICHHOT'O IPCAIIPUATHA

- 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

Ilpepexeusummepi | Ilpepexeusumsr | Prerequisites

WNHHoBalMANbIK 3HIMAEP MEH KbI3METTEp
MapKEeTHHT1

MapkeTHHT WHHOBAaIIMOHHOUM MPOJYKIIUN H
yCcIyr

Marketing of innovative products and services

Kypcmotn Kbickauwa mazmynot | Kpamkoe cooepacanue Kypcal Course summary

OnepkacinTik MapKETUHTKE Kipicrie.
YiipIMIapaarsl CaThIl ay (YHKIUsIAPhI —

BBenenne B TPOMBINUIEHHBIA MapKETHHT.
@yHKIUY 3aKyIIKU B OPTraHU3ALUAX —

Introduction to Industrial Marketing.
Purchasing functions in customer organizations.
New
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TaIChIPBIC Oepyurinep. Catpin any
omepanuslappblHa ~ ocep  eTeTiH  KaHa
TEXHOIOTHANAp. OHEPKICINTIK OpTaza CaThII
amy mpoleci. OHEPKICINTIK  HapBIKTHIH
MapKeTHHITIK  MYMKIHIIKTepiH  Tajjay.
OHepKoCINTIK  HApPBIKTApAbl MapKETUHITIK
3epTTey. OHEPKACINTIK CErMEHTTEy HaphIK.
OHEpKACINTIK MAPKETHHT KelleHi.OHepKICINTIK
03y 3HIMAEp MEH Tayap KO3FaJbICHL.
KocinopbeinHbIH 0ara cascatbl. MapKETHHITIK
KOMMYHUKAIUsap. éHz{ipiCTiK YUABIMIAPIBIH
MapKETHUHITIK OacKapMmachl. ¥ HUBIMIACTHIPY
TYpJepi MapKETUHT O3mimInenepiHig
KYPBUIBIMBI. MapKEeTHHITIK YOcTapJiiay.

3aKa34UKOB. Hogsle TEXHOJIOTUHU
BIIMSIIOIIME HAa 3aKyIlOYHbIE OIEpaLlHM.
IIponecc IMNOKynKM B IPOMBIIIJICHHOU
cpene. Ananus MAapKETHHT OBBIX
BO3MO>KHOCTEH IIPOMBIIIUIEHHOI'O PpBIHKA.
MapkeTHHIroBbIE HCCIIEIOBAHUS
IIPOMBIIIEHHBIX PBIHKOB.
CermeHTHpOBaHHE IIPOMBIIIIIEHHOT'O
PBIHKA. Kommnneke IIPOMBIIIIEHHOT O
MAapKeTHHTa. Pacrnipenenenue
IPOMBIIIEHHBIX IIPOJTYKTOB 51
TOBapoABWKeHUA.  lleHoBas  mosmTHKa
NPEAIPUATHUSA. MapKeTHUHIOBbIE
KOMMYHHKAIUH. MapkeTuHroBoe
YIIPABJICHHE BIIPOM3BOJICTBEHHBIX
OpraHu3aLusIX PaznoBunHOCTH
OpraHU3alHOHHBIX CTPYKTYp
MapKETUHTOBBIXIIOPA3ICIICHUM.

MapKeTHHI0BOE IJIAHUPOBAHUE.

The buying
environment.

the industrial

Marketing
management in

technologies affecting purchasing operations.

process in an industrial
Analysis of the marketing

opportunities of the industrial market.Marketing
research of industrial markets. Segmentation of

market.Industrial  marketing

complex.Distribution of industrial products and
goods movement.Pricingpolicy of the company.

communications. Marketing
production organizations. Types

of organizational structures of marketing
departments. Marketing planning

Bazoaprama sncemexwici | Pykosooumens npozpammel/ Programme manager

VYrebaena XK.A.

‘ VYrebaena XK.A.

To6suioB K.T.
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Onoipicmix meneoxcmenm | Ilpouszeoocmeennviit menedrcmenm/ Production management

Oky maxkcamot | Yueonas yen/Purpose

OHJIpICTIK MEHeKMEHTTIH MOHi, MOHI JKOHe

ePeKIIeTIKTEpl  Typajdbl TEOPUSIIBIK  OUTIMIL
KAJIBIITACTBIPY.  OHEPKACINTIK  KOCIMOPBIH/IBI
Oackapynarsl MEHEKMEHTTIH 3aMaHayH
omicTepiMeH TaHmcy.éH,uipiCTiK YUBIMIIAPIBIH

@opMUpPOBaHHE TEOPETUYECKUX 3HAHUKU O
CYIIHOCTH, 3HAa4€HUHM U  OCOOEHHOCTSX
IPOMBIIUIEHHOTO MapKeTUHra. 3HaKOMBCTBO C
COBPEMEHHBIMH METOJaMH MEHEUKMEHTa B
YIPaBJICHUU IIPOMBIIIICHHBIM OPEANPUATHEM.

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

KbI3METI Typajibl TaljlaMalblKk MaTepuangapiael | PasBuTre HaBblkOB ©  KommeTeHuuii B | in the preparation of analytical materials on the
naveiagayna  Jlarmeiiap  MeH  KY3BIPETTepi | MOJArOTOBKE aHAMMTHYECKMX MaTepuaioB o | activities of production organizations.
JAMBITY. JEeSITEIbHOCTH IPOU3BOICTBEHHBIX
OpraHu3aLui.

Okbimy namuoiceci | Pezynemamut 00yuenusn | Learning outcomes
Kyperbl  corTi asikraranHaH Keiiin Oidim | ITocie  ycmemHoro  3aBepmenusi  kypea After successful completion of the course,
ajymbliap: od0yuarommecsi OyayT: students will be:
- SHEpKACINTIK  MapKeTHHITIH  TEOPHSUIBIK | - ONpe;eNisiTh  TeopeThdyeckwe  Kourenmuu | - understand the theoretical concepts of production

TYKBIPBIMIaMANIapbl aKbIHIAUTEIHOOTA B,

- 3HAIpICTIK >KOcmapyiapibl d3ipieyal JKOHE
oJIapAbl iCKe achIpyIbl XKYy3ere achblpa OTBHIPHIII,
SHIIpiCTIH HAKTBI 00BEKTUICpIHAC 33
OLTiMIIepiH pacTalThIH 00JIaIbI;

- eHOCeKTI YHBIMAACTBIPYBl KETiaipy OoWbIHIIA

ic-lmapanmapael  93ipiiey  JaFabulapblHAa  Me
0oJamml;

- 3HepKocinTiK  SHAIpicTI  Oackapy calachIH/a,
KYMBIC NpOIIECTEPiH YHBIMIACTBIPYIBIH
TEXHOJOTHUSIIBIK Heri3aepi Mocelenepinie
JaFrapuUIapabl  KOJJaHy,  JHIipicTe  eHOeKTi

BIHTAJIAH/BIPY KYpalJapblH MEHIepei.

IIPOMBIIIJIEHHOTO MapKETHHIa;

- IOTABEPkKAATH CBOM 3HAHMS HA KOHKPETHBIX
00bEKTax  MPOU3BOACTBA,  OCYLIECTBISA
pa3paboTKy MNPOU3BOACTBEHHBIX IJIAHOB U
UX peau3almo;

- IOATBEPkKAATh  3HAHUS
MEPOIPHUATHHA IO
OpraHM3alMH TPY/a;

- IPUMEHATh HABBIKU B 00JACTH YIPaBICHUS
MIPOMBIIIJIEHHBIM IIPOU3BOJCTBOM, B
BOIIPOCax TEXHOJIOTMYECKHUX OCHOB
opraHmsanuu pabo4yMX HPOLECCOB, BIAJIETh
MHCTPYMEHTAMH  MOTUBaUUM  TpyAa B
IIPOM3BOJICTBE.

B  pa3paboTke
COBEPILIEHCTBOBAHHIO

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.

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

I/IHHOBaLII/ISIJ'H)IK MCHCIKMCHT

HHOBAanMOHHBIM MEHEHKMEHT ’

Innovation management

Kypcmuin Kpickaua mazmynot | Kpamkoe cooeparcanue Kypca/ Course summary
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KoacinopbiH 3HIipicTiK Ky#e )xoHe SHAIPICTIK [Ipeanpusitue Kak npou3BoACTBEeHHast | An enterprise as a production system and an object
MeHemkMeHT 00BekTici peringe. Oumipictik | Cuctema u  o6wekt  npomsimensoro | Of  production  management. The resource
KYHEHIH PECYPCTHIK Kypambl KOHE | MapKETHHIA. PecypcHbrit cocraB | composition of the production system and the
KOCIMOPBIHHBIH TEXHUKAIBIK-SHAIPICTIK 0a3achl. | MPOU3BOICTBEHHON CHCTEMbI M TEXHUKO- technical and production base of the enterprise.
Oupipicti  6ackapy  Kyifeci. Oupipicti | mpousBoacTBeHHas  6a3a  mpeampusaTus. | Production  management  system.  Production
)Kocrapiay. OHIM, OHBl Kypy »XoHe 3umipicti | Cucrema yIpaBJICHUS npousBoacTBoM. | planning.  The product, its creation and
TEXHOJIOTUSTBIK naibIHaay Ounipicrix | [Tnanuposanue npoussoxacTsa. Ilpoaykr, ero | technological preparation of production.
nporecTep/i YHBIMIACTBIPY Heri3zmepi. | co3maHMe W TexXHoJormdeckas moaroroBka | Fundamentals of the organization of production
OnpipicTi kemen 6ackapy. OHIMAI 3TKi3yai | IpOM3BOJCTBA. OCHOBBI opranusaiuu | processes. Operational management of production.
backapy.  Omugipicke  K3miktik  Kkei3Mmer | I[IpousBoacTBeHHBIX mporeccos.OnepatusHoe | Product sales management. The management of the
Kk3pceryi 6ackapy. ylpaBjieHHe MPOM3BOJCTBOM. Yrmpasienue | transport service production.

COBITOM POy KITUH. Vpasienue

TPaHCTIOPTHBIM 00CITyKUBaHHEM

IPOM3BOJICTBA.

Bazoapnama scemexwici | Pykosooumenv npozpammsl/ Programme manager

VYrebaena XK.A.

‘ Vrebaera JK.A.

‘ To6suioB K.T.
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Jdozucmuxa /Tozucmuxa | Logistics

Oky maxkcamot | Yueonas yeav/Purpose

JloruCTUKaHBIH MOHI, OHBIH TYKBIPBIMIIAMACHI
MEH TIPUHITUITEP] Typajbl TCOPHSUIBIK OUTIM MEH
MPAaKTUKAIBIK  JaFdplIaplbl  KaIBIITACTBIPY,
MaTEepUANIAbIK  arbIHAApPAbIH, JOTUCTUKAJIBIK

orepauusiap MEH KyHenepin
epeKIIeNiKTepiMeH TaHBICY, MaMaHABIK
OOHBIHIIIA Kociou KBI3MET KyHeciHae

JIOTUCTUKAIBIK CasiCATThl YKOHE THICTI CEPBUCTI
o3ipyiey OOHBIHINIA KY3BIPETTEpAl aiy YVIIiH
OapibIK JIOTUCTHUKAJIBIK IIpOIIeCTi
YHBIMIACTBIpYIa JaFAbUIAPIbI JAMBITY

@OopMHUpPOBAHUE TEOPETUUECKUX 3HAHUN U
MPAKTUYECKUX  HABBIKOB O  CYIIHOCTH
JOTUCTUKHU, €€ KOHLENUUU M IpHUHIUIAX,
3HAKOMCTBO C OCO6CHHOCT;IMI/IMaTepI/IaJIBHLIX
IIOTOKOB, JIOFI/ICTI/I“ICCKI/IXOHepaLII/Iﬁ n CHCTEM,
Pa3BUTUC HABBIKOB B OpraHu3alvu BCECTrO
JIOTUCTUYECKOTO TIpouecca sl HOJIYyYEHHs
KOMIIETCHIIMI M0 pa3paboTKe JOTUCTUYEKOU
MOJUTUKKA M HAJJIeXallero cepBuca B
cucreMe NpophecCUOHANBbHON IesTeIbHOCTH
[0 CHEUHUAIBHOCTHU

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

Oxpimy

nomuceci | Pesyromamot 06yuenusn [ Learning outcomes

Kypcersl ¢oTTi asiKTaraHHaH KeHiH Olxim
ajlymbLIap

- JIOTUCTUKAHBIH MOHIH, OHBIHTYKbIPbIMAaMachl
MEH NPUHIMNTEPIH CUIATTalThIH O0maisl,

- JIOTUCTUKAHbl ~ MalJaNaHyAblH SKOHOMMKAJIBIK
ocepiH Oaranaii ananpl;

- MaTepHabIK  aFbIHAAp JKYPETIH  OHTANIbI
KOJIIap/Ibl aHBIKTAY JaFAbUIAPbIH OLIipeni;

- 3TKi3yiH 6ackIM apHaJIapbIH aHBIKTal ajajbl;
- TUICTI CEpBUCTI TYpaKThl Oackapy >kyHeciHne
TapaTy casiCaThIH 931pJeHTIH 00JIaIbl.

ITocne ycmemiHoro 3aBeplleHHsl Kypca
o0yuawmuecs OyayT:

-ONHMCHIBATh  CYUIHOCTh  JIOTHCTHKH, €€
KOHIICTIIINIO U TTPUHIIUIIBI;

-OlICHUBAaTh  DKOHOMHYECKHH 3(PeKT oT
UCTIOJIb30BaHUs JIOTUCTUKY;

-BbIPAXKATb HaBBbIKHN OIpeacjICHUA
OIITUMAJIBHBIX HyTCfI, 0 KOTOPBIM JOJIXKHBI
MONTH MaTCPUAJTIBHBIC ITOTOKMU,

-OIpeAeATh NPUOPUTETHBIE KaHAJIbl COBITA;
-pa3pabaTbIBaTh pacrpenenuTenbHyo
MOJIUTUKY B CUCTEME PEryJIIPHOTO YIpPaBICHUS
HaJJIeXKAaIlUM CEPBUCOM.

After successful completion of the ourse,
students will be:

- describe the essence of logistics, its conceptand
principles;

- evaluate the economic effect of the use of
logistics

-express the skills of determining the optimalways
in which material flows should go;

-identify priority sales channels;

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

Kypcmuin Kbickawa mazmynot | Kpamkoe cooepacanue Kypcal Course summary
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JlorucTukaHbIH MOHI. Marepuanabik
arpIHAap. JIOrMCTUKAJIBIK OMNepalusiiap *KoHe
Kyuenep. Cartbinn aiy JIOTUCTHUKACHI.

OHJIIPICTIK JIOTUCTUKA. TapaTy JIOTHCTHUKACHI.
K3nik noructukacel. AKHapaTThIK JIOTUCTHKA.
Jloructukanarel Kopiyap. Koiimanay, xyk
perrey, Oyy. JIOTHCTHKAIBIK OKIMIILTIK.
XKahannpik norucTukaiblK Kyienep.

CymHOCT  JIOTUCTHKHU. Marepuasibabie
MoToKW. JlormcTuveckue omnepanuu U
CUCTCEMBEI. 3aKy1_IO‘-IHaSI JJOTUCTHKA.
[TpousBoicTBEeHHAS JIOTHCTHKA.
PaCHpeI[eJH/ITCJIBHaSI JIOTUCTHUKA.
TpancnoptHas JIOTHCTHUKA.
Wudopmanmonnasl JOTHCTUKA. 3amachl B
JIOTUCTHKE. CkiagupoBaHue,
rpy3onepepadoTka u yITaKOBKa.
Jloructuueckoe aIMUHUCTPUPOBAHHUE.

I'moGanbpHBIC JIOTUCTHYSCKHUE CHCTEMBEL.

The essence of logistics. Material flows.
Logistics operations and systems. Procurement
logistics.  Production logistics.  Distribution
logistics.  Transport logistics.  Information

logistics. Inventory in logistics. Warehousing,
cargo handling and packaging. Logistics
administration. Global logistics systems.

Bazoaprama sncemexwici | Pykosooumens npozpammer/ Programme manager

VrebaeBa JK.A.

‘ JocmakoBa A.E.

To6su1oB K. T.
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Cmpamezusanvlk menedxcmenmmin Hezizoepi | Ocnosvl cmpamezuueckozo menedxncmenma | Fundamentals of strategic management

Oky maxkcamot | Yueonas yenv/Purpose

OlmiM  amymeiapia YWBIMIBL  CTPATETHSUIIBIK
Oackapy cajachlHJa TEOPHSUIBIK OLIiM MeEH
MPAKTUKAJIBIK JaFAbUIapbl KaJbIITACTHIPY

dopmMHpOBaHUE y o0ydJaromuxcs
TEOPETUYCCKUX 3HAHWUW M TPAKTUYCCKHUX
HaBBIKOB B 00JIACTH CTPATETHYECKOTO
yIpaBJICHUS] OpraHU3alnei

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

Oxbimy

nomuceci | Pesynomameot o6yuenusn [ Learning

outcomes

Kypcrbl ¢oTTi asiKraFraHHaH KeliH Olrim
ajlymbLIap:

- CTpaTerHsuIbIK MEHEDKMEHTTIH oiCHAaMAaJIbIK
HETi3/Iepi MEH KaTeropHusUIapbIH OaiiIaHbICTHIPY,

- YUBIMHBIH 1IIKI >KaFmaiibl MeH OJCeKeIecTiK
JKargaleIH Oarajaiipel;

- OackapylmbUIBIK IIeHnMiep KaObuigay YINiH
CaHIBIK JKOHE camalblK Taljay  IKyprisy
JaFIbIIAPhIH K3pCeTei;

- YIBIM KYMBIC ICTEHTIH CaJlaHBIH Kal-Kyhdi MeH
JaMy JOUHAMUKAChIH  Oaranaiiibl,  OJapjbIH
33apa  OaillaHBICBIHIA  CTPATETHSUIBIK  JKOHE
KeJIeNl MaKcaTTap bl aHBIKTAN Ibl; YHBIMHBIHKYIITI
KOHE  QJICI3  JKaKTaphlH, CBIPTKBI  OpTaJaH
TYBIHJIAUTBIH MYMKIHJIKTEp MEH KayinTepni
AHBIKTAN aajpl.

IMocne ycmemrHoro 3aBeplleHHsI Kypca
o0yuawmuecs OyayT:

CBSI3BIBATH  METOJOJIOTHUECKHUE OCHOBBI U
KaTerOpuu CTPATETHUECKOTO MEHEIKMEHTa;
OLCHUBAThH BHYTPCHHCC COCTOsSIHHUEC n
KOHKYPEHTHOE  TOJIO)KCHHE  OpraHu3alluy;
IIOKa3bIBAaTh HABBIKH IMPpOBEACHUA

KOJIMYECTBEHHOIO0 M KAa4eCTBEHHOIO AaHalu3a
JUISl IPUHATHUS. YIPABIECHYECKUX PELICHUI;

—OILICHUBATh COCTOSIHUE U JUHAMMKY Pa3BUTHSA
OTpaciu, B KOTOPOH JeHCTBYeT opraHU3alus;
ONpeesATh CTPATErMuecKUe M OIlepaTHBHbIE
LEJNH B UX B3aMMOCBSI3H; BBISBIISATH CUJIbHBIE U
cialble CTOPOHBI OpraHU3alMM, BO3MOXKHOCTH

W YTPO3BI,
HCXOJIAIIME OT BHEIIHEH Cpebl

After successful
students will be:
- understand the methodological foundations and
categories of strategic management;

-be able to assess the internal

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,

state and

Ipepexeusummepi | Ilpepexeuzumer | Prerequisites

backapymbuiblk menrimMaepai a3ipiey

‘ Pa3paboTka yrpaBiieHYECKUX PELICHH

|

Development of managerial decisions

Kypcmuiy kvickawa masmynst | Kpamkoe cooepicanue Kypca/ Course summary

Crparerusiiblk  MEHEIKMEHTTIH  MOHI  MEH
Ma3MyHBbI. ¥ UbIMHBIH MHCCHUSICHI MEH
MakcarTapbIHbIH pami. busnec-0ipiik

CTpPaTerusiICHIHBIH €peKILEeTIKTEPI.
KopropaTusTik cTpaterusi: Gu3Hec TypiepiHiH
nakeTiH Oackapy. ¥WBIMHBIH CBHIPTKBI OPTACBHIH
Tannay xoHe Oaranay. KoMnaHUSHBIH 1K1

CymHocTh M COJACpPKAHUE CTPATErHYECKOTO
MeHeKMeHTa. Ponbp MuccHm W menel
opranuzanuu. OcoOEHHOCTH  CTpaTeruu
Ou3HeC-eTMHUIIBI. Kopnoparushnas
CTpaTervsi: yIpaBJICHUE TIAKETOM BHUJIOB
Ou3Heca. AHAM3 W OLICHKAa BHEITHEH Cpebl

opraHusanuy. AHajau3 U OLEHKA BHYTPEHHEU

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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OpTachlH Taligay *oHe Oaranay. KoMmanusiHbIH

OocekenecTik  cTpaTeruschl.  KopropaTuBTiK
opTapanTaHIbIpy CTpaTeTusIaphl.
OpTapanTaH/IbIpblUIFaH KOMITaHUSTap bl
Crparerusiiplk  Tangay. CrpaTerusHbl d3ipiey
*KoHe icke acwlpy. llepconamasl  Oackapy
crpaterusicel.  CTpaTerusuiblk  33repicrepai
Oackapy.  ¥YWBIMHBIH  CTpPATEeTHACHIH  ICKe

aceIpylarbl MoAcHHMETTIH pami. Kazakcranmarsl
CTPATEeTUSIIBIK MEHEDKMEHTTIH EPEKIICIIIKTEPI.
JKahanneix WHTErpalns JKar JalubIHIarbl
MeMIIeKeTTepAiH J{aMy cTpaTeruschi.

cpenbl KomnaHud. KOHKypeHTHBIE CTpaTeruu
KOMITaHHH. KoprnopatuBuble  cTpareruu
muBepcudukarmu. CTpaTerHuecKuil  aHain3
auBepcubHUIn- POBaHHBIX KOMITAaHHH.
Pa3paborka W  peanmm3anyu  CTPATETHH.
Crpaterus yIpaBJICHUS HIePCOHAJIOM.
VYnpaBieHue CTpaTerHueCKUMH H3MEHEHUSMH.
Pons  KydapTypsl B peanu3aluy CTpPaTeruu
opranusanuu. OcoOEHHOCTH CTPATErnYECKOro
menemkMenTa B Kasaxcrane. Crparerus
Pa3sBUTHA TOoCyAapCTB B YCIIOBUAX
r1100aIbHON MHTETPAIIH.

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 scemexwici | Pykosooumenv npozpammsl/ Programme manager

Vrebaena K. A.

Vrebaena JK.A.

Vrebaena XK. A.
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