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Conep:xanne

Crp.
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BKJIIOYasl EpeYeHb HE0OX0IUMOTO MPOTPAMMHOTO 00eCTIeUeHUs 1
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1. HaumeHoBaHue TUCITUATIIIMHBI
«MHOCTpaHHBIH S3BIK B TPO(PECCHOHATILHOM chepe

2. IlepevyeHb MJIAHUPYEMBIX Pe3YJbTATOB OCBOEHHSI 00pa30BaTEeIbLHOM
NnporpaMmabl (mepevYeHb KOMIETEHIM) ¢ YKa3aHUeM HHIUKATOPOB MX
HOCTHKEHUS U IIAHNUPYEMbIX Pe3yJIbTATOB 00y4YeHHs TUCIHUILINHE

Kox | HaumenoBanue | MHaukaTopsl Pe3yabTaThl 00ydyeHusi (yMeHHMsI M 3HAHHSA),

KOMII | KOMIICTCHIIUH | JOCTHKCHHUS COOTHECEHHbIE C

eTeH KOMIIeTeHIIUH KOMIIeTeHIIUSIMU/MHANKATOPAMH

1010 JOCTH/KEHHS] KOMIIETCHIIUH

YK-3 | CnocoGHOCTB 1. Ucnons3yer 3HaTh:
IIPUMEHATH VMHOCTPAHHBIN S3bIK B | - TCOPETUUECKHAE OCHOBBI OPraHU3alun
3HaHUA MEXIJINYHOCTHOM KOMMYHHMKAIUH (IICUXOJIOTMYECKUN U
MHOCTPaHHOI'O o01IeHn” JIMHTBUCTUYECKHUH aCIeKT);
A3bIKA Ha npodeccuoHaIbHON - CTPYKTYpPY CTaHJIapTHBIX
YPOBHE, JEATEIIbHOCTH, KOMMYHMKAaTUBHBIX 3aa4;
JIOCTAaTOYHOM BBIOMpast - crocoOBI CII0BOOOPA30BAHUS;
JUIS COOTBETCTBYIOIIAE - OCHOBHBIE TPAMMAaTHUYECKUE SIBJICHUS U
MEXJINYHOCT- BepOaIbHBIEC U KOHCTPYKLIMH, YaCTU PE€YH, IPAMMATUYECKUE
HOro oOIIeHus, | HeBepOaJbHbIE KaTe€ropuu, CTPYKTYPY IPEIUIOKECHHUS.
y4ueOHOM U cpencTBa Ymers:
npodeccuo- KOMMYHHKAaIIUH. - aHAJIM3UPOBATh U IIPUMEHSATh Ha MPAKTHUKE
HaJIbHOI 3HAHUS TICUXOJIOTUU OOIEHMSI, aJIeKBATHOTO
JESATEIIbHOCTH JIMHTBUCTUYECKOI0 0(hopMiIeHHs: COOOIIeHNI

B CI/ITyaIII/IﬂX peIHeHI/ISI CTaHIIapTHI)IX
KOMMYHHUKATHBHBIX 33/1a4;

- BI)ICTpaI/IBaTI) [II/IaJIOFI/I‘ICCKYIO u
MOHOJIOTUYECKYIO HHOSI3bIYHYIO PEUb C
HCIIOJIL30BaHMEM Hauboliee
YIOTPEOUTEIBHBIX JIEKCUKO-TPaMMaTHYECKUX
CpCILCTB B THUITOBBIX KOMMyHI/IKaTI/IBHI)IX
CUTYaIIUsIX.

2. Peanmsyer Ha
MHOCTPAHHOM SI3bIKE
KOMMYHHUKaTHBHEIE
HaMEpeHHUs YCTHO U
MUCHMEHHO,
UCTIONB3Ys
COBpPEMEHHBIC
UH(POPMALIMOHHO-
KOMMYHHKAIIHOHHBIE
TEXHOJIOTUH.

3HATh:

- (pyHKUIHMY ¥ BUBI, COITUANBHO-
TICUXOJIOTHYECKYIO CTPYKTYPY OOIICHUS;
MoenH 3(PPEKTUBHOTO TUYHOTO U JIEJIOBOTO
(mpodeccroHaabHOTO) OOIICHUS B
MMMCbMEHHOU U yCcTHOU hopme;

- CTIOCOOBI TTOCTPOEHHUS BOIIPOCOB M OTBETOB;
- IpUEMBbI PabOTHI C TEKCTOM (YUTATh,
aHATM3UPOBATh, CIYIIATh TEKCT C pa3HOM
TIyOMHOM MTOHUMAHMS ).

Ymers:

- aHaJIM3UPOBAThH COLIMATIBLHO-
MICUXOJIOTHYeCKHEe (DEHOMEHBI JINYHOTO U
poeCCUOHAIBHOTO OOIICHMS, IPUMEHSITh
3HAHUS OCYIICCTBICHUS KOMMYHUKAIIHH TIPU
MIPOBEJICHUH JIETIOBBIX IIEPETOBOPOB Ha
WHOCTPAHHOM SI3BIKE;




- IEMOHCTPHUPOBATH aJICKBAaTHOE PEYEBOE
MOBE/ICHUE, YIUTHIBasA 2 (HEeKTUBHbBIC
CTpaTEruu U TAKTUKHU BEJICHUS JAEIOBBIX
[IEPErOBOPOB HA MHOCTPAHHOM SI3BIKE C
MPEIBAPUTEIIBHON MOATOTOBKOMN 1
CIIOHTaHHO;

- KPUTHYECKH OIIEHUBATh WH(OpMAITHIO,
JIeNaTh 3aKII0UEHUS; BECTH Oecey Ha TeMBI,
OJIN3KHE K M3YYCHHBIM TEMaM.

3. Ucnonw3yet
MIPUEMBI ITyOTMIHON
peuu H Je0BOTo U
po¢eCCHOHATTEHOTO
JUCKypca Ha
WHOCTPAHHOM SI3BIKE.

3HaTh.
- OCHOBBI B3aMMOJICHCTBHSI MEXKTy WICHAMHU
KOJIJICKTUBA B KOMaH]IE;

- pUeMBI YOeXKICHUS, apTyMEHTAIUH,
BBIPKEHUS TOYKHU 3PEHHSI HA MHOCTPAHHOM
SI3BIKE;

- OCHOBBI PUTOPUKH ITyOJTUIHON pedH.

YMmerTn.

- BBIPA3UTh MO3UIIUIO KOJUIEKTHBA U
COOCTBEHHYIO TIO3UIMIO HA HHOCTPAHHOM
SI3BIKE,

- CHCTeMaTH3UPOBaTh U 0O0OOIIUTD MTO3HUITHIO
KOMAaH/IbI;

- aHAJIM3UPOBATh U CHHTE3UPOBATh MaTepHall,
BBICTYIIATh MMYOJIMYHO C IPE3CHTAUSIMHA U
JTOKJIaJaMU;

- BBIOpaTh HanboJsiee ONTUMAJIBHOE PEILICHUE
W3 MPEUIOKEHHBIX BAPUAHTOB U
apryMEeHTHPOBATh MPABIWILHOCTH BHIOOpA.

4.]leMOoHCTpHUpPYET
BJIaJICHUS] OCHOBAMH
aKaJIeMAYECKOU
KOMMYHHKAIIAH U
PEUYECBOTO ITHKETA
M3y4aemMoro

HHOCTPAHHOI'O A3bIKA.

3HATB:

- ISKCUKO-TPaMMaTHIECKHE U
CTHJIMCTUYECKHUE PECYPChl HHOCTPAHHOTO
SI3BIKQ,

- aKaJICMHYECKYIO JICKCHKY ¥ OCHOBBI
HaIMCcaHus cTaTel, pedeparos, 0030poB
JUTEPaTypHI,

- MPaBWJIA PEUYCBOTO ITHKETA.

YmMmers:

- aHAJIM3UPOBATH U CO3/1aBaTh YCTHHIC U
MMUCHbMEHHBIC TCKCThI HA HHOCTPAHHOM SI3bIKE
C ormopoii Ha chepbl OOIIECHUS, PEIIaeMYO
KOMMYHUKATHBHYIO 33/1a4Y;

- IPEIOCTABIISITH KOHCTPYKTHBHYIO U
O0OBEKTUBHYIO OOPATHYIO CBSI3b C YUETOM
PETUCTPOB OOIIEHUS.

5. I'pamoTtHO 1
3¢ PeKTUBHO
HOJTb3YeTCs
VHOS3BIYHBIMU
MCTOYHUKAMU
UH(pOpMaLIUY.

3HaTh!

- OCHOBHBIE IIPaBUJIa CUHTE3a U aHAJIKN3a
nH(popMaIuu, IpaBuiIa UCTIOIb30BAHMS
Pa3IMYHBIX TEXHUUYECKUX CPEJCTB C LENbIO
W3BJICUCHUS] HTH(POPMAIINH,

- TUTIBI UICTOYHUKOB WH(OPMALIUU U
CTHJIMCTUYECKHE OCOOCHHOCTH TEKCTOB.
YMeEThb:




- U3BJIEKaTh HH()OPMALIHMIO U3 PA3TUUYHbIX
MHOSI3bIYHBIX MCTOYHUKOB (AyTEHTUYHBIX U
aJIalITUPOBAHHBIX).

6. ITpogyuupyer Ha
MHOCTPaHHOM $I3bIKE
IIMCbMEHHBIE PEUEBBIE
MIPOU3BE/ICHNUS B
COOTBETCTBHH C
KOMMYHUKATUBHOM
3aja4deil.

3HaTh.

- TEOPETUYECKHUE OCHOBBI OPTaHU3AIIU U
OCYIIIECTBICHUS KOMMYHUKAIIUU;

- CTPYKTYpPY U OCOOEHHOCTH HaIMCaHUs dCCe,
JICJIOBBIX TTUCEM, OTYETOB, MTPE3ECHTAIIMOHHBIX
MaTepuaoB Ha OCHOBE MTPOBEICHHOTO
IMOVCKA/UCCIIEOBAHUA.

VMeTh:

- KPUTUYECKU OLIEHUBATh MHPOPMAIHIO,
JIeJIaTh 3aKJIFOYCHMS,;

- POU3BOIUTH MICHhMEHHBIE/yCTHBIE PEUYEBHIC
BBICKA3bIBAHUSI HA HHOCTPAHHOM SI3BIKE.

Bnanenue
OCHOBHBIMU
HAyYHBIMH
MOHSTUAMHU U
KaTeropusiMu
HSKOHOMHUKH U
yIpaBIECHYECKO
1 HayKU U
CITIOCOOHOCTH K
UX MPUMEHEHUIO
MIPH PEIICHUU
npodeccruoHalb
HBIX 3a/1a4

IIKH

1./lemoHCcTpUpYET
3HAHUS
TEPMHUHOJIOTHH,
HaIpaBJIeHUH, IIKOJI,
COBPEMEHHBIX
TEHIECHIIUN
MEHEKMEHTA U
MTO3UIIUHA POCCUICKOMN

3HaTh:

- IpoeCcCUOHAIbHYIO TEPMUHOJIOTHIO Ha
MHOCTPAaHHOM SI3bIKE,

- aKTyaJlbHbIE HAIPABICHUS HAYYHbIX
UCCIIeIOBaHMH B chepe MECHEIKMEHTA.
Ymers:

- IPUMEHSATH IPOPECCUOHATBHYIO
TEPMHUHOJIOTHIO B X0€ MpodeccruoHalbHON

ynpaBJIeH‘-IeCKOﬁ KOMMYHHKAIIMU HAa UHOCTPAHHOM S3BIKC,

MBICITH. - 0XapaKTepH30BaTh OT/ICIbHbBIC HATIPABJICHUS
HAy4YHBIX UCCIICJIOBaHMI B chepe
MEHE[KMEHTA.

2. Peanmuzyet 3HaTh:

CIIOCOOHOCTh
aJanTupoBaTh U
000011aTh
pe3yIIbTaThI
COBPEMEHHBIX
HAay4YHBIX
HUCCIIeIOBAaHUM I
OCYIIECTBIICHUS
Hay4YHO-
HCCIICI0OBaTEIbCKOM
paloThI B
OakajaBpuaTe

- AKTyaJIbHbIE HAIIPaBJIECHUS UCCIIEIOBAHUI B
00J1aCTH MEHEHKMEHTA, MPEINOCHUTKHA U
MOCJIE/ICTBHS MX peaTN3alUu.

YmMmern:

- BBISIBJISITH B3aUMOCBSI3H SIBJICHUI B XOJI€
YIIPABICHUYECKOW JE€ATEIIbHOCTH;

- KPUTHUYECKHU OLICHUBATh IPUYHHHO-
CJIEICTBEHHBIC OTHOIIICHUSI B OOIIIEHUU C
MMOAYUHEHHBIMU.

3. MecTO AUCHUIIMHBI B CTPYKTYpe 00pa3oBaTeibHOW MPOrpaMMbl
HuctuminHa «MHOCTpaHHBINA SI3bIK B MPO(ECCHOHANBHON cepe» OTHOCUTCS K
OJIOKY JUCUMIUIMH 0053aTeNbHON YacTu o0menpodeccuoHaIbHOr0 IMUKJIA IO
HarmpasieHuto moarotoBku 38.03.02 Menemxment OIl «Jloructukay, npoduis
«Jloructukay, OIl «Mapketunr», npodpminb «Mapketunr», OIl «DunHaHCOBBIN

meHekMeHT», OIl  «YmnpaBnenue OuszHecom», MTPOPUITH:

«MeHeKMEHT U

yhpasiieHre Ou3HecoMm», « MEHEIKMEHT B CIIOPTE», « Y IPABIEHUE MTPOTyKTOM




4. O0beM IMCHUNJIMHBI(MOAYJIS]) B 32a4eTHBHIX ¢IUHUIIAX M AKAJeMHUYeCKHX
yacax ¢ BblIeJIeHMeM o00beMa ayJAuTOPHOM (JIEKIUW, CEMHHAPbI) M
CaAMOCTOSITEILHOM PadoThI 00yYAKOIIUXCS

Tabmwura 1

o4Has ¢opma 00ydeHusi, Bce NPOPUIN

Bun yueOHo# padoThl MO JUCHHUIINHE Bcero Cemectp 5 Cemectp 6
(B 3/e 1 yacax) (B yacax) (B yacax)

OO0u1asi TPYA0€MKOCTb IMCUMILIHHBI 53.e./180u. 76 104

Konmaxmmnas paooma - Ayoumopnwie 136 68 68

3anaAmuUsA

Jlexknun - - -

Cemunapul, npakmuyeckue 3aHsmusl 136 68 68

Camocmoamenvnas paboma 44 8 36

Bupn tekymero KoHTpostst Kontponbnas Kontponbnas | KonTponapHas
pabota pabota pabota

Bun npomexyTouHOW aTTecTaiuu 3ayeT, SK3aMeH 3auer DK3aMeH

npopuin «MapkeTuHr», «Jlorucruka »

Buj yueOHoi#i paGoThl M0 AUCHUILINHE Bcero Cemectp 5 Cemectp 6
(B 3/e m yacax) (B yacax) (B yacax)

OO0uasi TPY10€eMKOCTb M CUUILIHHBI 53.e./180u. 106 74

Konmaxmmnuas paboma - Ayoumopmsie 102 68 34

3anamusn

Jlekuun

Cemunapul, npaxmuyeckue 3aHsamus 102 68 34

Camocmoamenvnasn paboma 78 38 40

Bun tekymero KOHTposIs Konrposbnas Konrtponsna | KonrponbHas
pabora s paboTa pabora

Bun npomexxyTouHoi aTTectauuu 3auer, d9K3aMeH 3auer DK3aMeH

o4HO-3a04Hasi popma, OII «YnpaBienune
OusHecoM», Npopuib «MeHeIKMEeHT U
ynpasJieHHe OU3HeCOM»

Bua yuyeOHo# padoThI 110 JUCUMILIHHE Bcero Cemectp 5 Cemectp 6
(B 3/e M yacax) (B yacax) (B yacax)

O0mas TpyA0eMKOCTb THCIUILIHHBI 53.e./180u4. 72 108

Konmaxmmnuas paboma - Ayoumopnsie 48 16 32

3aHAmMUA

Jlexkuun

Cemunapul, npakmuyeckue 3aHAmusl 48 16 32

Camocmosamenvnas paboma 132 56 76

Bun texyiero KOHTposIst KonTponbHas Kontponsaa | KonTposbHas
pabora s paboTa paborta

Bun npomexxyTouHOM aTTectanuu 3auer, d9K3aMeH 3auer DK3aMeH

o4HO-3a04Hast popma MOO, OII

«MapkeTnHr», npopuiab «Mapkerunr», OII
«DUHAHCOBBII MeHeIKMEHT»

Bua yuyeOHo# padoThl 110 JTUCHMILIHHE

Bcero

\ Cemectp S

\ Cemectp 6




(B 3/e 1 yacax) (B yacax) (B yacax)
O0u1asi TPYA0€MKOCTb IMCUMILIHHBI 53.e./180u. 72 108
Konmaxmmnas paboma - Ayoumopnwie 32 16 16
3aHAmuUA
Jlexnuun
Cemunapul, npakmuyeckue 3aHsmusl 32 16 16
Camocmoamenvnas paboma 148 56 92
Bupn tekymero KoHTpostst Kontponbnas Konrtponbna | KontponsHas
pabota s paboTa pabota
Bun npomexyTouHON aTTecTaiuu 3ayeT, HK3aMeH 3auer DK3aMEeH

5. Coaepxxanue JUCUMILUIUHBI, CTPYKTYPHMPOBaHHOE 10 TeMaM (pa3jeiam)
ATUCHUIUVIMHBI ¢ YKa3aHMeM HX 00beMOB (B aKkaJeMHYeCKHX 4Yacax) H
BU/I0B Y4eOHBIX 3aHATHI

5.1. Conep:kanue TMCUUNIMHBI

5.1.1. OIl «@unaHcoBblii MeHeq:KMEeHT», OIl «YnpaBjieHue 6U3HeCOM»
Ipodunu «MeHeI:KMEHT U ypaBJieHHe OM3HECOM», « Y IPaBJIeHUE
MPOAYKTOM

Tembl

=

DyHKIMHA MEHEPKMEHTA U OPraHU3allMOHHAsI CTPYKTYpPa KOMITAHUU

MoTtuBanust COTpyJHUKOB

Teopun maepcTBa ¥ ynpaBiIeHUs

YPOBHI/I IJIAaHUPOBAHUA B MCHC/[PKMCHTC

OﬂepaHI/IOHHaH ACATCIIbHOCTD B CUCTCMC YIIPABJICHUA OpFaHHSaHHeﬁ

YpasieHue puckamu

Crparernyeckuii MEHEeIKMEHT U aHTUKPU3UCHOE YIIPaBJICHUE

OCHOBBI KOPIIOPATHUBHOI'O YIIPABJIEHUS

©|o|~|o v |

. Bunpl yuera B opranuzanusax

10 YnpaBieHuecKuil yuer

11.Byxranrepckuii (prMHAHCOBBIH) yueT

12. ®uHaHCOBasi OTYETHOCTH B CUCTEME YNPABIICHUS OpraHu3aImei

13. MudopmarimoHHO-aHATUTHYECKasi COCTABIISIONIAs (PMHAHCOBON OTYETHOCTH

14. Ananu3 (UHAHCOBBIX MOKA3aTeNIed B yIPaBIECHYECKUX MPOIECccax

9KOHOMHUYCCKHX CY6’[>GKTOB

15.0OcHOBBI HAJIOTOBOT'O yYeTa

5.1.2. OIl «YnpasJienune ousnecom» Ilpodpuiab «MeHeaKMEHT B ciopTe»

TeMbl

1.

(DYHKI_[I/II/I CIIOPTHUBHOI'O MCHCIPKMCHTA

2.

Crparernueckuii MEHEKMEHT B CIIOPTE

3.

YIpaBlIeHUECKU YUYET B CIOPTUBHBIX OpraHU3alusaxX

4

byxrantepckuii (GMHAHCOBBIN) YYET B CHOPTUBHBIX OPTaHU3AIUAX

5.

OpraHu3aiioHHasi CTPYKTypa CIIOPTUBHBIX OpraHU3aIlHil

6.

MoTuBanus B Criopte

7.

YPOBHI/I IJIAaHUPOBAHNWA B CIIOPTHBHOM MCHC/I?KMCHTC




8. OneparmoHHas IeITeIbHOCTh B CHCTEME YIIPABICHUS CIIOPTUBHBIX
opraHu3aIuen

9. VnpaBneHnue puckaMu B CIOPTUBHBIX OPTaHU3AIMSIX

10. Teopuu nuaepcTBa U ynpaBICHHS

11. OcHOBBI KOPHOPATUBHOTO YIIPABJICHHUS

12. duHaHCcOBast OTYETHOCTh B CUCTEME YITPaBJICHUS OpraHu3anuen

13. OCHOBBI HAJIOTOBOTO Y4Y€Ta B CIOPTUBHBIX OPTaHU3AIUIX

5.1.3. Ol «Mapxkerunry, Ipoduiab «MapkeTHHD»

Tembl

. Ponws mapkeTunra B OusHece.

. JKu3HeHHbIN UK TOBapa.

. ACCOpTI/IMeHT M ICHOBAsA IMOJIMTHUKA.

. MapKkeTUHIOBBI IUIAH: ayJUT U LIEJH.

. MapKeTHHFOBBIﬁ IIaH: CTPAaTCTUs U TAKTHUKA.

. O011enue ¢ KJIMEHTaAMU.

. UccnienoBanue poiHKA.

XA NN BN~

. PazButre HOBOTO POyKTa U OPEHIUHT.

9. BHenpeHue HOBOrO MPOAYKTA HA PIHOK U €ro MPOJBHKEHUE.

10. Pexnama.

11. MapkeTHHIrOBbIE MEPOITPUATHUS

12. KoHKypeHTHBIE CTpaTeruu

13. MapkeTuHr B KprU3uc

14. MapkeTHHrOBblE KOMMYHHUKALIUN

5.1.4. OIl «Jloructukay, Ipopuas «Jloructuka

Tembl

. [Ipodeccuu B chepe TOTUCTUKH.

. JlJoructuueckue ycimyru.

. llemoyky mocTaBoK.

. Ucnionb30BaHue 1IETIOYKH OCTABOK JIJIsl yBEJIMUYEHUS 00BheMa MPpoaaK.

. TpchnopTHaﬁ JJOTUCTHUKA

. praBJICHI/IC 3arracaMu

1
2
3
4
5. Mupogast cucteMa CHaOKeHHs
6
7
8

. XpaHEHHUE U CKJIaJIbl

9. NoxymeHnTanusi U GMHAHCHI B JIOTUCTHKE

10. Jloructuka u cucrema cHabxeHus. OO1iee U pazinuue.

11. CrpaxoBaHue

12. 3akynoyHas JIOTUCTUKA

13. IIponsBoaCcTBEHHAS JIOTUCTUKA

14. lnpopMalimioOHHBIE CUCTEMBI B JIOTUCTHUKE




5.2. Y4yeOHO-TEMATHYECKUH MJIAH

OIl «®uHaHCOBBIN MeHeMKMeHT», [Ipopuiapr «DPUHAHCOBBIM MEHEIKMEHT),
OIl «Ynpasiaenue OuzHecom» Ilpopunu «MeHeXKMEHT W YyHpaBJIeHHE

On3HeCcoM», «YIpaBjeHUue MPOLYKTOM)

Ounasn / ouno-3aounas popma OO

Taomuna 2.1.

TpyroemMkocTh B yacax

KonrtakTHas padora -
AyauTopHasi padora

®opMbl TEKy1LIETr0

HanmenoBanue Cemun | CamocT | KOHTPOJIsSI
Tem (pa3aesioB) Bcee apbl,Ip | OSATEJbH | YCIIEBAeMOCTH
AMCHUTITHHBI ro Oobmasn | Jlek aKkTHye | ast
, B T.4.: | IMH CKHe pabora
3aHATH
s
1. ®yskuu 9 8/2 - 8/2 17 YCTHBIN OIPOC;
MEHEKMEHTA U JIEKCHYECKHI
OpraHu3aIOHHAs JMKTAHT; YCTHAs
CTPYKTYpa MHUHHU-TIPE3CHTAINS;
KOMITaHHU rpynIoBast
JHCKYCCHSI
2. MotuBarnus 9 8/2 - 8/2 1/7 YCTHBIN OIPOC;
COTPYIHHKOB CIIOBApHBIN
JHMKTAHT; IPOBEPKa
JIEKCUKO-
rpaMMaTHYCCKUX
YIpaXHEHU I
3. Teopum muaepctBa | 9 8/2 - 8/2 17 YCTHBIH OTIPOC;
U yIpaBIICHHS MYJIbTUMEIHAHAS
MIPE3CHTAIHS;

pasbop Kkeiica

4. VYposHU 11 10/2 - 10/2 1/7 YCTHBIN OIPOC;
TUTAHUPOBAHHUS B poBEpKa
MCHEKMEHTE JICKCUYIECKUX U

rpaMMaTHYECKUX
YIPaKHEHUH;
poJieBas urpa.
KoHntponbnas
pabota (Tekymui
KOHTPOJIb)

5. OmneparponHas 9 8/2 - 8/2 1/7 YCTHBIH OMpOoC;
JEATeLHOCTD B CIIOBApHBIN

cCHCTEME YIpaBJIeH
ys OpraHusanuen

IOUKTaHT; MO3TOBOU
LITYypM, MUHU-

IpE3CHTAIHS
6. VYmnpasieHue 9 8/2 - 8/2 1/7 YCTHBII OTPOC;
pHCKaMu JIEKCHUYECKU




IHUKTAHT, JOKIAI,

MO/JICIUPOBAHHE
CUTyallUi B X
aHaJIN3

7. CrpaTernyecKuii 9 8/2 8/2 1/7 YCTHBIH OMpOC;
MEHEIKMEHT U CJIOBApHBIN
AHTUKPHU3UCHOE JMKTaHT; TIPOBEPKa
yIpaBlIcHUE JIEKCUYECKUX U

rpaMMaTHYECKUX
YIPaKHEHUM;
paz0op Kkeiica

8. OcHOBBI 11 10/2 10/2 1/7 YCTHBIN OIPOC;
KOPIIOPATHBHOTO rpyIIoBast
yIpaBJICHUS TMCKYCCHS,

COCTaBJICHHUE
MUCHMEHHOTO
OTYeTa 10 3aJaHHOU
TeMe

9. Bwussl yuyera B 13 8/2 8/2 5/13 YCTHBIH OIpOC;
OpraHu3alusaX nebatsl;

MYJIbTHMEINIHHAS
MIpe3CHTAIHS;

10. YnpaBnenueckuit | 15 10/2 10/2 5/13 YCTHBIN OIPOC;

y4er CJIIOBapHBIN
IHMKTaHT; 1e0aThl;
JIeTIOBast UTpa

11. Byxrantepckuit 15 10/2 10/2 5/13 YCTHBIH OTIPOC;
(puHAHCOBBI#) MPOBEPKa
yueT JIEKCHYECKUX U

rpaMMaTHYEeCKHX
YIpaKHEHUH.
KontponbHas
pabora (Tekymuit
KOHTPOJIb)

12. ®unancoBas 16 10/4 10/4 6/14 YCTHBIN OIPOC;
OTYETHOCThH B JICKCUYECKHI
cucTeme JMKTaHT; MHUHU-
yIpaBJICHUS Mpe3CHTAIHS
OpraHu3anuein

13. Unadopmarnmonno- | 15 10/2 10/2 5/13 YCTHBIN OIPOC;
aHaJTMTHYEeCKast poBepKa
COCTaBJISOLIAs JIEKCUYECKUX U
(buHaHCOBOM rpaMMaTHYECKUX
OTYETHOCTH yIpaXHEHHH,

HaIMCaHue dCcce

14. Ananu3 15 10/2 10/2 5/13 YCTHBIH OIPOC;
(hMHAHCOBBIX CJIOBapHBIN
oKa3aTejiel B JIUKTaHT;
VIIPaBICHYECKUX WCTIOJIb30BaHUE
nporeccax HaBBIKOB
YKOHOMHYECKUX KPUTUYECKOTO

CyOBEKTOB

MBIIIJICHHUA B XO0€




MPOBEICHUS
11ebaToB

15. OcHoBEI 15
HaJIOTOBOTO yueTa

10/2 - 10/2 5/13 YCTHBIH OMPOC;
aHAIIUTUYECKas
pabora ¢
JOKYMEHTAIUEN,
BKJIIOYasl OTMCAHUE

rpadMKOB U CXeM

136/ 44/
148

B ueaom mo 180 136/
IUCHUILINHE 32 32

CornacHo yueOHOMY
IUIaHy: JIBE
KOHTPOJIbHBIC
paboThI

100 76/18 100/

100

Hroro B % 24/82

OIl «Yupasiaenune 6uzHecom», [lpodguins «YnpasiieHue NpoayKTom»,
«MeHex)KMEeHT M yIpaBjeHue 0u3HecoM
OuHo-3204Has popma

Tabmuma 2.2.

TpynoemkocTs B yacax

KounraktHas pa6ora -
AynuTopHas padora

DopMbI TEKYLIET0

HaumenoBanue Cemun | CamocT | KOHTPOJSA

Tem (pa3nesioB) Bce apBLIP | OSATENIbH | YCIIeBAEMOCTH

JUCHUILINHBI ro Oomasn | Jlek aKTH4e | as

, BT.4.. | IMH CKHe padora
3aHATH
b

1. Oynkuun 9 2 - 2 7 YCTHBIH OTpOoC;

MEHEKMEHTA U JIEKCUYECKUI

OpraHHU3aIOHHAs JTUKTaHT, YCTHAs

CTPYKTypa KOMIIAaHUH MUHU-TIPE3CHTALUS;
TPYIIOBast
JIICKYCCHSI

2. MotuBanus 9 2 - 2 7 YCTHBIH OTpOC;

COTPYJTHUKOB CJIOBapHBIN
JTUKTaHT; MPOBEpKa
JIEKCUKO-
IrpaMMaTHYECKHIX
YIPA)KHEHUU

3. Teopuu nmunepctBa | 9 2 - 2 7 YCTHBIH OTPOC;

U yIIpaBJICHUS MYJIbTUMEANMHAS
MIPE3CHTAIINS;
paz0op Kkeiica

4. YpoBHHU 9 2 - 2 7 YCTHBIH OTpoc;

TUTAHUPOBAHMUSI B MpoBepKa

MEHEKMEHTE JIEKCUYECKUX U
rpaMMaTHYeCKHX
YIPaKHEHUM;

polieBas urpa.




KoHntponbnas
pabora (Tekymui

KOHTPOJIb)
5. OmnepanuoHHas 9 7 YCTHBINM OMPOC;
NeSITeNIbHOCTD B CJIOBapHBIN
CUCTEME YIpPaBICHUS JTUKTaHT; MO3TOBOU
opranuzarei HITYpPM, MUHU-
MIpe3CHTALNS
6. Ympasnenue 9 7 YCTHBIH OTPOC;
pucKamMu JIEKCUYECKU I
JUKTAHT; TOKIa;
MO/JICIIUPOBAHHE
CUTyallU U UX
aHaJN3
7. CTtparternyeckuii 9 7 YCTHBIH OTPOC;
MEHEI)KMEHT U CIIOBapHBIN
AHTUKPU3HCHOE JTUKTaHT; MPOBEpKa
yIpaBJIeHUE JIEKCUIECKUX U
rpaMMaTHYECKHUX
YIPa)KHEHUM;
pasbop keiica
8. OcHOBBI 9 7 YCTHBIH OTPOC;
KOPIOPATUBHOTO TpymmoBast
YIpaBICHUS JTUCKYCCHSI,
COCTaBJICHHE
MTUCBMEHHOTO
OTYeTa Mo 3aJaHHON
TeMe
9. Bupaesl yuera B 14 10 YCTHBIH OIIpOC;
OpraHu3aIMIX nedatsl;
MYJIbTUMEIUINHASA
IIpEe3CHTALINS;
10.YnpaBnenuecknii | 16 12 YCTHBIH O1poc;
y4eT CJIOBapHBIN
IAKTaHT; 1e0aTkl;
JiesioBasi urpa
11.Byxrantepckuii 16 12 YCTHBIH OTPOC;
(puHAHCOBBIIT) yueT IpoOBEpKa
JICKCUICCKUX U
rpaMMaTHYECKHIX
YIOpaKHEHUH.
KonTponbHas
pabora (Tekyuui
KOHTpOJIb)
12.®unaHCcOBas 20 12 YCTHBIH OITPOC;
OTYETHOCTh B CUCTEME TIEKCUYECKUIN
yIpaBieHUs JUKTaHT; MUHU-
OpraHu3aluein MpEe3eHTAlN
13. Uudopmanmonno- | 14 10 YCTHBIH OIPOC;
aHATUTUYECKas MpoOBepKa

COCTaBJIArOIIAsA

JICKCHYCCKHUX U




(dbuHaHCOBOU IrpaMMaTHYECKIX
OTYETHOCTHU yIPpaKHEHUH,
HaIMCaHue dCcce
14. Ananus 14 4 4 10 YCTHBIN OPOC;
(hMHAHCOBBIX CJIOBapHBIN
oKa3aTejiel B JIUKTaHT;
yIpaBIeHYECKUX UCIOJIb30BaHUE
nporeccax HABBIKOB
SKOHOMUYECKHUX KPUTHYECKOTO
CyOBEKTOB MBIIIIJICHUSI B XOJ1€
MIPOBEICHUS
ne0aToB
15.0OcHoBBI 14 4 - 4 10 YCTHBIH OIPOC;
HAJIOTOBOTO y4eTa aHATUTUIECKas
pabora ¢
JOKYMEHTAIUEN,
BKJIIOYasl OMHCAaHUE
rpaUKOB U CXEM
B nesnom no 180 48 - 48 132 CornacHo yueOHOMY
AUCHUTLINHE TUIaHy: JBe
KOHTPOJIbHbBIE
paboThI
Hroro B % 100 27 100 73

OIl «Ynpasiaenue ousHecom» IIpopuib «MeHeI:KMEHT B CIIOPTE»

Ounas ¢popma

Tabmuua 2.3.

TpynoemkocTh B yacax

KonTakTHas padora -
AyauTopHas padora

®opMbI TEKy1LET0

HaumeHnoBanme Cemun | CamocT | KOHTPOJIA
Tem (pa3aeJion) Bce O6ma apbl,Np | OATEJbH | YCIIE€BAEMOCTH
AUCHMILTUHBI ro Jlek aKkTuue | ast
’TI.’:: 101071 CKHe pa6ora
3aHATH
s
1. ®ynkuuu 12 10 - 10 2 YCTHBIH OIpOC;
CIIOPTHUBHOTO JIEKCUYECKU I
MEHEKMEHTa JUKTAHT; YCTHAs
MUHH-TIPE3CHTAIHS;
rpymnmoBast
JMCKYCCHSI
2. CTpaTeruvecKuii 14 10 - 10 4 YCTHBIH OITPOC;
MEHEJ)KMEHT B CIIOpPTE CJIOBapHBIN

IUKTaHT; IPOBEpKa
JICKCUYECKUX U
rpaMMaTHYeCKHX
YIPa)KHEHUH;
paz0op Kkeiica




3. Ympasnenueckuit yuer | 16 10 10 YCTHBIH OIPOC;

B CIIOPTUBHBIX CJIOBapHBIN

OpTaHu3aIHIX TMKTAHT; 1e0aThbl,
JIeNIoBasi urpa
Kontponbnas
pabora (Tekymui
KOHTPOJIb)

4. Byxranrepckuit 16 12 12 YCTHBIH OIIPOC;

(bmHAHCOBBII) YUET B MPOBEPKa

CHIOPTHUBHBIX JIEKCUYECKUX U

OpraHM3aImsIxX rpaMMaTHYeCKHX
YIPaKHEHUH.

5. OpranuzanroHHas 14 10 10 YCTHBIH OIPOC;

CTPYKTYpa CLOPTUBHBIX JICKCHYECKHI

OpraHu3alui IUKTaHT; YCTHas
MUHH-TIPE3CHTAIHS;
rpynmnoBast
JICKYCCHSI

6. MotuBanus B ciopre | 12 10 10 YCTHBIH OIpOC;
CIIOBApHBIN
TUKTaHT; MPOBEpKa
JIEKCHKO-
rpaMMaTHYECKHIX
YIPaXHEHU I

7. YpoBHH 12 10 10 C; poJieBas uUrpa.

TUTAHUPOBAHHS B

CIIOPTUBHOM

MEHEHKMEHTE

8. OnepannonHas 14 10 10 YCTHBIN OIpoC;

JeSITeNIbHOCTD B CJIOBapHbBIN

cHCTEME YIPaBJICHUSACIIO JUKTAHT; MO3TOBOM

PTHUBHOI OpraHu3aluen TYpPM, MUHH-
IPe3eHTAIHS

9. YmpaBnenue puckamu | 14 10 10 YCTHBIH OTPOC;

B CITIOPTUBHBIX JIEKCHYECKH

OpraHM3aImsIxX TUKTaHT; TOKIaI;
MO/JICIIUPOBAHHE
CUTyallu B UX
aHaJM3
KontponbHas
pabora (Tekymuit
KOHTPOJIb)

10. Teopuu suaepctBau | 12 10 10 YCTHBIH OIPOC;

yIIpaBJICHUS MYJIbTHMEINIHAS
NIpe3eHTalHS;
paz0op Kkeiica

11. OcHoOBBI 12 10 10 YCTHBIN OIPOC;

KOPIIOPATHBHOTO rpyIIoBast

yIpaBICHUS TMCKYCCHS,
COCTaBIICHHUE

IIUCBMCHHOTO




OTYeTa 110 3aJaHHOI
TeMe
12. ®unancoBas 16 12 - 12 4 YCTHBIH OTPOC;
OTYETHOCTh B CUCTEME JIEKCHUYECKHI
yIpaBiIeHUs JTUKTaHT; MUHU-
OpraHu3aluein MpEe3CeHTAlN
13. OcHoBsI HasmoroBOrO | 16 12 - 12 4 YCTHBIH OIPOC;
ydera B CHOPTHBHBIX aHaJTMTUYeCKas
OpraHu3aImsx pabota ¢
JOKYMEHTAIUEN,
BKJIIOYasl OTMCAaHUE
rpaUKOB U CXEM
B nesom no 180 | 136 136 44 CornacHo yueOHOMY
AUCUUIINHE TUTaHy: JBe
KOHTPOJIbHbBIE
paboThI
Hroro B % 100 |76 100 24
Hpopuias «MapkeTuHN)
Ounas / ouno-3aounasi gopma HOO
Ta0muna 2.4.
TpynoemkocTh B yacax
KonTakTHas padora - Camo
Haumenosanue AyautopHas padbora croar | DopMbI TeKyLIero
TeMBbI Bce CemuHapckue | €JbHa | KOHTPOJIs
JUCIUILINHBI ro Oo0ma | Jlek | n/nam a1 ycneBaeMocTH
| MU | IPaKTHYeCKUue | pador
3aHATHSA a
12 9/2 - 9/2 3/10 | ycTHBIH onpoc;
1. Ponb mapkeTuHra B JIEKCUYECKU I
ousHece. TUKTaHT, YCTHAs
MUHHU-TIPE3CHTAIIS;
TpymmoBast
JICKYCCHSI
2. )Ku3HEeHHBIN UK 14 11/2 - 11/2 3/12 | ycTHBIi ompoc;
TOoBapa. CJIOBapHBIN
JMKTaHT; IPOBEPKa
JIEKCUYECKUX U
rpaMMaTHYECKHIX
YIPaXXHECHU I
3. ACCOPTHUMEHT | 14 1172 | - 11/2 3/12 | ycTHBIN onpoc;
[IEHOBAs TIOJIUTHKA. MYJIbTUMEINIHAS
MIpe3eHTAIINS;
paz0op Kkeiica;
pelLIeHne Kenca
4. MapKeTHHT OBBIA 12 9/2 - 9/2 3/10 | ycTHBI# ompoc;
TUTaH: ayIUT U 1eIH. IpoBepKa
JICKCHUYECKUX U




rpaMMaTHYECKHX
YIPa)KHEHUH;
poJieBas urpa
KonTponbHas
pabora

5. MapKeTUHTOBBII
IUTaH: CTPATErus U
TaKTHKA.

14

11/2

11/2

3/12

YCTHBIN OIIPOC;
CJIOBapHBIN
JIMKTAHT, MO3TOBO
ITYpM, MUHU-
MIPE3CHTALINS

6. O0weHue ¢
KJINCHTAMU.

12

8/2

8/2

4/10

YCTHBIH OIPOC;
CIIOBapHBIN
IUKTaHT; IPOBEpKa
JEKCUYECKUX U
rpaMMaTHYeCKHX
YIPaKHEHUM;
rpynmnoBast
JUCKYCCHSI

7. UccnenoBanue
pBIHKA.

14

12/2

12/2

2/ 12

YCTHBIN OIIPOC;
JIEKCUYECKUIU
JIMKTAHT; JOKJIaI,
MOJIETTUPOBAHHUE
CUTyalUH U UX
aHaIu3

16. 8. Pa3Butue
HOBOT'O
MPOJYKTa U
OpEeHIUHT.

14

10/4

10/4

4/10

YCTHBIN OIIPOC;
nebatsl; pazoop
Kelica;
MYyJIbTUMEAUINHAS
IIPE3CHTALINS;
TECTUPOBAHUE

9. BueapeHnue HOBOTo
MPOIYKTa Ha PHIHOK U
€ro MPOJIBIKEHUE.

12

8/2

8/2

4/10

YCTHBIN OIIPOC;
CJIOBapHBIN
IHAKTaHT; 1e0aTkl;
JIeJI0Bast Urpa

10. Pexnama.

14

11/4

11/4

3/10

YCTHBIN OIIPOC;
JICKCHUYECKUI
IMKTAHT; pa3oop
Ke¥ca; MMCbMEHHBIN
OTYET

11. MapkeTuHroBsie
MEPOIPUSITHUSL.

12

9/2

9/2

3/10

YCTHBIN OIIPOC;
JIEKCUYECKUI
TUKTaHT;
aHaJIMTUYECKast
pabora c
JTOKYMEHTAIUEN,
BKJIIOYasl ONMCAHNE
rpaUKOB U CXEM;
TECTUPOBaHUE
KoHntponbnas
pabota

12. KoHKkypeHTHbIE
CTpaTeruu

12

9/2

9/2

3/10

YCTHBIN OIPOC;
nebatsr; pazoop




Keiica;
MyJIbTUMEAUIHAS
IIpe3eHTaIN,
TECTUPOBAHUE

13. MapkeTuHr B
KpU3HUC

12

9/2

9/2

3/10

YCTHBIN OIPOC;
nebaTol; pazoop
Kekca;
MYJIbTUMEIUINHASA
MIPE3CHTAIINS;
TECTUPOBAHUE

14. MapkeTUHrOBbIE

KOMMYHHKaIlUA

12

9/2

9/2

3/10

YCTHBIH OIPOC;
nebatsl; pazoop
Ke#ca;
MYJIbTUMEAUNHAS
MIPE3EHTAaLINS;
TECTUPOBAHUE
YCTHBIH OIPOC;
nebatsl; pazoop
Ke#ca;
MYJIbTUMEAUNHAS
MIPE3EHTAaLINS;
TECTUPOBAHUE

B neaom o
TUCIUILINHE

180

136/
32

136
132

44/
148

CornacHo yueOHOMY
IUIaHY: JIBE
KOHTPOJIbHBIE
paboThI

HUroro B %

100

76/18

100/
100

24/82

Mpoduias «Jlorucruxa»

Ounas ¢popma

Taoauna 2.5.

HaumenoBanue
TeM (pa3aesioB)
AUCHUILTHHBI

TpyroeMkocTh B yacax

Bce
ro

KonTakTHas padora -
AynuTopHas padora

Oo0ma
i, B
T.4.:

Jek
19107

CemuHapbl,ipa
KTHYeCKHue
3aHATHA

Camo
CTOAT
eJbHA

padort

DopMbI TEKYILLET0
KOHTPOJIA
yCIeBaeMOoCTH

1. IIpodeccuu B
cdepe TOTUCTHKHU.

10

6

6

YCTHBIN OIPOC;
JIEKCHYECKUH
JUKTAHT; YCTHas
MHUHU-TIPE3CHTAIS;
rpynmnoBas
JIMCKYCCUS

2. Jloructuueckue
YCIIYTH.

14

YCTHBIN OIIPOC;
CJIOBapHBIN
JTUKTaHT; IPOBEPKa
JIEKCUYECKUX U




IrpaMMaTH4YECKUX
YIPa)KHEHUU

3. Ileno4ku MOCTaBOK.

14

YCTHBIN OIIPOC;
MYJIbTUMEINIHAS
MIPE3CHTAIINS;
pasbop Kkeiica;
pelLIeHne Kerca

4. Vcnonp3oBanue
LETIOYKHU TTOCTAaBOK
IUISL YBEITMUCHHUS
o0beMa POJIaX.

12

YCTHBIN OIPOC;
IIPOBEpKa
JIEKCUYECKUX U
rpaMMaTHYCCKUX
YIPaXKHEHUH;
poJieBasi urpa;
KOHTPOJIbHAS
pabota

5. MupoBas cuctema
cHaOXeHUS

14

YCTHBIH OIPOC;
CIIOBapHBIN
JTUKTaHT; MO3TOBOU
ITYpM, MUHU-
MIpe3eHTALNS

6. TpancnioptHas
JIOTHCTHUKA

14

YCTHBIN OIPOC;
CJIOBApHBIN
JUKTAHT; IPOBEPKA
JIEKCUYECKUX U
IrpaMMaTH4YECKUX
YIPaKHEHU;
rpynIoBas
JUCKYCCUs

7. YnpaBneHue
3anacamu

12

YCTHBII OIpOC;
JIEKCUYECKUI
JTUKTAHT; TOKJIA;
MOZCIIUPOBaHUE
CUTYyalNi U UX
aHaJIu3

8. Xpanenue u
CKJIabl

14

YCTHBIN OIPOC;
nebatbl; pazoop
Keica;
MYJIbTUMEIUNHASA
MIpE3CHTAIINS;
TECTUPOBAHUE

9. lokymeHTanus u
(UHAHCHI B JTOTHCTHKE

12

YCTHBIH OIPOC;
CIIOBapHBIN
JUKTaHT; 1e0aThl;
JIeJIoBasl urpa

10. JIoructuka u
cucTeMa CHaOKeHU.
Oob1ee u paznuyue.

12

YCTHBIN OIIPOC;
JIEKCUYECKUI
JIMKTAHT; pa3oop
Keica; THChMEHHBIN
OTYeT

11. CtpaxoBaHue

12

YCTHBIN OIPOC;
JIEKCUYECKUH




JTUKTaHT,
aHaJIMTUYeCKas
pabora ¢
JOKyMEHTAaIe (B
T.4. ONTUCAHNE
rpaduKOB U CXEM);

KOHTPOJIbHAS
pabota

12 14 8 8 6 YCTHBIH OTPOC;

[IpousBoacTBEeHHAs nebatsr; pazoop

JIOTHCTHKA Kekca;
MYJIbTUMEIUNHASA
MIpe3eHTALNS

13 3akynouHnas 14 8 8 6 YCTHBIH OIpoc;

JIOTUCTHKA aHAJIMTHYECKast
pabota ¢
JTOKYMEHTAIUEH,

BKJIFOYAsl OTIMCAHUE
rpaduKOB U CXeM

14 adopmarmonnsie | 12 6 6 6 YCTHBIH OIPOC;

CHCTEMBI B JIOTUCTUKE JIEKCUYECKHUH
JMKTAHT; MHUHU-
Ipe3eHTaIHs

B nesiom no 180 | 102 102 78 CormacHo yueOHOMY

AUCUUIINHE IUIaHy: JBE
KOHTPOJIbHBIC
paboThI

Hroro B % 100 | 57 100 43

*00beM KOHTAaKTHOH pabOTBl B OYHO-3a04HOI/3a0uHON  (opmax oOydeHHS W
WHIMBHIYAIbHBIX YYEOHBIX IUIAHAX OINPEIEISACTCS COOTBETCTBYIOIIMMHU YYEOHBIMHU IUIAHAMMU.
Tembl, peanu3yemble B BHIAE KOHTAKTHOW pPabOTBL, OMpPENENSIOTCS IPEnoaaBaTeIeM
CaMOCTOSATENILHO, UCXO/IS1 U3 YPOBHS HX CI0XKHOCTH.

5.3. Coaep:xanue ceMUHAPOB M NPAKTHYECKUX 3aHATUH
Ipopuin «PUHAHCOBBIN MEHEAKMEHT», «MeHe»KMEHT U ynpaBJieHUue
On3HecoM», «YIpaBJeHUe MPOLYKTOM

Tabmuma 3.1.
HaumeHoBaHue IIepeyenb BOpocos 1Jist ®opMbI IPOBEACHUS 3AHATHI
TeM (pa3aeioB) o0CcyKIeHHusI Ha
JTUACITHTIINHBI CEeMHHAPCKHX,

NPaKTHYECKUX 3aHATHAX,
PeKoMeHyeMble HCTOYHUKH
u3 pasaesion 8,9 (
yYKa3bIBaeTcs paszaes u
NMOPSIAKOBBII HOMEP
HCTOYHMKA)




1. Dynknum
MEHEIKMEHTA U
OpraHu3alloHHas
CTPYKTypa
KOMIIaHUH

DJeMEHTHI yIIpaBJICHUS,
OCHOBHBIE (DYHKIIUH U POJIU
MEHEKMEHTA.

CucteMa B3auMOOTHOIIEHUI
CTPYKTYPHBIX TIOApa3IeICHIH
NpEINpUATHS B Ipoliecce
MPOU3BOICTBA U B chepe
okazaHus ycayr. OCHOBHBIE
THUIIB OPTaHU3AIMOHHBIX
CTPYKTYp MpPEIIPUATHS
(TuHeltHa, pyHKIMOHAIbHAS,
MaTpUYHAasi, IPOEKTHAs).

PCKOMEHZ[yeMbIe HCTOYHHUKU:
8(1),9(1)

®poHTaIbHOE 00CYKIICHNE
coJiepKaHus TeKcTa y4eOHOro
oco0usi, FPYIIIOBOE U MapHOE
00CyXJIeHHE COJIepKaHUS
aynuo/BuneodparMenTa,
COBMECTHOE 00CYXJICHHE
TEPMHUHOJIOTUHU U JICKCUKH I10
Teme; IHTepHeT-TI0KCK;
AUCKYCCHJ IO TCMATUKE
ceMHHapa.

2. MoruBanus

[Mupamua morpeGHOCTEH

OO6cyxaeHne coaepKaHus

COTPYJTHUKOB Macnoy. JIByxdakropHas TEKCTOB OCHOBHOTO Y4eOHUKA U
teopus ['eprioepra. JOTIOJTHUTEIHHBIX TTOCOOHUH;
Opranuzaius BpeMeH# (TaiiM | IUCKYCCHUS TIO COJICPIKAHUIO
MEHE[KMEHT). aynuo- v Buaeo(parmMenTa;
CTpeccoycTOunBOCTb. COBMECTHOE 00CYXJICHHE
PexoMeHnayemMble HCTOUHMKH: | TEPMUHOJIOTMH U JIEKCUKU 110
8(1),9(1) TeMe.
3. Teopuu CoBpeMeHHbIE TOAXOAbI K [TapHoe u coBMecTHOE
JHMIepCTBA munepcetBy. IloBenenueckue 00CYXKJICHHE TEPMHHOJIOTHH U
u Teopuu. OCHOBHBIE CTUIIH JIEeKCUKH 110 TeMe; HTepHeT-
yIpaBIICHUS yIpaBiieHUS (aBTOPUTAPHBIH, MTOVCK; TIOJITOTOBKA U
JIEMOKTPAaTUUYECKHA, MIPOBEJICHUE POJIEBOM UTPHI.
TUOEepabHbIN). [ToaroToBka Kk TECTUPOBAHUIO
PexomenayemMble HCTOUYHUKH: | IIO IPOHIEHHBIM TEMAM.
8(1),8(6),9 (1)
4. YpoBHU CyIIHOCTb, TUTIBI WuauBuayanbHbIE MOHOJIOTH-
TUTAHUPOBAHHS (KpaTKOCpOYHOE, COOOIICHNST Ha OCHOBE TEKCTA;
B CpeIHECPOYHOE) BBHITIOJTHEHHE 3a/laHui Ha
MEHEKMEHTE TUTAHUPOBAHWS B pa3BHUTHE HABBIKOB

MCHCIPKMCHTC. Cpe,I[CTBa n
MCTO/JBI IIJIIAHUPOBAHUS B
OpraHH3anunu.

PCKOMeHIlyeMbIe HCTOYHHUKU:
8(1),9(1)

KPUTHYECKOI'O0 MBILUICHNS B
MaJIbIX I'PYIIIAX; BBIIIOJHEHNE
A3BIKOBBIX U KOMMYHHUKATUBHBIX
YIpaKHEHUH.

5. OmneparmonHas
ACATCIIbHOCTD
B CHCTEME
YIPaBJICHUS
OpraHu3anuein

VYnpaieHue onepauruoHHON
JIeATEIBbHOCTBIO.
NuTtemnexkTyanbHas
COOCTBEHHOCTh OpPraHU3AIHH.
YnpaBieHue Ka4eCTBOM.
NuanoBanmonnas
JIeATEIbHOCTD.
PexomenayemMble HCTOYHUKU:

8(1),9(1)

I'pynmoBoe o6cyxenne
rpaMMaTUYECKHX SIBJICHUH Ha
0a3e JIEeKCUKH 10 TEME 3aHATUS;
IpyIIOBOE 00CYXKIEHUE
aynuoparMeHTOB;
BBINOJIHEHHE JIEKCUKO-
IrpaMMaTU4ECKUX 3aJaHUN.

6. YmpamieHue
pucKamMu

SWOT-anamm3. [Ipo6iemsl
KacCOBOT'0 pa3phIBa.
bankporctBo. CnusiHus u
MOTJIOUIEHHUS.

OpoHTanpHOE 00CYXKIEHNE
coJiepKaHus IeYaTHOTO TEKCTa,
COBMECTHOE 00CYX/IeHHE
JIOKJIAJIOB 110 TEME; TUCKYCCUH




PekomeH/1yeMble HCTOYHHKH:
8 (1), 8(5), 8(8), 9 (1)

Ha OCHOBC MOJCIINPOBAHUA
CI/ITyaLII/Iﬁ 110 TCMC 3aHATHA.

7. CrpaTternueckuit
MEHEJKMEHT U

DaKTOpHI, BIUSIONIME HA
BBIOOD cTpaTeruu. AHaIu3

I'pynnoBoe u mapHoe
00CyXJIeHHE COJIepKaHUS

AHTUKPHU3HCHOE CTpaTerMYeCKUX ajJbTEPHATUB, | NEYATHOTO TEKCTA U
yIpaBIICHHE. BEIOOD cTpareruu, ee aynuoQparMeHTa; TUCKYCCHs 10
peanu3anys U OLEHKa TeMe 3aHATHUs; pa3dop Keiica;
pe3ysbraToB. Mcronp30BaHue | 1oka3 MyJbTUMEAUNHON
HNHTepHeT-pecypcoB B X0ae MIPE3EHTALMHN C MTOCIEAYIOIIUM
KOMMEPUYECKOT0 00CYXKJICHUEM.
B3aumoeiicteus (B2B, B2C,
B2G).
PexomenayemMble HCTOYHUKU:
8 (1), 8(5), 9(1)
8. OcHOBBI OCHOBHBIE OHATHS, PaGora B mapax u coBMecTHOE
KOPIOPATUBHOTO MIPUHIUIIBI, MEXaHU3MBI, 00CYXKJIeHHEe TEPMHHOJIOTHH U
yIpaBieHUsS MOJEJIA KOPIOPATUBHOTO JIEKCHKH 110 Teme; MHTepHer-

YIIPaBJICHUSA. Y YaCTHUKHU
KOPIIOPATUBHBIX OTHOLIEHUH U
UX CUCTEMA B3aUMOJCHUCTBHS.
PexoMenayeMble HCTOYHUKU:

8 (1), 8(6), 8(8), 9(1)

IIOUCK; IIPOMEKYTOYHBIN
KOHTPOJIb; pOJIeBasi UTPa;
YCTHOE TECTUPOBAHUE I10
M3y4eHHBIM TemaMm 1-8.

9. Bupasl yuera B
OpTraHM3AIHSIX

Cucrema x0341CTBEHHOTO
yueta B Poccuu n
AHIJIOTOBOPSAILIUX CTPaHaX.
@OopMBbI HTOTOBOW OTYETHOCTH
Ha OCHOBE IEPBUYHBIX
JIaHHBIX.

Pexomenayemble HCTOYHUKU:

8 (1), 8(7), 9(1)

CoBmecTHOE 00CyXICHUE
TEPMHUHOJIOTUHA U JICKCUKH I10
Teme; paboTta ¢
ayinoMaTepragaMi U TeKCTaMH
0 TeMe.

10. YnpaBnenueckuit
yaeT

MecTo ymnpaBieHUYE€CKOTO
ydera B CUCTEME YIPaBIICHUS
npennpusitaeMm. OObeKThI
VIPaBICHYECCKOTO ydeTa:
3aTpaThl, pe3yIbTaThl
XO3SHCTBEHHOM JCSITCIIHHOCTH,
1IeH00OpazoBaHue,

010/ 1PKETUPOBAHUE, BHYTPEHHSSI
OTUYETHOCTb.

PexomeHnyemMbie HCTOUHHKH:
8 (1), 8(8), 9(1).

I'pynimoBoe o6cyxaeHue
COZIepIKaHMUs TIEYaTHOTO TEKCTA
U JIOKJIAJIOB MO0 TEMATHKE
CeMHHapa; COBMECTHOE
00CYKICHHUE TEPMHUHOJIOTHUH U
JICKCHKH I10 TEME, OpraHu3anusi
Y TIPOBEJICHHE JICTIOBON MIPBI IO
TEMe 3aHSTHSL.

11. byxranTepckuit
(punaHCOBBII) yuer

Opranmzaius OyXrajaTepcKoro
(¢puHancOBOTO) yUeTa.
OpraHu3alimoOHHO-IIPABOBbIE
0COOCHHOCTH TIPEITPUSATHI.
MecTHbIEC 1 MEXTYHAPOTHBIE
CTaHJapThl GPUHAHCOBOU
OTYETHOCTH.

PexkoMeH1yeMble HCTOUHHKH:

8 (1), 8(7), 9(2).

OOcyXaeHne TEPMUHOJIOTHH U
JICKCHKH T10 TEME B MaTepuaax
y4eOHBIX TOCOOUH U B
ayauogparMeHTax.
[IpakTnueckas padbora c
pa3IMYHBIMH BUJIAMH yUeTa
(YympaBiieHYECKUM U
OYXTaJITEPCKUM).

12. dunaHCcoBas
OTYETHOCTbH B

OcHOBHEBIE BUbI (1)I/IHaHCOBBIX
OTYETOB. THUIILI aKTHUBOB U

WuuBuyanbHbIE MOHOJIOTH-
COOOIIEHNS Ha OCHOBE TEKCTA U




CHUCTEME yTIPABJICHUS
OpraHu3anuein

11accuBoB. [10X0oabl 1 pacxozsl
npeanpustud. Knaccudpukanus
IIOTOKOB ABHXXCHUA
HaJIMYHOCTHU B OTUETE O
JABMKCHUU JCHCKHBIX CPEACTB.
Pexomenayemble HCTOYHUKH:

8 (1), 8(7), 8 (8), 9(1)

ayJImo-BU1I€0(parMeHTOB;
BBINOJIHEHHUE 3aJaHUI Ha
pa3BUTHE HABBIKOB
KPUTUYECKOT'O MBIIIJICHHS B
MaJbIX rpynmnax; padbora mno
COCTaBJICHUIO OTUETOB; pa3dop U
penieHune Kenca.

13. NudopmannonHo-
aHAITUTHYECKAs
COCTaBJISIOLIAS
(buHaHCOBOM
OTYETHOCTHU

JlaHHBIE, OTpaskacMble B
(hrHAHCOBOH 1
KOHCOJIMIUPOBAHHOU
oT4yeTHOCTH. [Tporuos
(bMHAHCOBOTO MOJOKECHUS
KoMIIaHuM. PedTuHroBas
olleHKa (PMHAHCOBOT'O
COCTOSIHUS IPEIIPUATHS.

PeKOMeHIlyeMLIe HCTOYHHUKMU:
8 (1), 8(7), 9 (1).

BoinosnHeHNE SI3bIKOBBIX U
KOMMYHHKaTHUBHBIX
YIPa)KHEHUM Ha OCHOBE
MaTepHuaioB U3 yueOHBIX
ocoOUi U JOTOTHUTEIHHBIX
MCTOYHUKOB MHPOPMAIUH 110
TEME.

14. Ananu3 GpUHAHCOBBIX
MoKa3aTeJel B
YIPaBIEHYECKUX
nporeccax
HKOHOMHYECKUX
CyOBEKTOB

Bunsr kosdpunmenToB u ux
nojcyet. OneHKa BEepOSTHOCTH
OaHKpOTCTBa. YTpaBJiIeHUE
MPEIIPUITHEM B YCIIOBUSIX
3KOHOMHYECCKOMH
HECTaOMJIBHOCTH.

Pexomen/iyemMble HCTOUHUKH:
8 (1), 8(7), 8(8), 9 (1).

OO6cyxaeHne coaepskaHus
MIEeYaTHOTO TEKCTA U JIOKJIA/IOB
10 TEMaTUKE CEMUHAPA;
COBMECTHOE 00CyXK/IeHHE
TCPMHUHOJIOTUHU U JICKCUKH I10
TeMe; IpaKTHYeckas paboTa 1o
aHaIN3y (PUHAHCOBBIX
NOKa3aTeJeil KOMITAaHHH.

15. OCHOBBI HAJIOTOBOTO
ydera

KOpuanueckue popMbl
OopraHu3zanuu ousHeca.
Paznmuns B nx
HAaJIOT000JI0KEHHUU.
JlerannHBIE CXEMBI CHIKEHHS
HAJIOTOBBIX 0053aTCIILCTB.
PaGoTa Hammorosoro
KOHCYJbTaHTa U ayIUTOpa.

PekomeH/1yeMble HCTOUHHKH:
8 (1), 8(5), 8(7), 9(1)

I'pynnoBoe u mapHoe
00CyXJIeHHE COJIepKaHUs
MI€YaTHOTO TEKCTa; COBMECTHOE
00CyXJleHHEe TEePMHUHOJIOTUU U
JIEKCHKH TI0 TeMe Mpu padboTe ¢
HaJIOTOBOM JJOKYMEHTALIUEN;
JUCKYCCHS 110 TEME 3aHATHUS;
TECTUPOBAHUE 3HAHUH 110
U3Y4YEHHBIM TeMaM 9-15.

OIl «Ynpasiaenue ousnecom» Ilpopuiab «MeHeI:KMEHT B CIIOPTE)

Tabmuma 3.2.

HaunmenoBanue Tem
(pa3nesioB)
JTUCHUATLINHBI

Ilepeyenb Bonpocos 1Jis
00Cy:KIeHHusI HA CEMHHAapPAaXx,
NPaAKTHYECKUX 3AaHATHAX,
PeKOMeHyeMble HCTOYHUKH
u3 pasaeJioB 8,9
(Yxa3piBaeTcs pasjaena u
NMOPSAAKOBbII HOMEP
HCTOYHMKA)

®opmMbl IPOBEICHUSA 3aHATHH

1. ®yHKUIHMHM CHOPTUBHOIO
MCHEIXMCHTAa

DJIEeMEHTHI yIpaBJICHUS,
OCHOBHBIE (DYHKIIMH U POJH
CIIOPTUBHOTO MEHE)KMEHTA.
OcCHOBHBIE CTHIIU
pykoBojicTBa. KoHTposib

D¢ dexTrBHOE PYKOBOJICTBO

®dpoHTaIbHOE 00CYKICHNE
COoJIepKaHus TeKCTa y4eOHOro
mocoOus, TPYIIOBOE U TApHOE
00CyXJIeHHE COJIePIKAHUS
aynuo/BuneodparMeHTa,
COBMECTHOE 00CYKJICHHE




CIIOPTUBHBIMH IIpOTpaMMaMH.
Crparernueckoe
IUTAHUPOBAHME: ATAIIbI,
OCHOBHBIE NIPUHIIUIIBI U
METOJHUKHN, HABBIKH.
Pexomenayemble HCTOYHUKH:

8 (3), 9(1).

TEPMUHOJIOTHUH U JICKCUKH T10
teme; IHTepHeT-TI0UCK,;
JUCKYCCHS 110 TEMATUKE
CceMUHapa.

2. Ctparerndyeckuii
MEHEKMEHT B CIOPTE

@aKTOpBI, BIUAIOLIME HA
BBIOOp CTpaTteruu. AHaIu3
CTpaTernuecKux allbTEPHATUB,
BBIOOp CTpaTeruu, ee
peanu3anus 1 OleHKa
pesynbTaTtoB. SWOT-ananus,
ITare cun Ioprepa.
Pexomenayemble HCTOYHUKH:

8 (3), 9(1)

I'pynnosoe u mapHoe
00CYXICHHE COJEPIKAHMS
II€YaTHOI'O TEKCTA U
aynuodparMeHTa; JUCKYCCHs 0
TeMe 3aHATHUs; pa3dop Keiica;
MoKa3 MyJbTUMEAUNHON
HpeseHTam/m C HOC.HC,Z[YIOH_[I/IM
00CYXICHHEM.

3. YrpaBineH4YeCKU y4eT B
CHOPTHBHBIX OpraHU3ALMIX

MecTo ynpaBieHUYeCKOTro
ydeTra B CUCTEME YIPaBICHUS
CIIOPTUBHOM OpraHu3aluen.
Kapnepa Oyxranrepa ¢
yIpaBIeHYECKUMHU
(byHKIMAMEU: HEOOXOTUMBIE
KOMIIETeHIINH, 00pa30BaHUE,
npodeccuoHagbHas
arrecranusi. OOBEKTHI
YIPaBJIEHYECKOrO yyera:
3aTpaThl, pe3yIbTaThl
XO3SMCTBCHHOU JCATCIBHOCTH,
1IeH00OpazoBaHue,
O10/1KETUPOBAHUE, BHYTPEHHSSI
OTUYETHOCTb.

PeKOMeHIlyeMble HCTOYHUKU:
8 (3), 9(1).

I'pynnoBoe o6cyxaeHue
coJiepKaHUs IeYaTHOTO TEKCTa
U JIOKJIAJIOB [0 TEMaTUKe
CEMHHApa; COBMECTHOE
oOCyXXJieHHEe TEPMHUHOJIOTHH U
JIEKCHKH TI0 TEME; OpraHu3alus
Y TIPOBEJICHHE JIEIIOBOI UTPHI 1O
TEME 3aHATHS.

4. Byxranrepckuit
(¢unaHCOBBII) yueT B
CHOPTUBHBIX OPraHU3aLUAX

Opranuzanus 0yxrairepckoro
(¢punancoBoro) yuera.
OpraHu3almoHHO-TIPaBOBbIE
0COOEHHOCTH MPENPUATHI.
MecTHbIC 1 MEXKTYHAPOTHBIE
CTaHAapThl (PUHAHCOBOM
OTYETHOCTH.

PexkomeHnyeMble HCTOUHHKH:

8 (3), 9(1).

OO6cyxneHne TepMUHOJIOTUU U
JIEKCHKH T10 TeME B MaTepuaiax
y4eOHBIX TTOCOOHI U B
ayauogpparMeHrax.
[IpakTuueckas padbora c
pa3IUYHBIMH BUJJAMH yyeTa
(yrmpaBieHYECKUM U
OyXTraJITepCKUM).

5. OpranuzanuoHHas
CTPYKTypa CIOPTHBHBIX
OpraHu3aluii

Cucrema B3aMMOOTHOILICHUN
CTPYKTYPHBIX TIOJIpa3/iesieHUui
MPENNPUITHS B IIpoLiecce
MIPOM3BOJICTBA U B chepe
okazaHus yciyr. OCHOBHbIE
THUTIBI OPTaHU3AIMOHHBIX
CTPYKTYp MIPEIPUITH
(;muHeliHa, pyHKIMOHANbHAS,
MaTpU4Hasi, MPOCKTHAs).

®poHTanbHOE 00CYKIACHNE
CoJIepKaHus TeKCTa y4eOHOTro
1ocoOus, TPYNIIOBOE U TAPHOE
00CyXJIeHHE COJICPIKAHUS
aynuo/BuneodparMenTa,
COBMECTHOE 00CYX/IeHNE
TEPMHUHOJIOTHH M JIEKCHUKH TI0
teme; IHTepHET-TIOUCK;
JHMCKYCCHS TTO TEMaTHKe
ceMuHapa.




PCKOMeHIlyeMbIe HCTOYHHUKMU:
8(1),9(1)

6. MoTtuBanus B criopte

[Tupamuna norpedHOCTEM
Macnoy. JIByxdaxTopHas
teopus ['eprioepra.
Opranusaiusi BpeMeHH (TaiM
MEHE[KMEHT).
CtpeccoyCcTONYMBOCTb.
Pexomenayemble HCTOYHUKH:

8(1),9(1)

OO6cyxaenne coaepKaHus
TEKCTOB OCHOBHOT'O y4eOHUKA U
JOTOJTHUTEBHBIX TIOCOOHIA;
JMCKYCCHSI IO COJIEP>KaHHIO
aynuo- v Buaeo(parmMenTa;
COBMECTHOE 00CYXJICHHE
TEPMUHOJIOTHH U JIEKCUKH TI0
TeMe.

7. YpOBHU IUIAaHUPOBAHMUSI B
CHIOPTUBHOM MEHEI)KMEHTE

CylHOCTb, TUTIBI
(KpaTKOCpOYHOE,
CPETHECPOYHOEC)
TUTAHUPOBAHWSI B
MeHemkMenTe. CpeacTBa u
METO/IbI IJTAHUPOBAHUS B
OpraHH3aIiHy.

PeKOMeH}IyeMbIe HCTOYHHUKMU:
8(1),9(1)

WHauBuayanbHbIE MOHOJIOTH-
COOOILEHNS HA OCHOBE TEKCTa,
BBIIIOJIHEHHE 3alaHUI Ha
pa3BUTHE HaBBIKOB
KPUTHYECKOI'O MBIIIJICHNS B
MaJIbIX I'PYIIIAX; BBIIIOJHEHUE
SA3BIKOBBIX 1 KOMMYHHMKaTUBHBIX
YIpaKHEHUH.

8. OnepannonHas
JIeSITEILHOCTE B

CHUCTEME YNPABJIEHUS CIIOPTH
BHOM OpraHu3anuein

VYpasneHue onepanvoHHON
JIeATEITBbHOCTBIO.
WNHTtennexryanbHas
COOCTBEHHOCTh OpPraHU3aIHH.
YnpaBneHue Ka4eCTBOM.
HMuaHoBanmuoHHas
JeSITENIbHOCTbD.
Pexomenayemble HCTOYHUKH:

8(1),9(1)

I'pynnoBoe o6cyxneHne
rpaMMaTHYECKUX SBJICHUH Ha
0a3e JICKCUKU 10 TEME 3aHITHUS;
IpyIIOBOE 00CYXIeHUE
aynno(parMeHTOB; BBITIOJIHEHUE
JIEKCUKO-TPaMMAaTHYECKUX
3aJIaHAMN.

9. YnpasneHue puckamu B
CHOPTUBHBIX OPraHU3ALUAX

SWOT-ananu3. [IpuHimns: u
METOJTbI YIIPABIICHUS PUCKAMH
JUTS CTIOPTKOMILIEKCOB.

PeKOMeHZ[yeMbIe HCTOYHHUKMU:
8(1),8(2),9(1)

®poHTanbHOE 00CYKIACHNE
COZIepIKaHMUS TIEYaTHOTO TEKCTA,
COBMECTHOE 00CYXICHHE
JOKJIAJIOB TI0 TeMe; TUCKYCCHH
Ha OCHOBE MOJICTTHPOBAHHS
CI/ITyaHI/If/’I 110 TEMC 3aHATHS.

10. Teopuu nuaepcTBa u
yIIpaBICHUS

CoBpeMeHHbIE TTOJIXO/IbI K
nunepcty. [loBenenueckue
teopur. OCHOBHbBIE CTUIIN
yrpaBieHus (aBTOPUTAPHBIH,
JIEMOKpPaTU4YECKUH,
TUOEepaTbHBIN).

PeKOMeH}IyeMbIe HCTOYHHUKMU:
8(1),8(6).9(1)

[TapHO€E U COBMECTHOE
00CyXJIeHHEe TEPMUHOJIOIHU U
JIEKCUKH 110 Teme; HTepHEeT-
IIOMCK; TIOArOTOBKA U
IIPOBEACHUE POJIEBOM UIPHL.
ITonroroBka K TECTUPOBAHUIO
I10 IIPOMJCHHBIM TEMaM.

11. OcHOBBI KOPHIOPATUBHOTO
YIPaBJIEHUS B CHOPTUBHBIX
OpraHu3aluiIx

OCHOBHBIC TIOHATHS,
MIPUHIIATIBI, MEXaHU3MBI,
MOJIEJIH KOPIIOPATUBHOTO
YIPaBJICHUSA. YYaCTHUKHU
KOPIIOPATUBHBIX OTHOLICHUH M
UX CHCTEMa B3aMMO/ICHCTBHSI.
PexomenayemMble HCTOYHUKH:

8 (1), 8(9), 9(1)

Pabora B mapax u coBMecTHOE
00CyXJIeHHEe TEPMHUHOJIOTHUU U
JIeKCUKH 110 Teme; MHTepHeT-
ITOUCK; IIPOMEKYTOYHBIN
KOHTPOJIb; pOJIeBasi UTPa;
YCTHOE TECTUPOBAHUE I10
U3y4eHHBIM TeMaM |-8.




12. ®unancoBas OTYETHOCTD
B CUCTEME yIIpaBJICHUS
CHIOPTUBHOW OpraHu3auein

OcHoBHbI€ BUbI (PMHAHCOBBIX
0TuYeTOB. THUIIBI AKTUBOB U
11accuBOB. [10X0abI 1 pacxosl
npeanpustus. Knaccupukanus
MOTOKOB JIBM)KEHUS
HAJIMYHOCTHU B OTUETE O
JIBUKEHUH IEHE)KHBIX CPEJICTB.
Pexomenayemble HCTOYHUKH:

8 (1), 8(3), 8(5), 8 (8), 9(1)

WuauBryanbHbIE MOHOJIOTH-
COOOIIEHUS HA OCHOBE TEKCTa U
ayJmo-BUI€0(pparMeHTOB;
BBINOJIHEHHUE 3aJaHUN Ha
pa3BUTHE HABBIKOB
KPUTUYECKOT'O MBIIIJICHHS B
MaJlbIX rpynmnax; padbora mno
COCTaBJIEHUIO OTUETOB; pa3dop U
penieHmne Kenca.

13. OcHOBBI HAJIOTOBOT'O
ydera B CHOPTHBHBIX
OpraHH3aIHsIX

IOpunuueckue popmbl
opraHu3aiuu ousHeca.
Paznmuns B ux
HAJIOTOO0I0KEHHNH,
JleranpHble CXEMBI CHIDKEHUS
HAJIOTOBBIX 00S3aTENLCTB.
Pa6ota HaoroBoro
KOHCYJIbTaHTA M ayJUTOPA.

PeKOMeH}IyeMbIe HCTOYHHUKMU:
8 (1), 8(5), 8(3), 8 (7). 9(1)

I'pynnosoe u mapHoe
00CYXJICHHE COJEPIKaHMS
MEYaTHOTO TEKCTA; COBMECTHOE
oOCyXXJieHHEe TEPMHUHOJIOTHH U
JIEKCUKH TI0 TeMe Tipu paboTe ¢
HaJIOTOBOM TOKYMEHTAIINEH;
JUCKYCCHS 10 TEME 3aHSATHUS,
TECTUPOBAHUE 3HAHUI 11O
U3Y4YEHHBIM TeMaM 9-15.

IMpoduias «MapkeTHHD»

Tabmawua 3.3.

HaunmenoBanue Tem
(pa3nenioB)
JTUCHUATLINHBI

Ilepeyenb BOnpocoB s
00Cy:KIeHHUsI HA CeMMHAapaXx,
NPAKTHYECKUX 3aHATHAX,
peKoMeHayeMble HCTOUHUKHU U3
pasaenoB 8,9 (ykasbiBaeTcst
pa3aesi ¥ NOPAAKOBLII HOMeP
HCTOYHHMKA)

®opMbI IPOBEACHUS 3AHATHH

1. Ponp MapkeTnHra B
ousHece.

MapkeTruHTr B COBPEMEHHOM
MHpE: POJIb U 3HAYCHUE.
MapkeTnHroBast cTpaTerus.
OCHOBHBIE IPUHIUIIBI
MapKETHHTA.

PeKOMeHI[yeMI)Ie HNCTOYHUKHU:
8(4), 8(10), 9 (1).

['pynnoBoe o6cyxaenue
coJiepKaHus IeYaTHOTO TeKCTa
M TOKJIaJI0B 11O TEMATHKE
CEeMMHapa; COBMECTHOE
o0CyXJIeHEe TEPMHHOJIOTHH U
JIEKCHKH T10 TeME; OpraHu3alus
¥ IIPOBEICHHE JICIIOBOM UTPHI TI0
TEMC 3aHATUA

2. KW3HEeHHbBIN [TUKI
TOBapa.

Cranuuy KU3HEHHOTO IUKJIA.
XapakTepUCTUKH U CTPATETHH.
PexomenayemMble HCTOYHUKU:

8(4), 8(10), 8 (12), 9(1)

WNuauBuyansHbIe MOHOJIOTH-
COOOILIEHUSI HA OCHOBE TEKCTA U
ayJIroBUACO(PParMEeHTOB;
BBITIOJTHEHUE 33aHUI Ha
pa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIICHHS B
MaJIbIX TPYIIax; BHITOJTHEHUE
S3BIKOBBIX 1 KOMMYHHUKATUBHBIX
yIpakHEHHt; padoTa 1o
COCTaBJICHUIO OTYETOB; pa3dop u
peleHue Kencea.




3. ACCOpTHUMEHT U
LICHOBAs! MOJIUTHUKA.

Tunel npoaykToB. Buael nenoBoun
ITOJINTUKHU.

PCKOMCHZ[yeMLIe HCTOYHHUKHU:
8(4), 8(10), 8 (12) , 9(1)

®poHTaNIbHOE 00CYXKACHNE
COJIepKaHUs IEYaTHOTO TEKCTa,
COBMECTHOE 00CYXIeHHE
JIOKJIa/IOB 110 TeME; TPYIIIOBbIE
JMCKYCCHH Ha OCHOBE
MOJICIUPOBAHMSI CUTYAIHH 1O
TEME 3aHATHSI.

4. MapKeTUHI OBBIN
IUTaH: ayAWUT U LENH.

[IpoBeneHne MapKETUHIOBOTO
ayauta. Tpwu Thna aHanuza:
SWOT ananu3, PESTEL ananus,
ananu3 5 cui [Toprepa.
ITocTaHOBKAa MapKETUHI OBBIX
nenei.

Pexomenayemble HCTOYHUKH:
8(4), 8 (5), 8 (10), 9(1)

WnauBuyanbHbIe MOHOJIOTH-
COOOIIIEHNS Ha OCHOBE TEKCTA U
ayJ1o-BU1€0(PparMeHTOB;
BBIIOJIHEHME 3alaHUI Ha
pa3BUTHE HABBIKOB
KPUTUYECKOTO MBIIIJICHUS B
MaJIbIX TPYIIax; BHITOJTHEHUE
A3BIKOBBIX 1 KOMMYHHKATHBHBIX
yIpaskHEeHHIt; paboTa 1o
COCTaBJICHUIO OTYETOB; pa3dop u
peleHue Kencea.

5. MapKeTUHT OBBII
IJIaH: CTpATerus U

CocraBieHre MapKETUHTOBOM
crpareruu. IInanupoBanue u

WuauBuyabHbIC MOHOJIOTH-
COOOIIIEeHUI HA OCHOBE TEKCTA U

TaKTHKAa. 00CyX/IeHHEe MapTETUHTOBOTO ayJIno-BUe0ParMeHTOB;
mukca. [Ipesenramus BBIIIOJIHCHHE 3aJJaHUM Ha
MapKETHUHTOBOTO OIODKETA. pPa3BUTHE HABLIKOB
PexomMeHnayeMble HMCTOUYHUKH: KPUTHUYECKOT'O MBIIIICHUSI B
8(4), 8 (5), 9 (2). MaJIbIX TPYIIIax; BBIMOJIHCHNUE
SI3BIKOBBIX 1 KOMMYHHKATHBHBIX
yIpaxxHeHHit; paboTa 1mo
COCTaBJICHUIO OTYETOB; pa30op u
penieHue kemca.
6. O0mieHue ¢ JlosmpHOCTH Openay. Pabora ¢ NunuBuayansHbIe MOHOJIOTH-
KJIIMCHTaMH. KJIMCHTaMH. COOOIIIEHUs HA OCHOBE TEKCTa U

PCKOMEHI[yeMbIe HCTOYHUKU:
8(4), 8(10), 9 (1).

ayuo-Bue0parMeHToB;
BBINOJIHEHHE 3aJaHUI Ha
pa3BUTHE HaBBIKOB
KPUTUYECKOTO MBIIIJICHUS B
MaJIbIX TPYIIax; BHITOJTHEHHUE
S3BIKOBBIX 1 KOMMYHHKATHBHBIX
ylpa)xxHeHHit; padboTa 1o
COCTaBJIEHUIO OTYETOB; pa3dop u
peneHue Kencea.

7. UccnenoBanue pblHKA.

MapKeTHHIOBbIE UCCIICIOBAHHUS
METOJIbl ¥ TEXHUKH. DOKyC
rpymnmsl. MapKeTUHIOBBIA MUKC.

PeKOMeH}IyeMbIe MNCTOYHUKHU .
8(4), 8(10), 9 (1).

NunuBuayanbHbIe MOHOJIOTH-
COOOIIEHMS Ha OCHOBE TEKCTA U
ayJ1o-BU1€0(PparMeHTOB;
BBITIOJTHEHHE 3aJaHUM Ha
pPa3BUTHE HABBIKOB
KPUTHYECKOTO MBIIIICHHS B
MaJIbIX TPYIIax; BHITIOJHEHNE
SI3BIKOBBIX 1 KOMMYHHKATHBHBIX
YIPaXHECHU;

8. Pa3zButie HOBOTO
MPOJYKTA U OPEHIMHT.

3nauenue Openpa. Pa3zpaboTka
Openaa. MHAMBUIYaIbHOCTD
OpeHpa.

®poHTaAIBHOE 00CYXKICHNE
COZIep’KaHMs TIEYaTHOTO TEKCTa,
COBMECTHOE 00CYKJICHHE




PeKOMeHI[yeMbIe HCTOYHUKU:
8(4), 8(10), 9 (L).

JOKJIaJIOB 10 TEME; IPYIIIOBBIE
JUCKYCCHUH Ha OCHOBE
MOJICJINPOBAHUS CUTYyaIUH 10
TEME 3aHATU.

9. BHenpeHne HOBOTO
IPOIYKTa Ha PBIHOK U
€ro MPOJIBIKCHHUE.

CriocoObI TPOIBHKEHUS
IIPOYKTa Ha PbIHKE. Mepsbl 110
0’KHMBJIEHUIO COBITA.

PeKOMeHI[yeMbIe HCTOYHHUKMU:
8(4), 8(5), 8 (10), 9(2)

['pynmoBoe o6CcyxaeHne
COJIepKaHUs TIEYaTHOTO TEKCTa
U JIOKJIAZIOB TI0 TEMATHKE
CEMHUHAapa; COBMECTHOE
00CyXJIeHUEe TEPMUHOJIOTHU U
JICKCUKH TI0 TeME; OpTaHu3aIHs
Y TIPOBEJICHHE JICTIOBOI UTPHI 1O
TEMEC 3aHATHUA.

10. Pexnama.

Tunel pexitamsl. Pexiiama B
uHTepHete. [ nobanbHbIe
pEKIaMHbIE KOMITAaHUU.
CnoHcopcTBoO.

PEKOMEH}IyeMbIe HCTOYHUKHU:
8(4), 8(10), 9 (1).

®poHTaAIBHOE 00CYXKIEHNE
COZIeP’KaHMs TIEYaTHOTO TEKCTa,
COBMECTHOE 00CYXICHHE
JIOKJIaJI0B TI0 TEME; IPYIIOBbIE
JMCKYCCHHU Ha OCHOBE
MOZIETTMPOBAHMS CUTYAIUH 1O
TEME 3aHSTHSL.

11. MapkeTuHroBbie
MEpOTIPUSITHSL.

BricTaBku, npe3eHTanum,
pacriponaxu. Pa3botka crenna.
Opranusaius oOIIeHHS C
MOTENUATHHBIMU KITUCHTAMH,
HaTa)KMBaHUE TIOJIE3HBIX CBA3CH.

PeKOMEHI[yeMbIe HCTOYHUKHU:
8(4), 8(5), 8 (10), 9(2)

['pynnoBoe o6cyxaeHne
COJIEpKaHUsI TIeYaTHOTO TEKCTa
U JOKJIaJIOB IO TEMATHKE
CceMHUHapa; COBMECTHOE
o0cyxJieHHe TEePMHHOJIOTHH U
JIEKCUKH TI0 TEME; OpTaHU3aUs
Y TIPOBEJICHHUE JIEJIOBOM UTPBI 11O
TEME 3aHATHSI.

12. KoHKypeHTHbIE
CTpaTeruu

[TozummonnpoBanue ToBapa. 4
YPOBHS O3ULIMOHUPOBAHUS 110
Aakepy

Crpareruu Push u Pull.
(mpoTanKWBaHUS U BTATHUBAHUS).
PexkoMeHnyeMble HCTOUHHKH:

8(4), 8(10), 8 (12).

®poHTaNBHOE 00CYXKICHNE
COJIepKaHUs IEYaTHOTO TEKCTA,
COBMECTHOE 00CYXIeHHE
JIOKJIa/IOB 110 TeME; TPYIIIOBbIE
JMCKYCCUH Ha OCHOBE
MOJICJIUPOBAHMSI CUTYAIUH 10
TEME 3aHATHSI.

13. MapkeTuHr B KpU3UC

PeBu3us kak BIOOp JIydIIero u
OTKa3 OT JIMIIHETO.

MeHbl11e pexnamsl 1S BCEX,
OoJIbLIIE MOJIE3HBIX OTHOIIEHUH ¢
KK JIbIM.

PexoMenayeMble HCTOYHUKU:

8(4), 8 (10), 8 (12).

I'pynmoBoe o6cyxieHune
COJIepKaHHMsI TIEYaTHOTO TEKCTa
U JOKJIaJdO0B 110 TCMATHUKE
CEMHHApa; COBMECTHOE
00CyX/IeHHEe TEPMUHOJIOTHU U
JIEKCHKH TI0 TEME.

14. MapKeTHHTOBBIE
KOMMYHHKAIUH

Buabel MapKkeTHHTOBBIX
KOMMYHUKAaIAHN.

YPpOBHH UEIIOBEUECKOTO
BOCIIPUSATHUS U JOBEPUE K
uHpOpMaLINH.

Hckaxxenue nndopmaiuu B
MApKETUHTOBBIX KOMMYHHKALIUSX.
PexomenayemMble HCTOYHMKU:

8(4), 8(5), 8 (12).

WNuauBuyanbHbIE MOHOJIOTH-
COOOLIEHNsI HA OCHOBE TEKCTa U
ayaIro-BUI€0(PparMeHTOB;
BBINOJIHEHHE 3aJaHUN Ha
pa3BUTHE HABBIKOB
KPUTUYECKOIO MBIIIJICHUS B
MaJIbIX TPYIIax; BHITOJTHEHHUE
S3BIKOBBIX 1 KOMMYHHKATHBHBIX
YOPAKHEHUN




Mpoduian «Jlorucruxka»

Tabmuma 3.4.

HanMmeHnoBanue Tem
(pa3nesoB)
JTUCHUATLINHBI

IIepeyenn BOnpocoB ais
00Cy:K1eHHMsl HA CeMHHAapaXx,
NPAKTHYECKUX 3aHATHAX,
peKoMeH/lyeMble HCTOYHUKHU U3
pasaenoB 8,9 (ykaspiBaercst
pa3aes ¥ NOPSAAKOBbII HOMep
HCTOYHHNKA)

®opMbl IPOBEICHUSA
3aHATHH

1. IIpodeccuu B chepe
JIOTHCTHUKHU.

Jloructrka kak Hayka. OCHOBHBIC
MPUHIIUTIBI TIOTUCTUKU.
[Ipodeccus — moruct: coaepranue
1 00A3aHHOCTH.

PeKOMeH[lyeMbIe HCTOYHUKH:
8(4), 9(1)

['pynnoBoe o6cyxaenne

COJIep KaHuUs TIEYaTHOTO TEKCTa
Y JIOKJIAJIOB IO TEMATHKE
CeMHHapa; COBMECTHOE
00CyX/IeHHEe TEPMUHOJIOTUHU U
JIEKCHUKH T10 TEME;
opranu3anus U IMMPOBCIACHUC
JIeTIOBOM UIPHI 10 TEME
3aHATUA

2. Jloructuyeckue
YCITyTH.

Bunbl noructTudeckux ycuyr.
Munumuzanusg 3atpaT. OCHOBHbBIE
TpeboBaHue K POPMUPOBAHUIO
JIOTUCTHYECKUX CUCTEM.

PeKOMeH)]yeMI)Ie HCTOYHMUKHU:
8(4),8(5),9(1)

®dpoHTanbHOE 00CYKIACHNE
COJICp)KaHUs TICYaTHOTO
TEKCTa, COBMECTHOC
00CyX/IeHHE TOKIIA0B TIO
TEeME; TPYIIOBLIE JUCKYCCUU
Ha OCHOBE MOJICITMPOBAHUS
CI/ITyaL[I/Iﬁ I1I0 TCMC 3aHATHA.

3. Ileno4ku MOCTaBOK.

VYrpasriendyeckasi KOHIETNS U
OpraHU3aIMOHHAS CTPATETHsl.
[Tporuo3upoBanue.

PeKOMeH)]yeMI)Ie HCTOYHUKH:
8(4),8(12),9(1)

WHauBuayanbHbIC MOHOJIOTH-
COOOIIIEHHST HA OCHOBE TEKCTa
1 ayJu0-BHICO(PParMEHTOB;
BBITIOJTHEHHUE 3aJaHNI Ha
pa3BHUTHE HABBIKOB
KPUTHYCCKOTO MBIILICHHS B
MaJIbIX TPYIIax; BEITOJHECHUE
SI3BIKOBBIX 1 KOMMYHH-
KAaTUBHBIX YIPaXKHCHHIA,
paboTa 1Mo COCTaBICHUIO
OTYETOB; Pa3dop M peIICHUE
Keiica.

4. Ucnons3oBanne
LIETTOYKH MTOCTAaBOK IS
yBEJIUYEHUS 00beMa
MPOJIaXK.

Jloructuueckas cTparerus.
['maBHbIE KOMITOHEHTBI
YIPABIEHUS LIEIOYEK MOCTaBOK.
VYnpaBiieHue )KU3HEHHBIM [IUKIOM
IPOAYKTa. 3aKYyINKH B paMKax
LIENIOYEK [TOCTABOK.

PexomenyemMble HCTOUHHKH:
8 (4), 8(12), 9(1)

®poHTanbHOE 00CYKICHNE
COZICpIKaHHUS TIEYaTHOTO
TEKCTa, COBMECTHOE
o0CyKJeHHEe TOKIAI0B IO
TEMCE,; I'PYIIIOBLIC JUCKYCCUU
Ha OCHOBE MOJICTTHPOBAHHUS
CI/ITyaHI/Iﬁ II0 TEMC 3aHATHUA.

5.MupoBas cucrema
cHaOXeHUs

Pa3HoBUIHOCTE CUCTEM
cHaOxeuust. MPIT 1 u MPII 2.
Pexomenayemble HCTOYHHKH:

8(4), 8(5), 8(12)

I'pynmoBoe o6cyxeHne
COJIEp>KaHUs TIEYaTHOTO TeKCTa
Y JIOKJIAJIOB IO TEMATHKE
CEMHHApa; COBMECTHOE




o0CyXJIeHE€ TEPMHHOJIOTUH U
JICKCHUKH T10 TEME;
opranui3anus U IMIPOBCACHUC
JIeIOBOM UIPHI 10 TEME
3aHATUA

6.TpaHcriopTHas
JIOTHCTHKA

Buasl 1 TUIIBI TPAHCOBpTA.
[Torpy3ka. JIokyMeHTbI
HEOOXOIMMbIE TIPU

TPaHCOPTHPOBKE TOBapoB. Beibop

IIEPEBO3YHKA.
PexkoMeHyeMble HCTOYHNKH:

8(4), 8(5), 9(1)

NuauBuayanbHbIE MOHOJIOTH-
COOOIIIEHNS Ha OCHOBE TEKCTA
U ayAn0-BUe0()ParMeHTOB;
BBIITOJIHEHME 3aJaHui Ha
pa3BUTHE HABBIKOB
KPUTHYECKOT'O MBIIIJICHHS B
MaJIbIX TPYIIax; BEITIOTHEHUE
SI3BIKOBBIX U KOMMYHHU-
KaTUBHBIX YIIPAKHECHUI;
paboTa 1Mo COCTaBICHHUIO
OTYETOB; pa30op U pelIcHne
Keiica.

7. YnpasieHue 3anacamMmu

Becniepeboiinbie MOCTaBKY.
Hedeunt u n36b1ToK. OCHBIBHBIE
MOJICJIM YIIPABIICHUS 3allacaMHu.
PexomenayemMble HCTOYHHKH:

8(4), 8(12), 9(1)

I'pynimoBoe o6cyxaeHue
rpaMMaTHYECKHX SIBJICHUH Ha
0a3e JIEKCHUKH T10 TeMe
3aHSTHS; TPYIIIOBOEC
00CYXKIeHHE MTPOCTYIAaHHOTO
ayaro(parMeHTa; BhIIIOJIHEHHE
JICKCHKO-TPaMMaTHYECKUX
3aJlaHU.

8. XpaHeHue U CKIIaJbI

MapxkupoBka. Ckiaackoe
obopynoBanue. Cuctema
CKIIaIUPOBAHUA N XPAHCHU.
PexomeHn1yeMble HCTOYHHKH:

8(4), 8(5), 9(1)

WNuauBuayanbHbIE MOHOJIOTH-
COOOIIEHUsI HA OCHOBE TEKCTa
U ayJM0-BUE0(PpParMeHTOB;
BBITNIOJITHEHNE 3a/laHUI Ha
pa3BUTHE HaBBIKOB
KPUTHYECKOI'O MBIIIJICHNS B
MaJibIX TPyIIax; BHIIOJHEHUE
S3BIKOBBIX U KOMMYHH-
KAaTHUBHBIX YIPaXXHEHU;
paboTa 1o COCTaBJICHUIO
OTYETOB; pa3zdop U pelieHne
Kelica.

9. lokymeHTauus u
(UHAHCHI B JIOTHCTUKE

MeTtoap! mmaTexa.
Cepruduxkanus. [locrymnenue u
00paboTKa 3aKa30B.

PeKOMeHHyeMI)Ie HCTOYHMUKHU:
8(4),8(12), 9(1)

['pynnoBoe o6cyxaenue
COJIep KaHuUs TIEYaTHOTO TEKCTa
Y JIOKJIQJIOB [0 TEMATHKE
CeMHHapa; COBMECTHOE
00CyXIeHHE TEPMHUHOJIOTHUHU U
JICKCHUKH T10 TEME;
opranusanusd U MpOBCACHUC
J€TI0BOW UTPHI IO TEME
3aHATUA

10. JIoructuka u cucrema
cHaOxenus. O01ee u
pasnuuue.

MecTo JIOTHCTUKYU CHAOXKEHUS B
JIOTUCTUYECKOU CUCTEME.
CHabXeHUYECKHE CTpaTEr .

PeKOMeH)]yeMble HCTOYHUKH:
8(4). 8(5), 9(1)

I'pynmoBoe o6cyxaeHue
rpaMMaTHYeCKHX SBIICHUH Ha
0a3e JICKCHKH I10 TeME
3aHSATHS; TPYITIOBOE
00CyXJIeHUE MTPOCITYIIAHHOTO
aynuo(parMeHTa; BHITIOTHEHUE




JIEKCUKO-TPaMMaTHYECKUX
3aJaHuH.

11. CrpaxoBaHue

CtpaxoBaHue Ipy30B.
JlokyMeHTaIusi HeoOXoaumast mpu
CTPaXOBaHUH.

PeKOMeH)]yeMI)Ie HCTOYHMUKHU:
8(4), 8(13), 9(1)

®poHTaIbHOE 00CYKICHNE
COJICpYKAaHUS TICYATHOTO
TEKCTa, COBMECTHOE
o0CyKIeHUEe TOKIAI0B IO
TeMe; TPYIIIOBbIC TUCKYCCHH
Ha OCHOBC MO,Z[G.HI/IpOBaHI/ISI
CUTYAITUH 110 TEME 3aHITHSL.

12.ITponsBoacTBeHHAs
JIOTHCTHUKA

I'maBHBINM KaJleHIapHBIN UIaH
IIPOM3BOJICTBA.
[TnanupoBaHue NOTpeOHOCTH
B Marepuanax (MRP)

8(4), 8(12) , 9(1)

I'pynimoBoe o6cyxaeHme
rpaMMaTHYECKUX SBJICHUI Ha
0a3e JEKCHKH I10 TeME
3aHATHS; TPYNIIOBOE
00CyXJIeHUE MTPOCITYIIAHHOTO
ayanodparmMenTa; BBIIIOJTHEHUE
JICKCUKO-TPAMMAaTHYECKHX
3aJaHUN.

13. 3akynouHnas
JIOTHCTUKA

Opranu3zanus 3aKyrno4Hon
JeATEIILHOCTH Ha IPEATPHSATHH.
[TnanupoBaHue NOTPeOHOCTH

B MaTepHuaiax

8(4), 8(12) , 9(1)

WNHauBuayanbHbIE MOHOJIOTH-
COOOIIIEHNUsI HA OCHOBE TEKCTa
U ayin0-BHIe0()ParMeHTOB;
BBITIOJIHEHUE 3aJJaHUI Ha
pa3BUTHE HaBBIKOB
KPUTHYECKOIO MBIIIJICHNS B
MaJbIX TPyIIax; BHIIOJHEHUE
SA3BIKOBBIX U
KOMMYHHMKaTHUBHBIX
yIpaKHEeHMI; paboTa 1Mo
COCTaBJICHUIO OTYETOB; paz0oop
Y pElICHHE Kenca.

14. InpopmarmoHHbie
CUCTEMBI B JIOTUCTUKE

OcHOBHbIE IOHATHUS U TEHJIEHIIUU
pa3BUTHSA HHPOPMALIMOHHBIX
CUCTEM

Kpatkas xapakTepucTika pplHKa
MH(GOPMAIIMOHHBIX CUCTEM

8(4), 8(12) , 9(1)

WuauBryanbHbIE MOHOJIOTH-
cOOOIIEHNsI HA OCHOBE TEKCTa
U ayJu0-BUe0(PparMeHTOB;
BBINOJIHEHHUE 3aJaHUI Ha
pa3BUTHE HABBIKOB
KPUTUYECKOT'O MBIIIJICHHS B
MaJIbIX TPYIIax; BBITOJHEHHE
SI3BIKOBBIX U
KOMMYHHUKaTHBHBIX
yIpaKHEHHI; paboTa 1Mo
COCTABJICHHUIO OTYETOB; pa3dop
U PEILICHKE KeHca.

6. IlepedyeHb yueOHO-MeTOAMYECKOT0 0OeceYeHNs JAJIsl CAMOCTOSTEILHO
PadoThI 00YYAKOIIMXCS MO JUCHUIJINHE

6.1 IlepeyeHb BONIPOCOB, 0TBOAMMBIX HA CAMOCTOSITEJIbHOE OCBOCHHE
TUCHMILTHHBI, (OPMBI BHEAYAUTOPHOI CAMOCTOATENIbHOI PadoThI




Ipopuin «PUHAHCOBBIN MEHEIKMEHT», «MeHeXKMEHT U ynpaBjieHue
OM3HecoM», «YIpaBJjieHue IPOIYKTOM

Taomuna 4.1.

HaumMmeHoBaHue TeM
(pa3aesoB) M CHUTIIMHBI

Ilepeyenb BOnpocos,
OTBOAMMBIX Ha

®opMbl BHEAYAUTOPHOM
CaMOCTOSITE/IbHOM PadoThI

KOOPAUHALIMS pabOTHI,
KOHTPOJIb, OLICHKA,
BO3HArpa)aeHue u T.11.).
OCcoOEHHOCTH MEHEPKMEHTA
B Pa3IMYHBIX CEKTOPaX
9KOHOMHKH H KpOCC-
KyJIbTYPHBIN TIOJIXO]] B
yIPaBJICHUH TIPH
opraHu3amuy padoThl Ha
MPEANPHUSITHH U B XOJIE
COBMECTHBIX ITPOEKTOB C
WHOCTPaHHBIMU
MapTHEPaMH.

CaMOCTOATEIbHOE
OCBOEHHE
1. ®Oyskun [Ipoueccsl ynpasieHueckod | BblnonHeHue 3a1aHuid,
MEHEJKMEHTa NEeATEIbHOCTH PEKOMEHI0BAaHHBIX YUEOHBIMU
U OpraHu3alMoHHas | (OpraHu3anus, IOCTAaHOBKA | MOCOOMSIMU U
CTpYKTypa Lesnen, IIaHUPOBAHNUE, MYJIbTUMETUMHBIMA
KOMIIaHUH BbI/laya pacHopsKEHU, pecypcami.

Pabota ¢ yuebHOM 1
CIIPaBOYHOU JIMTEPATYPOM.
N3yueHnne marepuaios 1o
npobiaeMaM MEeXbI3bIKOBOH U
MEXKKYJIbTYpPHOU
KOMMYHHKAIIVH B
MEHEKMEHTE.

2. MoruBanus
COTPY/IHUKOB

Ponr MoTHBanum B
ynpaBiaeHuu. Mojenu
Xakmana u Onaxema.
IIpumenenne
COJIEpXKATEIbHBIX U
IpoIECCYaTbHBIX TEOPUI B
yIPaBICHUHN OPTraHU3aIINH.

Pabota ¢ ucnons3oBanuem
OpPUTMHAJIBHBIX
poQeCCUOHAIBHO-
OPUEHTUPOBAHHBIX UCTOYHUKOB
MH(OPMALINH, B TOM YHCJIE U C
WNurepueT-pecypcamu aiis
IIOATOTOBKH ITPE3EHTALAN
PowerPoint ¢ ucnons3oBanrem
CHI1 u paboTsI ¢ Keic-CTaiu.

3. Teopuu nuaepcTBa U
CTWJIN YIIPaBJICHUS

Teopun pykoBoJICTBa U
JUAEPCTBA: JINYHOCTHAS
TeOopHUs JINAEPCTBA,
ITOBEJICHYECKHUE TEOPUH
munepetBa (Teopun «X» u
«Y» MaxklI 'peropa,
JByXMEPHbIE TPAKTOBKH
CTHJICH PYKOBOJCTBA U T.1I.),
CUTYALIMOHHbBIEC TEOPUH
muaepcta (Moaenb
pykoBoacTtBa Puaiepa,
Teopust KU3HEHHOTO ITUKJIA
Xepcu u bannmapna,
Teopusa «nyTb-11eNB» Xayca,
Mopens NpUHATAN peLIeHUN
Bpywma-IerTona).

Brimonnenue 3aganui,
PEKOMEHIOBAaHHBIX YICOHBIMU
MMOCOOUSIMH U
MYJIbTUMETHHHBIMA
pecypcaMu.

PaboTa ¢ ncnonb3oBaHNEM
ayTEeHTHYHBIX HAYYHBIX CTaTeH
u ¢ UuaTepreT-pecypcamu st
MOATOTOBKHU POJIEBBIX UTP.
IToaroToBKa K KOHTPOJIBHOMN
pa0ore.




4. VYpoBHU
IUIAHUPOBAHMSI B
MEHEIKMEHTE

OnepatuBHOE, TAKTUYECKOE
U CTPAaTETHYECKOE
IJIaHUPOBAHUEC B
MeHemkmenTe. [Ipouecc
CTpaTEernyecKkoro
IJIAaHUPOBAHMSL, €T0
DJIEMEHTHI M dTaIlbl. YJacTHe
MEHEKEPOB B ONPEJEICHNN
MHUCCHH KOMIIaHUH.

Brimonnenue 3agaHmii,
PEKOMEH/I0BaHHbIX y4eOHBIMU
MMOCOOUSAMH U
MYJIbTUMEAUNHBIMU
pecypcami.

Pabota ¢ yueOHoIi u
CIIPaBOYHOM JIUTEPATYPOU JUISL
OCYILIECTBJICHUS yYacTHsI B
MO3TOBOM IITYpME.

5. OmneparmonHas
JIESITECILHOCTD B
CUCTEME yTPaBIICHUS
OpraHu3anuei

KoHCTpyKThI OneparimoHHON
NEeSTeIbHOCTH Ha
MPEANPUATHH: OCHOBHBIE
OHM3HEC-TIPOIIECCHI,
o0ecrieunBaroIye
MIPOLIECCHI, YIIPABICHUECKUE
npouecchbl. CUCTEMBI
YIPABJICHUS OpraHU3alueH
Y OTIepaIlMOHHBIMH PUCKAMU
(m1aHupoBaHue,
peructpanus pakToB
OTIePAITIOHHBIX PHCKOB,
KOHTPOJIb PUCKOB, CBSI3b C
Om3HEC-TporeccaMu
OpraHU3AINH).

Brimonnenue 3aganmii,
PEKOMEH/I0BaHHBIX y4eOHBIMU
MOCOOUSIMU U
MYJIbTUMETHHHBIMU
pecypcami.

Pabota ¢ yueOHoii u
CIIPABOYHOM JIUTEPATYPOIl.
Pabora ¢ ucronp3oBaHneM
OPUTHHAIIBHBIX
npodeccuoHaIbHO-
OpPUEHTHUPOBAHHBIX HCTOYHHUKOB
UH(OPMALINH, B TOM YHCJIE U C
WuTepHeT-pecypcaMu amst
IIOATOTOBKHU K I'PYINIIOBOX
JIUCKYCCHH.

6. VYmnpasienue
pHCKaMu

AHanus v NpuHATHE
pelLeHni 10 PUCKOBBIM
coObITusaM. IIponeccsl
yIIpaBJIEHUS] pUCKAMMU:
MOHUTOPUHT, IJITAHUPOBAHUE
NecTBUI 10 MUHUMU3ALUH
yrpo3, KOJIM4YECTBEHHAs U
KayeCTBEHHAsl OLIEHKA
PHUCKOB, UIEHTU(UKALINS
PHCKOB, IJIAHUPOBAHUE
yIpPaBICHUS PUCKAMH.

BremonHenue 3amanni,
PEKOMEHIOBAaHHBIX Y4EOHBIMU
MMOCOOMSIMH U
MYJIbTUMEIUMHBIMU
pecypcamMu.

PabGoTa ¢ ncnonb30BaHUEM
OpPUTMHAJIBHBIX
po¢eCCHOHAIBHO-
OPUEHTUPOBAHHBIX UCTOYHUKOB
nH(pOpMaIH, B TOM YHCTIE U C
WNHTepreT-pecypcamu s
MMOATOTOBKH JOKJIaJa.

7. Crpareruueckuit
MEHEJKMEHT U
AHTUKPHU3HUCHOE
yIpaBIICHHUE

AHanns U OIleHKa
BHYTPEHHEHN U BHEIIHEHN
Cpeibl OpraHu3aluy.
Onpenenenue
CTpaTETHYECKUX
asnbTepHaTHB. CriocoObl
BbIOOpA CTpaTEruH.
IToaroroska
CTpATETHUECKOro IiaHa u
ero peanusanus. Koutposib
pe3ynbratoB. CriocoObl
MOJTy4eHUs1 0OpaTHOM CBSI3H.

Brimonnenue 3aganuii,
PEKOMEH/I0BaHHbIX y4EOHBIMU
MOCOOUSAMH U
MYJIbTUMEUHHBIMU
pecypcami.

Pab6ota ¢ yueOHoIi u
CIIPaBOYHOU JIUTEPATYPOM.
Pabota ¢ ucnonp3oBaHreM
OpPUTMHAJIBHBIX
po¢eCCUOHAIBHO-
OPUEHTUPOBAHHBIX UICTOYHHUKOB
nH(bOpMaLnH, B TOM YHUCIIE U C
WNHuTtepHeT-pecypcamu s
MOJITOTOBKHU K Kelc-aHaINU3y U




MYJIbTUMEIUINHON
MIPE3EHTALlUH.

8. OcHOBBI
KOPIIOPATHBHOTO
yIpaBJIeHUsS

Paznuunbie
OpraHMU3alOHHO-TIPaBOBBIE
(hopMBI IpEATPUSITHIA.
[IpuHOHUIIBI pacKpbITUS
UHpOpPMALUU SMUTEHTAMHU.
Konduukr naTepecos.

PaboTa ¢ ncnonbs3oBaHNEM
ayTEHTUYHBIX UCTOYHUKOB
nH(pOpMAIUU TT0 U3yIaeMOn
Teme. Ilouck momoTHUTEeILHON
nH(pOpMaIUU 111 TOJATOTOBKH K
JIUCKYCCHUH T10 TEME.

9. Bunsl yuera B
OpraHHU3aLUH

Opranu3alnoHHO-TIPaBOBbIE
0COOEHHOCTH MPEITPHUATHI
Y UX BIIUSHUE HA BBIOOP
(dhopmbI yuera B
OpTaHU3aIMIX.
OcobeHHOCTH y4eTa B
HEKOMMEPUYECKUX U
rOCyJJapCTBEHHBIX
OpraHu3aIMsIX.

AKTHBHU3AIUS paOOTHI TIO
UCTIOJIb30BAHUIO ayTEHTUYHBIX
npodeccuoHaIbHO-
OPHEHTHPOBAHHBIX HCTOYHUKOB
uHpOpMaLIUU

10. YmpaBnenueckuit
yuer

Hanpanenus (BuibI)
YIPaBIECHYECKOTO y4eTa
(TIpOM3BOICTBEHHBIH,

Map KUHAJIbHBIM,
OIOIKETHBIH, (PMHAHCOBBIN
(cTparernyeckuii u
TaKTUYECKUI1), KaIPOBBII U
T.J.).

Beinonnenue 3ananui,
PEKOMEHI0BaHHBIX YUYEOHBIMU
MOCOOHSIMU U
MYJIbTUMEAUHUHBIMU
pecypcami.

Pabota ¢ yuebHOM 1
CIIPaBOYHOM JIUTEPATYPOU.

11. byxrantepckuit
(puHaHCOBBIIT) yuer

Ananranus 3anaaHbix
MOJIENIeH OyXraaTepCcKoro
ydeTa K CUCTEME
OTYETHOCTH, IPUHSTON B
POCCHICKOM NEI0BOM CpeeE.

PaboTa ¢ ucnonp3oBaHrEM
OpPUTHHAIIBHBIX
npodeccuoHaIbHO-
OpPUEHTHUPOBAHHBIX HCTOYHHUKOB
UH(OPMALIUH, B TOM YHCJIE U C
WNHTepreT-pecypcamu s
MOATOTOBKH K JIEJIOBOM UIpe U
nebaTaM.

N3y4yenne matepuana 1o
mpoOeMaM MEXBbSI3BIKOBOU U
MEXKYJIbTYpPHOU
KOMMYHHKAITHH.

12. ®unancoBas
OTYETHOCTbH B
CUCTEME
yIpaBJieHUsS
OpraHu3anuein

Hcnonp3oBanue
OyXTaJITepCKOn
uHpOpMalnu.
DuHAHCOBEIC OTYETHI
OO1menpuHSITIE TPUHITUTIBI
Oyxyuera

Hakomnnennsrie /
HAYNCJICHHBIE
00s13aTeILCTBA.

Yucras cTOUMOCTb.

Brmonnenue 3aganui,
PEKOMEHIOBaHHBIX YYEOHBIMU
MOCOOUSAMH U
MYJIbTUMEAUHHBIMU
pecypcami.

Pabora ¢ yueOHOIt 1
CIIPABOYHOM JIUTEPATYPOI.
Pabora ¢ ucnonb3zoBaHneM
OPUTHHAIBHBIX
npodeccuoHaIbHO-
OpPUEHTHUPOBAHHBIX HCTOYHHUKOB
UH(OPMALINH, B TOM YHCJIE U C
WuTepHeT-pecypcaMu amst
MOJITOTOBKH




K KelC-aHaJIn3y.

13. UudopmannonHo-

WNndopmannonnas 6a3a,

Brimonnenue 3aganui,

yudera

N3yuenue prHaHcoBOM
CUTYallMu B KOPIIOPALIUH,
aHanu3 (PMHAHCOBOM
JOKYMEHTaIUH, IOUCKN
ONTUMAJIbHBIX PEIICHHMN.

aHaTMTHYeCKast OCHOBHBIE METOJIBI ¥ 3TAlbl | pEKOMEHIOBAaHHBIX YUCOHBIMH
COCTaBJISOLIAs aHanmu3a GUHAHCOBOM nocoOusIMH U
(buHaHCOBOM OTYETHOCTH. Posib MYJIbTUMEINHHBIMU
OTYETHOCTHU nHpopManuu GUHAHCOBOTO | pECypcaMu.
CoJlep>KaHusl B IPUHATUN Pab6ora c ucnonb3zoBaHueM
YIPaBJIEHYECKUX PEIICHUH. | OPUTHHAIBHBIX 00pa3IoB
JIOKYMEHTAIH 7151 TOJATOTOBKU
K aHaNU3y (pUHAHCOBBIX
MTOKa3aTelIeH.

14. Ananus Oco0eHHOCTH aHAIA3a BrinonHeHue 3a0aHui,
(UHAHCOBBIX Oyxrantepckoro OanaHca, PEKOMEH/I0BaHHBIX y4eOHBIMU
roKa3aTesei B OTYeTa O MPUOBLISAX U MOCOOHSIMU U
YIPaBIEHYECKUX yOBITKaX, TBMKCHUHT MYJIbTUMETHHHBIMU
mporeccax JICHEKHBIX CPEJICTB, pecypcami.

SKOHOMHUYECKUX U3MEHEHUAX B CIPYKTYype Pabota ¢ ayreHTHYHOI 1
CyOBEKTOB KarnuTana. UHaHCOBbBIE CIIPaBOYHOM JIUTEPATYpOM O
MoKa3aTeIN KOHTPOJIS TEMe.
JESTeIbHOCTU U €T0
a¢hexTrHBHOCTH.
15. OcHoBsl HanoroBoro | Hamorosblie JTbroTHI. BrinmonHenue 3a1anui,

PEKOMEHIOBAaHHBIX YICOHBIMU
MMOCOOUSIMH U
MYJIbTUMEIUHHBIMU
pecypcamu.

PaboTa ¢ ncnons3oBaHneM
OPUTHHAIBHBIX 00PA3IOB [T
MOATOTOBKHU K €€ aHaJIN3Y.
N3yuenue matepuana mno
mpoOemMaM MeXbSI3bIKOBOU U
MEXKYJIbTYPHOU
KOMMYHUKAITUH.

IToaroroBka Kk KOHTPOJIBHOM
pabore.

Ipopuiab «MeHeI:KMEHT B CIIOPTE»

Tabmura 4.2.

HaunmMmeHnoBaHnue TeM
(pa3aesioB) IMCUMILINHBI

Ilepeyennb BONpocos,
OTBOJAUMBIX HA
CaMOCTOsITE/IbHOE OCBOEHHE

@®opMbl BHEAYIMTOPHOI
CaMOCTOSITeIbHOM PadoThl

1. @yHKIIMM CIOPTUBHOTO
MEHEI)KMEHTA

Opranu3zaniys BCEMUPHBIX
CIIOPTUBHBIX MEPOIPUATHMN.
Oco0eHHOCTH MEHEKMEHTA B
CHOpTI/IBHLIX opraHmauI/mx )41
Pa3IMYHBIX CEKTOPax
YKOHOMUKH U KPOCC-
KYJIBTYPHBIH MOJXO/ B
yIIpaBJICHUU IIPU OpraHU3aluu
paboOTHI B OpraHU3aINH U B

Brimonnenue 3aganui,
PEKOMEHIOBAHHBIX YUYEOHBIMU
MOCOOHSIMH U
MYJIbTUMEAUNHBIMU
pecypcamu.

Pabora ¢ yueOHo# u
CIIPABOYHOM JIUTEPATYPOI.
N3yueHue maTrepuanos 1o
npoGiieMaM MeXbSI3bIKOBON U
MEKKYJIbTYPHOU




X01€ COBMECCTHBIX ITPOCKTOB C
HWHOCTPAaHHBIMHU IIAPTHCPAMHU.

KOMMYHHKAIIUA B
MCHCIPKMCHTC.

2. CtpaTernyeckuii
MEHE)KMEHT B CIIOpTE

AHanm3 ¥ OlleHKa BHYTPEHHEH
Y BHEIIHEH CPeJIb
opranuzanuu. OnpeaeneHue
CTPaTEernueCKUX aIbTEPHATHUB.
CniocoOsI BEIOOpA CTpaTETHH.
IToaroroBka aHanuza
CTpaTernyecKux ajbTEepPHATUB,
BBIOOp CTpaTeruu, ee
pean3ainys 1 OlleHKa
pe3yIbTaTOB HA OCHOBE
SWOT-ananu3za u [1a1h cun
ITopTepa ciopTUBHOM
KOMITaHUH (Ha BBIOOD)
KoHTpounb pe3ynbraTos.
CniocoOblI TOTydeHUS
0o0OpaTHO CBSI3U.

Bremonuenue 3aganuii,
PEKOMEHIOBAHHBIX YUEOHBIMU
MOCOOHSIMH U
MYJIbTUMEIUIHHBIMU
pecypcamu.

Pabora ¢ yueOHo¥ 1
CIIPABOYHOM JIUTEPATYPOl.
Pabota ¢ ucnonb3o0BaHEM
OpPUTHHAJILHBIX
npo¢eccuoHaIbHO-
OpPUEHTHUPOBAHHBIX
WMCTOYHUKOB MHPOpPMAIUH, B
TOM yucie u ¢ UHTepHeT-
pecypcamu ISl IOATOTOBKH K
Kelc-aHalu3y U
MYJIbTUMEIUNHON
MIpe3eHTAIH.

3. YmpaBiieH4eCKU yUeT B
CIIOPTUBHBIX
OpraHM3aIsIX

Cucrema ynpaBiieHI€CKOTo
ydeTa Mo aHATUTHYECKUM
MpU3HaKam B cepe
(bu3nyecKoi KyabTyphl U
cropTa (IIporpaMMHbIN

komiuieke «CBoa-CMAPTY).
BaxxnocTs 1 3¢ (eKTHBHOCTH
BHEJIPEHUS yIPABICHUYECKOTO y
4yeTa B CTPYKTYPY CIIOPTUBHOM
OpTraHM3aIHH.

Brimonnenue 3amanni,
PEKOMEH/I0BAaHHBIX yUECOHBIMU
OCOOUSMH U
MYJIbTUMEAUHHBIMU
pecypcami.

PaGora ¢ yueOHoil u
CIIPABOYHOM JIUTEPATYPOU.

4, Byxrantepckuit
(unaHCOBBIIT) yueT B
CTIOPTHBHBIX
OpraHu3aIMiIx

Bormpocs! 610/1keTHOTO
(MHAHCUPOBAHUS CHIOPTA.
I'ocynapctBeHHOE (prtHAHCUPOB
aHMe IPOTrpaMMBbl Pa3BUTHS
(Gu3KyIBTYpHI U CHIOPTA B
Poccun u 3a pyo6exom.
Byxrantepckuii yuet B
KOMMEPUYECKHUX CTIOPTHBHBIX
OpraHu3aIusIX.
Kommepueckue pacxomusl
CHIOPTUBHOM OpraHU3aIUH.

PaGora ¢ ucnonp3zoBannemM
OpPUTHHATBHBIX
npogecCHOHAITBHO-
OpPUEHTHUPOBAHHBIX
HMCTOYHUKOB MH(POpMAIUH, B
TOM uucie u ¢ aTepuer-
pecypcamu JUisl MOATOTOBKH K
JIEJIOBOM UTrpe U aedaTam.
N3yyenue marepuana no
npo0iieMaM MEeXbSI3bIKOBOH U
MEKKYJIbTYPHOU
KOMMYHHKAIIH.

5. Opranu3anroHHas
CTPYKTypa CHOPTHUBHBIX
OpraHu3aLui

Cucrema B3aMMOOTHOIIICHUIH
MEXy pa3IndHbIMU
IOJKHOCTSIMH U
Mo/Ipa3ieICHUsIMA BHYTPHU
CIIOPTUBHOM OpPTaHM3alluU U
xommanuii (Nike, Adidas).
Oco0eHHOCTH MeXaHU3Ma
yrpaBieHus: GU3KYIbTYPHO-
CIIOPTUBHOM JIEATEITHLHOCTHIO B
pa3IMYHBIX CTPAHAX.

Brimonnenue 3aganu,
PEKOMEHIOBAaHHBIX YUYECOHBIMU
OCOOUSIMH U
MYJIbTUMETUHHBIMU
pecypcamMu.

Pabora ¢ yueOHOIt 1
CIIPaBOYHOM JIUTEPATYPOH.
N3yueHnne maTrepuanos 1o
npoOeMaM MEXbI3bIKOBOU U
MEXKYJIbTYPHON




AHanu3 3apy0eXHbIX Mojeel
YIPAaBJIEHUS CIIOPTOM.
Opranusanus, cocTaB u
ctpykrypa MOK.

KOMMYHHKAIIUA B
MCHCIDKMCHTC.

6. MoTtuBanus B criopte

Posib MmoTHBaLIMK B
ynpasiaeHud. OCHOBHBIE
TEOPUH MOTHUBALIUU B CIIOPTE:
Teopus moTpeOHOCTEH
Makknemtanga-ATKHHCOHA U
Teopus aTpubyuuu Baiinepa.

Pabota ¢ ncronn3o0BaHuEM
OpUTHMHAIBHBIX
npodeccrnoHaIbEHO-
OPUEHTUPOBAHHBIX
HMCTOYHUKOB MHPOpPMAIUH, B
TOM uncie u ¢ UaTepuer-
pecypcamu Jjist TOATOTOBKU
npeseHtanuii PowerPoint ¢
ucnons3zoBanuem CIIT u
paboThI C Kelc-cTaau.

7. YpOBHU IUTaHUPOBAHMUS
B CIIOPTUBHOM
MEHEJKMEHTE

Bunel maHupoBaHus B
CIIOPTUBHOM MEHE)KMEHTE
(omepaTUBHOE, TAKTUYECKOE U
cTpareruueckoe). [Ipouecc
CTPaTEeruyecKoro
TUTAHUPOBAHHUS, €r0 JIEMEHTBI
U 3Tallbl B CIIOPTUBHOM
MeHeKMeEHTE. Posb
CHOPTUBHBIX TUPEKTOPOB B

AO0JITOCPOYHOM IIJIAHUPOBAHUH.

[Tonydenue BbICIIETO
oOpa3oBaHus B cepe
CIOPTUBHOI'O MEHE/IPKMEHTA.
YyacTue CriopTUBHBIX
MEHEJ[KEPOB B ONPE/IETICHUN
MHUCCHUU KOMITaHUH.

Bremonuenue 3aganuii,
PEKOMEHIOBaHHBIX Y4EOHBIMH
MOCOOHSIMH U
MYJIbTUMEAUHHBIMU
pecypcami.

Pabora ¢ yueOHo# u
CIIPABOYHOM JIUTEPATYPOU I
OCYIIECTBIICHUS Y4aCTHSI B
MO3TOBOM IITYypME.

8. OneparnonHas
JeSITeTbHOCTD B

CHCTEME YIPaBJIEHUs CIOp
TUBHOW OpraHu3anuein

OneparmoHHas eI TEILHOCTH
WHJyCTPUU CIIOPTA: OCHOBHBIE
OU3HEC-TIPOIIECCHI,
o0ecrneunBaroye MpoLecchl,
YIPaBICHYECCKUE TIPOIIECCHI.
Cucremsl ynpaBieHus
OpraHu3anuei u
OTEPALIMOHHBIMU PUCKAMH.
onepalvoHHON
JIeSATEIbHOCTHIO CIIOPTUBHOTO
coopyxenusi. Bueapenue
BCEOOILIETO YIIpaBIECHUS
KaueCTBOM B MHIYCTPHUH
criopra.

Opranuzanyst orneparmoHHON
JIESATEILHOCTH U YIIPaBJICHUS

Bremonnenue 3aganuii,
PEKOMEHIOBAaHHBIX YUEOHBIMU
MOCOOUSIMH 1
MYJIbETUMETUHHBIMU
pecypcamu.

Pabora ¢ yueOHOit 1
CIIPABOYHOM JIUTEPATYPOM.
PaGora ¢ ucnonp3oBaHrEM
OpPUTHHAJILHBIX
poheCcCUOHATBLHO-
OpPUEHTHPOBAHHBIX
UCTOYHUKOB HH(OpPMAIUH, B
TOM yucie u ¢ InrepHeT-
pecypcamu ISl TIOATOTOBKH K
IPYNIOBOM AUCKYCCHUHU.




00BeKTaMU KpYIMHENIINX
MEX1yHapOIHbIX
Mmeponpustuil (Onumnuan,
YHusepcuan, YeMnuoHaTtos
Mupa u EBponsl u apyrux).

9. YnpaBneHue puckamu B
CTIOPTHBHBIX
OpraHu3aIMiIx

[Ipouecc U METOIOTOTHS PUCK-
MEHEI)KMEHTA B CIIOPTE I
UACHTU(DUKAIINH, aHATH3A,
OLICHKH U yIPaBJICHUS
MOTEHI[UATBHBIMH YTPO3aMHU
I HETaTHBHBIMH
HOCHEACTBUIMU. MeTObI
OIICHKH, aHAJIN3a U
YIOpPaBJICHUS PUCKAMU, YMEHUS
W HAaBBIKU HCITOJIE30BAHUS dTHX
MHCTPYMEHTOB B MpoLecce
yrnpaBieHus: GU3KyJIbTYPHO-
CIIOPTUBHOW OpraHu3aluei.
DuHAHCOBO-KOHOMHYECKHE
pHCcKH B cdepe cropra.

Brimonnenue 3amanni,
PEKOMEHIOBAaHHBIX YUECOHBIMH
MOCOOHSIMH U
MYJbTUMEAUHHBIMU
pecypcamu.

PaboTa ¢ ncrons30BaHuEM
OpUTHUHATBHBIX
npodeCcCHOHAITBHO-
OPUEHTUPOBAHHBIX
HWCTOYHUKOB WH(MOpMAIIUH, B
TOM uHucie u ¢ UaTepuer-
pecypcaMu il MOJATOTOBKH
JIOKJIaJa.

10. Teopuu nunepcTBa u
yIIpaBJICHUS

JlnunoctHas Teopus
JIUAEPCTBA, IOBEICHYECKHE
teopuu nuaepcrsa (Teopun
«X» 1 «Y» MaxkI peropa,
JIBYXMEpPHbIE TPAKTOBKH
CTHJIEN PYKOBOJCTBA U T.1.),
CUTYallMOHHbIE TEOPUU
muaepcta (Mogenb
pykoBoactBa unnepa,
Teopust KU3HEHHOTO LUKIIA
Xepcu u banamappa, Teopust
«nyTh-Uenb» Xayca, Moaenp
NpUHATUHN pelieHnii Bpyma-
HertoHa).

Bremonnenue 3aganui,
PEKOMEHIOBAaHHBIX YUYECOHBIMU
IMOCOOMSIMH U
MYJIbTUMETHHHBIMU
pecypcami.

PaboTa ¢ ncnonn3oBaHuEM
ayTeHTUYHBIX HayYHBIX CTaTeH
u ¢ UnTepuer-pecypcamu st
MOJATOTOBKHU POJIEBBIX HT.
[ToaroroBka K KOHTPOJIBHOMN
pabore.

11. OcHOBEI
KOPIIOPATHUBHOTO
yIpaBIeHUs! B CHOPTUBHBIX
OpTraHH3AIHSIX

Opranu3aloOHHO-TIPaBOBbIE
(hOpMBI CITOPTUBHBIX
opranuzauuil. I IpuHumns
packpsITusi HHGOPMaLUu
smuTeHTaMu. KoHGIHUKT
HWHTEPECOB.

PaboTa ¢ ncrnonn30BaHHEM
aYTeHTI/ILIHI)IX NCTOYHHUKOB
uHbOpMaIUH TI0 U3ydaeMoi
teMme. ITonck qOonoJIHUTENbHON
uHGOpPMAIUH 7S TIOJTOTOBKU
K )II/ICKyCCI/II/I 110 TEMC.

12. dunancosas
OTYETHOCTb B CUCTEME
YIIPaBJICHUS CIIOPTUBHOU
opranu3anuei

Hcmons3oBanne
OyxrajiTepckoil nH(pOpMaIHH.
duHaHCOBBIE OTUETHI
OO0menpuHsITHIC TPUHITATIBI
Oyxyuera

Haxomiennsle / HaunCIEHHEIE
00s13aTeIILCTBRA.

Yucrast CTOMMOCTb.

Brimosinenune 3amanni,
PEKOMEHIOBAHHBIX YUYECOHBIMU
MTOCOOHSIMH 1
MYJIbTUMEAUHUHBIMU
pecypcamu.

Pabota ¢ yueOHoI u
CIIPABOYHOM JIUTEPATYPOU.
PaGora ¢ ucnonp3zoBanuemM
OpPUTHHATIBHBIX
npodeccuoHabHO-
OPUEHTHUPOBAHHBIX




HMCTOYHUKOB UH(pOpMAIUH, B
TOM yucie u ¢ UurepHer-
pecypcaMu sl TOATOTOBKH
K KeHC-aHaIu3y.

13. OcHOBEBI HAJIOTOBOTO
y4eTa B CIIOPTUBHBIX

opraHu3anusx

HasnoroBeie J1broThI.
HanoroBoe 3akoHO1aTEIHCTBO
B c(epe cropra. Pomin
npohecCHOHATBEHBIX
HKCIIEPTOB B BOMPOCAX yIJIaThl
HAJIOTOB CIIOPTCMEHAMH.

Brimosinenune 3amanni,
PEKOMEHIOBAaHHBIX YUECOHBIMU
MOCOOUSIMU U
MYJIbTUMEUIHHBIMU
pecypcamMu.

Pabota ¢ UCIIonLp30BaHUEM

JlomomHuTeIbHOE OpUTHHAIBHBIX 00pa3IOB s
00513aTeNBCTBO MOATOTOBKHU K €€ aHAJIU3Y.
poeCCHOHATTBHBIX N3ydenue marepuana no
CIIOPTCMEHOB I10 yIIaTe npoOyieMaM MEXbSI3bIKOBOH U
«HAJIOTa Ha CHOPTCMEHOB. MEXKYJIbTYPHOU
KOMMYHHUKAIUH.
[ToaroToBka K KOHTPOJIBHOU
pabore.
Hpodpuias «MapkeTuHn
Tabauma 4.3.
HaunmeHnoBanue Ilepeuenn @DopMbI BHEAYAUTOPHON CAMOCTOATEIbHOM
TeM BOIIPOCOB, padoThI
(pa3anesioB) OTBOJAHMMbBIX HaA
AU CHMILIMHBI CaMOCTOSITEJIbHOE
0CBOEHHE
1. Ponb Croenuanusanmuu Brinonnenue 3aganuii, peKOMEH10BaHHbBIX
MapKETHUHTa B MapKeToJiora. y4eOHBIMU TTOCOOHSIMU M MYJIbTUMETUHHBIMU
ousHece. Paboune pecypcamu. PaboTa ¢ ucnosnb3oBaHuEM
0053aHHOCTHU OPUTHHAIBLHBIX TPO(ECCUOHATBEHO-
MapKeToJIOora. OPHUEHTUPOBAHHBIX HCTOYHUKOB MH(OpMAIINH,
KopnoparusHslii BKIIIO4as IHTEpHET-pecypehl AIsd MOATOTOBKH
UMUK. npe3eHTanuii ¢ ucnosibzoBanuem CJII1.

2 Ku3HeHHbIit
LIUKJI TOBapa.

Tumel U BUABI
TOBapoOB U YCHYT.
Marpuna bKI'.

BrinosiHeHue 3aganui, pEKOMEHI0BaHHBIX
yueOHBIMU TOCOOUSIMU U MYJIbTUMEIUHHBIMU
pecypcamu. Pabota ¢ yueOHOH U cripaBOYHOM
autepatypoii. Pabora ¢ ucnonb3oBaHuem
OPUTHHAIIBHBIX MPO(ECCHOHAIBHO-
OpPUEHTHPOBAHHBIX HCTOYHUKOB MH(OpMaIHH, B
TOM 4uciie u ¢ IHTepHeT-pecypcamu JIst
MOJITOTOBKY K TPYMIIOBOM IUCKYCCHUHU.

3. ACCOPTUMEHT U
LIEHOBAsI TOJIUTHKA.

IlenoBas moauTukKa
PO3HUUYHOTO
MarasuHa. QakTopsl,
BIIUSAIOLINE HA
¢dbopmupoBanue
TOPrOBOI0
ACCOPTHMEHTA.

PaGora ¢ ucnonap30BaHNEM OPUTHHAIBHBIX
npodeccuoHaIbHO-OPUEHTUPOBAHHBIX
HMCTOYHHUKOB MH(OPMALIUH, B TOM YUCIIE U C
HuTepner-pecypcamu uisi TOATOTOBKHU K KeHC-
aHaIU3y U MYJIbTUMEIUNHON IIPE3CHTALIUU.

4. MapKeTHHT OBBII
IJIaH: ayJIuT U
LEJIH.

I{esnieBbIE PHIHKH.
AHaIu3 OCHOBHBIX
KOHKYPEHTOB.

Pabora ¢ ucrnonbp30BaHNEM OPUTHHATIBHBIX
npodeccroHaIbHO-OPHEHTHPOBAHHBIX
VICTOYHUKOB HH(OPMAIIUH, B TOM YHCIIE H C




HHTepHeT-pecypcamu 111 MMOATOTOBKHU K KEHcC-
aHAJIN3Y U MYJIbTUMEINNHON MTPE3EHTALINY C
ncroas3oBanuem CJII1.

5. MapKeTUHTOBBI
IUTaH: CTPATErus u
TaKTHKA.

Pazpaborka SMART
[EeJIEN.

Brinonnenue 3aganuii, peKOMEHJOBaHHBIX
y4eOHBIMU TOCOOUSIMU U MYJIbTUMEIUHHBIMU
pecypcamu. Pabota ¢ yueOHOI U cripaBOYHOM
muteparypoid. PaboTa ¢ ucnons3oBaHrEM
OPUTHHAIBLHBIX TPO(ECCUOHATEHO-
OpUEHTHPOBAHHBIX HCTOYHUKOB HH(OpMaLH, B
TOM uncie u ¢ UuTepHeT-pecypcamu 1is
MOJIFOTOBKH K JIJIOBOM Urpe u aedatam.
Nzyuenne matepuana no npodiemMam
MEXbSI3bIKOBOM M MEXKKYJIBTYPHOI
KOMMYHHKAIIHH.

6. OOweHue ¢
KJIAEHTAMH.

Knuentckuit
npo¢duns. OOparHas
CBSI3b C KIIMEHTOM.
MapxketuHrosas
JTHUKA.

Pa6ota ¢ ucnonb3oBaHUEM OPUTHHAIBHBIX
npodeccuoHaIbHO-OPHUEHTHPOBAHHBIX
UCTOYHUKOB MH(OPMAIMH, B TOM YHUCIIE U C
HNHutepHeT-pecypcamu 111 OATOTOBKH K KEHC-
aHAJIN3Y U MYJIbTUMEIUNHON ITPE3ECHTALINH.

7. UccnenoBanue
PBIHKA.

Co6op unpopmaruu.
TenedonnsIii onpoc.

BrinosiHeHue 3a1aHU, PEKOMEHI0BAaHHBIX
y4eOHBIMU TOCOOUSIMU U MYJIbTUMEIUHHBIMU
pecypcamu. PaboTa ¢ yueOHOIM U cripaBOYHOM
autepatypoii. Pabora ¢ ucnonb3oBaHueM
OPUTMHAJIBHBIX PO(ECCUOHATBHO-
OpPUEHTHPOBAHHBIX HCTOYHUKOB MH(OpMaIHH, B
ToM unciie u ¢ UutepHer-pecypcamu st
MOJATOTOBKHU K TPYNIIOBON JUCKYCCHUHU.

8. Pa3zButne
HOBOTO MPOJYKTa U
OpEeHAMHT.

Mo03roBoii mrypm.
ITo3unonHsie
CTpaTEruu.

BrinosnineHue 3aganui, peKOMEHI0BaHHBIX
y4eOHBIMU TOCOOHSIMU M MYJIbTUMEIUHHBIMU
pecypcamu. PaboTa ¢ ucnosnb3oBaHuEM
ayTeHTUYHBIX MpodeccnoHanbHO-
OPUEHTUPOBAHHBIX UCTOYHUKOB MH(DOpMaInu, B
TOM uucie u ¢ MHTepHeT-pecypcamu 1Jist
W3BJICUYCHHS PEIICBAHTHON MH(MOPMAIIUH C
LEJBI0 BEJEHHUS JUCKYCCHH

9. Buenpenue
HOBOTO ITPOJIyKTa
Ha PHIHOK U €ro
MIPOJIBHIKEHUE.

Pa3paboTka HOBBIX
uneit. Kanassr cObiTa.
Bunsl pereitiiepos.

BrinosnineHue 3aganui, peKOMEH/10BaHHbBIX
y4eOHBIMH TOCOOUSMU M MYJTbTUMEIUHHBIMU
pecypcamMu.

Pabora ¢ ucrnonp30BaHNEeM ayTEHTHYHBIX
poeCCHOHATEHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OPMAINH, B TOM YUCIIE
BKITFOYas IHTepHET-pecypehl A1 U3BICUCHHS
peNeBaHTHON HH(DOPMAIIIH C TS0 BEICHUS
JIMCKYCCHUU T10 U3y4aeMOil TEME.

10. Pexmama.

PaGoTa ¢
peKJIaMHBIMU
areHCTBaMH.
Peiitenrn.
Hanucanue

3¢ PEKTHBHOTO TIpecc
penusa.

BrinonHenue 3aganuii, peKOMEHA0BaHHBIX
y4€OHBIMU TTOCOOUSAMH U MYJIbTUMETUHHBIMU
pecypcamu. Pabota ¢ yueOHOil u cripaBouHOM
muteparypoit. Pabota ¢ ucnons3oBanuem
OPUTHHAIBHBIX MPO(ECCHOHATHLHO-
OpPUEHTHPOBAHHBIX HCTOYHUKOB HH(OpMAIHH, B
TOM unciie u ¢ UaTepHer-pecypcamu st
MOITOTOBKH K JIEJIOBOM UTpe U iedaTam.




11.

TenemapKeTHHT.

BrinosiHeHue 3aganui, peKOMEHI0BaHHBIX

MapkeTuHroBbie [Tpsimoii MapKETHHT. | y4eOHBIMU MOCOOHMSIMU M MYJIbTUMEIUHHBIMU
MEpOTIPUSTHSL. [Tomapxwu. pecypcamu. Pabota ¢ ucnosnabzoBaHuemM
Opranuzanus ayTEHTUYHBIX MPO(dhecCHoHaATBHO-
MEPOIPUATHSL. OpPUEHTHPOBAHHBIX HCTOYHUKOB HH(OPMALINH,
BKItOYasi IHTepHET-pecypchl A1 U3BICUECHUS
peneBaHTHON UH(OPMAIINH C LENbI0 BEICHUs
JIMCKYCCHHU.
12. KonkypeHtHble | MapKeTHHTOBbIE Pabota c ucnonp30BaHNEM OPUTHHATBHBIX

CTpaTeruu aKIMU ¥ peKiiaMa Kak | nmpodeccrnoHalIbHO-OPHEHTUPOBAHHBIX
cTparerus UCTOYHUKOB HH(POPMAIMH, B TOM YHUCIIE U C
[IPUBJICYCHHUS HNHutepHeT-pecypcamu 111 MOATOTOBKHU K KEHC-
BHUMAaHMSI. aHaJIU3y U MYJbTUMEINUHON IPE3EHTALNH C
CuJbHBIC U cIa0bIe ncnonb3oBanueMm C/I1.
CTOPOHBI
TPaAUIIMOHHOTO
MapKETHHTA.
13 HoBeble kaHamnsl u PaGora ¢ ucrnonap30BaHNEM OPUTHHAIBHBIX
MapKeTUHroBbIE METO/IbI po(heCCUOHATTLHO-OPUEHTUPOBAHHBIX
CTpaTeruu B MIPOJIBH>KECHHSL. UCTOYHUKOB HH(POPMAIIH, B TOM YHUCIIE U C
KpHU3HUC Merton HuTepner-pecypcamu uisi OATOTOBKU K KeKC-
COCpPEIOTOYEHUS Ha aHaJIU3y U MYJbTUMEIUUHON IPE3EHTALUHU C
TJIaBHOM ncroas3oBanuem CJII1.
14 Pexnama kak Buj PaGora ¢ ucrnonp30BaHHEM OPUTHHAIBHBIX
MapkeTuHroBbie KOMMYHUKAIUHU U KaK | Mpo¢eCcCHOHATBHO-OPHUEHTHPOBAHHBIX
KOMMYHUKAaIUH crocob ToHecTH UCTOYHUKOB HH(POPMAINH, B TOM YHUCIIE U C

MH(pOpMaIHIO.
PanunonansHOE 1
SMOIIMOHAJIFHOE B
peKiame.
Hckaxenne
uHpOpMaLuu B
MapKETUHTOBBIX
KOMMYHUKAIHUSX.

HNHTtepHeT-pecypcamu 11l MOATOTOBKH K KEHC-
aHAJIN3Y U MYJIbTUMEINNHON MPE3ECHTALINH C
ncronas3oBanuem CJII1.

poduas «Jlorucruka»

Tab6mua 4.4.

HaumenoBanue TeM

Ilepeyenb BOpocos.,

®opMbl BHEAYITMTOPHOM

(pa3nenos) OTBOJMMBIX HA CaMOCTOAITEIbHOI PadoThI
AUCHHILTAHBI caMoCTOsITeIbHOE

OCBOEHHE
1. IIpodeccuu B OcobenHoctu Pabora ¢ ucmonp30BaHEM OPUTHHAIBHBIX

cdepe JIOTUCTHKHY.

poQ)eCCuu JIOTucTa

poeCCHOHATEHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB HH(OPMAIIIH, B TOM YUCIIC U
¢ ucnosib3oBanueM MHTEepHET-pECYpPCOB
JUIsl TIOJTOTOBKH K Keic-aHanu3y u
MYJIbTUMEIMITHON TPE3CHTAlMH.




2. Jloructuueckue
YCIIYTH.

Mapuipyt ciienoBaHus.
OcobenHoctu
JIOTUCTUYECKUX YCIYT.

BrinosiHeHue 3aganui, peKOMEH/I0BaHHBIX
y4eOHBIMU TOCOOHSIMU U
MYJIbTUMEIUUHBIMUA PECYPCaMH.

PaGora ¢ ucnonbp3oBaHHEM ayTeHTUYHBIX
npoeccroHanTbHO-OPHUEHTHPOBAHHBIX
UCTOYHUKOB HH(OPMAIIIH, B TOM YUCIIE U
¢ UnTepHeT-pecypcamu 1Jisi U3BICUCHHS
peneBaHTHON HH(OPMAITIH C TETBI0
BEJICHUS TUCKYCCHH.

3. llenouku
MTOCTaBOK.

[TpuHIHITE CHAOKEHUS.
IToka3aTeny moOCTaBOK.

Pabora ¢ ucrnonb30BaHuEM OPUTHHAIBHBIX
npoQeccroHaIbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OPMAINH, B TOM YHUCIIE U
¢ HTepHeT-pecypcamu sl MOATOTOBKH
K KEHC-aHAJIU3Y U MYJIbTUMEIUNHON
npe3eHTanuu ¢ npumenenuem C/II1.

4. Ncnonn30BaHue
LIETIOYKH ITOCTAaBOK
JUTSL YBEJITMUEHUS
o0beMa MpoIax.

Tunel TOProBuIx
NPEANPUATHI.
dopMupoBaHue
aCCOPTHMEHTA.
CrumynupoBaHue
cOBITA.

BrinosiHeHue 3a1aHui, pEKOMEHI0BaHHBIX
y4eOHBIMU TTOCOOUSMH U
MYJIBETUMEINMHBIME pecypcamu. PaboTta ¢
MCIIOJIb30BAHUEM ayTEHTUYHBIX
po(heCCUOHATTLHO-OPUEHTUPOBAHHBIX
HMCTOYHHUKOB MH(GOPMAITH, B TOM YHUCIIC U
¢ NHTepHeT-pecypcamMu JJisl U3BJICUECHUS
peneBaHTHOW HH(POPMAIIUH C IIEJIBIO
BEJICHUS TUCKYCCUU

5. Muposas cucrema
cHaOXeHUs

CTouMOCTh B IIEIIH
noctaBok. KanbKyssnus
3aTpat. Meroasl
11IeH000pa3oBaHMs.

BeinonHenue 3agannii, peKOMEH0BAHHBIX
y4€OHBIMU TOCOOUSIMU U
MyJIbTUMEAUHHBIMU pecypcamu. Pabora ¢
y4eOHOM U CIIPaBOYHOM JIUTEPATYPOH.
Pabora ¢ ucrnonb3oBaHUEM OPUTHHAIBHBIX
1po¢hecCuOHaTBbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OPMAIMH, B TOM YHUCIIE U
¢ HTepHeT-pecypcamu JiIsl MOATOTOBKH
K JIeJIOBOI Urpe u nedatam.

6. TpancnoptHas
JIOTUCTHKA

OyHKIMHT
JKCIeaupoBaHus. Buasl
KOHTEHWHEPOB . Mepsl
U3MEPEHUS IIPUHATHIE
IIPU TPAHCIIOPTUPOBKE
TOBAapoOB.

BrinosnineHue 3aganui, peKOMEHI0BaHHBIX
y4eOHBIMU TOCOOHSIMU U
MyJIbTUMEANINHBIME pecypcamu. Pabora ¢
y4eOHOI U CIpaBOYHOM JIUTEPATYPOH.
Pabota c ucnonp30BaHNEM OPUTHHATBHBIX
poheCcCHOHATLHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB HH(POPMAIMH, B TOM YUCIIE U
¢ UnTepHeT-pecypcamu ajisi MOATOTOBKHU
K JICJIOBOM UTpe u edaTam.

7. YnpaBneHue
3arnacaMu

Knaccudukanus
3aracoB. Craauu
yIpaBJICHUS 3armacamu.
OcHOBHBIC TTOKA3aTCIN
yIpaBJICHUSI.

Pabora ¢ ucnonp30BaHNEM OPUTHHAIBHBIX
po(heCCUOHATTLHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB HH(POPMAIUH, B TOM YUCIIE U
¢ UnTepHeT-pecypcamu Ajisi TOATOTOBKHU
K KeHC-aHAIN3Y U MYJIbTUMEINITHOMN
IPE3EHTALNN.

8. XpaHeHue u
CKJIa/1bl

TpebGoBanus k
OpraHH3aIiH
CKJIAJICKOTO XO3S1CTBA.
Knaccudukanus

Brinonnenue 3aganuii, peKOMEHJOBaHHbIX
y4€OHBIMHU TTOCOOUSIMH U
MyJIbTUMEAUMHBIME pecypcamu. PaboTta ¢
y4eOHOM U CIIPAaBOYHOM JIUTEPATYPOH.




ckiranoB. Ckiraackas
JOKyMeHTarus. MeTobl

ydeTa.

Pabora ¢ ucnoiap30BaHNEM OPUTHHAIBHBIX
pohecCHOHaTbHO-OPUEHTUPOBAHHBIX
NCTOYHUKOB I/IH(i)OpMaIII/II/I, B TOM 4UCJIC U
¢ MatepHeT-pecypcamu 11l MOATOTOBKH
K JICTIOBOM Urpe u pedaram.

9. JoxymeHTanus u
(uHaHCH B
JIOTUCTHKE

TpancnoptHas
JIOKYMEHTAaIHA.
duHAHCOBLIC TTOTOKHU B
JIOTHCTHKE.

Pabora ¢ ucrnonb30BaHUEM OPUTHHAIBHBIX
npogeccroHaIbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OPMAINH, B TOM YHUCIIE U
¢ MHTepHeT-pecypcamu sl MOATOTOBKH
K KEHC-aHAIU3Y U MYJIbTUMEIUNHON
IIPE3CHTALNN.

10. Jloructuka u
crcTeMa CHAOKEHHS.
Oo1ee u paznuyue.

OKOHOMHYECKOE
obOecrieueHue
JIOTHCTHKH, OLI€HKA
MPOU3BOJAUTEILHOCTH
JIOTUCTUYCCKOM
CHCTEMHEI.

BrinosiHeHue 3a1aHni, pEKOMEHI0BAaHHBIX
y4eOHBIMHU TTOCOOUSMH U
MYJIETUMEIUMHUHBIME pecypcamu. PaboTta ¢
y4eOHOH M CIIPaBOYHOM JIUTEPATYPOH.
Pabora ¢ ucrnonp30BaHNEM OPUTHHAIBHBIX
pohecCuoHaIbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB HH(OpPMAIIH, B TOM YUCIIC U
¢ ntepHeT-pecypcamu JiIsl MOATOTOBKH
K JICJIOBOM Urpe u aedaTtam.

11. CtpaxoBaHue

Bupge! pruckos.
Opranuzanus
CTpaxOBaHUA.

Pabora ¢ ucnonb30BaHUEM OPUTHHAIBHBIX
1po¢hecCuOHaTbHO-OPUEHTUPOBAHHBIX
UCTOYHUKOB MH(OPMAIMH, B TOM YHUCIIE U
¢ nTepHeT-pecypcamu 11l NOATOTOBKHU
K KEHC-aHAJIU3y U MYJIbTUMEIUNHON
IIPE3CHTALNN.

12. 3akynouHnas

Cucremnl JIT, VMI

PaGora ¢ ucnonbp3oBaHuEM OpUT'MHAJIBHBIX

JIOTUCTUKA n MRP B 3akynounoit npodeccroHanTbHO-OPUEHTHPOBAHHBIX
JIOTUCTHKE UCTOYHUKOB HH(OPMAIIIH, B TOM YUCIIE U
OnepaTuBHBIN yueT ¢ HtepHeT-pecypcamu JiIsi MOATOTOBKH
JIBUKCHHSI MAaTEPHANIOB | K KeHC-aHAU3y U MYJIbTUMETUIHON
Ha CKJaJie ¥ KOHTPOJIb MIpe3eHTaIIH.
32 YPOBHEM MX 3aI1acOB
13. [TnanupoBanue Pabota ¢ uconp30BaHEM OPUTHHATBHBIX
IIpounsBoacTBeHHas NOTPEOHOCTH npodeccrnoHaTbHO-OPHEHTUPOBAHHBIX
JIOTUCTUKA B marepuanax (MRP) HMCTOYHHUKOB MH(GOPMAIUH, B TOM YUCIIE U
[InanupoBanue ¢ urepHeT-pecypcamu i1 MOATOTOBKHU
MOTPeOHOCTH K KeHC-aHAIN3Y U MYJIbTUMEINITHOMN
B MouHocTsx (CRP) MPE3EHTALNH.
14 CRM-cucremsi. Pabota ¢ yueOHOI 1 cripaBOYHOM
Nudopmanmnonabie EDI-cucrembr muteparypoit. Pabota ¢ ucnonap3oBanuem

CHUCTCMBI B TIOTUCTHKC

Kpatkas
XapaKTepUCTHUKA PHIHKA
MH(POPMAIIMOHHBIX
cCHCTEM

OPUTHHAIBHBIX MPO(eCCHOHATBLHO-
OpPUEHTUPOBAHHBIX HCTOYHHUKOB
uHpopMaluy, B ToM uucie u ¢ atepuer-
pecypcaMu

6.2. Ilepeyennb BONPOCOB, 32/1aHUIA, TeM JJI1 MOATOTOBKHU K TEKYyIIeMY

KOHTPOJII0

IIpuMep TecTa TeKymero KOHTPOJIs (KOHTPOJIbHOI padoThI)




Ipopuin «PUHAHCOBBIN MEHEIKMEHT», «MeHeXKMEHT U ynpaBjieHue
Ou3HecoM», «YIpaBJieHue IIPOIYKTOM

MID-TERM TEST

VARIANT A

Task 1. Read the text and choose the correct answer from A, B or C.
Management is essential for an organized life and necessary ...(1) ... all types of
management. Good management is the backbone of successful organizations.
Managing an organization means ...(2) ... with and through other people ...(3) ...
its objectives. Management is a set of principles relating to the functions of planning,
organizing, directing, and controlling, and the application of these principles in
harnessing physical, financial, human, and informational resources efficiently and
effectively to achieve organizational goals. ...(4) ... the management of an
organization into levels is vital to ...(5) ... the productivity and work performance
of employees. Although when there is a change in the size of the business or the
workforce, there would also be a change in the number of levels of the management.
The three levels of management ...(6) ... a separation between the managerial
positions of the organization. The administrative rank of an organization worker
determines the extent of authority, the status enjoyed, and the chain of command that
can ...(7) ... by the worker. Middle managers are in charge of ...(8) ... any changes
needed in an organization. There are three levels of management found within an
organization, and the levels are: top-level management, middle-level management
and low-level management. Top-Level Management ...(9) ... to as the
administrative level. They coordinate services and are keen on ...(10) .... The top-
level management is made up of the Board of Directors, the Chief Executive Officer
(CEO), the Chief Financial Officer (CFO) and the Chief Operating Officer (COO)
or the President and the Vice President.

A B C
1 running to run have been running
2 getting things done to get things done being got things done
3 to achieve achieving to have achieved
4 Being segmented To segment Segmenting
5 having been maintaining maintain
maintained
6 to provide to be provided provide
7 to be controlled be controlled being controlled
8 facilitate facilitating facilitated
9 is also referred to have been referring | refferring
10 | being planned to have been planning | planning

Task 2. Read the text. Decide if the following statements 11-15 are true (T) or
false (F).

The performance gap between the newer Agile ways of working and more
traditional styles of top-down, plan-driven project management is huge. The most



commonly used old approach, Waterfall, has a success rate of just eleven percent.
A successful project is defined as one completed in a reasonable period, within
budget and to the satisfaction of users. Waterfall involves a lengthy process of
gathering and documenting all aspects of the new product. The documents are
passed through assorted departments to be signed off. In 1986 two professors from
Japan, Hirotaka Takeuchi and Ikujiro Nonaka, wrote a paper in the Harvard
Business Review which declared that ‘the old, sequential approach to developing
new products simply won’t get the job done’. The ‘relay race’ wasn’t working —
this is where departments completed their part of a task and then handed over the
project to the next department. Instead, they recommended that people from
different parts of a company work together like a team in sport. Je Sutherland and
Ken Schwaber are the co-creators of Scrum, an Agile approach to project
management. According to research, projects that use Scrum or other Agile
approaches have a thirty-nine percent success rate. The term Agile came from
seventeen software engineers who got together to write down their ideas in a ski
resort in Utah in 2001. They highlighted the need for close collaboration with
customers and responsiveness to change. Sometimes it could take months between
the start of a project and product delivery. Instead, they suggested that teams from
different departments worked on the product together for short periods. The aim
was to be able to quickly show the unfinished product to the customer, who could
make suggestions. The team would use the comments to improve the product for
the next stage. Scrum calls its development cycles ‘sprints’.

11. The paper published by two Japanese professors criticized the obsolete

style of product development.

12.Projects fulfilled with the use of Scrum have a 50% success rate.

13.The term Agile came from seven software engineers who decided to create
the new approach in management in 2001.

14.The idea of a new approach offered was in showing the unfinished product
to the customer to get suggestions from them and improve the finite product.

15. The comments to improve the product for the next stage are required.

Task 3. Match the term with its definition.

16.Money that a company receives, especially from selling goods or
services result of a particular action or situation, often one that is bad or
inconvenient.

A B C

revenue rent turnover
17.To stand or be positioned close together in a group.

A B C

unite cluster appoint

18. To start something that will last for a long time, or to create something in a
particular way.

A B C




| found | cost | establish

19. With different parts or things connected or related to each other.

A B C
mutual interconnected peripheral
20. One part of a large organization, such as a company or university, that deals
with a particular area of work, business, study, etc.
A B C
department section unit
21. To express a thought, feeling, or idea so that it is understood by other people.
A B C
define convey handle
22. The act of putting a plan into action or of starting to use something.
A B C
identification measurement Implementation

23. To give official permission for smth to happen, or to give official permission to
do something.

A B C

authorize establish exert

24. To give a description of something or information about something to
someone.

A B C

permeate submit report

25. To control and direct the public business of a country, city, group of people,
etc.

A B C

monitor govern manage

Task 4. Choose the only possible variant in each sentence.

26. The senior manager instructed the emphasis ... on each activity would vary
according to the position in the hierarchy.

a. placing

b. to place

c. to be placed

27. Managers perform their functions by... goals for their departments and other
business units.

a. to set

b. having been set

C. setting

28. Middle managers can motivate and assist first-line managers ... business
objectives.
a. to achieve



b. to have been achieved
c. being achieved

29. In a data matrix, rows usually represent objects ..., and columns usually
represent features or attributes of the objects (typically experiments).

a.to clustered

b. clustering

c. to be clustered

30. The top-level management is considered ... the management of goals and
policies and the ultimate source of authority of the organization.

a. to control

b. controlling

c. to have been controlled

31. Middle managers may also communicate upward, by ... suggestions and
feedback to top managers.

a.to offer

b. offering

c. having been offering

32. Ouchi’s theory Z focuses on ...employee loyalty to the company by providing
a job for life.

a. being increased

b. increasing

c. to be increased

33. The Hawthorne Effect suggests that employees want their work ..., and only on
that condition they will be more productive.

a. to be measured and studied

b. being measured and studied

c. to have measured and studied

34. In addition to raising salaries and offering signing bonuses and stock options,
leaders are looking for even more ways ... in today’s competitive labor market.
a. to having been attracting talent and boosting motivation

b. to attract talent and boost employee motivation

c. attracting talent and boosting employee motivation

35. With many workers now accustomed to ... from home, some organizations are
building on-site wine bars, covering commuting costs, or providing free lunch to
encourage employees to come back into the workplace.
a. having been working
b. be working

c. working



Task 5. Match the notions on the left to their definitions on the right.

36 | disturbance result or effect

37 | contingency to state or describe something clearly and exactly

38 | hierarchical not central or of main importance

00w >

39 | specify the ability or power to decide or strongly influence the
particular way in which something will happen or
someone will behave, or the condition of having such
ability or power

40 | organization | E | to put someone or something into a less important
position

41 |subordinate | F | something that you are planning to do or achieve

42 | peripheral | G | someone who is high or higher in rank

43 | control H | something that interrupts someone or makes someone
feel worried

44 | objective | | to discover the exact size or amount of something

45 | senior J [ agroup of people who work together in an organized

way for a shared purpose

K | arranged according to people's or things' level of
importance, or relating to such a system

L | something that might possibly happen in the future,
usually causing problems or making further plans and
arrangements necessary

Task 6. Make up a correct form from the words in capital letters on the right
to complete the sentences 1-10.

Management is based on ...46... theories and today we can SCIENCE
say that itis a ...47... science. But knowledge of theories and | DEVELOP
principles doesn't provide ...48... results. It is necessary to PRACTICE

know how to apply this knowledge. Practical ...49... of APPLY
knowledge in the management area requires certain abilities DEPEND
or skills. ...50... on its size, an organization may employ a MANAGE

number of specialized managers who are responsible for
particular areas of management.

Task 7. Writing (Opinion Essay)
Comment on the statement provided.
What is your opinion?
Write approximately 250 words.
Use the following plan:
« make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion



« explain why you don’t agree with the opposing opinion
« make a conclusion restating your position.

IIpumep TecTa TeKylero KOHTPOJisi (KOHTPOJIbHOI padoThI)
IMpoduib «MeHeqKMEHT B CIIOPTE»

MID-TERM TEST

VARIANT A

Task 1. Read the text and choose the correct answer from A, B or C.

It is important for management accountants in sports ...(1)... the fundamentals of
performance measurement, analytics, revenue, taxation, and more.

In the last 40 years, the economics of sports ...(2) ... dramatically. Total spending
on sports sponsorship and advertising ...(3) ... at $77.7 billion in 2022, with a future
projected growth rate of almost 9% per year through 2027. Sport is big business,
...(4) ... diverse opportunities for finance and accounting professionals from entry-
level accounting roles to sophisticated analysis of franchise and player values.

A lot of factors ...(5) ... the ever-increasing valuations of sports franchises. Sports
can guarantee a live television audience and hence eyeballs for advertising.
Another driving force is that the geographic boundaries to ownership have largely
disappeared, which has increased the pool of individuals and entities ...(6) ... in
sports properties.

Nevertheless, only some sports can command lucrative media and digital rights fees;
others must ...(7) ... for exposure or rely on non-media-related revenue sources.
Furthermore, despite the huge sums, for example, seven of the UK’s Premier
League’s 20 teams ...(8) ... to be in financial distress in 2022. Costs for top talent
have been consuming an ever-increasing share of revenues.

From a financial standpoint, it is important not ...(9) ... the basics of economics and
accounting when ...(10) ... at sports. Emotion and passion can easily blur the
realities. Sports finance professionals need to bring discipline and data to decision-
making, planning, and financial management. Accounting professionals should pay
attention to performance measurement, analytics, revenue, taxation and so on.

A B C
1 | considering to consider considered
2 | have changed changed to change
3 | be estimated estimated was estimated
4 | created was creating creating
5 |aredriving have been driven are driven
6 | investing has invested are invested
7 | paid to pay pay
8 | has reported were reported being reported
9 |ignore to ignore ignoring
10 | looking being looked to look




Task 2. Read the text. Decide if the following statements are true (T) or false
(F).

Sports teams only have so much money to pay players, coaches, assistant coaches,
and every other professional on the payroll. A payroll accountant is responsible for
managing the compensation process. The salary contracts for professional sports
players can be very complex, and the payroll accountant will compensate each player
and staff member based on the detailed terms in their contract. If they win a
championship, have good stats, or meet other terms in their contract, they may
receive bonuses. A payroll accountant will oversee this, and also keep up with
payroll tax regulations.

Sports teams make a lot of their revenues by selling team merchandise to fans. A
sports accountant specializes in merchandise accounting. A merchandise accountant
will manage the inventory that is being sold in stadiums, to vendors, and online.
He/she may also be involved in the pricing process, so that enough revenues are
gained.

Controllers oversee the accounting department for a sports team. They will look over
all of the accounting activities and work with payroll and merchandise accountants
to review profitability and to make important financial recommendations. Because
controllers have more responsibility, they make higher salaries than the average
sports accountant.

Just because you love sports but have no athletic ability does not mean that you
cannot enter the sports industry. You need to pursue a Bachelor’s degree in
accounting to enter into the industry as an entry-level accounting assistant. Once you
gain experience, you can work your way up the ranks. If you want to be a manager
or a controller, pursue a Master’s degree or MBA with a concentration in accounting.
Academic achievements will lead to professional success.

Salaries in the field can vary. The salary you earn will depend on the team you work
for and the position you are pursuing. Earn your degree, start looking at job
openings, and do what you enjoy doing in an atmosphere that you want to work in.

11. Coaches, players, assistant coaches, and every other professional are included on
the payroll.

12. Compensation process is managed according to the salary contracts for
professional sports players.

13. A sports accountant manages payroll processes, ensuring accurate and compliant
payroll calculations, tax deductions, and reporting.

14. Selling team merchandise in stadiums, to vendors, and online does not generate
much revenue for sports teams.

15. Controllers are those who have responsibility for all accounting-related
activities, managerial accounting within a company except for finance activities.
16. Since controllers' duties and responsibilities expand beyond that of an
accountant, they typically command larger wages.

17. Many sports careers don't require you to be an active athlete.

18. For an entry-level position, a Master’s degree in accounting is a minimum
requirement.



19. Academic excellence isn’t a prerequisite for professional success.
20. Salaries in the field will be different depending on a number of factors.

Task 3. Match the term with its definition.
21. The direction and scope of an organization over the long term to meet the needs
of the market.

A B C
contingency plan corporate strategy strategy investment
22. \WWhen companies operate in a range of different product or geographical areas of
business.

A B C
multi-market activities situational analysis core values
23. The amount of money moving into and out of a business.
A B C
fixed costs investment cash flow
24. A statement that shows the value of a  company’s assets (= things
of positive value)and its debts.
A B C
balance sheet income statement financial statement
25. A person or group of people who own a share in a business.
A B C
manager stakeholder sponsor

26. Money that is spent on buildings and equipment to increase the effectiveness of
a business.

A B C

strategy investment capital investment cash flow

27. This is the job of keeping or examining the records of money received, paid, and
owed by a company or person.

A B C

taxation capitalisation accounting
28. The process of setting goals, procedures, and objectives in order to make a
company or organization more competitive.

A B C
strategic management management shared target
accounting
29. How well a person, machine, etc. does a piece of work or an activity is called ...
A B C
performance shared target strategy

30. A methodology to improve performance measurement, monitoring, and
improvement to achieve overall organizational objectives.
A B C
competitive advantage | strategic performance contingency plan
management



https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/amount
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/money
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/moving
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/business
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/statement
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/show
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/value
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/asset
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/positive
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/value
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/its
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/debt
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/person
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/group
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/people
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/share
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/business
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/money
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/spent
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/building
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/equipment
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/increase
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/effectiveness
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/business
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/keeping
https://dictionary.cambridge.org/dictionary/english/examine
https://dictionary.cambridge.org/dictionary/english/record
https://dictionary.cambridge.org/dictionary/english/money
https://dictionary.cambridge.org/dictionary/english/received
https://dictionary.cambridge.org/dictionary/english/paid
https://dictionary.cambridge.org/dictionary/english/owe
https://dictionary.cambridge.org/dictionary/english/company
https://dictionary.cambridge.org/dictionary/english/person
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/person
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/machine
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/piece
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/work
https://dictionary.cambridge.org/ru/%D1%81%D0%BB%D0%BE%D0%B2%D0%B0%D1%80%D1%8C/%D0%B0%D0%BD%D0%B3%D0%BB%D0%B8%D0%B9%D1%81%D0%BA%D0%B8%D0%B9/activity

Task 4. Choose the only possible variant in each sentence.
31. Sports organisations ... more than £1m in the next six months if the shutdown

a. lose ... will continue
b. would lose ... had continued
c. will lose ... continues

32. Reebok’s losses ... catastrophic three years ago if the crisis ... to discourage
sporting events.

a. could have been ... had continued
b. had been ... could have continued
c. could be ... continued

33. If the sports manager of this club ... a SWOT Analysis, they ... the best strategic
plans.

a. conducts ... would create

b. conducted ... would have created

c. conducted ... would create

34. Should one of the premium sportswear brands ... its product line, it ... by market
changes or new competitors.

a. diversify ... will be less shaken

b. diversifies ... will be less shaken

c. is diversified ... will be less shaken

35. If this brand ... a comprehensive branding strategy it ... various media and
communication channels to spread its brand message in all directions.

a. had ... could use

b. has had ... could have used

c. has ... could use

36. Adidas ... to potential customers provided that it ... its different social media
platforms in different ways while interacting with its customers

a. will reach out ... uses

b. reach out ... will use

C. reaches out ... uses

37. Nike ... some control over how its sneakers are made unless it ... manufacturing
processes to third-party suppliers working overseas.

a. won’t lose ... outsourced

b. doesn’t lose ... will outsource

c. won’t lose ... outsources

38. Did you enjoy ... a financial manager?
a. be



b. to be
c. being

39. If Reebok’s sales ... to fall last year, the brand ... its first drop in earnings.
a. hadn’t started ... wouldn’t have recorded

b. didn’t start ... wouldn’t record

c. don’t start ... won’t record

40. Being a sports fan, he decided ... a joint honours degree in Sports Science.
a. doing
b. to do

c. do

Task 5. Match the notions on the left to their definitions on the right.

41 | strategy A | something that might possibly happen in the future,
investment usually causing problems or making further plans and
arrangements necessary
42 | competitive B | a right to sell a company’s products in
advantage a particular area using the company’s name
43 | corporate C | fixed procedure for evaluating a long-term plan of
accounting action for achieving a particular goal
44 | franchise D | a forecast of future revenues and expenditures
45 | cost accountant | E | the ability to imagine how
a country, society, industry, etc. could develop in
the future and to plan for this
46 | financial F | the act of obeying an order, rule, or request
projection
47 | certified G | a person who examines all the costs involved in a
management business activity or a production process in order to
accountant help managers decide how to make profits or save
money
48 | expertise H | a person who has a qualification from the Institute of
Management Accountants, showing that they are an
expert in accounting and financial management
49 | vision I | to discover the exact size or amount of something
50 | compliance J | specific accounting branch that handles accounting
for companies, prepares their accounts and any cash
flow statements, analyzes and interprets the financial
results for the business, and looks at any events such
as absorption, amalgamation, and consolidated
balance sheets
K | the conditions that make
a business more successful than the businesses it
Is competing with, or a particular thing that makes it
more successful
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Task 6. Writing (Opinion Essay)

Comment on the statement provided.

Strategic management affects the entire organization.

What is your opinion?

Write approximately 250 words.

Use the following plan:
« make an introduction (state the problem)
« express your personal opinion and give 2-3 reasons for your opinion
« express an opposing opinion and give 1-2 reasons for this opposing opinion
« explain why you don’t agree with the opposing opinion
« make a conclusion restating your position.

IIpuMep TecTa TeKymero KOHTPOJIs (KOHTPOJIbHOI padoThI)

Mpoduas «MapkeTHHD»

MARKETING

MID-TERM TEST

VARIANT A

Task 1. Read the text and determine whether the following statements are
true or false.

The business landscape is becoming highly competitive. These days, if you want to
survive in any industry, it is essential to market your business. Only when you can
spread the word out about your business, it becomes easy for you to get new clients.
If you ignore the need for marketing, it would be tough for you to survive in your
industry. Marketing refers to the promotion of your products or services. However,
instead of promoting them in front of the non-targeted audience, it is better to
promote it in front of your target audience. Only when you do so, the conversion rate
will be on the higher side. The types of marketing are increasing due to the advent
of the digital world. These days, there are various types of marketing campaigns
which you can undertake. If you’re looking to go for offline marketing campaigns,
you can go with billboards, direct mail, and pamphlets. Similarly, if you’re thinking
about digital marketing, you can opt for social media marketing, PPC advertising as
well as SEO. There are various digital marketing agencies which can help you with
marketing tips for small businesses. The point is with so many different marketing
campaigns; you can quickly increase the reach of your business among consumers.
With the help of digital marketing especially, you can gain global consumers, which
will further expand your business. The primary function of each marketing campaign
Is to get you more customers. If you want to expand at a rapid pace, you have no
other option but to start a marketing campaign. If you don’t, your competitor
certainly will. It will mean that your competitor will have the edge over your
business. Once the competitor captures a significant market share, he/she can easily
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control the market. It will mean that your profit margins will be at the mercy of your
competition. So, to avoid such a situation, it is a much better idea to use a marketing
campaign to increase your sales. It will also enable you to gain more market share,
which will eventually help your business tremendously.

1 If you want to survive in any industry you have to promote your business.

2 If you do the marketing, it is easier to get new clients.

3. You can ignore he need for marketing, it won’t influence your business.

4, Marketing refers to banding your products and services.

5. The conversion rate will be higher if you promote your services in front of
non-targeted audience.

6.  With a successful marketing campaign you can quickly increase the reach of
your business among consumers.

7. Once the competitor captures a significant market share, your business will be
left at his/her mercy.

8. A marketing campaign can help you increase your market share.

Q. If you are thinking about digital marketing you can go with billboards, direct
mail and pamphlets.

10.  You can’t get global customers by using offline marketing campaigns.

Task 2. Chose the best word or phrase to complete each of these sentences.

1. Marketers today use a greater variety of media and marketing ... to communicate
with their customers.

a) procedures

b) research

C) ways

d) methods

2. What percentage of the marketing budget should we .... For TV advertising?
a) give

b) share

c) distribute

d) allocate

3. In difficult times, companies may be able to negotiate lower advertising ....,
allowing them to do the same amount of advertising for less money.

a) prices

b) costs

C) rates

d) fees

4. “Sprite” is a brand name in the soft- drinks .... .
a) type

b) category

C) commerce



d) class

5. Many national brands find it difficult to compete with .... Brands, both at home
and internationally.

a) global

b) foreign

¢) local

d) established

6. Many retailers are offering .... To get customers into their shops, for example
but one get one free, free delivery on all orders over 150.

a) competitions

b ) price reductions

C) price promotions

d) list prices

7. One challenge that pharmaceutical brands face is competition from ... products.
a) generic

b) look alike

C) pirated

d) own-label

8. Calculating the difference between the selling price and the costs gives you the
profit ... .

a) revenue

b) margin

c) difference

d) amount

9. A ... is anywhere the consumer can physically purchase products.
a) retail outlet

b) retail chain

c) retail market

d) retail store

10. Fashion retailer Zara now has a network of over 1500 stores globally and still
has plans for further ... .

a) stretching

b) extension

C) expansion

d) increase

Task 3. Match the terms with its definition in the right-hand column.
1. categories A | reductions in the usual price
2. rates B groups of products that are all of the same type




3 .demand C The systems you use to get goods to customers

4. returns D goods returned because they are faulty or not
wanted

5. promotion E activities intended to help sell a product

6. discounts F bringing together separate activities into one
large whole

7. channels G the need that people have for particular goods

and services

8. consolidation | H the possibility that something will happen

9. prospects basic charges for a service

10. intangible J something that a business has, but is not
assets physical, so hard to value. E.g. a brand name.

Task 4. Determine whether these statements are true or false.
1. A target market can be defined as group of customers that the business has
decided to aim its marketing efforts and ultimately its merchandise.

2. Survey is taking a representative portion of a material or product to test typically
for the purposes of identification, quality control, or regulatory assessment.

3. Marketing mix is price, product, distribution, promotion.

4. The aim of target marketing is to avoid having ‘slack’, surplus capacity.
5. The market niche defines the specific product features aimed at satisfying
specific market needs, as well as the price range, production quality and the

demographics that is intended to impact.

6. The core product has five characteristics: packaging, branding, styling, quality,
features.

7. Consumer goods fall into convenience, specialty, unsought and shopping goods.

8. One of the objectives of the pricing policy is to target a particular segment and
so ‘position’ the product.

9. Price discrimination may be used for bulk purchases or as a price cutting tactic
by a retailer, or as promotional aid.

10. The efforts of the marketing department are directed at moving the upper limit
of price downwards by increasing in some way the benefits to the customer.

Task 5. Choose the correct form. There is only one correct option.



1 It is well documented that brands that ... advertising during an economic
slowdown, when competitors ... their advertising can improve market share and
profits.

a) increase ... are reducing

b)increases ... reduces

C) is increasing .... is reducing

d) are increasing ... is reducing

2 Less than 10 years later Google’s determination to become the top search-and-
information service ... it to outstrip Yahoo.

a) had allowed

b) allowed

c) allows

d) allow

3 The brand was developed in the US in 1963, when its then parent company, PR
Mallory, ... to introduce a new battery and challenge the dominance of Eveready,
the former market leader.

a) wanted

b) want

C) was wanting

d) wants

4 Luxury-goods companies like LVMH ... very successful in expanding national
brands across borders and transforming them into global brands.

a) has been

b) was

c) have been

d) is

5 Successful companies ... do not abandon their marketing strategies in times of
economic uncertainty, they just need to adapt them.

a) doesn’t abandon

b) isn’t abandoning

c) aren’t abandoning

d) do not abandon

6 Since its introduction in 1964, the brand identity ... the inspiration for
advertising for the brand.

a) have been

b) has been

C) were

d) was



7 There .... have been many examples of brands that ... have been damaged by
strategic errors.

a) have been ... have been damaged

b) were ... have been damaged

c) have been ... was damaged

d) has been ... were damaged

8 Apple ... its direction after the departure of Steve Jobs, its co-founder, but ... its
position with his return,

a) had lost ... had regained

b) lost ... regained

c) lost ... was regaining

d) lost ... had regained

9 In today’s world, the advantages of innovation .... as long, and there are fewer
things that ... companies from competition.

a) won’t last ... protect

b) doesn’t last ... protects

c) don’t last ... protect

d) don’t last ... protects

10 Many computer users found that the new software ... compatible with some of
their old peripherals, such as printers or scanners, and that it ... slowly.

a) was not ... ran

b) is not ... is running

c) was not ... was running

d)isnot ... ran

IIpuMep TecTa TeKymero KOHTPOJIs (KOHTPOJIbHOI PadoThI)

Hpodpuias «Jlorucruka»

MID-TERM TEST

VARIANT A

Task 1..Read the text and determine whether the following statements are
true or false.

The general public learned far more about supply chains last year than it probably
cared to. A host of disruptions to production and shipping interacted with soaring
demand for goods to produce bare shelves and rising prices. Although goods have
been in short supply, the number of measures tracking supply-chain woes has
proliferated at an impressive pace in recent months. All paint a picture of
historically high levels of disruptions, and an uncertain path ahead.

One gauge is an «ocean timeliness indicator», published by Flexport, an American
logistics firm. The indicator reports how long it takes a shipment to move from the
supplier’s warehouse to the departure gate of the destination port, for two big
freight routes out of China: to Europe and America. Three years ago the journey to
Europe took just under 60 days, and that to America just under 50. Travel times



then rose steadily after the pandemic struck. But the trends for the two routes have
diverged a little in recent months. Shipping times to Europe have fallen from above
110 days down to 108. Transport to America, at 114 days’ total journey time, takes
longer than ever.

A global supply -chain pressures index, compiled from a variety of indicators by
economists at the Federal Reserve Bank of New York, tells much the same story.
Before the pandemic the highest-ever reading of the index (which the researchers
have computed back to 1990s) was in April 2011. Then, troubles associated with
an earthquake and tsunami in Japan pushed the index up to 1.7 standard deviations
above its long run average. The measure surged much higher in spring 2020, to 3.9
standard deviations above the mean; last year (2021) it rose even further still,
reaching 4.4 in October. It has since retreated, but only by a touch, continuing to
signal a high level of stress.

1 The general public wanted to know more about supply chains.

2 The production was disrupted, but the demand grew.

3 «Ocean timeliness indicator» reports how long it takes a shipment to get to the
port of destination.

4 The is only one big freight route out of China — to Europe.

5 The travel times have hardly changed after the pandemic- they have always been
long.

6 The global supply chain pressure index shows the level of stress the world supply
chains are experiencing.

7 The global supply-chain pressure index was the highest -ever after an earthquake
and tsunami in Japan in April 2011.

8 The Federal Reserve Bank of New York started to compute the global supply-
chain pressure index before the pandemic.

9 Since October 2021 the global supply chain index has fallen by a touch.

10 Shipping times to Europe and America from China stay ultimately long — up to
108 and 114 days respectively.

Task 2. Chose the best word or phrase to complete each of these sentences.
1 Late delivery of essential components meant we could not meet production
targets and has led to production ... of 30 per cent for the last two months.

a) restriction

b) losses

c) shortfalls

d) shortages

2 If your sales ... are lower than the actual demand for a product, there is a risk of
product shortages.

a) results

b) forecasts

c) performance

d) requirements



3 Critical components for vehicles are manufactured by suppliers according to the
manufacturer’s design ... .

a) plan

b) conditions

c) specifications

d) instructions

4 At critical points during the production process, the buyer will want to carry out
... at the supplier’s factory to check the quality.

a) examinations

b) evaluations

C) investigations

d) inspections

5 .... reduces the risk of being dependent on a single supplier, but managing a lot of
suppliers needs additional time and resources.

a) Single-sourcing

b) Dual-sourcing

c) Multiple-sourcing

d) Exclusive

6 Low cost labour encouraged many multinationals to ... their manufacturing
operations to south-east Asia.

a) subcontract

b) offshore

c) backshore

d) outsource

7 Despite rising costs and wage inflation, China still remains the top location for
manufacturing ... .

a) investment

b) capacity

C) expenses

d) innovation

8 Maintaining ... standards has become an increasing challenge for large clothing
retailers because of the size and complexity of supply chains.

a) moral

b) honest

c) realistic

d) ethical

9 .... in the press about poor conditions in supplier factories abroad can damage a
company’s reputation with consumers and negatively affect its sales.
a) Allegations



b) Statements
c) Worries
d) Suspicions

10 Labour costs in Vietnam are amongst the lowest in the world, but many garment
workers are not paid a (n) ... wage (i.e. enough to cover basic costs of rent, food and
bills).

a) live

b) living

C) average

d) regular

Task 3. Match the definitions with the words given in the right column.
1 | something that gives a company an A | at the forefront
advantage over others
2 | extremely valuable and rare, which a lot of B | a pilot project
people want
3 | in the leading position C | atapremium

4 | the way goods are arranged in a store so they | D | a competitive edge
are easily seen by customers
5 | atest done on a small scale to see how E |display
something works
6 | information about sales, which is currentor | F | assembled

in real time
7 | replacement of what has been used or sold G | live sales data
8 | put together in a certain way H | battle
9 | rapidly increasing | | replenishment
10 | fight against J | surging

Task 4 . Match these words to make noun-noun partnerships.

1 production a) value

2 manufacturing b) goods

3 market C) capacity

4 industry d) costs

5 sales e) average

6 consumer f) forecasts

7 information g) times

8 business h) infrastructure
9 lead 1) system

10 logistics J) processes

Task 5. Choose the correct form. There is only one correct option.
1 In sectors such as consumer goods and retailing, established companies ...
already the easiest supply-chain efficiencies.



a) have achieved

b) achieved

c) has achieved

d) have been achieved

2 Supply -chain managers in many sectors .... greater visibility of what ... in their
supply chains and faster access to more accurate data.

a) 1s looking for ... happens

b) looks for .... happens

c) are looking for .... is happening

d) are looking for ... are happening

3 As the manager in charge of the world’s largest supply chain, Keith Harrison ....
the time .... To give the business of logistics more credit.

a) believed .... came

b) believes ... came

c) believes... has come

d) believes ... had come

4 Since his appointment in 2010 Mr Harrison ..... at the forefront of efforts to
drive costs from P&G’s supply chain, helping the company meet its long-term
sales and earnings growth targets.

a) has been

b) was

c)is

d) were

5 Mr. Harrison says P&G .... also increasingly over the past three years at ways
to turn improvements in the supply chain into top-line sales growth.

a) is looking

b) looks

c) has been looking

d) looked

6 When the supply chains are global and the products are fashion oriented, the
management of logistics .... a key factor in business success or failure.

a) becomes

b) is becoming

Cc) became

d) would become

7 When Edscha, a German manufacturer of sun roofs and other car parts, .... for
insolvency early in 2009, it .... BMW with a crisis.

a) files .... presents

b) filed .... presented



c) filed .... had presented
d) files .... presented

8 Failures among important suppliers .... many sectors, from manufacturing to
retail.

a) affect

b) affects

c) is affecting

d) affecting

9 Early warning system .... at operational issues such as whether quality
problems .... at a particular supplier, as well as financial issues, such as any
attempt to change payment terms.

a) look .... is increasing

b) looks ... increases

c) looks .... are increasing

d) is looking .... is increasing

10 Many companies .... even who their second-tier suppliers ... .
a) don’t know ..... are

b) doesn’t know ....1s

c) aren’t knowing ... -

d) don’t know ... -

IIpumepHbIe TEMBI J1JIsi MUHH-ICCE (B paMKaX KOHTPOJbHBIX padoT):
HHpopuin «PUHAHCOBBI MEHEIKMEHT», «MeHeIKMEHT U YyIpaBJeHUe
OM3HecoM», «YIpaBjeHUue MPOIYKTOM
1. Training and knowledge enable you to pursue a career in the world of
management
2. Management theories provide the ability to analyze the complexity of
organizations and their environments
3. To enhance usefulness and eliminate limitations needs an alternative type of
organization
4. Modern organizations face learning and development challenges in today’s
changing environment
Strategic management affects the entire organization
Organizations should increasingly adopt the use of compliance controls.
Management accounting, cost accounting and controlling are one and the
same thing.
8. Management accounting is able to help a company gain competitive
advantage.
9. There is no difference between Financial and Managerial Accounting.
10.To be meaningful, financial ratios must be viewed in comparison with the
ratios of other entities with similar characteristics

N oo



11.Financial ratios are one of the best and simplest ways to set an objective
performance standard

12.Classifying costs correctly and separating fixed from variable ones are
necessary for valid analysis

13.0verhead analysis gives you an opportunity to affect your financial
statements

14.Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role

15.To impress a future employer, it’s necessary to boost transferable skills,
leadership qualities being on top of these

IIpuMepHBbIe TeMBbI 1151 MUHH-ICCE (B PAMKAX KOHTPOJIbHBIX padoT):
Mpoduiab «MeHeqKMEHT B CIIOPTE»

1. Strategic management affects the entire organization.

2. The most fundamental skills you need to be successful as a management
accountant in sport industry are an aptitude for and interest in numbers, math,
business and production processes rather than leadership and management skills.

3. Creating a budget is a crucial first step for a team treasurer.

4. The finances of the team should be handled through a team bank account, not a
personal one.

3. Communicating what’s happening with the team’s finances is important for the
team to stay on budget throughout the season.

4. Successful sport finance management is dependent on making intelligent
decisions that will maximize value for organizations.

5. Motivation helps players overcome many challenges, including losses, injuries,
and setbacks and stay focused on their goals.

6. Having a supportive network can help players stay motivated.

7. Finding inspiration can help players stay motivated.

8. Multiple reporting relationships is a characteristic of a matrix structure in
organizations.

9. Puma and Adidas place a stronger emphasis on direct-to-consumer channels in
their organizational structure.

10. The link between the desire to achieve and sporting success is an obvious one.
11. Motivation in a sporting environment can be defined as a desire that drives and
directs behavior.

12. The competitive market requires strategic decisions from sport managers.

13. Decision-making skills as well as people skills and communication skills are
among the most critical skills a sports manager must have to exercise organising
function effectively.

14. Management accounting is able to help a company gain competitive advantage.
15. Management accountants need to be able to see your organization’s big picture.

IIpuMepHbIe TEMBI 1J151 MUHH-ICCE (B PAMKAX KOHTPOJIbHBIX padoT):
Ipodunu «MapkeTunr», «Jlorucruxka»


https://fourweekmba.com/organizational-structure/

1 Brand strategies are very important in securing the brand’s image.

2 Advertising is an old fashioned type of marketing and doesn’t work any more.

3 Brands and marketing are the same things.

4 People clearly hate ads these days.

5 The supply chain becomes critical when manufacturers move away from
vertically integrated production.

6 Disruptions of supply chains can cause bare shelves in stores.

7 Supply chain management and logistics can help strengthen the business
operation significantly.

8 An effective supply chain management is very important for European
companies, which source components from China and other parts of Asia.

9 Why is an effective supply chain a prize worth working for?

10 What practical steps can a company take to build strong relationships with its
suppliers?

11 Many companies need to have only one main strategy for locating all their
production.

12 In the current economic climate do you think the trend for shifting production to
countries with lower costs in Eastern Europe, Asia and Latin America will grow or
decline?

13 One good strategy for companies is to put their own people in supplier's
factories to audit and help them improve conditions.

14 It is impossible for brands to recover when things go wrong.

15 Brands are less important now than before.

16 To compete, retailers need websites that have lots of different technical features
that will improve customers' shopping experience.

17 Global campaigns are better developed by head offices rather than by local
ones.

18 Global advertising campaigns are creatively hamstrung by the need to be all
things to all men.

19 Customer service most often goes wrong when customers have queries that are
routine.

20. Every company should examine their product line carefully at least once a year.

IIpumMepHbIe TeMBbI AJI IPE3eHTALMIN:

Mpodpuan «PMHAHCOBBLIA MEHEIKMEHT», « MeHeI)KMEHT U yIpaBJ/IeHUE
On3HecoM», «YNpaBJieHHE MPOTYKTOM)

Corporate training strategy

Management functions performed at different management levels
Management styles & Motivational theories

Measures to improve low motivation

Recruitment process

In-company training programs

Steps of strategic management process

Crisis management

Social corporate responsibility

CoNoaRLNE



10.Risk management

11.Management accounting as a special branch of accounting

12.The three steps in management accounting

13.Uses of accounting information in management

14.Financial statements managerial accountants use

15.Generally Accepted Accounting Principles (GAAP) and International
Financial Reporting Standards (IFRS)

16.Methods to increase profit margin.

17.Cost accounting

18.Break-even analysis

19.Ways to understand the current financial position of a division

20.Fraud in management accounting

IIpumepHbIe TeMBbI 1JIsl IPE3eHTALMIM:
IHpopuias «MeHeI:KMEHT B CIIOPTE»

O 0 N OO U WNPEF

10

11.
12.
13.
14.
15.
16.
17.
18.
19.
20.

. Sports management functions.

. The role of controlling in sports management.

. The role of the manager in a football team.

. Sports club organizational structure.

. Organizational chart for employee positions in sports industry.
. Leadership in the sport industry.

. The greatest leaders in sports industry.

. Puma’s U-form organizational structure.
. A‘matrix’ organizational structure.

. Types of motivation for athletes.

Management styles and motivational theories in sports.
Risk management.

Accounting and tax challenges testing the sports industry.
Successful sport finance management.

Financial management for sport clubs.

A bank account for a youth sports team or club.

Sports operations management.

Levels of management for the Olympic committee.
Types of workers in sport organisations.

Planning as a basic function of sports management.

IIpumepHbIe TEMBI 111 Pe3eHTALUM:
Hpopuiaun «MapkeTuHr», «Jlorucruxka»
1 Marketing ethics.

2 Legal aspects of marketing.

3 Marketing research.

4 New product development.

5 Brainstorming.


https://fourweekmba.com/organizational-structure/
https://fourweekmba.com/organizational-structure/

6 Product and service types.

7 Product life cycles.

8 Brand values.

9 Market segmentation.

10 Logistics acronyms.

11 Value added services.

12 Continuous replenishment.
13 Transport and handling equipment.
14 Shipping instructions.

15 Warehouse areas.

16 Loading.

17 Payment methods.

18 Container types.

19 Handling equipment.

20 Documents in foreign trade.

IIpumepHbIe TEMBI 1151 AUCKYCCHH:
Ipopuin «PUHAHCOBBIN MEHEIKMEHT», «MeHeIKMEHT U yIpaBjJeHHue
OM3HecOM», «YIpaBjeHUE IPOAYKTOM,
1. To manage the diversity of day-to-day running the business needs expertise in
general management
2. A change of leadership style will lead to organizational change
3. Understanding the motivational theories can help to overcome resistance to
change in organizational specific environments
Efficient personnel management affects the entire organization
Human resources development is an ethical endeavor
Effective utilization of human resources ensures competitive advantages
Each SBU strategic business unit should be responsible for developing its
business strategies
8. Lack of vision on the relationships between processes, technology and
organization causes strategic plans fail
9. The need for improved corporate governance has developed significantly in
recent years
10.Managerial accountants should be aware of all intricacies of accounting
systems
11.A good management accountant can’t be created overnight
12.Fraud — here, there, everywhere. If you know the kinds of fraud people try you
are less likely to be affected
13.Profitability ratios measure how well the firm generates profits, higher
numbers always show strength
14.After breakeven, inventory and overhead are the most important cost
accounting concepts to master
15.Understanding budgeting techniques is a fundamental management skill

~No gk

HpnMeprle TEMbI AJIdA IlHCKyCCHﬁ:



Mpoduiab «MeHeaKMEHT B ClIOPTE»

1. Controlling is a comprehensive management concept.

2. The ways in which management of sports organizations must act at all levels of
management.

3. What is the strategy of sports management to win the championship?

4. Why are sport organisations oriented towards strategic management activities?

5. Can sport management use only old business models and outdated management
practices to adjust to the changes surrounding sport organisations?

6. What skills do sports managers need to qualify to manage complex sport
organizations?

8. What is the most important part of strategic management?

9. Why do many strategies require organizational structure and culture changes?
10. Porter's Five Forces Model is used to analyze and identify five competitive forces
that shape every industry while determining its strengths and weaknesses.

11. Five Forces analysis can be used to guide business strategy to increase
competitive advantage.

12. What are five accounting and tax challenges testing the sports industry?

13. Which areas could new revenue recognition standards affect?

14. Which aspects require special treatment on the balance sheet and income
statement?

15. Why is it critical for sports teams and leagues to identify effectively where
revenue is being generated and resources are being expended?

16. Why is understanding the income tax complexities of active vs. passive team
ownership critical for both managing and limited partners?

17. How can new lease accounting standards affect stadium rental agreements?

18. There is a difference between financial accountancy information and
management accounting information.

19. What are the three areas of management accounting?

20. What are the functions of accounting programs?

21. What is meant by good cash flow forecasting?

22. What are the benefits for sports clubs to be registered as charitable trusts?

23. Do you agree that there are so many different levels of business in the sports
industry?

24. What sport management position would you like to take after graduation from
the university?

25. What is a role of operations management in sports organisations?

26. Which organizational structure is more flexible? Why?

27. Do you agree that most traditional companies run functional organizational
structure while many startups need to make sure their small teams remain flexible?
28. Motivation helps soccer players overcome challenges and stay focused on their
goals.

29. Because of the ‘jock tax,” athletes must file taxes in almost every state in which

they play.


https://www.investopedia.com/terms/p/porter.asp
https://en.wikipedia.org/wiki/Financial_accountancy

30. The types of income that the athletes receive from competitive sports, and related
tax implications, are the most complex and diverse in the case of international events
involving numerous athletes from various countries.

IIpumepHbIe TEMBI 1151 AUCKYCCHI:

Hpopuian «MapkeTuHr», «Jlorucruka»

1. Recent trends in 3PL.

2. What problems can be caused when a supply chain does not work efficiently?

3. Why is it difficult for consumer goods and retailing companies to make
improvements to their supply chains?

4. Is it better to manage the sourcing of components and materials internally (in
house) or through external suppliers? Is it the same for all types of products and
materials?

5. What practical steps can a company take to build strong relationships with its
suppliers?

6. In the light of current and future environmental and energy issues, what
challenges are companies likely to face when operating their supply chains?

7. Which production and distribution model do you think will be adopted by
companies in the future — large, regional production sites with centralized
warehouses, or smaller production sites with smaller warehouses nearer to the
customers? Why?

8. What are some traditional strategies and aims of running supply chains? What
new factors will companies have to take into account when designing their
supply chains?

9. Ways to reduce transport costs in the supply chain.

10. Guidelines for minimizing risks caused by temporary surges in demand.

11. What advantages do strong brands give a company?

12.What challenges do brands face today?

13. Think of a brand that has made mistakes but recovered. What mistakes were
made? What did it do torecover?

14. Sucecessful luxury brands, such as Luis Vuitton, only sell through their own
branded shops. Why do you think this has been such a successful strategy?

15. Most cnsumers today no longer expect retailers to have physical shops.

16. Have you ever had a bad experience buying online? What kind of things can go
wrong?

17.What kind of advertising techniques work for promoting brands on the Internet?
Think about: search engine websites like Yandex and Google, social-
networking like VK, Facebook, business websites, e.g. news sites, online
magazines.

18.Global advertising campaigns are effective, but they need some sensitive
adaptation for different markets.

19.What kind of sponsorship possibilities can a large entertainment company like
Disney offer to companies? What kind of companies would want to link up
with it?

20.What are the benefits of viral marketing for companies?



IIpumep cUTYaTHBHOIO 3a/1aHMsl / MUHHU-Keiica

Mpoduian «PMHAHCOBBLIA MEHEIKMEHT», « MeHeIKMEHT U YyIpaBJIeHUE
OM3HecoM», « YIpaBJeHHe MPOAYKTOM))

Case Title: Financial forecast

Background: The client is a large pharmaceutical firm with a market cap of $85
billion. They have about 4% market share and are currently enjoying a 34 P/E
ratio. The industry average P/E is about 29.

Problem to solve: The CFO of the firm wants to:
- figure out if the three-year plateau five years out is an issue she should be
worried about;
- know what external options she can pursue to fix it.

Available Information:

Over the next five years a company is looking at a healthy growth in their EBIT
margins. However, for three years thereafter, the EBIT margin growth is likely to
stagnate when three of their blockbusters come off patent. Subsequently,
blockbusters currently in the pipeline will hit the market and their EBIT margins
are expected to healthy growth levels.

The client has about $10 billion in revenues, EBIT runs at about $3 billion. Gross
margins are quite high at 80% and they are totally debt-free.

They have taken the OTC approach and probably will with these blockbusters as
well. But this is not a financially attractive option. As soon as the drug goes off
patent, its price drops to 20% of its pre-OTC price. Margins are consequently
totally squeezed.

IIpumMep cUTYaTHBHOTO 3aiaHusi /| MUHU-Keiica
Hpopuias «MeHeI:KMEHT B CIIOPTE»

Boinosinute pa3oop munukeiica «Nike Strategic Managementy.

Background: Nike Inc. is an international company based in the United States,
which deals with sportswear and other apparels. The company is ranked as the top
seller of sports shoe and clothing. Today, Nike not only distributes its products
domestically, but also all around the globe. It has market regions in continents such
as Asia, Europe, and United States. Besides, Nike has produced many brands such
as Nike Skateboarding and Nike Pro.
The objective is to identify the strategic methods and tools that will lead to its
superior performance.

Available Information:
e Strategic management is a technique that Nike, Inc. has been able to apply to
determine how it is performing in its current position and how its future should be.



e Nike has set business plans through strategic management in order to assess its
business areas.

e Mission statements help to make clear how the organization is observed and how
it will be perceived in the future.

Focus on the Nike Company and the strategic management that will lead to its
superior performance. Use knowledge of strategic management in the sports
industry, especially strategy formulation, strategy implementation, and strategy
evaluation, SWOT analysis, strategic implementation which involves budgeting,
project management, staffing, and leadership to make final decision.

Your decision:

(oral explanation)

IIpumMep cUTYaTHBHOTO 3aiaHusi /| MUHU-Keiica
Hpopuaun «MapKeTHHI»

What company’s website should we create?

You work in a marketing department of a local transportation company. Your
company is recreating a website. You have been asked to give the presentation
about online market research and online campaigns on the company’s website.

Points to consider:
e Directing and controlling: comparing actual with planned performance of
the company’s activities, which the website shows and should show then.
e Purposes of the online market research; benefits of holding it online.
e Planning and organizing steps to recreate the website of the company.
Necessity of designing online campaigns and examples how it can work.

IIpuMep cUTYaTHBHOIO 33/1aHUA /| MUHU-Kelca
Hpopuias «Jlorucruka»

Which is the best supplier?

You work for a document management company that needs a lot of office supplies
to work properly. Your company has received two offers of supply. You have been
asked to analyze each of them and make a recommendation as to the best supplier
to work with.

Points to consider.

1. What are the main factors that help chose the best supplier?

2. Consider such factors like price factor and terms of payment (cash, bank
transfer, bills of exchange, etc.);



3. What does the company need to negotiate before concluding a supply
agreement?

The first supplier, “Clip lap”, is recognized as a leader in the speed of delivery of
stationery products. The company remains committed to tradition, so it retains the
expensive technology of stationery production, which is reflected in the price of
goods. In addition, payment is possible only in cash. As for the quality of
stationery, the company's products are consistently recognized as some of the most
durable.

The second supplier, “Mapped”, provides favorable prices for office items. The
delivery time suggested by the company differs from the first supplier’s one by a
few days. Also, the company accepts any means of payment (ranging from
promissory notes to bank transfers). What concerns the quality of goods, you have
collected such data: sometimes defective products arrive to wholesale customers,
and some products (markers, pens) spoil before their expiration date.

IIpumep cjI0BapHOI0 IMKTAHTA
Ipopuin «PUHAHCOBBIN MEHEIKMEHT», «MeHeXKMEeHT U ynpaBJieHUe
On3HecoM», «YIpaBjaeHUe MPOAKYTOM)

1eMb MHCTAHIIUN, TOPSAJIOK CyOOpAMHALINH

cucteMa MHGOPMAIIMOHHBIX IOTOKOB B OpraHU3aINH
CUCTEMHOCTb, ITOCJIEI0BATEILHOCTh; COTJIACOBAaHHOCTb;
HEMPEABUICHHOE 00CTOSATEIHCTBO

OTKJIOHEHHUE OT 3aIJIaHUPOBAHHBIX PE3YJIbTATOB
PYKOBOJICTBO

MIPWIaraTh yCYIIHS

TpPaTUTh, PACX0I0BAThH

. KOPIIOPaTHBHOE yIPABJICHHUE; BHYTPEHHEE yYIIPABJICHHAE

10 peanu30oBaTh; OCYIIECTBIISATh; BHIMOIHATh

11.neHeKHbIE CTUMYJIBI

12.B3aMMOCBSI3aHHBIN

13. 10;KHOCTHBIE 00SI3aHHOCTH

14.pacuiupenue JOMHKHOCTHBIX 00513aHHOCTEN U TIOJTHOMOYUIN
15.poTanus JOJKHOCTEH

16.aAMUHUCTPATOPHI BBHICIIETO YPOBHS

17.amMUHUCTPATOPHI CPEAHETO YPOBHS

18.rpynma MeHeKepOB, HECYIIIHE OTBETCTBEHHOCTH 3a pabOTy COTPYTHUKOB
19.11aH KOMIUIEKTOBaHUS KaJIpOB

20.mMaTpuyHasi opraHu3aIus

21. nuHeHO-(YHKITMOHAIbHAS] OPTaHU3AITUS

22 .BBITIOTHEHHE, UCTIOJTHEHUE, COBEPIIIEHNE; MHTEHCUBHOCTH TPY/Ia
23.pe3yIbTaTUBHOCTD JACSITEIbHOCTH (PUPMBI
24.pactipocTpaHsTh, OXBAaThIBATh

25.1I0pSA0K IEHCTBUH, allTOPUTM

ocoNOR~LODPE



IIpumep cJI0BAPHOIO IMKTAHTA
IMpoduiab «MeHeaKMEHT B ClIOPTE»

UNIT 1

1.

HC

P PP O0NO O WN

PYKOBOJICTBO,  XapaKTEpHU3YIOLIEecs
BMeEIIIATEIHCTBA

. TUJIEP; PYKOBOIUTEND
. IPOLIECC yIPABIICHUS

. MOTHBUPOBATH

. pe3yJibTar

. c(hepa KOHTpOJIS

. CTPAaTEeTUYECKOE TUTAHNPOBAHUE
. 3¢ (HEeKTUBHOCTh

. o01Ias 1eip

0.
1.
2.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.

CTpaTerus

OLICHUBATH
SWOT-aunanus

aHaIN3 JaHHBIX
KOHKYPEHTHOE MPEUMYIIIECTBO.
OyxraiaTepckoe Jeio
OaIaHCOBBIN OTUET

pa3pabOTYUK CMEThI
JIBUKEHUE JICHEKHBIX CPEJICTB

OyXTanTepCKuil ydeT OpraHu3aIuii.
23. oOIIEPUHSTHIC IPUHITUIIBI OyXTadTepPCKOro yueTa.

24
25

26. mpuObLIH IO BBHITLIATHI MPOIICHTOB U HAJIOTOB.

. HaJIOT
. 00s3aTeILCTBA 10 HAJIOTaM.

CO6JIIOI[€HI/IG 3aKOHOOaTCIBbHBIX Tpe6OBaHHﬁ

HCBMCIIATCJIILCTBOM,

PETryIUpPOBaTh; MPUCTIOCAOINBATH; YCTAHABINBATh
cTpaTernieckoe ympanieHue 3PpPEeKTUBHOCTHIO AESATEIbHOCTU

IpaBUJia COCTABIIEHUS OyXTralTepCcKOl OTYETHOCTH

TIPUHIIATL

27. unentTuduKannoHHBIA HOoMep Hamoromuatenbiuka CIIA — ropuamdeckoro
JMLA.
28. (akTopuHr, npuodbpereHre TpPeOOBaHUI K TOJDKHUKY M B3bICKAaHHME JI0JITa,

npeaoIuiara Tp€6OBaHHﬁ, CYCTOB K ITIOJIYYCHHIO.

29. MaHUMYJIAIUH C OYXTaITePCKON OTUETHOCTHIO

30

. COCTaB KOMaHbI

IIpuMep cjI0BAapHOIro IMKTAHTA
Ipoduiau «MapkeTHHI»
1. xoMIIeKC MapKETHHIa, COCTaBIISIOLINE MAPKETUHTA

MPEANPUATHE TI0 PACTIPEICIICHUIO TOBapa

2
3. pekiama

4. pekiiaMHOE OOBSIBIICHUE

5. Mepsl 110 0KUBJICHUIO COBITA



6. pexilaMHas KaMIaHus

7. B3bIBaTh, MPUBJIEKATh, BOJIHOBATH

8. XynokecTBeHHOE O(pOpMIICHHE

9. ueprta, 0COOEHHOCTH

10.0CHOBHOM, 11EJI€BOM TOBAp

11.ToBapbl NOBCEAHEBHOTO CIpOCa

12.0cHOBHBIE TOBapbl MOCTOSHHOTO CIIpOCca

13.mpenMeTsl IEpPBOl HEOOXOAMMOCTH

14.arpeccuBHas pekiiamMa, OXauBarolas MpoIyKIHI0 KOHKYpeHTa
15.moKynaTenbCKOe MOCTOSHCTBO, MPUBEP>KEHHOCTh
16.1mocpeHuK

17.mara3uH, KaHall peaau3aluu

18.mpeumyiiecTBEHHAs! CTPATETUsl HU3KUX LIEH

19.opranuzanusi 0OIIECTBEHHOTO MHEHUS, CBSI3H C OOIIECTBEHHOCTHIO
20.1aTh BO3MOXHOCTD

IIpumep cjI0BapHOI0 JMKTAHTA

Hpodpuias «Jlorucruka»

UCII0JIb30BaTh B3aMMO3aMEHSIEMO

yCyTyOUTbh 4TO-T00

0oJiee MUPOKO U3BECTHHIN

nepeceKaThCs APYT C IPYyromM

MPUBOJIUTH K Pa3MBITHIM OTIPEICTICHUSM

pa3HbIE TIOHSITHS C Pa3HBIMUA 3HAYCHHUSIMU

BCEOOBEMITIONIAS KOHIICTITTHS

CBSI3BIBATH BOCIMHO HECKOJIBKO MPOIIECCOB

JOCTHTATh KOHKYPEHTHOTO TIPEUMYIIIECTBA

10 COTPYAHHYECTBO MEXAYy (hUpMaMHu JTsl TIOKITFOUEHHUS TOCTABITUKOB

11.cpenctBo noBbILIeHUS 3PPEKTUBHOCTH

12.11pou3BOAUTH IIEHHOCTSH JIJIsl KOHEUHOT'O MOTPEOUTEs

13.co31ath onepaTuBHYO OCHOBY

14.paGoTaTh B pa3HbIX MOAPA3ACICHUAX U KOMIIAHUIX

15.BceoxBaThIBaIOIIas CETh IIEMOYEK MOCTAaBOK

16.BHEIPATH M KOHTPOIUPOBATH 3(DPEKTUBHBIN IPSMOUN 1 OOPATHBIN TTOTOK
U XpaHEHHE TOBAPOB

17.Mexay TOYKOW OTIPABJICHUS U ITYHKTOM MOTPEOIeHUS

18. nomoHATE APYT Apyra

19.1e pomyckaTh pa3MbIBaHMS TPAHUI] MEXKITY TEPMUHAMU

20.cBs13aTh OCHOBHBIE OM3HEC-TIPOIIECCHI

CcoNOOR~LODE

IIpumep poJieBoH Urpbl
Ipopuin «PUHAHCOBBIN MEHEAKMEHT», «MeHe»KMEHT U ynpaBJieHUue
On3HecoM», «YIpaBjeHUe MPOLYKTOM



Role play on allocating a training budget

Problem awareness

Suave Ltd is a busy manufacturing company. They produce men's shirts in a highly
competitive market. At the moment they export about 40% of their production and
they know that, in the current economic situation, increasing exports is the most
promising growth area for their business and a new export sales manager is soon to
be appointed. Two years ago, Suave Ltd were taken over by a forward-looking
company, a fabric manufacturer.

Since the takeover many changes have been made, including the introduction of
computer-assisted cutting equipment. This has resulted in an increase in production
but with no increase in the amount of fabric used. There has, therefore, been an
increase in profits.

The parent company encourages a generous budget for training, both for shop-floor
workers and for management.

Course description

Me| Title of Length Topics Covered Who should attend
course

1 | Effective 1 day e Planning and giving a Most managers will
Speaking presentation benefit from this

e Selecting and using visual aids | course particularly
e Presenting arguments / ideas | those who need to

persuasively present an idea
e Managing nerves confidently and
o Keeping the audience effectively to any
interested number of people
e Dealing with questions
confidently
2 | Effective 1 day e Preparing an agenda Anyone who
Meetings e Room layout and seating participates in
e Effective visual aids meetings, runs
e Managing time during a meetings, or takes
meeting part in decision
e Lubricating discussion making
e Contributing effectively
e Follow up
3 | Recruitment | 1 day e Preparation of the job Anyone who has to
Interviewing description choose new staff to
Skills e Comparing the different join their
advertising methods organisation and
e Defining the ideal candidate wants to make sure
e Preparing for the interview that they choose the
e Making an interview plan and | Pest person for the
conducting the interview job
e Behavioural skills and body
language

e Evaluating the success of
interview methods




Choosing and motivating a
good team

Creating an atmosphere which
produces good teamwork
Identifying and eliminating
factors which reduce good
teamwork

Using individual strengths
Improving communication
within the team

Leadership skills

Producing an action plan and
monitoring it

Newly-appointed
team leaders or
managers. Managers
whose success is
likely to be affected
by the performance
of their team and
teamwork

Analysing how time is spent
Deciding on priorities and
allocating time

Identifying time-wasters and
eliminating them

Delegation

Controlling workload,
paperwork and interruptions
Your diary/personal organiser

All who want to
achieve more in less
time and who want
practical ideas and
techniques that they

can apply
immediately

Understanding stress and how
to use it as a motivator
Positive stress reduction
strategies

Avoiding negative strategies
such as drink and drugs
Relaxation techniques
Practical ways of managing
stress to maintain and improve
effective performance in
yourself and others

All those who may
be under stress
themselves or who
have managerial
responsibility for
sustaining the
performance or
motivation of staff

4 | Building and | 2 days
Leading a
Team
5 | Time 2 linked
Management | days
with 3
weeks in
between
6 | Stress 2 days
Management
Simulation

Choose one of the roles (MD, Production Manager, Finance Manager, HR, Export

Sales Manager, Domestic Sales Manager), prepare it carefully and be ready to take

part in a meeting where you have to make a report.
Hold a meeting where you must decide:
e who you would send on a course;

e which course you would choose (you can choose more than one manager

and more than one course if you wish);

e what will be the benefit (tangible and intangible) for the company after

having attended these courses.

Role 1. The Managing Director.

You chair the meeting and ensure everyone participates. Organize the meeting in

the following way:




1. Listen carefully to what each head of department has to say. They must
explain why and how the money has been spent on the different sorts of
training this year. Each manager must also say how they would like the
budget to be spent next year.

2. Get agreement on the percentage of the budget to be allocated to each type
of training. Write the percentages up on the board.

You personally asked for just one course this year. You think more members of top
management should learn Effective Meeting to facilitate your business expansion.

Role 2. Production Manager.

You have a very important role in the company. Your department has more staff
than any other - in fact half the staff work under you. You welcome the decision to
attend Building and Leading a Team. It’1l help you to identify and eliminate factors
which reduce good performance of the company. Also the idea of improving
communication within the team is quite attractive for you.

Role 3. Financial Manager.

Unlike your colleagues, you think that spending on training is too high, and this
money might be spent more efficiently. You want to persuade them to reduce the
overall figure if the parent company allows it and then spend the sum for
replacement some obsolete equipment. If not, you offer to concentrate the training
budget on accounting, financial management, and handling claims and policies by
computer.

Role 4. The Human Resources Manager.

What you would really like is for your own staff and you personally to do more of
the training in recruitment procedures you started this year. What could be more
important than an efficient work of HR department? You agree your department is
small, but you ask only 6% on training for such an essential service. It is very little.

Role 5. Export Sales Manager.

Your staff have more and more frequent contact with foreign countries. Those
handling claims need Spanish and French in particular, and those responsible for
contacts with your European partners need Italian and German. You feel you must
allocate more money to language training and effective speaking.

Role 6. Domestic Sales Manager.

You have more and more frequent contact with partners, so your work is too
stressful. You need to reduce the influence of stress on you work. Moreover,
you’re sure that practical ways of managing stress will improve effective
performance in yourself and other staff of your department.

IIpumep poJieBoM UrpbI
Ipoduib «MeHeqKMEHT B CIIOPTE»



Why Athletes End Up Bankrupt

Most pro athletes are often rigorously criticized for making too much money. Yet a
surprising number are far from the top of their game when it comes to managing
their wealth. Why have so many pro athletes who were once wealthy later found
themselves broke? More importantly, what can we learn from their financial
stumbles?

Simulation

Choose one of the roles (Student majoring in Sports management, Former Olympic
ski champion, Former figure skating champion, Wealth manager), prepare it
carefully and be ready to take part in a meeting where you have to arrive to a certain
decision considering yourself a good money manager.

Hold a meeting where you must decide:

reasons why athletes go broke

who are role models among famous athletes for how not to go broke

how pro athletes can avoid going broke

why retirement planning is so challenging for pro athletes.

Student
You focus your interlocutors’ attention on the fact that 2009 Sports Illustrated report
estimated that 78% of National Football League (NFL) players file
for bankruptcy or are experiencing financial stress only two years after retiring, and
60% of National Basketball Association (NBA) players suffer the same fate after
five years of retirement. Besides you give examples of high-profile pro athletes who
went broke. Former heavyweight boxing champion Mike Tyson, who was once
worth up to about $400 million, spent most of that fortune and declared
bankruptcy in 2003 even before he retired. Basketball superstar Allen Iverson earned
over $150 million in the NBA, and even more through sponsorship deals. But in
2012, Iverson’s financial straits were revealed when a judge ordered him to pay a
jeweler $860,000, and he said he couldn’t pay. You would like to clear up the reasons
why so many pro athletes who were once wealthy later have found themselves broke.

Make use of the helpful phrases:
= Hereare ....

= As you know ....

= For example, ....

= You should keep in mind that ....

= I'm afraid that’s out of the question.

Former Olympic ski champion

You try to explain the reasons by saying that pro athletes who get into financial
trouble have a few things in common when it comes to how they lost their fortunes,
including having a small earnings window, alack of financial planning, and
overspending. Then you suggest



https://www.investopedia.com/articles/personal-finance/062515/how-nfl-makes-money.asp
https://www.investopedia.com/terms/b/bankruptcy.asp
https://www.investopedia.com/articles/personal-finance/071415/how-nba-makes-money.asp
https://www.investopedia.com/articles/managing-wealth/071816/financial-planning-professional-athletes-inside-look.asp

Make use of the helpful phrases:

» S0 many examples. Unfortunately, ....
= Frankly speaking, ....

= In my opinion, ....

Former figure skating champion

You consider great examples of iconic athletes who’ve achieved enduring financial
success. The richest athlete of all time is basketball superstar Michael Jordan, whose
$2.1 billion fortune was built from his NBA income, sponsorships, and investments,
including a majority stake in the Charlotte Hornets. Serena Williams won more
tennis Grand Slams (23) than any other player and four Olympic gold medals. Her
career prize money made her the second highest-paid woman athlete, and she has
put that—and income from almost 20 corporate sponsorships—to good use in
diverse business interests and her own venture capital firm, Serena Ventures.

Make use of the helpful phrases:
« First of all, never say die.

» |t goes without saying that ....
» If you ask me, I would ....

Student

That sounds good to you. Spending so much today that you can’t save anything or
invest for a secure future is a losing proposition regardless of how much money you
make. If you don’t consider yourself a good money manager, ask for help. You are
sure that there are some ways of how pro athletes can avoid going broke. You ask
the wealth manager for some advice.

Make use of the helpful phrases:

» | am afraid | know next to nothing about ....
= Frankly speaking, ....

= In my opinion, ....

= [ totally agree ....

= | should keep in mind that ....

Wealth manager

You would like to point out that financial literacy education before any contracts are
signed, ongoing money management training beyond rookie camp workshops, and
compensation structures that pay out over time would be helpful. The key for young
pros is to manage a short spike of high income so that it can last a lifetime. Apart
from that you touch upon the issue of retirement planning which is so challenging
for pro athletes. Compared to most people, pro athletes have very short careers. And
if their contract isn’t renewed or they get injured, their careers can unexpectedly be



https://www.investopedia.com/who-are-the-most-famous-athlete-investors-5078036
https://www.investopedia.com/who-are-the-most-famous-athlete-investors-5078036
https://www.investopedia.com/terms/v/venturecapital.asp

cut even shorter. Pro athletes tend to be intensely focused on their sport, sometimes
to the exclusion of other important matters, such as their personal finances.

Make use of the helpful phrases:

«  [would advise you to ....

= You should keep in mind that ....

» |n addition, ....

= As you know ....

= I’m afraid that’s out of the question.
» It might be a good idea ....

= Mind that ...

Your decision:

IIpumep poJieBoH UrpbI
Mpoduiap «Jlorucruka»

Insurance in logistics
How transport operators can differentiate themselves by offering cargo insurance.
Enact a talk among a transport operator, a cargo insurer and a freight forwarder.

Situation:

Imagine yourself engaged in transport operators’ business. Discover how you
can keep customers satisfied, reduce your business risks and stand out in the
competitive logistics market by offering cargo insurance. With thousands of freight
forwarders and logistics providers in Asia Pacific, it is a real challenge to stand out
from the competition. Being a transport operator, you are aware of the fact that
nowadays shippers have numerous options at their disposal to move their freight
around the world.

You must arrive to a certain decision concerning cargo insurance.

The transport operator needs to formulate the extended responses to the following
questions: How can you differentiate yourself from other transport operators?
What should you do to attract new customers and keep existing customers satisfied
with your services? Do you provide value-added services like cargo insurance? Do
you incorporate cargo insurance as part of your process to reduce your business
risks?

Addressing the freight forwarder and the cargo insurer you will start by clearing up
a common misconception — the difference between freight liability and cargo
insurance.

Make use of the helpful phrases:
» | am afraid | know next to nothing about it.
= Frankly speaking, ....



= In my opinion, ...

= [ totally agree ....

= [ should keep in mind that ....
» That sounds a good idea.

The freight forwarder discloses the process he/she is involved in by saying that if
there is no cargo insurance in place, the shipment of any customer is subject to the
standard trading conditions, where limitations of liability and exclusions apply. In
the case of a loss to the goods under such responsibility, the compensation will be
determined by the trading conditions. Hence, the customer may not receive full
settlement, due to limitations (e.g. per kilogram or package) or even worse, the
claim might be rejected due to exclusions (e.g. act of God or war). In addition, the
customer needs to provide evidence that the transport operator is legally liable for
the loss that occurred.

Make use of the helpful phrases:

= Personally, I would advise you to ....
= You should keep in mind that ....

= As you know ....

= I’m afraid that’s out of the question.

» |t might be a good idea if you did it.

= Mind that ....

In his/her saying the cargo insurer emphasizes that with cargo insurance in place,
the customer will be compensated according to the policy of insurance. In case of
physical loss or damage to the goods while in transit, the customer will be
reimbursed up to the full value of the goods. Also, the customer does not have to
prove that the transport operator is legally liable for the loss. In this connection, the
cargo insurer provides an example of a total loss claim scenario. A freight
forwarder was hired to arrange for a shipment of machinery valued at USD 50,000.
The shipment was received and upon further inspection, the machinery was found
to be damaged. The shipper filed a claim against the freight forwarder.

Without cargo insurance With cargo insurance

Subject to the standard trading
conditions, where limitations of
liability and exclusions apply.

For damage due to negligence

by the freight forwarder: the

compensation received by the

shipper is USD 25,000. Full settlement of USD 50,000
For damage due to an act of

God (e.g. earthquake, flood,

tsunami, storm): the shipper

Compensation is as per the
policy of insurance.

Compensation
limitation

Compensation
amount



does not receive any
compensation for its loss.

Make use of the helpful phrases:

» Would youmindif7...7

= If'it helps you, I'll be very glad to ....
= In a nutshell, ....

= [suggest you do ....

= Whydon’tyoudo ...?7

» | have nothing against it.

The transport operator estimates the options highlighting his/her preferences. In
regard to the above explanation, offering cargo insurance is a real benefit for the
customers as their cargo is fully protected from loss or damage during the freight
movement process if an unexpected event happens. The transport operator is
eventually sure that cargo insurance is vital for the following reasons: it is a
difficult process to make claims against any air, road, rail or sea carriers; there is a
major hidden cost associated with the handling of cargo claims; it removes
conflicts with shippers when cargo is lost or damaged; it removes uncertainties for
shippers and creates goodwill with shippers.

Make use of the helpful phrases:

» That seems like good advice. Thank you very much,

» That sounds a good idea.

= That’s certainly a possibility.

= [totally agree ....

= But make sure that ....

» To cut a long story short ....

Making a Decision

In coming to a certain decision, consider that today, it is possible to have access
to innovative cargo insurance platforms specifically designed for the transportation
industry. As a transport operator, you need cutting-edge and efficient systems to
respond to customers with speed and personalized services, especially in the event
of cargo claims. Marine cargo insurance web-based platforms allow a transport
operator to: obtain instant quotes for one-off shipments; convert the insurance
cover purchase in real-time avoiding delays and manual work; protect the business
from litigation for loss or damage to cargo and improve customer retention by
offering a value-added service to the customers. Having a fast and effective system
for quoting cargo insurance is a key differentiator for your business. Sum up the
above information in a conditional conclusion to which you must come.

Your decision:



IIpumep poJieBoil UTPbI
Mpodpuan «MapkeTHHI»

Marketing decisions

Situation

Marketing specialists representing businesses in different industries are in a career
enhancement training session to meet a few top marketing strategists.

Task

Act out a workshop session given by expert marketing strategists on feature-driven
versus benefit-driven marketing.

Adam Erhart, marketing strateqgist.

You introduce yourself as a marketing strategist. You inform the participants
of the conference that you are going to speak about the latest tools, tricks, tips and
tactics in marketing today. You focus your audience on what marketers must know
if they want to succeed in today’s economy. They must simply avoid those crucial
mistakes that are costing them sales and losing their customers. You are sure that
one of the biggest sales killers comes down to one simple thing. And that simple
thing is failing to clearly communicate why your customer or ideal prospect should
care about what you’re selling. That’s it! Because if they don’t care, no surprise
here, they are not simple going to buy. And this is where so many businesses go
wrong and lose potential customers by focusing solely on features and ignoring the
benefits. You suggest that your listeners dive into the key differences between a
feature and a benefit. The simplest and the clearest way to put it is that a feature is
what a product does and a benefit is what it does for you. A feature is about a
product: What colour is it, how much it ways, how fast it goes, and things like that.
While a benefit is about the customer: how it’ll make them safer, or smarter, or
cooler, or add value to their life in some way. The feature is what enables the
benefit but it’s not the feature that they about at all, rather it’s the benefit and the
end result they are going to get from the feature in the first place. You wonder if it
might seem a bit confusing.

Make use of the helpful phrases:
o Let me introduce myself ...
[ believe this is true because ...
| can prove it by
One example is...
Can you share my perspective?
[ tend to think that ...
From my experience I can conclude that ...

Luke Sullivan, Chair of Advertising, Savannah College of Art & Design.
You offer to break it down another way. The features of the things are what
you care about and are proud of as a business. But the benefits and the end result




are where the magic happens for the customer. You give some examples. A coffee
cup has a handle. That is a feature. But the fact that you can hold the handle and a
hot cup of coffee without burning your hands is the benefit. Where most businesses
get into trouble, however, is that they are so proud of their coffee cup handle. They
ramble on and on about features and completely forget about the end consumer and
the value they are actually going to deliver. You teach you audience how to take a
boring feature and turn into a customer-centred and sales boosting benefit. The
marketers should use a powerful little “so you can” statement. It works pretty
much every time and allows you to ease the transition away from pushing feature
after feature and start promoting more of the benefits associated with those
features.

Make use of the helpful phrases:

o Let me introduce myself ...
I would like to give it a second thought...
It seems obvious that ...
1 suggest we break it down another way ...
1'd strongly advise you to ...
From my research I can conclude that...

Al Ries, marketing strategist the author of the bestseller “Positioning: the Battle
for your Mind”.

You start with some information about your theory. As far as in 1980, you
introduced the term ‘positioning” and defined it as ‘an organized system for finding
the window in the mind’. It is based on the concept that communication can only
take place at the right time and under the right circumstances. With all that said
before you, the audience might start to think that you do not believe in features at
all. But on the contrary, they are actually an important part of the equation and you
really can’t get too far with a feature without a benefit and with a benefit without a
feature. A benefit that doesn’t have a feature is unbelievable. Saying that your
product can make someone better, cooler, or smarter without any real tangible
features behind is bad marketing. But another factor is customers make buying
decisions emotionally. It is the emotion that opens the window in the mind. Then
customers justify those decisions later rationally and logically. This is why you
need both. You need a benefit to appeal to the emotional side of your customers.
Then you that feature to allow them to justify and rationalize their decision
logically. You need features to explain, set up, and justify benefits. And you need
benefits to show the end result, paint a more compelling picture and ultimately
make customers care more.

Make use of the helpful phrases:
o Let me introduce myself ...
o This reminded me of ...
e Let me cite my book on ...



One piece of evidence is that...

| know from a number of sources that ...
From my perspective...

To sum up, ...

Naomi Klein, marketing strategist, the author of the bestseller “No Logo”.

You introduce yourself as a marketing strategist. You want to start with an
old sales saying: while facts tell, stories sell. You doubt if it is all that simple in
reality. Especially with more technical products where people need to know
exactly what they are getting. You warn that marketers have to walk a tightrope
when it comes to marketing features vs. benefits. You focus on the fact that you
need to highlight specific features so that savvy buyers can easily figure out how
you compare, while at the same time not alienating mainstream buyers who might
not care about the intricacies of what you sell. If you go too far one way or the
other you run into problems. But it can also cause a host of other issues, like
forcing you to compete on price because the marketing features you’re boasting
don’t resonate with the benefits your customers might see. You conclude that
marketing your features is essential but you need to demonstrate your benefit and
value/outcome to your customers.

Make use of the helpful phrases:
o Let me introduce myself ...
Can you tell me what you need right now?
Would you like my help in ....
Let me see if I have this right ...
1'd suggest that ...
Adding to what I said about ...
Overall, what I am trying to say is ...

Chan Kim, marketing strateqgist, the author of the classic book “Blue Ocean
Strategy”.

You introduce yourself as a marketing strategist. You want to give some
helpful advice how to finally transform features into benefits. You agree that
turning features into benefits is a long process. But using customer research to fuel
the next tips can help you make the transition faster. You advise the audience to
focus on a few areas. You suggest that you student-marketers stop competing in
existing market place. Instead they should create uncontested market space.
Beating competition is useless. They should make the competition irrelevant.
Exploiting the existing demand is another mistake. The best way is to create and
capture new demand. You shouldn’t make the value-cost trade-off. The best thing
Is to break the value-cost trade-off. You declare that what you have just mentioned
Is the essence of a Blue Ocean strategy. In conclusion you say that this strategy is
all about the simultaneous pursuit of differentiation and low cost to open up a new
market space and create new demand.




Make use of the helpful phrases:
e Let me introduce myself.
More than anything else, | believe that
The most challenging thing is ...
I’'m absolutely convinced that ...
Well, if you ask me ...
Personally speaking, .
My point in one sentence is ...

Making a Decision

In coming to a decision about this case, consider the following points:

e What do customers buy: features of benefits?

e What strategies can help marketers transform features into benefits?

e How to generate leads and drive business growth?

What other factors affecting consumers’ buying decisions should be discussed?

Your decision:

7. DOH/ OLIEHOYHBIX CPEJACTB /JIsl MIPOBEACHUA MPOMEeKYTOYHOI
arrecTaluu 00y4alONIUXCH MO AUCHUTLINHE

[lepedenpb MmIaHUPYEMBIX PE3YyJIbTaTOB OCBOCHHS 00pa30BaTEIbLHON MPOrpaMMBbl
(mepeyeHb KOMIIETEHIIUN) C YKAa3aHUEM MHJIUKATOPOB UX JOCTHKEHUS U
TUTAHUPYEMBIX Pe3yIbTaTOB O0yUEHHUS M0 AUCIUILUIMHE COACPIKUTCS B pazjiene «2.
[lepedensb mIaHUPyEMBIX PE3yJIbTaTOB OCBOCHHS 00pa30BaTEIHLHOM MPOTPaMMBbI
(mepedyeHb KOMIIETECHIIMI) C YKa3aHUEM HUHANKATOPOB UX JTOCTUKECHUS U
IUTAHUPYEMBIX PE3yIbTaTOB O0yUEHHUS M0 JUCIUTLUIMHE).

3a4ueT MpoOBOIUTCS B YCTHOU (popme:
1. IlpoBeneHue aHanuza npoodIEMHOM cuTyauuu - 50 GaioB.
2. BrwimonHeHue ekcuko-rpamMmatudeckoro 3amanus (10 3aganuii, u3 HUX 5
3aJlaHui Ha JIEKCUKY U 5 3a7aHuil Ha rpamMMmaTuky) - 10 Oasios.

DK3aMeH MPOBOJIUTCS B YCTHOU popme:
1. Pabora ¢ TekcToM: UTeHHE, aHAIIU3 U pedepupoBanre (00beM TEKCTOBOM
gact — 2200-2500 nevatHpix 3HakoB) — 30 6anioB.
2. Ananu3 muHH-Kedca — 30 6amios.

Tabmuna 5
HanmenoBa | HaumenoBan | Pe3yibTarhbl THnoBble KOHTPOJILHBIE 321aHUHA
HHE ue o0ydeHus (
KOMIIETCHIIM | HHAMKATOPO | YMEHMS M 3HAHMA),
u B COOTHECEHHBbIE ¢

JOCTHIKCHUSA HHAHKATOPaMH




KOMIIETEHIH | JOCTHKEHHUS
)/ | KOMIICTCHIIUHA
Cnocob6nocts | 1.Mcnonp3yer | 3HATh: 3apanue #
IPUMEHSTh MHOCTPAHHBIN | - TEOPETUYECKUE Discuss the following issues:
3HaHUS SI3BIK B OCHOBBI 1. How is it important for a
WHOCTPAHHOT | MEXIIMYHOCTH | OpTaHHU3aINH company to invest money into
0 sA3bIKa Ha OM OOIIIEHHH | KOMMYHHMKAIIUU employee development and
YpOBHE, u (mcuxomoruyecKuit establishing company-wide
JOCTATOYHOM | MPO(eCcCHOHA | U JIMHTBHCTUYECKUI trainging?
TUTSE JTBHOM aCTICeKT); 2. What problems might a
MEKJITUYHOCT | JI€ATCIIbHOCTH company have which could be
HOTO , BBIOMpAast solved by a training
oO1eHus, COOTBETCTBYIO programme?
yueOHOI u mue 3. What are the general benefits
npodeccrona | BepOaibHbIe U to a company and employees of
JILHOM HeBepOaTbHBI a good training programme?
JESTEIBHOCT | € CPeaCTBa 4. How much should
u (YK-3) KOMMYHHKAIH | - CTPYKTYPY organizations be committed to
. CTaHIApTHBIX training?
KOMMYHHKATHUBHBIX
3aja4; 3apanue #
In pairs simulate a call to a company
providing management training
- COCO0BI services to ask for information about a
cioBooOpaszoBanus; | Training Program for your
subordinates.
3ananue #
Use wordformation to complete the
gaps in the sentences:
A recent survey asked .... (EMPLOY)
to say what personal skills they look
for in new ... (EMPLOY). Most of the
usual qualities are mentioned, for
example ambition, enthusiasm and ...
(MOTIVATE). Near the bottom of the
- OCHOBHBIE list were ... (DEPENDENT) and ...
rpaMMaTHYCCKHE (FLEXIBLE). In contrast, a different
SIBIICHHS 1 survey asked workers to say what
KOHCTPYKIIUH, skills they think are important in a
YacTH peyH, colleague.
IrpaMMaTH4YCCKUC
KaTeropuu, 3aganue #
CTPYKTYPY Choose the correct grammar form.
MIPEITIOKEHUSI. 1. Before they ... the order, find

out what the problem is and fix
it!
A B C
cancel | will canceled
cancel




YMeTn.

- aHAJIM3UPOBATH U
MPUMEHSTH Ha
MPAaKTUKE 3HAHUS
[ICUXOJIOTHH
o0IIeHHS,
aJIEKBaTHOTO
JUHTBUCTHYECKOTO
odopmiteHus
COOOIIIEHNI B
CUTYaIHsIX
peIIeHHs
CTaHJapTHBIX
KOMMYHHKATHBHBIX
3aj]ad4;

- BBICTPAUBATh
JTUAJIOTUYECKYIO U
MOHOJIOTHYECKYIO
WHOSI3BIYHYIO peUb
C UCIOJIb30BaHUEM

2. If you want your boss to raise
your salary, you ... harder.

A B C

would | will will have
have to | have to work
work worked

3. Ifyou ... the scope of your
project ahead of time, you
might have a problem with
inadequate resources later on.

A B C

don't determ | won’t

determ | ine determ

ine ine
3aganue #

Critical thinking.

The supervisory and middle
management levels of your company
have been seriously affected by the
lack of promotion prospects and they
have become a soft target for head-
hunters and competing companies.

Discuss with a partner the following
ISSues:

What makes training effective?
What are you going to do to ensure
that your company does not lose vital

Haubosee staff?
yHOTPEOUTENBHBIX
JIEKCUKO- 3aganne #
IpaMMaTHICCKUX Explain to your fellow student what
CPEACTB B THIIOBBIX | information is usually included in
KOMMYHUKaTUBHBIX | managerial accounting and how
CUTYyallUsIX. internal users can make a judgment
about the company’s affairs on the
basis of the documents included in it?
Cnoco6Hocth | 2. Peanuzyer | 3HaTh: 3amanue #
PUMCHSTh Ha - dyukuuu u Buasl, | Talk to the class about each of the
3HaHUS WHOCTPAHHOM | COIHAIbHO- following topics for about two
MHOCTPAHHOT | SI3BIKE ncuxonoruveckyr | minutes. Give arguments in favor and
0 sI3bIKa Ha KOMMYHHUKATH | CTPYKTYpY against the opinion.
YPOBHE, BHbBIC 00LIeHHUST; MOJIETH e Many people think the job of a
JOCTAaTOYHOM | HAMEPEHUs 3¢ HEeKTUBHOTO manager is dull and routine.
JUIst YCTHO U JUYHOTO U e Management has changed
MEXJIUYHOCT | IMUCHbMEHHO, JOEII0OBOI0 significantly during the last
HOTO UCTIONb3YS (mpoeccronabHO decade.
oOuieHus, COBPEMEHHBIE | I'0) OOIlIEHUs B




y4eOHOU 1
npodeccrona
JIbHOM

TSI TEIIBHOCT
u (YK-3)

uH(popMaImo
HHO-
KOMMYHHKaIHU
OHHBbIE
TEXHOJIOI'H.

OUCHMEHHOU U
ycTHOM (opme;

- CITIOCOOBI
MOCTPOEHUS
BOIIPOCOB U
OTBETOB;

- IpueMbI paboTHI C
TEKCTOM (UUTaTh,
aHAJIM3UPOBATbD,
CIIyLIaTh TEKCT C
pa3HOU TITyOMHOM
TIOHUMAaHUS ).

Ymers:

- QaHAJIM3UPOBAThH
COLIMAIBbHO-
MICUXOJIOTUIECKHUE
(eHOMEHBI JINYHOTO
"
npo¢eCcCUOHATBLHOT
0 001IeHNS,
MIPUMEHSTH 3HAHUS
OCYIIECTBICHHS
KOMMYHUKAIIH TIPU
MIPOBEICHUN
JIETIOBBIX
MIepEeTrOBOPOB Ha
MHOCTPaHHOM
A3bIKE;

- ICMOHCTPHUPOBATH
aJICKBaTHOE
pedeBoe
IOBEJICHHUE,
YUUTHIBAs

Get prepared to demonstrate polite and
interested listening using the following
expressions:

Well, I hadn’t thought of that ...
Exactly

That’s a good point

That’s interesting

I’'m not sure that’s relevant

From my point of view

3ananue #

Write an essay (120 words) comparing
responsibilities of middle management
and senior management. Discuss the
span of control which is used for
handling day-to-day operations. Use
the Internet resources to find the
examples to support your opinion.

3ananue #

Listen to the track. A customer calls
the sales department to ask about the
terms and conditions of delivery. Use
the phrases for permission, necessity
and prohibition. Consult some delivery
companies’ websites to find the
necessary information.

3ananue #
Analyse and discuss these questions:

e Inyour view, what are the
three main most frequent
causes of difficulties in supply
chains?

e Do you think it is better to
manage the sourcing of
components and materials
internally (in house) or through
external suppliers? Is it the
same for all types of products
and materials?

e Many customers use “just-in —
time management”, a system
which has material and parts
arriving just before they are
needed. — why has it become so
popular?

3ananue #
The development of a marketing plan
usually begins with an audit. Can you




s¢dexTuBHbBIE
CTpaTeruu u
TaKTHKH BEJICHUS
JIeTTOBBIX
MEPEroBOPOB Ha
WHOCTPaHHOM
SI3BIKE C
npeBapuTeIbHON
MTOATOTOBKOM U
CTIIOHTAHHO;

- KpUTHUYECKHU
OIIEHUBATH
uHpOpMaIHIO,
JeNaTh
3aKIIIOYEHUS; BECTU
Oecemy Ha TEMBI,
OnM3KHUe K
M3YYEHHBIM TeMaM.

explain what an audit is? Work in
pairs, discuss your ideas.

Imagine you were going to negotiate
the terms on a PESTEL analyses of
Frezna Motors.

What questions would you ask in each
of the sections of the PESTEL
analyses? What internal and external
sources of information would you use
for research?

3ananue #

Imagine your organisation or an
organisation you know well is carrying
out the audit section of its marketing
plan. Write a polite and direct email to
the marketing team, giving them
instructions for carrying out the

PESTEL analyses.
CnocobHocTts | 3. 3HATD. 3apanue #
PUMCHSTH Hcnonp3yeT | - OCHOBBI Act a telephone talk between you and
3HAHUS MIPUEMBI B3aUMOJICUCTBUS an HR Manager.
WHOCTPAHHOT | IMyOJIMYHON MEXKIY YWICHAMHU You have been looking for a job for
0 sA3bIKa Ha peuu u KOJIJICKTHBA B over a year. Last week you had a job
YpOBHE, JICITIOBOTO U KOMaH/I¢; interview, and yesterday the company
JIOCTaTOYHOM | mpodeccruoHa called you to offer you the position.
TSt JIBHOTO You went to the office, agreed to a
MEKJIHYHOCT | JUCKypca Ha salary, and signed a contract. Today
HOTO WHOCTPaHHOM another company called you and
o0IeHus, SI3BIKE. offered you a position with them. The
yueOHO# U position interests you more than the
npodeccrona one you agreed to take. It offers more
JHHOM money and prestige. What will you
JIESITETHHOCT do? Why?
u (YK-3)
Phrases to use
Student A (an applicant):
Can | speak to
To begin with
It appears that
On the one hand
On the other hand
Student B (HR manager):
What can | do for you?
Well, I suppose you can always
Look here! There is nothing to worry
- IPUEMBI about!
yOexaeHus, I was glad to help you!
apryMeHTanuu,

BBIPAXKCHUSA TOUYKN

3aganue #




3peHus Ha
WHOCTPAHHOM
SI3BIKE;

- OCHOBBI PUTOPUKH
yOIUYHON peyn.

Ymers:

- BBIPA3UTh
TIO3HIIUIO
KOJIJIEKTHUBA U
COOCTBEHHYIO
MO3HUIHIO Ha
WHOCTPaHHOM
SI3BIKE,

CUCTCMATU3UPOBATH

1 0000IINTH

MO3HIIAIO0 KOMAaH/bI;

Comment on the presentation given by
your groupmates. Activate useful
phrases that are demanded in the
situations of commenting.

3ananue #

Give a presentation on the following
topic using the format recommended
in your textbook.

3ananue #

Roleplay the dialogue in your office
with an angry customer who had his
on-line access to your services
blocked. Appologize for the
inconvenience but do not accept
responsibility.

3ananue #

Write a formal e-mail to your
colleague confirming the issues you’ve
agreed during the negotiations.

- aHanu3WpoBaTh U | 3amanue #
CUHTE3UPOBATh Cathryn Rees, a marketing executive,
MaTepHarl, has been working on the PESTEL
BBICTYTIaTh analyses of Frezna Motorrs. Complete
MyOJIMYHO C the sections of her analysis:
MPE3EHTAIMSIMH U Political:
JIOKJIa/IaMH; Economic:

Sociological:

Technological:

Environmental:

Legal:

Give a presentation on these sections.
- BEIOpaTh 3aganue #
Hanboee Choose a brand and make notes for
ONITUMAJILHOE each of these points:
pellcHre U3 - Identify who the target
MPEUIOKEHHBIX audience is and what their
BapHaHTOB U wishes and desires are.
apryMEeHTHPOBATh - Select two unique benefits that
MPaBUILHOCTD make the brand distinctive and
BBIOODA. attractive to consumers.

- Explain who the main
competitors are and what
advantages your chosen brand
has over their brands.

Cnocobnocts | 4. 3HATh: 3ananue #
IIPUMEHSITh JeMoncTpupy




3HaHUS
MHOCTPAaHHOT
0 sI3bIKa Ha
YPOBHE,
JOCTaTOYHOM
st
MEXITUIHOCT
HOTO
o0IIeHHS,
yueOHOI 1
npodeccrona
JIbHOU
JESITeTBHOCT
u (YK-3)

€T BJIaJCHHS
OCHOBaMH
aKaJIeMHYECK
ou
KOMMYHI/IKaIII/I
U ¥ PEUEBOro
JTHKETA
M3y4aeMoro
HHOCTPAHHOT
0 fA3bIKA.

- JIEKCHKO-
rpaMMaTU4yecKue u
CTHIICTUYECKHE
pecypchl
WHOCTPaHHOTO
A3BIKA;

- aKaJIEMUYIECKYIO
JIEKCUKY U OCHOBBI
HaITMCaHUs CTaTeH,
pedepatos,
0030poB
JIUTEPaTypPHL;

- IpaBHJIa PEYEBOTO
ITHKETA.

Ymern:

- aHaJIM3UPOBAThH U
CO3/1aBaTh YCTHHIE U
MUCbMEHHbBIE
TEKCTHI Ha
WHOCTPaHHOM
SI3BIKE C OIOPOM Ha
chepsl 00IICHMS,
peiaeMyo
KOMMYHHKATHBHYIO
3aaqy;

- IPEAOCTABIAThH
KOHCTPYKTUBHYIO U
O00BEKTUBHYIO
00paTHYIO CBS3b C

Asking for information about terms of
payment.

An inexperienced exporter calls trade
financial department to get more
information about terms of payment
used in your company. Listen to the
conversation and answer the questions
below. Continue the conversation
asking more questions.

3ananue #

1. What is the difference between
cash payment, payment on
invoice, documents against
payment (D/P), payment by
irrevocable letter of credit?

Prepare the literature review on the
issue.

3ananue #
Practice social language in the
following situations:
e Greeting a visitor at the
reception desk
e Making a small talk after
the meeting
e Saying goodbye at the
end of the meeting

3ananue #
Complete the texts. Replace the
Russian words and phrases by the
English equivalents. Retell the text
following the certain rules of academic
style.
Forms of Promotion: Public Relations
Omo oxeamwieaem a Wide range of
OdessmenvHocmu, ranging from npecc
penuzos (about a new product) which
Mooicem bvrmb uzoan Without cost,
nocpeocmeom cnorcopcemaa Of artistic,
sporting or oopazosamenvhoi
oessmenvnocmu. Llenvio siensemcs t0
keep the company’s name in the public
eye, by attaching the name to activities
which xasxcymes coyuanvno
socmpebosannvimu, OF are of
particular interest to ceoeco
PUIHOUYHO2O ceemenma.

3aganue #




Y4ETOM PErHCTPOB
o0menus.

Give a summary of your job interview
with a potential employer. If you have
not started working imagine a career
you would like to have and give a
summary of that interview.

Crnoco6Hocts | 5. 'pamoTHO 3HaTh: 3ananue #
IPUMEHSTh u - OCHOBHBIE All the skills below can make a resume
3HAHHUS apdextuBHO | mpaBmia cuHTe3a U | MOst successful. Put these powerful
HHOCTPAHHOT | TIOJIB3YETCs aHam3a verbs into the chart to describe
0 sI3bIKa Ha MHOSI3BIYHBIM | MH(OpMAIHH, management skills, communication
YpPOBHE, u paBHjIa skills, helping skills, and financial
JIOCTATOYHOM | UICTOUYHHUKAMH | MCIIOJIb30BaAHUS skills.
TUTS UHGOPMALIUHU. | pa3IHYHBIX analyzed, aided, administered,
MEKIIMYHOCT TEXHUYECKUX assigned, acted, summarized, eased,
HOT'O CPEJICTB C IIETIbIO allocated, prescribed, attained,
o01IeHus, W3BJICUCHUS chaired, consented, appraised,
yueOHO# 1 nH(pOpMaIINH; audited, accommodated, balanced,
npodeccuona coached, reported, explained,
JBHOM budgeted, advised, contracted,
IESATENBHOCT provided
u (YK-3)
Mana | Commu | Helpi | Finan
gemen | nication | ng cial
t skills | skills skills | skills
analyz | consente | eased | alloca
ed d ted
3ananue #
- THIIBI HICTOYHHUKOB | \\/hat do the following abbreviations
MH(pOpMAIH 1 stand for?
CTHIINCTHYCCKUC SEC EBITDA
0COOEHHOCTH Ltd GAAP
TCKCTOB. A=L+C IFRS
P/L COGS
3ananue #
YMeTb. Search for the following keywords in
- U3BJICKATh the Internet to find further information
MH(pOPMAIIHIO H3 about one of these items and report on
pasInaHBIX your findings: net worth, current
WHOS3BITHBIX assets, accrued liabilities, deferred
MCTOTHUKOB income, deferred income taxes,
(ayTCHTHYHBIX 1 admitted assets, treasury stock,
aNanTHPOBAHHBIX). | commitments, contingent liabilities.
CrocobHocts | 6. 3Harth: 3aganue #
[IPUMEHSTh [Mpoayumpyet | - TeOpeTHUECKHE Translate the following sentences
3HAHUSA Ha OCHOBBI using infinitive, gerund or participles:
WHOCTPAHHOT | UHOCTPAHHOM | OpraHU3aluu U 1. 4 3nato, yTO OH
O A3bIKA Ha SA3BIKEC OCYLICCTBJICHHUA ONBITHBIN MCHCIKCP U
YPOBHE, MMUCbMEHHBIE | KOMMYHUKALIUY; CIIELNATIU3UPYETCS B

A(NR
Aud
Bal
SG&A



JIOCTaTOYHOM
s
MEKITMIHOCT
HOTO
o0IIeHNS,
yueOHOI 1
npodeccrona
JIbHOU
TESITeTBHOCT

u (YK-3)

peueBbie
IIPOU3BEIEHU
B
COOTBETCTBUU
c
KOMMYHHKaTH

BHOW 3a/1aueil.

- CTPYKTYpY H
0COOEHHOCTH
HaITMCAaHM DCCE,
JIETIOBBIX ITHCEM,
OTYETOB,
MPE3CHTAIIMOHHBIX
MaTepHaioB Ha
OCHOBE
MIPOBEAECHHOTO
[MOMCKA/UCCIIEI0BAH
Hsl.

YMmern:

- KpUTHYECKHU
OLIEHUBATh
nHpOPMAIIHIO,
JenaTh
3aKITIOYCHHUS;

YIIpaBICHYECKOM
yyere.

2. Huxro He oxunman,
YTO KOMITAHHS
OKaKeTCs HE
3¢ EeKTUBHOM.

3. Koro B Bamreit
KOMITAHUU CUUTAIOT
JyYIIIUM B
OpraHu3aIH
CUCTEMBI KOHTPOJIS?

3ananue #
Writing a report. One of your biggest
customers recently started purchasing
from a competitor instead of from your
organization and your Managing
Director has asked you to investigate
the reasons for this.
Write a report for the Managing
director (200-250 words)
— explaining how you
investigated the reasons
— giving details of what you
discovered
— suggesting a way of dealing
with the situation.

3amanue #
Write a magazine article about one of
the famous interpreters or a specialist
in management. Use the guide to help
in organizing your article. Write 150-
200 words.

Paragraph 1.

Who is this businessman and what is
he/she best known for?

Paragraph 2.

Biographical information: when and
where born/ family life/ important
points in life.

Paragraph 3.

What was his/ her message?

What were his/her influential thoughts/
findings etc.?

Paragraph 4.

Why do you think this person is
important?

List of possible characters — famous
scientists: Adam Smith, John
Maynard Keynes, Steve Jobs....




Reporting the results of a survey
Read the results of this survey on
businesses’ role in protecting the
environment and write a short
summary of the results.

Phrases to be used
Results of the survey indicate that

- IPOU3BOJIUTH while.....
NUCbMEHHBIE/YCTHBI | The survey also revealed that ...
€ peueBbIe Only a small minority of the
BBICKa3bIBaHUS HA respondents ....considered this factor
WHOCTPaHHOM to be
SI3BIKE. Respondents attached some
importance ...
Finally .... were in favour of the ...
while ... opposed
3apanue #
Discuss the peculiarities of verbal and
written contracts in business. Do you
think verbal and written contracts
should differ in how binding they are?
Why or why not? Do you think verbal
and written contracts should differ in
how flexible they are? Why or why
not?
Express your opinion in a written
form.
Bnanenue 1.lemonctpu | 3HaTh: 3ananue #
OCHOBHBIMH | pyeT 3HaHHSA | - Choose the correct professional
HAYYHBIMH TepMuHOJIOTH | ipodeccuonanbHy | terminology (a, b, ¢ or d) to complete
MOHATUSIMHA U | H, O TEPMUHOJIOTHIO the sentences.
KaTeropyus MU | HAIPABICHUH, | HA HHOCTPAHHOM
HKOHOMHKH H | IIIKOJI, SI3BIKE, Companies such as Apple, Amazon
YIPABIEHYEC | COBPEMEHHBIX and Google were all 1. of building
KO HAYKH M | TEHACHIIUI businesses using technology and
CIIOCOOHOCTh | MEHEKMEHTA creating their own digital marketing
K MX Y TIO3UIUN . . Nowadays, the first stop for
NPUMEHEHHIO | POCCHICKON consumers tends to be the internet, so
npu yIpaBICHYECK if your company does not have the
peleHuu Oif MbICIIN right3_ .. to target potential
npodeccrona consumers, it is likely to fail.
JILHBIX 3ajad 1
(TIKTI-1) a motivators

b innovators
c disruptors

d analysts

2

a platforms

b conversions
c clouds




- aKTyaJIbHbIE
HAaIpaBJIEHUS
HAyYHBIX
HCCIICIOBAHUI B
chepe
MEHEDKMEHTA.

Ymern:

- IPUMEHSTh
npodeccuoHanbHy
10 TSPMUHOJIOTHIO B
X0J1e
npodeCCHOHATLHON
KOMMYHUKAIUH Ha
HHOCTPaHHOM
SI3BIKE,

- 0XapaKTCpUu3oBaATb
OTACIBbHBIC
HaIllpaBJICHUS

d dumps
3

a devices
b mining
c analysis
d tools

3ananue #
Feedback statistics on use of artificial
intelligence (Al) in business processes

Ques | Co [Co | Com | Co | Co

tions | mp | mp | pany | mp | mp
any any | C any | any
A |B |[(ma |[D |F
(se | (on | nufa | (ret | (ste
rvi |lin |c- aile | el
ce |e turer | r) | wo
co |[tra |) rks
mp | der )
any | )
)

Did |95 |10 [45% |94 |35

you |% |0% % | %

use

Al?

Was | 8% 5% |10% |30 |76

ita % | %

bad

exper

ience

?

Work in groups. Analyse the feedback
statistics received while doing the
survey in different companies and
discuss what are possibilities of
implementing Al in various business
units. Which industries are the most
vulnerable to damages of Al
misusage? Which of them are likely to
succeed in using Al?

3ananue #

Plan and write a 200-word report for
your client, the owner of supermarket
chains, analysing the “Feedback
statistics on use of artificial
intelligence (Al)” and give
recommendations for future
implementation of Al in their local
chains. Use the traditional structure for
your report: Introduction, Findings,
Recommendations.




HAay4YHBIX

HUCCIIENOBAaHU B

3aganue #

chepe Web-quest. Get acquainted with the

MEHE)KMEHTA. definitions below and surf the Internet
to find extra information about the
scientists (“founding fathers”) of these
management scientific fields or
schools. Share your findings with the
group.

e emotional intelligence: the
ability to keep one’s emotions
under control and show
understanding for others

e competency: having reached a
level of possessing enough
skill or knowledge to do
something to a satisfactory
standard

e motivation: eagerness and
willingness to do something
without needing to be told or
forced to do it

Bnanenue 2. Peanuzyer | 3HarTh: 3apanue #
OCHOBHBIMHM | CIIOCOOHOCTh | - aKTyaJIbHbIE Treasure hunt.
HAYYHBIMH aJlanTHPOBATh | HAIIPABICHHS Work cooperatively in groups of two
MOHITUSIMH U | U 000011aTh WCCIICIOBaHH B or three to a computer connected to the
KaTerOpUsAMHU | pe3yJIbTaThl obacTu WWW. Use different browsers to
HSKOHOMHKH U | COBPEMEHHBIX | MEHEIKMEHTA, search for a variety of websites and
yIpaBjieHYeC | HaAyIHBIX MPEANOCHIIKH pages to make a list of sources for
KO HAayKH M | MCCIEIOBAHN | MMOCICACTBHUS MX analysing economic situation, different
CIOCOOHOCTh | ¥ Jyist peanu3alium. ratios, indexes, etc. Develop the
K X OCYIIECTBIICH indicators to choose the most reliable
NPUMCHEHHIO | Ms HAYYHO- sites.
npu UCCIIeIoBaTeN The winner is a group who can find
peLIeHU BCKOU paboThI and copied links to the most number of
npodeccrona | B sites for 45 minutes.
TBHBIX 3a/a4 | OakajmaBpuare | YMeTh:
(TIKTI-1) - BBISIBJIATD 3ananmue #
B3aUMOCBSI3U Read the notes.
SIBIICHHIA B XOJ1€ Brazil is the tenth largest energy
yIIPaBICHYCCKOM market in the world and the largest
JESITEIbHOCTH; consumer of energy in South America.

There are a number of companies
providing electricity to Brazil’s homes,
businesses and public facilities. Many
still rely on oil, but the field of
renewable energy sources is growing
and Brazil can be seen today as a
positive example of what can be done
in the sector. Companies are making
use of solar, wind and hydroelectric
power to produce energy, and vehicles




are often run on ethanol made of sugar
cane.

Decide if the following sentences are
true (T) or false (F).

1.They are in the energy business and
use renewable sources to supply

electricity.
- KpUTHYECKHU 2 They need talented university
OIICHUBATH graduates who speak several
MPUYAHHO- languages.
CJIEJICTBEHHBIC 3 They have expectations about
OTHOIIICHHS B appraisals, promotions and pay rises.
o0IIeHny ¢
OIYNHEHHBIMU. 3apanue #

Analise the management systems used
in foreign companies through the
access to their websites on the Internet.
Compare them with Russian
management systems and style of
communication. Give advice how to
cope with energy crisis that may take
place all over the world.

TunoBbie KOHTPOJIbHbIE 32IAHUSI 1 MATEPHUAJIbI

Bonpocs! Aj1s1 IOATOTOBKH K 3K3aMeHY

Mpodpuan «PMHAHCOBBLIA MEHEIKMEHT», « MeHeIKMEHT 1 yIpaBJIeHUE
OM3HecoM», «YIIpaBJeHHe MPOAYKTOM))

1.
2.

A

8.

9.

What is management? Why is it called a unifying resource?

What kind of managerial information assists the internal users? How many
functions do managers fulfill?

What types of decisions do usually managers make? How can managerial
accounting information be used?

What management levels can be identified?

What is the time horizon? How does the time horizon for planning change
from the top level to the supervisory level?

How does the organizing function at the middle management level differ from
those of supervisory and senior levels?

What types of relationship exist in management? Whose task is it to develop
horizontal relationships?

What level of management has a small span of control in performing their
directing function? Why is it so?

What skills are particularly important at all management levels?

10.What is strategic management? What are the main functions of strategic

management? Why does strategic management mean complete management of
the business?



11.What processes are essential for strategic management? In what way can
organizations attain sustainable competitive advantage?

12.How can the role of organization's Chief Executive Officer (CEO) and
executive team be defined?

13.What are the ways the strategic management may use to help management
teams gain success?

14.What is SWOT and in what way does it relate to crisis management?

15.How can the efficiency of corporate governance be achieved?

16.What new phenomena do policy makers and regulators face today?

17.What information do the external users need? What kind of accounting
information is designed for them?

18.What is accounting? What information does financial statement contain?

19.What information does a balance sheet contain? How can a balance sheet help
the firm to spot areas of financial weakness and strength?

20.What is the name of the accounting report that may show either a net profit or
a net loss for an accounting period? How are expenses grouped?

21.What does a cash flow statement show? What are the three categories of
activities the cash flow statement breaks down? What are the reasons for cash
flow problems of a company?

22.1s cash flow statement and cash flow forecast the same thing? Why is it
important to make a good cash flow forecast in management?

23.What are the major categories of financial ratios? Which of them use the
information only from the balance sheet?

24.What kind of qualities does a good accountant need? Are they the same for a
manager?

25.What does tax accounting deal with? How are different forms of business
taxed? What is meant by saying: corporate profit is subject to double taxation?

26.What is a tax advantage? Give an example.

27.What is the difference between tax avoidance and tax evasion?

28.What is the purpose of management accounting?

29.How many steps are identified in management accounting? What is the role of
budgeting?

30.What is performance measurement and decision making aimed at?

IpuMepHbIe TEMBI IS 3cce (0HO U3 3aJaHUI TeCTa TEKYIIEero KOHTPOJIs):

1. Training and knowledge enable you to pursue a career in the world of
management

2. Management theories provide the ability to analyze the complexity of
organizations and their environments

3. To enhance usefulness and eliminate limitations needs an alternative type of
organization

4. Modern organizations face learning and development challenges in today’s
changing environment

5. Organizations should increasingly adopt the use of compliance controls.



6. Management accounting, cost accounting and controlling are one and the same
thing.

7. Internal fraud threatens the life of business.

8. Financial ratios are one of the best and simplest ways to set an objective
performance standard

9. Overhead analysis gives you an opportunity to affect your financial statements

10.Nowadays employers demand a combination of knowledge, skills and
behaviour, the ability to perform a specific role

Tunosbie KOHTPOJIbHbIE 32IaAHUA M MAaTePHAJIbI
IIpumepHbIe BONIPOCHI AJIS NMOATOTOBKHU K IK3aMeHy
Ipopuias «MeHeIKMEHT B CIIOPTE»

. What is meant by sport management?

. What sport management functions can be identified?

. What is planning?

. What is organising?

. What skills does effective organising require?

. What principles of organisation are commonly followed in sport organisations?

. What does leading involve?

. What leadership styles are there in management?

. What are the traits of effective leaders?

. Is controlling a comprehensive management concept?

10. Define the ways in which management of sports organizations must act at all
levels of management.

11. What are traditional types of organisational structure?

12. Where are matrix structures used? Give an example of any sport organisation.
13. Name motivation theories you know (McClelland & Atkinson’s, Weiner’s
Herzberg’s work, Maslow’s theories) and dwell briefly on each.

14. What are the key steps of strategic planning in sports organizations?

15. What are the key elements in the organisation of a major sporting event?

16. What are essential requirements for a city to be chosen to organise a major
sporting event?

17. What is meant by risk management?

18. What kinds of risk management do you know?

19. What is the difference between compliance and operational risk?

20. What are the key steps of strategic planning in sports organisations?

21. What are key policies and procedures of strategic planning in sports
organizations?

22. What is a specific skill set of strategic planning in sports organizations?

23. What is meant by SWOT analysis?

24. What does Porter's Five Forces model allow you to assess?

25. What is the purpose of management accounting?

26. What is the difference between financial accountancy information and
management accounting information?

QOO ~NOoO oIk, WNPE


https://en.wikipedia.org/wiki/Financial_accountancy

27. What are the three areas of management accounting?
28. What are the functions of accounting programs?

29. What is meant by good cash flow forecasting?

30. What do you understand by taxes?

IpuMepHbIe TeMBI U151 3cce (0HO U3 3aJaHUI TeCTa TeKYIIero KOHTPOJIs):

1. The competitive market requires strategic decisions from sport managers.

2. Strategic management affects the entire organization.

2. The most fundamental skills you need to be successful as a management
accountant in sport industry are an aptitude for and interest in numbers, math,
business and production processes rather than leadership and management skills.

3. Creating a budget is a crucial first step for a team treasurer.

4. Decision-making skills as well as people skills and communication skills are
among the most critical skills a sports manager must have to exercise organising
function effectively.

3. Motivation in a sporting environment can be defined as a desire that drives and
directs behavior.

4. Successful sport finance management is dependent on making intelligent
decisions that will maximize value for organizations.

5. Motivation helps players overcome many challenges, including losses, injuries,
and setbacks and stay focused on their goals.

6. Having a supportive network can help players stay motivated.

7. Finding inspiration can help players stay motivated.

8. Multiple reporting relationships is a characteristic of a matrix structure in
organizations.

9. Puma and Adidas place a stronger emphasis on direct-to-consumer channels in
their organizational structure.

10. Management accounting is able to help a company gain competitive advantage.

Tunosnie KOHTPOJIBHBIC 3aJaHUAA 1 MaTepHuaJibl

HpI/IMepHLIe BOIIPOCHI 1JIA MOATOTOBKH K 3K3aMECHY

Hpopuin «MapKeTHHI»

1. Corporate identity and logos. Company’s brand values. Strategic decisions.

2. Creating ads and working with an ad agency. Awareness of a product. Strategies
to introduce a new product.

3. Methods of market research. Data collection methods. Market research for a new
product.

4. Leadership style. Qualified staff. An innovative failure.

5. Marketing and advertising activities in a company / department. Staff
responsibilities.

6. Planning a marketing strategy. Analyzing the typical customers and their needs.
7. Research of the market for new online services. Directing and controlling.

8. Marketing through trade fairs. Attending a trade fair and participating.
Giveaways.

9. Job advertisements. Job description.


https://fourweekmba.com/organizational-structure/

10. Marketing tools: creating websites.

11. Management functions: organizing the event (trade fairs). Methods to attract
visitors.

12. Customer profiles. The customers and their needs. Typical customer.

13.
14.
15.
16.
17.
18.
19.

Marketing strategy for expanding business. Launch of a new product.
SWOT analysis. Business environment and competition.

Avoiding risks. Responsibilities for implementing budgets.

Innovations. Dealing with a new product. Expanding the range of products.
Strategic planning. Opening new locations and branches.

The national company’s brand values. Work related activities. Team work.
Advertising the company’s vacancies. Job advertisements. Description of

responsibilities. Making job descriptions.

20.

Planning and organizing: A market research. Online market research.

TunoBbie KOHTPOJIbHbIE 321aAHUA U MAaTePHUAJIbI
IIpumepHbIe BONIPOCHI AJIM MOATOTOBKHU K IK3aMeHY
Hpodpuias «Jlorucruka»

1. Crisis management.

2. Corporate governance.

3. Risk management. Risk Assessment. Risk mitigation process. Risk
avoidance.

4. Compliance risk management. Compliance risks.

5. Operational risk management. Operational risks.

6. Logistics. What is logistics? Distribution. Difference between logistics and
distribution.

7. Logistics elements. Transportation and delivery. Storage, packaging.

8. Transportation. Primary and secondary transportation. Cargo handling.

9. Supply chain management (SCM). SCM processes: customer service
management, demand management, order fulfillment, returns management.

10.SCM elements. Push and pull strategies.

11.Transport logistics. Major components. Types of transport.

12.Warehouse management system. Storage activities. Information
technologies applied in storage.

13.Warehouse management system.

14.Inventory management. Basic steps of inventory management. Inventory
management system.

15.Material management.

16.Modern logistics systems.

17.Logistics and Supply Chain Management: differences and similarities.

18.SWOT analysis

19.Strategic planning. Implementation of strategic plans.

20.Strategic management. Organisation’s mission, vision and objectives.
Strategy formulation.

l'[pnMep 3aJaHud 1J14 3a4eTa



Ipopuin «PUHAHCOBBIN MEHEIKMEHT», «MeHeXKMEHT U ynpaBjieHue
OM3HecoM», «YIpaBJjieHue IIPOIYKTOM

1. BeinmosiHuTe cutyannonHoe 3aganue (50 6ansos)
Getting prepared for the exam you review the material studied. You concentrate
on the following questions:
1. What types of decisions do usually managers make?
What processes are essential for strategic management?
What is the primary force influencing corporate governance?
Why might a business aim to improve employee welfare?
Why has climate change been dubbed a "threat multiplier” by risk experts?

akiwin

2. BoInoiHUTE JIEKCMKO-TPAMMATHYECKOEe 3a/JaHHe M0 MPOiiIeHHOH TeMaTHKe
(10 6an10B)

In management there are sometimes short-term ...1..., the decline continue. It is
not that the machine ...2... and needs to be fixed. The problem was that the firm is
not like a machine at all. It is a different kind of entity. Itis a ...3... adaptive
system. In the early 2000s, some firms began trying something different. At that
time, they were mainly small, ...4... startups, like Amazon, Google, and the
Facebook. They began to reform management, creating ...5... of management for
a new age. Their principles stem from Peter Drucker’s dictum of 1954 that “there
IS only one purpose of a corporation: ...6... a customer.” After years of neglect this
dictum is now becoming a reality.

There has a paradigm shift in management. It ...7... apparent that the firm is
not the center of the ...8... . In fact, it is the opposite: it is the customer or ...9...
who is at the center of the 21st century universe. The firm has shifted from ...10...
to being complex.

A B C D

1 |gain gaining gains gained

2 | are broken broke is broken Is broking

3 | complex complexity complete completion

4 | knowing unknown know knew

5 | adifferent a different a difficult to differ concept
concepts concept concept

6 | create to create created creating

7 | have become become became has become

8 | commercial commerce commercial commercial
university union universe

9 |use using users user

10 | be complicated being being complicated

complicate complicated

IIpumep 3aganus Qs 3a4eTa




Mpoduiap «MeHeaKMEHT B CIIOPTE»
1. BeimostHuTe cutyanuonHoe 3aganue (50 6amioB)

Getting prepared for the exam you review the material studied. You concentrate on
the following questions: What does an organisation chart outline? What are
traditional types of organisational structure? Where does matrix organisational
structures exist?

2. BbInoJiHUTE JIEKCMKO-TPaMMaTH4YecKoe 3ajaHue Mo NMPoiiIeHHol TeMaTuke
(10 6ansoB)

Read the text below. Choose the correct word from A, B, C, or D for each
guestion 11-20 and mark one letter.

Successful teams ... (1) ... strong leaders and the importance of this role is evident
in all categories of sports. The ... (2) ... of a leader is very clear in interactive games
and during matches. Although less obvious in co-active situations, the leader’s
contribution to the effectiveness of ... (3) ... performance is also influential. The
world of sport has three ... (4) ... styles of coaching: autocratic, democratic and
laissez-faire.

Autocratic leaders ... (5) ... all-powerful and absolute decision-making. In fact, this
... (6) ... style controls all kinds of decisions and seldom receives input from other
group members. They always try to accomplish things ... (7) .... They are focused
on ... (8) ... and often display a tough attitude during training or doing other tasks
such as press conferences. Although the autocratic leader breeds indifference,
apathy, and sometimes hostility among his group, he could ... (9) ... with a group
of older players. This is because they have the experience and maturity to understand
why strict instructions ... (10) ... regarding certain situations.

A B C D
1 has having are having have
2 performance results incentives profitability
3 a teams a team’s teams’ a teams’
4 | generally accept | generally generally generally
accepting acceptance accepted

5 leader lead leadership leading
6 believes in are believe in believe in believe
7 instant but more instant but | the most instant but instantly but

efficient more efficient | the most efficient efficiently
8 winning win to win to winning
9 be effective be effectively to be effective effective
10 Is issued are issued issued being issued

IIpumep 3aganus s 3ayera




Mpodpuan «MapkeTuHr», «Jlorucrtuxka»

1. BeimostHuTe cutyanuonHoe 3axanue (50 6amioB)

Getting prepared for the exam you review the material studied. You concentrate on
the following questions: 1) Name motivation theories you know and dwell briefly
on each. 2) Say what the time horizon is? How does the time horizon for planning
change from the top level to the supervisory level? 3)Define how the efficiency of
corporate governance can be achieved. 4) What a compliance risk is and how can
managers mitigate it?

2. BbINOJHUTE JEKCHKO-TPAMMATHYECKOE 3a/JaHHe 10 NMPOiiIeHHOI TeMaTHuKe
(10 6ans10B)

Read the text below. Choose the correct word from A, B, C, or D for each
guestion 11-20 and mark one letter.

An organizational structure is a system that outlines how certain ..1.. are
directed in order to ..2.. the goals of an organization. These can include rules, roles,
and ..3...

The organizational structure also determines how information flows between
levels within the company. For example, in a centralized structure, decisions flow
fromthe ..4.. down, while in a decentralized structure, decision-making power is ..5..
among various levels of the organization. Having an organizational structure in place
allows companies to remain ..6.. and focused.

Businesses of all shapes and sizes use organizational structures heavily. They
define a specific ..7.. within an organization. A successful organizational structure
defines each employee's ..8.. and how it fits within the ..9.. system. Put simply, the
organizational structure lays out who does what so the company can ..10.. its
objectives.

A B C D
1 |actions activities doings deeds
2 | achieve reach get gain
3 | performance authorities responsibilities activities
4 | upper senior top boss
5 | taken sent spread distributed
6 | efficient effected effectual favourable
7 | hierarchy order ranking arrangement
8 | work title job working
9 | over whole all overall
10 | meet gain implement get



https://www.investopedia.com/terms/c/corporate-hierarchy.asp

IIpuMep 3K3aMEeHAINMOHHOTO OHJIETA

®egepanbHOe rocyIapcTBEeHHOE 00pa3oBaTe/ibHOE OI0/IZKeTHOE yUpeKIeHne
BbICIIEr0 00pPa30BaHUSA
«®uHaHcoBbI yHUBepcuTeT npu Ilpasurenscree Poccuiickoit Penepanum»
(PuHAHCOBBI YHUBEPCHUTET)
Kadenpa anramiickoro si3bika 1 nNpogeccuoHaIbHOI KOMMYHHUKANMHT

Juctunnuna « THOCTpaHHBIH A3BIK B TPOQECCHOHANBHON cdeper
®opma 00yueHHs OUHast
Cemectp 6
Hamnpasnenus 38.03.02 MenemxmMeHT
[Tpopunu «PuHAHCOBBIN MEHEIKMEHT», « MEHEIPKMEHT U yIIpaBlieHHe OU3HECOM,
«YTpaBlIeHHE TPOTYKTOM»

3K3AMEHAIIMOHHBINA BUJIET Ne ...
1. TIpodtuTe TEKCT, MpOaHATU3UPYHTE ero U caenaite pedepupoanue (30 Gayios).
2. TlpoBeaure aHanM3 npemIoKeHHOro MUHH-Ketica (30 6amos).

[Toarorosuna:
JlonieHT dUO
VYr1Bepxaaro:
3aMeCTUTENb PYKOBOIUTEIS
Kadenpa s13p1k0BOI TOATOTOBKU 5(0)

« »amnpens 20 T.

VY1BepxkaeHo Ha 3aceqanuu Cosera Kadenpsl aHrMiiCKOTo si3bIka U MpodecCHOHaNbHOM
KOMMYHHKAIUHU
ITpoToxos Ne OT« _ » 20 r.

IIpumep 3x3aMeHAIIMOHHBIX 3aJaHUH

Ipopuin «PUHAHCOBBIN MEHEAKMEHT», «MeHe»KMEHT U ynpaBJieHUue
Ou3HecoM», «YNpaBjeHHe MPOIYKTOM)

Bonpoc 1. [Ipouumatime u npoananuzupyiume mexcm «Motivation theoriesy.
Coenaiime kpamkoe peghepuposanue mamepuana mexcma (30 6annos).

Motivation is at the heart of your success. Because management is all about getting
things done through others, the ability to get others to perform is critical. A crucial
driver of organizational performance, motivation refers to the processes that
determine how much effort will be expended to perform the job in order to meet
organizational goals. A lack of motivation costs the company money — in terms of

lost productivity and missed opportunities.

With downsizing and restructuring becoming commonplace in organizations,
employee morale has become negatively impacted. This has made the motivation of

the workforce even more important.



The old command-and-control methods of motivating are not suitable for today’s
environment of empowerment and teams. Providing one-size-fits-all rewards does
not work with diverse workforce.

No single theory captures the complexity of motivation in its entirety. It’s necessary
for management to understand multiple theories, and then integrate them to get a
more comprehensive understanding of how to better motivate employees.

David McClelland’s Learned Needs Theory is referred to as the Acquired Needs
Theory. According to the theory developed in the 1970s, needs are developed or
learned over time. McClelland suggested that there are three needs — for
achievement, power, and affiliation — that are important to the workforce. While all
three are present in everyone, one need is dominant.

People who have a dominant need for achievement are proactively seeking ways to
improve the way things are done, like challenges and excel in competitive
environment. An employee who has a dominant need for achievement should be
provided with challenging jobs with lots of feedback on his or her progress.

The need for power is the need to control others. Those with a dominant need for
power like to be in charge and enjoy jobs with status. You should allow such
employees to participate in decisions that impact them and give them some control
over their jobs.

The need for affiliation is the need to have close relationships with others and to be
liked by people. Individuals with the dominant need for affiliation generally do not
desire to be the leader because they want to be one of the group. They should be
assigned to teams because they are motivated when working with others. You might
also let them train new employees or act as mentors because this addresses more of
their need for this interaction that is dominant within them.

Bonpoc 2. Ilposeoume ananuz npeonosicennoco munu-xetica no meme «Evaluating
the potential of a new ideay. (30 6an106)

Background: You are a deputy director in a division of an industrial chemicals
firm. The company is in the business of manufacturing fibers and have had sales of
$1 billion. The objective is to identify three to five new lines of business with total
revenues of $300-500 million utilizing existing capacity in the fiber manufacturing
facilities.

Available Information:

e A company is an established industrial products manufacturer, the fibers are
specifically used in the fashion industry and for the manufacture of cigarette
filters.

e The company has come up with a new fiber that has very good absorbency
and wants to manufacture pet care pads for pets.

e The brand is pretty well-known, but not necessarily directly by the end
customer.

Choose one of the lines and support your choice with risk analysis. Use knowledge
of both financial and managerial accounting to make final decision. Dwell on
corporate social responsibility that your company is following.



Your decision:
(oral explanation)

IIpumep 3x3aMeHAIIMOHHBIX 3aJaHUI

IHpopuiab «MeHeI:KMEHT B CIIOPTE»

Bonpoc 1. [Ipouumaiime u npoananuzupyume mexcm «Motivation theoriesy.
Coenaiime kpamkoe peghepuposarnue mamepuana mexcma (30 6annos).

In today’s society there is a large amount of money that circulates within sports
associations. Sport is becoming more commercialised and elite teams can have many
sources of income, for example sponsorship, funding, membership fees, ticket sales
and transfers. With the amount of money involved, the sports associations are
transforming from a tradition of being non-profit associations towards becoming
more like regular businesses. This results in a great need for management accounting
within sports organizations.

Management accounting is the practice of identifying, measuring, analyzing,
interpreting, and communicating financial information to managers for the pursuit
of a sports organization’s goals.

Management accounting differs from financial accounting because managerial
accounting information is aimed at helping managers make well-informed business
decisions on the direction of the company.

The primary tool of management accounting is the budget. Budgets are extensively
used as a quantitative expression of the company’s plan of operation. Management
accountants utilize performance reports to note deviations of actual results from
budgets. The positive or negative deviations from a budget also referred to as budget-
to-actual variances, are analyzed in order to make appropriate changes going
forward.

There can be a budget for the overall association that is subsequently broken down
to respective areas. Hence, every department of a sports organization can have its
own budget. Some sports associations make budgets for each game, and each game
Is considered as its own market. This means a sports organization can easily evaluate
and follow up its work, and there is continuity in follow-ups. The organizations work
with monthly plans and accounts, and this is where it follows up the budget and
prognosticates.

Management accounting is used for planning, decision-making, and controlling.
These are the three pillars of the field. In addition, forecasting and performance
tracking are key components.

Bonpoc 2. [Iposedume ananusz npeonoxcenno2o muru-xetica no meme «Leadership
Theory and Ownership Succession in the National Football League: The Case of
the Cincinnati Bengalsy. (30 6ann08)

Background: The fans in Cincinnati are angry. They have just witnessed another
disappointing football season, the 23rd since Mike Brown became the owner of the


https://www.investopedia.com/terms/b/budget.asp

team. Mike Brown’s football team has shown historically poor performance with
eight and nine straight game losing streaks to begin the season on multiple occasions.
Available Information:

e To make matters worse, this was the same number of seasons that his father and
Hall of Famer, Paul Brown, owned the team.

e While Paul Brown's work was marked by a record playoff appearance and two
trips to the Super Bowl, his son Mike Brown’s tenure was characterized by seasonal
failures.

Do the fans and press have a right to be angry and demand a change in leadership?
Consider different leadership styles. Use knowledge of the leading function of
management.

Your decision:
(oral explanation)

Ipumep 3K3aMeHAMOHHBIX 3aaHMii

Hpopuin «MapKeTHHD»

Bonpoc 1. [lpowumaiime u nepeseoume mexcm «Finding sponsors for the eventy.
Coenatime kpamkoe pepepuposanue mamepuaia mexkcma. Omeemome Ha
BONPOCHL NPENOOABAMEsL HO COOEPICAHUIO MEKCMA U 3AMPOHYMbIM 8 HeM
npooaemam.

Finding sponsors for the event

Financing an event can be a challenge. Many groups rely on corporate sponsors to
provide services, money and products for their event. In return, the business or
corporation receives advertising and exposure for their brand. There are some ways
to find quality sponsors for the event.

Firstly, you should identify the individuals, businesses, and organizations that may
benefit most from sponsoring your event. For example, if you are hosting a fashion
show, you will want to contact clothing retailers, shoe retailers, hair and make-up
experts and modeling coaches in the area that have an interest in the fashion industry.
You will need to create and design an event that will be attractive to them so that
they will want to be a part of it. They must see the event as being beneficial to them
and their goals before they will commit to sponsorship.

Secondly, try to choose a venue that will give your sponsors maximum exposure.
You will want to walk though potential sites and visualize where your sponsors will
be able to place banners, signs and other promotions. They will want to put their
brand and logo in places where they will be visible and receive the most exposure.
If there is not a lot of wall space, be creative. You could even project the sponsor's
name and logo on the outside of the building. The more creative the advertisement,
the more noticeable it will be.



Then you should offer different type of sponsorship levels and opportunities. Those
sponsors who are at a higher level receive more exposure than those who donated
less. Low-level sponsors may receive their logo on the program or website while
high level sponsors may have a large banner displayed at the entrance.

If you have a website for your event, include a page that features your sponsors. For
high-level sponsors you could include info about their company and a link to their
website. You should also include information for those businesses or individuals
who may be interested in becoming a sponsor.

Securing sponsors for any type of event can be a challenge. Be sure to properly thank
all of your sponsors. This is especially important if you think that you may need
them for future sponsorships.

Bonpoc 2. Beinonanume ycmuoe 3adanue, pewius munu-xeiic no meme «Gazprom
prestigious status ”

You are a participant of a scientific conference dedicated to the oil and gas
industry. You need to represent Gazprom, a major player in Russia. Please
emphasise the company’s prestigious status.

Points to consider:
e Marketing budget, its importance for the company’s image
e What can a company do to survive in difficult economic conditions? (market
research, advertising spending, distribution, pricing)
e what impact does the fuel and energy market have on the country's
economy?

Use the tips below
1. The company's contribution to Russia's GDP — 109 242 and 106 967 billion
rubles in 2019-2020.
2. Investments in the fixed capital of Russia — 19 329 and 20 118 billion
roubles in 2019-2020.

3. Gazprom entered the top 5 companies in the world ranking of the consulting
company Boston Consulting Group (BCG) among oil and gas companies
that provided their shareholders with the highest total income over the past
three years. BCG evaluated the total shareholder return. The rating included
76 companies with a capitalisation of at least $6 billion and a free float of at
least 20%.

Gazprom owns 60% of Russian and 17% of world gas reserves.

Gazprom holds a monopoly position in the transportation of natural gas in the
gaseous state. The company owns the Unified Gas Supply System (UGSS),
which includes all the main gas pipelines of the country. The access of
independent gas producers to Gazprom's gas transmission system is regulated
by government agencies.

o b

IIpumep 3x3aMeHAIIMOHHBIX 3aJaHUI
Mpoduisn «Jlorucruxa»



Bonpoc 1. Ilpouumaiime u nepesedoume mexcm «Recent trends in 3PLy. Coenaiime
Kkpamkoe peghepuposanue mamepuana mekcma. Omeembme HA 8ONPOCHL
npenooasamelisi N0 COOEPIHCAHUI0 MEKCMA U 3aMpPOHYMbIM 8 HeM NPOOIeMaM.

Recent trends in 3PL

There’s no doubt the third party logistics (3PL) landscape has altered significantly
within the last decade. As mobile technologies and ‘smart’ working practices
continue to develop, further growth, and potential benefits, are inevitable.

A greater consumer demand for 24/7 services and reduced costs means efficiency
and accuracy are going to be a crucial points for successful 3PL
providers. Businesses will remain focused on the goal to drive down their own
operational and labor costs by outsourcing logistics to 3PL service providers. But
success will also depend on their willingness to adopt new technologies.

The following are the most influential changes predicted within the next 7 years.
There’s a very good likelihood they will become common among most third party
logistics companies.

1. Extended Collaboration Between Shippers and 3PL Companies

Third party logistics companies will rely heavily on technology to collaborate,
connect, and interact with customers. Electronic data exchange services are going
to be critical, not just for the performance and integrity of the info, but also to
accommodate the speed of change.

Vendor managed inventory, where the supply chain vendor monitors the buyers
inventory and makes periodic resupply decisions, are going to be commonplace and
allow smaller 3PL services to operate via web-based portals and user-friendly access
systems.

2. Mobile Application Expansion

Dependency on paper records in warehouses is becoming a continually diminishing
memory. Everything will be focused around agility through mobility. As we’re
already seeing, mobile devices are becoming more commonplace and will eventually
be used by all third party logistics firms.

3. Dedicated Smart Technology from Third Party Logistics

Third party logistics providers will see the advantages of investing in smarter IT
and software systems which may deliver a quick and solid ROI. By decreasing
inefficiencies, software like Transportation Management Systems (TMS), will
drive down costs and save time. As voice recognition becomes more accurate,
voice prompts and commands are going to be standard within the supply chain
process, like stock inquiries or freight tracking.

Bonpoc 2. Beinoninume ycmuoe 3a0anue, pewus munu-ketic no meme “‘How to
chose the best supplier?”

Discuss the advantages and risks of
a) Single sourcing,
b) Dual sourcing



c) Multiple sourcing key components and services for a minimum of

three different types of products.
Points to consider.
1. what are the early warning signs that a supplier is in difficulties, e.g. late
deliveries, attempts to change payment terms?
2. What are the risks for a company and its supply chain if a main supplier gets
into financial difficulties?
3. What can companies do to detect as early as possible if a supplier is in trouble?

Edscha, a German manufacturer o sun roofs and other car parts, filed for insolvency
early in 2009. It presented BMW with a crisis. The luxury carmaker was about to
introduce a new modal- and Edscha supplied its roof. Today Edscha is still in
business, because of the support offered by its leading clients, including BMW.
However, BMW is still worried about disruptions to its supply chain and increased
the number of staff in its risk-monitoring department with responsibility for
components makers. They established a rating system for the company’s primary
suppliers. It is based on financial information, with cashflow more important in
many cases than profitability. BMW looks at a variety of issues, including the
ownership structure. It also maintains close contact with Audi and Mercedes, its
main competitors, to swap information on suppliers.

8. IlepeyeHb OCHOBHOWI W [JONOJHHUTEJIbHOW Y4eOHOM JHUTEpaTypbl,
HEe00X0MMOi VI OCBOCHUS AUCHUIIIMHBI

OcHoBHas JuTeparypa

1. Aurmmiickuii s3eIk B TpodeccroHambHOM cdepe. MeHemKMEeHT: ydeOHoe
nocobue s Hamp. OakamaBpuarta "Menemxkment" / M.A. benoram [u ap.];
®unynusepcuret; noa pen. I'.A. lyoununoit. - Mocksa: Knopyc, 2018, 2021.
- 278 c. - bakanaspuar. - Tekct : HenocpeacTBeHHbIH. - To xe. - 2021. - OBC
BOOK. - URL: https://book.ru/book/936544 (nata oGpamenus: 24.09.2024).
— TeKCT : 3IEeKTPOHHBIMN.

2. benoram M.A. Economics. Finance. Management. AHIIHICKHI SI3BIK B cepe
DKOHOMUKHM, (UHAHCOB U MEHEIKMEHTAa: Y4YeOHUK JJIg CTYJEHTOB,
oOyyaromuxcsl 1Mo HampapJIeHHsSIM "DkoHomuka u "MenemkMmeHT" / M.A.
benoram, M.B. Mensanuyk; @unyHuBepcuret ; o pea. M.B. Menbanuyk -
MockBa: Kuopyc, 2017, 2021. - 231 c. - bakamaBpuar. - Tekct

HenocpencTBeHupin - To xe. - 2024, — OBC BOOK.ru. - URL:
https://book.ru/book/951879 (nata oOpamenus: 24.09.2024). — Teker
AJIIEKTPOHHBIM.

3. Menbunuyk, M.B. Anrnuiickuii s3pik: CiopTuBHBIN MeHexMeHT = English
for Students Majoring in Sports Management: y4eOHHMK ISl HaIlpaBJICHUS
OakanaBpuata "Menemkment" / M.B. Mensanuyk, [I.I'. BacwOmera, O.A.
Kanyruna; nox obm. pen. M.B. Menbunuyk; ®@unyHuBepcuteT. — MockBa:
Knopyc, 2023. — 184 c.: un. — (bakanmaBpuar). — ISBN 978-5-406-10645-7.
- Tekcr : wuenmocpenctBenHwii. — To xe. - OBC BOOK.ru. - URL:



https://book.ru/book/946257 (nata oOpamenus: 24.09.2024). — Teker
3JIEKTPOHHBIH.

JlonoiHUTEIbHAS JJUTEepaTypa

4.

bnaronerenesa, H.K. COopHuK 3aaHuii 1)1 CTYyI€HTOB 3 Kypca OakanaBpuara
no HampaieHuto mnoArotoBku: 38.03.02. «MeHemKMEHT» - NpoPuUib:
Jloructuka. {ucuuminna « MTHOCTpaHHBIN SI3bIK B podeccuoHanbHol cheper.
Ounas ¢popma oOyuenusi. — Mocksa : unancosbiit yausepcurer, 2020. — 50 c.
— org.fa.ru [caiit]. —- URL : szz_inyazvps 20.pdf (mara mnyOnukamuu
23.06.2020). — Tekct : 2JIeKTpOHHBIH. - Pexum pocryma: JIMcHMIUIMHA :
NHocTpansblii s13bIK B mpodeccuoHaibHON cdepe. — COOpHUKHM 3alaHuil U
3a7a4. — TOJIBKO [T 3aper.M0JIb30BATEICH.

Kmamunckas, C.JI. AHrouiickuii s3Ik B mpodeccuoHanbHOl  cdepe:
MeHemkMeHT: 1o AucHuIuimHe MHOCTpaHHBI S3bIK B PO ECCHOHATBHON
chepe mus cTyneHToB OakamaBpuara HampaBieHus 38.03.002 MeHemKMeHT:
Yuebnoe nmocobue. — MockBa : @uHaHCOBBIN yHuUBepcuteT, 2022. — 81 c. —
org.fa.ru [caiit]. - URL: iyvpd up men.pdf (mara myOaukaruu : 23.05.2022).
— Texkcr : anekTpoHHbIN. — PesxxuM goctyna: Jlucuunimza : THOCTpaHHBIN A3bIK
B npodeccruoHanbHoil cdepe. — VYueOHble Marepuanbl. — TONBKO ISt
3aper.nojb30BaTeNeil.

Business Partner. B2 : Coursebook / I. Dubicka,M. Rosenberg, B. Dignen [et.al]
— Harlow : Pearson Education Limited, 2018 .— 160 p. - Tekct :
HETIOCPEICTBEHHBIM.

MacKenzie 1. Professional English in Use. Finance / |. MacKenzie. -
Cambridge: Cambridge University Press, 2008, 2009, 2011, 2013. - 140 p. —
TekcT : HemoCPEeNCTBEHHBIN.

McKeown A. Professional English in Use: Management / A. McKeown, R.
Wright. - Cambridge: Cambridge University Press, 2011. - 120 p. — Tekcr :
HETIOCPEICTBEHHBIN.

Robinson N. Cambridge English for Marketing: Student's Book / N. Robinson;
University of Cambridge ; series editor J. Da. - Cambridge: Cambridge
University Press, 2010. - 120 p. + 1 CD. — TekcT : HEenmocpeACTBEHHBIH.

10.Rogers J. Market Leader. Pre-Intermediate Business English Practice File / J.

Rogers. - Harlow: Pearson Education Limited, 2007, 2008, 2011, 2012. - 96 p.
— TeKcT | HemoCPEACTBEHHBIN.

11.Rogers J. Market Leader. Intermediate. Business English Practice File / J.

Rogers. - Harlow: Pearson Education Limited, 2010. - 96 p. — Tekcr :
HETIOCPEICTBEHHBIN.

12.Pilbeam, A. Market Leader. Logistics Management. Business English / A.

Pilbeam, N. O Driscoll .— England : Pearson Education Limited : Longman,
2010 .— 96 p. — Tekct : HEMOCPEICTBEHHBIH.

9. Ilepeyennb pecypcoB HHGPOPMANUOHHO-TEJIEKOMMYHHUKAIIMOHHOM CeTH
«/HTEpPHET», HEOOXOAMMBIX /IJI1 OCBOECHUS AN CIIMILIIMHBI
1. Dnexrponnsie pecypcebl BUK:



. OnextponHas 6ubauorexka @uHancoBoro ynusepcurera (Ob)
http://elib.fa.ru/

. OnextporHo-ombmuoTeunas cucrema BOOK.RU http://www.book.ru

. DNeKTpOHHO-OMOIMOTEeYHAsl chucTeMa « Y HUBEPCUTETCKast OMbInoTexa
OHJIAMH» http://biblioclub.ru/

. DNEeKTPOHHO-0MOIMOTEUHAsl cUCTeMa Znanium
http://www.znanium.ru/

. DNEeKTPOHHO-6MbINOTeuHas cucTeMa n3aarenbera «FOPAWIT
https://urait.ru/

. DneKTpOHHO-0MOIMOTeUHAs cucTeMa u3garenbeTa [Ipocnekt
http://ebs.prospekt.org/books

. DIIeKTPOHHO-OMOIMOTEUHAsI CUCTEMA U3aTeIbCcTBA JIaHb

https://e.lanbook.com/
. JenoBast onnaitH-6nbauoreka Alpina Digital http://lib.alpinadigital.ru/

. Hayunast snexktponHas 6unbnuoreka eLibrary.ru http://elibrary.ru

. HanuonanbHas snexkrponHas oubiauoteka http://H36.pd/

. bubnuoreka onnaitn Jlekuuii mo buznecy u Mapketunry
uznarensctBa Henry Stewart Talks https://hstalks.com/business/

. Henry Stewart Talks: Journals in The Business & Management

Collection https://hstalks.com/business/journals/
. CNKI. Academic Reference https://ar.oversea.cnki.net/
. CNKI. China Academic Journals Full-text Database
https://oversea.cnki.net/kns?dbcode=CFLQ
. JSTOR Arts & Sciences | Collection http://jstor.org

. Emerald: Management eJournal Portfolio
https://www.emerald.com/insight/

. Komneknust Hayunsix xypHamo Oxford University Press
https://academic.oup.com/journals/

. CnpaBounas npasoBas cuctema «Koncynprant [Lrocy
https://www.consultant.ru/

. CnpaBounas npaBoBas cuctema «['’APAHT» https://www.garant.ru/

. DNeKTPOHHBIEC KOJUIEKIIMU KHUT U )KYPHAJIOB M3/aTelIbcTBa Springer:
http://link.springer.com/

. baza maHHBIX HAyYHBIX KypHAJIOB u3aaTenbcTBa Wiley
https://onlinelibrary.wiley.com/

. [{udpoBoii apxuB Hay4YHBIX XypHaI0B: http://arch.neicon.ru/xmiui/

10. MeToanyeckue yKazaHus AJs 00y4AHOUXCH M0 OCBOCHUIO U CIIUILIMHBI
1Jis BcexX GopM MOArOTOBKHU

Metonuueckne ykazaHus JUisi  OOy4aromuxcsi MO0 W3YYEHUIO0 JIUCIUILUIMHBI
«MHOCTpaHHBIH A3BIK B TPOPECCHOHATBHON cPeper» — ATO KOMIUIEKC PEKOMEH Al
U pa3bsICHEHUH, MO3BOJLSIIONIMX CTYACHTY OakajgaBpuaTa ONTHMAaJIbHBIM 00pa3zom
OpraHu30BaTh MPOLECC TMOATOTOBKM K 3a4eTy WIH 3K3aMEHY, OOECHEeUHTb
HaBUTALMI0 OOydYarouuxcsi B MpOLEcce M3Yy4YEeHHs] TUCUUIUIMHBL. PexoMeHnauuu
OpUEHTUPOBaHbl Ha oOecreyeHue H>PEGEeKTUBHOCTH Y4eOHOro mpolecca IO


http://arch.neicon.ru/xmlui/

W3YUYCHHIO JIUCIMIUIMHBI M TOATOTOBKY CTyJE€HTa K KOMMYHHKallMM B
OOIIEKYJIbTYPHOM, OOIIESI3bIKOBOM M MPO(PECCHOHATBLHOM I10JIC TSI TEIHbHOCTH.
CryneHTaMm nOpH MOJATOTOBKE CIEAYET HUCIOJIb30BaTh HOPMATUBHBIE JOKYMEHTbI
@UHAHCOBOIO YHUBEPCUTETA, METONMYECKUE PEKOMEHIAIMY O TIIAHUPOBAHUIO U
OpraHu3alid BHEAYJUTOPHOM  CaMOCTOSITEILHONM pabOThl  CTYJIEHTOB IO
oOpa3zoBaTeIbHBIM MporpaMmaM OakajgaBpuata U Maructparypsl B duHaHCOBOM
YHUBEPCUTETE, yTBEpKACHHbIE NpukazoM dunyHusepcurera ot 11.05.2021 r. Ne
1040 (cm. caift @uHAHCOBOrO YHHUBEPCUTETA: HA TJIABHOM cTpaHulle pa3aen «Harmn
yHUBepcuTeT»; naiee «Eaunas npaBosas 6a3a OuHyHHUBEpCUTETAY), UCTIONB30BAThH
METOOUYECKHE PEKOMEHIALINN JIETIApTAMEHTA.

Pemenune xeicoB ¥ MUHU-KEHCOB
Keiicbl 0a3upyroTcsi Ha MPUHSITHH PEIICHUA C aHAJIM30M NapaMeTPOB KOHKPETHBIX
CUTYyalui, B3AThIX U3 MIPAKTUUECKOMN AesTenbHOCTU. CyllecTBYeT 2 BUAa KECOB:
1) MUHU-KEHCHI (OMHUCHIBAIOT MPOOJIEMY B KpAaTKOIl (popMe U MOTYT MPUMEHSTHCS B
KAueCTBE  «UHTEUIEKTYaJIbHOM  pa3MHUHKW» JJI  CTYJAEHTOB  (PUHAHCOBO-
HPKOHOMHUYECKUX HANpPaBJICHUN MOJTOTOBKHM; KAaK IMpaBWUJIO, B MHUHHU-Kecax HET
JOTIOJTHUTENBHOU HH(POPMALIUK O KOMIIAHUH);
2) MacTep-Keichl (MoApoOHbIE KEHUCHI, COAEpIKAIINE TOTMOJIHUTEIBHYO /TTOAPOOHYIO
uH(OPMAIUIO; UCTIOIB3YIOTCS B KOMaHHBIX COPEBHOBAHUSX MO KeicaM B OM3HeC-
mkonax u B BY3ax).
Pemenne keiica HaunHaercs ¢ (opMupoBaHHME pabouMX MNOArpynn (KOMaH).
Pacnpenenenue tem s oOCYyKJIE€HUS NMPOU3BOJAUTCS MPENOJABATEIEM C YUETOM
MOXKEJIAHUM KaXX0M nmoArpynnel. Eciau Tema s BceX MOATPYIT OJMHAKOBAsA, TO
IPENoJaBaTelb O3BYUMBAET €€ 4WIEHaM YYeOHOW rpynmbl U OOBSABISET CPOK
IPEICTaBICHNUS UTOTOBOTO PELICHHS/Pe3yIbTaTa KOJUIEKTUBHON pabOThI IO IOUCKY
BbIXOJa W3 mpoOieMHON curyanuu. Ha »stame 3HakoMmcTBa € mpoOieMon
BBISICHSIIOTCS 1I€IM M BUJI UTOTOBOTO pElIeHusi Keica (oTdyeT o pabote B dopme
Ipe3eHTaluy, MUCbMEHHOI0 aHanu3a keica u T.1.). Kaxnas rpynmna obcyxaaer u
aHAIM3UPYET CUTYyallMI0, TMOCJE 4Yero BbIpaOaThIBAET CBOIO TOYKY 3pEHUS Ha
npo0iemMy, TeHEpUPYeT pa3IuyHbIe UIEH 110 TOBOY pEeUICHUs JAHHOU MPOOIEMBI U
3ateM 0(OpPMIISIET PElIeHUE B BUE MPE3EHTAIIMH/TTMCbMEHHOTO OTYETA.
Pelienne kelicoB peKOMEHYETCSl POBOAUTH B HECKOIBKO ATAIOB:
|. U3yuenue matepuana — CTyJE€HTHI 3HAKOMSITCS C IOJTYy4YE€HHON HHPOpPMAIIUECH,
OIpeIeTIsieT OCHOBHYIO MPoOiIeMy
Il.  OOcyxnenue u aHaJIM3 MPAKTUYECKOM CUTyaluHy B noArpymnmne (3-4 yenoBeka,
40 MHMHYT) — CTYJIEHTbl OOCYXIAalOT NPUYMHBI CJIOKUBIIEKHCS CHUTyallUH,
BBIIBUTAIOT UJIEU 10 PELICHUIO CYIIECTBYIOLIUX MTPOOIIEM.
I11.  TlpencraBneHue pe3yabTaTOB OOCYKICHUS KaXIOW IPYMIbl B COOTBETCTBUU
CO CIEAYIOIIHUM IIJIAHOM:
1) kpaTkoe W3NIOXKEeHHe cuTyaruu (SUmmary) — CTYACHTBI OIHCHIBAIOT
U3YUYEHHYIO CUTYAIHIO;
2) mpooOsiematuka (Statement of the Problem/Issues) — cTyneHTsI
MPEICTABIIAIOT BbISIBJIEHHBIE UMH MPOOJIEMBI;



3) BapuanThbl AeiictBusa (Options) — CTyACHTHI MpeaaaraloT BO3MOYKHBIC
peleHus, pacckasbiBas o npeumymectBax (Advantages) wu
HepocTaTkax (Disadvantages) kaxaoro u3 HUX;

4) pexomenmanuu (Recommendation) — CTymeHTBI MPEACTaBISIOT
HAWIY4IlHdN, 10 UX MHEHUIO, BAPUAHT JICVCTBUM;

5) man neitcreuii (Plan of Action) — cTyaeHTh moapoOHO
paccKa3bIBalOT O Mepax, KOTOpPbIe HEOOXOAUMO IPUHSATH B paMKax
peleHus 3asBJICHHON MPOOIEeMbI

V. Bo Bpems npe3eHTanuu Ipyrue rpynisl CTyAeHTOB HE UMEIOT IPaBO

00Cy/1aTh CBOU 3a/IaHMUS.

V. 'V kaxnuo# rpynmsl ecth 4-5 MUHYT Ha MPEJCTaBICHUE CBOMX PE3YIbTAaTOB U

2 MUHYTBI, YTOOBI OTBETUTH Ha BOTIPOCHI.

[Ipennaraercs paboTa 1Mo CIeAyOIEMY aITOPUTMY:

1. mpeaBapuUTEIbHOE O3HAKOMJICHHUE C COJIEPIKaHUEM Kekca At popMupoBaHus
o0l1ero NpeIcTaBiaeHus 0 mpodIeMe;

2. 3HAKOMCTBO € BOIPOCAMHU K KEHUCY;

3. 3HAKOMCTBO C TEKCTOM Keiica U BceMU (pakTaMu WK MpoOJIeMaMy, UMEIOIIUMHU
OTHOILIEHHUE K TTOCTaBJICHHBIM BOIIPOCAM;

4. onpesiesieHre MPUYUHBI TPOOIEMBI WU TIPOOJIEM, pacCMaTPUBAEMBIX B KeHce.
Korna pemenue npo6iieMbl B paMKax Kelica HalJIeHO, TOTOBUTCS pe3eHTaIus,
npecc-KOH(PEPEeHIIUS WIH MUCbMEHHBIA OTYET.

PexomeHyeTcs cnenyoas CTpyKTypa npe3eHTaluu:

- CUTYaIlMOHHBIN aHanu3 - 30% BpeMeHu:

e SWOT wn/mnu STEP-ananus;

® aHaju3 NpoOJIEMBI;

® aHajau3 OMHMOOK.

- IpaKTUYECKUE pekoMeHaanuu - 60% BpemeHu:

® CTparervs U TaKTHKa;

® HEOTJIOKHBIE MEPHI K MEPOIIPUAITHS B JOJITOCPOUYHOM TIEPCIIEKTUBE.

- pe3toMe pyKOBOAUTEsI, oOpaTHas CcBs3b - 10% BpemeHu.

Petienuie u npeacTaBiaeHue TON UM UHOM OM3HEC-CUTYyaIuu (TTPOOJIeMbI) MOXKET
MIPOXOJUTh U B UHAUBUIyaTbHOM (hopMaTe, TO €CTh KaK MPEJCTaBICHUE PEIICHUS
MHHU-KENCA.

IMoaroroBka nmpe3eHTANMM U IOKJIA]L 10 TeMe

YcTHas npe3eHTanus N0 TeMe AUCHUIUIMHBI IPEJCTaBIIAET CO00M MmyoaInyHoe
BBICTYIUICHHE HA HHOCTPAHHOM SI3bIKE, OPUEHTUPOBAHHOE HA 03HAKOMJICHHE
ayIUTOPUH CIIyLIATENIEN C ONPEAEIEHHON TEMOMU.

[Ipe3enTanus npeacTaBisieT co00i 0uH U3 3(pPEKTUBHBIX CIOCOOOB OOMEHA
uH(popmanuen, B KOTOpOM COYETAeTCsl TEKCTOBAs U BU3yallbHAsl Mojjavya
uH(pOpMAaIK TIOCTIE €€ TTOUCKA, PAHKUPOBAHUS MO BAXKHOCTHU U IOCTOBEPHOCTHU, U
aHanu3a. Busyanuzanus mHpopManuu BKIOYAET B ce0sl onMcaHue Tabuuil 1
rpauKoB, Mpe/ICTaBIEHNE CTATUCTUYECKUX JAHHBIX U T.II.



Komnonenmui npesermauuu.

TutynbHas yacTh (Ha3BaHUE, 3aCTABKA).

OTkpbIBaroas 4acTh (AaHHOTALIMS, JIeJIalonlas ayJuTOPUIO
BOCIIPUMMYHBOM).

BBenenue (mpeaBOCXUILAET OCHOBHbIE MOTUBBI PE3EHTAIIUU U CBS3bIBACT
HX C OCHOBHOI 4acCThIO).

OcHoBHas 4acTh (IIpeacTaBiIseT co0oi cooOIIeHNuE).

KittoueBble MyHKTHI (TJ1aBHBIE UJIEW OCHOBHOM YacTH).
[MopnepxkuBatomuii Matepuan (MHdopmaius, oObICHIIONIAS U
MOJIJIEP>KUBAIOIAs OCHOBHBIE ITYHKTHI).

[lepexos (MOABOAUT UTOT OJHOMY KIIFOUEBOMY IYHKTY W MPECTABISET
CIEIY IO ).

O0630p (BHOBb MMEPEUYHCIISIET KIFOUEBBIC MTYHKTHI COOOIICHMS).
3akntoueHue (MOJBOAUT YEPTY CKa3aHHOMY B KPATKUX YTBEPKIACHUSAX).

Cnocob uznosicenust mamepuana.

B XPOHOJIOTHYECKOM TMOPSAKE,

B MOPSJIKE MPUOPUTETA,

B TEPPUTOPHAIEHOM TMOPSIJIKE,

B TEMaTUYECKOM MOCIIEIOBATEIHLHOCTH,

CTPYKTYPHUPYS €ro M0 NPUHIIMITY «IIpo0iieMa-perieHue.

OcnosHoe CO@@DOfCClHue u cmpykKmypa npesersmauuu.

- (opmynupoBKa TeMbl, IIEJIA U TIJIaHA BHICTYTIIICHUS;

- OolpeJeeHre NPOAOIKUTEILHOCTH MPEICTABIICHUS MaTeprana;

- y4eT 0cCOOEHHOCTEN ayITUTOPHH, aJPECHON MM0Ja4Yy MaTepuaa;

- UHTEPaKTUBHBIC JICHCTBUSI BHICTYNAIOIIETO, HAIPUMED, BKIIIOUCHUE B
o0CyXKJieHHe CIyIiaTenei;

- cOOJIIO/ICHHE 3PUTENIBHOIO KOHTAKTa C ayJUTOPUEH; HKECThl, MUMHKA
BBICTYTAIONIETO;

- HalM4ue WLTIOCTpanuil (He meperpyKarlux 1300paxaeMyto Ha SKpaHe
nH(OPMAIHUIO), KIIOUEBBIX CIIOB;

- HY>XHBIH MMOJ00P 1IBETOBOM TraMMBI.

- HUCIOJIb30BAHUE HATJISIHBIX U TEXHUYECKUX CPEJICTB.

Pekomendauuu no nD06€0€H1/HO npezermmayuu.

- HE YUTaTh MOJTOTOBICHHYIO HH(OPMAIIHIO;

- NPeAyCMOTPETh MPOOJIEMHBIE, CIIOKHBIE JIJIsl TOHUMaHUsS (GparMeHThl
BBICTYIUIEHUS U IPOKOMMEHTHUPOBATH HX;

- OpeIBUAETh BO3MOKHBIE BOIPOCHI, KOTOPbIE MOTYT OBITh 3aJaHbl 110
XOAy U B PE3yJIbTaTe JEMOHCTPALUU PE3CHTALINH.

061/141/!6 D@KOM@H@CZL{MM nO 6KJIIOYECHUIO 8 MEKCMOBYI0 Yacmbv npe3esmauyuu

B8U3VAIbHOU qubopmauuu:




1. Kaxxnp1il crnaiin 7omKeH HECTH (PYHKITMOHAIBHYIO Harpy3Ky (JIJ1s1 4ero OH
HYK€H, KaKylo 3HaunMyto uHdopmainio oH HeceT). Ha cnaiig BeiHOCHTCS Ta
uH(popmaIus, KoTopas 0€3 3pUTeIHLHON OMOPHI BOCIPHUHUMAETCS XYXKE.

2. Crnaiizibl TOJKHBI AOTIOHSTH I 00001aTh COJEPIKaHNE BHICTYIUICHHS HITA €T0
yacTel, a He JyOJIUpoBaTh €ro (T.€. TEKCT WU U300paXKeHuUsl, BLIHOCUMbIC Ha
CJIaii]l, JOJHKHBI HE OYKBaJIbHO MOBTOPSTH COJEPKAHNE KAaKOU-TMO0 YacTH
BBICTYIUIEHHUS, a 0000111aTh, CTPYKTYPUPOBATh WJIA WILTFOCTPUPOBATH €€).

3. AyauTtopusi JOJDKHA YETKO MPEICTABISITh, K KAKOW UMEHHO YaCTH BBICTYTUICHUS
OTHOCHUTCS CJai1, MO3TOMY KaXK/IbIii CIIaii]] TOJKEH UMETh 3ar0J0BOK. 3arojIoBOK
JTOJIKEH OTpa)kaTh OCHOBHOE COJIEpKaHUE ClIaifia, a He CTPYKTYPHYIO YacTh
MPE3EHTAIIMU U COCTOATD U3 3-5 CIIOB, COCTABIISIONINX HE 3aKOHYEHHOE
npeuIoKeHue, a gppasy.

4. adopmanus Ha craiax q0JDKHA OBITh U3JI0KEHA KPAaTKO M YETKO, €€ CIeTyeT
rPaMOTHO CTPYKTYpPUPOBATh.

5. He pexomenayetcs neperpyxath cliaiii nHGopMaImei, modToMy CII0KHbBIS
CXEMBbI U CIIUCKH LieJiecoo0pa3Hee pa30UTh Ha HECKOJIBKO CJIaliI0B, IPU 3TOM Ha
BTOPOM CJaiiie HEOOXOUMO MOBTOPUTH 3ar0JIOBOK MEPBOTO C MOMETKOM
“NpoaoJKeHne” WM MPOHYMEPOBAThH AT JIBa Clala.

6. TekcT, Brmovaromuii nepeuncienus (bullet points) momkeH cocToaTs u3
OJTHOPOJIHBIX TPAMMATHYECKUX CTPYKTYP, HAIIPUMED, TJIarojioB UM
CYILIECTBUTEIbHBIX.

Texcmogvle cnaiiobl

TekcToBbI€ ClIaiapl COAEPKAT TEKCT, KaK IMPABUIIO, B BUAE CIIUCKOB. [Ipu
COCTaBJICHUHU CIIAlJIOB PEKOMEHAYETCS COOI0IATh CIEAYIONINE TpaBUa;

1. Ha ciaiinax ciaegyer ucnosib30BaTh HE MOJIHBIE ITPEUIOKEHHUS, a
CJIOBOCOYETAHUSI.

2. OnTuManbHOE KOJIMYECTBO CTPOK Ha claiijie — He OoJiee 7 CTPOK, BKIIHOYAs
3aroJ0BOK.

3. KonuuecTBo CJIOB B CTPOKE HE JIOJKHO MPEBBIIIATh 7 CIOB.

4. JlonyckaeTcsi BBIHECEHUE Ha CIAN/bl MOJHBIX NPEIIOKEHNUN, €CIIU ITO LIUTATHI
WM OTpeieNieHns, 6€3 KOTOPBIX Hellb3sl 000NUTHUCH AJI MOJTHOTO PACKPBITHS
Hay4HOU TeMbl. L{uTaThl u onpeaeneHus He JOKHBI ObITh CIIUIIKOM JUTHHHBIMU U
CJIMIIIKOM CJIO’KHO C(OpMYTUPOBAaHHBIMUA. ONITUMANIEHO, YTOOBI TAKUX CJIAN]IOB
ObL10 He Oonbiiie 1 B TeueHue 5-7 —MUHYTHOM IIpEe3eHTaIlu, U 2-X — B TeueHue 12-
15-MUHYTHOM.

Cratiovl ¢ uzobpasicenuem epahuyeckux Oannvlx

Ha cnaiimax He peKOMEHIyeTCs HCII0JIb30BaTh CIIOXKHBIC TAOJIHIIBI ¢ MHOYKECTBOM
KOJIOHOK 1 CTpOK. KoJIM4ecTBO KOJIOHOK U CTPOK B TAOJIHUIIE HE TOKHO
MIPEBBIMIATH 4, BEIMYWHA TPOOETIOB MEXTY KOJIOHKAMU J0HKHA OBITH IPUMEPHO
paBHa BEJTMYMHE KOJIOHOK, YTOOBI TEKCT 3pUTENIbHO He ciuBaiics. K Hanbonee
9aCTO MCIIOIB3YEMBIM THIIAM CXEM OTHOCSITCS THCTOTPAMMBI, KPYTOBBIC
JTUarpaMMBbl, TOYEYHBIC JUATPAMMBI (JIMarpaMMbl pacCeMBaHMsl) U KpuBbie. J1Jis
MIPUBJICUYCHUS U YACP)KAHUS BHUMAHUS ay TUTOPUH HEOOXOUMO HAYUUTHCS




1eJ1eCO00Pa3HO MPUMEHITh KOMOMHAIIMIO Pa3HbIX THUIIOB CJIANHIOB, €CIIM MaTepHal
9TO MO3BOJISET.

Kaxxp1il 13 IepeurcaeHHBIX BHIIIE PA3HOBUIHOCTEH CIIAMIOB 11eJI€CO00Pa3HO
IIPUMEHSTH B OIIPEACIICHHBIX CIIyqasx:

1. TekcTOBBIE CIAMIBI UCTIOJB3YIOTCS JIsl OTPAXKEHUS KJIaCCU(PUKALUNA U CITUCKOB.
Nx ynoOHO UCIOIB30BaTh, €CJIM HA CJIANIbI HY’KHO BBIHECTH COJIEPKaHUE
MIPE3EHTALMH, LEJIN UCCIE0BAaHNS, UCIIOJIb30BAHHBIE METO/IBI, BOBMOKHBIE
pe3yJIbTaThl, BBIBOJBI U T.JI.

2. IIpu oToOpa>keHUH MPOIIEHTHBIX COOTHOIIEHUH JTyUIlle UCII0JIb30BaTh KPYTrOBbIE
JMarpamMMel.

3. I'mcrorpaMmspl XOPOILIO WLTKOCTPUPYIOT CPABHEHUS, U3BMEHEHHUS BO BPEMEHU
WU 4aCTOTY.

4. lmarpamMmbl pacceBaHus (TOUYEUHBIE TUArpaMMbl) OAXOAAT ISl IEMOHCTPALUU
COOTHOILIEHHUSI ¥ CONOCTABJICHUS JaHHBIX.

5. Kpussie, a Taxke rpaduki XopoIio WITIOCTPUPYIOT U3MEHEHHS BO BPEMEHHU.

Obwue npakmuyeckue peKkomeHoauuu no 0eMOHCMpPayuy ciaiuoos

1. Cnaiiapl 1OJDKHBI YIPOIIATH U 00JIeryaTh HOHUMaHue UHGoOpMaIuu, a He
TyOJIMpOBATH €€.

2. Ilpe3eHTanuio He CIeayEeT HAYMHATD € [T0Ka3a CIai10B, TOCKOJIbKY BHUMAHUE
ayJIMTOPUH JTOJKHO OBITh CKOHIIEHTPUPOBAHO HA JTOKJIATUNKE; KaXKIbIN CIIai/
HYKHO MPE/ICTABISATH CBOEBPEMEHHO, KOMMEHTHUPYSI €T0 MECTO B MPE3EHTALINU, U
CBOEBPEMEHHO MEHSTH HA CIICTYIOIIHM.

3. AyauTopuu HY>KHO JaTh BpeMsl HA OCMBICIICHHE HH(POpMaIIUU claia.

4. OOBsCHEHHE COACPKAHUS CIANI0B IOJDKHO OBITh YETKUM U TTOHSTHBIM.

5. Ilpu neMoHcTpanuu cliaiiia 1enecooopazHo codoaaTh CIEAYIONTY IO
MOCJIeI0BATEILHOCTh JEHCTBHI: HA3BaTh CIAl]l, OTMETUTh MECTO COJICPKAHUS
ciaiiia B CTPYKType Mpe3eHTaluu (BBEICHUE, OCHOBHAS YacTh, 3aKJIIOYEHUE), 1aTh
CIIyIIATeJIIM BPEMSI OCMBICIUThL HH(POPMAIINIO, U TOJIBKO 3aT€M HadyaTh
KOMMEHTHUPOBATH CIIAN.

6. He pexomenayercs cuuThiBaTh HH(MOpMaIuio co cnaiaa. Craiia 1omkeH
coJiepkaTh He Ooubliie 24 0B, MPECTABICHHBIX CIIOBAMH HIIH
CJIOBOCOYETAHUSAMHU B BUJIE CIHCKA, CXEMbI WM rpaduka.

Ocobennocmu UcnoIb306anus c1ato08 Ha npe3eHmayuu

1. Cnaiigpl, B cpeIHEM, MOKHO MOKa3bIBaTh C HHTEPBAJIOM B 1 — 2 MUHYTHI.

2. “HeoObrunbie”, 3a0aBHBIC CIAMIBI MOTYT “pa30yAuTh” ayIMTOPUIO, HO CHUKAIOT
YPOBEHb YCBOEHHUS MaTepuaa.

Kommenmuposanue cnaiioos

1. ITpu mepexone OT TEKCTA K ClaijilaM HY>KHO YIOMSIHYTh TEMY CJIaii/1a, 3aTeM
MOKa3aTh CJAaWI, 1aTh Ay AUTOPUU BPEMS HA OCMBICIIEHHE 3ar0JIOBKa, a 3aTEM
MMPOKOMMEHTHUPOBATH €TO.




2. quarpamMmbl U Tpaduku HE0OX0IUMO TOAPOOHO KOMMEHTUPOBATh, HATIPUMED,
“Ha sTom rpaduke nokazano usmenenue A u B 3a mepuoj c ... mo.... Kenras
JIMHUS TTOKA3bIBACT U3MEHEHUE A, a 3ejeHas — u3MeHenne B” u 1.1,

Cmpykmypa npe3zenmayuu U «noae3nvley d)DClS’bl

Greeting, Ladies and gentlemen. It’s an honour to have the opportunity to

Name, address such a distinguished audience. My name is...

Position Good morning. Let me start by saying just a few words about
my own background. I started outin ...

Signposting | The topic I'd like to talk (to you) today about ...

phrases In my presentation I’d like to review ...

Title/Subject | I'm going to present the recent ...

explain ...

brief you on ...

inform you about ...

describe ...

The subject of my presentation is ...
My presentation is entitled ...

I’d like to give you an update on ...

Reference to
the audience

I can see many of you are aware of ...
You all look as though you've heard this before.

Duration My presentation will last for about five minutes.
I know that time is short, so | intend to be brief.
I’11 talk for about three minutes.
Main points | I’ve divided my presentation into four parts. They are ...
I’m going to develop three main points in my presentation:
Firstly, ...
Secondly, ...
Thirdly, ...
Finally, ...
The subject can be looked at under the following headings: ...
We can break this area down into the following fields:...
Questions Please, stop me if you have any questions.
If you have any questions, I’d be pleased to answer them at the
end of the presentation.
If you have any questions, please feel free to interrupt.
Signaling Introducing your first point:
phrases To start with..., then, I’d like to consider...

First of all, I’d like to look at...

Finishing the point:

That’s all I have to say about...

These are the main points on ...

So that’s the general picture for... and now let’s look at...
Starting a new point:

Now let’s turn to...




I’d like now to consider...

Next we come to...

The next point I’d like to make is...

Referring to what you have said:

As I said at the beginning...

| told you a few minutes ago that...

In the first part of my talk I said...

Rhetorical questions:

What’s the explanation for this?

What can we do about it?

How will this affect us?

Summarizing | Let me just run over the key points again.

phrases I’11 briefly summarize the main issues.

To sum up...

So now 1I’d just like to summarize the main points.
Conclusion | As you can see, there are some very good reasons...
In conclusion...

I’d like to leave you with the following thought / idea.
That brings me to the end of my presentation.
Questions I’d be glad to try and answer any questions.

So, let’s throw it open to questions.

If there are any questions, I’ll be pleased to answer them.
Thanking Thank you for your attention

Thank you for listening

| hope you have gained an insight into ...

MeToauka npoBeaeHUus PoJaeBOM WIH JeJI0BOH UTPbI

PoneBas urpa mMokeT mpoOXOAUTh Kak B (opMare ayIuTOpHOU pabOTh, TaKk U B
dbopmare 3auera.

IIpenonaBareins NOJDKEH:

1. OOBACHUTH LEb 3aHATUS U HETTOCPEACTBEHHO POJIEBON UTPHI.

2. [Tomoub ¢ popMupoBaHUEM TPy AJIsI TPOBEACHUS POJIEBOUN UTPHI.

3. PaznaTte KpaTkue OonucaHus poJIEBOW UIPhl, MAMATKH I YYaCTHUKOB, €CIIU 3TO
TpeOyeTcs, U OTBECTU JOCTATOYHO BPEMEHH HA MOJATOTOBKY.

4. YOenuThcs, UTO KaKJOMY IOHSTHA €ro pojib U 3ajaya, OTBEYaTh HAa BONPOCH! U
JaBaTh Pa3bsCHEHHUS.

XO0/1 pOJIEBOU UT'PHI:

1. CryneHTbl BHHMMATEJIbHO YHUTAKOT OIKCAaHUE NpoOJEeMBl U CBOEH poid,
00CYXXIaloT CcrnocoObl B3aMMOJEHCTBUS B paMKax CYIIECTBYIOLIEH CHUTyaluH
(oOcyxaeHHe BeIeTCsl Ha aHIJIMMCKOM sI3bIKe B MaJibIX rpynnax). CTy1eHThl MOTYT
IIOJIB30BATBCA CIOBAPEM HA CTAJMM MOATOTOBKM I COCTABJICHUS CIIMCKA CIIOB U
BBIPAXEHUN, KOTOPBIE MOTYT IIPUTOJAUTHCS BO BPEMSI POJIEBOM UIPBI.

2. CTyleHTbl HAUMHAIOT poJIEBYIO Urpy. Mrpa 3akaHunBaeTcs, KOrja JOCTUTHYTHI
pueMJieMble pe3yJibTaTbl. OCTaJIBHBIE CTYJIEHTHI, HE 3aJCHCTBOBAHHBIE B 3TOU



CIIEHE, CIIyLIaloT, OTMEYaloT OIIMOKM U HETOYHOCTH, IIOJIOKUTENIbHBIE |
OTpULATEIbHBIE MOMEHTHI B PEYU BBICTYMAOIIHX.

3. I'pynmoBoe oOcykaeHue pe3yiabTaToB. [lepBbIMU BBICKA3bIBAIOTCS yUAaCTHHUKH,
3aTeM HaOIoaTeNu.

4. IlpenogaBarenp MOABOJUT UTOTH, YKa3biBas HA yJayHble MOMEHTHI, OCHOBHbIE
YPOKH, KOTOpbIE ObLIIN U3BJICUEHBI, U T€ 0OCOOCHHOCTH, Ha KOTOPBIE HY>KHO 00paTUTh
BHUMAaHHE B MOCIEAYIOIIEM YYEOHOM Ipoliecce.

B03MOKHO HCTIOIB30BaHKE BUJIEO- U APYTOTr0O 3aMKMCHIBAIOIIETO 000PYI0BaHMUS, T.K.
BO BpeMsl OOCYKIEHHSI MO>KHO BO3BPAILLATHCS K OTAEIbHBIM MOMEHTAM UIPBI, UTO
NO3BOJIUT YYacCTHHKAM HaOJII0JIaTh 332 CBOMM IOBEJECHUEM CO CTOPOHBI U JENaTh
BbIBO/IBI. Ha 3ammcu Takke 4eTKO MPOCIIEKUBAECTCS. OUEHb BaXKHOE C TOUKH 3PEHUS
nepenaud uHGopmanuu HeBepOalbHOE MOBEJACHHE, T. €. SI3bIK )KECTOB, MUMHUKA U
T.II.

Metoauka BbIINOJIHEHUS NMPAKTHUKO-OPUEHTHUPOBAHHbIX 3alaHu il
(MoxesiMpOBaHMe CUTYAllUHd U MX AHAJIN3)
[IpakTUKO-OPUEHTUPOBAHHBIC 3aJaHUsI — 3TO NPAKTUYECKUE CUTYyallHH,

OMKCHIBAIOIIME B CXKATOM M €MKOW (opme pa3nuuHble NpoONeMbl, 3alayud U
HEOJJTHO3HAYHbIE CUTYyallU1 0€3 OUE€BUIHBIX OTBETOB.

Pemenust o HUM NpUHKUMAIOTCS, KaK MPaBUIIO, B YCIOBUX Aedunnra nHpopmanuu
U BpeMmeHH. [Ipu 3TOM BaXHO €cClii HE MPEAJIOKUTh pEIIeHUuEe MpPOoOJIEMBI, TO
BbIpa0OTaTh, KaK MUHUMYM, CTpaTerui0 aHajau3a, Hekuil ero amroputm. llpu
BBINOJIHEHUH MTPAKTUKO-OPUEHTHPOBAHHOTO 331aHHsI HanboJjiee HHTEPECHO HE CaMOo
pEeLIEHNE KaK TaKOBOE, a XOJ MBICIIEH, ITOAXO0J K aHAJIu3y CUTyalud, Ha OCHOBE
KOTOPOr0 CTYIEHT IIPUUIEN K TOMY WIM MHOMY 3aKkiroyeHuro. [Ipyu BeImonHeHun
IIPaKTUKO-OPUEHTHUPOBAHHBIX 3aJaHUM 00yuarleMycs HEOOXOIMMO MPUMEHHUTH
IIOJIyYCHHBIE TEOPETHUYECKHME 3HAHUS B paMKax IPONMJACHHOM TEMATUKHU JUIS
penIeHns MPaKTUYECKUX 3a7a4.

[IpaKTUKO-OpUEHTUPOBAHHBIE 3a]a41 BKIIOYAIOT B ceO0sl:

® HAJIWYHE COIMAIBHO 3HAYMMOH 3a7a4u (IpoOIEeMBbI) — UCCIIEIOBATEIBCKOM,
uH(OPMAITMOHHON, TPAKTUYECKOM;

® aHAJIMU3 U IUIAHUPOBAHUS IEUCTBUM MO pa3pelieHnIo IPOOIeMbL;

e omnpezaenaeHNe GOpPMbI MPE3CHTALUH U KOHTEKCTHO 3HAYUMOTO CJIOBAPHOTO
3armaca ¥ rpaMMaTHYeCKUX CTPYKTYP JUIsl BEpOaIbHOTO BhIPAXKEHUS UJIEH.

XapakTepHble YepThl PaOOTHI HaJl IPAKTUKO-OPUEHTHPOBAHHBIMH 3aJa4aMH
BKJIFOYAKOT:

JIMYHOCTHBIM IT0JIX0J] B 00ECIICYEHNN MOTHUBAIIUH;

JICSITEIbHOCTHBIN ITOAXO0I;

MPUHITUIIBI TPOOJIEMHOTO 00YyUYCHUS;

YMEHUS CAMOBBIPKEHUS, CAMOTIPE3EHTAIINHN U pedIieKcuu;

HaBBIKM CAMOCTOSITEJIbHOCTH B MBICIIUTEIBHOM, IIPAKTUYECKON U BOJICBOM

chepax;




¢ VHUIOUATHUBHOCTb U TBOPUCCKOC OTHOLICHHUEC K ACITY.

KoMIOHEHTEI V‘IG6HO-MCTOI[H‘I€CKOI>1 ACATCIBbHOCTH BKIIIOYAIOT CJICAYIOIMINC
HABBIKH.

® aHaTUTUYECKHE (BBIIBIKCHHE HIeH U (DOPMYJIMPOBAHUE 3aa9H,
MOMCK TUITOTE3bl, 000CHOBAHHBIN BBIOOD CIIOCO0a pPEIICHUs )

® [pe3eHTalMOHHbIC (BBIOOP CTIOCO0O0B U (HOPM HATJISTHOM
MIPE3EHTAIMU PE3YJIbTATOB)

® KOMMYHUKATHUBHBIE (YMEHHUE MOA00pATh MPABWIBHBIN Pl
BepOaIbHBIX CAUHUIL OOIIICHMS)

® TIOMCKOBBIE (KOHTEKCTHBIN MOUCK, B IHTEpHETE, 10 KIIOYEBHIM
CJIOBaM)

e uH(pOpMaMOHHBIE (CTPYKTYpPUPOBAHUE UH(POPMALINH).

Kputepun oreHMBaHUs YCIENTHOCTH BBIMOJHEHUS MPAKTUKO-OPUEHTUPOBAHHOTO
3aJIaHus:
® CTerneHb CAMOCTOSTEIIbHOCTH;
® KOJMYECTBO HOBOW WH(POPMAIMH, WCIIOJIB30BAHHON Il BBITIOJHEHUS
3aJlaHus;
CTETIeHb OCMBICIICHHSI HCITOJIb30BAHHON HH(OpMAIINH;
OpPUTHHAIBHOCTD UJIEU, CIIOCO0a pellieHus MPoOIEMBI;
OCMBICJICHUE TIPOOIeMBbI U (HOPMYITUPOBAHKE TIEIIH;
YpOBEHb CAaMOOPTaHU3AIIUU M YCTHOTO COOOIICHNUS;
TBOPYECKUH TIOXO;
COLIMAJIbHOE M MPUKIIAIHOE 3HAYEHUE TTOTYYSHHBIX Pe3yJIbTaTOB.

Meroanuyeckue peKOMEHAAIMM IO OPraHu3alUM TIPYNINOBOil AUCKyccuu /
nedaToB

Jluckyccuss — 3TO YETKO CTPYKTYPUPOBAaHHBIM M CHEIUAIbHO OPraHW30BaHHBIN
1y OJIMYHBIN 0OMEH MBICISIMU MEX/y ABYMsI CTOPOHAMU 10 aKTyaJbHbIM TeMaM. JTa
Pa3HOBUAHOCTH IMyOJIMYHON TUCKYCCUU, HAIIPABJICHHAs HAa IEpeyOeKIeHUE B CBOECH
IPaBOTE TPETHEN CTOPOHBL, @ HE APYT Apyra.

Jluckyccus mpu3BaHa pa3BUBATH JIOTHUECKOE MBIIUICHUE, (POPMUPOBATH YMEHHS
3aJ1aBaTh BOIPOCHI, OTBEYATh B IMOLIMOHAJIbHO-HANIPSKEHHON 00CTaHOBKE, 00y4JaTh
YBaXXUTEIHbHOMY OTHOIIIEHHIO K OMIMOHEHTY MPHU pa3HbIX TOUKax 3peHus. Jluckyccus
CUUTAETCS OCOOEHHO 3(PPEKTUBHBIM METOJOM Y4YEOHOTrO W HAYYHOTO MOUCKa B
MOMEHTHl BO3HUKHOBEHHMSI CIIOKHBIX NpoOJeMHBIX cuTyamnuii. B mpouecce
JUCKYCCHHU MOSIBIISIETCS MHOT'O aJIbTEPHATUBHBIX UIEH, IPEIIOI0KEHUI U TUIIOTES.

Llenp auckyccum: Pa3BUTHUC YMGHHﬁ CBO6OIIHO U apryMCHTUPOBAHHO H3JIaraTb
CBOIO TOYKY 3PCHHUA 110 TEMC HAYYHOI'O UCCICAOBAHNA HAa HHOCTPAHHOM A3BIKC.

3amayn TUCKYCCHU:




— JOCTWI)KEHHE ONpPEACICHHOW CTEIEHU COTJIACUsl YYACTHUKOB JUCKYCCUHU
OTHOCHUTEJIBHO TUCKYTUPYEMOTI'O TE3UCA;

— JIOCTHKEHHE YOeIMTEIIbHOrO OOOCHOBAHUS COJICPXKAHUS, HE HMEIOLIEro
MEPBOHAYAIBLHOU SICHOCTH JIJI1 BCEX YYACTHUKOB JUCKYCCHUH;

—  (QopmupoBaHue  MpodheCCUOHAIIBHOTO  MOHATUWUHO-TEPMHUHOJIOTHYECKOTO
arrapara Ha OCHOBE ayTEHTUYHBIX HICTOYHUKOB 10 TEME HaYyYHOI'O UCCIIECIOBAHNS;
— 3aKpEIJICHUE HABBIKOB OPraHU3allMM YCTHOTO BBICTYIUICHUS MO TEME HAYYHOIO
UCCJIEIOBAHMUSI C  HCIIOJIb30BAaHMEM OOIIEHAyyHOH U NpodecCuOoHaNIbHOU
TEPMUHOJIOTUH;

— 3aKperieHHne KOMMYHUKATHUBHBIX YMEHHUIN B 00JIaCTH MHOSI3bIYHOT'O BOCIIPUSTHS
peuu Ha CIyX.

MeTtoauka NpOBEICHUSI:

1. I'pynna nenutcss Ha MUHU-TpyNNbl o 3-4 yenoBeka. B rpymnme onpenenstoTcs
CITUKEP, ONITOHEHTHI, SKCIIEPTHI.

Cnukep 3aHUMAET JUIUPYIOINIYIO MO3UIMI0, OPTaHU3yET O0CYKJICHUE HA YPOBHE
rpyIIbl, opMyIUpyeT 00l1ee MHEHHE MaJIOH TPYIIIbL.

ONnoHEeHT BHUMATENIBHO CIYIIAET MPEIaracMble TO3UIMUA BO BPEMS TUCKYCCUU U
dbopmyHpyeT BOIPOCHI MO MpejiaracMoil nHGopMaIiu.

DkcrepT (GopMHUpyeT OIEHOYHOE CYXXKJIACHHE IO TpejyiaraéMo MO3UIIMH CBOEH
MaJIOW TPYIIIbl U CPABHUBAET C MPEIJIaraéMbIMUA MO3ULIUSMU APYTUX TPYIIL.

2. Kaxxmas rpynma oOCyskIaeT MO3HITHIO TI0 MpeJjiaracMoi i TUCKYCCUH TeME B
TEYEHHUE OTBEACHHOTO BPEMEHH.

3agada JaHHOTO ATama — cOpMyIUpPOBaTh TPYIIIOBYIO IMO3HUIIMIO IO TeME s
JIACKYCCHH.

3. IIpoBeaeHue NUCKYyCCUU. 3aCTyIIUBACTCS Pl CYKIACHUMN, MPEITIaraeMbIX KaK 101
rpynnor. Ilocne  kaxmgoro  CyXJAEHWsS  ONIIOHEHTHI  33aJal0T  BOIPOCHI,
BBICIIYILIMBAIOTCA OTBETHl ABTOPOB MpeJiaraéMbIX MO3uLui. B 3aBeprieHun
JUCKycCcUU (popMyIupyeTcsi 00Iiee MHEHUE, BRIPAKAIOIIEE COBMECTHYIO TTO3UIIUIO
10 TEME JUCKYCCHHU.

4. TloxBeaeHusT WTOrOB. OJKCHEPTHI MPEAJaraldT OLECHOYHBIC CYXACHUS IO
BBICKAa3aHHBIM TO3UIMSIM CBOMX TPYIIl, OCYIIECTBIAIOT CPAaBHUTEIbHBIM aHAIU3
MEPBOHAYAIILHON M OKOHYATEJILHOW MO3UIMH, PEACTABICHHON CBOECH I'PYIIION BO
BpEMSI JUCKYCCHUH.

5. IlpenomaBaTenp JaeT OLCGHOYHOE CYXICHHE OKOHYATEIIBHO CHOPMHUPOBAHHOMN
MTO3ULIUH BO BPEMS JUCKYCCHH.

Kpurepun onenku:

— MOJIHOTA PACKPBITUS TEMBI;

— IPaBUJIBHOCTh MCIIOJIb30BAHUS IPAMMATHYECKUX U JIEKCHYECKUX KOHCTPYKIIUU;
— YMEHHUE apTYMEHTUPOBATH CBOKO TOUKY 3PECHUS;

— YMEHHUE 3a]1aBaTh BOIPOCHI ONMOHEHTAM U ONIIOHUPOBATH;

— YMEHUE JIeJIaTh BBIBOJIBI.

MeToauueckue peKOMeHIAIUN 110 pedepupoOBaAHNIO TEKCTOB / cTaTel



PedepupoBanue (nar. reffere - nokaasiBaTh, COOOIIATH) — ATO KPATKOE U3TI0KECHUEC
COJIepKaHusl OpUruHaa-nepporucTouHuka. [loaroroska pedepara — CIOKHBINA BHU
CaMOCTOSITETIbHOM paboTHI. Pedepuporanue MIPECTABIISACT co0oit
VHTEJJIEKTYAJIbHBI TBOPYECKHUM MPOLIECC, BKIIOYAIOIIUN OCMBICIIEHUE UCXOIHOIO
TEKCTa, AaHAJUTUKO-CUHTETHYECKOE IMpeoOpa3zoBaHre WHOOPMALMKU: OMUCAHUE
TEKCTa, IICJICBOE  M3BJIeUeHHE  Haubojee  BaXHOM  uwHOpMaLUM, €€
nepepacrpezielieHle U CO3JJaHue HOBOTO TEKCTa.
B 3aBUCHMOCTH OT TOTO, AJIs1 KAKUX IIeJIel MUIeTcs: peepar, BbIIACISIOTCS:
® UHIUKATHBHBIA pedepar (pedepar-pe3tomMe), KOTOPbIA MaKCUMalIbHO
KpaTKO M3JaraeT BbIBOJbI, pe3yJlbTaThl MPOBEACHHON paldOTHI, BCe
BTOPOCTETIEHHOE JIJIsl HHTEpECYIolel pedepeHTa TeMbl Oy CKaeTcs;
e wuHbopMmaTuBHBEIM pedepar (pedepaT-KOHCIEKT), KOTOPBIA  MOXKET
ObITh MOHOTpaUUYECKUM (10 OAHOMY HMCTOYHHUKY) HIIM 0030pHBIM (110
JIBYM WM HECKOJBKHM HCTOYHHUKAM); OH COJEPKUT B OOOOILIEHHOM
BU/JIE BCE OCHOBHBIE MOJIOKEHUS IEPBUYHOTO IOKYMEHTA.

Ocnosnble mpebosanus K pedhepamy
¢ WH()OPMATUBHOCTH, TIOJHOTA W3TOKEHUS,
® OOBEKTUBHOCTb, HCUCKOKEHHOC (UKCUPOBAHHE BCEX ITOJOKCHUU
MEPBUYHOTO TEKCTA,
® KOPPEKTHOCTH B OIICHKE MaTepHala.

Cmpykmypa pepepama

Pedepat oTiinuaeTcst MOCTOSHCTBOM CTPYKTYPBI:

1) 3aroyioBOK (BBIXOJIHBIE TaHHBIE, (POPMYITUPOBKA TEMBI);

2) cobcTtBeHHO pedepaTuBHAsE YacTb, BKJIIOYAIOIIAs M3JI0KEHHE OCHOBHBIX
MOJIOKEHUI TEKCTa-NEPBOUCTOYHUKA;

3) aHanwW3, WBIOXKEHHE pE3yJIbTATOB M BBHIBOJOB;, YyKa3aHWE Ha HAIUYHC
WIIOCTPATUBHOIO Matepuaia (Taliull, CXeM, pUCYHKOB H JIp.).

4) 3aKiII04YMTENbHAS YaCTh (KPaTKUIl KOMMEHTApUid, B KOTOPOM pe(epeHT BhIpaKaeT
CBOE OTHOLIEHHE K MpoOJjeMaM, 3aTPOHYTHIM B MEPBOMCTOUYHUKE, WA K MO3ULUU
aBTOpa IO TUM BOIIPOCAM).

MeToanueckue yKkazaHusi JJIsl HAMUCAHUS 0TYETA HA AHTJIHIICKOM SI3bIKe
CyTp m000TO OTYETa, CBS3AHHOTO C AaHAJIU30M JIaHHBIX — 3TO TPEIOCTaBICHUE
YUTATENI0 YETKO OpraHu30BaHHON  (akTuyeckodt wuHpopManmu. Jletanu
OTIMYAIOTCS B 3aBUCUMOCTH OT THIIA OTYe€Ta U KOHKPETHBIX TpeOOBaHUH,
yKa3aHHBIX B 33JIaHUU.

Obwas cmpykmypa omuema

Otuer, Kak TMPaBUIO, COCTOMT U3 TPEX YACTEW: BCTYIUICHUE, OCHOBHAA
4acTh M 3aKiaroueHre. OCHOBHAsg 4YacTh JEJIUTCS, B CBOK OYepelp, €IIe Ha
HECKOJIbKO yacTel (kak mpaBuiio, 2—3). [Ipu 3ToM 1 caM OTYeT, U BCE €ro 4acTu




JOJIDKHBI MMCTBb 3aroJIOBKH. Takxe MOXHO BKJIIOUYUTH AaTry, pacIiOJIOKHNB €€ Iof
3aroJIOBKOM OTYCTA.

IIpumep pacnonooicenus yacmeu 8 omueme:

Subject:

Date:

Purpose / Introduction

(o1 THIM 3aroJIOBKOM pacriojiaracTcsl BCTYTUICHHE)

Findings

(«Teno» oTueTa C yKa3aHUEM U aHAJU30M BCEX CYIIIECTBEHHBIX JIAHHBIX 110 TEME)
Changes (smecmo cnosa 'changes' nysicno noocmasums c60ti 3a201060kK)

(o1 ATHM 3aroJIOBKOM pacrojiaraeTcs meppasi ojJoBHHA OCHOBHOW YacTH)
Reasons (emecmo cnosa 'reasons' nysicno noocmasums ce0tl 3a201080K)

(o1 ATHIM 3ar0JIOBKOM pacrojiaraeTcsi BTOpas MOJIOBHHA OCHOBHOM YacTH)
Conclusion

(o1 3TUM 3aroJIOBKOM pacroJiaraeTcs 3aKJII0UEHUE)

Bmecto cnoBa 'purpose’ moxHO nucath 'introduction’. Bmecto ciosa 'conclusion'
MOXHO mUcaTh 'recommendation' (€ciu 3TO OTYET-PEKOMEHIAITHS).

Berymienue

['maBHas 3a1aya BCTYIUICHUS B OTYETE 3aKIIOYAETCS B TOM, YTOOBI JaTh YUTATEIIO
MOHSATh, O YeM OYJIeT TaHHBIA OTYET U C KaKOW 1ebl0 OH HamucaH. Eciu B oTuer
OyqyT BKIIIOUEHBI KaKue-HUOY/lb MEHSIOUIMECs TIOKa3aTeldn MW MOTpeldyeTcs
OOBSICHUTH MPUYUHY(BI) U3MEHEHU, TO HYKHO OTPA3WTh 3TO BO BCTYIUICHUU:
«Ilenb oTyera - 06003HAYUTH U3MEHEHUS 1 OOBSCHUTH UX MPUYUHBDY. AOCTPAKTHBIC
pacCy kJIeH!s He HY>KHBI, CTIEAYeT MaKCUMAJIBHO CKAaTO M YE€TKO OMKCATh 11eJb (OHA
yKa3aHa B 3a/IaHWH), UCTIOJIB3Ys mepedpa3 (HEoOX0aIuMO M30eraTh KOMMPOBAHUS
IIEJTM COCTaBJICHUS OTYETa U3 MPEIOKEHHOTO B 3a/IaHUH ).

OcCHOBHas 4acTh

B 0CHOBHO# 4acTH BBITIONHSIOTCS M3JI0’KEHHBIC B 3aJ]aHUU TpeOOBaHUs (HaIpuMep,
CpaBHEHHME JAaHHBIX JBYX (WJIM HECKOJIbKMX) TaOJull, OOBSICHEHHWE MPUUYHUHBI
U3MEHEHUH, aHaiu3 auarpaMMmbl U T.1.). [Ipy 3TOM HEOOXOIMMO HE MPOCTO
nepeurcisiTh (HaKkThl, a CTPYKTYPUPOBATH, FPYIIIIUPOBATH HH(OPMAIIHIO.
3aKJII0OuCHUE

3amaua 3aKJIIOYEHHS - TIOJABECTH WTOTH, CYMMHPOBATh BCIO H3JIOKEHHYIO
uHdopmaruio. B 3aBuCMMOCTH OT THMa OTYETa, MOXKET TaKXKe MOTPeOOBATHCS
BBIPA3UTh CBOE MHEHUE WM JIaTh PEKOMEHIAITHIO.

Ctunb

Hoxnan numercs B popMaibHOM ctujie. CrieyeT 3aMeHATh MPOCThIE CTPYKTYPHI
0ojee  CIOXKHBIMHU, HCIOJIB30BAaTh JIGKCUKY TEKYIIEro Toja oOydeHwus,
CTpaJlaTeIbHBIN 3aJI0T, MOJXOISAIINE CPEACTBA TOTUUECKON CBsI3H. He TOKHO OBITH
Pa3rOBOPHBIX BBIPAXKEHUN U COKPAILLICHUN.

11. IlepeyeHr HHPOPMAUMOHHBIX TEXHOJOTHI, HCHOJb3yeMbIX MpPH
OCYIIeCTBJIEHMH 00pa30BaTeJIbHOIO MpoLecca MO0 IUCHUILIMHE, BKJIKYAs



nepeys HeOOXOAMMOI0 NPOrPAMMHOIO obecnmedyeHUs] W MHE(OPMANUOHHBIX
CIIPABOYHBIX CHCTEM
11.1.KoMIJIeKT JIMIeH3HOHHOT0 IPOrPAMMHOI0 o0ecredeHus :
1. Astra Linux.
2. AnrtuBupyc Kaspersky
3. OOpa3zoBarenpHas miaTdhopma I U3yYCHHS WHOCTPAHHOTO s3bika Rosetta
Stone.

11.2.CoBpeMenHbIe npodeccoHaIbHbIe 0a3bl JaHHBIX U UH(POPMALUOHHBIE
CIPABOYHBIE CHCTEMBI
1. DnexTponHas sHIKKIONeAus: http://wikipedia.org
2. DIEeKTpOHHAs DHIMKJIONEAUS TO0 JCJIOBOMY  aHTJIMMCKOMY  SI3BIKY:
https://www.investopedia.com/
3. AreHTcTBO (MHAHCOBO-KOHOMHYECKHIX HOBOCTEH:
http://www.bloomberg.com

11.3. CepTudunupoBaHHble MPOrpaMMHbIE U aNlIapaTHbIE CPeACTBA 3aAIMUTHI
uHopMauu
YKazaHHbIE CpEJICTBA HE UCIIOJIB3YOTCS.

12.0nucanue MaTepHAJbHO-TEXHUYECKOM  0a3bl, He0OXOAMMOM ISt
OCyLIeCTBJIEHUS 00Pa30BaTeJbHOIO MPOLecca M0 AMCHUIINHE.

OcBoeHHME JUCUUIUIMHBI MPOU3BOJAUTCS Ha 0Oa3e yuyeOHBIX ayJIUTOpUH
@unyHuBepcuteTa. sl BBITOIHEHUS NPAKTUYECKUX WHIAMBUAYAJIBHBIX 3aJaHUN
MOT'YT MCIIOJIb30BAaThCS KOMIIBIOTEPHBIE KIaccChl. JlJIsi MPOBEAEHUs MPAKTUYECKUX
3aHATHI HEOOXOIUM KOMITBIOTEP MYJIbTUMEIUUHBIN C PUKIIAIHBIM IPOTPAMMHBIM
oOecrieyeHuEM U NepuPpepUitHBIMU YCTPOMCTBAMU: IPOEKTOP, KOJIOHKH, CPEACTBA
JUIsl IpocMoTpa npe3eHTanuil B PowerPoint, a Takxe ayauo-BueOoMaTepuaIoB BO
BpEMsI 3aHATUHI 11O TUCLUILIMHE.
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