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1. HepequL IVIAHUPYEMBIX PE3yabTaToB Oﬁy‘-leHI/lﬂ Mo AMCHUIIJINHE, COOTHECCHHBIX C
INJIAHUPYEMBIMH PE€3YJIbTATAMHU OCBOCHUS ITPOrpaMMbI

1.1.

Hucuumnnna «Ilcuxomorus mponmaku TOBapoOB Ha 3apyOeXHBIX pbIHKax / Sales

Psychology in World Markets» obGecrneunBaer oBiajieHHe CICTYIONIUMH KOMITETEHIIUSAMH C

Y4CTOM OSTalla:

Kon HaumenoBanue Kon HanmeHnoBaHue aTana
KOMIIETCHIIMU |KOMIICTCHIIUU DTaria OCBOCHHA|0CBOCHUA KOMIICTCHITNHN
KOMIICTCHI[UU

IIK -6 CrocoOHOCTh BeIOUpatH[ [K — 6.3 CIIOCOOHOCTD  TIPOBOIUTH  JICIIOBBIC
IIeNT0BBIX MapTHEPOB, [eperoBOpbI, 3aKJ0YaTh JI0r0BOpa M
[POBOIUTH C HHUMH JICJIOBBIC KOHTPOJIMPOBATh MX BBINOJHEHUE B
[1EpETOBOPHI, 3aKJIF0YaTh podeCCHOHATBHON AEATETBHOCTH
JIOTOBOPBI M KOHTPOJMPOBATH
X BBIITOJIHCHHUEC

1.2. B pe3ynbraTe ocBOeHMS TUCHUIUIMHBI «[IcHXOMorus mpoaaxu TOBapoOB Ha 3apyOeKHBIX

peiakax / Sales Psychology in World Markets» y cTyneHTOB TOJDKHBI OBITH C(HOPMHUPOBAHBI:

chepe 3akymok» yTB. 10.09.2015 Ne625H
OT® A (B moaHOM 00BEME)
KoncyneTupoBaHue B cdepe

3aKyIIOK ISl TOCYIapCTBEHHBIX,
MYHUIUTIAIBHBIX 1

KOPITOPATHUBHBIX HYXIT

TpynoBble QyHKINH:

[A/01.6 MOHHTOPHHT pBIHKA TIpEAMETa
3aKyITIOK ISl TOCYIapCTBEHHBIX,
MYHHIMTIAIBHBIX U KOPIOPATUBHBIX HYXK
A/02.6 KoHCYynbTHpOBaHHUE 110 3aKyITOYHBIM

OTD/TP Kon stana Pe3yabTaThl 00y4eHHs
(l'lp](l HaJIUYUH rlpot[)CTaHLlapTa) OCBOCHHUS
KOMIeTeHIInH
[TpodeccroHa bHBIN CTAHAAPT IIK - 6.3 HA ypOBHE 3HAHMIA:
«Criemanuct B cdepe 3aKyrok» yTB. - ; 3HaTh  IICHUXOJIOTHYECKHE OCOOEHHOCTH
3apyOeKHBIX JIETIOBBIX MapTHEPOB py|
08.09.2015 Ne606H
OCYIIIECTBIEHHH IIPOLIEITYDP 3aKyIIOK
OT® B
- OCyIIeCTBICHUE 3aKYMOK IS Ha YpPOBHE YMeHHIA:

[OCYIaPCTBEHHBIX, MYHHLHIAIBHBIX U - yMeThb BBHIOMpaTh 3apyOeKHBIX IETOBBIX
MapTHEPOB C YYETOM HX MCHXOIOTMYECKUX

KOPIIOPATUBHBIX HYXI (B TIOJHOM 00 .
0COOEHHOCTEH W 3aKIF0YaTh C HUMH JIOTOBOPBI

(beMe) IPH OCYIIECTBICHUH HPOLIEAYP 3aKyIIOK

Tpynosble pyHKINH:

B/02.6 OcymecTBienne npoueayp Ha ypOBHE HaBLIKOB:

3aKYIIOK
- BJI3/ICTh ~ HABBIKAMH  OCYIECTBICHHS
HpOLEAYp 3aKYIOK U 3aKJIIOYEHHS 3aKyHOYHBIX
JIOTOBOPOB M KOHTPOJIS 32 UX BBINIOJHEHHEM B
npodeCcCHOHATBHON JIESATENBHOCTH C YYETOM
TICUXOJIOTHYECKUX OCOOCHHOCTEH 3apyOeKHBIX
JICJIOBBIX NTAPTHEPOB

[Mpodeccronanprblii crangapT «Jkenepr B | [TK — 6.3 HA YPOBHE 3HAHUIA:

- 3HaTh TICHXOJIOTHYECKHE OCOOEHHOCTH
3apyOCKHBIX JAENOBBIX MapTHEPOB IPH BEICHUH|
[ICPETOBOPOB M 3AKJIIOYCHWH JJOTOBOPOB B
POo(QEeCCHOHATBHON  NEATENIBHOCTH €  LEIBIO|
KOHCYJIBTHPOBAHUS 110 3aKyMOYHBIM MPOLEypam

Ha YyPOBHE YMEHMIi:

- YMEeTh KOHCYIILTUPOBATh 10 BOIPOCaM BbIOOpa
3apyOeKHBIX JEIOBBIX MApTHEPOB C YUYETOM HX
IICUXOJIOTUYECKUX ocoOeHHOCTeH pu
IIPOBEJCHUM IIEPErOBOPOB U  3aAKIIOYCHUU

JIOTOBOPOB M KOHTPOJIC HX BBIIIOJHCHUSA




poteaypam

Ha YPOBHEC HABBIKOB:

- BJAACTb HABbIKAMHU KOHCYJIBTUPOBAHUSA 110

BOIIpOCaM OCYIIECTBICHHS JIETIOBBIX
MEPETOBOPOB 10 TPOLENypaM 3aKylmoK H
3aKIIIOUEHUS]  3aKYIOYHBIX JOTOBOPOB "

KOHTPOJIS 3a nx BBIIIOJTHEHHEM B
npodecCHOHATbHON MESTENBHOCTH C YYETOM
TICUXONOTHYECKUX OCOOCHHOCTEH 3apyOeKHBIX
JI€JIOBBIX ITAPTHEPOB

Menemxkep BOJl/Menemxkep 1o
SKCIOPTY U UMIIOPTY

(B COOTBETCTBHH C pe3yJIbTaTaMu
(dopcaiiT-ceccuu. Dopcaiir-ananms
TpeOoBaHMH K KOMIIETEHIINSM )
TpynoBele GyHKIMH:

- BeJICHHE NIEPErOBOPOB U JETIOBOI
MEPETUCKU C TIOTUCTHIECKAMHU
KOMIIaHUSIMH 1 OpOKepaMH MO YCIOBHSIM
[pabOTHI 1 ONTHMHU3ALINHU TIOCTABOK.

MK — 6.3

HA YPOBHE 3HAHMIA:

- 3HaTh IICHXOJIOTMYECKHE OCOOEHHOCTEH

3apyOe)KHBIX JEIOBBIX MapTHEPOB IPH BEICHHY
[CperoBOPOB U
3aKJIOYEHUH JIOTOBOPOB C  JIOTHCTHYECKHMY|
KOMITAaHMSIMH M OpOKepaMu IO yCIOBHSIM pabOTh]
1 ONTUMM3AIMH TOCTABOK.

ﬂeHOBOﬁ NEPCIIUCKN 41

HA YypPOBHE YMeHHMIi:

- YMETh YUUTHIBATH IICUXOJIOTUYECKUE
0COOEHHOCTH 3apyOSKHBIX JICIIOBBIX MTAPTHEPOB
NP BEJICHUH NIEPETOBOPOB U JICIOBOM
MEPENUCKH U 3aKIIFOUSHUH JI0TOBOPOB C
JJOTUCTHYCCKHUMH KOMIIaHUAMU U 6p0KepaMn mo
YCIIO0BUAM pa6OTBI " ONITUMHU3ALMU ITOCTABOK.

HA YPOBHEC HABBIKOB:

- BJIaJICTh HABbIKAMU Ha IMPAKTHUKEC YUUTHIBATH
IICUXOJIOTHYECKHUE OCOOEHHOCTH 3&py6€)KHBIX
JACJIOBBIX MAPTHEPOB IIPU BEACHUUN
MEeperoBopoB U JIeIIOBOM MEepenrcKu 1
3aKJIFOUYCHUHN JOTOBOPOB € JIOTUCTUYCCKUMU
KOMIIaHUAMHA U 6p0KepaMH 110 yCJIOBUAM
pa6OTI)I " OIITUMHU3allMU ITOCTABOK.

2. O6bem u MecTO AUCHHMILINHBI B cTpyKType OII BO

Huctumuaa b1.B.JIB.06.01 «Ilcuxonorus npojiaku TOBapoB Ha 3apyOeKHbBIX PhIHKAX /

Sales Psychology in World Markets» Bxomut yueOHbIH MmaH mo HampasieHuio 38.03.06

«Toprosoe nemo», mpoduib «MexayHapoaHass KOMMEPIUS» U H3ydaeTcs B 8 cemecTpe 4-ro

Kypca Kak JUCLHIIIMHA [0 BBIOOPY.

OcBOEHHUE OUCIHUIUIHHBI

b1.B.JIB.06.01

«IIcuxomorus npoagaKu TOBAPOB Ha

3apyOexkHbIX phiHKax / Sales Psychology in World Markets» omnmpaercs Ha ciemyromniue

muciutuInHbl: «KoMMepueckas aesTebHOCT» (2 Kypc, 3 cemecTp), «MmupoBas S5KOHOMHKA U

MexayHapoaHas nonutukay (1 xkypc 2 cemectp), ),

«CtpanoBeznenue» (1 kypc 2 cemectp),



«/lenoBbie meperoBopsl ¢ 3apyOeKHBIMH MapTHepamm» (3 Kypc 5 cemectp), «MexXIyHapOIHBIHA
MapkeTuHr» (4 kypc 7 cemectp).

Huctunmuaa  «[lcuxomorusi mpomaxu TOBapoB Ha 3apyOeKHBIX pbIHKax / Sales
Psychology in World Markets» sBisiercs omopoit mpu BeimonHenun HUP, mpoxoxaenun
MPOU3BOJICTBEHHON U NMPENAUIIIOMHON NPAaKTUK U BbintosHeHUU HUP.

OO6miast Tpy1I0€MKOCTh AUCIHUIUIMHBI — 2 3a4. eAuHUIIBI (72 yac)

[To mucummumae «Ilcuxomorus MpoJaXu TOBAPOB Ha 3apyOEKHBIX phIHKax / Sales
Psychology in World Markets» Beinensiercst:
Ha KOHTaKTHYIO paboTy ¢ mpernojaBateneM 36 yac, B TOM YUCIIE:
-Jekuu — 18 yac.
- IpaKTHYECKHUE 3aHATH — 18 yac.
Ha CaMOCTOSTENbHYIO paboTy oOyuaronuxcs — 36 yac

3. Coaep:xkanue U CTPYKTYPa AUCHUILIMHBI

Ne i/m HaumeHoBaHue TeM O0beM IMCHUIIMHBI (MOAYJI5), Yac. ®opma
(pa3zesios), Bcero KonTakTHas paéora CP TeKyIlero

KOHTPOJIst
00y4alommXxcs ¢ npenojgaBarejieM yeneBaeMocTu*,

10 BUIAM YUeOHbIX 3aHATHI NPOMEKyTOIHOI
a JP mn3 KCP aTTecTamuu***

Ounasn ¢hopma odyuenusn

Tema 1 |Application of the
psychotherapeutic
approach in the
psychology of commerce
in foreign markets.
Psychotherapeutic effect
of a businessman /
[Ipumenenue
TICUXOTCPAIEBTUYCCKOI'O
MIOIX0/1a B TICUXOJIOTUH
KOMMEpLIUH Ha
3apyOe)KHBIX PHIHKAX.
[cuxorepaneBTHyecKOe
BO3JEHCTBUE
KOMMEpCaHTa

Tema 2 |Features of the psychology
of communication in
international commerce: a
psychotherapeutic
approach /

Oc00EeHHOCTH TICHXOJIOTHH 8 2 2 4 0.3
oOmIeHUs B
MEXIYHApPOAHON
KOMMEPIIHH:
[ICUXOTEPANIeBTHUCCKUIN
TOJIXO/,




Tema 3 |Psychotherapeutic
organization of dialogue
with foreign partners and
consumers /
[cuxoTepareBTHYeCKas

OpraHu3anys AUauora ¢
3apyOCKHBIMH
napTHEPaMH 1
MTOTPEOUTEIISIMH.

8 2 2 4 0,]3,T

Tema 4 |The psychology of sales in
foreign markets /
TIcuxonmorust MpoJakK Ha 8 2 4 4 0,73, T
3apyOeKHBIX PBIHKAX

Tema 5 |Stages of the transaction /

JTamnbl CIEIKH 8 2 4 4 0.3

Tema 6 |Objections of the buyer
and their processing /

Boszpaykenus noxynarens 8 2 4 4 O, T
n ux o0paboTka

Tema 7 |Telephone and Internet
sales / [Ipogaxku mo
tenedony u B IHTepHET-
[IPOCTPAHCTBE

Tema 8 |Stress in the activities of a
businessman / Ctpeccs B
eI TeTPHOCTH 8 2 2 4 0
KOMMEpCaHTa

Tema 9 [Self-regulation of the
psycho-emotional state of
a businessman.
Anti-stress technique /
Camoperymsinus
[ICUX03MOLIOHAIEHOTO
COCTOSIHHSI KOMMEPCAHTA.
AHTHCTpECCOBas
METO/IMKA

[IpomexxyTouHas arTecTanus 3aveT

Bcero: 72 | 18 | 18 | 36

Dopmbr mexywezo konmpoas ycneeaemocmu. onpoc (0), mecmuposanue (T), domawnee 3aoanue (/]3),
oucnym (1) .

Conep:xanue TUCHUIJIMHBI

Theme 1. Historical background of the development of the psychology of commerce
General principles of psychotherapeutic influence of a businessman. The need to use psychology
in relations with customers, suppliers, business partners, personnel management.




Theme 2. Features of the psychology of communication in international commerce: a
psychotherapeutic approach.

The communicative side of communication. Verbal adjustment to a foreign partner. Types of
psychological contact and their features in business communication with partners from different
countries: eye contact, facial expressions, gestures. Special communication technique: pseudo-
communication, or active listening. The interactive component of communication. The positions
of the participants in communication: the model of E. Byrne. The perceptual side of
communication. Reflection, identification, empathy.

Theme 3. Psychotherapeutic organization of dialogue with foreign partners and consumers.
Dialogue: typology of questions. Speech as a behavior management tool. Speech Analysis
Techniques: Metamodel. Psychotherapeutic techniques of speech exposure in commerce.
Hypnotic direction in the study of sales psychology. Suggestibility techniques used in the
psychology of commerce. Milton Model: Suggestive Speech Techniques

Theme 4. Psychology of sales in foreign markets.

Motives of a foreign consumer. Shopping risks. Motives for the purchase. Analysis of consumer
motives. Psychological features of a domestic seller.

Sustainable psychological types of buyers. Types of temperament according to Hippocrates —
Pavlov. Types of constitution according to E. Kretschmer. Psychological types according to K.G.
Jung and I. Myers-Briggs.

Theme 5. Stages of the transaction.
Introduction - Attention. Product Presentation - Information, Interest. Motivation - Desire.
Completion - Action. After-sales phase.

Theme 6. Objections of the buyer and their processing.
Typology of questions and logical levels. Objection processing steps. Objection handling
techniques. Typical objections. Price objections

Theme 7. Sales by phone and in the Internet space.

Script telephone conversation. Introduction. Typology of questions. Completion.

Online communication script. The use of suggestive techniques in a telephone conversation and
when communicating in the Internet space. Presuppositions. Pseudo-issues. False choice. Using
pseudo comparisons. Truisms

Theme 8. Stress in the activities of a businessman.
Common stress factors. Occupational stress factors. Specific stress factors in a trader. Stages of
stress. The effects of stress. Protection against occupational stress.

Theme 9. Self-regulation of the psycho-emotional state of a businessman. Anti-stress technique
Self-regulation. Recommendations aimed at the psychological past, present and future. Self-
regulation and the discipline of thinking /

Tema 1. McTopuueckue npeanoChUIKA pa3BUTHS ICUXOJIOTMH KOMMEPIIUU

OO0mwpe TPUHIUIBI TICUXOTEPANIEBTUUECKOTO BO3IACHCTBUS KOMMepcaHTa. HeoOxoamMocTh
HCIIOJIB30BaHUs TICUXOJOTHM B OTHOLIEHUAX C MOKYIATEISIMHU, MOCTABIIMKAMH, TAPpTHEPAMU 110
Ou3HeCy, YIIpaBJI€HNUU IEPCOHAIIOM.

Tema 2  OcoOEHHOCTHM  TMCHUXONOTMH  OOUICHWS B  MEXKAYHApOJHOM  KOMMEPIUH:
MICUXOTEPANEBTUYECKUN MOIXOI.

KommyHnukaTuBHast ctopoHa obmeHus. CroBecHas MOACTPOKA K 3apyOeKHOMY HapTHEpY. Buabl
TICUXOJIOTHYECKOTO KOHTAKTa U MX OCOOCHHOCTH TIPH JIEJIOBOM OOIIEHUHU C MapTHEPaMHU Pa3HBIX



CTpaH: TJIa3HOW  KOHTAKT, MHMMHKaA, kecThl. CrnenuanbHas  TEXHUKA  OOILEHUS:
MICEBJOKOMMYHHUKAIUS, WM aKTUBHOE cllyllaHue. HTepakTuBHas cocTaBisolas OOILIEHUS.
[To3uuuu ywacTHuKoB oOmeHus: mozaenb O.bépHa. IlepuenTuBHas CTOpoHa OOLIEHUS.
Pednexcust, nneHTHUQUKAINS, SMIATHS.

Tema 3. IlcuxorepameBTHYecKas OpraHu3alMs AMaiora c 3apyOeKHBIMU MapTHEpPaMU U

MOTPEOUTEISIMHU.

Jluanor: TUIOJIIOTHS BONPOCOB. Peyb Kak MHCTPYMEHT YIPABICHUs IOBEICHUEM. TEXHHUKHU
aHaJM3a peud: Meramojenb. [lcuxoTepaneBTHUECKHE TEXHMKH pPEYEBOrO BO3ACWUCTBUSA B
KOMMepIMM. [MIHOTHYECKOE HampaBlIEHUE M3YYEHHMsS] [ICHXOIOTMM IpoJax. TeXHMKH
MOBBILICHUSI BHYIIAEMOCTH, HCIIOJIb3YyeMble B IICUXOJIOIMM KOMMeEpIHUH. MWMITOH-MO/IENb:
IIPUEMBI CYITECTUBHOM OpraHu3alluu peuu

Tema 4. [lcuxonorus npoaax Ha 3apyOeKHBIX phIHKAX.

Mortussl 3apy0exHoro norpedurens. Pucku npu nokynkax. MoTuBbl NOKYIKU. AHaJIN3 MOTHBOB
norpebuteneil. Ilcuxomornueckne 0COOEHHOCTH OTEUECTBEHHOTO IIPOJABIIA.

YcroluuBbBIE TCUXOJIOTMYECKHE THIBI MOKynaTtesned. Tumsl TemmepameHnta no [unmokpary—
[TaBnoBy. Tunbl koHcTUTyMu 1o O.Kpeumepy. Ilcuxonornyeckue tunsl no K.I. FOury u W.
Maiiepc-bpurrc.

Tema 5. DTamnel cOeIKH.

Berynnenue — Attention. Ilpesenrammst ToBapa — Information, Interest. MotuBanusi — Desire.
3asepienue — Action. [TocnenpoaaxHslii sTar.

Tema 6. BozpaxkeHust mokymaresst 1 ux oopadoTka.

Tunonorus BONPOCOB M JIOTHUYECKHE YPOBHH. OTambl 00paboTkM Bo3pakeHUs. I[Ipuembl
00paboTKu Bo3pakeHUH. Tunossle Bo3paskeHus. Bo3paxeHnus no nexe

Tema 7. IIpopaxu no tenedony u B UHTepHET-IPOCTPAHCTBE.
Cuenapuii TenedonHoro nuanora. Beryminenue. Tumonorus BonmpocoB. 3aBepIieHue.
Cuenapuii oOmeHust oH-n1aiiH. Vcnonb30BaHNe CYTTE€CTUBHBIX TEXHUK B TEJIE(POHHOM pa3roBope
u npu obmenun B WHrepHer-mpoctpanctBe. IlpecyOnosunuu. [lceBnoBompockl. JIoKHBIM
BbIOOp. Mcnonbp3oBanue 1nceBao cpaBHEHUN. Tpron3Mel.
Tema 8. Ctpecchl B A€SATENBHOCTH KOMMEPCAHTA.
Oo6mue daktoper crpecca. PakTopsl mpodeccuonansHoro crpecca. Crnenuduaeckue (HakTophl
cTpecca 'y KoMmMMepcaHTa. Otambl  crpecca. IlocienctBust — crpecca.  3ammura  OT
npodeccruoHaNnbHOIO cTpecca.

Tema 9. Camoperymsinus ICUXO03MOLIMOHAIBHOIO COCTOSHHS KOMMEpPCAHTa. AHTHCTpECCOBas
METO/IMKA
Camoperymauusa. PekoMeHIanuy, HalpaBlIEHHBIE B IICUXOJIOIMYECKOE MPOIIOE, HACTOALIEE U
Oynymee. CaMOperysius U AUCIUTUINHA MBIIUICHUS.

4. MartepuaJjbl TeKylero KOHTPOJIs yCIeBAeMOCTH 00y4aromuXcs ¥
(poH1 OLIEHOYHBIX CPEICTB MPOMEKYTOYHOM ATTEeCTAIUM MO AUCHUILIHHE
4.1. ®opMbI 1 METOABI TEKYIIETO KOHTPOJISI YCIIEBAEMOCTH U IPOMEXKYTOUHOM aTTECTAIUU.

4.1.1. B xome peanu3anuy IJUCHUILUIUHBI HCIONB3YIOTCA CIEAYIOIUE METOIbl TEKYIIEeTo
KOHTPOJISl YCIIEBAEMOCTH O0YJaIOIINXCS:

Tema (pa3nen) MeTo/1bl TEKYIIETO KOHTPOJIS
YCIICBACMOCTH
Application of the psychotherapeutic approach in the psychology of Omnpoc ycTHBIH
commerce in foreign markets. Psychotherapeutic effect of a businessman /




HpI/IMeHeHI/Ie NCUXOTECPANICBTUYCCKOI'O MMOJAX04a B IICUXOJIOTMHU KOMMEPIUHU
Ha 3apy6€)KHI)IX PBIHKaXx. HCI/IXOTepaHeBTI/I"ICCKOG BOS,Z[GﬁCTBI/IG KOMMEpPCAaHTa

Features of the psychology of communication in international commerce: a
psychotherapeutic approach /

OCOOCHHOCTH TICUXOJIOTHH OOLICHHS B MEXIYHAPOJHOW KOMMEPIIHH:
TICHXOTEPANeBTHISCKHI MOIXO.

Ornpoc yCTHBIN , TOMAIIHEe 3a/laHue

Psychotherapeutic organization of dialogue with foreign partners and
consumers /

Omnpoc yCTHBIH , JOMaITHee 3a/1aHHe,
[IcuxorepaneBTHdecKas OpraHu3anys JUajIora ¢ 3apyOeKHBIMHU ITapTHEPaMHU

TECTHPOBAHUE
U TIOTPEOUTEIAMH.

The psychology of sales in foreign markets / Ilcuxomorus mpopax Ha N
Orpoc ycTHBII , JOMaIIHee 3a1aHue,

3apyOEHKHBIX PHIHKAX

TECTHPOBAHHE
Stages of the transaction / Jtambl caenku Ornpoc yCTHBIN , TOMAIIHEE 3a/laHue
Objections of the buyer and their processing / Bo3paskeHus moxkymaresst u ux
obpaboTka Onpoc yCTHBIH , TECTUPOBaHUE

Telephone and Internet sales / Ilpogaxku o Tenedony u B UntepHeT-

Onpoc yCTHEIHA
IIPOCTPAHCTBE

Stress in the activities of a businessman / CTpecchl B A€ATEIbHOCTH
KOMMeEpCaHTa Ormpoc yCTHBIH

Self-regulation of the psycho-emotional state of a businessman.
Anti-stress technique /
CaMoperyssus ICHX03MOIMOHATBHOTO COCTOSHUS KOMMEPCaHTA. Ormpoc yCTHBII

AHTHCTpeCCOBaﬂ MCTOJUKaA

4.1.2. [IpomexxyTouHast aTTecTalys NpoBoaUTCs B (hopMe: 3a4eTa ¢ OTMETKON

4.2. MaTepuaJibl TEKYLIEr0o KOHTPOJISAA yCIIeBA€MOCTH.
ConeprxaHue 3aJjaHUi KOHTPOJIBHBIX Pa0OT (TIpUMEpHI):

Subject of test 1.
Application of the psychotherapeutic approach in the psychology of international commerce. The
psychology of communication in commerce in foreign markets: a psychotherapeutic approach.
Organization of dialogue.
Subject of test 2.
The psychology of sales and purchases in foreign markets. The psychological stages of the
transaction. Objections of the buyer and their processing. Sales by phone and the Internet.
Presentation psychology. Typology of consumers, buyers, sellers.
Subject of test 3.
Stress in the activities of a businessman. Self-regulation of the psycho-emotional state of a

businessman.

TemaTnka KOHTPOJIBHOM paboThI 1.

HpI/IMCHeHI/IG IMCUXOTCPAINICBTUICCKOI0 Moaxoaa B ICUXOJIOTHU MG)I(JIYHapOI[HOfl KOMMCPIHH.




[Icuxonorust oOIIEeHUsI B KOMMEPIMU Ha 3apyOeKHBIX PhIHKAX: MCHUXOTEPAreBTUUYECKUNA MOAXOI.
Opranu3zanus auanora.

Tematnka KOHTPOJIBHON paboOTHI 2.

[lcuxomorus mpojax M 3aKylnoK Ha 3apyOeXHbIX pblHKax. Ilcuxomormdeckue 3Tambl CAEIKH.
Boszpaxkenus nmokynarenst 1 ux oopadotka. [Ipomaxu no tenepony u Murtepuery. [lcuxonorus
npe3eHTaluu. TUnonorus notTpeduTenei, NoKynaresiei, npoaaBIoB.

TemaTnka KOHTPOJIBHON paboThI 3.

Crpeccsl B A€ATENBHOCTH KOMMepcaHTa. CaMoOperyisinus INCHUXO3MOLMOHAIBHOIO COCTOSIHMS
KOMMEpCaHTa.

[To xa)xIOMy TeMaTHUECKOMY pa3jiely KOHTPOJIS CTYyIEHTaM IpeaaraeTcs BapHaHThl 3a/laHui,

BKJIIO4Yasi TCCTOBBIC 3a/IaHHA.

PoaeBrble HI'Pbl U HHAUBUAYAJIbHBIC TOMAIIHUE 3a/IaHUS (npnMepr):

PoneBas urpa 1: CTygeHT — «IpoJaXHUK» (MOXKHO JIBOE€ CTYIEHTOB) BHIOMpAeT NBYX-TpeX U3
PUCYTCTBYIOIIUX CTYJACHTOB —II OKYyIaTeJIel U COBEPIIAECT C HUMH CHECIIKY, CIEysl OCHOBHBIM dTamam eé
COBepIHeHI/ISI, CTpeMSICL MaKCI/IMI/ISI/IpOBaTI) Mapxcy CACJIKHU U OCTAaBUB HOTpe6I/ITeJI$I }UZ[OBJ'ICTBOpéHHLIM.

Ponesass wrpa 2: Pacnipenenuth pomum  MeXAy CTyAEHTaMH;, OJHON CTOPOHOM
CMOZEIIMPOBATh BO3PAXKEHUS; MPOAABIY CIPABUTHCSA C BO3PAKEHUAMHU KIUEHTA B OTHOIICHUU
3aKymaemMoro UM ToBapa.

NunuBuayanpHO qOMamiHue 3a1anue 1.— pa3paboTtaTh clieHapHid TeIeOHHOTO JIeJI0BOrO
pasroBopa, OpUEHTUPOBAHHOTO HAa MAPTHEPOB U3 PA3HBIX CTPAH C YYETOM HMX MEHTaJbHOCTH, a
TaKKe MPETyCMaTPUBAIONINK pa3IMYHbIE BapUaHTHI pa3BUTHs Oecenbl (mo TenedoHy U B
WHTepHeT-nmpocTpaHcTBe).

PormeBass wrpa 3: mpoBedeHMHM Tpe3eHTAIlMM ToBapa Tmepen  3apyOeKHBIMU
MOTPEOUTEISIMHU.

NunuBuayanbHOE JOMAIIHEE 3aIlaHUE 2:0MPEAeIUTh CBOM MCUXOIOTHYECKUI TUIT

WuauBuayanbHOE TOMalTHee 3aaHue 3: pa3paboTaTh METOIbl OOPHOBI CO CTPECCOM IS

ce0st MHANBUIYAIBHO.

TeMbl 3CCE, NUCITYTOB, TOKJIA0B IO TUCHUILJINHE

1. The concept of the psychology of commerce as an applied psychological discipline.

2. The problem of personality in psychological science: structure and social behavior.

3. The inner world of the personality and its identity. Its influence on the success of
commercial transactions (on the example of a transaction for the purchase of goods and materials

or export-import operations)



4. Social psychology of the labor collective.

5. Characteristics of the team and group dynamics.

6. The organizational culture of a commercial company: structure and content.

7. The image of a commercial company and its impact on the success of commercial
transactions (for example, a transaction for the purchase of goods and materials or export-import
operations)

8. Image of sales staff and a businessman.

9. Factors of commercial success of the organization; professionalism

businessman, marketing staff behavior, effective style

leadership, business ethics.

10. The psychology of commercial negotiations and the principles of business
communication.

11. Psychological comfort and trust of the client (partner) as a prerequisite for a
successful business transaction.

12 . Psychological orientation of a businessman in a trading situation and establishing a
partner’s psychotype (for example, a transaction involving the purchase of goods and materials
or an export-import operation)

13.Magic techniques of product presentation and argumentation of the sale.

14. Psychotherapy of partner behavior, reforming and overcoming objections, fears,
doubts.

15. Attacking style of behavior of a businessman in a commercial dialogue with a partner.
Leading processes.

16. Attacking style of behavior of a businessman in commercial negotiations: the
possibilities and techniques of manipulative techniques.

17. Psychological features of the process of concluding a commercial transaction (on the
example of a transaction for the purchase of goods and materials or export-import operations)

18. The main prerequisites for professionalism in the work of a businessman:
professional thinking, personal and business qualities, creative abilities.

19. Skills of the psychological and communicative competence of the merchant as a
decisive condition for an effective commercial transaction.

20. Empathy and psychotechnology of personal charm in the work of a businessman as a
practical psychologist.

21. Social roles and personal potential of a businessman in market conditions.

22. Managing a businessman’s own behavior as a decisive condition for the development

of professionalism and self-improvement.



23. Training a businessman in market conditions: game and training methods.
24. Description of the basic techniques of reframing.

25. Fundamentals of manipulative technology. /

1. IloHsiTHE O ICUXOIOIMM KOMMEPLIMH KaK IPUKJIAJHON NICUXOIOTHYECKON JUCIUIIIMHE.

2. [IpobaeMa INYHOCTH B ICHXOIOTUYECKON HAyKe: CTPYKTYpa U COIUAIbHOE TTOBEICHHUE.

3. BHyTpeHHUH MHp JIMYHOCTH M €€ CaMOCO3HaHWe. Ero BiIMsHHME Ha yCHEIIHOCTb
KOMMEpPYECKHX CIIeJIOK (Ha mpuMmepe caenku mo 3akynke TMI] wim 3KcrnopTHO-MMIIOPTHOM
OTepalnn)

4. CounanbHasl ICUXOJIOTHS TPYIOBOTO KOJUIEKTHBA.

5. XapakTepucTrKa KOJJIEKTHBA U TPYIIIIOBas JUHAMHUKA.

6. OpranuzanmoHHas KyJlbTypa KOMMepUecKol (UPMBI: CTPYKTYpa U COJepKaHUE.

7. Umux koMmMepueckoi (pUpMBI M €ro BIMSHUE Ha YCHEIIHOCTh KOMMEPYECKHX CAETIOK
(Ha mpumepe caenku no 3akynke TMIL] win SKCIOPTHO-UMITIOPTHON OTIEPALIHH )

8. IMuK TOPTOBOTO MEpCOHana 1 KOMMEPCaHTa.

9. ®akTopsl KOMMEPYECKOTr0 ycIexa OpraHu3aluu; IpopeccuoHaIn3mM

KOMMEpCaHTa, MapKETHHIOBOE MOBEICHUE NIepcoHana, 3pPEeKTUBHBINA CTHIIb

PYKOBOJICTBa, ITHKa OH3HEca.

10. IIcuxonorusi KOMMEPYECKHUX TIEPETOBOPOB U MPUHITUIIBI IETTIOBOTO OOIICHHS.

11. Ilcuxomormueckuid koMpopT M JOBepHe KIMEHTa (MapTHEpa) Kak MpearnochUIKa
YCHEIIHOW KOMMEPUYECKON CIEIIKHU.

12 . [Icuxonoruyeckasi OpueHTaLUsI KOMMEPCAHTa B TOPTOBOM CUTYallMU U YCTAaHOBJICHUE
NICUXOTUIIA TapTHepa (Ha mpumepe cAenku mo 3akynke TMIl umm 3KCOpTHO-UMITOPTHOM
OTICPALIHH )

13.Marnyeckue npueMsbl PE3eHTAlUU TOBapa U apryMEHTaLUs TPOAAKH.

14. Tlcuxotepamnus MOBeACHUS MapTHEPA, pehopMUpOBaHHE U TIPEOJIOICHUE BO3PAKEHHH,
CTpaxoB, COMHEHUH.

15. Arakyronuii cTuiIb NOBEACHHUSI KOMMEPCAHTa B KOMMEPUECKOM JUAJIOTe C ITAPTHEPOM.
IIpoueccel muaupoBaHus.

16. Artakyroomuid CTUIb TIOBEACHHS KOMMEPCAHTa B KOMMEPYECKHUX MEPEroBOpaX:
BO3MOXHOCTH M MIPUEMBI MAaHUITYJISITUBHON TEXHUKHU.

17. Tlcuxonorndyeckre 0COOCHHOCTH MpoOLecca 3aKJIIOYEHUSI KOMMEPUYECKOM cllesku (Ha
IpuMepe cenku 1o 3akynke TMI] uiam 3KcriopTHO-UMIIOPTHOM ONepalin)

18.  OcHoBHBIE TMpennochUIKM mpodeccmoHanm3mMa B paboTe  KOMMEpCaHTa:

HpO(l)eCCI/IOHaJ'II)Hoe MBIIUJICHUE, THYHOCTHO-ACJIOBBIC KAY€CTBA, TBOPUYCCKHC CIIOCOOHOCTH.



19. HaBbIKM IICUXOJIOTHYECKON U KOMMYHHKaTHBHOﬁ KOMIICTCHTHOCTU KOMMEPCAHTAa KakK

pematomiee yciaoBue d3(h(HEKTUBHONH KOMMEPUYECKON CIEITKH.

20. DOMmaTus ¥ TICUXOTEXHOJIOTHSI JIMYHOCTHOTO oOasiHUsl B paboTe KOMMeEpcaHTa Kak

MMPAaKTHYCCKOI'O IICUXO0JI0ra.

21. COI_[I/IaJ'H:HBIC poJin u JIMYHOCTHBIN ITOTEHLIHA KOMMCPCAaHTa B PIHOYHLIX YCJIOBUSAX.

22. VYhpaBieHne KOMMEPCAHTOM COOCTBEHHBIM IIOBEICHMEM KaK PpEIIaoliee YCIOBUE

pa3BUTHUS MPOPECCUOHANN3MA U CAMOCOBEPIIICHCTBOBAHHSI.

23. O6y‘IeHI/Ie KOMMCPCAHTa B PbIHOYHLIX YCJIOBUAX: HT'POBBLIC U TPCHHUHI'OBBIC METO/IbI.

24. XapaKkTepHCcTHKa OCHOBHBIX IPUEMOB pedpeiiMHuHra.

25. OCHOBBI MaHUITYJIITUBHON TEXHUKHU.

4.3. OueHo4Hble CpeACTBA /Il IPOMEKYTOYHOM aTTecTALMU.

4.3.1. IlepeyeHb KOMIIETEHIMI ¢ YKa3aHHEM 3TanoB UX GopMUpPOBaHHUS B mpolecce

ocBOeHHMsI 00pa30BaTeIbHOIl MPOrpamMMBbl.

IToka3zaTteau wu KPpUTEPUA OUCHUBAHUA

KOMIIeTeHIMI HA Pa3JIMYHbIX 3Tanax uxX OpMUPOBAHHUSA

KOI[ HaumeHoBaHue KO,Z[ HanmMeHoBanue JTaIllq|
KOMIIETECHIIMN |[KOMIIETEHIIUN dTara OCBOCHUS|0OCBOCHMS KOMIIETEHIIUUA
KOMIICTCHIIUN

IIK -6 CrocoOHOCTh BeIOUpatH[ [K — 6.3
IIeTT0BBIX MapTHEPOB, CIIOCOOHOCTh  TPOBOJHTH  JICJIOBBIE
[POBOJNTH C HHUMH JCJIOBBIC [eperoBophl, 3aKJI0YaTh JI0roBOpa M
TIEPETrOBOPLI, 3aKJII0YaTh| KOHTPOJMPOBATHL HX BbIIIOJHCHUC B|
IOTOBOpBI M KOHTPOJIMPOBATh poheCCHOHAILHOMN JEATSIILHOCTH
WX BBIMOJHCHUE

ITan ocBoOeHHUS

IToxa3zarTeJan olleHUBaHHUSA

Kpurepmuii onenuBanus

3aKJII0YaTh J0TOBOpPA
U KOHTPOJIUPOBAThH
UX BBIMOJIHEHUE B
po¢eCCHOHATEHON
JEATENEHOCTH

KOMII€ETCHIIU U
I1K-6.3 OmnpenensieT ICUXONOTHUECKHE THITBI | paMOTHO onpezessieT NCHXO0IIOTHYECKUE TUIIBI
CTIIOCOOHOCTH MOKyTaTeneil 1 MpoaBI[OB Ha MTOKymaTeneil ¥ MpoAaBI[OB HA HAITMOHAIBHOM U
HPOBOJUTH JICJIOBbIE |HAIMOHAJIBHOM M 3apyOeHKHBIX 3apyOeXHBIX PHIHKAX
HIePEroBOPEI, PBIHKaX KoppekTHOo npuMeHsieT oBeAeHYEeCKHe MOIETIH MIPpH

[TpumeHsieT noBeIeHYECKHE MOJIEITH
IIPY OTIpE/IeNICHNH TO3UIHN
YYaCTHHKOB OOILEHHUS M CYTTETHBHBIE
MIPUEMBI OOIICHNUS

BriOupaet TeXHOJIOTHUH IPOBEACHHS
Iporecca NpoJaXx Ha PhIHKAaX
Ocy1iecTBIsIeT 3aluTy OT
podecCHOHATBHOTO cTpecca n
9MOLMOHAIBFHOTO BBITOPAHUS
OO6pabaTpIBacT BO3paKEHUS
MapTHEPOB MPH 3aKIIOUCHUH CIEIIKH,
MpojakaM 1o Teaedony,
MIPOBE/ICHUIO NTPE3CHTAIUI],
IIPOBEICHNH PEKJIaAMHbBIX KaMIaHUH

OTIpe/IeTICHUH TIO3UIIMY YIaCTHUKOB OOIICHHS 1
CYITETUBHbIE IPUEMBI OOLIIEHUS

CaMOCTOsTEIFHO BHIONPAET TEXHOJIOTUH ITPOBEICHUS
Iporecca Mpojax Ha peIHKax

I'paMOTHO OCyIIECTBIISET 3AIUTY OT

PO eCCHOHATBHOTO CTPecca U 3MOLMOHATIBHOTO
BBITOPaHUS

KoppekTHo 06pabaTsiBacT BO3pakeHHUs MapTHEPOB
[PY 3aKITFOUEHUHM CJIEJIKH, TPOJaXkaM 1o TesedoHy,
[IPOBEACHUIO NPE3EHTALUH, IPOBEIEHUY PEKJIAMHBIX
[kamIiaHui




4.3.2. TunoBbie OLICHOYHBIE CPEICTBA

BOl'[pOCbI l'lpOMe?KyTO‘lHOﬁ aTrreCcTalmumn

1. Areas of application of the psychotherapeutic approach in the psychology of commerce in
foreign markets.

2. Psychotherapeutic effect of a businessman.

3. The psychology of communication in commerce: features in foreign markets - a
psychotherapeutic approach.

4. The communicative side of communication, taking into account the specifics of foreign
consumers.

5. Verbal adjustment to the interlocutor.

6. Eye contact.

7. Special communication technique: pseudo-communication, or active listening.
8. The interactive component of communication.

9. The positions of the participants in communication: the model of E. Byrne.

10. The perceptual side of communication.

11. Reflection, identification, empathy.

12. Psychotherapeutic dialogue organization.

13. Dialogue: typology of questions.

14. Speech as a behavioral management tool.

15. Techniques of speech analysis: metamodel.

16. Psychotherapeutic techniques of speech exposure in commerce.

17. Hypnotic direction of the study of the psychology of sales.

18. Techniques for increasing suggestibility used in the psychology of commerce.
19. Milton model: techniques for suggestive organization of speech.

20. Psychological economics.

21. The psychology of sales. The psychological components of sales.

22. Motives of the consumer. Analysis of consumer motives.

23. Motives for purchase. Shopping risks.

24. The psychological characteristics of the domestic consumer.

25. Stages of the transaction.

26. After-sales phase and the creation of a customer database.

27. Objections of the buyer and their processing.

28. Typology of questions and logical levels.

29. Steps for processing an objection.

30. Techniques for handling objections.

31. Model objections.

32. Telephone sales.

33. Presentation psychology.

34. Typology of consumers and buyers.

35. Typology of consumers.

36. Typology of customer behavior.

37. Sustainable psychological types.

38. Stress in the activities of a businessman.

39. Protection against occupational stress, or anti-stress self-regulation.

40. Self-regulation of the psychoemotional state of a businessman. /

1. Cepbl mpuMeHEHHUSI TICUXOTEPANEBTUUYECKOrO TOIX0/a B TCHUXOJIOTHHM KOMMEpPLHUU Ha
3apyOeKHBIX PHIHKAX.

2. HCI/IXOTepaHeBTI/I‘leCKOC BO3JIEHCTBUE KOMMCpPCaHTa.



3. Ilcuxonorust OOWIEHUST B KOMMEpIMH: OCOOEGHHOCTH Ha 3apyOeKHBIX pBIHKax
MICHXOTEPAIIeBTUIECKUNA TIOAXOI.

. KomMmyHuKaTrBHas CTOPOHA OOIICHUS C YIETOM Crienu(PUKU 3apyOeKHBIX MOTpeOUTEEH.

. CioBecHas MoJACTPONKA K COOECETHUKY.

. I’ ma3HOM KOHTaKT.

. Cneunaanaﬂ TCXHHUKA O6HICHI/ISII MCCBAOKOMMYHUKAIIUA, UJIK aKTUBHOC CIIYIIIaHHUEC.

0 9 O »n A

. VInTepakTuBHas cocTaBisomas OOLUICHHS.

9. Io3unuu y9acTHUKOB OOIICHHS: MoJienb D.bépHa.

10. IlepuenTuBHas CTOpOHA OOIIEHUS.

11. Pediexcust, naeHTUDUKAINSA, IMITATHS.

12. IlcuxorepaneBTUYECKast OPraHU3ALMS JUAJIOTa.

13. Jlnanor: TUMOJIOTUSI BOIIPOCOB.

14. Peub kak ”HCTPYMEHT yNIPaBJICHUS IOBEACHUEM.

15. Texnuku aHanu3a peyu: METaMoJIeNb.

16.IlcuxoTepaneBTHUeCKuE TEXHUKU PEYEBOTO BO3ACHCTBUS B KOMMEPIIUH.
17. I'nnHOTHYECKOE HAITPaBICHUE U3YUYEHHUS IICUXOJIOTUH MPOJIAXK.

18. TexHUKM MOBBILIEHUS BHYIIAEMOCTH, UCTIOIb3yEMBIE B IICUXOJIOTMA KOMMEPIIUH.
19. MunTOH-MOZEINB: IPUEMBI CYTTECTUBHOW OpraHU3alil PEYH.
20.Ilcuxonoruveckas SJKOHOMHKA.

21.I1cuxonorus npogax. [lcuxonornyeckre cOCTABISIONINE TPOAAK.
22. MotuBbI noTpeduTeNs. AHAJIN3 MOTHBOB OTPEOUTEIEH.

23. MotuBbl NOKYNKH. Pucky npu nokymnkax.

24. Tlcuxonoruaeckue 0COOCHHOCTH OTEUECTBEHHOTO MOTPEOUTEIIS.
25.DTansl COEIKH.

26. [TocnenpoaskHbIi ATAIl ¥ cO3aHue 0a3bl JaHHBIX KIMEHTOB.

27. BozpaykeHHs MMOKyNaTeist U X 00paboTKa.

28. Tumnonorust BONpPOCOB U JIOTUYECKUE YPOBHU.

29. Orambl 00pabOTKH BO3PAKECHHUS.

30. [Ipuembl 06pabOTKH BO3pAKEHHIA.

31. TunoBble BO3paXKeHMUsL.

32.IIpomaxku mo TenedoHy.

33. [lcuxonorusi mpe3eHTaIkH.

34. Tunonorust moTpeOuTeNeil U MoKynareyneu.

35. Tunonorust noTpeOuTENEH.

36. Tunonorust noBeACHNS MOKYIIATENEH.



37. YCTOHYMBBIE TICUXOJIOTUYECKUE TUIIBI.

38. Ctpecchl B 1€ TEIBHOCTH KOMMEPCAHTA.

39.3amuTa oT nMpodeCCUOHATBFHOTO CTPecca, WM aHTUCTPECCOBAST CAMOPETYIISIINS.

40. CaMOper.]'IHI_II/ISI MCUXOOMOIINOHAJIBHOI'O COCTOSAHUA KOMMEpPCAaHTaA.

I[JBI OICHKHU CTCIICHU OCBOCHUS KOMIICTCHIINHN IIK -6.3 HCIOJIB3YHOTCA CICAYIONIUC MIKAJIbI:

IHlIkana 1. Ouenka c(popMUPOBAHHOCTH OTAEJbHBIX 3JIEMEHTOB KOMIIeTEeHIHii

O06o3HaveHUS DopMyJIUPOBKA TPeOOBAHUI
K cTelneH! ¢(popMHUPOBAHHOCTH KOMIIETEHIIHH
Hudp. Ouenka
3HATH YMmerhb Baagernb
1 He 3aureno OTtcyTrcTBUE 3HAHUNI OtcyrcTBue ymeHnuit | OTCyTCTBHE HaBBIKOB
2 He 3auteno | ®parmenTtapssle 3HaHUs | HacTUYHO OCBOEHHOE ®parmMeHTapHOE
YMEHHE IPUMEHEHNE
3 3auTeHo O6m1ue, HO HE B nenom ycnemxoe, B nenom ycneninoe,
CTPYKTYPUPOBaHHbBIE HO HE HO HE
3HaHUsA CUCTEMATUYECKU CHUCTEMATHYECKOE
OCYILIECTBIIIEMOE IIPUMEHEHNE
YMEHHE
4 3a4yTeHo CdopmupoBanHbie, HO B nenom ycremnoe, B nenom ycnemsoe,
coJiepKalllie OTAE/IbHbIE HO COJIeprKalue HO cojieprKallee
po0ebl 3HAHUS OT/AEJbHBIE TPOOETBl | OTAETbHBIC POOEIIBI
YMEHHE IIPUMEHEHNE HAaBbIKOB
5 3auTeHo CdopmupoBaHHbIe CdopmupoBanHoe VYenemnoe u
CUCTEMAaTUYECKHUE YMEHHE CHUCTEMAaTHYECKOe
3HaHUsA IIPUMEHECHNE HAaBBIKOB

Hlkana 2. KomniekcHasi oneHKa c()OpMUPOBAHHOCTH 3HAHMI, YMEHHI U BJIaIeHU I

O06o3HaueHHS ®opMyupoBKa TPeOOBAHUIA
Hudp. Orenka K CcTenenH cpopMHUPOBAHHOCTH KOMIETEHIIHH
1 He 3aureno He wumeer HEOOXOmUMBIX TMPEICTABICHUA O TPOBEPSIEMOM
MaTtepuaie
2 3auTeHo 3HaTh Ha ypOBHE OPHEHTHPOBaHUsl, npezcTaBicHuil. CyObeKT
WIn yU€HHsI 3HaeT OCHOBHbIE NPHU3HAKU WJIM TEPMHUHBI H3y4yaeMOro
HE 3a4TEHO JJIEMEHTA COAEP)KAaHUA, X OTHECEHHOCTDH K OIPEJIEIICHHON HayKe,
(no ycmompenuto | oTpaciu Wwin 00bEKTaM, y3HAeT UX B TEKCTaX, N300paKeHUIX WIIH
npenodasamersi) CXeMax M 3HaeT, K KaKUM HMCTOYHHMKAM HYXKHO oOpamarbes uis




OoJiee 1eTaJIbHOTO €r0 YCBOCHHS

3 3auTeHo 3HaTh U yMETh Ha PenpOAYKTHBHOM ypoBHEe. CyOBEKT yuyeHUs
3HA€T M3Y4YCHHBIH DJJIEMEHT COAEP)KAHHUA  PENPOLYKTHUBHO:
MPOU3BOJIBHO BOCIPOU3BOIUT CBOM 3HAHHUS YCTHO, MHUCHMEHHO
WJIU B IGMOHCTPUPYEMBIX IEUCTBUSIX

4 3auTeHo 3HaTh, yMETh, BIAJECTh HA AHAJMTHYECKOM YypOBHE. 3Hasg Ha
PENpOAYKTUBHOM YpOBHE, yKa3blBaTb Ha OCOOEHHOCTH H
B3aMMOCBSI3M  HM3y4CHHBIX OOBEKTOB, Ha HX JOCTOUHCTBA,
OTpaHUYEHUS, UCTOPHIO U MEPCIIEKTUBBI PA3BUTHS U OCOOCHHOCTH
JUISL pa3HbIX 00BEKTOB YCBOCHHUS

5 3auTeHo 3HaTh, YMEThb, BIAJETh HA CHCTEMHOM YpoBHE. CyObeKT yUeHHs

3HACT U3Y4YCHHBIH DJIEMEHT COACPkKAHUS CUCTEMHO, IPOU3BOJIBHO
U JI0Ka3aTeJIbHO BOCIIPOM3BOAUT CBOM 3HAHMS YCTHO, NMMCHbMEHHO
WIM B JEMOHCTPUPYEMBIX JEUCTBHUSAX, YUMTHIBAs U YKa3bIBas
CBA3M W 3aBHCHUMOCTH MEXIY O3THM OJJIEMEHTOM H JIPYyTUMH
AJIEMEHTAMU COJCPIKaHUS yUeOHOH AUCIUILTUHBI, €T0 3HAYUMOCTb

B COJICPKAaHUU YU4€OHOM TUCIIMILTAHBI

4.4. MeTogu4yecKkue MaTepHaJibl

[Tponiemypsl 1 cpencTBa OIEHUBAHUS SJIEMEHTOB KOMITETEHIIUN 110 TUCIUTUIMHE

«IIcuxonorus mpoaaku TOBapoB Ha 3apyOexHbIX pbiHKax / Sales Psychology in World Markets»

IMpouenypa CpencrBo oueHUBaHMS
npoBeIeHus Tekymui KOHTPOJIb ITIpomexyToun
bl KOHTPOJIb
Brimonnenne | Beimonnenue | Boinmonnenue | BeimosHenuwe | 3adeT B yCTHOM
YCTHBIX MACbMEHHBIX | MPAKTUYECKUX 3cce U dbopme
. 3aJaHui 3aJaHui JOKJIAag0B
3aJaHuI
[Tpomomxkuren | o ycmorpenuio Ilo ITo ycmoTpenuro ITo B
BHOCTbD HpeHOHaBaTCHH YCMOTPEHUTO nmpenogaBarTeiisa YCMOTPEHUTO COOTBETCTBUH
nmpenoaaBaTeiist mnmpenogaBaTeis
KOHTPOJIS C IIPUHATHIMU
HOpMaMu
BpEMEHU
®opma Yernsiii onpoc | IIuceMennsit | IIucemennsin | [Iucbmennas B yctHOI
ompoc onpoc dbopma ¢ dbopme
MPOBEICHUS
MpEe3EHTALNE
KOHTPOJIS 1
Bun VYcrHbIE [Tucemennsie | [Ipaktuyeckue | [IuceMeHHBII 3auer
MPOBEPOYHOTO BOITPOCHI 3aaHus 3a7aHuA onpoc
3a/1aHUS
®dopwma otuera YcrHble OTtBeThI B OTtBeThI B OtBeThI B OTtBeThI B
OTBETHI MUCbMEHHOW | NHMCBMEHHON | NMUCbMEHHOM




bopme dbopme (mooacceu | yctHOM popme
pedeparam)
PaznaTounsrit €CTh CnopaBouHast CnpaBouHast CnpaBouHast CnpaBouHast
JauTepaTypa- | Jdreparypa- JauTepaTypa JauTepaTypa
MaTepual

1. An example of a test task
Do you think that facial expressions and gestures are:
a) a spontaneous expression of a person’s state of mind at a given moment;
b) an addition to his words;
¢) an involuntary manifestation of your subconscious mind (what you would like not to show to
others).
2. An example of an independent assignment.
- Describe and characterize the Milton Model.
- Make a table “Typology of questions”.
- Determine your ability to take risks.
- Describe the measures of psychological protection.
- Make a table “Types of competitors”.

3. An example of a test.
- The psychology of communication in commerce in transactions involving the purchase and sale
of goods and services.
- Make a table “Communication structure and environment”.
- Identify your type of nervous system. Give a characterization.
- The task. One of your regular wholesale customers refuses to cooperate. When discussing the
reasons for the refusal, it turns out that the reason was the incorrect behavior of the manager of
your company in charge of this client. What to do? /
1. [Ipumep TecTOBOrO 3a7aHMS
BeI cunraere, 4TO MEMHUKA U JKECTHI — TO:
a) CIIOHTAaHHOE BBIPA)KEHUE JTyLIEBHOTO COCTOSIHUS YEJIOBEKA B TAHHBIA MOMEHT;
0) JOTOJTHEHUE K €TO CIIOBAM;
B) HENPOW3BOJIBHOE MPOSBICHHUE BAIIETO MOJICO3HAHMS (TOTO, YTO XOTEJIIOCHh OBl HE TOKA3bIBaTh
OKPYKaIOIIUM).

2. Ilpumep caMOCTOSITEJILHOIO 3aJaHHS.
- OnumuTe U JalTe XapaKTePUCTHKY «MUJITOH-MOZICIIH.
- CocTaBpTe Tabmmiy « TUonorus BOmpocoBy.

- OHpe,I[CJ'II/ITe CBOIO CIIOCOOHOCTE HUATH Ha PUCK.




- OnumuTe Mepsl NCUXOJIOTUYECKOM 3aIUTHI.
- CocraBbre TabauIy « TUIIBI KOHKYPEHTOBY.

3. IIpumMep KOHTPOJILHOI PadOThI.
- [Icuxonorus oOuieHnss B KOMMEPIMM [IPU COBEPILIEHUH CIENIOK 3aKyIKHU U MPOJaKu TOBapoOB,
YCIIYT.
- CocraBbre Tabmuy «CTPyKTypa U OKpY>KEHUE OOIICHUS».
- Onpenenute CBOW THUIT HEPBHOM CUCTEMBI. [[aliTe XapaKTepUCTHKY.
- 3aganve. OOUMH U3 TOCTOSHHBIX OINTOBBIX KJIMEHTOB Bamled (UPMBI OTKa3bIBAaeTCA OT
cotpyaHudectBa. Ilpu oOcyXneHUM TPUYMH OTKa3a BBIACHIETCS, YTO TOBOJOM MOCIYXKHIIO
HEKOPPEKTHOE IMOBEJCHHE MEHEKepa Baliei (UpMbl, KypUpOBABIIErO JAaHHOTO KiIHeHTa. YTo

neaTh?

BOHpOCbI JUIS1 CAMOCTOSITEJIbHOM MOATOTOBKH K 3aHATHSIM U POJEBBIM UI'DaAM

Ne/

Neo/rt Ha3Banme teMsl Bormpocs! i1t caMoCTOATENEHOM MOATOTOBKH K 3aHATHSIM U Chp
i} POJIEBBIM HIpaM qac
1. IIpumenenue IToaroroBka K NpakTUYECKUM 3aHSATHUSAM. 3

MICHXOTEePaNeBTHYECKOr0 CryaeHTaM IMpeIoCTaBIAETCs IEPEUCHb BOIIPOCOB TEMBI
MOJX0/a B IICUXOJIOTHH W/WITH CAMOCTOSATEIbHbIC 33/IaHHS.
KOMMEPIIHH.
IIcuxorepaneBTuueckoe
BO3/ICHICTBHE KOMMEPCAHTA.
2. [cuxonorus obuieHus B IToaroroBka Kk MPaKTUYECKUM 3aHSITHSAM. 3
KOMMEPIIUH: Bomnpocs! k Teme:
[ICUXOTEPaneBTUYECKUN 1. OyHKIIUHN OOUICHUS.
MIOAXO]. 2. KoMMyHUKaTHBHAS ¥ MHTEPAKTUBHAs CTOPOHA OOIIEHHMS.
3. IleprenTiBHAs CTOPOHA OOIICHHS.
3. ITcuxorepaneBTrdecKas IToaroroBka K MPaKTUYECKUM 3aHSITUSIM. 3
OpTaHM3aLMsl AUaIora Bompocs! k Teme:
1. BepbanbHoe u HeBepOatbHOE OOIICHNE.
2. Peup KaK MHCTPYMEHT YIPABICHUS MTOBEICHUEM
YeoBeKa.
3. IlcuxoTepaneBTHUECKUE TEXHUKU PEUEBOr0 BO3/ICHCTBUS.
4. IIcuxonorus mponax Ha IToaroroBka K MPakTUYECKUM 3aHSITHSM. 3
3apyOe)KHBIX PHIHKAX . Bomnpocs! k Teme:
1. MoTuBBI OTpebIeHNS 3apyOeKHBIX MTOKYyTIaTeIeH.
2. JlomonHUTEIbHBIE PUCKH TP MTPOJaXkax M IOKYIKax Ha
3apyOCKHBIX.
3. Ilcuxomorudeckrne 0COOEHHOCTH 3apyOeKHBIX
OTpeOUTETICH.
5. DTanel CAEIKA IToaroroBka K MpakTUYECKUM 3aHSTHUSIM. 4
(TICUXONMOTHYECKUH aCIeKT) Bompocs! k Teme:
1. ITocnenoBaTenbHOCTD 3aKIIOYCHUS CACIKH (MOIETh
«AIDAY).
2.Bcrynnenue u npe3eHTamus.
2. MotuBaius u 3aBepiieHue.
3. [MocnenpoaakHbIii STall.
PoneBas urpa: CTYIEHT — IPOJAKHHUK (MOXKHO JIBOE




CTYJEHTOB) BBIOMPAET JBYX-TpPEX M3
MPUCYTCTBYIOUIMXCTYAEHTOB —IOKYIaTeNIel U COBEPILAET ¢
HUMHU CIEJIKY, CIIeAysl OCHOBHBIM 3TanaM €€ COBEepIIEHUs,
CTPEMSCh MAKCUMU3HPOBATh MapXKy CAEIKU U OCTaBUB
HOTPEOUTEIS! YAOBIETBOPEHHBIM.

Bospaxenus noxynaress u
nx o0paboTKa

IToaroroBka K MPaKTUYECKUM 3aHSITHSM.

Bomnpocs! k Teme:

1. Texuonorun HJIIT (Heiipo-TMHTBHCTHYECKOTO
IIPOTPaMMHUPOBAHUS) YOXKICHUS 110 DPUKCOHY

2. Tunosnorusi BOIIPOCOB U BO3PAKEHUII.

3. Oransl 1 npuéMBI 00pabOTKH BO3PAKCHUH.

4. Bo3pakeHHs IO IICHE.

PosneBas urpa: Pacpenenuts posiv MeXay CTyIEHTaMU;
OJIHOM CTOPOHOM CMOJEINPOBATh BO3PAXKECHHUS; IPOJABILY
CIIPABUTHCA C BO3PAXKCHUAMU KIIMECHTA B OTHOIICHUU
TOBapa.

[Iponaxku no TenedoHy u B
WuTepHeT-npocTpaHcTBe

HO[[FOTOBKa K IPAKTUYCCKUM 3aHATUIM.
Bompocs! k Teme:

1. Ilcuxonorust Tene)OHHOTO ¥ OH-JIAHH KOHTAaKTa.

2. OcoOEHHOCTH BE/ICHHS JICNOBBIX TelIe(hOHHBIX
[eperoBopoB U oOmeHus yepe3 UHTepHer.

3. VluToHaIus B rojoce U ee 3Ha4eHHUe.

JomannHee 3anaHue — pa3paboTaTh CLEHApHUH TenehOHHOro
JIeTI0BOTO pa3roBopa, OPUCHTHPOBAHHOIO Ha IIAPTHEPOB U3
Pa3HBIX CTPaH C yY4ETOM UX MEHTAJIBHOCTH, a TAKXe
MpeyCMaTPUBAIOIINIS pa3IHYHbIC BAPHAHTHI PA3BUTHSI
Oecenpl (mo Tenedony u B IHTEpHET-IPOCTPAHCTBE).

IIcuxonorus MMpe3CHTAlluN

[ToaroroBka K MPakTUYECKUM 3aHITHSIM.

Bompocs! k Teme:

1.IlaTraTanHas cxema Npe3eHTaluy TOBapa, YCIYTH.

2. dakTOpHI, BIUSIONINE Ha IIOBEJCHUE CITyLIaTeIeH.

3. CxeMBl mpencTaBieHHs HHOOPMAIUU 1
MICUXOJIOTMYECKUE ITPUEMaMH — «T€HEPaTOPhl BOITHEHUS
yOIUKI».

4. OpraHuzaius MpOCTPaHCTBA.

Poreast urpa: nmpoBeieHUHN MPE3CHTALMY TOBapa repes
3apyOS)KHBIMH TIOTPEOUTEISIMH.

Tunonorust norpeduTene u
HoKynarenen

IToaroroBka K MPakKTU4YECKUM 3aHSATHSM.
Bomnpocs! k Teme:

1. Tunonorus norpeduTeneii.

2. Ycrod4uBbIe ICUXOJIOTHYCCKUE TUIIBI TIOTPEOUTEIICH Ha
Pa3HBIX 3apyOEIKHBIX PHIHKAX.

3. OTHOCHUTENBHO YCTONYMBBIE TICUXOJIOTHUYECKUE THUIIbI
norpeduTenew .

I/IHI[I/IBI/I,HyaJ'II)HOC JOoMalllHEeC 3aJlaHue: ONPpECACINTH CBOH
IICUXOJIOTHYECKHUI THUII

10.

Crpecchl B
JIeSATEIbHOCTH
KOMMEpCaHTa

HOI[FOTOBK& K IPAKTUYCCKUM 3aHATUIM.
BOHpOCBI K TCEMC!

1. ®akTopBl M MPUYUHEI CTPECCOB C TOYKH 3PCHUS
IICHXOJIOTHH.

2. KomnereHuuu u 3tarsl cTpecca.

3. AHTHCTpECcCcOBasl Iporpamma.

WupuBuayansHOE TOMAITHEE 3aaHue: : pa3padoTaTh
MeTOABI OOPBOBI CO CTpeccoM ISl cedst MHANBHAYAIBHO.




11. | Camoperynauus IToaroroBka K MPakTU4YECKUM 3aHSATHSM. 3

TICHX03MOIIMOHAIBHOTO Bompocs! k Teme:
COCTOSIHUSI KOMMEpCaHTa 1. OcHOBBI caMOMEHEPKMEHTa

2. PexomMeHanuu, HanpasJieHHbIE B IPOLILIOE.

3. PexoMeHanmy, HallpaBJICHHBIC B HACTOSIIEE.

4. PexomMeHanyy, HaIIpaBJICHHBIC B OyayIIee.

HToro, Bpemst caMOCTOATENIFHON pabOTHI CTYACHTOB 36
5. Meroauyeckue ykazaHus 11 00y4ar0IIMXCH 110 OCBOCHHUIO THCIHMILINHBI

(rexuum,

O6y‘-ICHI/IC Mo AUCHUIUIMHE IMPCATIoIaracT M3yUCHUC KypCa Ha aAYAUTOPHBIX 3aHATHAX

IPAaKTUYECKUE 3aHATHS) M CAMOCTOSTEIbHOW pabOThI

ctyaeHtoB. C 1eMblo

oOecreyeHus YCII€UIHOTO O6y"IeHI/I$I CTYACHT OOJIKCH T'OTOBUTLCA K JICKIIHHU, IMOCKOJBKY OHa

SBIISIETCS BXKHEHIEH (popMoii opraHu3aiy yaeOHOTro rmpoliecca, HOCKONbKY:

— 3HAaKOMHUT C HOBBIM y‘-IC6HBIM MaTepUuaioMm;

—  Pa3bACHACT yqe6HHe QJICMCHTBI, TPYAHBIC JJIS1 TIOHUMAaHUA

—  CcHCTEMaTU3HpyeT yueOHbII MaTepHal;

—  OpHUEHTHUPYET B yueOHOM IIpoliecce.

Lloocomoska k nekyuuy 3aKIIIOYACTCS B CIICAYyOmCM:

- BHHUMATCIBHO HpO‘IHT&ﬁTC MaTepuajl npempmymeﬁ JICKIIHUH,

y3HaliTe TeMy NpPeACTOSIIeH JeKUuu (M0 TeMaTHUYecKOMy IUIaHy, [0 HMHQOpMaluu

JIEKTOpA);
03HAKOMBTECH C YIEOHBIM MAaTEPUAJIOM IO YUCOHUKY U yUYE€OHBIM MTOCOOHSM;

MOCTapanTeCh YSACHUTh MECTO H3Yy4aeMOW TEeMbl B CBOEH mpodeccroHambHOM

IIOATOTOBKE,

3aIMMUIIHUTC BO3MOKHBIC BOIIPOCHI, KOTOPBLIC BbI 3a4a/IUTC JICKTOPY Ha JICKIMH.

Lloozomoska k npakmu4yeCcKum 3SAHAMUAM.

BHHUMATCIBHO HquHTaﬁTC Marepual JIEKIH OTHOCAIIIUXCA K JTaHHOMY
CCMUHAPCKOMY 3aHATHUIO, O3HAKOMBTCCH C y‘IC6HBIM MaTepuajioM I10 y‘le6HI/IKy nu

y4eOHBIM TTOCOOUSIM;



- BBITHIIUTEC OCHOBHBIC TCPMUHBI;

- BBIIIOJIHUTE 3aJaHUA K MPAKTHYCCKUM 3aHATUSAM, TOTOBBTCCH OaTbh YCTHBIﬁ

pa3BEPHYTHIN OTBET HA KaXK/IbIid U3 BOIIPOCOB;

—  YyACHUTE, Kakue y4eOHbIe AJIEMEHThl OCTaJIUCh Il Bac HESICHBIMU U MOCTapailTech
MOJIy4YUTh HAa HUX OTBET 3apaHee (O CEeMUHApPCKOro 3aHSATHs) BO BpPEeMsl TEKYIIMX

KOHCYJ’IBTaI_[I/Iﬁ mpenogaBaTeiii;

- TOTOBUTBHCA MOKHO MHIUBUAYAJIBHO, ITapaMU UJIU B COCTABC MaJjou TPYIIIIEGI,

nocIeTHuE SBISIOTCS 3 (HEeKTUBHBIMU (popMamMu paboTHI;

— pabouast mporpamMma JUCIHUIUIMHBI B YaCTH II€JICH, IEPEUHIO 3HAHUM, YMEHUH,
TEPMHUHOB M YYECOHBIX BOMPOCOB MOKET OBITh MCTIOJIH30BaHA BAMH B KAUeCTBE

OpUEHTHpA B OpraHU3aIKN 00y4EHUS.

IMoaroroBka K my0OJIMYHOMY BBICTYIIJIEHHIO

[TonroToBku K MyONUYHOMY BBICTYIUICHHUIO (IOKJIaqy WM YYacTUIO B JIUCKYCCHH)
BKJIFO4HA€T B C€6$I AHaJIN3 pa3JINYHbIX UCTOYHUKOB HH(bOpMaHHH, COCTABJICHUA KOHCIICKTA pCUH,
PEIICTHUHIO YCTHOT'O BBICTYIIJICHUS. I[J'ISI COCTAaBJICHUA KOHCIICKTA BBICTYIIJICHUA HGO6XO)II/IMOI

- OCYILIECTBUTH aHAJIMU3 MEPUOTUUECKOMN JIUTEPATYPhl U HHTEPHET-PECYPCOB;

- BbIOparh Haubosiee HUHTEPECHYIO TeMy (BO3MOXHO IO COIJIACOBAHUIO C

MIPEToAaBaTesieM);

- monoOpaTh MaTepuaibl, COOTBETCTBYIOIIKE MpoOIeMe, XapaKTepU3YIOIUE Pa3IUUYHbIE

oAXO0Abl U aBTOPCKHUEC MO3ULINH,

- 3aKOHCIICKTUPOBATH (C,Z[CJ'IB.TL ((BLI)KI/IMKI/I») U3 HUCTOYHHKA, PACKPBIBAIOMIUC 3aMbICCII

aBTOPA, €ro MO3UIIHNIO;
- HHTETpUpOBaTh COOpaHHBIE MaTepHasIbl B €IUHBIN CO/lepKaTeIbHbIH OJIOK.

IToaroroBka nuckyccuu (KpyrJjoro crosa)
ITogroroBka muckyccuu (Kpyrjaoro CcTosia) IpeACTaBiseT coO0OH IPOEKTUPOBAHUE
CTYZIEHTOM OOCYX/IeHHUS B rpymnie B popme JUCKyccuu. B 3TUX 1ensx cTyaeHTy He0OX0AuMO:

- CaMOCTOATEILHO BBIOpaTh TeMy (ITpo0IeMy) AUCKYCCHH;

- pa3paboTaTh BOIPOCHI, MPOAYMAaTh MPOOJEMHBIC CHUTyaIlMd (C HCIOJIb30BaHUEM

NEePUOIMUYECKON, HAYYHOM JIUTEPaTyphl, a TAK)Ke HHTEPHET-CANTOB);



- pa3pa60TaTL IJIaH-KOHCIICKT O6CY)KI[€HI/I$I C YKa3aHUCM BPECMCHU O6CY)KI[€HI/I$I,

[Ipu peanusanuu AUCHUIUIMHBL (MOJIYJNSl) UCIOJB3YIOTCA HMHTEPAaKTUBHBIE (HOPMBI

IIPOBEICHUS 3aHATUN:
®  pOJIEBBIE UI'PBI C WIEMEHTAMU «MO3TOBOTO IITYpPMay;
®  KPYyIIbIA CTOJN (IUCKYCCHSA).

Iloocomoska k 3auemy. K 3aueTy HE0OXOIMMO TOTOBUTCS LI€JICHANPABICHHO, PETYISPHO,

CUCTEMaTHYE€CKU U C TMEPBbIX JHEW HW3Y4YEHUs IaHHOM AUCUMIUIUHBI. [lomBITKM OCBOWTH
TUCHUIUIMHY B TIEPHOJ 3a4€THO-DK3aMEHAIMOHHOM CECCHHU, KaK MpPaBWIIO, TMOKa3bIBAIOT HE
CIIMIIKOM YIOBJIETBOPUTENbHBIE pe3yabTaThl. B camMoM Hauane yueOHOro Kypca ImO3HaKOMbTECH

CO clenyromel yueOHO-MeTOAMYECKOM TOKYMEHTAIUeH:
—  TpOrpaMMON TUCIUIIVHEI,
— [epevYHeM 3HAHUU U YMEHUH, KOTOPBIMU CTYACHT JOJIKEH BJIAJIETh;
—  TEeMaTWYECKHMH TUTAaHAMH JICKIIMH, CEeMUHAPCKUX 3aHATHA;
—  KOHTPOJBbHBIMU MEPOMPUITUIMH;

- y‘~I€6HI/IKOM, y‘~I€6HBIMI/I IMOCOOHSIMH 10 JUCHUILIMHE, a TAKXKE 3JICKTPOHHBIMHA

pecypcamu;
—  MepeYHEeM DK3aMEHAIIMOHHBIX BOITPOCOB.

[Tocne sToro y Bac A0mMKHO CHOPMHPOBATHCS YETKOE MPEJCTABICHUE 00 00beME M XapakTepe
3HAaHUW W yMEHUW, KOTOPBIMH Hago OyaeT oBIafeTh Mo AucuuiiuHe. CHcTeMaTHYecKoe
BBITIOJTHCHUC y‘Ie6H0ﬁ pa6OTBI Ha JICKIUAX W CEMHUHAPCKUX 3aHATHUAX IIO3BOJIUT YCICIIHO
OCBOUTH AWCIUILTNHY U CO3/IaTh XOPOIIYy0 0a3y s cliaud 3a4eTa.

6. YueOHas quTepaTypa M pecypchbl HHPOPMALMOHHO-TEJ1eKOMMYHMKAIIMOHHOM CeTH
"UHTepHeT", BKIKOYAs NMepeYeHb Y4eOHO-MeTOAMYEeCKOro odecrnedeHus 1Is
CaMOCTOSATEIbHOM PadoThI 00YyYAOIIMXCS MO JUCIUIIJIMHE

6.1. OcHoBHas JIMTEpaTypa.

1. Iloneumyx O. MamuHa npoaax [DneKTpOHHBIN pecypc]: CHCTEMHBIN MOIX0/ K AKTUBHBIM
npoaaxam/ [Tonemyk O.— DnekTpoH. TekcToBble JaHHbIe.— M.: Anpnuna [laGauiep,
2016.— 204 c— Pexum poctyma: http://www.iprbookshop.ru/43691.— 3BC
«IPRbooks»



2. CewmenuoB A. VYcwieHue otaena npoaax [DIEKTPOHHBIN pecypc]: PYKOBOACTBO IIO
oleHKe A(PQPEKTUBHOCTH ¥ COBEPIIEHCTBOBAHHMIO CHCTEMBI Tpojaxk. MoHorpadus/
CeMeHILIOB A.— DJEKTPOH. TEKCTOBbIE TaHHble.— ExatepnnOypr: KaOuHeTHbIN yueHblid,
Good Business, 2014.— 208 c.— Pexxum goctyna: http://www.iprbookshop.ru/48283.—
3BC «IPRbooks»

3. 3axapoBa IO.A. ToproBeiii MapkeTuHr. O¢¢eKTUBHAS OpraHu3alus HPOJAX
[OnexTponuslii pecypc]/ 3axapoBa HO.A.— DIeKTpOH. TEKCTOBBIC IaHHBIC.— M.:
HamkoB u K, A Ilm DOp Memma, 2011.— 134 c.— Pexum pocryna:
http://www.iprbookshop.ru/1909.— DbC «IPRbooks»

6.2. lonoJIHUTEIbHAS JIUTEPATypA.
1. IItyxa K. OMouumoHanpHble NpoJaku [DNEKTPOHHBIN pecypc]: KaK YBEIUUUTh POAAXKU

BTpoe/ IItyxa K., I'ycapoBa B.— DnekTpoH. TeKCTOBbIe NaHHbIe.— M.: AJbIHHA
[MTa6mumep, 2016.— 192 c¢.— Pexum poctyma: http://www.iprbookshop.ru/41527.—
3BC «IPRbooks»

2. @OwmnnoB C. KoMaHia 4eMIMOHOB NPOJax [DJIEKTPOHHBIM pecypc]: Kak co3aaTh
uaealbHbI oTHen npofax u 3ddexTrBHO UM ympapisats/ OununmnoB C.— DIEKTPOH.
TeKCToBble naHHble.— M.: Anbnuna [labmumep, 2016.— 170 c.— Pexum pocrtyna:

http://www.iprbookshop.ru/43660.— 9bC «IPRbooks»

3. XKnanosa T.C. JleHuBwlii MapkeTHHI. [IpUHLMIIBI TACCUBHBIX NpOAaX. 2-€ U31I.
[DnexkTponHBIl pecype]: yueOHoe mocobue/ XKXmanoBa T.C.— DIEKTpOH. TEKCTOBBIC
nanuele.— M.: JlamkoB u K, At Ilu Dp Meaua, 2012.— 117 c.— Pexum ngocrymna:
http://www.iprbookshop.ru/5972.— 3BbC «IPRbooks»

6.3. YueOHO-MeTOUYECKOE o0eclieyeHre CaMOCTOATEIbHO padoThl.

1.I'soznenko E.B. MHCTHHKT MOKymnaTh. YCHENIHbIE MPOJAXKU C TCUXOIOTHYECKUM
MOIXOMOM. 2-¢ u3A. [DNeKTpOoHHBIN pecypc]: mpaktudyeckoe mnocobue/ ['Bozmenko E.B.—
OnextpoH. TekcroBsie nanubie.— M.: JlamkoB u K, At [Tu Op Meaua, 2012.— 168 ¢.— Pexum
nocryma: http://www.iprbookshop.ru/5967.— 3BC «IPRbooks»

2.l0pacoBa H0.B. OOyueHune TOproBoro mnepcoHanga - Kypc TPEHHHTOB 3(P(PEKTHBHBIX
npofax. 2-¢ u3z. [DnekTpoHHsi pecypc]/ FOpacoBa FO0.B.— DnekTpoH. TEKCTOBBIC JaHHBIC.—

M.: JamkoB u K, At [Tu Op Meaua, 2012.— 136 c.— Pexxum nocryna:



3. Eprenuii Konotunos.YiBoeHue JIMUHBIX MPOJIaX [ DNEKTPOHHBIN pecypc]|: Kak MEHEIKEPY
M0 TPOAaXKaM TOBBICUTH CBOIO 3¢ dexkruBHOCTH/ EBrenunit Konotunos, Anapeit [lapabenmym—
DNEeKTPOH. TeKCTOBbIe naHHble.— M.: Anbrmaa [Tabmumep, 2016.— 144 c.— Pexxum nmoctyma:

http://www.iprbookshop.ru/41469.— 9bC «IPRbooks»

6.4. HopmaTuBHbIE IPaBOBbIe JOKYMEHTbI.
He npenycmorpeno

6.5. UnTepHeT-pecypcesbl.
http://www.iprbookshop.ru/5974.— 5BC «IPRbooks»
http://ido.edu.ru/ffec/rlang-index.html ®enepanbublii poH yaeOHBIX KypCcOB

6.6. Unas nuteparypa

1.qupextuBa Eponeiickoro Ilapiamenta u Coera EC 1999/44/EC ot 25 mas 1999 r. o
HEKOTOPBIX AacMeKTaX MPOJaXH MOTPEOUTENLCKUX TOBAapOB U MPEAOCTABISEMBIX TapaHTUAX
[DneKTpoHHBIH pecypc]/ — DnekTpoH. TeKkcToBbie JaHHble.— Caparos: Al [Tu Op Menua, 2010.

— 11 c.— Pexwum nocryna: http://www.iprbookshop.ru/1224.— 3BC «IPRbooks»

7.MartepuajibHO-TexXHHYecKasi 0232, HHPOPMALMOHHbIE TEXHOJOTHHU, IPOrPaMMHOE
olecreyeHre 1 HHPOPMALMOHHBIE CIIPABOYHbIE CHCTEMBbI

JIns mpoBeNeHMs 3aHATHH IO JUCHUIUIMHE HEOOXOJMMO CIenyloliee MaTepHalbHO-
TEXHUYECKOe o0ecrieueHue: yueOHble ayJUTOPUHN JIJIsl TPOBEACHUS 3aHATUNH CEMHHAPCKOrO THUIIA,
IPYIIOBBIX ¥ WHAMBUIYAIbHBIX KOHCYJbTAI[MM, TEKYILEro KOHTPOIS M IPOMEKYTOUYHOH
aTTeCTalllH, JUIsl CAMOCTOSITEIbHOM paboThl: YUTAJIbHBIE 3aJ1bI OMOINOTEKH.

[Tporpammuoe o6ecrieuenue: MS Office Professional Plus 2016.

WNupopmarnmonnsie crnpaBounble cuctembl: Hayunas Oubmmorexka PAHXul'C. URL:

http://lib.ranepa.ru/; Hayunas ANEKTPOHHAs O6ubanoTexa eLibrary.ru. URL:

http://elibrary.ru/defaultx.asp; HamnuonanbHast snextponHas Oubmmorexka. URL: www.nns.ru;
Poccwmiickast rocymapctBennas OubOmmoreka. URL: www.rsl.ru; Poccuiickas HanmoHanmbHas
oumbmoreka. URL: www.nnirru; OnektponHas  OuOmmoreka  Grebennikon.  URL:
http://grebennikon.ru/; OnekTpoHHO-OMOMMOTEYHasT cucteMa W3marensctBa «Jlampy. URL:

http://e.Jlanbook.com; DnekTpoHHO-6uGMMOTeUHAs cucTema FOPAMT. URL: http:/www.biblio-

online.ru/.
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