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1. IlepeyeHb MIAHUPYEMBIX Pe3yJbTATOB 00y4YeHHUs M0 JMCHMUILINHE, COOTHECEHHBIX C
IVIAHMPYEMBIMH Pe3yJabTATaMM 0CBOeHHSI 00pa30BaTeJIbHOM MPOrpaMMblI

1.1.  Hucuummna b1.B.02

«MexTyHapOaHbII  MAapKETHHI»
CJICYIOLIMMHU KOMIIETCHIUSIMU C YYE€TOM JTalla:

oOecIieunBaeT OBJIAJEHUE

Kon Haumenosanue xkomnerennuu | Kon stama ocBoeHusa | HauMeHnosanue sramna
KOMITETEHIIUU KOMITETEHIIUU OCBOCHHUS
KOMIIETEHIIUU

OK-2 TOTOBHOCTb JICMCTBOBATH B OK-2.1 OBJIQJIEHUE HAaBBIKAMU
HECTAHJIAPTHBIX CUTYyalUsX, KOJIMYECTBEHHOTO U
HECTH COLIMAJIbHYIO u Ka4e€CTBEHHOT'O
3TUYECKYI0 OTBETCTBEHHOCTh aHajau3za JUISL
3a IPUHATHIE PELLIECHUS NPUHATHUS

YIPABJICHUYECKUX
peueHui.

I1K-5 BJIa/ICHUE MeToJaMH1 [K-5.1 CIIOCOOHOCTH
3KOHOMHUYECKOTO u MOJIETTUPOBATH
CTPaTernyecKoro aHanusa OU3HEC-TIPOLIECCHI
MOBEACHUSI  SKOHOMHYECKUX opranusaiuu B cdepe
areHTOB U pBIHKOB B MEX1yHapOIHOTO
rno0anbHOM cpefie MapKETUHTa

1.2. B pe3ynbTaTe OCBOCHHSI TUCIUILIMHBI Y CTYICHTOB JOJKHBI ObITh CHOPMHUPOBAHBI:
OT®/TO/TpynoBbie uiu Kon stana Pesynbratel 00yuenus
npogeccuoHaIbHbIE OCBOCHHUS
JeNCTBUS KOMITETEHIINH
40.033 Crparernueckoe OK-2.1 HAa YPOBHe 3HaHMii: ()aKTOpBI, OKa3bIBAIOIIUE
yIpaBieHHe BIMSIHE Ha TIpollecc 1I€HOOOpa3oBaHUS B
npoueccaMu MEXIYHapOIHON cpene; 0COOEHHOCTH
IIJIJAHUPOBAHUS 51 dbopmupoBanus 11eH Ha pa3nuuHbix dTanax KT
OpraHu3aluu Ha Pa3JIMYHbIX MUPOBBIX PBIHKAX
MIPOU3BOJCTBA Ha HA YPOBHEe YMEHMIi: OIHCHIBAET CYIIHOCTb
YPOBHE MPOMBIIIIEHHON KOKIOM M3  KOHKYPUPYIOUIMX  KOHLENIUI
OpraHu3aIu MapKETUHIa
HAa YpOBHEe HAaBBIKOB: COCTaBJIE€HUS U
40.033 Crparernueckoe WCIIOJIHEHHSI MEXIYHAPOJHBIX MapKETUHIOBBIX
yIpaBJIeHHE MPOECKTaMU IUTAHOB U IUIAHOB NPOBEIEHUS MEKIYHAPOIHBIX
U [porpaMMaMu IO PEKJIaMHBIX KaMITaHUU
BHCIPCHMIO HOBBIX IK-5.1 HA YpOBHEe 3HAHWI: IPUHIOUIBI U METOIbI
METOIOB M  MOJEJeH aHajgu3a, OIEHKHM | pPa3pabOTKH CTpaTeruit
OpraHn3alinii 4 KOMITaHM, (GYHKIMOHUPYIOMIUX Ha
IJIAaHUPOBAHMSA MEXIYHAPOIHOM PBIHKE;
IIPOM3BOJCTBA Ha
YPOBHE IPOMBIIIICHHOH HA YPOBHE YMEHHWIii: NPUMEHSATh KOHLICHINU
OpraHu3alun MAapKETHHIa K TMPAKTUYECKOW AEATEIbHOCTH
MEXIYHAPOIHBIX CyOBEKTOB; MIPUMEHATH
MapKETHHIOBbIE MEPOIIPUATHS U CTPATETHU IIPU
pa3IMYHBIX BUAAX CIpPOca B paMKaX KOHLIECTILIMH
MEXIyHapOIHOTO MapKETHUHTa;




HAa YPOBHEe HABBIKOB: OLEHKU 3(P(PEKTHBHOCTH
MapKeTHHTOBOH JEATEIEHOCTH B
MEKIyHapOIHOU cpelie

2. O0beM M MecTO JMCHUILIHHBI B cTpykType OII BO

O0beM TUCHUILIUHBI

Buj yyeOHbIX 3aHATHI Bcero Cemectp
U CaMOCTOsITeJIbHasi padoTa AyIMTOpHBIE
Yyachl/acTPOHOMHYEC
KHeE 4achl
Ounasa popma odyuenus 2 cemecmp
KonrakTtHass pabora o0y4amomuxcs ¢ 32/24 32/24
MpenoaaBarTeieM, B TOM YHCJIe:
nekimonHoro Tuma (JI) 8/6 8/6
nabopaTopHble paboThl (MpakTukyMmsl) (JIP)
nmpakTHYeckoro (cemuHapckoro) tuna (I13) 24/18 24/18
CamocTosiTesqibHasE padoTa 00y4aloIMXCs 40/30 40/30
(CP)
IIpomeskyTounas dopma | Ixzamen IK3amen
arrecTaunus yac. 36/27 36/27
Oo6mast TpynoemMkocTsh (4ac. /3.e.) | 108/3 81 108/3 81

Mecto nucuuminHeel B crpykrype OI1 BO

Jucuunnuna b1.B.02«MexayHapoaHblii MapKeTHHI» OCBauMBaeTCs BO 2 CEMECTpe IO
04HOI1 popme, 0O1Iast TPYIOEMKOCTh — 3 3a4eTHBIE €TUHUILIBI.

OcBoeHME JUCUMIUIMHBI ~ OMMPAETCS HAa  MUHUMAQJIbHO  HEOOXOOUMBIH  00BEM
TEOPETUYECKUX 3HAHUN B 00JIACTH MapKETHHIOBBIX MCCIIEOBaHUM, 00LIeH TeOpUn MapKEeTHHTa,
YOpaBJIEHUS! MAPKETUHIOBOM JEATEIbHOCTHIO KOMIIAHWH, a TaKXK€ Ha NPUOOpETEHHbIE paHee
YMEHUS M HaBBIKM INPUHUMATh CTPATErMUECKHE WM OINEPATUBHBIE YIIPABICHUYECKUE DPELLEHUS,
aHAJIM3UPOBATh MEPBUYHYI0 M BTOPUYHYIO HMH(OpPMALKIO Ui MPUHATHS YIPaBIEHUYECKUX
peLeHH, TOTy4YeHHbIE Ha IPEbIAYIIEM YPOBHE 00pa30BaHMU.

Huctunuaa peanusyercs mnocie uszydeHus aucuuiinabl b1.5.02  «CoBpemeHHBIIM
MeHekMeHT», b1.5.06 «Crparernueckuii MEHEI)KMEHT U CTPATETMUECKUNA aHAJIU3», U3y4aeTCsl
napajuiensHo ¢ qucuuiuinHaMu b1.6.04 «Teopust opranuzanuy 1 opraHu3alMOHHO MTOBEICHUE)

u ap.

3. Copep:xkanne U CTPYKTypa JMCHHUIIIHHBI

O0BbeM TMCIUILIAHDI, Yac. D®opma
KontakTHas padora TEeKYyLIEero
o0y4arommxcs ¢ KOHTPOIH
HaumeHoBaHMe TeM ycneBaeMocTH
Ne ni/mm npenoaaBareieM 0 BUIaM .
(pa3nenos) Beero y4eOHBIX 3aHATHI crp ’
y MPOMEKYTOYH
Ja/ Jp n3 KCP on
arrecranuu**
Ounasn hopma odyuenusn
Tema 1 BBenenue B 12/9,2 - 4/3,0 8/6,1
MEKIyHAPOIHBIM
MapKeTUHr. Pa3nnuus B




O0beM JMCHUILIMHDI, Yac.

CUCTEMAX yIPAaBJICHUSI.

/ Introduction to ®opma
international TeKyIero
marketing. Differences KOHTpOJIs
Nen/m | in COB ISIg“s)?g elfllfs?eM yenesaemoctn
. f;éﬂéun} l'lpOMe)lZyTO‘IH
MEXTyHAPOJHOTO oii
Tema 2 | mapkeTunra/ 14/10,7 | 4/3,0 4/3,0 6/4,6 aTTecTHuumn™*
International marketing
environment.
DIIeMEHTBI
MEXTyHapOJHOTO
Tema 3 | mapkerunra./ Elements 12/9,2 - 4/3,0 8/6,1
of international
marketing
MexnyHapoaH
Tema 4 | P MAPKETHHI MUKC) 46,15 5 | 8/6,1 8/6,1 KP
International marketing
mix.
Crpareruu u
munepcTBo B 21 Beke/
Tema 5 | Strategies and 18/13,8 4/3,0 4/3,0 10/7,6
leadership in the 21st
century
IIpomexxyTouHas aTTecTaus 36/27 DK3aMeH
Bcero: | 108/3 81 8/6 24/18 40/30
lIpumeuanue:

* — dhopmer mexkyweeo konmponsa ycnegaemocmu. oucnym (), koumponvras paboma (KP).

Conepxanue nucuunnnabl/ Content of the discipline

Tema 1. BBeieHne B Me:KIyHAPOAHbIH MApKeTUHT. Pa3jinyus B cucreMax ynpaBJIeHHS.
[Tpuanmner MapkeTuHra. KOHKypeHTHOE IPEUMYIIECTBO, TI00AIHU3AIHS U TII00aIbHBIE OTPaCIIH.
TpaHcHanMOHAIbHBIE KOMIAHUM W MEXIyHapoaHbld MapkeTuHr. Ouenka BmusiHug THK nHa
pa3BUTHE MEXIYHApOAHOTO phIHKA. OCOOEHHOCTH MEXIyHApOIHOTO MapKeTHHra. BakHOCTh
MEXIYHAPOJAHOIO  MapKeTHUHIa.  OTHOLIGHTpUuYeckas  opueHTtauus. [loaunenTtpudeckas
opueHrauus. PernonanpHas opueHtauus. ['eoneHrpuueckas opueHTanus. MHOrocTopoHHHE
ToproBele cornamieHus. CoOuparenbHble MOTPEOHOCTH U >KenaHus pbiHKa. MHpopmarmonHas
peBoMIONMA. YIydIlIeHUs: B 00JIACTH TPAHCIIOPTHBIX MEPEBO30K M KOMMYHUKAIMA. M31epx Ky Ha
pa3BuUTHE TpOayKTa. MupoBble HKOHOMHYECKHE TpeHabl. JleBepumxk. OrpaHuuMBarolIee
BITUSIHUE.

Topic 1. Introduction to international marketing. Differences in control systems.

The principles of marketing. Competitive advantage, globalization and global industries.
Multinational companies and international marketing. Assessment of the impact of TNCs on
international market development. Features of international marketing. The importance of
international marketing. Ethnocentric orientation. Polycentric orientation. Regional orientation.
Geocentric orientation. Multilateral trade agreement. Collective needs and desires of the market.
Information revolution. Improvements in transport and communications. Product development
costs. Global economic trends. Leverage. Limiting influence.

Tema 2. Cpena MeKAyHapOIHOTO MAPKETHHIA.




B3rsan Ha MupoByro 3koHOMUKY. CTannu pa3BuTus pblHKa. CTpaHbl ¢ HU3KUM J0X010M. CTpaHsl
C HHU3KHM cpegHuM J0XoAoM. CTpaHbl € BBICOKMM CpPEIHHUM JIOXOJOM. MapKEeTHHIOBBIE
BO3MOYKHOCTH B pa3BUBarOIIMXcs cTpaHax. CTpaHsl ¢ BBICOKMM JoxonoM. Tpuana. [Ipumenenue
MapKeTHHIa Ha pa3HbIX CTYIMEHsAX pa3Butud. [lnarexxubiii 6ananc. Toprosius B cepe TOBapoB U
yenyr. Barman va mexayHapoassie ¢uHancel. BTO u I'ATT. Ilpedepennuanbible TOProBble
cornmamenus. CBoOoHAst TOproBas 30Ha. TaMOXeHHBIA cOr03. OO PHIHOK. DKOHOMUYECKUMA
cor3. CeBepHas Amepuka. Jlatnnckas Amepuka. 3ananHasi, LeHTpajbHas U BocTouHas EBpoma.
Cpennuii BocTok. Adpuka. O611eCcTBO, KyIbTypa U MEKIyHapOJHAas MOTPEOUTENIbCKasl KyJIbTypa.
MapkeTHHroBoe BIMsiHUE Ha KynbTypy. Penurus. Tunsl kyneTyp. CoOCTBEHHOE BOCHpUSATHE U
kputepun Bocnpusatusa. Juddysuonucrckas teopus. Ilpomecc amanTtanuu. Xapaxtep
MHHOBalMi. MapKEeTUHIOBBIE HAXOJKM B Pa3HbIX COLMANbHBIX KyabTypax. [lonurnueckas cpena.
[Tonutnueckuii puck. MexayHapoIHO€E TTPaBo.

Topic 2. International marketing environment.

A look at the world economy. Stages of market development. Low-income countries. Low-
middle-income countries. High middle income countries. Marketing opportunities in developing
countries. High-income countries. Triad. The use of marketing at different stages of
development. Balance of payments. Trade in goods and services. A look at international Finance.
WTO and GATT. Preferential trade agreement. Free trade zone. customs Union. Common
market. economic Union. North America. Latin America. Western, Central and Eastern Europe.
Middle East. Africa. Society, culture and international consumer culture. Marketing influence on
culture. Religion. Type of culture. Own perception and criteria of perception. Diffusionist theory.
Adaptation process. The nature of innovation. Marketing finds in different social cultures.
Political environment. Political risk. International law.

Tema 3. DileMeHTBI Me:KIYHAPOIHOT0 MAPKETHHIA.

WNHudopmMaimoHHble TEXHOJIOTUH B MEXAYHAapOAHOM MapKeTHHre. VICTOYHHMKM MapKEeTHHIOBOM
uHpopmaruu. OcyliecTBICHHE MapKEeTHHIOBOTO HcciienoBaHusd. OnpeneneHrne HEoOXOTUMOMH
uHpopmaruu. [locranoBka npoGiembl. BbiOop oO6bekTa nccienoBanus. AHaIU3 CyIIECTBYIOIIEH
uHpopmarmu. OneHka HeoOXoauMocTH HccienoBanus. [luzaiiH uccnenoBaHus. AHaIu3
uHpopmanun. IlpenocraBnenue pesynpTatoB. KOHTpOnIb 3a mpoBeIeHHE MapKETHHIOBOTO
HCCJIEIOBAaHNUS CO CTOPOHBI TOJIOBHOM KoMmmaHMH. CermMeHTanus MeXIyHapOJHOIO pBIHKA.
Hemorpaduueckas  cermentanus. llcuxorpaduueckas  cermentanus. IloBeneHueckas
cerMeHTanus. CermeHTanuss 1O KadecTBY ToBapa. OJTHUYecKas cerMmeHrauusa. OLeHka
MOTEHIMaa peIHKA U BHIOOD 1I€JIEBOTO PhIHKA MJIM CETMEHTOB. PazMep cermMeHTa U BO3MOKHOCTH
pocra. [ToTeHnmanbhas koHKypeHuus. Ctpaterust paboThsl Ha 1es1eBOM pbliHKe. KoHIeHTparus Ha
MexayHapoaHoM pbiHke. [losunmonuposanue. KadectBo u npeumymiectBa. KauectBo u 11eHa.
Konkypenuus. CpaBHEHHE 3KCHOPTHBIX MPOJAX M SKCIOPTHOrO MapkeTHHra. OpraHu3anus
SKCHOPTHOM JesATeNbHOCTH. HaluoHanbHbIE MOJUTHKH, 3alIUINAIONIME SKCIOPT U UMIOPT.
Tapudusie cucrembl. OCHOBHBIE YYacTHUKM dKcropra. OpraHuszalnus S5KCHOpTa B CTpaHe
IIPOU3BOJUTEE.

Topic 3. Elements of international marketing.

Information technologies in international marketing. Sources of marketing information.
Implementation of marketing research. The definition of the necessary information. Problem
statement. Selection of the object of study. Analysis of existing information. Assessment of the
need for research. Study design. Analysis of information. The presentation of the results. Control
over the conduct of marketing research by the parent company. Segmentation of the international
market. Demographic segmentation. Psychographic segmentation. Behavioral segmentation.
Segmentation by product quality. Ethnic segmentation. Assessment of market potential and
selection of target market or segments. Segment size and growth opportunities. Potential
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competition. Strategy of work in the target market. Concentration on the international market.
Positioning. Quality and advantages. Quality and price. Competition. Comparison of export sales
and export marketing. Organization of export activities. A national policy that protects the export
and import. Tariff system. The main participants of export. Organization of export in the country
of origin.

Tema 4. MexxayHapoaHbIii MAPKETHHI MUKC.

OcHoOBHbBIE TOBapHbIE KOHIENIUH. «Po/Has cTpaHay Kak »JeMeHT OpeHaa. YmakoBka. ['apaHTus
Ha TMpoaykT. Pacmumpenue, apanramus, CO3JaHHE: CTPATETUYECKHE AJIBTEPHATHBBI B
MEXYHAapOJAHOM MapkeTHHre. Pa3paboTka HOBBIX TOBapOB B MEXIyHAPOJHOM MAapKETHHTE.
OcHOBHbIE KOHILEMIUHU OTNpeaeeHus eHbl. [o0anbHble e U CTpaTeruu [eHo00pa3oBaHMsL.
Bnusinus cpensl Ha 1eHooOpa3oBaHue. MeXIyHapoAHOE IIEHOOOpa3oBaHHE: TPH BO3MOXKHBIX
anbTepHaTUBBL. ToBapbl uepHOro pbiHKa. JlemnuHr. VYcraHoBka I1eHbl. TpaHcdepTHOE
neHooOpaszoBanue. Ompenenenue neneit covita. Kananel pacnpenenenus: TepMmuHoJIOrHS U
cTpykrypa. OmnpezeneHue KaHaloB cOblTa W paboTa MO ITUM KaHajgaM. MHpPOBOE pPUTEHIL.
NuHOBaniuu B MHUpPOBOM putreitie. dusnyeckoe pacnpeneiacHue, MOCTAaBIIUKU U JIOTMCTHKA.
MupoBsie peKiIaMHbIE KOMITAHUH.

Topic 4. International marketing mix.

Basic product concepts. "Native country" as an element of the brand. Packaging. The warranty
on the product. Expansion, adaptation, creation: strategic alternatives in international marketing.
Development of new products in international marketing. Basic concepts of pricing. Global
pricing goals and strategies. The impact of the environment on pricing. International pricing:
three possible alternatives. Black market goods. Dumping. Price setting. Transfer pricing. The
purposes of the definition of marketing. Distribution channels: Terminology and structure.
Determination of sales channels and work on these channels. World retail. Innovations in global
retail. Physical distribution, suppliers and logistics. Global advertising companies.

Tema 5. Ctpaterum u 1ugepcTso B 21 Beke.

AHanu3 OTpaciau: CWIbl, BIHAIOIIME HAa KOHKYpeHIMIO. KOHKYpEeHTHbIE NPEHMYIIECTBA.
MexryHapo/iHasi KOHKYPEHIIUS M HallMOHAJIbHbIE KOHKYPEHTHBIE npeumyiiectBa. CoBpeMeHHbIE
acCleKThl KOHKYpEHTHOro mnpeumyuiectBa. JlumepcrBo. OpraHuszanuss B MEXIyHapOAHOM
MapketuHre.  PacmpeneneHHoe — mpou3BoacTBO:  OpraHum3anusi — MO-SIIOHCKH.  OTHKA,
KOPIOpPaTHBHAsI COLMAIbHAS OTBETCTBEHHOCTh U OTBET COLIMYyMa B 3py Irobanuzanuu. Mcropus
nudposoit pepomonnu. KonBeprenmms. [mobGampHOE 3JIEKTPOHHOE TPOCTpPaHCTBO. Jlm3aiiH
CaliToB M UX NpuMeHeHne. HoBble TOBaphbl U yCIyru.

Topic 5. Strategy and leadership in the 21st century.

Industry analysis: forces influencing competition. Competitive advantage. International
competition and national competitive advantages. Modern aspects of competitive advantage.
Lead. Organization in international marketing. Distributed production: Organizing the Japanese
way. Ethics, corporate social responsibility and social response in the era of globalization.
History of the digital revolution. Convergence. Global electronic space. Website design and
application. New goods and services.

4. Marepuajbl TeKylIero KOHTPOJISI YCIeBAeMOCTH 00y4aromuxcsi ¥ (PoHI OLEeHOYHBIX
CPeACTB MPOMEKYTOYHOM aTTeCTAlMU 10 JUCHUIINHE/

Materials of the current control of progress of students and the Fund of evaluation means

of intermediate certification in the discipline



4.1. ®opMbI U MeTObI TEKYLIET0 KOHTPOJIS YCIIeBA€MOCTH Y MPOMEKYTOYHOM aTTecTanumn/
Forms and methods of the current control of progress and interim certification.

4.1.1. B xone peanuzauuu nucuuminebl b1.B.02 MexnyHapoaHblii MApKETHHT HCIIONb3YHOTCS
CJIEIYIOIINE METO/Ibl TEKYIIETO KOHTPOJIS YCIIEeBAEMOCTH 00Y4arOLIIXCsl/

In the course of implementing the discipline B1.B. 02 International marketing the
following methods of monitoring the progress of students are used:

IIpu npoBeneHNN 3aHATHI JEKIIMOHHOIO THIIA:

-IpYU YTEHUM JIEKUUN HCIONb3YeTCs OObSICHUTENbHO-WIIIOCTPATUBHBIM METOJ] C 3JIEeMEHTaMU
NpoOJEeMHOT0 H3MIOXKEHUsT y4eOHOH HHpOpManuu (MOHOJOTUYECKOH, IUAJOTHYECKOM WITN
ABPUCTUYECKOM);

[Ipu npoBeneHny 3aHATUI TPAKTUYECKOTO THTIA:
-IUCITY T, KOHTPOJIbHAs paboTa;

[Tpu npoBeieHNH CaMOCTOATENbHOM PadOTHI:

-BOIPOCHI IJIs1 CAMOCTOSITEIBHOTO N3YYEHUS;

-nmpopa0OTKa JIEKIIMOHHOTO MaTepualla, COCTaBJICHHE KOHCIIEKTa JIeKIUl Mo TeMawm,
BBIHECEHHBIM Ha CAMOCTOSITENIBHOE N3YUYEHUE;

- IIOATOTOBKE K MPAKTUYECKUM 3aHATHUSAM;

- IOATOTOBKE K MPOMEKYTOYHOMY KOHTPOJIIO;

- IIOATOTOBKE K TEKYILEMY KOHTPOJIIO YCIIEBAEMOCTH.

During the classes lecture-type:
-when lecturing is used the explanatory-illustrative method, with the elements of a problem
statement of educational information (monologic, Dialogic or heuristic);

During practical classes:
-dispute, control work;

When carrying out independent work:

-questions for self-study;

-study of lecture material, preparation of lecture notes on topics submitted for self-study;
- preparation for practical training;

- preparation for the interim control;

- preparation for the ongoing monitoring of progress.

4.1.2. DK3aMeH NPOBOAUTCS C MPUMEHEHUEM CIIEIYIOIIMX METOAOB (CPEICTB): SK3aMEH B BUJIE
YCTHOTO OITpOca C pa300pOM TUIIOBBIX CUTYyaIuii/

The exam is carried out using the following methods (means): a test in the form of oral
questioning, analysis of typical situations.

4.2. Marepuanbl TeKyllero KOHTpoas ycnesaemoctu/Materials of the current control of
progress.

TunoBble OLlEHOYHbIE MaTepHaJibl 110 TEME 2



Tembl 1uCIyTOB/
Model evaluation materials on topic 2
Topics of disputes

MexayHapoIHBIH PBIHOK, €r0 0COOEHHOCTH U yCIOBUS ()YHKIIMOHUPOBAHHUSL.

Konnenuus MexayHapoIHOrO MapKETHHTA.

@DaKTophl, OKa3bIBAIOIINE BIUSHUE HA JIEATENbHOCTh (PUPMBI HA MEXKTyHAPOIHOM PHIHKE.
KakoBbl 0cOOEHHOCTH MEXTyHAPOAHOTO MapKeTHHra?

Kak npoBecTH aHanu3 U OLIEHUTh BOCIIPUUMYHMBOCTD BHEITHETO PhIHKA?

Komrneke u cpena MexIyHapOIHOTO MapKETHHTA.

Crparernueckue pemeHus: B MEX1yHapOJIHOM MapKETHHIE

[InannpoBaHue ¥ KOHTPOJIb B MEKyHAPOAHOM MapKETHHTE.

Kakue ¢akTopbl 0Ka3bIBalOT BIMSHUE HA IEATEILHOCTD (PUPMBI HA MEXTYHAPOJHOM PBHIHKE?/

WX N R WD =

International market, its features and operating conditions.

The concept of international marketing.

Factors that influence the company's activities in the international market.
What are the features of international marketing?

How to analyze and assess the susceptibility of the external market?
Complex and environment of international marketing.

Strategic decisions in international marketing

Planning and control in international marketing.

What factors influence the firm's activities in the international market?

WX N R WD =

Tumnosbie OLIEHOYHBIE MaTePHAJIbI 110 Teme 4
Tembl KOHTPOJIBbHBIX padoT /
Model evaluation materials on topic 4
Topics of control works
1. MeToauka cerMeHTaluy noTpeduTesneil B MeKIyHapoJHOM MapKETHHTE.
2. Pacyer eMKOCTH BHELITHUX PBIHKOB.
3. Hzyuenme wmexayHaponHoro koaekca ECOMAP u MTII mo mnpakTUKe pBIHOYHBIX
HCCIIE0BAHUMN.
4. Pacuer BHEIIHETOPrOBOM LIEHBI MO SKCIIOPTHOM U UMITOPTHOM CHEIIKaM.
5. LleneBast moroToBKa K JIEIOBOM 3apyOexHOH Moe3/Ke, IPOBEICHHE JIeIOBBIX IEPEroBOPOB 3a
pyOexoMm.
6. Bbibop M mpoOrHO3 pa3BUTHUS LEJNEBBIX PBIHKOB (C HCIOJb30BAaHHUEM JAaHHBIX M3 CETH
WNurepner).
7. BeiOop cTpareruu AesTeIbHOCTH NPEANPHUATHS B YCIOBUSAX KOHKYPEHTHOTO PHIHKA.
8. IToaroroBka u NMpOBEAECHHUE MEPETOBOPOB IO 3AKIFOUEHHUIO JOTOBOpPA MEXIYHAPOIHOU KYILIHU-
poaxu./

. Methods of segmentation of consumers in international marketing.

. Calculation of the capacity of foreign markets.

. Study of the international code of ESOMAR and ICC on market research practice.

. Calculation of foreign trade prices for export and import transactions.

. Target preparation for a business trip abroad, conducting business negotiations abroad.
. Selection and forecast of target markets development (using data from the Internet).

. The choice of strategy of the enterprise in a competitive market.

. Preparation and negotiation of an international sales contract.

0O JON WD B~ WN—
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CamocTosiTe/IbHOE H3Y4YeHHe Pa31e/10B AUCIUTIIHHBI/
Self-study sections of the discipline

Ne Bonpocel, BBIHOCHMBIE HA CAMOCTOATEILHOE H3yYeHue /
pasnen Questions submitted for self-study
a
1 BHenmHeToproBeiii, MyJIBTHHAIIMOHAIBHBIA W TJ00AJIBHBIA  MapKETHHT.

Hcropuueckuil o4epK pa3BUTUA MAapKETHHIA U MEKIyHAPOAHOr0 MapKeThHra. Posb
COBPEMEHHOI'0 MEXJAyHapOJHOIO MAapKeTHHra B MMPOBOH BHEIIHETOProBOM
npakTuke. MEeXIyHapOIHBIH MapKeTUHT KaKk HMHTErpupymoomas  (QyHKIHs
COBPEMEHHOI'0 MEXYHAPOJIHOTO MEHEPKMEHTA./

Foreign trade, multinational and global marketing. Historical sketch of the
development of marketing and international marketing. The role of modern
international marketing in international trade practice. International marketing as an
integrating function of modern international management.

2 DOneMeHThl pBhIHKA M WX B3amMojeicTBue. Ilpu3Haku KiaccupUKauu
pPBHIHKOB. PRIHKM BHYTpeHHHE W BHEIIHHE. PBIHOK TpoJaBIa U PHIHOK MOKYIATEJIs.
PbiHKM  SKOHOMHMYECKMX cooOmiecTB. MeXayHapoaHble U HalMOHAJIbHbIE
MapKeTHHIOBbIe accoranuu. Llenn, 3aqaun, HanpaBieHust JesITeILHOCTH./

Elements of the market and their interaction. Signs of market classification.
Domestic and foreign markets. Seller's market and buyer's market. Markets of
economic communities. International and national marketing associations. Goals,
objectives, activities.

3 TenpeHUM pa3BUTHSI SKOHOMHUKH IIETIEBBIX 3apyOS)KHBIX PHIHKOB.

PerynupoBaHme  pekuma  OpPSAMBIX ~ WHOCTPAHHBIX  MHBECTHLUIL.
Hcnonp3oBanne 0coOEHHOCTEW  3aKOHOAATENICTB  3apyOEKHBIX CTpaH U
MEKTyHapOIHOTO TOPTrOBOTO TNpaBa. 3HAUYCHHWE HATMYUs KBaJTH(PHUIMPOBAHHOM
paboueill cuibl. Vcmonp30BaHME HAy4YHO-TEXHMYECKUX JOCTHIKEHUH Uil pocTa
KOHKYPEHTOCTIOCOOHOCTH M 3¢ deKkTuBHOCTH OunsHeca. CoIHMaibHO-KYJIbTypHAs
cpena, OCOOCHHOCTH HAIMOHAJIBHBIX KYNbTyp moTpeOnenus. TpaaunnoHHBIE U
KOH(ecCHOHANIBHBIE OCOOEGHHOCTH 3apyOeXHBIX CTpaH, PErHOHOB. BimsHue Ha
MapKETHHTOBYIO JESTEIHHOCTh MPUPOTHBIX YCIOBHN M SKOJIOTMYECKOH 0OCTaHOBKH.
AHanu3  TPHUPOAHBIX  PECYpCOB:  3€MEIbHBIX, BOJIHBIX, OHOJOTHYECKHX,
MHUHEPAITbHO-CHIPBEBBIX, TOTUTMBHO-YHEPT€THIECKHX./

Trends in the development of the economy of the target foreign markets.

Regulation of foreign direct investment. The use of the features of the laws
of foreign countries and international trade law. The importance of having a skilled
workforce. Use of scientific and technical achievements for growth of
competitiveness and efficiency of business. Social and cultural environment,
peculiarities of national consumption cultures. Traditional and confessional features
of foreign countries and regions. Influence on marketing activity of natural
conditions and ecological situation. Analysis of natural resources: land, water,
biological, mineral, fuel and energy.

4 AHanu3 HMHCTPYMEHTOB BbIOOpa MEXIyHapoJHOro pbiHKa. Paspabotka
CTpaTerny IPOHMKHOBEHHS HAa MEXIYHAPOIHBIH pBIHOK. AJBTEpHATHBHbIE
CTpaTeruy BBIXOJAa HA MEXIYHAPOJHBIM pbhIHOK. [IpemMyniecTtBa M HEOOCTaTKH
HauboJsiee MOMyJIAPHBIX HHCTPYMEHTOB BBIXOJIa HA MEXTyHApOJHbIE PHIHKU./

Analysis of international market selection tools. Development of strategy of
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penetration into the international market. Alternative strategies for entering the
international market. Advantages and disadvantages of the most popular tools for
entering international markets.

CermeHTanus mOTpeOHUTENEe B CHCTEME MEXIYHApPOAHOTO MapKETHHTa.
VYuer deHomeHa T00anu3aldyd KyJlIbTypbl TOTpeOsieHus. AHanu3 (GUPMEHHOM
CTPYKTYphl MEXIYHapoIHOI pbiHKa. OIleHKa BO3MOXKHOCTEH MPEoIoJICHHUs
NPOTUBOJICHICTBUSL CO CTOPOHBI KOHKYPEHTOB TIPU TIOATOTOBKE W TPOBEICHHU
KOMMEPUYECKHX OTepaIii Ha BHEITHUX PhIHKAX./

Segmentation of consumers in the system of international marketing. Taking
into account the phenomenon of globalization of consumer culture. Analysis of the
corporate structure of the international market. Assessment of opportunities to
overcome the opposition from competitors in the preparation and conduct of

commercial operations in foreign markets.

4.3. OueHo4YHBbIE CPeACTBA JJIsl MIPOMEKYTOYHOM aTTecTanun/
Evaluation tools for interim certification.

4.3.1. IlepeueHb KOMIETEHIHI ¢ yKa3aHueM 3TanoB MX (OpMHPOBaHUSI B Ipouecce
ocBOeHHs1 oOpa3oBaTesibHOW mporpammbl. Iloka3areJu M KpUTePUW OLEHWBAHUS
KOMIIETeHIIM I Ha Pa3/IMYHBIX 3Tanax ux ¢gopmupoBanus/
The list of competencies indicating the stages of their formation in the development
of the educational program. Indicators and criteria for assessing competencies at
various stages of their formation.

Kon HauMenoBaHue Kon 3rana ocBoenns | HammenoBanue
KOMIIeTeHInu/ komnereHunu/ Name of | komnerenuun/ Code | 3Tana OCBOCHUS
Competency competence phase of the | komnerennun/ The
code development of | name of the
competence development stage of
competence
OK-2 TOTOBHOCTH J€MCTBOBATh B OK-2.1 OBJIAJICHUE HAaBBIKaMU
HECTaHAPTHBIX KOJTMYECTBEHHOTO U
CUTYyaLUsX, HECTH Ka4eCTBEHHOT'O
COLMATBHYIO U ATHYECKYIO aHaJM3a JUIs
OTBETCTBEHHOCTb 3a MIPUHATHS
MIPUHSATHIC pEIICHUSs/ YIpaBICHYECKIX
willingness to act in non- pemieHuii/ mastering
standard situations, to bear the skills of
social and ethical quantitative and
responsibility  for  the qualitative  analysis
decisions taken for management
decision-making.
I1K-5 BIAJICHUE METOIaMU I1K-5.1 CIIOCOOHOCTD
HKOHOMHUYECKOTO U MOJIETUPOBATh
CTpATETHYECKOr0 aHaIm3a OU3HEC-TPOIECCHI
MOBEJICHUS opraHuszaiuu B chepe
HYKOHOMHUYECKHX arceHTOB U MEXTyHapOIHOTO
pPBIHKOB B II00aJIbHOM MapkeTtuHra/ ability to
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cpene/  knowledge  of model business
methods of economic and processes  of  the
strategic analysis of the organization in the
behavior of economic field of international
agents and markets in the marketing

global environment

13



9rTan
OCBOEHMSI
KOMIIeTeHI U/
Code phase of
the

IToka3zareanb oueHuBaHus/
Evaluation index of

Kpurepnii ouennBanus/
Evaluation criteria

development
of competence
OK-2.1 ITonnmanue OCHOBHBIX [Ipumensier KOHIIEIIIINU
KOHIICIITU I MEXIyHAPOJIHOTO | MAPKETHHTA K MIPaKTUYECKON
MapKeTHHra. JIeSITEIbHOCTH MEXIYHAPOIHBIX
3HaHME OCHOBHBIX OHU3HEC- | CyOBEKTOB; IIPUMEHSET
MIPOLIECCOB B OpraHu3allMK: | MADKETUHIOBBIE  MEPOIPUATUS U
IJIaHUPOBAHME, OpraHu3aImus, | CTpaTeTUd TPH PaA3IWYHBIX BUIAX
KOOpAUHAIUS, MOTHBalMs, | CIpOCA B paMKax  KOHIEHIUHU

KOHTpOJ’IB B paMKax KOHIICHHHIZ
MEXyHApOAHOTO MapKETUHTa.
Hcnoap3oBanne B
npodeccCHOHANBHON J1eATETbHOCTH
OCHOBHBIX ITOIXOAOB K aHanmy 158

OLICHKE Ou3Hec-cpebl
OpeNnpusiTHsS W K aHAIW3Y
3G(HEeKTUBHOCTH U KOHTPOJIO

peanu3anMy €ro MeKIyHapOJHOU
CTpaTEruH.
MonenupoBanue OusHec-
MIPOILIECCOB OpTraHU3aIH./
Understanding the basic

concepts of international
marketing.

Knowledge of the main
business  processes in the
organization: planning,
organization, coordination,
motivation, control within the
concepts of international
marketing.

Use in  professional

activity of the main approaches to
the analysis and assessment of
the business environment of the
enterprise and to the analysis of

efficiency and control  of
implementation of its
international strategy.

Modeling of business

processes of the organization.

MEXTyHapOJHOTO MapKETHHT 4,
oneHuBaeT 3(pQeKTuBHOCTH

MapKETUHTOBOH JICATEIIEHOCTH B

MEXKyHApOAHOU Cpene;

YMEET MOACIUPOBATH
6H3H€C-Hp0HeCCLI OpraHu3anuu,

IIPOBEACH aHajJIn3

B3aMOCBA3U MCKIOY

(YHKIIMOHAIBHBIMHA ~ CTPATETUSIMHU
KOMIIaHH;

WCTIONB30BaHbl  METOIMKHU
aHanm3a OU3HEC-IIPOIIECCOB
OpraHU3aIiK C IIETHI0 BBIIEICHUS
CJ1a0BIX CTOPOH MPOLIECCOB;

paccMOTpEHbI
BO3MOXXHOCTH MOJICTTUPOBAHUS
OM3HEC-TIPOIIECCOB  HA  OCHOBE
HPOBEICHHBIX aHaJIU30B
poLEeccoB./

Applies marketing concepts
to the practice of international
actors; applies marketing activities
and strategies for different types of
demand within the concept of
international marketing;

evaluates the effectiveness

of marketing activities in the
international environment;
able to model business

processes of the organization;

the  analysis of the
relationship between the functional
strategies of companies;

methods of the analysis of
business  processes of  the
organization for the purpose of

allocation of weaknesses of
processes are used;
the possibilities of




4.3.2 TunoBsbie ouenounbie cpeacrsa/Model evaluation tools

Bonpocs! K 3K3aMeHy N0 THCHHUIJIHHE
Wznoxure TeopeTHuecKrue OCHOBHI 10 JaHHOH TeMe U 00OCHYHTe (IIPOAEMOHCTPUPYITE
Ha KOHKPETHOM TPUMEPE U apTyMEHTHPYHTE) CBOE OTHOIICHUE K TaHHOW TeMe/
Questions for the exam on discipline
Set out the theoretical foundations for this topic and justify (demonstrate a concrete
example and argue) their attitude to this topic:

1.IlonsiTHE, CYIIHOCTH U MIPUHLIMIIBI MEKTyHAPOIHOTO MAapKETHHTA.

2.BHenTHeTOProBhIi,  MYJBTUHAIIMOHAIBHBIA HW  TJOOANBHBIA  BHUIBI  MEXKIYHAPOIHOTO
MapKETHHTa.

3.Crneunduxa BHEUTHEAKOHOMUYECKON JeSITeIbHOCTH AKCHOPTHO-OPUEHTHUPOBAHHBIX
MIPEANPUATHIA.

4.UccnenoBaHusi BHEIIHUX pPBIHKOB. OOmiee M OCOOEHHOE C HCCIIEOBAHUSMU BHYTPEHHUX
PBIHKOB.

S5.IIpu3Haku M KpPUTEpUU CETMEHTAIMU Ha IMOTPEOUTENHCKOM 3apyOeKHOM pBIHKE, olliee U
0COOEHHOE TI0 CPAaBHEHHIO C CETMEHTAalMel BHYTPEHHETO PhIHKA.

6.13yuenne GupMEHHOI CTPYKTYpbl 3apyOeXHBIX LENEBbIX PHIHKOB; UCTOUHUKU HMH(POpMAIIH
uccle10BaHus GUPMEHHON CTPYKTYPBHI.

7.ccnenoBanrie TOBapHOM CTPYKTYPBI LIETEBBIX 3apYOEKHBIX PHIHKOB.

8.Mcrounnku nHpOpMaLuK O 3apyOeKHBIX PhIHKAX.

9.KoHKypeHTOCTIOCOOHOCTh IPEANPHUATHS, €r0 OIICHKA.

10.ToBapHble  cTparermu MpEeANpHUATHS HA  BHEIIHUX  pBIHKAaxX: aJanTallOHHbIE U
VMHHOBAIIMOHHBIE IOJXO/bl, PEIICHUs IO IIHUPOTE U TIIyOMHE acCOPTUMEHTA, HOMEHKIAType U
TUIIOPSIaM TOBApHOM MPOITYKIUU

1.The concept, essence and principles of international marketing.

2.Foreign trade, multinational and global types of international marketing.

3.Specifics of foreign economic activity of export-oriented enterprises.

4.Foreign market research. General and special studies of domestic markets.

5.Features and criteria of segmentation in the consumer foreign market, General and special in
comparison with the segmentation of the domestic market.

6.Study of the corporate structure of foreign target markets; sources of information research of
the corporate structure.

7.A study of the commodity structure of the target foreign markets.

8.Sources of information about foreign markets.

9.Competitiveness of the enterprise, its assessment.

10.Commodity strategies of the enterprise in foreign markets: adaptation and innovative
approaches, solutions for the breadth and depth of the range, range and types of commodity
products

Ixana ouenuBanusi/ Grading scale

| Ounenka/ Assessment \ TpeooBanus k 3HanusiM/ Requirements for knowledge and skills \
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5, «omauunoy/
"excellenty

- Ol1leHKa «OTIIMYHOY» BBICTABIIAETCS CTYIEHTY, €CIIU OH:
3HAET:
OPUHLUNBI W METOAbl aHajiu3a, OIEHKU U pa3paboTKu
CTpaTeruii KOMIIaHUHM, (QYHKUMOHUPYIOIIMX Ha MEXIYHAapOAHOM

PBIHKE;

YMEET:

OPUMEHATh  KOHLENIMM  MapKeTHMHra K  IPaKTU4YECKON
JEATEIbHOCTH MEXYHAPOJHBIX CyOBEKTOB; MIPUMEHSATH

MapKETHHIOBbIE MEPONPUATHS M CTPATeTWU NpPU PA3TUYHBIX BUAAX
Crpoca B paMKax KOHIICTIITUM MEXTyHapOAHOTO MapKETHHTA,;

onieHNBaeT 3((HEeKTUBHOCTh MApPKETHHIOBOM JEATEIBHOCTH B
MEXIyHapOIHOH cpene/

"Excellent" is assigned to the student if he:

knows:

principles and methods of analysis, evaluation and strategy
development of companies operating in the international market;

knows:

apply marketing concepts to the practice of international actors;
apply marketing activities and strategies for different types of demand
within the concept of international marketing;

evaluates the effectiveness of marketing activities in the
international environment

4, «xopouwoy/
"goody

- OweHka «XOpoLIo» BBICTABISETCS CTYIEHTY, €CJIU OH:
3HAET:
OPUHIMIBI M METOAbl aHalu3a, OLEHKM M pa3paboTKu
CTpaTeruii KOMIaHWK, (YHKIMOHHPYIOUIMX Ha MEXKIYHApOTHOM
PBIHKE;

yMeer:
NPUMEHSATh  KOHIEMIMM  MapKeTHMHra K  MPaKTHYECKOH
ACATCIIbPHOCTU MCKIAYHAPOOHBIX Cy6’beKTOB ) NPUMCHATH

MapKETHHIOBbIE MEPONPHUATHS M CTPATETHU TPU PA3IUYHBIX BUAAX
Crpoca B paMKax KOHIICTIIIUM MEXTyHapOIHOTO MapKETHHTa./

Good" rating is assigned to the student if he:

knows:

principles and methods of analysis, evaluation and strategy
development of companies operating in the international market;

knows:

apply marketing concepts to the practice of international actors;
apply marketing activities and strategies for different types of demand
within the concept of international marketing

31
«y00671emeopumenbHo»/
«satisfactoryy

- OIeHKa «yIOBICTBOPHTEIHHOY» BBICTABISIETCS CTYACHTY, €CIIU OH
UMEET 3HaHHS TOJIBKO OCHOBHOTO Marepuayia, HO HE YCBOWJ €ro
JeTaned, JOMyCKaeT HETOYHOCTH, HEJIOCTaTOYHO IPABUIIbHBIC
(GOpPMYIMPOBKHM, HApyLICHUS JIOTHYECKOH IMOCIEIOBATEIILHOCTH B
H3JIOKCHUHU ITPOrpaMMHOI0 MaTCpHralia, UCIBLITBIBACT 3aTPYAHCHUA ITPU
BBITIOJTHEHUH TIPAKTHYECKUX PAOOT.

- YueOHbIE JOCTM)XCHHS B CEMECTPOBBIA TMEPHOJ U PE3YJIbTAThI
pyOexKHOTO KOHTPOJIS JEMOHCTPUPYIOT JOCTaTOYHYIO
(YIOBICTBOPUTENbHYIO)  CTENEHb  OBJAJCHUS  NPOrPaMMHBIM
MaTepHuaiom./

Assessment "satisfactory" is exposed to the student if he has
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knowledge only of the basic material, but did not learn its details,
admits inaccuracies, insufficiently correct formulations, violations of
logical sequence in the statement of the program material, has
difficulties in performance of practical works.

-Academic achievements in the semester period and the results
of midterm control demonstrate a sufficient (satisfactory) degree of
mastery of the program material.

«HEY0081emE8opUMEnbHO»/

2;

"unsatisfactoryy

- OneHka «HEYIOBJIETBOPUTEIBHO»  BBICTABISETCS  CTYACHTY,
KOTOPBIN HE 3HACT 3HAYMTEIBHON YacTH MPOTrPaMMHOrO MaTepuala,
JIOMyCKAeT CYIIECTBEHHbIC OINMOKH, HEYBEPEHHO, C OOJBIIUMH
3aTpyJHEHUSIMH BBITIONHSACT TpaKTHUecKue padoTel. Kak mpaswiio,
OLIEHKA «HEYIOBJICTBOPUTEIBHO» CTaBUTCA CTYACHTaM, KOTOpBIE HE
MOTYT TPOAOJDKUTH OOydeHHe Oe3 JOMOJHHUTENBHBIX 3aHATHH 110
COOTBETCTBYIOIIEH JUCLHUILIMHE.

- VYueOHbIC JOCTIDKEHHS B CEMECTPOBBIA NMEPHON U PE3yJIbTAThI
pPYOEKHOTO  KOHTpOJII ~ JIEMOHCTPUPYIOT  HEBBICOKYIO  CTCIICHb
OBJIA/ICHUS IPOTPAMMHBIM MaTepHAIOM 10 MUHHUMAJIbHOH IJIaHKe./

- The "unsatisfactory" grade is given to a student who does not know a
significant part of the program material, makes significant mistakes,
uncertainly, with great difficulty performs practical work. As a rule,
the grade "unsatisfactory" is given to students who can not continue
their education without additional training in the relevant discipline.

- Educational achievements in the semester period and the results of
midterm control demonstrate a low degree of mastery of the program
material at the minimum level.

4.4. Metoguueckue marepuajubl/Methodical material

3aHATHSA 110 JUCUMIUIMHE «MeXayHapoIHbI MapKeTUHI» MPECTaBICHbl CIEAYIOIIUMI
BUJAMU pabOTHI: JIEKIUH, NPAKTUYECKHE 3aHATHA, a TaKXKe CaMOCTOATENBHOW paboToit
CTYJICHTOB.
Ha mpakTudeckux 3aHATUSX CTYACHTHI BHIMOIHSIOT 3aJJaHUs, CBA3aHHBIE C 00CYXIeHUEM

MPOOJIEMHBIX BOMPOCOB U BHIPAOATHIBAIOT CBOE OTHOUICHME K KOHIEMIMSIM M CTPaTerusim
MEXyHapOJAHOTO MapKeTuHra. Kpome nucmyTta U KOHTpOJIBHOM paboThl Ha BCEX MPAKTUYECKHUX
3aHATUAX CTYAEHT JOJDKEH JEeMOHCTPHPOBATh BOBJICUEHHOCTH B JAMAJIOT C MPEMOAABATEIEM U C
JIPYTUMU CTYJACHTaAMHU.

B pamkax camocTosTesIbHOM pabOThI CTYIAEHTHI TOTOBATCS K MPAKTHUECKUM 3aHSATHUSIM,
CaMOCTOSITENIHO U3y4YaroT HEKOTOPbIE TEMBI M OCYLIECTBISIOT ITOJrOTOBKY K IK3aMEHY.

Tekymiast arrectanus 1mo AUCHUIUIMHE «MEXIyHApOIHBIA MapKETUHI» MPOBOAUTCS B
dbopMe qucmyTa U KOHTPOJILHOUM pabOThl TO OIEHUBAHUIO (DAKTHUECKHUX PE3yIbTATOB OOYUCHUs
CTY/IEHTOB U OCYIIECTBIIICTCS BEAYLIUM IPEIOaBaTeIeM.

OObexkTaMu OLIEHUBAHUS BBICTYIAIOT:

- yyeOHasg OUCHUIUIMHA (aKTUBHOCTb HAa 3aHATUAX, CBOEBPEMEHHOCTH BBIMTOJHEHUS
Pa3IMYHBIX BUJOB 33JaHUM, MOCEIIaeMOCTh BCEX BUIOB 3aHITHH MO aTTECTyeMOM
JTUCITUTIINHE);

- CTENEeHb YCBOCHHUS TEOPETHUECKUX 3HAHUM;

- YpOBEHb OBJAJCHHUS TNPAKTHUYCCKUMH YMEHUSIMH M HaBBIKAMH TI0 BCEM BHIaM
y4eOHOI palboThI,

- pe3yJbTaThl CAMOCTOATEIHHON PaOOTHI.
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OrneHrBaHNe aKTHBHON palOTHI CTyJEHTa Ha MPAKTUYECKUX 3aHATHUSAX OCYIIECTBISETCS
IO CJIEYFOIMM KPHTEPHAM:

«OTIMYHO» — AaKTUBHOE Yy4acTue B OOCYKIEHMHM TpoOiieM  KaxI0ro
NPAaKTHYECKOTO 3aHATHS, CaMOCTOSATEIBbHOCTH OTBETOB, CBOOOJHOE BIIAJCHHE MAaTepHajoM,
MIOJIHBIE M apTyMEHTHPOBAaHHBIE OTBETHl HA BOMPOCHI, y4acTHEe B JUCKYCCHUSX, TBEPAOE 3HAHUE
JEKIIMOHHOTO MaTepuaia, o0sS3aTelbHON W PEKOMEHIIOBAHHOW JOTIONHUTEIFHOU IJIUTEpaTypHI,
peryssipHast MOCenaeMOCTh 3aHATUH.

i «Xopomio» — HEeIOCTaTOYHO IIOJIHOE PACKPBHITHE HEKOTOPBHIX BOIPOCOB TEMBI,
HE3HAUUTEIbHbIE OMIMOKH B (POPMYIMPOBKE KATETOPUH M TMOHATUM, MEHBIIAs aKTUBHOCTh Ha
MPAKTUYCCKUX  3aHATHUAX, HCIOJHOC 3HAHHC HOHOJ’IHI/ITCJ’IBHOﬁ JATEPATYpPhI, XOpouias
TOCEMAEMOCTb.

«YIOBIIETBOPHUTEIBHO» — OTBETHI HAa MPAKTUYECKHUX 3aHATHIX OTPAKAIOT B IEIIOM
NOHMMaHWE TEMbl, 3HAHUE COAEP)KAHUS OCHOBHBIX KaTe€ropuil W MOHATHH, 3HAKOMCTBO C
JEKIIMOHHBIM MaTepHaIOM W PEKOMEHIIOBAHHOW OCHOBHOW JIUTEPATypO#, HEIOCTaTOYHAS
aKTMBHOCTH Ha 3aHATHUSAX, OCTABIIAIONIAS KeJaTh JIyUIIero MOCeaeMOoCTb.

i «HeynoBneTBOpuTENTHbHO» — MACCHBHOCTh HA CEMHMHApax, 4acTas HETOTOBHOCTh
IIPU OTBETaX Ha BOIMPOCHI, IIOXas MOCEIAEMOCTh, OTCYTCTBHE KaueCTB, YKa3aHHBIX BBILIE, IS
MoJTyyeHus: 60s1ee BHICOKUX OIICHOK./

Classes in the discipline "international marketing" are the following types of work:
lectures, workshops, as well as independent work of students.

In practical classes, students perform tasks related to the discussion of problematic issues
and develop their attitude to the concepts and strategies of international marketing. In addition to
the dispute and control work in all practical classes, the student must demonstrate involvement in
a dialogue with the teacher and with other students.

As part of independent work, students prepare for practical classes, independently study
some topics and prepare for the exam.

The current certification of the discipline "international marketing" is carried out in the
form of a dispute and control work on the evaluation of the actual results of training of students
and is carried out by a leading teacher.

The objects of evaluation are:

~ academic discipline (activity in the classroom, the timeliness of various types of tasks,
attendance of all types of classes in the certified discipline);

~ the degree of assimilation of theoretical knowledge;

: level of mastery of practical skills in all types of educational work;

results of independent work.

The activity of the student in the classroom is evaluated by his speeches on practical
training (dispute).

Evaluation of the student's work in practical classes is carried out according to the
following criteria:

" "Excellent" — active participation in the discussion of the problems of each practice
session, the independence of responses, fluency with the material, a full and reasoned responses
to questions, participation in discussions, a solid knowledge of the lecture material, required and
recommended supplementary literature and regular attendance.

"~ "Good" — insufficient full disclosure of some issues of the topic, minor errors in the
formulation of categories and concepts, less activity in practical classes, incomplete knowledge
of additional literature, good attendance.

~ "Satisfactory" — answers to practical classes reflect the overall understanding of the
topic, knowledge of the content of the main categories and concepts, familiarity with the lecture
material and recommended basic literature, insufficient activity in the classroom, leaving much
to be desired attendance.
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~ "Unsatisfactory" — passivity in seminars, frequent unavailability in answering questions,
poor attendance, lack of the qualities mentioned above to obtain higher grades.

5. Meroauueckue yKazaHus sl 00y4aOIMXCS M0 OCBOEHUIO TUCIHIJIMHBI/
Guidelines for students on the development of the discipline

[IpenonaBarens uHpOpMUpPYeT OOydarOIUXCS O TMPUMEHSIEMOM CcHCTEMe TEKYIIEero M
MIPOMEKYTOYHOTO KOHTPOJSI YCHEBAEMOCTH Ha TNIEPBOM 3aHSATHH, a TakXKe JOBOIUT [0
oOydaronuxcst WHPOPMALMIO O pe3ysbTaTaX TEKYIIEro KOHTPOJS YCIEeBAEMOCTH BO BpeMs
ayIMTOPHBIX 3aHATHH.

C uenpto obecrieueHus yCIeuHOro 00yueHus! CTyAEHT JI0JKEH TOTOBUTHCS K JIEKIUH, T.K.
OHa SIBJISICTCS] BXKHEHTIIEH (hOpMOI opraHu3aluK y4eOHOTO MpoIiiecca, MOCKOIbKY:

- 3HAKOMHT C HOBBIM YUEOHBIM MaTepHalioM;

- pa3bsCHSET yueOHbIE AIEMEHTBI, TPYHbIE J1JIs1 TOHUMaHUS;

- CHUCTeMaTu3UpyeT y4eOHbII MaTepua;

- OpUEHTHpYEeT B yueOHOM IpoIiecce.

Lloo2omoeka K nekyuy 3aKI0YAEeTCs B CIETYIOIIEM:

- BHHMMATEJBHO NPOYUTANTE MaTepua Npeabl Iyl JIEKIUY;

- y3HaiiTe TeMy NpeACTOsAIIeH JIeKIUU (10 TeMaTUYeCKOMY IUIaHy, MO MH(pOpMaIiu

JIEKTOpA);

- O3HAKOMbBTECH C YUECOHBIM MAaTEPHAIIOM 0 YYEOHUKY U YUEOHBIM MOCOOUSIM;

- TocTapaiiTech YSICHUThH MECTO H3y4yaeMOl TeMbl B CBOed mpodeccHOHAIBHON
MOJITOTOBKE;

- 3alMILKATE BO3MOXHBIE BOIIPOCHI, KOTOPBIE BbI 33J1aJUTE JIEKTOPY Ha JICKIIUH.

Llo020moeKa Kk npakmuyeckum 3aHAmuuiIM:

- BHHMMATEJIbHO [MPOYUTANUTE Marepuan JEKUUW, OTHOCSAIIMXCA K JIaHHOMY
MPAKTHYECKOMY 3aHATHIO, 03HAKOMBTECh C YYEOHBIM MaTepHalioM MO yYeOHHKY U
y4eOHBIM TTOCOOUSIM;

- BBIIMLIUTE OCHOBHbIE TEPMUHBI;

- OTBEThTE€ HA KOHTPOJIbHBIE BONPOCHI MO MPAKTUYECKUM 3aHSITHUSM, TOTOBHTECH J1aTh
pa3BEpPHYTHIN OTBET HA KaXK/Iblid U3 BOIIPOCOB;

- yACHUTE, Kakue y4eOHBbIC DJIEMEHTHl OCTAIKCh JJI Bac HESICHBIMU U MOCTapalTech
MOJyYUTh Ha HUX OTBET 3apaHee (0 MPaKTHUYECKOro 3aHSATHS) BO BpeMs TEKYILIUX
KOHCYJIbTAllUM MPEroiaBares;

- TOTOBUTHCS MOXHO HMHAMBHIyallbHO, IMapaMM WM B COCTaBe Majod TIpYIIIbI,
TOCJeTHHE SIBISIFOTCS A (HEKTUBHBIMU (hOpMaMH paObOTHI;

- pabouast mporpamMma JIWCIMIUIMHBI B YacTH IIeNiei, NMEpeyHi0 3HAHWUH, YMEHMH,
TEPMUHOB M Y4€OHBIX BOIPOCOB MOXET OBITh HCIOJb30BaHA BaMU B KaueCTBE
OpUEHTHPA B OPTaHHU3AINH OOYICHUS.

lloocomoska k ak3ameny. K sK3aMeHy HEOOXOIMMO TOTOBUTHCS LIEJICHAIIPABIEHHO,
PETYISIPHO, CHCTEMAaTHYeCKH U C MEPBBIX AHEH 00ydeHUs MO JaHHOU nucruIuiMHe. [lombITKu
OCBOMTH JHUCLMIUIMHY B MEPUOJ 3a4ETHO-IK3aMEHAIIMOHHON CECCUH, KaK MPABUIIO, TOKA3BIBAKOT
HE CIUIIKOM YIOBIETBOPUTEIbHBIE pe3ynbTaThl. B camoM Hawane wu3ydeHUs ydeOHOI
JTUCITUTITMHBI TIO3HAKOMBTECH CO CIEAYIONICH Y4eOHO-METOANYECKON JOKYMEHTAIIUCH:

- [porpamMMoi TUCUMIUIAHBI;

- Iepe4yHeM 3HaHUN U YMEHUI, KOTOPbIMU CTYJIEHT JOJLKEH BIIA/IETh;

- TE€MaTU4E€CKUMH IJIAHAMHU JIEKLIUH, CEMUHAPCKUX 3aHATUH;

- KOHTPOJbHBIMH MEPOIPHUSATUSIMY;

- Y4eOHHKOM, Yy4Ye€OHBIMH NOCOOMSMHM IO JAUCLUUIUIMHE, a TaKXE AJIEKTPOHHBIMU

pecypcamu;
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- TIEpE4YHEM BONPOCOB K IK3aMEHY.
[Tocne aToro y Bac MOMKHO C(HOPMHPOBATHCA UYETKOE MpEACTaBiIeHHE 00 oObeme u
XapakTepe 3HaHMW M yMEHHUH, KOTOpPHIMH Hajxo OyaeT oOBIajeTh MO JUCLHILIIMHE.
CucremaTnyeckoe BBIMOJIHEHHWE Y4YeOHOM paboThl Ha JEKUUSAX U MPAKTHUYECKUX 3aHATHUSIX
MO3BOJIUT YCHEIIHO OCBOUTh TUCIMILIMHY U CO3JIaTh XOPOLIYI0 0a3y AJs cauu SK3aMeHa.

OOyuenue Il ¢ OrpaHUYEHHBIMU BO3MOKHOCTSMU 3/I0POBbSI OCYIIECTBIISIETCS C YYETOM
WH/IMBUAYAITBHBIX TICHXO(U3NIECKIX OCOOCHHOCTEH, a Il MHBAINIOB TaK)KE B COOTBETCTBUH C
WMHIMBUAYAIBHOM IMporpaMMoi peaOuiuTanuyd WHBanuAa. s JMIl ¢ HapylIeHHeM cliyXa
BO3MOXKHO TIpeIOCTaBlIeHHEe MH()OpMAIMK BU3YaJIbHO (KPATKHMA KOHCIIEKT JICKIIM, OCHOBHAS U
JOTIOJIHUTENbHAS JIUTEpaTypa), Ha JIEKUMOHHBIX M MPAKTUUYECKUX 3aHATHSX JOIMYyCKaeTCs
MIPUCYTCTBUE aCCHCTEHTA.

OrneHka 3HaHUM CTYJCHTOB Ha MPAKTUYECKHX 3aHATHSAX OCYIIECTBISIETCS Ha OCHOBE
MUCHMEHHBIX KOHCIIEKTOB OTBETOB Ha BOMPOCHI, NMHUCHMEHHO BBIOJHEHHBIX MPAKTHYECKHX
3ajaHuid. JIoKJax Tak jke MOXKeT OBbITh NMpelocTaBIeH B MUCbMEHHON Gopme (B BHIE pedepara),
MIPH ATOM TPeOOBaHUS K COJCPIKAHUIO OCTAIOTCS TEMH JKe, @ TPEOOBAHHS K KaUeCTBY M3JI0KECHUS
Marepuaia (MOHIATHOCTb, Ka9YeCTBO PEUH, B3aUMOJICHCTBUE C ayTUTOPUEH U T. 1) 3aMEHSIOTCS Ha
COOTBETCTBYIOIIME TpEOOBaHMS, TPENBSIBIIEMbIe K THChMEHHBIM paboTaM (Ka4ecTBO
oopmiieHHsT TeKkcTa W CIUCKAa JUTEpaTypbl, TPaMOTHOCTb, HAJIMYUE WIUTIOCTPALMOHHBIX
MaTepHaJIOB U T.1.).

[IpomesxyTouHast aTTecTanys JUIst UL ¢ HApyIIEHUSMHU CIIyXa MPOBOAUTCS B MUCbMEHHOM
dbopme, TIpH 3TOM HCIIONB3YIOTCS OOIIMEe KPUTEpHUU OIeHWBaHU. [Ipn HE0OXOAMMOCTH, BpeMs
MOJITOTOBKH MOKET OBITh YBEJINYEHO.

Jng nun ¢ HapylIeHHeM 3peHHUsl JIONMycKaeTcs ayluaibHOe MPEeIoCTaBIIEHUE
MHpOpPMALIMK, a TakXKe MCIOJIb30BAHUE Ha JIEKIUAX 3BYKO3AIMCHIBAIOIIUX YCTPOMCTB.
JlomyckaeTcsi TPUCYTCTBME Ha 3aHITUAX ACCHCTEHTA, OKAa3bIBAIOIIETO  OOy4YaroUUMCs
HEOOXOIMMYIO TEXHHUYECKYIO MmoMollb. OneHka 3HaHUN CTYJIEHTOB Ha CEMHHAPCKUX 3aHATHSIX
OCYIIECTBIISIETCS B YCTHOUM (popMe (KaK OTBETHI Ha BOMPOCHI, TAK M MPAKTUUECKUE 3aTaHUS).

[IpomexyTouHast arrecTanus IS JUI ¢ HAPYILIEHUEM 3pEHHsI MPOBOJUTCSA YCTHO, NPH
ATOM TEKCT 3aJaHuil TpenocTaBisiercs B (opMe amanTHpOBaHHOW ISl JIMIl C HapyIICHHEM
3peHus (YKpyNHEHHbIH mpuT), NP OLIEHKE UCTIONb3YIOTCS 001Me KpuTepuu oleHuBanus. [Ipu
HEOOXOIMMOCTH, BPEMSI TTIOITOTOBKU MOXKET OBITh YBEITHYCHO.

Jlunia ¢ HapylmeHUsIMH OIOpPHO-JBUTaTeIbHOIO ammapara He HYXXAAaTCS B OCOOBIX
dbopMax mpenocTaBieHus yueOHbIX MaTepuanaoB. OHAKO, C yUETOM COCTOSIHUS 3710pOBbs 4acTb
3aHATHI MOXET ObITh pean30BaHa AUCTAHIMOHHO (Ipu nomomu cetu «MuTepHer»). Tak, npu
HEBO3MOXKHOCTH TIOCEUICHHUS JICKIIMOHHOTO 3aHITHS CTYACHT MOXKET BOCIOJIB30BATHCS KPATKUM
KOHCIIEKTOM JIeKIMH. IIpy HEBO3MOXXKHOCTH MOCEUICHHUS MPAKTUYECKOTO 3aHATUS CTYICHT
JOJDKEH TIPEAOCTaBUTh MMCHMEHHBIN KOHCIIEKT OTBETOB Ha BOMPOCHI, TUCHMEHHO BHITTOJIHEHHOE
npakTu4eckoe 3ananue. Jlokiaa Tak jke MOXKeT ObITh NMpeloCTaBleH B NMUCHbMEHHOH ¢opme (B
BHJe pedepaTa), MpU STOM TPEOOBAHUS K COACPKAHUIO OCTAIOTCS TEMHU XKe, a TPeOOBaHUS K
KauecTBY U3JI0KEHUs MaTepuaiia (MOHATHOCTh, Ka4YeCTBO Peuu, B3aUMOACHCTBHE C ayTUTOpUeH 1
T. 1) 3aMEHSIOTCSI HA COOTBETCTBYIOIINE TPEOOBAHUS, MPEIBSBISIEMbIE K MMCHbMEHHBIM paboTam
(kagyecTBO  odopMIIEHHST ~TEKCTa W CIUCKa  JIUTEparypbl, TIPaMOTHOCTb, HaJU4ue
WILTIOCTPAIIIOHHBIX MAaTEPHAJIOB U T.1I.).

[IpomesxyTouHas arTecTalus s JIML ¢ HApYIIEHUSAMHU OTIOPHO-JBUTaTEeIbLHOIO anmapara
MIPOBOJMTCS HA OOIIMX OCHOBAHMSAX, TIPU HEOOXOMUMOCTH TPOIIEypa MOXKET OBITh peain30BaHa
JMCTAHIIMOHHO (HampuMep, Ipu nomoInu nporpammsl Skype). /i 3TOro mo J0roBOpeHHOCTH €
MpernoaBarelieM CTYACHT B ONpEACTICHHOE BpeMsl BBIXOAWUT HAa CBs3b JUIS  MPOBEICHUS
nporenypsl. B Takom ciydae BONPOCHI M TNPAKTHUECKOE 3a/JaHUE BBIOMPAIOTCS CaMUM
IpernojaaBaresieM./
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The teacher informs students about the applied system of current and intermediate control
of progress at the first lesson, and also brings to the students information about the results of the
current control of progress during the classroom.

In order to ensure successful learning, the student must prepare for the lecture, because it
is the most important form of organization of the educational process, because:

~ introduces new learning material;

explains the educational items that are difficult to understand;
~ sistematizirovat training material;
~ orients in the educational process.
Preparation for the lecture is as follows:
~ carefully read the material of the previous lecture;
~ find out the theme of the upcoming lectures (according to the plan, according to the
lecturer);
" read the tutorial material and tutorials;
~ try to understand the place of the topic in your professional training;
~ write down the possible questions you will ask the lecturer during the lecture.
Preparation for practical training:
~ carefully read the course material pertaining to this practical exercise, please read tutorial
on tutorial and tutorials;
~ write the key terms;
~ answer control questions for practical classes, prepare to give a detailed answer to each
question;
~ understand which learning elements are unclear to you and try to get an answer to them
in advance (before the practice session) during the current teacher consultation;
" it is possible to prepare individually, in pairs or as a part of small group, the last are
effective forms of work;
~ the work program of the discipline in terms of goals, list of knowledge, skills, terms and
training issues can be used by you as a guide in the organization of training.

Preparation for examination. It is necessary to prepare for the exam purposefully,
regularly, systematically and from the first days of training in this discipline. Attempts to master
the discipline during the test and examination session, as a rule, show not too satisfactory results.
At the very beginning of the study of the discipline, get acquainted with the following
educational and methodical documentation:

: discipline program;
list of knowledge and skills that the student must possess;
~ thematic plans of lectures, seminars;
) control action;
" textbook, textbooks on the subject, as well as electronic resources;
~ list of questions for the exam.

After that, you should have a clear idea of the amount and nature of knowledge and skills
that need to be mastered in the discipline. Systematic implementation of educational work in
lectures and workshops will successfully master the discipline and create a good basis for the
exam.

Education of persons with disabilities is carried out taking into account the individual
psychophysical characteristics, and for the disabled in accordance with the individual
rehabilitation program of the disabled. For persons with hearing impairment, it is possible to
provide information visually (a brief summary of lectures, basic and additional literature), the
presence of an assistant is allowed at lectures and practical classes.

Assessment of students ' knowledge in practical classes is carried out on the basis of
written summaries of answers to questions, written practical tasks. The report can also be
provided in writing (in the form of an abstract), while the requirements for the content remain the
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same, and the requirements for the quality of presentation of the material (clarity, quality of
speech, interaction with the audience, etc.) are replaced by the relevant requirements for written
works (quality of text and bibliography, literacy, availability of illustrations, etc.).

Interim certification for persons with hearing impairments is carried out in writing, using
General evaluation criteria. If necessary, the preparation time can be increased.

For persons with visual impairment, auditory information may be provided, as well as the
use of recording devices in lectures. It is allowed to have an assistant in the classroom, providing
students with the necessary technical assistance. Assessment of students ' knowledge at seminars
is carried out orally (both answers to questions and practical tasks).

Interim certification for persons with visual impairment is carried out orally, the text of
the tasks is provided in the form adapted for persons with visual impairment (enlarged font), the
evaluation uses General evaluation criteria. If necessary, the preparation time can be increased.

Persons with disorders of the musculoskeletal system do not need special forms of
training materials. However, taking into account the state of health, part of the classes can be
implemented remotely (using the Internet). Thus, if it is impossible to attend a lecture session,
the student can use a brief summary of the lecture. If it is impossible to attend a practical lesson,
the student must provide a written summary of the answers to the questions, written practical
task. The report can also be provided in writing (in the form of an abstract), while the
requirements for the content remain the same, and the requirements for the quality of
presentation of the material (clarity, quality of speech, interaction with the audience, etc.) are
replaced by the relevant requirements for written works (quality of text and bibliography,
literacy, availability of illustrations, etc.).

Interim certification for persons with disorders of the musculoskeletal system is carried
out on a common basis, if necessary, the procedure can be implemented remotely (for example,
using Skype). To do this, in agreement with the teacher, the student at a certain time gets in touch
for the procedure. In this case, the questions and practical task are chosen by the teacher.

6.Y4eOHast sureparypa M pecypcbl MH(OPMALMOHHO-TEJEKOMMYHUKALMOHHON CeTH
"UnrepHer", yueOHO-MeToauYecKoe odecnevyeHue CaMOCTOAATEIbHOI padoTsbl
o0y4yaromuxcst o JMCHUIIHHE
6.1. OcHOBHas nUTEpaTypa.

1. Aswathappa, K.. Essentials of Business Environment, Global Media, 2008. ProQuest
Ebook Central, https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?
docID=3011468.

2. Cherunilam, Francis. Business Environment, Himalaya Publishing House, 2010. ProQuest
Ebook Central, https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?
docID=588053.

3. Innovation: Business Environment, Government Policy and Firm Strategy, edited by
Mingzhi Li, et al., Emerald Group Publishing Limited, 2015. ProQuest Ebook Central,
https://ebookcentral.proquest.com/lib/ranepa-ebooks/detail.action?docID=2030577.

4. Cenigpymmaecea M.D. MexnyHaponusnii wmapkerunr. M.: IOHUTHU-JJAHA, 2012.
http://www.iprbookshop.ru/8095

5. 3axaposa FO.A. Toproslii MapkeTUHT. DPPeKTUBHAS OpraHmu3aIys mpoaax. M.: J[amkoB u
K, Aii I[Tu Op Memua, 2011. http:// www.iprbookshop.ru/1909

6. Pomannios A.H. Event-mapkerunr. CylHocTb 1 0COOEHHOCTH OpraHusauuu. 2-¢ usg. M.:
Hamkos u K, Ait [Tu Op Menua, 2012. http://www.iprbookshop.ru/5958
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7. MoprynoB ~ B.MM.  Mexaynapogubiii  mapketunr.  Jamxkos u K,  2015.
http://www.iprbookshop.ru/17588

8. I'acanoB K.K. MexnayHaponHoe IIpaBo. IOHUTU-TAHA, 2012.
http://www.iprbookshop.ru/8093

9. CunseBa I.M. MapkeTuHr B IpeIIpUHUMATENbCKON AesTtenpbHocTH. JlamkoB u K, 2015.
http://www.iprbookshop.ru/10937

10. Kotnep ®@. «OcHoBbI MapkeTuHra». — M.: Buibsamc, 2015.

11. Kotnep ®@. «Mapkeruar ot A 1o . 80 koHuENnuuid, KOTOPHIE JOJKEH 3HATh KaXKIIbIA
MeHemKep». — M.: AnpniuHa [Ta6mumep, 2017.

12. bmkyamn [., Munanapn I1.,9amken Jx. «[loBenenue norpeduteneit». 10-oe nznanue,
ITurep, 2017.

13. Crenznep M.. «KoHTeHT-MapkeTuHI. HOBbIE MeETOABI NPUBIICYEHUS KIMEHTOB B JIIOXY
uHTepHeTa». — M.: ManHn, MBanoB u ®epbep, 2012.

14. Poy3 P., ITymuuum [1. «YnpaBiieHHEe KOHTEHT-MapKeTUHIoM. [IpakTudeckoe pykOBOACTBO
[0 CO3JaHMIO JIOSUTBHOW ayauTOpuu JUIsl Bamlero OusHeca». — M.: Mann, BaHoB u
DdepbOep, 2014.

15. bapnen @. «B3nom mapkerunra. Hayka o Tom, moueMy Mbl nokymnaem». — M.: Mans,
NBanoB u @epbep, 2016.

6.2. JlonosHUATENIbHAS JTUTEpATYpa.
1.CunopoBa E.}O. MexnyHapoaHasi TOproeisi [ DJIeKTpOHHBIA pecypc]: yueOHoe mocodue. M.:
ACT, 2008. http://www.iprbookshop.ru/928
2Beprep . «3apasutensusiii. Ilcuxonmorus capadamHOro paamo. Kak HpomyKTel M HaeH
CTaHOBATCA MOMYJIApHBIMUY». — M.: ManH, MBanoB u ®epbep, 2017.
3.Po3en O. «Anaromus capadaHHOro MapkeTuHra». — M.: ManH, MBanos u ®epbep, 2013.
4.Kor [I. «kE-mail mapkerunr. McaepnsiBatomee pykoBoacTBo». — M.: Mann, BanoB u ®@epbep,
2013.
5.Tanep Puuapn. Hosas noBenenueckast skonomuka. — M.: bombopa, 2018

6.3. YuebHO-MeTouYecKoe 00ecTiedeHue CaMOCTOsTEIbHOM paboThI.
1. Apmcrponr I'. Beenenne B mapketusr. M.: M3narensckuil nom Bunesamce, 2009.
2. Paite Dn. Mapkerunrossie BoitHbl. CII6: [Tutep, 2012.

6.4. HopMaTuBHbIE IPABOBBIE JOKYMEHTHI.
He ncnonp3yrores.

6.5. UHTEepHET-peCypCHI.

1. www.bettermanagement.com — CailT JyIsl CIEUATMCTOB B OOJIACTH YIIPABICHUS

2. www.dis.ru/market - caiiT )xypHana «Mapketunr B Poccuu u 3a pyGesxom»

3. www.esomar.org — cadT MexyHapoanoro obmectsa ESOMAR

4. www.gfk.ru — caliT poccuiickoro otaenenus nccaenaoparenbckoi komnanuu GfK-Rus

5. www.marketingandresearch.ru — caiit xypHasia «MapKEeTHHT U MapKETUHTOBBIC
WCCIIEIOBAHUSD)

6. www.marketingpower.com —caliT AMepHUKaHCKON MapKETUHTOBON acCOIMaLluU
7. www.marketologi.ru — caift ['wiibaun MapKkeToI0TOB
8. www.ram.ru — caiitr Poccuiickoii Accormaniii MapKeTHHIra

6.6. lHbIE MCTOUYHUKHU
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GrowthHub

CepBuc TO3BONSET CO37aTh COOCTBEHHBIM KaOWHET M coOuparb B HEM CTaTbu U
00CYXXJIeHHUsI Ha TEMy HHTEPHET-MapKEeTHHTa CO BCETO MHTEpHETA. [ 3TOro mpu perucTpamnuu
(ISITHCEKYHIHOE JEN0) BbI JIOMKHBI OTMETHTH BOJHYIOLIHNE Bac TeMbl. B IMyHOM KaOuWHETe
MO>XHO HE TOJBKO YHUTaTh CTAaThH, HO U y9aCTBOBATh B IUCKYCCHUSX.
HubSpot

brnor nonenexn Ha Tpu yacTH: KJIUEHTHI (KaKk MPaBUIBHO MX 0OCITY>KUBaTh), MPOJAXKH (Kak
mpoaaBarh OoJblle U OBICTpEe) W MApKETUHT (MACH IJii MapKeTOJIOroB). B KOHIlE HEKOTOPHIX
MMOCTOB MOXKHO OOHApYy>KWTh CCHUIKM Ha CKauMBaHWE TOJE3HBIX e-book. OmHON M3 Takux
HAXOJIOK MOXET CTaTh pabodast TeTpaab JJIsi HOBUYKOB MO0 BHEJPEHUIO B CBOM OM3HEC KOHTEHT-
MapKeTHHTa WJIM KapMaHHas IITaprajika Mo HallMCaHUI0 TEKCTOB JIJIsi CAWTOB.
Moz

N3navansao Obi1 SEOMoz, mo3ke 3HAUMTEIBHO pacCIIMpUiIach CICIHATA3AIUSI |
MOSIBUJIOCH HOBO€ HaszBaHue. OcHoBarenb KoMnaHud Poun @umkuH — u3BecTHbI SEO-
CHEIUAJUCT U MapkeTosior. Ha caiite orpoMHOE KOTMYECTBO KaK €ro COOCTBEHHBIX ITyOJIMKAIIHH,
Tak M crateil oT Komier. B mocrosiHHoM pyOpuke WhiteBoard Friday cremumanuctsl mojaror
nH(popmaruio B popMe HeOOIBIITON BUACONEKIINN. ITH U APYTHE BUACOPOIMKH MOKHO HANUTH Ha
KaHase kommanuu B YouTube.
DigitalMarketer
Haspanue roBoput camo 3a cebs — 3mech numyT o digital-mapkerunre. CekpeThl TOBBIIIICHUS
KOHBEPCHH, PYKOBOJICTBA II0 CO3JAaHUIO PEKIAMHBIX OOBSBICHUN, peaJbHbIE KEUCHI TI0
MPOABIKEHUI0O H MHoroe npyroe. Hekoropeie crateu noctynmuel B pdf. EcTh Takske
coOCTBEeHHBIN MOJKACT U kKaHa Ha YouTube.
Search Engine Watch

OguH W3 cTapedImMX W aBTOPUTETHBIX calToB 00 wuHTepHeT-mapkeTtuHre: SEO,
collMaJbHBIE CETH, KOHTEHT, aHAIMTHUKA, web-pa3paboTka W T. 1. 37eCh K€ MOXHO Yy3HaTh
nocyeaane HoBoctu o digital.
Marketo

CoBpeMEHHBII MAapKETUHT, TPOJAXH, TECTUPOBAHWE U ONTHUMU3ANMS, OpPEHJIUHT,
MOOUIBHBIA MAapKeTUHT W MHOTOE Jpyroe. 3/1eCh OCBEIIAIOTCSA JIOObIE TEMBI, HMEIOIIHE
OTHOIIICHUE K HHTEPHET-MapKETHHTY.
Adweek

[Tocnennue HoBOoCTH M TpeHAbl B digital. J{is MapkeTonoros, KOTopble Aep:KaT pyKy Ha
yJIbCE.
Seer Interactive

laligpl 11 HAUMHAIOMIMX MAapKETOJIOTOB W COBETHI JUIsi Oojiee OMBITHBIX. bombIinoe
KOJIMYECTBO MyOymKamuii mo padore ¢ maHHbIMH Google Analytics. JIro6ombiTHEIE Keichl. K
npumepy, «Mbl yOpanu 84 mocra ¢ MmIoXUM KaueCTBOM, U BOT YTO MOTYYHIOCHY.
Iron Paper

[IpakTHdeckue cCOBETHl MO MApKETHUHTY I pa3IUYHBIX cep OM3Heca, OCHOBaHHBIE Ha
MOCJEMHUX HCCIENAOBaHUSIX W TpeHmax. [lome3Hsrii pecypc s MapKETOJIOTOB |
MpeIpUHUMATENEeH, KOTOPBIE XOTAT BHIBECTH CBOM OM3HEC HA HOBBINM YPOBEHb.

7.MartepuajbHO-TeXHHYecKas 0a3a, ”HGOPMALMOHHBIEC TEXHOJIOTHH, IPOrPaMMHOE
o0ecnieyenre 1 MHGOPMALMOHHBIE CIIPABOYHbIE CHCTEMBbI

CrienanabHble MTOMEIIEHUS MPEICTABISIOT co00i yueOHbIe ayIUTOPUM JAJISl IPOBEICHUS
3aHATUN JEKINOHHOIO TUIA, IPAKTUYECKNE 3aHATHSI, KypPCOBOIO TPOEKTUPOBAHUS (BBIIIOJHEHUS
KypCOBBbIX paboT), TPyHNIOBBIX U HWHAMBHUAYAJIbHBIX KOHCYJbTAIMM, TEKYLIET0 KOHTPOIS U
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http://www.ironpaper.com/webintel
http://www.seerinteractive.com/blog/eliminated-84-low-quality-posts
http://www.seerinteractive.com/blog
http://www.adweek.com/
https://blog.marketo.com/
https://searchenginewatch.com/
https://www.youtube.com/channel/UCWkaYdz5OWL_z1Ij96sYmhQ
http://www.digitalmarketer.com/category/podcast/
http://www.digitalmarketer.com/blog/
https://www.youtube.com/user/MozHQ/
https://moz.com/blog
https://blog.hubspot.com/
https://growth.org/top

IIPOMEKYTOYHOH aTTecTalluy, a TaK)Ke OMEIIEHUS JUIsl CAMOCTOSITEIbHOM paboThl U TOMEIIEHUS
JUI XpaHeHHs] U MPOPUIAKTUYECKOro 00CTyKruBaHUs ydyeOHoro oOopynoBanus. CrernuaibHble
MIOMEIIEHUST YKOMIUIEKTOBAaHbI CIIEUATN3UPOBAHHON MeOENIbl0 M TEXHUYECKUMH CPEICTBAMU
o0y4eHuUsl, Cy X alluMU JJIs Ipe/ICTaBIeHNus yueOHo nHpopMauu OOJIbIIONH ayTUTOPHH.

Jns  mpoBeneHHMs — 3aHATHM  JIGKIMOHHOTO  THMA  NpPEAJararoTcss  HabOpbI
JEMOHCTPAIIMOHHOTO  O0Opy/IOBaHUS M YYEOHO-HATTISAHBIX TMOCOOMH, oOecredynBaronue
TeMaTU4eCKHe WITIOCTPAIMH, COOTBETCTBYIOIINE pabounM y4eOHBIM pOrpaMMam JTUCIUILIHH.

[Tomerenust 11 CaMOCTOSTENBHOW pabOTHl OOYJArONIUXCS OCHAIIECHBI KOMIBIOTEPHOM
TEXHUKOM C BO3MOXKHOCTBIO TOAKIIOUEeHUS K ceTn "MHTepHer" u olecrmeueHueM JocTyna B
AIIEKTPOHHYIO HH(OPMAIIMOHHO-00pa30BaTeNbHYIO CPEy OpraHU3alIiH.

AxazeMusi POBOAUT IMOCTOSIHHYIO pabOTy MO CO3JaHMI0O U CHUCTEMHOMY YIIyYIIEHHIO
YCIIOBHIA TIOJydeHHsI OO0pa30BaHUs JIOIBMH C OTpaHHYEHHBIMH BO3MOXKHOCTSIMH 370pOBBs. B
HacTosIIllee BpeMsl 3[JaHHMs W TEeppUTOpUN AKaJeMUHM OCHALICHBI JTUPTaMHU JIsi TEePEBO3KH
WHBAJIUIOB B Kosickax, mopsiaka 80% ayauTopwii W KOMITBIOTEPHBIX KJIaCCOB MMEIOT JBEPH,
COOTBETCTBYIOIIME TPeOOBAHUSAM HOPMATHUBOB, 0OOPYIOBaHBI MAaHAYChl NMPH BXOJE B 3/1aHU, a
TaK)Xe BHYTPHU YYEOHBIX KOPITYCOB U OOIICKHUTHUS, HIMEIOTCS CTICITUAILHBIC TYaJICTHI.

Kaxnpiii  oOywaromuiics B TeueHHe Bcero rnepuoja oOydeHHs — obecrieueH
WHIWBUAYAIGHBIM HEOTPAHWMYCHHBIM JOCTYIIOM K HECKOJIBKHUM AIIEKTPOHHO-OMOIHMOTEYHBIM
cucreMaM (9JIEKTPOHHBIM OMOIMOTEKaM) M K AJIEKTPOHHON MH(POPMaLMOHHO-00pa30BaTeIbHOM
cpele oOpraHu3anuu. OJIEKTPOHHO-OMOIMOTeuHass cucreMa (dJIEKTpOHHas OuOnMoTeka) U
ANIEKTPOHHAs WH(POPMALIMOHHO-00pa3oBaTeNbHas cpeia 00ecednBaoT BO3MOXKHOCTD JOCTYTIa
oOyyaromierocst u3 J000OM TOYKM, B KOTOPOM UMeeTcsl JOCTyn K HH(POPMAIOHHO-
TEJIEKOMMYHUKAIIMOHHON ceTn «MIHTepHeT», Kak Ha TEpPUTOPHH OPraHU3alluH, TaK U BHE €€.

Axkanemusi obecrieueHa HEOOXOTUMBIM KOMIUIEKTOM JIMIIEH3MOHHOTO MPOTrPaMMHOTO
obecrieyeHusl.

OOyuaromuMcs oOecriedeH JOoCTyn (yHaJdeHHBIM JIOCTyNM), B TOM YHCIE B Clydae
NPUMEHEHUS DIIEKTPOHHOTO O0O0y4YeHMs, AMCTAHIIMOHHBIX O00pa30BaTelIbHBIX TEXHOJOTHH, K
COBPEMEHHBIM TIpo(pecCHOHATBHBIM 0a3aM MJaHHBIX W HMH(OPMAIMOHHBIM CIPAaBOYHBIM
cHCTEMaM.

OOyuaromuyecs U3 4ucia JHUIl C OTPaHUYEHHBIMUA BO3MOXKHOCTSIMU 3/I0POBBSI 00€CIIeYEeHbI
neyaTHBIMM W (WJIM)  JIEKTPOHHBIMH  OOpa3oBaTelbHBIMM  pecypcamMu B (hopmax,
aIanTHPOBAHHBIX K OTPAHUYCHUSM X 370POBBSI.

OpraHu30BaH JOCTYI K CIEAYIOLUIMM 3JIEKTPOHHBIM pECypcaM:

Bloomberg

EBSCO Publishing

eLIBRARY.RU

Emerging Markets Information Service
Google Scholar (Google Akaxemus)

IMF eLibrary -

JSTOR
New Palgrave Dictionary of Economics — DeKTpOHHBIN CIIOBaPb.
OECD iLibrary

Oxford Handbooks Online
Polpred.com O630p CMHU

Science Direct - JXypHanbl m3narenbctBa Elsevier mo 5KOHOMUKE M IKOHOMETPHKE,
OusHecy U (hMHAHCAM, COLMANbHBIM HAVKAM U ICUXOJOTHUHU, MATEMATUKE U MHDODMATHUKE;

SCOPUS
Web of Science

Wiley Online Library
World Bank Elibrary

ApxuBbI Hay4HbIX skypHanoB NEICON
HuTepHeT-cepBuc « AHTHUINIATHATY
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http://lib.ranepa.ru/base/internet-servis--antiplagiat-.html
http://lib.ranepa.ru/base/arhivu-nauchnuh-zhurnalov-neicon.html
http://lib.ranepa.ru/base/world-bank-elibrary.html
http://lib.ranepa.ru/base/wiley-online-library.html
http://lib.ranepa.ru/base/web-of-science.html
http://lib.ranepa.ru/base/scopus.html
http://lib.ranepa.ru/base/science-direct.html
http://lib.ranepa.ru/base/science-direct.html
http://lib.ranepa.ru/base/polpred.com-obzor-smi.html
http://lib.ranepa.ru/base/oxford-handbooks-online.html
http://lib.ranepa.ru/base/oecd-ilibrary.html
http://lib.ranepa.ru/base/new-palgrave-dictionary-of-economics.html
http://lib.ranepa.ru/base/jstor.html
http://lib.ranepa.ru/base/imf-elibrary.html
http://lib.ranepa.ru/base/google-scholar--google-akademija-.html
http://lib.ranepa.ru/base/emerging-markets-information-service.html
http://lib.ranepa.ru/base/elibrary-ru.html
http://lib.ranepa.ru/base/ebsco-publishing.html
http://lib.ranepa.ru/base/bloomberg.html

Cucrema IIpodeccuonansHoro Ananmusa PeinkoB 1 Kommanwmii « CITAPK»
ObC HUznarenscTBa "Jlanp"

ObC Opaiit

DnekTpoHHas onbaunoreka Mznarenbekoro noMa «I peOGEHHUKOBY
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http://lib.ranepa.ru/base/alektronnaja-biblioteka-izdatelskogo-doma--grebennikov-.html
http://lib.ranepa.ru/base/abs-urait.html
http://lib.ranepa.ru/base/abs-izdatelstva--lan-.html
http://lib.ranepa.ru/base/sistema-professionalnogo-analiza-runkov-i-kompanii--spark-.html
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