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1. Ilepeyensb MJIAHUPYEMBIX Pe3y/JIbTATOB 00y4eHHS MO JUCHUILIUHE, COOTHECEHHBIX €
IUVIAHUPYEMbIMU Pe3yJibTATAMHU 0CBOEHHs 00pa30BaTeIbLHOM NPOrpaMMbl

1.1 Jucuunmumna b1.B.02./1B.06.04 «I'100anbHble moTpeOuTEILCKHE PHIHKM U MOBeeHHe
nokynareseil (Global consumer markets and consumer behavior)» obGecnieunBaer
OBJIajleHHe CJIeYIOIMMH KOMIIETeHIIUSIMH € Y4eTOM 3Tamna:

Kon Haumenosanue Kox HauMmenoBaHue »tama OCBOCHHUA
KOMIICTCHIIU N KOMIICTCHIIU N oTarma OCBOCHUA KOMIICTCHIIU N
KOMIIETEHITUH
JITK-2 CriocobeH JIIK-2.2 CnocoOHOCTh COTIOCTABIISITh
QHATM3UPOBATh HUCTOPUYECKHE, MOJIUTHYECKHUE,
pGFI/IOHaHBHbIe COLIMaJIBHBIC, 3KOHOMHNYCCKUCEC,
PKOHOMMYECKHE, neMorpaduueckue,
nemorpaduueckue u LIUBUINA3aLMOHHBIE
MHBIE  COLIMAJIBbHBIE 3aKOHOMEPHOCTH, (bakTopsl,
TPOLIECCHI TEHJICHIIMH Pa3BUTUS 3apyOCKHBIX
PETMOHOB C OCHOBHBIMHU dTallaMH
SBOJIOLMH  IT100AbHOH  CHCTEMBI
MEXIYHAPOJIHBIX OTHOIICHUH U €e
PEruoOHaJIbHBIX IIOACHUCTCM.

1.2 B pe3yJbTaTe OCBOCHUA NTUCHUIIVIMHBI Y CTYACHTOB 10JI’)KHBI ObITH C(l)OpMHpOBaH])I:

OTD/TD Kom  »srama Pesynbrarser 00y4ueHus
(mpu HamMuuK npodcTanmapra)/ OCBOCHHUS
TPYZIOBBIE WM NMPO(eCcCHOHATbHbIE | KOMIIETEHIIUU
JICUCTBUSA
HampapeHa Ha (OopMUPOBaHUE AIIK-2.2 HAa ypoBHE 3HaHMWil: (dopmupyer
po¢eCCHOHAIBHBIX JICHCTBHH, OCHOBHBIE NpeACTaBICHUS 0
CBSI3aHHBIX C YMEHHUEM COLIMaIbHOU u ITHUYECKOM
pa3pabarsiBaTh Y4eOHO- OTBETCTBEHHOCTH 3a TIPUHSITHIE
METOANYECKHE MaTepuabl s pelieHus
o0pa3oBareIbHBIX POTrpamMM, Ha  YpPOBHE  yMEHHUH:  CIOCOOEH
MEPEBOAUTD 3apyOe)KHbIE HCTOUHUKU MIPEJICTaBIISITh nH(pOPMaIIMOHHBIE
¥ TOTOBUTH MaTEPHAIIBI JIS MaTepuaabl [IUPOKOW AayAWTOPHH C
COMPOBOXACHUS Y4€OHOTO MIPUMEHEHHUEM COBPEMEHHBIX
nporiecca, IPOBOANUTEH HAYYHYIO MIPOrPaMMHBIX CPEACTB O0pabOTKH W
AKCIEPTHUY 3apyOeKHBIX U penakTupo-BaHusl WH(GOPMAILIUU, B TOM
POCCUHCKUX HUCCIIEN0BAHNM, YuCJie  HAa  HMHOCTPAHHOM  SI3BIKE
AQHATMUTUYECKUX MaTepPHAlIOB, MEXAYHAPOJAHOTO OOIICHUS U SI3bIKE
PEUTHHTOB U pa3paboToK, pEerruoHa CTenHaIN3aIIH.
ompezaeneHue cepbl MpUMEHEHHS HAa YpOBHE HAaBBIKOB: ONHpAETCs Ha
PEe3yJIbTaTOB HAyYHBIX HCCIIEIOBAHMMA noJsrydyeHue u coop uHpopMauu
1 pa3paboToK.

2. O0bem M MeCTO JTHCHUILINHBI B cTpykType OII BO

O0bem AUCHUNIMHBI

O6mas tpynoemkocts b1.B.02.11B.06.04 «I'106anbHble MOTPEOUTEIBCKIE PHIHKK U MTOBEICHHUE
nokynateneit (Global consumer markets and consumer behavior)» cocraBnsier 2 3a4€THBIC
eIMHHMIIBI, 72 Jaca.



KonmnuecTBO akageMHUecKUX 4acoB, BBIICJICHHBIX Ha KOHTAaKTHYIO paboTy C mpernoaaBaTeieM
cocTaBisieT 32 4acoB: JIEKIIMOHHBIE 3aHATHS — 12 4acoB, mpakThyeckue 3aHiaThs — 20 4Jacos.
CamocTtosTenbHas padota cocrasisiet 40 yacos.

Mecto nucuuniannel B crpykrype OII BO

Huctumnuaa b1.B.02.71B.06.04 «I'mobanbHble TOTpeOUTENbCKUE PBIHKKM U TOBEACHUE
nokymareneit (Global consumer markets and consumer behavior)» npemxycmorpena Ha 2 Kypce
BO 3 cemecTpe.

Juctmmummaa b1.B.02.71B.06.04 «I'mobayibHbIE TIOTPEOUTENhCKHE PBIHKKM W IOBEIACHUE
nokymnareneit (Global consumer markets and consumer behavior)» OTHOCUTCSI K IUCHUIUITMHAM
o BBIOOPY dYacTH, (HOpPMHPYEMOH ydYacTHUKAMU OOpa3oBaTEBHBIX OTHOMIEHWH, bioka 1
«JlucumnuHel (MOYIH).

B copepxartenbHoMm 1utane aucuuiinHa onupaercs Ha b1.B.02.01 CtpykTypa 3KOHOMHUKH U
HSKOHOMHUYECKHE CBSI3U CTpaH perunonHa crenuanuzanuu (Economic structures and economic
relations of the specialization area) (1 cemectp).

dopma MPOMEKYTOYHON aTTeCTAllMH B COOTBETCTBUH C YUEOHBIM IIJIAHOM — 3aUeT C OLEHKOM.

3. Conep:xanue U CTPYKTypa AMCHHUILIMHBI

Ounasn gpopma odyuenusn

Ne /i

HaunmMeHnoBanue TeM W/MJIH
pa3neos,

O0beM JMCHUIIMHBI, Yac.

Bcero

KonrakTHas padora o0y4arommuxcs
¢ mpemogaBaTesieM
10 BUAAM y4eOHBIX 3aHATHI

J JIP 113 KCP

CPp

dopMa TeKyLero
KOHTPOJIsA
ycneBaemMocTu**,
MPOMEKYTOYHOMH
aTTeCTAHU* **

Tema 1

[TorpebuTenu, nx moBeacHNE
1 MapkeTuHT. CeMbs U
nomoxo3siiicTBo. Consumers,
their behavior and marketing.
Family and home
improvement.

18

10

Tema 2

ConmanbHas cTpaTH(pUKAIUI
o01ecTBa 1 mpupoa
COLMAJILHOTO KJracca. Social
stratification of society and
the nature of the social class.

18

10

Tema 3

CutyalioHHOE BITUSHHE Ha
[IPUHATHE PELLEHUN
norpeourensiMu. BHyTpeHHuE
(hakTOpHI MOBEICHUS
norpeburencii. Situational
influence on consumer
decision making. Internal
factors of consumer behavior.

18

10

Tema 4

[Ipouecc mpuHsATHS peleHns
o mokymnke. KoHchiomepusm.
The process of making a
purchasing decision.
Consumerism.

18

10

HpOMG)KyTO‘lHaH aTrTcCTalusa

3a0

Bcero:

72

12 | | 20 |

40

Ipumeuanue:
** — popmol mexyuezo konmpos ycnesaemocmu: onpoc (0O), pechepam (P).
*A% - dhopmel npomesrcymounoii ammecmayuu: 3avem (3a0).

Coaep:xaHue TUCHUIIMHBI




Tema 1. IToTpeduTesn, nx nopegenne U mapkeTunr. Cembsi 1 AomMoxo3siicTeo. Consumers,
their behavior and marketing. Family and home improvement.

Omnpenenenue moBeAeHUS moTpeduTeneil. OTiMuue MNOTPEOUTENHCKOTO TOBEACHHUS OT
MoBeIeHUs MOKymartened. M3yduenne noBeeHus MOTpeOUTeNeH: MEXIMCIUITTHHAPHOE BIUSHUE.
MukpoypoBeHb HM3yuUeHHUs TIOBEIEHUS TMOTpeOUTeNneil: MHKPOIKOHOMHKA, MAapPKETHHT,
MICUXOJIOTHS TMYHOCTH. MaKpOypOBEHb: COIIMOJIOTHS, COLMAIIbHAS ICUXOJIOTHS, KYJIbTYPOJIOTHSI.
Metoael u3ydeHus: mnotpebuteneid. CTparerus MapKeTHHTa M TIOBEJEHHE MOTpeOHUTENeil.
WNHanBHyanu3npoBaHHBIM MapKEeTHHT. AKIIEHT Ha YJOBJIETBOPEHUE U COXPAHEHHUE JIOSAIBHOCTH
MOCTOSTHHOTO TIOKymartens. BnusHue ceMbu U TOMOXO3sIIICTBa Ha TMOBEJCHHE MOTpEOUTENECH.
Cembsi Kak OOBEKT HM3yYCHHs] B TIOBEACHHM IMOTpeOuTenci. 3HAYCHHE CEMbH B IOBEICHUU
notpebureneil. CeMbs M JgoMarrHee X03s1iicTBO. CeMeWHBIN KU3HEHHBIM UK W €r0 JTarlbl.
OTHomIeHHEe MEXIY >KH3HEHHBIM IIMKJIOM CEMbU W TIOBEJACHHEM MoTpeduTtens. M3MeHenus B
CTPYKTYpE CEMBH M JOMAIIHETO XO3siCTBA. VM3MEHEHue poyM KEHIIUHBI. V3MeHeHune ponu
My>kuuHbl. Conpanu3anus U BIUSHUE AeTeil. JJOMOX034iCTBO U CEMbs KaK OCHOBHBIC €IUHUILIBI
noTpebIeHus: pa3HOOOPa3HBIX TOBAPOB U yCIyT. OCHOBHBIC XapaKTEPUCTUKH IOMOXO3SIICTBA, UX
y4eT B MApPKETHHIOBOW JeATeNbHOCTH. JKM3HEHHBIM LMK JOMOXO03siicTBa. Pacrnpenenenue
poJielt CpeaU WICHOB JTOMOXO03SMCTBA B IIPOLIECCE NIPUHATHUS PEUIEHUS O MOKYTIKE.

Determination of consumer behavior. The difference between consumer behavior and consumer
behavior. A study of consumer behavior: an interdisciplinary impact. The microlevel of studying
consumer behavior: microeconomics, marketing, personality psychology. Macro level:
sociology, social psychology, cultural studies. Methods of consumer research. Marketing
strategy and consumer behavior. Individualized marketing. Emphasis on the satisfaction and
preservation of loyalty of a regular customer. The influence of family and households on
consumer behavior. Family as an object of study in consumer behavior. The importance of the
family in consumer behavior. Family and household. Family life cycle and its stages. The
relationship between family life cycle and consumer behavior. Changes in the structure of the
family and household. Changing the role of women. The changing role of men. Socialization and
influence of children. Household and family as the main units of consumption of various goods
and services. The main characteristics of the household, their accounting in marketing activities.
The life cycle of a household. Distribution of roles among household members in the purchasing
decision process.

Tema 2. CounanbHas cTrpaTHUKaAnUs 001IeCTBAa M NMPHPOAA COLMAJBHOIO KJacca. Social
stratification of society and the nature of the social class.

ConuanbHble Ki1acchl U cTatyc yenoBeka ColpaibHOE TMOJO0KEHUE M MapKeTUHT. B3anuMocBsi3b
COLIMAJIFHOTO TOJIOKEHUs W noBeleHus. CouuanbHas MOOWIBHOCTB: BEpTHKalbHAs U
ropusoHTangbpHass. MaKkToOphl, COCTABISIOMNE COLMAIBHBIN Kiacc. COlMalbHOE HEPABEHCTBO M
JETEPMUHAHTBl COLMAIBHOTO Kijacca. COIMOJIOrMYECKMM CTaTyC JMYHOCTH Kak OCHOBA
COLIMAJIBHOIO TOJIOXKEHUs 4enoBeka. Kpucranuzanmsa cratyca. M3mepeHHne COIUaNIbHOTO
craryca. OnHO(QAKTOpPHbIE M MHOTO(AKTOPHBIE MOJEIM H3MEPEHHs COLMAIBHOTO CcTaTyca.
JleTepMUHAHTBI COLIMAJIBHOIO KJlacca M COLMAIBHOTO craryca mnorpedutens. OcoOeHHOCTH
npolecca conuanbHoi crpatudukanuu B Poccuu. Ponb coluanbHBIX KIacCOB B PHIHOYHOM
cerMeHTHpoBaHuK. COlMaIbHBIN KJIacC M JIOXOJl, CBSI3aHHBIN ¢ 00pazoM >ku3HU. CoIaTbHBIN
KJIacC U JI0XO/l, CBSI3aHHBIM ¢ 00pa3oM MOBEIEHUs TOTPEOUTEIS.

Social classes and status of a person. Social status and marketing. The relationship of social
status and behavior. Social mobility: vertical and horizontal. Factors that make up a social class.
Social inequality and the determinants of the social class. Sociological status of personality as
the basis of a person’s social status. The crystallization of status. Measurement of social status.
One-factor and multi-factor models of measuring social status. Determinants of social class and
consumer social status. Features of the process of social stratification in Russia. The role of
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social classes in market segmentation. Social class and lifestyle related income. Social class and
income related to consumer behavior.

Tema 3. CuTyaunoHHOe BJIMSIHME HA NPHUHATHE pelleHUil nmorpedurtensiMu. BHyTpeHHue
¢axTopsl noBegenus norpeduresei. Situational influence on consumer decision making.
Internal factors of consumer behavior.

Cutyanonnsle (pakTopbl. XapakTepUCTHKa THUIIOB CUTyallMid: KOMMYHHMKAllMOHHBIE CUTYalluH,
CUTyallud TOKYIKH U €€ HCHOJb30BaHus. KoMMyHUKallMOHHAs CHUTyalus KaK YpPOBEHb
MH(POPMHUPOBAHHOCTH TOTPEOUTENI O TOKYIKE 4epe3 JIMYHbIE W HETUYHblE KOMMYHMKAIIWU.
Curyauus mnoKynkd: HH(OpMalMOHHas cpena, cpela pPO3HWYHOIO Mara3uHa, BPEMEHHBIE
acmekThl MOKynku. CHUTyanusi KCIOJIB30BaHUS MOKYNKH. MaTpulla aHainu3a CHUTYallMOHHOTO
BIUSHUS Ha NpPUHATHE TOTpeOuTesneM pemeHuss o mnokynke. Ilpomeccsl Bocnpusitus u
nepepaboTKu UH(OPMAIMK: BOCIIPUSATHE, OLIYIIEHHUS, MBIIIJICHHE, BHUMaHKe, namsaTh. [Ipouecc
MOJTy4EHHUsl, WHTEPIpPEeTallud, COXPAaHEHUs B TNaMsITH M BOCIHPOM3BEICHHE pPa3ApaKUTEIIS.
Xpanenue unpopmaru. CeHCOpHas mamsTh, KPaTKOCPOUHAs!, JOJATOCPOYHas MaMsATh. MeToabl
ycwiieHus: 3anoMuHanus. llogkperuienne mpu motpeOieHuH NMpojyKTa. 3HaHUWE U OTHOIIECHHE
notpeduTesnei kK Topapy B mporecce GOpMHUPOBAHUS MOKYNATEIbCKOTO MTOBEACHUS.

Situational factors. Description of types of situations: communication situations, situations of
purchase and its use. Communication situation as the level of consumer awareness of the
purchase through personal and non-personal communications. Purchase situation: information
environment, retail store environment, temporary aspects of the purchase. The situation of using
the purchase. Matrix analysis of situational impact on the consumer's decision to purchase. The
processes of perception and processing of information: perception, sensations, thinking,
attention, memory. The process of obtaining, interpreting, storing and reproducing the stimulus.
Data storage. Sensory memory, short-term, long-term memory. Methods of enhancing
memorization. Reinforcement when consuming a product. Knowledge and attitude of consumers
to the product in the process of forming consumer behavior.

Tema 4. IIpouecc npunsitus pemienus o noxkynke. Koncsromepusm. The process of making
a purchasing decision. Consumerism.

XapakTepucTuKa mpolecca MNPUHATHS MOTpeOuTeneM pemeHuss o nokynke. CyHHOCTh H
BapHaHThl MOTPEOUTENHLCKOTO BbIOOpa. DTambl mpolecca MOTPeOUTENECKOT0 pelieHus. THIbI
MIPOLIECCOB PEIICHUH O MOKYMKE MO JBYM KPUTEPUSIM: CTEIIEHb CJII0KHOCTH MPOOJIeMbl U YPOBEHb
BOBJICYCHHOCTH B IIPOLIECCE IOKYIKHU. XapaKTepUCTHUKA TpPeX THUIIOB DPEIICHUH O IIOKYIIKE:
MIPUBBIYHOE pEUICHWE, OrPaHWYCHHOE peIIeHue, paclMpeHHoe pemieHue. Oco3HaHue
HEOOXOIMMOCTH TIOKYNKH. B3auMOCBSI3b OCO3HaHUS TOTPEOHOCTH B MpOLECCEe TNPHHATHUSL
MOTPEOUTENBCKOTO pELICHUs O TMOKyNKe C 3ajayaMd  MapKeTHHTOBOM  J1€ATENbHOCTH.
WupopMallMOHHBIH MOUCK. XapaKTepUCTHKAa CTaJAud HH()OPMAIIMOHHOIO TOMCKa TOBapa.
BHyTpeHHu#t ¥ BHEHNIHMA TIOMCK, THIMbI, HCTOYHUKH UHPopManuu. OleHka U BBIOOD
aJIbTepHATUB. XapaKTepUCTUKA MpoIlecca OLEHKHM U BBIOOP MOKYNKH. OLEHOYHbIE KPUTEPUH,
UCIOJIb3YEMBIE JUIsSl BIOOpA MOKYIIKH.

[ToHsATHE KOHCBhIOMEpH3Ma KaK OOILIECTBEHHOI'O JBMKCHMS, HAINPABICHHOTO Ha oOecrieueHue
npaB notpeduTeneil. MopanbHasi OTBETCTBEHHOCTD IEpe]l NOTPEOUTEISIMH, STHUECKHE aCTEKThI
peakimu MpoAaBlIOB Ha MHTEpechl noTpeduteneil. KopnopartusHas u muuHas 3TUKa. B3risel Ha
STUKY: YTWIATAPU3M, CIIPABEJIMBOCTh U YECTHOCTh, TEOPHUS JTUYHBIX IIPAB.

Description of the consumer decision-making process on the purchase. The essence and options
of consumer choice. Stages of the consumer decision process. Types of purchasing decision
processes according to two criteria: the degree of complexity of the problem and the level of
involvement in the purchasing process. The characteristics of the three types of purchase
decisions: the familiar solution, the limited solution, the extended solution. Awareness of the
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need for a purchase. The relationship of awareness of needs in the process of making consumer
purchasing decisions with the objectives of marketing activities. Information Search. Description
of the stage of information search of goods. Internal and external search, types, sources of
information. Evaluation and selection of alternatives. Characterization of the evaluation process
and purchase choice. Evaluation criteria used to select a purchase.

The concept of consumerism as a social movement aimed at ensuring consumer rights. Moral
responsibility to consumers, ethical aspects of the reaction of sellers to consumer interests.
Corporate and personal ethics. Ethics: utilitarianism, justice and honesty, the theory of personal
rights.

4. MaTtepuaJbl TeKylero KOHTpOJIsi ycneBaeMocTH 00y4aromuxcs U (poHI OLeHOYHBIX
Cpe/ICTB MPOMEKYTOUYHOM ATTeCTAlUM MO JUCHUILINHE

4.1. ®opMBbI 1 METOABI TEKYLEI0 KOHTPOJIS YCIIEBAeMOCTH M IIPOMEKYTOYHOM ATTeCTAIHH.

4.1.1. B Xo4e  peaju3auMM  JUCHHUILVIMHBI b1.B.02./1B.06.04 «I'100aabHBIE
norpeduTeIbCKHe PbIHKM U mNoBedeHue mnokynareseil (Global consumer markets and
consumer behavior)» mucmoab3ylOTCH CaegyOIIMEe METOAbI TEKYyIIero KOHTPOJS
ycrneBaeMoCTH 00y4YaloIIUXCs:

Tema n/mnu pazaen Mertonast
TEKYILETO
KOHTPOJIS
yCIIEBAEMOCTH
[ToTpebuTenu, nx nmoBeaeHne U MapkeTUHT. CeMbsi 1 onpoc
Tema 1 nomoxo3siictBo. Consumers, their behavior and marketing.
Family and home improvement.
ConmanpHas cTpaTudukanys o0IIecTBa U Npupoaa 0T1poC
Tema 2 corMaibHOTO Kitacca. Social stratification of society and the
nature of the social class.
CuTyanMoHHOE BJIMSIHUE HA IPUHATHE PEIICHUN OTIpoC
Tena 3 HOTPEOUTEISIMH. BHy?peHgHe (bakTOpHI OBEJACHUS N
noTpeduTeneit. Situational influence on consumer decision
making. Internal factors of consumer behavior.
[Mporniecc npunsTHs pemeHus o nokynke. Konceromepusm. The Ompoc,
Tewma 4 process of making a purchasing decision. Consumerism. 3aIuTa
pedepara

4.1.2. 3a4yeT ¢ OLEHKOH NMPOBOAUTCH C MPHUMEHEHHEM CJEIYHIIMX METOIO0B (CPeACTB): B
YCTHO# (popMe 110 BONIPOCAM H 321aHUAM.

4.2. MartepuaJibl TeKylIero KOHTPOJIs yCIIeBAeMOCTH.

[IpenonaBatenb OLIEHWBAE€T YPOBEHb MOATOTOBIEHHOCTH OOYyYalOMUXCS K 3aHATHIO I10
CJICAYIOIIMM TIOKa3aTeIsIM:

- YCTHBIE OTBETHI Ha BOMPOCHI MIPETIOAABATENS 110 TEME 3aHATHUSA,

- BBICTYIIJICHHE C JTOKJIAIaMH,

- ydactue B 00CYXJACHHUU JOKIIAJOB,

- 3ammTa pedepara.

OrneHka 3HaHWM, YMEHUI, HaBBIKOB NMPOBOAMTCS HAa OCHOBE OAJUTbHO-PEUTHHTOBOM CHCTEMBI
70% wu3z 100% (70 GammoB w3 100) - BkJIam Mo pe3yjabTaTaM IOCENAEMOCTH 3aHSTHH,
AKTUBHOCTH Ha 3aHSTHUSAX, BBICTYIUIEHUS C JOKIAJaMH, y4acTUs B OOCYXIEHUSX OKJIaI0B
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Ipyrux oOOydaroluxcs, OTBETOB Ha BOMPOCHI MpEMOAaBaTelss B XOAC 3aHITHS, 3allUThI
pedepara.

Jetanuzanus 6aaoB U KPUTEPUH OIEHKH TEKYIIETOo KOHTPOJIS YCIIEBAEMOCTH YTBEPIKIAACTCS Ha
3acenannu Kadepsl.

Bonpocvl memvt 015 noocomosku k onpocam (OUCKyccusm) Ha cemMuHapax (Mpakmuyeckux
3AHAMUSX)

Tema 1. IToTpeduTesn, nx nopegenne U mapkeTtunr. Cembsi 1 JomMoxo3siicTeo. Consumers,
their behavior and marketing. Family and home improvement.

1. Knaccudukanus posei mo NpuHATHIO TOMOX03HCTBOM PEIICHHUS O MOKYIIKE.

2. JIoMOXO03sIIICTBO Kak OCHOBHasi cpena (opmMupoBaHHUs OyIyIIero MOTPEOUTENsI B MpoIecce
notpeduTenbckoi cormanuzanun. CeMeitHoe NPUHSTHE PEIIeHUH.

3. Ponu 4neHoB ceMbH ITPU COBEPIIEHNUN MOKYIIOK.

4. ITorpebuTenbcKas CoOIMAIN3aMs Kak MPOLECC YCBOSHHS MOTPEOUTENEM COLIMAIBLHOIO OIBITA.

1. Classification of roles for a household to make a purchasing decision.

2. Home improvement as the main medium for the formation of the future consumer in the
process of consumer socialization. Family decision making.

3. Roles of family members when making purchases.

4. Consumer socialization as a process of consumer assimilation of social experience.

Tema 2. CounanabHas crpaTuukanus o0uecTsa U NPHUPOJAa CONMAIBHOIO KJacca. Social
stratification of society and the nature of the social class.

1. CoumanbHbIi Kl1acc U MOBEACHUE MTOTPEOUTEIS.

2. Monenb OTKIMKOB Ha TPOJIBUKEHUE.

3. IlenoBas cBs3b noBeneHus. COlMaIbHO-KJIACCOBBIN CTHIIb KU3HU.

4. CounanbHas ctpatudukarys o01ecTBa 1 MapKETUHIOBAsI CTpaTerusl.

1. Social class and consumer behavior.

2. Model feedback on promotion.

3. Price link behavior. Social-class lifestyle.

4. Social stratification of society and marketing strategy.

Tema 3. CuTyaninoHHOe BJIMsIHHE HA NPHHATHE pelleHUH morpeduTensaMu. BHyTpeHHue
(axTopsl noBenenus nmorpedurtesei. Situational influence on consumer decision making.
Internal factors of consumer behavior

1. YpoBeHb HH(GOPMUPOBAHHOCTH NMOTPEOUTENEH O TOBape.

2. Metonbl u3MepeHus: HHPOPMHUPOBAHHOCTH MOTPEOUTEINEH O TOBape.

3. XapakTepucTHKa COLMOJIOIMYECKOT0 METOJa, METO/Ja CeMaHTHYecKoro auddepeHnuania,
METO/Ia CPABHUTEILHON OLIEHKU BOCIIPUSATHS MOTPEOUTENIEM pa3INyuusl MapoK ToBapa.

4. XapaKTepUCTUKHU TTOCT-00CITYKUBAHHUSI.

1. The level of consumer awareness of the product.

2. Methods of measuring consumer awareness of the product.

3. Characteristics of the sociological method, the method of semantic differential, the method of
comparative evaluation of consumer perception of the difference in brands of goods.

4. Post-service features.

Tema 4. Ilponecc npunsiTus pemenusi o0 nokynke. Koncoromepusm. The process of making
a purchasing decision. Consumerism.



1. BeisiBeHHe W U3MepeHHe MpoOsieM MOTpeOuTeNel, peakiys MapKeToJora Ha OCO3HAHUE
noTpeduTeneM CBOMX MpoOieM, OKa3aHWe IMOMOINM B aKTHBU3AIMH OCO3HAHMS IOTpeOHTEIeM
CBOEi MOTpeOHOCTH.

2. DTuKa U peaiuu 6u3Heca.

3. Ilonumanue npaB NOTpeOUTENEH: TPaBO Ha OE30MACHOCTh, HAa MH(OPMAIIHIO, HA BBIOOD, TPAaBO
OBITH YCIBIIIIAHHBIM, HA YUCTYIO U 3JIOPOBYIO OKPYKAIOIIYIO CPEIy.

4. Onpenenenue Mojeneil moTpedUuTeNLCKOTro BEIOOPA.

1. Identification and measurement of consumer problems, marketer's reaction to consumer
awareness of their problems, assistance in enhancing consumer awareness of their needs.

2. Ethics and business realities.

3. Understanding consumer rights: the right to security, to information, to choice, the right to be
heard, to a clean and healthy environment.

4. Definition of consumer choice models.

IIpumepnvie memwl pepepamos
1. Knaccudukanus THIOB MOTpeOUTENEH.
2. CouMOHMYECKHE TUIBI IMYHOCTU MOTpeOUTENeH U NX MOBEJACHUE Ha PHIHKE.
3. BiusHue cucteMbl IEHHOCTEH Ha OBEJCHNUE TTOTPEOUTENeH.
4. «CTIIIb )KU3HW» U €0 BIMSHHUE HA MOBEJICHUE TTOTPEeOUTENCH.
5. Ucnonb3oBanue 3akoHOB Bebepa 1 durnepa B MapKeTHHIOBOM 1€ TETBHOCTH.
6. XapakTepucTrKa MoAIOPOroBbIX CTUMYJIOB U UX 3HAYEHUE B MAPKETUHIOBOM JI€ATEIILHOCTH.
7. Bocripustue, ero MexaHu3M U BO3CHCTBHE Ha MIOBEACHUE MTOTpeOUTENeH.
8. Ponp BHUMaHUS B pa3pab0TKe MapKETUHIOBOM CTpaTeruu.
9. BinusHue nmaMsATH Ha IOBEJICHHUE TIOTPEOUTENEH.
10. CooTHoIIEHNE TTOHATUI «TTOTPEOHOCTHY, «KMOTHBY, «MOTHBAITUS.

Sample topics of abstracts
1. Classification of types of consumers.
2. Socionic personality types of consumers and their behavior in the market.
3. The impact of the value system on consumer behavior.
4. "Lifestyle" and its impact on consumer behavior.
5. The use of the laws of Weber and Figner in marketing activities.
6. Characterization of subthreshold incentives and their importance in marketing activities.
7. Perception, its mechanism and impact on consumer behavior.
8. The role of attention in developing a marketing strategy.
9. The effect of memory on consumer behavior.
10. The ratio of the concepts of “need”, “motive”, “motivation”.
4.3. OueHo4YHbIE CPEACTBA AJIsl IPOMEKYTOYHOM ATTEeCTALlUH.
4.3.1. IlepeyeHb KOMIIeTEHLMH € yKa3aHHeM 3TamnoB HUX (OPMHPOBaHHS B IHpolecce
OCBOeHHsI o0pa3oBaTejbHOIi mporpammbl. [loka3aTeau W KpPUTEPUHM OIEHUBAHUS
KOMITETEHIUI ¢ y4€TOM 3Tana ux (popMHUpPOBAHUA

Kon Haumenosanue Kon HaumenoBanue »3Tama OCBOEHHUS
KOMIIETEHITUN | KOMITETCHIIMH JTara OCBOCHHS | KOMIICTCHIIMH
KOMIICTCHITUHN

JIIK—2 Cnocoben JIIK-2.2 CnocoOHOCTh COIIOCTABIISITh
aHaJIN3UPOBATh HUCTOPUYECKHUE, TTOJIUTUYECKHE,
pEerHOHAaIbHBIC COITMaJIbHBIC, SKOHOMHYECKHUE,
SKOHOMHYECKHUE, nemorpaduueckue,
neMorpaduueckue IIMBHJIM3AITHOHHBIC
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HHBIC
TIPOIECCHI

colajIbHbIe 3aKOHOMEPHOCTH, (axTopsl,
TEHJICHIIUM Pa3BUTHS 3apyOexKHbIX
PETMOHOB C OCHOBHBIMH 3TallaMu
HBOMIOLMU IVI00AJTBHONH CUCTEMBI

MEKIYHApOIHBIX OTHOILIECHUMN U €€

PEruOHAJIbHBIX IMMOACHCTEM.

JTan ocBoeHHud IToka3zaTean onleHUBaHUS Kpurepuii ouennBanus

KOMIIeTeHIIMH
HIIK-2.2 OrneHuBaet B3aUMOCBs3b | JlaeT OLIEHKY  B3aUMOCBS3HU
CrocoOHOCTh  COTMOCTABISATh | HICTOPUYECKUX, HUCTOPUYECKUX, MTOJTUTUYECKUX,
HWCTOPUYECKUE, MOJIMTHYCCKNX, CONMAJIBHEIX, | COITUAIPHBIX, SKOHOMHUYCCKHUX,
MMOJIMTUYECKHE, COLHAIbHBIC, | SKOHOMHUYECKHUX, JneMorpauueckux,
SKOHOMHYECKUE, neMorpaduuecKux, [UBUIN3AIIOHHEBIX
nemorpaduueckue, LIUBUJIN3AIIMOHHBIX 3aKOHOMEPHOCTEH, (HaKTOpOB,
[IUBUIN3AIIOHHEIC 3aKOHOMEPHOCTE, TCHICHINH pa3BUTHS
3aKOHOMEPHOCTH, (PaKTOpHI, | PaKTOpOB, TEHJCHLIUN | 3apyOSKHBIX  PErHOHOB €
TCHICHIINU pa3BUTHS | pa3BUTHS 3apyOeKHBIX | OCHOBHBIMU JTanaMu
3apyOeKHBIX PETHOHOB C | PETHOHOB C  OCHOBHBIMH | DBOJIOLIUU r100aIbHOM
OCHOBHBIMH JTalaMu | dTalmaMu 9BOJIOIHH | CHCTEMEI MEKTYHAPOIHBIX
3BOJIIOLINHU r100abHOM | TI00aIBHOM CHCTEMBI | OTHOIIICHUM u ee
CHUCTEMBl  MEKIYHAPOJHBIX | MEKTyHAPOIHBIX PErMOHATIBHBIX MOACUCTEM
OTHOIIIECHUH u €€ | OTHOILICHUM Hu ee
pPETMOHAJIBHBIX TOACUCTEM pETUOHAJIbHBIX MTOACUCTEM

4.3.2 TunoBble OLICHOYHBIE CPEICTBA

Bomnpocs! K 3a4eTy ¢ OLleHKOM
. Tunbl moTpedHOCTEH U KIaccuuKanus NOTpeOHOCTeH TOTpeOUTE.
. MoTuBallMOHHBIE TEOPUH MAPKETUHTOBBIE CTPATETUH.
. MaHuIy iUy oTpeOUTEeNbCKUM MTOBEACHUEM.
. OMonuu. Buael smoruid. Pois sMonuidi B BOCIPUATHH PEKIIaMBbI.
. KoHuenmus >xu3HeHHOTO CTUIISL U CIIOCOOBI €r0 U3MEPEHUSI.
. OTHOLIIEHNE U XapaKTEPUCTHKA €r0 OCHOBHBIX KOMIIOHEHTOB.
. Tunsl cuTyanuii ¥ UX XapakTepUCTUKA. XapaKTEepUCTHKa (GaKTOPOB CUTYAILIMOHHOTO BIMSIHUS
Ha TTOBEJICHUE TTOTPEOUTEIICH.
8. Kynprypa. Ee BnusHue Ha mnoBeaeHue mnoTpedbureneid. KynbTypHble IEHHOCTH U
NOTPeOUTETHCKOE MOBEICHHE.
9. BnusiHue ceMbH M JJOMAIIIHETO X03s5iCTBa Ha MOBe/IeHUE OTpeduTeNneil.
10. «CoumnaneHblii KJacc» M «couualbHas rpynna». Cucrtema HepaBeHcTBa. ColuanbHas
cTpaTH(UKaLKs U MAPKETUHIOBbIE CTPATETUH.
11. Turnbl KOMMYHUKallUU ¥ UX BIMSHHE HAa TOTPEOUTENHCKOE MTOBEACHHUE.
12. BnusHue pekjgamMbl Ha ToBeAeHue mnorpebureneid. IIpomecc mNpUHATUS —peLICHUs
NOTPEOUTESIMH.
13. XapakreprcTUKa TUIIOB CUTYyallUH, BIMSIOINX HA IPOLECC IMPUHATUS PELIEHUS O MOKYTIKE.
XapakTeprucTUKa OCHOBHBIX ATAllOB MOTPEOUTETHCKOTO PELICHHUS.
14. Xapakrepuctuka mpoueccoB Iocie Nokynkd. CymHocTe U
OpPraHU3aIIOHHOTO MOKYNaTeNIbCKOIO MOBEICHUS.
15. IIpodeccronanpHast 3THKa 1 KoHCIoMepu3M. [IpaBo notpedurenei 1 MApKETHHT.

N NN R W

XapaKTCPUCTHKA
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Questions for the test with an assessment
. Types of needs and classification of consumer needs.
. Motivational theory of marketing strategies.
. Manipulation of consumer behavior.
. Emotions. Types of emotions. The role of emotions in the perception of advertising.
. The concept of life style and how to measure it.
. The ratio and characteristics of its main components.
Types of situations and their characteristics. Characterization of factors of situational
influence on consumer behavior.
8. Culture. Its effect on consumer behavior. Cultural values and consumer behavior.
9. The influence of family and household on consumer behavior.
10. “Social class” and “social group”. Inequality system. Social stratification and marketing
strategies.
11. Types of communication and their impact on consumer behavior.
12. The effect of advertising on consumer behavior. Consumer decision making process.
13. Characterization of the types of situations affecting the process of making a purchasing
decision.
Description of the main stages of the consumer decision.
14. Characterization of processes after purchase. The essence and characteristics of
organizational purchasing behavior.
15. Professional ethics and consumerism. Consumer law and marketing.

N AW —

3anaHue K 3a4eTy ¢ OLEHKOI
1. Kak BBl cunTaere Kakoe KOJMYECTBO OJHOr0 Ojara MOTpeOHTEeNb FOTOB 3aMEHHUTH OJIHOM
eAuHULed  apyroro  Osara 0e3  M3MEHEHMsS  JIOCTUTHYTOTO  YPOBHS  TOJIE3HOCTH.
ITponemMoHCTpUpYHTE B 3TOM OTBETE TEOPETUUECKHE 3HAHUS PHIHOYHON 3KOHOMUKHU.
2.CyuiecTByeT NOHATHE KU3HEHHOTO LKMKJIA MpoayKTa. Kak Bbl cunTaeTe BIUAET AU MOKyNaTeab
Ha JIaHHBIN LIUKJI U KaK?
3.Yto oTpaxkaeT KapIMHAIUCTCKAsl TEOPUs MOTPEOUTEIHCKOTO MOBEACHUS NPEAIOYTEHUS?

Task for the test with an assessment
1. In your opinion, how much of one good is a consumer ready to replace with one unit of
another good without changing the level of utility reached. Demonstrate theoretical knowledge
of a market economy in this answer.
2. There is a concept of product life cycle. What do you think affects the di buyer on this cycle
and how?
3. What does the cardinalist theory of consumer behavior reflect?

IIkaya oneHUBaHUs.

OneHka 3HaHUM, YMEHUH, HaBBIKOB IPOBOJUTCS HAa OCHOBE OalIbHO-PEHTUHTOBOW CHUCTEMBI:
30% u3z 100% (umm 30 GammoB u3 100) - BkJIag B HMTOTOBYIO OLIEHKY IO pe3yJbTaTam
POMEKYTOUHON aTTeCTallUH.

[lpr omneHMBaHWM OTBEeTa OOYYAIOUIETOCS B XOAE IPOMEKYTOYHOH aTTECTAIlMH MOXHO
ONUPATHCS Ha CIEAYIONINE KPUTEPHH:

bayuiel Kputepuii onieHkn

26-30 OOyuaromuiicss  MOKa3bIBa€T  BBHICOKUH  YpOBEHb  KOMIICTEHTHOCTH, 3HAHMS
OPOTrpaMMHOTO  MaTepuayia, Yy4eOHOW, TEepPUOTUYECKOH |  MOHOTrpaHuYecKoil
JUTEPATyphl, 3aKOHOAATEIbCTBA M NPAKTUKKA €ro NPUMEHEHHs, PACKPHIBAeT He
TOJBKO OCHOBHBIC MOHATHS, HO U AQHAIM3UPYET HUX C TOYKH 3PEHHS Pa3IMIHBIX
aBTOpOB. OO0yYarOmUiCs MOKAa3bIBAET HE TOJBKO BBICOKHH YPOBEHB TEOPETHUYECKHX
3HaHMWH, HO M BHJIUT MEXIMCHUIUIMHAPHBIE CBsi3H. [IpodeccnoHalisHO, rpaMOTHO,
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MIOCJIEIOBATENIBHO, XOPOIINUM SI3BIKOM YETKO HM3JIaraeT MaTepuall, apryMEHTUPOBAHHO
dbopmyupyeT BBIBOJBI. 3HAET B paMKax TPEOOBAHHMI K HAIpPaBICHUIO U MPOQHUITIO
MOJTOTOBKM 3aKOHOJATENbHO-HOPMATUBHYIO M TpakTHYecKyro 0a3y. Ha Bompocsl
OTBEUaEeT KPaTKo, apr'yMEHTUPOBAHO, YBEPEHHO, 10 CYLIECTBY.

16-25 OOyuaromuiicss TOKa3bIBA€T JOCTATOYHBIA YPOBEHb KOMIIETEHTHOCTH, 3HAHUS
MaTepuasoB 3aHATUN, Y4eOHOM M METOAMYECKOH JUTepaTyphl, 3aKOHO/IATEIbCTBA U
NPaKTUKUA €ro MPUMEHEHHs. YBEPEHHO U MPO(EeCCHOHAIBHO, TPAMOTHBIM SI3BIKOM,
SCHO, YETKO U TMOHSTHO M3J1araeT COCTOSHHUE U CYTh BOMpoOca. 3HAET HOPMATUBHO-
3aKOHOJATEIbHYI0 UM  MPaKTHYECKyl0 0a3y, HO TIpU OTBETE JIOMYCKaeT
HECYIIECTBEHHbIE NorpemHocTi. O0yJaromuics MoKa3bIBaeT TOCTATOUYHBIN YPOBEHH
npodeCCHOHATIBHBIX 3HAHUH, CBOOOJHO ONEPHPYET MOHATHSIMH, METOJAAMU OIICHKH
NPUHATUSA PEUICHWH, HMEeT TMpEeACTaBICHUE: O MEXAUCUUIUIMHAPHBIX CBA3SX,
VBSI3BIBACT 3HAHUS, MOJNyYCHHBIC TPU W3YYCHHHM PA3IUYHBIX UCIUIUIMH, yMEeT
aQHAIM3UPOBATh MPAKTUYECKUE CUTYallMH, HO JOMYCKAeT HEKOTOPbIE MOTPEIIHOCTH.
OTBeT NOCTPOEH JIOTUYHO, MaTepuall U3JIaraeTcsi XOPOUIMM S3BIKOM, IPUBIIEKAETCS
MHGOPMATUBHBIM U WIUIIOCTPUPOBAHHBIA MaTepual, HO MpPH OTBETEe JIOMYCKaeT|
HEKOTOpPbIE NOrPEIHOCTU. BONpockl HE BBI3BIBAIOT CYIIECTBEHHBIX 3aTPYIHEHU.
6-15 OO0yJarmuiicsi TOKa3bIBaeT JOCTATOYHBIC 3HAHUS MAaTEPHAIIOB 3aHIATHH, HO TIPH
OTBETE OTCYTCTBYET JIOJIKHAS CBSI3b MEK/y aHAJIN30M, apryMEHTAled U BBIBOJAAMHM.
Ha mocraBieHHble YjieHAMH KOMHCCHHU BOMPOCHI OTBEYAET HEYBEPEHHO, JIOMYCKAaeT
norpemHocTd. OOyyaromuicss BiajeeT NPAaKTUYECKUMHU HaBBIKAMH, MPUBJIEKAeT
WUTIOCTPATUBHBI MaTepual, HO UyBCTBYeT ce0si HEyBEpEeHHO TMpH aHaJH3e
MEXIMCLIUIUIMHAPHBIX CBsi3el. B 0TBeTe He Bcerna NpuCcyTCTBYET JIOTHKA, ApIyMEHTH
MIPUBIIEKAIOTCS. HEOCTAaTOYHO Beckue. Ha mocraBieHHBbIE BOMPOCH! 3aTPYAHSIETCS C
OTBETAaMH, IOKa3bIBAET HEJOCTATOYHO INIYOOKHE 3HAHHUS.

0-5 OOyuaromuiics TOKa3bIBaeT ciadble 3HAHUS MaTEPUANOB 3aHATHH, yueOHOH
JUTEpaTyphl, 3aKOHOJATENbCTBA M MPAKTHUKU €ro NPUMEHEHHs, HU3KUH YPOBEHb
KOMIETEHTHOCTH, HEYBEpEHHOE H3JI0XKeHHe Bompoca. OOydarommiics MOKa3bIBaeT
cnalplif  ypoBeHb MNPO(PECCHOHAIBHBIX 3HAHUM, 3aTpyJIHSETCS TMpU  aHAJIU3E
MPaKTHYECKUX cUTyarnuii. He MokeT mpuBecTH MpHUMEphl U3 peajbHOW MPAKTHUKH.
HeyBepenHo u jornyecku HeNocienoBaTeNbHO H3Jaraer marepuan. HempaBuibHO
OTBEUaEeT Ha BOMPOCHI UJIH 3aTPYAHSETCS C OTBETOM.

[Ikana nepeBoAa U3 MHOTOOAIILHON CUCTEMBI B TPATUIIMOHHYIO:

- 00y4JaroIeMycsl BBICTABJISICTCS OIICHKA «HEYIOBJICTBOPUTEIBLHO» €CIIM O0YyJarONIHics HaOpas
Menee 50 6aios,

- OIICHKA «YJOBJICTBOPUTEIIEHO» BBICTABIISACTCS MPH YCIOBHH, €CITU OOydJaroImuiics HaOpasl oT
50 mo 65 6amnos;

- OIICHKA «XOpPOIII0» BBICTABIISICTCS MPH YCIOBHUM, €CIKM OOydaromuiics Habpan oT 66 mo 75
0aJIoB;

- OIICHKa «OTJIMYHO» BBICTABIISCTCSA MPH yCIOBHH, €ciiu oOydaromuiicss Habpan ot 76 mo 100
6amos.

100 GaynnoB BBICTABISIETCS NPU YCIOBUHM BBIIOJHEHHUS BCEX TpEOOBAHUM, a TakKke IpHU
00s3aTeTbHOM TPOSIBIICHUU TBOPYECKOTO OTHOIICHHS K TMPEAMETYy, YMEHUH HaXOIUTh
OpUTHHAJILHBIC, HE COJEpIKAIIUeCs B YYeOHUKAX OTBETHI, YMCHHH PabOTaTh ¢ MCTOYHHKAMH,
KOTOPBIE COJIEPKATCSl JOMOJHUTENBHOW JUTEepaType K KypCcy, YMEHUU COCAWHSTH 3HAHUSA,
MOJTyYEHHBIC B JTAHHOM KypCe CO 3HAHHMSIMH JIPYTHX JUCIIATLINH.

4.4. MeTonnueckue MaTepuasibl

CryneHT nomyckaeTcs K 3a4eTy C OLEHKOM 110 IUCLUUIUIMHE B CIy4ae BBIIIOJHEHUS UM BCEX
3aJJaHU{ U MEPONPUATHH, IPETYCMOTPEHHBIX MPOrPaMMON AUCIUIIIUHBI.
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3aueT ¢ OleHKOM MPOoBOANTCSA B (popMe OTBETA HA BOMPOCHI U BBIMIOJHEHUS MPAKTUIECKUX
3amaHuid, nipeAcTaBieHHBIX B Pazgene 4.3.2. ['OTOBUTHCS K 3a4eTy C OILEHKOW HEOOXOIUMO
MOCJIEA0BATEIBHO, HA MPOTSYKEHUHU BCETO NIEPUOAA U3YUEHHUS TUCIUILIINHBI.

CTYJIGHTy HCO6XO)II/IMO BHUMATCIIBHO HSyHHTB U OCMBICIIUTH COJIGp)KaHI/Ie BOHpOCOB K
3a4eTy C OILIGHKOW, OTPaXCHHOE B PEKOMEHIOBAHHBIX Y4YeOHHKAX M JAPYTUX HUCTOYHHKAX
(MutepHeT-pecypchl,  HayyHO-METOJIWYECKHEe  JKypHaimsl u  1p.).  CTpykTypupoBartb
TEOPETUYECKUI MAaTEpHaJl, COCTaBUTH IUIAH €0 NPEACTABIICHHUS.

OTBeT BOHpOC " pemeHHe HpaKTquCKOFO 3aJaHus BaXXHO H3JIaraTb C IMMO3ULNU 3HAYCHUA
i podecCUOHANBHON AesTenbHOCTU. [Ipu 3TOM BaKHO MOKa3aTh 3HAHUE HE TOJBKO TEOPHH
BOIIPOCA, HO U MPAKTUYECKOE MPUMEHEHHE.

PesynpTar mo cnmade 3adera C OLIGHKOH OOBSBISETCS CTYACHTaM W BHOCHTCA B
AK3aMEHAIMOHHYIO BEJOMOCTh M 3a4eTHYK KHWXKKY. OIEHKa «HEYJIOBJICTBOPUTEIIHLHOY
MPOCTABJIIAETCS B BEAOMOCTH.

5. Meroauyeckue ykazaHusi 1J1s1 00y4ar0MXCs 110 OCBOCHUIO JMCIUIIIHHBI
YCTHBI Ompoc sBJAsIETCS OJHHMM M3 OCHOBHBIX CIIOCOOOB MPOBEPKHU YCBOEHHUS 3HAHUI
oOyuyaromumucs. Pa3BepHyThIi OTBET CTyJeHTa JOJDKEH TPEACTaBIATh co00i CBSA3HOE,
JIOTUYECKH TOCJeI0BaTeIbHOe COOOLICHHE Ha OMPEENICHHYI0 TeMy, MOKa3blBaThb €ro yMEHUe
IIPUMEHATH ONPEIEIICHUs, NpaBUjla B KOHKPETHBIX cilydasgX. OCHOBHBIE KPUTEPHUH OLIEHKH
YCTHOTO OTBETa: MPAaBUJIBHOCTh OTBETA IO COJIEP’KAHUIO; MOJIHOTA U IIyOMHAa OTBETa; JIOTHKa
U3JIOKEHUSl Marepuasa (Y4UTHIBAETCSI YMEHHME CTPOMTh LEJIOCTHBIM, IOCIEI0BAaTENbHbIN
paccka3, TpaMOTHO  TIOJb30BaThCSl  CHELMAIbHOW  TEPMHUHOJIOTMEN);  HCIOJb30BaHUE
JIOTIOJIHUTENBHOTO MaTepraia.
OOyyaromuiics MOXET CaMOCTOSITENIbHO BbIOpaTh TeMy pedepara U3 MPeAoKEHHBIX,
MOJArOTOBUTH pedepaT M 3alIUTUTh €ro Ha 3aHATHM COOTBETCTBYIOIIEH TemaTuku. Pedepar
JEMOHCTPUPYET YIIIyOJ€eHHOE W3Y4YeHHE JAUCLUUIUIMHBI, CHOCOOCTBYET pAa3BUTUIO HAaBBIKOB
CaMOCTOSITETILHOM pabOThI C TUTEPATYPHBIMU UCTOUHUKAMH.
Memoouueckue ykazanus no camocmosmenbHol no020mosKe K 3aHAMUAM JeKYUOHHOZO,
NPAKMU4ecKoeo (CeMUHapcKo2o) muna:
ITogroToBka K 3aHATUSAM JIOJDKHA HOCHTH CHCTEMAaTHYECKHMM XapakTep. OTO IO3BOJUT
oOyvaromieMycs B IOJHOM 0OBeME BBINOJHUTH BCe TpeOOBAaHUS  MpenojaBaTels.
OO6yuaronumMcst peKOMEeHIyeTCsl U3ydaTh KaK OCHOBHYIO, TaK U JOMOJIHUTENIBHYIO JTUTEpaTypy, a
TaKXKe 3HAKOMHUThCS ¢ MIHTepHeT-uCTOYHMKaMM (CIMCOK MpUBEJEH B paboueil mporpamme Mo
JTUCIIUATIIINHE).
Bonpocwi 0na camocmosmenvHol n0020MosKU (camMonpoepKu):

1. BnusiHMe pexiaMbl Ha MOBEJEHHUE MOTpeOUTENeH.

2. Tlporuecc MpUHATHUS peIICHUs TOTPEOUTEIAMHU.

3. XapakTepuCTHKa THUIOB CHUTYallWi, BIUSAIOIIAX Ha IPOLECC MNPUHATUSA PEIIEHUs O
MOKYTIKE.
XapakTeprucTUKa OCHOBHBIX ATAllOB MOTPEOUTETHCKOTO PELICHHUS.
XapakTepUCTHKa IIPOLECCOB MTOCIIE MOKYIIKH.
CyIIHOCTh M XapaKTEpUCTUKA OPTaHU3ALMOHHOI0 TOKYATEeIbCKOTO OBEACHHUS.
[TpodeccronanbHas TUKA U KOHCIOMEPH3M.
[IpaBo moTpebuTeNe 1 MAPKETHHT.

XNk

Questions for self-preparation (self-checking):

1. The impact of advertising on consumer behavior.

2. The decision-making process of consumers.

3. Characteristics of the types of situations that affect the purchase decision-making process.
4. Characteristics of the main stages of the consumer solution.

5. Characteristics of processes after purchase.

6. The nature and characteristics of organizational buying behavior.
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7. Professional ethics and consumerism.
8. The right of consumers and marketing.

Memoouueckue yxazanus no no02omoske 00K1a008:

[ToaroroBka 0Oy4aromMXCs K ONPOCY MpeanojiaraeT U3yueHHEe B COOTBETCTBUU C TEMAaTHKOU
JTUCIUTITMNHBI OCHOBHOW/ TOTIOJMHUTEIBHON JINTEPATYPhl, HOPMATUBHBIX IOKYMEHTOB, HHTEPHET-
peCypcoB.

OOyuaromuiicss TOTOBUT JOKJIaJ B (popMe YCTHOTO BBICTYIUICHHUS 10 TeMe JAUCHUUIUIMHBI TEepes
JIPYTUMU 00yUYaIOITMHUCS.

[IpennaraeTcs cieayromas CTpyKTypa JI0KIaja:

1. BBenenue:

— yKa3bIBaeTcs TeMa U 1eJb JOKIaa;

— 0003HavaeTcst MpoOIeMHOE T0JIe, TEMaTHUYECKUE pa3/Ielibl JOKIIAaa.

2. OCHOBHOE COJIepKaHUE JTOKJIAIa:

— MIOCJIETIOBATENBHO PACKPBIBAIOTCS TEMATHUECKUE Pa3/Ieibl JOKIA/1a.

3. 3akiroueHue:

— TMPUBOJIATCS OCHOBHBIE PE3YyJIbTAThl W CYXKACHHMS aBTOpa MO MOBOJAY NYTEeH BO3MOXKHOTO
peIIeHusl paCCMOTPEHHOM MPo0IeMbl, KOTOPbIE MOTYT OBITH OOPMIIEHBI B BHJI€ PEKOMEHIAIIHIA.

Memoouueckue pexomenoayuu no nanucanuro pegpepama:
Pedepar sBiseTcs camMOCTOATENBHONW NpakTHUecKo paboroil oOyuwatomuxcs. OH mpu3BaH
OTIPENICNIUTh CTENICHh OCBOCHHS CTYACHTOM 3HAHWW M HABBIKOB, IOJIyYEHHBIX UM B TIpoOIlecCce
U3yUYEHUs! TUCIUIUIMHBL.
TexcT paboThl KOKEH OBITH HamMcaH B HaydyHOM cTuie. OdopmieHre TeKcTa Takke JOHKHO
OBITH BBIIOJIHEHO rpaMoTHO. CriemyeT n30erath MycThIX MPOCTPAHCTB U, TEM OoJiee, CTPaHHMII.
Ha Bce Ta0nHIbl, pUCYHKH U AMarpaMMBbI JICTAl0TCS CCHUIKH B TEKCTE.
Pabota Bemmosnsiercs B gopmare A4. Hlpupt — TimesNewRoman. OcHOBHOI TeKCT paboOThI
Habupaetcs 14-m mpudrom uepes 1,5 uHTEpBaNa, BRIpaBHUBAHUE 110 IIUPUHE, MEKOYKBEHHBIN
uHTepBall «OOBIUHBINY», KpacHas cTpoka 1,25 cM. ABTOMaTHYECKH PACCTABISIOTCS MEPEHOCHI.
ITons: Bepxnee 2,0 cm, HmwxHee 2,0 cM, neBoe 3 cm, mpaBoe 1 cMm. IIpomexyTku mexnay
ab3alaMu OTCYTCTBYIOT. BBejeHue, I1aBbl, 3aKII0YCHUE, CIMCOK JUTEPATyphl U MPUIOKESHUS
(bopMaTHPYIOTCS KaK 3arojOBKH MEPBOTO YPOBHS M HAYWHAIOTCS KKl C HOBOM CTPAaHUIIBL.
[Toapasnensl ri1aB ¢ HOBOM CTPaHUIIBI HE HAUMHAIOTCA.
CHOCKM [IeNaroTCcsl BHH3Y CTpaHMIBL. TaONHIbI U PUCYHKH HYMEpYIOTCS OTAeiabHo. Homep
BKJIIOYAeT HOMEp TJIaBbl 1 HOMEP pUCYHKa/TabIMIIbI B TAHHOM Ii1aBe.
CrpaHunpl pabOTH JIOJDKHBI OBITH TIPOHYMEpPOBaHKBL. HyMmeparuss HadMHAETCsT CO CTPAHHIBI C
OTJIaBJICHUEM, Ha KOTOPOH CTaBUTCS LUPpa «2» u aanee — 1o nopsaky. OKoH4aHne HyMepaluuu
NPUXOANTCS HA TOCIEIHUI JHCT CIUCKA JHUTEeparypsl. Homep cTaBUTCS BHH3Y CTPaHHUIIBI
cnpaBa. Ha cTpaHuMmax ¢ NpUIOXKEHUSAMHU HOMEpa HE CTaBsTCA, U B OIJIaBJICHHME OHHU HE
BBIHOCSITCS. B OTJIaBICHNH yKa3bIBaeTCsl TOJIBKO HOMEP MEPBOTO JINCTA TIEPBOTO MPHIIOKEHHSL.
O6bem pedepara 7-15 cTp.

6. YueOHas muTepatypa u pecypchbl HH(POPMAIHOHHO-TEJIeKOMMYHHKANMOHHOM CeTH
"HHTepHeT", BKIIOYAA NlepedYeHb Y1eOHO-MeTOAMYECKOro odecneyeHust 1JIs
CAMOCTOSITEIbHOM Pa0oThI 00y4ar0IMXCs 10 JUCIHUIIIHHE
6.1. OcHoBHas IuTEpaTypa.

1. Hdy6posun, M.A. IloBemenue mnorpedutenei. [DneKTpoHHBIN pecypce]| : ydel. mocobue
OnextpoH. gan. — M. : JlamkoB u K, 2017. — 310 ¢. — Pexwum goctyna: http://e.lanbook.com/
book/93525
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2. Menuksan O.M. [loBenenue notpeduteneit [nekTpoHHbIN pecypc]: yueoHux/ O.M. MenuksH
— DnekTpoH. TekcToBbie nanHbie.— M.: JlamkoB u K, 2016.— 280 c.— Pexum goctyna: http://
www.iprbookshop.ru/59953.html

6.2. lonostHMTEIbLHAS JIUTEPATypPa
1. Axkmo Mopura Sony. Cnemano B Smnonuu [DnexkTpoHHbI pecypc]/ Moputa Akwuo,
M.Peitarong OnsuH, CumoMmypa Mullyko— OJEKTpOH. TEKCTOBBIE JaHHble.— M.: AnbIuHA
[TaGmumrep, 2016.— 288 ¢.— Pexxum moctyma: http:/ www.iprbookshop.ru/42668.html.
2. IloBenenue notpeduteneit [DIeKTPOHHBIN pecypc]: yueOHoe nmocobue st CTyJeHTOB By30B/
I''A. BacunbeB [u np.].— 2-¢ w3gaHue. - DIEKTPOH. TeKcToBbie manHbie.— M.: FKOHUTU-
JHAHA, 2015.— 238 c.— Pexum goctyna: http://www.iprbookshop.ru/52533.html.
3. TuroBa B.A. Vnpaenenue noBeaeHueM noTpeOuTeneil [DNeKTpOHHBIN pecypc]|: yueOHUK/
B.A. TutoBa, /I.B. I'ne6oBa, T.B. TutoBa— DNEKTpOH. TEKCTOBBIC JaHHBIe.— HOBOCHOHMpPCK:
HoBocubupckuii rocynapcTBeHHbIN TexHuueckuid ynuBepcurer, 2013.— 387 c.— Pexum
noctyna: http:// www.iprbookshop.ru/45051.html

6.3. YueOHo-MeTOMUYECKOE 00ecniedYeHHe CaMOCTOATEIbHOM PadoThl
1. Monenb MO3UIIMOHHOTO OOYuYEHUS CTYAEHTOB [DJEKTPOHHBIH pecypc]: TeopeThdecKue
OCHOBBI U Metoandeckue pekomenaanuy/ WU.b. lusu [u ap.].— DIEKTPOH. TEKCTOBbIEC TaHHBIE.
— M.: MockoBCcKkuii TOpPOACKOW neaarorndeckuid yHusepcureT, 2012.— 152 c.— Pexum
noctyna: http://www.iprbookshop.ru.ezproxy.ranepa.ru:3561/27375.html.— 5bC «IPRbooks»
2. OO6pa3oBarenbHble THHOBALIMU U MPAKTUKHU Kapbephl : COOPHUK METOAMYECKUX MaTepHalioB
u crateil / PAHXul'C npu IIpesunente P®. - M. : Jleno, 2015. - 192 c.
3. Ilcuxonoruss amanTanuu W comnuanbHas cpena. COBpPEeMEHHBIC TOJIXOJbI, MPOOJIEMEI,
nepcneKkTHBbl [DnekTponHbli pecype]/ JLI. ukas [u ap.].— DIEKTpOH. TEKCTOBbIE TaHHBIC.—
M.: Ilep Co, 2007.— 624 c.— Pexnm JIOCTYyIIa:
http://www.iprbookshop.ru.ezproxy.ranepa.ru:3561/7431.html.— DBC «IPRbooks»
4. CouunanbHO-IICUXOJIOTUYECKHE AacleKkThl (HOpPMUPOBaHMS KyJIbTYphl camMooOydaromiencs
opranuzamuu / A. 1. Hukonaes [u ap.] // Borpocs! ncuxomnoruu. - 2014. - Ne 6. - C. 44-52.

6.4. HopmaTuBHBIE NIPaBOBbIE JOKYMEHTHI (B XPOHOJIOrHYECKOM NOPSAKE)
1. Koncturynus PO (npunsita BceHapoAHBIM ronocoBanueM 12 nexadpst 1993 r. (c u3m. u jor.)
/I CIIC «KoncynpTant Ilmocy
2. Tpynosoii koaekc Poccuiickoit @enepanuu ot 30.12.2001 Ne 197-®3 (pen. ot 03.07.2016) //
CIIC «KoncynpranT [Lmroc»

6.5. UnTepHeT-pecypenbl
1. HayuHnas snextpoHHas 6ubnuoreka- http://www.eLIBRARY .ru.
2. DnexrponHas oubnmoreunas cucrema DbC «IPRbooksy -http://www.iprbookshop.ru/
3. DAEeKTpOHHO-OMOIMOTEeYHAs cCCTEMa U3aTeNbCTRA FOPAMT - www.biblio-online.ru
4. OBC «Jlanb» Pexxum noctyma: http://e.lanbook.com/book/
5. Hayunast snekTpoHHass 6uOinoTeka (JIEKTPOHHBIE CTaTbU MO MApKETHUHTY) [DIIeKTpOHHBIN
pecypc]. — Pexxum moctyma: http://elibrary.ru
6. OuunanbHelii cailt @enepanabHOM CIIy)Obl TOCY1apCTBEHHON CTaTUCTUKU
Poccutickoit @eneparn [DnekTpoHHBIN pecypc]. — Pexxum noctyma: http://www.gks.ru
7. denepanbHblii 00pa3oBaTeNbHbINA TOpTaT « IKOHOMUKA. COIMOTIOTHS.
MenemxmeHT» (2JIEKTPOHHBIE CTaThH) [DNEKTpOoHHBIM pecypc]. — Pexum moctyma: http://
www.ecsocman.edu.ru39
8. DnexTpoHHas OnbnnoTeka no 6usHecy, (puHaAHCAM, SKOHOMUKE M CMEXHBIM
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TeMaM  (QJIGKTpOHHBIE  KHUTH)  [DneKkTpoHHBIH  pecypc]. —  Pexum  jgocryna:
http://www.finbook.biz.

6.6. Uubie HCTOUHUKH

1. XKypnan «IIpoMbIIUIEHHBIH MAapKETUHI» [DIEKTpOHHBIH pecypc]. — Pexum pgocryna:
http://www.marketprom.ru/
2. XKypnan «llpakTuueckuii MapkeTHHI» [OIEKTpoHHBIH pecypc]. — Pexum nocryna:

http://www.cfin.ru/press/practical/
3. KypHan «MapKeTUHT U MapKETHHTOBBIC MCCIICIOBAHUSY [DICKTPOHHBIN pecypc]. — Pexum
nocryma: http://grebennikon.ru/journal-3.html

7. MaTepuanbHo-TexHHYecKas 6a3a, HHGOPMALMOHHbIE TeXHOJIOTHH, IPOrPAMMHOE
obecrieueHue U MH(POPMAIHOHHBIE CIIPABOYHBIE CUCTEMbI

Jns mpoBedeHHs 3aHATHH 10 JUCIUIUIMHE HEOOXOAMMO CIIEAyIoIee MaTepuaibHO-
TEXHUYECKOe obOecriedeHue: ydeOHbIe ayTUTOPHH JUIS TPOBEICHHS 3aHATUN JICKIIMOHHOTO W
CEMHUHAPCKOTO THIIA, TPYIMIIOBBIX W HHIUBUAYATBHBIX KOHCYJIBTAIMMA, TEKYIIETO KOHTPOJIS U
MPOMEKYTOUHOM aTTECTAINH, TOMEIIEHUS JJII CAMOCTOSTEILHON paOOTHI.
[Tporpammuoe obecnieuenne: Microsoft Windows 10 LTSB 1607, Microsoft Office Professional
2016.
Wndpopmanmonnsie cnpaBouHble cuctembl: Hayunas Oubnuoreka PAHXul'C. URL:
http://lib.ranepa.ru/; Hayunas JJIEKTPOHHAS 6ubnmoreka eLibrary.ru. URL:
http://elibrary.ru/defaultx.asp; Hammonanenas snexktponHas Oubiamoreka. URL: www.nns.ru;
Poccwmiickast rocynapctBenHas Oubmmuotexka. URL: www.rsl.ru; Poccuiickas HammoHanbHas
oubmuorexka. URL: www.nnir.ru; OnektponHas  Oumbnmoreka  Grebennikon. URL:
http://grebennikon.ru/; OnexTpoHHO-OMOMMOTEeYHast cucrema WM3marensctBa «Jlanp». URL:
http://e.lanbook.com; DekTponno-6ubaHOTeHas cuctema FOPAUT. URL: http://www.biblio-
online.ru/.
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