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1. IlepeyeHb MJIaHMPyeMbIX pe3yJIbTATOB 00yUeHHs 0 JUCHUILINHE, COOTHECEHHBIX C
IUIAHUPYEMBIMH Pe3yJIbTATaAMM 0CBOEHUsI POTrPaMMbI

1.1 Jucunmummaa b1.B.JIB.1.2 CrpaTterus BbIXxoaa Ha MEXKIyHApOAHBbIC pPbIHKH (Strategy of
entering new markets) obGecrieunBaeT OBJIAJACHUE CICIYIOUIMMU KOMIIETCHIUSIMUA C YYETOM

JTamna:

Kon HaumenoBanune Kox sTama ocBoennsa HaumenoBanwne >Tamna
KOMIIETEHIIMH KOMIIETEHIIUH KOMIIETEHINH OCBOEHHUS KOMIIETEHIINH
[1K-4 CriocoO6HOCTB I1K-4.1 3HaHME OCHOBHBIX TEOpHUI

CO3/71aBaTh MOJIeNTN HOJUTUYECKUX CHUCTEM U
HCCIIETyEMbIX IPOLIECCOB; OCHOB HAy4YHOT'O
MOJUTUYECKUX CUCTEM MO/JIETUPOBAHMUS u
Y TIPOIIECCOB, BIIAJICHUE crenupuKy ero
HaBbIKAMHU ux UCIIOJIb30BaHUS B
dbopmanmzanum u HOJIUTOJIOTUYECKUX
BepuduKanuu Ha UCCIIEIOBaHMSIX.
OCHOBE 3MITMPUYECKOTO
Mmarepuasa
1.2. B pe3ynbprare 0CBOCHHS AMCUUILUIMHBI Y CTYJCHTOB JIOJKHBI OBITh COPMHUPOBAHBI:
OTD/TD Kop srana Pesynbrarel 00yueHus
(mpu HANIMYMH OCBOCHMS
npodcranaapra)/ KOMIIETEHIINH
po¢eCcCuOHAIbHBIC JEHCTBUS
OtcnexuBanue [IK-4.1 OOyuaromuiics 3HAeT OCHOBHBIE TEOpUU

MH(pOPMALMOHHBIX TIOBOJIOB U
TUTAHUPOBAHUE JICATEIIEHOCTH
ITonyuenune
MHGOPMAIUH [T TOATOTOBKH
Marepuaia

O06paboTka u npoBepka
OJy4eHHOW MH(pOpMauu
U1 Marepuana

MOJIMTUYECKUX CHCTEM M IPOLECCOB; OCHOBBI
HAy4YHOTO MOJIEIUPOBAHUS U CHEUU(PUKY €ro
UCIIOJIb30BaHUs B MIOJIUTOJIOTUYECKUX
UCCIIEI0BAHUAX.

2. O0beM U MeCTO TUCHUILINHBI B cTpyKType OIT BO

O0BbeM TUCHUILINHBI

O6wem muctummuabt: 108/3 81/3
Konrakthas padora: 48/36
Jlexuuu 20/15

JlaGopaTopHbie pabOThI
[MpakTrueckue 3anstus 28/21
CamocrostenpHas padorta 60/45

MecTto nucuuminnabl B crpykrype OII BO

HHIACKC MW HaMMCHOBAHUC

IUCLUILINHEL:

b1.B.JIB.1.2 Crpareruss BbIXOAa Ha

MEXIyHapoaHble poIHKY (Strategy of entering new markets)




Kypc(bl), ceMecTp(bl) Wi TpuMecTp(bl) €€ OCBOCHHUS B COOTBETCTBHH C YUCOHBIM TUIAHOM:

1 xypc 2 cemecTp

JUCLHUTUIMHA Pealln3yeTcs 0CiIe U3yUeHHs .
b1.B.OJI.5 Jlunepctso (Leadership)

dopma(bl) MPOMEKYTOUHON aTTECTAIMM B COOTBETCTBUU C y4YEOHBIM ILIAHOM: 3ayeT C

OLICHKOM
3. Conep:xaHue ¥ CTPYKTYpa AUCHUIIHHBI
Ounasa popma ooyuenusn
Ne ni/m HaumeHnoBaHue TeM O0beM TMCUUIJIMHBI (MOIYJISA), Yac. Dopma
(pa3zesion), Bcero KonrakTHas padora CP TeKyIero
00y4atoumxes ¢ ycn::::nfggfn**,
npenoaaBare/ieM HPOMEKYTOUHOI
10 BUJIAM YUeOHbIX 3aHSITHI arTecTanun®
J/30, | JP/30, | M3/30, | KC
H0T* a0T* a0T* P
Tema 1 | Key points of growth 215 413 413 a
of corporate business
Tema 2 | Main types of 215 413 6/4, )i |
business expansions >
Tema 3 | Assessment 21,5 413 6/4, a
Methodology >
effectiveness of the
chosen type of
expansion
Tema 4 | Learning gross 215 413 6/4, )i |
margins and changes °
depending on the
business goals
Tema 5 | Learning 215 413 6/4, i |
Methodology >
Analysis of the new
market
Tema 6 | Development of a 2115 413 6/4, Ji|
methodology for >
defining the business
operations in a new
market
Tema 7 | Study incremental 43 215 6/4, )i |
methodology for >
value chain
Tema 8 | Study of the basic 413 215 6/4, Ji|
types of strategies to >
enter new
international markets
[TpomexxyTounast 3auer ¢
aTTecTanus OLIEHKOM
Bcero: 108/3 20/15 28/21 60/
81/3 45

*[Ipumeuanue — oucnym (/)




Collepmalme AUCHHUILIIMHBI

Tema 1: Key points of growth of corporate business

e ldentification of the main points of the growth of corporate business, geographic
expansion, on-channel expansion, the development of a new product portfolio, innovation,
characteristic of each of these points of growth to the situation in which the designation is
applied each feature.

Tema 2: Main types of business expansions

o Identification of the main types of geographic expansion in international business - global,
continental, regional, country

o Definition of methodology for selecting a particular type of expansion, depending on the
objectives of the corporate business

e Bringing examples from the world of business practice implementation strategies of global
companies, continental, regional and country expansion.

Tema 3: Assessment Methodology effectiveness of the chosen type of expansion

e Under the theme of study methodology to assess the effectiveness of the selected type of
expansion to 4 -x factor model: the goal of expansion, expansion of view, the cost of
expansion, the period of expansion.

e We give 2 examples of the corporate business environment - failed, the failed expansion
and successful expansion, for each Casey, an analysis and learning.

Tema 4: Learning gross margins and changes depending on the business goals

o study the major sources of financing expansions, including forecast and the current level of
gross margin business.

e defined map of the distribution of gross profit rates for each country and the presence of
the expansion are determined by long-term and medium-term objectives in terms of gross
profit

e proposed resolution perennial dilemmas and issues of corporate business - leadership in
market share against the cumulative gross profit. Study of successful experience business
corporations.

Tema 5: Learning Methodology Analysis of the new market

e Study incremental methodology for analyzing the new market

e Definition -x 4 areas of analysis: Country Factors Development Indicators Pressure
administrative environment, indicators of the development of industries, industry, market,
evaluation of potential business partners.

e Study methodology of corporate study report of the new market.

Tema 6: Development of a methodology for defining the business operations in a new
market

e Definition of turn-based methodology for developing business operations in a new market:
the evolution of the value chain, the need for product adaptation, development of
commercial policy, development of marketing budget and search for sources of funding,
identification, selection and contracting business partners, modeling of logistics operations.

Tema 7: Study incremental methodology for value chain

e In the framework of the topic being studied building technology value chain for a new
international market.

e study 2nd strategy «Up- down Value chain» and «Down-Up Value chain». Strategies are
analyzed for the conditions of applicability depending on the current state of corporate
business

e In the class developed the value chain (On line) for the company Splat Cosmetics for the
Chinese market.



Tema 8: Study of the basic types of strategies to enter new international markets
e learn basic strategy in international markets, with the characteristic of each and SWOT
analysis:
strategy in international markets:
Direct export operations on purchase and sale contracts
The organization of local production
Licensing
Franchise operations
e Creation of joint ventures (JOINT VENTURES)
e Opening lines of its own representative

4. MartepuaJibl TEKyLIero KOHTPOJIsI ycIIeBaeMOCTH 00y4YaroIuxcsi U
(hoHJ OLIECHOYHBIX CPEICTB MPOMEKYTOYHOM aTTeCTALMH N0 JMCHUIIIHHE

4.1. ®opMbl W MeTOAbI TEKYUIEr0 KOHTPOJISI YCIeBAeMOCTH, OOy4yalommxcss W
NMPOMEKYTOYHOM aTTecTaluu.

4.1.1. B xoge peaqu3anuM IMCUMIUVIMHBI HCIOJB3YIOTCH CJeIyIOIHe MeTOAbl
TeKYLIero KOHTPOJIsl YCIIeBaAeMOCTH 00y4aloIINXCH:

IIpu npoBeeHNN 3aHATUH JIEKIMOHHOTO THIIA: JIUCITYT
IIPU IIPOBEJICHUN 3aHATUI CEMUHAPCKOTO TUIIA: TUCITYT

4.1.2. Dx3aMeH (3a4eT) NPOBOAUTCH C IPUMEHEHHEM CJIeIYHIIHUX METOI0B (CPEICTB):
3a4er ¢ OLIEHKOM B (popMe Mpe3eHTaluu

4. 2. MarepuaJbl TeKylIero KOHTPOJIsl ycIieBaeMOCTH 00y4al0IUXCsl.

TeMbl 111 AUCKYCCHH:

Discussion topics:

Essence and elements of strategic management;

The essence of the development of strategies;

Tools and stages of strategic analysis;

Modern methods of implementing changes in the organization and the specifics of their
application in practice;

Stages of designing organizational changes;

Models for implementing organizational changes

A systematic approach to the analysis of the existing situation in the enterprise;

Procedures for assessing the future effectiveness of the current strategy;

Tools for improving management strategies;

The skills of developing programs for organizational development and the removal of resistance
to ongoing changes;

Project management of change

4.3. OneHo4YHbIe CPEACTBA IJIsl IPOMEKYTOYHOM aTTecTaluMm.

4.3.1. ®opMupyemMble KOMNETEHIIUH



Kon HaumenoBanue Kox sTrama ocBoenusa HanMmenoBanue 3Tamna
KOMIICTCHITHH KOMIICTCHIITNH KOMTICTCHITNH OCBOCHUSI KOMIICTCHIINH
I1K-4 Cnoco6HOCTh [1K-4.1 3HaHUE OCHOBHBIX TEOPUMH

CO3/1aBaTh MOJIEITH MOJINTUYECKUX  CHUCTEM U
UCCIIETyeMbIX IPOIIECCOB; OCHOB Hay4HOTO

IOJIMTHYCCKHUX CHCTEM
" IIpoueCCOB, BIaJCHUC

HaBBIKAMHU ux
hopmanuzanuu u
BepuduKaun Ha
OCHOBE AMITHPHYECKOTO
Mmarepuaia

MOJICTTUPOBAHUS u
cnenuduxy ero
WCIIOJIb30BAHUS B
TIOJIUTOJIOTUIECKHUX
HCCIICTOBAHMSIX.

4.3.2 TunoBble OLIEHOYHbIE CPEACTBA

HPGSGHTaHI/IH Ha CJICAYIOIIHEC TEMBbI:

Presentation on one of the following topics:
International Scope: Worldwide Presence or Regionalization
Multidomestic Strategy
Global Strategy
Transnational Strategy
International Business-Level Strategy

Choice of International Entry Mode

International Diversification and Returns
International Diversification and Innovation
Risks in an International Environment

Ixana oueHnBaHus.

IToxa3zarean oleHUBAHUA

Kpurepuii oueHnBanus

OO0yuaromuiics 1
HNOJUTUYECKUX CHUCTEM U MPOIIECCOB; OCHOBHI |2,
HAyYHOTO MOJIETTMPOBaHUs U creuuduky ero (3.
UCTIONIb30BaHUS B 4

3HAaCT OCHOBHBIC

Teopuu

TOJIUTOJIOTHYCCKUX

He umeer 6a30BbIX 3HaHUI.
@®parMeHTapHbIE 3HAHHUS.
JleMOHCTpHUpYyET YaCTUYHBIE 3HAHMUS.
CdopmupoBaHHble, HO COJepiKallie

HCCIICIOBAHUAX. OTJIebHBIE TTPOOETbI 3HAHUS.
5. CdopmupoBaHHBIE CHCTEMAaTHYECKUE
3HAHMUS.
TpaguunoHHas
OLlEHOYHAS
IS cneTema OnucaHue KpUTEpHEB OLEHKH
Grades PAHXHIC Grade Distribution Guidance
(0-100) Traditional
grading system in




RANEPA

80 - 100

Excellent

The course is fully mastered. Student presents high level of professional
knowledge of all the relevant issues, uses terminology and applies
theoretical parts in problem solving; knows how to deal with specific
questions beyond the course. Student presents well-reasoned position on
the key issues of the course.

65 -79

Good

The course is fully mastered. Student presents good standards of
professional knowledge of  the relevant issues, uses terminology and
applies theoretical parts in problem solving fairly well.

55 - 64

Satisfactory

The student has sufficient level of knowledge of all the problems of the
course; knows terminology and understands how the theoretical material
can be used as a tool to solve practical problems.

50 - 54

Satisfactory

The student has knowledge of almost all the problems of the course; knows
terminology and understands how the theoretical material can be used as a
tool to solve practical problems.

45 - 49

Marginal
Pass

The student has some knowledge of the problems of the course; presents
weak knowledge of terminology and problems solving technique.

0-44

Fail

Students is not prepared and does not present sufficient knowledge of the
course material

45-100

Passed

The course is fully mastered. Student presents good standards of
professional knowledge of  the relevant issues, uses terminology and
applies theoretical parts in problem solving fairly well.

Not Passed

Students is not prepared and does not present sufficient knowledge of the
course material

4.4. MeTtoauieckne MaTepHaJbl
Control forms of discipline. Criteria for assessing the knowledge and skills

Final control. For the control of mastering this discipline curriculum provides: pass/fail. The
pass/fail is a summary of the discipline.

Current control. Throughout the semester, 1 run control task. The results of this work is to
grading monitoring. Perform all work is a must for all students. Students who do not comply
fully with all these activities, the department is not allowed to take the exam, it does not meet a
schedule of the learning process in the discipline.

5. Metoauueckue ykazanus AJsl 00y4al0MIMXCS M0 OCBOEHUI0 THCHMILINHBI (MOXYJIsA)

Class contact will be structured to encourage active participation and will consist of case
studies and exercises, together with course member presentations and some formal lectures and
presentations.

6. VYueOHasi quTepaTypa U pecypcbl HHPOPMANMOHHO-TEJIeKOMMYHHKAIIMOHHOI ceTH
"HHTepHeT", BKJIIOYasi IepedyeHb Y4eOHO-MeTOAMYeCKOro odecnedyeHus 1JIs1
CaMOCTOSAITEIbHOM padoThbl 00y4arOIMXCs 10 AUCHMILINHE (MOAYJII0)

6.1. OcHoBHas TUTEpaTypa.

Donald A.Ball, Paul L. Frantz «International Business» The challenge of Global competition.12-
th edition 2012

Tielman Victor «Market Entry Strategies», 2013
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6.2. JlomosHUTEIbHAS TUTEPATYPA.

Christopher Lymbersky “Market Entry Strategies” (Management Laboratory press) 2009.
Charles W. L. Hill “International Business. Competing in the Global Marketplace”, 6, 2007.
Donald A.Ball, Paul L. Frantz «International Business» The challenge of Global competition.10-
th edition 2007

6.3. YuebHO-MeToAnYeCcKoe 00ecrieueHue CaMOCTOSITEIbHON paboThI.
6.4. HopmaTuBHbIE MPABOBBIE TOKYMEHTHI.

6.5. UnTepHeT-pecypchl.

6.6. 11Hble NCTOYHUKH.

7. MarepuajibHO-TeXHHYecKasi 0a3a, HHPOPMALMOHHbIE TEXHOJIOTHH, IPOTPAMMHOE
o0ecnieyenre U MHGOPMANIMOHHBbIE CIIPABOYHbIE CHCTEMbI
Jis mpoBeneHus IEKIIMOHHBIX U MPAKTUYECKUX 3aHITHI HE0OXOIMMO Cleayrolee
0o0opyaoBaHueE: 10CKA, MapKephl, KOMIIBIOTEP U IIPOEKTOP.



