A.BAUTYPCBHIHOB ATBIHJAFbI KOCTAHAMN OHIPJIIK YHUBEPCUTETI
KOCTAHANUCKHUM PETUOHAJIbHBIA YHUBEPCUTET UMEHU A.BAUTYPCBIHOBA
A. BAITURSYNOV KOSTANAY REGIONAL UNIVERSITY

IQJEKTUBTI IIOHAEP KATAJIOI'BI
KATAJIOI QJEKTHUBHBIX JUCHUIIJINH
CATALOG OF ELECTIVE COURSES

6B04106 Mapkerunr / Mapkerunr/ Marketing

2023 Kpu1IapabIH KUHAFbI YHIiH /1is HaGopa 2023 r.r.

KOCTAHAM, 2023



Kypactoipymsiiap / CocraBurenun / Compilers:

KankabOaeBa A.E. — ara OKBITYHIBICBI, 9KOHOMHUKA BUIIBIMIAPbIHBIH MaFI/ICTpi
KankabaeBa A.E. — cT. mpenojaBaTeb, MarucTp 3KOHOMHUYECKHX HayK
Kalkabayeva A.E.- p senior lecturer, Master of Economic Sciences

DnekTuBTI oHAep KaTanorsl.- Kocranaii: A.baiitypcsinoB ateinaarst KOV, 2023.- 75 0.
Karanor snextuBHbiX qucuuiuivi. - Koctanaii: KPY umenu A.baittypcesinosa, 2023. - 75 c.
Catalog of elective disciplines. - Kostanay: A. Baitursynov KRU, 2023. - 75 p.

DJIEKTUBTI IIOHACP KaTaJIOI'bl KbICKAIlla CHUIIATTAMACBhI, OKBITY MAKCATbl, OKY Ma3MYHBbI
KOHE KYTLIETIH OKY HOTH)KECl KOPCETUINeH TaHjay KOMIIOHEHTIHE KIPEeTiH MOHAEp Ti3IMiH
Kamtuabl. 2023 okpuIIapaa KaObUITAHFAH — KPEAUTTIK TEXHOJIOTHSI OOMBIHINA OKHUTHIH
CTYACHTTCPI'C apHAaJIraH.

Katajgor 3Jj1eKTHUBHBIX JUCHHUIUIMH COACPKUT IICPCUCHb AHCHUIIIMH KOMIIOHCHTA IIO
BBI60py N UX KPATKOC OIIHMCAHHC C YKAa3aHHUMCM HCIIN U3YUYCHHA, COACPKAHHA U OKHUAACMBIX
pe3yiabTratoB oOyueHus. lIpeaHazHadueH mJisi CTYyACHTOB, OOYYaIOMIMXCS IO KpPEIUTHOU
TexHojoruu, Hadopa 2023 roxa.

The catalog of elective disciplines contains a list of elective disciplines and their brief
description with the purpose of study, content and expected learning outcomes. It is intended
for students, studying on credit technology, the set of 2023.

A.BaliTypChIHOB aThIHIAFbl KOVY-IIBIH OKYy-9MICTEMEIIK KEHEC OTBIPBICBIHA OCKITUIII,
03.05.2023 x. No5 xarrama

VYTBepkJeH Ha 3acegaHuu ydeOHo-Metoauueckoro coBeta KPY umenu A.BaitiTypchiHOBa,
poTokoJ1 oT 03.05.2023 r. Ne5

Approved at the meeting of the educational and methodological council of A. Baitursynov
KRU, minutes dated 03.05.2023 No5

© A.baiiTypCHIHOB aThIHIAFBI
Kocranaii eHipiik yHUBepCHUTETI



Ma3smynbl / Coaep:xanne / Contents

Kipicre / Beaenue / Introduction ...,
CemecTp OolibIHIIIA STIEKTUBTI MOHAEP1 0oy /PacnipeneneHue 3IeKTUBHBIX
nuciuIuiaH o cemectpam /Distribution of elective courses by semester ......
1 1 xypc cTyaeHTTepiHe apHaJIFaH AJIEKTUBTIK TOHAEP /DIEKTUBHBIC
TUCIIMIUTAHBI JuTst cTyneHToB 1 kypea Elective courses for 1nd year students
2 2 Kypc CTYACHTTEpiHE apHAIIFaH JJICKTUBTIK MOHEP /DICKTUBHBIE
JTUCIMILTAHBI T cTyIeHToB 2 Kypca Elective courses for 2nd year students
3 3 Kypc CTyIeHTTepiHe apHaJIFaH JICKTUBTIK MoHAEp /DICKTHBHBIC
JTMCHUIUTHHEL 17151 cTyAeHToB 3 Kypca Elective courses for 3rd year students.
4 4 xypc CTyIeHTTEepiHEe apHaJIFaH IEKTUBTIK oHEp / DIIEKTUBHBIE
TUCIMILIAHBI 11 cTyaeHToB 4 kypca Elective courses for 4th year students.



Kipicne

OJIEKTUBTI TIOHJEP KaTaJoThl OKBITYJBIH KPEIUTTIK >Kyheci OOMbIHIIA
KYpacThIpbUIabl. DJEKTUBTI TOHAEP KaTajorbl KYWEJNEeHreH TaHjay OOWbIHIIA
MIOHJIEP TI3IMIH KOHE OJIap/bIH KbICKA CUITATTaMAChIH KapacThIPaIbl.

CTymeHT MaMaHIBIKTapJIblH MIHACTTI KOMIIOHEHT/’KOFapbl OKYy  OpPHBI
KOMITIOHEHTIHIH TOHJAEPIH MEHIrepyMeH Karap, YCBIHBUIBIII ~OTBIpFaH TaHjaay
OOMBIHIIIA TOHEP I TAHAAI aTybl THIC.

DNeKTUBTI MOHJEPAl TaHJayFa 3/Baiizep keHec Oepenai. CTyIeHT 3/Baii3epMeH
Oipyiece OTBIPBIN, CTYJAEHTTIH JKEKE OKY OCHapblH KYpYy YIIIH MOHAEpPre >Ka3bLIy
HBICAHBIH TOJTHIPAJIBI.

Kypmerti crynentrep! biniMm Oepy TpaeKTOpUSICHIHBIH OIpTYTACTHIFBIHBIH
oinacteipbutybl Ci3fiH OoJialllakTa MaMaH pEeTIHAE KOCIOW JalbIHIABIFBIHBI3IBIH
JIEHIeiliHe BIKIaJI €TETIHIH €CTE CAKTAYbIHbI3 KEPEK.

BBenenue

[Ipn kpeauTHOW TEXHOJOTMU OOy4YeHUsi paszpadaThIBaeTCcsi  Karajor
AJIEKTUBHBIX JUCIUIUIMH, KOTOPBIM MpeACTaBIseT COOOW CHUCTEMaTU3UPOBAHHBIM
NepPEeUCHb TUCUUILIINH KOMIIOHEHTA 110 BEIOOPY U COJEPIKUT KPATKOE UX OMUCAHUE.

Hapsiny ¢ u3yuyeHueMm QUCLUIUIMH 0053aTeNbHOIO / BY30BCKOI'O KOMIIOHEHTA,
CTYJIEHT JOJHKEH BBIOpATh ISl U3YUYEHUS JUCITUTUTMHBI KOMIIOHEHTA 110 BHIOODY.

KoHcynbranuu no BeIOOPY 3MEKTUBHBIX IUCLHMIUIMH AAaeT 31Baii3ep. Bmecte ¢
HUM CTYJEHT 3amnojiHgeT (opMy 3amucu CTYJIEHTOB Ha JAUCIUIUIMHBI  JJIA
cocrasinenust UYII (MHauBUAYyanbHOTO y4€OHOTO MJIaHa).

VYBaxaemble CTyAeHTbI! BaXHO NOMHHUTB, YTO OT TOr0, HAaCKOJIBKO
poJyMaHHOW | 1enocTHoM OyaeT Bamma oOpa3zoBarenbHasi TPacKTOPHS, 3aBUCHUT
ypoBeHb Bareit npodeccronanbHON MOATOTOBKH, KaK OYIyIIETO CIeIUaInucTa.

Introduction

With credit technology, a catalog of elective courses is developed. A catalog is a
systematic list of elective component courses and contains a brief description of
them.

Along with studying the required / university component courses, the student
must choose an elective course.

Advisers help students make choices of elective courses. Together with their
adviser, the student fills out a form to register for courses for an ICP (individual
curriculum plan).

Dear students! It is important to remember that the level of your professional
training as a future specialist depends on how considered and complete your
educational trajectory will be.



CemecTtp 00iibIHIIA 3J1eKTHBTI MIHAepAi 001y / PacnpenesieHne 31eKTHBHBIX
aucuumuinH no cemectpam / Distribution of electivecourses by semester

[TonniH aTaysl / HanmeHnoBanue nucuuruinabl /Course
name

Kpenutre
pcansbl /
Kox-Bo

KpeIUTOB/

Number

of
credits

AxaneMu
SITTBIK
Ke3eH/
Axan
epuo.I
/
Academic
period

Ketepme-6emnmek caymaa/OnroBo-po3uuunas roprosis/Wholesale and
retail trade

ATrpoOH3HECTIH IKOHOMHUKAJIBIK Heri3epi / DKOHOMUUYECKHE OCHOBBI
arpobusneca / Economic bases of agribusiness

3

2

bencenai caty TexHukacel/TexHuKa akTUBHBIX mpopax/ Active sales
technique

Kommeprusiisik MeHekMeHT /| KomMmepueckuit MeHeKMEHT /
Commercial Management

DKOJIOTHS KOHE TIPHIUTIK Kayincizairi / Oxonorus u 6€301acHOCTb
xkusHeaesteasnoctr/ Ecology and Life Safety

KyKBbIK jxoHE chIOaiiiiac KeMKOPIIBIKKA KapChl MOJICHUET Herizaepi /
OCHOBBI paBa U aHTUKOPPYIIIMOHHOU KyJbTypsl / Basics of Law and
Anti-Corruption Culture

DKOHOMUKA JKOHE KACINKepJliK Heri3aepi/ OCHOBBI 9KOHOMUKH U
npeanpuaumarenscTBa/ Basics of economics and business

Kembacuisuibik Heriznepi / Ocuosl nuaepcta / Basics of Leadership

WHKITI03UBTI ©3apa 9peKeTTeCy dTUKACKHI /DTUKA HHKITFO3UBHOTO
B3auMonaercteust/ Ethics of inclusive interaction

Fruteimu 3epTTeynepaid Heri3Aepi JKoHe akaaeMusuibiK xaT / OCHOBBI
Hay4yHBIX MCCIIEZIOBAHUN U akajemuueckoe nucbmo/ Basics of research and
academic ertlng

bara opuary / [lenooGpa3oBanue / Pricing

Crpaterusuibik sxocnapnay / Ctpatermueckoe ruanupoBanue / Strategic
lanning

Mepuennaiizuar/Mepuenaaitzuar/Merchandising

XKocnapnay xyiieci /Cuctema manuposanus/ Planning system

Mine3-kyibplk MapkeTunri / [loBeneHueckuit MapkeTHHT /
Behavioral Marketing

¥ HBIMIIBIK TOPTIIl %KOHE YHBIMIBIK MoicHueT/ OpraHnu3aliMOHHOE TIOBEICHHE
W opraHu3airoHHas Kynbrypa/ Organizational behavior and organizational
culture

busnecri yiibiMaacteipy/Opranusaius 6usneca/ Business Organization

Backapymbuiblk mrenriMaepai a3ipiey / Paspabotka ynpaBieHYecKHX
pemennti / Development of managerial decisions

NHHOBaUMSIIBIK ©HIMIEP MEH KbI3METTEp MapKeTUHT1/ MapKeTHHT
WHHOBaIMOHHOU mpoaykuuu u ycayr/ Marketing of innovative products
andservices

NHHOBaUANBIK MeHeIKMEHT / VIHHOBALMOHHBIM MEHEKMEHT /
Innovation management

bpauauar/bpsnaunr/Brending

[Mepconanmer 6ackapy / Ympasnenue mepconagom/ Personnel management

5




Mapxketunrtik Taagay / MapketunroBbsiii ananus/ Marketing analysis

Backapymibuisik Tanaay / Yopasnenueckuii ananus / Managerial analysis

Ke13meT kepceTy canmacbiHbIH MapKeTUHT1/ MapkeTHHT cepbl yciayr
/Service sector marketing

bacekere kabOinerruirin 6ackapy/YnpaBiieHHUE
KOHKypeHTocrnocoonocteio/Management 0of competitiveness

Wnrepner-mapkerunr / Matepuer-mapkerunr / Internet Marketing

MapkeTHHTTer1 aKnapaTThIK Xyienep MeH Mojaenbaey/ NuhopmannoHHbie
cUcCTeMBbI 1 MojiesupoBanue B Mapkerunre / Information systems and
simulation in marketing

Kommepnusiisik MapkeTunr/ KoMmmepueckuii MapkeTHHT/
Commercial marketing

Event-mapkerunr/ Event-mapkerunr/ Event-marketing

Crparerusuiblk MapKeTUHT / CTpaTernuyecKrii MapKETHHT /
Strategic Marketing

Arpomapketunr / Arpomapketur / Agromarketing

OnepkacinTik MapkeTUHT/[IpOMBIIIICHHBI MapKeTUHT/
Industrial Marketer

OupipicTik MeHeKMeHT / [Ipon3BoICTBEHHBII MEHEPKMEHT/
Production management

Jloructuka /Jloructuka / Logistics

CrpaTterusuiblKk MEHEIDKMEHTTIH Herizaepi | OcHOBBI CTPATETUYECKOI'O
meHepkmenTa / Basics of Strategic Management




1 1 kypc cTyieHTTepiHe apHAJIFAH YJIeKTUBTIK MOH/Aep / DJIeKTUBHbIE AUCHUILUIUHBI [J1s1 cTyaeHTOB 1 Kypca/ Elective

subjects for 1 st year students

Komepme-oonmex cayoa/Onmoeo-posnuunas mopzosens/Wholesale and retail trade

OKy maxcamut | Yueonas uean/Purpose

Ketepme xone Oenmex cayna
KOCIMOPBIHAAPBIHAA KOMMEPIUSIIBIK — KBI3METTI
YHBIMIIACTBIPY JKOHE TEXHOJOTHSCH CallaChIHIA
TEOPHSIIBIK JKOHE MPAKTUKAJIBIK OUTiMIl
KaJIBINITACTBIPY, COHIAH-aK CTYICHTTEpPre Tayap
KO3FaJIBICBIHBIH OpTYpil OybIHAApbIHIA cayjaa
MPOIECTEePIH YTHIMABI YUBIMIACTBIPY JKOHE
TEXHOJIOTHSCHI OOMBIHINA MPAKTUKAIBIK

dopMHUpOBaHUE TEOPETUUECKUX u
MPAKTUYECKUX 3HaHUN B obnactu
OpraHu3alMd M TEXHOJIOTUH KOMMEpPYECKOU
JEATEIIbHOCTH Ha MPEANPUITUAX ONTOBOH U
PO3HUYHOI TOProOBJIM, a TaKXe MPUBUTHE
CTyJIeHTaMm MPAKTUYECKUX HaBBIKOB
palMOHAILHONW OpTraHU3aluy U TEXHOJIOTUU

TOPTOBBIX TPOIIECCOB B PA3IMYHBIX 3BEHBSIX

Formation of theoretical and practical knowledge
in the field of organization and technology of
commercial activities at wholesale and retail trade
enterprises, as well as instilling in students
practical skills of rational organization and
technology of trade processes in various parts of
the commodity movement.

Jlaf AbLIAp Akl YHPETY. TOBAPOIBUKCHHS.

Oxbimy namuoiceci | Pezynomamot 00yuenus | Learning outcomes
Kyperbl corTi askraraHHaH keidin Oidim | Ilocie  ycmemnoro 3aBepmienmsi  kypea After successful completion of the course,
aJymbLIap: ob0yuarommecst OyayT: students will be:
- KOMMEPIIMSUTBIK ~ KBI3METTI  YHBIMIACTBIPY | - OMKCHIBATH MIPOIIECCHI opranmszaiuu | - to describe the processes of organizing
IPOLIECTEPiH  KOHE  Tayap  KO3FalbICHIHBIH | KOMMEpUECKOH AesTenbHOCTH M TexHosnoruu | commercial activities and technologies of trade

opTYpJi OyBIHIAPBIHAAFBI cayJa MPOIECTEPiHIH
TEXHOJIOTHSJIAPBIH CUITATTANTBIH OONAIbI,

- 3 OUTNIMIH HaKTBl cayla >KOHE KbI3MET
KOpCeTy OOBEKTiNepiHae KOJITaHAIbI;

- cay/Ja KbI3METiH YHBIMIACTBIPYAbI Oaranay jKoHE
Tayap KO3FaJIbICBIHBIH OpTYpPJi OYBIHIAPBIHIAFHI
BIKTUMAJ  TOyeKeJAepAi  €CKepe  OTBIPHIIN,
KETKI3yIIJIEPMEH JKOHE CaThIll  allylIbUIAPMEH
Oemnceni cayia KOMMYHUKAUSUIAPbIH KYPrizei.

TOPTOBBIX IPOLIECCOB B PA3JIMYHBIX 3BEHBIX
TOBAPOJIBUKCHHS;

- IPUMEHSTH CBOM 3HAHUS Ha KOHKPETHBIX
00BbEKTaxX TOPTOBIIH U YCIIYT;

- OLICHHUBATH OpTraHHU3aIUI0 TOPrOBOM
NEeSTEIIBHOCTH W, TIPOBOJWUTH  aKTHUBHEIC
TOProBbl€ KOMMYHHUKAIIMU C MOCTAaBIIMKaMHU
U TOKYyNaTeJssMM C YYETOM BO3MOJKHBIX
PHCKOB B pa3IMYHBIX 3BEHBSIX
TOBapOABUKCHHS.

processes in various parts of the commodity
movement;

- apply their knowledge on specific objects of
trade and services;

- evaluate the organization of trading activities and
conduct active trade communications with suppliers
and buyers, taking into account possible risks in
various parts of the commodity movement..

Ilpepexeusummepi | Ilpepexeuszumut | Prerequisites

3KOHOMI/IK8.HLIK TCOpUsa ‘

DKOHOMUYECKas TeOpuUuAa

Economic theory

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary




Ketepme xxoHe Oeiilek cayTaHblH MOHI MEH
Ma3MyHbl. KomMMepuusiabiK KbI3METTeT1
waptrap. Kerepme caThil aly XoHE cary
OOWBIHIIIA KOMMEPIUSJIBIK KYMBIC. beimiek
cayla KOCIMOPBIHIAAPBIHAAFE KOMMEPIUSIBIK
)kymbic. Kerepme  &oHE  KOMMEPUUSIIBIK
KYPBUIBIMAAPABIH ~ CBIPTKBI ~ SKOHOMHUKAJBIK
Kbi3MeTi.  Tayapnapasl  ©TKi3y  OoHbIHIIA
JKapHaMaJbIK-aKIapaTThIK KBI3METTI
yiisiMaacteipy. Caynanarsl blapic oHE BIABIC
omepaumsutapbl.  JKykTepai  TaceIMangay bl
yibiMaactelpy.  KoiiMa — omepanusyiapblHBIH
TEXHOJIOTHACHL. bemek cayaa >kerici.
KypBbUIBIMBI )KoHE TEXHOJIOTUSIIBIK AYKEHIEPiH
opHasiacysl. benmek cayna
KOCIMTOPBIHAAPBIHIAF b TEXHOJIOTHSITBIK
npouecrep

CywmHOCTh M COAEp)KAHUE ONTOBOW H
pO3HWYHON  ToproBiau. JloroBopel B
KOMMEPYECKOH JEATENbHOCTH.
KommMmepueckast ~ paboTta 1O  ONTOBBIM
3aKkynkam u npojaxam. Kommepueckas
pabora Ha  HOpeAUpPUATHUAX  PO3HUYHOH
TOProBiad. BHemHesKoHOMUYecKas

JNEeATEIbHOCTh ONTOBO - KOMMEPYECKHX
CTPYKTYD. Opranusanus pEeKIIaMHO-
MH(OPMAILIMOHHON NEeATEIBHOCTH IO COBITY
ToBapoB. Tapa M TapHble omnepauuu B
toprosiie. OpraHusanus IEpeBO30K TI'PYy30B.

TexHoorus CKJIaJICKUX orneparuu.
Po3nnunas TtoproBas ceTb. YCTpPOHCTBO U
OCHOBBI TEXHOJIOTMYECKUX IUTAHUPOBOK
MarasuHoB. TexHoJoruyeckue

Ipoleccsl  Ha PO3HUYHBIX  TOPTOBBIX
NPEANPUATHIX

The essence and content of wholesale and retail
trade. Contracts in commercial  activity.
Commercial work on wholesale purchases and
sales. Commercial work at the enterprises of retail
trade. Foreign economic activity of wholesale and
commercial structures. Organization of advertising
and information activities for the sale of goods.
Packaging and packaging operations in trade.
Organization of cargo transportation. Technology of
warehouse operations. Retail trade network. The
structure and basics of technological store

layouts. Technological processes at retail trade
enterprises

ITocmpexeuzummepi | ITocmpexeuzumel/ Postrequisites

Mepuennaiizunr, bencenai caty TexHHKAachl,
KomMMepuusiiblK MEHEDKMEHT

Mepuenaii3uar, TexHuKa akTUBHBIX MPOAAXK,
KommMmepueckuii MEHEIKMEHT

Merchandising, Active sales techniques,
Commercial Management

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

VYrebaena JK.A.

Kankabaea A.E

ToosutoB K.T.




Azpobusznecmin IKoHOMUKANBIK He2i30epi | Ikonomuueckue ocnoswt azpoousneca | Economic bases of agribusiness

Oky maxcamut | Yueonasn uean/Purpose

CTyneHTTepIiH KOCiOM  KbI3MET KaFdaibIH/Ia
arpapiiblK ~ OHIIpICTI  JKYprizy  OOWBIHIIA
TEOPHSUIBIK ~ JKOHE TMPaKTHKANBIK  OUTIMJIEpiHiH
Ka)KETT1 JIEHreliH KaJIbIITaCThIPY

dopmupoBaHUE y CTYJIEHTOB
HEOOXOIUMOTO YpPOBHS TEOPETUYECKUX U
MNPAaKTUYICCKUX 3HAHUU II0 BCACHUIO
arpapHoro MIPOU3BOACTBA C  Y4YE€TOM
MPUMEHEHHUSI B YCIOBHUSAX NPOPECCHOHATBHON
JEATEIIbHOCTH

Formation of students of the necessary level of
theoretical and practical knowledge on the conduct
of agricultural production, taking into account the
application in the conditions of professional
activity

namuoiceci | Pesynomamot 06yuenus | Learning outcomes

Oxpimy
Kypersl ¢oTTi asikraraHHaH Keidin Oijim
aJTymbLIap:
- AOK-Te KocimKepiik KbI3METTI JKy3ere

achIPYbIH 3aHIBUIBIKTAPHI, KaFuaaTTapbl MEH
HBICAH/IAPBIHBIH HETI3T1 MaKpO’KOHOMUKAIBIK

npouecTepi  MEH KYOBUIBICTApBIHBIH — MOHIH
JKalnbUIau b,
- HETI3ri OHIPICTIK pecypcTapiblH KYHBIH

Oaranay aHbIKTaMaJlapblH Oaraiaiisl;

- arpapiblK KOCIMIOPBIHHBIH aJJIbIHAA TYpFaH
HIapyambUIbIK ~ MIHAETTep  KeIIeHl  KoHe
OPBIHAY IBUIBIK KOHE 0acKapyIIbLIBIK
CHUTIATTaFbl KOCiOM TmpobiemManapapl IICmIye
OHTAMIIBl WIBIFY JKOJIBIH Tayblll, ULICHICTiH
0oJtanbl.

IMocae ycmemHoro
o0yuarommecst 0yayr:
- obomaTh CYIIHOCTh OCHOBHBIX
arpO3KOHOMHYECKUX IPOLECCOB U SIBICHUMN
3aKOHOMEPHOCTEH, MPUHIIUIIOB U (POPMBI
OCYIIECTBIICHUSI  MPEANPUHUMATEIBCKOMN
nestenbHOCTH B AIIK;

-OlIEHUBATh OTIpeieTICHUsI  CTOMMOCTHOM
OLEHKM  OCHOBHBIX  IPOU3BOJCTBEHHBIX
pecypcos;

- pelatb KOMIUIEKC XO3SIMCTBEHHBIX 3ajady,
CTOSIIIUX TIEpEe]l arpapHbIM MPEANPHUSTHEM
M HaXOXJIECHHH ONTHMAJIbHOTO BBIXOJIa B
pemrennu mpodecCHOHATBHBIX TPOOJIeM Kak
UCHIOJTHUTENBCKOT0, TaK M YNPaBICHYECKOTO
Xapakrepa.

3aBepIlIeHHs]  Kypca

After successful
students will be:

-to summarize the essence of the main
macroeconomic processes and phenomena of
laws, principles and forms of entrepreneurial
activity in the agro-industrial complex;

- evaluate the definitions of the valuation
of the main production resources;

- - to solve a complex of economic tasks facing an
agricultural enterprise and finding the optimal way
out in solving professional problems of both
executive and managerial nature..

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

OKOHOMHUKAJBIK TEOPUS

DKOHOMHYECKAS TEOPUS

‘ Economic theory

Kypcmuiy Kbickawa mazmynst | Kpamxoe codeparcanue kypca/ Course summary

KypctbiH moHi, oaici koHE MiIHAETTepi. Aybll
HIapyalIbUIBIFBIHBIH KOII Caalibl Y)KOHOMHKACHIH
KaJbINTacThIpy. JKep pecypcrapbl KOHE OJIap/Ibl
HaphIK JKaFIaibIHIa TTaiTaTaHy IbIH THiMJIUTIT].
ExOex HapbIFbl JKOHE aybUl TYPFBIHAAPHIH

[Ipeamer, wMeTrox W  3aJadd  Kypca.
dopMHUpOBaHHE MHOTOYKIIAJIHOH SKOHOMHUKH
CEJILCKOTO X035MCTBa. 3eMeNbHBIC PECYPChI U
3O PEeKTUBHOCTL WX  HUCIOJIB30BaHUS B
YCIIOBUSX pBIHKA. PBIHOK Tpyna u mpoOieMbl

The subject, method, and objectives of the course.
Formation of a multi-layered agricultural economy.
Land resources and the efficiency of their use in
market conditions. The labor market and the
problems of employment of the rural population.




JKYMBICTICH KaMTy Macenenepi. ArpoOu3HecTi
MaTepHaIIBIK pecypcTap JKOHE OHJIPICTIK-
TeXHHUKAJIBIK KaMTamachl3 eTy. OHnmipicri
OpHAaJACTHIPY KOHE MaMaHIaHJBIPY -
arpoOu3HecTi JaMBbITY JbIH HET131.
Arpo06u3HecTiH THIMIUIITIH Oaranay.
MapkeTuHr >KoHE a3bIK-TYJIK TI€H IIUKi3aT
HapBIFBI. ArpobOusHecTeri MeHeHKMEHT.
JlaMBITY ~ arpOOHEpKOCINTIK  MHTETPAlUSHBI
JAMBITY, HapBIKTBIK WH(PaKYPBUIBIMIIBI
JAMBITY.

3aHATOCTH CEJIBCKOTO HACEJICHHUSI.
MarepuanbsHbie pecypcesl 51
MPOM3BOJCTBEHHO-TEXHUUECKOE  OOecreueHue
arpo6usHeca. Pa3Memnienue u crienuanu3anus
MPOU3BOJICTBA - OCHOBa pa3BUTHS
arpobusHeca. Ouenka 3¢ peKTUBHOCTH
arpobu3Heca. MapKETUHI M PBIHOK cObBITa
MPOJIOBOJILCTBUSA U CHIPbs. MEHEIKMEHT B
arpo6usHece. Pazputue

anOHpOMBIIHJIeHHOﬁ HUHTCIrpaliu, pa3BUTUC
PBIHOYHOM UH(PACTPYKTYPHI.

Material resources and production and technical
support of agribusiness. The location and
specialization of production is the basis for the
development of agribusiness. Evaluation of the
effectiveness of agribusiness. Marketing and
marketing of food and raw materials. Management
in agribusiness. Development

of agro-industrial integration, development of
market infrastructure.

Iocmpexeuzummepi | ITocmpexkeuzumot/ Postrequisites

ArpoMapKeTUHT

ArpoMapKeTHHT

Agromarketing

Bazoaprama scemexwici | Pykosooumens npozpammsl/ Programme manager

bassuroBa U.A.

Hypaxmerosa I'.C.

bassurosa U.A.
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2 2 Kypc CTyJAeHTTepiHe apHAJIFaH YJIeKTUBTIK MoHAep / DiIeKTUBHBIE TUCIMIIMHBI VIS CTy/IeHTOB 2 Kypca/ Elective

courses for 2nd year students.

FBencenoi camy mexuuxacol/Texnuka axmusnsix npodaxc/Active sales techniques

OKy maxcamut | Yueonas uean/Purpose

CTyleHTTepIiH TEOPHUSIIBIK epeKeIepiH
KQJIBINTACTHIPY JKOHE cayda KOCIMOpPBIHIAPHI
JIEHreliHe CaThIN ATYIIBUIAPMEH KYMBIC iCTey
cajachlH/Ia TPAKTUKAIBIK JAaF IbLIap b
KaJIBIITACTHIPY .

dopMuUpOBaHHE y CTYJEHTOB TEOPETHUECKUX
MOJIO)KEHUN U TIPUBUTHUE  MPAKTUYECKUX
HaBBIKOB B 00JaCTU pabOThI ¢ MOKYIATEISIMU
Ha YPOBHE TOPTOBBIX MPEANPUITHIA.

Formation of students ' theoretical positions and
instilling practical skills in the field of working
with customers at the level of commercial
enterprises.

OKbtmy

Kypersl CoTTIi asiIKTaFaHHaH KeliH
Oiutim anymbLIap

- caThIll aNyIIbUIAPABIH TYPJEPiH, ONapablH
MICUXOJOTHSCHIH, OJIADMEH IKYMBIC ICTey
TocLIIepiH aKBIPATaThIH GoJanpl;
MEpPUYCHIAM3UHTTIH MOHIMEH MEXaHU3MIH,;

- TayapiapAblH MPE3eHTAIMSICHIH YHBIMIACTBIPY
MEH OTKI3y/IIH THIM/1 9JiCTepiH KOJIJaHAbl;

- JKaWKaJJbl JKaFJailylaplibl perTey oJicTepi
HETI31H/Ie caTy MpoueciHae mpoodiemManbl caThIn
alyuiblIapMeH OalmaHbICaIbI,

- KociOM KbI3MET JKyHeciHAe THICTI CepBUCTI
TYpakThl Oackapy YIIIH CaThIll alylIbLIapIbl
yCTam Kaldy cascaThlH o3ipiey Ke3iHje OachiM

CaTBIN AyIIBLIAP/Ibl ANKBIHIAWTBIH OOTIabI.

After successful completion of the course,

students will be:

namuodiceci | Pesynomamot 06yuenus | Learning outcomes
IMociie  ycrmemrHoro  3aBepilieHHsi  Kypca
oOyuaromuecsi OyayT:

-pas3nuyath ~ TUMBl  MOKyHareiaeH,  ux

IICHUXOJIOTUIO, CIIOCOOEI pa6OTBI C HHMHU,
CYIIHOCTb U MEXAHU3M Mepqunaﬁera;

-IIPUMEHSITh 3¢ pexTuBHBIC METO/IbI
OpraHu3alMd ¥ IPOBEACHUS IPE3CHTAlUn
TOBapOB;

- 001IaThCs ¢ MPOOJIEMHBIMH OKYHATEIsIMUA B
Ipolecce NpoAa)k Ha OCHOBE METOJO0B
yperyIupoBaHus KOH(DIUKTHBIX CUTYAaIIHH;

- ONPENENsITh MPUOPUTETHBIX MOKyHarenei
npu  pa3paboTKe TOJUTHUKH  yIACP KAHHS
MOKyMaTenen I peryJisipHOro yrnpaBJIeHUs
HaJUIeKalllUM ~ CEepBHCOM B CHUCTEME
npo(ecCUOHATIBHOM JEsITENbHOCTH.

- distinguish between types of buyers , their
psychology , ways of working with them; the
essence and mechanism of merchandising;

- apply effective methods of organizing and

conducting

product presentations;

- - communicate with problem buyers in the sales
process based on conflict resolution methods;

- identify priority buyers when developing a
customer retention policy for the regular
management of the appropriate service in the
professional activity system.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

Ketepme-0emniek cayaa

OHTOBO-pO?;HI/IQHaS[ TOPIrOBJIA

\ Wholesale and retail trade organization

Kypcmuiy Kbickawa masmynst | Kpamxoe cooeporcanue kypcal Course summary
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Kazipri 3amMaHfbl TEXHOJIOTHUSJIAD MEH cary
QNIiCTEpiH 3epTTEYAiH MaHBI3bl MCH ©3CKTLUIITI.
Knuenrtrepnin Typraepi koHE OJIapMEH >KYMBIC
icTey crparerusuiapbl. MepueHaai3uHr.

KoMMepumsuibIK OHTiMe KOHE MOMijJie jKacay.

Tayapmapasl  (KbI3METTEp/i)  TaHBICTHIPYIbI
YUBIMIACTBIPY MEH OTKI3YyIiH THIMAI 9icTepi.
Kympic  caty  mponeciHae — mpobiaemalbl

KJIIMEHTTepMEH. KilMeHTTepMeH XKyMbIC
JKacayZarbl KOMMEPLHAIBIK CEpPBUC.

3HaueHWe W  aKTyaJbHOCTb  HM3Yy4Y€HUS
COBPEMEHHBIX TEXHOJIOTMH M MPHUEMOB
npojgax. Tunel KIMEHTOB U CTpPaTeruu
paboThl ¢ HUMH. MepueHaan3uHT.
Kommepueckass Oecema ©  3aKJIIOYCHHE
caenkd. O(PQPeKTUBHBIEMETO bl OpPTraHU3aIuN
U TIPOBEACHHUS MPE3CHTALUU TOBAPOB (YCIIyT).
Pabora ¢ npoOieMHBIMU KIIMEHTaMHU B TIpoLIECcCe
nponax. Kommepueckuii cepBuc B pabote ¢
KIIHEHTaMH.

The importance and relevance of studying modern
technologies and sales techniques. Types of clients
and strategies for working with them.
Merchandising. Commercial conversation and
conclusion of the transaction. Effective methods of
organizing and conducting the presentation of
goods (services). Working with problem customers
in the sales process. Commercial service in
working with clients.

Iocmpexeuzummepi | ITocmpexkeuzumot/ Postrequisites

MepueHaaii3uar

‘ MepueHgai3uar

Merchandising

Bazoaprama sncemexwici | Pykosooumens npozpammor/ Programme manager

VYrebaena JK.A

‘ Kankabaesa A.E

Too6sutoB K.T.
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Kommepuyusanvik meneosncmenm | Kommepueckuii menednemenm | Commercial Management

Oky maxcamut | Yueonasn uean/Purpose

KoMMepiusuiblK  MEHE/[DKMEHTTIH MoHI, MoHI | dopmupoBanue TeopeTudeckux 3HaHuii o | Formation of theoretical knowledge about the
JKOHE epeKIIeNIKTepl Typalbl TEOPHsUIBIK | CYOIHOCTH, 3HAauYeHWH ©  ocoOeHHocTsX | essence, meaning and features of commercial
OumiMal  KaibImTacThlpy.  KoMMeEpHusIblK | KOMMEpPYECKOIo MeHeKMeHTa. | management. Introduction to modern management
KOCIOpeIHABl  Oackapydarsl  MeHeKMeHTTIH | O3HaKOMIJIEHHE C COBpeMEHHbIMH MeTonamu | methods in the management of a commercial
3aMaHayH 9JICTEPIMEH TaHBICY MEHE/DKMEHTa B YIIPaBIECHUH KOMMEPUYECKUM | enterprise
OpeanpUsITHEM

Oxbimy namuoiceci | Pezynomamot 00yuenus | Learning outcomes
Kyperhbl coTTi asiKTaraHHaH keiiin | ITocsie  ycmemnoro 3aBepumieHusi  Kypca| After successful completion of the course,
OistiM anymbLIap: ob0yuarommecst OyayT: students will be:
- KOMMEPIHSJIBIK ~ MEHEDKMEHTTIH  MOHIH, - OIUCHIBATH CYIIHOCTb, snauenne 10 describe the essence and significance of
MAaHBI3AbUIbIFbIH; Kaszipri MEHEKMEHT | KOMMEpPUYeCKOro MeHe/DKMeHTa; | commercial management; the specific nature of
KBI3METIHIH  epeKIille CHIaThiH; oiieMzeri | cneuuduyeckuit  xapakrep  gesrenbHoctd | the activities of modern management; the
TaOBICTBI  (UPMATAPAbIH ~ KOMMEPUHUSIBIK | COBPEMEHHOIO MEHEHKMEHTA; ombIT | experience of commercial managers of successful

MEHEHKEPIICPIHIH TIKIPUOECIH CUIaTTal/Ibl;

3 OUTIMIEpiH HaKThl cayja JXOHE KbI3MET
KOpCETYy OOBCKTUICPIHAC KOJIJAHAMbl; HAKThI
KOCIIOPBIH MBICAJIBIH/A SWOT-rangay
KYprizeni; cayJaa-TeXHOJOTHSUIBIK — MPOIECTi
YHBIMIIACTBIPAJIBI; TEPCOHAIABI BIHTAIAHABIPY
JKYHEeCiH AYphIC Maiaianaisl;
cayJa-MaTepualIbIK KYHJIBUTBIKTAPIbI
OaKpUIayIbl JKY3€Tre achipajibl; KOMMEPIUSIIBIK
MEHEHKMEHTTIH THIMIUTITIH Oarajiaiiabl.

JEATEIbHOCTH ~KOMMEPYECKHX MEHEIKEPOB
npeycneBanmux Gupm Mupa;

—IPUMEHATh CBOM 3HAaHUS Ha KOHKPETHBIX
00bEKTaX TOPIOBIM M YCIYT; MPOBOIUTH
SWOT- ananu3 Ha mnpumepe KOHKPETHOIO
HOPEeNNpHUsATHs; OPraHU30BBIBAaTH TOPrOBO-

TEXHOJOTMYECKHI TMpOoIecC; MNPaBUIbHO
WCIIONIb30BATh CHUCTEMY MOTHBAIIH
TepcoHarna;

—OCYIIECTBIISIThH KOHTPOJIb TOPTOBO-
MaTepHUaTbHBIX IICHHOCTECH; OIICHUBATh
3(phexkTUBHOCTD KOMMEPYECKOT O
MEHEDKMEHTA.

firms in the world;

- apply your knowledge on specific objects of trade
and services; conduct SWOT analysis on the
example of a specific enterprise; organize the
trade and technological process; correctly use the
staff motivation system;

- to control trade and material values; to evaluate
the effectiveness of commercial management.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

Ketepme-6emnmexk cayna

‘ OHTOBO-pOSHI/I‘IHaH TOPIroOBJIA

\ Wholesale and retail trade

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepacanue xkypca/ Course summary

KoMmmepuusiblk MEHEIKMEHT

TYKBIpbIMIaMachl. KOMMEpIUSUIBIK ~ KBI3METTIH
MEHEeKMEHT kyiheci. Caynma  YHBIMBIHBIH
KbI3METIH >Kkocmapiay. Cayna yilsiMaapbiHaa

Konnenmuwms KOMMEPUYECKOTO
MeHeKMeHTa. Cucrema MeHEIKMEHTa
KOMMEPUYECKOI JIeATEIIbHOCTH.
[InanupoBanue  AEATEIBHOCTH  TOPTrOBOIt

The concept of commercial management.

Commercial activity = management  system.
Planning the activities of a trade organization.
Organization of technological processes in trade
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TEXHOJIOTHSUIBIK, TIPOIECTEPTI YHBIMAACTHIPY.
Cayna-TeXHOJIOTHSIIBIK TIPOIIECTI OackKapy
KoiMasapaarsl eHOCKTI YIBIMIACTHIPY.
KoMMepIusiibIK  YHBIM TIepCOHATBIHBIH

KbI3METIH BIHTaTaHABIPY. Cayma KoCiOPHBIHBIH

OpraHu3aIui. Opranuzauus
TCXHOJIOTMYCCKUX IIPOUECCOB B TOPIrOBBIX
OpraHHU3aIugX. Yupasnenue TOProBO-
TEXHOJOTMYCCKUM nmpoueccom u
opra"uzanus TpyJa Ha ckiagax. MoruBanus

KOHC

MIePCOHAJIJIBI 6ackapy. Cayna-caTThIKTBI | ACATEIBHOCTH IEPCOHAIA  KOMMEPUYECKOM
YUBIMIACTBIPYIbI OacKapy KyieciHmeri OpraHM3alMy. YIIPAaBICHHUE NEPCOHAIOM
OaxpLIay. Ickepmik  KapbIM-KaTblHAC  JKOHE | MPEANPUSATHS  TOPIOBJIH. Konrpois B
Oaimanpic  mporeci.  Kemrbacuibuiblk — KoHE | CHCTEME YIPABJICHHS OPraHM3alUed TOProB.
kemOacbuIbIK. Cayaa MeHEeIKMEHTIHIH JlemoBoe oO1eHue 5 rpo1ecce

SKOHOMMKAJIBIK HETi31epi.

KOMMYHUKalHUi. PyKOoBOICTBO U JHAEPCTBO.
DKOHOMHYECKHE OCHOBBI
TOProBOI0 MEHEKMEHTA.

organizations. = Management of trade and
technological processand organization of labor in
warehouses. Motivation of the staff of a
commercial organization. Personnel management
of the trade enterprise. Control in the bidding
organization ~management system. Business
communication and the communication process.
Leadership and leadership. Economic
fundamentals of trade management.

Hocmpexseuzummepi | ITocmpexeuszumer/ Postrequisites

NHHOBaUUANBIK MEHEIKMEHT, Tpein -
MapKETHHT

MHHOBallMOHHBIN MEHEIXKMEHT, Tpei -
MapKETHHT

Innovation management, Treid -marketing

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

VYrebaena K. A

Kankabaesa A.E

Too6sutoB K.T.
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KYKbIK otcone coloaiinac »eemrkopavblKKa Kapcol maoenuem nezizoepi / Ocnosst npasa u anmukoppynuyuonnoi Kyasmypot / Basics of Law and

Anti-Corruption Culture

OKy makcamut | Yueonas uens /Learning Objective

1C-KUMBLI
a3aMaTTBIK

Cpi0aiiiac  JKEMKOPJIBIKKA  KapcChl
OOWBIHIIIA KYKBIKTHIK OUIIM  MEH
YCTaHBIM )KYHECIH KaJIbIITACTBIPY.

CdopmupoBaTh CHCTEMYy MPABOBBIX 3HAHUU H
FPXIAHCKOW MMO3ULUKU MO TMPOTHUBOJICHUCTBUIO

KOPPYILHH.

Form a system of legal knowledge and civic
attitude to combat corruption.

Oxwvimy namuceci / Pezynomamul o0yuenusn

Kypersl  carTi Keilin  Olim
aJymsbLiIap

- KasakcTaHHBIH KOJJIaHBICTaFbl 3aHHAMACHIHBIH
Heri3ri  epexenepiH, MewmekerTik  Oackapy
OpraHJapblHBIH JKYHECiH, COHJai-ak chi0aiac
KEMKOPJBIKKA  Kapchl  IC-KUMBUIIBIH ~ MOHIH,
cebenTepi MEH IIapajapblH TYCIHETIH 00Ja b,

- OKHFajmap MEH OpeKeTTepli 3aH TYPFbIChIHAH
TaJIakIbl;

- HOpPMATHUBTIK akTiUIepAl KOJAaHy, COHJai-aK
CrI0aiiTac JKEMKOPIBIKTHIH aJIJIbIH JTyIbIH PyXaHH-
aJaMTepIIUTIK TETIKTEPiH KOJIAaHAbI;

- MEHrepyl THIC: TYpil KyXKaTTapra KYKbBIKTHIK

asiKTaraHHaH

Tanuay KYprizy JaFIplIaphbl, chl0aiinac
KEMKOPJBIKKA Kapchl MOAECHMETTI  JKETUIAIPY
JaFAbUIaPhI;

- 03 eMipiHae CchIbaiac >KEeMKOPJBIKKA KapcChl
KYKBIKTBIK OLTIMII KOJaHAaIbI;

- Ouryre Tumic: chIOaiiyiac >KEMKOPJBIKTBIH MOHI
XKOHE OHBIH mHaiiga Oony cebenrtepi; cblbaiinac

KEMKOPJIBIK  KYKBIK  Oy3yIIBUIBIKTap  YIUIH
MOpaJbIbIK-a1aMT €pILiTIK XKOHE KYKBIKTBIK
JKayarKepIIUliK mapanapsl;

- MeHrepyi KepekK: MOpPAaJb/bIK caHa

KYHJIBUTBIKTApbIH 1CKE achIpy JKOHE KYHIETIKTI
NpaKkTUKaJa aJaMrepuIiliik HOpMalapblH YCTaHy,
KacTap apacblHJa chl0aiyac KEMKOPJIBIKKA KapChl
MOJIGHHET JEHTeWiH apTThpy OOMBIHIIA >KYMBIC

MMocae ycmeumHoro
odyuyawimuecs OyayT
- IIOHUMAaTh OCHOBHBIC ITOJIOKCHUA
JIeiCTByIOIIEro 3akoHojaTenscTBa Kasaxcrana,
CUCTEMY OpraHoB roCy/apCTBEHHOTO
yIOpaBlIeHUs, a TAaKKE CYIIHOCTb, HPUYUHBI U
MepBbI IPOTUBOACUCTBUS KOPPYIILIUU;

- aHAJIM3UPOBATH COOBITUS U JCUCTBUA C TOUYKHU
3peHus npasa,

- INPUMEHATh HOPMATHUBHBIE AaKTBI, a TaKKe
3a/1eiCTBOBATH IIYXOBHO-HPaBCTBEHHBIE
MEXAHU3MBI [TPEOTBPALLEHUS KOPPYIILIUU;

3aBepieHHs]  Kypca

- BJAAETh: HABBIKAMM BEJIEHUSA IIPABOBOIO
aHajau3a paslIMYHBIX JOKYMEHTOB, HaBBIKAMMU
COBEPILIECHCTBOBAHUS AHTUKOPPYINIIMOHHON
KYJIBTYDBI;

- IPUMEHATb B CBOEH JKU3HEACATEIBHOCTH
[IPaBOBBIC 3HAHUA IIPOTUB KOPPYIILUY;

- 3HaTh: CYIIHOCTb KOPPYILWH WU NPUUYUHBI €€
IIPOUCXOXKICHMS; Mepy MOpPaJIbHO-
HPaBCTBEHHOW M IIPaBOBOM OTBETCTBEHHOCTH 3a
KOPPYILIMOHHBIE [IPABOHAPYILIECHHUS;

- YMETh: PEAIN30BBIBATh LIEHHOCTH MOPAJIBHOTO
CO3HAHMUs U CJIEI0BATh HPAaBCTBEHHBIM HOPMaM B
IOBCEJJHEBHOM  IpakTukKe;  paboTaTh  Haj
MOBBIIICHUEM  YPOBHS  QHTUKOPPYILIMOHHOMN
KYJIBTYPBI B MOJIOJIEKHOU CpeJe.

After successful completion of the course,
trainees will

- understand the basic provisions of the
current legislation of Kazakhstan, the
system of public administration bodies, as
well as the essence, causes and measures to
counteract corruption;

- analyze events and actions in terms of
law,

- apply normative acts, as well as to use
spiritual and moral mechanisms to prevent
corruption;

- know the skills of legal analysis of
different documents and improvement of
anti-corruption culture;

- apply legal knowledge against corruption
in their own activities;

- know: the essence of corruption and the
reasons for its origin; the extent of moral
and legal responsibility for corruption
offences;

- be able to: implement values of moral
consciousness and follow moral norms in
everyday practice; work towards increasing
the level of anti-corruption culture among
the youth.
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JKacaupl.

|

Kypcmuiy kbickawa mazmynotl Kpamkoe cooepycanue Kypca

MemMiekeT MeH KYKBIKTBIH HETi3ri YFhIMIapbl MEH
Kareropusuiapel. KYKBIKTBIK KapbIM-KaThIHACTAP.
KP KOHCTHUTYHMSUIBIK KYKBIFBIHBIH Heri3aepi. KP
OKIMIITIK jKOHE KbUIMBICTBIK KYKBIK Heriznepi. KP
A3aMaTTBIK KYKBIK HeTi3aepi. "Cr10aiiiiac
KEMKOPIBIK" YFBIMBIHBIH TEOPHSIIBIK-9/[ICHAMAITBIK
Heriznepi. Cplbaiinac >KEMKOPJIBIKKA Kapchl ic-
KHMBUT IApTHl PETiHJEC Ka3aKCTAHJIBIK KOFAMHBIH
QJIEYMETTIK-DKOHOMUKAJIBIK KaTbIHACTAPBIH
xerinaipy. CeiOaiiac KeMKOPIBIK MiHE3-KYJIBIK
TaOUFATBIHBIH ~ TICUXOJIOTHSUIBIK — €PEKIICITIKTEPI.
Cpi0aiiac  KEMKOPJIBIKKa ~ Kapchl ~ MOICHHUETTI
KanpinTacTelpy. ChiOaiinac KeMKOPIBIKKA KapChl
IC-KUMBIT MAceIeNIepiHAe MEMIICKET TTeH KOFaMJIBIK,
yiBIMIap/IbIH ©3apa iC-KUMBLIHIL.

OCHOBHBIE MTOHATHS U KaTErOpUU rocy1apcTBa U
npaBa.  [IpaBoBele  oTHOmEeHHs.  OCHOBBI
KOHCTUTylIIMOHHOro  mnpaBa PK.  OcHoBbI
aJMUHUCTPAaTUBHOIO U yrojioBHoro mnpasa PK.
OcHoBrl rpaxkaanckoro npasa PK. Teopetruko-

METO0JIOTUYECKHE OCHOBBI HOHSTHUS
«KOpPYILIUU. CoBeplieHCTBOBaHUE
COIIMAJIBHO-3KOHOMMWYCCKUX OTHOIIICHUH
Ka3aXCTaHCKOTO  OOIlecTBa  Kak  YCIJIOBHS
IIPOTUBOICUCTBUIO KOppYIIUH.
[lcuxonmoruyecknue  OCOOEHHOCTH  MIPUPOABI
KOppYILUHOHHOTO moBeneHus. dopmupoBanue
AHTUKOPPYNLIUOHHOM KYJIBTYpBI.
Bsanmopeiicteue rocyaapcraa u
OOIIECTBEHHBIX ~ OpraHu3alMii B  BONpPOCAX

IIPOTUBOICUCTBUS KOPPYILIHUU.

Basic concepts and categories of state and
law.  Legal relations. Basics  of
constitutional law of the RK. Basics of
administrative and criminal law of the
Republic of Kazakhstan. Basics of civil law
of the RK.

Theoretical and methodological foundations
of the concept of  "corruption".
Improvement of socio-economic relations
of Kazakhstan society as a condition for

combating  corruption. Psychological
features of the nature of corrupt behavior.
Formation of anti-corruption culture.
Interaction of the state and public

organizations in combating corruption.

Bazoapnama yscemexuwiici | Pykosooumenv npozpammol

Bbanitacosa M.K.

‘ Ay0akuposa 3.b.

| Aubakirova Z.B.
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IKon0cusn yHcaone mipwinik Kayincizoizi / Ikonocusn u oezonacnocms ycuznedeamenvnocmu/ Ecology and Life Safety

OKy maxcamut / Yueonas yens /Learning Objective

Texnochepa  MeH  Taburu  dKOXKyHenep
KBI3METIHJIET] KAyilTi OHE TOTEHIIe KayirTi

dopMHUpOBaHUE HKO3AIIUTHOTO MBIIUICHUS H
CIIOCOOHOCTH  MPEAYNPEKACHUS OMACHBIX H

Formation of ecoprotective thinking and the
ability to prevent dangerous and emergency

)Karjaiigapaa  ecKepTy — KaOijgerrepi  »KoHE | upe3BBIYAlHBIX CHTyauui B GyHKIMOHMpoBaHuu | Situations in the functioning of natural
IKOKOpFay OiJIay/ibl KJIBITACTHIPY HPUPOJIHBIX IKOCUCTEM U TEXHOCHEPHI ecosystems and the technosphere

Oxvimy naomuoiceci / Pezyiomameut 00yuenus/ Learning outcomes
Kyperbl corri askraranHan keiiin 0Oimim | [Tocoie  ycmemHoro  3aBepmieHusi  kypea | After successful completion of the course,
aJIymbLIap odyuarommecst OyayT trainees will
-OKOJIOTUSIHBIH, TIPIIUIIK  KAyIilCi3Miri MeEH | - TOHMMAaTh OCHOBHBIC KOHIICHIIUU 3KOJIOTHH,
TYPaKThI JTAMYTBIH HETI3r1 | 0€30MMacCHOCTH xu3HenesTeapHocTH, | - Understand the basic concepts of ecology, life
TYKBIPBIMIAMAJIAPbIH, AHTPOTIOTCH/IIK | YCTOWYHUBOTO pa3BUTHS; conpanbHo- | safety, sustainable development; social and

KBI3METTIH JIEyMETTIK-3KOJIOTHSIIBIK CaJlJapblH
TYCiHei,

- ONapIblH Kai-KYWiHIH KayinTi JeHrediHiH
TYBIHIQYBIHBIH QIJBIH ally YIIH TaOUFU >KOHE
TEXHOTEHMAIK  JKylenepAiH  JaMybl  MeH
OPHBIKTBUTBIFBIHBIH 3epJIeJIeHTeH
3aHJIBUTBIKTAPbIH KOJIJaHA/IbI;

- ICKE aCBIPBUIFaH KOHE BIKTUMAJl KayINTepiH
TEpiC OoCEepiH JKOHE OJIapAbIH JIeHTelIepiH,
AHTPOIIOTEH/TIK KBI3MET ToyeKeJIepiH
Oarajaiipl;

- TexHoc(epaHbIH KayIlCI3AINIH  apTThIPY
OoiibIHIIA iC - MapagapAbl )KOCTapiaiiibr;

-03 O€TIHIIE JXYMBIC ICTEy, KOMaHJa/la KYMbIC
icTey, menrim Kabbuiaay, CbIHU Oifiay, IHQPIIbIK
KOHE aKMapaTTHIK-KOMITBIOTEPITIK
TEXHOJIOTUSIAP/IbI KOJIZIaHy, aKnapatieH
KYMBIC iCTeY JTaFIblJIapbIHa e 0OJIaIbl.

9KOJIOTUYECKHUE MOCIEICTBUSl aHTPOIIOTeHHOM
NeSITENIbHOCTH;

- IpPUMEHSATb U3YyYEHHBbIE 3aKOHOMEPHOCTH
pa3BUTHA U  YCTOMYMBOCTHM NPUPOJIHBIX U
TEXHOT€HHBIX CHCTEM Uil MPEAYNPEKICHUS
BO3HHUKHOBEHHUS OMACHOT'O YPOBHSI UX COCTOSTHUS
- OUEHMBaTh  HEraTMBHOE  BO3JCHICTBHE
pEaIN30BAHHBIX U MOTEHUHUAIbHBIX ONAcCHOCTEH
U UX YpPOBHM, PHCKM  aHTPOIIOI€HHOHN
NeSITeNIbHOCTH;

- TUIAHUPOBATh MEPOIPUATUS IO TMOBBIILICHUIO
0€30MMacHOCTH TeXHOChEpPHI;

- 0071a/1aTh HaBBIKAMH CaMOCTOSATENBHOM
paboThl, pabOTHI B KOMaH 1€, MPUHATHUS
pELIEHN, KpUTHYECKOTO MBILIUIEHUS,
MpUMeHEeHUsI HU(POBBIX U NH(POPMALIOHHO-
KOMIIBIOTEPHBIX TEXHOJOTHH, pabOTHI C
nHpopmanuen.

environmental consequences of anthropogenic
activity;

- apply studied laws of development and
stability of natural and anthropogenic systems to
prevent dangerous levels of their condition
- assess the negative effects of realized and
potential hazards and their levels, the risks of
anthropogenic activity
- plan measures to improve technosphere safety;
- have skills of independent work, teamwork,
decision making, critical thinking, application of
digital and information and computer
technologies, work with information.

Kypcmuiy kbickawa mazmynot / Kpamkoe cooepicanue kypca/ Course Summary
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Aytakoinorusa.  [Jemdakonorus. CHHAIKOJIOTHS.
buocdepa-noocdepanbik koHrenusAck. Tadburu
pecypcTapbl JKoHE oylapbl THIMAI MaiijaiaHy.
Kaszipri >kahaH bl SKOJIOTUSIJIBIK JKOHE
QJIEYMETTIK -3KOJIOTHSIBIK Mocenenep.
Kopmaran opra >xoHe TypakThl namy. Kazakcran
TYPakKThl Jdamy >KOjbIHAa. JKachll 3KOHOMHMKA.
Konaiiner Toyekenmin koHmenmuscel. KayinTi
KOHE  3UAHABl  (AKTOPIAPIABIH  KIKTENyi.
Terenmie >xarmainap Ke3iHAET1 iC-KUMbBLIAAP
perriri

Aytakonorusa.  Jlemdkonorus. CHHIKOJIOTHA.
buocdeprno-noochepnas KOHIICTIIIHS.
[Ipuponubie  pecypcbl U palMOHAIBLHOE
MIPUPOJIOTIONE30BaHUE. I'nmoGannHbBIE
DKOJOTHMYCCKUEC M  COIHAIBHO-3KOJIOTMYCCKHUE
npobseMbl  coBpemMeHHOCTH.  Okpykaromias

cpega U ycrolumBoe paszButue. KazaxcraH Ha
IyTH K YCTOWYMBOMY pa3BUTHIO. 3eJcHas
SKOHOMHUKaA. KOHUEeNnuus npuemiieMoro puCKa.
Knaccugukanus onacHbIX U BpeIHbIX (PaKTOPOB.
[lopsimok  nmeWCTBUM  NpHU  YPE3BBIYANHBIX
CUTYaLUsAX

Outecology. Demecology. Synecology.
Biosphere-noosphere concept. Natural resources
and environmental management.  Global
ecological and socio-ecological problems of
modernity. Environment and  sustainable
development. Kazakhstan on the way to
sustainable development. Green economy. The
concept of acceptable risk. Classification of
hazardous and harmful factors. The order of
action in emergency situations.

bazoapnama scemexuici / Pykosooumens npozpammst/ Program Manager

Koxkymea 3.

‘ Koxesunkos C.K.

S.K. Kozhevnikov.

18




DKonomuka rxncane Kacinkepnik nezizoepi/ Ochosvl IKoHomuku u npeonpunumamenscmea/ Basics of economics and business

Oky maxcamuwt | Yueonasn yenn/Purpose

CanayaTTsl 9KOHOMUKAIIBIK 19701138
OOoCeKeNecTiKk  opTajga  KOCIMOPBIHIAPIBIH
TaOBbICTHI KOCIMKEepIIiK KbI3METIH

YHBIMIACTBIPYABIH TEOPUSIIBIK JKOHE
TOXKIPUOEINIK JAFIbUIapbIH KaJbIITACTHIPY.

dopMupoBaHHE  SKOHOMHYECKOro  obpasa
MBIIUICHUS, TEOPETUYECKUX M NPAKTUUECCKHUX
HaBBIKOB opraHu3aluu YCHEIIHON
NpeANPUHUMATENBCKON JEATETbHOCTH
NpeAnpUATUN B KOHKYPEHTHOM cpejie

Formation of an economic way of thinking,
theoretical and practical skills of organization of
successful entrepreneurial activity of enterprises in
a competitive environment

Okbimy namuboiceci | Pesynomamot 06yuenusn | Learning outcomes

Kyperbl ¢oTTi asiKTaraHHaH KeiliH Ourim
aJyumbLIap

- Kas3ipri 3aMaHFbl SKOHOMHKA IMPHHITUIITEPI
MEH 3aHJBUIBIKTapJblH  KbI3MET  ETLIYiH,
SKOHOMHUKAJIBIK KaTeropusiiap, MHKpPO JKOHE
MakKpoJeHreiaeri YFBIMIBIK anmapaTThl
TYCiHEi;

- DKOHOMHMKAJIBIK KaFAaibl TalJaiIbl;

- KOCINKEPJIK KBI3METTIH OChl Hemece Oacka
TYpJIepiHiH 0a3aibIK MPOIECTEPiH OeNTIIeHIl;

- TaOBICTBI KOCINKEPJIIK KbI3METIHE MiHE3eMe
Oepeni;

- OM3HeC-)KOCTIapabl Kypasbl KOHE YCHIHAJIBI;

- amraH OuriMIepiH nDalfanbl KOCIMKEPIiK
KBbI3MET YIIIiH KOJITaHAIbI;

- KOCIMKEPIIK KBI3METTI SKOHOMHUKAIBIK KOHE
JJeyMeTTIK O6acKapy cajachlHAa AypbIC HIEHIIM
KaObLI/1aid anmajbl.

IMociie 3aBepumieHHsi Kypca o0y4arommecs

oyayT

- TOHMMaTb  MNPUHLUNBI U 3aKOHBI
(GyHKIIMOHUPOBAHUS COBPEMEHHOU
SKOHOMHUKH,  SKOHOMHMYECKHE  KaTeropuw,
NOHATUMHBIA  ammapaT Ha  MHKpO- U
MaKpOYpOBHSIX;

- aHAaJIM3NUPOBATb 3KOHOMUUYCCKYH) CHUTYAlUIO,
-  BBIACIATH 0a3oBbIE npoueccol TOro HUIH

HHOTI'O BHOa ap CI[HpHHHMaTCHLCKOﬁ
ACATCIIBHOCTH,
- JaBaTb XapaKTCPUCTUKY YCIICHIHOCTH

IpeaNpUHUMATENbCKON AEeSITENbHOCTH;

- COCTaBJIATh U MPE3EHTOBATh OU3HEC-TIIaHbL;

- TPUMEHATh TOJyYEHHBbIE 3HAHUA JJIA
MIOCTPOEHUS npUOBUTBHOM
IpeANPUHUMATENbCKON AESITEbHOCTH
-IPUHUMAaTh NPaBUJIbHbIE PELICHUs B 00JacTH
SKOHOMUYECKOI'0 M COLMAIBHOIO YIPaBIEHHUS
IpEeANPUHUMATEIBCKON A TETbHOCTH

After successful
students will be

- understand the principles and laws of the
functioning of the modern economy, economic
categories, conceptual apparatus at the micro and
macro levels;

- analyze the economic situation;

- identify the basic processes of a particular type of
business activity;

- give a description of
entrepreneurial activity;

- create and present business plans;

- apply the acquired knowledge to build a
profitable business activity

-make the right decisions in the field of economic
and social management of business activities

completion of the course,

the success of

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeparcanue kypea | Course summary

DKOHOMHKA KbI3MET €TYIHIH 1preiii Maceenepi.
Kanuran. CypaHbic TE€H YCBIHBIC HapBIFHL.
BbacekenecTik xoHe MoHomousA. Kocimkepimik:
TYCiHITi, MOHI, HEri3ri Typiepi XKoHE

dyHaaMeHTalbHbIE poGIeMbl
(GyHKIUOHMpOBaHUA HKOHOMHKH. Kammrasn.
PriHok Crmipoc u npepnoxxenne. KoHkypeHIus
U MOHOIOJUSI. [IpennpuHUMATEIBCTBO:

Fundamental problems of the functioning of the
economy. Capital. Market supply and Demand.
Competition and monopoly. Entrepreneurship: the
concept, essence, main types and forms of
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YHBIMIIACTBIPY HBICaH T ap bl . Kocimkepirik

KbI3METTETi  Toyekemmep. KomMMepuusuibiK
KYIus  KOHE  OHBl  KOpFay  Tocijaepi.
Koacinkepaik KBbI3METTI1 Kap KbUIAHIBIPY.

Kocinkepik MOJICHHETI jKOHE ITHKACHI.

MOHSTHE, CYIIIHOCTh, OCHOBHBIE BUIBI M ()OPMBI
opranusanuu. PUCKU B MpeanpuHUMATEIbCKON

nestenbHocTH. KoMmepueckas TaliHa U
crmoco6bl  ee  3amuThl. DuHAHCHpOBaHUE
MpEeaIPUHUMATEIbCKON JEATEIIbHOCTH.

Kynprypa u aTHKa IpenpuHUMAaTENbCTBA.

organization. Risks in business activities. Trade

secrets and ways to protect them. Financing of

business activities. Culture and ethics of
entrepreneurship.

Bazoapnama scemexwici | Pykosooumenn npozpammsr | Programme manager

bassurosa 1. A.

Hypaxmerosa I'.C.

‘ bassurosa U.A.
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Kowobacwoinwlk nezizoepi | Ocnoswt nuoepcmea | Basics of Leadership

Oky maxcamut | Yueonasn uean/Purpose

CTYJICHTTEPaiH KomOacCHIbIIbIK KAaCUETTEPi,
CTUJIBJIEP/Il, KOCIMOPBIH, alMakK KoHE >KaJIlbl
el JeHreiiHae ocep €Ty OHICTEepiH THIMII
naijanaHy —apKbUIBl  aAaMaapiblH ~ MiHE3-
KYJIKBIH JKOHE e3apa OpeKeTTeCyiH THIM/II
Oackapy oJicTeMeci MEH NMPaKTUKACHIH
MEHIepy

OBJIQJICHHE CTYyJACHTaMH METOJOJOTHEH U
MPAKTUKOMN s pexTuBHOrO yIpaBJjeHUs
MOBEJICHUEM U B3aUMOJCHCTBHUEM JIFOJEH
myTeM s pexTuBHOTO WCIIOJIB30BAHUS
JTUAEPCKUX KauyeCTB, CTUIICH, METOI0B BIHMSHUS
Ha YpOBHE MPEANPHUITHS, pETUOHA M CTPAHBI B
1EJI0M

mastering the methodology and practice of
effective management of people's behavior and
interaction by effective use of leadership qualities,
styles, methods of influence at the level of the
enterprise, region and country as a whole

Okbimy namuboiceci | Pesynomamot o6yuenusn | Learning

outcomes

Kypcrbl ¢3TTi asgKraraHHaH KeiiH Oliim
ajgymblLiap

- OackapynwslH  OapiblK — JIEHreisiepiHaeri
yiBIMIapaarel  KOMIOACIIBUIBIK MceleIepin
TEOPHSUIBIK ~ JKOHE TMPAKTUKAIBIK  HICHIyre
FBUIBIMU KO3KAapacThlH MOHI MEH JJiCTepiH
TYCiHY;

- OacKapyUIBUIBIK MIHAETTEpAl WIelly YIIiH
KOII0ACIIBUIBIK neH OWIIKTIH HET13T1
TEOPHSIIapBIH KOJIJIaHYy;

- KeKe OacChIHBIH AapPTHIKIIBUIBIKTAPHI
KEeMIIUIIKTEPiH ChIHU Oaranay;

- YKBIM/IA J)KYMBIC 1CTEY; QJICYMETTIK MaHbI3 b
MocenieNiep MEH yJAepicTepAi Tanaay, TONTBIK
MTWHAMUKA VIEpICTepiH JKOHE KOMaHJIaHbI
KaJIBINTACThIPy KaFuJaTTapblH OlLTy HeriziHzae
TONTBIK KYMBICTBI THIM/II YIBIMIACTHIPY;
-TYJIIFaapaibik, TOTITHIK KOHE
YHBIMIACTBIPYIIBUTBIK ~ KOMMYHHUKAIUSIAPIbI
Tanjay *KoHe kobanay

- iCKepiiK KapbhIM-KaThIHAC JaFabUIapblHA HE
Oonty; op Typal karjainmapra OalIaHBICTHI
OackapynblH ajdyaH TYpJi CTHIBIAEpiHE WHe
0oJry; KemOacCIIbUIBIK KacHUETTEepHi 3epTTey

MCH

Iocsie ycrnemHoro 3aBepuieHHsi Kypca
o0yuaroumecs Oyayr

- MOHUMAaTh CYIIHOCTh U METOAbl HAay4YHOI'O
MOJIX0J1a K TEOPETHUECKOMY U MPAKTUYECKOMY
PELIeHUIO pobiem JAUAEpCTBa B
OpraHu3alusx Ha BCEX YPOBHAX YIIPaBICHUS;
-MCTI0JIb30BaTh OCHOBHBIE TEOPHH JIUAECPCTBA U
BJIACTH JJIs PELIECHUS YIIPaBICHUECKUX 3a4a4;

- KPUTUYCCKU OLCHUBATL JIMYHBIC JOCTOMHCTBA
U HEJI0CTaTKH;

- paboTarb B KOJUIEKTUBE; aHAJIU3UPOBAThH
COIIMAIbHO 3HAYMMBIE MPOOJIEMBI U MPOIECCHI,
3¢ (HEeKTUBHO OPraHU30BaTh IPYIIIOBYIO paboTy
Ha OCHOBE 3HAHUSA IPOLECCOB TIPyNIOBOM

JUHAMUKKA W [PUHIOUIOB  (OPMUPOBAHUS
KOMaH]IbI;

- aHaIM3UPOBATH u MMPOEKTUPOBATH
MEKIIMIHOCTHBIE, TPYTITIOBBIE u

OpraHU3aIMOHHBIE KOMMYHUKAITUN

- 001anaTh HaBBIKAMH JCIOBOrO OOIICHMS,
MHOTOOOpa3HBIMU CTWJISIMU YOpPaBICHUSI B
3aBUCHUMOCTH  OT  Pa3JIMYHBIX  CHTYaIlWi;
METOJaMH W METOJMKaMHU HCCIeIOBaHHS
JTUJIEPCKUX Ka4yeCTB, TEXHOJOTHUSIMH Pa3BUTH

After successful
students will be

- understand the essence and methods of the
scientific approach to the theoretical and practical
solution of leadership problems in organizations at
all levels of management;

- use the basic theories of leadership and power to
solve management problems;

- critically evaluate personal
weaknesses;

- work in a team; analyze socially significant
problems and processes, effectively organize group
work based on knowledge of the processes of
group dynamics and the principles of team
formation;

- analyze and design interpersonal, group and
organizational communications;

- possess business communication skills; diverse
management styles depending on different
situations; methods and techniques for studying
leadership qualities, technologies for developing
leadership abilities

completion of the course,

strengths and
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9IicTepi MEH 9AiCTeMeJIepiHe, KONIOaCIIbUTBIK
KaOUIeTTepAl JaMBITy TEXHOJOTHUsIapbIHA H€
ooy

JUACPCKUAX CITOCOOHOCTEH

Kypcmoiy Koickawa mazmynot | Kpamxoe codepacanue Kypea | Course summary

KembacipibIKThIH ~ TaOurarel MeH MoHI. | [Ipupoaa u cyurHocts uaepcrsa. Jlugepcrso u | The nature and essence of leadership. Leadership
KembacubLibiK JKOHE MEHE/DKMEHT. | MeHeDKMEeHT.  TpamunuonHble — koureniuu | and management. The traditional concept of
KembacubuIbIKTBIH JIOCTYPJIi KOHIENIUsIaphl. | TuaepcTBa.  MHHoBanmonubele — koHunenuuu | leadership. The innovative concept of leadership.
KembacpUIbIKTbIH WHHOBALMSAJIBIK | JIMJICPCTBA. ['pymmsi, KOMAaH/Ibl u | groups, teams, and team building. The
KOHIIENIMsUIapel. Tomrap, KOMaHajnap jkoHe | KoMaHIooOpa3zoBaHue. PazBurtue muuaepa. development of a leader. leadership in

KOMaHJ1a Kypy. KeubacuibiHbIH 1aMyHbI.
OsrepicTepai  JKy3ere  acelpy  Ke3iHIeri
KemOacbUIbIK. KembacubuiblK Maceenepi.

JlunepcTBO mpU OCYIIECTBICHUM HW3MEHEHUM.
[IpoGnemsbl nuaepcTaa.

implementing change. The issue of leadership.

Bazoaprama scemexwici | Pykosooumens npozpammor | Programme manager

Ecimxau I'.E.

ToosutoB K. T.

‘ TooOsut0B K.T.
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Huknrozuemi e3apa apekemmecy IMmuxacovl /ImuKka UHK1103ueH020 e3aumoodeiicmeus/ Ethics of inclusive interaction

OKy maxcamul / Yueonaa yenv/ Purpose

Formation of an inclusive culture and socio-

CTyneHTTep  apachlHOa  MHKIIO3UBTI  e3apa | DopMHUpOBaHHE Yy CTYACHTOB HWHKIIIO3UBHOU
OPEKEeTTECTIKTIH  MHKIIO3UBTI  MOJICHHETI MEH | KyIbTYphl M  CollMaibHO-nicuxosiorudeckux | psychological —foundations of inclusive
QNICYMETTIK-TICUX OJIOT USUTBIK HETi3/IepiH | OCHOB MHKIJIFO3UBHOTO B3aHMOCHCTBUS interaction among students
KaJIBINITACTBIPY

Oxptmy namuoiceci / Pezyiomameul 00yuenus / Learning outcomes
Kyperbl  corTi  asgkraranHan keiiin  Oiiim | [Tocsie  ycmemnoro  3aBepmienusi  Kypca | After successful completion of the course,
aJIymbLIap odyuarommecst OyayT students will be
OJIeyMETTIK-TICUXOJIOTHSUTBIK ~ OimiMai  myrezek | [Ipumensars conuaibpHO-Ticuxojorndeckue | Apply socio-psychological knowledge in

aJlaMJIapMEH KapbIM-KaTblHACTa KOJAAHY.

Keke Ky3wlpertep

KOJIJaHy MYI'CACKTCPMCH

KOHCTpYKTI/IBTi KapbIM-KaTbIHACThI KaJIBIIITACTBIPY

3HAHUS BO B3auMojencTBuu ¢ nunamu ¢ OB3.

HpI/IMCHSITB JJMYHOCTHBIC KOMIICTCHIUHN  OJIsd

dhopmMupoBaHu

KOHCTPYKTUBHOI'O

interaction with persons with disabilities.
Apply personal competencies to form
constructive interaction with persons with
disabilities.

YILiH. B3aumojeiicTaus ¢ auamu ¢ OB3.
Kypcmuiy kbickawa mazmynst / Kpamrkoe codepicanue Kypca / Course summary

Wukmo3uss  Oemiri  peTiHIe  KapbIM-KaThlHAC | DTMka OOIIeHHMs Kak 4acTh  uWHKI03uH. | Ethics of communication as part of inclusion.
aTUKachl. MHKIIO3UBTI e©3apa opekerTecTikTiH | [Icuxomorndeckue  ocHOBeI  mHKMo3uBHOrO | Psychological — foundations of inclusive
MICUXOJIOTHSUTBIK Herizfepi. Myreaekrepai oHanty | B3aumojeicTBus. [IpoOiemsr peabumuraimu u | interaction. Perception of people with
JKOHE QJICYMETTIK-TICHX OJIOTHSUTBIK Oeitimaey | commanbHO-TICHXOIOTHUecKkoi amantamuu yuil ¢ | disabilities in society and culture. Problems
Mocenenepi;  KOMMYHHKATHUBTIK — KY3BIPETTLNIK, | HHBATUIHOCTHIO; komMmyHukaTuBHas | Of rehabilitation and socio-psychological
@3apa OpeKeT €Ty OTHKAachl MEH MOJCHHETI, | KOMIETeHTHOCTh, JTHKAa W KyinbTypa B3ammo- | adaptation of persons with disabilities;
MYTeIeKTepi KaObulgay CTepEOTHNTEPIiH JKEHY | JSHCTBHs, CIIOCOOBI WM METOJbI TMPEoaoJicHUs | communicative competence, ethics and

JKOHC OJIapMCH KapbIM-KaTbIHAC Ke3iHI[e KapbIM-

CTCPCOTUIIOB BOCIIpHUATUA JINIY

C

culture of interaction, ways and methods of

KaThIHAC KEACpPriiepiH JKeHy JKOJJapbl MEH | MHBAJIMIHOCTBIO U TPEOJOJICHHsS KOMMYHH- | Overcoming stereotypes of perception of
anicTepi. KaTUBHBIX 0apbepoB NpHU OOIEHUH ¢ HUMH. persons with disabilities and overcoming
communicative barriers when
communicating with them.
Bazoaprama sncemexuiici / Pykosooumens npozpammet | Programme manager
Ypoabaeesa JI.E. IHapxomenxo U.A. Paxmamynuna A.P.
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Fouivimu 3epmmeynepoin necizoepi ycone akademusanvik xam/ OCHOBbL HAYUHBIX UCC1008aAHUIL U akademuueckoe nucbmo/ Basics of Research and

Academic Writing

Oxy makcamot / Yueonasn yenwv/ Purpose

OlmiM amymbIapABIH  apachlHAA FBUIBIM, 3€pPTTEYAiH
FBUIBIMH  OflicTepi, FBUIBIMH-OKY KOHE  FBUIBIMHU
JKYMBICTApAbIH ~ HOTIDKENEpiH TIpKey Typaiasl Oiflim
JKYHECIH KaJIbIITACTRIPY

chopMUpOBaTh y OOYYarOIIUXCSl CHCTEMBl 3HAHWHA O
HayKe, HAYYHBIX METOJaX HCCICIAOBaHUS, OQOPMIICHUS
Pe3yJIbTaTOB HAYYHOU U y4eOHO-HAYYHOU PabOTHI

to form a system of knowledge about science,
scientific methods of research, registration of the
results of scientific and educational and scientific
work among those receiving training

Oxbimy namuoiceci / Pesynomamot 0oyuenus / Learning outcomes

KypcThl ¢oTTi asiKkTaraHHaH KeifiH 0L1iM amymsLiap
FouUIbIMHBIH HET13T1 YFBIMIIAPBIH CHITATTAY JKOHE FHUIBIMU
3epTTeynepai YHbIMIacThIpy,

FBUIBIMH aKIIapaTThl aHBIKTAy JKOHE OHJEY, FBUIBIMU
3epPTTEY SICTEpPiH KOJAAHYy, 3ePTTEYNIep JKYPri3y XKoHE
OHBIH HOTIDKENEpiH peciMIey, CTYACHTTIK crapranTtap
YIIiH KapamnaibiM OU3HecC-)KocTap Kypy

IMocye ycnemHoro 3apepuieHusi Kypca o0y4aromuecst
oynyT

OmnuceIBaTh OCHOBHBIE MOHATHS O HAYKE U OPraHU3alMIo
Hay4HbIX HCCIICJOBaHUM,

OTIpeNIeNIATh U 00pabaThiBaTh Hay4yHYI WH(OPMAIHIO,
MNPUMCHATb METOJAbI HAYUYHBIX I/ICCJ'IC}Z[OB&HI/If/i, IIPOBOJAUTH
uccrefnoBanne U oQOPMILITH  €r0  pe3yJbTaThl,
COCTaBISAITh ~ HE  CJOXKHBIM  OW3HEC-IUTaH I
CTYACHUYCCKUX CTAPTAIIOB

After successful completion of the course,
students will be

Describe the basic concepts of science and the
organization of scientific research,

identify and process scientific information, apply
scientific research methods, conduct research and
formalize its results, draw up a simple business
plan for student startups

Kypcmuiy Kpickawa mazmynwt / Kpamkoe codepacanue Kypca/ Course summary

FouibiM koHE FBUIBIMH 3€pTTEYJIEPAIH HEri3r1 YFIMIapHl,

3epTTeyAl  aKmapaTThlK KaMTamachi3 €Ty, ThulbIMU
3epTTeyiepai  YHBIMAACTHIPY, TeuieiMu  3epTTey
omicremeci, 3epTTeymiH JKalIbl FBUIBIMH  9IiCTepi,
CTaTUCTHKAIIBIK KOHE BIKTUMAIIBIK 3€pTTey SJiCTepi,
3epTTeyAe  KOJNJAHBUIATBIH  TpaUKaNbIK  9IICTEP,
bakpimay  HoTwkenepiH — Tanmay, — OKCIIEPHUMEHTTIK

3epTreyiep, ¥HbIMAACTBIPY. KOHE FhUIBIMH 3epTTeyNepli
KYprizy, FeUIbIMU )KyMBIC HOTIKENEPiH Tipkey, KypcThik
JKOHE JIUTUIOMIIBIK KYMBICTAp/Ibl JalbIHIAY JKOHE KOpray
epekuenikrepi, CTyIeHTTEpHiH FBUIBIMH KYMBICTAPBIH
OasiHIay KOHE pecimiiey TiliHe KOWBUIATBIH TajarTap,
basHnama o3ipieyre KOWBUIATBIH Tajanrtap, O3ipiey
epeKUIeNiKTepi. CTYACHTTIK cTapTanTap.

OCHOBHBIE MOHATUS O HAYKE U HAYYHOM HCCIIEIOBAaHUM,
Hupopmarinonnoe obecrieueHue HCCIIE/IOBAHU,
Opranmzaiusi Hay49HBIX HCCIEIOBaHUM, MeTomoNIorHs
Hay4YyHBIX uccienoBanmii, OOIIEHAaydYHBIE  METOJBI
uccnengoBanusi, CTaTUCTUUECKUE U  BEPOSITHOCTHHIE
METO/IbI HCCIICIOBaHUM, I'paduueckue METO/BbI,
HCIIONb3YyEMbIE B HUCCIEAOBAHUAX, AHAIHU3 PE3YJIbTATOB
HaONIIOJIEHUH,  DKCIEpUMEHTAIbHBIE  UCCIIECAOBaHUS,
Opraam3anusi U TPOBEACHHE HAYYHBIX KCCIICIOBAHUM,
Odopmienne pe3yIbTaTOB HayJIHOU paboTHI,
Oco0OeHHOCTH TOJATOTOBKM ¥ 3alllUThl KypPCOBBIX H
TUTUIOMHBIX pa®oT, TpeOoBaHUS K S3BIKY W3JIOKCHHUS U
o opMIICHUTIO CTyICHUECKHUX Hay9IHBIX pabor,
TpeboBanus k pa3paboTke mpeseHTaruii, OCOOCHHOCTH
pa3paboTKH CTYIEHYECKUX CTapTaIOB.

Basic concepts of science and scientific research,
Information support for research, Organization of
scientific research, Methodology of scientific
research, General scientific methods of research,
Statistical and probabilistic research methods,
Graphical methods used in research, Analysis of
observational results, Experimental research,
Organization and conduct of scientific research,
Registration of the results of scientific work,
Features of the preparation and defense of term
papers and theses, Requirements for the language
of presentation and design of student scientific
papers, Requirements for the development of
presentations, Features of the development of
student startups.

bazoaprama ncemexuici / Pykosooumenv npozpammut/ Programme manager

Kaiipipbaesa I'.K.

l'ogynos B.B. |

Godunov V.V.
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Baza opnamy | Ilenooopaszoseanue | Pricing

Oky maxcamut | Yueonas uean/Purpose

birim anymsimapaa MaMaHIbIK OOMBIHIIIA KOCION
Oara
Oenriiey canachlHIa TEOPHUSIIBIK OLTIM MeH

KbI3MET O KYHECiHIe Ka3ipri Ke3eHIe

MPAaKTUKAJIBIK AarAblIapAbl KAJIBIIITACTBIPY

dopmupoBaHue y oOydaromuxcst
TEOPETUYECCKUX 3HAHUN U TNPAKTHYECKUX
HaBBIKOB B o00JacTH LeHOOOpa3oBaHUS Ha

COBPEMEHHOM JTamne B cucreme
npodeccuoHanTbHON JIesITeIbHOCTH o
CIICUATIBHOCTH

Formation of students ' theoretical knowledge and
practical skills in the field of pricing at the present
stage in the system of professional activity in the
specialty

Oxvimy namuosiceci | Pezyiomamot o0yuenus | Learnin

outcomes

Kypersl CoTTI asiKTaFaHHaH KeliH
Oiutim anymbLIap:

-Oara Oenruiey TPOIECIHIH  9JICHAMAIIBIK
HEri3/lepiH, OKBITBUIATBIH KYPCTBIH  HET13ri

KaTeropysuIapbIH TYCIHAIPETiH 60Iabl;

- Oara OenruieyIiH 9pTYPIi 9AICTEepiH KOJIIaHy;
Oara Oeinrijiey cajgachblHaFbl MAPKETUHTTIK
Kypanaapisl naiijanaHa anajbl,

-bara  Oenriey  MocenenepiHe
MapKeTHHITIK  IpobieManap MeH
HapBIKTHIK  JKaFJaiapasl  Tannay
cumarray; OaraHbl ecenTeyaiH

TOCIJIEPiH TAHAANUTHIH O0JIa/bI,

- Iypeic Oara menrmiH KaObUigay YUIIH HapblK
KOHBIOHKTYpachlH  Oaranayna, YABIMHBIH
naiacklH apTTHIpY YIIiH Oara Oenrisey ofmiciH
tanmayna Kyssiperri.

KATBICTBI
HaAKTBI
TOPTIOIH
3aMaHayH
dJicTepi MEH 9JICTepiH KoaaHy; Oara Oeinriney
cajlachblHJIa IICIIM KaObUIAQyJbIH €H YTHIMJIbI

IMocie ycmemHoro 3aBeplieHHsl Kypca
o0yuaromuecsi OyayT:

—00BACHITE METOAOJIOTNYCCKHUE OCHOBBI
npoiiecca LIEHOOOPa30BaHMs, OCHOBHbBIE
KaTeropuu U3y4aemMoro Kypca;

- MPUMEHSATH pa3uyHbIe METOIBI
eH000pa3oBaHUs; UCIIOJIH30BATh
MapKEeTUHIOBBIE HWHCTPYMEHTHI B  00JacTé
IeHOO00pa3oBaHuUs;

—OIKCBIBAaTh MOPSAOK JEWCTBUM aHalIA3a
MapKETHMHIOBBIX MpOOJeM U KOHKPETHBIX
PBIHOYHBIX CUTYallMi, KacaroUIMXCsl BOIPOCOB
LIeHOO0Opa30BaHus; UCIIOJIb30BaHHUs
COBPEMEHHBIX IIPUEMOB M CIOCOOOB pacuera
LeH; BblOOpa HauOosiee palMOHAIbHBIX
croco00OB TNPUHATHS pEIIeHH B obiactu
[IeHOO00pa3oBaHuUs;

—Jenarb OO30pPKOHBIOHKTYPBI PpBbIHKA JUIS
NPUHATHUS NPAaBUIBHOTO LIEHOBOI'O PELIEHUs, B
BbIOOpE MeToAa 1LIEHOOOpa3oBaHMsA  JUIs
YBEJIUYEHUs MPHUOBIIN OpPraHU3aIUH.

After successful
students will be:
-explain the methodological foundations of the
pricing process, the main categories of the course
being studied;

-apply various pricing methods;
marketing tools in the field of pricing;
-describe the procedure for analyzing marketing
problems and specific market situations related to
pricing issues; using modern techniques and
methods of calculating prices; choosing the most
rational ways of making decisions in the field of
pricing;

-to review market conditions in order to make the
right price decision, in choosing a pricing method
to increase the profit of the organization.

completion of the course,

use

Ipepexeuzummepi / Ilpepexeuzumut / Prerequisites

Mukpo-MaKkpOdIKOHOMHKA

Muxkpo-MaKkpOIKOHOMHKA ‘

Micro-Macroeconomics

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary
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bara Oenrineyain TeopusiablK Heri3nepi. bara | TeopeTnueckne OCHOBBI [EHOOOpPA3OBaHMS.
nporeci. bara omicrepi. bara Oenrineynin | [Ipomecc [IeHOOOpa3oBaHUs. Merto bt
MapKEeTHHITIK acrekTiiepi. bara crTpaTeruscel | meHooOpa3oBaHUsA. MapKETHHTOBBIE ACTEKTHI

MCH TaKTHKaChI

1ieHooOpaszoBaHusi. CTpaTerusi U TAKTUKA
IIEHO0OPa30BaHUSI.

Theoretical foundations of pricing. The pricing
process. Pricing methods. Marketing aspects of
pricing. The strategy and tactics of pricing.

IHocmpekeusummepi / Ilocmpexeuzumot/ Postrequisites

Crparerusiablk MapKeTHHT ‘ Crparernueckuii MapKeTHHT

Strategic Marketing

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

CetitoBaI'. T

‘ CenttoBa I'.T

TooOsut0B K.T.
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Cmpamezusnvix scocnapnay | Cmpamezuueckoe nnanuposanue | Strategic planning

Oky maxcamet | Yueonasn uean/Purpose

CrparerusuiblK KOCTapiayblH 9/iCHAMachl MEH
JOTHKACKl Typajbl OUTIMAI KaJBIITaCTHIPY,
YUBIMHBIH CTPATETHUSUIBIK JKOCIAPBIH 93ipiey
JKOHE OHBI iCKe achIpy OOMBIHIIIA OacKapy
OOMBIHIIIA KY3BIPETTEPl JAaMBITY.

@opMHUpPOBAHWE 3HAHUW O METOHOJOTHUH U

JIOTUKE  CTPaTEeru4eckoro  IUIaHHUPOBAHUS,
pa3BUTHE KOMIIETEHIIMA 1O pa3paboTke
CTpPaTerMuecKkoro IuUlaHa OpraHu3aluud |

YIPaBJICHUIO 110 €ro peau3aluu.

Formation of knowledge about the methodology
and logic of strategic planning, development of
competencies for the development of the
organization's strategic plan and management for
its implementation.

Oxpimy

Kypetsi COTTI asgKTaraHHaH KeliH
Olurim anymbLIap:

- CTpaTerusUIbIK TaJlfay >KYpri3y *oHe YWbIMHBIH
Oocexere  KaOIIeTTUNrH  KaMTaMachl3 — €Tyre
OaFbpITTANIFaH CTPATETUSCHIH TaHJAy SicTepl MEH

KYpaJapblH )KWHAKTANIbI,

- CTpAaTerUsIbIK  JKOHE  OoceKeNecTiK — Tajjay
KYprizy; 6usHecTi JxKocrapiay MEH
PEUH)XKUHUPUHITI JKY3€Te achbIpajibl;

- JKocmapiay MIPOLECiHIH KaJlaMIbIK
TEXHOJIOTUSIChIHBIH JIaF IblIapbIH,
cTpaTerusiapbl o3ipiey omicTepiH;
CrpaTerusiiplk  JKOCHApIBIH  KYXKaTTapblH

KYpPBUIBIMIAY JKOHE peciMey IaFIbUIapbiH
KepceTei;

- YHBIMHBIH CTpaTErusJIbIK >KOCHaphIH d31pJiey
TOpTIOIH  cUMArTay  JKOHE  OHBI  XKYy3ere
acChIPYJbIH HYCKAJIapbIH YCHIHA/IBI.

JIOKYMEHTOB CTPaTErM4ecKOro IIaHa;

- OTMHMCHIBATh MOPSIAOK IEUCTBHUI pa3paboTKH
CTPATETUYECKOI0 INIaHA OpraHHU3alud U
HNPEMIOKUTh BAPUAHTEL €TI0 Pealln3alui.

After successful completion of the course,
students will be:

-generalize methods and tools for conducting
strategic analysis and choosing an organization's
strategy aimed at ensuring its competitiveness;
-conduct strategic and competitive analysis; carry
out business planning and business reengineering;
-show skills of step-by-step technology of the
planning  process, methods of strategy
development; skills of structuring and execution
of strategic plan documents;

-describe the procedure for developing the
strategic plan of the organization and propose
options for its implementation.

namuceci | Pezynemamot 00yuenus | Learning outcomes
IMociie  ycmemHoro 3aBeplIeHHs KypcaJ
oOyuaromuecst OyayT:

-0000mars  MeToAbl M MHCTPYMEHTHI
NPOBEJICHUSI CTPATETMYEeCKOro aHajiu3a H
BBIOOpaA CTpaTeruu OpraHu3aluy,
HalpaBJIe€HHONH  Ha  obecnedyeHue ee
KOHKYPEHTOCIIOCOOHOCTH;

- IPOBOJIUTH CTpaTEeru4ecKuit u
KOHKYPEHTHBI  aHalu3;  OCYILIECTBIIATH
OW3HEeC-TJIAHUPOBAaHUE M PEHHXHHUPHUHT
onsHeca;

- IOKa3bIBaTh HaBBIKH MOIIArOBOH
TEXHOJIOTMM  Tpollecca  IUIAaHMPOBAHMS,
METOAOB pa3pabOTKHU CTpaTeTuii; HaBBIKOB
CTPYKTYPHUPOBAHUS u odopMIIeHHS

Ilpepexeusummepi | Ilpepexeusumer | Prerequisites

ODKOHOMHUKAJIBIK TEOPUS

‘ DKOHOMHYECKAs TEOPUs ‘

Economic theory

Kypcmuiy kvickawma mazmynst | Kpamxkoe codepacanue kypca/ Course summary

CrparerusiblK KocnapJiiay IblH TE€OPHUSIIBIK
Heri3Aepl.OicHaMa HeT13/1epl CTpaTerusiibIK
JKOCIIapjiay JKOHE aKMapaTThlK KaMTaMachl3 €Ty.

TeopeTI/I‘ICCKI/IC OCHOBBI CTPATCIrUYCCKOTI Q|
IJIaHUPOBAHMUA. OCHOBEI MCTOAO0JIOTHH]
CTPpAaTCrU4€CKOro IjiaHupoOBaHUA U

Theoretical foundations of strategic planning.
Fundamentals of strategic planningmethodology
and information support. Methods of
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CTpaTrerusibiK JKocIapJay

omicrepi.

Crparerusiiblk >xocmnapiap xyieci. ¥YHBIMHBIH

CTpaTETUSIIBIK JKOCTIapHhI.
CTparerusiplK Tanaay.

¥ ipIMIarsl

nHdopManoHHoe obecrnedeHne. MeToabl
CTpaTernyeckoro rmianupoBanus. Cucrema
CTpareruyeckux IIaHoB. CTpaTerunyeckuil
IUIaH OpraHu3aluu. Crparernueckui
aHaIU3

B OpraHu3aluu.

strategic planning. The system of strategic plans.
The strategic plan of the organization. Strategic
analysis in the organization.

Hocmpexeuzummepi | ITocmpekeuzumot/ Postrequisites

’Kocmapmay xyieci

‘ CucreMa niiaHUpPOBaHUSA

Planning system

Bazoaprama sncemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaena XK. A.

‘ Vrebaena JK.A.

To6su1oB K.T.
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2 3 Kypc CTyJeHTTepiHe apHAJIFaH JIeKTHUBTIK MIHAep / DJIeKTUBHbIE JUCHHUILIMHBI VI cTyaeHToB 3 Kypca/ Elective

subjects for 3 st year students

Mepuenoaiizune /Mepuenoaiizunz /Merchandisin

g

OKy maxcamut | Yueonas uean/Purpose

CarpIn  aymbUIapablH MiHE3-KYJIKBIH 0Oackapy

MaKcaThlH/Ia caTy OpBIHIApPBIHIA JKY3ere
aChIPBUIATHIH KOMITAaHUSIHBIH THIMI1
MapKEeTHHITIK KOMMYHHUKAaTHUBTIK KbI3METIH
KaMTaMachl3 eTyre OarpITTAIFaH

MEpYEeHJAM3UHITIH 3aMaHayd TEXHOJOIMsIapblH
eHrizy OoilblHIIA CTyJEHTTEpAiH OlIIMIiH,
ICKepJIIriH 'KOHE JaF IbUIapbIH KaJIbIITACTBIPY.

@OpMHUpPOBAHUE Y CTYJECHTOB 3HAHUW, YMEHUUN U
HaBBIKOB o BHEJPEHUIO COBPEMEHHBIX
TEXHOJOTHM MEpPUYECHAAN3NHTa, HAIIPABIEHHBIX Ha
obecrieuenre 3G PEKTUBHOW  MapKETHHTOBOM
KOMMYHHKaTHBHOﬁ ACATCIIBHOCTH KOMIIaHHH,
OCYLIECTBJISIEMOM B MecTax MNpoJax B LEJAX
yIIpaBJICHUS MOBENECHHUEM ITOKYNaTEIeH.

Formazione delle conoscenze, abilita e competenze
degli studenti nell'implementazione delle moderne
tecnologie di merchandising volte a garantire
un'efficace attivita di comunicazione di marketing
dell'azienda, svolta nel punto vendita per gestire il
comportamento degli acquirenti.

Oxovtmy namuyceci | Pezyromamot 00yuenus | Learning

outcomes

Kypcrsl CITTI asIKTaFaHHAH KeiiH
OisriM anymbsLIap

- cayJla-CaTThIKThIH MiHJIeTTepl MEH
byHKUMsIIapHI, cayna KOCIOpBIHAAPHI
KBbI3METIHIH THIMIUIITIHE Ccayla-CaTThIKThIH
acepi, Tayapaapabl OpHANACTBIPY
TEXHOJOTHUACHI, Tayap TONTapbIH
OpHAJACTBIPYIBIH THIMIII CcXeMajapbl >KoHE
TYTBIHYIIBUIAPIBIH TICUXOJIOTHSICHIH €CKepe
OTBIPHITI, cayJa 3alblHIa OPHAIACTHIPY
alKBIHAAHATEIH OOIaIb!;

-cay/a 3ajblH/la UMITYJILCUBTI CAThIN aTy/abl
BIHTATAHJBIPYALIH THIMII JKYHECIH Kypasbl,
KBUDKBITY — JKOHE cary  caJachblHJaFbl
omnepanusuiapra 0aiJIaHbICTBI 0ACKAPYITBUTBIK
MIHJIETTEPAl MIeme i, TYTHIHYIIBIHBI JTYKEHTe
TapTanbl, YKCHHIH cayaa KEHICTITIH THUIMIi
Oeueni;

- TYTBIHYIIBUIAPABIH ~ TICUXOJIOTHSCBIH — JKOHE
cay/ia KeHICTIT1H KaJbIMTACTHIPYAbI dKOHE OHJIAFbI
Tayapiap/AblH TapalyblH €CKepe OTBIPHIN Tayap

ocne YCIEeHOoro
o0yuarouuecs Oyayr
OTpeeNaTh 3a1a4u u byHKIIIN
MepuaHJaii3uHra, BIMSHHE MepuaHJai3uHra Ha
3¢ (HEeKTUBHOCTH JeSATEIbHOCTH TOPTOBBIX
OPEeANPUITHI, TEXHOJOTHIO BBIKJIAJKH TOBAapOB,
3¢ (}eKTUBHBIE CXEMBI PACIOJIOKEHHUSI TOBAPHBIX
IPYINl M BBHIKJIAJAKH B TOPrOBOM 3aJI€ C Y4YETOM
MICUXOJIOTUH MOTpeduTenei;

3aBeplIeHUs Kypcal

-co3aaBaTh B TOproBoMm 3ane d3¢ddexkruBHyro
CUCTEMY CTUMYJTUPOBAHUS AMITYJTECUBHBIX
MOKYIIOK,  pemaTrh  yHpaBlIeHYECKHE  3aJlauH,
CBsI3aHHBIE ¢  omepamusiMu B oOyactu
MPOABMKEHUS u cObITa, MPUBJIEKATH
norpeburens B MarasuH, 3(PEPEeKTUBHO

pacnpenensaTh TOProBoe NPOCTPAHCTBO
MarasuHa,

- PaH)XHPOBATh PACIOJIOKEHHWE TOBAPHBIX TPYII
U BBIKIQJKH B TOPrOBOM 3ajle C YYEeTOM
MICUXOJIOTHH moTpebureneit u  GopmMupoBaHUsI
TOPrOBOIO  MPOCTPAHCTBA U  pacrpeeeHus
TOBapOB B HEM.

After successful
students will be
-to determine the tasks and functions of
merchandising, the influence of merchandising on
the efficiency of trading enterprises, the technology
of product placement, effective layouts of product
groups and layouts in the trading floor, taking into
account the psychology of consumers;

-create an effective system for stimulating
impulsive purchases in the sales floor, solve
management tasks related to operations in the field
of promotion and sales, attract consumers to the
store, effectively distribute the store's retail space;

-to rank the location of product groups and layouts
in the trading floor, taking into account the
psychology of consumers and the formation of the
trading space and the distribution of goods in it.

completion of the course,

29




TONTAPBIHBIH OpPHAJIACYBIH JKOHE cayJla 3aJIbIH]Ia
OpHAaJNacCyblH capaiaifJibl.

Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

Ketepme-6emnmiek cayna,
TexHHUKa aKTUBHBIX MPOJAK

OnTOBO-pO3HUYHAS TOPTOBIIS,
Bencenni caty TeXHHKACHI

Wholesale and retail trade,
Active sales technique

Kypcmuiy koicxama masmynst | Kpamkoe cooepacanue kypcal Course summary

MepuaHaaii3uar YFBIMBI, MOHI JKOHE
marpiHackl. Cayaa — amaHbBIHIAFBl  CaThII
AITYIIBIHBIH MiHe3- KyIKbl. Cayna anmaHIapbiH
ocmapiay. Cayzna amagaapslin Oeny. Cayna
3aJIbIHA TayapJiap/sl OpHAJIACTHIPY
epekmenikrepi. JlykeHimumik AKnapar >XoHe
cayna Kypaiel periHge TanHmay. KepHeki
MepYaHAa3uHT KypaJbl perinne
Butpunucrtuka. AtMocdepa MEH CEHCOPJIBIK
KOMITOHEHTTEP/IiH CaThIIl ajly MPOIECiHE dcepi.
MepuaHaif3uHT THIMIIITIH OaFanay

HOHHTHC, CYIIHOCTb u 3HA4YCHHUC
Mepanz[aﬁSHHra. HOBCI[CHI/IC IMMOKYIIaTCJIA B
TOProBom 3ajic. HHaHI/IPOBaHI/Ie TOProBbIX

wiomanaeil. Pacnpenenenre TOProBoixX IUIOMAIEH.
Oco0eHHOCTH BBIKJIQJIKH TOBAapOB B TOPTOBOM
3ame. BHyTpumarasuHHas ~— MHpoOpManus
COMIUIMHI KaK HHCTPYMEHTBl MepyaHJanl3uHra.

Butpunuctuka Kak HWHCTPYMEHT BU3YaJbHOTO

MepYaH/ ai3uHTa.

Brnusinue armocdepsl 1 4yBCTBEHHBIX KOMITIOHEHTOB

Ha mporecc mokynku. OueHka 3¢ dexTuBHOCTH
MepyaHIai3uHra

u

The concept, essence and meaning of
merchandising. The behavior of the buyer in the
trading floor. Planning of retail space. Distribution
of retail space. Features of the display of goods in
the trading floor. In-store information and
sampling as merchandising tools. Vitrinistics as a
visual merchandising tool. The influence of the
atmosphere and sensory components on the
purchase process. Evaluating the effectiveness of
merchandising

Hocmpexsuzummepi | ITocmpexeuzumer/ Postrequisites

MapKeTHHITIK KOMMYHUKaIHsLIap

‘ MapKCTI/IHF OBbIC KOMMYHHKaAIIUN

Marketing communications

Bazoaprama sncemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

‘ VYrtebaena JK.A.

ToosutoB K.T.
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Kocnapnay rncyiieci /Cucmema nnanuposanus | Planning system

Oky maxcamut | Yueonasn uean/Purpose

¥iipIMIarsl KBI3METTI J)KocnapJiay iblH
TEOPHUSJIBIK KOHE MPAKTUKAJBIK Macelenepl
OOMBIHILIA CTYACHTTEpHAl JaspiaylblH KaKeTTi
JNEHTeliH, IyphICc OacKapyIIbUIBIK —IICTTiMIEp
KaObUIIay ~ YIIIH ~ MYMKIHAIK =~ JKacayra
OarpITTaJIFaH OHBI )KY3€Te aChIPYIbIH
HBbICAaHJAPbl MEH JJIICTEPiH KAMTAaMachI3 eTy.

OOGecneuuTh HEO0OXO0IMMBIi YpPOBEHb
MOATOTOBKH CTYACHTOB IO TEOPETHYECKUM U
NpaKTHYECKUM  BONpPOCaM  IJIAHUPOBAHUS

JEeSTEIIbHOCTH B OpraHu3aluu, ero ¢opm u
METOJIOB OCYILIECTBJICHUS, HAIPABICHHBIX Ha
CO3JaHUE€  BO3MOXXHOCTM  JUIl  IPUHATHSA
IIPAaBWIbHBIX YIIPABIEHUYECKUX PELICHU.

Provide the necessary level of training for students on
theoretical and practical issues of planning activities
in the organization, its forms and methods of
implementation, aimed at creating opportunities for
making the right management decisions.

Okbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes

Kypcrsl coTTi asgKTaFraHHaH Keiin
OisriM anmymbsLIap:

- CTPATETUSIIBIK JKOCIapJIay bl JKaJIIIbI
TYKBIPBIM/IaMachlH KOHE Kocrapay

CTpPATETHSICHIH d3ipJiey TOPTiOiH TYKBIPHIMAAUTHIH
0oajpl; YBIM KBI3METiHIH OM3HEC-)KOCTIapiiaphiH,
KBUIABIK CMeTachiH (OFO/KETiH) KypacThIPaThiH
Oomajpl. JKOCHapiay CTpPATerHsChIH  d3ipiey
JaFAbUTaPIH MEHTepe/Ii.

- KbICKa Mep3iMai, opTa Mep3iMJIi XKoHE Y3aK
Mep3iMJli TIepPCIEeKTHBaZa YHBIMHBIH KBI3METIH
JKocrapiay cajachbIH/IaFbl oiiMaepiH
pacrtaiibl.

IHocne  ycnmemHoro
oOyuamommecs Oyayr:
— (hopmynupoBarhb O0IIyI0  KOHIICIIIHIO
CTPATETUYECKOTO IUIAHUPOBAHUS M TOPSAOK
pa3zpaboTku CcTpaTeruu TUTAaHUPOBAHMUS;
COCTaBJIATh OM3HEC-TUIAHBI, TOJOBYIO CMETY
(GroKeET) JeSITeTIbHOCTH OpTraHu3aIny.
BIAJCTh HaBBIKAMHU pPa3pabOTKU CTpaTeruu
TUTAHUPOBAHUSL.

—TOJITBEPKIATh 3HaHUS B obnactu
TUTAHUPOBAHUS JEATEIIPHOCTH OpPTraHU3alu B
KpPaTKOCPOYHOM, CpEeIHECPOUYHOH u
JOJATOCPOYHOHN TEPCIICKTHBE.

3aBeplIeHUs]  Kypca

After successful completion of the course, students
will be:

-formulate the general concept of strategic planning
and the procedure for developing a planning strategy;
make business plans, annual estimates (budget) of the
organization's activities. have the skills to develop a
planning strategy.

-confirm knowledge in the field of planning the
organization's activities in the short, medium and long
term.

Ipepexeusummepi | Ilpepexeuzumor | Prerequisites

CrparerusibIk xocmapiay

Crparerndyeckoe IaHUPOBAaHHUE

\ Strategic lanning

Kypcmuiy Kbickaua mazmynnt | Kpamkoe cooepacanue kypca/ Course summary

Kocnapnay xyiecine kipicne. Kocnapnay
JKYHECiHIH TeopusIblK Herizaepi. Kocmapiay
Ipoleci *KoHe OHBIH Ma3MyHbl. CTpaTerHsuIbIK
JKOcTapJjiay »oHE OHBI iCKe achlpy. busHecTi
JKocmapjlay  JKOHE  OHbl  )KY3€re  achIpy.
Takrtukaneik (XKemen) xocmapiay »XoOHE OHBI
ICKe achIpy.

Beegenne B cucreMy — IUIAHUPOBAHUS.
Teopernueckue OCHOBBI CHUCTEMBI
IJIaHUPOBAHUA. HpOHCCC IJIaHUPOBAHUA U €TI0
conepxkanue. CrpaTernyeckoe IUIaHUPOBAHUE U
ero peanu3anus. bu3zHec- IJIaHUPOBAHUE U €O
peanusauus. TakTudeckoe  (OmepaTUBHOE)
IJTAHUPOBAHUE U €r0 peannu3alisl.

Introduction to the planning system. Theoretical
foundations of the planning system. The planning
process and its contents. Strategic planning and its
implementation.  Business  planning and its
implementation. Tactical (operational) planning and

Bazoapnama scemexwici | Pykosooumensv npocpammo/ Programme manager

ToosutoB K. T.

ToosutoB K. T.

ToOs10B K.T.
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Mines-kynvik mapkemunei / [logedenueckuit mapkemunz /
Behavioral Marketing

Oky maxcamut | Yueonasn uean/Purpose

CTYASHTTEpIiH  TYTBIHYIIBUIBIK  MiHE3-
KYJIBIKKa ocep eTeTiH (¢akTopJiap KeuleHi,
CaThIll ajy Typajbl IIemiM KaObuigay
MIPOTIECIHIH 3aHIBUTBIKTAPHI, opTypti
HapBIKTapAaFrbl TYTHIHYIIBUIAPJBIH MiHE3-
KYJIKBIH 3€pTTEy 9dJlicTepi, Kazipri 3amMaHFbI
TYXBIpbIMAaMalap, TYTBIHYIIBUIAPMEH
e3apa OpEKeTTeCy ToCIIaepi MeH ojicTepi
Typajibl OUIIMIEPIH KaJIBIITACTHIPY

pPBIHKAaX, O  COBPEMEHHBIX  KOHIICTIHSX,
noAXoJdax M METOJax B3aUMOJCHCTBUS C
MOTPEOUTEIAMHI

dbopmupoBanre y cryneHtoB 3HaHui o | formation of students’ knowledge about the complex
KoMIuiekce  ¢akrtopoB,  Biaustonux  Ha | of factors influencing consumer behavior, about the
MOTPEOUTETBCKOE MMOBEICHHUE, o | laws of the purchase decision-making process, about
3aKOHOMEPHOCTSIX npoiiecca npunstus | methods of studying consumer behavior in various
pelieHuss O TOKYMKe, O MeTomax wusydenws | markets, about modern concepts, approaches and
noBeJeHuss TnoTpebOuTeneii Ha pasnuyHbix | methods of interaction with consumers

Okbimy namuoiceci | Pezynomamot 06yuenus | Learning outcomes

Kypersl CoTTI asiKTaFaHHaH KeliH
OisriM anymbsLIap:

- TYTBIHYIIBIIBIK MiHE3-KYJIBIK TEOPHUSCHIHBIH
HeTi3/1epiH OieTiH Oonaip;

- TYTBIHYUIBUIBIK MiHE3-KYJIBIKTBI
KaJIBIITaCTBIPYAaFbl aKIapaTThIH MaHbI3bl MEH
peni, TYTBIHYLIBLIAPIbIH MiHE3-KYJIKbIH

3epTTEYAIH HETi3ri 91icTepi;

- MIHE3-KYJIBIK MapKeTHHIIHE dcep eTeTiH
MapKETUHITIK bIHTAIAHABIPYJIap, MiHE3-KYJIBIK
MapKETHHTIHE 9Cep €TETIH I1LIKI OHE ChIPTKbI
dakropnap;

- TYTBIHYHIBUIBIK MIHE3-KYJIBIKTBI 3€pPTTEYIIH
TEOPHSUIBIK ~ aCMEKTUIepl,  OHBIH  JKIKTEIy
EpeKIIeTiKTepi  JKOHE OFaH ocep  eTeTiH
dakropmnap;

- TYTHIHYIIBUIAPABIH MIiHE3-KYJIKbIHA FHUIBIMU

OCHOBHBIE ~ METOJbI, CIOCOOBI  M3ydeHus [ marketing

[loBeneHnyeckuid MapKeTHHI; BHYTpeHHHE U | theoretical

€ro KJ'IaCCI/I(l)I/IKaL[I/II/I u (l)aKTOpr, BIHUAIOIINEC Ha

HETO;
-UCTOYHMKH HMHPOpPMAIMK IS [POBEACHUS

IMocne  ycmemnoro  3aBepmienusi  Kypca After successful completion of the course,

ob0yuarommecst OyayT: students will be:
—3HaTh OCHOBBI Teopuu TnoTpeduTenapckoro FKnow the basics of the theory of consumer behavior;
[TOBEICHUS; -the importance and role of information in the

—3HaueHue u  ponb  uHopmammm mpu | formation of consumer behavior; basic methods,
dopmupoBanun motpeduTensckoro nosenaenus; | methods of studying consumer behavior;

incentives  influencing  behavioral

MOBEJICHUS TIOTPEOUTECH; marketing; internal and external factors influencing
—MapKeTHHTOBBIE ~CTHMYIBI, Biustonme Ha | behavioral marketing;

aspects of the study of consumer

BHeIIHKME (DakTOpBI, OKasplBarolMe BiaMsHME Ha | behavior, features of its classification and factors
IloBeneHuecKknii MapKETHHT; influencing it;

—TCOPETUYCCKHUC ACTICKTHI m3ydeHus sources of information for conducting scientific
HOTPEOUTENBCKOTO  MOBEAEHHUsA, OCOOEHHOCTH | research on consumer behavior;

3epTTeysep Kypri3y YIIiH aKnapaT Ke3uepi; Hay4YHBIX UCCIIeI0BaHMiI HOBEICHUS
noTpeduTeei;
Ilpepexeusummepi | Ilpepexeusumot | Prerequisites
MapkeTuHr MapkeTuHr Marketing
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Kypcmuiy Kbickawa mazmynst | Kpamkoe cooeporcanue kypca/ Course summary

TYTBIHYIIBIIAPABIH MiHE3-KYJIKBIH 3€pTTEYdiH
TEOPUSUIBIK ~ Herizaepi.  TYThIHYIIBLIAPIBIH
MiHE3-KYJIBIK TEOPHUSIAPBIHBIH — JBOJIIOIUSCHI.
TyTBIHYIIBIIAPABIH MiHE3-KYJIKBIH MOJEIBJIEY.
CaTpll  anyIIbIHBIH ~ MIHE3-KYJIBIK MpOILeci.
YiteimaapasiH catbill any TopTiOi. Careinm amy
MiHE3-KYJIKBIHIaFbl MOJACHHET JKOHE OJICYMETTIK
JKarmam. AHBIKTaMaJIBIK TONTAPABIH
TYTBIHYIBIHBIH MiHE3-KYJIKbIHA acepi.
TYTBIHYIIBIHBIH MiHE3-KYJIKBIHA KEKE 9Cep eTy.
TyThIHYIIBLTAP ABIH aKnmapaTrTbl  TaJlaybl.
TyTeIHYIIBUIApAEI  OUTY JKOHE OKBITY. Y
IapyallbUIBIFBIHBIH ~ TYTBHIHYIIBUIBIK ~ MiHE3-
KYJIKbl. TYTBIHYIIBIIAPABIH MOTHBALMICH MEH

Teopernueckue OCHOBBI M3yUCHHs MOBEIACHUS
moTpeduTeNeiH. DBOIIONUS TEOPUH TOBEICHUS
MOTpEOUTEIICH. MonenupoBaHue
notpeburenbckoro  momeneHus.  [Ipomecc
noBeneHuss nokynatens. llokymarenbckoe
noBeaeHue  opranuzanui. Kynerypa u
COIMAJIbHOE TIOJIOKEHUE B TOKYHaTeIbCKOM
noBeJeHU. Biusinue pedepeHTHBIX TpyIn Ha
noBeneHue  morpeburens.  IlepconanbHOe
BIIMSIHHE Ha TOBEJCHHE MOTpeOuTens. AHanu3
uHpopmanuu noTpedUTENSIMU. 3HAHUE U
oOyuenue morpeduteneit. I[lorpedurenbckoe
MOBE/ICHUE JIOMAIIIHETO X034iCTBA.

MoTuBauuss ¥ SMOLUM  NOTpeOUTenei.

SMoIUACHl. TYTBIHYIIBIHBIH ~ KYHJBUIBIKTaphl | LleHHOCTH M nMYHOCTh noTpedurens. Pecypcbl
MeH Jkeke Oachl. TYTBIHYIIBIHBIH PECypCTaphl | U KU3HEHHBIH CTUIb NOTpeOUTENs. DTUYECKUE
MEH ©Mip caiTbl. MAapKEeTHHITIH JTHKAJIbIK | IPOOIEeMbI MAapKEeTHHIa u 3auTa
MoceJIeNepi JKOHE TYThIHYLIbIIap bl KOPFay norpeburenei

Theoretical foundations of the study of consumer

behavior. Evolution of consumer behavior theories.
Modeling of consumer behavior. The process of buyer
behavior. Purchasing behavior of organizations.

Culture and social status in purchasing behavior. The
influence of reference groups on consumer behavior.
Personal influence on consumer behavior. Analysis of
information by consumers. Knowledge and training of
consumers. Consumer behavior of the household.
Motivation and emotions of consumers. Values and
personality of the consumer. Resources and lifestyle of
the consumer. Ethical issues of marketing and
consumer protection

Hocmpexeuzummepi / Ilocmpexeuzumot/ Postre

uisites

MapKeTHHITIK KOMMYHUKaIUsIap

‘ MapKeTI/IHFOBLIG KOMMYHHKallNUH

Marketing Communications

Bazoaprama sncemexwici | Pykosooumens npocpammer/ Programme manager

Toobru1oB K.T.

‘ KankabaeBa A.E.

Too6su10B K.T.
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Yitbimovik mapmin scane yinimovlK maoenuem/ Opzanuzayuonnoe nogeoenue u
opzanuzauuonnasn Kyavmypa/ Organizational behavior and organizational culture

Oky maxcamut | Yueonasn uenn/Purpose

Kazipri  Ke3eHJae  YHUBIMAACTHIPYIIBIIBIK
MIHE3-KYJIBIK KOHE YHBIMIACTBIPYIIBLIBIK
MOJICHHUET CallaChIHIAFbl TCOPHUSIIBIK JKOHE
MPAKTUKATBIK Macelenep OoiibIHIIIA
CTYACHTTEP/Ii naspiay IbIH KaXKeTTi
JEHI'eiiH KaMTaMachI3 €Ty.

00ecreynTh HEO0OXO0UMBIi YPOBEHb
MOJATOTOBKH CTYJISHTOB IO TEOPETHYE-CKHM U
MPAKTUICCKHM BOIIpOCaM B obnactu
OpraHU3aUOHHOTO MIOBEICHUS u
OpraHU3alMOHHOW KYJIBTYPbl Ha COBPEMEHHOM
JTarmne.

to provide the necessary level of training of
students on theoretical and practical issues in the
field of organizational behavior and organizational
culture at the present stage.

Oxovtmy namuceci | Pezynemamot 00yuenus | Learning outcomes

Kypcrsl coTTi asgKTaFraHHaH Keiin
Oiutim anymbLIap:

- apHailbl TEPMHHOJIOTUS MEH  JIEKCHUKaHbI
KOJIJIaHy, LIBIFAPMALIBUIBIK JKOHE

MIEPCIIEKTUBAJIBIK OiJIay, KociOn omeOueTTepmMeH
JKYMBIC 1CTEH/I];

- KYHICJIKTI KaFaaiiapaa eHIipicTiK ecenTepal
miemy — YIIiH =~ MaTeMaTUKaJIbIK  OHJIaybl
KOJIJIaHaIbl,

- MEMJIEKETTIK ammapar HeH XeprulikTi e31H-e31
Oackapy OpraHIapbIHBIH KaJpJIBIK KaMTaMachl3
€Ty KYWeCiH, MEMJIEKETTIK KbI3METTI PETTEHTIH
KOJIIaHBICTArbl 3aHHAMAHEI Tadaiasl;

- ¥ITTBIK OSKOHOMHKA JKOHE  MEMJICKCTTIK
Oackapy cajlachblHJa TEOPUSIIBIK JKOHE
MPAaKTHKAIBIK OUTiMAl Komany, mpoOiemManapabt
TYKBIPBIMIAY KOHE Taynjay, Oackapy
MIHZETTEPIH KOSI/IbI )KOHE MIEeTIe]I;

- YTiigioik - kaFgadblHIa  KapbhIM-KaThIHAC
skoHe TaHbIM MoceleiepiH meeTiH 60IaIbl;

- THICTI eHipaepaeri KOFaMIbIK eMmip,
IeMOTpausUTBIK  JKOHE IIapyamIbUIBIK — axyall
epekenepin TepeH OuTy HeTi3iHIe oJeYMETTIK
CUTIATTaFbI MOCEJIETIeP Il MeIeT;

ocne YCIIEHTHOT 0
oOyuaromuecst OyayT:
-HCTIOJIb30BATh CIEUUAIBHYI0 TEPMHUHOJIOTUIO M
JICKCUKY, TBOPUYCCKU U MNEPCHEKTHBHO MBICIUTD,
paboTaTh ¢ IpodecCHOHANBHON JIUTEPATYPOH;

-IPUMCHATbL MATEMATHYCCKOC MBIINIJICHUE JId

3aBepuIeHUsI

pEeICHUA MMPONU3BOACTBCHHBIX 3aaa4d B
MOBCCAHCBHBIX CUTYALUAX

-~aHAJIN3UPOBATDH CUCTEMY KaJIpOBOTO
obecrieueHust TroCcyaapCTBEHHOr0 amnrapara Hu
OpraHoB MECTHOTI'O CaMOYIIpaBJICHUA,

JIEACTBYIOILIEE 3aKOHOIATENIBCTBO, PErYIHPYIOILIEe
roCy/IapCTBEHHYIO CIIyXO0Y;

-IIPUMEHATh TEOPETHUYECKUE U NPAKTHYECKUE
3HaHMA B 0O0JACTH HAIlMOHAJIBHOM IKOHOMHUKU H
TOCY/IapCTBEHHOTO YIpaBIIeHUs, (HOPMyIHPOBATH
U aHAJM3UPOBATH MPOOJIEMBI, CTABUTh W PEIIATh
YIPaBICHYECKHE 3a/1a4H;

-pemiath 3aJayd KOMMYHUKAIlMM M TIO3HAHUS B
YCIIOBUSIX TPEXSA3bIUbS;

-peniatb BONPOCHl COLMATIBHOIO XapakTepa Ha
OCHOBE rI1y0OKOTO 3HaHUA MIPABHII
0oOIIeCTBEHHOTO OBITHS, JeMorpaduyecko u
XO3SIICTBEHHOM CHUTyalliM B COOTBETCTBYIOIIHNX

kypea After successful completion of the course,

students will be:

- After successful
students will:

- use special terminology and vocabulary, think
creatively and prospectively, work with
professional literature;

- apply mathematical thinking to solve production
problems in everyday situations;

- analyze the staffing system of the state apparatus
and local self-government bodies, the current
legislation regulating the civil service;

- apply theoretical and practical knowledge in the
field of national economy and public
administration, formulate and analyze problems,
set and solve management tasks;

-to solve the problems of communication and
cognition in the conditions of trilingualism;

-to solve social issues on the basis of deep
knowledge of the rules of social life,
demographic and economic situation in the
respective regions;

- manage yourself in various situations and create
a normal psychological environment in the

completion of the course,
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- op TYpJi KaFjaiiapna e3iH Oackapaipl YKoHE
MoceJIeHl 1(S3114% OapbIChIHIA KaJIbIIThI
IICUXOJIOTHSIJIBIK JKaFdau sKacaiiipl.

peruoHax;

- YOpaBIsATH COOOM B pPA3IMYHBIX CHUTyalMSIX MU
CO3[1aBaTb ~ HOPMAJIbHYIO  IICHXOJIOTHYECKYIO
00CTaHOBKY B IIPOILIECCE PEIICHHUS BOTIPOCA.

process of solving the issue.

Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

MeHeKMEeHT | MeHeKMEHT | Management
Kypcmuiy Kbickawa mazmynst | Kpamkoe cooeporcanue kypca/ Course summary
Y iibIMIaCTRIPYIIBUTBIK MiHE3-KYJIBIKKA Kipicrie. | BBemenue B opranusanunoHHoe moBeneHue. | Introduction to organizational behavior.
Tyinra jxoHe YibIM. ¥HBIMHBIH MOTHBanMsIChl | JInuHoCcTh U opranm3ainus. MortuBanus u | Personality and organization. Motivation and
koHe THiMaimiri. KakTeiFeicTapasl  Oackapy. | pe3yslbTaTHBHOCTh opraHusanvu. Ympasienue | effectiveness of the organization. Conflict
Y iibIMIarbI TOMTBIK MiHE3-KYIBIKTHI | KoH(paukramu. DopMupoBaHue rpymmoBoro | management. Formation of group behavior in the
KaJIBIITaCThIPY . Y#bIMIACTHIPYIIBUIBIK | TIOBEACHUS B opranusanuu. OpraHu3ainroHHas | organization. Organizational culture and its place

MOACHHUET JKOHE OHBIH aJaMU pecypcTapbl

KyJbTypa U €€ MECTO B CHUCTeME yIpaBIICHHS

in the human resource management system. The

Oackapy KyieciHaeri OpHBI. | 4elOoBeYeCKUMHU  pecypcamu.  Baxwueitmme | most important elements of organizational culture.
Y iBIMIACTBIPYIIBUIBIK MOICHUETTIH MaHBI3IbI | 3JIEMEHThl OpraHu3anuoHHOW KynbTypsl. Llean | Goals and values of organizational culture.
JJIEMEHTTEPI. YHBpIMIACTHIPYIIBUIBIK | U LEHHOCTH OpraHu3alMoOHHOW KynbTypsl. | Motivational mechanism for the development and
MOJICHUETTIH MaKcaTTapbl MEH KYHIBLIBIKTAphl. | MOTHBAIIMOHHBI ~ MexaHu3M  pa3Butus u | Strengthening of the company's culture. Leadership
Komnanus MOJICHUETIH JAMBITY MEH | YKperuieHHs KyabTypbl Komnanuu. Jlugepcro u | and  professionalism of management in the
HBIFAUTYIbIH MOTHBALMSUTBIK TETIiri. | mpodeccuoHaInu3M MEHEKMEHTA B | formation and development of organizational
Y WbIMIACTHIPYIIBLIBIK MOJICHUETTI | GOPMHUPOBAHMM M PAa3BUTHHM opraHusamnvonHoi | culture.Effective leadership
KaJbIITACTBIPY MEH JaMBITYIaFbl | KyJIbTYpbl. D peKTUBHBIE nunepckue | competencies.Corporate culture management.
MEHEHKMEHTTIH KOIIOACIIBLTBIFBI MEH | KOMIIETCHIIUH. Y TIpaBJICHNE KOPITOPATHBHOM

KOC10MJIITI. Tuimnai KeII0aCIIbUIBIK | KyJIbTYpOH.

Ky3bIpeTTep.KoprmopaTusTik MOJICHUETTI

Oackapy.

Hocmpexeuzummepi / Ilocmpexeuzumul/ Postrequisites

bocekere kabineTTinikTi 6ackapy

‘ YrpaBiaeHre KOHKYPEHTOCOCOOHOCTBIO

Management of competitiveness

Bazoaprama syncemexwici | Pykosooumens npozpammer/ Programme manager

CeiitoBa I'.T.

‘ Hocmakosa A.E.

CeiitoBa I'.T.
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Busnecmi yuvimoacmeipy | Opzanuzayus ousneca/ Business organization

Oky maxcamut | Yueonasn uenn/Purpose

dopmupoBaHue 3HaAHUM 00
OCHOBOIIOJIATAIONINX XaPAKTEPUCTUK TOBapa,
COCTaBJISIOLINX €ero MOTPEOUTETHHYIO

IEHHOCTh, 4 TaKXE HX U3MEHECHMM Ha BCeEX
oTalax TOBApOABUIKCHHA.

@OopMHUpPOBAHHWE 3HAHUW MO TEOPETHUECKUM
ocHOBaM  Ou3Heca, oOy4YeHHE  HaBBIKaM
NpUMCHCHHA pPAa3JIMYHbBIX MNPUEMOB U CPCACTB
yhpaBieHuss OuzHecoM B cdepe Oyaymien
npodecCHOHATBLHON JeATEeIbHOCTH.

Formation of knowledge about the fundamental
characteristics of the product that make up its use
value, as well as their changes at all stages of
product movement.

Oxovtmy namuceci | Pezynemamot 00yuenus | Learning outcomes

Kypcrsl coTTi Keiin
Oiutim anymbLIap:

- TayapTaHyIblH TEOPHSUIBIK KOHE 9JIICTEMEIiK

HETi3/IepiH, Tayapiap acCCOPTHUMEHTIH PETTEHTIH

HET13T1 HOpMAaTUBTEP/II CUTIATTANIbI;

- YMBIMHBIH ~Tayap acCOpPTUMEHTIH Oackapy

KYHECIHIIe Tayapiapiabl KIKTEy >KOHE KOHATay

oicTepl MEH SJIICTEPIH KAbLIAM BT,

- TayapiapAblH TYTBIHY KAacHETTepi MEH
KOPCETKIIITEPiHIH HOMEHKJIATYpachlH aHbIKTay/a
OHBIH TYTBIHYIIBUIBIK KYHJIBUIBIFBIH KYPAHThIH
TayapJblH HETI3rl CHIIATTaMallapbIHBIH ~HAKThI
AHBIKTAMACKIH OLTipeIi.

aAgKTaraHHaH

ITocne YCIIeIHOT 0 3aBeplLIeHHs
o0yuaromuecsi OyayT:

-OIIUCBIBATb TCOPETUYCCKUEC HU MCTOJUYCCKUC
OCHOBBI TOBApPOBCACHHA, OCHOBHBIC
HOpMATHBBI, PCTIIAMCHTUPYIOIIUE ACCOPTUMCHT
TOBapoB;

— 0000maTh MpUEeMbl ¥ METOJIbI KIacCH(PUKAIIUH]
1 KOJUPOBAHHUS TOBAPOB B CUCTEME YIPaBICHHUS
TOBapHBIM aCCOPTUMEHTOM OpPraHU3aIlNH;
—BBIpaXkaTh YEeTKOE omnpeaeacHue
OCHOBOIIOJIATAIOIMX  XapaKTEPUCTHK  TOBapa,
COCTaBIIAIOIINX ero MOTPEOUTETBCKY O
[IEHHOCTh, B ONPEICICHUH HOMEHKIATYPHI
NOTPeOUTENBCKUX CBOMCTB W IOKas3aTeneit

TOBapOB.

kypea After successful completion of the course,

students will be:

-describe the theoretical and methodological
foundations of commodity science, the main
standards governing the range of goods;
-generalize  techniques and methods of
classification and coding of goods in the
organization's product assortment management
system;

-express a clear definition of the fundamental
characteristics of the product that make up its
consumer value in determining the nomenclature
of consumer properties and indicators of goods..

Ipepexeusummepi | Ilpepexeuzumsr | Prerequisites

ODKOHOMHUKAJIBIK TEOPUS

DKOHOMHYECKAs TEOPUs

|

Economic theor

Kypcmuiy kvickawma mazmynst | Kpamxoe codeparcanue kypca/ Course summary

busnec TypaepiHiH TYCIHIIT JKOHE JKIKTelNyl,
OHBIH JaMyblH yibIMaacTeipy. Opra xoHe
miarblH  OM3HECTI YUBIMIACTBIpY. BeH4ypiiblK
Ou3HecTi yHbBIMIacTeipy. busHecti Kyprizy
dbopmanapel. buszHec CyOBeKTiIepiH Tipkey
TOpTiOl, KOCIMOPBIHHBIH OAHKPOTTHIFBI KOHE
TapaThUTYybI. busznec UH(]PaKYpBUIBIMEIL.

[TonstTne w kmaccudukamus BHIAOB OW3HEca,
opraHusamnus ero pasButusa. OpraHu3zanus
cpenHero u Mayoro OwusHeca. Opranuzamus
BeHUypHOro Om3Heca. DopMbl BesleHHs On3HEca.
[Mopsimok  peructparmmu cyOBEKTOB OW3HEca,
OaHKPOTCTBO M JIMKBHUIAIIHS

npennpuarus. HWudpacTpykrypa OwusHeca.

The concept and classification of business types,
the organization of its development. Organization
of medium and small businesses. Organization of
venture business. Forms of doing business. The
procedure for registration of business entities,
bankruptcy and liquidation of the enterprise. The
infrastructure of the business. Business
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busnecTti 6ackapy. busnec-xocnapnay Herizaepi.
KapxpIIbIK KaMTaMachl3 €Ty KoHE OM3HECTIH
THIMIUTITIH Tangay.

VYupasienue 6uznecom. OCHOBBI OM3HEC-
mianupoBanus. duHaHCOBOE OOEcTIeUESHUE U
aHaym3 3¢G(GEeKTUBHOCTH OW3HEca.

management. Fundamentals of business planning.
Financial support andbusiness performance
analysis.

Ilocmpekeuzsummepi / Ilocmpexeuzumot/ Postrequisites

bocekere kabineTTuTikTi 6ackapy

VYipaBiieHHEe KOHKYPEHTOCIIOCOOHOCTHIO

|

Management of competitiveness

Bazoapnama scemexwici | Pykosooumensv npozpammo/ Programme manager

CetitoBaI'.T.

CetnitoBa I'.T.

CemnitoBa I'.T.
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BackapywoLivlk, wewimoepoi azipney | Paspavomka ynpasnenueckux pewenuii | Development of managerial decisions

Oky maxcamut | Yueonasn uean/Purpose

BackapymbIIbIK IIENIIMHIH MOHI, Ma3MYHBI,
TYpaepi, 0acKapymbLIBIK HIennmepai
S31pJIeylliH OpTYpJli aJIrOpUTMIEpl Typajbl
ipremi  OUTIMII  KaJBIITacCTBIPY. 3aMaHayHu
JKETJIIK  TEeXHOJOTHsUIapMEH, op  Typii
xkarpaiinapaa PPXK  kxysere acwlpyAblH €H
YTBIMJIBI  YHBIMIACTBIPYIIBUIBIK (hopMaliapbiMEeH
taHbicy. KoHpeccHusuiblK KbI3MeT >KyHeciHJe
OacKapyIIbUIBIK IIENiMIep KaObuigay YIIiH
CaHJBIK JKOHE camajblK Tajjay IKYprizy
JaFIbUIAPBIH JAMBITY.

dopmupoBanre (PpyHAAMEHTAIBHBIX 3HAHUI
0 CYLIHOCTH, cojep>KaHuH, BHIaX
YIPaBICHUYECKOTO  PEIICHUs,  Pa3JIMYHBIX
aIropuTMax pa3pabOTKH  YIpaBIEHYECKHX
pelIeHui. 3HaAKOMCTBO c Hauboee
palMOHAIBHBIMU OpraHu3allMOHHBIMU
dbopmamu ocymiectBieHus PYP B paznuunbix
YCIOBUSIX, C COBPEMEHHBIMH CETEBBIMU
TEXHOJOTHSIMH. Pa3BUBUTHE HaBBIKOB B
MIPOBEICHUU KOJINYECTBEHHOT' O u
KaueCTBEHHOIO aHaiu3a Uil  IPUHATUSA

YIIPAaBJICHYCCKUX pCH_IeHI/Iﬁ B CUCTCMC

Hp(i)eCCI/IOHaJ'IBHO JACATCIbHOCTH.

Formation of fundamental knowledge about the
essence, content, types of management decisions,
various algorithms for developing management
decisions. Familiarity with the most rational
organizational forms of implementation of the
RUHR in various conditions, with modern network
technologies. Develop skills in conducting
quantitative and qualitative analysis for making
managerial decisions in the system of professional
activity.

OKbtmy

namudiceci | Pesynomamot 06yuenus | Learning outcomes

Kypersl coTTi asiKraraHHaH Kedin Oijim
ajlymbLIap:

- 0ackapy MICIIIMiHIH Ma3MYHBIHBIH TCOPHSIIBIK
acCIIeKTUICpiH, OpTYpil Karaainapaa Oackapy
menmiMaepiH  d3ipyiey  mpolleciH, — Oackapy
menIiMAepiHiH ~ camackl  MEH  THIMIUIITIH
Oaranayabpl CHIIATTAN/IbI;

- 0acKapylIbUIBIK IIEHIiMIep KaOblagay YIIiH

CaHIBIK JKOHE CalNalblK Taljay oJICTEpiH
KapaMa-Kapchbl KOSIJIbI;

- KociOm KbI3BMET KaFmadibiHIa  Oackapy
meuriMaepin azipiiey JKOHE KaObL11ay

TEXHOJIOTHSUIAPBIH TYCIHIIpei.

IMocae ycmemHoro
o0yuarommecst OyayT:
-OIHUCHIBATH TEOPETHYECKHUE ACIIeKTBI
COJICp)KaHUS  YTNPABICHUYECKOTO pEIICHHS,
mporecca  pa3pabOTKH  yIPaBICHUYECKHUX
pelIeHui B Ppa3IMYHBIX YCIOBMSX, OLEHKH
KauecTBa U 3 PEKTUBHOCTH yNPABICHUECKUX
pelLIeHUI;

- IPOTUBOIIOCTABIISTh CrocoObl
KOJINYECTBEHHOTO M KAaueCTBEHHOTO aHan3a
JUTSI IPUHATHS YIPaBIEHYSCKUX PEIICHUN;

- OOBSICHATH TEXHOJOTHU DPa3pabOTKH U
NPUHATHS  YNPABICHUYECKUX pEIICHUH B

3aBepiIeHHs]  Kypca

YCIIOBUX NMPO(ECCHOHATBHON AESITEIbHOCTH.

After successful
students will be:
- to describe the theoretical aspects of the
content of a management decision, the process

of developing management decisions in various
conditions,  assessing the quality and
effectiveness of management decisions;

- to contrast the methods of quantitative and
qualitative analysis for making managerial
decisions;

- explain the technologies of development and
management decision-making in the conditions of
professional activity.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MenemKMeHT

MeHeKMEeHT

Management

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue kypca/ Course summary
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backapy mienriMiHiH #MOHI MEH Ma3MYHBI.
backapy mentiMaepiHiH THIIOJOTHSICH KOHE
oJapfa KOWBUIATBIH Tajlanrtap. bacKapyIIbUIbIK
meniMaepai  JalblHaay JKOHE ICKe  achIpy
nporeci. CBIPTKBI OpTaHbl Taljay >XKOHE OHBIH
OacKapyUbUIBIK MISIIIMIASPIl JalblHIayFa KOHE
icke acwlpyra ocepi. benricizmik meH Toyeken
JKarmalpiHaa — 0acKapymIbUIBIK — IIENTiMaepi
JabIHIay JKoHE icke achlpy oaictepi. [lemimmai
o3ipiey JKOHE TaHAay NPOLECIH MOJICNbICY.
[lemimaepai G6ackapy memiMaepiH AadbIHIAY
JKOHE ICKe achlpy oaictepi. backapymbUIbIK
HIeIIiMIEp/IiH canachkl MEH THIMILIIT

CyILIHOCTh U COJEpKAHUE YIIPABIECHYECKOTO
pemeHus.  TuUMojnoruss  ynpaBJIEHUYECKHX
pemieHuit U TpeOOBaHUS, MPEIBSIBISIEMbIE K
HUM. [Ipoumecc moAroTOBKM M peanus3aluu
YIPABICHYECKUX PELICHUN. AHAIN3 BHEIIHEN
cpeabl M €€ BIWAHUE Ha MOATOTOBKY, H
peanu3aiuilo  yIpaBJIEHUYECKUX  PEIICHUM.
IlppuemMpl  DOATOTOBKM W peaju3aluy,
YIPaBJICHYECKUX PEUIEHUH B  yCIOBHUAX
HEOIPEAENCHHOCTH U pHUcKa. MojaenupoBaHue
mpoiecca pa3pabOTKh U BbIOOpa pEIICHUS.
Metonpl  MOATOTOBKM M pealu3aluu
YIPaBICHYECKUX peleHuit pelieHus.
KauecTBo 1 5(ppeKTHBHOCTH yNIpaBIeHYECKUX
pemeHui

The essence and content of the management
decision. The typology of management decisions
and the requirements for them. The process of
preparation and implementation of management
decisions. Analysis of the external environmentand
its impact on the preparation and implementation
of management decisions. Methods of preparation
and implementation, management decisions in
conditions of uncertainty and risk. Modeling the
process of developing and selecting a solution.
Methods of preparation and implementation of
management decisions. Quality and efficiency of
management decisions

Iocmpexeuzummepi | ITocmpexeuzumsl/ Postrequisites

CrpaTerusuiblk MEHEDKMEHTTIH Heri3nepi

OCHOBEI CTpaTeru4eCKoro MCHEIPKMECHTA

Fundamentals of strategic management

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Ecemmxaun I'.E.

Kankabaesa A.E.

ToosutoB K.T.
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Hunosayuanvik onimoep men Kpismemmep mapkemunzi/ Mapkemunz unnosayuonnou npooykuyuu u ycaye/ Marketing of innovative

Oky maxcamut | Yueonasn uean/Purpose

Teopusinblk Heriznepli KaJbINTAaCTBIPy KOHE
WHHOBAIUSJIBIK OHIMA1 HAPBIKKA KBUDKBITYIBIH
MPAKTUKAIBIK SJICTEPIH UTEePY, MHHOBALMSIBIK
aneyerTi JTUArHOCTHKAIAy JIbl, YHBIMIAFBI
WHHOBALMSUIBIK TIPOLIECTI 3€pTTey, COHBIMEH
Karap TYTBIHYIIBUIAPABIH CYpPaHBICTApbl MEH
WHHOBAIIUSJIBIK CaJlalaFbl CYPAHBICTBI 3€PTTEY
SIIICTEpiH OKBITY.

dopMupoBaHUE TEOPETHYECKHX OCHOB H
OBJIAJICHUE  TPAKTHUYCCKHUMH  IpPUEMaMHU
IMPOABMIKCHUA HWHHOBAIIMOHHOI'O IIPOAYKTa Ha
PBIHOK, HN3Yy4YCHHC ANAarHoCTUKHU
WHHOBAIIMOHHOT'O NOTeHLHaNa,
MHHOBAI[OHHOTO TIPOIiecca B OpraHM3aluy, a
Takke OOydYeHHEe MEeTOJaM HCCIeIOBaHUs
3alpocoB  MOTpeOuTeNeid u  copoca B
WHHOBAIIMOHHOM cdepe.

Formation of theoretical foundations and mastering
practical techniques for promoting an innovative
product to the market, studying the diagnostics of
the innovative potential, the innovation process in
the organization, as well as training in the methods
of research of consumer requests and demand in
the innovation sphere.

OKbimy

Kypersl CoTTI KeliH
Oiurima aymbLIap

- JKaHa eHIMJAep MEH KbI3METTep MapKETHUHTIHIH

asiKTaraHHaH

MOHIH, MpPUHIMITEPI MEH  epeKUIETIKTepiH
AHBIKTANIEI, TaKTHUKAJIBIK MHHOBAIUSIIBIK
MapKeTHHr, Oara Oenriiey, ©HIM CasCaThIH,

UHTEPHET-MapKETUHT dJIicTepiy.

- HapbIKKa ’kKaHa OHIM/1 KbUDKBITY OOMBIHIIIA iC-
mapanapabl  JKOCMapjalapl,  MapKETHHITIK
3epTTeyJiep KYPridy, *aHa ©HIM HapbIFbIHIAFbI
OocekenmecTtep  Typadbl  aKmapar  JKWHAy,
0ocekeNecTiKk OpTaHbl Tajjay, >kaHa eHiIMIep/Ii
HapbIKKa [IbIFapy OOWBIHIIA MapPKETUHITIK
CTpaTerusuIapasl 93ipieiai.

- TYTBIHYUIBUIAP/IBIH ~ MIHE3-KYJIKBIH  KOHE
0oceKeNecTiK OpTaHbl Taljay oIICTEepiH
JKaJIbIIay, MApKETUHTTIK CTpaTerusiap bl
azipiey JaF bUTapbIH, WHHOBAIIHSITBIK
Tayapjap MEH FBUIBIMIBI  KaXKETCIHETiH
TEXHOJOTHIapAbl 31piey KoHE Kocmapiay
TOCUIIepiH MEHIepei.

After successful
students will be:
-determine the essence, principles and features of
marketing of new products and services; methods of
tactical innovative marketing, pricing, product

completion of the course,

Hamuceci | Pezynomamot 00yuenusn | Learning outcomes
IMociie  ycrmeumrHoro  3aBepilieHHsi  Kypca
o0yuaromuecst OyayT:

—OMpeAesATh CYIIHOCTh, MNPUHIUIBI U
O0COOCHHOCTH MAapKETHHra HOBBIX MPOJIYKTOB
u YCIyT; METO/IBI TAKTHYIECKOTO
UHHOBAI[HOHHOTO MapKeTHHTa,

LIEHOOOpa30BaHus, MPOAYKTOBOM MOJIUTHUKH,
MHTEPHET-MapKETUHTA.

—TUJIAaHUPOBATh MEpOTPUATHS o
MPOJABMKEHUIO HOBOTO MPOJIYKTa Ha PHIHOK;
BBITIOJHATh MAapKETUHTOBBIE HCCIIECIOBAHMS,
cO6op MH(pOpMaLUU O KOHKYPEHTaxX Ha PbIHKE
HOBOW MpOJYKIHMHU, aHAJIU3 KOHKYPEHTHOM

cpeasl, pa3paldaTblBaThb MapKETUHIOBbIE
CTPATETUH 110 BBIBEICHUIO HOBBIX IIPOLYKTOB
HAa PBIHOK.

—000011aTh METOJbl aHajdu3a MOBEICHUS
norpedureneii M KOHKYPEHTHOW Cpenbl,

BIIQJICTh HaBBIKaMHU pa3paboTku
MapKETUHTOBBIX CTpaTerui, crocobaMu
pazpaboTku u TUTAHUPOBAHUS

WHHOBAIMOHHBIX TOBAapOB U HAYKOEMKHX
TEXHOJIOTHH.

policy, internet marketing.

- plan activities to promote a new product to the
market; perform marketing research, collect
information about competitors in the market of
new products, analyze the competitive
environment, develop marketing strategies to
bring new products to the market

- generalize methods of analyzing consumer
behavior and the competitive environment,
possess skills in developing marketing strategies,
ways of developing and planning innovative
products and high-tech technologies.
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Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

MapkeTuHr MapkeTuHr ‘ Marketing
Kypcmuiy Kbickawa masmynst | Kpamxoe cooeparcanue kypca/ Course summary
MapkeTuHr TYCIHIT1 KOHE xikrenyi | [Touarre u kiraccudukanus MapkeTHHToBbiX | The concept and classification of marketing
WHHOBanusuiap. VIHHOBaNMSUIBIK ~ MapKeTUHr | MHHOBanwmid. [{[eHHOCTHBIN moaxoxa B cucreMe | innovations. Value approach in the system of
Kyhecinaeri KYHIBUIBIK ~ TOCIJII. Onim | nHHOBaNMOHHOTO MapketuHra. [Ipoaykr kak | innovative marketing. The product as a means of

TYTBIHYIIBUIBIK MOcCeJeNiepl MelyaiH Kypalibl | CPEeICTBO peueHus notpedbutenbckux | Solving consumer problems. Market assessment
peringe. HapwikTl Oaranay jxoHe YiibIMHBIH | mpoOieM. OueHka pbiHKa u MapkeTuHrosbii | and marketing potential of the organization. The

MapKeTHHITIK oneyerTi. JKaHa ©HIM MeH | IOTEHIHAI OpraHH3aIuu. ITporecc | process of developing and promoting a new
KBI3METTI 93ipyiey JKOHE JKBUDKBITY IMpoIieci. | pa3paboTKH U MpOABHKEHHs HOBorompoaykra | product and service. Management of innovative
Y bIMHBIH HHHOBALUSJIBIK JJaMybIH OacKapy u ycnyrd. Ympaminenue uHHOBarmoHHbIM | development of the organization

pa3BUTUEM OpraHu3alu

Iocmpexsuzsummepi | ITocmpexeuszumet/ Postrequisites

OHEpPKACINTIK MapKETUHT ‘ [TpOMBIIITIEHHBI MapKETHHT ‘ Industrial marketer
Bazoaprama scemexwici | Pykosooumens npozpammor/ Programme manager
YTebaera XK.A. ‘ VYrebaeBa XK.A. ‘ Too6butoB K.T.
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Hunosauusanvt meneoscmenm | Hunosauuonnotii meneoxcmenm | Innovation management

Oky maxcamut | Yueonasn uean/Purpose

CryneHTTepae HMHHOBAIMSIIBIK KbI3MET koHe | DopMmupoBaHUE y CTyACHTOB mpeiacraBinenus | Formation of students ' understanding of
WHHOBalMsUIApabl  Oackapy TeTiri Typaibl | o0  MHHOBAIlMOHHOW  nmesTenbHOCTH | | innovation activity and the mechanism of
TYCIHIKTEpi KaJbINTACTBIPy, HWHHOBAIMAJIBIK | MEXaHHW3ME  yIpaBJeHHsS  HMHHOBAIMIMH, | iInnovation management, acquaintance with the
MEHEKMEHTTIH YHBIMBIK-OKOHOMHUKAJIBIK | 3HAKOMCTBO c opraHusairoHHo- | organizational and economic model of innovation
MOJEIIIMEH TaHEBICY, Kociou KBI3MET | SKOHOMHYECKOW MOJeIpl0 MHHOBanuoHHOTO | management, development of skills in assessing
KarmaiblHIa WMHHOBAIMSUIAPIBIH — THIMAUINIH | MEHEKMEHTa, pas3BuBuTHe HaBbikoB B | the effectiveness of innovations in the context of
Oaranayna JarabpUIapbl JAMBITY oueHke dddexruBHocT  umHHOBaimit B | professional activity
YCIOBHSAX PO ECCHOHATBLHON e TEIbHOCTH

Oxbimy namuoiceci | Pezynomamot 00yuenus | Learning outcomes
Kypcrbi coTTi asiKTaraHHaH keiiin | [lociie  ycmemHoro 3aBepmienusi  kKypca) After successful completion of the course,
oiJTiM asymbLIap: odyuarommecst OyayT students will be:
- MHHOBAIMSJIBIK MEHEIKMEHTTIH TEOPHSUIBIK| -OTPEACIsTh TEOPETHYECKHUE ocHoBbl | -t0 determine the theoretical foundations of
HETi37epiH, HWHHOBANMSIAPABIH  THIMIUTITIH| MHHOBAIIMOHHOTO MEHE/KMEHTa, MeToAMKy | innovation management, the methodology for
Oaranay oliCTeMECiH, BEHIYPJIBIK XKOHE OHU3HEC -| OIEHKU 3¢ hekTuBHOCTH unHoBaruii, | evaluating the effectiveness of innovations, the
nepimrTesik  KapKbUIAHABIPY  MPOIECTEPiHiH| CYIIHOCTh MPOILECCOB BeHUypHOro u Ousuec- | essence of the processes of venture and

MOHIH aHBIKTANIBI,

- HWHHOBAIMSHBIH EPEKIICIIKTePiH YaKbIT
meHOepiMeH  HaKThl  IIEKTENTeH  OHIM
peTinae Oaranaiabl;

— KociOM KpI3MET JKarJaiblH/la HMHBECTUIUSIIAY

AHTeJIbCKOTO (PMHAHCUPOBAHMUS;

-OLIEHMBaTh OCOOCHHOCTHM MHHOBAIUN Kak
NPOIYKTa, YETKO OTPAaHWYEHHOTO paMKaMH
BpPEMEHU;

—OIICHUBATh MPOEKTHI /JJI1 UHBECTUPOBAHUS B

YIITiH jk00anap el Oarayiai/ib.

YCIOBHUAX HpO(I)eCCHOHaHBHOﬁ ACATCIbHOCTH.

business angel financing;

- evaluate the features of innovation as a product
clearly limited by the time frame;
-evaluate projects for investment
conditions of professional activity.

in the

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

KoMmepuusiiblk MEHEKMEHT

‘ Kommepuecknit MmeHEHKMEHT

Commercial management

Kypcmuiy Kbickawa masmynst | Kpamxoe cooeporcanue kypca/ Course summary

HNHHOBaTHKa TEOPHUSCHIHBIH KaJIBIITACYbl YKOHE
OHBIH Kazipri TYKBIPbIM/IaMaJIaphl.
KoMnaHusIHBIH =~ WHHOBAIMSUTBIK ~ KBI3METIH
Oackapy Herizmepi. MHHOBamUsIIBIK TPOIECTI
YUBIMIACTBIPYIBIH OIicTepl MEH (opMaapsl.
KocimopeIHHEIH, ~ MHHOBAIUSIIBIK ~ QJICyETIHIH
JICHreliH aHbIKTay. THHOBAIMSITBIK KOOamap bl

CraHoBJIeHME TEOpPUM HWHHOBAaTUKUM U €€
COBPEMEHHBIE KOHLIETLINH. OcHOBBI
YIpaBJIC€HUS WHHOBALlMOHHOM JI€ATEIBHOCTU
KOMITaHUHU. MeToqbl U (OpMBI OpraHU3aIUuN
WHHOBAllMOHHOro Tmpouecca. OmnpexneneHue
YPOBHS MHHOBAILMOHHOI'O MOTEHIIMana
HNPEIIPHUATHS. Y IPaBI€HUE HHHOBALMOHHBIMH

Formation of the theory of innovation and its
modern concepts. Fundamentals of the company's
innovation management. Methods and forms of
organization of the innovation  process.
Determination of the level of innovative potential
of the enterprise.Managing innovative projects and
evaluating the level of project
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Oackapy »oHe jxo0aapIbIH THIMIUIIK JICHTeHiH | MpoeKkTaMu U olleHKa ypoBHs 3¢ dexruBHoctu | effectiveness. Intellectual property. Small
Oaranay. 3USATKEPIiK MEHIIIIK. larbH | mpoekToB. MHTEIEKTyaIbHAS innovative business. Venture capital financing.
WHHOBAITUSIIBIK Ou3HecC. Benuypibik | coOCTBEHHOCTH. Masblii HNHHOBAIIMOHHBIN

Kap KbLIaHJIBIPY . ousHec. BeHuypHoe hmHaAHCHpPOBAaHUE.

Ilocmpexeuszummepi | Ilocmpexeuzumot/ Postrequisites

OHIIPICTIK MEHEDKMEHT ‘ [Tpon3BOACTBEHHBIN MEHEIXMEHT ‘ Production management

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaena XK. A. ‘ Vrebaena JK.A. ‘ Too6sutoB K.T.
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bpanounz/bpanounz/Brending

Oky maxcamut | Yueonasn uean/Purpose

OpPHIMHT CaJlachlHIa MapKETHHITIK ic-mapaap)
OTKI3y YIIIH CTYICHTTEPAIH MaMaHIbIK UTEPY
Ke31H1e KociOu O11iMi1 MEH 1CKepIiriH

dopmupoBaHUE y CTYZIEHTOB
npodeCCHOHAIBHBIX 3HAHUW W YMEHUU TpH
OCBOCHHHU CICHHUAJIBHOCTHU JId IPOBCACHUA

formation of students ' professional knowledge and
skills in mastering the specialty for conducting
marketing activities in the field of branding nnel,

KaJIBIITACTHIPY MapKETHHIOBBIX MEPONPHUATHI B 00J1aCTH using incentive mechanisms for personnel.
OpaHIMHTA
Oxovtmy namuyceci | Pezynemamot 00yuenus | Learning outcomes
Kyperbl  cotTi askraranHaH keiiin Outim | [ocsie ycmemHoro 3aBepmienusi kKypea | After successful completion of the course,
aJymbliap: odyuarommecst OyayT: students will be:
-Openarepai  93ipiey  MeH  OKBUDKBITYIBIH | —ONKCHIBAaTH  MeTOJoJormueckue ocHOBHI - describe the methodological foundations of brand
oNliCHAMaJNbIK HETI3/IepiH, 3epTTeNIeTiH KypCThIH | pa3paboTku ©  npojaBmwkeHus  OpaHzos, | development and promotion, the main categories

HET13T1 KaTeropusUIapblH CUMATTal alajbl;
OpeHIUHT MoceJIeNIepiHe KATBICTEI
MapKETHUHITIK Maceleep MeH HaKThI
HapBIKTBIK  JKaFmalmapael  Tanjgay, bpenu-
MEHEP)KMEHT caJlaChIH/IaF bl TYpIi ic-
niapanapasl OTKI3Y MYMKIHAIKTEpiH
OarajafiTeIH OONaIbL;

- Opena noptderin 6ackapy mpouecinae apTypai
omicTeplli  KOJJAHy JaFabUIapbiH, OpEHITIK
KOMMYHUKAIUSIApAbl TMaijanany Aarabliapbig
TalKbUIaW ajgamsl,

- OpeHAMHT callaChIHAAaFbl MapKETHUHITIK ic-
niapanapabl  YUBIMAACTRIPYJIa KOHE OTKI3y/e
OpeHIMHITIH apHailbl TEPMHUHOJOTHSICHI MEH

JIEKCUKACHIH KOJIJJaHy bl Oarananbl.

OCHOBHBI€ KATETOPUH U3yIaeMOT0 Kypca;
—aHaJI U3UPOBATHMAPKETUHIOBBIX MTPOOIIEM U

KOHKPCTHBIX PBIHOYHBIX CHTyaHHﬁ,
KaCaromuxcs BOITPOCOB 6p9H,Z[I/IHFa,
OLCHUBATb BO3MOXHOCTHU IPOBCACHUA

pa3IUYHBIX BUIOB MEPONPHSITHI B 00JacTH
OpIHA-MEHEKMEHTA;

—00CyX1aTh HaBBIKU MIPUMEHEHHUS
Pa3IUYHBIX METOJIOB B MPOLIECCE YIpPaBICHUS
nopTdenem OpoH/IOB, HaBBIKAMU
UCITOJIb30BAHMSIOPIHI-KOMMY HUKAIIHIA;
—OIICHUBATh  NPUMEHEHHE  CICIHAIBHOM
TEPMUHOJIOTUM M JIEKCHUKH OpdIHAMHTa, B
OpraHu3alUu U MPOBEJICHUH MapKETUHTOBBIX
MEpOMPHUATHH B 00JIaCTHOPIHANHTA.

of the course being studied;

- analyze marketing problems and specific market
situations related to branding issues, evaluate the
possibilities of holding various types of events in
the field of brand management;

- master the skills of applying various methods inthe
process of brand portfolio management, the skills
of using brand communications;

-competent in the application of special
terminology and vocabulary of branding, in the
organization and conduct of marketing activities in
the field of branding.

Ilpepexeusummepi | Ilpepexeéuzumot | Prerequisites

MapkeTuHr

MapkeTuHr

Marketing

Kypcmuiy Kbickawa mazmynst | Kpamxoe codeparcanue kypca/ Course summary

Bbpenn sxone OpenauHr. bpeHauHT mIporeci.

bpenn noprdenin 6ackapy. bipikripinren

Bpaan u 6panaunr. [Ipomecc OpaHauHTA.
VYupasneHnue noprdenemM OpIHIO0B.

Brand and branding. The branding process. Brand
portfolio management. Integrated brand
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OpeHI-KOMMYHHKanusiap. bpenari HHTerpupoBaHHbIe OPIHI-KOMMYHHKALIHH. communications. Brand capitalization. Legal
KalnuTalaadaHabIpy. Bp3H,[[I/IHFTiH KYKBIKTBIK Kamuranuzamusa 6p3H;La. HpaBOBme ACIIEKTEI aspects of branding.
acCIIeKTiIepi. OpaHAMHTA.
Ilocmpexeusummepi | Ilocmpexeuzumot/ Postrequisites
Bocekere kabineTTUTiKTI Gackapy ‘ VYipasieHre KOHKYPEHTOCIIOCOOHOCThIO ‘ Management of competitiveness
Bazoapnrama scemexwici | Pykosooumens npozpammor/ Programme manager
Ceiirosa I'.T. | Ceiirosa I'.T. | Ceiirosa I'.T.
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Ilepconanowvt 6ackapyl Ynpaenenue nepconanom/ Personnel Management

Oky maxcamut | Yueonasn uean/Purpose

Crynentrepe nepcoHa abl Oackapy oficTepi,
YUBIMHBIH KaJPJIBIK KYPAMBIH KaJbIITACTBIPY
NpoIeCi, MEPCOHANbI IaMBITY JXOHE OKBITY
JKOHE OHBI BIHTAJAHABIPY Typaibl >KyHenri
TYCIHIK KanbImTacTeipy. [[oH >KYMBIC OpHBIH
YHBIMIACTBIPY, MEepCOHANIFa  KaKETTUIIKTI
xKocrapiay, MIePCOHAIbI BIHTAJIAHIBIPY
TETIKTEpIH NaiiiananynaF blIapbIH 1aMbITabl.

@opMHUPOBAHUE Y CTYIEHTOB CHCTEMHOIO
NpCACTaBICHUSA (6] MeTogax YIIpaBJICHUA
nmepcoHaaoM,  Iporecce  (GOPMHUPOBAHUS
KaJpOBOT0 COCTaBa OpTraHU3aIlNu, O Pa3BUTUU
1 00y4YeHHS TIepcoHasia U ero MOTHBAIIHH.
,Z[I/ICIII/IHJ'[I/IHa pa3BHUBacCT HaBBIKHN B
OopraHu3anuy padovyero Mecra, MJIaHUPOBAHUS
MOTPEOHOCTH B TIEPCOHAJE, HMCIOJIb30BAHUU
MEXaHH3MOB CTHUMYJIMPOBAHHUS IIEPCOHAIIA.

Formation of students ' systematic understanding
of the methods of personnel management, the
process of forming the personnel structure of the
organization, the development and training of
personnel and their motivation.

The discipline develops skills in the organization
of the workplace, planning the need for personnel,
using incentive mechanisms for personnel.

OKbimy

Hamuoceci | Pezyromamot 00yuenus | Learning

outcomes

Kypersl coTTi asikraranHaH Keilin Oijim
ajgymbLiap:

- MepcoHaAbl Oackapy JKeHIHAETi YHBIMHBIH
KBI3METIH peTTeUTIH 3aHHaMaJIbIK JKOHE
HOPMATHUBTIK - KYKBIKTBIK aKTiIep/Ii aHBIKTANIbI,
- eHOCKaKbl TOJIey HbICAHAAphl MEH XKYHenepiH,
eHOCK IapThIH d3IpJiey JKOHE Kacacy >KOHE
eHOeK JaynapblH peTTey TopTiOiH Oaranait
amajpbl;

- KOCIMOPBIHHBIH ~ JamMy  TEpPCIeKTUBAJIaApPbIH
€CKepe OTBIPHINT Op TYPJlI MaMaHIBIKTap MEH
OIMIKTUTIKTEpAEri  MepcoHalfa  KaXeTTITIKTi
Oomxay OoibiHIIA AaFrAbUIAPABLI  J3IPICUTIH
Ooamgpl,

- IEPCOHANIBI
SKOHIHET1

IpiKTEYy
KOHE

TapTy, IpIKTey KOHE
KYMBICTApIbl  aFbIMJIaFbl
MEePCIIEKTUBAITBIK XKocTapiayabl Ky3ere
acelpyJarbl  IC-KMMBIT ~ TOpTIOIH  cumarray,
MepCOHAJIBIH KbI3METIH OaKpuIay XoHe Oaranay
paciMiepiH, 9IiCTEepiH d3ipaehmi.

ITocie ycmemHoro
o0yuaromuecst OyayT:
-BbISABJIAATH 3aKOHOJATCJIbHBIC 1 HOPMATHBHO-

3aBeplIeHHsT Kypca

IMIpaBOBLIC aKThI, pPEeriIaMCHTHUPYOIINE
ACATCIIBHOCTh OpraHu3anyu 110 yIpaBJICHUIO
MNCPCOHAIIOM;

-OLICHUBaTh (QOPMBI M CHUCTEMBI OIUIATHI
TpyAa, HOPSIAOK pa3pabOTKH M 3aKJIIOYEHUS

TPyAOBOTO  JOrOBOpa U  pEryJIMpOBaHUs
TPYIOBBIX CIIOPOB;
-IPUMEHATh HABBIKM B  pa3paboTke 1O

IMPOTrHO3UPOBAHUTIO HOTpe6HOCTI/I B IIEpCOHAJC

pa3IAYHBIX CIIEUAIBHOCTEN 51
KBATM(UKAIMA C  YYE€TOM  IEpPCIEKTUB
pa3BUTHS IPEINPUATHS;

-OIIUCHIBATH MOPSIIOK JeCTBUU B

OCYHICCTBJICHUU TEKYLICTO U ICPCICKTUBHOTO
IJIAaHUPOBAaHUA pa60T o IMpUBJICYCHUIO,

noxoopy u oToopy rnmepcoHana,
pa3pabaTbIBaTh MPOIETYPHI, METO/IbI
KOHTPOJIS u OILICHKH JEATEIbHOCTH
nepcoHara.

After successful completion of the course,
students will be:

- identify legislative and regulatory legal acts
regulating the activities of the personnel
management organization;

- evaluate the forms and systems of remuneration,
the procedure for the development and conclusion of
an employment contract and the regulation of labor
disputes;

- apply skills in the development of forecasting the
need for personnel of various specialties and
qualifications, taking into account the prospects
for the development of the enterprise;

- describe the procedure for the implementation of
current and future planning of work on the
recruitment, selection and selection of personnel,
develop procedures, methods of monitoring and
evaluating the activities of personnel.

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
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MeHemKMeHT

MenemxMeHT

| Management

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeporcanue xkypca/ Course summary

[Tepconain bl Oackapy TEOPHSICHI MEH
omicremeci. IlepcoHan KpI3MeTi KoHE OHBIH
JKYMBIC iCTeyiHE KOMBLIATBIH HETi3r1 Tajamrap.
¥UBIMHBIH ~ KaJpJBIK  cascarbl. YUBIMHBIH
nmepcoHanabl 0Oackapy CTpaTerusichbl. ¥ HBIM
NepCcoHaNbIH  Jkocmapiay. Kezmerkeprepain
MapketuHri. Kazapnmapael  ipiktey, ipikrTey,
KaObuIIay xkoHe Oocaty. IlepcoHanabiH eHOEK
HOTWXenulrin ~ Oaramay.  Keismerkepiepai
oKbITYy. Ilepconanapl kocinTik Oaraapiay >KoHE
eHOekke Oeitimaey. IlepcoHanawsiH icKepiik
MaHcaObIH Oackapy. Kanp pesepBiH Oackapy.
[TepconannpiH €HOEK KbI3METIH BIHTAJAHIBIPY
JKOHE BIHTANaHAbIpy. KpI3MeTkepnepliH eHOek
eTeMaKhbICHI xyieci. [lepconanaer 6ackapy xoHe
TuiMzatirin Oaranay. Keismetkepnepaid aymuTi.

Teopuss W METOHOJIOTHS  yIIpaBJIEHUS
nepconanoM. Cinyx0a mepcoHana u OCHOBHbBIE
TpeOoBaHusi K €€ (YHKIHOHUPOBAHUIO.
KanpoBas nonutuka opranuzauuu. Ctpareruu
yIOpaBji€HUs  I[EPCOHAJIOM  OpraHU3aluu.
[InanupoBaHue TepcoOHaNa  OpPraHU3aLHH.
Mapketunr niepconana. IlombGop, ot6op,
npueM M BBICBOOOXKIeHHE KaapoB. OrneHka
pe3yIbTaTUBHOCTHU Tpyna IepcoHaIa.
O6yuenue mnepconana. [Ipodopuenramus u
TpYyZOBas ajanTanusepcoHana. YpaBlieHUe
JIENIOBOM Kaphepod TMepcoHala. YIpaBlICHHE
KaJpOBBIM  pE3EPBOM. MoTtuBanus u
CTUMYJIMPOBAHHE TPYIOBOH JESATEIBHOCTH
nepconana. Cucrema KOMIIEHCAllUM TpyJda
paboTtHukoB. OueHka 3(PeKTUBHOCTH W
yIpaBJeHUs! IEPCOHAIOM. AyIUT IepcoHasa.

Theory and  methodology of  personnel
management. The personnel service and the basic
requirements for its functioning. Personnel policy
of the organization. Strategies for managing the
organization's  personnel. Planning of the
organization's personnel. Personnel marketing.
Recruitment, selection, admission and release of
personnel. Evaluation of the performance of the
staff. Staff training. Career guidance and labor
adaptation of personnel. Managing the business
career of the staff. Management of the personnel
reserve. Motivation and stimulation of the work
activity of the staff. The system of workers '
compensation. Evaluation of the effectiveness and
management of personnel. The audit staff.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

CenitoBa I'.T.

CetnitoBa I'.T.

| CeiiroBa I'.T.
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Mapxkemunemix manoay | Mapxkemunzoewtit ananus/ Marketing analysis

Oky maxcamut | Yueonasn uean/Purpose

Kacinrik KBbI3MET KyHeciHae TYPBIC
MapKETHHITIK MIEeIiMIep KaObUigayFa MyMKIHIIK
Kacayra OarbITTaqFaH YWbIMJaFrbl MAPKETHUHITIK
TajggaylblH TEOPHUSUIBIK JKOHE MPAKTHKAJIBIK
Macelnenepi, OHBI JKYPri3y HBICAaHIAapbl MEH
omictepi OOWBIHINIA CTYISHTTEPAl JaspiiayablH
KOKETTI JCHICHIH KaJbIITACThIPY

dopMupoBaHue  HEOOXOAUMOTO  YPOBHS
MOATOTOBKH CTYJEHTOB 10 TEOPETHYECKUM U
MPAKTUYECKUM BOMPOCAM MAPKETHHTOBOI'O
aHanuM3a B OpraHu3auuu, ero d¢opmaM Hu
METOoJaM BCACHUA, HaIllTpaBJICHHBIX Ha
CO3[laHWe BO3MOXKHOCTH IS  TNPUHATHA
NpaBUJIBHBIX MAapKETHHTOBBIX pELICHUN B
cucrteMe MpoecCOHaTBHON IeATEIbHOCTH

Formation of the necessary level of training of
students on theoretical and practical issues of
marketing analysis in the organization, its forms
and methods of conducting, aimed at creating
opportunities for making the right marketing
decisions in the system of professorial activity

Oxpimy

namuceci | Pezynemamot 00yuenus | Learning

outcomes

Kypersl coTTi asikraraHHaH Keilin Oijim
alymbLIap:

- MapKeTHHITIK TaJJayJblH MaKcaTTapbl MEH
Ma3MYHBIH, OHBIH OJICTEpi MEH OJiCTepiH,
COHJali-aK aKnapaTThIK Oa3aHbl CUIMATTANTHIH
OoJaibl;

- caThlll alylIbUIapFa, OJapAblH KajlayblHa,
Tayapjap MEH Tayap cascaTbiHa, aCCOPTHMEHT
MEH aCCOPTHMEHT casicaTblHa, 0aFa cascaTbhiHa,
caTy MEH cary cascaTblHa, MapKETHHITIK
KOMMYHUKaIHsIapFa Tanaay KYPprisy,
0OOoCeKeNecTiK OpTaHbl Oaraansl;

- MapKeTHUHITIK OpTaHbl TajjayFa MakKcaT KO
NPOIECIH  CUMNATTay, MAaPKETHHITIK aKIapaTThl
KHHAY JKOHE Tayiay; MapKETHHITIK 3epTTeyyepe
KOFaMJIbIK MIKIp MeH (OKyc-TONTapra cayaaHaMma
KYprizeai.

IMocie  ycmemHoOro 3aBepuieHHsT  Kypca

ob0yuamommecs Oyayr:

—OIHUCHIBAThH nenu u cojep)KaHue
MapKeTUHIOBOI'O aHajiu3a, €ro MeTOAbl M
NPUEMBI, a TaKKe MH(POpPMaLMOHHYIO 0a3y;
—MpOBOJIUTh  AaHAIM3 TNOKyMarened, Hux
NPEANOYTEHNI, TOBAapoOB U  TOBApHOU
MOJUTUKH, aCCOPTUMEHTa M aCCOPTUMEHTHOU
MOJINTHKH, I[IEHOBOM IIOJIMTHKH, COBITA M

COBITOBOM  MOJUTUKH,  MApPKETHUHIOBBIX
KOMMYHHUKAaIHH, OLIEHKY  KOHKYPEHTHOMU
cpensl;

—ONHUCHIBATh MPOIECC TOCTAHOBKU IIeNIeH
aHaJgu3a MapKEeTHMHTOBOW cpeabl; cOopa u
aHaJdu3a  MapKeTMHTOBOW  WH(oOpManuw;
IPOBEACHUEM  ONPOCOB  OOILIECTBEHHOTO
MHEHHsSI U (OKyC-TPyNIl B MapKETHHIOBBIX
UCCIIEOBaHUSX.

After successful completion of the course,
students will be:

-describe the goals and content of marketing
analysis, its methods and techniques, as well as the
information base;

-to analyze buyers, their preferences, goods and
product policy, assortment and assortment policy,
pricing policy, sales and marketing policy,
marketing communications, assessment of the
competitive environment;

-describe the process of setting goals for
analyzing the marketing environment; collecting
and analyzing marketing information; conducting
public opinion polls and focus groups in marketing
research.

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTuHrTiK 3eprTeyiep, MapkeTuHr ‘ MapkeTHHroBble HCCleA0BaHusA, MapKeTHHT ‘

Marketing Research, Marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeparcanue xkypca/ Course summary

MapKCTI/IHFTiK TaJlAayAblH MaKCaTbl MCH

Ma3MYHBI, CaThIIT aJIyIIbUIAPIbI TAIAY.

enu u conepkaHnue MapKeTUHTOBOTO aHa-
Jv3a, aHAIN3 NOKymaresneil. AHaanu3 KOHKY-

Objectives and content of marketing analysis,
customer analysis. Analysis of competition and
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nmeH OacekenecTepmi
Tayapmap MeH Tayap casicaThlH Tajjaay.
ACCOPTUMEHT TI€H aCCOPTHUMEHT CascaThblH
tanaay. bara cascateia Tannay. Cary xoHe cary
casicaTblH Tanjgay. MapkeTHHT TiK
KOMMYHHKAIUsIapAbl Taingay. KocimopbIHHBIH
’KapHamachiH Tanjaay. KocimopblHAarbl

MapKETHHITI YHBIMIACTHIPYIbI TAJIIAY .

bacekenecTik Tanaay.

PEHLIMM U KOHKYPEHTOB. AHalau3 TOBapOB U
TOBAPHOM MOJIMTUKHU. AHaIW3 acCOPTUMEHTa

U  aCCOPTUMEHTHOW MOJUTUKH. AHanu3
[IEHOBOM TOJMUTHKU. AHanu3 cOblTa u
COBITOBOM  MOJWUTUKUA. AHaIW3  Mapke-

TUHTOBBIX KOMMYHHUKAIMA. AHAJIU3 peKIamMmbl
npeanpuaATus. AHaau3 OpraHu3zaluu
MapKETUHTa HA IPEeANPUATHI

competitors. Analysis of products and product
policy. Analysis of the assortment and assortment
policy. Analysis of pricing policy. Analysis of
sales and sales policy. Analysis of marketing
communications. Analysis of the company's
advertising. Analysis of the organization of
marketing in the enterprise.

Iocmpexsuzummepi | ITocmpexeuszumel/ Postrequisites

CTpaTeFI/IHJ'IBIK MapKCTHUHI

Crparernueckuii MapKeTHHT

Strategic marketing

Bazoaprama scemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaena JK.A.

Vrebaena JK.A.

ToosutoB K.T.
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Backapywiioik manoay | Ynpaenenueckun ananuz | Managerial analysis

Oky maxcamut | Yueonasn uean/Purpose

YitpiMaa KaObUITaHATBIH KBICKA MEp3iM/Ii jKoHE
y3aK Mep3iMi MmemiMAepAl FBUIBIMH HETi3/ey
YUIIH TEOPHUSJIBIK HETi3/Iepal KaJbINTaCThIPy
JKOHE 0acKapyIIbUIBIK TaJIIayAbIH MPAKTUKAIBIK
QJIiCTEpiH MEHTEPY.

DopMHUPOBAaHNE TEOPETUYECKUX OCHOB H
OBJIAZICHUE  NPAKTUYECKUMH  IPUEMAMHU
YIPaBIEHYECKOIO aHajlM3a JUIi Hay4dHOIO
000CHOBaHMS TPUHUMAEMBIX KPAaTKOCPOUYHBIX
Y JOJTOCPOYHBIX PEIICHUN B OpraHU3al1U.

Formation of the theoretical foundations and
mastering the practical techniques of management
analysis for the scientific justification of short-term
and long-term decisions in the organization.

OKbimy

Hamuceci | Pezynomamot 00yuenusn | Learning outcomes

Kypcrbl ¢3TTi asiKTaraHHaH KeiiH OL1iM
ajxymbLiap

- 0acKapyWbUIBIK TaJIayAblH MOHIH, OHBIH
SicTepi MEH 9MiCTEepiH, COHAAN-aK aKMapaTThIK
0Oa3aHbl CUIATTANIBL,

- YHBIM KBI3METIHIH HOTWXKEJ KOPCETKIIITepiHe
ocep eTeTiH (pakTopiapabl aHBIKTAN/IbI,

- YiBIM KBI3METIHIH (yHKITMOHAJIIBIK
cajlaiapbIH/a 0acKapyIIbLUIbIK Tangay
JIaFIbUIAPBIH KOJIIaHA b,

- KociOM KbI3MET JKyHeciHae OacKapylIbUIBIK
Tanaay OLIIMIH MPAKTUKATBIK KOJIJaHy
OeJirinae Ky3bIpeTTUIIKTI KOpceTe .

ITocne ycmemHoro 3aBeplieHHs] Kypca
oOyuaromuecst OyayT:

— OIUCHIBaTh CYIIHOCTh YIIPaBJICHYECKOIO
aHaju3a, €ro METOAbl U IIPUEMBI, a TakKke
nHpOpMaAMOHHYIO 0a3sy;

—BBIABIIATH (DAKTOPBI, OKAa3bIBAIOLIME BIIUSHHE
Ha pe3yJIbTaTUBHbIE MOKa3aTeNu
NeSITeIbHOCTH OpraHu3aly;

—TPUMEHSTh HaBbIKH YNPBICHYECKOTO aHAIN3a
B (DyHKIMOHAJIBHBIX 00JIACTSX JAESTEIbHOCTH

OpraHu3aInu;
—TOKa3bIBaTh ~ KOMIIETEHTHOCTh B  YacTH
MPAKTHYECKOTO MIPUMEHEHUS 3HaHUN
YIpPaBJIEHYECKOr0  aHalu3a B  CHUCTEME

npdeccHoHaNbHON eI TeNbHCTH

After successful
students will be:
-describe the essence of management analysis, its
methods and techniques, as well as the information
base;

-be able to determine the economic effect of using
logistics;;

-possess the skills to determine the optimal waysin
which material flows should go;

-to demonstrate competence in the practical
application of knowledge of management analysis
in the system of professional activity.

completion of the course,

Ilpepexeusummepi | Ilpepexeusumot | Prerequisites

OKOHOMUKAJIBIK TEOpHsl, DKOHOMMKAAFbl
CTAaTUCTUKAIIBIK dJIiCTEP

DKOHOMUYECKas TCOpHUA, CTaTHCTHYECKHE
METOAbI B DOKOHOMHKCEC

Economic theory, Statistical methods in economy

Kypcmuiy kbickawa mazmynot | Kpamkoe cooeporcanue kypcal Course summary

Backapymbuisik TaayIbIH
Heri3aepi. Pecypcrapasl naitnanany MeH eHzipic
HOTHIKEJIEPIH DKOHOMHUKAIBIK Tajjay. OHiIMIi
(>KyMBICTApIBI, KbI3METTEP/Ii) eHIpyre
apHaJIFaH  IIBIFBIHAAPABI  Tanjgay.  HakTel
HOTWIKEJIEPIiH JKOCHAapJIaHFaHHAH ayBITKYBIH
tannay amicrepi. Ilexti tammay. CerMeHTTIK

TEOPUSIIBIK

TeopeTnueckne OCHOBBI YIPABICHYECKOTO
aHanus3a. DKOHOMHYECKHI aHaIu3
WCIIOJIb30BaHUSI PECYpPCOB M PE3yJIbTAaTOB
MIPOU3BOJCTBA. Ananus 3aTpar Ha
MPOU3BOACTBO MPOAYKIUU (paboT, ycCayr).
Metobl aHaNMM3a OTKIOHEHUH (DaKTHIECKHX
pe3yJIbTaTOB OT IJIAHOBBIX. MapKMHAIbHBIN

Theoretical foundations of management analysis.
Economic analysis of resource use and production
results. Analysis of production costs (works,
services). Methods for analyzing deviations of
actual results from planned results. Margin
analysis. Segmental analysis. Marketing analysis.
Investment analysis.
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tannay. MapKeTHHTTIK Tayigay. THBECTHIMSITBIK
Tanjay.

a"anu3. CerMeHTapHbBIN aHAIIN3.
MapkeTuHroBeli ananu3. MHBECTUIITMOHHBIN
aHaIu3.

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

CetitoBaI'.'T

CentoBaI'.T

TooOsut0B K.T.
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2 4 Kypc cTyleHTTepiHe apHAJIFaH JJIeKTHUBTIK moHAep / DaeKTUBHbIE JUCHUILINHBI 1JIs1 cTyaeHToB 4 kypca/ Elective

subjects for 4 st year students

Koizsmem kopcemy canacvinviyy mapkemunei/ Mapkemune cgpepuor ycaye [Service sector marketing

Oky maxcamut | Yueonasn yenn/Purpose

OiTiM almymIpuTapaa Tayap MeH KOCITOPBIHHBIH
Oocekere KaOLIETTUTIK JeHreliH Oackapy >KoHe
aHbIKTay OOWBIHIIIA TEOPUSIIBIK OLTIM MEH
NPAaKTUKATBIK JaF IbIapIbl KAJIBIITACTHIPY.

dopmupoBaHue y oOydaromuxcst
JOCTAaTOYHBIX JJIsL ycnemHoﬁ
npodeCCHOHANBHON NEATeIIbHOCTH 3HAHUU U
yMEHUH B 00J1aCTU MapKeTHUHIa yCIIyr

formation of students ' theoretical knowledge and
practical skills in managing and determining the
level of competitiveness of goods and enterprises.

Oxpimy

namuoiceci | Pesynomamot 06yuenusn | Learning outcomes

Kypersl  coTTi
ajxymbLiap

- KocimopeIHAapAbIH ~ Oocekere
TEOpUsCHI OOWBIHIIA HETI3Ti
AHBIKTANTBIH 0OJIaIbL;

- cajla epeKIIeNiriH ecKepe OTBIPHIN, OHIMIEp
MEH KOCIMOPBIHIAPIBIH O9ceKkere KaOuIeTTiuTirin
Oarayay oJIiCTEMECiH KOJIJJaHa aJlaJibl;

KaOUIeTTiIIK
iprem  OumiMai

- KOCITOPBIHHBIH OaceKenecTik OpTachiH
JIMarHOCTHKAJIAY IICTEMECIH TOXipuOe skacaiipl,
- Tayap MEH  KOCIMOPBIHHBIH  OoceKkere

KaOLIETTLIIK AeHTeHIH Oarajial ajlagbl.

asIKTaraHHaH KeliHn OijaiM

IMocae  ycmemrHoro
oOyuarommecst OyayT:
- OIIpeeNsITh OCHOBHBIE (pyHIaMEHTabHBIE
3HaHUS 10 TEOPUH KOHKYPEHTOCHOCOOHOCTH
NpeANpUsITUH;

-IIPUMEHSTh METOJIUKHU OLICHKH
KOHKYPEHTOCIIOCOOHOCTH NPOAYKLIHH u
MPENPUATHH C y4ETOM CIEeIU(PUKN OTPaCIH;
-3KCIIEPUMEHTHUPOBATh METOAUKY JTUArHOCTUKU
KOHKYPEHTHOW Cpefbl MpearpHsIThs;

- OIICHWBAaTh YPOBEHb KOHKYPEHTOCTIOCOOHOCTH
TOBapa UIPEANPHUATHS.

3aBepIIeHUs

Kypca

After successful
students will be:
- understand the basic fundamental knowledge of
the theory of enterprise competitiveness

-be able to apply methods for assessing the
competitiveness of products and enterprises, taking
into account the specifics of the industry;

- master the methodology of diagnostics of the
competitive environment of the enterprise;

- competent in determining the level of
competitiveness of the product and the enterprise.

completion  of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTHHrTi 6ackapy

praBJ’IeHI/IC MapKETUHIOM

] Marketing Management

Kypcmuiy Kbickauwa mazmynst | Kpamxoe cooeparcanue kypca/ Course summary

Keizmer 00BEKTICI  peTiHje.
OtaHObIK TOXKipuOene KbI3METTEpPi ITaMBbITY.
Makpocpena WHyCTpUS cepBuC.
Kei3merTepain kikremyi.  Kpi3mer — Tayap
periHge. Keizmer MapKETUHTIHIH
epEeKIIeKTepi. MapKeTHHTTiK aKmapar.
MapKeTHHTTIK 3epTTeyJepIiH OarbITTaphl MEH

MapKETUHT

VYcenyra kak 0O0BEKT MapkeTuWHra. PasButue
ycayr B OTEUYECTBEHHOU MpaKTHUKeE.
Makpocpena WHAYCTPUHU cepBuca.
Knaccudukamusa ycnyr. Yciyra kak ToBap.
OcoOenHocTu MapKeTUHTa YCHYT.
MapkerunaroBas napopmanus. HampaieHus
u OCHOBHBIE STanbl ~ MapKETHHIOBBIX

The service as a marketing object. Development of
services in domestic practice. Macro environment
of the service industry. Classification of services.
Service as a product. Features of service
marketing. Marketing information. Directions and
main stages of marketing research. The behavior of
buyers in the consumer market of services. Market
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Heri3ri ke3eHaepi. TYTHIHYIIbUTApABIH KbI3MET
KOPCETYHAPBIFBIHIAFbI MiHE3-KYJIKbI. HapbIKTHI
CerMeHTTey. MaKcaTThl CeTMEHTTEp/li TaHJIay.
Tlo3umusinay. TayapasiH jkaHa TYPiH-KBI3METTI
a3ipiiey. OHIMHIH OMIPIIK MUKIi-OyJ KbI3MET.
CTpaTrerusblk xocrapiiay, KbI3MeT
MapKETUHTIH )ocmapiay, 6akpuiay. Kazakctan
SKOHOMHUKACBHIHBIH cajlaJlapblH/la MapKETHHITI
KOJIJJTaHY epeKIIeIiKTepi.

nccaenoBannii. [loBegeHnme mnokymareneil Ha
MOTPEOUTETHCKOM pBIHKE YCIIYT.
CermeHTHpOBaHUE pbIHKA. BBIOOp IeneBbIX
cermeHToB. Ilozunnonuposanue. Pa3padorka
HOBOI'0 BHJa ToBapa-yciyra. JKn3HeHHBbII
LMKJI TOBapa yciyra. CTpareruyeckoe
IJIAHUPOBAaHUE, IUIAHUPOBAaHUE MAapKETHUHIA
yCIIyT, KOHTpOJIb. OCOOEHHOCTH MPUMEHEHUS
MapkeTuHra B 0OTpaciisix SJKOHOMUKHU

Kazaxcrana.

segmentation. Select target segments. Positioning.
Development of a new type of product-
service.

The product life cycle is a service. Strategic
planning, service marketing planning, control.
Features of the application of marketing in the
sectors of the economy of Kazakhstan.

bazoaphama

ascemexwici | Pykosooumenv npozpammsl/ Programme manager

Kunkaiimapoa A.A.

KunkaiimapoBa A.A.

ToosutoB K.T.
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Bacekeze kabinemminizin oackapy/yYnpaenenue konkypenmocnocoonocmoro/Management of competitiveness

Oky maxcamut | Yueonasn yenn/Purpose

birim anymsuiapaa Tayap MeH KOCITOPBIHHBIH
Oocekere KaOIIETTUTIK NEHreliH Oackapy >KoHe
aHbIKTay OOMBIHINIA TEOPUSIIBIK O1TIM MEH
NPaKTUKAIBIK JIaF AbLIAP/Ibl KATBIITACTHIPY.

dopmupoBaHue y oOyJaromuxcst
TEOPETUYCCKUX 3HAHUH ¥ IMPAKTHYSCKHUX
HaBBIKOB TIO YIPABICHHUIO U OMNPEICICHUIO
YPOBHSI KOHKYPEHTOCITOCOOHOCTH TOBapa U
NPEANPUATHS.

Formation of students ' theoretical knowledge and
practical skills in managing and determining the
level of competitiveness of goods and enterprises.

namuceci | Pezynemamot 00yuenus | Learning outcomes

Oxpimy
Kypcrbl ¢3TTi asiKTaraHHaH KeiliH Olxim
ajgymbLiap
- -KOCIMIOPBIHAAPABIH ~ Oocekere  KaOUIETTUTIK
Teopusickl  OOWBIHINIA Heri3ri ipreii  OimiMal

CHUIIaTTANTHIH OOJIabL;

- cajla epeKIIeNiriH ecKepe OTBIPHIN, eHIMAEP
MEH KOCINOPBIHIAAPIBIH Odcekere KaOuIeTTUIIriH
Oarayiay oJliCTEMECiH KOJIJaHaIbl,

- KOCIOPBIHHBIH 00CEKeNeCTIK OpPTachiH

JIMarHOCTUKAIay QIICTEMECIH
MEHrepe/i;
- Tayap MEH KOCIOPBIHHBIH 0ocekere

KaOUJIETTIIIK AEeHreiliH OaFaiaiibl.

MMocne  ycmemHoro
obyuarommecst OyayT:
- ONUCHIBATH OCHOBHBIE (hyHJaMEHTabHbIC
3HAHUS 10 TEOPUU KOHKYPEHTOCIIOCOOHOCTH
MpeanpusTUH;
-IIPUMEHSITh METOJIUKHU OLIEHKHU
KOHKYPEHTOCIIOCOOHOCTH NPOAYKLIHH u
MPEANPHUITHH C y4eTOM CelU(UKU OTPaCIIH;
-BJIAJETh METOIMKON JIMarHOCTUKHU
KOHKYPEHTHOU Cpefbl MpearpusIThs;
- OLIEHUBAaTh YpPOBEHb KOHKYPEHTOCIOCOOHOCTH
TOBapa UTIPEINPHUATHS.

3aBeplIeHUs]  Kypca

After successful
students will be:
- understand the basic fundamental knowledge of
the theory of enterprise competitiveness

-be able to apply methods for assessing the
competitiveness of products and enterprises, taking
into account the specifics of the industry;

- master the methodology of diagnostics of the
competitive environment of the enterprise;

- competent in determining the level of
competitiveness of the product and the enterprise.

completion of the course,

Ipepexeusummepi | Ipepexeusumor | Prerequisites

busnecri yitbimaacteipy, bpenauar ‘

Opranuzanus 6usHeca, bpenauar

Business Organization, Branding

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeparcanue kypca/ Course summary

bocekenectik koHe Oocekere KaOUIETTUIIK
TEOPHSICHIHBIH Herizzepi. Bacexkere
KaOINeTTINIKTIH ~ 9JiCHAMalbIK  acmleKTiepi.
Bocekere KkaGineTTi CTpaTerusiblKk Oackapy
memiMaepiH  d3ipiiey Herizuepi. ©Op Typdai
00BEKTUIEPIIH 0oceKenecTik

apTHIKIIBUIBIKTAPBIH JKIKTEY. OHIM camachl MEH
TYTBIHYIIBUIAp CEpPBHCIH Oackapy oiicrepi.
TayapabiH Oocekere KaOUIETTINITiH, YHABIMIBL,

OcHOBBI Teopuu KOHKYPEHLIMHU u
KOHKYPEHTOCIIOCOOHOCTU. MeTo10JI0ruecKue

acmekThl KOHKypeHTocmocobHocTr. OCHOBBI

pa3paboTku KOHKYPEHTOCIIOCOOHBIX
CTPATeTHYECKUX YIPABICHYECKUX PEIICHUN.
Knaccudukanms KOHKYPEHTHBIX
MIPEUMYIIECTB pa3IUYHBIX 00BEKTOB.
Meroas! ynpaBileHHs] KaueCTBOM IPOAYKIUU
n cepBuca MOTPEeOUTEIICH. Ouenka

Oackapy IKYHecCiHIH oJieyeTi MeH camachliH

KOHKYPEHTOCIIOCOOHOCTH TOBapa,

Fundamentals of the theory of competition and
competitiveness.  Methodological aspects of
competitiveness. The foundations for the
development of competitive strategic management
decisions. Classification of competitive advantages
of various objects. Methods of product quality
management and consumer service. Assessment of
the competitiveness of the product, organization,
potential and quality of the management system.
Competitiveness and competitive strategies.
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Oaranay. bocekere KaOiIETTUTIK KOHE
0OoceKeNecTiK cTpaTerus.

OpraHu3aluy,
CHUCTEMBI

IIOTEHOMAala MW KayecTsa
YIIPABIICHUS.

KoHKypeHTOCIIOCOOHOCTh M KOHKYPEHTHBIC

CTpaTEeruu.

Bazoapnrama sncemexwici | Pykosooumens npozpammsl/ Programme manager

VYrebaena XK. A.

Kankabaesa A.E.

Too6sutoB K.T.
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Humepuem-mapxemunz | Humepnem-mapkemunz | Internet Marketing

Oky maxcamut | Yueonasn uean/Purpose

MapKeTHHITIK MIHAETTEp/1 eIy MaKcaTbIHAA
KOCIMOPBIHAAPABIH IAPYalIbUIBIK KbI3MET1
OapbIChIHIA NalJajaHbIIATBIH HHTEPHET -
MapKETHUHTTiH Ka3ipri 3aMaHFbI
TYXKBIPBIMAaMaChl TyPaIbl KYHel TYCIHIKTI
KaJIBIITACTHIPY .

®@opMUpPOBaHHUE CHUCTEMHOTO MPEICTaBICHUS
HHTEPHET-
xone
XO34MCTBEHHON NEATENbHOCTH MNPENNPUATUN

O COBPEMEHHOW KOHIICTIUU
MapKEeTHHIa, HCTIOJIB3yEMOM B

B IOCJIAX PCIICHUA MApPKETUHTOBBIX 3a/a4.

Forming future competence specialists to use
marketing tools directly or indirectly related to the
Internet when promoting a website, analyzing the
market and competitive environment to ensure
stable development and sustainable growth of a
company or enterprise

Oxbimy naomuoiceci | Pezynomamot 0dyuenus | Learning outcomes
Kypcrbi CoTTI asiKTaraHHaH keiiin | ITocie  ycmemnoro 3aBepmenmusi  Kypea After successful completion of the course,
oiniMmasymbLIap: o0yuarommecst OyayT students will bemust know:
- MApKETHHITIK MOceJIeIep i ey, )KapHaMasblK | -OMUChIBaTh  OocoOeHHOcTH  pasButusi  u | - understand the specifics of the development and
HayKaHaapabl — okobGamay — ymiiH — MaTepHer | mpumeHenuss TexHojormii  Mutepuer s | application of Internet technologies for solving
TEXHOJIOTHSIAPBIH ~ JAaMBITy  JKOHE  KOJJaHy | pelleHuss  MapKeTHHOBBIX  3amad, s | marketing tasks, for designing

EPEKIIIETIKTEPiH CUTIATTaHbI3;

- UnTepHeT-x00a eMipiHiH OapJIbIK HUKIIHKYPY

JKOHE cUTIaTTay,

- %00a eMipiHiH OapibIK OarbITTaphl OOWBIHIIA

MPOEKTUPOBAHUSI PEKJIAMHBIX KaMIIaHMII;

- COCTaBJIATh U ONMHCHIBATH BECH LIUKJI )KU3HHU
WNurtepHeT-npoexra,

- MOJITOTABJIMBATh AHAIMTUYECKUE OTYETHI

advertising campaigns;

- learn how to compose and describe the entire life
cycle of an Internet project,

- they will be able to prepare analytical reports on

AHAJTUTUKAJIBIK ecenrep TaWbIHAAWABI | Mo BceM HampaBieHusM kusHenearensHoctu | all areas of the project's life (market analysis,
(HapeIKTBI Tanmay, OdcekenecTikTi Oarajnay, | mpoekra (anamus PBIHKa, omeHka | competition assessment, promotion methods,
KBUDKBITY TOCUIAEpPl, ayIUTOPUSIMEH JKYMBIC | KOHKYPEHIIMH, CIocoOsl  mpoaBuxeHus, | approaches to working with the audience,
icTey Tocinnuepi, CaHIbIK KOPCETKIITED, noaxoapl B pabore ¢ ayamTopued, | quantitative indicators, sources of funding;
Kap KbLUIaHABIPY KO371epi; KOJMYECTBEHHbIC — IMOKa3aTesnd, HWCTOYHHMKH | - Possess the skills of researching the effectiveness
- BeO-cafTTapAblH THUIMAUITIH 3€pTTey XoHE | (pMHAHCHPOBAHWS; of websites and designing Internet marketing of the
TEXHOJIOTHSIAp/Ibl  TMPAKTHKAIBIK KOJAAHYIBIH  ONMCBIBATH MOPSIIOK neiicteuit | main  methods of practical application of
Herisri  oxicrepiHiH VHTepHET-MapKeTUHTIH | mcciaenoBanus d¢dekruBHocTH caiitoB u | technologies
)obanay TopTiOiH CUIIATTaHbI3 MIPOEKTUPOBAHUS WHTepHeT-MapKkeTHHTa

OCHOBHBIX METO/IOB PAKTHYECKOTO

PUMEHEHHS TEXHOJIOTHI

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
MapkeTuHr ‘ MapkeTuHr Marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepacanue xkypca/ Course summary

MapkeTHHITIK MakcaTrTap YIIiH WHTEPHETTI ‘ Bo03MOXXHOCTH HMCTIOIB30BaHUS UHTEPHET IS ‘ Internet marketing in modern conditions. Means of
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naianany  MyMKiHAiKTepi.  KocimopbIHHBIH
Be6-caiiTel. [31ey MapkeTHHTi. DIEKTPOHIBIK
MOIITa MAapKEeTUHT Kypaibl perinae. MuTtepHer
JKeTmiciHAeri  kapHamMa.  DTHKQJIBIK  €MecC
KBUDKBITY oficTepi. CepiKTecTiK MapKeTHHT.
MapkeTHHITe 9JIeyMETTIK MeIUaHbl Nai1anany.
HNHTepHeTTeri MapKEeTHHT KOCTIAPhI

MapKeTHHT OBBIX IeTeH. Beo6-caiit
NpENNPUATHUSA. ITouckoBBIN ~ MapKETHUHT.
DJIEKTpOHHAass  Io4Ta KakK  HMHCTPYMEHT
MapkeTHHra. Pexilama B CETH HWHTEpHET.
Hestuunsie METO/IbI MPOJABUKECHUS.
[TapTHepckuii mapkeTuHr. Mcrnonb3oBaHue

colMaJbHBIX ceTed B Mapketunre. Ilman

MapKETHUHIa B CCTHU UHTCPHET

marketing communications on the Internet.
Contextual advertising. Search engine website
promotion. Banner advertising technologies.
Internet audience. The basic principles of working
with the audience of the site. Media Planning.
Analysis of the effectiveness of online advertising.
Web analytics. Strategy, planning in Internet
marketing. Evaluation of the effectiveness of
Internet marketing activities.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

TooruioB K.T.

Too6sutoB K.T.

‘ Too6sutoB K.T.
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Mapxemunzmezi aknapammolk, scyienep men mooeinvoey/ Hngpopmauuonnvie cucmemvt u mooenuposanue ¢ mapkemunze | Information systems

and simulation in marketing

OKy maxcamut | Yueonas uean/Purpose

MapkeTuHrTe 3aMaHayu aKIapaTThIK
TEXHOJOTHSUIApAbl  KOJJAaHy  MYMKIHIIKTEpi
Typabl )KYHEIiK HICSHBI KaJbIIITaCTHIPY.

«1C:byxranrepun 8» .CEOC canplk ecenrimiri
HBICAHIAPbIH TONTBHIPY YimiH. Project EX-pert-te)

Kap KbUTBIK TaJ1ay YIIiH OaFaapiaManapisl
KYpy Jarapliapbl MEH  KY3BIPETTUNIKTEpPiH
JaMBITy. MapKETHHITErl aKHNapaTThIK Kykenepi
MPaKTUKAIBIK KOJIIaHY CajlaChIHIaFbl
KOCBIMIIIATAP bl TECTUICY )KOHE Tallay.

DopMHUPOBAHUE CHUCTEMHOI'O IPEICTABICHUS

0 BO3MOJKHOCTSIX WCTIOJIb30BaHUS
COBPEMEHHBIX MH(OPMAIIMOHHBIX TEXHOJIOTHUMA
B MapkeruHre. OOydeHue mporpamme

«1C:byxrantepun 8» mis 3anoiaHeHus GopMm
HanoroBoil oruerHocty B COHO. Passutue
HaBBIKOB M KOMIIETEHUMH MO HaCTpoOike
nporpamMM Uit (PMHAHCOBOTO aHallM3a B
Project Ex-pert., TecTupoBaHHS W aHaIM3a
NPWIOKEHUH B 00JacTH MPAKTUYECKOIO
UCIIOJIb30BaHUsI MH(QOPMALIMOHHBIX CHCTEM B
MapKeTHHTE.

Formation of a systematic view of the possibilities
of using modern information technologies in
marketing. Training in the program: «IC:
Accounting 8» for filling out tax reporting forms
in SONO. Development of skills and competencies
in setting up programs for financial analysis in
Project Ex-pert, testing and analyzing applications
in the field of practical use of information systems
in marketing.

OKpimy

namuoceci | Pezyriomamot o0yuenus | Learning

outcomes

Kypersl ¢oTTi asikraraHHaH Keiiin Oijim
ajxymbliap

SKOHOMMKAHBIH TYpJl cajanapbl YIHIiH
3aMaHayM  akMapaTThIK  TEXHOJIOTHsIap.Ibl
naiagany omicTeMeciH CHIaTTay,
Oyxrajnrepiik JKOHE CaJIBIKTBIK ecen
CaJIaChIH/IaFbl JKaHAa TEXHOJOTHsUIapAbl OlLIETiH
Ooamgsl,

-xonmany 1C: Oyxranrteprnik ecem 8; SONO-ra
CaJbIK ECEeNTINIriHIH HBICAaHJAPBIH TOITBIPY

xKoHe kibepy, projectexpert-te  KapKbUIbIK
Tajaay Jkacai amaibl;

- KAapXKBUIBIK  Tanjaay,  TeCTiiey  KOoHe
KOCBIMIIANApAbl Taljgay yuIiH Oarjgapiiama
napameTpJIepiH KacalThlH OOJaIbI;

- MapKeTUHITE aKmapaTThIK Kyhenep
MOJICTIBICPIHIH ~ MPAKTUKAIBIK  KOJIAHBUTYBIH

Oarajiaii ajajbl.

Ilocsie ycnmemHoro 3aBepuieHusi Kypca

o0yuarommecst OyayT:

- OIIUCHIBATH METOJIUKY HCIOJIb30BAHUS
COBPEMEHHBIX MH(OPMAIIMOHHBIX TE€XHOJOTHUM
JUIS pa3iudHbIX OTpaciedl 3KOHOMUKH, 3HATh
HOBeHIINE TEXHOJIOTHH B obmactu
OyXraJTepcKoro M HaJIOrOBOTOy4eTa;

- npuMeHATh 1C:byxrantepus 8; 3an0JHATH U
OTHPaBIATH (POPMBI HAJTOTOBOI OTYETHOCTH B
COHO, pa3pabarbiBaTh GUHAHCOBBIA aHAIU3
B ProjectExpert

- cO3aBaTh  HACTPOMKM  IporpamMm A
(GUHAHCOBOTO  aHailu3a, TECTUPOBAaHUS U
aHaJIM3a MPUIOKECHUN

- OICHWBATh IIPAKTUYECKOE MCIOJIb30BaHUE
Mozenell  MHPOPMALMOHHBIX CUCTEM B
MapKEeTHUHIe

After successful completion of the course,
students will be:

- understand the methodology of using modern
information technologies for

various sectors of the economy, know the latest
technologies in the field of accounting and tax
accounting;

- will be able to use 1C:Accounting.8; fill out and
submit tax reporting forms to SONO, develop
financial analysis in ProjectExpert

- have the skills to configure programs for financial
analysis, testing and analyzing applications
- competent in the field of practical
information system models in marketing

use of

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites
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" AKnaparThIK-KOMMYHHUKAITUSITBIK

NHpopManmoHHO-KOMMYHHKAIIHOHHBIE

Information and Communication Technologies

TEXHOJIOTHsIIAP TEXHOJIOTUU
Kypcmuiy Kbickawa mazmynot | Kpamrkoe codepacanue Kypcal Course summary
DKOHOMUKAIAFbI KOHE skoHOMHuKanarel | Madopmannonnsie mporeccsl B skoHoMuke u | Information processes in the economy and

aknapatThIK nporectep AAX Kypy omicremeci.
Kampmracteipy 1C  KapXbUIBIK ecem  Oepy:
byxranrepuss 8.H. ProjectExpert wmbicanbinga
MaMaHIaHIbIPbUIFaH KapIKbUIBIK Tangay
o6arpapnamanapel. COHO canbslk ecenTuliria
KaJIBINTACThIPY XKyHenepi.

KapxpuiblK ecenTigik momyii. Perrenerin ecen
o0epy. Unrterpamus 1C: Byxrantepus 8.X. xoHe
COHO. CanbIk €CEITUTIITH oHJCY
Oarnapnamanapbiably  3Bomronusicel.  COHO.
DNeKTpOHIbl KAaOWHET HaJIOrOIUIATEIbIIUIIA.
[MIpopuns. Canslk Momimzaemenep. 2OPHO.
ProjectExpert ~ Mywmkinaikrepi.  KapKbUibIk
Tanjgay oJICTepi. KOMITAHUSHBIH THIMIUIITIH
apTTHIPY YIUIH Kap>KbUIBIK TaJIayIbIH MaKCaTbl
MEH apTHIKIIBIIBIKTAPBI.

metonuka cosmanusi AUC. dopmupoBanue
¢bunancoBoir otdyetrHOoCTH B 1C:byxramrepus
8.X. Cnenuanu3upoBaHHbIC MIPOTrpamMMBI
(¢brHaHCOBOIO aHajgu3a  Ha  IpUMepe
ProjectExpert. ~ Cuctembl  (popMHpOBaHUS
Hanorosoit oruerHoctu COHO.

PernamenTtupo BaHHAs OTYETHOCTb.
UNnrerpanus 1C:byxrantepus 8.x. u COHO.
DBOJONHS MPOrpaMM 00pabOTKH HAJIOTOBOU
otuetHOocTH. COHO. DnekTpoHHbIN KaOuHET
Hajoromarensmuna. I[Ipoduns. Hamorossie

3as1BJICHMUSI. DPHO. Bosmoxnoctu
ProjectExpert.  Metoauku  (HHAHCOBOTO
aHanuza. HasHaueHWe W TNpPEUMYILECTBA

(UHAHCOBOI'O aHAIKM3a IS MOBBIIICHUS
3(PEKTUBHOCTH NIECSITEIILHOCTH (DUPMBI.

methods of creating AIS. Formation of financial
statements in 1C: Accounting 8. X. Specialized
programs of financial analysis on the example of
ProjectExpert. SONO tax reporting systems.
Financial reporting module. Regulated reporting.
Integration of 1C:Accounting 8.x. and SONO. The
evolution of the treatment programs tax reporting.
SONO.
statements.
Methods of financial analysis. purpose and benefits
of financial analysis to improve the efficiency of
the company.

Profile. Tax
features.

E-cabinet
ERRO.

taxpayer.
ProjectExpert

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Kycynbekona . 1.

Kycynbekosa I'.1.

Kycynb6exosa I'.1.

59




Kommepuuanvik mapxkemune/ Kommepuecxkuit mapxemunz/ Commercial marketing

Oky maxcamut | Yueonasn uean/Purpose

Crynenrrepae cayna (cayaa) MapKETHHTIHIH
Ma3MyHbI, MaKCaTTapbl XOHE EpeKIIeTIKTepl
Typasbl Ky#enal TYCiHIK KaiblnmTacTeipy. Ilon
MapKETHUHTTIK 3€pPTTEYJICPIiH OPTYPJIi AICTEpiH
KOJIJTaHyFa, TPOOJIeMaIIbIK-OaFbITTAIFaH

aKmaparTbl JKHHAayFa »JKOHE OCBI JIepeKTepni
TYCIHIIpyTre yipereni. Cayna iciHJie
MapKeTUHITIK KbI3METTI JepOec yHBIMAACTBIPY
YKOHE )KYPri3y JaFabUIapbIH JaMbITAIbI.

dopmupoBaHue y CTYJICHTOB CHCTEMHOTO
NPEJCTaBICHUS O COICP)KAHUHU, LEIIX |
0COOEHHOCTAX TOPTOBOTO (Tpeiin)
MapKCTHUHTA. I[I/ICL[I/IHJ'II/IHH, Y4UuT MNPUMCHATH
pPa3iIndHbIC METObI MAapKETUHI'OBBIX
HCCIIeIOBaHU, cobupars MPOOJIEMHO-
OpPUEHTUPOBAHHYIO UH(}OPMALIHIO u
UHTEPIPETUPOBATh 3TH JaHHbIC. Pa3BuBaer
HaBBIKM B CaMOCTOSTEIbHOU opraHu3alvu “u
MMpOBCACHNUU MapKCTHHFOBOﬁ ACATCIIBHOCTHU
B TOPTOBOM JIeJI€.

Formation of students ' systematic understanding of
the content, goals and features of trade (trade)
marketing. The discipline teaches how to apply
various methods of market research, collect
problem-oriented information, and interpret this
data. Develops skills in the independent
organization and conduct of marketing activities in
the trade business.

namuoiceci | Pesynomamot 06yuenus | Learning outcomes

Oxpimy
Kypersl coTTi asikraraHHaH Keilin Oijim
aJTymbLIap:
- cayla  MAapKETHHTIHIH  TEOPHSUIBIK  JKOHE
OIICHAMAJIBIK aCTICKTIJICPiH CUTIATTAN/IBI;
-cayJa MapKETHHTIHIH OpTYpJli KYpajJIapbiH
KOJIAaHaIbl;
- Oenrim oip HapbIKTa MapKETUHTTiK
3epTreynepal e3 OeTriHmIe KYPrizyai,
HOTIDKENIepl  TajujgayAbl KoHE TYCIHAIpYyAl
YWBIMIACTBIPAbI;

- MAPKETHHITIK ic-IIapanapisl eTKi3yre, cayna
yibIMapbIHa MapKEeTUHITIK JKOclapjiap MeEH
Oarmapiamanapbl KYpyFa jKOHE Xy3ere acbIpyra
yipereni.

IMocae ycmemHoro
o0yuaromuecst OyayT:
—OIUCHIBATH TEOpPETUYECKHUE u
METO/I0JI0THUYECKHE aCIIEeKThI Tpeuna-
MapKETHHIa;

—PUMEHSATH pa3IuyHbIe
TOPTOBOTO MAapKETUHTA;
—OpraHu30BbIBATH CaMOCTOSITENIbHOE
IMPOBCACHUE MapKeTPIHFOBBIXI/ICCHGHOBaHHﬁ Ha
KOHKPETHOM PBIHKE, aHajausa u
HMHTEpHpETaluu pe3yJibTaToB;

—Y4UTb NpOBEAUTD MAapKETHUHT'OBBLIC
MECpPOIIPUATUA, COCTABIATH U PCATIM30BbLIBATDH
MAapKCTUHI'OBBIC IIJIaHbl W IIpOrpaMMbl B
TOPTOBBIX OpPraHU3AIUAX.

3aBepIIeHHs]

WHCTPYMEHTHI

Kypca

After successful completion of the course,
students will be:

- understand the theoretical and methodological
aspects of trade marketing;

—be able to apply varioustrade marketing tools;

- possess the skills of independent organization
and conduct of marketing research in a particular
market, analysis and interpretation of results;

-are competent in organizing and conducting
marketing events, drawing up and implementing
marketing plans and programs in trade

organizations.

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

bencenni caty TexHukachl, KomMepIusiibk
MEHEKMEHT, MepUueHTal3uHT

TexHUKa akTUBHBIX Nponax, Kommepueckuii
MEHEKMEHT, MepUueHTal3uHT

Active Sales Techniques, Commercial
Management, Merchandising

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary
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Caynma KbI3METIH/IeTI MApKETHHT
TY>KBIpBIMAaMachl. Tayap aifHaJIbIMBbI

cajachbIHIaFbl MapkeTuHr. Marepuanabik
OHJIpiC calachiHAAFBl cayaa. PupMainrik
JKocIapiay. AyTcopcHuHT KBbI3METTEPiHIH
MapKETHHT1. Caynansl OacKapyIbIH
yiHBIMAAaCTBIpYyIIbUTBIK  (opmanapel.  Cayna
MapKETHHT1. Cayna MapKeTUHTIHIET1
MapKeTHHITIK KoMMyHUKanusuiap. CeIpTKbI
SKOHOMUKAITBIK KBI3MET. Caynanarbl

MapKETHUHITIH THIMIUTIT]

KoHnenmus MapKeTHHra B TOPrOBOU
IEesITEIIBHOCTU. MapKeTHHT B cdepe
ToBapHOro oOpameHus. Kommeprus cheps
MaTepUaIbHOTO MPOU3BOICTBA.

Buytpudpupmennoe IJIAaHUPOBAHHUE.
MapkeTuHr ycayr cdepsl  ayTCOpPCHHTrA.
OpranuzauvoHHbie  (GOpPMBI  YIpPaBJICHUSA
TOPTOBIIEH. MapkeTuHr TOPTOBJIN.

MapKeTHHIrOBble KOMMYHUKAIIMH B TOPTOBOM
MapkeTuHre. Buenrae SKOHOMUYECKAs
IeATeNbHOCTh. D()PEKTUBHOCTh MapKETHUHTa
B TOPTOBJIE

The concept of marketing in trading activities.

Marketing in the field of commodity circulation.
Commerce of the sphere of material production.
Intra-company planning. Marketing of outsourcing
services.  Organizational forms of trade
management.  Trade  marketing.  Marketing
communications in trade marketing.Foreign
economic activity. Marketing effectiveness in trade

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

Kankabaesa A.E.

‘ TooOsut0B K.T.
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Event-mapkemunz/Event-mapkemunz/Event-marketing

Oky maxcamut | Yueonasn uenn/ Purpose

Okymibiapaa okuranap (cayaa) MapKeTHHIIHIH
Ma3MyHBbI, MakKcaTrTapbl KoHE epeKIIeTiKTepi
Typaibl KyHeni TYcCiHIK KaubinracTeipy. [lon
ajFa OKBUDKBITYJBIH TEXHOJOTHSJIAphl MEH
TEXHHUKaJapbIMEH TaHBICTBIPAJIBI
OarjapiiamMalbIK IMaKeTTep HeTi31H e )KaHa
aKMapaTThIK TEXHOJIOTHSUIAPDMEH JKYMBIC ICTEY
YUIIH Ka)XXeTTi apHaiibl OUIIM MEH JaFIbLIapiabl
aly, TYTBIHyIIBI MEH OpeHJ  apachiHIa
SMOIMOHAIIBI OalIaHbIC KypaThlH apHaWbI ic-
nrapanapabpl Kypy JKOHE VHBIMIACTBIPY apKbLIbI
Tayapjap MEH KbI3METTeD.

dopmMupoBaHHE y CTYICHTOB CHCTEMHOTO
MPEJICTaBICHUSI O COACPKAHHUH, IENIX H
0COOEHHOCTSIX COOBITUHHOTO (Tpeiin)
MAapKCTHUHIA. I[I/IC]_II/IHJII/IHa 3HAKOMUTC
TCXHOJOTHAMU M TCXHHUKaAMU IIPOABHIKCHUSA
TOBapa WJIU YCIyTH C TIOMOIIBIO CO3IaHHS U
OpraHM3aly CHCIHAIBHBIX MEpPOIPHUITHIA,
CO3AIOIIUX SMOIMOHAIBHBIC CBSI3U MEXIY

norpedureneM Hu OpeHIOM, INPUOOpPETEHHE
MMHU CIELUaJbHbIX 3HAHUW U  yMEHUH,
HEOOXOJMMBIX I paboOThI HOBBIMHU

I/IH(l)OpMaI_II/IOHHBIMI/I TEXHOJOTHIMH Ha 0ase

IpOorpaMMHBIX ITAKCTOB.

Formation of students ' systematic understanding of
the content, goals and features of event (trade)
marketing. The discipline introduces technologies
and techniques for promoting a product or service
through the creation and organization of special
events that create emotional connections between
the consumer and the brand, the acquisition of
special knowledge and skills necessary to work
with new information technologies based on
software packages.

OKpimy

Hamuceci | Pezyniomamot 00yuenusn | Learning outcomes

KypcTbl ¢oTTi agKTaFraHHAH KeHiH Oisim
aJymbLIap:

- event-mMmapKeTHHITiH TEOPUSIIBIK HAKOHE
9JliCHaMaJIbIK aCEKTUIEPiH TYCIHETIH 00J1abl;
-TYpJi OKHWFalap MAapKeTHHI KypajjapblH
KOJIJIaHa aJIaJibl;

- Oenrii oip HapbIKTa MapKETHUHTTIK
3epTTeysepl o3 OeTiHIIe YHBIMAACTBIPY KOHE
XKYPri3y, HOTIXKENEpAl Tanaay KoHe TYCIHIIPY
JaFIBUTAPBIH KOpceTe OiTei;

- ic-1Iapanap/bl YHBIMAACTBIPY KOHE OTKI3Y,
KOMITAaHMsUIApJla MapKEeTHHITIK JKocmapiap
MeH Oarjapiamainapibl Kacay JKOHE ICKe
achpIpy JarIbUIapbIH pacTai anajubl.

Mocne ycmemHoro
o0yuaromuecst OyayT:
— event - MapKeTUHTIHIH TCOPHSIIBIK JKOHE
oZlicCHaMaJbIK aCTeKTUIePiH CUTIATTaHbI3;

3aBeplIeHHs]  Kypca

—TPUMEHSTh pas3IuuHbIe HUHCTPYMEHTBI
COOBITUHHOI'O MapKETHHTA;
—TI0Ka3bIBaTh HABBIKK  CAMOCTOSATEIBbHON

OpPTaHHU3alUU U NPOBENCHUSA MAPKETUHT OBBIX
UCCIIEIOBAHUN HAa KOHKPETHOM DBIHKE,
aHaJIu3a U UHTEPIIPETALUN PE3YIbTATOB;

—TOATBEPKAATh HAaBBIKM B OpraHU3alldU WU
MPOBEACHUU COOBITUMHBIX  MEPONPHUATHIA,
COCTaBIICHUH U peaU3allid MapKETUHIOBBIX

IJIAaHOB U IMIPOrpaMM B KOMITAHUAX.

After successful
students will be:
- understand the theoretical and methodological
aspects of event marketing;

—be able to use various

event marketing tools;

- possess the skills of independent organization and
conduct of marketing research in a particular
market, analysis and interpretation of results;

- competent in organizing and conducting event
events, drawing up and implementing marketing
plans and programs in companies.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTuHr ‘

MapxkeTtuHr

Marketing

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepacanue kypca/ Course summary
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Event Marketing Kypy KypaJibl peTiHie

KoHe OpeHATI KbUDKbITY. OKHUFazap MapKeTHHT1,
OHBIH Me€IMa >KapHaMaJarbl peJli MEH OpPHBI.
TonTelH  KYMBICBIH  YWBIMIACTBIPY  KOHE
aKuusiIapabl  OTKI3y  Joructukacbl.  Event
Marketing-re akiusutapapl ©TKi3y ClIeHApHIIEPiH
YKOCTIapJiay JKOHE 93ipiiey epeKIeTiKTepi.

Event Marketing kak HHCTPYMEHT CO3/IaHHUS

u npojBwkeHus Openga. CoOBITHHHBIN
MapKeTHHI, €ro poJib M MECTO B MeJua-
pekname. Opranuzanus paOOThl KOMaHABI H
JIOTUCTHKA MPOBeeHUs akiuii. OCOOCHHOCTH
IUIAHUPOBAHUST H  pa3pabOTKU CIICHAPUEB
npoBeneHus akuuii B Event Marketing.

Event Marketing as a tool for creating

and promoting a brand. Event marketing, its role
and place in media advertising. Organization of the
team's work and logistics of promotions. Features
of planning and developing scenarios for
conducting promotions in Event Marketing.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

Kankabaesa A.E.

TooOsut0B K.T.
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Cmpamezusanvlx mapkemunz | Cmpamezuueckuit mapkemune | Strategic Marketing

Oky maxcamut | Yueonasn uean/Purpose

CTYJICHTTEPJIC CTPATETHSIIBIK MAPKETUHITiH
MBIKTBI TEOPHUSJIBIK OiTiMi MEH MPaKTHUKAIBIK
JIaFIBIIAPBIH KAIBINTACTRIPY, KOMIIAHUSHBIH
caJiaJiarbl JKarIaliblH )KOHE OHBIHAJIIBIHA TYPFaH
MOcelIeNIep/Ii TAIIayFa KOHE CeCCHSITBIK KbI3MET
JKarJalblH/1a TaHIQJIFaH CTPaTETUsSHBI HEeT13 el

DopMHUpPOBAaHUE Y CTYIECHTOB NPOYHBIX
TEOPETUYECKUX 3HAHUW W  IPaKTUYECKHUX
HAaBBIKOB  CTPAaTErMuyeckoro  MAapKETHUHra,
o0yueHHe aHalIu3y TMOJIOKEHUS (UPMBI B
OTpaciu U CTOSIUX Tepel Hel mpolieM, H

YMEHHIO 000CHOBBIBATh BBIOpaHHYIO
CTpaTerui0 B YCIOBUAX NPPECCHOHATHOM
JeSITEIIBHOCTH

formation of students ' solid theoretical knowledge
and practical skills of strategic marketing,

training in the analysis of the company's position in
the industry and the problems facing it, and the
ability to justify the chosen strategy in the
conditions of professional activity

namuoceci | Pezyromamot 00yuenusn | Learning

outcomes

Outyre yipery

OKbimy
Kypcrsl CITTI afgKTaraHHaH KeiiH
OisiManymbLIap:

- CTpATEeTUSUIBIK MApKETHUHITIH HETi3Ti
SIicTeMeiK HeT13/IepiH TYCiHeIl;,

- oJlap KOMIIAHMSIHBIH CaJiajlaFbl JKarJaalbIHA
JKOHE OHBIH AJJIbIHAA TYPFaH MpodiiemManapra
Tayjaay >kacau anajpl;

- OipHemie OanamanapblH CTPATErHsACHIH TaHIAY
Ke3iHJe  IIemiM  KaObUIMAyIbIH  FBUIBIMHU
QICTepiH MEHrepydai YHpeHei;

- 93apa OalyIaHBICTaFbl CTPATETHSIIBIK JKOHE
JKeJlell MaKcaTTap/bl aHBIKTay/a; YHBIMHBIH
KYIITI )KOHE dJICi3 )KaKTapbIH, CBIPTKBI OpTagaH
TYBIHAAWTBIH ~MYMKIHIIKTEp MEH  Kayinrepil

aHBIKTayJa KY3BbIPETTI.

IMocne  ycmemHoro
ob0yuamommecs Oyayr:
-IOHUMAaTh OCHOBHBIE METOIMYECKHE OCHOBBI
CTpaTernueckoro MapKeTHHra,

—CMOT'YT IPOBOJUTH AHAJIU3 MOJIOKEHUS
(GUpPMBI B OTpaciIi U CTOSIIINX Nepe Hel
npo0iem,

- Hay4aThCsl BJIAJIETh HAYYHBIMU METOJIaMH
MPUHSTHUS PEIICHUS PH BEIOOpE CTpaTeruu
13 HECKOJIBKUX aJIbTePHATHUB.

- KOMIIETEHTHBIMHU B onpeeeHun
CTpPaTerMueCKUX M OMEPATUBHBIX IIeJIe B UX
B3aUMOCBSA3U; B BBIABICHHUU CWIBHBIX U
CJ1abbIX CTOPOH OpPTaHU3alMU, BO3MOXKHOCTEH
U YyIpo3, UCXOASIINX OT BHEIIHEH CpeJibl.

3aBeplIeHHs]  Kypca

After successful completion of the course,
students will be:

- understand the basic methodological foundations
of strategic marketing,

-will be able to analyze the position of the
company in the industry and the problems facing it,
- learn to master the scientific methods of decision-
making when choosing a strategy from several
alternatives.

- competent in defining strategic and operational
goals in their interrelationship; in identifying the
strengths and weaknesses of the organization,
opportunities and threats from the external
environment.

Ilpepexeusummepi | IIpepexeuzumot | Prerequisites

bara opnaty, MapKkeTHHITIK Taynaay,

\ [lenooOpazoBanne, MapKeTHHTOBBIN aHAIU3, \ Pricing, Marketing Analysis, Management

Kypcmuiy kbickawa mazmynst | Kpamkoe cooeporcanue xkypcal Course summary

Crparerusiablk MapKeTUHITIH KaJbIITACYybl MEH
JlaMybIHBIH HEr13T1 Ke3eniepi. OHbIH JaMybl MEH

OackapbUTyblHA OCEp €TETiH CTPATEeTHSUIIBIK
MapKeTHUHTTIH  Ka3ipri TpPUHIOUOTEpPI  MEH
dbaxTopIapsl. Y WBIMHBIH MapKETHUHTTiK

OCHOBHBIE ATallbl CTAHOBJIIEHUS U PA3BUTHUSA
cTpaTernyeckoro mapkeruHra. CoBpeMeHHbIe
OPUHIUIBI W (aKTOpBl  CTPATErHYECKOTO
MapKEeTHHIa, BIUAIONIME HA €ro pa3BUTHE U
ynpasieHue. Metomonorus pa3paboTku

The main stages of the formation and development
of strategic marketing. Modern principles and
factors of strategic marketing that influence its
development and management. Methodology for
developing an organization's marketing strategy.
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CTpaTerusChIH d3ipiiey omicremeci. HapbIKTarb
KOCITIOPBIH YIIIIH MAPKETUHTTIK CTPATETHsIIap bl
JKIKTEY JKOHE TaHIay. MapKeTHHITIK KbI3METTi
CTPAaTeTHSUIBIK JKOHE arbIMIarbl JKOCHapiay.
KoMnaHUsIHBIH ~ CTpaTerusuiblK  KOCHapbIH
93ipJiey JKOHE MAPKETUHITIK OIO/KETIH ecenTey.
KocimopbIHHBIH ~ CTpaTErusyIbIK  MapKETUHITIK
KBI3METIHIH THIMIUTITIH OaKplIay KoHe Oaranay.

MapKETUHTOBOM  CTpaTeruu OpraHU3allHH.
Kiaccudukamus u BBIOOp MapKETHHTOBBIX
CTpaTeruii s TNpPeIUpHATHS Ha pPBIHKE.
Crparernyeckoe W TeKyllee IUTAHWPOBAHHE
MapKEeTHHIOBOW JesATeIbHOCTH. Pa3paboTka
CTpaTeru4ecKkoro IUIaHa W pacyeT OloJpKeTa
MapkeTuHra ¢upMmbl. KoHTpoilb U OlLIeHKa
3 PeKTUBHOCTH CTpaTeruuecKOi
MapKETHHTOBOM JESITEIILHOCTH HPEAPUSITHS.

Classification and selection of marketing strategies
for the enterprise in the market. Strategic and
current  planning of marketing activities.
Development of a strategic plan and calculation of
the company's marketing budget. Monitoring and
evaluating the effectiveness of the company's
strategic marketing activities.

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaena XK. A.
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Azpomaprkemunz | Aepomapkemunz | Agromarketing

Oky maxcamut | Yueonasn uean/Purpose

ATrpoMapKeTHHITIH MOHI MEH Ma3MYHBI, OHbIH
arpoOeHEPKACINTIK KelleHAl Oackapydarbl pedi
MEH MakKcaTTaphl Typajbl OLTIMI1
KaJIBIITACThIPY. ATrpapJibIK cajaaa
MapKETUHITIK Kypajjapasl MaiganaHy

JarablIapblH JaMBITY.

dopMUpOBaHUE 3HAHUM O CYIIHOCTH U
COJIEpKaHUM arpoMapKeTUHra, €ro poju u
uenet B ynpaBiaeHuun AlIK. Paszsutue
HAaBBIKOB B HCIOJH30BaHU MAapKETHHTOBBIX
WHCTPYMEHTOB B arpapHou cdepe.

Formation of knowledge about the essence and
content of agromarketing, its role and goals in the
management of the agro-industrial complex.
Development of skills in the use of marketing tools
in the agricultural sector.

OKbtmy

namudiceci | Pesynomamot 06yuenus | Learning outcomes

Kypersl CoTTI KeliH
OisriM anmymbsLIap:

- THIMl arpoOMapKeTHUHITIH TEOPUSITBIK
aCIIeKTUICPIH, Oackapy  JKYHMeciH  JKoHeE
TEXHOJIOTHSICHIH TYCIHYETiH O01aabl;

- YHBIMIApIbIH KbI3METIH/IC 3aMaHayn
MapKeTHHITIK Kypanaapisl Kongany AOK;
-Kocibm  camaga  MaApKETHHITIK  FBUIBIMU
3epTTeYJiep  JKYPTi3yIiH  OJiCHamMachl  MEH
9JIiCTEMECIH pacTail ajapl,

- AOK-nme crTparerusuiblk JKOHE MAapKETHHITIK
Kocmapiapabl, — Oara  CTpaTerusuiapbl  MEH
OarjapramanapblH  93ipyiey  iC-KMMBUILIAPBIHBIH]
TOPTiOIH TYCIHIIpE ajaibl.

asiKTaraHHaH

IMociie  ycmemHoOro 3aBepuieHHsT  Kypca
ob0yuamommecs Oyayr:

- THIMAI  arpoOMapKeTHHITIH  TEOPHUSIIBIK
aCTIeKTUIepiH, Oackapy IKYHWEJepiH JKOHE

TCXHOJIOTHAJIAPbIH AHBIKTAY,
—IMPUMCHATb COBPCMCHHBIC MAPKETHUHI'OBBLIC

WHCTPYMEHTHI B ACSATEIBHOCTH OpPraHu3anui
ATIK;

;
—MOJATBEPXKAaTh METOAOJIOTHI0O U METOAUKY
NPOBEJEHUS  MApKEeTUHIOBBIX  HAYYHBIX
uccieoBaHuil B mpodeccuoHanbHoOl cdepe;
OOBSCHATH MOPSIIOK AEUCTBUIN pa3pabOTKu
CTPATETHUECKUX U MAapKETHHIOBBIX IUIAHOB,

LIEHOBBIX cTpareruil u nporpamm B AIIK.

After successful
students will be:
- understand the theoretical aspects, management
system and technologies of effective
agromarketing;

- apply modern marketing tools in the activities of
organizations

Agroindustrial complex;

- master the methodology and methodology of
conducting marketing research in the professional
field;

- have the skills to develop strategic and marketing
plans, pricing strategies and programs in the agro-
industrial complex.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MapkeTusr, ArpoOu3HECTIH 3KOHOMHKAJIBIK
Heriznepi

MapxkeTHHr, DKOHOMUYECKUE OCHOBBI
arpobu3Heca

Marketing, Economic bases of agribusiness

Kypcmuiy Kbickawa mazmynot | Kpamkoe cooeporcanue kypcal Course summary

ATpPOMapKETUHITIH TCOPUSIIBIK ACTIEKTiIepi.

ArpomapkeTuHrti Oackapy kyieci. Tuimai
arpoOMapKEeTHUHI TEXHOJIOTHUsIChl. MapKeTUHITIK
TYMAHHUTOJIOTUSI.  ATPOMApKETUHI  KeIleHi.
ArpomanpkeTuHr kyuecingeri KoncanTusr.
AOK yHBIMBIHBIH arpoOMapKeTHHT JKYHeci.

ArpoMapKeTHHITI  OacKapylIblH  alWMaKTBhIK

TeopeTnueckrue acmeKkThl arpoOMapKEeTHUHTA.

Cucrema ymopaBlIeHHS arpOMapKETHHIOM.
Texnonorus 3¢pPeKTUBHOrO arpoMapKeTHUHTA.
MapkeTuHronas TYMaHUTOPOJIOTHSI.
Kommnexkc arpomapkerunra. Koncantunr B
cucrteme arpoManpKeTHHra. Cucrema

arpoMapKeTHHTa OprasHu3anuu ATIK.

Theoretical aspects of agromarketing.
Agromarketing management system. Effective
agromarketing technology. Marketing
humanitarianism. Set of agromarketing. Consulting
in the system agromarketing. Agromarketing
system of the agribusiness organization. Regional
agromarketing management system.
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Kyheci

PernonanpHas cucteMa yrpasiieHUs
arpoMapKeTUHIOM

Bazoapnama sncemexwici | Pykosooumens npozpammor/ Programme manager

Hocmakosa A.E.

JocmakoBa A.E.

JlocmakoBa A.E.
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Onepkacinmix mapkemune/Ilpomvuiunennoviic mapkemunz/Industrial Marketer

Oky maxcamut | Yueonasn uean/Purpose

OHIIpiCTIK MEHEPKMEHTTIH MOHI, MOHI )KoHE
epeKIeNKTepi Typaabl TEOPUSIIBIK O171M1
KJIBIIITACTRIPY. OHEPKICINTIK KOCIOPHIHIIBI
Oackapymarbl ~ MEHCDKMEHTTIH  3aMaHayHd
omicTepiMEeH TaHBICY.OHIIPICTIK YHUBIMIAPIBIH
KBI3METI Typajbl TajJaMallblK MaTepUaIAap/Ibl
naiipianayna Jlaraplmap MeH Ky3bIpeTTepii
JAMBITY.

@OopMUPOBAHUE TEOPETUUECKUX 3HAHUU O
CYUIHOCTH, 3HA4Y€HUU U  OCOOEHHOCTIX
MPOMBILUIEHHOTO MapKETHHra. 3HaKOMCTBO C
COBPEMEHHBIMH METOJAaMH MAapKEeTUHra B

yIIpaBJICHUU MIPOMBIIIIEHHBIM
npeanpuaTueM.  Pa3BuTHe  HaBBIKOB U
KOMIIETEHIIUA B TMOATOTOBKE aHAIUTUYECKUX
MaTepHaioB 0 NeATeIbHOCTH

IIPOU3BOACTBEHHBIX OpPraHU3aLuU.

Formation of theoretical knowledge about the
essence, meaning and features of production
management. Introduction to modern management
methods in the management of an industrial
enterprise .Development of skills and competencies
in the preparation of analytical materials on the
activities of production organizations.

OKbimy

Hamuoceci | Pezyromamot 00yuenusn | Learning

outcomes

Kypersl CoTTI asiKTaFaHHaH KeliH
OiutiM anymbLIap:

- OHEPKOCINTIK MAapKETHHITIH TEOPUSIIBIK
TYKBIpBIM/IaMaJIapbIH CUIIATTAM/IbI;

- OHJIIPICTIK Kocmapiapabl d3ipJieydl IKOHE
olapAbl iCKe achIpyAbl JKY3e€re aceipa
OTBIPBIIN, OHIIPICTIH HAKTBl OOBEKTLIEpiHAE

63 OLTIMIEPIH TYCIHAIPE aJasl;

- MapKETHHITIiK 3epTreynep KYpri3y,
HapbIKTBI ~CETMEHTTEY JKOHE OpHAIacThIpy,
OHEPKACINTIK  KOCIMOPBIHHBIH ~ MapKETUHITIK
CTPAaTeTUsICBIH  o3ipJey YINIH CTPaTeTHUsUIBIK

Tajgay >KoHE JKOCIapiay KypalJapblH THIMIL
KOJJaHy JaFdbUIaphlH  TOXKIpHOE IKacalThIH
Oosasl.

IMocne ycmemHoro 3aBepulieHHs]  Kypcal
o0yuaromuecst OyayT:

—OIIMChIBATh TCOPCTUICCKUC KOHICIIITNN
MNPOMBIINIJICHHOI'O MApPKETUHT A,
—MHTEPIPETUPOBATH CBOU 3HAHUSA Ha
KOHKPETHBIX 00BeKTAX IMpOU3BO/JCTBA,
OCYILIECTBIAAPA3pabOTKy  NPOU3BOJICTBEHHBIX

IUIAHOB U UX pealln3altIo;
— DKCIIEPUMEHTHPOBATh HABBIKU NPOBEACHUS
MapKeTUHTOBBIX HCCIICI0OBAHUM, TNPOBEICHUS
CErMEHTUPOBAHUS U  MO3UIMOHUPOBAHUS
pBIHKa, 3¢ pexTuBHOTO MIPUMEHEHHUS
WHCTPYMEHTOB CTPAaTErHYeCKOr0 aHalIu3a M
IUTAaHUPOBAHUS JUTSt pa3paboTku
MapKeTHHTOBOH CTpaTeruu MpPOMBIIUICHHOTO
IpeIPUITHS

After successful
students will be:
- understand the theoretical concepts of industrial
marketing;

- implement their knowledge on specific
production facilities, developing production plans
and implementing them;

- possess the skills of conducting

marketing research; conducting market

segmentation and positioning, and effectively using
strategic analysis and planning tools to develop the
marketing strategy of an industrial enterprise

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

VHHOBaNMSIIBIK ©HIMIEP MEH KbI3METTEP
MapKeTHHT1

MapkeTHHT UHHOBAIIMOHHOW MPOAYKIIUU U
ycIyr

Marketing of innovative products and services

Kypcmuiy kbickawa mazmynot | Kpamkoe cooepocanue kypcal Course summary

OHepKacINTIK MapKETUHIKE Kipicre.

Yiteimaapaarsl caThil aty (QyHKIUSIIapbl —

BBC,I[CHI/IG B HpOMBIIlIJ'ICHHBIﬁ MAapKCTHHT.
q)yHKI_[I/II/I 3aKYIIKHW B OpraHu3aluiax —

Introduction to Industrial Marketing. Purchasing
functions in customer organizations. New
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TarcChIPbIC Oepymriiep. Carpin any
onepanusiapblHa acep eTeTiH XKaHa
TEXHOJOTHsIap. OHEpPKOCINTIK oOpTaza CaThII
almy  mporeci.  OHEpPKOCINTIK  HAPBIKTHIH
MapKETUHITIK MYMKIHJIKTepiH Tanjay.
OHEpKOCINTIK ~ HApBIKTapIbl  MapKETUHITIK

3epTTey. OHEPKOCINTIK CErMEHTTEY HapBbIK.
OHEpKICINTIK MapKETUHT KelIeHI.OHePKICINTIK
Oemy eHIMIEp MEH Tayap  KO3FaJbICHI.
KocimopeinHbIH Oara cascaTbl. MapKETHHITIK
KOMMYHHUKausiaap. OHAIPICTIK yHbIMAAPIbIH
MapKeTHHITIK  Oackapmachkl.  ¥HBIMIACTHIPY
TYpiepi MapKETHHT OeniMIIenepiHiy
KYPBUIBIMBL. MapKeTHHITIK )KocTapiay.

3aKa34uMKoB. HOBBIE TEXHOJIOTMHM BIIHUSIOLINE
Ha 3aKynoussle onepanuu. [Iponecc nokynku
B IPOMBIIIJIEHHON CpeJie.
AHanu3  MapKETUHIOBBIX
MPOMBIIUIEHHOTO pPbIHKA. MapKEeTUHIOBbIE
HCCIEOBaHUsI  NPOMBILIJIEHHBIX  PBIHKOB.
CermMeHTHpOBaHUE IMPOMBILIJIEHHOIO PBIHKA.
Kommiekc NpoOMBINUIEHHOIO  MapKETHHIa.
Pacnpenenenre mpOMBIIUIEHHBIX HTPOAYKTOB
U ToBapoiaBwkeHus. LleHoBasg moIUTHKA
npeanpusiTus. MapkeTUHTOBbIE
KOMMYHUKalIUU.MapKeTUHIOBOE yIIpaBlIEHUE
BIPOU3BOJICTBEHHBIX OpraHMu3alusaX
PazHoBUAHOCTH OpPraHM3alMOHHBIX CTPYKTYP
MapKETUHT OBBIXTIOApa3AeICHUH.
MapKeTHHroBO€ IJIAaHUPOBAHHE.

BO3MOYKHOCTEN

technologies affecting purchasing operations. The
buying process in an industrial environment.
Analysis of the marketing opportunities of the
industrial market.Marketing research of industrial
markets.  Segmentation of the industrial
market.Industrial marketing complex.Distribution
of industrial products and goods movement.Pricing
policy of the company. Marketing
communications. Marketing management in
production organizations. Types of organizational
structures of marketing departments. Marketing
planning

Bazoaprama scemexwici | Pykosooumens npozpammer/ Programme manager

Vrebaesa K. A.

VrebaeBa JK.A.

‘ ToosutoB K.T.
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Onoipicmix meneoyncmenm | Ipouzsoocmeennviii menedncmenm/ Production management

Oky maxcamut | Yueonasn uean/Purpose

OHIIpiCTIK MEHEPKMEHTTIH MOHI, MOHI )KoHE
EpeKIIeNKTepl Typajbl TEOPHUSUIBIK OLTIMIL
KQJIBIITACTBIPY. OHEPKACINTIK KCIMOPBIH I

@OopMUPOBAHUE TEOPETUUYECKUX 3HAHUU O
CYIIHOCTH, 3HAYE€HUM HM  OCOOEHHOCTIX
MPOMBILUIEHHOTO MAapKEeTHUHra. 3HAKOMBCTBO C

Formation of theoretical knowledge about the
essence, meaning and features of production
management. Introduction to modern management
methods in the management of an industrial
enterprise .Development of skills and competencies
in the preparation of analytical materials on the
activities of production organizations.

outcomes

Oackapyaarbl MEHEI)KMEHTTIH 3aMaHayu COBPEMEHHBIMH METOJaMH MEHEI)KMEHTa B
smicrepiMeH TaHBICY.OHIIPICTIK YIpaBICHUU MPOMBIIILICHHBIM
YUBIMIAPIBIH KbI3METI Typalsibl TallJaMalIbIK OpeanpusitueM. Pa3BuTue  HABBIKOB U
Marepuaiap/sl JaiibiHaayaa Jarapuiap MeH KOMIIETEHIIMA B TMOJATOTOBKE AaHAIUTHYECKHX
KY3BIPETTEP/Il 1aMBITY . MaTepHaioB 0 JeATEeIIbHOCTH
MIPOM3BOJICTBEHHBIX OpTaHU3aLNH.
Oxotmy namuyceci | Pezynemamot ooyuenus | Learning
Kypctbl CoTTI agKTaraHHAH keiiin | [locie  ycnmemHoro 3aBepiieHUsi Kypca
OiutiM anymbLIap: o0yuaromuecst OyayT:
- OHEPKACINTIK MapKETHHITIH TEOPHSUIBIK —ONpeNessiTh  TEOPEeTHYECKHEe  KOHLEHIUU
TYKBIPBIMIaMajiapbl AWKbIHIaUTHIH MPOMBIIIUIEHHOTO MapKETHHTA;

0omnanpl, —TOT/IBEPKIaTh CBOM 3HAHUS Ha KOHKPETHBIX
- OHIIPICTIK ~ JKOCTIApiapiapl  d3ipieyai  KoHe | 00beKTax IIPOMU3BOJICTBA,  OCYLICCTBIIAA

oJIapAbl ICKE achIPy[bl JKY3€re achlpa OTBHIPHII,

OHIIPICTIH HAKTBI 00BEKTUICpiIHAC o3

OLTIMIIepiH pacTalThIH OOJaIbI; - TNOATBEPXKIAaTh 3HAHUA B  pa3paboTke
- eHOEKTI YHBIMAACTBIPYABI KETUIAIpYy OOWBIHIIA MEpPONpPHATHH o COBEPUICHCTBOBAHUIO
ic-mmapanapasl  o3ipney  jmarasuiapeiHa e | OPTaHH3allMM TPyJa,

OoJIabl; — MPUMEHSTH HaBBIKHA B obilactu
- OHEPKACINTIK eHAipicTi Oackapy canachHaa, YIpaBIIEHUI MPOMBINILICHHBIM
KYMBIC HpoLEeCTepiH yitbIMaacThIpyibig POU3BOACTBOM, B BOTIPOCax
TEXHOJIOTUSIIBIK Herizuepi Mocenenepinne| CXHOJTOTHIECKHX — OCHOB  OpraHHsalin
JMaFaplIapabl  KOJJTAaHy,  OHIIpICTe  eHOEeKTI pabounx IPOLIECCOB, BJIaJIETh
BIHTATAHIBIPY KYPATIAPBIH MEHTEpEi. UHCTPYMEHTAaMM  MOTHMBAllMM  TPyda B

MIPOM3BOICTBE.

pa3paboTKy MNPOM3BOJICTBEHHBIX IUIAHOB U
HX peaIN3alHnIo;

After successful
students will be:
- understand the theoretical concepts of production
management;

- implement their knowledge on specific
production facilities, developing production plans
and implementing them;

- have the skills to develop measures to improve
the organization of work;

- be competent in the field of industrial production
management, in the issues of technological
foundations of the organization of work processes,
possess tools for motivating labor in production.

completion of the course,

Ilpepexeusummepi | Ilpepexeuzumot | Prerequisites

MHHOBaIUSIBIK MCHCI>KMCHT

HNuHoBanmmoHHBIN MEHEI)KMEHT ‘

Innovation management

Kypcmuiy Kbickawa mazmynst | Kpamxoe cooeporcanue kypca/ Course summary
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KocimopsiH eHIIIpicTIK KYyie KOHE OHIIPICTIK
MEHEIKMEHT 00BeKTICL periHze.
OHIIpICTIK )XYHEHIH pPeCypCTBHIK  KYpaMbl
JKOHE KOCIMOPBIHHBIH TEXHUKAIBIK-OHIIPICTIK
6a3acel. OHaipicTi Oackapy KyHeci.
OHpipicTi )kocmapiay. OHIM, OHBI KYpy >KOHE
OHIPICTI TEXHOJOTHSIIBIK  JalbIHIAY.
OHIipiCTIK TporecTepal YUBIMAACTHIPY
Heriznepi. OnmipicTi xKegen 6ackapy.
OHnimMai eTki3yai Oackapy. Onuipicke Kemiktik
KbI3MET KopceTy i 6ackapy.

[Ipennpusitue Kak MIPOU3BOJACTBEHHAs
cucteMa W OOBEKT  MPOMBIIUIEHHOTO
MapKeTUHrAa. PecypcHblii COCTaB
MPOU3BOJACTBEHHON CHUCTEMBl M TEXHHUKO-
IIPOU3BOJCTBEHHass  0a3a  NpEeaIpUsTHUs.
Cucrema  ymnpaBi€HHUS  IHPOU3BOJCTBOM.
[InanupoBanue npousBoactBa. [Ipoaykr, ero
CO3JlJaHUE M TEXHOJIOTHYecKas MOATOTOBKA
MIPOU3BOJCTBA. OcHOBBI OpraHu3aiuu
IIPOU3BOJICTBEHHBIX IIPOLIECCOB.
OneparuBHOE ynpaBieHUE IPOU3BOJCTBOM.
VYupasnenue cOBITOM IPOAYKLIHH.
VnpaBieHue TPaHCIOPTHBIM OOCIYXHBAHUEM
IIPOU3BOJCTBA.

An enterprise as a production system and an object
of production management. The resource
composition of the production system and the
technical and production base of the enterprise.

Production management system. Production
planning. The product, its creation and
technological preparation of production.

Fundamentals of the organization of production
processes. Operational management of production.
Product sales management. The management of the
transport service production.

Bazoapnrama sncemexwici | Pykosooumens npozpammor/ Programme manager

Vrebaesa JK.A.

Vrebaena JK.A.

‘ Too6sutoB K.T.
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Jozucmuxa /Tocucmuxa | Logistics

OKy maxcamut | Yueonas uean/Purpose

JlorucTUKaHBIH MOHI, OHBIH TY KBIPBIMIAMAChI
MEH MPUHITUTITEP] TypaIbl TEOPUSIIBIK OUTIM MEH
MPaKTUKAIBIK  JaFabUIapAbl  KaJIBIITACTHIPY,
MaTepHAIBIK  aFbIHJIAPJbIH, JIOTUCTHUKAJIBIK
oreparusiap MEH KyHenepain
epeKIIeKTepiMeH TaHBICY, MaMaHbIK
OoiipIHIIIA Kociou KBI3MET KyHeciHae
JOTUCTUKAJIBIK CascaTThl )KOHE THICTI CEPBHCTI

@OpMHUpPOBAHUE TEOPETUUECKUX 3HAHUN U
MPAKTUYECKUX  HABBIKOB O  CYILIHOCTH
JOTUCTUKHU, €€ KOHUENUMU M IPUHLMIAX,
3HAaKOMCTBO C OCO6CHHOCTSIMI/IMaTepI/IaHLHBIX
IIOTOKOB, J'IOFI/ICTI/ILICCKI/IXOHepaLII/If/'I U CUCTEM,
Pa3BUTUC HABBIKOB B OpraHu3allld BCETroO
JIOTUCTUYECKOTO Ipolecca sl MOJYyYEHHs
KOMIIETCHIIUI MO pa3pabdOTKe JOTUCTHYEKOU

Formation of theoretical knowledge and practical
skills about the essence of logistics, its concept and
principles, familiarity with the features of material
flows, logistics operations and
development of skills in the organization of the
entire logistics process to obtain competencies in
the development of logistics policy and proper
service in the system of professional activity in the

o3ipiey OOMBIHINIA Ky3BIpETTEpAi aly YIUiH | IONMTHKM ¥ HAQJUIeXaIlero cepuca B | specialty
OapIibIK JIOTUCTUKAIIBIK IPOLECTi | CUCTeMe TPO(HECCHOHATBHON AESITeIbHOCTH
YHBIMIACTBIPY 1A AaFAbLIAP bl JAMBITY 0 CIEIUATBHOCTH
Oxotmy Hamuyceci | Pezyiemamot 00yuenusn | Learning outcomes
Kyperbl corTi asikraranHan keitin Oiiim | Ilocie  ycmemnoro 3aBepmienmsi  kypea After successful completion of the course,
ajxyumbLiIap odyuarommecst OyayT: students will be:
- JIOTHCTHKAHBIH MOHIH, OHBIH -ONUCBHIBATh CYIIHOCTh JIOTHMCTHKH, ee | - describe the essence of logistics, its concept
TYKBIpBIMAAMackl ~ MEH  NPUHIUNTEPiH KOHIEMIUIO U MPUHIUIIBI, and principles;
CUIIATTANTBIH 00JadbI; -OllCHUBaTh dJKOHOMHYeckud 3ddexkt ot | -evaluate the economic effect of the use of
- JIOTHCTUKAHBI naiianany IbIH HCIIOJIb30BAHMUS JIOTUCTHKH; logistics
9KOHOMHKAJIBIK dCEPiH Oaranail aaasr; - BBIpaXkaTh HaBBIKU ompeneneHus | -express the skills of determining the optimal

- MaTePUAIBIK aFbIHIAP JKYPETIH OHTAMIIBI
JKOJIAPIbl aHBIKTAY JIaFIbLIAPBIH OLIipe/i;

- OTKI3y/liH 0achIM apHaIapbIH aHBIKTAW ajajbl,
- THICTI CEPBHCTI TYpPaKThl Oackapy xyiiecinae
Tapary casicCaThIH 931pJIeHTiH O0JaIbI.

ONTUMAJIBHBIX TyTEH, MO KOTOPBIM JIOJDKHBI
MOWTH MaTepHUaIbHbBIC TIOTOKH;

-OIpelesTh TPUOPUTETHBIE KaHalbl COBITA;
-pa3zpabartbIBaTh pacnpeeuTeNIbHYI0
MOJTUTUKY B CHUCTEME  PEryJsipHOIO
YIpaBJICHUS HAJICKAIIAM CEPBHCOM.

ways in which material flows should go;
-identify priority sales channels;

-develop adistribution policy in the system
of regular management of the appropriate
service.

Kypcmuiy Kbickawa masmynst | Kpamxoe codeporcanue kypcal Course summary
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JloructukaHblH MoHI. MartepHalablK arbIHAAP.
JlorucTukanelK omnepamnusnap JKoHE Kyuemnep.

Cartpin aly  JIOTHUCTHKACHI. OHIipicTiK
noructuka. Tapary  gjorucrukacel. Kemik
JIOTUCTUKACHI. AKIapaTThIK JIOTUCTHKA.
Jloructukanarsl  kopnap. Koiimanay, Kyk
perrey, Oyy. JIOTMCTHKaNbIK  OKIMIILTIK.

JKahaHIBIK JTOTUCTUKAIBIK XKYiienep.

CymHocTb JIOTUCTHKH. MarepuanbHbie
notoku. Jloructuueckue omnepamuu U
CHUCTEMBI. 3aKyIOYHasl JIOTUCTHKA.

HpOI/ISBOHCTBeHHaﬂ JJOTUCTHKA.
PacnpenenurensHas JIOTUCTHKA.
TpancrioptHast yoructuka. MHbopMarmoHHas
JJOTUCTHKA. 3anacel B JJOT'HCTHUKCE.
CxitagupoBaHue, rpy3onepepadoTka u
yIIaKOBKa. Jloructuueckoe
aIMUHUCTPUPOBAHHUE. I'moGanbHbIE

JJOTUCTUYCCKHUE CUCTCMBI.

The essence of logistics. Material flows. Logistics
operations and systems. Procurement logistics.

Production  logistics.  Distribution  logistics.
Transport  logistics.  Information logistics.
Inventory in logistics. Warehousing, cargo

handling and packaging. Logistics administration.
Global logistics systems.

Bazoaprama scemexwici | Pykosooumenv npozpammer/ Programme manager

VYrebaena JK.A.

JlocmakoBa A.E.

‘ Too6sutoB K.T.
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Cmpamezusanvl menedxncmenmmin nezizoepi | Ocnosvl cmpamezuueckozo menedxnemenma | Fundamentals of strategic management

Oky maxcamut | Yueonasn uenn/ Purpose

OuTiM  amymbulapaa  YUBIMIBI  CTPATETHSUIIBIK
Oackapy canachlHAa TEOPHUSIJIBIK OULTIM MeEH
NPAKTHKAIBIK JaFAbUIapAbl KaIBITACTHIPY

dopmupoBaHue y oOyJaromuxcs
TEOPETUYECKUX 3HAHMH U MPAKTHUYECKUX
HaBBIKOB B O0OJIACTH CTPATErHYECKOTO
yIIpaBJIEHUS OpraHu3auei

formation of students ' theoretical knowledge and
practical skills in the field of strategic management
of the organization

OKbtmy

namudiceci | Pesynomamot 06yuenus | Learning outcomes

Kypersl coTTi asikraraHHaH Keilin Oijim
aJlymbLIap:

- CTpATEeTUsJIBIK MEHEKMEHTTIH oIiCHaMaJIbIK
HeTi3/1epl MEH KaTeropusulapblH OaiIaHbICTBIPY;

- YUBIMHBIH 1IIKI JKargaibl MeH OdceKenecTik
JKarganeid Oaranais!;

- 0acKapylIBUIBIK IMICIIiMICp KaObUIAay YIIiH
CaH/JBIK >JKOHE camajblK Taugay OKYprizy
JIaFIbUTAPBIH KOPCETEI];

- YHBIM JKYMBIC ICTEHTIH CaJaHbIH Kal-Kyii MeH
JaMy JAMHAMUKACBIH — Oarallaiiibl,  OJIapJbIH
e3apa OalJaHBICBIHIA CTPATETHUSIIBIK JKOHE
JKEJeN MakcaTTapAbl AaHBIKTAWIbl; YHBIMHBIH
KYIITi JKOHE QJICI3 JKaKTapblH, CBIPTKBI OpTalaH
TYbIHIANTBIH MYMKIHAIKTED MEH KayinTepai
aHBIKTal ajaasbl.

IMocae ycmemHoro
o0yuaromuecst OyayT:
- CBSI3bIBATh  METOJOJIOIMYECKUE OCHOBBI
KaTeropuM CTPATETNYeCKOro MEHEIKMEHTA;
- OLICHHUBATh BHYTPEHHEE  COCTOSIHHE

KOHKYPEHTHOE IOJIO’KEHUE OpraHU3aLNH;

- IOKa3bIBaTh HaBbIKU IIPOBEACHUS
KOJIMYECTBEHHOIO M KAueCTBEHHOI'O aHalIM3a
JUISl IPUHATHS YIPaBIEHYECKUX PELICHUH;

—OLEHUBAaThb  COCTOSIHUE W JHHAMUKY
pasBUTHS OTpacid, B KOTOPOM JEHCTBYET
OpraHM3alys; ONPENENATh CTPATErHYeCKue |
ONEpaTUBHBIE L€IM B HX B3aUMOCBS3H;
BBISIBIIATH CUJIBHBIE M CiaOble CTOPOHBI
OpraHu3aluy, BO3MOXHOCTH U  YIPO3BI,

3aBepIlIeHHs]  Kypca
u

u

UCxXogAmue OT BHEIIIHEH Cpeanbl

After successful completion of the course,
students will be:

- understand the methodological foundations and
categories of strategic management;

- be able to assess the internal state and
competitive position of the organization;

- have the skills to conduct quantitative and
qualitative analysis for making management
decisions;

- assess the state and dynamics of the development
of the industry in which the organization operates;
determine strategic and operational goals in their
relationship; identify the strengths and weaknesses
of the organization, opportunities and threats from
the external environment

Ilpepexeusummepi | Ilpepexeuzumut | Prerequisites

BackapymbLibIK menriMaepai a3ipiey ‘

Pa3paboTka ynpaBiieHUeCKHX pelIeHU ‘

Development of managerial decisions

Kypcmuiy kvickawa masmynot | Kpamkoe cooeprcanue kypca/ Course summary

Crparerusibik MEHEHKMEHTTIH MOHI MeH
Ma3MYHBI. ¥ UBIMHBIH MUCCHSICHI MEH
MaKcaTTapbIHBIH pemi. busnec-6ipiik

CTPaTEeTUSICBIHBIH €PEKIIEIIKTePi.
KopmopaTuBTik cTparerusi: Ou3HecC TypJIepiHiH
NaKeTiH Oackapy. ¥UWBIMHBIH CBIPTKBl OPTacChIH
Tanjay xkoHe Oararay. KoMImaHUSHBIH 11IKi

CyIIHOCTh U COAEpKAHUE CTPATErHYECKOTO
MeHemkMeHTa. Ponb Muccum u ueneu
opranm3anuu. OcCOOEHHOCTH CTpaTeruu
OuM3HEeC-eTMHULIBI. Kopnoparusuas
CTpaTervs: ymnpaBJe€HHE IAaKeTOM BHIOB
Ou3Heca. AHaJIu3 U OILIEHKA BHEIIHEH cpeibl

Opra"u3anuu. AHaJINU3 U OLICHKA BHYTPEHHEHN

The essence and content of strategic management.
The role of the organization's mission and goals.
Features of the business unit strategy. Corporate
strategy: managing a package of business types.
Analysis and evaluation of the external
environment of the organization. Analysis and
evaluation of the internal environment of the
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OpTachiH TajlJay xoHe Oaramay. KoMnaHUsSHBIH

OocekenecTik crparerusicel. KopmopaTtusTik
opTapanTaHabIpy CTpaTerusuIaphl.
OprapanrtaHIpIpbLUIFaH KOMITQHHSLITAP b

Crparerusnblk Tangay. Ctparerusinbl d3ipiey
icke acwipy. Ilepconanabl

KOHE
CTpaTCrusiChl. CTpaTeFI/IHJ'IbIK
Oackapy. YHBIMHBIH

CTpaTeTHsIChIH
aceIpylarbl MOICHUETTIH peui. KazakcTtaHmarsl
CTPATETHsUTBIK MEHEIDKMEHTTIH epEeKIICIiKTEePi.
JKahaunapIk MHTErpalysl )KaF 1albIHIaF bl
MeMIeKkeTTepAiH JJaMy cTpaTeruscel.

Oackapy
esrepicrepai
icKe

cpensl koMnanuu. KOHKypeHTHBIE cTpaTreruu
koMmanuu. KopnopaTtuBHble — CTpaTreruu
nuBepcudukannn. CTpaTernyecKuii aHaius
nuBepcuduu- POBaHHBIX  KOMITaHHI.
Pa3paboTtka uw  peanuzamMM  CTPATETHU.
Crparerus YIIpaBICHUS NIEPCOHAJIOM.
YnpasneHue CTpaTeruyecKuMu
M3MEHEHUSMH. KYJIbTYpbI B
peanu3anuu OpraHU3aIuu.
OcobenHoctH CTPaTeru4ecKoro
MeHemxkMmeHTa B Kasaxcrane. Crparerus
pa3BUTHSA rocyJapcTB B YCIIOBHSIX
1J100aJIbHOM MHTErpaIuu.

Pois
cTpareruu

company. Competitive strategies of the company.
Corporate diversification strategies. Strategic
analysis of diversified companies. Development
and implementation of the strategy. The strategy of
personnel  management. Managing strategic
changes. The role of culture in the implementation
of the organization's strategy. Features of strategic
management in Kazakhstan. Strategy for the
development of states in the context of global
integration.

Hocmpekeuzummepi / Ilocmpexeuzumot/ Postrequisites

CTpaTeI‘I/IHJ'IBIK MAapKETHUHT ‘

CrpaTternyeckuii MapKeTUHT

Strategic Marketing

Bazoaprama scemexwmici | Pykosooumens npozpammer/ Programme manager

Vrebaena JK.A.

VYrebaena JK.A.

Vrebaena JK.A.
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