AHHOTALIMS K PABOYEHN ITPOTPAMME JUCLIIUIVHBI
«MHOCTPAHHBI! SI3BIK JIEJIOBOI' O OBIIEHU 51»
110 OCHOBHOMH IpoeccoHanbHOM 00pa30BaTeNbHON MPOrpaMMe 10 HaIPaBICHHUIO TOATOTOBKU
38.03.02 «MenemxMeHT» (YypOBEHb MPUKIAHOTO OakaiaBpraTa)

HanpaBiaeHHocTh (Mpo¢uiib): YIpaBieHHE MAIbIM OU3HECOM

TpynoemkocTs JucuMIIMHbLI — 3 3.¢ (108 gacos).

®opma NpoMeKYTOYHOM aTTeCTANMHA — 3a4ET

B pe3yabTaTe OCBOCHHS IUCHUILNIMHBI O0y4YalUMiicsi AO/KEeH 00JaJaTh cjeAyIIMMHU
KOMIIe Te HUMSAMM:

OK-4-: crnocoOHOCTh K KOMMYHUKAIlMM O YCTHOH H NHCbMEHHOM (opMax Ha PYCCKOM: H
WMHOCTPAaHHOM A3bIKaxX AJIA pCHICHUA 3aJa4 MCKIIMYHOCTHOTO H MCKKYJIBTYPHOT'O B3aI/IMOl[eI\/JICTBI/ISI
OIIK-4: crnocoOHOCTh OCYILECTBJISATH NEJIOBOE OOIIEHHE H MYOJUYHBIE BBICTYILIEHUS, BECTH
MIEPETOBOPHI, COBEIAHUS, OCYIIECTBIATH EIOBYIO MEPENUCKY M IMOAJIEPKUBATh JIEKTPOHHbBIE
KOMMYHU KAl

ConepxaHue JUCHUTNIMHBI:

5 cemecTp:

Module 1. When in Rome (International Communication). Problems in the Company. Module II.
Consultant's Findings. Live ivithin your Meuis. Module III. Shopping. Retailing.

6 cemectp:

Module 1. Brands. Advertising. Module IT. Commodities. Prices.

Module III. Marketing Strategy. Negotiation. Conflicts at Work. ?.

®opma o0yuyeHust ouHasi, 3a04Hasi Cemectp S, 6

Paspaboran
Jouent xadeapu AA (A P L : A B. Kpeunesa
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