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1. IlepeyeHb MJIAHMPYEMBIX Pe3yJIbTATOB 00y4eHHS 110 AUCHHUIINHE COOTHECEHHBIX C
IUIAHMPYEeMbIMH Pe3yJIbTATAMM 0CBOCHHUSI 00pa30BaTeJbHOH NPOrPaMMbl

1.1.

Hucnunuua b1.B.JIB.02.01

«IloBeneHueckass HKOHOMUKA M HEUPOMApKETHHI B

uayctpun rocrenpunMmctBa / Behavioral Economics and Neuromarketing in Hospitality»
o0ecrieyrBaeT OBJIaICHUE CIETYIOIUMHI KOMIETCHIUAMH ¢ y4ETOM dTarna:

Kon HanmenoBanue Kop srana HanmenoBanue 3Tana ocBoeHus
KOMIIETEHIIUHA KOMIIETEHIIUHA OCBOCHUS KOMIIETEHI[UU
KOMIIETEHIIUHA
CriocoOHOCTh OIICHUBATh
KOHKYPEHTHYIO Cpely H Pa3Butne cnocobHOCTH
IIKc-6 pa3pabaTeiBaTh IIKc-6.2 pa3pabaTbiBaTh MAPKETHUHTOBYIO
MapKETUHTOBYIO CTPATETUIO CTpaTeruio OpraHu3anuu
MIPeNPUITHS
CHOCOOHOCTD pa3pabaThIBaTh
CHCTEMBI MAPKETHHTOBBIX
KOMMYHHUKAIIAN, IPOBOUTH DopMHUPOBAHHUE TEOPETHUECKUX
KOMMYHHKAIIHOHHBIE 3HAHWUU ¥ PAKTUIECKUX HABBHIKOB
IKc-7 KaMIIaHUU B OPraHU3aLUU U IKc-7.2 1o cO6opy, 0TOOPaKEHUIO U aHATTU3Y
TOTOBUTH PEKOMEHAAINH AJIS JAHHBIX 110 Pa3HbIM acIeKTaM
MIPUHATHS MapKETUHTOBBIX MapKETHHTOBOH JIEATEIHHOCTH
pelIeHui! B OTHOLIEHUH
TOBapoB (yciIyr, OpEeHAOB)
CriocoGHOCTH BBIABIISTH
MOTPEOHOCTH B M3MEHEHHUIX
JeSITeIbHOCT TOCTUHUYHOTO
YMeHueM npoBOJIUTh U
KOMILJIEKCA U YIPaBIATh
ITKc-8 pa3paboTKoii 1 peanu3aruen ITKc-8.2 HCTOIL3OBATE OLEHIY
KOHKYPEHTHBIX CHJI TP MPUHITHA
MIPOEKTOB, HAIIPABIEHHBIX HA .
CTPaTETHUECKUX PEIICHHH.
pa3BUTHE U MOBBIIIICHNE
KOHKYPEHTOCIIOCOOHOCTH B
MHIyCTPUHU TOCTEIIPUIMCTBA

1.2. B pe3ynbrare OCBOCHUS AUCIUILIUHBI Y CTYIEHTOB JJOJKHBI OBITH C(HOPMUPOBAHBIL:

OTDO/TD Kon srana
OCBOEHUSA IInanupyemMsble pe3yJbTaThl 00yUeHHUs M0 AUCHUILIHHE (MOAYJII0)

KOMIIeTeHI[HH
C. Crparternueckoe Ha YPOBHE 3HAHMIi: cTpaTeruu BbIOOpPa I(PQPEKTUBHBIX MAapPKETHHIOBBIX
ympasrienue TEXHOJIOTHH; OCHOBHBIE TIOHSATHUS M HMHCTPYMEHTApUW TOBEACHYECKOMN
ITKc-6.2 SKOHOMMYECKONM  TEOpPUM;  BO3MOYKHOCTH  DPA3lIM4YHBIX  HalpaBICHUI

PasBUTHEM COBpPEMEHHOW OBEJICHYECKONH YIKOHOMHUKH M perIacMble MU 3a1a4H

TOCTHHHIHOTO HAa YpPOBHe YMEHMii: pa3pabaTbiBaTb W pEAIN30BBIBATH COBPEMEHHBIC
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OTD/TD Kox srana
OCBOCHHSA IInanupyemsle pe3yJbTAThl 00y4eHHUsI 0 AUCHUILIHHE (MOAYJII0)
KOMIeTeHInI
komrutekca/ C/02.7 MapKeTHHIOBbIE TEXHOJOTHM C YYETOM ICHXOJIOTHYECKHX acCHEKTOB;
PazpaboTka u oTOMpath Hambosee Y3PGEKTUBHBIC CTPATETMH MapKETHHTa Ha OCHOBE 3HAHHM
peanuzanus TICHXOJIOTHH MapKETHHTA.
CTpaTeruu
pasBUTHA Ha YPOBHE HABBIKOB: HABBIKAMU Pa3pabOTKU U Peaau3allid COBPEMEHHBIX
TOCTHHHYHOTO MapKETHHTOBBIX TEXHOJIOTHI C y4€TOM IICHXOJIOTUIECKUX ACHIEKTOB.
KOMILTEKCa
HA YpOBHe 3HAHMIi: OCHOBHBIC HAIPABJICHUS Pa3BUTUS TEOPHUH U NPAKTUKU
COBPEMECHHOI'O  MapKeTWHIa; IICHXOJIOTMUECKHE AacIeKThl  peau3aliiu
COBPEMEHHBIX MAPKETHHTOBBIX TEXHOJIOTHHL.
HAa ypOBHe YMeHHWi: aHAIM3UPOBaTh  ICHXOJIOTHYECKHE  AaCIHEKTHI

C. Crparernueckoe MOJICTTMPOBAHUS M MPAKTUIECKOTO IIOCTPOCHNUS B3aUMOCHCTBUS
yIpaBieHHe OpraHM3allii ¥ pPa3IM4YHbIX TPYNN KIMEHTOB; IpHeMaMu Heipo-
pasBUTHEM JMHTBUCTUYECKOTO W HEHPO-JIIMNTHYECKOTO MPOrpaMMHUPOBAHUS;, HABBIKAMHU

TOCTHHHYHOTO [[BETOKOJIOPUCTUKN M TCHXOJIOTHHM IIBETOBBIX W JM3aHHEPCKUX pEIICHUI;
komrutiekca/ C/01.7 ITKc-7.2 MpUEeMaMH TU3alH-MBIIUICHUS, IPUEMaMH CEMAaHTUKH, CEMUOTHKH B pPaMKax

AHanus3 1 oleHKa MapKETHHTOBBIX KOMMYHHKAIHH.

JEATeIIBHOCTH HA YPOBHE HABBIKOB: MOHITUITHBIM aIlllapaTOM COBPEMEHHOTO MAapKETHHTa;
TOCTHHHYHOTO NpUEeMaMH  TICHXOJIOTHYECKOTO BO3ACHCTBHUS, KOTOpBIC HCIOJIB3YIOTCS B
KOMIUIEKCa pasnuuHbIX cepax MapKeTHHra; paboTel C METOJaMH alapaTHOTO
UCCIIEZIOBaHNS TTOTPEOUTENILCKUX PEAKLUM; HCIIOJIb30BaHMs ayauo; apoma
MapKeTHHra; o0pa0OTKH, aHamM3a W  MPEACTABICHUS  PE3YNbTaTOB
MapKETHHTOBBIX UCCIE0BaHNI NOTPEOUTENBCKAX ~ peakuuid  Ha

MapKETHHTOBbIE CTUMYJIBI.

C. Crpareruueckoe Ha YPOBHE 3HAHMIi: 3HAaTh (yHIaMEHTaJbHbIC IPUHINIBI HEHpOMapKeTHHra
yIpaBicHHE M TEHACHIWM pAa3BUTUS NPHUKIAAHBIX HAMpPaBICHUH KOTHUTHBHBIX H
pa3BUTHEM MOBE/ICHUECKHUX OTpAaciei 3HAaHUS.

TOCTUHHYHOTO HA YPOBHE YMeHHIi: yMETh HCIONB30BAHMUS JaHHBIX U METOABI HEHPOHAYK B
komriutekca/ C/03.7 Kc-8.2 NPaKTHYECKOM IPEIOMIICHHH B chepe ynpaBieHNUs] KOMMYHHKaIHEH.

Ynpasnenue
MPOEKTaMU U
W3MEHECHUSIMH B
TOCTUHUYHOM
KOMIIJICKCE

Ha YpoBHE HABBIKOB: BJIaaCTh HaBbIKaMH MMPOCKTUPOBAHUA

KOMMYHUKAITMOHHBIX COO6H.ICHI/II71 C OHTHMHBaHHCﬁ MCTOOOB, KaHaJIOB H
CaMHX KOMMYHUKAIITUOHHBIX COO6HI€HI/Iﬁ nona l'IpO(l)I/IJ'II) KJIMCHTA.

2. O0beM U MeCTO TUCHUILUIMHBI (MOYJIAA) B CTPYKTYpe 00pa30BaTe/JIbHOM MPOrpaMMBbl

O0beM TUCHUTIINHBI

OO6m1ast TpPyI0EMKOCTh TUCIMILIMHBI COCTAaBJIsAET 3 3adeTHhIe eauHuUIllbl, 108 akameM. yacoB /

81 actp. yvac.

Bua pa6otsl

TpynoeMKocTh
(B akaemM.4acax)
04HO/ 32049HO

Oo0mast TPy10eMKOCTh 108/108
KonTakrHas pabora 56/10
Jlexmmn 16/2
IIpakTuyeckue 3aHATUL 38/6




JlaGoparopHbie 3aHATHS -

Koncynpranus 2/2

CamocrosTeabHast padoTa 16/89

Konrpoins 36/9

DOpMBI TEKYIIET0 KOHTPOJIS pedepar, npesenranus, MUCbMeHHas paboTa,

KOHTpOJIbHAs paboTa

®opmMa NpoOMeKYTOUHON aTTecTAUU JK3amMeH

MecTo ITMCHUIUIMHBI (MOAYJIs1) B CTPYKTYpPe 00pa30BaTeIbHOM POrPaMMbl

Jucnummza b1.B.JIB.02.01 «IloBeneHdyeckass 5KOHOMHMKA U HEMPOMAPKETUHT B MHYCTPUU
roctenpuumMctBa / Behavioral Economics and Neuromarketing in Hospitality» oTHOCHTCS K OJIOKY
JMCLUIUIMH MO BEIOOPY CTY/I€HTa BapUAaTHBHOMN 4acTH MPO(ECCHOHATBHOTO IUKIIA y4eOHOTO MIaHa
Hanpasienus 38.04.02 MenemxmenT npopmis «MeHEIKMEHT B UHAYCTPUH TOCTEIPUUMCTBAY.

Lenpto ocBoenuss aucuurmuabl  b1.B.JIB.02.01 «[loBeneHueckass HSKOHOMHUKA |
HelpoMapKeTHHT B MHIYCTpuu rocrenpuumctsa / Behavioral Economics and Neuromarketing in
Hospitality» siBasiercss (GopMupoBaHHE y CTYACHTOB HAaBBIKOB, IMO3BOJSIONIMX MM YYHUTHIBATH
NoBeCHUECKUE (PAaKTOPBl B PA3IMUYHBIX aCMEKTaX aHajiu3a PhIHKOB M JEATEILHOCTH KOMIIAaHUH, a
TaKXe OTCIICKUBATh MEXaHU3MBbI (JOPMHUPOBAHUS 3TUX (DAKTOPOB B MOBEIECHUH YEIIOBEKA.

W3ydenne NMCHUIUIMHBI OCYIIECTBIISICTCS B TEUEHHE OJHOTO CeMeCTpa: Uil CTYICHTOB
o4yHOH (hopMbI 0OyueHHst — Ha 4 cemecTpe 2 Kypca, A CTYACHTOB 3a0YHON (OpMBI OOyUeHHS —
Ha 2 u 3 Kypce.

JocTyn K cucTeMe AMCTAaHIMOHHBIX OOpa3oBaTEIbHBIX TEXHOJOTMHA OCYIIECTBISETCS
KOKIBIM OOydYalomMMCsl CaMOCTOSITENIbHO C JIF00Or0 yCTpoiicTBa Ha mopTane: https://sziu-
de.ranepa.ru/. [laponb W JOTMH K JUYHOMY KaOWHETY / MpO(UIII0 MPEeAOCTaBIsAETCA CTYJICHTY B
JieKaHare.

Bce ¢opmbl Tekyiiero KOHTpOJS, MPOBOAWMBIE B CHCTEME IUCTAHIIMOHHOTO OOy4YeHHMS,
OLICHUBAIOTCSI B CHUCTEME JMCTAaHLMOHHOTO oOyueHHs. JlocTynm K BHIEO M MaTepHajaMm JIEKIHN
MPEOCTABIIACTCSl B TEUCHHME BCEro ceMecTpa. JlocTynm K KakIoMy BHAY pabOT M KOJIUYECTBO
MOMBITOK Ha BBINOJHEHUE 3aJaHMs TNPEAOCTABISETCS Ha OrPAaHUYEHHOE BpEMsS COTJIACHO
periaMeHTy JUCHMIUIMHBL, onyonukoBanHoMy B CZIO. IlpernonaBaTens OIEHWBAET BBIOJHEHHbIE
oOyyaromumcst paboTsl He o3aHee 10 pabounx AHEH Mocie OKOHYAHUS CPOKA BBITIOJTHEHUSI.

[lo aucuuIuIHE OCYIIECTBISIETCS TEKYIIMH KOHTPOJIb B BHJE TMOATOTOBKH W 3aIIUTHI

pe(bepaTa, 3alUThI OPC3CHTAUN, HAITUCAHUA MACHEMEHHOMN pa6OTBI 1 BBIIIOJIHCHUS KOHTPOJIbHBIX

pa0or.
DopMOH TPOMEKYTOUHOM aTTECTALUU SIBJIAECTCS DK3aMEH.
3. Conep:xanue ¥ CTPYKTYypa JMCHHMILIMHBI (MOIYJISA)
Ounas ¢popma o0y4eHus1
Ne o/mm HaumenoBanue Tem O0beM TUCIMILUTHHBI, Yac. dopma
(pa3nesioB), TeKyLLero
Beero KonrakTHast padota Cp KOHTPOJISI
00yuaroIMXCs] ¢ NperoaBaTe/ieM yerieBaeMocTH
TI0 BUAAM y4eOHBIX 3aHATHIH ok
A [ ap [ m | Kcp HpOMERYTOTH




* 0if aTTecTaMH
Temal | Neuromarketing:
Consumer Reactions 20 4 13 3 I1P, KP
Study
Tema2 Sensgry Marketl.ng and 19 3 13 3 P, KP
Emotional Intelligence
Tema3 | Visualization of
. . 19 3 12 4 I1, KP
marketing incentives
Temad | Psychology of
consumer reactions: 6 3 - 3
research methods.
Tema5 | Evaluation of the
effectiveness of sensory 6 3 - 3
marketing methods
IpomekyTouHas arTecTaryst 36/27 Koncyasrammm —2/1,5 IK3ameH
Beero (akan/actp): 108/81 | 16/12 381285 2 | 16/12
Ipumeyanue: * KCP 6 06vem ne 6xooum
* * [IP — nucvmennasn paboma, KP — konmponvuas paboma, 11 — npezenmayus, P — pegpepam.
3aounas popma 00yyeHUs
Ne o/mm HaumenoBanue Tem O0beM TUCIMILTHHBI, Yac. ®opma
(pa3nesioB), TeKyIIero
Bceero KonraxTHast padota Ccp KOHTPOJISt
00yJaIoLIMXCs ¢ MpenojaBareieM yeTIeBaeMocTH
110 BU/IaM y4eOHbIX 3aHSITU ok
a [ ap | m | Kcp TPOMERY IO
* oii aTrecTalmmn
Temal | Neuromarketing:
Consumer Reactions 20 - 2 18 I1P, KP
Study
Tema2 | Sensory Marketing and
. . 20 - 2 18 P, KP
Emotional Intelligence
Tema3 | Visualization of
L . 20 - 2 18 I1, KP
marketing incentives
Temad | Psychology of
consumer reactions: 19 1 18
research methods.
Tema5 | Evaluation of the
effectiveness of sensory 18 1 17
marketing methods
[ pomexyTOUHAs aTTeCTaIHS 9/ 6,75 Kouncyasramum —2/1,5 IK3amMeH
Beero (ara/actp) 108/81 | 2/1,5 645 2 |
66,75

Tpumeuanue: * KCP 6 06vem ne 6xooum

* * [IP — nucomennas paboma, KP — konmponvras paboma, I1 — npezenmayus, P — pegpepam.
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Cooeprcanue oucyuniunl
Tema 1. Neuromarketing: Consumer Reactions Study
The emergence of the scientific direction Neurosines. Neuroscience and decision-making.
Marketing heuristics. Food markers. Interaction of psychologists and marketing. Neurophysiology
and decision-making. The emergence of neuromarketing, the first scientists and studies conducted.
Neuromarketing applications.

Tema 2. Sensory Marketing and Emotional Intelligence

Touch marketing. A model of the buying behavior of modern man. Emotional intelligence.
Aromarketing, audio marketing, creating an atmosphere of marketing influence. Visual marketing.
Visual merchandising. Color perception psychographic. Color therapy in communications.
Industrial design.

Tema 3. Visualization of marketing incentives

The essence of semantics. The essence of semiotics. Effects on human senses. The concept of
marketing impressions. Building the emotional connection between the consumer and the brand.
Visualize images to promote product markers. Identification of "magnets" of consumer perception.
Visualize images to target audience.

Tema 4. Psychology of consumer reactions: research methods.

Processing the results of neurophysiologists' research. Evaluate how efficiently images are
rendered in an ad. Analysis of studies of consumer responses to visual and sensory stimuli based on
cognitive processes, information processing methods and decision mechanisms

Tema 5. Evaluation of the effectiveness of sensory marketing methods

Neuromarketing methods (Itreking, MRI, EEF, Psycho-linguistic studies, EEG, MEG, etc.)
Preparation and conduct of studies. Treatment of these neurophysiologists and segmentation of
consumer reactions. Consumer markers. Interpretation, analysis of the results. Dofonomika.
Dopamine loop.

4. MaTtepuaJjbl TeKyLIero KOHTPOJIsl ycneBaeMoCTH 00y4yaromuxcsi 1 GoHx OLeHOYHBIX
CPeICTB MPOMEKYTOYHOH ATTEeCTAMH MO JUCHUILIHHE (MOAYJII0)
4.1. ®opMbI U METObI TEKYILIET0 KOHTPOJISA YCIIEBAeMOCTH, 00YYAIOIINXCH H IPOMEKYTOYHOM
aTTecTaluM

4.1.1. B xome peanusauum aucuunjuubl b1.B./[B.02.01 «llosedenueckaa 3IKOHOMUKA U
Helipomapkemunz ¢ unoycmpuu cocmenpuumcmaea / Behavioral Economics and Neuromarketing
in Hospitalityy wWcnoab3ylOTcsl CieAyOlHe MeTOAbl TEKYIero KOHTPOJIA YCIeBaeMOCTH
00y4Jaromuxcs:

[Tpu mpoBeieHNY 3aHATHH JIEKIIMOHHOTO THUIIA: JICKITHS — IPE3CHTAIIHSI.
MIPH TIPOBE/ICHUH 3aHITHH CEMUHAPCKOTO TUTA: pedepaT, MUChbMEHHas padoTa, KOHTPOJIbHAS
pabota, mpe3eHTaIus.



P KOHTPOJIE PE3YJIbTATOB CAMOCTOSITEILHON pabOThl CTYACHTOB: paboTa C ydeOHOM
JUTEPATypOid, METOIUYECCKHUMHU IOCOOMSIMHU W JPYTMMH HCTOYHHKaMH HHOOpMAIu B
mporiecce TOATOTOBKA K AyJUTOPHBIM 3aHATHSAM M TPOMEKYTOYHOW aTTECTAIlMH 10
TUCIUTUIAHE.

B cnyuae peanuzanum mucturmmuabl B JIOT dopmat 3amanunii amantupoBad ajis 11aTGOpMbI
Moodle.

4.1.2. Jx3aMeH NPOBOAUTCH C IPUMEHEHUEM CJIeAYIOIIUX MEeTOIO0B (CPeICTB):
[TpomexxyTounsiii KOHTpoIb 1o nuctuiimHe b1.B./IB.02.01 «IloBeneHueckas 5KOHOMUKA U
HEWPOMApKETUHT B MHIyCcTpuu TroctenpuumctBa / Behavioral Economics and Neuromarketing in
Hospitality» - sk3ameH B (opme OTBETa Ha BONPOCHL. DK3aMECHAIIMOHHBIA OWJIET BKIIOYACT JBa
BOIIpOCa.
B ciayuae nmnpoBeaeHHs TNPOMEKYTOYHOM aTTeCTallMd B  JUCTAHLIMOHHOM PEXHUME
ucrnonb3yercs mwiardpopma Moodle n Teams.

4.2. MaTtepuaJjbl TeKylIero KOHTPOJISl yCIeBAeMOCTH 00y4a0IIMXCS
TunoBble OLleHOYHbIE MATEPHAJIBI 110 TeMe Ne2
IIpumepHbIe TeMbI 17151 MOATOTOBKHU M 3allIUTHI pedepara.
H3yuump 6b10panuyro memy u npoaHaIUIUPOCAMND.
. Introduction to neuromarketing
. Neuromarketing studies of consumer behavior
. Neuromarketing technologies
. Marketing impact tools (aroma, video, audio, spatial, touch)
. Emotional Intelligence in Marketing
. Impressions Marketing, Impressions Economics
. Legal and ethical standards for the application of neuromarketing
. Neuromarketing as a trade service toolkit

O 00 3 O L B W N —

. Consideration of examples of changing reactions in consumer behavior

10. Analysis of examples of brand communications from the perspective of neuromarketing
11. Selection of neuromarketing tools (smell, music, color, shape, space) to shape consumer
behavior

12. Consideration of examples of entrepreneurship in the information space

13. Basic neuromarketing concepts

14. Comprehensiveness of sciences in the study of consumer behavior

15. Perception Models

16. Principles of perception, thinking, emotions, decision-making

17. Behavior and decision-making as a response to factors

18. Emotions and Decision Making.

19. Doponomics. Dopamine loop.

20. Design thinking in the sales management system.

21. Touch marketing: tools and success stories.

22. Symbols and signs in the marketing communications system.



IIpumepHbIe TeMbl 1J1s1 MPpe3eHTAIUU 10 Teme Ne3

Cobepume unghopmayuro no npednoIHceHHOll meme, OyeHume U cucmemamusupyiime ee,
noopazoearume Ha nOOMmMemvl, codepume ceedeHus O] npe3eHmayuu, evlopaes 21asHoe u
omceae emopocmenennoe, evigeoume Ha caaiovt (10 — 15 cnaitoos), coenaitme 6v1600bl,
YKaxyicume  UCHOIb308AHHbBIE  UCMOYHUKU  uH@opmayuu.  Oodyuarowuiica  00ax4ceH
n0020MOGUMb NPE3CHMAYUIO U NPEOCMABUMb ee HA NPAKMUYECKOM 3AHAMUU.
. Analysis of brand circles by Nicholas Coro.
. Color in the ad.
. Design solutions in advertising.
. Interior styles as a marketing incentive.
. Audio marketing.
. Symbols and their transcription.
. Emotions and their visualization.
. Psychology of sales of everyday goods.

O 00 3 O L B W N —

. Innovative methods (woodwinding, storytelling, Ambient Media)
10. Graffiti as a subculture of promotion.

12. Subcultures as a target audience.

13. The advancement of vices and virtues.

IIpumepHoe 3agaHue 1JI NMCbMEHHOI padoThl Mo Teme Nel
Ooyuarowuiica 0011cen ROO20MOBUNL NUCLMEHHYIO PAOOMY COCMOAWYIO U3 4 0,10K08.
1. Impressions Marketing, Impressions Economics
2 Legal and ethical standards for the application of neuromarketing
3 Neuromarketing as a trade service toolkit
4 Consideration of examples of changing reactions in consumer behavior
5 Analysis of examples of brand communications from the perspective of neuromarketing
6 Selection of neuromarketing tools (smell, music, color, shape, space) to shape consumer
behavior
7 Consideration of examples of entrepreneurship in the information space
8 Basic neuromarketing concepts
9. Comprehensiveness of sciences in the study of consumer behavior
10. Perception Models
11. Principles of perception, thinking, emotions, decision-making
12. Behavior and decision-making as a response to factors

Bonpocel Kk nucbMeHHOi padore:

1. Analysis of the neuromarketing component of advertising (choosing an example at the
discretion of the student)

2. Drawing up a neuromarketing research program plan

3. Difference of emotions (interpretation of facial muscles and body position)

4. Analysis of personal behavior in the process of making decisions about buying and choosing a
brand
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IIpumepHasi KOHTpPOJILHAs padoTa mo temam Nel, 2, 3
Boibepume ooun npaeunwvnuviii omeem. Cocmagbme CRUCOK OMEEMOE HA BONPOCHL
mecma, 6bINOIHAA 3A0AHUS, CHOPMYTUPOBAHHBIE 8 KANHCOOM 60RPOCE Mecma.
Bompoc 1. Select the definition of neuromarketing:
a) application of neurophysiological instrumentation influencing consumer behavior
b) high-precision hardware testing of unconscious human responses to any sensory stimulus
c) one of the areas of marketing, which studies consumer behavior and uses tools such as
functional magnetic resonance imaging (MRI), electroencephalography and biometric sensors for
subsequent analysis and manipulation of unconscious reactions of consumers
d) a mechanism for manipulating the consumer, an effect that cannot be resisted

Bompoc 2. Who first introduced the concept of neuromarketing:
a) G. Saltman

b) S. Weinstein

¢) E. Smidts

Bompoc 3. The purpose of neuromarketing research is:

a) choice of the method of influence on consumer behavior

b) objective assessment of neurophysiological manifestations of human reactions

c) descriptions of the characteristics of the course of higher mental functions, emotionally
personal sphere to distinguish those factors that underlie them

Bompoc 4. Select methods to influence consumer behavior (degree of influence)
a) sound - 65%, smell -40%, visual - 46%, kinesthetic - 26%

b) sound - 15%, smell - 30%, visual - 80%, kinetics - 60%

¢) sound -43%, smell -20%, visual - 60%, kinesthetic - 27%

Bompoc 5. Interaction with which sciences neuromarketing research is carried out

a) traditional marketing and neuroscience

b) marketing, neuropsychology, psychophysiology and modern medical brain research
technologies

¢) marketing, anatomy, neuropsychology, psychophysiology and modern medical brain research
technologies

Bormpoc 6. Consumer behavior is it?.

a) this is a generalizing concept of processes that shape the economic actions of the consumer in
the context of acquisition and consumption

b) this is a process in which the demand of the mass of consumers for services or goods of various
kinds is manifested

c) a set of features and indicators characterizing the actions of consumers, including their
consumer preferences, demand for goods and services, consumption structure, ways of using
income.
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Bormpoc 7. Motives for human behavior in marketing:
a) justice, security, desire, sense of superiority

b) security, sociality, innovation and alpha motivation
¢) security, imitation, alpha motivation, self-appr

Bompoc 8. Author of the first neuromarketing study?
a) S. Weinstein

b) G. Saltman

¢) E. Smidts

Bompoc 9. List neuromarketing communication channels
a) hearing, vision, sense of smell, emotions

b) hearing, vision, sense of smell, touch

¢) hearing, vision, sense of smell, touch, emotion

Bompoc 10. Using the ZMET method implies

a) in-depth analysis of user behavior based on data on consumer interaction with the object
interface

b) using a pre-prepared set of images to elicit an emotionally positive response that activates
hidden metaphor images that stimulate purchase

¢) measurement of electrical activity of human brain neurons under the influence of stimulus

Bompoc 11. Factors affecting consumer behavior
a) environmental factors and individual differences:
b) environmental factors and social requirements
¢) social requirements and individual differences

Bompoc 12. Date of first mention of neuromarketing
a) 1990
0)1985
B) 2010

Bompoc 13. Most common neuroscanning technologies

a) positron emission tomography (PET), functional magnetic nuclear resonance (fMAR), electro
magnetic encephalography (EEG/MEG), itracking

b) positron emission tomography (PET), functional magnetic nuclear resonance (fMAR), electro
magnetic encephalography (EEG/MEQG), itracking, computerized motion scanning

c) functional magnetic nuclear resonance (fMAR), electro- and magnetic-encephalography
(EEG/MEQG), itracking, computerized motion scanning, direct transcrepal stimulation.

Bompoc 14. The study methodology includes:
a) principles, management techniques, marketing research tools or analysis and synthesis tools,
creative decision-making methods, information collection methods;
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b) scientifically based procedure for studying market processes and phenomena, which includes:
collection of information, analysis and forecasting of collected materials;

¢) laboratory observations of economic behavior of subjects and simultaneous study of their brain
activity

Bompoc 15. The main subject of study in neuromarketing?

a) influence on consumer behavior using programming techniques
b) decision choice problem

¢) understanding the emotional response of the customer

Bormpoc 16. List 6 principles in neuromarketing

a) principle of limitation, use of false goals, anchor effect, sense of duty, principle of contrast,
pain and healing

b) principle of limitation, obligation, anchor effect, sense of duty, social evidence, pain and
healing

c) obligations, use of false goals, anchor effect, authority, contrast principle, novelty

Bompoc 17. What is the reason for the occurrence of neuromarketing?

a) changing the culture of consumer behavior

b) field studies with the help of questionnaires in most cases no longer provide effective data on
consumer choice

¢) market satiety with goods and services

Bompoc 18. What psychological problems do marketing face in a traditional study (list screens):
a) courtesy, verbalization, suppression, rationality, nonconformism.

b) consciousness, irrationality, tolerance, courtesy, conformism, verbalization.

¢) courtesy, consciousness, irrationality, intolerance, nonconformism.

Bompoc 19. How consumer-oriented marketing differs from marketing-oriented marketing
goods

a) in category intractability

b) in the implementation of processes

¢) in measurement methods

Bompoc 20. The process by which an individual selects, organizes and interprets an incoming
information for creating a significant picture of the surrounding world is called:

a) motivation;

b) formation of relations;

C) persuasion;

d) training;

e) perception.

Bormpoc 22. Mental properties of personality include:
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a) knowledge, temperament, character, habits.
b) knowledge, skills, imagination, motives, character, habits.
c) knowledge, skills, temperament, character, motives, habits.

Bompoc 23. At the moment, with the help of neuromarketing studies, brain zones have already
been studied that activate each time:

a) a person sees goods (including food) or brands that he prefers and a situation of trust arises (the
buyer to the seller or goods, to a loved one, friend or family member);

b) it is necessary to make a decision based on an assessment of the balance between the
immediately received pleasure (purchase of goods/product) and the immediately received
disappointment (waste of money);

¢) pleasure or perception of beauty arises, a person experiences altruistic feelings;

d) negotiators give will to emotions to the detriment of cold reason or, conversely, maintain
rational restraint, suppressing emotions;

e) all answers are correct

Bompoc 24. Is that Alla's paradox?

a) rational behavior maximizes not the expected outcome, but satisfaction from the result

(b) are people more focused on? changes? the usefulness of their states than the usefulness of the
states themselves, and the assessment of the corresponding subjective probabilities is noticeably
shifted relative to the inherent point of reference?

¢) a person, being at risk and uncertainty, will try not to maximize the expected utility, but to
achieve absolute reliability

d) greater choice may lead to a worse decision or, in general, to a refusal to make a decision

Bompoc 25. The concept of consumer behavior theory is divided into:
a) Cardialist and Ordinary

b) rational and irrational

¢) functional and non-functional

dopma IIpouenypa oueHuBaHUS 3HAHUI, YMEHHM i, HABBIKOB M (MJIH) ONbITA
KOHTPOJIA AeATeJIbHOCTH, XapaKTepu3yIIIHUX 3Tanbl GopMHUPOBAHUSA KOMIIeTeHIM
Pedepar OO0yuarommecsi CaMOCTOSATEILHO MUITYT PaboTy Ha 3aJaHHYIO TEMY U CIIAI0T

IpernoaaBaTesio B MMCbMEHHOM BHJie. B pabote mpousBoauTcst 0630p MaTepuaia
B ONpeIeNIEHHON TEMaTHIECKOM 001acT JIMOO0 TpeIaraeTcsi COOCTBEHHOE
pernieHue onpeaenéHHON TEOPETHIECKON HIIM TPAKTUIECKON MTPOOTIEMBI.
OuenuBarorcs mpopaboTKa HICTOYHUKOB, U3JI0KEHHE MaTepuaa, (GopMyIupoBKa
BBIBOJIOB, COOJTIOZICHUE TPEOOBAHUN K CTPYKTYpE B 0(DOPMIICHHIO PabOTHI,
CBOEBPEMEHHOCTb BBINIOJIHEHUS. B cirydae myOianuHo# 3amuThl pedepara
OLICHUBAIOTCS TAK)KE OPATOPCKHUE CIIOCOOHOCTH.

Hp€3€HTaI_II/I$I O6yqa101unec;1 BBITOJHAIOT MPE3CHTAHUIO C IPUMCHCHUCM HGOGXOZ[I/IMBIX
MporpaMMHBIX CPCACTB, pCllasd B MIPE3CHTAINU ITOCTABJICHHBIC ITPCIIOJaBaTCICM

3agaun. OOyyaromuiics BRICTYIIAET C MPE3eHTALMEH Ha 3aHATHH WK CIAET e€ B
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SJICKTPOHHOM BH/JIC ITPCIIOAaBaTCIIIO. OI_IGHI/IBaIOTC}I BJIAAICHUC MAaTCPHUAJIOM I10

TEMC MIPEC3CHTAIUU, JIOTUIHOCTD, I/IHq)OpMaTI/IBHOCTB, CIIOCOOBI MNpCaACTaBJICHUA

UH(OpPMaLKK, pelIeHHe TOCTABICHHBIX 3a/1a4.

[Mucemennas | OOyvaromuecss  TOJY4alOT  3aJaHUE [0  OCBEUICHUIO  ONpeAeTEHHBIX
pabota TEOPETUYECKHUX
BOIIPOCOB MJIM pEIICHUIO 3a/1a4. PaboTa BBIMONIHAETCS MUCEMEHHO U CAAETCS
npenojaBaresnto. OLEeHUBAIOTCS BIaleHHEe MAaTepUAIIOM 10 TeMe padoThI,
aHAJTUTHYECKUE CITIOCOOHOCTH, BIIQJICHUE METOIaMH, YMEHUS 1 HaBbIKH,
HE00XO0IMMBIE /7S BHITIOJHEHUS 3aJaHUH.
Kontponsnas | KonTposnbHas paboTa mpoBOIUTCS B 4ackl ayIUTOPHON paboThl. O0yyaromuecs
pabota MOJIYYaloT 33aJJaHus JUIs IPOBEPKH YCBOCHMS MpoiiieHHOro MaTepuana. Pabora

BBITTOJIHACTCA B IMCbMCHHOM BHJIC U C,Z[aéTC}I npenoaaBaTeiIto. OI_IGHI/IBaIOTC}I

BJIaACHUC MAaTCPHUAJIOM I10 TEMC pa6OTBI, AHAJIMTUYCCKHUC CHOCO6HOCTI/I, BJIaJACHHUC

MCETOJaMH, YMCHUS U HABbBIKH, HGOGXOI[I/IMBIG JJIA BBITIOJIHCHUA 3al[aHHI>'I.

4.3. OueHo4HbIe CpeacTBA I IPOMEKYTOYHOM aTTecTalluu

4.3.1. IlepeyeHb KOMIIETEHIMI C YKa3aHHEM 3TaNoB UX (JopMUPOBaHUS B NpoLecce 0CBOCHUS

o0pa3oBartenbHON nporpammel. [loka3aTtenu U KpUTepHUH OLCHNBAHUS KOMIIETEHIMH €

y4eToMm 3Tana ux ¢GopMupoBaHUsA

Kon Haumenoanue Kop srana HaumenoBanue 3Tana oCBOECHUS
KOMITETEHITUHU KOMITETEHITUH OCBOCHUS KOMIIETEHITUU
KOMIIETEHITUH
CrocoOHOCTh OlICHUBATH
KOHKYPEHTHYIO Cpely U PasButne cnocobHOCTH
IIKc-6 pa3pabaTbiBaTh IKc-6.2 paszpabaTheIBaTh MAPKETHHTOBYIO
MapKETHHTOBYIO CTPATETHIO CTpaTETHI0 OPraHU3aIH
MPEATIPHUITHS
CIOCOOHOCTH pa3padaThiBaTh
CHCTEMBI MAPKETHHTOBBIX
KOMMYHHKAIUH, TPOBOTUTH DOopMUPOBAHKE TEOPETHUCCKHUX
KOMMYHHKAIIMOHHBIC 3HAHUH U MPAKTHUYECKUX HABBIKOB
IKc-7 KaMIIaHWUU B OpTaHU3aIllid U IKc-7.2 10 cO0py, OTOOPAKEHUIO U aHATH3Y

TOTOBHTH PEKOMEHIAIMHN TS
MPUHATHS MAPKETHHIOBBIX
pEIICHH B OTHOIICHUH
TOBapoB (yCIIyr, OpeHI0B)

JaHHBIX I10 pa3HbIM aCIICKTaM
MapKCTHHFOBOﬁ JACATCIBbHOCTH
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ITKc-8

CriocoOHOCTH BBISIBIIATH
MOTPEOHOCTH B H3MEHEHUIX
JIESATEIIbHOCTH TOCTHHHYHOTO

KOMIUIEKCA U YIIPaBJIATh
pa3pabOTKON 1 pean3anuei
MIPOEKTOB, HAIIPABJIEHHBIX HA

Pa3BHUTHE U MTOBBIIICHUE

KOHKYPEHTOCITOCOOHOCTH B

WHAYCTPUU TOCTETIPUIMCTBA

ITKc-8.2

YMeHueM npoBOJaUTh U
WCTIONTE30BATh OIEHKY
KOHKYPEHTHBIX CHJI IIPU NPUHATUU
CTpaTErUYECKUX PEUICHUI.

JTan ocBoOeHMs IToka3arennb Kpurepuii ouennBanns
KOMIICTCHIIUU
OIlCHUBaAHUA

IKc -6.2 [IpumensieT s penieHus npakTudecknx | Paspaborana  MapkeTHHroBas — CTpaTerus
Passutne criocobrnocTH 3a/a4 HaBBIKM MapKCTMHIOBOIO aHaliM3a | OpraHu3anuu, OTBEYHaroImas COCTOSIHHIO
paspabaTbIBaTh MPOEKTOB. KOHKYPEHTHOH Cpellbl U CTpaTernyeckKum
MapKETHHTOBYIO CTPATETHUIO | PazpabaTeiBaeT MapKEeTHHIOBYIO | 33[a4aM OpraHH3alliy C Y4eTOM TPeOOBaHHU
OpraHu3alnuu CTPAaTEeTHI0 OpPraHu3aluMu ¢  ydeToMm | IPOCKTHOTO MOAXOoAa.

MIPOEKTHOTO TIOX0a.

IKc-7.2

dopmupoBaHue
TEOPETUUECKUX 3HAHUU U
MPaKTUIECKUX HABBIKOB IO
cOopy, 0TOOpaKECHHIO H
aHaIU3y JaHHBIX 110
Pa3HBIM acreKkTam

YMeThb OCYIECTBIATh TOUCK

3¢ GEeKTUBHBIX METOZOB 1 CIIOCOOOB
JOCTHKEHHUS [IEJICBOi ayJUTOPHH C
YUYETOM LeJel 1 3aJ1a4 CTpaTeruu
MPOJIBIIKCHUSL.

BJ'IaL[eTI) HaBbIKaMH CUCTCMATU3allUN

Ha BBICOKOM ypOBHE yMEET OCYILIECCTBIISATH
TTOUCK 3P PEKTUBHBIX METOJIOB M CITOCOOOB
JIOCTHIKEHUSI LIEJICBOM ayIUTOPHH C yIETOM
Lielneil ¥ 3a71a4 CTpaTeruy MPOABUKEHHSL.

B monnoii crenenu BJIaACCT HaAaBBIKaMH
CUCTEMAaTHU3allu COBPEMEHHBIX

MapKETHHTOBOM COBPEMEHHBIX HHCTPYMEHTOB WHCTPYMEHTOB KOMMYHUKALMOHHOT'O

JIeSITEIbHOCTH KOMMYHHUKAIIMOHHOTO BO3/IEUCTBUS B BO3JICHCTBUS B LEJIAX 00CCIICUCHUS UX
HENSIX 00CCTICUCHHSI UX WHTETPALUH C HMHTETpaluy ¢ TPaJIuLUOHHBIMU
TpaIUIIMOHHBIMH HATIPaBICHUSIMH HaTIPaBJICHUSMH IIPOABIKCHHISL.
TIPO/IBHKCHUSI.

MMKc-8.2 YMeTh OpraHum3oBbIBaTH padoTy 10 | Ha BBICOKOM ypOBHE yMEeT OpraHH30BBIBATH

YMeHueM nNpoBOAUTE U
UCIIOJIb30BaTh OLIEHKY
KOHKYPEHTHBIX CUI IIPU
HNPUHATHH CTPATETUUECKUX
perieHuil.

AHaJIN3y BJIUSAHUA KOHKYPCHTHBIX CHUJI Ha
MAapKETUHTOBYIO JCATCIIbHOCTD
MpeaAnpuATusa ¢ yaecToM OTpaCHeBOﬁ
CHGIII/I(I)I/IKI/I U MMPOTHO3UPOBAHUA
PUCKOBBIX cmyaunﬁ Ha pbIHKE.

Bnanets MHCTPYMEHTAIbHBIM u
MaTeMaTHYeCKUM anmnapaTom
KOHKYPEHTOCTIOCOOHOCTH
HpeANPUATHS B
CTPATETHUCCKOTO  YIpPaBJICHUS
MapKETHHTOBOH JIEATEIEHOCTBIO.

obecrieueHus
crucTeMe
ero

paboTy 1Mo aHaNHU3y

BIIMSIHASL KOHKYPECHTHBIX CHIT Ha
MapKETUHTOBYIO AESTEIbHOCTD
MPEANPUATHS C YUETOM OTpaciieBoi
criennUKA U IPOTHO3UPOBAHHUS
PHUCKOBBIX CHTyaldii Ha PHIHKE.

B mosHOI cTeneHu BiIaaeeT
MHCTPYMEHTAIBHBIM I MaTEMaTHIECKUM
arnmapaTom obecriedeHust
KOHKYPEHTOCIIOCOOHOCTH TPEATIPHUSITUS B
CHUCTEME CTPATErHYCCKOTO YIPABICHHS €r0

MapKeTHHFOBOﬁ JACATCIIbHOCTBIO.

16




4.3.2 TunoBblie OLIEHOYHbIE CPEICTBA

[IpumepHBbIe BONPOCHI 11 MOATOTOBKH K IK3aMeHY
H3noscume meopemuueckue O0cCHO6bl NO OaHHOU meme (Oaiime onpedeneHus,
nepeuuciume u Hazoeume) u 000CHyiime (apcymenmupyiime u npooeMoHcmpupyiime) ceoe
omHuouenue K 0AHHOU meme (Ha KOHKPEeMmHOM npumepe):
1. Neuromarketing: history of science.
. Neuromarketing applications.
. Model of buying behavior of modern man
. Disadvantages and Benefits of Traditional Research in Marketing
. Contextual segmentation
. Decision-making mechanism
. Dofonomika. Dopomin loop.
. Brand circles N.Koro.
9. Neuromarketing techniques (Itreking, MRI, EEF, PET, Psycho-linguistic studies).
10.Interpretation, analysis of the obtained results from hardware studies.
11. Touch marketing.
12. Sensitive marketing.
13. Visualization techniques.
14. The concept of emotional intelligence, types of emotions
15. Brand impact on emotions, brand emotion
16. Effects on human emotions and sensations- emotion design
17. Color analysis and coloristics
18. Context segment: essence and formation.
19. Marketing impressions.
20. Comfort marketing.
21. Industrial design.
22. Design thinking

(e BEN e NNV, I -SRI O]

Ixana oneHUBaAHUA

OneHka pe3ylbTaTOB MPOU3BOAMTCS  Ha OcCHOBE [loyoJkeHHs O TEKyIIeM KOHTpOJIe
yCIIEBAEMOCTH OOYYAIOIIHUXCS U TIPOMEXKYTOYHOM aTTeCTAIlUU 00ETaIoONINXCsl 0 00pa30BaTeIbHBIM
nporpaMMaM CpeJHero Mnpo(ecCHOHAIBHOTO M BBICHIETO 00pa3oBaHus B  (enepaabHOM
roCyJapCTBEHHOM  OIOJDKETHOM  00pa3oBaTEIbHOM  YUPEXKIACHUU  BBICIIErO  OOpa3oBaHMs
«Poccuiickas akaJeMHy HApOJHOKI XO3SMCTBA M TOCYIAapCTBEHHOUN ciyxObl mpu [Ipesmmente
Poccuiickoit @enepauun», yreepxkaeHHoro Ilpukazom Pektopa PAHXul'C npu Ilpesunente PO
ot 30.01.2018 1. Ne 02-66 (.10 pasznmena 3 (mepBswiif ab3am) u m.11), a Takxke Pemenus Yaenoro
cosera CeBepo-3anaaHoro nacrutyra ynpasiaeHuss PAHXul'C npu Ilpesunente PO or 19.06.2018,
npotokos Ne 11.

«OtnnaHo» (A) — TeopeTHdecKoe COAepKaHHE Kypca OCBOEHO IMOJHOCTBIO, 0e3 TpoOeroB
HEOOXOJMMBIE TPAKTUYECKUE HABBIKM PabOTHI C OCBOCHHBIM MaTepuanoM c(hopMUpOBaHBI, BCe
MPEeIyCMOTPEHHbIE MMPOrpaMMoil 00ydeHHs] ydueOHbIE 3a/JaHus BBINOJIHEHBI, KayecTBO HX
BBITIOJTHEHUS OLIEHEHO YUCIIOM 0ailyioB, OJM3KUM K MAKCUMAaJIbHOMY.

«Xopomo» (C) — TeopeTnyeckoe CoAepKaHUE Kypca OCBOCHO IMOJIHOCTHIO, 0e3 MpoOesoB,
HEKOTOpBbIE TpAKTUYECKHUE HaBBIKM pabOThl € OCBOCHHBIM MaTepuaioM c(hopMHpOBaHbBI
HEJO0CTaTOYHO, BCE MPEIYyCMOTPEHHBIE MporpamMmon OoO0y4deHHs] y4ueOHblE 3a/laHusl BBIOJIHEHBI,
Ka4yeCcTBO BBIIMOJIHEHUS HU OJTHOTO M3 HUX HE OI[CHEHO MUHHMMAJIbHBIM YHCIOM 0ajuIOB, HEKOTOPHIE
BU/JIBI 32JIaHUH BBITMOJTHEHBI C OIIHOKAMHU.

17



«¥Y nosnerBoputenbHo» (E) — TeopeTnueckoe coaepkaHHe Kypca OCBOECHO YacTUYHO, HO
npoOesbl He HOCST CYLIECTBEHHOIO XapakTepa, HeOOXOIMMbIe MPAaKTUUYECKHE HaBBIKU PalbOThHI C
OCBOCHHBIM MaTepHaioM B OCHOBHOM C(OPMHPOBAHbBI, OOJBIIMHCTBO MPEIyCMOTPEHHBIX
nporpaMMmoii oOyueHHs! y4eOHBIX 3a/JaHUil BBIMOJIHEHO, HEKOTOPHIC W3 BBHIOJHEHHBIX 33/1aHUM,
BO3MOYKHO, COIEPKAT OIIMOKH.

«HeynosnerBoputensHo» (FX) - TeopeTmdeckoe coaepxkaHue Kypca HE OCBOCHO,
HEOOXOUMBIC TPAKTHUYECKHE HAaBBIKM pabOThl HE CPOPMUPOBAHBI, BHITIOJHCHHBIC YUeOHBIC
3aJlaHus coJiepKaT IpyOble OIIMOKH, TOMOJHUTENbHAS caMOCTOsITeNbHAs paboTa HaJl MaTepUaIoM
Kypca He IPUBEJIET K CYIECTBEHHOMY IMOBBIIICHUIO KaueCTBAa BHIMOTHEHNS YU€OHBIX 3aJaHU.

4.4. MeTonnueckne MaTepHuaJibl

Ox3ameH no pucuumuinHe b1.B.JIB.02.01 «IloBeneHueckas sKOHOMUKAa U HEHPOMApPKETUHT
B uHayctpuu roctenpuuMctBa / Behavioral Economics and Neuromarketing in Hospitality»
IIPOBOAUTCS. B CTPOTOM COOTBETCTBUU ¢ Ilojlo’keHHEM O TEKyLIEM KOHTPOJIE YCIIEBAEMOCTH H
POMEXYTOUHOM aTTecTanuu ctyaenToB B PAHXul'C, B ycTHON U nucbMEHHOH popmax.

K mpomexyTo4yHO# aTTecTalMu IOMYCKAIOTCS MAarkMCTPAHThI BBHIOJHHUBIINE HEOOXOIUMbBIC
tpeboBanuss OIl BO mno mucuuruimne «lloBeneHdyeckas SKOHOMHMKA M HEHPOMAapKETHHT B
uHayctpun rocrenpunmctBa / Behavioral Economics and Neuromarketing in Hospitality» mo
UTOraM TEKYILEr0 KOHTPOJIS YCIIEBAEMOCTH B TEUEHUE CEMECTPA.

BpIcOKMII YpPOBEHBb YCIIEBAEMOCTH, BBIABICHHBIM II0 MTOraM TEKYIIEr0 KOHTPOJIsA B
CEeMECTpe, MOXKET SBIATHCS OCHOBAaHHUEM Ui OCBOOOXKICHMS MarucTpaHTta oOT CHadu
sK3aMeHa/3auera (IpU ero corjacuu). BBICOKOH sBIsSETCS ycreBaeMOCTh TOJBKO Ha «OTIMYHOM,
WJIM Ha «XOPOIIO» U «OTIMYHO» B TEUEHHE CEMECTPA.

DK3aMeHbl OpPraHM3yIOTCSI B MEPHUOJ CECCMU B COOTBETCTBUU C TEKYIIMM TIpaduxom
y4eOHOTr0 Tpoliecca, yTBEP)KIECHHBIM B COOTBETCTBHMU C ycTaHOBJICHHBIM B C3UY mopsiakowm.
[IpoOmKUTENBHOCT 3K3aMEHa JUIsl KaXJOr0 CTYJEHTAa HE MOXET MPEeBbIIATh YeThIPEX
aKaJIEMUUYECKMX YacoB. OK3aMEH HE MOXXET HauumHatbcs paHee 9.00 4acoB M 3aKaHUMBATHCA
noznHee 21.00 waca. Bpemss Ha MOATOTOBKY OTBETOB IO OWJIETYy KaXKIOMY OOyYarOIIeMyCs
orBoautcs 30-40 munyt. [Ipu siBKe Ha SK3aMeH OOYYAIOIIUIICS TOJDKEH UMETh TPH ceOe 3a4eTHYIO
KHIKKY. Bo Bpems sk3ameHa oOydaroluecss Mo PEeHICHUIO MPEenojaBareis MOTYT IMOJIb30BaThCs
y4eOHOW TMporpaMMOl JHWCIUIUIMHBI W CHPaBOYHOM juTeparypod. OIleHKa 3a dK3aMeH
MIPOCTABIISIETCS. B 3K3aMEHALlMOHHOM BEAOMOCTHM M 3aYETHBIX KHHWXKKAX CTYJAEHTOB, IPHU 3TOM
OLICHKH «HEYJOBJIETBOPUTEIHBHO» B 3aUETHYIO KHUKKY CTYZACHTOB HE MPOCTABISAIOTCS.

ITpomexxyrounast arrecranusa B cucteMme JJOT. KoHcynbpTanuus k 3K3aMeHy NpOMIeT B BUJIE
oHJIaiiH-BcTpeun B npuioxkenun Office 365 «Teamsy. IlpunokeHne peKOMEHIYeTCs YCTaHOBUTD
nokaabHO. CTYyIEHT TOJDKEH BOWTH B CUCTEMY C TIoMoIIsto yueTHoi 3anucu Office 365 PAHXul'C,
9TOOBI 00ECIeYnTh 0a30BYIO MTPOBEPKH JTUIHOCTH.

B cnyyae npumMeHeHHs JUCTAHLIMOHHOIO pEXUMa NPOMEKYTOYHOM aTTecTalMu OHa
MPOBOJUTCS CAeAyOmUM 00pa3om: yctHO B JIOT/muchbMEeHHO ¢ TPOKTOPUHTOM/ TECTHPOBAHUE C
MIPOKTOPUHIOM. /[l yCHEIIHOrO OCBOEHMS Kypca ydaleMycCsi peKOMEHAYETCS O3HAKOMHUTBCS C
JIUTEPATYPOil, pa3MEILIEHHOM B pa3jeie 6, u MarepuaiaMmu, BbuioskeHHbIMU B JIOT.
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5. Meroauyeckue YKa3aHUsA sl 00y4alOIIUXCH 10 OCBOCHUIO JUCUMILIMHBI (MOXYJIs1)
O6yuenue no qucrurmuHe b1.B.J[B.02.01 «IToBenenueckas 5KOHOMUKA U HEHPOMapKETUHT
B mHAycTpuH ToctenpuuMmctBa / Behavioral Economics and Neuromarketing in Hospitality»
MpearoiaraeT U3y4yeHue Kypca Ha ayJUTOPHBIX 3aHATHUAX (JIEKIMU U MPAKTHYECKHE 3aHATHS) U
CaMOCTOSITENIbHOM paboThl cTyneHToB. [IpakThyeckue 3aHATUS AMCHUIUIMHBI MPEANONIaraloT HX
MIPOBEJICHUE B PA3IMYHBIX (POpPMax C LEbIO BBISABICHUS MOTYYCHHbBIX 3HAaHUHN, YMEHUN, HABBIKOB U
KOMIIETCHITNH.
C uenpio obecreyeHUs] YCIEIIHOTO OOy4YeHUs CTYIEHT JODKEH TOTOBUTHCA K JIEKIHUH,
MMOCKOJIBKY OHA SIBJISICTCS BayKHEHIIEH (OpMON OpraHu3aIuy yaeOHOTo Ipoliecca, TOCKOIbKY:
- 3HAKOMHT C HOBBIM y4€OHBIM MaTepUaioM;
- pa3bsACHSET y4eOHbIE 3JIEMEHTBI, TPYIHbIE JUIsl TOHUMaHUS;
- CHUCTEeMaTH3upyeT y4eOHbIN MaTepua;
- OPUEHTHUPYET B y4eOHOM MpoIiecce.
Iloozomoexa K 1eKyuu 3aK1104aemcs 6 cnedyouem:
- BHUMATEJIbHO MIPOYUTATe MaTepual NpeablayIei JIeKIHH;
- y3HaiTe TeMy HpeCTOoALIEH JIeKIMH (IO TeMaTUYEeCKOMY IJIaHy, 0 MH(OPMAaLIUU JEKTOpa);
- 03HAKOMBTECH C YU€OHBIM MaTEPHAIOM IO YUCOHUKY U yUEOHBIM MTOCOOUSIM;
- MOCTapanTeCh YSICHUTh MECTO U3yd4aeMOl TEMbI B CBOCH MpodecCHOHaIbHON TOITOTOBKE;
- 3aMMILIKTE BO3MOKHBIE BOIIPOCHI, KOTOPHIE BbI 33a/IUTE JIEKTOPY Ha JIEKLIUH.
Iloozomoeka k npakmuyecKum 3aHAMUAM:
- BHUMATEJIbHO IPOYUTAaWTE MaTeprall JIEKIMIl OTHOCSIIUXCS K JaHHOMY ITPaKTUYECKOMY 3aHSTHIO,
03HAKOMbBTECh C YICOHBIM MAaTEPUAJTIOM 110 YUEOHUKY U YIEOHBIM TTOCOOHUSM;
- BBIITUIIIMUTE OCHOBHBIE TEPMUHBIL;
- OTBETHTE Ha KOHTPOJIbHBIE BOMPOCHI 11O MPAKTUYECKUM 3aHATHSIM, TOTOBHTECH AAaTh Pa3BEPHYTHIN
OTBET Ha Ka)/IbIil U3 BOIPOCOB;
- YSICHUTE, KaKkue y4yeOHbIe 3JIEMEHThI OCTAJUCh JJI Bac HESICHBIMU U MOCTapaiTech MONy4YUTh Ha
HUX OTBET 3apaHee (10 CEeMMHAPCKOTO 3aHATHS) BO BpeMsl TEKYIIUX KOHCYJIbTAllui MperoiaBaTes;
- TOTOBUTHCSI MOXXHO MHIUBUIYyaldbHO, MapaMUd WM B COCTaBe MAaJIOM TPYIIbl, IMOCIEIHNE
SBISIIOTCS (D PeKTUBHBIMUA popMaMu pabOTHI.
Iloozomoexa K IK3ameny
B camom Hauase yueOHOTo Kypca Mo3HaAaKOMBTECh CO CIICAYIONIEH yueOHO-METOINYECKON
JTOKYMEHTAIUEH:
— MPOrpaMMOil TUCIUIUIHHBI;
— TIepeyHeM 3HAHUU ¥ YMEHUH, KOTOPBIMH CTYICHT JOJKEH BIAJICTh;
— TeMaTHUYeCKUMH IJIaHaAMH JIEKIUH, CeMUHAPCKUX 3aHATHII;
— KOHTPOJIbHBIMU MEPONPUITUSIMH;
— y4eOHUKOM, y4eOHBIMU TOCOOUSMH 10 TUCIMITIIMHE, a TAKXKe NEKTPOHHBIMU PECypCaMu;
— MepeyHeM BOIMPOCOB U 3aJJaHUI K IK3aMEHY.
[Tocne 3TOr0 HOMKHO CHOPMHUPOBATHCS YETKOE MPEACTaBICHUE 00 00beMe U XapaKkTepe
3HAaHWA M YMEHHH, KOTOPBIMU HAJ0 OyIeT OBNAAeTh MO AuciuiuinHe. CHCTeMaTHUecKoe
BBHITIOJTHEHUE Y4eOHOW pabOThl HA JIEKIUSIX U CEMHHAPCKUX 3aHITHSIX MO3BOJUT YCIECIIHO OCBOHTH

AUCHUIUIMHY U CO31aTh XOPOIIYIO 6213y JJIA Caa4du 9K3aMCHa.
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Memoouueckue pekomenoayuu no pegpepamy

Pedepar aBnsercs o0s3aTeNbHBIM OLIEHOYHBIM CPEICTBOM U BIUSET HA UTOTOBBIM Oai mo
JTaHHOW JucUUIUIMHE. Pedepar BBIMOIHAETCS CaMOCTOSITENFHO U 3aIIUIIACTCS MyOIMYHO BO BpeMs
npakTuueckoro 3aHsATus. Tematuka pedepata npenacraBisieTcs 3apaHee M TpaduK 3alIUT
OrOBapUBAETCs Ha MEPBBIX MPAKTUUYECKUX 3aHATUAX. Pedepar sBisercss aBTOpcKoil paboToil u
npeanosaraeT He MeHee 70% 3aMMCTBOBaHHOIO Marepuana.

Memoouueckue pekomenoayuu no NUCbMEeHHOU padbome

[TucemenHas pabotas sBIsEeTCS 005S3aTeIbHBIM OIIEHOYHBIM CPEJCTBOM OO0YYaroIlerocs u
BIIMSET HAa WTOTOBBIA Oyl 3a Tekymylo padoTry. KauecTBo muchMeHHON pabOTHI OLIEHHBAETCH,
MpeXIe BCEro MO TOMY, HACKOJIBKO CaMOCTOSITEIbHO M MPaBWJIBHO CTYJIEHT pPacKphIBAaeT
COJIep’)KaHUE TJIABHBIX BOMPOCOB TEMbI, HCIOJIb3yeT 3HAHME PEKOMEHIOBAHHBIX K TeMe
MEePBOUCTOYHUKOB. [Ipu H30KEeHMH MaTepuaia cleAyeT CTPEeMHUTbCS K TOMY, YTOOBI KaxKIoe
TEOPETHYECKOE TIOJIOKEHUE OBLIO YOeIUTETbHO apryMEHTUPOBAHO M BCECTOPOHHE 0OOCHOBAHO, a
TaK)XK€ MOJKPEIUICHO NpaKTHUeCcKUM MaTtepuaioM. I[luceMeHHass paboTa BBHINOJHSETCS B BUJE
OTYeTa M0 3aJaHMIO MPENoIaBaTeNsl U cAaeTcs B MMCbMEHHOM BHJI€ Ha e-mail mpernoaaBaress.

Memoouueckue pekomenoayuu no npe3eHmayuu

[TpesenTanus sBisieTcst 0053aTENbHBIM OLIEHOYHBIM CPEJICTBOM M BJIMSET Ha UTOTOBBIM Oasi
oOyuatomerocs. [IpesenTarus 3amuriaercs myoJuyHO U CAMOCTOSITEIEHO BO BpeMsl MPAKTHUECKHUX
3aHsaTHi. TeMaTuka mpe3eHTaluu pa3faercsd 3apaHee W rpaduk yTBEp:KIaeTcs 3apaHee B paMKax
MPAKTUYECKUX 3aHATHH. B ciiydaeT AUCTaHIMOHHOTO OOY4YeHHs 3allUTa MPOUCXOAUT B PEKHUME
OHJIAH.

Memoouueckue pekomenoayuu no KOHMPOJAbHOU padome

B  mpomecce  BBINIONHEHWS ~ KOHTPOJIBHOM  pabOThl  OOy4aromuics  JOJDKEH
CUCTeMAaTHU3UPOBaTh U YIIyOJATh CBOM 3HAHMS IO MPEAMETY, YCBauBaTh HAyYHYIO TE€XHOJIOTHIO;
YYHUTCS OTOMPATh HanboJiee BaXKHBIM MaTEpHal, OTHOCAIIUNCS K TeMe, YOeIUTeTbHO 000CHOBATh U
apryMEHTHPOBAaTh  PACCMOTPEHHBIE  MOJOXEHHWS;  M3jJaraTb  Marepual B JIOTHYECKOU
MOCJIEI0BATEIBLHOCTH; TPAMOTHO JIeJIaTh YeTKHE BBIBOJIBI M 0000IIEHHS; MOJIb30BAThCS CIIPABOYHOM
nuTepaTypoil. BpImonHsemMas KOHTpoOJbHas paboTa JOJDKHA COJEp)KaTh IIJIaH, KOTOPBIA
PEKOMEHIyeTCsl HauyuHaTh C BBEACHHUS, 3aT€M KpaTKO U 4YeTKO chopMynupoBaTh 3-4 y3J10BBIX
BOIIpOCa TeMbl W 3aBEpIIUTH paboTy 3akmoueHueM. KoHTposibHas paboTa - caMOCTOSITENbHAs
paborta, mpeacTaBIsItonas co00i MMCbMEHHBIA OTBET Ha BOIIPOC, PACCMATPUBAEMBIN B paMKax
onHOM y4yeOHOW mucuuruinHbl. CojepkaHue OTBETAa Ha MOCTABJICHHBIM BOMPOC BKIIIOYACT: 3HAHHE
TEOpUH, BbIIEJICHUE aKTyaJbHBIX MpoOJeM [aHHOW TeMbl B cdepe KynbTypbl UM APYyrux cdep
0OIIIeCTBEHHON KU3HU. TeCTUPOBaHUE MPOXOAUT OOYUAIOIIMICSI CaMOCTOSITEIBHO THOO B paMKax
OO0P, mubo mosyyaeT BapuaHT TecTa Ha e-mail u cmaet ee Ha e-mail nmpernogaBaTenio.

Memoouueckue pekomenoayuu no camocmoameibHol paoome

C menpro y4eOHO-METOAMYECKOTO 00ECIIeUeHUsI CAaMOCTOSITEIIBHOW PaOOTHI TIO TUCIUTUINHE
B YHUBEPCUTETE MPEIYCMOTPEHO CO3JAaHME CHUHXPOHHOTO MHTEPAKTUBHOIO Kypca MO JUCHUILIMHE
C MHCTPYKTHPOBAHHUEM B peabHOM BpeMeHHu yepe3 urepHeT (Moodle), rae pazmenieHst:

® [IPE3EHTALUU 110 JEKIMOHHOMY MaTepHuany JUCIUILINHBI,
® TEMbI JIOKJIA/I0OB U IUCKYCCUH, TECTHI ISl CAMOKOHTPOJIS U T.I1.;

Taxke mnpemycMoTpeHO obecrieueHrne y4eOHO-METOAMYECKOM M HAydyHOH JIUTEpaTypou,

0a3aMu JaHHBIX Pa3TIUYHON MH(POPMALIUH U T.1I.
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JlutepaTypHble HMCTOYHHMKH, a TaKKe 3aKOHOJATENbHbIE aKThl B paMKax JaHHOU
JTUCHUIUIMHBL  SBIISIOTCS JTOTIOJHUTEIBHBIM CIIOCOOOM TMOJy4€HHUS 3HAHUM 1O AMCLUILIMHE.
['maBHBIM UX Ha3HAUYEHUEM SIBJISIETCS pacllupeHre WH(OPMALMOHHOTO MOJIsl, 0 CPAaBHEHHUIO C TEM
00bEeMOM 3HAHWW, KOTOPBHIM BKIIOYEH B JIGKIMOHHBIA KypC M pa3laTOYHbIC MaTepUallbl,
MOATOTOBJIEHHbIE BeAyIIMM IpenofaBaTeneM. Kpome Ttoro, oOpamieHue K JUTepaTypHbIM
MCTOYHUKAM IO3BOJISET MOJYUYUTh PECTaBIeHUE 00 albTepHATUBHBIX B3IJIsIIaX HA KOMMEPYECKHe
MIPOLIECCHI U SIBJICHUSI.

B mpouecce mOAroTOBKM K BBIIOJHEHUIO CAaMOCTOSITENbHOM paboOThl, a Takke K
MPOMEXYTOUYHON  aTTectauuud Mpu paboTe C JUTepaTypod  HEOOXOAHMMO IOJIb30BAThCA
CIIEYIOIIUMU MTPaBUIIAMHU.

OOpamarbesi, mpexae BCero, K TeM MCTOYHHMKaM HWH(GOpMalluu, KOTOpPhIE BBIHECEHBI B
OCHOBHOI CIHCOK JUTEepaTypbl. B KHHUIax, OTHECEHHBIX K OCHOBHOMY CIIUCKY JIUTEpaTyphbl, B
OosblIeld WM MEHbIIEH CTENeHH, NPUCYTCTBYET HHQOpMAIMs IO BCEM OCHOBHBIM TeMaM
OUCHUIUIMHBL. Bce OHM HamucaHbl B COOTBETCTBHE C TpeOOBaHUSMHU BbICIIEH MOATOTOBKH
MarucTpaHTOB U COOTBETCTBYIOT IO YPOBHIO HH(pOpManuu Xopouemy IpoheccHoHaTbHOMY
3HAHUIO MPEAMETa AUCIUILITUHBL.

B cnucok NOMOJHUTENHHONM JUTEpaTyphbl BKIIOYEHBI MCTOYHUKH, TEMaTHKAa KOTOPBIX HE
MOJIHOCThIO COOTBETCTBYET MPOrpaMMe IUCHMIUIMHBI, a TaKKe Te KHUTM M CTaThbU, KOTOpHIE
coJiep’kaT TMOApPOOHYI0 HMH(OpPMAIMIO TO OTAEIbHBIM HANpaBlIEHUSM 3HAHUW JaHHOTO Kypca.
OOpamiatbes K 3TUM UCTOYHUKAM CIEAYeT B TOM Cllydae, €ciad MaTepuaibl JEeKUUH U OCHOBHOM
JUTEPaTyphl SABISAIOTCS HEJOCTATOUHBIMH JIJISl IOJTHOTO PAaCKPBITUS TEMBL, JIMOO B TOM CiIydae, eciu
CTYIEHTY HEOOXOAMMO paccMOTPETh OTJAEIbHbIE TeMbl Kypca Oosiee QyHIameHTanbHO. Takas
HEOOXOIMMOCTh MOXET BO3HHKHYTh B CBSI3M C BBIIOJHEHHUEM CaMOCTOSITENIbHOI paboThl,
MOJATOTOBKU K NMPAKTUYECKUM 3aHATHUSAM WIN APYTUMHU y4E€OHBIMU IIEJISMU.

BribupaTh U3 NpeasiokeHHOTo CHUCKa HEOOXOJUMO TOJIBKO T€ JUTepaTypHble UCTOUHUKH,
KOTOpbIE PEKOMEH/I0BaHBI 110 IaHHOI TeMe. B crucke HCTOUHMKOB MO TeMaM CJIeyeT BEIOUpaTh Te,
KOTOpBIE MPEAIIECTBYIOT OCTaIbHBIM, TOCKOJIBKY MOPSAJOK JIUTEPATYPHBIX HCTOUHUKOB OIMpPEIEsIeT
UX 3HAYUMOCTb JIJISl PACKPBITHS TEMBI.

OcHOBHOE BHHMaHHE€ MPHU TOATOTOBKE K BBHIMOJHEHHIO CaMOCTOSITENBHOM paboThl U
MPOMEXYTOUYHON aTTecTaluu CJeAyeT YAENATh OINpeAeNieHUSIM TeX MOHATHH, KOTOpble
XapakTEepU3yIOT JaHHYI oOyiactb 3HaHui. Kpome pexkoMeHAyeMoW JuUTepaTypbl MOXKHO
CaMOCTOSITENIbHO T0/00paTh JOIMOJHUTENbHBIE JUTepaTypHble MCTOYHHMKHM (CTaTbu M T.I.),
pacKpbIBalOIKE BOMPOCHI IO TEME 3aaHHUS.

6. YueOHas uTepaTypa u pecypcbl HHGOPMANMOHHO-TEJIEKOMMYHUKAIMOHHOM CeTH
"UHTepHeT", yueOHO-MeTOAUYECKOE o0eceYeHrne CAMOCTOSITeIbHOI Pad0ThI 00y4al0IIMXCS
1o AMCHUIJINHE (MOIYJII0)

6.1. OcHoBHas tUTEpaTypa
1. Anexun, b. 1. IloBenenyeckne GuHAHCHI : YYCOHHK M TPAKTUKYM I OakajiaBpuara W
Maructparypsl / b. . Anexun. — Mocksa : UznarensctBo FOpaiit, 2019. — 182 ¢. —
(bakamaBp m maructp. Akagemuueckuii kypc). — ISBN 978-5-534-10572-8. — Teker :
anextponHsbi // DbC FOpaiit [caiit]. — URL: https://www.biblio-online.ru/bcode/431614
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. Hensros, B. B. Muxkposkonomuka B 2 T. T. 1. Teopus moTpeOUTEIHCKOTO IMOBEICHUS.
Teopust ¢upmer. Teopust pbIHKOB : ydeOHHMK Juisi By30oB/ B. B. [lenbroB. — 4-¢ m3g. —
Mocksa : U3mparensctBo FOpaiit, 2020. — 410 c. — (Bricmiee o6pazoBanue). — ISBN 978-
5-534-04211-5. — Texkct : anexkTpoHHbId // O6pa3oBaTenbHas miatd@opma KOpaidt [caiiT].
— URL: https://urait.ru/bcode/450344

. Mybporun, 1. A. IloBeaenue norpeduteneii : yuedbnoe mocooue / U. A. JIlyopoBun. — 4-e
u3n. — Mocksa : JlamkoB u K, 2020. — 311 c. — ISBN 978-5-394-01475-8. — Tekcr :
AIEKTPOHHBIA // DnekTpoHHO-OubOmmoreunas cuctema [PR BOOKS : [caiit]. — URL:
https://www.iprbookshop.ru/110989.html

. Wnpun, B. U. Conumonorust motpedaeHus : yueOHuk ais By3oB / B. M. Unbun. — 2-e u3g.,
ucrip. u  gon. — MockBa: MW3marensctBo HOpaiit, 2021.— 433 c.— (Bricmiee
obpazoBanmne). — ISBN 978-5-534-08321-7. — Tekct : snexktpoHHbIi / OOpa3zoBaTenbHas
mnatdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/472340

. VlHHOBanmoHHBIH MapkeTHHT : yuyeOHuK misa By3oB/ C. B. KapnoBa [u ap.] ; mox oOmuieit

penakuueit C. B. KapnoBoit. — 2-e¢ u3m., mepepadb. u gomn. — Mocksa : M3narenscTBo
FOpaiir, 2021. — 474 c. — (Bsicmee oopazoBanue). — ISBN 978-5-534-13282-3. — Tekct
anexkTpoHHbed // OOpasoBarenbHas miargopma FOpaiit [caiit] — URL:

https://urait.ru/bcode/468986 (nara obpamenus: 04.10.2021).

. Kamroxnora, H. SI. CoBpeMeHHbIE MOJETH MapKeTHHTa : ydeOHOe mocoOue sl BY30B /
H. . Kamoxnosa, FO. E. Komrypaukosa ; mon obmeit pegakumein H. A. KamroxxnoBoit. —
2-¢ m3x., ucnp. u gon. — Mocksa : M3garensctBo FOpaiit, 2021. — 170 ¢c. — (Bepicmiee
obpazoBanmne). — ISBN 978-5-534-08407-8. — Tekct : snexktpoHHbI / OOpa3zoBaTenbHas
mnatdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/473049

. MaxoBukoBa, I'. A. MukposkoHomuka. [IpoaBUHYTHIN Kypc : YYEOHHK W TPAKTUKYM /

I'. A. MaxoBukoBa, C. B. IlepeBepzeBa. — Mocksa: W3nmarensctBo IOpaiit, 2019. —
322 c.— (Maructp). — ISBN 978-5-9916-3590-5. — Tekct : SIeKTpOHHBIN //
Oo6pazoBatenbHas mwiatdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/425881

. MenuksH, O. M. TloBenenne notpeduteneit : yueonuk / O. M. MenuksH. — 5-¢ u3a. —
MockBa : [Jlamkxos u K, 2020. — 280 c. — ISBN 978-5-394-03521-0. — Tekcr :
ANEKTPOHHBIA // DnekTpoHHO-OubOmmoreunas cuctema [PR BOOKS : [caiitr]. — URL:

https://www.iprbookshop.ru/110974.html

6.2. lonoTHUTEIbHAS JIUTEPATypa

. Kamanernunona, 3. @. [Icuxosornyeckoe KOHCYJIbTUPOBAHKUE: KOTHUTUBHO-TTOBEICHYECKUI
nmoaxop : yuyeOHoe mocoOue ais OakanaBpuaTa, CHeluaauTeTa U Maructparypsl / 3. O.
Kamanernunosa, H. B. AuTonoBa. — 2-e u3n. — Mocksa : U3gatensctBo FOpaiit, 2019. —
211 c¢. — (bakanaBp. Cnenmamuct. Maructp). — ISBN 978-5-534-08880-9. — Tekcr :
anextponHsi // DbC FOpaiit [caiit]. — URL: https://www.biblio-online.ru/bcode/426663

. Apuar, Tpaitnan HelipomapkeTuHr: Busyanusamnus sMoruii / Tpaitamn ApHAT ; mepeBo A.

I'opneera, P. SIBopckoro. — Mocksa : Anbnuna [labmumep, 2020. — 114 ¢. — ISBN 978-
5-9614-5649-3. — TekcT : 2MeKTpOHHBIN // DnexkTpoHHO-OMONMoTeyHass cuctema IPR
BOOKS : [caiiT]. — URL: https://www.iprbookshop.ru/93029.html
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3. Mapkerunr u o6mectBo [TekcT: anexkTpoHHBIA pecypc]| : 9-1 MexayHapoaHas Hay4dHO-
npakTuueckas koHdepenmus, 4-5 utonst 2014 r. : [cOopruk matepuanoB / peakos.: H. T
barayrnunoBa, H. B. Kanenckas]| .? DOnexkrponnsie nanubie (1daiim: 1 M6). (Kazassp :
Kazanckuit ¢penepansubiii yausepcuret, 2015). 3arn. ¢ sxkpaHa. Beix. maH. opur. med. u3.:
Kazanp, 2014. B namzar.: Kazan. (IlpuBomx.) denep. yH-t, UH-T ymnp. u Tepputop.
pa3ButHs. Pexxum 10cTymna: OTKPBITHIM.

4. Tlcuxonorus peknambl: YueOHoe nmocooue/Moxkmrantes P. U., Hayd. pen. Y nansiiora M. B.
- M.: HUILJ NHOPA-M, Cub.coru., 2015. - 232 c //
http://znanium.com/bookread2.php?book=429960

5. Crapos, C. A. Yopasnenue Opennamu [DiekTpoHHBIN pecypc] : yueonuk / C. A. Ctapos;
Bricmas mikona menemxkmenta CIIOIY. 2-e m3xa., ucnp. CII6.: M3a-Bo 'Beicmas mikona
menemxmenTa', 2008. 500 c. // http://znanium.com/catalog/product/493519

6.3. YueOHO-MeTOAMYECKOE O0ecTeyeHre CAMOCTOSITe/IbHOM padoThl
1. AntonoBa H.B. Ilcuxonorus moTpeOMTENHCKOTO TMOBENCHMs, pekiaambl U PR : yueO.
nmocooue / H.B. Amnronosa, O.M. Ilatoma. - M. : HMH®OPA-M, 2016. ? 325 c.
//http://znanium.com/catalog/product/543751
2. Tlcuxonorus pexnambl: YuebHoe mocodue / M.M. Tumodees. - 2-e uza. - M.: U1l PUOP:
HUIL UHOPA-M, 2015. — 224 c¢.//znanium.com/catalog/product/472499

6.4. HopmaTuBHbBIE IPABOBbIE JOKYMEHTBI
1 ®enepanbubiii 3akoH PD No 160-d3 «O 3amure mpaB motpeOuTenci» (mociaemaHss
penaKims)
2 ®enepanpubiii 3akoH PO Ne N 38-D3 «O pexnamey (MocieaHss peaKiius)
3 ToctuHMYHOE M pecTopaHHOE naeno, Typu3M. COOpHHMK HOPMATHUBHBIX JOKYMEHTOB /
Cocrasutens: HO. BonkoB — PoctoB: ®dennkce, 2010. — 275 c.

6.5. UuTepHeT-pecypchbl
C3UY pacnomaraeT IOCTYyIIOM dYepe3 calT HaydyHOW OuOiamoreku http://nwapa.spb.ru/

K CJIeAYIOUINM MOAMUCHBIM 3JIEKTPOHHBIM pecypcam:
Pycckoazviunvie pecypcol

. DIIeKTPOHHBIE YYEOHUKHU IEKTPOHHO - Onbnunoteunoit cucteMbl (ObC) «AnHOyKCe»

. DNEeKTPOHHBIE YIeOHUKHU AIEKTPOHHO — Onbmuorednoi cuctemsl (ObC) «Jlanb»

. OnektponHas oubimoredHas cuctema «IPRbooksy https://www.iprbookshop.ru/

. DNeKTpOHHAs OnbIMoTeYHas cucremMa «ZNANIUM.COM»
https://znanium.com/catalog/books/theme

. DnekTpoHHas oubnmoreyHas cuctema «tOpaii» https://urait.ru/

o HayuHo-npakTryeckue craThu Mo GUHAHCAM U MEHEKMEHTY M3aarensckoro aoma

«bubmmoreka ['pebeHHIKOBAY

° Cratby U3 MEPUOAMYECCKUX M3IaHUKA 1O OOIIECTBEHHBIM W TYMaHUTapHBIM HayKam
«Uct - Bero»

o DOHIUKIONENH, CJIOBAPH, CIIPABOYHHUKHU «PyOpHUKOH»
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. [Tomable TEKCTHI auccepTanuii U aBTopedepaToB OieKTpoHHas bubnmoreka
Huccepranuii PI'b

. Nudopmanmonno-npaBoBbie 6a3bl - KoHCynpTaHT 1ttoc, ["apaHT.

AHIJIOSI3bIYHBIE PECYPChI

o EBSCO Publishing — goctyn K MyJIbTHAMCUUIUIMHAPHBIM TTOJTHOTEKCTOBBIM 0a3am
JAHHBIX Pa3JIMYHBIX MUPOBBIX U3JATENbCTB MO0 OM3HECY, YKOHOMHKE, (pUHAHCAM, OyXTraJlTepCKOMY
yueTy, T'yMaHUTapHbBIM M €CTECTBEHHBIM OO0JIaCTSIM 3HaHWH, pedeparaM U MOJHBIM TEKCTaM
yOJIMKalUi U3 HaAyYHBIX U HAYYHO-TIOMYJISIPHBIX KYPHAJIOB.

J Emerald — xpynselimee MUPOBOE M3/4aTENBbCTBO, CHELUATU3UPYIOIIEECs Ha
AJIEKTPOHHBIX KypHaltax M 0a3ax JaHHBIX IO SKOHOMHMKE M MEHEIKMeHTy. Mmeer craryc
OCHOBHOT'O MCTOYHHKA MpodecCHOHaTbHON MH(OpMAIK AJIs IPEeroaaBaTeiel, uccieaoBaTeneii u
CIIELIUAIMCTOB B 00JIACTH MEHEKMEHTA.

Bo3MOXHO  HCHOIB30BaHUE, KPOME  BBILIEIEPEUYUCIEHHBIX PECYpCOB, M APYTrUX
ANEKTPOHHBIX pecypcoB ceTu MHTepHeT.

6.6. UnbIe HCTOYHUKH
HccnenoBaTenbckuii HEHTp OpeHAMEHEKMEHTa U OPEHATEXHOIOT U - Www.rcbb.ru
JlaGopatopus HEelpoMapKeTHHTa - WWW. para-metric.ru

Odunmansabiil cailT ['unpaun Mmapkeronoros - www.marketologi.ru
WucturynnonanbHast S5KOHOMEKA - http://institutional.narod.ru/lectures/lecture4.htm
Kypc no nosenenueckoii sxkonomuke - http://blog.votinoff.com/?p=4697
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7. MarepuajJbHO-TeXHHMYecKas 0a3a, ”HGOPMAIHMOHHbIE TEXHOJIOTHH, IPOrPAMMHOE
ol0ecreyeHne 1 HH(POPMAILIMOHHBIE CIPABOYHbBIE CHCTEMbI

Ne n/m | HanmeHnoBauue

1. Criennanu3upoBaHHbIE KJIACCHI AJIs IPOBEAEHUS JIEKIIMM U IPAKTUYECKUX 3aHATUI

2. Crnenpanu3upoBaHHas MeOeIb U OPTCPECTBA: Ay TUTOPHU U KOMITBIOTEPHBIE KIIACCHI,
000pyI0BaHHBIE MIOCAI0YHBIMUA MECTAMHU

3. Texnudeckue cpencrBa oOydeHus: IlepcoHanbHBIE KOMIBIOTEPHI; KOMIBIOTEPHBIE
IPOEKTOPHI; 3BYKOBBIE JAMHAMUKH; IPOTPAMMHBIE CpEICTBA, OOECIeUnBaIOIINe
npocMoTp Buaeodaitios B popmarax AVI, MPEG-4, DivX, RMVB, WMV.

Ilpozpammnisie, mexnuueckue u 371eKmMpPOHHbIE CPEOCMEA 0OYUEHUA U KOHMPOA 3HAHUIL
CHYOeHmos:

[lepcoHanbHBIE KOMMBIOTEPHI, MAKEThl MPHUKIAAHBIX MPOTPaMM, MPOTPAMMHBIC KOMILIEKCHI
Word, TECTYHUBEPCAJI, CYBJl MS Access, mpaBoBbie 0a3bl naHHBIX «KOHCymbTaHTH,
«I"apanty, «Kogekcy, «9Tamon».

B y4uebHOM mporiecce momyckaeTcs mpuMeHeHrne oHnmaH-matdgopm Teams, Zoom, Skype for
Business, a Takyxe cucteMbl IUCTaHIIMOHHOTO 00yueHus LMS Moodle.
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