NMpopaxxn: opraHMsauma U s
ynpaBJ/ieHne

®UNO0 npenopaBartens

OneiHunk AnekcaHap HrukonaeBuy

Llenb ocBOeHMA ANCLUUNJINHDI

1. PackpbITb CyTb NpodeccMoHanbHOro nNoaxoa K npojaxam Ha pbiHke B2B;

2. [MonyunTb CcMCTEMHOE MOHMMaHWe yrpas/ieHua Npojaxamu;

3. lMocTpoeHre TMNOBOI MOAeNN yrpaBaeHUa Npojaxamu;

4. KnaccndumumposaTb OCHOBHbIE BUAbI A€ATENbHOCTU U NPOdeCcCMOHaNbHble HaBbIKW,
HeobxoAVMble ANA OCYLLECTBAEHWA YNPaBAEHNA NPOJaXKaMM Ha MPaKTUKE;

5. PackpbiTb MHAMBUAYaNbHBIE CKNOHHOCTM CTYAEHTOB K MCMOb30BaHMIO Pa3IYHbIX
CNocob0B OKazaHWA BANAHUA N Pa3IMYHbIM MeToZam 0by4eHus;

6. Ha wMmartepvanax KkeicoB W fenoBblXx Wrp oTpaboTaTb HeKOTOpble MpUEMb
OpraHv3aLMOHHON 1 yNpaBaeHYeCKoW AeATelbHOCTU KOMMEPYECKOro AnpeKTopa

KOMMaHunu;

7. B penoBoit nrpe NpoAeMOHCTPMPOBaTb Ba>XXHOCTb M OCHOBbI MOCTPOEHUs 0bpaTHOM
CBSA3N.

KpaTKOE coaepikaHmne ANCUNNJ/INHDI

B ocHoBy npegnaraemMoro Kkypca mnosnoxeH 15-netHuit onbiT  paboTbl aBTOpa
KOHCY/IbTAHTOM W TPEeHepOM B BeayLuMx 3anajHbix ¢upmax B 06nacTv ynpaBieHus
npojaxxamuv Ha pbiHke B2B. MogpobHO n ¢ npakTnyeckummn npumepamu pasobpaHa
TMNOBas MoOJeNb YynpaBieHUA MpoAaxkaMK, pPacKpbiBalOTCA OCHOBHblE BOMPOChHI
npoBeAeHVa ayauTa ynpaBieHUA Npoja)kamu, aHaivM3npyeTca opraHusauumsa npowecca
npogax Ha npakTtuke. MMoagpobHo pa3bupaeTcs MeToAMKa pPeLUeHns CTpaTernyeckmx
npob6aem, HaunHasa co cbopa n 06paboTkn MHPOpMaLUN N KOHYas OTOOPOM Hambonee
NOAXOAAWMX CNOCOBOB pelleHns npobaemM W KOHTPONEM 33 WX BbIMNOJHEHUEM.
CtyaeHTaM npeanaraetcd nNpoOWTU WHAMBWUAYanAbHOE TecTMpoBaHWe Ha Haubonee
XapaKTepHble A8 KaXA0ro cnocobbl BANAHUA Ha OKPY>KaKOLLMX, @ TakKXKe UX CKNOHHOCTH
K Havbonee 3dpdekTnBHLIM cnocobam obyueHus. Nommmo pasbopa NOAHOLEHHOrO
aBTOPCKOro Keica 13 onbiTa paboTbl C KOMMNAHMERn C MUPOBLIM MMEHEM WUCMOb3YHOTCA
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3asay, pa3bopa MUHN-KEWNCOB, B paMKax KOTOPbIX CTYAEeHTbl OTpabaTbiBatOT OCHOBHbIE
HaBbIKM MO TeMaTuKe Kypca, pellatoT npakTnyeckme 3ajgaun, rnosy4aror BO3MOXHOCTb
NMUTNPOBATb MPUHATUE BaXKHEMLLMX NPaKTUYECKMNX peLleHnid. Y CTyeHTOB NoABAAeTCA
BO3MOXHOCTb peasibHO NPOBEPKMN NPaBUIbHOCTA BbIBOpa TOro UM MHOTO PeELLEeHNsA B
CMOJEeNNPOBaHHON CUTyaLUN.

O6Lwan TpyA0EeMKOCTb ANCLUTIJINHDI
3 3a4eTHble egnHuULbl A 108 yacos.

UTorosbiii KOHTPOJZIb nNo AucunninHe npoBoauTCA B q>opMe MMNCbMEHHOTO
9K3aMeéHaUuMOHHOrIo T1ecta.
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