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1. IlepeyeHb MIIAHMPYEMBIX Pe3yJbTATOB 00YUYE€HHUSsI M0 JUCHUILIMHE, COOTHECEHHBIX €
IUVIAHMPYEMbIMH Pe3yJIbTATAMHU 0CBOCHUA 00pa30BaTeIbHON MPOrpamMMbl

1.1. Jucuummmnaa b1.B.02 «TexHonoruu mpoaBMKEHUs TOCTUHUYHOTO mpoaykTa» / «Hotel

product promotion technologies» oOecreunBaeT OBJAICHUE CICAYIONUMHA KOMIIECTCHIIUSIMU C

Y4ETOM 3Tarna:

Kon
Kon HaunMmeHoBaHHue HauMeHoBaHHEe KOMIIOHEHTA
KOMIIOHEHTA
KOMIIETeHIINH KOMIIETEeHIIUH KOMIIETeHIINH
KOMIIETeHIIUH
CniocobeH pazpabaTbiBaTh
Y BHEZIPSITH
MapKETUHTOBBI
pike OBBIC CnocobeH 000CHOBBIBATH
VHHOBAIIMH HA
npeanpusTHAX chephi MapKETUHTOBYIO KOHIICTIIIHIO
FOCTEIIPHUMCTBA 1 npeanpusTs chepsl rOCTENPUUMCTBA U
IIKc-7 00ILIECTBEHHOr'0 IUTAHUS IIKc-7.1 0OIIIECTBEHHOIO IINTAHUSA C
1 pCaIn30BBIBATE UX C HCIOJIb30BAHUEM COBPEMEHHBIX
HCIOIL30BAHICM nH(OPMAITMOHHO-KOMMYHHUKATHBHBIX
MH(GOPMaIMOHHO- .
KOMMYHHUKAIIMOHHBIX TEXHOJIOTHH
TEXHOJIOTUH

1.2.B Pe3yJIbTaTC OCBOCHUA NUCHUIUIMHBL Y CTYACHTOB NOJIKHBI OBITh C(bOpMI/IpOBaHBII

OTD/TD
(npu nanuvuu Ko
npogcmandapma/ KOMIIOHEHTA Pe3yabTaTnl 00yueHust
TPYAOBBIC MJIH KOMIIeTEHIIHH
npogeccuoHaJbHbIE
AeHCTBHUA
OT®. D. Ynpasnenue [TKc-7.1 HA YpPOBHe 3HAHUM: METOIBI U CIOcOObl (HOPMHUPOBAHUS

poreccoM (PUHAHCOBOTO
KOHCYJIBTUPOBAHUS B
opranu3anuu (rmojapaszeicHun)/
T®. D/03.8 Baenpenune
WHHOBAIIMOHHBIX TEXHOJOTHU
HU3MEHCHUH B yIIPaBICHUN
JIESITENIBHOCTBIO CETH TOCTHHUIY

OT®. D. Crpaternueckoe
yIpaBlieHHE Pa3BUTHEM CETH
peAnpUsTHI TUTAHKS/

TOCTHHUYHOTO MPOAYKTA, COOTBETCTBYIOIICTO
TpeOOBaHMUSIM  TOTPEOUTENsA; METOABI W CIIOCOOBI
MPOJBMKEHUS TOCTHUHUYHOTO TPOAYKTA; TEXHOJIOTUH
MOWCKAa W WCHOJBb30BAaHHUA PA3NIMYHBIX  HCTOYHUKOB
uHpopManuu ~ Tpd  (HOPMHUPOBAHHM  TOCTUHHYHOTO
MPOIYKTA.

HA YPOBHe YMEHHUii:
MPOAYKT, COOTBETCTBYIOIINN TpPeOOBaHUSAM IOTPEOUTEIIS;
OpPraHM30BaTh Pa0OTy TO MPOIBMKEHHUIO TOCTHHHYHOTO
MPOIYKTa, pasnuYHbIE
HCTOYHUKH

CIIPOCKTUPOBATH TOCTHHUYIHBIN

HaXOdUThb n HCII0JIB30BaTh

HHPOpMAITUH npu (dbopMupOBaHUN

TOCTUHUYHOTO MPOAYKTa.

HAaBBIKOB: crocobamu  (HOPMHPOBaAHUS
MPOIYKTa, COOTBETCTBYIOLIETO

TpeOOBaHUSIM MOTPEOUTEIIST, HABBIKAMH IO TPOBHKECHUIO

Ha YpOBHe
TOCTUHHUYHOTI'O




OTO®/T®

(npu nanuyuu

Kon
npogpcmandapma)/ KOMIIOHEHTA Pe3yabTaTrnl 00yueHust
TPYAOBbIE HJIH KOMIIETEHI[HH
npodeccuoHaJIbHbIE
aefcTBuA
T®. D/03.8 Baenpenue
HNHHOBAIIMOHHBIX

TOCTHHUYHOTO MPOAYKTa; CHOCOOHOCTBIO HCIHOJIB30BAThH
pa3nu4Hble UCTOYHUKKM MH(GOpManuu mpu (OpMUPOBAHUU
TOCTUHUYHOTO MPOJYKTA.

TEXHOJIOTUI U U3MEHEHUH B
YIPABJICHUH JEATEIHHOCTHIO

CCTH

Hpe]alI/ISITI/Iﬁ IUTaHUA

2. O0bemM U MeCTO JUCHUILIMHBI B CTPYKTYpe 00pa3oBaTe/bHON MPOrpaMMbl

O0neM TUCHUMILIMHBI

061112151 TPYAOCMKOCTb OUCHHUIUIMHBI COCTABIISICT 3 3a4CTHBIC CAWHUIIbI, 108 aKaJ€cM. 4aCoOB /

81 actp. yacos.

Buna padornl

TpynoemMKocTh
(B akajeM.uacax)

TpyaoemkocTs
(B acTpoH.4acax)

Ounasn/3aouHasi Ounasn/3aouHas
O0mast Tpy10eMKOCTH 108/108 81/81
KonTakTHas padora 22/12 16,5/9
Jlexmun 8/4 6/3
[TpakTrueckue 3aHATUS 12/6 9/4,5
JlaGopaTopHbie 3aHITHS - -
Koncynbranuu 2/2 1,5/1,5
CamocTrosiTesibHasi padoTa 50/87 37,5/65,25
Kontpoib 36/9 27/6,75

@DOopMBbI TEKYIIETO KOHTPOJIS

YCTHBIN OIIPOC, pedepat
(mokmag, acce)

YCTHBII ormpoc, pedepar
(mokman, acce)

®opma nNpoMeKyTOYHOMN
aTTecTanuu

IK3aMeH

IK3aMeH

MecTo AMCHHMILVIMHBI B CTPYKTYpe 00pa3oBaTeIbHOM NPOrpaMMbl

Juctumuaa b1.B.02 «TexHoI0TuN MpoABIKEHUSI TOCTUHUYHOTO nipoaykTta / Hotel product
promotion technologies» OTHOCHTCS K BapHaTUBHOM 4acTH NPOQECCHOHATBHOTO IMKJIA Y4eOHOTO
wiaHa HampasineHus 43.04.03 «loctunnuHoe neno» upoduias «KopropaTuBHble cTpaTeruu
TOCTUHUYHOTO OU3HECaY.

Henpto quctmmnunbl b1.B.02 «TexHonoruu npoaBM:KeHUs: TOCTUHUYHOTO TpoaykTa / Hotel
product promotion technologies» siBisiercs (GOpMHUpPOBaHHME Y CTYACHTOB 3HAHUS OCOOEHHOCTEH
dbopMUPOBaHUS U MPOJABIKEHUS TOCTUHHYHOTO MPOIYKTA, MOJIYYCHUE MPAKTHUECKUX HABBIKOB IO
pealin3aluy NpoeKToB M0 GOPMHUPOBAHUIO U MPOJIBUKEHUIO TOCTUHUYHOTO MPOIYKTA.
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JlucuuiiinHa OCHOBBIBAETCS HA 3HAHUU cleAyromux quciuuiuini: b1.0.09 « MapkeTuHTroBbIe
uccnenoBanus B cepe rocrenpunmMctBay, b1.0.10 «CoBpeMeHHbIE TEXHOJIOTUU M OpPraHU3ALUS
TOCTUHUYHOH J1€ATEILHOCTIY.

Jucturmuael  HeoOxoamma it u3ydeHus kypca b1.0.11  "I[IporHosmpoBanue u
IUIAHUPOBAHWE TOCTUHUYHON  JIeATENbHOCTH, 3aBepuIeHHs pabOThl HAJ  MarucTepcKoit
JIACCEePTAIUEH.

JlucuuiiuHa MOKET pean30BbIBATHCS ¢ MPUMEHEHUEM AUCTAaHIIMOHHBIX 00pa30BaTENbHBIX
texHoznoruit (ganee — J10T).

Joctyn Kk cucTeMe JAMCTAaHIMOHHBIX OOpPa30BAaTEIbHBIX TEXHOJOTHIl OCYIIECTBISETCS
KOKIBIM OOYYarOIIMMCSl CaMOCTOSITEIbHO C JIF0OOro ycTpoiicTBa Ha mopTtane: https://sziu-
de.ranepa.ru/. [laposb U JTOTMH K JUYHOMY KaOWHETY / MPOQWIIO MPEIOCTABIACTCS CTYIEHTY B
JIeKaHaTe.

Bce dopmbl Tekyiiero KOHTpoOJsS, MPOBOAMMBIE B CHUCTEME IUCTAHLIMOHHOIO OOYyYEHHS,
OILICHUBAIOTCSI B CHUCTEME JIMCTAHIMOHHOTO 00yd4eHwus. JloCTynm K BHAECO W MaTepuayiaM JIeKIHH
IIPEIOCTABIIACTCS B TEUYEHHE BCero cemectpa. JloCTynm K KaXJIoMy BHIY pabdOT U KOJIUYECTBO
IONBITOK HA BBIIOJIHEHUE 3a/laHUs IPEJOCTaBISAETCS Ha OrPAHUYEHHOE BpPEMs COIVIACHO
periamMeHTy IucuuIuIMHBI, onyonukoBaHHOMY B CJ1O. IlpenonaBarenb OLIEHMBAET BBIOJIHEHHBIE
oOyuaromumMmcs paboTsl He ro3anee 10 pabouux AHEN mocie OKOHYAaHUs CPOKa BHITIOTHEHUS.

W3ydyeHne NUCUUIUIMHBI OCYIIECTBISETCS B TEUEHHE OJHOTO CEMecTpa: Jil CTYAEHTOB
ouHOH (opMmbl 00yueHus: — Ha 2 cemectpe 1 kypca. g 3a0unoii HopMbl n3yueHHe JUCIUIUIMHBI
ocyuiecTBisieTcs Ha 1 u 2 Kypcax

3. Conep:xaHue M CTPYKTYpa JMCHHUIIIMHBI

3.1. CTpyKTypa AUCHUNIHHBI
Ounas ¢hopma odyuenusn

Ne n/m HaunmenoBaHue Tem O0beM TMCHUTUINHBI (MOTYJIST), Yac. Dopma
H/WJIM pa3iesioB TeKyllero
Bcero | KonrakrHas padora odoyuyarwmuxcss | CP KOHTPOJISI
¢ mpenoaaBaTejeM yeneBaeMocTH™ ¥,
N0 BUAAM Y4eOHbIX 3aHATHH TPOMEIKY TOUHOi
Jmor | g | m3/ | KCp* arrectatui
P/ JO0T
JA0T
Tema [IponBuxenue
1/Topic | TOCTHHUYHOTO
MPOAYKTa Ha
pbiake/Promotion of a 17 2 3 13 YO, P (71,9)
hotel product to the
market
Tema JInuHbIE TPOIaXKU B
2/Topic | uHAYCTPHU
TOCTETPUUMCTBA 17 2 3 12 YO, P (/1,9)
/Personal Selling in the
Hospitality Industry




Tema Hcnonb3oBanue
3/Topic | pexiaMHBIX HOCUTENEH
3 B TOCTUHMYHOM On3Hece
.. 18 2 3 12 YO,P (4,2
/The use of advertising A3)
media in the hotel
industry
Tema TexHonoruu ayaura u
4/Topic | ynpaBieHHS MTPOAaKaMU
4 /Audit and sales 18 2 3 13 YO, P (/1,9)
management
technologies
[IpomexyTouHas arTecTanus 36/27 KoncyasTamuu — 2/1,5 JK3aMeH
B : 50/37,
cero 108/81 | 8/6 129 | 215 |7,
Ipumeuanue: KCP* ne éxooum 6 o6vem ouCyuniuHoil.
** VO — ycmuwiii onpoc, P ([,3) — pecpepam (0oxnaod unu scce).
3aounan gpopma odyuenusn
Ne ni/m HaumeHoBaHue TeM O0beM TUCHUNTIHHBI (MOIYJIsT), Yac. ®opma
W/MJIN pa3iesioB TeKyLlero
Bcero | KonrakrHas padora odyyaromuxcss | CP KOHTpOIS
¢ mpenoaaBaTeieM yCIeBaemMocTu**,
10 BUJaM Y4eOHbIX 3aHATHI POMEKYTOUHOI
JMOT | J | 13/ | KCP* arrecratu
P/ J0T
JO0T
Tema [IpoaBuxenue
1/Topic | TOCTHHHYHOTO
1 IIPOJIyKTa Ha
, 22 1 1 22 YO, P (J1,9
poiaKe/Promotion of a A.9)
hotel product to the
market
Tema JInunble Ipogaxu B
2/Topic | uHAYCTpUHU
2 TOCTEPUUMCTBA 24 1 2 22 YO, P (I1,9)
/Personal Selling in the
Hospitality Industry
Tema Hcnons3oBanue
3/Topic | pexkIaMHBIX HOCHTEJCH
3 B TOCTUHMYHOM On3Hece
C 26 1 1 22 VO, P (11,9
/The use of advertising A.3)
media in the hotel
industry
Tema TexHonoTHY aymura u 25 1 2 21 YO, P (1,9)

4/Topic

YIHOpaBJICHUA ITPpOJaKaMn




/Audit and sales
management
technologies
[IpomexyTouHas arTecTanus 9/6,75 KoncyasTamuu — 2/1,5 JK3aMeH
Bcero (akan/actp): 108/81 43 6/4,5 215 87/:5,2

3.2. ConepxaHue IMCUMILTHHBI

Tema 1. [lpoaBu:KkeHHEe TOCTUHHYHOIO MPOXYKTA HA PbIHKE.

OcHOBHBIE Cpe/ICTBA MPOJIBUKEHUS TOCTUHUYHOTO MPOIYKTa Ha PHIHOK: MEXIMYHOCTHBIE (JTMUHBIE
MPOJIaXH, CBSI3W C OOIIECTBEHHOCTHIO) W BHEIMYHOCTHBIE (CTUMYJIHpPOBaHHE COBITA, peKiIama).
CnocoObl  CTUMYJUpPOBaHUSI COBITOBOM JEATEIBHOCTH: TEXHOJOTHYecKHe, oOpa3oBaTebHbIE,

HEMATCPHAJIBbHBIC, MATCPUAJTILHBIC.
Topic 1. Promotion of a hotel product to the market.

The main means of promoting a hotel product to the market: interpersonal (personal selling, public
relations) and non-personal (sales promotion, advertising). Ways to stimulate sales activities:
technological, educational, intangible, material.

Tema 2. HepCOHaJ'IbeIe npoaaKu yCjayr B roCTUHUYHOM Ou3Hece

BrIsiBlIeHHE MOTEHIMAIBHBIX KIMEHTOB TOCTHMHUYHBIX Hpeanpuatuil. [loaroToBka mpeseHTanuu
nponax. [IpoBeseHue Mpe3eHTaUUH TMPOAAXK: OTKPHITHE IPE3CHTAIMU, BOBJICYCHHE KIMECHTAa B
IpoLECcC MPE3eHTALNH, MPEACTaBICHHE TOCTUHUYHBIX YCIYT, MPEOJ0JICHHE BO3PaKEHUH KIMEHTA,
3aKphITHE TIPE3CHTAIMU U TTocIeRyronas padora ¢ KIMeHTOM. [IoBbIIeHHe TPOU3BOIUTENEHOCTH U
POk B TOCTUHUYHOM OU3Hece

Topic 2. Personal selling of services in the hotel industry

Identification of potential customers of hotel enterprises. Preparing a sales presentation. Conducting
a sales presentation: opening the presentation, engaging the client in the presentation process,
presenting hotel services, overcoming client objections, closing the presentation and following up
with the client. Increasing productivity and sales in the hospitality industry

Tema 3. Ucno/ib30BaHue peKJIaMHBIX HOCHTeJ/IeH B TOCTHHUYHOM OM3Hece

Hapysxnas pexiiama: (pupMeHHasi BBIBECKA, PEKJIAMHBIE IIUTHI, MJIaKaThl, OAHHEPbI, JIEKTPOHHbIE
JUCIIJIEH, SKpaHbl, BBICTABOYHBIE CTEH]bl. BcrmomoraTenbHbIE CpencTBa HAPYKHOW PEKJIAMBI.
[TeuaTHas pexiama. Pekiama B ra3erax: BEIOOp I'a3eThl; pa3MelleHHE PeKJIaMbl; TO3UIIMOHUPOBAHHUE
peKiIaMbl; OMpefeNieHue pa3Mepa W JAu3aiiHa pEeKIaMHOro COOOIICHMS, COCTAaBJICHHE TEKCTa
peKJIaMHOr0 OOpallleHus; OlleHKa pekiambl. Pekiiama B jKypHaslax: BUABI KYpHAJIOB; pa3paboTKa
3¢ (HEeKTUBHOTO PEeKIaMHOTO COOOIIeHUs; co3faanue (oTonzodpaxeHus. Pekiama B crienuaibHBIX
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U3JIaHUSX: KaTaJlorax, CIpaBOYHUKAX, exkerognukax. OueHka 3(p(peKTUBHOCTH MEYaTHON peKambl.
Hupext-meiin pexnama (Direct Mail Advertising). Pa3zpaborka kammanuu Direct Mail: co3nanue
«rpoduist kiueHTay; Tunbl kamnanuil Direct Mail.Co3anue pexiaMHbIX 0ObSIBICHHH I IPSIMOI
paccbutku. OpraHuzanusi Tporecca NpAMONW MOYTOBOM pekiaMbl. AHaN3 3((HEeKTUBHOCTH
kammanuii Direct Mail. AynuoBusyanbHasi peknama. Pexnama Ha paano: BBIOOp pagHOCTaHIINY;
pa3paboTKa pEeKIaMHOro COOOIIEHUS Ui paJvo; CTOMMOCTh pEKJIaMbl Ha Paauo; aHaIM3
3p(PeKTUBHOCTH pEKIaMHOW KaMIaHWM Ha paauo. Peknama Ha TeNeBUICHHH: BBIOOD
TEJIGKOMIIAHUH; pa3paboTKa PEeKIaMHOI0 COOOIIEHUs /ISl TEIEBUJCHUS; CTOMMOCTh PEKJIaMbl Ha
TENEBUJICHUY; H3MepeHHe dS((EeKTUBHOCTM  PEKJIAMHOW  KaMIAaHUM Ha  TEJICBUACHUM.
Buneopeknama: BuaeoOpoIIOphbl, BUACOKYpHalbl. KommbloTepHas pekiamMa B TOCTHHHYHOM
Ou3Hece ABIAETCS NEPCIIEKTUBHBIM BUIOM PEKIIaMBI.

Topic 3. The use of advertising media in the hotel industry

Outdoor advertising: company signboard, billboards, posters, banners, electronic displays, screens,
exhibition stands. Auxiliary means of outdoor advertising. Printable advertisement. Advertising in
newspapers: choice of newspaper; placement of an advertisement; positioning of advertisements;
determination of the size and design of the advertising message; drafting the text of an advertising
appeal; evaluation of advertisements. Advertising in magazines: types of magazines; development
of an effective advertising message; creating a photographic image. Advertising in special
publications: catalogs, reference books, yearbooks. Evaluation of the effectiveness of print
advertising. Direct mail advertising (Direct Mail Advertising). Development of a Direct Mail
campaign: creation of a "customer profile"; types of Direct Mail campaigns.Creation of
advertisements for direct mail. Organization of the direct mail advertising process. Analysis of the
effectiveness of Direct Mail campaigns. Audiovisual advertising. Advertising on the radio: choice
of radio station; development of an advertising message for the radio; the cost of advertising on the
radio; analysis of the effectiveness of an advertising campaign on the radio. Advertising on TV:
choice of TV company; development of an advertising message for television; the cost of
advertising on television; measuring the effectiveness of an advertising campaign on television.
Video advertising: video brochures, video magazines. Computer advertising in the hotel industry is
a promising form of advertising.

Tema 4. TexHosoruu ayJIuTa U ylpasJcHUd IIpoaaKaMu.

WNHCcTpyMeHTHI MOBBIIEHUS 3()()EKTUBHOCTH U ONTHUMH3AINN CUCTEMBI MPOJaXK. AYIUT CUCTEMBI
KOHKYPEHTHOT'O aHaji3a, UCTOYHUKA M HHCTPYMEHTbl KOHKYPEHTHOM pa3Beaku. MOHUTOPHHT
KJIIOUYEBBIX TIOKa3aTeiel KIMEeHTOB (MOTEHIMAJ, JOJs KOIIelbKa, IMOXHU3HEHHAs IIEHHOCTH,
PEHTA0ETbHOCTh U JIOSIIBHOCTh). AHAIM3 CTPYKTYPbl KIMEHTCKOW 0a3bl. AHalu3 OCHOBHBIX
nokazareneii  3((EeKTUBHOCTH TPOJNAX: pe3yJbTaTUBHOCTb, PEHTA0ENbHOCTb, JIHHAMUKA,
CE30HHOCTbh, CTAOWIILHOCTH, (pa30BOCTb. MHCTPYMEHTHI Ul TOMCKAa HOBBIX BO3MOXKHOCTEH IS
YBEJIMYEHUS MPOJIAX.

Topic 4. Audit and sales management technologies.



Tools for improving efficiency and optimizing the sales system. Audit of the competitive analysis
system, sources and tools of competitive intelligence. Monitor key customer metrics (potential,
wallet share, lifetime value, profitability and loyalty). Analysis of the structure of the client base.
Analysis of the main indicators of sales performance: performance, profitability, dynamics,
seasonality, stability, phasing. Tools for finding new opportunities to increase sales.

4. MaTtepuaJbl TeKylero KOHTPOJIsl yClieBaeMOCTH 00y4aroluxcs
4.1. B xoae peanusanum aucuMnuibl b1.B.02 «Texnonozuu npooeusricenus 20CMUHUYHO20
npooykma / Hotel product promotion technologies» WCNOJB3YIOTCH CJeIYIOIIHEe MeTO/bI
TeKylIero KOHTPOJIs yCIeBaeMOCTH 00y4aroIIuXCs:

Tema u/mau pazaen MeToabl TeKylIero KOHTPOJIs
ycneBaeMoCTH

Tewma 1. [IpoaBrxeHHE TOCTUHUYHOTO MPOYKTa HA

. CTHBIU OIIPOC, pedepaT (FoKIa[ WIH 3cCe
priake/Promotion of a hotel product to the market y poc, pedepar (1 a )

Tewma 2. JInuHbIe NpoAaXu B UHAYCTPUU
rocrenpunmctia /Personal Selling in the Hospitality YCTHBIN o1poc, pedepaT (TOKIa] WiIn ICCe)
Industry

Tewma 3. Hcnonb30BaHue peKJIaMHbIX HOCUTEIEH B
roctuarndHOM Om3Hece /The use of advertising media YCTHBIN o1poc, pedepaT (TOKIa] WiIn ICCe)
in the hotel industry

Tema 4. TeXHONOTUH ayuTa U YIPABICHUS
npoaakamu /Audit and sales management YCTHBIN o1poc, pedepaT (ToKIa] WiIn CCe)
technologies

B cnyuae peanuzayuu oucyunaunvt 6 JJOT popmam 3a0anuii adanmuposaw 0 naam@opmol
Moodle.

4.2. TunoBble MaTEPUAJIbl TEKYLIET0 KOHTPOJISI YCIIEBAEMOCTH 00y4a0IIMXCH
TunoBblie OLleHOYHbIE MAaTEePHAJIBLI 10 TeMaM 1-4

IIpuMepHbIe BONPOCHI 1JIs1 YCTHOTO ONpoca
H3znoxcume meopemuueckue OCHOBbL nO OAHHOUW meme (Oaiime onpeoeneHus,
nepeuuciume u Hazosume) u 000CHyiime (apymenmupyime U RPOOEMOHCHMPUpYIime) ceoe
omHouwienue K OAHHOU meme (Ha KOHKPEemHoOM npumepe):

Tema 1. IIpoaBu:keHHe TOCTHHHYHOIO NPOAYKTA HA PHIHOK

Bomnpocs! /151 caMONPOBEPKH:

1. Iloyemy npennpuaTUsiM roCTENPUUMCTBA HEOOXOIUMO PEKIIAMUPOBATH CBOIO JESTEILHOCTH?

2. IlepeuncinTe LeNU peKJIaMbl B HHIYCTPUU TOCTETIPUAMCTBA.

3. Jlaiite onpenenenue noustuio Public Relations 1715t UHAYCTpUU rocTeNpUUMCTBA.

4. Kakume akropsl cieayeT YYWMTHIBATh NPH IUIAHUPOBAaHMU MEPONPHATHH IO CBS3IM C
OOIIECTBEHHOCTHIO B MHAYCTPHU TOCTEIIPUUMCTBA?
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5. OnuumTe OCHOBHBIE ATAlbl INIAHUPOBAHUS PEKIAMHON E€ATEIbHOCTH MPEANPUATHI HHAYCTPUH
TrOCTENIPUUMCTBA.

6. KakoBbI penMyI1eCcTBa UCIIOIb30BaHUS COBMECTHOM pEKIaMbl B MUHAYCTPUU TOCTENPUUMCTBA?
7. B uem paziauuus Mexay MabJIMCUTH U peKiIaMoit?

8. OnuumuTe METOAB! NPOABHKEHNS TOCTUHUYHOTO IIPOAYKTA.

Bonpocs! 1151 caMONIPOBEPKU:

1. Why do hospitality businesses need to advertise their activities?

2. List the goals of advertising in the hospitality industry.

3. Define Public Relations for the hospitality industry.

4. What factors should be taken into account when planning public relations events in the
hospitality industry?

5. Describe the main stages of planning the advertising activities of hospitality industry enterprises.
6. What are the benefits of using collaborative advertising in the hospitality industry?

7. What are the differences between Publicity and Advertising?

8. Describe the methods of promotion of the hotel product.

3aganus 1019 caMOCTOSITeIbHOI padoThI:

1. O6ocHyiiTe HEOOXOAUMOCTh peKIaMbl B UHAYCTPUHU TOCTEIPUUMCTBA.

2. IlpomeMoHCTpHpOBAaTH M TPOBECTH (PYHKIMOHAIBHBIM aHAIN3 OpPTaHMW3AlUU PEKIaMHOM
JESATEIIbBHOCTY B MHAYCTPUM TOCTENPUMMCTBA (Ha NpPUMEpPE KOHKPETHOTO T'OCTUHUYHOIO
HPEIIPUSITHS).

3.Pa3zpaboTaTh pekjaMHbIM IMJaH JUIs NPEeANpUATUS HHIYCTPUM TOCTENPUUMCTBA (Ha IMpHMeEpe
KOHKPETHOI'0 TOCTUHUYHOT'O NPEIIPUATHSA).

4. Pa3zpaboTaTh IJIaH MEPONPUATHI MO CBS3AM C OOIECTBEHHOCTBIO IS MIPEANPUATHS UHAYCTPHH
roCTENPUUMCTBA (Ha MPUMEPE KOHKPETHOTO TOCTUHUYHOIO IPEIIPUSITHS).

5. IIpoBecTn 1 00OCHOBATH BBIOOP areHTCTBA IO CBA3SIM C OOIIECTBEHHOCTBIO ISl MPEANPUATHS
MHTyCTPUH FOCTETIPUMMCTBA (HA MPUMepPEe KOHKPETHOTO TOCTUHUYHOTO TPEATPHUITHSA).

3agaHus 17151 CAaMOCTOSITEIbHOM PadoThI:

1. Justify the need for advertising in the hospitality industry.

2. Demonstrate and conduct a functional analysis of the organization of advertising activities in the
hospitality industry (using the example of a specific hotel company).

3.Develop an advertising plan for a hospitality industry enterprise (on the example of a specific
hotel enterprise).

4. Develop a public relations action plan for a hospitality industry enterprise (on the example of a
specific hotel enterprise).

5. Conduct and justify the choice of a public relations agency for a hospitality industry enterprise
(on the example of a specific hotel enterprise).

Tema 2. JInunasi npoaaska ycJyr B roOCTHHMYHONH MHAYCTPUH
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Bonpocsl 1J1s1 caMONIpOBepPKH:
. Uro Takoe NMuHBIE IPOJAKHU B NHAYCTPUH FOCTEIPUUMCTBA?
. Onummure OCHOBHBIE BU/IbI IMYHBIX NTPOJAXK B TOCTUHUYHON UHAYCTPHUH.
. [IpuBeuTe NepedeHp U 0XapaKTepu3yinTe OCHOBHbIE KaTErOpUM HeBEpOAIbHBIX KOMMYHUKALIUH.
. Ilepeuncnure n oxapakTepu3yHTe dTalbl IPOBEAEHUS MPE3EHTALNN IPOAAK.

1

2

3

4

5. Kaknmu manHbIME HE0OX0IMMO 00J1a1aTh JJI MPOBEACHUS YCTICIITHBIX MMPE3eHTAI?

6. Kakue nmpuembl UCTIONB3YIOT areHThI M0 MEPCOHATBHBIM MPOJakaM B TOCTUHUYHOM Ou3Hece?

7. ITo KakuM IPUYUHAM TOPTOBasl MPE3CHTAINS MOXKET IMPOBATTUTHCS ?

8. C KakuMH BO3paXEHHUSIMH KJIHEHTOB MOXET CTOJKHYThCS areHT MpH JWYHOW MpoJaxke

TOCTUHUYHBIX yCIIyT?

Bomnpocs! 1J1s camonpoBepKu:

. What is personal selling in the hospitality industry?

. Describe the main types of personal selling in the hotel industry.

. Give a list and characterize the main categories of non-verbal communications.
. List and characterize the stages of a sales presentation.

. What data do you need to have for successful presentations?

. What are the techniques used by personal sales agents in the hotel industry?

. For what reasons can a trade presentation fail?

0 N N L AW N =

. What customer objections might an agent face when personally selling hotel services?

3aganus AJ19 CaMOCTOSITEIbHOM PadoThI

1. OnpenenuTe MOTEHIIUAIBHBIX KIMEHTOB TOCTUHUYHOTO MIPEANPHUITHS (Ha MPUMEpPEe KOHKPETHOTO
TOCTUHUYHOTO TIPEIITPHSITHS).

2. TloaroToBUTHh MPE3CHTAIMIO TMPOJAX YCIAYyr TOCTUHUYHOTO TMpEAnpusitus (Ha mpuMepe
KOHKPETHOT'O TOCTUHUYHOTO MPEIIPUSTHSA).

3. [IpomeMOHCTPHPOBATh OTKPBITHE IMPE3CHTAIMM TPOJaX M BOBIICYCHUE KIHEHTA B IPOLECC
MPEJICTAaBICHUS] yCIyT TOCTHHUYHOTO TMPEANPUSATUS (HA TpUMEpe KOHKPETHOTO TOCTUHHUYHOTO
MIPESATNPUSITHS ).

4.IlpoaHanu3upoBaTh BO3MOKHBIC BO3PAXEHHs KIMEHTAa U CIIOCOOBI MX MPEOJOJCHUS B MPOIecce
NPE3CHTAIMK YCIYT TOCTHHUYHON KOMITAaHUH (Ha MpUMepe KOHKPETHOW TOCTHHUYHON KOMIIAaHHN ).
5. CocraBuTh MNpOrpaMMy MOCIEAYyIOmEeH paboThl C KIUEHTOM IIOCJE MPE3CHTAIUU YCIyT
TOCTHHUYHOTO TPEANPHUSTHS (Ha IpUMEpe KOHKPETHOTO TOCTUHUYHOTO TIPEIIPHUSITHS).

3agaHus 17151 CAMOCTOATEIBbHOM PadoThI

1. Identify potential customers of the hotel company (using the example of a specific hotel
company).

2. Prepare a sales presentation of the services of a hotel company (using the example of a specific
hotel company).

3. Demonstrate the opening of a sales presentation and the involvement of the client in the process
of presenting the services of a hotel company (using the example of a specific hotel company).
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4.Analyze possible objections of the client and ways to overcome them during the presentation of
the services of a hotel company (using the example of a specific hotel company).

5. Draw up a program of follow-up work with the client after the presentation of the services of the
hotel company (using the example of a specific hotel company).

Tema 3. [IpumMeHeHUe peKJIAMHBIX CPEACTB B FTOCTUHMYHONH MHAYCTPUH

Bonpocsl 1J1s1 caMONIPOBEPKH:

1. Kakue ¢akTopsl HEOOXOOUMO YUYHUTHIBATh IPH pa3MEIIEHUH HapyKHOM pekiamMbl JUis
NPEANPUATHI TOCTUHUYHOW UHIYCTPHUU?

2. IlpuBeaure npUMepsl BCIIOMOTATENIBHBIX CPEJICTB HAPYKHON PEKJIAMBI.

3. KakoBbl 0COOEHHOCTH peKJambl AESTeIbHOCTH TOCTUHUYHBIX MPEANPHUATHI B ClelHaIbHBIX
U3JaHuAX (KaTajorax, ClipaBOYHHUKaX, €KeroJHuKax)?

4. KakoBbl MeTO/IbI OLIEHKU 3((EKTUBHOCTH [I€YaTHON PEKIJIAMBI.

5. Kak co3maetcst mpsiMmoe MOYTOBOE peKJIaMHOE COOOIICHHUE /IS TOCTHHUYHON UHAYCTPUH?

6. OnuiuTe OCHOBHBIE TUIIBI KAMITAHUN MPSIMON IOYTOBOM PACCHUIKH B TOCTUHUYHON UHAYCTPHUH.
7. Kak onpeienuTs CTOMMOCTD ayAMOBU3yaIbHOU pEKJIaMbl?

8. KakoBbI npenmy1ecTBa KOMIbIOTEPHOM peKIambl 1J11 TOCTUHUYHBIX yCIyT?

Tema 3. IlpuMeHeHHEe PeKJIAMHBIX CPeICTB B TOCTUHUYHOM MHYCTPUH

Bomnpocs! 11 camonpoBepKu:

1. What factors should be taken into account when placing outdoor advertising for hotel industry
enterprises?

2. Give examples of auxiliary means of outdoor advertising.

3. What are the features of advertising the activities of hotel enterprises in special publications
(catalogues, reference books, yearbooks)?

4. What are the methods for evaluating the effectiveness of print advertising.

5. How is a direct mail advertising message created for the hospitality industry?

6. Describe the main types of Direct Mail campaigns in the hotel industry.

7. How to determine the cost of audiovisual advertising?

8. What are the benefits of computer advertising for hotel services?

3aganus 119 CAMOCTOSITEILHOM PadoThI:

1. Onucars ¥ NpPOAHANIU3UPOBATE HAPYKHYIO peKIaMy TOCTMHUYHBIX MPEINpUATHH (Ha mpuMepe
KOHKPETHOI'0 TOCTUHUYHOTO MPEIIPUSATHS).

2. PazpaboTath AM3ailH U TEKCT PEKJIAMHOTO COOOILIEHUS JUIsi TOCTUHUYHOTO MpearnpusTus (Ha
npuMepe KOHKPETHOIO TOCTUHUYHOTO MPEIIPUATHS).

3. OueHutb 3PPEeKTUBHOCTD MMEYATHOM PEKJIaMbl JJIsi TOCTUHUYHOTO NpeAnpusiTus (Ha mnpumepe
KOHKPETHOI'0 TOCTUHUYHOTO MPEIIPUATHS).

4. Pazpa0boTaTh KaMIaHHIO IPSIMOM OYTOBON PACCHUIKH JJIsi TOCTUHUYHON KOMIaHUM (Ha IpUMepe
KOHKPETHON TOCTUHUYHOM KOMITaHUN).

5. IIponeMOHCTpUPOBATh U MPOAHAIU3UPOBATH KOMIIBIOTEPHYIO PEKIIAMY.
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3agaHus 17151 CAaMOCTOSITEIbHOM PadoThI:

1. Describe and analyze outdoor advertising of hotel enterprises (on the example of a specific hotel
enterprise).

2. Develop the design and text of an advertising message for a hotel company (on the example of a
specific hotel company).

3. Evaluate the effectiveness of print advertising for a hotel company (on the example of a specific
hotel company).

4. Develop a Direct Mail campaign for a hotel company (using a specific hotel company as an
example).

5. Demonstrate and analyze computer advertising.

Tema 4. AyIUT U TeXHOJIOTHH YIIPABJIEHHUS MPOJAKAMM

Bomnpocs! 1i1s camonpoBepku:

1. Kakue cymecTByrOT METOIbI OBBIMIEHUS 3()PEKTUBHOCTH TTPOIaXK?

2. Kak MOXHO ONTUMHU3UPOBATH CUCTEMY MPO/IaXK TOCTUHUYHBIX YCIYT?

3.Kak npoBouTCS ayIUT CUCTEMbI KOHKYPEHTHOIO aHayIn3a?

4. KakoBbl METOJIbI ¥ TEXHOJIOIMH KOHKYPEHTHOMN pa3BeaKH?

5. Kak ocymiecTBisieTcss MOHUTOPHHT KIIFOUEBBIX TTOKA3aTeNeH sl KITUEHTOB?

6. Kak mpoBoauTcst aHaM3 CTPYKTYPhI KITUEHTCKOM 0a3b1?

7. Kak npoBouTCs aHaIU3 KIIOYEBBIX MOKa3aTesel 3pPeKTUBHOCTH MPOJIaxK?

8. Kakue cymecTByOT TEXHOJIOTUY MIOMCKA HOBBIX BO3MOYKHOCTEN ISl yBEJIMYEHUSI POJIaXK?

Tema 4. AyauT M TeXHOJIOTHH YNIPaBJICHUS POAAKAMH

Bonpocsl /151 caMONIPOBEPKU:

1. What are the methods to improve sales efficiency?

2. How can you optimize the sales system of hotel services?

3.How is the competitive analysis system audited?

4. What are the methods and technologies of competitive intelligence?

5. How is the monitoring of key indicators for clients carried out?

6. How is the analysis of the structure of the client base carried out?

7. How is the analysis of key sales performance indicators carried out?

8. What technologies exist for finding new opportunities to increase sales?

3amaHus 1J151 CAMOCTOAITEJIbHOM PadOThI:

1. [Ipoananu3upoBaTh CYHUIECTBYIOIIME METOIbI MOBBIIIECHUS 3(PPEKTUBHOCTU MPOJAXK U
pa3paboTaTh pPEeKOMEHJAIMK IO MOBBIMICHUIO 3(P(GEKTUBHOCTH MPOAaXX YCIYT Uil KOHKPETHOTO
TOCTUHUYHOTO OU3HEca.

2. PazpabotaTh NpeNIOXKEHUS M0 ONTHUMM3ALUM CUCTEMBbl MPOAAX YCIYyr A KOHKPETHOTO

TOCTUHUYHOTO OM3HECA.
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3. llpoBecTu ayauT CHUCTEMBI KOHKYPEHTHOIO aHajiu3a s KOHKPETHOTO TOCTMHHYHOTO
HPEANPUATHS.
4. IlpoBecT MOHMTOPMHI OCHOBHBIX IIOKa3aTeNeil il KIMEHTOB (Ha MpHUMEpe KOHKPETHOI'O

TOCTUHUYHOTO IPEIIPUSITHS).

3agaHus 17151 CAMOCTOSITEIbHOM PadoThI:

1. Analyze existing methods to improve sales efficiency and

develop recommendations for improving the efficiency of sales of services for specific hotel
business.

2. Develop proposals for optimizing the service sales system for a specific hotel business.

3. Conduct an audit of the competitive analysis system for a particular hotel enterprises.

4. Monitor the main indicators for clients (on the example of a specific hotel business).

TunoBbie olleHOYHbIE MAaTEePHAJIBI 10 TeMaM 1-4
IIpumepHbIe TeMbI 111 pepepaToB (10KJIAT0B, ICCE)
Ilpoananusupyitme, oyenume, cpagHume u yKaxcume ceoe OmMHOUIEHUE K 3aMpOHYMOlL
meme.
TemaTnka pedepatoB, 10KJIAA0B, Icce AJs1 TeMbl 1

1. HeoO6X0tuMOCTh 1 1IENU peKIaMbl B UHAYCTPUHU TOCTEIPUUMCTBA.

2. [InanupoBaHue pekIaMHON AESITEIbHOCTU NPEANPUITUIA HHIAYCTPUH FOCTENPUUMCTBA.

3. PaGora mpennpuaTuii MHAYCTPUH TOCTETIPUMMCTBA C PEKJIaMHBIMHU areHTCTBaMH (Ha IpuUMepe
KOHKPETHOI'O TOCTUHUYHOTO NPEANpUATHSA).

4. Opranuzanys ¥ IUIAHUPOBAHUE MEPONPHUATHHA MO CBS3AM C OOIIECTBEHHOCTHIO B MHAYCTPHH
roCTENPUUMCTBA (Ha MPUMEPE KOHKPETHOTO TOCTUHUYHOIO IPEIITPUSITHS).

5.0nenka 3(pGEKTUBHOCTH MEPONPUATHA MO CBS3AIM C OOIIECTBEHHOCTbIO B HHAYCTPHUH

roCTENPUUMCTBA (Ha MPUMEPE KOHKPETHOTO TOCTUHUYHOIO IPEIIPUSITHS).

1. The need and goals of advertising in the hospitality industry.

2. Planning of advertising activities of hospitality industry enterprises.

3. The work of hospitality industry enterprises with advertising agencies (on the example of a
specific hotel enterprise).

4. Organization and planning of public relations events in the hospitality industry (on the example
of a specific hotel company).

5.Evaluation of the effectiveness of public relations activities in the hospitality industry (on the
example of a specific hotel company).

TemaTtuka pedeparTosB, 10KJIAA0B, IcCe IJI TEMbI 2

1. OcHOBHBIE BUIbI IMYHBIX MPOJIAXK B TOCTUHUYHOM OHM3HECE.

2. BepOanbHbie 1 HeBepOaTbHbIE KOMMYHUKAIIUH U MX UCTIOJIb30BaHUE B TOCTHHUYHOM OW3HECe.
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3. IloaroTroBKa ¥ Mpe3eHTalysl yCIyT TOCTUHUYHOTO MPEIIPUSTHS.

4. Bunel Bo3pakeHHH KIMEHTOB M CIIOCOOBI MX MPEOIOJICHUS MPU MPOBEICHUH JTHYHOU MPOAAKH
TOCTUHUYHBIX YCIYT.

5. IloBbienne 3pGEeKTUBHOCTH MPOAAXK B TOCTUHHYHOM OM3HEce.

1. The main types of personal selling in the hotel industry.

2. Verbal and non-verbal communications and their use in the hotel industry.

3. Preparation and presentation of the services of the hotel company.

4. Types of customer objections and how to overcome them when conducting a personal sale of
hotel services.

5. Increasing sales performance in the hotel industry.

TemaTtuka pedeparTon, 10KJIAA0B, IcCe IJIs TeMbI 3

1. Ucnonp30BaHue Hapy>KHOM peKJIaMbl IPEANPUATUIMU TOCTUHUYHOW HHAYCTPHUH (Ha puMepe
KOHKPETHOI'0 TOCTUHUYHOTO MPEIIPUATHS).

2. [leyaTHas pexiama B FOCTUHUYHON UHAYCTPHUU.

3. Opranu3zanys npouecca npsiMou MOYTOBOM PEKIIaMbl Ha MPEINPUATUAX TOCTUHUYHON UHIYCTPUU
(Ha mpuMepe KOHKPETHOTO TOCTUHUYHOTO MPEATIPUSATHSA).

4. Ucnionb30BaHKE ayIMOBU3YAIbHOMN peKIaMbl IPEANPUATHSIMU TOCTUHUYHONW UHAYCTpUHU (Ha
IpUMEpPE KOHKPETHOTO TOCTUHUYHOTO MPEATIPUATHSA).

5. KommnbrorepHas pexnama B TOCTHHHYHON UHIYCTPHH.

1. The use of outdoor advertising by enterprises of the hotel industry (on the example of a specific
hotel enterprise).

2. Print advertising in the hotel industry.

3. Organization of the process of direct mail advertising at the enterprises of the hotel industry (on
the example of a specific hotel enterprise).

4. The use of audiovisual advertising by enterprises of the hotel industry (on the example of a
specific hotel enterprise).

5. Computer advertising in the hotel industry.

TemaTtuka pedeparToB, 10KJIAI0B, IcCe s TeMbl 4

1. Metonpl noBbleHUs 3()p(HEKTUBHOCTH NMPOJAXX TOCTUHUYHBIX YCIyr (Ha IpUMepe KOHKPETHOIO
TOCTMHUYHOTO MPEANPUATHUSA).

2. OnTuMH3aIUs CUCTEMBI IPOAAK TOCTUHUYHBIX YCIyT (Ha MpUMepe KOHKPETHOTO TOCTUHUYHOTO
MIPEATNPUSITHS ).

3. MOHUTOPUHT KJIIOUEBBIX MOKa3aTedel JUisl KIMEHTOB (Ha IpUMEpPE KOHKPETHOTO TOCTUHUYHOTO
TIPEATPUSITHS ).

4. AHanu3 CTPYKTYphl KIIMEHTCKOM 0a3bl (Ha MprUMepe KOHKPETHOIO TOCTUHUYHOTO NMPEATPUSATHS).
5. AHamu3 KJIIOYEBBIX TMOKazarened H(PGEeKTHBHOCTH NpoAak (Ha NpuUMepe KOHKPETHOIO

TOCTUHUYHOTO NPEIIpUATHSA).
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1. Methods for increasing the efficiency of sales of hotel services (on the example of a specific hotel

company).

2. Optimization of the system of sales of hotel services (on the example of a specific hotel

company).

3. Monitoring of key indicators for clients (on the example of a specific hotel company).

4. Analysis of the structure of the client base (on the example of a specific hotel company).

5. Analysis of key performance indicators of sales (on the example of a particular hotel company).

5. OueHouynbie MaTepuaIbI AJIsl MPOMEKYTOUHOI aTTeCTALNHU

5.1. Dk3aMeH NPOBOAMTCH ¢ MPHUMEHEHHEM CJeAYIIIUX MeTOA0B (CPeACTB): B paMKax cAadd

9K3aMEHa MPeTyCMaTpPUBAECTCSl YCTHBIM OTBET CTYJEHTOM MO OuieraM M MOJArOTOBKAa M 3aluTa

pedepara.

B cuyuae nposedenus npomescymounon ammecmayuu 8 OUCMAHYUOHHOM — Pedcume
ucnonvzyemcs naamgpopma Moodle u Teams.

5.2.

OneHouHnble MaTepHuaJibl HpOMe)l(yTO‘lHOﬁ arrecranmumn

Komnonenr
KOMIIeTeHIIUH

IIpomMe:xyTOYHBII/ K04 eBO
HHAUKATOP OLlCHUBAHUS

Kpurepuii oueHnBanus

I1Kc-7.1
Cnocoben 000CHOBBIBATh
MapKETHHTOBYHO KOHIEIIIHO
MIPeINPUATHS chepsl
TOCTEIPUUMCTBA H
OOILIECTBEHHOI'O  IHUTAaHHI C
HCIOJIb30BAaHMEM COBPEMEHHBIX
WHPOPMAaITHOHHO-
KOMMYHUKATUBHBIX TEXHOJIOTHI

OcymiecTBisieT BEIOOD u
000oCHOBaHUE nepen
coOCTBEHHMKaMU OM3Heca BHIA
MapKETHHTOBbIX MHHOBAIMH IS
BHEAPEHUS Ha MPEIIPUATUIX
chepsl TOCTETIPUAMCTBA 5
0OIIIECTBEHHOI'0 ITUTAHUS

B mnoxnHO# Mepe BnajgeeT pa3paboTKaMu H
BHEJPEHUEM MHHOBALMOHHBIX TEXHOJIOTUH
B JEATEJIbHOCTh TOCTHHHL M JPYTHX
CPEICTB pa3MeleHus; BJIasieeT
COBPEMECHHBIMU TEXHOJIOI'UsAMH
(dbopMHpOBaHUS u HPOJBIKEHUS
TOCTMHUYHOTO IIPOJYKTA.

OTIHU4YHO BJIaac€T OCHOBHBIMH MCTOJaMH
HalaKUBaHUsI KOMMYHHUKAIMM B UHTEpecax
(dbopMupoBaHU u HPOJBUKEHUS
TOCTHUHUYHOI'O IIPOJYKTA.

Ha BbIcOKOM ypoBHE BiaJAeeT HaBBIKAMU
pacuera M IPaKTHYECKOTO HCIOIb30BaHUSA
COLIMATbHO-3KOHOMHYECKHUX,
MMPOU3BOACTBCHHBIX W TCXHOJOTHYCCKHUX
MoKa3aresed AEATENIbHOCTH NpennpusTHHA
HWHyCTPUU TOCTEIPUUMCTBA VIS U3yYEHUS
BO3MOYKHOCTEH CO3/IaHUsI.

TunoBbie OLIEHOYHBIE MaTepHuaJibl HpOMe)l(yTO‘lHOﬁ aTrTeCTalum

H3nooscume meopemudecKkue O0CHO8bl

IlepedyeHs BONPOCOB K IK3aMeHY

no oOanHou meme (Oaitme onpeoeneHus,

nepeyuciume u Hazoeume) u 00OCHyiime (apZymeHmupyiime U RpPOOEMOHCMPUpYIime) c8oe
omHoweHnue K 0annoil meme (Ha KOHKpemHoOM npumepe):

1. KOHHGHHI/IH MPOABHXKCHUA TOCTUHUYHOI'O IIPOJYKTA.

2. CucreMa npoABMKEHNS TOCTUHUYHOTO IPOAYKTA
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3. ®opMHUpPOBAaHUE MAPKETUHIOBOM CETH 11l TOCTUHUYHOIO IPOAYKTa

4. YcnoBus IpoABUKEHUS] TOCTUHUYHOTO MTPOIYKTa

5. OcobeHHOCTH peKiIaMbl B TOCTUHUYHOM On3Hece

6. Mcnonp30BaHue pekiiaMbl FOCTUHUYHBIM IPEAIPUATHEM AJI IPOABUKEHUS TYPUCTCKOTO
HOpPOJAYKTA.

7. Knaccuduxaryst BUJ0B peKJiaMbl

8. OCHOBHBIE CpeJICTBA MPOABMKEHUS] TOCTUHUYHOIO IIPOIYKTa.

9. Pexnama kak cpelicTBO NPOJABUKEHUS TOCTUHUYHOTO IIPOYKTa.

10. OcHOBHBIE TPeOOBaHUS K OCYLIECTBICHUIO PEKJIIAMHOMN €ATEIbHOCTH B TOCTUHUYHOM OM3HECE.
11. CrumynupoBaHHe cCObITA: TOHATUE U CYLTHOCTb

12. OTnenpHBIC BUIBI CTUMYJIMPOBAHUS B TOCTHHUYHOM OM3HECE

13. HanpaBneHus CTUMYJIMPOBaHMs CObITa B TOCTUHUYHOM OM3HECe.

14. CpenctBa CTUMYIMPOBAaHUS CObITa B TOCTUHUYHOM OHM3HECE.

15. [loHsiTHE TEXHOIOTUHU NPOJIBUKEHUS OpeH 1a B TOCTUHUYHOM OH3Hece

16. Vicnonb3oBaHue OpeHIMHIA B IPOJABUKEHUH TOCTUHUYHOIO IPOAYKTA.

17. ®paHyaif3uHT B TOCTHHUYHOM OM3HECE.

18. CBsizu ¢ 00111€CTBEHHOCTHIO B TIPOJIBI>KEHUHM TOCTHHUYHOTO MPOIYKTA.

19. PR-neareabHOCTh B TOCTUHUYHOM OW3HECE.

20. IIpstMO#t MapKETHHT B TOCTHHHYHOM OM3HECE.

21. JInuHble IPOJAXKKU KaK CPEICTBO IIPOJIBHKEHHSI TOCTUHUYHOTO MPOAYKTA.

22. VInTepHeT KakK CpeJICTBO MPOJIBUKEHUS TOCTUHUYHOTO IPOIYKTa.

23. DneKkTpoHHas 0YTa KaK CPEJCTBO MPOJABUKEHHSI TOCTUHUYHOIO IPOJAYKTA.

24. DnexTpoHHAs pekiiama B TOCTHHUYHOM OM3Hece.

25.VlaopMaIimoHHbIe TEXHOJIOTHU KaK CPEJCTBO MPOIBMKEHUS TOCTUHUYHOTO MTPOAYKTA.
26. Texnonorust pOpMHUPOBAHUST UMUPKA TOCTUHUYHOTO MPEAIPUATHSL.

27. ®opmbl B3aUMOOTHOIIEHU TOCTUHUYHOTO MPEANPUATUS C BHYTPEHHEHN U BHEIITHEN
00ILECTBEHHOCTBIO

28. MecTo u poib HH(POPMAIIMOHHBIX TEXHOJIOTHH B POABMKEHUN TOCTUHUYHOTO MTPOIYKTA.
29. UnTepHeT Kak 3(h(heKTUBHOE CPEACTBO MPOJBMKEHUS TOCTUHUYHOTO MPOIYKTA.

30. DneKTpoHHas peKiama.

31. CalT TOCTUHUYHOTO NMPEINPUITHUS

32. OcobenHocTy (OpMUPOBAHUS UMHKA TOCTUHUYHOTO MPEATIPHUITHS

33. CpencTBa NpOABUKEHUSI TOCTUHUYHOTO IPOAYKTA: MOHITHE, CYIIHOCTh, KJIaCCU(pUKALIHA.
34. OcoGeHHOCTH CTUMYJIMPOBAHUsI CObITA B TOCTUHUYHOM Ou3Hece

. The concept of promoting a hotel product.

. Hotel product promotion system

. Formation of a marketing network for a hotel product

. Conditions for promoting a hotel product

. Features of advertising in the hotel business

. The use of advertising by a hotel company to promote a tourist product.
. Classification of types of advertising

~N N kW N~
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8. The main means of promoting the hotel product.
9. Advertising as a means of promoting a hotel product.

10.
11.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.

Basic requirements for the implementation of promotional activities in the hotel business.
Sales promotion: concept and essence

Selected incentives in the hotel business

Directions of sales promotion in the hotel business.

Means of sales promotion in the hotel business.

The concept of brand promotion technology in the hotel business
The use of branding in the promotion of a hotel product.
Franchising in the hotel business.

Public relations in the promotion of a hotel product.

PR activities in the hotel business.

Direct marketing in the hotel business.

Personal selling as a means of promoting a hotel product.
Internet as a means of promoting a hotel product.

E-mail as a means of promoting a hotel product.

Electronic advertising in the hotel business.

25.Information technology as a means of promoting a hotel product.

26.
27.
28.
29.
30.
31.
32.
33.
34.

Technology of forming the image of a hotel enterprise.

Forms of relationship of the hotel enterprise with the internal and external public
Place and role of information technology in the promotion of a hotel product.
Internet as an effective means of promoting a hotel product.

Electronic advertising.

Website of a hotel company

Features of the formation of the image of the hotel enterprise

Means of promoting a hotel product: concept, essence, classification.

Features of sales promotion in the hotel business

IIpuMepHbIe TeMBbI 11 NOATOTOBKH M 3alIUTHI pedepaTa (1151 KOHTPOJISA 3HAHMIA)
Ilpoananusupyiime, oyenume, cpagnume u yKajxcume céoe omHouienue K 3ampoHymoi

meme.

. IIpoaBukeHre rOCTUHUYHOIO IPOAYKTA: MIOHITHE, CYLIHOCTb, CPEICTBA.

. IIpoaBukeHNEe TOCTUHUYHOIO IPOAYKTA KaK YaCTh TYPUCTUYECKOTO MAPKETHHTA.

. CpexncTBa nmpoaBUKEHHSI TOCTUHUYHOTO MPOIYKTA: MOHSATHE, CYIIIHOCTD, KIACCU(DUKALIUS.
. BpIcTaBKHU Kak cpeacTBO NPOABHKEHNS TOCTUHUYHOTO IPOAYKTA.

. Yyactue Poccun B MeXIyHapOIHBIX TOCTUHUYHBIX BBICTaBKAX.

. Pexilama xak OCHOBHOE CpeICTBO IIPOJABUKEHHSI TOCTUHUYHOIO IIPOJYKTA.

. Buytpudupmennas pexiama: CynHocTs 1 0COOEHHOCTH.

. [lewaTHas u Hapy>KHas peKiaMa B TOCTHHUYHOM OM3HEce.

O 00 1 N i B W N =

. OcOOEHHOCTH CTUMYJTUPOBAHHMS COBITA B TOCTHHUYHOM OH3HECE.

10.JIuynble poAaxku B Typu3Me: MOHITHE, CYITHOCTh, 0COOCHHOCTH.

11. CBsi31 ¢ 001IECTBEHHOCTHIO KaK CPEJICTBO MPOJIBIKCHHSI TOCTUHUYIHOTO MPOAYKTA.
12.lHTepHeT B NPOABMKEHUU TOCTUHUYHOTO MPOJTYKTA.
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13.2nexkTpoHHast pekiiaMma B TOCTHHUYHOM OM3Hece.

14.CaiiT TypuCTCKOW aAMUHHUCTPALMK KaK CPEICTBO MIPOABUKEHHUSI TOCTUHUYHOTO MTPOIYKTAa.

15. Ilporpammsel ipoaBHXKeHHUA Poccun Ha peruoHabHOM, (peaepanbHOM U MEXTyHapOIHOM
TOCTUHUYHOM PBIHKE.

. Promotion of a hotel product: the concept, the essence of the means.

. Promotion of a hotel product as part of tourism marketing.

. Means of promoting a hotel product: concept, essence, classification.

. Exhibitions as a means of promoting a hotel product.

. Participation of Russia in international hotel exhibitions.

. Advertising as the main means of promoting a hotel product.

. Intra-company advertising: essence and features.

. Printed and outdoor advertising in the hotel business.

9. Features of sales promotion in the hotel business.

10.Personal sales in tourism: concept, essence, features.

11. Public relations as a means of promoting a hotel product.

12.Internet in the promotion of the hotel product.

13.Electronic advertising in the hotel business.

fourteen. Website of the tourist administration as a means of promoting a hotel product
15. Programs for promoting Russia at the regional, federal and international hotel market.

o0 N LN AW N~

MIxana oueHNBaHUA

OneHka pe3ysnbTaToB IPOU3BOAUTCS  Ha OCHOBE llojokeHuss O TeKylleM KOHTpoJe
ycreBaeMoCTH 00yUaroIMMUXCsl M MPOMEKYTOUHON aTTeCTalluy 00ETraloLIuXcs 0 00pa3oBaTeIbHBIM
nporpaMMaM  CpeJHero Mpo(ecCHOHAIBFHOIO W BBICHIEr0 00pa3oBaHHs B  (enepaibHOM
rOCy/IapCTBEHHOM  OIO/PKETHOM| 00pa3oBaTeNbHOM  YUYPEKACHUHM  BBICIIETO  00pa3oBaHUs
«Poccuiickasg akageMUl HapOJHOKIO XO3SICTBA W TOCYJApCTBEHHOU ciyxObl mpu IlpesuneHTe
Poccuiickoit @enepanuny», yreepxkaeHHoro Ilpukazom Pextopa PAHXul'C npu Ilpesunente PO
ot 30.01.2018 r. Ne 02-66 (.10 paznena 3 (mepBbiit ab3am) u m.11), a Takxke Pemenuss Yuenoro
coBeta CeBepo-3anaanoro nucrutyrta ynpasiaeHuss PAHXul 'C npu [Ipe3unente PO ot 19.06.2018,
npoTokos Ne 11

OneHka «OTJIMYHO)» BBICTABJISETCS B CIIydae, €CH MPU YCTHOM OTBETE CTYAEHT MPOSBHII
(mokasan):
- Iy0OKO€ U CUCTEMHOE 3HAHUE BCEro MPOrpaMMHOr0 MaTrepHalia yueOHOro Kypca, U3J10KHU OTBET
MOCJIEI0BATENbHO U yOeAUTENBHO;
- OTYETJIMBOE U CBOOOJHOE BJIAJIEHUE KOHIENTYalIbHO-MOHATUWHBIM aNlapaToM, HAyYHBIM SI3BIKOM
Y TEPMHUHOJIOTHEN COOTBETCTBYIOIIEH JUCIUTIIINHBI,
- yMEHHE TMpaBUIbHO MPHUMEHATh TEOPETUYECKHE TMOJOKEHHSI TMPU PEUICHUH MPAKTUYECKUX
BOIIPOCOB U 33]1a4;
- YMEHHE CaMOCTOSITEIbHO BBIMIOJIHATH IPEyCMOTPEHHbBIE TPOTrPaMMOi 3aJaHusl;
- HaBbIK 000CHOBAHHUS IIPUHSITOIO PELLIEHUS.

OueHkHM «XOpOIIO» BBHICTABISIETCS B Cydyae, €ClId NPU YCTHOM OTBETE CTYACHT MPOSIBUI
(mokaszaun):
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- 3HaHUE y3JI0BBIX MPOOJIeM IPOrpaMMbl U OCHOBHOTO CO/IEPKaHU JICKIIMOHHOTO Kypca;
- YMEHHE TOJIb30BaThCsl KOHIENTYaJIbHO-NOHATHIHBIM aIMapaToM yMEHHE IPEHMYIECTBEHHO
NPaBWIbHO TMPUMEHSATh TEOPETUYECKUE MOJOXKEHHUS NPU PEIICHUH INPAKTHYECKUX BOIPOCOB H
3ajad,
- YMEHHUE BBITIOJIHATH MPEIYCMOTPEHHBIE IPOTPAMMOI 3a1aHHS;
- B IIEJIOM JIOTHYECKH KOPPEKTHOE, HO HE BCET]a TOYHOE ¥ apTyYMEHTUPOBAHHOE M3JI0’KEHHE OTBETA.
OueHKH «yI0BJIETBOPUTEIBLHO» BBICTABISIETCS B Clydyae, €CIM TPH YCTHOM OTBETE
CTYJICHT MPOSBUJ (TIOKa3an):
- (pparmeHTapHBIE, MMOBEPXHOCTHBIC 3HAHWS BAXXHEUIIMX pAa3/ENOB MPOTPAMMBI M COJEPIKAHHS
JEKIIMOHHOTO Kypca;
- 3aTPYOHEHHUS C WCIOJIB30BaHUEM HAyYHO-TIOHATHUIHOTO ammapara U TEPMHUHOJIOTUU y4eOHOM
JMCIUIIIMHBL;
- 3aTpyIHEHHWs C TPUMEHCHHEM TEOPETHYECKMX IIOJIOKEHUH TP pPEIICHHH TPAKTHIECKUX
BOITPOCOB | 33]1a4,
OneHka «HeyJA0BJIeTBOPUTEJIbHO» BBHICTABISIETCSI B CIIydae, €CIIM TPH YCTHOM OTBETE
CTYJIEHT MPOSIBUI (ITOKa3am):
- He3HaHUe JTMO0 OTPHIBOYHOE MPEICTaBICHUE y4eOHO-IIPOrPaMMHOTO MaTepHuala;
- HEyMEHHE HCIO0JIb30BaTh HAYYHO-TIOHSATUIHHBIN anmnapar ¥ TEPMUHOJIOTHIO Y4eOHON IHCIUITUHBI;
- HEyMEHHE NPUMEHSATh TEOPETHUECKHE TOJIOKEHHS TPH PEUICHUH MPAKTHYECKHX BOIPOCOB U
3ajad,
- HEYMEHHUE BBITIOJIHATH NpeTyCMOTPEHHBIE IpOrpamMMoit 3aJaHusl.

IToaroroBka pedepara (P). DOrto camocrostenpHas HcciaeAoBareibckas padora,
packpbIBaroas cyTh U3ydaeMoii Tembl. Kak npasuiio, pedepar oTpakaer pa3inyHble TOUYKU 3pEHUS
Ha UCCIEeNYEMBII BOIIPOC, BBIPAKast B TO XKE BPEMS U MHEHUE CaMOT'0 aBTOPA.

Kpurepuii Ounenka

[MonydeHnusle pe3yabTaThl TOJHOCTHIO COOTBETCTBYIOT TIOCTABJICHHOW  IICJIH.
CrpykTypa pedepara JTOTHYHA, COACPKUT TiaBbl W maparpadbl, Bo BBemeHHH
000CHOBaHa aKTyaJIbHOCTb TEMbI, YETKO CHOPMYJIUPOBAHBI 1I€JIb, 3a1a4H, HPEAMET,
00BEKT HCCIECIOBAHUS, ONpEelicHa METOMOJOTHYECKass W HOPMATHBHO-TIpaBas |
TEOpeTUYeCKasi OCHOBa WCCIe/oBaHUs. B OCHOBHON wacTu pedepara Ha OCHOBE
HOPMAaTHUBHO-TIPABOBBIX UCTOYHUKOB U MCTOYHHUKAX Y4eOHOW M HAYYHOU JTUTEPATYPhI
MIPOBEACHO HCCIICZIOBaHUE W30paHHOW MPOOJIEMEI, CHIENaHbl COOCTBCHHEIC BBIBOJIBI.
Hanwmcanue aBTopom pedepara caMOCTOSTETHLHO, BEIBOABI apTyMEHTHPOBAHEI.

[lomyuenHsle pe3ynbTaThl TOJTHOCTHIO COOTBETCTBYIOT TIOCTaBIEHHOW  LIEJH.
Crpykrypa pedepaTra JOrMYHa, COIAECPXKUT IJIaBel M maparpadel, Bo BBemeHun
000CHOBaHa aKTYyalbHOCTh TE€MbI, YETKO C(HOPMYIHMPOBAHbI LI€Jb, 3aJa4, IPEAMET,
00BEKT HCCIECIOBaHUs, OINpelesicHa METOAOJOTHYecKass W HOPMAaTHBHO-TIPaBasi H
TEOpEeTUYECKasi OCHOBa HcCCieNoBaHUs. B OCHOBHOI wacTu pedepara Ha OCHOBE
HOPMAaTHBHO-TIPABOBBIX UCTOYHMKOB M HCTOYHHUKAX YYEOHON W HAYYHOH JINTEpaTypHhI
MPOBENEHO HCCIeNoBaHue M30paHHOW MpoOJIeMbl, cAeTaHbl COOCTBEHHBIC BBIBOABIL.
Hamucanne aBTopoM pedepara caMoCTOSITETHHO, HO HE apTyMEHTHPOBAHO

[lomydenHsle pe3ynbTaThl TOJTHOCTHIO COOTBETCTBYIOT IIOCTaBICHHOW — LIEJH. 3
CrpykTypa paOoThl JIOTHYHA, HO HE pa3BepHyTa. Bo BBeneHHM OTpakeHbI HE BCE
HeoOXoouMble 37IeMEHTH.. B OCHOBHOW wacTu pedepara Ha OCHOBE HOPMATHUBHO-

IMPAaBOBbLIX MCTOYHUKOB M MCTOYHHKAX yq€6HOfI )48 Hay‘{HOﬁ JIUTEPATYpPhbl IMPOBCIACHO
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uccieoBaHue W30paHHOM MPOOIEMbI, HO aBTOPCKUE BBIBOABI OTCYTCTBYIOT.

ITonmy4eHHsble pe3yJibTaThl HE COOTBETCTBYIOT IOCTABJIEHHOM LIETH. 2

6. MeToguyeckne MaTepHAJIbI 110 OCBOCHHUIO TUCHHUILIMHBI
DK3aMeHbl OpPraHM3yIOTCS B TEPUOJI CECCMM B COOTBETCTBMM C TEKYyHIMM TIpaduKoM
y4eOHOro mpolecca, YTBEPXKIECHHBIM B COOTBETCTBUU C ycTaHoBIeHHbIM B C3UY mnopsakom.
[IpogOMmKUTENBPHOCTh JK3aMEHAa Uil KaXAOro CTyJEHTa HE MOXET IPEBbIIIAaTh YEThIPEX
aKaJIeMMUYECKMX YacoB. OJK3aMEH HE MOXeT HauumHatbes paHee 9.00 yacoB M 3aKaHUMBATHCA
no3aHee 21.00 gaca. OmeHka 3a 3K3aMEH MPOCTABISETCS B HSK3aMEHAIIMOHHOW BEJOMOCTH U
3aYETHBIX KHMXKKaX CTYJIEHTOB, MPU 3TOM OLIEHKH «HEYAOBJIETBOPUTEIILHO» B 3aUETHYIO KHUKKY
CTYJIEHTOB HE IIPOCTABJISIFOTCSI.
Ob6yuenue o gucuuminHe b1.B.02 «TexHonorun npoABMKEHNS TOCTUHUYHOTO MPOJyKTa/
Hotel product promotion technologies» mnpeanonaraer u3ydeHue Kypca Ha ayTUTOPHBIX 3aHATHAX
(JIEKIUH 1 TIPAaKTUYECKUE 3aHIATHS) H CAMOCTOATEBHOM PabOThI CTYICHTOB, BKIIFOYAs! MOATOTOBKY K
3auéry. [IpakTnueckue 3anarust qucuuiuinibel b1.B.02 «TexHonoruu npoaBUKEHUsS] TOCTUHHYHOTO
npoaykra/ Hotel product promotion technologies» mpeamonaraioT ux MpoBeIECHUE B PA3IHMIHBIX
(opmax C LeNbIO BBISBICHUS MOJyYEHHBIX 3HaHUH, YMEHUH, HABBIKOB M KOMITETCHIINH.
Iloozomoexa k nexyuu
C nenpio obecreyeHus yCIemHoro 00yueHus CTyIeHT JJOKEeH TOTOBUTHCS K JIEKIIUY,
MOCKOJIbKY OHA SIBJII€TCS BayKHeHel (popmoii oprannzanuu yueGHOro mpoiecca, MoCKOIbKY:
— 3HAKOMMUT C HOBBIM yU€OHBIM MaTepUaIoM;
— Pa3bACHACT yueOHbIE FIE€MEHTHI, TPYAHbIE Il TOHUMaHMUS;
— CHCTEMaTU3UpYeT yUeOHbIN MaTepuan;

— OpHUEHTHUPYET B y4eOHOM IpoIiecce.

Iloozomoexa K 1eKyuu 3aK1104aemcsa 6 ciedyouiem:

— BHHUMATENBHO NMPOYUTANTE MaTepHal MpeablAyIIeH TeKINuH;

— Y3HaiiTe TeMY MPEICTOSIIEH JISKIHH (10 TEMAaTHIECKOMY TUIaHY, IO HH()OPMAIIUU JIEKTOpa);
03HAKOMbBTECh C YUYCOHBIM MAaTEPHAJIOM 10 YYCOHUKY U yI€OHBIM TTOCOOHUSIM;
rocTapaitech ysCHUTh MECTO U3y4aeMOl TEMBbI B CBOEH MpodeccHoHaNIbHOM MOATOTOBKE;
3aMMIINATE BO3MOKHBIE BOIIPOCHI, KOTOPBIEC BBI 33/1aJIUTE JIEKTOPY Ha JICKIIUH.

Iloozomoexa kK npaKkmu4yecKum 3aHAMuUAM:

— BHUMATEIbHO NPOUYUTATEe Marepuan JEKIHUH, OTHOCAIMXCA K JaHHOMY CEMHUHApCKOMY
3aHATHUIO, 03HAKOMBTECH C YUEOHBIM MAaTEPUAJIOM I10 YISOHUKY M YIEOHBIM ITOCOOHSIM;

— BBINUIINTE OCHOBHBIE TEPMUHBL;

— OTBETbTE Ha KOHTPOJBbHBIE BOMPOCHI MO CEMUHAPCKUM 3aHATUSAM, TOTOBBTECH MaTh
pPa3BEpPHYTHIN OTBET HA KaX bl U3 BOIPOCOB;

— YSACHUTE, Kakuhe ydeOHbIe JJIEMEHThl OCTAJIWCh [UIS Bac HEACHBIMH M TOCTapalTech
NOJY4YUTh Ha HUX OTBET 3apaHee (10 CEMHUHAPCKOrO 3aHATHS) BO BpeMs TEKYIIHMX
KOHCYJIbTAIM MPEero1aBaTes;

— TOTOBUTHCA MOXKHO MHAMBHIYaJIbHO, NMapaMU WIK B COCTaBE MaJlOil TPYMIIbI, MOCIEIHUE
saBIsiFOTCS A PeKkTHBHBIMU (popMaMu pabOTHI.
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Iloozomoexa k onpocy TIpe/ICTaBIseT COOON MPOSKTUPOBAHUE CTYJCHTOM OOCYXJIEHUs B IPyIIIIE B
dopme auckyccun. B 3THX 1messx CTyAeHTy HE00X0AUMO:
— CaMOCTOATEIILHO BBIOpATh TeMy (Mpo0IieMy) I MPOBEACHHUS OTpOCca;
— paspaboTaThb BOMPOCH, NPOAYMaTh MPOOJEMHBIE CUTyalluu (C  HCHOJIB30BAaHUEM
NEPUOANYECKOM, HAYYHOH JINTEPATYPHI, a TAKKE UHTEPHET-CAUTOB);
— paspaboTaTh IJIaH-KOHCIIEKT OOCYXKICHHS C YKa3aHUEM BPEMEHU OOCYKICHHsSI, BOIPOCOB,
BapHAHTOB OTBETOB.
BriOpannas cryaenTom tema (mpoOsiema) T0JbKHA OBITh aKTyajdbHa Ha COBPEMEHHOM JTarie
pa3BUTHSA, JOJDKEH OBITH MPEACTaBIEH NOAPOOHBIN MIaH-KOHCIIEKT, B KOTOPOM OTPa’KeHbI BOTPOCHI
JUIE JTUCKYCCHH, BPEMEHHOW pErIaMeHT OOCYXKIEHHs, TaHbl BO3MOXXHBIC BAapHAHTHI OTBETOB,

HCII0JIB30BAHBI ITIPUMEPHBI U3 HAYKH U IIPAKTUKH.

MeToanuyeckue yKa3aHusl 10 OPraHU3aAMUN CAMOCTOSITE/IbHO PadoThI

VYcenemHoe OCBOGHHME JUCHMIUIMHBI IPEANOiaraeT akTUBHOE, TBOPYECKOE Yy4YaCTHE
oOydaromuxcs Bo Bcex popmax yueOHbIX 3aHATHH, ONpeIeIeHHbIX AJI JAHHON TUCUUIUIHHBIL.

CamocrosrenbHass paboTa OOydaromMXCs MpPEINoiaraeT H3y4yeHHe B COOTBETCTBHU C
JAHHBIMU METOJIMYECKUMHU DPEKOMEHJAIMSAMHU Y4yeOHONW M Hay4dyHOM JIUTepaTypbl, HOPMATHUBHBIX
JIOKYMEHTOB, JAaHHBIX HAay4YHBIX HCCIIEJOBaHWH, MaTepuaJioB HMHTEPHET-UCTOUYHUKOB, a TaKKe
BBITIOJIHEHNE TPAKTHUECKUX 3aJaHUil, TOATOTOBKY JIOKJIAZIOB M pedepaTa, IOATOTOBKY K
TECTUPOBAHUIO M KOHTPOJBHOM paboTe, K OmpocaM Ha 3aHATHSAX M K 3a4eTy. PexoMmeHIanuu 1mo
HAY4YHOH JuTepaType, WHPOPMALMOHHBIM HCTOYHHKAM M Y4€OHO-METOJIUYECKOMY OOeCTIeueHHIO
CaMOCTOSITENIbHON paboThI cosiepxkarcs B pasnene 7 gannoit PIT/L.

MeToanuyeckue peKOMeHAAIHH 110 OAr0TOBKE K OIIpocy

VYCTHBI ompoc SBISETCS OJHUM M3 OCHOBHBIX CHOCOOOB MPOBEPKU YCBOCHMS 3HAHUHN
oOyuaromuMucs. Pa3BepHyTBIif OTBET CTYyAEHTA JOJDKEH MPEACTaBIATh COO0H CBA3HOE, JTOIMYECKH
II0CJIEI0BATENbHOE COOOIIEHNE Ha OIpPEJCIEHHYI0 TeMy, MOKa3blBaTh €ro yMEHUE IHPUMEHSTh
OIpeZe/ICHUs], NIPaBWJIa B KOHKPETHBIX ciydasix. OCHOBHBIE KPUTEPUHU OLICHKM YCTHOIO OTBETA:
IPaBUIBHOCTh OTBETA IO COJIEPKAHMIO; ITOJIHOTA U ITyOMHA OTBETA; JIOTUKA U3JI0KEHUS MaTepHrasa
(Y4uTBIBaETCSl YMEHHUE CTPOUTH LIETOCTHBIM, MOCIEI0BATENbHBIM paccka3, TPAaMOTHO MOJIb30BaThCS
CHeLMAIbHON TEPMUHOJIOTHEN); UCII0JIb30BaHUE AOIOTHUTEIBHOIO MaTepuaa.

IToaroToBka o0yvaromuxcs K ONpOCY IMpeanojaraeT M3yuyeHHe B COOTBETCTBMM TEMAaTHKON
JUCIUIUIMHBI OCHOBHOI/ JTOMOJHUTENBHOM JHUTEpaTypbl, HOPMATUBHBIX JOKYMEHTOB, WHTEPHET-

HCTOYHHUKOB.

MeTtoauyeckue peKOMeHAalMU 110 MOAT0TOBKe J0K/Ia1a
Jloknag — 310 opuIUaIbHOE COOOIIEHHE, MOCBSIIEHHOE 33aJaHHOW TeMe, KOTOPOE MOKET
COJIep’KaTh OMUCAHHE COCTOSHUS el B Kakoi-mubo cdepe NesTeNIbHOCTH WIM CUTYalluH; B3I
aBTOpa Ha CUTYAaIMIO WM MpOOJieMy, aHaIM3 W BO3MOXKHBIE MyTH pelieHus: npoodsemsl. Jlokman
JOJIDKCH OLITH MnpeaAcCTaBJICH B MHUCHEMEHHOH (bOpMC mpenoaaBaTe/JIir0 U M3JI0KCH YCTHO BO BPEMA
3aHsATUsA. CTpyKTypa JOKJIaJa BKIIOYAET:
1. Beenenue:
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—yKa3bIBaETCs TeMa U IIeJb JOKIIafa;
—o0o03HavyaeTcss MpOoOJIEMHOE TI0JIe W BBOJSTCS OCHOBHBIE TEPMHHBI JIOKJIANa, a TaKXKe
TEMaTUYECKHE Pa3/Ielibl COACPKAHUS TOKIaAa;

—HaMC4YaroTCd MCTOAbI PCIICHUSA HpCHCTaBHGHHOﬁ B I0OKJIaae HpOGJIGMbI " MpeamnojaracMnic

pEe3yNbTaThI.
2. OCHOBHOE COJIepaHue JOKIaa:

— TIOCTIeI0BATENBHO PACKPBIBAIOTCS TEMATUYECKUE pa3/ieibl JOKIAIa.
3. 3akiroueHue:

— TIPUBOMSATCS OCHOBHBIE PE3YJIbTAThl U CYKICHHUS aBTOpa IO MOBOAY MyTEH BO3MOXKHOTO
pelIeHHsT PACCMOTPEHHOH MpoOJeMbl, KOTOpble MOTYyT OBITh OQOPMIIEHBI B BHJE
PEKOMEH AN,

TexcT moknaga OMKEH OBITh MOCTPOCH B COOTBETCTBHM C PETrJIAMEHTOM IPEACTOSIIEro

BBICTYIIJICHUS: HC Ooitee ACCATU MUHYT.

MeToanyeckue peKoOMeHIalUM 10 MOAT0TOBKe pedepara

Pedepar — 310 camocrosiTenbHOE, Collep)KaTeNbHOE HCCIeOBaHME MO BBIOPAHHON TeMe.
[ToaroroBka pedepara npexycmaTpuBaer:

- U3y4YEHHE JINTEPATYpHhl, CIIPABOYHBIX M HAYYHBIX MCTOYHHWKOB (BKJIIOUas 3apyOeKHBIE) IO
TEME  HCCIIEeIOBAHMUS;

- CaMOCTOATEIbHBIN aHAJIN3 OCHOBHBIX KOHLENIU 110 n3ydaeMoil npolieme;

- YTOYHEHUE OCHOBHBIX MOHATUN M HAyYHBIX MTOJIOKEHHIA;

- PE3IOMUPOBAHNE TIOTYYCHHBIX BHIBOJIOB.

CrpykTtypa pedepara 1oKHA CIOCOOCTBOBATH PACKPHITHIO U30PAaHHON TEMBI U €€ COCTaBHBIX
AIIEMEHTOB:

- BO BBEJICHUU JIOJDKHO OBITh YKa3aHO: aKTyaJIbHOCTh BBIOPAHHOW TEMBbI, €€ 3HAUUMOCTb, 1e]TH
U 3a/1a4M, OOBEKT U MPEIMET MCCIIEAOBAHMS, METOIbI JOCTH)KEHUS MOCTABIICHHBIX IIeJIei U 3a/1ad,
0030p Oubnuorpaduu no Teme padboThI;

- OCHOBHasl yacTh pabOTHI JOJKHA CO/IEPKAaTh HE MEHEe JIBYX IJIaB, pa30UThIX Ha maparpadsl.

Jlenenue maparpadoB Ha moamaparpadsl HeuenecoobpazHo. HasBanusi maparpadoB He

JIOJDKHBI TTOBTOPATh Ha3BaHUE TeMbl pedepaTta. B koHie kaxaoro maparpada M KakJOW IJIaBbl
nenaercss HeOONbIIONW BbIBOA. Bce WacTh MOMKHBI OBITH M3JIOKEHBI B CTPOTOM JIOrMUYECKOM
MOCJIEI0BATEIBHOCTH M B3aUMOCBSI3H.

TekcT 1enecoodpa3HO MILTIOCTPUPOBATH CXEMaMH, TabIUIlaMH, JuarpamMMamu, rpapukamu,
PUCYHKAMH U T. 1.

B 3akmioueHuH J0DKHBI OBITH CGHOPMYJIMPOBAHBI OCHOBHBIE BBIBOJBI, CJEJaHHbIE B
pe3yNbTaTe UCCIeI0BaHuUs.

Cnucok HCHOJIb30BAHHOM JIMTEPATYphl JOJKEH coiepkaTh He MeHee 10-20 Ha3BaHUMU,

BKJIIOYasi HOPMATHUBHO-IIPABOBBIE aKThI.

Tekct pedepara 10mKEH MPOJAEMOHCTPUPOBATH 3HAHKUE CTYJICHTOM OCHOBHOM JIMTEPATYPHI TI0
JAHHOW TeMe, YMEHHUE BBIIEIUTh MNPOOJEeMy U OINpEAETUTh METOIbl €€ pELICHUs, yMEHHE
MIOCJIEIOBATEIFHO H3JIOKUTh CYIIECTBO PACCMATPUBAEMBIX BOIPOCOB, TNPHEMIIEMBIH YPOBEHb

SI3EIKOBOM rpaMOTHOCTH, BKJIKOYas BJIIaACHUC ®YHKHHOHMBHBIM CTUJIEM HAYYHOT'O U3JIOKCHUA.
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O06mwem pedepata T0KeH cocTaBiATh 15-20 cTpaHull e4aTHOro TeKcTa. B ykazaHHBIN 00beM
HE BKJIIOYAIOTCS IPUIIOKEHHS, KOTOPBIE CIIMBAIOTCS BMECTE C paboTOil.

PaboTta uMeeT TUTYJBHBIN JUCT, CTPYKTYPHBIH IUIaH U COOTBETCTBYIOUIee odopmiecHue. B
paboTe MCTOIb3yeTCs CIUIOUIHAs HyMepauus cTpaHull. BTopoil cTpaHureil siBisieTcst copepikanue
paGotbl. Ha TUTynBbHOM JIMCTE HOMEp CTpaHUIBl HE INpOCTaBiseTcs. BBeneHue, kaxnuas IJasa,
3aKJIIOYEHUE, a TAKXKE CIIUCOK UCIIOJIb30BAaHHBIX HCTOYHMKOB HAYMHAIOTCSA C HOBOM CTPAHMIIBI.

MeToanyecKue peKOMeH/IalMM 110 MOAr0TOBKe 3cce

Dcce — 3TO BHUJI MMCbMEHHOW aHATMTHYECKOW paboThl HEOOIBIIOro o0beMa (10 5 CTpaHMIY)
U CBOOOHOM KOMIIO3HIINH, BBIPAXKAIOIIUN WHANBHUYATbHYIO TO3UIUIO 10 KOHKPETHOMY BOIIPOCY
wi teme. L{enbro HanmucaHus acce SIBISIETCS 3aKPEIUICHUE TEOPETHUECKUX 3HAHUN U TIPAKTHIECKUX
HAaBBIKOB OOYYaIOIIMXCS, Pa3BUTHE WX CIIOCOOHOCTEH K BEJCHHIO IOJIEMHUKH M apryMCHTAIHH
BBIBOJIOB M 3aKitoueHuid. [Ipu Hanmcanum 3cce cieayer:

- TTOCTIEIOBATEIIHbHO MPOAHAIM3UPOBATE MPOOJIEMY, 3aTPOHYTYIO B TEKCTE (IIUTATE);

- CTPYKTYPHPOBATh HHPOPMALIHUIO;

- BBIJICIUTH IPUYHHHO-CJICJICTBEHHBIC CBSI3H;

- YeTKO ¥ TPaMOTHO C(HhOpMYyITUPOBATh COOCTBEHHYIO TTO3UITHIO;

- ACTIOJIH30BAaTh OCHOBHBIC TEPMUHBI U TIOHSTHS;

- 000CHOBATh 3aKIIFOYCHHS COOTBETCTBYIOIIUMHE ITPUMEPAMHU U TAHHBIMH;

- 0000IIUTh U3JI0’KEHHBIE TE3UCHI B UTOTOBOM YacTH pabOTHI.

Tekct scce mpeacTaBisieTcss MPENONABATENIO0 W SBISETCS OCHOBOM JUISL JaidbHEUIIEro
00CyX)IeHUsI.

7. YuyeOHas auTepaTypa u pecypcbl HH(POPMALMOHHO-TEJIeKOMMYHUKAIIUOHHOM CeTH
"Unrepuer"

7.1. OcHoBHAas1 IUTEpaTYypa
1. baywmrapren, JI. B. MapkeTUHr TOCTUHHYHOTO NPEANPUITHS: YYEOHUK MJis BY30B /
JI. B. baymrapren. — MockBa: W3parensctBo FOpaiir, 2021. — 338 c.— (Boicmiee
obpazoBanue). — ISBN 978-5-534-00581-3. — Tekct: snexktponHsiii // OOpa3oBareiabHas
wiatdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/469178
2. MopozoBa, H. C. Peknama B cOUMambHO-KYJIBTYPHOM CEpPBHUCE W TypU3Me: YYEOHMK ISt

By30B/ H.C.Mopo3oBa, M. A. Mopo3oB. — 6-¢ wm3a., mepepad. um pgom. — Mocksa:
N3narensctBo [Opaiit, 2021. — 192 ¢c. — (Boicmee oOpazoBanue). — ISBN 978-5-534-
10941-2. — Texkct: anekTpoHHbI // OOpa3oBarensHas miatdopma FOpaiit [caiit]. — URL:

https://urait.ru/bcode/473234

3. CunsieBa, Mlura MuxaiinoBHa. MapkeTHHT yciuyr [DJeKTpoHHBIH pecypce]: [yueonuk] / M. M.
Cunsena, O. H. Pomanenkosa, B. B. Cunsies. - Onexrpon. nan. — M.: [lamkos u K, 2017. - 252
c. 3ari. ¢ skpana. - ISBN 978-5-394-02723-9: 0.00.

4. CxoOkuH, C.C. MapkeTHHI ¥ TpPOJaXH B TOCTUHUYHOM OW3Hece: y4yeOHUK Uis BY30B /
C. C. CxkoOkuH. — 2-¢ u3n., ucmp. W gon. — MockBa: M3marensctBo IOpaiit, 2021. —
197 c. — (Bricmiee oOpazoBanme). — ISBN 978-5-534-07356-0. — TekcT: 3JIeKTpOHHBIN //
O6pazoBarenpHas mnatdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/472712

Y4eOHO-MeTOANYECKOE O0ecTieYeHrne CAMOCTOSITeIbHON padoThl
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10.

11

banamosa, E. A. l'octunnunslii Ousnec. Kak noctnys 6e3ynpeyHoro cepsuca.- M.: BepimHa,
2005.

Jlxanmkyra3osa, E. A. MapkeTUHT B MHIyCTPUU TOCTEIIPUUMCTBA: y4el. mocodue A By30B. -
M.: Axagemus, 2003.

Junenko, Hukonaii iBanoBu4. MexXnyHapOAHbII MapKETHHT | OCHOBBI TEOPUH [ DIEKTPOHHBIN
pecype] : yueOHHK a7 OakanaBpuaTa M MarucTparypsbl, [II0 SKOHOM. HamnpasieHusm] / H. U.
Hunenxko, JI. ®. Cxpunntok ; C.-Ilerep6. momurexH. yH-T [lerpa Benmukoro. - 31eKTpoH. aH. -
M. : KOpaiir, 2018. - 153 c. - (Cepust: "bakanaBp u maructp. Moayns"). 3ari. ¢ skpana. - [ISBN
978-5-9916-9796-5 : 0.00.

EBponelickuii TOCTUHUYHBIA MapKeTUHI: y4yeO. mocoOue Ui CTyA. UM BBIIYCKHUKOB ILIKOJI
TOCTHHUYHOTO U pecTopaHHoro 6usHeca B EBpore. - M.: ®dunaHchl 1 cratuctuka, 2004.
Usanos, B. B., Bonos, A. b. AHTUKPU3UCHBII MEHEIXKMEHT B TOCTUHMYHOM Ou3Heca: [y4eo.
nocobue st By30B]. - M.: UHOPA-M, 2012.

Kyckos, A. C. 'octuanunoe neno: [yue6. mocobue s By3os]. - M.: lamkos u K, 2009.
Jlecnuk, A. JI. TOCTUHUYHBIA MapKETUHT: TEOPHS U MPAaKTHKAa MaKCUMH3AINUU TPOJaxK: y4eo.
nocobue 1t By30B. - M.: KHOPYC, 2007.

Jlsmuna, U. 1O., UrnareeBa, T. JI. WnaycrpmanpHas 0a3a TOCTHHHUI] U TYPUCTCKHUX
KOMIIJIEKCOB: YUEOHUK Tl cpell. mpod. odpazoBanus. - M.: Axanemust, 2009.

Mennuk, C., Uarpam, X. ['ocTuHnYHBIN On3HeC: yueOHUK i By30B. - M.: FOHUTU-JIAHA,
2005.

Copokuna, A. B. Opranuzanusi oOciay’KMBaHUS B TOCTHHHUIAX U TYPUCTCKMX KOMILIEKCaX:
yueb. mocobue i cpen. mpod. odpazoBanus. - M.: Anspa-M: UHOPA-M, 2006.

. llleBmonra, T. B., I'yces, H. U. Typucrtckas nesteabHOCTh: yued. mocobue 1ist By30B. - [11axThr:

IOPI'Y3C, 2010.

7.2. lonoJIHMTEILHAS JIUTEpaTypa

Bacunwes, I'. A. VYmpaBneHue cepBUCHBIMU NPOAYKTaMHU B MapKeTHHIE YCIyr: ydeOHoe
nocobue Juisi CTYJEHTOB BY30B, OOYYalOIIMUXCS MO CHEHHATbHOCTSIM «MapKeTHHI»,
«Kommeprmus (toprosoe neno)» / I'. A. Bacunwes, E. M. Jleea. — Mocksa: KOHUTU-JIAHA,
2017. — 192 c. — ISBN 978-5-238-01578-1. — TekcT: 3J€KTPOHHBIH // DIEKTPOHHO-
oubmmoreunas cucrema [PR BOOKS: [caiit]. — URL: http://www.iprbookshop.ru/71172.html
BacunbeBa, JI. A. PR B roctunnynom Ousnece: yueOHoe mocoome / JI. A. BacuibeBa. —
CapatoB: By3oBckoe o0pazoBanme, 2016. — 66 c. — ISBN 2227-8397. — Tekcr:
IMEeKTPOHHBIA // DnekTpoHHO-OMONMMoTewnas cuctema IPR BOOKS: [caiit]. — URL:
http://www.iprbookshop.ru/39113.html

Kopneesen, B. C. MapkeTuHr u npojaxu B TOCTUHUYHOM Ou3Hece (2-e¢ m3naHue) : yueOHoe

nocooue / B. C. Kopneesen, JI. B. CemenoBa, U. W. JlparuneBa. — Kanununrpan:
Bantuiickuii enepanbueiii ynusepcuter uMm. Mmmanyuna Kanra, 2011. — 172 c¢. — ISBN
978-5-9971-0179-4. — TekcTt: »neKTpOHHBIN // DnekTpoHHO-OMONMMOTEeyHast cucrema [PR

BOOKS: [caiiT]. — URL: http://www.iprbookshop.ru/24106.html
Kopueesen, B. C. MapkeTuHr u npojaku B TOCTMHHYHOM OusHece : mpaktukym / B. C.
Kopneeser, JI. B. Cemenona, U. U. Jlparunesa. — Kanununrpan: bantuiickuii penepanbHblii
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yHusepcuteT uM. Mmmanyuna Kanra, 2011. — 74 ¢. — ISBN 978-5-9971-0178-7. — Tekcr:
DIIEKTPOHHBIN // DnekrpoHHO-OuOmmoTeunas cucrema IPR BOOKS: [caiit]. — URL:
http://www.iprbookshop.ru/7354.html

. Kopsneesen, B. C. MapkeTuHr 1 npojjakxu B TOCTHHUYHOM Ou3Hece : yuebHoe nmocobue / B. C.

Kopueesern, JI. B. CemenoBa. — Kanununrpan: bantuiickuii ¢penepanbHblii YHUBEPCUTET UM.
Nmmanyuna Kanra, 2008. — 172 ¢. — ISBN 978-5-88874-904-3. — TekcT: 31neKTpOHHBIH //
DNIEeKTPOHHO-OUOIHOTEeUHAS cucrema IPR BOOKS: [calT]. — URL:

http://www.iprbookshop.ru/3168.html
. MexayHapoaHbIE MapKeTHHT [DJEKTPOHHBIA pecypc]: y4eOHHK U MPaKTHKyM JUIs

OakamaBpyuaTa M MarucTpaTypbl [0 SKOHOM. HampaBleHUSM M creuuanbHocTsM] / [A. JL
AbGaeB u ap.] ; mox pea. U. B. mox pen. A. JI. Abaesa, B. A. Anekcynuna ; Poc. roc. rymaHur.
YVH-T. - DnekTpoH. naH. - M.: IOpaiitr, 2018. - 360, [2] c. - (Cepus: "bakamaBp U Maructp.
Axkanemuyeckuit kypc"). ABT. yka3zaHbl Ha c. 5. - 3ari. ¢ 3kpana. - ISBN 978-5-534-01169-2:
0.00.

. Ilponuesa, O. K. KineHTooprieHTUpOBaHHbIE TEXHOJIOTMH B TOCTUHMUYHOM CepBUCE: yueOHOE

nocobue / O. K. [IporueBa. — Omck: OMCKHU# roCy1apCTBEHHBI HHCTUTYT cepBrca, OMCKHi
roCy/1apCTBEHHBIN TeXHUYECKUi yHuBepcuteT, 2015. — 72 ¢. — ISBN 978-5-93252-351-3. —
Tekct: anexTpoHHBIN // DnexkTpoHHO-O0ubnuoreyHas cucrema IPR BOOKS: [caiit]. — URL:
http://www.iprbookshop.ru/75021.html

. IIponuesa, O. K. TexHonoruu mpojiaxu B TOCTHHUYHOM JIeJie ¥ Typu3Me: yueOHoe nocobue /

O. K. IIponueBa. — Omck: OMCKUIl TOCYJapCTBEHHBIM HHCTUTYT cepBuca, OMCKui
roCy/1apCTBEHHBIN TeXHUYeCKui yHuBepcuteT, 2012. — 82 ¢. — ISBN 978-5-93252-258-5. —
Texct: 3nexTpoHHbIH // DnekrponHo-6ubOmmoreynas cucrema [IPR BOOKS: [caiit]. — URL:
http://www.iprbookshop.ru/18262.html

Tynbraes, T. A. MapkeTunr rocrenpuuMcTBa: yueoHoe nocobue / T. A. TynpraeB. — Mocksa:
EBpasuiickuii oTKpbITBIH UHCTUTYT, 2011. — 296 c. — ISBN 978-5-374-00499-1. — Tekcr:
MEKTPOHHBINA // DnekTpoHHO-OMOnIMoTeyHass cucrema [PR BOOKS: [caiir]. — URL:
http://www.iprbookshop.ru/10710.html

7.3. HopmaTuBHBIE IPaBOBbIe JOKYMEHThHI M HHAS IPABOBasi HHPOpMAaLHs
1. Koncturynusa Poccuiickoit denepanuu
2. Tpynosoii koaekc P® (TK P®) ot 30.12.2001 N 197-03
3. I'paxnanckwii kogexc PO (I'K P®) ot 30.11.1994 N 51-03
4. Hanorossrii kojekc PO (HK P®) yacts 1 ot 31.07.1998 N 146-03
5. ®enpepanbHblii 3akoH P® «O06 ocHOBax TypUCTCKOM JesTenbHOCTH B Poccuiickoit
denepanum» ot 24 HosI0ps 1996 roxa, Nel132-03
6. IlocranoBnenue IlpaButensctBa PO ot 25.04.1997 N 490 (pen. or 01.02.2005) "OO6
YTBEPKJICHUH IPABHII IPEAOCTABICHNs TOCTUHUYHBIX ycayT B Poccniickoit denepanun’
7. llpukaz Munskonompazsutust P® ot 21.06.2003 N 197 "OO6 yTBep>KIeHUU IOJIOKECHUS O
rOCy/IapCTBEHHOW CHCTeMe Kilaccu(UKalMM TOCTUHHUI[ U JAPYTUX CPEeACTB pa3MeuieHus"
(3apeructpupoBano B Muntocte PO 21.08.2003 N 4996)
8. TOCT P 50645-94 "TypucTcko-3KCKypCHOHHOE 00ciTykuBanue. Kinaccudukarus rocTuHmII"
9.TOCT P 51185-98 "Typuctckue yciyru. Cpenctba pasmenienus. Oomme TpeboBanms"
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http://www.iprbookshop.ru/10710.html
http://www.iprbookshop.ru/75021.html
http://www.iprbookshop.ru/3168.html
http://www.iprbookshop.ru/7354.html

10. ToctuHuYHOE W pecTopaHHOE 1eno, TypusM. COOpPHHK HOPMATHUBHBIX JOKYMEHTOB /
Cocrapurtens: FO. Bonkos — Poctos: ®ennke, 2010.

7.4. UnTepHeT-pecypchl
C3U1Y pacnonaraer AOCTYIOM uepe3 calT HaydHoil OuOimoreku http:/nwapa.spb.ru/

K CJIeAYIONINM MOAMUCHBIM 3JIEKTPOHHBIM PECYpcam:
Pycckoaszviunvie pecypcol

o DONeKTPOHHBIE YUEOHUKHU AJIEKTPOHHO - OubnnoreyHoit cuctemsl (ObC) «Albyke»

o DJeKTpOHHBIE YUEOHUKHU 3JIEKTPOHHO — Onbnmoreunoit cuctemsl (ObC) «Jlanb»

o HayuHo-npakTHueckue cTaTby MO (MHAHCAM U MEHEKMEeHTy M3maTenbckoro poma
«bubmoreka ['pebeHHIKOBAY

o CraTby M3 NEPUOIUYECKUX M3AaHUI MO OOLIECTBEHHBIM U T'YMaHUTAPHBIM HayKaMm
«Hct - Boro»

. DHIMKJIONEINH, CJIOBapH, CIIPAaBOYHUKU «PyOpHUKOH»

o [Tonuble TekcThl AuccepTanuii u  aBTOpedeparoB OnekTpoHHass bubnuoreka
Huccepranui PI'b

. HnpopmanmonHo-npaBoBblie 0a3bl - KoHcynpTaHT mitoc, ['apaHr.

AHTJI0513bIYHBIE PECYPCHI

. EBSCO Publishing — noctyn Kk MyJIbTHAMCHUIIIMHAPHBIM MOJHOTEKCTOBBIM 0a3zaM
JAHHBIX Pa3TUYHBIX MUPOBBIX M3/1ATEILCTB MO OM3HECY, IKOHOMUKE, (PMHAHCAM, OyXTalTepPCKOMY
y4eTy, TYMaHUTapHbIM M C€CTECTBCHHBIM OOJAcCTSIM 3HaHWH, pedepaTtaM M IOJHBIM TEKCTaM
nyOJIMKAlUi U3 HAyYHBIX U HAYYHO-TIOMYJISIPHBIX KYPHAJIOB.

° Emerald — xpymHeiinnee MHPOBOE U3IATEIBCTBO, CICIHATU3UPYIOMICECS Ha
DJIGKTPOHHBIX JKypHaax H 0a3aX JTaHHBIX [0 SKOHOMHKE M MEHEDKMEHTy. MMeer craryc
OCHOBHOTO MCTOYHHKA TIPO(ECCHOHATHFHOW MHPOPMAITUH TSl TIpeToaBaTelieii, ncciaeoBaTeNiel u
CIIEIIHAIMCTOB B 00J1aCTH MEHEIHKMEHTA.

Bo3MOXHO WCMONB30BaHHWE, KPOME  BBINICTICPEUYUCICHHBIX  PECypcoB, W  JIPYTHX
AJIEKTPOHHBIX PECYpPCcOB ceTu MHTEepHET.

7.5. NHble HCTOYHUKH
1. Odunmaneueii caiit MuUHHCTEpCTBA CIIOpTa, TypU3Ma M MOJIOJICKHOM MOMUTHKU Poccuiickoit
®enepanun - CBoOOHBIN AOCTyM U3 ceTu MHTEepHET. — http://tourism.minstm.gov.ru
http://www.100menu.ru
http://www.allcafe.info
http://www.all-hotels.ru

http://www.nha.ru
http://horeca-spb.org
http://www.hotel-spb.ru

http://www.planeta.ru

e A

Kypnan "Otens" http://hotelline.ru/hotel subscribe.php(nononautensuas nurepaTypa)
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http://www.planeta.ru/
http://www.hotel-spb.ru/
http://www.all-hotels.ru/

8.MarepuajibHO-TeXHMYeCKas 0a3a, HHGOPMALIMOHHBIE TEXHOJIOTHHU, IPOrPAMMHOE
obecneueHue U UHGOPMAIHOHHbIE CTIPABOYHbIE CHCTEMBI

Ne i/n | HaumenoBanue

1. Criennanu3upoBaHHbIE KJIACCHI JUISl IPOBEICHUS JIEKIIUM U TPAKTUYECKUX 3aHATUN

2. Crnenmanu3upoBaHHasi MeOeIb U OPICPECTBA: Ay TUTOPUU M KOMITBIOTEPHBIE KIIACCHI,
000pyI0BaHHBIE TIOCAI0YHBIMU MECTAMHU

Buzeodaiinos B popmatax AVI, MPEG-4, DivX, RMVB, WMV.

3. Texuuueckue cpeacrBa oOydeHus:: IlepcoHanbHble  KOMITBIOTEPBI,  KOMIIBIOTEPHBIE
IPOEKTOPHI; 3BYKOBBIE TUHAMHUKH; MPOTPAMMHBIE CPEJCTBA, 00ECHEUMBAIOIINE MPOCMOTP

Ilpozpammmusbie, mexnuueckue u 31eKmMpPOHHbBLE CPEOCHEA 0OYHUEeHUA U KOHMPOJIA 3HAHUIL
CMYyOeHmog:

[Takersl mporpamMmHOro obecrnedeHus oOOIIEro Ha3HA4YeHHUs (TEKCTOBBIE PEIaKTOPHI,
rpadudecKue peaaKkTophbl).

Kypc Britouaer ucnoibp3oBaHue IMporpammHoro obecrneuyenus Microsoft Excel, Microsoft
Word, Microsoft Power Point nj1st moAroToBKM TEKCTOBOTO M TAOJIMYHOTO MaTepuaia, rpaduuecKux
WJUTIOCTPALIHMA.

Metoabl  OOy4YeHHs TPENNOJaraloT  HCIOJBb30BaHUE HH(DOPMAIMOHHBIX  TEXHOJIOTHH
(KOMIIBIOTEPHOE TECTUPOBAHHE, JEMOHCTPALIUS MYIbTUMEAUNHBIX MAaTEPUATIOB).

3aneiictBoBaHbl VHTEpHET-CEPBUCHI U AJIEKTPOHHBIE PECYPCHI (CIIPaBOYHBIE CUCTEMBI, H-D,
Koncynbrant wim ['apaHT, MOUCKOBBIE CHCTEMBI, 3JEKTPOHHAs II0YTa, NPOQecCHOHATIbHbIE
TeMaTU4YeCKHe 4aThl U (HOPyMbI, CHCTEMBI ayJH0 U BUIEO KOH(EPEHINH, OHJIAH SHIIUKIONCINH,
CHPAaBOYHUKH, OMOIHOTEKH, HJIEKTPOHHBIE YUeOHbIE H YUeOHO-METOIUUYECKNE MATEPUAIIbI).

JlomyckaeTcsi MpUMEHEHHE CHCTEMBI TMCTAHIIMOHHOTO O0YUYEHHS C MCTIOIb30BaHUE IIaTHopM
TEAMS, Zoom, Skype for Business, CZIO Moodle.
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