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BBEJIEHUE

Pabouas nmporpaMMa AUCIUIUIMHBI SBJISETCS YaCThIO OCHOBHOW NPOQeCcCHOHATBHOM
00pa3oBaTeNbHON MPOTrpaMMBbI BBICILIET0 00pa30BaHUs - IPOrpaMMbl OakajgaBpuaTa, pa3paboTaHHON B
coorsercTBu ¢ ®PI'OC BO

oIoC BO

®denepanbHbBIN TOCYIApPCTBEHHBIN 00pa30BaTEeIbHBIA CTAHIAPT BBICIIETO 00pa30BaHUS
- fakajaBpuar 1o HarpasyeHuto moaArotoBku 38.03.02 MeHnemxMeHT (IIpHUKa3
Muno6puayku Poccun ot 12.08.2020 r. Ne 970)

1. HEJIb OCBOEHMA TN CHUIIJIMHBI

Ilenbto ocBoeHUs yueOHOM TUCHUIUTHHBI "MexayHapoAHOe IPeIIPUHUMATENbCTBO" SBIISETCS
U3y4eHHE 0COOCHHOCTEH, CTPaTernuecKUX U NPOoIelypPHbIX BOIPOCOB BEICHUS MEXIyHAPOIHbBIX
IIEPEroBOPOB, 3aKJIIOYEHUS BHEIIHETOPIOBBIX KOHTPAKTOB U pa3pabOTKHU MEXTyHapPOAHbIX
MHBECTUIMOHHBIX IPOEKTOB, HAPAOOTKa MPAKTUUYECKUX HABBIKOB IO aHAIIU3Y, OLIEHKE Y3PPEKTUBHOCTU U
MIPUHATHIO peIeHUs1 00 OpraHu3aIiiy U BEACHUIO OM3HECa 3a pyOeKOM.

2. MECTO JUCIIMIIJIMHBI B CTPYKTYPE OIIOII

JluciunimHa OTHOCUTCA K 4acTH, (GOopMHUpyeMOi yYaCTHUKaMHU 00pa30BaTeIbHbIX OTHOILIECHUH.

3. OFBEM JUCIIUITJIMHBbI

Yacos
KonrakrtHas pabora .(1o y4.3aH.)
I CamocrosiTens
paKTHYeCcKHe Hast paboTa
IIpomexyTouHas SAHSTHS
Bcero 3a ’ B TOM UHCIIE 3e.
aTTecTanus BKITIOUAS
CEMECTP Bcero HGKHI/H/I IIOAT0OTOBKA
KypcoBoe KOHTPOJIBHBIX U
IIPOEKTUPOBAHU KyPCOBBIX
e
Cemectp 5
Ok3ameH, KypcoBas pabora 216 48 24 24 141 6

4.1INTAHUPYEMBIE PE3YJIbTATBI OCBOEHMUS OIIOII

B pesynbrate ocBoenust OIIOII y BeimyckHHKa TOMKHBI OBITH COPMUPOBAHBI KOMIIETEHIIUHY,
ycraHoBieHHbIe B cooTBeTcTBUH PI'OC BO.

HIudp u HaumeHOBaHHE
KOMIIETEHIIH

Nuaukatopbl JOCTHKEHUS KOMITETEHITUN

MH()OPMAIMOHHO-aHATUTHICCKUM




TIK-1 IToaroroBka k
3aKIIIOUEHUIO
BHEILIHETOPrOBOTO KOHTPAaKTa

NJI-1.T11K-1 3Hats:

OCHOBHbBIE TEXHUUYECKUE XapaKTEPUCTHKH, IPEUMYIIECTBA U OCOOCHHOCTH
IIPOAYKIMY OpraHU3alliy, IOCTaBIsIEMON Ha BHEIIHNUE PHIHKU
HopMaTtuBHbIE IpaBOBBIE aKThI, PETJIaMEHTUPYIOIINE
BHEITHEAKOHOMUYECKYIO JIEATENBHOCTh

MesxayHapoiHble IPaBUiIa TOJKOBaHUS HarOoJee IIMPOKO UCTIONb3YEMBbIX
TOPTrOBBIX TEPMHHOB B 00JIaCTH BHEIIHEH TOPTOBIH

MeTozbl 1 HHCTPYMEHTHI paboThl ¢ 6a3aMH JaHHBIX BHEIIHUX PHIHKOB
Metozbl paboThl ¢ MICTOYHUKAMU MapKETUHIOBOM MH(OPMAIIMH O BHEITHUX
PBIHKaX

Metoap! pa3paboTKu pekIaMHON HH(OPMAIUK I BHEIIHUX PHIHKOB
WHcTpyMEHTBI IPOABUKEHNS TOBAPOB U YCIYT Ha BHEITHUX PBIHKAX
OcHOBHBIE BUBI U1 METOABI MEXKTyHAPOIHBIX MAPKETUHI OBBIX
KOMMYHUKaUK

JIOKyMEHTOOOOPOT BHEUTHETOPTOBBIX CIIEIOK

VY c1oBUs BHEITHETOPrOBOrO KOHTPaKTa

Hopwmbl 3THKH U 1€710BOT0 OOIIEHUSI C THOCTPAHHBIMU apTHEPaMH
MapKeTuHT ¥ 0COOCHHOCTH [IEHOOOPa30BaHU

OTHKA J1e70BOro OOIICHHUS U MTPaBHiIa BEJICHHS IEPETOBOPOB

AHrIMiCcKUi A3bIK (IIOPOroBbIi ypoBeHb B1)

OCHOBBI 5KOHOMUYECKOW TEOPUU

OcHoBBI TPpyAOBOT0 3aKOHOAaTeNbCcTBa Poccuiickoit denepanuu

[IpaBuna aqMHUHUCTPATUBHOTO JTOKYMEHTO000pOTA

[Topsokx cocTaBiaeHNs YCTaHOBJIEHHOW OTYETHOCTH

[IpaBuia noxapHoii 6€30MacCHOCTH

TpeboBanust oxpaHsl Tpyaa

NIa-2.11K-1 Ymers:

Hcnonb30BaTh BEIUUCIUTENBHYIO, KOMUPOBAJIbHYIO, BCIOMOTaTEIbHYIO
TEXHUKY U Pa3IMYHbIE BUJbI TEJIEKOMMYHUKALIMOHHON CBS3H
PazpabaTsiBaTh TEKCTHI peKIIaMHON MHPOPMAIIUH O TIPOTYKIIHA
OpraHM3ali Ha UHOCTPAHHOM $SI3bIKE JJIs1 TOCIEAYIOIIEro
pacnpocTpaHEeHHUs] Ha BHEIIHUX PBIHKAX

OcCy1IecTBIISITh JEI0BYI0 NEPENUCKY IO BOIIPOCaM 3aKIIOUEHUS
BHELIHETOPrOBOI0 KOHTPAaKTa

Ocy1ecTBISITh B3aUMOJIECHCTBUE C YUaCTHUKAMU BHEITHETOPTOBOTO
KOHTpAaKTa

[ToaroraBnuBaTh KOMMEpPUYECKUE MPEIIOKEHHUSI, 3aIIPOCHI

OdopMIATh TOKYyMEHTALIUIO B COOTBETCTBUU C TPEOOBAHUSIMHU
3akoHoarenscTBa Poccniickoit denepanuy U MEXTyHAPOIHBIX AKTOB
CocTaBiaTh OTUETHI U TOTOBUTH MPEATIOKEHHUS IO BOIIPOCAM 3aKITIOUEHUS
BHELIHETOPrOBOI0 KOHTPaKTa

[TpoBepATh HEOOXOIUMYIO JOKYMEHTALUIO JUISl 3aKJIIOUCHUS
BHEIIIHETOPrOBOI'0 KOHTPAKTA

CocTaBisATh IPOEKT BHEITHETOPIOBOIO KOHTPAKTa




TIK-1 IToaroroBka k
3aKIIIOUEHUIO
BHEILIHETOPrOBOTO KOHTPAaKTa

NA-3.11K-1 MeTs npakTUYECKUI OIIBIT

Opranuszanus pexsiaMbl IPOLYKLINUN OPTaHU3ALMHU Ul PaCIIPOCTPAHEHUS HA
BHEIIIHUX PBIHKAX

Onenka pe3yabTaTUBHOCTH PaclpOCTPAHEHUS HA BHEIIHUX PbIHKAX
peKIaMHON HHPOPMALIUHU O MPOTYKIIMHA OPTaHU3AMH B 3aBUCUMOCTH OT
KaHAJIOB pacIpOCTPaHEHUs

[Touck n ananu3 UHGOPMAIMK O MOTEHIIUAIBHBIX MAPTHEPAX HA BHEIIHUX
PBIHKaX

Hanpagnienue 3anpocoB, NpUriiaeHuid 1 nHGopMaIyi NOTEHIIMATbHBIM
y4acTHUKaM BHEUIHETOPrOBOIO KOHTpaKTa

IIpoBenenue npeaBapUTEIbLHOIO aHAIN3A IOCTYNAOIMNUX KOMMEPUYECKUX
IIPEI0KEHUH, 3alIPOCOB OT MOTEHIMAIBHBIX TAPTHEPOB HA BHEIIHUX
PBIHKAX

[TpoBeneHue npenBapuTEIbHOTO aHAIN3A [EJIeCO00Pa3HOCTH yUacTHs B
BBICTaBOYHO-SPMAPOYHBIX U KOHI'PECCHBIX MEPONIPUATHAX 32 PyOEKOM B
LEJISIX TPUBJICYEHMSI TIOTEHIIMAIBHBIX TAPTHEPOB

CocraBiieHHE CIIMCKA OTKJIIOHEHUH OT MIPUEMIIEMBIX YCIOBUI
BHEUIHETOPrOBOI0 KOHTpAKTa (II€peueHb Pa3HOIIACHI)
JlokyMeHTanbHOe 0(hOpMIICHHE PE3YIbTaTOB IIEPETOBOPOB O YCIOBHUAM
BHELIHETOPrOBOI0 KOHTPAaKTa

ITonroroBka CBOAHBIX OTUYETOB U MPEATIOKEHUIN O MOTEHLINATBHBIX
napTHepax Ha BHEIIHUX PhIHKaX

dopmMHUpoBaHUE CIIHCKA MOTEHIMAIBHBIX TAPTHEPOB I 3aKIIOUEHUS
BHEUITHETOPrOBOI0 KOHTPAaKTa

O6pabotka, hopMHupoBaHKE, XpaHEHHE HHPOPMALIUU U JTAHHBIX 00
YYaCTHUKAX BHEIIHETOProBOI0 KOHTPAKTA

®opMHUpOBaHUE MPOEKTA BHEILIHETOPIOBOI'O KOHTPAKTa

Ocy1iecTBieHnE MPOBEPKH HEOOXOTMMOM TOKYMEHTAIIUH JIJIS 3aKITIOUCHHS
BHEUIHETOPTrOBOr0 KOHTPAaKTa

[ToaroroBka mpoueaypsl MOANKUCAHUS BHEIIHETOPTrOBOIO KOHTPAKTA €
KOHTPareHTOM

5. TEMATHYECKHH IVIAH

Yacos

KonraktHas padora .(1o y4.3aH.)

Teva HauMeHoBaHNE TEMBI Beero 11 Camocr. ]\}f OZTI;{?‘HLLH
qacoB JaGopatop paKTIIEC | ooGora camocTosTen
Jlexuuu KHe 0if paboThI
HBIC
3aHATHUS
Cemectp 5 19
OH eJleJIEHNE U BUABI IIpeAIIpUHUMATEIEN
Tema 1. | P /bt TIpEATp 10 1 9
I1K-1
Tena 2 BnustHue npeanpuHuMaTensCTBa Ha 1 1
" | skoHOMMUecKoe pa3BuTue ctpanbl [1K-1
Onpenenenue 1 GopMbl MEXKIYHAPOTHOTO
Tema 3. |~ DA (op AYHAPOZL 3 1 2

npeanpuaumarenscrsa [1K-1

@DaKTOpbI, BAUSIOMNE Ha BEIOOP POPMBI
Tema 4. [ MeXTyHapOIHOM NpeANPUHUMATENIBCKON 5 2 3
nesitenibHocTH [1K-1

Cemectp 5 18

Tema 5. | Opranuzarmus ycnemnoro crpatana [1K-1 1 1

Tewma 6.

OO61ieHne, KOHTaKThl, KOMMYHUKAIIUS C
3apyOexHbpIMU TTapTHEpamu [1k-1

15 15




OcoOeHHOCTH BCACHUA ACITOBBIX

Tema 7. 2
neperosopos [1K-1
Cemectp 5 23
TpaaulMOHHbIE METO/Ibl CKAHUPOBAHUS
Tema 8. | PO A P 3
6usnec cpexapl [1K-1
n(pOBBIE METOJIBI CKAHUPOBAHUS OM3HEC
Teaa 9, | PP A P 20 20
cpebl
Cemectp 5 25
Tema |OcHOBHBIE pa3aesbl BHEITHETOPTOBOTO 23 20
10. |koHTpakTa
Tema [llena koHTpakTa. basucHele ycnoBus |
11. |mocraBku. Incoterms.
Tema
12 DopMBI MEXKTYHAPOIHBIX PACUETOB 1
Cemectp 5 24
Tema |[Drambl peanu3a HHBECTUIIMOHHOTO 1
13. |mpoekta
Tema |CrpykTypa Ou3Hec-IUIaHa 73 20
14. [MHBECTHLIMOHHOTO MPOEKTA
Cemectp 5 24
Tema |MeToasl onieHKH 3PPEKTUBHOCTH 20 16
15. |MHBECTULIMOHHBIX MPOEKTOB
Tema
16 Pacuer Touku 6e3yOBITOUHOCTH MPOEKTA 4
Cemectp 5 40
Tema PerynupoBanue npeanpruHUMAaTeNIbCKOM
17 NeSATETLHOCTH, B T.4Y. DKCIIOPTHOU U 36 30
' VMHBECTULIMOHHOW JIESITETbHOCTH
Tema |Hanorosas cucrema u TpyZoBoe 1
18. [3akoHOIATENBCTBO
Tema
19 3apy0exHbie OAaHKOBCKUE CHCTEMBI 1
JIbroThl M OrpaHUYEeHHS Ha
Tema |mpennpUHUMATEIBCKYIO AE€ATEIBHOCTD. )
20. [HudpacTpykTypa moaaepxxKu
IpeIPUHUMATEIBCKOMN e TEIbHOCTH
Cemectp 5 16
Tema
1 OKCIOPTHAs CTPATErus 4 2
Tema [CrpaTerust npsMoro MHOCTpPaHHOTO 4 )
22. | MHBECTHPOBAHHUSA
Tema .
73 Crparerust ¢ppandaii3uara 4 2
Tema
VYyactre B MEKIyHapOAHBIX TEHIEpax 4 2

24.




IKAJIBI OONEHUBAHUA

6. ®OPMbI TEKYIIIETO KOHTPOJISI K TIPOMEXYTOUYHOM ATTECTAIIUMA

Pasnen/Tema

Bun orieHOYHOTO
CpeaCTBa

Omnmcanue OLOCHOYHOI'O CPpCACTBA

Kpurepun
OLICHUBAHHUS

Texymmit kouTposs (IIpunoxenne 4)

Temsr 1-5

Keiic-ctanu

[IpobnemHoe 3a1aHUE, B KOTOPOM
00yyaromuMcs MpeaIaraloT OCMBICIUTh
peanpHyI0 popecCHOHATBHO-
OPUEHTUPOBAHHYIO CUTYAIUI0, HEOOXOIUMYIO
JUISL pelIeHus JaHHOo! nipoOiemsbl. Perenue
Ou3Hec Keiica mpeamnosiaraeTcs B Tpymmnax, rie
CTYJEHTBI MOTYT ITOJAUCKYTUPOBAThH U IPUHSATH
B3BELICHHOE PELIECHUE, OTBEYAsi HA BOIIPOCHL.
O1eHNBAETCs] AKTUBHOCTD I'PYIIIbI

Tema 6-9

JenoBas urpa

JlenoBas urpa npeznosaraer pa3ieiacHue Ha
rpynnsl (MpeaCcTaBUTENN pa3HbIX CTPaH) U
BbIpa0OTKa pElIeHU 0 OpraHu3aluu
COBMeECTHOTO poekTa. O1ieHuBaeTcs
AKTUBHOCTH TPYIIIIBI

0-5

Tema 10-12

PEST-ananus

Cocrasnenue PEST ananusa. Ormenka
MOJUTHYECKOr0, SJKOHOMHYECKOT'0, COLIUAILHOTO
Y TEXHOJIOTMYECKOT0 MOTEHIIMAaa U YCIOBUI
BeJICHUS OM3HECa

0-5

Temsr 13-15

buznec-cumynsuus

Pa3znenenue cryneHToB Ha 2 rpyniibl (2 CTOPOHBI
KOHTpaKTa), mpopadboTKa yCIOBUI
BHCHIHCTOPTOBOI'O KOHTPAKTa, JUCKYCCHHI,
IEpEroBOPLI. OHGHI/IBaeTCH AKTUBHOCTL I'PYIIIIbI,
IPOpabOTaHHOCTh YCIOBHM KOHTpaKTa

Temsr 16-20

busnec-cumynsauus

Paznenenue cTyieHTOB Ha rpyniibl. Beioop
OusHeca (0Tpacib, CTpaHa, OM3HEC-MOJIEIb).
CocraBneHnue Ou3HeC-IIIaHa MTPOCKTA.
OrneHnBaeTCst aKTUBHOCTD TPYIIIIBL,
popadOTaHHOCTh Pa3/iesIoB OM3HEC-TIJIaHA

0-5

Tewmsr 21-24

UccnenoBarennckuit
MIPOCKT

[Ipoexr IIpe3enTanms
HCCIIE0BATENbCKOTO TpoekTa "Y clioBus BeIeHUS
On3Heca B BRIOpaHHOM cTpaHe"

IIpomexxyrounas arrectanus(IIpmioxenne 5)

5 cemectp
(3K)

DK3aMeHAIMOHHBIA
ouner

DK3aMEHAIMOHHBIA OMJIET COAEPIKUT 1B
TEOPETHUYECKUX BOIPOCA M OJTHO MPAKTHIECKOE
3ajaHne

60 0am1oB

5 cemectp
(KP)

Kypcosas paborta

[lepeuens kypcoBbix padot ([Tpunoxenue 3),
MeTtonnyeckue peKOMEHAAINHN MO BBITOJIHEHHUIO
KypCOBOM paboThI MO AUCLHUIIIIMHE
(ITpunoxxenue 7)

100 6autoB




OIMUCAHME HIKAJI OHEHUBAHUA

[Tokazatens onenku ocBoenust OIIOIT popmupyercs Ha OcCHOBE 00BETUHEHHUS TEKYIIET0 KOHTPOJIS
Y TIPOMEKYTOUYHOM aTTECTAI[MU 00yJaroIIeTroCsl.

[Tokazarenb peTUHTa N0 KaKI0M JUCHMIUIMHE BBIPAXKAETCS B MIPOLIEHTAX, KOTOPBIM MOKa3bIBAET
YpOBEHb MOJITOTOBKHU CTYJICHTA.

Texymuit kouTpoas.Ucnons3yetcs 100-6amnpHas cucreMa oreHuBanus. OrieHKa paboThl CTyIeHTa B
TEYEHUH CEMECTpPa OCYIIECTBIISIETCS MPENOoAaBaTeIeM B COOTBETCTBUH € Pa3pabOTaHHON UM CHCTEMOM
OLIEHKH Y4eOHBIX JOCTHKEHUI B Ipoliecce 00yUYeHHs 10 JAHHOM THUCHIUIUIMHE.

B pabounx nporpamMmmax JUCIHHIUIMH U MPAKTUK 3aKPETSICHbI BUJIbI TEKYIIETO KOHTPOJIS,
IUTAHUPYEMBbIE Pe3yJIbTaThl KOHTPOJIBHBIX MEPONPUATUN U KPUTEPUH OLIEHKU yUeOHBINH JOCTHKEHUH.

B Teuenue cemecTpa nmpenogaBateneM NpOBOJAUTCS HE MEHEE 3-X KOHTPOJIbHBIX MEPOIPUITUH, IO
OLICHKE JIeATENbHOCTH CTyIeHTa. Eciu nocemnieHust 3aHsTHii 110 TUCIUIUIMHE BKIIFOUEHBI B PEUTHHT, TO
JTaHHBIN TIOKa3aTeNb cocTaBiseT He Oosee 20% 0T MaKCUMAalbHOTO KOJUYECTBA OAJIJIOB MO AUCHHUIUIHHE.

[TpomexyTtounas arrectauus. Mcnonszyercs 5-6amibpHast cucteMa olieHnBaHus. O1ieHKa paboThl
CTYJEHTA 110 OKOHYAHHIO IUCUUTUIMHBI (YACTH TUCIUIUIMHBI) OCYIIECTBIICTCS IPENoAaBaTesieM B
COOTBETCTBUH C pa3pabOTaHHON UM CHCTEMOI OIIEHKH JOCTHKEHUI CTYyJIeHTa B mpoliecce 00y4eHus 1Mo
naHHoU aucuuriuHe. [IpoMexxyTouHas aTTecTalnus Takyke IPOBOAUTCS MO0 OKOHYAHUIO (DOPMHUPOBAHUS
KOMIIETECHIHI.

[Topsimox mepeBoia pelTuHra, NpeayCMOTPEHHBIX CUCTEMO OLIEHUBAHUS, 110 AUCLUIUINHE, B
NSATUOAIUIBHYIO CUCTEMY.

Bricokuii ypoens — 100% - 70% - oTinnuHO, XOpowIo.

Cpennuii ypoBeHb — 69% - 50% - y10BIE€TBOPUTEINBHO.



Iloxa3aTesb OLIEHKH

Ilo 5-0a/JILHOM cUCTEME

XapakTepHCTHKA OKa3aTeJist

100% - 85%

OTJIIMYHO

O6J'Ia,HaI-OT TCOPCTUUCCKUMHU 3HAHUAMUA B IIOJITHOM O6’beMe,
IMOHUMAKOT, CAMOCTOATCIBHO YMCHOT IIPUMCHATD,
HCCICI0BATh, I/I,Z[eHTI/I(I)I/ILII/IPOBaTB, AHAJIIN3UPOBATh,
CUCTCMATU3UPOBATD, PACHPCACIATD 11O KATCTOPUAIM,
pacCcuuTaThb 1MOKa3aTeCIIu, KHaCCI/IQ)I/ILII/IpOBaTB,
pa3pa6aTLIBaTL MOZCIIN, AJITOPUTMHU3UPOBATL, YIIPABJIATD,
OpTraHnU30BaTh, IJIAHUPOBATH INPOUECChI UCCIICAOBAHNA,
OCYHICCTBJIATL OCHKY PE3YJIbTATOB Ha BBICOKOM YPOBHC

84% - 70%

XOpOLIO

00J1aJat0T TEOPETUYECKUMHU 3HAHUSIMU B TIOJTHOM 00beMe,
IIOHUMAIOT, CAMOCTOSITEIBHO YMEIOT IPUMEHSAT,
UCCIIeI0BATh, UACHTU(DHUIIMPOBATH, AHATU3UPOBATH,
CUCTEMAaTU3UPOBATh, PACIIPEACIIATD 110 KATETOPHUSM,
paccuuTaTth MOKa3aTeNu, KIacCu(pHUIIMPOBATS,
pa3pabaTbIBaTh MOJICNIHU, AITOPUTMHU3UPOBATD, YIIPABIATH,
OpraHU30BaTh, INIAHUPOBATH IIPOLIECCHI UCCIIEIOBAHNS,
OCYILECTBISATh OLIEHKY PE3YyJIbTATOB.

MOFYT OBITH JOIMYHIEHbI HEAOYCTEBI, UCIIPABJICHHBIC
CTYACHTOM CaMOCTOSATCIIbHO B ITPOLCCCC pa6OTBI (OTBeTa

U T.1.)

69% - 50%

Y0BJIETBOPUTEIIHHO

00ya1a10T OOIMUMH TEOPETHUYECKUMHU 3HAHUSIMHU, YMEIOT
MIPUMEHATD, UCCIEA0BATh, HICHTU(PHUITUPOBATH,
aQHAIM3UPOBATh, CHCTEMATU3UPOBATh, PACIIPEACIIATE TI0
KaTeropusM, pacCYMTATh MTOKA3aTEIIH,
KJIAaCCU(HUITUPOBATH, pa3padaThIBATh MOJICIIH,
aIrOpUTMU3UPOBATH, YIIPABIIATh, OPraHU30BaTh,
TJIAHUPOBATH MPOIIECCHI HCCIIE0BAHMUS, OCYIIECTBIISATh
OIICHKY Pe3yJIbTaTOB Ha CPEIHEM YPOBHE.
JlomyckaroTes OIMOKH, KOTOPBIE CTYACHT 3aTPy IHACTCS
HCIIPABUTHh CAMOCTOSTEIBHO.

49 % u MeHee

HCYIOBJICTBOPHUTCIIBHO

00J1aJat0T HE MOJHBIM 00BEMOM 00X TEOPETUYECKUMU
3HAaHUSIMH, HE YMEIOT CAMOCTOSATENbHO IPUMEHSTD,
UCCIIe10BaTh, UIEHTU(PULINPOBATh, AHAJIU3UPOBATh,
CHCTEMaTH3UPOBATh, PACHIPEAEIATH [0 KATETOPUsIM,
paccuMTaTh MOKa3aTeNn, KIacCu(pUIUPOBATh,
pa3pabaTbIBaTh MOJIEINIHU, AITOPUTMHU3UPOBATD, YIIPABIATH,
OpraHu30BaTh, INIAHUPOBATDH MPOLIECCHI UCCIIEIOBAHUS,
OCYILIECTBIISATh OLIEHKY PE3YJIbTaTOB.

He cdopmupoBanbl yMEeHUS M HaBBIKH VIS PELICHUS
npodecCHOHATBHBIX 3a]a4

100% - 50%

3a4TCHO

XapaKTEepUCTHKA M0KA3aTelsl COOTBETCTBYET «OTIMYHOY,
«XOPOILO», «YIAOBIECTBOPUTEIHHO

49 % wu MmeHee

HC 3a4TCHO

XapPaKTCPUCTHKA ITOKA3aTCJIA COOTBECTCTBYCT
«HCYOOBJICTBOPUTCIIBHO»

7. COAEP KAHUE JTUCIUIIJIMHBbI

7.1. Coneprkanue JeKIUA




Tema 1. Onpenenenue u Buapl npeanpunumarenei 11K-1
[Ilaru K ycnemHomy npeanpuHIMaTeIbCTBY

Tewma 2. BiustHue npearnpuHUMaTeabCTBa Ha SKOHOMUYECKoe pazBuThe crpansl [1K-1
[Ipennpunnmarenb Kak 5JKOHOMUYECKUN areHT

Tema 3. Onpenenenue u GopMbl MEXTyHAPOIHOTO NpeanpunuMatenbera [TK-1
Oco0eHHOCTH MEXKTYHAPOIHOTO TIPS IITPUHUMATEIHCTBA U €r0 OCHOBHBIE (DOPMBI

Tema 5. Opranuzanus ycnemnoro crparana [1K-1
5 1aroB K yCNeurHoMy CTapTamy

Tema 8. TpaauuronHsle MeTO bl ckaHUpoBaHUst OuzHec cpeasl [1K-1
CkaHupoBaHUE MEXKIYHAPOJHONW OM3HEC-Cpebl

Tema 10. OcHOBHBIE pa3/i€bl BHEHIIHETOPIOBOIO KOHTPAaKTa
OCOo0EeHHOCTH BHEITHETOPIOBOTO KOHTPAKTa

Tema 11. Ilena konTpakrta. ba3ucHelie ycioBus moctaBku. Incoterms.
Incoterms

Tema 12. ®opMbl MeXAyHApPOIAHBIX PACUETOB
Br160p (hopMBI MEKTYHAPOIHBIX PACUETOB

Tema 13. Dranbl pean3anil HHBECCTUIIMOHHOI'O ITPOCKTa
OTaIbl peam3aniuii HHBECCTULIMOHHOI'O ITPOCKTAa

Tema 14. CtpykTypa On3Hec-IUIaHa HHBECTUIIMOHHOTO MPOEKTa
[TonsiTHe u cTpykTypa OM3HEC-TIJIaHA MHBECTULIMOHHOTO ITPOEKTa

Tema 15. MeTozp! orieHKH 3()(heKTUBHOCTH MHBECTHUIIMOHHBIX IPOSKTOB
CraTnueckue U IMHAMHYECKUE METO/IbI OLIEHKU Y(PPEKTUBHOCTH MPOECKTOB

Tema 16. Pacuet Touku 0e3yOBITOUHOCTH MTPOEKTA
be3yObITOUHOCTE TpOEKTa

Tema 17. PerynupoBanue nNpeanpuHUMATEIbCKOM AESITEIbHOCTH, B T.4. SKCIOPTHOM M HMHBECTUIIMOHHOM
JeSITeIbHOCTH
MexayHapoHOE PEryJIMPOBAHUE YKCIIOPTHON Y MHBECTUIIMOHHOM €S TEIbHOCTH

Tema 18. HanoroBas cuctema u Tpy10BO€ 3aKOHOIATEJILCTBO
OcoOeHHOCTH 3apyOeKHBIX HAJIOTOBBIX CUCTEM U TPYIOBOT0 3aKOHOATENIbCTBA

Tema 19. 3apybexxHbie OaHKOBCKHE CHCTEMBI
OcobenHocTH 3apy0OeKHBIX OAHKOBCKHX CHCTEM

Tema 20. JIbroTsl ¥ OrpaHUYEHUS HAa IPEANPUHIMATEIBCKYIO IeATENbHOCTE. MH(pacTpyKTypa MoAIep KU
IIPEANPUHUMATENIBCKON 1E€ATEIbHOCTH

CruMynupoBaHHe pa3BUTHUS IPEIIPUHUMATENBCKON JEATENBHOCTH B pa3HbIX CTpaHax Mupa. MMeromuecs
OTpaHUYECHUS HA BUJIbI I€ATEIILHOCTH

Tema 21. DxcniopTHast cTpaTerus
OmnpezneneHue 3KCIOPTHON CTpaTEruu




Tema 22. CTpaTCFI/IH MpAMOTro HHOCTPAHHOT'O MHBECTUPOBAHU
OHpeI{eJ’ICHI/Ie CTPATCTUHU NPAMOT'0 NHOCTPAHHOT'O UHBECTUPOBAHUA

Tema 23. Crpaterus ¢panuaiizunara
Omnpenenenue cTpateruu GppaHyaiizuHra

Tema 24. Yyactue B MeXIyHapOAHBIX TEHAEPAX
MexmyHapoaHbIE TeHEPhl. BUabBI 1 c1OCOOBI ydacTus

7.2 ConeprkaHue MPaKTHYECKUX 3aHATUN 1 1a00paTOPHBIX padboT

Tema 4. @akTOphl, BIUAIONINE HA BEIOOP POPMBI MEXTYHAPOIHON IPEANPUHUMATEITECKON IeATEIbHOCTH
[K-1
MoTuBHI BBIXO/a HE 3apYOEHKHBIM PHIHOK

Tema 7. OcobeHHOCTH BeACHUS JAe0BbIX neperoBopos [1K-1
[TeperoBopsl ¢ 3apyOeKHBIM TAPTHEPOM 10 3aKITFOYCHHUIO BHEITHETOPTOBOTO KOHTPAKTa

Tema 8. TpaaunmonHslie MeToIbl cKaHUpoBaHUs Ou3Hec cpensl [1K-1
PEST u SWOT ananus

Tema 10. OcHOBHBIE pa3jeibl BHEITHETOPTOBOTO KOHTPAKTA
[ToaroroBka K 3aKIIOYEHHIO BHEIIHETOPTOBOT'O KOHTPAKTa

Tema 14. CtpykTypa Ou3Hec-I1aHa HHBECTULIMOHHOTO MPOEKTa
Pa3paboTka Ou3Hec-11aHa MEXTyHAPOIHOTO MPOEKTa

Tema 15. Metozp! orieHKH 3()(heKTUBHOCTH MHBECTUIIMOHHBIX IPOEKTOB
Pacuer 3 pekTUBHOCTH MEKTYHAPOAHBIX IIPOESKTOB

Tema 16. PacueT Toukn 0e3yOBITOYHOCTH MPOEKTA
Omnpenenenne TOYKH 0€3yOBITOYHOCTH

Tema 17. PerynupoBanue nmpeanpruHUMATEIbCKON IEATeTbHOCTH, B T.4. IKCIIOPTHOW W MHBECTHIIMOHHON
NEATEITbHOCTH
VYcnoBus BeeHus: OU3HEca B pa3HbIX CTpaHax MHUpa

Tema 21. DxcniopTHast cTpaTerus
O60ocHOBaHME SKCIIOPTHOM CTpaTEruu

Tema 22. CTpaTerm[ IpAMOIro HHOCTPAHHOT'O HHBECTUPOBAHU
OO0ocHoOBaHUE CTPATCrun NpsAMOro HHOCTPaAaHHOT'O HHBCCTHUPOBAHUS

Tewma 23. Ctparerus ¢hpaHqai3nnra
O6ocHoBaHMe cTpaTeruu (paHYa3uHTa IPH BBIXOJIE€ HA 3apyOS)KHBIA PHIHOK

Tema 24. Yyactue B MeXIyHapOAHBIX TEHAEPAX
O06ocHOBaHME CTPaTETUHN YYacTHs B MEKIYHApPOIHBIX TEHIEpax

7.3. ConeprkaHue caMOCTOSATEIbHOW PaboThI




Tema 1. Onpenenenue u Buapl npeanpunumarenei 11K-1
Tect "Tsl - npeanpunumarens?"

Tema 4. ®akTophbI, BAUSIONINE Ha BEIOOP POPMBI MEXKTYHAPOTHON TPEANPHHUMATEIECKON NeSITEIbHOCTH
IK-1
Br160p popmbl BeIX0/1a Ha 3apyOSKHBIA PHIHOK

Tema 6. OOuieHne, KOHTaKThl, KOMMYHHKALUs C 3apyOekHbIMU apTHepamu [1k-1
Kynbryponoruueckue v HallMOHaJIbHbIE PA3INUus, CIOKHOCTH MIEPEBOIA
busnec-xkoMMyHMKanus

Tema 9. LludpoBbie MeTOIBI CKAHUPOBAHUSI OU3HEC CPEIbI
HudpoBbie UHCTPYMEHTHI CKAHUPOBAHUS 3apyOEKHOTO PhIHKA

Tema 10. OcHoBHBIE pa3/iebl BHEUTHETOPIOBOTO KOHTPAKTa
[TonroToBka K 3aKJIFOYEHHUIO BHEITHETOPTOBOTO KOHTPAKTA

Tema 14. CtpykTypa Ou3Hec-1J1aHa HHBECTULIMOHHOTO MIPOEKTa
IMonroroBka K pa3paboTke OM3HEC-IIJIaHa MHBECTULIMOHHOTO MTPOEKTa

Tema 15. MeTtonp! onieHKH 3G ()EKTUBHOCTH WHBECTUIIMOHHBIX MPOEKTOB
Onenka 3¢ (heKTUBHOCTH MPOEKTA IO BBIXOY HA 3apyOeKHBIM PHIHOK

Tema 17. PerynupoBanue nNpeanpuHUMATEIbCKON AESITEIbHOCTH, B T.4. SKCIOPTHOM M HHBECTUIIMOHHOM
NEATETbHOCTH
UccnenoBanue ycinoBuid opranu3alii U BeJieH!s1 OU3Heca B pa3HbIX CTpaHaX MUpa

Tema 21. DxcniopTHast cTpaTerus
[ToaroroBka k 060CHOBaHUIO SKCIIOPTHON CTpaTEruu

Tema 22. Crpaterus npsiMOro MHOCTPaHHOT'O NHBECTUPOBAHUS
ITonroroBka k 000CHOBAHHIO CTPATEIUU MPSIMOTO0 HHOCTPAHHOTO MHBECTUPOBAHUS

Tewma 23. Ctparerus ¢ppaHqai3nnra
[ToaroroBka k 000OCHOBAHMIO CTPATETUU MEXITYHAPOTHOTO (hpaHYai3HHTA

Tema 24. Yyactue B MeX1yHapOAHBIX TEHAEPAX
[ToaroroBka k 000CHOBAHHUIO CTPATErNH YUaCTUsl B MEX/yHAPOIHbBIX TEHAEpax




7.3.1. [IpumMepHBIE BOMPOCHI IS CAMOCTOSATEILHON TOATOTOBKH K 3a4€Ty/9K3aMEHY
[Tpunoxenue 1

7.3.2. IIpakTryeckue 3ajaHus O AUCUUIUIMHE Il CAMOCTOSATEIbHOM MOATOTOBKU K
3a4eTy/3K3aMeHy
ITpunoxxenune 2

7.3.3. Ilepeyenpb KypcoBBIX paboT
[Tpunoxenue 3

7.4. DeKTpOHHOE MOPTQOIHO 00YIAFOIIETOCS
pasmeraeTcs KypcoBas padboTa

7.5. MeTtonuyeckne peKOMEH IAllUU 10 BHITIOIHEHUIO KOHTPOIBHOM paboThI
Matepuaisl He TPeayCMOTPEHBI

7.6 Meroanueckre peKOMEHAINH 110 BBIIOJIHEHUIO KYPCOBOM pabOThI
[Tpunoxenue 7

8. OCOBEHHOCTHU OPTAHU3AIIUU OBPA3OBATEJIBHOI'O
INPOLHECCA MO AUCHUITJIMHE I JINL C OT'PAHUYEHHBIMUA
BO3MOXHOCTAMMU 31OPOBbAA

Ilo 3as6nenur cmyoenma

B menmsx 1OCTymHOCTH OCBOEHUS IIPOrPaMMBI Ul JIUL ¢ OTPAaHUYEHHBIMA BO3MOKHOCTSIMU 310POBbS
npu HeoOXOAUMOCTH Kadeapa 0OecrieunBaeT CIeYIONINe YCIOBUS:

- 0COOBII MOPSAIOK OCBOCHHUS TUCIIUILIIMHBIL, C Y4ETOM COCTOSIHUS UX 37I0POBbS;

- DIJIEKTPOHHBIE 00pa3oBaTeNbHbIE PECYpChl MO JIUCHMIUIMHE B (QOpMax, aJanTHPOBAHHBIX K
OTPaHUYECHUSIM UX 310POBbS;

- W3yYEHHUE IUCIHMIUIMHBI 10 HWHIUBHIYaJbHOMY y4eOHOMY IUIaHy (BHE 3aBHCHMOCTU OT (hOpPMBI
o0yueHwus);

- DIEKTpPOHHOe OOy4yeHHe M JUCTAaHIMOHHBIE OO0pa30BaTEIbHBIE TEXHOJOTHH, KOTOpBIE
npeayCcMaTpUBaOT BO3SMOXXHOCTH MpUeMa-niepeadyd HPOPMAalLUU B TOCTYIHBIX U HUX (hopMax.

- goctyn (yHaJeHHBIH JOCTYH), K COBPEMEHHBIM MpO(ecCHOHAIBHBIM 0a3aM JaHHBIX U
MH(OPMALMOHHBIM CIIPABOYHBIM CHCTEMaM, COCTaB KOTOPbIX onpezaeneH PI1/L.

9. IEPEYEHb OCHOBHOMH U JIONNOJHUTEJBbHON YYEEHOM JJUTEPATYPBI,
HEOBXOJUMOM /151 OCBOEHUSA JUCHUILJIUHBI
Caiit 0ubmorexn YpI'dy
http://lib.usue.ru/

OcHoBHas1 JiuTEparypa:



2. Krugman P.R., Obstfeld M., Melitz M. International Economics: Theory and Policy:Global
edition. - , 2022. - 801

3. Gaiterova O., Vozmilov I., Kondratenko J. International Entrepreneurship [DnexTpoHHbIi
pecypc]:yuebnoe nmocobue. - ExarepunOypr: YpI'DV, 2022. - 256 — Pexxum moctyma:
http://lib.wbstatic.usue.ru/resource/limit/ump/23/p494968.pdf

4. epen B. U., lepen A. B. DxoHOMUKa U MeXTyHapOIHBIN OU3HEC [DIEKTPOHHBIHI
pecypc]:y4eOHUK U TPaKTUKYM IS BY30B. - Mocksa: FOpaiit, 2023. - 326 — Pexxum qoctyna:
https://urait.ru/bcode/516974

5. Nocnenos B.K., Kotnsapos H.H., JlykessnoBuu H.B., Ctapoay6uesa E.b., Tonmaues I1.1.,
besnomenko E.A., 3enenuna JI.1O., Ka6anosa O.H., Mensenesa M.b., Mununuosa B.C., Muponosa B.H.,
Hedenos M. 1., Cunopenko T.B., TperbsikoBa A.A. Mex1yHapoAHbIH OM3HEC [ DIeKTPOHHBIN
pecypc]:Yuebnuk. - MockBa: OOO "Hayuno-uznarensckuit nentp MHOPA-M", 2023. - 379 — Pexxum
noctyna: https://znanium.com/catalog/product/2050502

JonosHUTeILHAS JIUTEpPATypa:

2. KynukoB A.M., Amypckas M.A. MexyHapoaHbIil OM3HEC: HOBbIE BBI30BBI M TOPU30HTHI. BhImyck
2. COOpHHK CTyI€HUYECKUX TPYAOB [DneKTpoHHbIH pecypc]:COOpHHUK HayuHBIX TPYJ0B. - Mocksa: Pycaiinc,
2025. - 501 — Pexxum moctyma: https://book.ru/book/958243

10. MIEPEYEHb HH®OPMAIIMOHHBIX TEXHOJIOT U1, BKJIIOUYAS TEPEYEHD
JIMHEH3UOHHOI'O TIPOI'PAMMHOI'O OBECIIEYEHUA 1 TH®OPMALIMOHHbIX
CIIPABOYHBIX CUCTEM, OHJIAMH KYPCOB, UCITOJIb3YEMBIX ITPY OCYIIIECTBJIEHUM
OBPA3OBATEJIBHOT'O TIPOLECCA 11O JUCHHUIIVIMHE
IlepeyeHb JMIEH3HOHHOTO MPOrPAMMHOIO 00eCIIeYeHHUs

Astra Linux Common Edition. JloroBop Ne0417-I10/2019 ot 08.05.2019, Axt NeSk000343 ot
24.05.2019 u Kontpakt Ne 35-Y/2018 ot 13.06.2018, Akt Ne YT213 ot 17.12.2018. Cpok neicTBHsI TUIIEH3UH
- 03 orpaHUYECHHS CPOKaA.

MoiiOduc crangaptasiii. Cornamenue Ne CK-281 ot 7 utons 2017. [lara 3axmrouenus - 07.06.2017.
Cpoxk neiicTBUS JIULIEH3UH - 0€3 OTpaHUYEHNUS CPOKa.

IBM SPSS Statistics Base Edition Edition Campus Value Unit Term License Subscription and Support
12 Month.JToroBop Ne 11/223-110/2022 ot 25.02.2022. Cpok aeiictust 28.02.2023.

Ilepeyenb HHGPOPMALHOHHBIX CIPABOYHBIX CHCTEM, pecypcoB HHPOPMAIMOHHO-
TeJIeKOMMYHUKAIMOHHOM ceTH «AHTEepHEeT»:

CnpaBouno-mipaBoBasi cucrema Koncynprant +. Jloroop Ne 143/223-Y/2025 ot 02.12.2025 Cpox
nercTBys auneH3un 10 31.12.2026

CnpaBouHno-nipaBoBasi cucrema ['apant. JloroBop Ne 58419 ot 22 nekabps 2015. Cpok neictBus
JMIIEH31H -0€3 OTrpaHUYeHUs CPOKa
Mason A. Carpenter, Sanjyot P. Dunung. Challenges and opportunities in international business

https://2012books.lardbucket.org/books/challenges-and-opportunities-in-international-business/
Rating "Doingbusiness"

https://www.doingbusiness.org/



Statista

https://www.statista.com/statistics/
Investopedia

https://www.investopedia.com

Online course of MSU "Doing business in"

https://globaledge.msu.edu/reference-desk/online-course-modules/doing-business-in
UNCTAD

https://unctad.org/webflyer/world-investment-report-2020

Google on-line course "Expand a business to other countries'
https://learndigital.withgoogle.com/digitalgarage/course/expand-internationally
Would you make a good entrepreneur?

https://www.bbc.com/news/business-33851439

Powerbranding

http://powerbranding.ru

Google on line course ""Business communication"
https://learndigital.withgoogle.com/digitalgarage/course/business-communication
Me:xayHapoanbsie Toprosbie miomanku: Globaltenders
https://www.globaltenders.com/

500+ Free Sample Business Plans
https://www.bplans.com/sample-business-plans/

11. ONUCAHUE MATEPUAJIBHO-TEXHUYECKOM BA3bI, HEOBXOJIUMOM JIJIs
OCYUWECTBJIEHUSA OBPA3OBATEJIBHOI'O ITPOLECCA IO JUCHUITJIMHE

Peanuzanust yueOHOM JAUCIUILTUHBI OCYIIECTBIISICTCS C UCIOIB30BAHUEM MaTepPHATbHO-TEXHHYECKON
6a3b1 YpI'DY, obecnieunBarolieii MpoBeJICHUE BCEX BUJIOB YUCOHBIX 3aHSATHI M HAyYHO-UCCIIEAOBATEILCKOW
CaMOCTOSTEIILHOM paOOThI 00YYAIOIIHXCS:

CrennanbHble MTOMEIIEHUS MPEICTaBISAIOT co00i yueOHbIe ayAUTOpUN ISl IPOBEACHHS BCEX BUIOB
3aHSATHUH, TPYNIOBBIX U HHIWBHYaJIbHBIX KOHCYJIbTAIUMN, TEKYIIETO KOHTPOJIS K IPOMEKYTOUHOU aTTECTAIUH.

[TomerneHus: sl caMOCTOSITETILHON PabOThl OOYYAIONIUXCsl OCHAIIEHBI KOMITBIOTEPHON TEXHUKOH ¢
BO3MOXHOCTBIO TOJKIIOUeHHs K cet "HMHTepHer" U oOecredeHWeM JOCTyna B AJIEKTPOHHYIO
uHbOpPMaIMOHHO-00pa3oBaTenbHy0 cpeny Ypl'OV.

Bce momerienns yKOMIUIEKTOBAHbBI CHEIUAIN3UPOBAHHONW MEOENbI0 U OCHAIIEHBI MYJIbTHMEIUHHBIM
o0opyaoBaHueM crero0opynoBaHueM (MH(GOPMAIIMOHHO-TEIEKOMMYHUKAIIMOHHBIM, HHBIM KOMIIBIOTEPHBIM),
JOCTYNOM K MH(OPMAIIMOHHO-TTOMCKOBBIM, CIIPABOYHO-TIPABOBBIM CHCTEMaM, 3JIEKTPOHHBIM OHUOIMOTEUYHBIM
cuctemaMm, 0a3aM JaHHBIX JEHCTBYIOIIETO 3aKOHOJATENbCTBA, WHBIM HMH(DOPMAIMOHHBIM pecypcam
CITyKaIlluMU [Tl IPeICTaBIeHUs yueOHOM nH(opMannu O0NBIION ay TUTOPHH.

Jlnst mpoBeieHUs 3aHITHI JIGKIIMOHHOTO THUMA MPEe3eHTAIlMH U Ipyrue yuyeOHO-HarsAHbIe Moco0us,
o0ecrneYnBaroIIne TEeMaTUIECKUE UILTIOCTPAITHH.



IIpunioxenne 1
K paboueii nporpamme

7.3.1. IlpuMepHBbIe BONPOCHI VISl CAMOCTOSITEIbHOM NMOATOTOBKH K 3K3aMeHy
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Principles of effective international communication

Challenges of international communication

Cooperative and competitive approach in negotiations

Ethics and morals in negotiations

Tactics and tricks in negotiations

Rules (key points) of effective negotiation

Reasons of negotiation failures

Sales negotiations — tips for buyers

Sales negotiations — tips for sellers

Types of selection interview

Top questions of interviewer and possible answers

Rules of salary negotiations

International business failures: reasons of failures and bankruptcy
International team building: advantages and disadvantages, problems and challenges

Forms of international entrepreneurship

Export vs Foreign direct investment

Joint venture: advantages, shortcomings, problems
M&A (merges and acquisition): types, principles and synergy effect
Forms of the international cooperation of companies

Foreign trade contracts: types and possible challenges



[Mpuiio:xxkenne 2
K padoyeil mporpamme

7.3.2. IlpakTHYecKHe 3aJaHMsI 10 JUCIHUIINHE VISl CAMOCTOATEIbHOMN MOATOTOBKH K

JK3aMeHy
MK-1: NMoarotroBKa K 3aKn4YeHUIO BHELWWHETOProBOro KOHTpakTa

1 IIpakTuueckoe 3agaHue

Hans business model

Hans, an Austrian manufacturer of electrical appliances, has launched its first international
expansion, mainly to achieve economies of scale through additional sales. The Austrian market
was too small, so the company decided to bring its products to international markets. It was not
possible to expand sales at the expense of exports, and the company decided to organize foreign
production. Research costs and some management costs could thus be allocated to additional sales,
which was made possible by foreign enterprises. In addition, the company has focused on
standardizing production in order to achieve further economies of scale and streamline the
production of parts.

Initially, Hans specialized mainly in the production of hoovers and expanded through the
construction of its own production facilities. Later, however, the expansion was mainly due to the
acquisition of existing firms, the range of which was different from the range of the company itself.
The expansion of the range of household appliances at the expense of other products of the
acquired companies was attractive. The resulting profit allowed Hans to continue its acquisitions,
and soon two Austrian firms producing household electrical appliances and washing machines
were acquired. The management of Hans decided that it would be able to use its existing foreign
trade network to increase sales of these companies ' products.

The company then acquired a German company that already had a large sales volume and
a wide network of enterprises, and then companies that produce vacuum cleaners in the United
States and France. To ensure the targeted sales of vacuum cleaners, the company bought
companies in Austria, Germany and the United States that provide cleaning services. A French
kitchen equipment manufacturer was also acquired, along with a Swiss household appliance
company and an American cooking equipment manufacturer.

All of these acquisitions were related to firms that produced a complementary product
range, which allowed Hans to achieve the desired economies of scale. Over the following years,
the company made about 40 more acquisitions.

However, Hans Sharp, the president of Hans, understood that it was too difficult to develop
further by acquiring companies for the production of household appliances. According to experts,
it will be very difficult for the company to carry out as many acquisitions as before, since the
growth in its sales volume was much faster than profits. It is obvious that the company was
characterized by a propensity to buy low-cost firms and to subsequently spend a lot of money on
their reorganization. In addition, Hans admitted that it has difficulties in regulating all companies
and operations, because in Europe alone, after acquiring companies with different product ranges,
Hans had 35 different brands of refrigerators of 115 designs with 1,400 variants.

QUESTIONS:

1. Why did Hans choose the direct investment strategy (and the acquisition of existing
companies) when entering foreign markets? What are the advantages of this strategy?

2. What problems did the company face when expanding its international operations
through acquisitions?

3. What steps should the company take to resolve the problems?

4. How the company could develop in the future.



5. Perhaps further acquisitions could be directed to household appliances used outside the
home or to industrial electrical appliances.

2 IlpakTuyeckoe 3aJaHue

Xiaomi business model
Background
In 2010 Xiaomi was founded by Lei Jun with 7 engineers who worked at many leading

technology companies including Google, Motorola, Kingsoft. The company's first product was
Android software (MIUI). Now the company produces smartphones, laptops, home appliances,
bags, shoes, consumer electronics and many other products. Xiaomi started producing products
with the criteria to ensure the best specifications, beautiful models at low price. In less than five
years, the company has gone from startup to global player in the smartphone market, competing
with Apple and Samsung.

However, 2016 was a difficult period for Xiaomi since market share and sales plummeted
and the company fell in the rankings. For example, Xiaomi market share decreased by 1,3% in
2016. This situation is associated with increasing competition in the market and an unsuccessful
business model. Many in the fast-moving tech world supposed that Xiaomi would collapse
entirely. Despite all the difficulties sales and revenue have risen significantly in 2017 thanks to
changes in the business model. Figure 1 shows that revenue increased by 46,19 biln RMB from

2016 to 2017.

B Revenue (in billion RMB) Smartphone market share

4.9% 3.6% 6.3% 8.7%
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114.62
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Figure 1. Revenue and smartphone market share of Xiaomi, 2015-2018 [3]
Nowadays Xiaomi is often referred to as ‘Apple’ of China, and Lei Jun is named ‘Chinese
Steve Jobs’. The company is the world's fourth-largest smartphone manufacturer, leading in both
the largest market, China, and the second-largest market, India. Xiaomi has around 300 stores in
China compared to Apple that has around 500 stores worldwide. The company's success is linked

to changes in the business model.



Xiaomi facing difficulties

While Xiaomi was focusing on selling online, and its competitors - Huawei, Oppo and Vivo
- were doing the opposite: expanding their retail footprint through stores and distributors. Both
Oppo and Vivo, with similar features and pricing as Xiaomi, have forged tight relationships with
retailers and distributors. Apart from their own stores, they also contract local selling agents - it
helped them to keep close ties with phone retailers and electronic appliances stores like Suning and
Gome. By the end of 2015, people could buy Oppo phones in 200,000 stores nationwide and Vivo
also covered over 200 cities.

Despite the fact that more Chinese people preferring to shop online, 74% of phones were
still sold through brick-and-mortar stores in 2015, according to statistics from Beijing PuTian TaiLi
Telecommunications Technology, China’s largest mobile phone distributor.

Nowadays, around 60% of Xiaomi’s phones are sold online and 40% through retailers. To
catch up, Xiaomi is expanding cooperation with mobile retailers and electronic appliance stores and
also increasing the number of Mi Homes, its own stores, from 20 to 50. Selling offline means
Xiaomi will lose the cost advantage it got by bypassing distribution costs.

“Its business model is that is sells at a very cheap price with a slim margin. At first, it won’t
make profits and then after one year, the component prices drop and the phone price remains
unchanged, so it can start to profit. But that won’t work in the offline market,” says Jean-Louis
Lafayeedney, director at Haitong Securities International Securities Group.

Other than distribution costs, Xiaomi has to spend money on expanding its own stores, sales
training and so on. “Expanding the offline market is possible, but it will totally change its business
model and marketing strategy, and it’s not going to make money,” Lafayeedney says, adding that
working offline makes it just a regular smartphone vendor.

New business strategy

To sum everything up, previously, Xiaomi was selling hardware products and online services,
like many of its competitors. The company generated a bulk of its revenue from lower-margin device
sales, while the majority of its profits came from its online service business. And when Xiaomi started
to struggle in the market, the CEO decided to sell other kinds of stuff rather than smartphones and to
create a marketplace for other connected products, digital services, entertainment and ‘lifestyle’
products and services. Nowadays, there are over 150 types of products that Xiaomi sells: they sell
chargers, air purifiers, suitcases, television. Xiaomi also provides cloud storage that needs a
subscription, its services also include online games and TV shows. The company also invested several
small startups. As the result, Xiaomi succeeded in establishing unique business model based on the
three aspects — see Figure 2. The center of this model is customers. The company offers affordable
products - this increases the craze of its specific products into its target audience-base. They offer the

best products with the best customer services.
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Figure 2. Xiaomi’s Triathlon business model
From Figure 3 and 4 we can see how adding ‘the third leg’ in the business model affected the

company’s revenues and structure of sales.
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Figure 3. Xiaomi’s revenues in 2010-2018

Xiaomi continues to make a bulk of its revenues on phones — it generates about 55% of total
revenue. Sales of other gadgets made up about 25% of revenue in 2018, or about $6.4 billion. This
segment includes a wide variety of Internet-capable products such as smart TVs, electric scooters,
vacuum cleaners, cameras, rear view mirrors, and more. Revenue from the sale of smart TVs and
laptops was particularly strong. Preloaded apps and services accounted for about 9.1% of revenues,
or about $2.3 billion, in 2018. Xiaomi's Internet Services segment also includes advertisements and

other services as well.
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Figure 4. Xiaomi’s structure of sales in 2013, 2018, 2023

Xiaomi’s future

Moving forward, Xiaomi seeks to shift its reliance off its increasingly saturated domestic
market and toward international customers. The company has invested $4 billion in its Chinese
partner ecosystem and has also stated a goal of investing another $1 billion in similar partnerships
with 100 startups in India, its largest market outside of China. The firm continues to establish new
strategic partnerships to bolster customer usage of its IoT devices. With the company's 2018
partnership with Swedish homegoods and furniture titan IKEA, it's likely that this number will
only continue to grow.

Although Xiaomi has already overcome significant challenges in recent years as it has
essentially resurrected its phone sales and other business, there are always new threats. The
Chinese tech market is increasingly saturated and Xiaomi's affordable phones, once a standout for
their quality and price point, now face stiff competition. Xiaomi faces several other threats,
including cybersecurity concerns for its customers, dangers regarding the supply of components

necessary to construct its products, and more.

QUESTIONS

1. Why Xiaomi company had to change its business strategy?
1)
2)

2. Write down the major components of Xiaomi’s new business strategy?
1)
2)
3)
4)

3. What Xiaomi must do to face the current market threats?



3 IIpaktuueckoe 3agaHue

Netflix Business model

Netflix is a streaming content provider, specialized in entertainment. Subscribers to the platform
have a huge catalogue of films, series, documentaries and television shows at their disposal, to be
watched anytime and through any device connected to the internet (smartphone, smart TV, laptop,
etc.).

But, as mentioned above, Netflix did not start directly with this business model, let alone with this
value purpose. On the contrary, its first business model was based on a DVD rental system sent
by mail to the entire United States.

Let’s understand a little bit about how it all happened to get here.

A brief introduction to Netflix

Netflix was founded in 1998. Its initial business was to send physical copies of films, shows, video
games and other media through the American standard mailing system, in a pay-for-use
model. The following year, they changed to a subscription model.

However, over the next decade, Netflix watched the DVD rental market begin to decline and soon
adapted its business model. They stopped sending physical copies and made a catalogue of titles
available online, to be consumed by the public, at any time, in their home.

By transforming its business model, Netflix was also transforming the way people would come to
consume video entertainment. Today the streaming service is a strong reality that has even
attracted several competitors, with names such as Amazon Prime.

Nevertheless, Netflix remains the absolute leader in the segment, with over 180 million subscribers
worldwide.

What Is Netflix Business Model?

Netflix business model is subscription-based. It is a streaming platform, which offers on-demand
video. Netflix makes money with three plans, in fixed fees, which vary by country: basic, standard
and premium. Its initial hook is a free month offer, for a trial period. Now, take a look on
Netflix business model canvas:

N ETFLIX - Business Model Canvas

Keys Partners Key Activities Value Propositions % | customer ¢ Customer
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Cable Companies &
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Cost Structure 3 Revenue Streams

Production & Licensing Technology Development Subscription

MOBEL ANALYST
Figure 1
Value Proposition of Netflix
Netflix’s entire value proposition is linked to the fact that it provides quality entertainment to its
user, 24/7. This proposition includes:
e Access to a huge catalogue of products, with content for all tastes.

¢ On-demand streaming, with 24/7 access — without ads!


https://www.statista.com/statistics/250934/quarterly-number-of-netflix-streaming-subscribers-worldwide/
https://www.statista.com/statistics/250934/quarterly-number-of-netflix-streaming-subscribers-worldwide/
https://businessmodelanalyst.com/business-model-canvas/
https://businessmodelanalyst.com/value-proposition-business-model-canvas/

e Possibility of binge-watching.

e Offering personalized lists and recommendations, based on the content watched.

e Original and high-definition content.

e User accounts, which allow each person in the family to have a personalized profile.
e All of this on any device connected to the internet.

How does Netflix Make Money?

As mentioned above, Netflix has a subscription-based Business Model. That means that its main
revenue stream is the monthly fees. It has over 180 million subscribers pay, all over the world.
There have been many analysts who suggested Netflix could enhance its revenue by using
advertisement, but the streaming provider reclined, explaining that this would lower the customer
experience, which is its main value proposition, after all.

Nowadays, Netflix offers three different plans of membership, which may be upgraded or
downgraded at any time. They are:

Basic: for the lowest fee, you have unlimited movies and TV shows, and you can watch the content
at any device (laptop, TV, smartphone, tablet ...), but HD is not available and you can watch only
one screen at a time.

Standard: in this plan, you have HD available and you can have two screens on at the same time.
Premium: the top plan of Netflix offers content in Ultra HD and possibility to watch four screens
at the same time.

A Brief History of Netflix Price Hikes
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Figure 2

Along with the 2018 report, Netflix announced an increase in the subscription price. And after
studying content consumption pricing a little deeper, the analysis took a sharp turn.

In the United States, Netflix rates have become$ 9/13/16 per month instead of$ 8/11/14. The most
popular tariff is the average one. Netflix's average revenue per user in the US is$ 11.4 for 2018,
meaning it is likely to grow by just under 20% in 2019. In 2016-2017, the average subscription
price grew by about 10% per year.

A price increase of 20% in one year is quite a lot, most businesses can only dream of such an
increase. If we assume that expenses will increase in proportion to the number of subscribers, we
can roughly estimate that an increase of 20% of $ 15 billion in revenue will give an increase of $ 3
billion to EBITDA and about $ 2.5 billion to net profit (Netflix taxes are low). Suddenly, EV /



EBITDA in a year will be around 30, and P / E around 40. Still not cheap, but no longer
prohibitively expensive, we are talking about a growing business.

If you look at the business of Netflix even more broadly, you can understand that the company
competes not only with similar platforms for video streaming, and even not only with TV and
movies, but with any services and services that people spend their time on. Any minute spent in
front of the TV or with the phone in hand can be spent watching Netflix content or something else.
Netflix itself also directly writes about this in the latest report. And the main threat comes from
companies from seemingly completely different spheres.

«We earn consumer screen time, both mobile and television, away from a very broad set of
competitors. We compete with (and lose to) Fortnite more than HBO».

In the report, Netflix directly writes that it loses to Fortnite (which is unique in itself, usually
companies describe themselves only from the positive side, especially since Netflix is still tearing
up competitors in the main market). I think many people have not even heard what Fortnite is. This
is an online game developed by the private studio Epic Games, which blew the world away last
year.

What does it have to do with the Netflix business? Fortnite is taking over the time of users who
could instead watch movies or TV shows on Netflix. Fortnite brought the creators about $ 3 billion
in revenue for the year, it is played by more than 200 million people around the world and spend
an average of 6 to 10 hours a week in the game! And we are only talking about one game released
by one company. And there is a whole industry of computer and mobile games.

Moreover, people not only play Fortnite and other games, but also watch others play. For many, it
may seem strange to watch someone else cut into online toys, but among teenagers it is much more
popular than watching all the classic sports combined, and many adults also watch. ESports rules,
it is a pity that there are no public companies in this field on the market. For example, I played a
little Dota 2 in uni and sometimes I watch reviews of the final matches of Dota 2 International —
the main tournament, a kind of world championship for this game. By the way, he has a prize fund
of $ 25.5 million in 2018, and the winning team of 5 people received $ 11 million in prize money,
per player, which is more than the French received for winning the World Cup ($38 million for a
team of 20+ people). In other words, this is no longer a child's play, but a serious business.

QUESTIONS:

1. What is the threat to Netflix?

2. What if Netflix increases prices by another 20% in a year? And then again? And impose all
this on the growth of the number of subscribers by 20+% per year? In 3 years, Netflix will
already be really cheap! How realistic is this scenario?



[pnaoxenne 3

K paboueii mporpamme

7.3.3. IlepeyeHb KypCcOBbIX padoT

B kypcoBoii pabote 000CHOBBIBAETCS CTpATETHs 10 BHIXOLY NMPEANPUATHS Ha 3apyOeKHBIH
PBIHOK ¥ TIPOBOJUTCS OIIeHKA €€ 3((HEKTUBHOCTH.

Bo3MosxHBIE BapUaHTHI TEM:
1 Pa3paboTka OM3HEC-TUTaHa MEXYHAPOJHOTO MPOCKTA.
2 Pa3paboTka cTpareruu BeIxoqa (pupmsl Ha 3apyOeKHbIE PBIHKH.

3 OcobeHHOCTH BelleHusl OM3Heca U MEXTyHApOAHOIO IPEeANTPUHUMATENLCTBA B 3apyOEKHOM
rOCYyAapCTBe.

[Tpumeps! Ha3BaHUS KypCOBOH pabOTHI:

«Pa3paboTka Ou3Hec-1IaHa Co3/1aHusl CTPOUTEIbHON KOMIIaHUH BO DpaHLun»;

«Pa3paboTka cTpareruu BbIXoJa Ha PbIHOK JIETKOW MpoMbIIIeHHOCTH Kazaxcranay;
«Pa3paboTka OHU3HEC-TIPOEKTA [0 PA3BUTUIO SKOTYpU3Ma B ABCTPUIY;

«Pa3paboTka cTpareruu BbIXoJa poCCUIICKON OpraHu3aly Ha pelHOK HeaBxkuMoctu CHIAY;

«Pa3paboTka Ou3HeC-IJIaHa 110 OTKPBITHIO KOMITAHUH HA PHIHKE 3aMOPOKEHHBIX
nonrypadbpukaroB [Tombrmmy.

The main purpose of course work is to develop a strategy for the company's entry into the
foreign market and to evaluate its effectiveness.

Possible options for topics:

1 Development of a business plan for an international project.

2 Development of a strategy for the company's entry into foreign markets.

3 Features of doing business and international entrepreneurship in a foreign country.

Examples of the course work titles:

"Development of a business plan for the creation of a real estate company in France with the
involvement of capital from Russian investors";

"Development of a strategy for entering textile industry market of Kazakhstan";
"Development of a business project for the development of ecotourism in Austria";
"Development of a strategy for the entry of a Russian organization into the US real estate
market";

"Development of a business plan for opening a company on the frozen semi-finished products
market in Poland".



IIpunoxenue 7

K paboueii mporpamme

denepanpHOE roCy1apCTBEHHOE OIOKETHOE 00pa30BaTeNIbHOE YUPEKACHUE BBICIIETO 00pa30BaHUs

YPAJILCKHUI TOCYJAPCTBEHHBI SKOHOMWYECKHW YHUBEPCUTET

YTBEPXJIEHbBI

Ha 3aCCaaHnu Ka(l)e}_'[pbl MapKCTUHIa U
MCKAYHAPOAHOI'0O MCHCI?KMCHTA

METOJJUYECKHUE PEKOMEHIAIIUU 11O BBINTOJHEHUIO KYPCOBOM PABOTBI

10 JUCHMILIHHE
MeKIYHAPOJHOe NPeANPHHUMATE]IbCTBO



MeToanyecKkue peKOMeH/IalMH 110 BbINOJHEHUI0 KYPCOBOii padoThl
B kypcoBoii paboTe 060CHOBBIBAETCS CTPATET s 110 BHIXOAY MPEANPUATHS HA 3apyOCKHBIN
PBIHOK M IPOBOJUTCS OLIEHKA €€ 3(h(hEeKTUBHOCTH.

Bo3MoxHBIE BApUAHTHI TEM:

1 Pa3paboTka Ou3HEC-TIaHa MEXTYHAPOIHOTO MTPOSKTA.

2 Pa3paboTka crparernu Beixoqa (pupmsl Ha 3apyOeKHBIE PBIHKH.

3 OcoGeHHOCTH BeIeHUs1 OM3HECa M MEXKTyHapOIHOTO MPEAITPHHUMATEIBCTBA B 3apYOSKHOM
rOCYyAapCTBe.

[Ipumepsl Ha3BaHUS KypCOBOM pabOTHI:

"Pa3paboTka OM3HEC-TIIaHa CO3/IaHUs PUAITEPCKONM KOMITaHUHM BO DpaHIIuU ¢ TPUBJICUCHHEM
KanuTaja POCCUMCKUX MHBECTOPOB";

"Pa3paboTka cTpaTeruu BpIXoAa Ha PhIHOK JIETKOW MpoMbinuieHHocTH Kazaxcrana';
"Pa3paboTka OM3HEC-POEKTA 110 Pa3BUTHIO SKOTYpU3Ma B ABCTpun';

"Pa3paboTka cTpaTeruu BhIX0Aa POCCUHCKON OpraHu3aiii Ha phIHOK HeaBmxumocTu CIIIA";
"Pa3paboTka OGu3Hec-MIaHa MO OTKPHITHIO KOMIIAHUH Ha PHIHKE 3aMOPOKEHHBIX
nonydadpukaron [lomabmm".

Paznenbl KypcoBoii paboThI:

I'maBa 1 — O6ocHOBBIBaeTCSl OM3HEC-UAEs U BBIOOP CTpaHbl SKCHIAHCUU OW3Heca:

1.1 O6ocHOBaHUE OU3HEC HJIeH (€€ YHUKATHHOCTH);

1.2 AHanu3 NOJUTHKO-IPABOBBIX YCIOBHHA ACATEIHHOCTH HHOCTPAHHON KOMITAHUH B BEIOPaHHOM
CTpaHe

(B T.4. OpraHU3aIMIOHHO-TIPABOBBIC (POPMBI BeJIeHHs OM3HECa, XapaKTePUCTHKA HAJIOTOBOM
CUCTEMBI U TPYIOBOI'O 3aKOHOJATENbCTBA (U3AEPKKU Ha 3apabOTHYIO IUIATy);

1.3. AHanu3 orpaHu4eHui Ha AEATEIbHOCTh HHOCTPAHHBIX KOMIIAHUHN U JIBTOT,
IPEIOCTABIIAEMbIX HHOCTPAHHBIM IPEIIPUHUMATENSIM B TJAHHOW CTpaHE.

I'maBa 2 — VccnenoBanue 3apy0eXHOTO phIHKA TOBapa WIH YCIYTH, HA KOTOPBIN BBIXOAUT
MpEeANPUITHE:

2.1 Ananus crpoca ¥ OCHOBHBIE IOTPEOUTENH;

2.2 AHanu3 NpeyioKeHus U OCHOBHBIE MPOU3BOIUTENH;

2.3 AHanu3 1IeH ¥ OCHOBHBIX KOHKYPEHTOB;

I'nmaBa 3 — Onenka 3¢ (eKTHBHOCTH PKCITAHCHH OH3HECA B BEIOPAHHYIO CTPaHY:

3.1 OueHka nepcrneKTUB pa3BUTHS KOMIIAHUU B CTPAHE, ONPEACICHUE BO3MOXKHBIX CTPATETUH,
3.2 O6ocHOBaHME BEIOPAHHOM CTpATETUH MO BBIXOIY Ha BHEUTHUN PHIHOK;

3.3 Pacuer 3()eKTUBHOCTH peain3alii BHIOPAHHOM CTPATeruy MHTEPHAILIMOHAIU3AIHH
KOMITaHUH

(PB — cpox okynaemoctu nHBectuinif, DPB — 1MCKOHTHPOBaHHBIN CPOK OKyNaeMOCTH
uHBecTulmii, NPV — uncras npuBeneHHas croumMocts, Pl — unaekc penrabenbHOCTH
unBectuiuii, IRR — BHyTpeHHss HOpMa IPUOBLIN).



The main purpose of course work is to develop a strategy for the company's entry into the
foreign market and to evaluate its effectiveness.

Possible options for topics:

1 Development of a business plan for an international project.

2 Development of a strategy for the company's entry into foreign markets.

3 Features of doing business and international entrepreneurship in a foreign country.

Examples of the course work titles:

"Development of a business plan for the creation of a real estate company in France with the
involvement of capital from Russian investors";

"Development of a strategy for entering textile industry market of Kazakhstan";
"Development of a business project for the development of ecotourism in Austria";
"Development of a strategy for the entry of a Russian organization into the US real estate
market";

"Development of a business plan for opening a company on the frozen semi-finished products
market in Poland".

Sections of the course work:

Chapter 1 — Prove the business idea and the choice of the country for business expansion:

1.1 Explanation of a business idea (its uniqueness);

1.2 Analysis of the political and legal conditions of the activity of a foreign company in the
selected country

(including organizational and legal forms of doing business, characteristics of the tax system and
labor legislation (wage costs);

1.3. Analysis of restrictions on the activities of foreign companies and benefits provided to
foreign entrepreneurs in this country.

Chapter 2 — Research of the foreign market of goods or services that the company enters:
2.1 Demand analysis and main consumers;

2.2 Supply analysis and main producers;

2.3 Analysis of prices and main competitors;

Chapter 3 — Evaluation of the business effectiveness

3.1 Identification of possible strategies;

3.2 Explanation of the chosen strategy for entering the foreign market;

3.3 Calculation of the effectiveness of the chosen internationalization strategy

(PB — payback period, DPB — discounted payback period, NPV — net present value, PI — return
on investment index, IRR — internal rate of return).



