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Iporpamma «MapKeTHHI U OpeHIAUHI»

1. VlHHOBaNMOHHBIE MAPKETHHTOBBIC MOIXOBI K (POPMUPOBAHUIO JIOSUTHBHBIX
noTpeouTeneu

2. Hcnonp30BaHrE METOJ0B MOJACTUPOBAHUS U MTPOTHO3UPOBAHUS B U3YUCHHUH

MOBEICHYECKUX PEeaKIuii moTpeduTenen

HccnenoBanue BocipuaTus OpeH 0B KOMIIAaHUI Ha POCCUICKOM PBIHKE

HccnenoBanre kpocc-KyIbTYpPHBIX BapUalldii B MOBEJEHUN TOTpeOUTENCH

O} pexTUBHOCTh UHTEPHET-MAPKETUTA OPTaHU3AIUU

VYrpaBieHue MapKETUHTOM OpraHU3aIlMi Ha OCHOBE KOHIIETIIIUN

MapKeTUHTa B3aMMOOTHOIICHHI

7. MapKeTHHT BIIEUATICHUN KaK UHCTPYMEHT (POPMUPOBAHUS
KOPIIOPaTUBHOIO OpeHa

8. bpeHmuHT Ha phIHKE TOBAPOB MPOMBINIJICHHOTO HA3HAYCHUS

9. MapkeTHHT IPOMBIIUICHHOTO MPEIIPUATHS: OCOOEHHOCTH PUMEHEHUS U
npo0JIeMbl

10.MapkeTHHTOBOE UCCIICAOBAHKE MIOBEICHUS ITOTpeOUTEeNeH

11.MapKeTHHTOBOE YIIPABJICHHE KaHATAMH paCIIpeIeIICHUS

12.MapkeTuHTOBOE yIIpaBieHue npogaxkamu Ha peiake B2C (B2B)

13.Opranu3aiimoHHO-yIPABICHUECKII MEXaHU3M PEOpPEHANHTAa OpraHu3aIuu

14 .TloBblieHHEe  LIEHHOCTH OpeHJa C  KCHOJB30BAHMEM  KOMIUIEKCA
MapKETUHTOBBIX KOMMYHUKAIIUMA

15.MeTonb! 3¢(HEeKTUBHOTO yIpaBIEHUS MIPOIayKaMu

16.0cobenHocTH pa3pabOTKH 1IEHOBOM TMOJMTHKKA KOMIAHUN pa3TudYHBIX
OTpaCJEBbIX PHIHKOB

17.0cobenHocTr ympaBieHUs OpPEeHIOM KOMIIAHUW Pa3IUYHBIX OTPACIEBBIX
PBIHKOB

18.11oBbITIeHNEe KOHKYPEHTOCTIOCOOHOCTH OpraHU3aIlluu

19.T1oBbiienne 3¢(HEeKTUBHOCTH CHCTEMBI MPOJIAXK MPEANPUATHS HA
PETHOHAIBEHOM PHIHKE

20.ITpuMeHeHre MapKETHHTOBBIX TEXHOJOTHHA TSl (POPMUPOBAHUS
ONTUMATBHOTO ACCOPTHUMEHTA 3aKYIIOK

21.TIpumeHenne cOOBITUHHOTO MAPKETUHTA B TIPOJIBI>KEHUH TOBAPOB U YCIIYT

22.IlpumeHeHre  KOHICIIIMM  COIMAJIbHO-ITHYECKOIO0  MapKeTHHTa B
MapKETUHTOBOW JIEATETLHOCTH OPTaHU3aIluN

23.1IpoaBmxeHNE THHOBAITMOHHBIX TIPOAYKTOB Ha PhIHKE

24.Pa3paboTKka cTpaTeruu KOJIOTUYECKOT0 MAPKETHHTA OpTraHU3aIiH

25.Pa3paboTka MapKETHHTOBOM KOMMYHHUKAIIMOHHOMN CTPAaTEruy MPEIPUSTHS

S



26.Pa3paboTka mporpaMMbl MApKETHHTa MHHOBAIIMOHHOTO MPOIYKTa

27.Pa3paboTka mporpaMMbl POABMKEHUST HOBOT'O MTPOJYKTA HA PHIHOK

28.Pa3paboTka cTpaTeruu MO3UIMOHUPOBAHKSI HOBOTO TIPOIYKTa

29.Pa3paboTka cTpareruu NpoaBIKEHUS KOPIIOPaTUBHOTO OpeH/1a B
COLIMAJILHBIX MEna

30.PeOpeHauHT KaKk HHCTPYMEHT TOBBIIIICHHSI KOHKYPEHTOCIIOCOOHOCTH

PEANPUATUS

31.CoOBITHITHBII MAPKETHHT KaK TEXHOJIOTHUS YIPABICHUS] OTHOIICHUSIMH C
MOTPEOUTENSIMU

32.CoBepIIIeHCTBOBAHHE CHUCTEMBI MapKETHHTOBBIX KOMMYHUKAIUI

CoBepIiIeHCTBOBaHHUE CTPATETHUIl MHTEPHET-TIPOIBUKEHHS CTPaAXOBBIX
33.CrpaTernyeckoe MmIaHUPOBAHNE MAPKETUHTA B KOMIIAHUU
34.YnpaBrieHue acCOPTUMEHTHOM MOJIUTUKON MPEAIPUATHS
35.YnpaBreHue B3auMOOTHOIICHUSIMU C KOPITOPATUBHBIMY KIIMEHTAMHU
36.YnpaBiieHue peKJIaMHOM 1€ TENbHOCTHIO OpraHU3aluu
37.®opmupoBaHue OpeH/Ia OpraHu3aIuu
38.Pa3paboTka nporpaMMsl JIOSTILHOCTH MOTpeOUTENeH opraHu3aluu

IIporpamma «MeKIyHAPOJAHBIA MEHEAKMEHT» (Ha AHIJIMHCKOM fI3bIKE)

1. Pa3BuTHE SKCIOPTHOIO MOTEHIIMAIa MAIlIMHOCTpoeHust Poccuiickoit
deneparuu / Development of the export potential of the machine tool
industry in the Russian Federation

2. MexnayHapoaHble MapKeTUHTOBBIE HcclieoBanus / International marketing
strategies

3. KoHKypeHTHbIE IpEenMYIIIECTBA TPAHCHAIIMOHATBHBIX KOPITOPAIIHA B
MexayHapoaHoi Toprosie / Competitive advantages of TNCs in
international trade

4. KpocckylbTypHBIE acTieKThl I100anbHbIX cTpaTeruii / Cultural-Sensitive
Global Strategies

5. PazButue mMasnoro OusHeca B ycioBusx riobonusaruu / Development of
small business in terms of globalization

6. Bxiag mapkeTHHTa B3aMMOOTHOIIECHUH B JESTEILHOCTh KOMMEPUYECKOTO
npeanpusitust / The contribution of relationship marketing in a commercial
enterprise



