AHHOTALIMS PABOYEH NPOT'PAMMBI JIUCHUTIJIUHBI
«HOCTpaHHBIH A3BIK B IPO(ecCHOHAIBHON AeATeJbHOCTH»

1. MecTto mucuuniauabl B ctpykrype OITIOII

b1.0.05

Jucuunnuna «MHOCTpaHHBIN SI3bIK B NMPOQECCHOHATIBHON NEATENbHOCTH» BXOAMUT B
brnox 1. ducuumnunel  (Moxynu). OOs3aTenpHas 4YacTb OCHOBHOM Npo¢ecCHOHaIbHOU
oOpa3oBaTenbHOW  mporpammbl 1o  HampamieHuto 38.04.01 DxoHoMuKa, mporpamma
«DUHAHCOBbBIE PAaCCIEIOBAaHUS B OPTaHU3ALIMSIX).

2. O0neM AMCHHMILIMHEI: 2 3aYETHBIX €IUHUILIEL

3. CopepxaHue JUCHUIUIMHBI: OKOHOMUKA (HUPMBI U OTPACIEBBIX pPHIHKOB.
Negotiating the Sale of a Hotel. Ynpasienue npoexramu. On Marketing. Marketing and
Advertising. On Management in Russia. On Management in Russia. General Conditions of Sale.
Claims and Arbitration.

4. IInanupyemMsble pe3yJbTaThl 00y4eHHs N0 JTUCHUIINHE

B pesynbraTte OCBOEHHS OUCHMIUIMHBI y CTYJEHTa JOJDKHBI OBITH CHOPMHUPOBAHBI
CJIEIyIOIINE KOMIIETEHIINH:

- CnocoOeH MpUMEHATh COBPEMEHHbIE KOMMYHHKATUBHbIE TEXHOJIOTUH, B TOM YHCIIE HA
WHOCTPAaHHOM(BIX) s3bIKe(axX), Uil aKaJeMHUYeCKOro W MpodeCCHOHATHLHOTO B3aUMOJICUCTBUS
(YK-4).

5. ®opMa KOHTPOJIA: 3a4ET.

6. Paszpabdoruuk: K.(.H., JOUEHT Kadeapbl MHOCTPAHHBIX S3BIKOB JUIsl HES3BIKOBBIX
cnenuanpbHoctet Manuesa 3.H.



