MACTEPCTBO ITIPOTUBOCTOAHUA
MAHUNYJAAOUAM B ITPOAANKAX HEABUKNMOCTMU,

HUJIN KAK 3AKPBIBATbH CAEJIKH HA CBOUX
YC/JIOBHAX

INPO'PAMMA

BJIOK 1. KAKHUE BbIBAIOT MAHUNIYJIAIIUHU
v’ MAHUNYJALIMU: KAK CIOMATH HETATUBHBIA OKPAC

v' TUNbI MAHUNYJIAIMH: KOTJAA KAKYIO BKJIIOYATD



v' YIIPABJIEHUE COBCTBEHHBIM COCTOSAHUEM HA
BCTPEYE C MAHUIIYJIATOPOM

v IIEJIU U IPABUJIA MAHUNYJIALLUA
INTPAKTUKYM:

v COCTABJIEHUE HECKOJIbLKUX CLLEHAPUEB
MAHHUITYJIMPOBAHHUA

BJIOK 2. MAHUIIYJIUPYEM, UJIU TAK }KUBEM?

v JTEWCTBYIOIIAA MAHUNYJIALUA, UJIUA MBI - IYYIIEE, YTO
ECTb HA PBIHKE

v' SMOLLUOHAJIBHAS KOMIIETEHTHOCTb MAHUIIYJIATOPA

v" TOYHAA CAMOOLIEHKA NEPETOBOPLIHUKA - IOHUMAHMUE
CBOUX CUJIbHBIX CTOPOH U «KPACHBIX TOYEK» OIIIIOHEHTA

v' CTOUT JIU CTAHOBHUTCA YEJIOBEKOM BE3 KOXKHU
v" 3AYEM CCBIJIATbCS HA TPETBbHUX JIML]

v' JIOTUYECKHUE JIOBYULIKHU: OT CMEIIEHHUSA AKIITEHTOB 10
XOXKAEHHUA 110 KPYTY

v KOTAA MAHUNIYJIUPYIOT NPOLUEAYPAMU
[NPAKTUKYM:
v' OTPABOTKA KAX/JOIr0 THIIA MAHUITY JIALLUNA

v' BHEJPEHUE MAHUNYJIALIUW/ YMEHUSA IPOTUBOCTOATH B
INPOLEAYPY IEPETOBOPOB

bJIOK 3. IIOJATI'OTOBKA K ITPOJIAKAM

v 3TAIIbI NIPOJAXK KUJIOK U KOMMEPYECKOM
HEJBUXKUMOCTH

v' MOXKHO JIU MOATOTOBUTbCA K MAHUNYJALUAM

v 4YTO HY?KHO 3HATH O KJ/IMEHTAX U KOHKYPEHTAX, U1 HA
INEPETOBOPbI



BJ/IOK 4._YCTAHOBJIEHUE BU3HEC-PAIINOPTA C K/IMEHTOM:
IMPOJIAYKA COBCTBEHHOW 3KCIIEPTHOCTHU

v' CTAPT KOHTAKTA

v KAK COOPMUPOBATbH NNEPBOE BIIEYATJ/JIEHUE O CEBE

v" 0 YEM IrOBOPHUT COBECEJHUK

v TUMNbI KJIMEHTOB, UJIA IPABUJIA YCIEIIHON KAJITUBPOBKU
ITPAKTUKYM:

v" KAK YCTAHOBUTbH PANIOPT C TPYAHBIM KIMEHTOM

BJIOK 5. 0 YEM I'OBOPUT HEBEPBAJIUKA
v' TIPABUJIA PACCAZIKA HA IEPETOBOPAX: BBIBEPUTE POJIb
v KOT'JA CJIOBA IPOTUBOPEYAT KECTAM
v 4YTO AEJIATH, YTOBbI TEJIO HE BbBIJAJIO HAIIPAXKEHUA
4

KAK « PACKPBITh» OIIIIOHEHTA U YIIPABJIATH EI'0
HEBEPBAJIUKOM

BJIOK 6. TEXHUKH CIIPAINUBAHUA U CAYIIIAHUA: TYIYIIEE U3

UHCTPYMEHTOB PACCJIEIOBATEJIbCKOW YXYPHAJIMCTUKU U
METO/JO0B BJIACTHBIX CTPYKTYP

v" MOTUBBI, KOTOPBIE YIIPABJIAIOT IOTPEBUTE/IbCKUM
MOBEJEHUEM JIIOIEX

MOJACTPOMKA IO LIEHHOCTAM
CIIMPAJIbBHAA AUHAMMUWKA B IIOMOUIb ITEPETOBOPIIUKY

METO/J CITMH HA CJNYXBE MAHUIIYJIATOPA

N N NN

TPYJAHBIA KJIUEHT: 10XKATb, IOACTPOUTHLCA UIU
NNOoAPYXKHUTbCA

v 1Q VS EQ

INPAKTUKYMDbI:



v' PA3rOBOPH KJIMEHTA U 3AWAU B ET0 HIEHHOCTH

v' PABOTA B [TIAPAX: IQ VS EQ

BJIOK 7. IPUEMBI U METO/Ibl 3@ PEKTUBHOM NPE3EHTAIIUMU:
KYJA BCTPOUTHb MAHUNIYJIAIIUN

v 3OPEKTHUBHASA NPE3EHTALUA: TEXHUKHU YBEXJIEHUA U
APTYMEHTAILIUH

v KAK CAEJIATb, YTOBbI KJIMEHT 3AIIOMHHJI BCE, YTO BbI
IFT'OBOPUTE

v' CTATUCTHUKA HA CJIYKBE KOMMYHUKAIIUM
v' IPABWJIA JIMYHBIX MPE3EHTALIUIA

v' 3AYEM HYKHbI HIOKUPYKOUIUE ®AKTbI, CTATUCTUKA U
CCbIJIKHU HA 3-X JINIL,

[NPAKTUKYM:

v' CO3JAHUE NMPOJAIONMIEN MPE3EHTALIMM A4 KIUEHTOB
PA3HbBIX TUIIOB

BJIOK 8. TEXHUKHU PABOTbI C BO3PAXKEHUAMMU: BATTJ ABYX
MAHHUIIYJIATOPOB

v' 4YTO O3HAYAKOT U 3AYEM HYKHbI BO3PAYKEHUA

v KAK 3ACTABUTb BO3PAXKEHUSA PABOTATH HA
NPOJAXKY

v 3AYEM UHULIMUPOBATb BO3PAXEHHA

v 4YTO AEJIATH C TUIIOBBIMH U CJI0KHBIMHU
BO3PAKEHUAMHU

[NPAKTUKYMbI:

v KOMMYHHUKALIUA B PABOTE MEHE/ZI’KEPA 110 ITPOJAYXKAM:
KAK Mbl PABOTAEM C BO3PA’XKEHUAMU "TPYAHOTIO
K/IMEHTA"

v' YCHELIHBIE CUTYALLUU PABOTHI C BAPBEPAMHU U
BO3PAKEHUAMHU



v' 3MOILIMOHAJ/IbHBI UHTEJIJIEKT HA CAYXXBE BO3PAXKEHU

bJIOK 11, TEXHUKHW 3ABEPINEHUA CAEJIKH B CJ1I0KHbBIX
INPOJANKAX, WIHN KAK OBBII'PATHb MAHUIIYJIATOPA

v TEXHUKHU 3ABEPUHIEHUA CAEJIKHU: TOTUYECKHUE
YJI0BKH

v CUTHAJIBI TOTOBHOCTHU K/JIMEHTA K IIOKYIIKE

v OCHOBHBIE INIPABUJIA ITPU 3AK/IOYEHUH CAEJKHA

BJIOK 12. BAUAHUE UMHU/JIHKA HA PE3YJIbTAT INEPET'OBOPOB:
UMUJKEBDBIE MAHUNTY JIANIUNA

v COCTABJAKILME BUSHEC-UMU/IKA
v' LADY LIKE VS CASUAL

v OCHOBHBIE UMHU/IKEBBIE OILLIUBKH
4

MEX/Y CHEXXHOM KOPOJIEBOM U KOPOJIEBOM ®JIUPTA

MHCTPYMEHTBI B3AUMO/JEHCTBUA

v' KEWC — IIPOBJIEMHAA CUTYAIIMA, TPEBYIOIIIAA OTBETA U
HAXOXJIEHUA PEILEHUA.

v JIEJIOBASI UITPA — UMUTALIMS PA3JIMYHBIX ACIIEKTOB
IMPO®ECCUOHATIbHOM AEATEJIbBHOCTH, COLIMAJIBHOTO
B3AMMO/IEVICTBHA.

v POJIEBAA UTPA — 3TO UCIIOJTHEHUE YYACTHUKAMHU
ONPEJAEJEHHBIX POJIEW C LIEJIbIO PEIIEHUA UJIX
NPOPABOTKHU ONPEJAEJEHHOW CUTYAILIUU.

v TPYINIIIOBAA JUCKYCCUA — COBMECTHOE OBCYXJAEHHUE U
AHAJIU3 IPOBJIEMHOM CUTYALIMH, BOIIPOCA UJIU 3AJIAYH.



MO3roBOM IITYPM — OJWH U3 HAUBOJIEE 3®®EKTUBHBIX
METO/IOB CTUMYJIUPOBAHUA TBOPYECKOW AKTUBHOCTH.
MO3BOJIAET HAUTH PEIIEHUE CJIOKHBIX IPOBJIEM IIYTEM
INPUMEHEHUA CIIELHUAJIBHBIX ITPABUJL.

OACUJTIMTALUA - TTIO3BOJIAET YCKOPUTD INTPOLLECCHI
OCO3HAHMHUA, CTUMYJIUPOBATDL I'PYIINIOBYIO AINHAMUKY.

INEPHUHT - BBIABJIEHHUE CHJIbHbBIX U CJIABBIX CTOPOHBI
NOBEJEHYECKUX CTPATETUi YYACTHUKOB U UX
MHUPOBO33PEHYECKHUX YCTAHOBOK.

COLIMOMETPHA - 3ODPEKTUBHBIA METO/JIOB U3BMEPEHU A
PA3JIMYHBIX ITIPOLECCOB, IPOUCXOAAILIUX BHYTPH
TPEHUHIOBOM I'PYIIbI, MO3BOJIAET YYACTHUKAM JIYYIIE
ITO3HAKOMHUTBLCA APYT C APYTOM U CO3/IATD
JOBEPUTEJ/IbHYIO ATMOC®EPY.

MHWHHU-JIEKIUHU. OIITUMAJIbHOE BPEMA MUHU-JIEKIIUU - 5-
20 MUHYT
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