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O0OopoTHas cTopoHa THTYJILHOrO Jucta PITY ]I

I. PaGouasi nporpaMma nepecMOTpPeHA Ha 3aceJaHNU Kadeapsl:

[Ipotokoin oT « » 20 1. Ne

3aBeayromuii kageopoii

(monnmck) (M.0. ®amumnms)

I1. PaGouyas mporpamMma nepecMOTpeHa Ha 3aceJaHNU Kadeapbl:

[Ipotokoin oT « » 20 1. Ne

3aBeayromuii kageopoii

(monnmck) (M.0. ®amumnms)

I11. PaGouas nporpaMmMa nepecMoTpeHa Ha 3acelaHUM Kadeapbl:

[Ipotokoin oT « » 20 1. Ne

3aBeayromuii kageopoii

(monnmck) (M.0. ®amunms)

IV. PaGouast nporpaMMa nepecMOTpeHa HA 3aceflaHuH Kadeapol:

[Ipotokoin oT « » 20 1. Ne

3aBeayromuii kageopoii

(monnmck) (M.0. ®amunms)



AHHOTAIIUA

« International Tourism management

(YnpasiieHHe B Me:KIYHAPOJAHOM TYpH3Me)»

VYueonnii kypc «International Tourism Management (Ynpasnenue B
MEXIYHAPOJAHOM TypuU3Me)» TMpeAHa3HAayeH /i CTYJCHTOB HaIlpaBJICHUS
noaroroBkn  43.04.02  «Typusm», mnporpamma «HHayctpusa TypusmMa H
rOCTEIPUUMCTBA»

HuciumnHa «Y1paBieHUuE B MEXKIyHapOAHOM TYpU3ME » BKJIIOYEHA B
00s3aTeNbHYIO YacTh, 0510ka «Moayb» 1Mo BeIOODY.

OO6m1ast TpyA0€MKOCTb TUCIUIUIMHBI COCTaBIsET 4 3a4eTHbIC euHUILIbI, 144
yaca. Y4eOHbIM IJITAHOM MpPEAYCMOTPEHBI MpakTHueckue 3aHsATus (36 4dacos),
caMocTosiTeNibHast pabora ctyaeHToB (72 yacoB), B TOM uucie 36 4acoB Ha
NOJATOTOBKY K 3K3aMeHy). JIUCIMIUIMHA peanu3yeTcsl Ha 2 Kypce MarucTpaTyphl
B 3 cemecTtpe.

JuciumirHa «YTIpaBlIeHHEe B MEXAYHApOJIHOM TYPU3ME » OCHOBBIBAETCS
Ha 3HAHMSIX, YMEHUAX W HaBbIKaX, IOJIYYEHHBIX B pE3yJIbTaT€ H3yUYCHUS
TUACIUATUINH «Jlnzainn TYpHU3May, «DUHAHCOBBIN MEHEKMEHTY,
«YmpaBieHYeCKass SKOHOMHUKa» U TO3BOJISIET MOJArOTOBUTH CTYJIEHTOB K
OCBOCHHUIO pfAJia TaKuX IUCHUILUIMH, kKak «Emotional Economics (DxoHOoMuKa
BrieuatyieHui)», «Research Methods (Metoabl ucciaeaoBaHus)», TPOXOXKIACHUIO
IPOU3BOICTBEHHOM MPAKTHUKHU.

CopepxaHue AUCUMIUIMHBI «YTIpPaBI€HHUE B MEXIYHAPOJIHOM TYPHU3ME»
COCTOMT M3 CIAEAYIOUIMX Pa3AEJIOB U OXBATHIBAET CIEAYIOIIMI KPyT BOIIPOCOB:

1. OG30p M HCTOPUYECKME NEPCHEKTUBBI: TIIOOAIM3alUsl, TYpU3M H CEKTOp
TOCTUHUYHOTO OOCIYXMBaHMs, TJIoOaiIuM3alusi M JEJIOBOM MHUpP, HUHAYCTpUS
Typu3Ma;  MOSABJICHHE  MEXAYHApOJHBIX  OTeled, npopuiaud  Jy4dlIux
MEXIYHApOAHBIX CETeH, KOTopble OepyT Hayaio B AMepHuke, CBs3b C
AaBUAJIMHUSAMU,  TIOJUTUYECKHE  ACMEKThl  MEXAYHAapOJHOH  WHIYCTpUHU

MyTEeIIEeCTBUIM, Typu3Ma U TOCTEOPUUMCTBA, Oapbepbl K IIyTEUIECTBUSM,



TYPUCTHYECKMM  HWHBECTULIMSIM M  BEIEHUI0O  Ou3Heca;  HE0OXOAMMOCTb
rOCyJJapCTBEHHOM  IMOJNEPKKH;  MEKIYHApOJHBIE T'OCTUHUYHBIE CETH U
Pa3BUBAIOLIMECS CTPAHBI.

2. MexayHapoaHble TOCTUHUYHBIE WHBECTHUIIMHM, pPa3padOTKU M COIJIALICHUS:
(pMHAHCUpOBaHUE MEXKIYHAPOJHBIX OTeNeH, (QUHAHCOBOE CTPYKTYpUPOBAHUE
TOCTUHUYHOTO Pa3BUTHUs, TOCYIAPCTBEHHBbIC MHBECTULIMOHHBIE JBIOTHI; BBIXOJ Ha
MHUPOBOW ypOBEHb, YPAaBHOBELIMBAHUE TJI00ATBHBIX U PErMOHAIBHBIX NEPCIEKTUB,
TpaHCHAMOHAJIbHbIE, TJI00AJIbHBIE U MHOTOHALlMOHAIbHBIE KOMITAHUH; pa3padoTKa
MEXKIYHAPOIHOIO OTEIBHOIO MPOEKTa; MEXIYHAPOAHbIE TOCTUHUYHBIE KOHTPAKTHI
U IOTOBOPBHI.

3. TpynoBbsle pecypcbl M KyJIbTypHOE MHOI000pasue: MOHWMAHHE KyJIbTYPHOTO
MHOT000pasusi, COTPYJHUYECTBO C HMHOCTPAHHBIMH KOJUJIETaMH, JEJIOBON
IIPOTOKOJI; OTOOp M MOArOTOBKA PYKOBOJUTENEH MEXIyHAPOIHOIO Kilacca B cdepe
FOCTEIIPUMMCTBA, OTHECIbHBIE IIO3ULUM JUIi WHOCTPAHLIEB, NPUEM MECTHBIX U
MHOCTPAHHBIX TpaXkJaH Ha palboTy, OTOOp MHOCTPAHHBIX MEHEIKEPOB;
yIIpaBJICHUE IIEPCOHATIOM Ha MEXIYHAPOAHOM YPOBHE, KOMIUIEKTALUA KaIPOB.

4. PaboTta MexIyHapOIHBIX OTeJed: OCOOEHHOCTH YIPABJIECHUS JEATEIbHOCTHIO
MEXKIYHAPOIHOU FOCTUHUIBI, TOCTUHUYHAS IE€ATEIBHOCTD IIPOLIECC U YIIPABICHUE,
YIIPABJICHUE CBA3AMU B MEXKIAYHAPOIHOM OTENe; MEXAyHApOAHbIE NOCTHUHUYHBIC
KjlaccupukauMM W CTaHJAApThl, NOpOOJEMBI U  BOMNPOCH  MEXAYHAPOIHON
TOCTUHUYHON KjacCU(UKAIMU; MEXAYHApOJIHbIE TOCTUHUYHBIE TMPOJAXKU U
MapKeTHUHI,  pa3paboTKa  MEXKIyHapOAHOW  MapKETMHIOBOW  CTpaTeruu,
CErMEHTaLMs, TO3UIMOHUPOBAHUE IIPOYKTA.

Ilenp mUCUHMIUIMHBI — HANpaBi€HA Ha YJIYyYLICHUE [OHUMAHUA CTYIECHTaMHU
KOHLEMLNUA, MPUHUUIIOB, NpOoOJEeM M MPaKTHK YNpPaBICHUS ONepalusiMd B
MEXKIYHApPOIHOM TypU3MeE

3anauu:

e Pa3BuBarb mnoHMMaHWEe (QYHKLUMI ymOpaBieHHUs oONepauusMu B JO00Il

OopraHu3aluy (M B MHIYCTPUU TOCTEIPUUMCTBA B YACTHOCTH);



e Jlonarp BaxHOCTh 3(P(PEKTUBHOH NPOU3BOJACTBEHHOW U OMNEPALUOHHOI
CTpaTeruu AJi1 OpraHu3aliy;

e BO3MOXXHOCTh KpPUTHYECKH OLEHHUBATH OINEPALMOHHBIE CTPYKTYpbl OTENS U
KOHKPETHBIE 3aJ]a4H.

JUis yCcHemHoro W3y4yeHus [UCLHMIUIMHBI «YTPaBI€HHE B MEXKIYHAPOJAHOM
TypHU3ME» y oOydarommxcst JODKHBI ObITh  C(HOPMHUPOBAHBI  CIEAYIOIINE
MpeABapUTEIbHBIE KOMIIETEHIUU:

e ['OTOBHOCTh BOCHPHUHUMATh KYJbTYpy U OOBIYAW JPYTUX CTPaH M HApOJOB,
CIIOCOOHOCTh K MEXKYJIbTYPHOU KOMMYHHKAIlMK B TOCTHHUYHOM OU3HECE;

e (CrpemieHue K TIOCTOSSHHOMY CaMOpPa3BUTHIO, COBEPILICHCTBOBAHUIO CBOUX
HaBBIKOB M YMEHHI; yMEHUE KPUTHYECKU OLEHHUBATh CBOU CHJIbHBIE U cla0ble
CTOPOHBI, CHOCOOHOCTh K O€CKOH(IUKTHOW MPOPECCHOHAIBHON AESITENIbHOCTU B
TOCTHHHUYHOM OU3HECE;

e YMeHHE MOHUMATh COLUANIbHYIO 3HAUUMOCTh CBOEH Oyayuield npodeccuu, uMeeT
BBICOKYI0 MOTHBAIMIO K MNpodecCHOHANbHOW MAESITENIbHOCTH B TOCTHHUYHOM

OusHece

B pesynbrare u3ydeHUs JOUCLMUIUIMHBI y oOydyaromuxcsi (QOpMUPYIOTCS

cieayroue ooienpodeccCuoHaIbHbIE KOMIIETEHITUH (JIEMEHThHI KOMIIETCHITUH ).

HanmenoBanue Koa m HammMeHoOBaHHe HNuaukaTopsl 10CTHKEHUS KOMIIETEHIUH
KaTeropuu 001menpogpeccuOHAILHOMI
(rpynmnsr) KOMIIETeHIIUH
o0menpogeccuoH
ATbHBIX
KOMIeTeHH i

(npu HATUYKMH)

OIIK-3.1. Pa3pabareiBaeT CHCTEMBI MEHEKMCHTA
Ka4yecTBa B COOTBETCTBHUH C HAIMOHATBHBIMA U
MEXIIyHAPOIHBIMY CTaHJapTaMH KauecTBa B

OIIK-3. Ciocoben opraHu3anusix cepsl TypusmMa

pa3pabaTeIBaTh U BHEIPSTH OIIK-3.2. BHeapsieT cuCTeMbl MEHEIKMEHTa KauecTBa B
KauectBo CHCTEMBI YIIPABICHUS JIeITeIbHOCTh OpraHu3auii cepsl TypruzMa

Ka4eCcTBOM YCIyr B OIIK-3.3. KoHTponupyeT kadecTBO OKa3aHUs yCIyT B

cdepe Typuzma cdepe Typr3Ma B COOTBETCTBHU C TPEOOBAHUSIMU

HOPMATUBHO-IIPABOBLIX AKTOB, HpO(I)eCCI/IOHaJ'II)HI)IX
CTaHJAapTOB, a TAKIKE C yYETOM MHCHUA HOTpe6PITGJ'I€I>i n
APYTUX 3aUHTCPCCOBAHHBIX CTOPOH.

MapkeTuHr OIIK-4. Ciocoben OIIK-4.1. Pa3pabareiBaeT MapKETHHTOBBIE CTPATETUH U




pa3pabaTeIBaTh U BHEAPATDH MIPOTpaMMBI OpraHU3aLui chepsl Typu3Ma

MAapKETUHIOBBIE CTPaTEruu OIIK-4.2. BHenpsieT MapKeTHHIOBBIE CTPATETUHU U
1 TIPOTrpaMMBbI B IIPOTPaMMEI B AEATEILHOCTH OpraHu3anuii cepsl
cdepe Typuzma TypHu3Ma

OIIK-4.3. IIpoBOAUT OLEHKY PE3yNbTAaTOB pealu3aluu
MapKETHHTOBBIX CTPATETHUH U OIIEHKY MX 3()(HEKTHBHOCTH
B OpraHm3alusix cepsl TypuzmMa

1.

HGHI/I H 3aJa4u OCBOCHUA OHUCIHHUIIIIMHBI:

[lenb: HampaBieHa Ha YJIY4YIICHHE NMOHUMAaHUS CTYJACHTAMHU KOHIICILIHH,

IIPUHIMAIIOB, HpO6JI€M M TIPAaKTHUK YIIPABJICHUA OICpaluiAMU B MCKAYHAPOJIHOM

TypU3Me.

3anmauun:

Pa3BuBarh mnoHuMaHue (QYHKUMA YHOpaBICHUS ONEpalMsIMU B JIIOOONH
OopraHu3aluy (M B MHAYCTPUU TOCTEIPUUMCTBA B YACTHOCTH);

[ToHsATh BaxkHOCTh 3()PEKTUBHOW MPOU3BOJCTBEHHOM U ONEPALIMOHHONW
CTpaTeruy JJisi OpraHu3anuy;

B03MOXXHOCTE KPUTUYECKHU OLICHUBATDH OIEPALMOHHBIE CTPYKTYpPBI OTEIA U

KOHKPCTHBIC 3aJlavu.

I[J'IH YCIICHIHOT'O0 HM3YUYCHHA IUCHUILIINHBI «YHpaBJIeHI/Ie B MCXKIAYHapOaAHOM

TypusMe» y OOy4YaromMXCAd JOJKHBI OBITh C(HOPMHUPOBAHBI CIEIYIOLIUE

npcaABapUTCIbHBIC KOMIICTCHIUU:

['oToBHOCTH BOCTIpUHUMATH KYJIBTYPY W OOBIUAW APYTUX CTPAH U HAPOJOB,
CIOCOOHOCTH K MEXKYJIBTYPHOIW KOMMYHHKAIIUN B TOCTHHUYHOM OU3HECE;

CrtpemiieHne K MOCTOSSHHOMY CaMOpPa3BUTHIO, COBEPIICHCTBOBAHUIO CBOMX
HaBBIKOB W YMEHHUH; YMEHHE KPHUTUYECKH OIEHUBATh CBOU CHJIBHBIE U
cnadble CTOPOHBI, CIOCOOHOCTh K OECKOH(MIMKTHOH NpodecCruoHaTbHOW

ACATCIIBHOCTH B TOCTUHHUYHOM 6I/I3HGCG;



e VYMeHue MOHUMMATh COLMAJIbHYIO 3HAUMMOCTh CBOEH Oyayiei npodeccuu,

UMEET BBICOKYIO MOTHBAIMI0 K MPO(ECCHOHANBHON JeATeNTbHOCTU B

TOCTUHHUYHOM OH3HECE

HpO(bGCCI/IOHaJIBHBIG KOMIICTCHI WA BBIITYCKHUKOB U MHIAUKATOPbI UX

JOCTHIKCHMUA .

HanmenoBaHue kater opru

(Tpyrrsr)
o0mienpodeccnoHaTbHBIX

Kon u HaumeHOBaHUE
o0mienpodeccnoHaTbLHON

I/IHILI/IKaTOpI)I JOCTHIXKCHUS KOMIICTCHIIMN

KOMITeTeHIUH (1pu KOMITETCHIIUU
HaJU4HH)
KauectBo OIIK-3.1. PazpabatbiBaeT CUCTEMEI
MEHE)KMEHTa KaueCTBa B COOTBETCTBUU C
HAIlMOHAJBHBIMU ¥ MEXyHAPOIHBIMHU
CTaHAAapTaMH KauecTBa B OpPraHu3alusIx cepol
Typu3Ma
OIIK-3. Criocoben yP
OIIK-3.2. BaenpsieT cucTeMbl MEHEKMEHTA
pa3padaTeIBaTh U BHEIPSTH .
Ka4yecTBa B JeSITENbHOCTh OpPraHnu3aliii cepsl
CHCTEMBI YIIPaBJICHUS
Ka4eCTBOM YCIyT B Lypusma
cdhepe TypusMa OIIK-3.3. KoHTponaupyeT KauyecTBO OKa3aHUs
peTyP ycIyr B cepe Typu3Ma B COOTBETCTBUU C
TpeOOBaHUSIMUA HOPMATHBHO-IIPABOBBIX AKTOB,
npoQecCHOHANBHBIX CTAHAAPTOB, a TAKKE C
Y4eTOM MHEHHS MOTpeOHuTeNnel U APYTHX
3aMHTEPECOBAHHBIX CTOPOH.
MapkeTuHr OIIK-4.1. PazpabaTbiBacT MapKETHHTOBBIC
CTpaTeruy 1 MporpaMMbl OpraHu3anuii chepol
Typu3Ma
OIIK-4. Criocoben yp
OI1K-4.2. BHenpsieT MapKEeTUHTOBBIE CTPATErHH
pa3pabaTeIBaTh U BHEAPSTH .
Y TIPOTPaMMBI B AEATEILHOCTH OpraHU3aIii
MapKETUHTOBBIE CTPATETHH
cdepsl TypuzMa
U IPOTpaMMEI B
cdhepe TypusMa OIIK-4.3. [IpoBOIUT OLICHKY PE3yIbTaTOB
peTyP peanu3anuy MapKETUHTOBBIX CTPATETH U
OLIEHKY UX 3QPEKTUBHOCTH
B OpraHu3anusix chepsl Typu3Ma
Tum 3agau Kox u HaumenoBanune

poheCCUOHANTBHOM
KOMITETCHIINH
(pe3ysbTaT OCBOCHHMS)

KOI[ 1 HAMMCHOBAHUC MHAUKATOPA JOCTUKCHUA
KOMIICTCHIIMH




2. Tpyno€MKOCTh AUCIUIIIMHBI U BUJIOB YUYECOHBIX 3aHSATUM 1O JTUCHUILIMHE

OO01mas TpyI0eMKOCTh AUCIUIUTHHEI COCTABISACT 4 3auéTHas enuuuia (144 akaeMUYeCKUX Jaca).
(1 3ayeTHas eMHUIIA COOTBETCTBYET 36 akaJleMUYCCKUM YacaMm)

Bunamu y4eOHbBIX 3aHATUN U pabOTHI 00YUYaIOIIEroCs MO JUCIUILUIMHE MOTYT
SIBJISITHCA

O6o3HaueHHe Bunpl yueOHbBIX 3aHATHH B pabOThI 00ydaromerocs
Jlex Jlexuun
JIab JlabopatopHble paboThI
IIp [IpakTHyecKkue 3aHITUL
OK OmnnaiiH Kypce
CP CamocTosiTenpHast padoTa 00y4aromerocsi B epruoji TEOPETUIECKOro 00yUIEeHHUs
KoHTposts CamocrosiTensHas paboTa o0ydaromerocs u KOHTaKTHAs pabota oOyuatomierocs ¢
MpenoaBaTeieM B EPHUOJ IPOMEKYTOUHOM aTTECTALUH

CrpyKkTypa JUCHHUIUIAHBL:

®dopma 0OydeHHs — ouHas .

KonnuecTBO 4acos 1o BugaM y4eOHbIX dopMbI
g | sansmwi B a00Thl 0OYYAOIIETOCS NPOMEKYTOUHOIH
Ne Haumenosanue paszena 3 = aTTecTaluy,
} JIUCIUILTHHBI 3 % =] ol »| | & TEKYIIETO
< = = =| o © % KOHTPOJIS
4 YCII€EBAEMOCTHU

Hotel Sales and Revenue
Management (YnpaBnenue 3 0 0 36

[IpOJIaXKaMU U T0XO0JaMU B 0 |72 0 3K3aMEH
TOCTHHUIIC)
HUroro: 36 72 36

1. CTPYKTYPA U COJEP)KAHUE TEOPETUYECKON YACTH

KYPCA
JIEKUMOHHBIE 3AHSATHUS HA IPEAYCMOTPEHDI

IV. CTPYKTYPA U COJAEP)KAHUE MPAKTUYECKON YACTH
KYPCA U CAMOCTOSTEJbHOMN PABOTHI

3ansTue 1. [lonnmManue HHAYCTPUM TYpU3Ma rocrenpuumcrsa (4 yac.)

Pabora B Ki1acce
[TogymaiiTe O NpUrjalmieHUd NPUIVIAIIEHHOTO IOKJIagYuKa Ha 3TOT YPOK.

[logxomsimum opatopoM OyAe€T AUPEKTOpP IO MAPKETHHIY WM MEHEKEp




MECTHOTO OTeJid Uin pectopaHa. [lomorute opaTopy moJAroTOBUTHCS, MPEJOCTABUB

€My KOIUIO KOMIETEHIUU JJ1s1 3ToM raBbl. [IycTh opaTop oOCyauT:

1. O630p MapkeTHHTa B TOCTHHUYHOM OH3HECe

2. KoHKpeTHBIE MAPKETUHTOBBIE CTPATETUN

3. BaxxHocTbs OpeH10B

4. Pa3nuuHble TUINBI PHIHKOB, KOTOPBIE JOJKHBI OBITh PACCMOTPEHBI, U

cnoco0, KOTOpbIM 3((HEKTUBHBI MApPKETUHI TOCTENPUUMCTBA TOBOPUT C 3TUMU

PBIHKAMH

NuauBuayaabHas/rpynmnosasi padéora

Hwxe npuBeneHsl HEKOTOPBIE TONOJHUTENBHBIE 3alaHUs, KOTOPBIE BbI
MOXETE JaTh BAIIUM CTYJICHTAM:

1. OnummTe, Kak Ballyd MOTPEOHOCTH KAaK MOTPEOUTENST MEHSIIOTCS IO
Mepe U3MEHEHHMS Balllel LN Ty TEIECTBUS.

2. OObsicHUTE, YTO BBl MIIETE B MNPOAYKTE WM YCIyrax HHAYCTPUHU
rOCTEIIPUUMCTBA U KTO JIYYIll€ BCETO OTBEYAET 3TUM NOTPEOHOCTSIM.

3. Brl paszpabotanu mnpenmouteHuss OpeHja, Oyap TO aBUAKOMIIAHUS,
TOCTUHHUILIA / MOTENb WJIM KOMITAHUSI OOIIECTBEHHOr0 NUTaHus1? Bbl 10smucT?

4. Kakass kommaHusi TOCTEIPUUMMCTBA JE€NaeT Jy4yllyro paboTy mms
YAOBJIETBOPEHUS BalllUX MOTpeOHOCTeN? OnuIuuTe 3TU MOTPEOHOCTH U TO, Kak
OHHM YJOBJIETBOPSIOTCS (UM IOYEMY HEKOTOPBIE U3 HUX HE BBIIOIHSIIOTCSA).

5. [lepeuniciure NOpeaNOYTUTENbHbIE OpEHIbl TOCTENPUUMCTBA U

YKa)KUTE, KaK 3TH OpeH1bl UACHTU(PULIUPYIOT C BAIIMMHU MOTPEOHOCTAMH.

3ansiTue 2. CerMeHTAUMSA PbIHKA B MHAYCTPHUHU Typu3ma (4 yac.)

Pabora B ki1acce

[TogymaiiTe O NPUIVIALIEHUH NPUTTANIEHHOIO JOKJIAA4YMKa Ha 3TOT YPOK.
[logxomsimum  opatopoM OyAeT aHaJUTUK MApPKETUHIOBBIX HCCIEIOBAHUM,

3HAaKOMBIM C METOJOJIOTMEM CErMEHTauuu pbiHKa. Ilomorute oparopy



MOATOTOBUTHCS, MIPEAOCTABUB €My KOIUIO KOMITETCHIIMNA /It 3TON TiaBbl. [lycTh
opatop oOCyIuT:

1. Coop undopmanuu

2. Kareropuzanusa u cermeHranus
3. VYupasnenue 6a3aMu TaHHBIX
4. MeTo0B aHanM3a JaHHBIX C TOYKU 3PEHUSI MapKETUHTa

NuauBuayaiabHas/rpynmnoBasi padora

1. Huxe npuBeneHbl HEKOTOPbIE JOMOIHUTENBbHBIE 33JlaHUs, KOTOpPbIE
BBl MOXETE J]aTh BAIlIMM CTYy/ICHTaM:

2. OmnpenenuTe CErMEHTHl pPbIHKA, B KOTOpbIE BBl IONAJAETE Kak
NOoTpeOuTENb B UHAYCTPUU TOCTEIPUUMCTBA.

3. Omnpegenure TpU TOpOJa HA3HAYECHUSA, KOTOPHIE BO3HHUKINA 3a
nociennue S50 JeT, U yKaKuTe, IOYEMY OHH SBIISIFOTCS TOPOJIaMH Ha3HAUCHMUS.

4. Ha3oBute Tpu HaOopa rOpoJACKHX Map HAa OCHOBE MEXKIYTOPOIHETO
TPaHCIOPTHOT'O MOTOKA.

5. Onumure aemorpaduyeckue XapaKTepUCTUKH 00JIaCTU IMOYTOBOIO
MHJIEKCA, B KOTOPOU BBl IPOKUBAETE.

6. OOcyauTe NpEeUMYIIECTBA, KOTOpPbIE BbI HIIETE, M NOTPEOHOCTH,
KOTOpbIE BbI JOJOKHBI ObUTH yAOBIETBOPUTH B OOBEKTE OOIIECTBEHHOTO MUTAHUS.
CpaBHHTE UX C TEM, YTO MILYT BaIIX POAUTEIN.

7. Pazpaboraiite ncuxorpaduueckuii npodusib ce0s U OJHOTO U3 CBOUX

poauTeneit (MCHoib3ys AesTeIbHOCTh, UHTEPEChl, MHEHHUS U T. 1I.) U CPAaBHUTE HX.

3ansatue 3. Ilo3uIHOHUPOBAHHE B COOTBETCTBHUM € MpPeANOYTEHUSIMU
norpeodureJiei (4 yac.)

Pabora B kJ1acce

[TompocuTe TypareHTa OT MECTHOTO TYPUCTHYECKOrO AareHTCTBA, YTOObI

00CyIUTh:



l. [loTpeOHOCTH M TPEANOYTEHUS! JAEJNOBbIX NYTEIIECTBEHHUKOB B

CCrMCHTAaX pbIHKaA

2. [ToTpeOHOCTH U MPEaNOUYTEHNUS B KOMaHAUPOBKY CETMEHTOB PhIHKA
3. OTHOomieHHA ~ TypareHTCTBa € APYTMMH  TYPUCTHYECKUMU
IIOCPEAHUKAMU

3ansTue 4. Kanansl pacnipocrpanenus (4 yac.)
Pabora B ki1acce

[TormpocuTe mnpencraBuTenss TYPUCTHYECKOM YINPABISIIOMEH KOMIIAHUU

00CyIUTh:
1.  BuyTrpeHHUe U MEXIYHApOIHbBIC IPABUIIA, KACAIONITUECS TTOC3/IOK.
2. Bwugswr ycnyr, KOTOpBIC IPEAOCTABISIOT HA3EMHBIE OTIEPATOPHI.
3. Bwuasl yciyr npenocTaBisitoT aBUANIEPEBO3YNKH.
4.  Paznuums MEXIy peryJspHbIM OOCITYXKMBAaHUEM aBHAIEPEBO3YHMKA W

JOITIOJIHUTCIBbHBIM O6CJ'IY)KI/IBaHI/IeM ABHUAIICPCBO3YHKaA.

NuauBuayaiabHas/ rpynnosasi padora



1. Hwxe npuBeneHbl HEKOTOPBIE OMOJIHUTEIBHBIE 3aaHUS, KOTOpPBIE
BBl MOXKETE JaTh BAIIMM CTYyJIECHTaM:

2. Onumure MOKYNKYy Balleld IOCAEAHEH NOE3]IKH, B TOM YHCIIE,
CKOJIBKO KaHAaJIOB PACIPOCTPAHEHHUS BBl UCIIOJIB30BAIH. .

3. BreiGepure KkpynHyoo (UpMy HUHAYCTPUM TOCTENPUUMCTBA U C
MOMOILbI0 CBOMX TOJIOBBIX OTYETOB M JPYroil MH(POPMALMM OIpPEAEIUTE BCE
BEPTUKAJIbHBIE, TOPU3OHTAJIbHbIE, OOpaTHbIE W/WIM MEpPEAOBbIE  ACIEKTHI
MHYCTPUU TOCTEIPUUMCTBA, B KOTOPBIX YYacCTBYET pupma.

4. IloceTntre TypUCTHUYECKOE AareHTCTBO WM KOPIOPATUBHBIA OTAEIN
IIyTEUIECTBUM M NMPOCMOTPUTE €r0 aBTOMATU3UPOBAHHYIO CHCTEMY ITyTEIIECTBHM,
UACHTUGUUUPYS NPOAYKTHI MU YCIYTU U BOZMOXHOCTH.

5. Hccnenyiite OHNaWH-TYPUCTUYECKUE YCIYTH HA CBOEM KOMIIBIOTEPE.

3ansitue S. [lorpeduTe/ M U MAPKETHHI B epcneKkTuBe (4 yac.)
Pabora B ki1acce

[Tonpocute MeHeKepa [0 MAPKETUHTY U MPOJIaXkaM OTellsl 00CYIUTh:

1. bromxeTHBIN NIpoLIECC OTAENAa MAPKETUHTA U TIPOJIAXK.

2. Kak oTenb opueHTHpOBaH Ha MPUOBUIBHBIE MOTPEOUTEIBCKUE
CErMEHTHI.

3. Kak B oTene popMupyroTcsi MapKETUHTOBBIE CTPATETHH.

4. Kak ormen MapkeTuHra M npojaxX M OTENb B3aUMOJEHCTBYIOT C

TYPUCTUYECKUMU MTOCPEAHUKAMU

3ansitue 6. IlpuMeHeHHMe KJIIOYEBBIX MapKeTHMHIOBbIX MeTomo/10ruid:
Mapxketunrosbie UccaenoBanus (4 4ac.)

NuauBuayanabHas/ rpynnosasi padora

1. Hwxe npuBeneHbl HEKOTOPBIE TOMOJHUTEIBHBIE 3aaHMs, KOTOpPBIE

Bbl MOJKCTC AaTh BaAllUM CTYACHTAM.



2. CBsKHTECh C MECTHBIM OTAEIOM MapKeTHHra W MPOJax OTeNs U
y3HalTe, KaKkue METOAbl U MHCTPYMEHTHI OHU HCIOJB3YIOT IJS HCCIEAOBAaHUSA
CBOMX PBIHKOB M KOHKYPEHITHH.

3. CocTaBbTe€ CHOUCOK BCE€X OCHOBHBIX (DaKTOPOB BHEIIHEH Cpeapbl,
BIUSIONINX HA OTENbh WJIM PECTOpaH B BalleM paiioHe pbiHKa. Pemute, Oyaer nu
KaKoi-mubo u3 (HakTOpoB MpeasaraTh HOBYIO MApKETUHIOBYIO CTPATETHIO0 s
OTeJIs WIK PecTopaHa.

4. IlpoBemute GOKyc-TpynIy Cpeaud OJHOKIACCHUKOB IO BBIOPAaHHOMY
TypUCTUYECKOMY MPOAYKTY HITU YCIYTE.

5.  BeiOeputre NOpPOAYKT WIM YCIYry HYTEHIECTBHS, C KOTOPHIMH BEI
3HaKOMbI, W HaWIAUTE WX B CETKE MAapKeTUHroBoW cTparerun. CoOCTOSIHHE
COCTOSIHME DPBIHKa M KOHKYPEHTOCHOCOOHOCTBH BaIllero MPOAYKTa WU YCIYTH.

IIpunymaiite MapKETUHIOBBIEC CTPATETUH IS YIIYUYILIEHUS dTOU IMO3ULIUH.

3ansitue 7. IlpuMeHeHHMe KJIIOYEBBIX MapKeTHMHIOBbIX MeTomo/10ruid:
IMponaxu (4 yac.)

NuauBuayaiabHas/ rpynnosasi padora

Hwuxxe npuBeneHsl HEKOTOPBIE TONOJHUTENBHBIE 3aJaHUs, KOTOPBIE BbI
MOXETE JaTh BAIIUM CTYJICHTAM.

1. OObsicHUTE, KaK OpraHu30BaTh O(QUC MPOAAXK, YTOObl MAaKCHUMAaJIbHO
UCIIOJIb30BaTh BpeMs Bcex npojaBuoB. OOcyauTe, 4YTO CEKpeTapp WU
aMUHUCTPATUBHBIA TOMOILIHUK MOET CJeNaTh B CBOOOJHOE BpEMs, 4YTOOBI
IIOMOYb BaM B IPOJAXkKaX.

2. Pa3paboTka cueHapus A TeNePOHHBIX MPOAAX YCWIHM, KOTOpPbIE
MPUBOJST K ONPEAEICHHOMY OpOHUPOBAHHUIO.

3. [ToceTuTe MecTHBIN OTENb WK OPUC npoaax Kypopta. [Ipocmorpute
KOHTPOJIBHBIE CHUCKH, MPEACTABICHHBIE B JTOM TIJlaBe, W ONPEACIHTE,
OpPraHMU30BaH JIM OTAEI MPOAAXK HEABUKUMOCTH.

4.  Co3paiiTe NHUCHbMO NPSIMOM NOYTHI, KOTOPOE MPOJAET.



5. Ilocerure MecTHbIM OQUC TNPOAAXK OTENAsl W MPOCMOTPUTE BCE

(I)YHKI_II/IOHaJIBHBIe ACIICKThI, KOTOPLIC ObLIN ABTOMATU3UPOBAHBI.

3ansarue 8. O0cay:xxkuBanue Kinuenros B typusme (4 yac.)

Pabora B ki1acce

[TogymaiiTe O MpUITIAIIEHWU CIEHHATUCTA MO OOCTYXHUBAaHUIO KIMEHTOB
rOCTEIIPUUMCTBA U3 BAIIEro PEruoHa, 4ToObl 0OpAaTUTHCS K 3TOW CECCHM Kilacca.
[Toaxoasmum opaTopoM OyAeT YETOBEK U3 OTEJNSI, KOTOPBIM MOCTPOMII PEIyTaLUIO
Ha 00cIy)KMBaHUU KJIUEHTOB. [lonpocuTe 3TOro yenoBeka 00CyAUTh:

PaznuyHble TOYKU BCTPEYU B OTEIIE

YpOBEHb BHYTPEHHEN U BHEIIHENW KOMMYHUKALUU

Pemenus Bompoca

VY noBieTBopeHre HEOOBIYHBIX 3aIIPOCOB KIIMEHTOB

NuauBuayaiabHas/ rpynnosasi padora

Hwuxxe npuBeneHsl HEKOTOPBIE TONOJHUTENBHBIE 3alaHUs, KOTOPBIE BbI
MOXETE JaTh BAIIUM CTYJICHTAM.

1. OnuummTe, Kak Bbl OyJleTe pacno3HaBaTh MOTEHIUAIbHYIO MPoOIIeMy,
IIPEK/E YEM OHA CTAHET PEAIbHON B 0OCTAHOBKE FOCTENIPUUMCTBA.

2. [lepeuncnuTe TOUKM BCTPEYX B TAITUIHOM OTEJIE.

3. Coznaiite CHMCOK JUYHBIX aTpUOYTOB, KOTOpbIE Bbl OyJeTe HMCKaTh
IIpU HailMe COTPYIHUKA CIIYKObI OAIEPKKU KIIMEHTOB.

4. [Togymaiite o mpobiiemMe, KOTOPYIO KIMEHT MOKET UMETh B OTENE, U

pa3paboTaiite penieHue, yA0BICTBOPSIONIEe KINSHTA.

3ansaTue 9. Pekiiama B Trypusme(4 yac.)
Pabora B Ki1acce
[logymaiiTe O TNpUINIAIIEHUH PYKOBOJMTENS PEKIAMHOTO AareHTCTBA

()KGJ'IaTeJIBHO C OIIBITOM FOCTerI/II/IMCTBa) M3 BalICTr0 PETrruOHa WK JUPCKTOpa I10



MAapKETUHTY W3 TOCTUHHYHOM KOMIIAHWM JUIS BBICTYIUIEHUS HA 3TOM 3aHATHH
kiacca. [Tonpocute 3TOr0 YenoBeka oOCyAUTH:
duiocodus pexaaMbl BO3SMOKHOCTH/YCITYTH PEKIAMHOTO areHTCTBA
Pexnamnas crparerus
IleneBas aynuropus
Menuannax

N3mepenue sppekTuBHOCTH

NuauBuayaiabHas/ rpynnosasi padora

Huxe npuBeneHbl HEKOTOPBIE JAOIMOJHUTENbHbIE 3aJaHUs, KOTOPbIE BBI
MO>KETE JIaTh BAILIUM CTYJCHTAM.

1.  BeiOeputre TEKylIyl0 peKjiamy TOCTEPUUMCTBA U IPOAHATUZUPYITE
€€, UCNOJb3Ysl KPUTEPUH, IPEJICTABIICHHBIE B IJIaBE.

2. Cospante peknamy TOCTEIPUMMCTBA, HCIOIb3Yysd  KPUTEpUH,
MIPE/ICTABIICHHBIE B TJIaBE.

3.  PaszpaboraiiTe cBOil COOCTBEHHBIN PEKJIIAMHBIA KOHTPOJIbHBINA CIIHCOK
WM PYKOBOJICTBO M UCIIOJIB3YHTE €ro Al KPUTUKU PEKIaMHBIX YCUIUN MECTHOTO

TOCTUHUYHOIO OM3HECA.

V. YYEBHO-METO/UYECKOE OBECIIEYEHHE
CAMOCTOSTEJBHON PABOTHI OBYUAIOIIUXCS

ILnaH-rpauk BbINOJHEHHS CAMOCTOATENbHON PA0OTHI 110 JUCHHUILIUHE

" IIpumepHbIe
Ne Hdara / cpoxu Bua camocrosiTesibHOM P P
HOPMBI BpeMeHH DopMa KOHTPOJIA
n/m BBINIOJTHEHUS padoThI
HA BBINOJHEHHE
VYnpaxuenue 1 W3yuenue Tteopernueckout | 6 IIposepka JIOCTYITHOCTHU

qacTu TCMBI, IIOHUCK

JIEKITUH, (hafiioB, 3aMaHui 1

nHpOpMaU 0 UX 3aluTa, MPOXOXKICHUE

riodanu3anuy, Typu3sMe | TecTa, aKTHBHOE YYacTHE B
1. TOCTHHHUYHOM CeKTope, 00CYXJI€HUU BOIIPOCOB IO

MOJrOTOBKA K  3allIuTe TeMaM 3aHATHH W 33/1aHWH,

3aaHuMH, MIOJITOTOBKA OTYETHI

¢aiinoB, TOATOTOBKAa K

00CYKICHHUIO JIOKJIA]IOB

VYnpaxuenus 2, 3,4, 5

W3ydeHue TeopeTHuecKon
4acTU TEMBI, MOJArOTOBKA K
TECTUPOBAHUIO, IOATOTOBKA
K OOCYXIEHHIO T'PYIHOBBIX
JIOKJIQIOB, TIOATOTOBKA K

IIpoepka JIOCTYITHOCTH
nexknni, daitnos, 3anaHuil 1
HX 3alluTa, MPOXOXKICHHE
TecTa, aKTUBHOE ydacTHE B
00CY’K/IeHUM BOIIPOCOB IIO




BBITIOJTHEHHUIO 3aJjaHUH TeMaM 3aHITHH W 3aJaHui,

OTYETHI
VYnpaxsenus 6, 7 W3ydenue Tteoperuueckon | 6 IIposepka JIOCTYITHOCTHU
YacTU TEMbI, MOATOTOBKA K JIEKITUH, (haiiioB, 3aIaHuid 1
TECTUPOBAHUIO, MOJTOTOBKA X 3allliTa, MPOXOXKJICHUE
3. K OOCYXIICHHIO TPYIITOBBIX TecTa, aKTUBHOE y4acTue B
JIOKJIAJIOB, TOATOTOBKA K 00CY>KICHUU BOIIPOCOB TIO
BBITIOJTHEHHUIO 3aaHUH TeMaM 3aHITHH W 3aJaHui,

OTYETHI

NTOI'O 18

PexomeHnanum 1mo caMoCTosITeJIbHOM padoTe CTYACHTOB

Oco0oe 3HaueHue g pa3BUTHUS TEOPETUUYECKOIO MaTepuana, a TaKkxKe s
npuoOpeTeHuss M (QOPMUPOBAHUS HABBIKOB HMEET CaMOCTOSTENIbHas padoTta
CTYJICHTOB.

CamocrosTenbHas pabora ctyaeHtoB no aucuuiuimHe "Hotel Sales and
Revenue Management" npeaycMaTpuBaeT U3y4yeHHE PEKOMEHAYEMOM OCHOBHOU U
JOTIOJHUTENBHOW  JINTEpaTyphbl, HamucaHue pedepaToB, MOATOTOBKY K
BBINIOJIHEHUIO U 3allUTE JIA0OPATOPHBIX PabOT U MPOMEKYTOUHYIO aTTECTALUIO —
HK3aMEH.

Jl1st caMOCTOSITENIbHON 3KCIEPTU3bl YCBOEHUSI TEOPETUUECKOT0 Marepuarna,
MOATOTOBKM K BBIMOJHEHHUIO U 3alUTE Ja00paTOpHON pabOThl M CAAauu SK3aMeHa

CTYACHTaM HpcajiararoTcst BOIIPOCHI AJIs1 CAMOKOHTPOJIA.

PexoMenaanuu mo padore ¢ aureparypou

[Ipu camoctosATenbHON paboTe C PEKOMEHyEMOU JIUTEpaTypoOil CTYIEHTHI
JOJKHBI CIEA0BATh ONPEACICHHON MOCIIEI0BATEIBHOCTH:

] mpu BbIOOpE AUTEPATYpPHOTO HCTOYHUKA TEOPETHYECKOro MaTepuaia
Jy4Illle BCEro MUCXOJIUTh U3 OCHOBHBIX MOHSITUN TE€Mbl Kypca, YTOOBI TOYHO 3HATH,
YTO MUCKATh B TOW WJIM MHOU IMyOIUKAIINY;

) nns Gosiee TIIyOOKOTO MOHUMAaHUS U YCBOCHHSI MaTepualia CleayeT YuTaTh
HE TOJBKO OIPENCIICHUS U TOHATHUS, MUMEIOIIHNECS B TEKCTE, HO U KOHKPETHBIC
MIPUMEDBI;

[ njst TOro, 4TOOBI MOYYUTh 00JIEe NIMPOKOE U CUCTEMHOE TOHUMAHUE T10
TeME€ BBl XOTHUTE IMPOCMOTPETh  HECKOJBKO  JUTEpaTypbl  (BO3MOXKHO,

aNbTEPHATUBY);




[} HeT HeoOXOAMMOCTH OOpPHCOBBIBATH BECh TEKCT IO PacCMAaTPUBAEMOMU
T€MEe, TaK KaK TaKOW MOJAXOJ HE IMO3BOJSET MNOHATh MaTepuall; HEOOXOAMMO
BBIJICJIUTh U OOPHCOBATH TOJIBKO OCHOBHBIE MOJIOKEHUS, ONIPEIEICHUS U MTOHATHUSA,

KOTOPBIC ITO3BOJIAIOT BBICTPOUTH JIOTUKY OTBETA HA UCCICAYCMBIC BOIIPOCHI.

Bonpocsl AJ1s1 CAMOKOHTPOJIA
Bomnpocel st caMOKOHTPOJIA IIpEJHAa3HAYECHBl Uil  CAMOCTOSATEIIbHOM
IIPOBEPKU CTYIEHTOM YCBOCHHUSA TEOPETHUYECKOr0 MaTepuana, MNOATOTOBKHA K
BBINIOJIHEHUIO W 3alIUThl MPAKTUYECKOM paboThl M 3k3aMeHa. [[ns ynoOcTBa
HCIIOJIB30BaHUs BOIIPOCHI JUIA CaMOKOHTPOJISA JENIATCA Ha pasfeibl U TEMBI

TEOPETUUECKON YaCTH Kypca.

Paznean 1. IlonnManne MHAYCTPUM IOCTENIPUMMCTBA U FOCTENNPUUMCTBA

Tema 1. KomnereHuuu Aj1si HIOHMMAaHUSA HHAYCTPUM TOCTENIPHUMCTBA

1. OnummTe, Kak Bally MOTPEOHOCTH KAaK MOTPEOUTENST MEHSIIOTCS IO
Mepe U3MEHEHHMS Balllel LN Ty TEIECTBUS.

2. OObsicHUTE, YTO BBl HUIIETE B MNPOAYKTE WM YCIyrax HHAYCTPUHU
rOCTEIIPUUMCTBA U KTO JIYYIlI€ BCETO OTBEYAET 3TUM NOTPEOHOCTSIM.

3. Brl paspabotanu npenmouteHuss OpeHja, Oyap TO aBUAKOMIAHUS,
TOCTUHHUILIA / MOTENb WJIM KOMITAHHSI OOIIECTBEHHOr0 NUTaHus? Bbl 10smucT?

4. Kakas koMmmaHusi TOCTEIPUUMCTBA JI€JAeT JYy4llylo paldoTy s
YAOBJIETBOPEHUS BallMX MOoTpeOHOocTel? OnMIIKUTe 3TU MOTPEOHOCTH M TO, Kak
OHHM YJOBJIETBOPSIOTCS (UM IOYEMY HEKOTOPBIE U3 HUX HE BBIIOIHSIIOTCSA).

5. [lepeuniciure NOpeaNOYTUTENbHbIE OpEHIbl TOCTENPUUMCTBA U

YKa)KUTE, KaK 3TU OpeH1bl UACHTU(PULIUPYIOT C BAllIUMHU MOTPEOHOCTAMH.

Tema 2. CerMeHTANMs PBIHKA M HHAYCTPHUS TYpH3Ma
1. Onpenenure CEerMEHTBHl pPBIHKA, B KOTOPBIE BBl NONAJACTE Kak
NoTpeOuTENh B UHAYCTPUU TOCTEIPUUMCTBA.

2. Omnpenenure TpU Tropoja HA3HAYECHMS, KOTOpPbIE BO3HUKIM 32



nocieanue 50 JeT, U yKaKuTe, IoYeMy OHU SIBIISIIOTCS TOPOJIaMHi Ha3HAUCHUS.

3. Ha3oBute Tpu Habopa ropoJACKHX Map HAa OCHOBE MEXKIYTOPOIHETO
TPAHCIIOPTHOTO MOTOKA.

4. OnumuTe aeMorpapuvecKkue XapaKTEPUCTHKH OOJACTH TOYTOBOTO
WHJIEKCA, B KOTOPOU BBI IPOYKUBACTE.

5. OOcyauTe mOpEeuMyIIECTBa, KOTOpPbIE BbI HIIETE, M MNOTPEOHOCTH,
KOTOPBIE BHI JIOJDKHBI OBUTH yJAOBIETBOPUTH B 0OBEKTE OOIIECCTBEHHOTO MUTAHUS.
CpaBHHTE UX C TEM, YTO HMIIYT BAIIH POJAUTEIIH.

6. Pazpaboraiite ncuxorpaduueckuii npodusib ce0s U OJHOTO U3 CBOUX

poauTeneit (MCHob3ys AeTeIbHOCTb, UHTEPEChl, MHEHHUS U T. /I.) U CPAaBHUTE HX.

Tema 3. Ilo3uuMOHMpPOBaHME B COOTBETCTBHMH C IPeANOYTECHUSIMH
norpeduTesieid B Typusme
1. OTnuyaTe KOHEYHBIX IIOJb30BATENEN OT NOCPEIHUKOB HA pPBIHKE

IIyTENIECTBUM U TOCTENIPUUMCTBA.

2. OxapakTepu3yite XapakTEpUCTHKM CETMEHTOB pBbIHKA JEJI0BBIX
MOE3/I0K.

3. Onuiure  XapakTepUCTUKH CETMEHTOB  pbIHKA  MPOTYJIOYHBIX
Iy TELIECTBUM.

4. OmnpeneneHue TYypUCTUYECKUX MOCPEIHUKOB [l JCJIOBBIX H

pa3BIlIeKaTEJIbHBIX CETMEHTOB PhIHKA MY TEIIECTBUM.
5. Onummre NOTPEOUTENIbCKUE XAPAaKTEPUCTUKU MOTPEOUTENBCKUX

CCTMCHTOB B HPII].IGBOﬁ IMPOMBIINIJICHHOCTH.

Paszpnea II. Kananbl pacipocTpaneHus

Tema 1. KomnereHuuu Aj1si KaHAJOB pacnpeaeeHust

1.OnummTe MOKynKy Bamled MOCIEIHEW NMOE3IKH, B TOM YHUCIE, CKOJBKO
KAaHAJIOB PACIPOCTPAHEHUS BbI HCIIOJIb30BAJIN.

2.BpiOepute KpynHyro (GpupMy HMHAYCTPUU FOCTENPUMMCTBA M C MOMOIIBIO

CBOMX TOJIOBBIX OTYETOB U APYrol MHPOpMaLUU ONpPEAEIUTE BCE BEPTUKAIbHBIE,



TrOpU3OHTAJbHBIE, OOpaTHbIE  W/MIM  TEPENOBbIE  ACMEKThl  WMHIYCTPUU
rOCTEIIPUUMCTBA, B KOTOPBIX YYacCTBYET pupma.

3.IloceTute TYypHCTHUYECKOE AareHTCTBO WJIM KOPIOPATUBHBIM  OTHEN
IIyTEMIECTBUM M NMPOCMOTPUTE €r0 aBTOMATU3UPOBAHHYIO CHCTEMY ITyTELIECTBH,
UACHTUGUUUPYS NPOAYKTHI MU YCIYTU U BOZMOXHOCTH.

4.Vccnenyiite OHIIAWH-TYPUCTUYECKHUE YCIYTH HA CBOEM KOMITBIOTEPE.

Tema 2. IloTpeOuTe/in M MAPKETHHT B NIEPCIEKTHBE

1. BromKeTHBIN MPOLIECC OTIENIa MAPKETUHTA U ITPOJAK.

2.Kak oTenb OpUEHTUPOBAH HA MPUOBLUILHBIE NOTPEOUTEIBCKUE CETMEHTHI.

3. Kak B orene hpopMupyroTcsi MApKeTUHTOBbIE€ CTPATETUU

4. Kak oTmen MapkKeTHMHTa M TpOAaX M OTENb B3aUMOJCHCTBYIOT C

TYPUCTUYECKUMU ITOCPEAHUKAMMU.

Tema 3. Ilpumenenue KiroueBbix MapkeruHrosbix Meroposoruii:
Mapxkerunrossie UccienoBanus

1.CBsKMTECH C MECTHBIM OTIEJIOM MAapKETHHIA W MPOJAX OTEJ U y3HAWTE,
KaKh€ METOJAbl W HWHCTPYMEHTBl OHM HCIOJB3YIOT JUIA HCCICIOBAHMS CBOMX
PBIHKOB M KOHKYPEHIINH.

2.CocTaBbTe CIUCOK BCEX OCHOBHBIX (DaKTOPOB BHEUIHEH CPEJIbl, BIMSIIOLIUX
Ha OTeJIb WJIM PECTOPaH B BallleM pailoHe pblHKa. Pemmnre, Oyner au kakoi-n1udo u3
(akTOpoB mpearaTb HOBYIO MAapKETMHITOBYIO CTPATErwio JUisl OTENs WU
pecropasa.

3.IlpoBeaute (oOKyc-rpynmny Cpeaud OJHOKIACCHUKOB IO BBIOPAHHOMY
TYPUCTUYECKOMY MPOAYKTY WM YCIIyTE.

4.BpiOepute NPOAYKT WU YCIAYTy MyTEHIECTBUS, C KOTOPHIMUA Bbl 3HAKOMBI,
Y HAMJUTE UX B CETKE MApKETUHIOBOU cTpaTeruu. COCTOSHUE COCTOSTHUE PBIHKA U
KOHKYPEHTOCIIOCOOHOCTh ~ Balllero mpoaykra wuinu yciayru. [lpumgymaiite

MAapKETUHIOBBIE CTPATETUH IS YIYUYILIEHHS 3TOW MMO3ULUU.



Pazgea III. Ilpumenenune KiaroueBbix Mapkerunrosoix MerTogo/ioruii:
Ipoxaxu

Tema 1. KoMnereHuUMu 1mo NpUMEHEHUI0 KJIKYEBBIX MAaPKETHHIOBBIX
METOAO0JOTHIi: POJAKHT

1.00BsicHUTE, Kak OpraHu3oBaTh O(HUC MNPOJaXK, YTOObI MaKCHUMAalbHO
UCIONB30BaTh BpeMs Bcex mnpoxaasunoB. OOcynuTe, 4YTO CEKpeTapb WIH
aMUHUCTPATUBHBIA TOMOILIHUK MOET CJeNaTh B CBOOOJHOE BpEMs, UYTOOBI
IIOMOYb BaM B IPOJAXKaX.

2.Pa3zpaboTka creHapus Ajid Teae@OHHBIX MPOAAK YCUIUH, KOTOpBIE
MPUBOJST K ONPEAEICHHOMY OpOHUPOBAHHUIO.

3.IlocetuTe MecTHBI OTenb WM Ooduc mponax Kypoprta. IIpocMmorpure
KOHTPOJIBHBIE CHUCKH, MPEACTABICHHBIE B JTOM TIJlaBe, W ONPEACIHTE,
OpPraHHU30BaH JIM OTAEII MPOAAX HEABUKUMOCTH.

4. Co3paitiTe TMCHMO NMPAMON MOYTHI, KOTOPOE MPOAAET.

5.Ilocetute MecTHBIM oduC mnOpoAaxk OTeAs U HPOCMOTPUTE  BCE

(I)YHKI_II/IOHaJIBHBIe ACIICKThI, KOTOPLIC OBLIN ABTOMATU3UPOBAHBI.

Tema 2. O0cay:xxuBanue KiimeHToB B Typu3me

1.OnumuTe, kak Bbl OyAeTe paclio3HaBaTh MOTEHIUAIBHYIO MPoOiieMy,
MpeX/ie YeM OHA CTAHET pealibHOM B c(hepe rocTenpuuMCTBA.

2. [Iepeuncnaure TOUKM BCTPEUN B THITUIHOM OTEJIE.

3.Co3paiiTe CHMCOK JIMYHBIX aTpuOYyTOB, KOTOPbIE Bbl OyJeTe HMCKaThb IpH
HaliMe COTPYAHHUKA CIY>KObI MOAAEPHKKHA KIUEHTOB.

4 Ilogymaiite o mpobieMe, KOTOPYH KIMEHT MOXET HWMEThb B OTele, U

pa3paboTaiite penieHue, yA0BICTBOPSIONIEe KINEHTA.

Tema 3. Pexkiiama B Typuzme
1. Boeibepure  Tekymyro  pekinamy — cpepbl  FOCTENPUMMCTBA U
MPOAHATIMZUPYHITE €€, UCTIONb3YSl KpUTEPHUH, PEJCTABICHHBIE B IJ1aBE.

2. Coznaiite pekiamy cdepbl FOCTENPUHUMCTBA, HCMOJIb3Yys KPUTEpUH,



Mpe/ICTaBJICHHBIC B TJIaBe.
3. Pa3paboTaiiTe cBOM COOCTBEHHBIN pEKIaMHBIM KOHTPOJIbHBIM CIUCOK
WIA PYKOBOJCTBO U MCTIONB3YWTE €ro JJI KPUTUKH PEKIAMHBIX YCUINI MECTHOTO

TOCTUHUYHOIO OM3HECA.

VI. KOHTPOJIb JOCTUXXEHUS HEJEN KYPCA

Ne Kourtpoaupyembie Kon u HammeHoBaHMe OueHouHbIE CpeACTBA
n/n pas3aesl / TeMbl HHIMKATOPA JOCTUKEHUS TeKyImii KOHTPOITE S ————
AUCHUTIIUHBI
aTTecTanus
Pasznen I Kanassr (Ypoxk 1);
pacrpocTpaHeHHs 3naer Pabora Ha ypoke Tecr
Pazgen 11 NuauBuayanbHble /| (Ypoxk 1)
IIpumenenue OIIK-3 I'pynnoBsle 3a1aHus
KiroueBbix OIIK-4 (Ypoxk 2);
MapKeTUHTOBBIX v Paborta Ha ypoke Tecrt
“ MeeT
I\H/Iemﬂonornﬂ' WNupuBuayanpHEIE / (Ypok 2)
POA@XKH ['pynmossle 3agaHust

VIL. CHUCOK YYEBHOM JIUTEPATYPbI U UHOOPMAIIMOHHO-
METOANYECKOE OBECIIEYEHHUE JUCIHUIIJINHBI

OcHoBHas JquTEpaTypa

(2/1eKmpoHHble U nevamuvle U30aHus1)

1. l'omoa A.I'.  VYmpaneHnue npojaxxamu: [DIEKTpOHHBIA pecypc] /
AIl. TomoBa - M.: JlamkoB wu K, 2017. Pexum pocryna:
http://znanium.com/catalog/product/414918

2. Ixo60ep M., Jlamkactep /. [Ipogaxku u  ympaBlieHHE
npoaaxamu [DnekTponubiid pecypc] / H. dxo60ep, H.Jlankactep - M..FOHUTU-

JHAHA, 2015. Pexxum nocryna: http://znanium.com/catalog/product/872281

3. Kazakop C.II. Cymuocts u  cneuupuka  QopMUpOBaHUS
WHHOBAIIMOHHOTO  MapKeTHHra B cdepe TOCTeNpUUMCTBA H  TypU3Ma
[Dnektponnslil pecypc] / C.II. Kazakos - M.: UTHOPA-M, 2016: Pexum noctyna:
http://znanium.com/catalog/product/561287




4. CaBuyk B.IL VYmpasienue PUOBLIBIO "
OroxeTrpoBanue [nexkTpoHHbI pecypc] / B.I1.CaBuyk - M.:.BMMHOM. JI3, 2015.

Pexxum nocryna: http://znanium.com/catalog/product/476715

5. Cycnoga, 0. FO. [IpuObuis npennpustus [DneKTpoHHBIA pecypce] : /
0. 10. Cycnora, H. H. Tepemenko. — Kpacnosipck: Cub. denep. yn-t, 2014.

Pexxum nocryna: http://znanium.com/catalog/product/505759

JlonmotHuTEIBLHAS JIUTEPATYpa

(newammuule u 31eKMpPOHHbBIE U3OAHUSL)

1. Chuck Kim Gee. International Hotels Development and Management
[American Hotel & Lodging Educational Institute, 2012] Pexum noctyna:
https://www.ahlei.org/resources/instructor-resources/

2. David K. Hayes, Jack D. Ninemeier, Allisha A. Miller. Hotel Operations

Management [Pearson =~ Higher Ed  USA, 2016] Pexum  gocryna:

https://www.ahlei.org/resources/instructor-resources/

3. Debra F. Cannon. Training and Development for the Hospitality Industry
[American Hotel & Lodging Educational Institute, 2003] Pexum noctyna:

https://www.ahlei.org/resources/instructor-resources/

4. James R. Abbey, Ph.D. Convention Sales and Services, Ninth Edition
[American Hotel & Lodging Educational Institute, 2016] Pexum noctyna:
https://www.ahlei.org/resources/instructor-resources/

5. James R. Abbey, Ph.D. Hospitality Sales and Marketing, Sixth Edition

[American Hotel & Lodging Educational Institute, 2016] Pexum noctyna:

https://www.ahlei.org/resources/instructor-resources/

6. Karen Lieberman, Bruce Nissen. Ethics in the Hospitality and Tourism
Industry [American Hotel & Lodging Educational Institute, 2005] Pexxum nocryna:

https://www.ahlei.org/resources/instructor-resources/




7. Michael N. Chibili. Modern Hotel Operation Management [Noordhoff
Uitgevers bv Groningen/Houten, The Netherlands, 2016] Pexum npocryna:

https://www.ahlei.org/resources/instructor-resources/

8. Michael L. Kasavana, Ph.D. Managing Front Office Operations, Tenth
Edition [American Hotel & Lodging Educational Institute, 2017] Pexxum nocryna:

https://www.ahlei.org/resources/instructor-resources/

9. Philip Kotler. Marketing for Hospitality and Tourism, Global Edition
[Pearson Higher Ed USA, 2016] Pexum JOCTyTA:

https://www.ahlei.org/resources/instructor-resources/

10. Robert H. Woods, Misty M. Johanson, Mochael P. Sciarini. Managing
hospitality human resources [American Hotel & Lodging Educational Institute,

2012] Pexxum noctyna: https://www.ahlei.org/resources/instructor-resources/

11.Rocco M. Angelo, Andrew Vladimir. Hospitality Today: An Introduction
[American Hotel & Lodging Educational Institute, 2011] Pexum noctyna:

https://www.ahlei.org/resources/instructor-resources/

12.Ronald A. Nykiel. Marketing in the hospitality industry. [American Hotel
& Lodging Educational Institute, 2015] Pexxum J0CTyIa:
https://www.ahlei.org/resources/instructor-resources/

VIILMETOJMYECKME YKA3AHUS IO OCBOEHMIO
JUCHUTNIUHBI

Peanuzauus yuebHoit nucuunnunsl "Hotel Sales and Revenue Management"
MPEAYCMOTPEHBI CIEAYIONME BHUAbl y4eOHOW paboOThI: JEKIUHU, J1abopaTOpHbIC
paboThl, caMOCTOsITeNIbHAasE paboTa CTYJEHTOB, TEKYILIEro KOHTPOJS H
MPOMEXKYTOYHOM aTTecTaIiu.

Pazsutne nucuumrmumael "Hotel Sales and Revenue Management "
IpeIyCMaTpUBAaeT pEHUTHHTOBYIO CHCTEMY OIICHKM 3HAHUM CTyJEHTOB W
o0ecrieunBaeT ISl yUUTENsl TeKYIIMA KOHTPOJIb 33 MOCEIIAeMOCTBIO CTyACHTaMHU
JEKIUH, TTOJrOTOBKA U BBHIMIOJHEHHE BCEX JaOOpaTOpHBIX paboT ¢ 00s3aTeIbHBIM

MPEIOCTAaBIEHUEM OTYeTa O pabdoTe, peaju3alui BCEX BUIOB CaMOCTOSITEIbHOU

padoTHL.



[IpomexxyTounas arrecrauusa no aucuummuinae "Hotel Sales and Revenue
Management" 3T0 3K3aMeH, KOTOPBIA IPOBOJIUTCA B OPME TECTUPOBAHMUS.

e  U3ydYeHHE TeopeTruueckoro Mmarepuaina (20 6annos);

®  YCIEIIHOE BHINOJHEHNE MPaKTUYECKUX 3a1anuii (50 6amoB);

®  CBOEBPEMEHHO M YCHEIIHO BBIMOJHATH BCE BHUABI CaMOCTOSTEIHHOM
pa6oTs (30 GanoB).

CryaeHt cumrtaercs artecToBaHHbIM mo aucuumiumHe "Hotel Sales and
Revenue Management" ¢ ydeTtom BCeX BHUIOB MNOCTOSSHHOTO MOHUTOPUHTa M
CaMOCTOATENbHON padOThl, MPEAYCMOTPEHHBIX YUEOHBIM IJIAHOM.

Kpurepuu oneHku no JUCHUIUIMHE " TOBapbl HAPOIHOTO MOTpeOaeHUs "uist
aTTecTally Ha 3K3aMeHe cieayromue: 86-100 6annoB — "oTauyno", 76-85 G6amios
— "xopomo", 61-75 OGamnoB — "yaoBaeTBoputenabHO", 60 M MeHee OanIoOB —

"HEYyIOBJIETBOPUTEIBHO".

PexomMeHIan UM M0 NJIAHUPOBAHUIO U OPTaHU3ALMU BpeMeHH,
OTBE/IEHHOI'0 HA U3y4YeHHe TUCUHIIHHbI

OnTuManbHBIM BapUaHTOM IJIAHUPOBAHUS U OPTaHU3AIHMH CTYACHYECKOTO
BPEMEHH, HEOOXOAMMOTO ISl M3YYCHHUS AUCUUIUIMHBI, SBISETCS PaBHOMEPHOE
pacnpezneneHue pabodyedl Harpyskd, T. €. CHCTEMaTH4eCKOE O3HAKOMIIEHUE C
TEOPETUYECKIM MaTepuajoM Ha JIGKIHUSIX W 3aKpPEIUICHWE 3HAHHH, MOTYYCHHBIX
IpyU TOJATOTOBKE M  BBINOJHEHUU JaOOpaTOpHBIX pabOT W 3a/JaHui,
MPEAYCMOTPEHHBIX JIs1 CAMOCTOSITEIbHON PaOOThI CTYAEHTOB.

[TogrotoBka Kk  Ja0OpaTOpHBIM  paboTaM  JOJKHA  MPOBOJUTHCS
3a0J7arOBPEMEHHO, 4YTOOBl HMMETh BO3MOXXHOCTh IPOKOHCYJIBTHUPOBATHCS C
IpernojiaBaresieM IO BO3HUKAKOIIUM BompocaM. B ciydae mnpomycka 3aHATUN
HEOOXOAMMO  NPENOCTaBUTh  NUCBMEHHYIO  Pa3pabOTKy  MNpONYyIIEHHOU
nabopaTopHOil pabOTHI.

CamocrosTenbHass paboTa JOKHA TMPOBOJUTHCS B COOTBETCTBUU C

rpaduKoM U TpeOOBaHUSAMH, MTPEAJIOKEHHBIMH MPENOAABATEIIEM.

AJIFOpI/ITM H3YYCHUA NUCIHUIIJIMHBI



N3yuenue Kypca JOJKHO BECTUCh CHUCTEMATUYECKH M COINPOBOXKIATHCS
noApoOHbIM pe3tome. KOHCHEeKT pexkoMeHAyeTcs BKIKYaTh BCE BUIbI yUEOHOMU
paboOThI: JIEKIMH, CAaMOCTOSTEIbHOE M3yYEHHE DPEKOMEHAYEMOW OCHOBHOM H
JOTIOJTHUTENBHONW JUTEPATypbl, OTYETHl MO JIADOPAaTOPHBIM padoTaM, pelIeHue
CUTYAIlMOHHBIX 33714 U KPOCCBOPIOB, OTBETHI HAa BOIPOCHI JJIi CAMOKOHTPOJIS U
Apyrue 3aaHus, IpeagaraeMble JUisi CAMOCTOSITENbHOM padOThI CTYIEHTOB.

OCHOBHBIM TMPOMEXYTOYHBIM IIOKa3aTeJeM YCIEIIHOCTH CTYACHTa B
IpOIecCe HW3YYCHHs] AMCIMIUIUHBI SIBISIETCS €r0 TOTOBHOCTH K BBIIIOJIHEHUIO
nabopaTtopHOil pabOTHI.

[Ipy mnoaroroBke K J1abOpaTopHbIM paboTaM, B TNEPBYI OuYepenb,
HEOOXOJAMMO O3HAaKOMUTbCA C IUIAHOM YpPOKa, M3YyYHUTh COOTBETCTBYIOIIYIO
JUTEpaTypy, HOPMATHUBHO-TEXHUYECKYIO JOKyMeHTaruio. [lo kaxxaomy Bompocy
nabopatopHON paboOThl CTYJAEHT JIOJDKEH OMNpPEACNIUTh U HU3YUUTh KIIOUEBBIC
NOHATHA W TOHATHSA. B ciydae 3arpyaHeHUil CTyIEHT MOXET OOpaTHThCS 3a
KOHCYJIbTAIIMEN K BEYIIUM MPENOIaBaTEIIEM.

Kpurepuii rotoBHOCTH K Ja00OpaTOpHON pabOTHI SBISETCS CHOCOOHOCTH
CTyJEHTa OTBETUTh HA BCE KOHTPOJBbHBIE BOMPOCH, PEKOMEHIOBAaHHBIC
MPENo/1aBaTeIEM.

3HaHUA, TONyYEHHBIE CTYJACHTAaMU B MPOIECCe H3yUYEHUS AUCIUILINHBIL,
JOJIKHBI 3aKPEIIATHCA HE IOBTOPEHUEM, a UCIIOIb30BAHUEM MaTepHaa. JTa Lellb
npu u3yuenun aucuuruinebl "Hotel Sales and Revenue Management" saBisitoTcs
aKTUBHBIMH (hOpMaMU M METOJIaMU OOYyUCHHsI, TAKUMHU KaK METOJ CUTYallMOHHOTO
aHanu3a, KOTOPBIM TMO3BOJSET CTYIAEHTY OBJaAECTh MNPOPECCUOHAIBHBIMU
KOMIETCHIMSIMHU U TIPOSIBUTH UX B YCIOBUSAX, UMUTHPYIOIINX MPOPECCHOHATHHYIO
JEeSATENbHOCTb.

Oco0oe 3HaueHue g pa3BUTHUS TEOPETUUYECKOIO MaTepuaina, a TaKkxKe s
npuoOpeTeHuss M (QOPMUPOBAHUS HABBIKOB HMEET CaMOCTOSTENIbHas padoTta
ctyneHToB. CamocrosiTenbHas paboTa CTYAEHTOB MO JaHHOW JUCUUILIMHE
NPEANONaraeT M3y4YeHUE PpPEKOMEHIYEMOW OCHOBHOM M JIONOJIHUTEIIbHOU

JUTEPATYPhl, MOATOTOBKA K BBIMOJIHEHUIO U 3alllUTE JAa0OpPAaTOPHBIX padoT U



MIPOMEKYTOUHOM aTTeCTALIMK — HK3aMEH.
Jl1st caMOCTOSITENIbHOM 3KCIEPTU3bl YCBOEHUSI TEOPETUUECKOT0 Marepuarna,
MOATOTOBKHM K BBIMOJHEHHUIO U 3alUTE Ja00paTOpHON pabOThl M CAauu SK3aMEHa

CTYACHTaM HpcajiararoTcst BOIIPOCHI AJIs1 CAMOKOHTPOJIA.

PexoMenganuu mo padore ¢ aureparypoi

[Ipu camocTosATENnbHOM paboTe C PEKOMEHAYEMOW JIUTEPaTypoOll CTYJIECHTHI
JOJKHBI CIEA0BATh ONPEACICHHOMN MOCIIEI0BATEIIBHOCTH:

o IpU BbIOOpE JHUTEPATypPHOIO0 MCTOYHMKA TEOPETHYECKOr0 MaTepualia
Jy4Ille BCEro MUCXOJIUTh U3 OCHOBHBIX MOHSITUN T€Mbl Kypca, 4TOOBI TOYHO 3HATh,
YTO UCKATh B TOM WJIM UHOM U3/IaHWUU;

e g Ooznee TJIyOOKOr0O NMOHMMAaHUS U YCBOEHUS MaTepHualia CleayeT
YUTATh HE TOJIBKO OMNPEAECICHUS W TMOHSATHS, MUMEIOIIMECS B TEKCTE, a TaKkKe
KOHKPETHBIE TPUMEDHI;

®  JUIA TOro, YTOOBI MOJIYYUTh OOJIEE MIMPOKOE U CUCTEMHOE IMOHUMAaHUE
0 TEME BBl XOTUTE€ MPOCMOTPETh HECKOJIBKO JIUTEPaTypbl (BO3MOXKHO,
aNbTEPHATUBY);

®  HET HeOOXOAMMOCTH OOpPUCOBBIBATH BECh TEKCT MO paccMaTpUBaEMOM
T€MEe, TaK KaK TaKOW MOJAXOJ HE IMO3BOJSET MNOHATh MaTepHasl; HEOOXOAMMO
BBIJICJIUTh U OOPUCOBATh TOJIbKO OCHOBHBIC MOJOXKEHUS, ONPEICTICHUS] U TTOHSATHUSI,

KOTOPBIC TO3BOJIAIOT BRICTPOUTD JIOTUKY OTBCTA HAa MUCCIICAYCMBIC BOITPOCHI.

PexomeHnanum 1o noaAroToBKe K 3K3aMeHy

[Ipu camoctosATenbHON paboTe C PEKOMEHIYEMOM JIUTEpaTypOll CTYJEHTHI
JOJIKHBI CIE0BATh ONPEACIICHHON ITOCIIEN0BATEIbHOCTH:

o IpU BbIOOpE JHUTEPATypPHOIO0 MCTOYHUKA TEOPETHUYECKOr0 MaTepualia
Jy4lle BCEro UCXOAUTh M3 OCHOBHBIX MOHSTHI TeMbl Kypca, 4YTOObl TOYHO 3HATh,
YTO UCKAaTh B TOM WJIX UHOM U3[1aHUH;

e s Oosnee riayOOKOro NMOHUMAHUS U YCBOGHMS MaTepuaya CIEAyeT

quTaTb HC TOJIBKO OIPCACICHUA W IMOHATHA, HMMCIOINIMECA B TCKCTC, a TaKIKC



KOHKPETHBIE IPUMEPHI;
® I TOro, YTOOBI MOJYYUTh OOJIEE MIMPOKOE U CUCTEMHOE NMOHUMAaHUE
0 TEME BBl XOTUTE€ MPOCMOTPETh HECKOJIBKO JIUTEpaTypbl (BO3MOXKHO,
aNbTEPHATUBY);
®  HET HEOOXOAMMOCTH OOpPUCOBBIBATH BECh TEKCT MO paccMaTpUBaEMOM
T€MEe, TaK KaK TaKOW MOJAXOJ HE IMO3BOJSET MNOHATh MaTepHuall; HEOOXOAMMO
BBIJICJIUTh U OOPHCOBATH TOJIBKO OCHOBHBIE MOJIOKEHUS, ONIPEIEICHUS U MTOHATHUSA,

KOTOPBIC TO3BOJIAIOT BBICTPOUTD JIOTUKY OTBCTA HAa UCCIICAYCMBIC BOITPOCHI.

IX. MATEPUAJBHO-TEXHMYECKOE OBECIEYEHME
JTUCHUTNIUHBI

Jns ocymectBienust yueoHoro npoiecca no aucuumuinae "Hotel Sales and
Revenue Management" HeoOx0oauMo:

Havano u3ywyenus aucuuruinasl "Hotel Sales and Revenue Management",
CTYJI€HTBI IOJ>KHBI:

O3HaKOMHUTBCA € MOPOrpaMMoOM, H3YyUYUTh CIHCOK PEKOMEHIyeMOil
JUTEPATYPBI; MPOrpaMMy Kypca HYKHO OyJeT BO3BpallaTh MOCTOSHHO, TaK Kak
YCBOEHUE KAXKJIOM TEMbl OTIEIbHO, JJISi TOTO, YTOOBI MOHATH, TOCTATOYHO JIH
M3YYEHBI BCE BONPOCHI;

[Ipu noarotoBke k 3ansaTusM no aucuuiuinHe "Hotel Sales and Revenue
Management", ciieqyeT pyKoOBOJCTBOBATHCSI HOPMaMU BPEMEHU ISl BBIMOJIHEHUS
3ananuid. Hampumep, mpu MOArOTOBKE K YPOKY IJisi M3yuyeHus pedepara OJHOU
JEKIUU Y4eOHUKH, KaK MPaBUIIO, JAIOTCS OT 2 4acoB JI0 3 4acoB, a JIJIsl U3YUYCHUS
MEPBOMCTOYHUKOB TEKCTa C KpPaTKUM H3JIokeHueM 1,52 yaca, mpu MOATOTOBKE

TOJBKO IJTAaHA OKOJIO 2 Y4acoB.



X. ®OHIbI OHEHOYHbBIX CPEACTB
3a4yeTHO-IK3aMEeHAIIHOHHbIE MATEPHAJIbI

OueHoYHBIE CPEICTBA /JI IPOMEKYTOYHOI aTTeCTAlMU
TecToBbIC 3a0aHUA

1. Which of the following statements about the hospitality industry and
technology is false?

a. Today’s technology is changing the way hospitality firms do business.

b. More and more guestrooms are featuring high-tech gadgets and facilities
such as fax machines and Internet connections.

c. The use of “smart cards” is decreasing in the hotel industry.

d. Today’s technology has had a positive impact on the way hotels manage
their sales and marketing efforts.

2. Which of the following statements about the hospitality industry and
globalization is false?

a. It is expected that thousands of hotels will be built in the Asia-Pacific
region within the next few years.

b. Foreign hotel chains have established a greater presence in the United
States.

c. The first hotels built outside the United States by U.S. hotel chains were
usually upscale properties located in capital cities.

d. Globalization has not affected the food service industry very much.

3. Stacy is a very personable food server who is always friendly with the
restaurant’s guests. Alex, on the other hand, is merely civil to guests most of
the time. This illustrates the of hospitality products and services.

a. intangibility

b. inconsistency

c. perishability

d. incompatibility



4. Salespeople do not sell guestrooms or banquet rooms; they sell the use
of these rooms. This refers to the of hospitality products and
services.

a. intangibility

b. inconsistency

c. inseparability

d. inaccessibility

5. In small to medium-size properties, which of the following positions is
generally responsible for advertising and public relations activities?

a. the general manager

b. the sales manager

c. the front office manager

d. the food and beverage director

6. Peak business periods, off-seasons, and shoulder periods are most
relevant to the component of the hospitality marketing mix.

a. product-service

b. place-distribution

C. promotion-communication

d. price-rate

7. Advertising and direct mail campaigns best fit into which of the
following components of the hospitality marketing mix?

a. product-service

b. place-distribution

C. promotion-communication

d. price-rate

8. Mick is responsible for evaluating the brand identity of a chain and
recommending ways to increase the value of the brand. For which of the
following components of a hospitality marketing mix is Mick responsible?

a. product-service mix

b. place-distribution mix



C. promotion-communication mix

d. price-rate mix

9. Which of the following statements about the relationship between
marketing and sales is true?

a. Sales and marketing have no relationship to each other; they are
completely separate activities.

b. The scope of marketing activities is more long-term than that of sales
activities.

c. Marketing has more direct customer contact than sales.

d. Sales focuses more on creating the appropriate mix of business than does
marketing.

10. The director of sales produces a report that details the number of
room nights sold for each market segment by salesperson. This report is a
critical part of which of the following steps in the marketing planning cycle?

a. positioning the sales force

b. evaluating the marketing plan

c. implementing marketing objectives

d. validating the percentage-of-sales marketing budget

11. The principal advantage of zero-based budgeting is that:

a. every expenditure is questioned.

b. every revenue source is questioned.

c. all revenue-center accounts are “zeroed out” at the end of every month.

d. no revenue-center account is allowed to reach zero during the fiscal year.

12. “Increase room nights from the senior-citizen market during June
while maintaining an average room rate of $59.” What is wrong with this
marketing objective?

a. It is not quantity-specific.

b. It is not time-specific.

c. It is not market share—specific.

d. There is nothing wrong with this marketing objective.



13. Which of the following statements about determining marketing
objectives is true?

a. Objectives should be stated in general terms to ensure that the entire staff
clearly understands them.

b. All markets with potential sales should be targeted equally by written
objectives for each revenue center.

c. Objectives for each market segment and revenue center should be
measurable.

d. Occupancy and other forecasts should be based on prior years’
performance.

14. Which of the following tools would managers use to determine the
current guest base and assess the decline or growth of business from market
segments?

a. revenue grid and occupancy chart

b. market share and fair share calculations

c. competition analysis and situation analysis

d. REVPAR and positioning analysis

15. Given the data above, which of the following properties has the

highest fair share?

Number Availabl Occupa Room
of Rooms e Rooms ncy Nights Sold
Percentage

Hotel 1 150 54,750 78% 42,705
Hotel 2 200 73,000 70% 51,100
Hotel 3 250 91,250 74% 67,525
Hotel 4 300 109,500 60% 65,700
Total 900 328,500 227,030
a. Hotel 1
b. Hotel 2

c. Hotel 3




d. Hotel 4
16. Given the data above, which of the following properties has the

highest market share?

Number Availabl Occupa Room
of Rooms e Rooms ncy Nights Sold
Percentage

Hotel 1 150 54,750 78% 42,705
Hotel 2 200 73,000 70% 51,100
Hotel 3 250 91,250 74% 67,525
Hotel 4 300 109,500 60% 65,700
Total 900 328,500 227,030

a. Hotel 1

b. Hotel 2

c. Hotel 3

d. Hotel 4

17. All of the following are ways to determine how a property’s
performance compares with competitors except:

a. determining market share.

b. determining fair share.

c. comparing RevPAR.

d. segmenting target markets.

18. Which of the following steps in the cycle of marketing planning
involves property, competition, and marketplace analysis?

a. designing action plans

b. positioning the hotel

c. conducting a marketing audit

d. selecting target markets

19. A marketing plan should be developed for at least a

period.




a. six-month

b. three-year

c. ten-year

d. twenty-year

20. In which of the following types of personal sales calls does the
salesperson typically make a strong sales pitch, overcome a decision-maker’s
objections, and ask for the sale?

a. a cold call

b. a public relations call

c. a presentation call

d. a service call

21. Group sales at the Kingsward Hotel have steadily fallen over the
past several months. One of the first actions Harry takes as the new director
of sales is to shore up the current customer base. He has each account
manager call on current clients to promote goodwill and to assure them that
the hotel wants to meet their future needs. Which of the following best
identifies the type of personal sales calls that Harry wants his staff to make?

a. cold calls

b. appointment calls

c. presentation calls

d. public relations calls

22. Sharon, the new director of sales at the Westgate Hotel, assigned
each of her three account managers ten personal sales calls a week. The
objective was to introduce prospective clients to the products and services of
the hotel. Before making the calls, account managers were to gather as much
information as possible about their prospects’ needs. Which of the following
best describes the type of personal sales calls that Sharon wants her staff to
make?

a. cold calls

b. presentation calls



c. public relations calls

d. service calls

23. A salesperson would typically use all of the following sources when
prospecting for individual and group business in relation to family social
functions except:

a. retail store managers.

b. chamber of commerce listings.

c. church officials.

d. newspaper stories.

24. Which of the following types of territorial space is the most
appropriate for salespeople to use when beginning a sales presentation to an
individual decision-maker?

a. public space

b. social space

c. personal space

d. intimate space

25. The nonthreatening area that is the greatest distance from a client is
called space.

a. public

b. personal

c. intimate

d. social

26. Which of the following statements about a presentation sales call is
false?

a. During a presentation sales call, a “major close” is a question or statement
that asks for the sale.

b. During a presentation sales call, a salesperson should handle all of the
client’s objections immediately.

c. Questions about the specific needs of the client should precede the actual

sales presentation.



d. A follow-up letter is necessary even when a presentation sales call does
not result in a sale.

27. A client who says, “All of our board members are happy with the
hotel we currently use” is stating a objection.

a. price or rate

b. product or service

c. lack of interest or urgency

d. features/benefit

28. Which of the following places the five steps of a personal sales call in
the correct order?

a. opening the sales call, the presentation, getting client involvement,
overcoming objections, closing and following up

b. opening the sales call, overcoming objections, getting client involvement,
the presentation, closing and following up

c. opening the sales call, getting client involvement, the presentation,
overcoming objections, closing and following up

d. opening the sales call, overcoming objections, the presentation, getting
client involvement, closing and following up.

29 A salesperson would likely spend the least amount of time with:

a. new accounts with high potential.

b. present accounts with medium potential that are providing an acceptable
level of business.

c. new accounts with medium potential.

d. present accounts with high potential but lower than expected profitability.

30. Benita, the reservations manager at the Greentree Hotel, is having a
training session with Theresa, a new reservationist. Benita tells Theresa that
it’s important to have a “verbal smile” when answering the telephone for the
hotel. Theresa says she doesn’t know how to do that. Which of the following is
the best advice Benita can give Theresa for achieving a verbal smile when she

speaks on the telephone?



a. “Be sure to speak clearly.”

b. “Simply smile while you speak.”

c. “Just be friendly.”

d. “You can project a verbal smile by speaking slowly and never interrupting
the caller.”

31. Which of the following types of outgoing sales calls is made in order
to find out if an individual or company warrants an in-person sales call?

a. a qualifying call

b. a service call

c. a promotional call

d. a public relations call

32. The first step in a telephone appointment call is to:

a. set the appointment.

b. present the sales pitch.

c. reach the decision-maker.

d. overcome objections.

33. Which of the following statements about telephone sales calls is
false?

a. The “pause close” is very effective in telephone selling.

b. A good way to build rapport with a client during the opening of a
telephone appointment call is to use a third-party endorsement.

c. Qualifying calls are used to find out if an individual or company warrants
an in-person sales call.

d. If a decision-maker cannot be reached during a telephone appointment
call, the salesperson should always leave a message.

34. “Shall I book your tour group for Friday night or Saturday
morning?” is an example of:

a. assuming a sale.

b. a forced-choice question.

c. closing on a stipulation.



d. a fact-finding question.

35. Don is the catering sales manager at the Bluestone Hotel. He has
made calls all week to couples who have recently announced their
engagements in the local newspaper. He made these calls to tell these couples
about the hotel’s new wedding reception package. These calls are classified as

calls.

a. qualifying

b. service

c. promotional

d. public relations

36. Which of the following types of outgoing sales calls is made just to
keep in touch with clients?

a. a service call

b. a qualifying call

c. a promotional call

d. an appointment call

37. Vivian is the manager of the Downhome Restaurant. She got a
complimentary letter from a recent customer who tried the restaurant for the
first time and liked it. She called the customer to thank him for taking the
time to write and to invite him to return to the restaurant soon. This is an
example of a call.

a. promotional

b. service

C. prospect

d. public relations

38. An inquiry call is an example of a(n) call.

a. prospect

b. incoming

c. public relations

d. outgoing



39. For which of the following purposes are telephone sales blitzes used?

a. to gather information

b. to follow up on clients who have recently booked a function at the
property

c. to generate goodwill toward the property among the general public

d. to maintain existing business relationships

40. At an executive committee meeting, the food and beverage director
noted the low percentage of hotel guests dining at the restaurant during their
stay. The general manager suggested that the committee develop a training
program for all front-of-the-house employees on how to present the benefits of
the hotel’s restaurant to guests. What the general manager is suggesting is an
example of:

a. internal sales.

b. external sales.

c. internal marketing.

d. external marketing.

41. Salespeople at the Convention Center Hotel can negotiate terms and
conditions with clients without constantly seeking approval from the director
of sales. This illustrates the concept of:

a. upgrading.

b. internal marketing.

c. employee empowerment.

d. external marketing.

42. Monica, a room attendant at the Glitz Hotel, responded to a guest’s
request for extra towels and pillows. At the end of her shift, she recorded the
guest’s request on a form used to update guest profiles. On the next visit to the
property, the guest found extra towels and pillows already in the room. This is
an example of:

a. relationship selling.

b. internal marketing.



c. upgrading.

d. suggestive selling.

43. Which of the following upgrading techniques would likely be most
effective for a salesperson who was attempting to sell high-priced rooms?

a. rate-category-alternatives method

b. bottom-up method

c. cross-selling method

d. top-down method

44. Thad, a bartender at the Sth Street Hotel, makes it a practice of
recommending the house specialty drink to guests at the bar waiting for a
table in the dining room. He always uses descriptive phrases, such as: “Would
you care to try our ‘Tropical Delight’ while you’re waiting? It’s a delicious
mixture of fruit juices and vodka, served ice cold in a frosted glass with a fruit
garnish.” Thad is practicing:

a. suggestive selling.

b. internal marketing.

c. cross-selling.

d. upgrading.

45. Tent cards on tables in the hotel restaurant that advertise a sale in
one of the hotel’s stores is an example of:

a. upgrading.

b. cross-selling.

c. internal marketing.

d. relationship selling.

46. Front desk agents at the Business Center Hotel are trained to tell
early-morning check-ins about the one-hour valet service at the property.
This is an example of:

a. relationship selling.

b. upgrading.

c. cross-selling.



d. cross-training

47. Which of the following hotel areas has the best opportunity to sell
next-morning room service breakfast specials when guests request wake-up
calls?

a. reservations

b. front desk

c. food and beverage

d. uniformed service

48. The use of a video magazine in a hotel’s lobby to showcase the
property’s facilities and services is an example of:

a. empowerment.

b. internal merchandising.

c. targeting guests.

d. upgrading.

49. Discount coupons for rooms and two-for-one specials in the
restaurant are examples of:

a. cross-selling.

b. upgrading.

c. special services.

d. in-house promotions.

50. Over which of the following types of advertising do sales personnel
have the most control in terms of directing it to target markets?

a. direct mail advertising

b. outdoor advertising

c. display advertising

d. transit advertising

51. The Bringum Inn’s sales managers miscalculated when they created
the Inn’s advertising plan. They need to bring in an extra 100 room nights in
the next two weeks to meet their budget. In which of the following media

should they advertise if they want to develop a new ad and place it quickly?



a. television

b. newspapers

c. print directories

d. magazines

52. Which of the following statements about the differences between
magazine and newspaper advertising is true?

a. A newspaper has a longer reading life than a magazine.

b. Magazines do not have the multipage spreads that newspapers do.

c. Most magazines are national in scope.

d. Most magazines are designed to appeal to all audiences.

53. Grace wants all her restaurant’s advertisements to have a similar
look. About which of the following advertising characteristics is she
concerned?

a. consistency

b. reach

c. frequency

d. timing

54. Cooperative advertising:

a. is also called “due bill advertising.”

b. enables advertisers to share costs.

c. involves the exchange of room nights or meals for advertising space or
time.

d. is for similar businesses only.

55. Which of the following best describes the role that competitors’
advertising should play in determining a hospitality firm’s advertising
budget?

a. Competitors’ advertising should play no role in determining a hospitality
firm’s advertising budget.

b. A firm should spend the same amount as its competitors on advertising.

c. A firm should spend twice what its competitors spend on advertising.



d. A firm should keep track of competitors’ advertising activity and set its

advertising budget to help it receive a fair market share.

56. “CPM” is an acronym used in the advertising field that stands for:

a. cost per million potential customers reached.

b. cost-potential marketing.

c. cost per thousand potential customers reached.

d. cost-profit margin.

57. A hotel’s public relations efforts are:

a. solely the responsibility of the general manager.

b. not part of a line-level employee’s job.

c. impossible for an outside public relations company to handle.

d. no

ne of the above

58. The gratuitous mention of your company in the media is termed:

a. public relations.

b. publicity.

c. reciprocal advertising.

d. sponsorship.

59. A hotel should schedule a news conference:

a. whenever the general manager feels like it.

b. when it’s important that the facts of a situation be presented to all of the

media at once.

c. in the morning, never in the afternoon.

d. whenever a media report is slanted or contains misleading or incorrect

information

Kpurepuu BoicTaB/IeHHSI OLCHKHU CTYICHTY HA IK3aMeHe

no aucuuiuinie «Hotel Sales and Revenue Management»

Banasl
(pefiTHHTOBOMA
OLICHKH)

Ounenka 3x3aMeHa
(crangapTHas)

TpeboBanns k cpopMIPOBAHHBIM KOMIIETCHIIUAM




OueHKa «OTIIMYHO» BBICTABIISICTCS CTYAEHTY, €CIM OH TIyOOKO H
IIPOYHO yCBOWJI  MNPOTpaMMHBI  MaTepuan, HMCUEpPIBIBAIOLIE,
MIOCIIEI0BATENBHO, YETKO U JIOTMYECKH CTPOMHO €ro M3Jaraer, yMeeT
TECHO YBSI3bIBaTh TEOPHIO C MPAKTHKOH, CBOOOIHO CIpaBIsETCS C
3aJayaMy, BONpOCaMH W JPYTUMHU BHIAMU INPUMEHEHUS 3HaHUII,
IIpUYEM HE 3aTPyAHSAETCA C OTBETOM IpU BUAOM3MEHEHUU 3a/aHUi,
«3a4TeHO»/ WCIIONIB3yeT B OTBETE Marepual MOHOrpaduieckod JMTeparyphl,
«OTIIMYHOY NPaBWIBHO  OOOCHOBBIBAE€T  MNPUHITOE  pEIICHHWEe,  BIaeeT
Pa3sHOCTOPOHHMMH  HaBBIKAMH W IIpUEMaMH  BBIIIOJHEHUS
MIPAKTUYECKUX 3a/a4.

86-100

OHGHKEI «XOpOLIO» BBICTABIIACTCA CTYACHTY, €CJIM OH TBEPAO 3HACT
Marepuall, TpaMOTHO U MO0 CYHIECTBY MU3JIara€t €ro, HE JOITyCKas
CYIIECTBECHHbIX HETOYHOCTEHI B OTBETEC Ha BOIIpOC, MPABUIIBHO
MNPUMCHSACT TCOPECTUUCCKUE TMOJIOKCHUA TPU PCUHICHUHN TMPAKTUYCCKUX
BOIIPOCOB W 3a/1a4, BJIAJACCT H€06XOZ[I/IMBIMI/I HaBbIKaMH W IIpUEMaMU
UX BBIITOJIHCHUS.

85-76 «3aYTEHO»/ «XOPOILO»

OueHka «yAOBIETBOPUTENBHO» BBICTABIAETCS CTYIEHTY, €CIU OH
MMEEeT 3HaHUsl TOJbKO OCHOBHOIO MaTrepuajia, HO HE YCBOWJ €ro
JeTaneld, JOMyCKaeT HETOYHOCTH, HEJOCTATOYHO MpaBUIIbHBIE
(hOpMYIMPOBKY, HApPYIICHUS JIOTHYECKOW IMOCICIOBATEIEHOCTH B
M3JI0)KEHUU TPOTPaMMHOTO MaTepuasa, HUCIBITBIBACT 3aTpyIHEHUS
MIPU OTBETaX Ha JOMOJHUTEIbHBIE BOIIPOCHI.

«3a4TeHO»/
75-61 «YJOBIETBOPUTEIIEHO
»

OHGHKEI «HCYOOBJICTBOPUTCIIBHO» BBICTABJIACTCA CTYACHTY, KOTOpBIfI
HE 3HACT 3HAYUTEIHHOM YacTy IporpaMMHOI0 Marepuaia, JOIMyCKacT
CYIICCTBCHHLIC OHII/I6KI/I, HCYBCPCHHO, C OOJIBLIIUMHU 3aTpyAHCHUSAMHU
«HE 3a4TEHO»/ BBITIOJIHACT MMPAKTUYCCKUC pa6OTI)I. Kak npaBuiio, OILICHKa
60-0 «HCYAOBJIICTBOPUTCIIb «HCYAOBJICTBOPUTECIILHO» CTABUTCA CTYJACHTaM, KOTOPbIC HE MOTIYT
HO» IPOAOJIKUTH 06y‘16HI/IG 0e3 JOITIOJTHUTCIIBHBIX 3aHATUI 10
COOTBGTCTByIOHIeﬁ JHUCHUIIIINHE.

CuryanuoHHbIC 321241

no aucuuiuinie «Hotel Sales and Revenue Management»

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students:

1. Describe how your needs as a consumer change as your purpose of
travel changes.

2. Explain what you look for in a hospitality industry product or services

and who best meets those needs.




3. Have you developed a brand preference, whether for an airline,
hotel/motel company, or food service company? Are you a loyalist?

4. Which hospitality company is doing the best job of meeting your
needs? Describe those needs and how they are being fulfilled (or why some of
them are not).

5. List your preferred hospitality brands and state how these brands

identify with your needs.

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students:

1. Define the market segments you fall into as a consumer in the
hospitality industry.

2. Identify three destination cities that have emerged over the past 50

years, and state why they are destination cities.

3. Name three sets of city pairs, based on the intercity traffic flow.

4. Describe the demographic characteristics of the zip code area in which
you reside.

5. Discuss the benefits you seek and the needs you must have satisfied in

a food service facility. Compare them with what your parents seek.
6. Develop a psychographic profile of yourself and one of your parents

(using activities, interests, opinions, and so on), and compare the two.

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students:

1. Describe the purchase of your last trip, including how many channels

of distribution you used.



2. Select a major hospitality industry firm, and, through its annual
reports and other information, determine all of the vertical, horizontal, backward,
and/or forward aspects of the hospitality industry in which the firm is involved.

3. Visit a travel agency or corporate travel department and view its
automated travel system, identifying product or service displays and capabilities.

4. Investigate online travel services on your own computer.

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students.

1. Contact a local hotel marketing and sales department and find out
what techniques and tools they use in researching their markets and competition.

2. Make a list of all the major external environmental factors affecting a
hotel or restaurant in your market area. Decide whether any of the factors would
suggest a new marketing strategy for the hotel or restaurant.

3. Conduct a focus group session among your classmates on a selected
travel product or service.

4. Select a travel product or service you are familiar with and locate it on
a Marketing Strategy Grid. State the condition of the market and the competitive
position of your product or service. Come up with marketing strategies to improve

this position.

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students.

1. Explain how you would organize a sales office to make maximum use
of the time of all salespersons. Discuss what the receptionist or administrative

assistant could do in his or her spare time to help your sales effort.



2. Develop a script for a telephone sales effort that results in a definite
booking.
3. Visit a local hotel or resort sales office. Review the checklists

presented in the chapter and determine if the property’s sales department is

organized.
4. Create a direct mail letter that sells.
5. Visit a local hotel’s sales office and review all of the functional

aspects that have been automated.

Class Activities

Individual/Group Work

The following are some optional assignments you may want to give to your
students.

1. Describe how you would go about recognizing a potential problem
before it becomes real in a hospitality setting.

2. List the points of encounter in a typical hotel.

3. Create a list of personal attributes you would look for while hiring a
customer service employee.

4. Think of a problem a customer might have at a hotel and devise a

solution that is satisfactory to the customer.

Kpurepuu ouenku:

v 100-85 GamioB - eciau OTBET MOKa3bIBA€T MPOYHbIE 3HAHUSI OCHOBHBIX
MPOIIECCOB M3y4aeMOM MPeaMETHONW 00JacTH, OTIMYAETCS TIyOMHOM U MOTHOTOM
PaCKpBITUS TEMBbI; BJIaJICHUE TEPMUHOJIOTUUECKUM alllapaToM; YMEHUE OOBSICHATH
CYIIHOCTb, SIBJICHUH, MPOIIECCOB, COOBITHM, JieiaTh BHIBOABI U 0000IICHUS, 1aBaTh
apryMEHTHUPOBAHHBIE OTBETHI, NPUBOAUTH MPUMEPHI; CBOOOJIHOE BJAJCHUE
MOHOJIOTUYECKOW peubl0, JIOTUYHOCTh W TOCJIEN0BATEIbHOCTh OTBETA; YMEHHUE

MPUBOAMUTH MPUMEPHI COBPEMEHHBIX MPOOJIEM N3ydaeMoil 001acTH.



v 85-76 - OamnoB - OTBET, OOHAPYKMUBAIOIIMK TPOUYHBIC 3HAHUS
OCHOBHBIX MPOLIECCOB U3y4aeMOW MPEeIMETHOU 00JacTH, OTJIMYAETCS TIIyOMHOU U
ITIOJTHOTOW PACKPBITHS TEMBI; BJIAJICHUE TEPMUHOJIOTUYECKUM aNmaparoM; yMEHUE
OOBSACHATH CYIIHOCTb, SIBJICHUH, MpPOLIECCOB, COOBITUH, JenaTb BBIBOJABI U
000011IeHNs, J1aBaThb ApPryMEHTHUPOBAHHBIE OTBETHI, MPUBOAUTH MPHUMEPHI;
CBOOOJHOE BJIQJICHUE MOHOJIOTHYECKOU pedslo, JIOTUYHOCTH 17}
IIOCJIEA0BATENBHOCTE OTBeTa. OJHAKO JOMYCKAaeTcs OJHA - JBE HETOYHOCTH B
OTBETE.

v' 75-61 - Gamn - OlIEHUBACTCS OTBET, CBUIETEILCTBYIONINI B OCHOBHOM
O 3HAHUU TMPOLECCOB H3ydyaeMoul TMpeaMETHOM O0O0JacTH, OTIWYAIOIINICS
HEJOCTATOYHOW TJTyOMHOM M MOJHOTOW PACKPBITUS TEMBbI; 3HAHUEM OCHOBHBIX
BOIIPOCOB TeOpuH; ciabo cHOpMUPOBAaHHBIMM HABBIKAMHM aHajdu3a SBJICHUH,
IIPOIIECCOB, HEIOCTATOYHBIM YMEHUEM J1aBaTh apryMEHTUPOBAHHBIE OTBETHI U
MPUBOAUTh NPHUMEPHI; HEJOCTATOYHO CBOOOIHBIM BJIaJECHHUEM MOHOJOTHYECKOU
peYbI0, JOTHYHOCTBIO U IOCIEA0BATEIBHOCTBIO OTBETA. J[OIMyCKaeTcss HECKOJIBKO
OLIMOOK B COACPKAHUU OTBETA; HEYMEHHUE MIPUBECTU MPUMEP PA3BUTHUS CUTYallUH,
IIPOBECTH CBS3b C IPYTUMU aCIIEKTAMH M3y4aeMon 00J1acTH.

v 60-50 OamnoB - OTBET, OOHAPYKUBAIONIUN HE3HAHHE ITPOIIECCOB
U3y4aeMoil TNpeAMETHOW 00JacTH, OTIMYAIOUIUMNCA HErayOOKHM pPACKPBITHEM
TE€MbI; HE3HAHUEM OCHOBHBIX BOIIPOCOB TE€OPHH, HEC(HOPMUPOBAHHBIMUA HABBIKAMHU
aHaju3a SIBJICHUW, MPOLECCOB; HEYMEHUEM JaBaThb apTyMEHTHPOBAHHBIE OTBETHI,
cnaObIM BJIAJICHUEM MOHOJIOTMYECKOW pPEUbl0, OTCYTCTBHEM JIOTUYHOCTH U
MOCJIeIOBAaTENbHOCTH. JlOMyCKaOTCs CEephE3HbIE OIIMOKUA B COAEpP’KAHUU OTBETA;

HE3HAHHE COBPEMEHHOM MpOoOIeMaTHKU N3y4aeMoil 001acTH.

MeToanveckue peKOMEHAALMH, ONpeae/Alue Npoueaypbl OLeHUBAHUS

PeE3yJAbTATOB OCBOCHHUSA TUCHUITJIMHDBI

Telcymaﬂ arrecranusi CTyYACHTOB. TCKYH_IEISI arrecranusda CTYACHTOB II0

mucuuminHe  "Hotel Sales and Revenue Management" mnpoBoautcs B



COOTBETCTBUM C JIOKaJbHBIMU HOpMaTuBHbIMU akrtamu J[JIBDY wu sasisgercs
00s3aTEeNbHOM. .

Texymass arrecrauuss no gucuuiuinHe '"Hotel Sales and Revenue
Management" npoBoguTcss B (OpME KOHTPOJBHBIX MEPONPHUATUN (TECTHI,
MPaKTUYECKHUE 3aJaHMsI) MO OLICHUBAHUIO (PAKTUYECKHUX PE3YJIbTATOB O0y4YEHUs
CTYJIEHTOB U OCYLIECTBJISIETCS BEYIIUM MPENOAABATEIEM.

OObeKkTaMu OLICHUBAHUS BHICTYNAIOT:

[} y4yeOHast AMCHMIUIMHA (AaKTUBHOCTh HAa 3aHATHSAX, CBOEBPEMEHHOCTH
BBINIOJIHEHUSI PA3JIMYHBIX BUJIOB 33JIaHUM, MOCEIIAEMOCTh BCEX BUJOB 3aHATHI 110
aTTEeCTyeMOMN JUCHUILIINHE);

] cTemeHb YCBOEHHsSI TEOPETUYECKUX 3HAHUW (AKTUBHOCTH B XOJ€
0o0CYX/I€HHIl MaTepualioB JIEKUUH, aKTUBHOE Yy4YacTHE B JHCKYCCHSIX C
apryMeHTaMu W3 JOIMOJHHUTEIbHBIX UCTOYHUKOB, BHUMATEIbHOCTh, CIIOCOOHOCTH
3a/laBaThb BCTPEYHBIE BOIPOCHl B paMKax JHUCKYCCHUM WIH OOCYXJEHUS,
3aMHTEPECOBAHHOCTh U3y4aeMbIMH MAaTE€pUaIaMu);

] ypoBeHb OBIAJEHUS MPAKTHUYECKUMHU YMEHUSMH M HABBIKAMH IO BCEM
BUJIaM y4eOHOU paloThl (ompenensercss Mo pe3yibTaTaM KOHTPOJIBHBIX padoT,
MPaKTUYECKUX 3aHATHI, OTBETOB Ha TECTHI);

[} pe3yapTaThl CaMOCTOSATEIbHON pPaOOThl (3a4aHMSI U KPUTEPUU OLIEHKU
pa3menieHsl B [Ipunoxennn 1).

IIpome:xkyTouHass arrecranusi CTyAeHTOB. [IpoMexyTrouHas arrecrauus
ctynentoB no nucuumirbe "Hotel Sales and Revenue Management" npoBoauTcs B
COOTBETCTBUM C JIOKaJbHBIMM HOpMaTuBHBIMU aktamu J[JIBDY wu sasisgercs
00s3aTENbHOM.

[To mucuumunae "Hotel Sales and Revenue Management" nmpenocrasisier
9K3aMEH B BUJIE TECTUPOBAHMUS.

Kparkas xapakrepucTHka npoueaypbl HPHMMeHEHHUSI MCIO0Jb3yeMOro
OLICHOYHOr0 cpeacrBa. B pesynpTaTe mNoOCElIEHHs JEKUUH, J1ab0paTOpHBIX
3aHATHI, CEMUHApOB U KPYIJIBIX CTOJIOB CTYAEHT MOCIEAOBATEIIbHO OCBAaMBAET

MaTCpuaJibl AUCHUINIMHBI MW HU3y4acT OTBCTbBI Ha BOIPOCBI K  3a4CTy,



npeJicTaBiIeHHbIE B CTPYKTypHOM 3neMmenTte @OC IV.1. B xoae nmpomexyTouHOM
aTTEeCTAallUM CTYAEHT TOTOBUT HWHIAMBHUIYaJbHOE TBOPUYECKOE 3aYETHOE 3aJaHue
(MHAMBUAYaJbHOE TBOPYECKOE 3a4€THOE 3a/laHUE Pa3MEIICHO B CTPYKTYpPHOM
anemente ®OC 1V.2). Kpurepun oneHkH CTyJeHTa Ha 3a4eTe MpPEJCTABICHBI B
ctpykrypHoMm 3nemeHte @OC IV.3. Kpurepuu OLEHKM TEKYIIEH aTTeCTaluyd —
KOHTpPOJIbHAs MPOBEpPKA 3HAHUU (IUCKYCCUH, JIE€J0Basi Urpa, MPOEKT, Keilc-3aaayda

JOKJIaJIbl) IPEJICTAaBICHBI B CTPYKTYpHOM 3eMente DOC V.

Kpurepuu BoiCTaB/IeHHSI OLCHKHU CTYACHTY HA IK3aMeHe

no aucuuiuinie «Hotel Sales and Revenue Management»

Baunbl
(periTHHTOBOMA
OLICHKH)

Onenka ’K3aMeHa

TpeboBanns k cpopMIPOBAHHBIM KOMIIETCHIIUAM
(cranmapTHas)

OueHka «OTIIMYHO» BBICTABIISICTCS CTYAEHTY, €CIM OH TIyOOKO M
IIPOYHO  yCBOWJI  MNPOrpaMMHBI  MaTepuan, HMCUEpIBIBAIOLIE,
MIOCIIEIOBATENBHO, YETKO U JIOTMYECKH CTPOMHO €ro M3Jaraer, yMeeT
TECHO YBSI3bIBaTh TEOPHIO C MPAKTHKOH, CBOOOIHO CIpaBIsETCS C
3aja4aMy, BONPOCAMHM M JPYTUMH BHJAaMH NPUMEHEHHS 3HAHMH,
IIpUYEM HE 3aTPyAHSAETCA ¢ OTBETOM IpU BUAOM3MEHEHUU 3a/aHUil,
«3a4TEHO»/ WCIIONIB3yeT B OTBETE€ Marepuall MOHOrpaduieckod JMTeparyphl,
COTIINYHO» MPaBWIBHO  OOOCHOBBIBAE€T  MNPUHITOE  pEIICHHWEe,  BIafeeT
Pa3sHOCTOPOHHMMH  HaBBIKAMH W IIpUEMaMH  BBIIIOJHEHUS
MIPAKTUYECKUX 3a/a4.

86-100

OHGHKEI «XOpOLIO» BBICTABIIACTCA CTYACHTY, €CJIM OH TBEPAO 3HACT
Marepuall, TpaMOTHO U MO CYHIECTBY MU3JIara€t €ro, HE IOITyCKas
CYIIECTBCHHbIX HETOYHOCTEHI B OTBETE Ha BOIIpOC, MPABUIIBHO
MPUMCHSACT TCOPECTUUCCKUE MOJIOKCHUA TPU PCIICHUHN TMPAKTUYCCKUX
BOIIPOCOB W 3aj1a4, BJIAJACCT H€06XOZ[I/IMBIMI/I HaBbIKaMW W IIpUEMaMU
HX BBIITOJIHCHHUA.

85-76 «3aYTEHO»/ «XOPOILO»

OueHka «yAOBIETBOPUTENBHO» BBICTABIAETCS CTYIEHTY, €CIU OH
MMEeT 3HaHUsl TOJbKO OCHOBHOIO MaTepuajia, HO HE YCBOWJ €ro
JeTaneld, JOMyCKaeT HETOYHOCTH, HEJOCTATOYHO MpaBUIIbHBIE
(OpMYIMPOBKY, HApPYIICHUS JIOTHYECKOW IMOCICIOBATEIIEHOCTH B
M3JI0)KEHUH TPOTPAaMMHOTO MaTepuasa, HCIHBITHIBACT 3aTpyIHEHUS
MIPU OTBETaX Ha JOMOJHUTENIbHBIE BOIIPOCHI.

«3a4TeHOo»/
75-61 «YJOBIETBOPUTEIIEHO
»




60-0

«HE 3a4TEHO»/
«HEYJIOBJIETBOPUTEH
HO»

OHGHKa «HCYOOBJICTBOPUTCIIBHO» BBICTABJIACTCA CTYACHTY, KOTOpHﬁ
HE 3HACT 3HAYUTEIHHOM YacTh IporpaMMHOI0 Marepuaia, JOIMyCKacT
CYIIECCTBCHHLIC OIHI/I6KI/I, HCYBCPCHHO, C OOJIBLIIUMHU 3aTpyAHCHUSAMHU
BBITIOJIHACT MPAKTUYCCKUC pa6OTI)I. Kak mpaBuiio, OILICHKa
«HCYAOBJICTBOPUTECIILHO» CTAaBUTCA CTYJACHTAM, KOTOPbBIC HE MOI'YT
IPOAOJIKUTH 06y‘16HI/IG 0e3 JOITIOJTHUTCIIBHBIX 3aHIATUH 10
COOTBGTCTByIOHIeﬁ JHUCHUIIIINHE.




