NKOHOMUYECKHN YHUBEPCUTET - BAPHA

OPAKYJIUTET ,UJHPOPMATHUKA*
KATEJPA ,,E3UKOBO OBYYEHHME U CIIOPT*

Ipuera ot ®C (mporoxos Ne9/ 24.04.2024 r.) YTBBP XK I[ABAM:

Hpuera ot KC (mpotokos Nel0/ 08.04.2024 r.) Jexan:

(npod. 1-p Bnagumup CniioB)

YYEBHA ITPOI'PAMA

1o JMCUMIIMHATA: ,, YUY XK/ E3UK — PPEHCKHN E3UK”

3A CHEL: Beuuku cnenuajHocTH; OKC ,,MArHCTHP* — IMCTAHIIUOHHO 00y4YeHHe
KYPC HA OBYYEHHE: 5 3a CC u CHY, 6 3a ITH/10

CEMECTDBP: 10 3a CC u CHY, 12 3a IHJAO u CIIH

OBLIA CTYJEHTCKA 3AETOCT: 90 4.; B T.4. ayAUTOPHA 6 4.

KPEJIMTH: 3

PABOTEH E3UK: ObJIrapcku
PA3SNPEJAEJEHWE HA CTYJEHTCKATA 3AETOCT CBIVIACHO YYEFHUA IJIAH

BUJl YVAEBHU 3AHATUA OBLO (uacose)
AYJIUTOPHA 3AETOCT 6
B T.4..
e JIEKLIUM ]
o VIIPAJXKHEHUS (cemunapau 3aHATHs/ Ta0OpaTOPHH 6
YIpaXHEHUS])
N3BBbHAYIMUTOPHA 3AETOCT 84

H3rorBuiu nporpamara:

(ct. npen. Cunpus Moxanosa)

PBHKOBOIHMTET KATEIPAL «evvvrernreieieieieneenenencnencncncae
»E3UKOBO 00y4yeHue U cnoprt* (nou. n-p Baagumup Zloces)
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I. AHOTAIINUA

L UYIKI E3UK - @PEHCKHU E3UK* e oucyuniuna, upe3 Koamo ce pasuiupsieam eeye HAAUYHUme
3HaHUs no obw percku esux Ha Hueo B1/B2 u ce yceossam HO8U 3HAHUSA U YMEHUSA 3a NON36AHE HA €3UKA 6
npogecuonarHume KOHMakmu u OetiHocm é cpepama Ha ukoHomuxama. Mkonomuueckusm Gpencku e3ux ¢
He2o8ama cneyu@uuHa mepmMuHoLo2us e npuopumem 6 3ausmusma. Ooyuaemume ce Hayuagam oa 6Opassm
CbC CHeYUAnU3Upana Jaumepamypa 6 o001acmma Ha UKOHOMUKAMA, U320MEam aHomayuu u Kpamku
Npe3eHMayuy Ha UKOHOMUYeCKU NYOIUKayuu om pasiuyHu UKOHOMUYECKU cepu, npuoodbugam ymenus 3d
VCMAHO0B6AHEe HA KOHMAKMU U NPE3eHMAYUs HA cOOCmeeHUme OelHOCm, UHMepecu U NOCMUNCEHUS, Kamo
NOGUMABAN MHO20E3UKOBAMA CU KOMNEMEHMHOCH.

Il. TEMATUYHO CbABPKAHUE

No.
1o HAMMEHOBAHUE HA TEMUTE U IIOATEMUTE

pea
1. Produire

1.1. | Décrire un processus

1.2 | Espionner et contrefaire

1.3. | Informatiser et robotiser

1.4. | Courir les risques

2. | Etudier I’environnement économique

2.1. | Les flux commerciaux

2.2. | Les poles d’échanges

3. | Détecter les besoins, prospecter et adapter les produits

3.1. | Définir les différents types de besoins

3.2. | Analyser et classer les marchés

3.3. | Etablir le budget de prospection

4. | Organiser la promotion des ventes et animer I’équipe commerciale
4.1.

Adapter et organiser la promotion des ventes a I’exportation
4.2. | Animer
4.3. | Evaluer et contrdler

5. | Management
5.1. | Définir la politique commerciale et choisir la stratégie ; choisir un marché
5.2. | Adopter un plan ‘conditions de vente’

III. METOAM HA NIOATOTOBKA U ITPOBEXKJIAHE HA OBYYEHHE!

! MeronuTe 3a MOArOTOBKA M MPOBEskKIaHE HA 0OYUEHHE CE MPEICTABAT B ChOTBETCTBHE C YTBbp/AeHaTa MHCTpyKIHs 3a
pa3paboTBaHe Ha ydeOHa mporpamMa 3a IUCLHUIUIMHA B JMCTaHIMOHHA (opma Ha oOydeHne Ha MKOHOMHUYECKH
yHUBeEpcUTeT — BapHa.
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OcHogHume Hanpaeienus Ha OUCYUNIUHAMA CA PPEHCKUAM e3UuK 8 0ONACmma Ha O0elo8Usi MAKbE.
Cneyughuunu 3HaHus U yMeHUs. N0 OMHOUEHUe HA CeYUATUZUPAHUSL (PPEHCKU e3UK Ce OCUSYPABAM Upe3:
®  OPUCUHATIHO (PpeHCKOoe3UUHO YuebHO nocodue;

* OPUSUHATIHU MEKCMOose Om Opyau NONYISIPHU U HAYYHU U30AHUS,

* HOOXOO0SIWU YRPANCHEHUS, CIUMYIUPAYU KDeamugHoCmma Ha obyyaemume.

« yemeHe ¢ pazdoupare Ha OONBIHUMENHU MEKCMOo8e, PA3UUPAsawu 0bema Ha cneyuuuHama 1eKCcuKd no
daderna mema.

Knouosume memu 6 ducyuniunama ca c8vbp3anu ¢ 00uWama UKOHOMUYECKA HACOYeHOCM Ha 00yyeHuemo ¢ 1Y

— Bapna.

IV. POPMH HA KOHTPO.JI

m’)\lgéﬂ BHUJ]I 1 ®OPMA HA KOHTPOJIA? Bpoii | MA3 u.

1. | CemecTpHaJIHO OLICHSIBAHE \

1.1. |IIpe3eHTanun 2 30

1.2. |IlpeBonau Ha cieIMATU3UPAHHA CTATHU 2 24

1.3. |Tect 2 30
001110 32 cCeMeCTPUAIHOTO OllEeHSIBAHE: 6 \ 84

2. CecHiino oneHsiBaHe

2.1. | Tekyma oneHka 0 0

OO01110 32 CeCMITHOTO OLIeHSIBAHE: 0 0

Q01110 32 BCHYKH GOPMHU HA KOHTPOJI: 6 84

V. JUTEPATYPA

SAABJIKKUTE/HA JIMTEPATYPA:

1. EnextpoHHM y4yeOHM MaTepHad MO JUCHUIUIMHATA ,,Yykn e3uk — (peHcKu®, KauyeHu B
ratgopmara 3a eIeKTpOHHO U TUCTaHIIMOHHO oOy4yeHue Ha 1Y — Bapna.

JOITBJIHUTEJIHA JINTEPATYPA:
1. Coiffier, H. Exporter. Pratique du commerce international, Paris: Dunod, 2011.

2 Tlpu AMCLMIUIMHH, KOUTO 3aBBpLIBAT C TEKYIIa OlEHKA Ce MOMbIBa caMo T. 1 CeMeCTpHaIHO OleHsBaHe, ChIVIACHO
.21 , all. 20t HpaBI/IHHI/IKa 3a OLICHABAHC HAa 3HAHWATA, YMCHHUATA U KOMIICTCHTHOCTUTEC HA CTYACHTUTEC B Nxonomuueckn
yHUBeEpcUTeT — BapHa.
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