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3. Mecto nucuuniauHbl B crpykrype OOII
Hucyunnuna omnocumces K yacmu, popmupyemou yuacmHuKamu 00pazoeamenbHblx OMHOUleHUl

Ne MecTo TUCHUIIHHBI B y4€0HOM CTaHIapTHBIH TEKCT /151 AaBTOMATHYECKOT0
Bapu JiaHe o0pa3oBaTeJbHOI 3amoJiHeHusi B KOHcTpykTope PII{
aHTa NPOrpamMMmbl
2 brox 1. [ductumnmuuel (Moxynu) | AucuurinHa b1.B.04 Buewmnesxonomuueckasn
Yacrs, dopmupyemas | dessmenvrocms oTHOCUTCS K wactu OOIl HanpaBneHus
YYaCTHHUKaMHU  00pa3oBaTeNbHBIX | MOATOTOBKU 38.03.01 Oxomomuxa, HaNpaBIECHHOCTD
OTHOILUEHUN MupoBass 5KOHOMHKA (TpenojilaBaHue Ha AHTJIMHCKOM
a3bIKke, (hOpMHUpPYEMO yYaCTHHKaAMHU 00pa3oBaTEIbHBIX
OTHOIIICHUH.

4. MnaHupyemble pe3ynbTaTbl 06y4YeHVWs MO AMCUMNIMHE, COOTHECEHHble C
nnaHupyembiMM pesynbTaTamMyM OCBOeHUs obpasoBaTenbHOW Mporpammbl
(KOMMETEHUMSAMU U MHOUKATOPaMU AOCTUKEHUS] KOMNETEHLMIA)

pelleHHss Ha OCHOBE aHajM3a
3¢ dhexTuBHOCTH Pa3IHMYHBIX
BapHaHTOB

(hMHAHCOBO-PKOHOMUYIECKHIX
IIapaMeTpoB Pa3BUTUSl KOMIIAHUH,
(bMHAHCOBBIX HWHCTUTYTOB u
PBIHKOB Ha 3¢ GEKTUBHOCTD
YIIPaBIEHYECKUX PEIICHUI

Y1 (IIK 1.2) VYmeer BBIABIATH
MEXTyHapOaHbIC (uHaHCOBO-
SKOHOMHYECKHE apaMeTpsl
pas3BUTHSL KOMIaHUH, (UHAHCOBBIX
WHCTUTYTOB U PHIHKOB, BIIMSIOIINE
Ha OS(PQPEKTHBHOCTh  PA3TUIHBIX
BapUaHTOB yIpaBJIeHYECKUX
peuieHui

B1 (IIK 1.2) Bnanmeer HaBbIKaMu
OLICHKH MEKTYHAPOIHBIX

®opMupYyeMbIe IInanupyembie pe3yJibTaThl 00y4eHHS 110 JUCHUILINHE (Moay./110), B | HanmenoBanne
KOMIIeTeHIUH (xon, | COOTBETCTBMM C MHAMKATOPOM JOCTHKEHUS KOMIIEeTeHIIMH OLIEHOYHOT 0
cofiepKaHue HNHauKaTop 10CTUKEHUS Pe3yabTaThl 00yueHuUs1 cpeacTBa
KOMITETEHIINN) KOMIIeTeHIIN ! 10 IMCUMILINHE
(kox, coepykaHre HHAUKATOPA)
IK-1 MK 1.1 O6ocnoseBaer | 31 (IIK 1.1) 3naer mnepeuens | CobecenoBanue,
Criocoben YOpPaBIEHYECKHE PEIICHUS C | MEXAYHapOIHBIX (hMHAHCOBO- | TECTOBBIE 3a/IaHN,
OPUCHTUPOBATHCS B yueToOM MCXKAYHApPOAHBIX | SKOHOMUYCCKUX napamMeTpoB Keﬁc-3a,uaq1/1,
OCHOBHBIX (hpMHAHCOBO-DKOHOMHYECKUX pa3BUTHS KOMIaHWI, (UHAHCOBHIX | MPOEKT
TEOPETHYECKUX U apamMeTpoB Pa3BUTHsI | MHCTUTYTOB U PHIHKOB
IIPUKJIAIHBIX aCleKTaX | KOMIIAHUH, ¢unancosbix | Y1 (IIK 1.1) Vmeer ompenensts
MEKIYHAPOIHBIX WHCTUTYTOB U PHIHKOB yIpaBIeHYECKHUE pemieHus,
¢uHAHCOBO- KOTOpBIE npu 000CHOBaHUHT
SKOHOMHUECKUX TpeOyIOT ydeTa MEeXIyHapOIHbIX
OTHOIIECHUHN U (PMHAHCOBO-3KOHOMUYECKIX
BHEITHE3KOHOMUYECKOU rapamMeTpoB pa3BUTUA KOMIIAHMIA,
JIeSITeIbHOCTH, (bMHAHCOBBIX HWHCTUTYTOB u
YUUTBIBATh JAHHBIA PBIHKOB
dakTop npu Bl (IIK 1.1) Bnameer HaBblkamu
000CHOBaHNHT OLICHKH MEKTyHapOIHBIX
YTIPaBICHIECKUX (hMHAHCOBO-3KOHOMUYECKIX
peuieHuii no pazpadboTke rapamMeTpoB Pa3BUTUSI KOMITAHUH,
HalpaBJICHUH Pa3BUTHS (MHAHCOBBIX HWHCTUTYTOB u
KOMITaHUN PHIHKOB
IK 1.2. IMpunumaer | 31 (IIK 1.2) 3naer nHanpasnenusi | CobecenoBaHue,
00OCHOBaHHBIEC YIPABICHUYECKUE | BIMSHUS MEKAYHAPOAHBIX | TECTOBBIC 3a/laHN,

Kelc-3a1a4u,
MPOCKT




(hMHAHCOBO-PKOHOMUYECKHIX
1apaMeTpoB pPAa3BUTHUS KOMIAHUH,

(HHAHCOBBIX HWHCTUTYTOB "
PBIHKOB, BIIHSIIOIINX Ha
3¢ GEKTHBHOCTD Pa3IUYHBIX
BapHaHTOB YOPaBICHICCKUX
peleHui

Crocoben

I1K-3 [IK 3.1. ®opmupyer,
aHAIN3UPYET U HHTEPIPETUPYET

31 (TIK 3.1) 3HaeT OCHOBHBIC THITbI U
HNCTOYHUKA (PUHAHCOBO-

CobecemoBanue,
TECTOBBIE 3aJaHUS,

UCTIONIB3YET pe3yiIbTaThl aHAN3a
HHPOPMALIUU
YIpaBIeHYECKUX PELICHUN

MPUHATUA

000CHOBaHHMS M MPUHSITHS
YIIPaBICHYECKHX pelIeHuit B cdhepe
BHEITHEOKOHOMHUYECKOM
JIeSITEIIEHOCTH

V1 (IIK 3.2) YMmeer BBISIBIATH
TEHJICHLIUH UCCIIEAYEMBIX IPOLIECCOB
B paMKax aHann3a (PUHAHCOBO-
HKOHOMHUYECKOW MH(POPMAINH B
cthepe BHEITHEIKOHOMUIECKOH
JeATEIbHOCTH

B1 (IIK 3.2) Bnageer HaBbIKamMu
UCIIOJIb30BaHUS PE3yJIbTaTOB
aHann3a GUHAHCOBO-3KOHOMHUYECKOH
nH(OpPMALIUK ISl IPUHATHS
YIIPaBIICHYECKHX pelIeHnit B cdhepe
BHEILIHEAIKOHOMUYECKON
JIeSITEIIEHOCTH

aHAM3UPOBATh U (bMHAHCOBO-3KOHOMHYECKYIO SKOHOMHYECKOW HHPOPMAINH, Kelc-3a1aun,
HHTEPIPETHPOBATH HHPOPMALIUIO OTHOCAIIHECS K chepe MPOCKT
JTAaHHBIC OTEYECTBEHHON BHEITHEAKOHOMHYECKON
1 3apyOeKHOM JIESITEIIbHOCTH
(huHAHCOBOH, VY1 (IIK 3.1) YmeeT ncrnosns3oBath
OyXxrantepckoil 1 HHOI HCTOYHHMKU (PMHAHCOBO-
HH(POPMALIUH, BBISBIIATH HKOHOMHYECKOI HHpOpManK JIst
TEHICHINH U3MEHECHHUS LeNIelt IPUHSTHS PelIeHu B cdepe
SKOHOMHYECKUX 1 BHEIITHEAKOHOMHYECKON
COIIMANBHO- JIeSITETFHOCTH
9KOHOMHYECKHX B1 (TIK 3.1) Bnageth HaBBIKaMu
nokasarenei u HHTEpIIpeTanuy (GUHAHCOBO-
HCIOJIbh30BaTh SKOHOMHYECKOW HHPOPMAITUH,
HOJTyYeHHBIE CBEACHHS oTHoOCsIIIEeHCs K chepe
JUTSL IPUHSATHS BHEITHEIKOHOMHUYECKOM
YIpaBICHIECKUX JIeSITETTFHOCTH
penieHni IIK 3.2. Beisenser teanennnu u |31 (IIK 3.2) 3naet mpuHIHATIEL CobecenoBaHue,

TECTOBEIC 3aJaHHs,
Kelic-3a1a4n,
MIPOEKT

5. CtpykTypa u cofep;kaHHe IUCHUILTHHbBI

3.1. TpyAoeMKOCTb UCUMMIINHBI

ouHasi popMma
o0yueHust
O0mas TpyA0eMKOCTh 33ET
Yacos 1o yueOHOMY ILUIAHY 108
B TOM 4HcCJIe
ayIUTOPHBbIE 3aHATHS (KOHTAKTHasA padora):
- 3aHATHA JIEKIMOHHOI0 THUIIA 16
- 3AHATUA CEMHHAPCKOI0 THIIA 16
KCP 1
camMocTosiTe/IbHasi padoTa 75




HpOMe)KyTO‘IHaH aTTeCTalusd — 3a4eT

3.2. CTpykTypa u cofep:kaHue TUCHUILINHBI «BHEIIHEIKOHOMUYECKAS eI TeJIbHOCTD)

COQ[C[DKaHI/IC JACHUIIINHBL (MOJIYJISA )

HaumeHoBaHHe M KpaTKoe COAep:KaHHE Pa3/ieJioB U B ToM umnciie
TeM THCIHTLTHHBL (MOZIYJIs1), KonTakTHasi paGora (paGora Bo =
B3aUMOJECTBUU c g
T ot
(opma npoMeskyTOUHOI aTTeCcTAMM MO JHCHUILIMHE npenogaBaTeem), 9achl 03 HAX = %
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) 2 =
o = 5 &
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3| 225 |Z3E| 282 | g |Si¢
A mEE | AnEE| mEE A
Unit 1. International economic activity: main notions 23 4 4 8 15
Unit 2. Organization of international economic activity 43 6 13 30
Unit 3. Economic aspects of international economic | 43 6 12 30
activity
B T.9.Texymmit KOHTPOIIb 1 1 1
B T.4. npoMeKyTOUHBII KOHTPOJIb

[TpakTuyeckue 3aHATUS OPTaHU3YIOTCS, B TOM YHUCIIe B (OpME NMPAKTHUYECKOW MOATOTOBKH,
KOTOpasi MpeaycMaTpuBaeT ydacThe OOydYaroIIMXCsl B BBINOJHEHUH OTIENBHBIX SJEMEHTOB pPadoT,
CBSI3aHHBIX ¢ Oyay1eit mpodecCHOHANbHOM NesITebHOCTHIO.

[IpakTHyeckass TOJATOTOBKAa MpeAycMaTpUBaeT TMOJATOTOBKY TMpPOEKTa MO  MPOQUIII0
poeCCUOHATILHOM EATEIbHOCTH M HAIPABICHHOCTH 00pa30BaTeIbHON MPOTrPaMMBI.

Ha npoBeneHne mnpakTHYECKUX 3aHATHUH (CEMHHAPCKUX 3aHATHH /I1a00paTOpHBIX padoT) B
(dbopMe MPaKTUYECKOU MOATOTOBKH OTBOJIUTCS 6 4acoOB.

[IpakThueckass MOATOTOBKA HampaBlieHa Ha (OpMHpOBaHHE W Pa3BUTHE MPAKTHUYECKHUX
HaBBIKOB B cOOTBeTCTBHH ¢ mpodusem OII B pamkax npodeccHoHaNbHbBIX 3a/1a4 U KOMITETEHITH:

000OCHOBaHME YIPABICHUYECKUX PEIICHW MO BBIPA0OTKE TEPCIIEKTUBHBIX HAINPaBICHUH
pa3BUTHS OpraHU3aIMM Ha BHYTPEHHEM U BHEIIHUX phIHKaX: kommneTeHuus [1K-1;

00paboTKa U MHTEpHpeTanusi 3KOHOMUYECKONH MH(POpPMaIUU, XapaKTepU3YIOLIeH COualbHO-
SKOHOMHYECKHE MPOLECChl W SBJICHHUS HAa MHUKpPO- U Makpo- ypoBHsX B PD u 3a pybOexom
kommerenmus [1K-3.

Texkynmil KOHTPOJb YCIIEBAEMOCTH PEATU3yeTCsl B PAMKAX 3aHATUN CEMHUHApCKOrO THUIIA B
(hopMe KOJUTOKBUYMA.

6. YueOHO-MeTOOMYECKOE O0ecedeHHEe CAMOCTOATEIbHOM Pa00ThI 00y4aIOIIUXCH
CamocrosiTenbHas paboTa CTyACHTA SIBISIETCS HEOTHEMJIEMON YacThiO Tpollecca W3ydeHHS
JTUCIUILTUHBI « BHEITHEIKOHOMHUYECKas JeATeNbHOCThY. CaMocTosTenbHas paboTa Mpu3BaHa pa3BUTh
y CTYIEHTOB CIOCOOHOCTHh pa3OMpaThCs B OOIMIMPHOM TOTOKE HMH(OpPMAIUU, BHIWICHATH TJIABHOE,
BUJICTh TPEEMCTBEHHOCTh JCUCTBUH W COOBITHH, TPOOJEMHBIC aCIeKThl MHUPOBOW SKOHOMHUKH H
MCKIAYHAPOAHBIX JKOHOMHYCCKHX OTHONLIEHUN B HX B3aHUMOCBS3H C OCTaJILHLEIMH (bOpMaMI/I u

nmoacucreMaMu MEXIYHAPOIHBIX OTHOIHGHPIP'I, YMETh HX aHAJIMU3UPOBATh, OLUCHHBATH BO3MOXKHBIC



BapHaHThl Pa3BUTUS COOBITUH, YTO MOBHIIIAET 3()(HEKTUBHOCTH MOIYYaEMBIX B XOJ€ JIEKIIMOHHBIX
3aHATUN 3HAHUM U aHAJIMTUYECKUX HABBIKOB.

CTyneHT, NpUCTYNAOUMM K U3YyYEHUIO yU4eOHOM AMCHUILIMHBI, MMOJy4yaeT MHPOpMaLuo 0060
Bcex (opmax camMoCTOATENbHOM paboThl MO KypCy C BBIJIEJIEHHEM 00s3aTenbHbIX (opM U
CHEeLMANIbHBIX, B TOM YHCJIE 110 BEIOODY.

VYcenemHoe W3y4eHHE AUCHUIUIMHBI BO3MOXKHO IIPH CaMOCTOSITENIBHOM CHUCTEMAaTHYECKOU
paboTe CTylEHTOB HaJl HOPMAaTHMBHONM M Yy4eOHOH JuTepaTypoil. YcIemHoe H3ydeHHe JaHHOU
JUCLUIUIMHBI BO3MOXHO TOJIBKO IPH MPABUIBHON OpraHMU3alui CaMOCTOATENbHOM padoThl CTYyEHTA.
XKenarenbHO 03HAKOMHMTBCS € PEKOMEHIOBAHHOM B IIPOrpaMMe Kypca JINTEpPAaTypol M HHBIMU
UCTOYHUKAMU HMH()OPMALUK, IAlOIUMH JOMOJHUTEIbHbIE 3HAHWA MO NPOMJIEHHOMY B paMKax
JIETHOHHBIX 3aHATHH Marepuany. [Ipy HEOOXOIUMOCTH CleqyeT U3yduTh COJEp’KaHHEe HOPMAaTHUBHO-
IIPaBOBBIX AKTOB IO 3a/IaHHOM TEMeE.

[Ipy wu3yueHUM OTHENBbHBIX MpolJeM Kypca «BHENIHeIKOHOMHUYECKas JIEeATEIbHOCThY,
0COOEHHO TEOPETHUYECKOro XapakTepa, *KeJaTeJbHO NPOBEICHHE CPAaBHEHMs ydyeOHOro Mmarepuana,
W3JI0’)KEHHOTO B Pa3IMYHBIX y4yeOHMKaX U MOHOrpadusx, MOArOTOBKA JIOKJIAJ0B, HANPABICHHBIX Ha
pa3BUTHE KOMIIETEHIIUH 10 TUITY «yMETb» U «BJIAaJETh HaBBIKAMM.

OcHOBHBIE (OpPMATBI CaMOCTOSITENTBHONH pabOTBl B paMKax Kypca — BBITIOJIHEHHUE
TPaJUIUOHHBIX PA0OT MO MOATOTOBKE K MPAKTUUYECKUM 3aHSTHUSM, MOJIOTOBKAa K KOJIJIOKBUYMY
(cobeceoBaHMIO) B paMKax MPOBEICHHSI TEKYIEH aTTeCTalluy, MOATOTOBKA JTOKJIAZ0B MO aKTyaJIbHBIM
poGsieMaM TeM, U3y4aeMbIX B paMKax AMCLUILIMHBI Kypca.

Kpome Toro, o qaHHOW AUCIHILIMHE B MEPEYCHb (OPM CAMOCTOSTEIHHON PabOThI BKIIOUYEHBI
CJIETyIOIINE BUJIBI:

1. ydacTHe B Hay4HBIX CTYACHYECKHX KOH(EPEHLUAX U CeMUHapax;

2. aHaNM3 CTATHCTUYECKUX M (PaKTHYECKHX MATEpPHAJIOB IO 33JaHHOW TeMe, NMPOBEICHUE
pacyeToB, COCTABJIEHUE CXEM U MOJIEIEN Ha OCHOBE CTATUCTUYECKUX MAaTEPUAsIOB;

3. mouck (moadop) U 0030p JAUTEPATyphl M IJICKTPOHHBIX MCTOYHHUKOB WH(MOpMAIUU TIO
MHIMBUAYAJIBHO 3aJJaHHOM mpoliieMe Kypca.

Texyumue KOHCYJIbTalluu CTYACHTOB 110 BOIIPOCaM BBINIOJIHEHUS 33JaHUN 110 CAaMOCTOATEIbHON
paboTe M MoOABEEHHE MTOTOB MO CIELUATbHBIM (pOpMaM CaMOCTOATENBbHOM pabOThl MPOBOAATCS BO
BpeMsI IUTAHOBBIX ayIUTOPHBIX KOHCYJIbTAIIMN MPENoiaBaTess, a TaKkKe B AJIEKTPOHHOH (Gopme.

CTyneHT OJKEeH NMOHMMAaTh, YTO TOJIBKO OH CaM, CaMOCTOSATENIBHO, IMyTeM J100pPOCOBECTHOTO
YCBOGHMSI COJEpKAHUS JICKIUH, M3y4eHUs Y4eOHOM W JIOTOJIHUTEIBHOM JIMTEpaTyphl, CMbICIA U
COIEP)KaHUS CaMHMX IIPaBOBBIX HOPM M MPAaKTUKH UX IPUMEHEHMs, IIyTeEM BIYMYHUBOH H
JOOPOCOBECTHOM MOATOTOBKM K 3aHATUSAM, MOXKET MPUOOPECTH MPOYHblE U TIyOOKHE 3HAHUS 110
Kypcy, KOTOpbleé HEOOXOAMMBI HE TOJBKO M NOJIY4YeHUs 3HAaHUM, OTBEYaIOUIMX TpeOOBaHUSAM
BbICLIEr0 00pa30BaHus, HO U JJIs IPUMEHEHHs X Ha IPaKTHKE.

Texyiiye KOHCYIbTAallMK CTYACHTOB 110 BOIIPOCAM BBIMIOJIHEHUS 33JaHUN IO CAaMOCTOSTEIbHON
paboTe M MoABEEHHE MTOTOB O CIEUUAIbHBIM (pOpMaM CcaMOCTOATEIbHOM pabOThl MPOBOAATCS BO
BpeMS IUIAHOBBIX ayJJUTOPHBIX KOHCYJIbTALMI IPEIo1aBaTeis, a TakKe B 3JIEKTPOHHOI Qopme.

KoHTponbHbIE BONIPOCH! U 3aaHusl U1 MPOBEACHUSA TEKYIIETO KOHTPOJIS U NMPOMEKYTOYHON
aTTecTallMy 110 UTOTaM OCBOEHUS IUCLUUIUIMHBI IPUBEJEHBI B 1. 5.2.



I[JBI oOecneueHUs CaMOCTOSATEIIbHOM pa6OTBI 06y‘-IaIOIJ_II/IXC$I HCIIOJIB3YCTCA 3JI€KTpOHHLII>i KypcC

International Economic Activity, co3manHblii B cucteme 3mekTporHHoro ooyudenuss HHI'Y - https://e-
learning.unn.ru/course/view.php?id=5254.

7. DOoHJA OUECHOYHBIX CPeACTB /I IMPOMEXKYTOYHOM AaTTecTalud 10 JAUCHMILIUHE
«BHeNIHEIKOHOMHYECKAS NeATEILHOCTDY
BKJIIOYAIOIINHA:

7.1. Ilepeyenb KoOMIeTEHIMII BBIMNYCKHMKOB 00pa30BaTeJIbHON MNPOrpaMMbl € YyKa3aHHEM
pe3yabTaToB 00y4eHHs (3HAHWHM, YMEHMH, BJIQJeHMi), XapaKTEePU3YKOIUMX 3Tanbl HX
¢opmupoBaHusi, onucaHue IoOKa3aTejeil W KpUTepHeB OLEHUBAHMSA KOMIIETEHIMH Ha
Pa3JIHYHBIX 3Tanax ux GopMUpPOBaAHMA

YpoBeHb IIkana oneHuBaHus c(hOPMHPOBAHHOCTH KOMIIETEHIU
copmupoBan IJ10X0 HEY/IOBJIETBO | Y/IOBJIETBOPH X0pomro O4YeHb XOpPOoIIo OTJIMYHO MPEBOCXOTHO
HOCTH PHUTEJILHO TeJbHO
KOMIIETeH U He 324TeHO 3a4TeHO
(MHAUKATOpaA
JAOCTHKEHUS
KOMIIeTeH M)
OtcyrcTBHE YposeHb MuHumansHO | YpoBeHb VYposenb YpoBenb YpoBeHb
3HaHUH 3HaHUH HMXKE | JOIYCTUMBIH 3HaHUH B | 3HaHUH B | 3HaHMH B | 3HaHUU B
TEOPETUYECKO | MHUHHMAJIBHBI | YpOBEHb o0BeMe, o0BeME, 00BeEME, o0neMe,
ro MaTepuana. | x 3HaHUIL. COOTBETCTBYIO | COOTBETCTBYIOI | COOTBETCTBYIO | MPEBBIIIAOLIC
HeBo3moskHoc | TpeOoBaHHMIA. JonymeHno uemM €M IIporpamme | ILEM M Iporpammy
3HaHuA Th  OLEHUTH | Mmemn Mmecto | MHOTO nporpaMme MOATOTOBKH. IporpaMme MOATOTOBKH.
MOJHOTY rpyObIe HETpyObIX MOATOTOBKH. Jomymeno TIOATOTOBKH,
3HAHUH OIMOKH. OmKOKH. JonymieHo HECKOJIEKO 0e3 ommOoK.
BCIICJICTBHE HECKOJBKO HECYIIECTBEHHBI
oTKa3za HEerpyObIX X OIIHOOK
olyuatoreroc ouIMooK
s OT OTBETA
OtcytcTBHE IIpu pemenun | Ilpogemonctp | Ilpomemoncrp | Ilponemonctpu | Ilpomemoncrp | Ilpomemonctp
MHHUMANBHBl | CTAaHAAPTHBIX | MPOBAHBI UpOBAaHEl BCE | POBAHBI BCEC | MPOBaHEI BCE | MPOBAaHBI BCE
X yYMEHHUH 3amaq HE | OCHOBHEBIE OCHOBHBIE OCHOBHBIE OCHOBHEBIE OCHOBHEIE
HeBo3MoXHOC | MPOIEMOHCTp | yMEHWs. YMEHHSI. YMEHHSI. yMeHHS, YMEHHS,.
Th  OLCHUTH | MPOBAHBI Pemenst Pemwensr  Bce | Pemensr Bce | pemeHbl Bce | PemeHsl  Bce
HaJIn4ue OCHOBHBIC THITIOBBIC OCHOBHBIC OCHOBHBIC OCHOBHBIC OCHOBHBIC
Vet YMEHHI YMEHHSI. 3aja4n ¢ | 3amaun ¢ | 3amaum . | 3anaun ¢ | 3amaum.
= BCIIEJICTBUE Hmemn mecto | HerpyOBIMH HerpyObIMI BeImonHeHs! Bce | OTAETBHBIMU Bemonaenst
OTKa3a rpyObie OmHnOKaMH. OIINOKaAMH. 3a7aHus, B | HeCylIeCTBEH | Bce 3aJaHus, B
00y4aromeroc | ONmIMOKH. Bemonaenst Brmonaensr TOJTHOM HBIM TIOJTHOM
s OT OTBETA BCE 3aJaHMS | BCe 33/aHUA, B | oObeme, HO | HemodYeTaMmu, obbeme  0Oe3
HO HE B | IIOJHOM HEKOTOpBIE  C | BBINOJHCHEI HEJI0YETOB
HIOJTHOM o0beMe, HO | HEJOYeTaMH. BCE 3a7aHMs B
oOBeMe. HEKOTOphle ¢ HIOJTHOM
HEJJ0YeTaMH. obObeme.
OTtcyTcTBHE IIpu pemenun | Umeercs IIponemonctp | Ilpogemonctpu | IIponemonctp | IIponemoHncTp
BIIA/ICHUS CTaHJAPTHBIX | MHHUMAIbHBI | MPOBAHEI POBaHBI HPOBaHbI HpOBaH
MaTepHaioM. | 3amad He | @ 6azoBble 6a3oBbIe HaBBIKH TBOPYECKUH
HeBo3morkHOC | mpomeMoHCTp | Hadop HaBBIKA HaBBIKH MIPU pEIIeHUN | MOJXOJX K
Hasbicu Th  OLCHUTH | MPOBAHBI HaBBIKOB JUISl | NIPU pELICHWH | IIPU  PEIICHUM | HECTAHJapTH | PEIICHUIO
—— HaJM4Ine 6a3oBbIe peneHus CTaHIApPTHBIX | CTaHIApPTHBIX BIX 3amad 0Oe3 | HecTaHIapTHHI
HaBBIKOB HaBBIKH. CTaHJIApTHBIX | 3a7ad ¢ | 3amad 6e3 | ommnboK U | X3amad
BCJICJICTBHE Nmenn mecto | 3amau C | HEKOTOPBIMH ouIMboK U | HEJOYETOB.
OTKa3a rpyObIe HEKOTOPBIMHU HEJ09eTaMH HEJJ0YETOB.
o0yyaronieroc | OmMOKH. HeoYeTaMu
s OT OTBETA
Lkana OLUEHKN NpKn I'IpOMG)KyTO‘-IHOIZ arrecraynm
Ouenka YpoBeHb NOATOTOBKH
MPEeBOCXOTHO Bce kommereHuu (YacTH KOMIETEHIMH), Ha (HOPMUPOBAHHE KOTOPBIX
HampaBjieHa JMCUUIUIMHA, Cc(OpMHUpOBaHBl Ha YypOBHE HE HIDKE
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https://e-learning.unn.ru/course/view.php?id=5254

IIPOTrPaMMOi

«TPEBOCXOAHO», MPOJAEMOHCTPUPOBAHbBl 3HAHMS, YMEHHUS, BJIAJEHUS IO
COOTBETCTBYIOIIMM KOMIIETEHIUSIM Ha yYpOBHE, BBIIIE MPEAYCMOTPEHHOTO

OTJIMYHO Bce xommnereHuuu (YacTH KOMIIETEHIMI), Ha (OpPMHUPOBAHHE KOTOPBIX

«OTJIUYIHO»

HampaBlieHa AUCIUIUINHA, COPMHUPOBAHBI HA YPOBHE HE HUKE KOTIUIHOY,
Opu 3TOM XOTs OBl OJHA KOMIIETEHIMS chopMHpoBaHa Ha YpOBHE

0YeHb X0pOIIO0 Bce xommereHnuu (YacTH KOMIIETEHIIH), Ha (OpMHUPOBAHHE KOTOPBIX

YPOBHEC « OYCHb XOpOoLIio»

HampaBJieHa JUCIHIUINHA, COPMHPOBAHBI HA YPOBHE HE HUXKE «OYEHBb
XOpOIIO», HPU 3TOM XOTA OBl OJHA KOMIIETEHLUS C(HOPMHpPOBAHA Ha

X0pouIo Bce kommereHuuu (4acTu KOMIIETEHLHMH), Ha (OPMHPOBAHUE KOTOPBIX

«XOpOLIO»

HarpasJieHa JUCHIUIUINHA, COPMHUPOBAHKBI HA YPOBHE HE HUKE «XOPOIIOY,
Opu 3TOM XOTsA Obl OJHAa KOMIIETeHLHs c(OpMHUpOBaHa Ha YpOBHE

YAOBJIE€TBOPUTEJIbHO Bce xomnerenunun (‘-IaCTI/I KOMHCTCHHHﬁ), Ha (I)OpMPIpOBaHI/Ie KOTOPBIX

«YIOBJICTBOPUTEIBHO», TPH ITOM XOTS Obl OJHA
copMUpOBaHa HA YPOBHE «YJIOBJICTBOPUTEIHLHOY

HampaBjieHa JUCHMIUIMHA, C(QOPMHUPOBAHBI HAa YpPOBHE HE HIXE

KOMIICTCHII U

HEYIOBJICTBOPUTEJIbH XoTs OBl OJIHa KOMIICTCHII U C(I)OpMI/IpOBaHa

Ha  YpOBHE

0 CHEYOOBJICTBOPUTECIIBHO», HX OJJHA U3 KOMIICTCHITUN HE C(bOpMI/IpOBaHa Ha

YPOBHC «IIJIOXO»

JI0X0 XoTst Obl OZJHa KOMITETEHIIMSI CPOPMUPOBAHA Ha YPOBHE «ILJIOXO0)»

7.2. TunoBble KOHTPOJILHBIC 3aaHUS WJIM HHbIe MATepPHAJIbl, He00X0IUMbIe
JJISl OLIEHKH Pe3yJIbTATOB 00y4eHHUs

5.2.1 Konmponwhuie sonpocut

Bompoc Kon
KOMIICTCHIIMHN

1. Concept, types and subjects of international economic activity. I1K-1

2. Effects of international economic activity: macro-and meso- economic | IIK-1

level.

3. Export advantages: enterprise level. I1K-1

4, Risks and problems of export activity. IK-1

5. Functions and elements of export-oriented enterprises: Organizational and | IIK-1

economical operations.

6. Functions and elements of export-oriented enterprises: Production and | IIK-1

Business Operations.

7. Functions and elements of export-oriented enterprises: Operational and | I1K-1

Commercial Operations.

8. Structure of international commerce unit: the Russian version. I1K-1

9. Structure of international commerce unit: the international version. I1K-1

10. Types of foreign economic operations: the direction and method of | IIK-1

organization.

11. Export, import, reexport and reimport operations. TTK-1

12. Direct and indirect sales in international trade. IK-1

13. Types of foreign economic operations: the method of payment. | IIK-1

Countertrade transactions and their types.

14. The economic content of the foreign trade contract. I1K-3




15. Types of prices used in foreign trade transactions. I1K-3
16. Choice of export product and destination. IK-1
17. The concept of the Incoterms, the obligations of the seller and the buyer. I1K-3
18. Classification of the Incoterms 2010. Group E and Group F terms. I1K-3
19. Classification of the Incoterms 2010. Group C and Group D terms. I1K-3

5.2.2. TunoBbie TECTOBbIE 3aJaHUA VISl OLleHKH c(popmupoBanHocTH komnerennuu I1K-1,3

1. International economic activity refers typically to companies and not to regions or states (select
one): a) true; b) false.

2. International commerce of traditional goods as well as of brand-name goods as a form of
international economic activity is associated with (select one): a) foreign investment in new
production facilities; b) financial, credit, and foreign exchange operations; c¢) export and import of
goods and services, purchase and sale of intellectual property rights; d) acquisition of existing
production facilities.

3. Organizations that promote foreign trade and investment of other business entities are (select
one): a) industrial firms; b) touristic companies; ¢) national and regional chambers of commerce;
d) transportation and logistics companies.

4. One of the advantages of indirect export is (select one): a) payment of remuneration to
intermediaries; b) closer contacts producers and customers; c) long-lasting and stable relations
between suppliers and consumers; d) provision of all necessary trade services.

5. The economic content of international trade contract typically regards (select one): a) force
majeure; b) applicable law; c) delivery terms (Incoterms); d) quality of the goods determination
(establishing).

6. The price terms of the international trade contract include (select one): a) technical standards; b)
packaging and labelling of goods; c) pre-shipment inspection; d) total contract value.

7. Fixed prices are usually set when signing a foreign trade contract, and they are not subject to
revision (select one): a) true; b) false.

8. The payment (financial) terms of the international trade contract include (select one): a) insurance
obligation; b) release of claims (complaints); ¢) delivery terms; d) type of bank settlement operation.

9. Terms of delivery of international sale contract determine (select one): a) settlement currency; b)
price currency; distribution (association) of shipping costs; d) price determination mechanism.

10. The Incoterms are reviewed (revised) every ten years to comply with the practice of international
trade (check one answer): a) true; b) false.

5.2.3. Tunossble 3a1aHKusA/321a4M 1JIs1 OleHKHU cpopmupoBanHocTH Komnerenunu I11K-1,3
Task 1. Read the case and answer the questions

Case “Trud: Planning International Economic Activity”
Characteristics of the enterprise “Trud.”

“Trud” (Labor) is an enterprise for the production of metal tableware appliances (cutlery), one of the
largest metal-working in Russia. It is known in the Russian market as a manufacturer of various assortment of
cutlery such as household and kitchen knives and other accessories for the house and public catering
establishments and axes, cleavers, grinding tools.

History and achievements of the company
The enterprise was established in 1830 and had the name “Kondratov Steel Products Factory”, in 2010 the
company celebrated its 180th anniversary. In 1992, a joint-stock company “Trud” was created by privatization
from the state-owned company. Over the years of work, the enterprise developed from a small handicraft factory
to a modern production complex. A significant experience has been accumulated both in production and in the
sales of the Trud products.
“Trud” Strategy



The vision of the company. “Trud” is a dynamically developing company that provides valuable
impressions and pleasures to millions of Russians and people in the CIS countries, which gives maximum
satisfaction, recognition, favourable conditions and stimulation of work for employees.

Company’s mission. We want to be an example for small Russian companies seeking to work at a global
level. At the heart of our uniqueness are market research consistency, the active integration of other companies’
experience, and communications culture.

Business concept company is From good to more profitable.

Key business ideas of the company are active borrowing of the experience of successful companies and
markets; Design ideas, products and packaging; Unique communications with consumers, distributors and
partners.

Markets and marketing. The main “Trud” ’s economic activity is the production of axes, cleavers and
sledgehammers, stainless steel cutlery, kitchen knives and accessories made of stainless steel, grinding tools,
tool handles and cutting boards made of wood, tooling and tools. Moreover, the enterprise is involved in trade
and procurement activities and services for other organizations. “Trud” is the leader in the production of kitchen
knives among domestic producers; it is among two leading domestic producers of economic axes; in
sledgehammers, it is in the top three. In table devices, the enterprise takes part of four major producers. Over the
past two years, “Trud” has been actively positioning itself in several market segments, one of which is the
Hotel-Restaurant-Cafe (HoReCa) and catering service. The company’s mission for the near future is to expand
the range through new product groups. The company’s geographical location in Russia’s central part,
convenient logistics, allows buyers to receive goods conveniently, avoiding unnecessary overhead. All this
ensures the stability of partnerships—the primary market for the products in Moscow. Also, the company’s
products are supplied to 62 regions of Russia. The geography of sales extends from Kaliningrad to
Petropavlovsk-Kamchatsky. The most important directions of the company’s activity are promoting “Trud” ’s
products on the Russian and CIS markets through official dealers and expanding the dealer network and
contacts with regional partners. Currently, the dealer network includes 40 partners to sell products for the
hospitality industry, houseware, picnic and leisure products, forged hand and garden tools.

“Trud” pays more attention to the support of partner enterprises by consulting dealers of dealerships to
familiarize themselves with the features of production, more complete study of the assortment, competitive
advantages and presentations of new products, as well as training of “Trud” personnel.

Business directions of the enterprise

Priority of the directions of activity of JSC Trud in 2015 was structured as follows:

1. Business unit “Instrument”.

2. Business unit “Tableware” incl. 2.1. Kitchen and cook knives. 2.2. Cutlery.

Table 1
Structure of revenue by main types of products

Indicator 2009 (2010)2011]2012{2013]2014 2015

The share of the unit "Instrument" in the total revenue of the | 39.8| 40.7| 42.8| 37.4| 50.8| 59.0| 67.2
enterprise, %

The share of the unit “Tableware” in the total revenue of the | 51.4| 52.1| 49.3| 56.7| 45.6| 41.0]| 32.8
enterprise, %

’

The business unit “Tableware.’

The market of cutlery and kitchen utensils is traditionally represented by Russian companies (“Nytva”,
“Trud”, “Amet”, etc.) and foreign manufacturers. The total share of Russian producers in tableware, kitchen
utensils and knives does not exceed 10% due to distributors’ choice as priority suppliers of producers from
South-East Asia (China first). Among domestic manufacturers of cutlery, “Trud” is the leader in production and
sales. However, in 2014-2015 it can be given as an expert assessment. There will be a prolongation of decline in
Russian production in the CIS market favouring products manufactured in South-East Asia.

Business unit “Instrument.”

The axes market approaches a certain point when deciding which products will dominate on the CIS
market Russian or imported ones. The loyalty of Russian end-users conditions the preservation of positions on
axes in the market. “Trud” have a deeper range, while at the same time the company’s products are on average
16 per cent more expensive.

Financial and economic situation
Table 2
The “Trud” market shares



Main business Instrument Kitchen and cook knives Cutlery
areas
Market share 20% 4%, <1%
Main Zubr, Matrix, Stayer, Tramontina, Regent, Pinti, Vitesse, Tescoma, Ikea,
competitors . Ermak, Elsa, Essa, Bergoff Regent, Elsa, Essa, Bergoff
Fiskars, I1zhstal-TNP Russian cutlery manufacturers
Table 3
Tne ©Tpvd= drvovytai avd exovouLy Vol oTops
Indicator Value
2009 2010 2011 2012 2013 2014 2015
Revenue, thousand rubles 300 733 344 804| 383 109| 306 152| 391 302| 396 355 458 114
Net profit, thousand rubles 14967 2010] 15042 1239 17964 742 25

Labor productivity, thousand rubles per 382,11 420,49 478,28 461,07 499,75 624,18 736,52
person

Profitability of products (return on sales), 9,87 3,15 5,62 3,73 7,35 1,8 5,1
%

Analysis of the company’s export activities
The company’s products are supplied to Ukraine, Belarus, Kazakhstan, Moldova, Lithuania.

Table 4
“Trud” indicators of export activity
Indicator Value
2009 2010 2011 2012 2013 2014 2015
Exports, thousand rubles 35787 42756 48655 26941, 36000
Share of export in revenue, % 11,9 12,4 12,7 8,8 9,2
Instruments, thousand rubles 16104,15|17102,4 |23354,4 |14817,55 |18000
Tableware, thousand rubles 19682,85 [25653,6 |25300,6 112123,45 [18000

According to the table, it is possible to judge the volatility of deliveries of JSC Trud’s products to
external sales markets. A decrease in the efficiency of the enterprise’s foreign economic activity is primarily
related to the exacerbation of competition in foreign markets.

Distribution of CIS countries by the share of exports in 2013

A) Tableware - Kazakhstan 37.4%, Ukraine - 35.7%, Moldova - 9.9%, Belarus - 9.6%, Kyrgyzstan -
7.2%:;

B) Instrument - Kazakhstan 22.3%, Ukraine - 39.1%, Moldova - 12.5%, Belarus - 17.1%, Lithuania -
8.9%.

Organization of export activities in the enterprise

“Trud” export tasks are following

— studies external competitiveness of goods and ways of its increase,

—studies foreign sales markets, deal with contracts with foreign partners,

—studies foreign competitors,

—deals with issues related to sales in such countries of the CIS and beyond,

— deals with marketing issues in countries using the products of “Trud”,

— calculates the prices of products for each foreign market,

— calculates the efficiency of exports,

— calculates transportation costs,

—collects and studies information on foreign markets and trends in its development,

— develops contract forms for each partner,

— provides the head with information about upcoming tenders, exhibitions and fairs,

— is engaged in the search for new foreign partners for the enterprise and maintains contacts with regular
foreign partners,

— prepares documents for participation in international tenders, exhibitions and fairs,

— looks for new foreign markets.

The company vision of developing its foreign economic activity (2013)
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Considering the growing competition in foreign markets and pursuing the goal of increasing exports of
goods, “Trud” should pay great attention to further developing the commodity distribution network as a tool for
effective product sales.

The main direction for development is to establish links with independent marketing organizations - can
facilitate the expulsion from the markets of competing enterprises that cooperate with the same agents on less
favourable terms.

At present, “Trud” intends to conduct the following activities aimed at developing the distribution
network and expanding its sales markets:

* Expansion of the distributive network of “Irita” firm, the official distributor in Kazakhstan

By attracting new regional dealers and cooperation with retail trade networks;

« further development of the service network by concluding new contracts for servicing the products of
the company “Trud” in the sales territory, as well as creating a warehouse for spare goods based on “Irita”;

» for the practical work on the promotion of “Trud” products, the opening of a representative trade office
in Gomel (Republic of Belarus);

* Expansion of the distribution network in Tiraspol (Moldova) through cooperation with existing dealers
and search for new partners.

The tasks for the case:

1. To form the Export Department team following the budget requirements 200 thousand rubles and
markets’ logics served.

2. To share the functions mentioned above between team members.

3. To propose missing values for indicators given in Table 4 (exports, share of export in revenue,
export revenues from both business units) for years 2014 and 2015, indicating countries and
motivating your choice.

4. To describe the company’s current foreign trade structure by country and business units as well
as the future trends in its international commerce according to the suggestions made in p.4.

5. Propose a marketing program (4Ps) for Trud for your national market

Task 2. Calculation of export prices. The South Korean firm received an offer from an American firm to
manufacture a refrigerator, subject to December 2014. The contract was signed in January 2015. Delivery date
01.01.2016. The basic price of the refrigerator was $ 10 million.

Price calculation $ Indexes of prices for materials and wage rates from January to
min December 2015 (by quarters)
Materials 4,0 Indices (to the previous quarter)
Labor force 2,0 Prices for | Wages | Inflatio
materials n

Selling prices 10,0 1st quarter (January - March) 101,4 101,2 101,4
2nd quarter (April - June) 103,5 100,3 103,5
3rd quarter (July - September) | 98,8 100,1 99,3
4th  quarter  (October - | 101,9 99,3 102,1
December)

The task. Calculate the delivery price for the delivery date and payments according to the schemes:

A) the movable price (at the threshold of 4% and the threshold of 7%), based on the fact that half the actual
inflation rate would be taken to calculate the final price, the advance is 25% and is paid on January 1, 2015,
based on the contract price;

B) the sliding price considers that the payment is quarterly, in fact, at a share of 25% each based on the sliding
price formula.

Formulate a record of the contract article “Price” for both alternatives.

Task 3. Practical situation. Incoterms 2020.

Enterprise “Information Technology”, located in Yekaterinburg, purchased a batch of computers in
Korea with the basis of delivery of CIF in Perm.

What are the obligations of the parties to execute the contract following the basis?

What is the error of the enterprise in terms of:
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U The use of this Incoterms condition;
"] Transportation logic;
"] What is the correct delivery basis (s) should (s) be applied (s)?

Task 4. Incoterms 2020. Practical situation. Enterprise “Agro-holding”, located in Nizhny Novgorod,
plans to import a batch of dried milk from Spain from Valencia (seaport). There are two delivery
methods: 1) by sea (through the port of Novorossiysk); 2) by road transport.

Which basic conditions of Incoterms 2010 can be used (specify 3-4 options for each mode of delivery).
In each case, indicate the pros and cons of each option for the Russian buyer.

Task 5. Incoterms 2020. The total cost of delivery of goods on DAP terms is 10 thousand dollars,
loading and unloading charges at customs - $ 100, customs clearance at import - $ 200, delivery of
goods from customs office - $ 100, unloading from the buyer - 100 The total cost of delivery of goods
on DDP terms should not be less than a) $ 10,200; B) $ 10,300; C) 10,400 dollars; D) $ 10,500

Task 6. Incoterms 2020. The total cost of delivering goods on EXW terms is $ 5 thousand, loading and
unloading costs in the seller’s warehouse - $ 50, delivering goods to customs - $ 50, customs clearance
for export - $ 100, loading on a vehicle Buyer - $ 100. The total cost of delivery of goods on FCA
terms should not be less than: a) $ 5,300; B) $ 5,200; C) $ 5100; D) $ 5,000.

Task 7. Incoterms 2020. The enterprise plans to conclude a contract to sell products to a foreign
company for USD 30,000, including packaging costs (factory price). The main transportation is by sea.
The delivery costs (in thousands of US dollars) were: export customs clearance and customs duties - 2,
handling and transportation costs for delivery to the exporter’s port - 2, chartering the vessel - 8§,
loading - cargo handling in the dock - 2, insurance of the main transportation - 3. Return on expenses
of the enterprise - 20%. Determine the prices of EXW, FAS, FOB, CFR, CIF.

Task 8. Incoterms 2020. The Russian exporter plans to conclude a contract to sell foreign products to a
foreign company worth $ 20,000, including packaging costs (factory price). The main transportation is
by rail. The delivery costs (in thousands of US dollars) were: expenses for delivery to the railway
station - 1, customs clearance fees and customs duties (in the country of the exporter) - 5, the cost of
the main transportation - 11, loading and unloading work at the railway station (in the country of the
exporter) for the vehicle specified by the buyer - 1, basic transportation insurance - 5, transition
customs clearance and customs duties — 1, customs clearance and customs duties (in the country of the
importer) - 4, loading and unloading works railway station in importer’s country — 2, clearance in the
importer’s country - 2, delivery of cargo to the train/railway station to the buyer’s location - 3. Risks
associated with delivery — 2%. Return on expenses of the enterprise - 10%. Determine the price EXW,
FCA, CPT, DAP, DDP.

KpuTepum oueHkM TekyLmx 3agaHum (kemc—3agay)

Kpurepum oueHkun KoJsun4yecTBo 6a/1510B
HpeBOCXOI[HO CTYILCHTBI MpaBHUJIbHO OTBCYAIOT Ha BCC IIOCTABJICHHLIC BOIIPOCHI U
KOPPEKTHO BBIMIOJIHSAIOT BCE 3aJJaHUs, B TOM YHCJIe TBOPUECKUE
OT1an4HO CryaeHThl OTBEUAIOT HAa BCE MTOCTaBICHHBIE BOMPOCHI U BBIMOJIHSIOT BCE

3a/laHusl, JOMYCKalT OIMOKU (He Oosee onHOM TpyOoM WU JBYX
HOBEPXHOCTHBIX B 3aBUCUMOCTH OT THIIA 3a/1aHUS)

Ouenp XopoIIo CTyneHThl BBHITIOJHSIOT BCE 3aJIaHMs], JOMYCKAarOT OMMOKK (HE OoJee
ONHOW TpyOOW W JABYX TMOBEPXHOCTHBIX B 3aBHCUMOCTH OT THUMA
3aJ1aHus)

Xoporo CrTyseHTHl BBITIONHSIOT HE BCE 3ajaHusi (MpormyckalT He Oolee
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OJTHOT0), JIOMYyCKAalOT OIIMOKH (HE Oojee OAHOM-ABYX TIpyOBIX U PsiI
HOBEPXHOCTHBIX B 3aBHCHMOCTH OT THIA 33IaHUS)

Y I0BIETBOPUTEIHHO CTy/leHTHI BBIMONHSIOT HE BCE 3ajaHusl (MpomyckarT Ooyiee OJHOTO,
OJIHAKO BBITIOJHIIOT OOJBIIYI0 WX YacTh), JOMYCKAIOT OIMUOKH (HE
0ojee OMHOU-IBYX TPYOBIX M Psii MOBEPXHOCTHBIX B 3aBUCUMOCTH OT
THUIIA 33JIaHUS)

HeynoBnerBopurensx CTy/neHTHI BBIOJIHAIOT MEHBIIYIO YacTh 33JJaHUi, JOMYCKalT OMNOKU

0 (6onee omHOM TpyOOi M psii MOBEPXHOCTHBIX B 3aBUCHUMOCTH OT THIA
3aJ1aHus)

[Tnoxo CTyeHTbl BBIIOJIHAIOT MEHBIIYIO YacTh 3a/1aHUi, JOMYCKalOT OLIMOKU

B Ka’XXJ10M BBIITOJIHEHHOM 3aJaHUN

5.2.4. IIpoekT nJ1s1 oneHku cpopmupoBannocTu komnerennnu I1K-1,3
"Create a department of export transactions"
Reference Materials

1. Approximate Provision of the Export Department (in abbreviated form)

1. Purpose and objectives of the Department

1.1. The Department’s main task is the organization of the supply of products to the CIS and
outside CIS.

1.2 Objectives of the Department of Export and International Business are:

1.2.1 Implementation of measures on product sales to customers in the CIS countries;

1.2.2 Implementation of measures on realization of products to customers outside CIS;

1.2.3 Development of sales tools and programs of sales for new products and markets;

1.2.4 Achievement of the predetermined objectives in terms of sales for single markets and
products; the control of cash flow; the cash management of circulation cost.

2. Functions

2.1 The Department of Export and International Business provides the following functions:

2.1.1 Market research conducted in a regional context, as countries in the region share similar
political, economic and geographical conditions. The preliminary market subdivision is CIS, EU,
Central European counties, the African region, the Middle East, Asia-Pacific, Latin America, North
America. The following characteristics for any single market should be assessed and monitored:
capacity, consumer preferences, national characteristics, geographic and climatic conditions, the
territorial proximity of the market, the relative proximity of competitors from other countries;
legislation, tariff barriers, technical and other non-tariff barriers.

2.1.2 Analysis of the product mix: The marketing strategies of competitors aim to explore the
potential major players in the market, its competitive advantages in terms of price and performance,
and product quality. It features two categories of competition: local producers and foreign exporters.

2.1.3 Selection and search of the trading partner is based on carrying out activities aimed at
establishing business contacts, participation at exhibitions (creation of stand with registration or
exhibiting products, customer surveys on the site), running advertising campaigns in the countries of
the planned deliveries (together with existing foreign partners), contacting Trade Representative of the
Russian Federation to foreign states and local chambers of commerce.

2.1.4 Verifying the partner’s business standing and solvency by creating a database of
information about the CIS region’s leading dealers and the far abroad countries, maintaining it up to
date. The use of directories and catalogues intermediaries. Processing of client requests.

2.1.5 Realization of contractual negotiations conducted on the premises or in the territory of a
potential partner. The organization of charter trips.

2.1.6 The preparation and signing of the contract to find out the basic parameters of the
agreement: delivery of products, its amount and characteristics; of the contract price, the contract
currency and the currency of payment, the basic terms of delivery, order and delivery times; payment
terms, warranties, force majeure, arbitration of disputes if they arise.

2.1.7 Preparation and execution of transaction passport contract with an authorized bank.
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2.1.8 Adoption of the delivery schedule and prepare the goods for shipment.

2.1.8 Formation of the goods on a vacation package of documents for customs clearance.
Contract (2 copies certified by the seal of the organization), passport of the transaction; Invoice (bill)
to be sent with the goods, approved by the seal of the organization, which should include details of the
seller, the buyer, the number and date of the contract, price characteristics of goods and Incoterms;
waybill (CMR) or TIR Carnets, licenses. Finally, in case of need, certificate of origin.

2.1.9 Customs clearance of goods (in cooperation with the customs broker).

2.1.10 Control of cash flows and analysis of the dynamics, structure and efficiency of export
deliveries.

2. Company cases to chose

Case 1. Watercolour paints. Home and Professional Usage. The salary budget for a month is
300 thousand rubles. The company has sales in the following countries:

CIS: Armenia, Azerbaijan, Belarus, Kazakhstan, Kirgizstan, Tajikistan, Turkmenistan,
Uzbekistan.

Outside CIS: Argentina, Brazil, Czech Republic, Finland, France, Germany, Greece, Italy,
Netherlands, Poland, Portugal, Slovakia, Spain, Switzerland, United Kingdom.

Case 2. Machines for reinforced concrete wall and floor panels. The salary budget for a month
is 600 thousand rubles. The company has sales in the following countries:

CIS: Armenia, Azerbaijan, Kazakhstan, Kirgizstan, Tajikistan, Uzbekistan.

Outside CIS: Argentina, Bangladesh, Brazil, China, India, Indonesia, Mexico, Nigeria.

Case 3. Jams and marmalades from wild berries. The salary budget for a month is 300 thousand
rubles. The company has sales in the following countries:

CIS: Armenia, Azerbaijan, Belarus, Kazakhstan, Moldova.

Outside CIS: Australia, Denmark, France, Germany, Italy, Netherlands, New Zealand, Norway,
Sweden, Switzerland and United Kingdom.

Case 4. Ethnic clothing and kitchen textiles. The salary budget for a month is 200 thousand
rubles. The company has sales in the following countries:

CIS: Armenia, Azerbaijan, Belarus, Kazakhstan.

Outside CIS: Bulgaria, Germany, Greece, Czech Republic, Slovakia, Turkey.

Case 5. Non-electrical agricultural tools. The salary budget for a month is 200 thousand rubles.
The company has sales in the following countries:

CIS: Armenia, Kazakhstan, Kirgizstan, Tajikistan, Uzbekistan.

Outside CIS: Afghanistan, Bangladesh, India, Indonesia, Pakistan.

Case 6. Light commercial vehicles. The salary budget for a month is 500 thousand rubles. The
company has sales in the following countries:

CIS: Armenia, Azerbaijan, Kazakhstan, Kirgizstan, Tajikistan, Uzbekistan.

Outside CIS: Bosnia and Herzegovina, Croatia, Egypt, Estonia, Germany, India, Macedonia,
Montenegro, Morocco, Nigeria, Poland, Serbia, Turkey.

Case 7. Road construction equipment. The salary budget for a month is 600 thousand rubles.
The company has sales in the following countries:

CIS: Armenia, Azerbaijan, Kazakhstan, Kirgizstan, Moldova, Tajikistan, Uzbekistan.

Outside CIS: Algeria, Argentina, Bangladesh, Brazil, Bolivia, India, Indonesia, Morocco,
Nigeria, Syria, Venezuela.

Case 8. Nitrogen chemical fertilizers. The salary budget for a month is 800 thousand rubles.
The company has sales in the following countries:

CIS: Armenia, Belarus, Kazakhstan, Kirgizstan, Moldova, Tajikistan, Uzbekistan.

Outside CIS: Argentina, Bangladesh, Brazil, Bolivia, Bosnia and Herzegovina, Croatia, Egypt,
Estonia, India, Indonesia, Macedonia, Montenegro, Morocco, Nigeria, Poland, Serbia, Turkey,
Venezuela.
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The tasks for the case:

1. To form the Export Department team following the budget requirements and markets’ logics

served.

2. To share the functions mentioned above between team members.

3. To describe the company’s current foreign trade structure by country and business units and the

future trends in its international commerce, eo make a plan for the next month and quarter.
4. Propose a marketing program (4Ps) for Trud for one national market among served.

Kpurepuu onieHku npoexra

Kpurepum oueHkun

KoanyecTBO 0a1710B

HpeBOCXOI[HO CTYILCHTBI MMpaBUJIBHO KOPPCKTHO BBINIOJHAKOT BCC 3aJaHusd, B TOM
YHCJIE TBOPYECKUEC
OTtimysOo CTy,Z[eHTLI OTBCUAIOT HA BCC MMOCTABJICHHBIC BOIIPOCHI U BBLIIIOJIHAKOT BCC

3a/laHusl, JOMYCKalT OIMOKU (He Oosee onHOM TpyOod WU JBYX
HOBEPXHOCTHBIX B 3aBUCHUMOCTH OT THIIA 3a/1aHUS)

OueHb XOpOoIIo

CTyneHThl BBHITIOJHSIOT BCE 3a/IaHMsl, JOMYCKArOT OIMOKK (HE OoJee
OHOW TpyOOW W JABYX TMOBEPXHOCTHBIX B 3aBHCHUMOCTH OT THUMA
3aJIaHusA)

Xoporio CryneHTbl BBHINOJNHAIOT HE BCEe 3agaHus (MPOIyCKalOT He Ooee
OJIHOT0), JIONMYyCKalT OmuOKHu (He Ooyiee OJHON-ABYX TPYOBIX U Psf
MIOBEPXHOCTHBIX B 3aBUCHMOCTH OT THIIA 33IaHHSI)

Y 10BJIETBOPUTETHHO CTyneHTHI BBIOJTHSIOT HE Bce 3ajaHus (NMPOIMYCKAKT OoJyiee OHOTO,
OJTHAKO BBIMIOJHSIOT OOJIBIIYI0O HMX YacTh), JOIYCKAIOT OIIMOKH (HE
Oosiee OAHOM-IBYX IpyOBIX M PsiJl MOBEPXHOCTHBIX B 3aBUCHMOCTH OT
THUIIA 33]JIaHUS)

HeynoBneTBopurebH CTyIIeHTBI BBITIOJHSIOT MEHBIIYIO YacTh 3a/IaHUi, JOMYCKAIOT OLIHOKU

0 (bostee omHOM TPyOOH M Psi TOBEPXHOCTHBIX B 3aBUCHMOCTH OT THITA
3a/TaHMS)

[Tnoxo CTy/ICHTHI BBITIOJNHSAIOT MEHBIIIYIO YacTh 33JJaHUH, JOIYCKAIOT OIIUOKH
B K2)KJIOM BBITIOJTHEHHOM 3aJ[aHUH

8. Y4eOHO-MeTOANYECKOE " HH(pOPMaLIOHHOE ol0ecrevyenue AUCHHUILINHBI

«BHelHeIKOHOMUYECKAS 1eATeTbHOCTD)
a) OCHOBHasl TUTEpaTypa:

1. Tpudonona

E.1O0. BHEIIHEDKOHOMMWYECKAA  JAEATEJIBHOCTbL:  Yuebno-

Meroandeckoe mocobue. (E.Trifonova International Economic Activity Tutorial). ®onpg
JNEKTPOHHBIX oOpa3oBarenbHbix u3ganuit HHI'Y. Per.nomep (Registration Number)

1587.17.07 http://www.lib.unn.ru/students/src/IntEcActivity.pdf

Carpenter, M.A., Dunung, S.P. International Business. Publisher: Saylor Foundation, 2011.

https://open.umn.edu/opentextbooks/textbooks/international-business
JVK International Economic Activity, co3maHHbIi B cucteMe 3ekTpoHHoro ooydenuss HHI'Y

- https://e-learning.unn.ru/course/view.php?id=5254.
6) 0onoIHUMENbHAS TUMePamypa:

Karl Farmer, Matthias  Schelnast Growth and International Trade (2013)
https://link.springer.com/book/10.1007/978-3-642-33669-0
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https://link.springer.com/book/10.1007/978-3-642-33669-0
https://e-learning.unn.ru/course/view.php?id=5254
http://www.saylor.org/site/textbooks/International%20Business.pdf
http://www.lib.unn.ru/students/src/IntEcActivity.pdf

2. Julian Emami Namini International Trade and Multinational Activity Heterogeneity of Firms,
Incentives for Foreign Direct Investment, and International Business (2006)

https://link.springer.com/book/10.1007/3-540-32719-3
3. Takashi Kamihigashi, Laixun Zhao International Trade and Economic Dynamics (2009)

https://link.springer.com/book/10.1007/978-3-540-78676-4

8) npoepammnoe obecneuenue u Mumeprem-pecypcoi

The official web site of the International Monetary Fund — URL: http://www.imf.org/

The official web site of the World Trade Organization — URL: http:/www.wto.org/

The official web site of World Bank — URL: http://www.worldbank.org/

UN Comtrade Database — URL: https://comtrade.un.org/data

World Integrated Trade Solution — URL: https://wits.worldbank.org/

MS Windows 7 (mumen3us Ha ['OY BIIO HHI'Y wuwm. H.W. Jlo6ayeBckoro,

unentuduxatop 47276400),

7. Microsoft Office 2007 Ilpodeccuonanbupii + (munensuss Ha ['OY BIIO HHIY
uMm. H.U. JloGaueBckoro, unentuduxarop 47729513),

8. Kaspersky Endpoint Security 10 for Windows (munensus wa ['OY BIIO HHIY
um. H.U. Jlob6aueBckoro, Ne1096-160712-081443-850-73)

9. MartepuajibHO-TeXHUYECKOE obecrneuenue AMCUUNIMHBI «BHenHe’aKOHOMMYECKAS
AeATETbHOCTB)»

[TomernieHust mpeacTaBiasAOT co00i ydeOHbIE ayIUTOPUU JJIsl MPOBEAEHUS yUeOHBIX 3aHATH,
MPEIYCMOTPEHHBIX TPOTPAMMOM, OCHAIICHHBIE OOOPYJOBAHMEM W TEXHUYECKHMH CpPEACTBAMHU
o0yuyeHMs: KOMIIbloTepoM, mpoekropom win JKK-TeneBU30poM, aKyCTHMYECKOW CHUCTEMOH U
MHUKPO(QOHOM (TIpU HEOOXOAUMOCTH), @ TAKKE JOCKOH.

[Tomemienuss Ui CaMOCTOSITEILHOM paOOThl OOyYarolMXcs OCHAIEHbl KOMIIBIOTEPHON
TEXHUKOW C BO3MOXKHOCTBIO TMOIKIIOUEeHUS K ceTn «MHTepHeT» H ob0ecredeHsl TOCTYIIOM B
JIEKTPOHHYIO HH(POPMALIMOHHO-00pa30BaATENbHYIO CPEy.

A

PabGouass mporpamma cocraBiena B coorBercTBUM ¢ TpeboBanmsimu OC HHIY 1o
HanpasiieHuto 1noAarotosku  38.03.01 «OxoHomuka», HampasieHHOCTb «MupoBas 3KOHOMHUKA
(mpeno/ilaBaHue Ha QHTJIMMCKOM SI3BIKE).

ABTOpBI

1.3.H., JIOIIEHT, 3aB. Kadenapoit MUpOBOi

SKOHOMMKH U TaMOKEHHOTO JIeJ1a M.JL. T'opOyHoBa
PenenseHr:
Hupekrop no nepconany OOO «tOHunun» I'.B. Iloronuna

3aBenyroumii kadenpoit «MupoBoil SKOHOMUKH U
tamoskeHHoro nena» UOIT HHI'Y um.

H.N. JIobaueBckoro, 1.3.H., TOICHT M.JI. TopGyHoBa
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http://www.worldbank.org/
http://www.wto.org/
http://www.imf.org/
https://link.springer.com/book/10.1007/978-3-540-78676-4
https://link.springer.com/book/10.1007/3-540-32719-3

[Iporpamma omo0OpeHa Ha 3aceqaHUM METOIWYECKOW KoMuccnu WHCTHTyTa HSKOHOMHUKH U
npeanpuauMarenscTsa mpotokos Ne 0 or 00.00.0000 .
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