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AHHOTATIIMS

[TporpaMma COIEPKUT MepedeHsb TeM (BOIPOCOB) IO AUCIUILIMHAM 0a30B0i
9acTh NPOGECCHOHANBHOTO MHKIA Yy4eOHOro IjIaHa MOATOTOBKM 0aKajlaBpOB IIO
HanpaBieHuo 38.03.00 «IxoHOMHKA», BOLICAIIMX B CONEP)KAHHME TECTOBBIX
3a/laHu{ BCTYNHUTEIbHOIO UCIIBITAaHUS B MarUCTPaTypy.

BcerynuTenbHOe HCTIBITAHUE OLIEHUBAETCS 110 CTOOAJUIBHOM IIKaJIe U COCTOUT
U3 Tpex OJIOKOB:

= KOMMEPYCCKasa ACATCIIbHOCTD,
- MapKCTHUHT;

- OKOHOMHUHKa TOPrOBJINA.

PyxoBoautens Ol B. B. baxapes

CocraBurenu:
JUPEKTOp Briciien Kol cepBUCa U TOPrOBIU . B. Kanyctuna
C.T. boxyk

E.B. llleBuyk

npocdeccop Briciieil MIKoibl cepBrca U TOPIOBIH

NOLIEHT BrIcIel mKoJbl cepBUCa U TOPrOBIIN

[TporpamMma paccMOTpeHa 1 pekomeHnoBaHa K u3nanuo Coserom UTIMIuT

(mpotoxoin Ne 4 ot 18.10.2023r.).



1. IPEMETHBI, BKJIIOYEHHBIE
B IIPOI'PAMMY MEXJIUCIUIIMHAPHOI'O 9K3AMEHA

1.1 MexayHapoHasi TOProBIIA
1.2. Kommepueckast neATeIbHOCTD
1.3. MapkeTunr

2. COAEPXXAHUME JUCIIMIIJIMH
2.1. MexayHapoaHasi TOProBJis

1. TloHATME  BHEINHEIKOHOMHYECKHX  CBs3el,  BHEIIHE3KOHOMUYECKOM
IesTeILHOCTH, BHEIITHEH TOPrOBIIY, BHEIIHETOPIOBOM OIEPALIMH.

2. OcobeHHOCTH BeleHMs OW3Heca Ha BHEHIHEM pblHKe. llenn BHeIIHEH
TOPTOBJIH.

3. BaemHeskoHOMHYECKHH KoMILieke Poccuiickoit @enepanuu.

4. VripasieHue BHEIIHEOKOHOMHYECKOW MAeATENbHOCTBIO B Poccuickoit
Oenepanuu.

5. Obmas cxeMa METOIOB TOCYIAapCTBEHHOTO pEryJIHpOBaHHUs BHEIIHEN
toprosiu B Poccuiickoi ®enepanmu.

6. HerapubHble MeTOOBl TOCYNAapCTBEHHOIO pEryJMPOBaHUS  BHEIIHEH
ToproBiu B Poccutickoit @enepaiuu.

7. KonuyecTBEeHHBIE  OrpaHMYEHHs  KaK  METOJ  TOCYJapCTBEHHOIO
peryJMpoBaHUs BHEIIHEH TOPTOBIIH.

8. Texumueckue Gapbepbl BO BHEIIHEN TOPIOBIIE.

9. MeTtoasl QUHAHCOBOTO BO3IECHCTBHUSA HAa BHEIIHIOIO TOPTOBIIIO.

10. 3ammTHBEIE MEPEI BHYTpeHHeTo phiHKa Poccuiickor ®enepauuu.

11. Hanoru u cO0pbl BO BHEIIHEN TOPIOBIIE.

12. Obmas XxapakTepUCTHKa TAMOXXEHHO-TApU(PHBIX METOIOB rOCYJAPCTBEHHOTO
peryJIMpOBaHUs BHEIIHENW TOPrOBIIH.

13. CTpykTypa ¥ XapaKTepHCTUKa OTHENbHBIX OSJEMEHTOB HMIIOPTHOTO
TaMOXXEHHOT0 Tapuda.

14. ToBapHast HOMEHKIJIATypa BHEIIHESKOHOMUYECKOM NS TENbHOCTH.

15. Ctpyktypa H ‘xapaKTepHcha OTIENBHBIX JJIEMEHTOB J3KCIOPTHOTO
TaMOXXeHHOTO Tapuda.

16. MexxayHapOoaHbIe TOPrOBBIE CAETIKH H X OCOOEHHOCTH.

17. Knaccuukaiiisi BHEITHETOPTOBBIX OIIEPALlH.

18. TToHATHE U aITOPUTM 3KCIIOPTHOM OIEPALIMH.

19. XapakTepruCTHKa 3TAMOB SKCIIOPTHOM OTEePaIHH.

20. IToHsITHE U AITOPUTM UMIIOPTHOM OIIEPALIHH.



21. XapakTepucTyKa 3TaroB UMIIOPTHON OIIEpalyH.

22. MeToauka OoIieHKH 3¢ (HEeKTUBHOCTH BHEIITHETOPIOBOM OIIEPALIMH.

23. CnocoOBl YCTAHOBJIEHHSI KOHTAKTOB C MOTCHLHWAIBHBIMHU IIAPTHEPAMH IPHU
TUTAaHUPOBAHUM BHELTHETOPTOBBIX OIEPALIMM.

24. MeToanKka COCTaBJIEHUs BHEIIHETOPIOBOI'O KOHTPAKTA.

25. XapaKTepuCcTHKa OCHOBHBIX pa3/iesIOB BHEIIHETOPIOBOIO KOHTPAKTA.

26. XapakTepucTrka 6a3uCHBIX yciaoBuid nocrtaBku. Makorepmc-2020.

27. IleperoBOpHBINA TMPOLIECC: ITAlbl, BIpabOTKa COOCTBEHHOM IO3ULMM H €€
3aluTa.

VYyebOnas nurepatypa:

1. Feenstra, R. C. International Trade / Robert C. Feenstra, Alan M. Taylor — 5th
edition — Worth Publishers, 2020. — 1218 p.

2. MexnayHapoaHbsie komMmepueckue TepmMunsl (MuakoTepmc) 2020.

3. bobpoBa, B. B. I'ocymapcTBeHHOe peryJIMpOBaHUE BHEIIHEW TOPIOBIIH:
y4yeGHoe ocobue / B.B. bo6poga, FO.B. Poxxkosa, B.B. ITonos. - Open6ypr: BI'TY,
2017.- 156 p.

4. Jlromynen, .M. MexnayHaponaHas ToproBis. TapupHoe U HeTapupHOe
perynupoBaHue: ydeOHuK /  Bcepoc.  akaa.  MeXIyHap.  TOPrOBIIH
MunskonompasuTus Poccuu. - 4-e uzn. - M.: BABT, 2015. - 547 p.

5.TlanckoB B.I'. TamoxeHHOe peryjJupoBaHUe BHeIIHed Toprosiau Poccuu B
KOHTeKcTe TaMO>KeHHOTo coro3a B pamkax EBpA3DC : yueb. mocobue / B.I.
[Tanckos, B.B. ®enotkumn. - CI16.: Matepmenus, 2017 . - 580 p.

6. IIpokymes E.D. BreluHeskoHOMHYECKas JEATENBHOCTh: Y4YEOHMK
IPaKTUKyM I npuKianHoro 6akanaspuara / E.®. IIpokxymes, A.A. Koctus; oz
pexn. E.®@. ITpokymesa. - 9-e u3a. ucop. u moi. - M.: M3narensctso "Ypaut", 2015.
- 450 p.

2.2. Kommepueckas 1eiTeILHOCTD

CyIIHOCTB, CYOBEKTHI, 00BEKTHI, 33Ja4¥ KOMMEPYECKOW AesTeTbHOCTH.
DTanbl KOMMEPYECKOH AeATEILHOCTH.

DYHKIMY | TPUHIIAIBI KOMMEPYECKOH NEATEIbHOCTH.
Crparernyeckoe yrnpaBlIeHUE KOMMEPUECKOH IeATEIBHOCTHIO.

Ilenn 1 CYIIHOCTh KOMMEPYECKOI0 MEHEKMEHTA.

MeToas! ynpaBieH!s] KOMMEPYECKOH AE€ATENBHOCTBIO.

VICTOYHMKH M BUIBI KOMMeEpYECKOH HH)OPMaLUH.

IToHsITHE KOMMEPYECKOX TaWHBI U €€ 3alUTa.

[ToHsTHE, BUABI U (GOPMBI TOBapHOH HH(MOpMALIKH.
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10. TlonsTHE accopTUMEHTa TOBApOB, €I'0 BUIBI.

11. XapakrepucTiKa U MOKa3aTenu accopTuMenTa. Kiaccudukaius ToBapos.

12. Tlopsimox  OopMUpPOBaHMs acCOPTHMEHTa TOBapOB B 3aBHCHUMOCTH OT
YKM3HEHHOT'O IIMKJIa TOBapa. JTarsl GOpMUPOBaHHUS ACCOPTUMEHTA.

13. AccopTuMeHTHasT TNOJUTHKA MNPENUPHUITHS U OCHOBHBIE HAIPaBICHUS €€
U3MEHEHUs. ACCOPTUMEHTHAs MaTpHIa.

14. CymHOCTS | 3TaIlbl 3aKyTIOYHOU paboTHlI.

15. Ilonsitue u BUABI cipoca. Buael 3aTpat Ipu 3aKyIkax.

16. Kanausl pacnpeneneHus MpoayKiuy. Buasl mocTaBIUKOB. MeTos! BRIOOPa
[IOCTaBIIUKA.

17. 3akyno4Has IesTeIbHOCTh Ha ONTOBBIX sIPMapKax.

18. 3akynoydHas IesITeIbHOCTh Ha ONTOBBIX PBHIHKAX.

19. 3akynodHas IesTeIbHOCTh B MEJIKOOIITOBBIX MarasuHax M CKiaJaax.

20. Opranu3zanms 6up>KeBOK TOPTrOBIM U TOPTOBBIX OIlEpallii Ha HEW.

21. AyKunoHHas TOProBIIsl.

22. OpraHu3anusi KOMMepYecKoi paboThI 110 ONITOBOM MPOaXe TOBAPOB.

23. ®opMBI ¥ METOIBI OIITOBOM TOPIOBJIA TOBApaMH.

24. Opranuzanus KoMMepyeckoil paboThl [0 PO3ZHUYHON IIPOJaXke TOBAPOB.

25. @opMBbI ¥ METOIBI POZHUYHOU MPOAAXU TOBApOB. BUIBI MOMOIHUTENBHBIX

YCIIyT.
VYyeOHas nureparypa:

1. UBanos, I'T. Kommepueckas nestenpHocTh: yueOHuk / I'.I'. MBanos, E.C.
XonuH. - M.: U]] ®opym, 2020. - 384 p.

2. KommMepueckasi NesSTETbHOCTh: Y4EOHUK M NPAKTHKYM MU TPUKIATHOIO
6axanaspuara / .M. CunsieBa, O.H. Xunpnosa, C.B. 3emnsak, B.B. Cunses. - M.:
HznatensctBo "HOpaitt", 2019. - 404 p.

3. Jleskus I'.T. KoMmepueckas nesteabHOCTb. OCHOBBI KOMMEPIMH: y4eOHHK
171 obydarommxcs 1o mporpammaM BO mo HampaBneHuro noarotoBku 38.03.06
"Toprosoe neno" (xBanuduxanus (crenens) "6Gakamasp") / I'.I'. JleBkun, O.A.
Huxudopos. - M.: KaoPyc, 2017. - 259 p.

2.3. MapkeTHHI

1. OcHOBHBIE KOHIEIIINH MAapKETUHIa, YCIOBHS UX pEeaI3alliH.
2. IToHaTHE ¥ MOJETH aHAIN3a MUKPO- U MAaKpOCPEIbl OPraHU3alIUH.
3. TlonsaTrie ¥ CTPYKTypa MapKeTHHI-MHUKCAa. BHIbl KOHIEMIUA MapKeTUHI-

MHKCA.
4. Ilonsitue MapKETHUHI'OBOI'O UCCIIEAOBaHMs, OCHOBHBIC 3TaIllbl €0 IMIPOBEACHUA.



5. OducHsle MeToEI c60pa MapKeTHHIoBoH HH(OpManuu. Buasl, 0coGeHHOCTH
IIPUMEHEHHS.
6. IToneBbie MeTOBI COOpa MapKETUHTOBOU MH(OpMaIy. Busl, 0cOOEHHOCTH
IPUMEHEHHUS.
7. SWOT-ananu3, OCHOBHBIE 3Tallbl €70 IIPOBEIECHHUS.
8. CerMeHTHpOBaHHE  DBIHKA,  BBIIEIEHHE  IEJIEBOrO  CerMeHTa H|
NO3ULIMOHUPOBAaHUE TOBApa.
9. [To3MIHOHUPOBAHKE W TEPENO3UIMOHUPOBaHUe TOBapoB. [loHsATHE, BEIOOD
6a3bl s TO3ULIMOHUPOBAHUS, TPOOIEMBI TO3ULIMOHUPOBAHHS.
10. Mopenbp mOKynaTeNnbCKOrO IOBENCHHS W IIPOLIECC IPHUHATHSA PELICHHS O
IIOKYIIKE OTIEJIbHBIM IIOKYIIaTEeIeM.
11. Mozenp mOKyIIaTelbCKOrO0 IIOBEIEHMs M IIPOLIECC INPUHATHSA PEIICHHSA O
MIOKYTIKEe OpraHu3allMOHHBIM MoKymnareneM. KoHLenmuus ToproBoro LeHTpa.
12. ToBap u ocHOBHBIE (DOHIBI TOBAPHOU IMOJIUTUKYU OPTaHU3aLIKH.
13. [loHaTHEe, OCHOBHEBIE OTallbl JKA3HEHHOTO LHUKJIA TOBapa, OCOOEHHOCTH
MapKEeTHHI'OBOM CTpaTeruy Ha KaXkIOM JTalle.
14. ILlenooOpa3oBanue B CHCTEMe MapKeTHHra. MeTonasl L€eHOOOpa3oBaHMI,
OpPHEHTUPOBaHHBIE HAa KOHKYPEHTOB U IIOTpeOUTENeH.
15. CorpITOBas IeATEIBHOCTh B CUCTEME MAPKETUHTA.
16. IToHsTHE ¥ BUIIBI MAPKETUHTOBBIX KOMMYHUKALIUH.
17. OcHOBHBIE BHIOBI ¥ CpEACTBAa PpAaCIpPOCTPAaHEHHs  DPEKIaMbl, HX
XapaKTEePUCTHUKA.
18. Kputepuu BbIOOpa CpeACTB PACIPOCTPAHEHHS PEKIIAMBI.

VYyebnas nureparypa:

1. Boxyk, C.T'. MapKkeTHHTOBBIE FICCIIEIOBAHUS: yIEOHMK IS aKaJEMUIECKOTO
6axanaspuara / C. I'. Boxyk. - 2-€ u31. ucmp. u goi. - M.: M3narensctso "lOpaiit",
2019.-304 p.

2. Dennis, S. Remarkable Retail: How to Win & Keep Customers in the Age of
Digital Disruption / C. lennuc - LifeTree Media, 2020. - 240 p.

3. Kotnep, ®. OcHosrl Mapketunra. Kpatkuii kype / @. Kotiep. - M.: Bunbsme,
2019 .- 496 p.

4. Kotnep, I1. Vrpasnenue mapketunrom / I1. Kotnep, K. JI. Kennep - Global
Edition, 2015. - 832 p.

5. Mapxkertusnr: yue6uuk st By3os / C.I'. boxyxk, JI.H. Kosanuk, T. JI. Macnosa
u apyrue - CII6: ITutep, 2012. - 448 p.

6. ComnoBbeB b.A. Mapkerunr: y4eOuuk / B.A. ConosbeB, A.A. Memxos, b.B.
Mycaros. - M.: THOPA-M, 2020. - 337 p.



3. KPUTEPUH OIIEHUBAHUSA BCTYIIUTEJBHOTI'O UCIIBITAHUSA
MEXIUCIHUIIJNIMHAPHOI'O DK3AMEHA)

Tect mnpexncraBiseT coO0ii HaOOp TECTOBBIX M PACUETHBIX 3aJIaHUM,
OTPa’KaIOLIH BOIIPOCH! U MPAKTUYECKHe HABBIKH 110 YeThIpEM OJI0KaM JMCLUILIMH,
npeacTaBieHHbIX B [IporpaMMe BCTyNUTENBHBIX MCIBITAHUN B MarucTparypy IO
HanpaBleHHI0 MOAroToBKU «ToproBoe neno» (obpazoBaTenbHas Iporpamma
38.04.06 04 «MexmyHapoIHblE TOPrOBbIe OTHOIIEHMS» (MEXIyHapoaHas
obpasosarensHas mporpamma) / «International Trade Relations» (International
Educational Program)):

- BremneTopropas nesTenbHOCTH (010K 1);
- Kommepueckas nesTensHocTh (070K 2);
- Mapxketunr (6510k 3).

TecToBBIE 3aJaHUs BBHITIOIHSIOTCS O€3 HCIOJB30BaHUS BCIIOMOIaTEIbHBIX

y4eOHBIX MaTEPHUAaIOB, B MUCHbMEHHOM BUJIE.

THnbI TECTOBBLIX 3aJaHHM.

ITo cmoco0y OTBETa TECTOBBIE 33aHMsI MOTYT OBITH CIENYIOIIUX OCHOBHBIX
THUIIOB:

- 3aKpBITBIE TECTBl C OJHUM IIPABHIIBHBEIM OTBETOM, B KOTOPBIX
HeoOXO0JUMO BEIOpAaTh U3 MPEIIOKEHHBIX BapHAaHTOB TOJBKO ONMH IIPABHJIBHBIM
OTBET;

- OTKDBITBIE TECTHI, B KOTOPBIX OTCYTCTBYIOT BapHWaHThI MpPaBUJIBHBIX
OTBETOB, aOWUTYpHUEHT JO/DKEH JIaTh €IWHCTBEHHO IPAaBUIBHBIA  OTBET
CaMOCTOSTEIbHO;

- OTKPBITBIE pacueTHbIE 3aJaHKs, B KOTOPHIX OTCYTCTBYIOT BapHaHTEI
IPaBUJIBHBIX OTBETOB, A0UTYPHUEHT JOJDKEH AaTh €AUHCTBEHHO MIPaBUJIBHBIN OTBET
CaMOCTOSITENBHO.

TecToBBIE BOIIPOCHI NMOAPA3ACJAATCH HA TPH 0J10KA.

Bnok 1. JluciuninuHa « BHenIHeTOprosas A€ TEIbHOCTH
KonuuecTBO TECTOBEIX BOIIPOCOB — 15, B TOM YHCIIE:!

- 3aKphIThIe TeCcTOBbIe 3a1aHus — 10;

- OTKPBITBIE TECTOBBIE 3aJaHus — 3;

- OTKPBITBIC PACUETHBIC 3a/IaHUA — 2.



Bioxk 2. I[chnnnHHa «KOMMepquKa;I eATEILHOCTDY»
KonnyecTBO TECTOBBIX BOIIPOCOB — 5, B TOM YHUCIIE:

- 3aKpBIThIC TECTOBBIC 3aaHus — 4;

- OTKPBIThIE TECTOBBIE 3aJaHus — 1.

bnok 3. IIchHﬁnHHa «MapKeTHHI».

KonuyecTBo TeCTOBBIX BOIIPOCOB — 10, B TOM 4ucIe:

- 3aKpBITHIE TECTOBBIE 3a0aHus —10.

KpuTtepun oueHuBaHus.

3a Kaxmoe MPaBHJIBHO PENICHHOE 3aKphITOE€ TECTOBOE 3aJaHHE C OOHHM
IIPaBHJIBHBEIM OTBETOM IIpHCBanBaeTcs 2 Oasia.

3a KaXJoe MPaBUIBHO PEIIEHHOE OTKPHITOE TECTOBOE 3aJaHHME C OIOHHM
IPaBIJIBHEIM OTBETOM IIpucBamBaeTcss 7 OamnoB. Ecid B OTKPBEITOM TECTOBOM
3aJaHUM AOUTYpHUEHT TI0Ka3ajl OCHOBHBIE 3HAHHWS IO BOIIPOCY, HO JOITYyCTHII
HE3HAUMUTEbHBIE OIMHMOKH WM HETOYHOCTH — 33 TECTOBOE 3a/laHKe IIPHCBAaNBaCTCs
3 Ganna.

3a Kaxkaoe MpaBHUIIBHO PEIIEHHOE PACYETHOE 3aJaHKe C OAHUM IIPaBHIIbHBIM
OTBeTOM TmpucBamBaercs 12 OamioB. Eciii B OTKPEITOM pacyeTHOM 3aJaHUH
NpUBEJEH NPABWIbHBIM AITOPUTM PpELICHHs, HO OTCYTCTBYET OKOHYATETbHBIN
€IMHCTBEHHO BEPHEIN OTBET, KOJIMYECTBO OasIOB 3a TECTOBOE 3aJaHHe HE MOXXET
npessimate 50% OT YCTAQHOBIGHHOH BENMYMHBEI OaioB 32 IPaBUIBHO
BBITIOJIHEHHOE 33JlaHHeE.

OTMEeTKH O NpaBUIbHBIX BapHaHTaX OTBETOB JENalTCd aOMTYpHEHTOM
pa3bopunBo. Hepa3bop4uuBbie OTBETHI HE OLIEHHUBAFOTCS.

Eciy B TECTOBOM 3a/IaHMM BCE BapUAHTHI OTBETOB OTMEYEHBI KaK BEpHBIC —
OaJIBl 32 TECTOBOE 3a/laHUE He IIPUCBANBAIOTCA.



4. MPUMEP TECTOBOI'O 3ATAHU

Caunkr-IlerepOyprekuii nosintexuuuecknii yanepeuret Ilerpa Beaunkoro

I/IHCTHTyT NIPOMBIIIJIECHHOI'0 MEHEI)KMEHTA, JKOHOMHKH H TOProBJIH

YTBEPXJIAIO
PykoBogutens Ol

B. B. baxapes
« » 2023 r.

BCTYIIUTEJBHOE UCIIBITAHUE

0 HANMPaBJIEHHIO MOAT0TOBKH / 00pa30BaTe/IbHOM POrpaMme

38.04.06 «Toprosoe xejio»
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BOITPOCHI

MEXIYHAPOJ/IHAA TOPT'OBJLA

KomnuectBo

Bompoc Otser
OayIoB

Eciu otHOIEHME 00beMa Toproeiu k BBII crpansr
cocranisger 53%, a BBII - 500 mupa. gonnapos
CIIIA, To xakoBa 00II1asi CTOUMOCTb €€ TOPrOBIIH
(MMIIOPT ¥ 3KCTIOPT)?.

Kax npeanpusTHIO YBEIUIUTH IPOJaXH MapOYHOTo
[IPOAyKTa MpeMuyM-Kiacca?

Yro onpezenser o0t MapKeTHHT-MUKC GUPMBI?
a. Crpareruto MapKeTHUHTa
b. ILleas MapkeTuHra
c. [IpuObL1b OT MapKeTHHIa
d. TIpubbuts OT MOTPEOUTENA
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ABSTRACT
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1. SUBJECTS INCLUDED
IN THE INTERDISCIPLINARY EXAM PROGRAM

1.1. International Trade

1.2. Commercial Activities

1.3. Marketing

2. CONTENT OF SUBJECTS

2.1. International Trade

1. The concept of foreign economic relations, foreign economic activity,
foreign trade, foreign trade operation.

2. Features of doing business in the foreign market. Objectives of foreign
trade.

3.  Foreign economic complex of the Russian Federation.

4. Management of foreign economic activity in the Russian Federation.

B General scheme of methods of state regulation of foreign trade in the
Russian Federation.

6.  Non-tariff methods of state regulation of foreign trade in the Russian
Federation.

7. Quantitative restrictions as a method of state regulation of foreign trade.

8.  Technical barriers in foreign trade.

9. Methods of financial impact on foreign trade.

10. Protective measures of the domestic market of the Russian Federation.

11. Taxes and levies in foreign trade.

12.  General characteristics of customs and tariff methods of state regulation
of foreign trade.

13. The structure and characteristics of individual elements of the import
customs tariff. |

14. Commodity nomenclature of foreign economic activity.

15. The structure and characteristics of individual elements of the export
customs tariff.

16. International trade deals and its features.

17. Classification of foreign trade operations.

18. Concept and algorithm of the export operation.



19.  Characteristics of the stages of the export operation.

20. The concept and algorithm of the import operation.

21. Characteristics of the stages of the import operation.

22. Methodology for assessing the effectiveness of a foreign trade
transaction.

23. Ways to establish contacts with potential partners when planning
foreign trade operations.

24. Methodology for drawing up a foreign trade contract.

25.  Characteristics of the main sections of the foreign trade contract.

26. Characteristics of the basic terms of delivery. Incoterms-2020.

27. Negotiation process: stages, development of one's own position and its
defense.

Study Literature:

2. Feenstra, R. C. International Trade / Robert C. Feenstra, Alan M. Taylor
— 5th edition — Worth Publishers, 2020. — 1218 p.

3. The International Commercial Terms (Incoterms) 2020.

4.  Bobrova, V. V. State regulation of foreign trade: a tutorial / V.V.
Bobrova, Yu.V. Rozhkova, V.V. Popov. - Orenburg: OSU, 2017. — 156 p.

5. Dumoulin, 1. I. International trade. Tariff and non-tariff regulation:
textbook / Vseros. acad. ext. trade of the Ministry of Economic Development of
Russia. — 4th ed. — M.: VAVT, 2015. — 547 p.

6.  Panskov, V. G. Customs regulation of foreign trade in Russia in the
context of the Customs Union within the EurAsEC: a tutorial / V.G. Panskov, V.V.
Fedotkin. - SPb. : Intermedia, 2017 . — 580 p.

7. Prokushev, E. F. Foreign economic activity: textbook and workshop for
applied baccalaureate / E. F. Prokushev, A. A. Kostin; edited by E. F. Prokushev. —
9th ed., Rev. and add. — M.: Urayt Publishing House, 2015. — 450 p.

2.2. Commercial Activities

Essence, subjects, objects, tasks of commercial activity.
Stages of commercial activity.

Functions and principles of commercial activities.
Strategic business management.

Objectives and essence of commercial management.
Methods of business management.

Sources and types of commercial information.

The concept of commercial secrets and their protection.
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9.  Concept, types and forms of commodity information.

10. The concept of an assortment of goods, its types.

11.  Characteristics and indicators of the assortment. Classification of
goods. |
12.  The procedure for the formation of an assortment of goods depending
on the life cycle of goods. Stages of assortment formation.

13. Assortment policy of the enterprise and the main directions of its
change. Assortment matrix.

14. Essence and stages of procurement work.

15. Concept and types of demand. Cost types in procurement.

16. Channels of product distribution. Types of suppliers. Supplier selection
methods.

17. Purchasing activities at wholesale fairs.

18. Purchasing activity in the wholesale markets.

19. Purchasing activity in small wholesale stores and warehouses.

20. Organization of exchange trading and trading operations on it.

21. Auction trade.

22. Organization of commercial work on the wholesale of goods.

23. Forms and methods of wholesale of goods.

24.  Organization of commercial work on the retail sale of goods.

25. Forms and methods of retail sale of goods. Types of additional services.

Study Literature:

1. Ivanov, G. G. Commercial activity: textbook / G. G. Ivanov, E.S.
Choline. — M.: ID Forum, 2020. — 384 p.

2. Commercial activity: textbook and workshop for applied baccalaureate
/ 1. M. Sinyaeva, O. N. Zhiltsova, S. V. Zemlyak, V. V. Sinyaev. — M.: Yurayt
Publishing House, 2019. — 404 p.

3. Levkin, G. G. Commercial activity. Fundamentals of commerce: a
textbook for students in VO programs in the direction of training 38.03.06 "Trade
Business" (qualification (degree) "bachelor") / G. G. Levkin, O. A. Nikiforov. — M.:
KnoRus, 2017. — 259 p.

2.3. Marketing

1. The basic concepts of marketing, the conditions for their
implementation.

2. The concept and models of analysis of the micro- and

macroenvironment of the organization.



3. The concept and structure of the marketing mix. Types of marketing
mix concepts

4. The concept of marketing research, the main stages of its
implementation. |

5. Office methods of collecting marketing information. Types, application
features.

6. Field methods of collecting marketing information. Types, application
features.

7. SWOT analysis, the main stages of its implementation.

8. Segmenting the market, highlighting the target segment and positioning
the product.

9. Positioning and repositioning of goods. Concept, choice of base for
positioning, positioning problems.

10. Model of buying behavior and the process of making a purchase
decision by an individual buyer.

11. Buying Behavior Model and the Organizational Buyer's Purchase
Decision Process. Shopping center concept.

12.  Product and fixed assets of the organization's product policy.

13.  The concept, the main stages of the life cycle of goods, features of the
marketing strategy at each stage.

14. Pricing in the marketing system. Competitive and consumer-oriented
pricing methods.

15. Sales activities in the marketing system.

16. Concept and types of marketing communications.

17. The main types and means of advertising distribution, their
characteristics.

18.  Criteria for choosing the means of advertising distribution.

Study Literature:

1. Bozhuk, S. G. Marketing research: a textbook for academic bachelor's
degree / S. G. Bozhuk. — 2nd ed., Rev. and add. - M.: Yurayt Publishing House,
2019.-304 p.

2. Dennis, S. Remarkable Retail: How to Win & Keep Customers in the
Age of Digital Disruption / S. Dennis — LifeTree Media, 2020. — 240 p.

3.  Kotler, F. Fundamentals of Marketing. Short course / F. Kotler. — M.:
Williams, 2019 . — 496 p.

4. Kotler, P. Marketing Management / P. Kotler, K. L. Keller — Global
Edition, 2015. — 832 p.



5. Marketing: textbook for universities / S. G. Bozhuk, L. N. Kovalik,
T. D. Maslova and others — St. Petersburg: Piter, 2012. — 448 p.

6. Soloviev, B. A. Marketing: textbook / B. A. Soloviev, A. A. Meshkov,
B. V. Musatov. — M.: INFRA-M, 2020. — 337 p.

3. CRITERIA FOR ASSESSMENT OF ENTRANCE TEST
(INTERDISCIPLINARY EXAMINATION)

The test is a set of test and calculation tasks, where questions and practical
skills are grouped into four blocks of disciplines presented in the Program of
entrance examinations to the master's program in the field of preparation “Trady
Business” (educational program 38.04.06 04 "International Trade Relations"
(International Educational Program)):

- International trade (block 1);
— Commercial activities (block 2);
- Marketing (block 3).
Test tasks are completed without the use of auxiliary educational materials, in
written form.

Types of test tasks.
Test tasks can be of the following main types (classified according to the type of
answer):

— single option closed tests, where you need to choose only one correct answer

from the proposed options;

- open tests with no given options for correct answers, the applicants
must give their own correct answer;

- open calculation tasks with are no correct answer options; the applicants
must give their own correct answer.

Test questions will be divided into three blocks.

Block 1. Discipline “Foreign trade activities”
The number of test questions is 15, including:
— closed test tasks — 10;
— open test tasks — 3;
— open calculation tasks — 2.

Block 2. Discipline “Commercial activity”
Number of test questions — 5, including:



— closed test tasks — 4;
— open test tasks — 1.

Block 3. Discipline “Marketing”.
Number of test questions — 10, including:
— closed test tasks — 10.

Evaluation criteria.

For each correctly solved closed test task with one correct answer, 2 points
are assigned.

For each correctly solved open test task with one correct answer, 7 points are
assigned. If in an open test task the applicant demonstrated basic knowledge on the
issue, but made minor errors or inaccuracies, 3 points are assigned for the test task.

For each correctly solved calculation task with one correct answer, 12 points
are assigned. If an open calculation task contains the correct solution algorithm, but
there is no final and only correct answer, the number of points for the test task cannot
exceed 50% of the established value of points for a correctly completed task.

The applicant shall make notes on the correct answer options in legible
manner. Illegible answers shall not be scored.

If all answer options in a test task are marked as correct, no points are
awarded for the test task.



4. EXAMPLE OF THE INTERDISCIPLINARY EXAM

Peter the Great St. Petersburg Polytechnic University
Institute of Industrial Management, Economics and Trade

APPROVED
Supervisor of the Educational Program

V. V. Bakharev
« » 2023

INTERDISCIPLINARY EXAM

of the admission exam for the applicants to the master’s degree
in the field of study / educational program
38.04.06 «Trade Business»

38.04.06 04 «International Trade Relations»
(International Educational Program)

Code and name of the field of study / educational program

QUESTIONS
INTERNATIONAL TRADE
Number
Question Answer of
points

. If a country's trade-to-GDP ratio is 53% and the GDP is
USD 500 billion, then what is the overall value of its trade
(import & export)?

. How is a business to increase sales of a premium branded
product?

. What does the overall marketing mix of a firm determine?
a. Marketing strategy

b. Marketing objective

c. Profit from marketing

d. Profit from customer




