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1. Kparkas xapakTepucTHKA JUCHUIIUHBI (MOAYJIs1)

Pabouas nporpamma nuctuuruinabl (MOys1) «OCHOBBI OM3HEC-aHAIUTUKY (TTPENoIaeTcs Ha
WHOCTPAaHHOM fI3BIKE)» COCTaBJI€HAa B COOTBETCTBUU C (heaepaibHbIM TOCYAapCTBEHHBIM
o0pa3oBaTeNbHBIM CTaHJIAPTOM BBICIIEr0 O0Opa3oBaHUS — OakajgaBpuaT IO CHENHATbHOCTU
38.03.05 busnec-undopmatuka, npodpuiab bu3HeC W aHAIUTHKA, YTBEPXKICHHBIM MPUKA30M
MunucTepcTBa HayKH U BbICIIero oopasoanus Poccuiickoii @eneparu Ne 838 ot 29.07.2020
roja.

N3yuenne pucuumiunbel (Moayns) «OCHOBBI OW3HEC-aHAIUTUKU (IIpernojiaeTcs Ha
MHOCTPAHHOM SI3bIKE)» HaIlpaBJIeHO Ha (OPMHUpPOBAHHE BaXKHBIX HABBIKOB PaOOTHI C JTAHHBIMH,
HeoOXOoauMbIE JIsl YyCHEIIHOM Kapbepbl. OCBOGHHE aHATMTUYECKUMX METOJOB U MHCTPYMEHTOB
MO3BOJIIET CTYyJIEHTaM IPUHUMATh OOOCHOBAHHBIE PEUICHHS, YIydllaTh OU3HEC-TIPOLECCHl U
a/IalITUPOBATHCS K OBICTPO MEHSIOIIEHCSI SKOHOMUYECKOH cpefe.

MecTo TMCHUIJIMHBI (MOAYJIfA) B CTPYKTYpPe 00pa3oBaTe/IbHOI MPOrpaMMbl

Hacrosmas nucuumimaa (MO1yib) BKIOYEHA B YICOHBIN TUTaH 11O MPOrpaMMe MOATOTOBKH
OakanaBpuata no Harpasineruo 38.03.05 busnec-undopmaruka, npopuis busnec n ananuTHKa
Y BXOJIUT B 00513aTeNbHYIO YacTh bioka 1, Kak TUCHUIITMHA IO BRIOODY.

Jucnunnuna (Moayns) AocTynHa 11 u3ydenus Ha 1 unu 2 kypee B 1,2, 3 nnu 4 cemectpe
Ha BBIOOD.

I_[e.m, N3Yy4YCHUSA TUCHUIIIMHBI (MOIly.]Iﬂ): (I)OpMI/IPOBaHI/Ie Y CTYACHTOB HAaBBIKOB
MNPUMCHCHUA AHATUTUYCCKUX MCETOJOB W HMHCTPYMCHTOB JIA MOAACPKKHU HNPHUHATHUA 6I/I3HCC-
peIHeHI/Iﬁ Ha OCHOBEC JAaHHBIX.

OcHOBHBIE 321241 AMCUUIJIMHBI (MOAYJIs1):

— (dopmupoBaHue 3HAHUH O TOM, Kak paboraeT OWU3HEC B KaXJIOH M3 OCHOBHBIX
UHIYCTPHA U Kakue pos/QyHKIMH B HUX €CTh M HanOoJee MomyIsipHbl, ON3HeC-TePMHHOJIOTHH,
CHGI.II/I(i)I/I‘IHy}O IJIL UHAYCTPHUH, CBO60,Z[HO€ YTeHNE U aHaIIN3 OU3HEC JIUTCPATYPY U HOBOCTH,

— (bOpMI/IpOBaHI/Ie YMCHHA 3alaBaTh BOIIPOCHI 11O CUCTEMC MECE, 4TOOBI MIpOAYMBIBATH U
aHAIM3UPOBaTh HMH(OPMALIMIO HANEpel, pacKiajblBaTh pelIeHUus Ui Ou3Hec-npodieM ¢
HpI/I6I>IJ'IBHOCTBIO U MIpU 3aIlyCK€ HOBOT'O HpO,[[YKTa/BLIXOI[a Ha HOBBIHA PBIHOK B PA3HBIX
WHIYCTPUAX (CTPOUTH JEPEBHS PEIICHUN );

— (opMupOBaHHE YMEHUs aHAIM3UPOBATh METPUKHU NepdopmaHca OU3Heca I pa3HbIX
unayctpuii (KPI).

B pesyabTare 0CBOCHUS TUCHMILIMHBI (MOAYJIs1) 00y4AaIOLIUICH 10JIKEH

3Hamb.

— key business functions: product, marketing, finance, operations, strategy;

— basic business models, revenue streams, cost structures, and supply chains in key
industries (retail, fmcg, healthcare, finance, etc.);

— key metrics and kpis specific to various industries (unit economics, margins, etc.);

— basic business terminology and the logic of the value delivery chain;

ymemn:

— structure information and analyse it using the mece principle;

— break down business decisions to identify problems (e.g., revenue or profit);

— solve business cases and formulate hypotheses;

— use excel/google sheets for calculations and metric analysis (cltv, cac, unit economics);

enademup:

— applying business analysis to identify problems and find solutions;

— analysing key business metrics and assessing financial performance;

— using spreadsheets (excel, google sheets) for data processing;

— structuring and interpreting information about business functions and models;

— solving typical business cases using logical structures (mece).
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2. llepeyeHb MIAHMPYEMBIX Pe3yJbTATOB 00y4eHUS

Komnerennuu, ¢opmupyembie B pe3ylbTaTe OCBOCHHS IUCHUILIMHBI (MOIYJsS) MpH
MIPOBEJCHNH YUeOHBIX 3aHATHI B (hopMe KOHTAKTHOU pabOThI 00YJaIOIIUXCS C IEAArOTHYECKUMU
paboTHUKaMu YHUBEpCUTETa U B (popMe CaMOCTOSTENEHON PabOThI 00yUYarOIUXCA .

Ilepeyensb MIAHNPYEMBIX

Conep:xanue HNuaukarop
Komnerenuus pe3yJbTaTOB 00y4eHus Mo
KOMIIeTEeHIIMH KOMIIETeHIIMH
JUcHMIIMHE (MOTYJIIO)
YK-10. Cnoco0eH MpuHUMATh YK-10.1. 3HAEeT OCHOBHBIE SKOHOMUYECKHUE
000CHOBaHHBIE TEOpUH ¥ MPUHIINITEI; HOPMAaTUBHBIC U
HSKOHOMHYECKHE PEIIeHUs B MIPAaBOBEIE AKTHI, PETYIHNPYIOLIHE
Pa3INYHBIX 00JacTAX HKOHOMHYECKYIO JIeSITeTIHbHOCTh
KU3HEICITEIbHOCTH YK-10.2. YMeeT aHanu3upPOBATh
SKOHOMHUYECKYI0 WH(POPMAIIHIO 1
IIaHHEIE; pa3pabaThIBaTh U
000CHOBBIBaTh SKOHOMUYECKHE
CTPaTEervy U pelIeHus
YK-10.3. NmeeT npakTHYeCKU OTIBIT B
MPUMEHEHUH SKOHOMHYECKHUX 3HAHUIH
B PCANBHBIX CUTYAIMAX U MPOEKTaX
IK-1. Crioco0eH HCIoNB30BaTh IK-1.1. 3HaeT KIIF0YEeBbIE METOBI
OCHOBHBIE€ METOIBI €CTEeCTBEHHOHAYYHBIX, JKOHOMHUIECKHUX
€CTeCTBCHHOHAYYHBIX, u UT-aucuuIuIvg, NpuMeHsIeMbIC B
skoHoMuYeckux u 1UT- npodecCHOHATLHON IEATEHbHOCTH
JUCLUIUINH B [K-1.2. ‘VYMeeT HHTerpupoBaTh pa3INYHbIC
npodeccuoHANbHON METOJIOIOTUIECKHE TTOIXOBI ISt
JESITeTbHOCTH JUISI MPOBEECHHS TEOPETHUECKUX H
TEOPETHIECKOTO U SKCIIEPUMEHTAIBHBIX UCCIIEOBAaHUI
9KCIEPHUMEHTAIEHOTO IK-1.3. HMeeT paKTHYECKUHA OIIBIT
WCCJIEIOBAHUS MPUMEHEHUS METOJIOB B PeaIbHBIX

MMPOCKTax I NOCTUKCHUSA HAYYHBIX U
IMMPAKTHYCCKUX PC3YJIbTATOB
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3. Temaruueckuii njiax

Ne TpynoeMKocTh, aKaTeMU4eCKHEe YaChl
n/n HaumenoBanue Ounas gpopma TKY
pasjesia I CIUUIUTHHBI AyauTopHasi pabora CaMocTost (Texyurmii
MO, JIA KOHTPOJIb
(ot T | wermnex, | Kommpons | tenwimn |y L0
He 3aHATHA) pabora
1 | Product, Marketing and 6 6 24 Jomarnee
Sales 3aaHue
IToaroroBka k
ceMuHapy
2 | Operations 6 6 24 Jomarnee
3a/1aHHe
IToaroroBka k
ceMuHapy
KonTponphas
pabora
3 | Midterm test 2 2 12 Jomamnee
3a/1aHue
IToaroroBka k
ceMuHapy
KBu3
4 | Finance 6 6 24 Jomariraee
3a/IaHHe
IToaroroBka k
ceMuHapy
5 | Strategy 6 6 24 JomamnHee
3a/1aHHe
I'pynnosoii
MTPOSKT
6 | IT and Data Analytics 4 2 2 18
IK3amen 4
Hmozo: 30 26 8 126
O6vem oucyuniunsvt (Mooy/s) 190
(6 ax. u.)
Obvem Ooucyunaunvt (Mooynsn) 5
(6 3au. eo.)
4. CopepxxaHue IMCUUILTHHBI (MO1YJIs)
Neni/m | HammeHoBaHue pazgesia ConepxxaHue TUCHUNIMHBI (MOIYJIs1) 0 TEMaM

JMCHMNJIMHBI (MO1YJIs1)

1 Product, Marketing and Retail (Product function)
Sales FMCG (Marketing function)
Career week: Retail and FMCG (Product, Marketing and Sales)
2 Operations Healthcare (Operations function)
Oil&Gas and Metals&Mining (Operations function)
Career week: Healthcare and Natural Resources (Operations)
3 Midterm test Group seminar to review previous topics
4 Finance Real Estate (Finance function)
Financial Intermediation (Finance function)
Career week: Real Estate and Financial Intermediation (Finance)
5 Strategy Transportation (Strategy function)

TMT (Strategy function)
Career week: Transportation and TMT (Strategy)

ONEeKTPOHHBIA JOKYMEHT




5. YueOHO-MeTOaHYECKOE O0ecIeYeHue

VYHuBepcUTET  pacrojaraeT IOJHBIM  HA0OpOM  JIMIEH3HMOHHOTO M CBOOOJHO
pPacHpoCTPaHsIEMOro IMPOTPAMMHOTO O0ECHEeYeHHs, BKJIIOYAs MPOAYKTHl OTCUYECTBEHHOTO
IIPOU3BOACTBA.

Kaxnplii cTyqeHT B TedeHHE BCEro Inepuoja OOydYeHMs NOJIydaeT WHIWBUIYaTbHBIH
HEOTPAaHWYEHHBIH  JOCTYH K  DJEKTPOHHO-OMOIMOTEYHOH  CHUCTeME W 3JIEKTPOHHOU
UH()OPMAIIMOHHO-00Pa30BaTENFHON Cpele YHHBEPCUTETa. OJTH CHUCTEMBl IIPEIOCTABISIOT
BO3MOXHOCTH JIOCTYIIa K pecypcamM 3 Jr000i TOUYKH, TJIe eCTh NOJKII0UeHHe K ceT VHTepHer,
KaK Ha TEpPPUTOPUHU YHUBEPCUTETA, TAK U 32 €r0 IpeJIelIaMH.

CrynentaMm o0ecriedeH yJaJIeHHBIH JOCTYNl K COBPEMEHHBIM MpOo(ecCHOHATBHBIM 0azaM
JAHHBIX U MH(OPMALMOHHBIM CIIPAaBOYHBIM CHCTEMaM.

OcHnognas numepamypa:

1. Nonranora, O. 1. MonenupoBaHue OM3HEC-TIPOIIECCOB : YYEOHUK W TMPAKTUKYM JIJIst
By30B / O. U. Jlonmranosa, E. B. BunorpagoBa, A. M. Jlob6anoBa ; non pemakuueir O. U.
JonranoBoii. — 2-e u3., nepepad. u mon. — Mocksa : 3narensctBo FOpaiit, 2025. — 322 ¢c. —
(Boiciiee oOpazoBanme). — ISBN 978-5-534-17914-9. — TekcT : SJCKTPOHHBIA //
Oo6pasoBarenbHas wiathopma KOpaiir [caiit]. — URL: https://urait.ru/bcode/560175.

2. OgunnoB, b. E. KoruutuBHbie cuctemsbl ympaBieHUs >(QGEKTUBHOCTbIO Ou3Heca :

y4eOHMK U TpakTuKyM uit By3oB / b. E. OnunnoB. — 2-e u3a., nmepepad. u gorn. — Mocksa :
WznatenbctBo FOpaiit, 2025. — 311 ¢. — (Boicmiee oOpazoBanue). — ISBN 978-5-534-16201-1.
— Tekct : oanekrponssli // OOpa3oBartenbHas 1miatdopma HOpaiit [caiit]. — URL:

https://urait.ru/bcode/560630.

3. 3manoBckuil, A. busnec-Ky0. Kak mnpokadare 00beMHOE MBIIIJIEHHE U BBIBECTH
KOMITAHWIO Ha HOBBIH YPOBEHb : TMPAKTHYECKOEe pPyKoBOACTBO / A. 3maHoBckwid. - CaHKT-
[TetepOypr : [Tutep, 2022. - 192 c. - (Cepus «buznec-ncuxonorus»). - ISBN 978-5-4461-1922-6.
- Tekcer : anextponnsiid. - URL: https://znanium.ru/catalog/product/2140174 .

4. 3mees, C. 0. buznec 6e3 wutro3uii. Kak mony4uts peanbHyro NpuObLIb : MPAKTUYECKOE
nocodue / C. 0. 3meen. - Cankt-Ilerepoypr : Ilutep, 2020. - 320 c. - (Cepus «Cam cebe
ncuxosory). - ISBN  978-5-4461-1635-5. - Tekcr : oaxekTpoHHbid. - URL:
https://znanium.com/catalog/product/1783901.

5. Hdwibckas, B. B. Jloructuka : yaeOnuk juist By30B / B. B. JIpiockas, B. W. Ceprees ; mon
obmieit pemaknueit B. M. CepreeBa. — Mocksa : WUznatensctBo Opaiit, 2025. — 657 c. —
(Beiciiee oOpazoBanme). — ISBN 978-5-534-18477-8. — Tekct : SJEKTpOHHBIA //
OopazoBarenbHas miardopma FOpaiir [caiiT]. — URL: https://urait.ru/bcode/568937.

JlonmoIHUTeIbHAS JINTEPATypAa:

1. Ilypauk, B. M. Vnpasnenue 3pGeKTUBHOCTbIO AEATEIBHOCTH OpPraHU3alluy : yUeOHUK
st By30B / B. M. Ilypnuk. — Mocksa : U3gatensctBo FOpaiit, 2025. — 207 ¢. — (Bricuiee
oOpazoBanue). — ISBN 978-5-534-12817-8. — Texkct : anekTpoHHbIN // OOpa3zoBaTenbHas
wiatdopma Opaiit [caiir]. — URL: https://urait.ru/bcode/566905.

2. Mkpteush, I'. A. TlpuHsATHE ynpaBieHYECKUX pEIIeHUH : yYeOHUK U MPaKTHUKYM JJIs
By30B / I'. A. MkpthiusiH, H. I'. lllyOusikoBa. — Mocksa : M3parensctBo FOpaiit, 2020. — 140 c.
— (Bricmiee obOpazoBanue). — ISBN 978-5-534-13827-6. — Tekct : 3neKTpOHHBIA //
Oo6pa3zoBarenbHas miaTdopma FOpaiir [caiit]. — URL: https://urait.ru/bcode/466936.

3. ®omun, B. . MuadopmanmoHHbii OM3HEC : YI€OHUK W MPAKTHKYM UTst By30B / B. U.
®omuH. — 4-e u3 ., uctp. u f1on. — Mocksa : M3natensctBo FOpaiit, 2023. — 251 ¢. — (Briciiee
obpazoBanmue). — ISBN 978-5-534-14388-1. — Texkct : amekTpoHHBIN // OOpa3zoBareibHAs
miatdopma IOpaiit [caiit]. — URL: https://urait.ru/bcode/515426.
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1. MarepuanbHO-TeXHHYeCKOe o0ecreyeHue

VYHuBepcuTeT pacrnojaraeT MaTepUalbHO-TEXHUYECKOM  0a30i, COOTBETCTBYIOLIEH
JIEMCTBYIOIMM ITPOTHBOIIOKAPHBIM IPAaBUJIaM U HOPMaM U 00eclieunBaroIeii IpoBeieHUE BCeX
BUJOB JUCLUUIUIMHAPDHOW W MEXIUCUUIUIMHAPHOW ITOATOTOBKH, IPAKTHUYECKOM M HAy4HO-
UCCIIEI0BATEIbCKON PabOT 00yJaroIUXCsl, IPEAYCMOTPEHHBIX YUEOHBIM IIIIAHOM.

[Tomernienust, KOTOPBIE MPEICTABIISAIOT CO00M yueOHbIE ayAUTOPUH IJIsl TPOBEACHUS 3aHATHHA
JEKIMOHHOTO THUIA, 3aHATUH CEMMHApCKOro (IIPaKTHYECKOr0) THMA, TIPYNIOBBIX MU
MHAMBUAYAJIbHBIX KOHCYJIbTALMN, TEKYIIIETO KOHTPOJISI U IPOMEKYTOUHOM aTTECTAallM, a TaKkKe
IIOMEIIEHUS I CAMOCTOATENIbHOM paObOoThl U MOMEIIEHUS I XPaHEHUs U NTPO(UITAKTUYECKOTO
oOciy>)xuBaHus yueOHOro o6opynoBanus. IloMemmennss yKOMIIEKTOBaHbI CIIEIUATU3UPOBAHHON
MeOeNnbl0 U TEXHUYECKHMMHU CPEICTBAMHM OOyUYEHMsI, CIyXKAallUMH Ui MPEACTaBICHUs y4eOHOH
uHpopManuu O0JIBIION ayTUTOPHH.

N3yuenue qucuuIuIMHbL (MOAYIIA) 0OecriedrBaeTCsl B y4eOHbIX ayIUTOPUSX, OCHALICHHBIX:

— CTOJIaMHU U CTYJIbSIMU;

— KOMIIbIOTEPHOU TEXHUKOW;

— MEXaHWYECKUMH KaJIbKYJISTOpaMH;

— CIEUMAIU3UPOBAHHBIM 000PYI0BaHUEM, BKIIIOUAs JEMOHCTPALMOHHOE 000pYy10BaHUE.

[TomerieHus 1711 CaMOCTOATENBHOM paboThl 00yUarOIINXCsl, B TOM YUCIIE IPUCIIOCOOICHHBIE
JUISL MCTIONBb30BaHUsI MHBAJIMJAMH M JIMLAMU C OTPAaHUYEHHBIMU BO3MOXHOCTSMHU 3/10pPOBbS,
OCHAIIIEHbl KOMIIbIOTEPHON TEXHHMKON C BO3MOYKHOCTBIO HOJKIIOUEHHs K ceTH «MHTepHeT» u
o0ecrieueHHEM  JIOCTylla B JJEKTPOHHYI  HH(DOPMAnMOHHO-00pa30BaTENbHYIO  Cperly
YHuBepcurera.

OOyyarommMcsl IPeNOCTaBIAETCS JOCTYNl (B TOM 4YHCIE YHAIEHHBIN) K pecypcam
UH(POPMALIMOHHO-TEIIEKOMMYHUKAIIMOHHON ceTH «HTepHeT», 3JeKTPOHHBIM pecypcaM (B TOM
YHUCIIE AJIEKTPOHHBIM OHOIMOTEYHBIM CUCTEMAM, COBPEMEHHBIM NpOo(eCcCHOHAIbHBIM 0a3zaM
JTAHHBIX U UH(OPMALIMOHHBIM CIIPABOYHBIM CUCTEMaM):

Ne HanMeHoBaHue noprana (u3aaHus, Kypca, CcpliIka
JOKYMEHTA)
1 | BubanoTeKa 3IEKTPOHHBIX PECYPCOB HCTOPUIECKOTO http://www.hist.msu.ru/ER/inde
dbaxynsreta MI'Y x.html
2 | TocynapcrBeHHas myOaMyHas HICTOpUYECKast OMOIHOTEKa https://www.shpl.ru/
Poccun
3 | Hayunast snekrponnas 6ubnuoreka elibrary.ru 6ubimorexa https://elibrary.ru/defaultx.asp
4 | baza mannbIx ScienceDirect https://www.sciencedirect.com
5 | OdunmaneHeli callT MUHUCTEPCTBA HAYKH M BBICILIETO https://minobrnauki.gov.ru/
obpazoBanus Poccuiickoit @enepanyn
6 | ®enepambHbIi mopTan «Poccuiickoe 0OpasoBaHHE» https://www.edu.ru/
7 | Uudopmanmnonnas cucrema "EnnHoe OKHO A0CTyma K http://window.edu.ru/
o0pazoBareibHBIM pecypcam”
8 | Enunas koyueknus 1iudpoBbIX 00pa3oBaTeNIbHBIX PECYPCOB http://school-collection.edu.ru/
9 | denepanbHbIi HEHTP HHHOPMAIIMOHHO - 00PA30BATEIBLHBIX http://fcior.edu.ru/
pecypcoB

[lepeuenr MHQOPMALIMOHHBIX TEXHOJOTHM, HCIOIB3YEMBIX TIPU  OCYIIECTBICHUH
00pa30oBaTeNLHOTO MpoIiecca 10 TUCIUIIMHE (MOAYII0), B TOM YHCIIEe KOMIUIEKT JIMIEH3HOHHOTO
IPOrpaMMHOr0  OoOecreyeHusl, COBPEMEHHble mpodeccuoHanbHble 0a3bl  JaHHBIX U
UH(POPMALIMOHHBIE CIIPABOYHBIE CHCTEMBI:

HaumenoBanmne 110 IIpounsBoacTeo JInnensuonHoe / cBOGOIHO
pacnpocTpaHsieMoe

Orlepalmmmue CUCTEMBbI:
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Microsoft Imagine (Windows Client, Server) | sapy6exuoe | mumensuonmoe

bpaysepbI:

Slupekc.Bpayzep OTEUECTBEHHOE | CBOOOHO PacHpOCTpaHIEMOEe
Google Chrome 3apyOexHoe cBOOOJTHO PacIpOCTpaHsIeMOe
OducHble NpUIOKEHUS:

Microsoft Imagine (Visio, OneNote) 3apyOexHOoe JIMIEH3UOHHOE

TeXstudio 3apyOexkHOE CBOOOHO pacIpOCTPaHAECMOC
Adobe Acrobat Reader 3apy0eKHOE CBOOOIHO PACIIPOCTPAHIEMOE
IIporpammHoe oGecneveHue IJisl IVIAHUPOBAHHUS M YUeTa BpeMeHH:

Toggle app ‘ 3apyOexkHOE | CBOOOHO PaCIpOCTPaHAEMOC
CucreMbl ynpapjieHHsI IPOEKTAMM:

Microsoft Imagine (Project) | sapyGexnoe | nuuensnonHoe

Cucrembl ynpapjeHus: 0a3aMi JaHHbBIX:

Microsoft Imagine (SQL Server) ‘ 3apyOexHoe | JUIEH3UOHHOE

Cucrembl pe3epBHoro konupoanus (backup):

Acronis Backup Advanced for HyperV ‘ 3apy0exHoe ‘ JIHIIEH3HOHHOE
CnpaBo4YHO-NIPAaBOBbIE CUCTEMBI:

KoncynbrantlLroc: cripaBouHO-IIPpaBOBast OTEYECTBEHHOE | JIMIIEH3HOHHOE

cucTeMa

CpencrBa aHTHBHPYCHOI 3a1IUTHI:

Kaspersky Endpoint Security mis 6usneca OTE€YECTBEHHOE | IHUIIEH3MOHHOE

Cranmaprtabiit Russian Edition

IMakeTsl NPOrpaMMHBIX CPEICTB H OMOINOTEK:

AutoPsy 3apyOexKHOE CBOOOHO PaCIPOCTPaHAECMOC
Interactive Disassembler (IDA) 3apy0exHOe CBOOOIHO pacrpocTpaHsIeMoe
Cucremsl ynpasJieHusi 0udaunorpadguyeckoii muHGopmanmeii:

Zotero ‘ 3apyOexKHOE ‘ CBOOOHO PaCIpPOCTPaHAECMOC
Cepaucsol 1 Ci1y:KO0bI:

Bind 3apy0exHOe CBOOOJIHO pacrpocTpaHsIeMoe
Docker 3apyOexKHOE CBOOOIHO PaCIPOCTPaHAECMOE

2. MeroanyecKue U OLIEHOYHbIE MAaTEePHAJIbI
MeToauyeckue yKazaHus sl 00y4aIOMIUXCS 0 OCBOEHUIO TUCIHUNIMHBI (MOIYJIS)

B npornecce nzyueHust TuCHMIIIMHBI (MOaYs1) «OCHOBBI OM3HEC-aHATUTUKU (TIpenojaeTcs
Ha MHOCTPAHHOM SI3bIKE)» B paMKax TEKYLIEro KOHTPOJS YCIEBAaE€MOCTH HCIIONIB3YIOTCA TaKue
BUIbl Y4eOHOH paboThl, Kak JEKIHs, CEMHHap, KOHTpOJbHas paboTa, IpyMNIOBOW MPOEKT,
JIOMAIlTHUE 3aJaHusl, a TAKKe pa3jIU4HbIe BUIbl CAMOCTOSITENIbHON PadOThl 0OydaroIUXCs IO
3aJJaHMI0 TIpenojaBaressi, HalpaBJeHHbIE HA Pa3BUTHE HABBIKOB NMPOQECCHOHATbHOMN JEKCHUKH,
3aKperyieHNe MPaKTUYECKUX MPo(hecCHnoHaNbHBIX KOMIETEHIIUN, TOOIIPEHNE MHUIIUATHB.

Jlekyuss — CUCTEMAaTH4YECKOEe, IIOCIEIOBAaTEIbHOE, MOHOJOTMYECKOE  HU3II0KECHUE
IpernojiaBaTenaeM yueOHOro MaTepuana, Kak IIpaBuiio, TEOPETUYECKOIO XapaKTepa.

B mpouecce nekuui peKOMEHAYETCs BECTU KOHCIIEKT JICKLHMN: KPaTKO U CXEMaTU4YHO
¢uKcupoBaTh OCHOBHBIE WJI€U, BBIBOJBI M OOOOIIEHMS JIEKIIMM; BBIIENSITh BaKHBIE MBICIIH,
KJIIOYEBbIE CJIOBa U TepMUHBL. HeoOXoIMMo OTMETHTH BOIPOCHl WJIM MaTepHallbl, KOTOPbIE
BBI3BIBAIOT 3aTPY/IHEHHUSI, U MONBITATHCS HAWTU OTBETHI B PEKOMEHJIOBAaHHOU nuTeparype. Eciou
pa3o0paThCsi B MaTepuane He YAaeTcs, cleayeT CcQOpMyIHpOBaTh BONPOC M 3adaTh €ro
IpernoaaBaTesio Ha KOHCYJIbTAllUK UM BO BPEMsI CEMUHAPCKOTO (TPaKTHYECKOI0) 3aHATHUSI.

Yyacmue 6 cemunape (ayoumopmnas paboma) — akTuBHas paboTa CTyJeHTa Ha CEMHUHApe,
€ro OTBETHI Ha BOMPOCHI MPEMOAABATENSI U YIaCTHE B JUCKYCCHH.
JIns1 ycrenHoro y4actvsi B CEMUHApE CTYI€HTaM PEKOMEHAYETCs 3apaHee 03HAKOMUTHCS C
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TeMOU OOCYXKIEeHHs, MPOYUTAaTh HEOOXOAMMbIE MaTepualbl U MOATOTOBUTH BOIPOCHL. BaxHO
AKTHUBHO CJIYIIaTh M BOBJEKATHCS B IMCKYCCHIO, BRICKA3bIBasi CBOM MHEHUS M apTyMEHTUPYS HX.
[Ipu oTBeTrax Ha BONPOCHI MPENOJABATENSI CTOUT OBITh YBEPEHHBIM, YETKUM M JIOTUYHBIM,
ONUPAsICh HA U3YYEHHBIN MaTepuall. Takke MOJIE3HO MOAACPKUBATH TUATIOT C OJHOKYPCHUKAMHU,
4TOOBI 000TaTUTH OOCYXKJCHHE U PACIIUPUTH CBOU 3HAHMUSI.

I'pynnoeoii npoexm — coBMecTHas paboTa rpymibl JIOJeH, HalpaBlieHHAs Ha JOCTHXKEHUE
0011Iel eI WK pelieHUE ONPEACIICHHON 3a/1a4M, B X0/1e KOTOPOH YYaCTHUKU OOBEIUHSIOT CBOU
3HAHUS U HABBIKU.

I[J'ISI YCHGHIHOﬁ IIOATOTOBKH K I'PYIIIIOBOMY IIPOCKTY: YETKO OHNPECACIUTE LCIW WU 3ada4yun
IMMPOCKTA, pacupcACInTC pOJIn U 0053aHHOCTH MCKAY y4YaCTHUKAMHU, a TAKXKC YCTaHOBUTC CPOKH
BBITIOJTHEHU A KaX(,HOﬁ qaCTu pa6OTBI.

Koumponvnas paboma — nuceMeHHasi paboTa ¢ HabopoMm 3a/1a4, KOTOPbIC HYKHO PEIIUTh 3a
OrPaHUYCHHOE BPEMSI.

[{enb KOHTPOJIBHOM PabOTHI — MOMYYUTH CHEIHATLHBIC 3HAHUS IO OJTHOWU MU HECKOJIBKIM
TeMaM TUCHHUIUIMHBI U TIPOJICMOHCTPUPOBATh HABBIKH UX MPAKTHYCCKOTO MPUMEHEHHUS.

Jlomawmnee 3a0anue — HabOp 3aAaHUH IO TEMaM HEJIEIH.

[lpu pabore Ham JOMAIIHUMH 33/JaHUSIMH  Ba)KHO BHUMATEIbHO O3HAKOMHUTHCS C
TpeOOBAaHUSMHU U CPOKAaMH BBIMOJTHCHHs. PeKoMeHyeTcs: pa30ouBaTh 3aJaHUs HA dTArbl, 9YTOOBI
U30eKaTh MEPErpy3KH W JIy4Yille YCBOUTH Marepual. Vcrmonbp30BaTh pa3iMyHbIE UCTOYHUKU
uH(pOpMaIH, BKIIOYas YIeOHUKH U OHJIAHH-PECyPCHI, I 0oJiee rITyOOKOT0 MOHUMAHHSI TEMBI.

Camocmosmenvnaa paboma — paboTa CTYJEHTOB, HaIpaBICHHAs Ha YIIIyOJEHHOE
U3y4eHHE OTJCIBHBIX TEM M BOIPOCOB YIeOHOW AMCUUIUINHBI (MOIYJIIS).

B npouecce camoctosTenbsHON paboThl CTYAECHTHI B3aUMOJICHCTBYIOT C PEKOMEH1I0BaHHBIMU
MaTepHrajaMH NP MUHUMAIFHOM YYaCTHHU MPEToiaBaTels. 3a1aun CTyIeHTa BKIIOYAIOT paboTy
C KOHCIEKTaMH JIeKui (00paboTka TeKCTa), MIOBTOPHOE U3yUYeHUE YUeOHBIX MAaTEepHAIOB IIJIAHOB
¥ TE3MCOB OTBETOB, U3YUEHHUE JIOMOJHUTEIBHBIX TEM, BHIIIOJHEHHE YIeOHO-NUCCIIEI0BATEIBCKUX
3aIaHUI U IpYyToe.

Cucrema OLlCHUBAHUSA PE3YyIbTATOB oﬁyqemm o TMCHMIIJIMHE (MO}IyJIlO)

Kpurepun nosy4eHusi ypoBHS M OLCHHBAHUS C()OPMHUPOBAHHOCTH KOMIICTCHIHI 11O
AUcHUIUINHe (Moay/a1) «OcHOBbI OM3HeC-aHAJMTHKM (Npenojgaercss Ha HHOCTPAHHOM
SI3BIKE)».

OneHuBaHue ypoBHS Y4€OHBIX JOCTH)KEHUH, OOy4arolmMXcs MO JUCHUIUIMHE (MOIYIIO),
OCYILIECTBIISIETCS B BUAE TEKYILIETO KOHTPOJIS yCIIEBAEMOCTH.

IIpome:xyTouHasi arrecTalusi MO AMCUUIUIMHE (MOAYJIO) OCYUIECTBIsSETCS B (opme
9K3ameHa, IpU 3TOM IPOBOJUTCA OLIEHKA KOMIIETEHIIMH, C(POPMUPOBAHHBIX O JUCLUIUIMHE.

s oleHMBaHMS TEKYIIETO KOHTPOJS YCIEBAaEMOCTH M INPOMEKYTOUHOM aTrTecTaluu

HCIIOJIB3YCTCA I[GC?ITI/I6’CU'IJ'II)HEI$I Kajla OLUCHHMBAaHHUA, KOTOpasd COOTHOCUTCA C Tpa)IHHI/IOHHOfI
MATHOAIIBHOM IIKAJI0M CJICAYIOIUM 06pa30M, €CJIM UHOC HEC YKAa3aHO B CI/IJIJ'I8.6YC€ JAUCHUITIINHBI:

[ecatudannbuas IlarudanabHas O0mas xapakTepuCTHKA pe3yJIbTaTa 00y4eHusl 1Mo
OLICHKA OLICHKA JUCHMIIMHE (MOXYJIIO)
10 OTtnuaHO CTyIeHT NOJIHOCTBIO BiaJieeT 3HAHUSAMH, M3JI0KEHHBIMU B
9 OTIUYHO paboueli mporpamMme, U TIIyOOKO OCMBICIISICT JUCTTUIUIHHY. OH
) OTIM4HO CaMOCTOSITEIIBHO M JIOTHYECKHU TIOCIIE0BATEIbHO OTBEYAET Ha

BCE€ BOIPOCHI, aKIEHTUPYs] BHUMaHHE HA HauOoJiee BaXKHOM.
YMeer aHanM3MpPOBaTh, CPABHHUBATH, KIACCU(HUIIMPOBATE,
00001IaTh, KOHKPETU3UPOBaTb M  CHCTEMAaTU3UPOBATH

I/ISy‘{eHHLIﬁ Marepual, BbLACIAA KIHOYCBBIC MOMCHTBI U
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JlecaTnOAILHAA
OIlEHKA

IIaTnoannnLHas

OIICHKA

O0mas XxapakTepUCTHKA Pe3yJIbTaTa 00y4eHusl 1o
JUCHMIIMHE (MOXYJIIO)

yCTaHaBIUBAs UYeTko
(hopMynmupyeT  OTBETHI, YBEPEHHO WHTEPIIPETUPYET

pesy/ibTaThl AHAIN30B U JPYIUX HCCICAOBAHUH, a TaKKe

MMPUYINHHO-CJIICACTBCHHBIC CBs3HU.

pemaeT cioxkHble 3amadd. CTYyAEHT XOpOIIO 3HAKOM C
METOAaMH HCCIICAOBAHMS, HEOOXOMMBIMU JIJIST IPAKTHICCKOM
JESATEIBPHOCTH, U YMEET CBS3BIBATh TECOPETHUUYECCKUE ACTICKTHI
TUCIIATIINHBI (MOAYIIS) C IPAKTUIECKUMU 3a7jadaMHu.

Xoporiio

Xoporiio

CryneHT oOnamaeT 3HAHUAME TPEAMETa MOYTH B MOJIHOM
o0BeMe paboueii MPorpaMMbl U CAMOCTOSTEIBHO, JIOTHYCCKH
MTOCIIEZIOBATENHHO M BCECTOPOHHE OTBEYAET HA BCE BOTPOCHI,
aKIEHTUPYs] BHUMaHHE Ha HambOoyiee 3HAYMMBIX MOMEHTaX.
OH yMeeT aHaIM3UPOBaTh, CPABHUBATH, KJIaCCU(DUIIUPOBATH,
000011aTh, KOHKPETH3UPOBATh MW  CHCTEMAaTH3HPOBATH
H3y‘leHHbII71 Martcpuall, BbIACIAA €ro KIIOYCBLIC ACIICKTHI U
yCTaHaBJIMBas MNPUINHHO-CJICACTBCHHEBIC CBA3U.
dopMyIHpyeT CBOM OTBETHI, yYBEPEHHO WHTEPIPETUPYET
pe3yJIbTaThl aHAJIW30B W JIPYTHX MCCIEJAOBaHUN, a TaKkKe
pelraeT CIOKHBIE CUTYaIlMOHHBIE 3a1adn. CTyJeHT XOpOoIIo
3HaKOM C MCTOJaMH HMCCIICOOBAHUSI, HeO6XOILI/IMBIMI/I JJIsL
MPaKTUYECKON CBSI3BIBATH

JCATCIBHOCTH, n yYMEET

TCOPETUUCCKUE AaCHEKTbl MNpeaAMETa C MNPAKTUYCCKUMHU

3agadyaMu.

5 Y IOBIETBOPUTEIBEHO

4 Y 10BIETBOPUTENHHO

CryneHT oOyiagaer 0a30BBIMH 3HAHHUSAMHU 10 JHUCHHUIUIMHE

(Momysro), HO WCIIBITHIBACT TPYIHOCTH npu

CaMOCTOATCIIBHBIX  OTBE€TaX MW HCIIOJB3YCT HCTOYHBIC

dhopmynupoBkr. B X07i€e OTBETOB OH J0ONMYyCKAaeT OLIMOKH,
Kacaromuecss CyTH BorpocoB. CTYIEHT CIIOCOOCH pemaTh
TOJBKO CaMbleé TMPOCTbIE

3aJadyu MW BJIAACCT  JIMIIb

MHWHHUMAaJIbHBIM HaGOpOM MCTOAOB UCCIICAOBAHMA.

He cnaun

He cnaun

He cnaun

CTy,Z[eHT HC OBJIAZCI 00s13aTeNbHBIM MHUHUMYMOM 3HAHUH 10
npeaMeTy U HE MOXKCET OTBECTUTHL Ha BOIIPOCHI, JAXXE CCIIN
npenogaBaTeiib 3a1a€T

JOIIOJIHUTCIIBHBIC HaBOJAIIHUC

BOIIPOCHIL.

Juctumimza (Moxayns) «OCHOBBI OM3HEC-aHAUTUKU (IIpernojaeTcs Ha HHOCTPAHHOM
A3bIKE)» OLEHUBAETCS CIEAYIOIIUM 00pa3oM:

AKTHBHOCTH Bec |KoauuyectBo Onucanue

AynuropHas pabora | 10% 13 AKTHBHOE y4acTHE B CEMHHAPaX: OTBETHI HA BOIIPOCHI U
y4acTHe B TUCKYCCHH.

Ksusel 10% 5 HHTepakTHBHOE TECTUPOBAHHE

Howmarmaue 3aganus | 20% 12 [TuceMenHoOe perenre Ou3Hec-3a1a4 ¢ UCIIOJIB30BAaHUEM
pacuéro B Excel niu Google Sheets.

IIpoekr 20% 1 Pemenne npokcu-keiica 1 3amyra Npe3eHTaluy nepes
ayJIuTOpUEN.

Kontponsnas padota | 15% 1 ITucemenHas paboTta ¢ HAOOPOM 3a/1a4, KOTOPBIE HYKHO

PCUINTD 3a OrPAHUYCHHOC BPEMI.
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AKTHBHOCTH Bec |KoanuecTBoO Onucanue

OKx3aMeH 25% 1 IIucemeHHOE perieHne 3a7a4d U3 pa3HbIX HHAYCTPUH.

®opmyJsia pacyéra UTOrOBOH OLEHKM MO AUCHHUILUIMHe (Moay/o) «OcHOBBI Ou3Hec-
AaHATMTHKH (Mpenojaercsi HA MHOCTPAHHOM s3bIKe)». «0,1 X ayautopHas pabora + 0,1 X
cpenHee 3a kBu3bl + 0,2 X cpenHee 3a gomamnue 3aganus + 0,2 % mpoekt + 0,15 X 3a
KOHTPOJIbHYIO paboTy + 0,25 X ax3amen».

Texkymuii KOHTPOJIb YCII€BA€MOCTH 00YUAKOIIUXCS 10 JUCHUILIMHE (MOYJII0)
IIpumepHbIe BONPOCHI /ISl CEMUHAPCKUX 3aHATHIA:

Retail Industry

1. What is the value proposition in the retail industry, and how does it influence consumer
choice?

2. What are the key stages of the customer journey in retail?

3. What are the main components of unit economics, and how do they help assess
profitability in retail?

4. What methods can be used to analyze customer behavior in retail?

5. How do changing consumer preferences affect retailers’ value propositions?

FMCG Industry
. What are the main market segmentation criteria in the FMCG industry?

2. What strategies can be used to attract new customers in the FMCG sector?

3. How can optimal pricing be established for FMCG products?

4. How does the marketing mix (4P) influence product success in FMCG?

5. How can customer value management be implemented in the FMCG industry?

Healthcare Industry

1. What are the key aspects of supply chain management in healthcare?

2. What stages are included in the research and development (R&D) process in healthcare?

3. How do patents influence innovation and competition in the healthcare industry?

4. What regulatory requirements must be considered when entering the healthcare services
market?

5. What are the key distribution channels in the healthcare sector?

Oil & Gas and Metals & Mining Industries

1. What are the main bottlenecks that may occur in the supply chain in the Oil & Gas and
Metals & Mining industries?

2. What is the role of production capacity in operations management in these industries?

3. How can LEAN approaches help optimize cycle time in production processes?

4. What are the main factors affecting lead time in these industries?

5. What methods can be used to increase resource utilization in Oil & Gas and Metals &
Mining?

[EEN

le/lMeprle AOMAIIHUE 3alaHUA

A vertically integrated company independently manages upstream, midstream, and
downstream operations. The company primarily produces and sells fuel: gasoline of various grades
and diesel.

1. The company’s current capacity allows for the transportation of 1,400-1,700 million
barrels of oil per day.

2. In late 2022, the company’s oil storage tanks exploded — it lost part of its storage capacity.
Available storage decreased by 30% from the existing 60,000 million barrels for one month.
In March, new oil storage facilities are expected to be delivered, increasing monthly capacity to
47,000 million barrels. Normally, the company fully sells out its oil each month, leaving no
inventory.
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3. The oil refining capacity ranges from 1,200 to 1,800 million barrels per day, provided that
equipment is serviced annually; otherwise, capacity drops to 1,100-1,600 million barrels per day.
The last equipment maintenance was performed in late December 2022.

4. The company refines oil and produces three types of products: Al-92 gasoline, Al-95
gasoline, and diesel fuel. Product details are available in Table 2 of the Excel attachment.

5. Demand for the products is high, ranging from 1,800 to 2,000 million barrels per day.

6. Approximately 1,000 barrels are extracted in 1 minute.
Each oil transportation batch is at least 10,000 barrels and takes 1 hour to transport. After
transportation, oil is moved into  storage, which  takes 10  minutes.

The time required to refine 1 barrel varies depending on the type of product — see Table 2. There
are 40 units of equipment at the refinery, allowing simultaneous production of different types of
fuel.
Distribution, from order to delivery, takes 7 days, with an average order size of 1 million barrels.
7. All processes except distribution operate on a two-shift schedule, 8 hours per shift.
Distribution operates on a single 8-hour shift.

IIpumepHoe 3a7aHKe 1715 MPOEKTA

Project

The Central University is launching a program called "Strategic Outlook™ for the business
community.

We have selected companies that would like to receive fresh perspectives and expert insights from
student teams.

Project Essence

All these companies plan to expand their business and enter new markets. They need help
developing a detailed action plan.

Task

— By December 3 at 23:59, form teams of 4 to 6 people within your academic group (basic
or core level). List team members in the table via the provided link.

— On December 4, check the same table to find out the name of the company assigned to
your team.

— Develop an expansion plan for the company, including analysis across 6 blocks: strategy,
product, operations, marketing, unit economics, and finance. See details below.

Your team’s plan could become a real foundation for business development, so approach the
task as practically and creatively as possible, using all available tools and frameworks.
Good luck creating your strategy!

Project Defense

1. Register with your team for one of the available time slots with your seminar instructor.
The earlier you sign up, the higher your chances of selecting your preferred industry.

2. Each team member must upload to the LMS:

a. aPowerPoint presentation saved as a PDF;
b. an Excel file with calculations.

3. Defend the presentation together with your team during the double class session in Week
15 with your seminar instructor. Presentation time: no more than 12 minutes.
If you are ill and cannot attend, inform your seminar instructor in advance. They will advise when
and how you can present your group project.

Presentation Structure

— Slide 0: Team composition and project title (you may come up with a creative name).

— Slide 1: Executive Summary. A concise overview of the entire project in the style of an
Elevator Pitch.

— Blocks 1-6: At least 1 slide per block listed below. There is no upper limit on the number
of slides, but time is limited to 12 minutes. Use an Appendix for any additional information that
may be needed during Q&A.
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Criteria for Successful Project Submission

1. Comprehensive but not text-heavy slides. Slides should be professionally designed and
include meaningful (including quantitative) information for each analysis block, based on open
data sources.

2. A well-prepared and rehearsed team presentation.

3. Active participation in Q&A sessions for other teams’ projects.

ANALYSIS BLOCKS

Block 1. Strategy

— First, define the new region and product. Select a target region and product for the
company’s expansion, using the following analytical tools: 3C Analysis, PESTEL analysis of the
external environment (or justify an alternative framework), and market size estimation.

— Assess the competitive landscape using Porter’s Five Forces or a similar model.

— Propose the optimal market entry strategy: M&A (mergers and acquisitions), in-house
launch, partnership, or joint venture.

— Evaluate the company’s position and prospects using a SWOT analysis or equivalent.

— Apply Competitor-Based Pricing and determine the optimal price range you recommend
for market entry.

Block 2. Product

— Describe the product’s value proposition: key features and benefits, core customer needs
addressed, and formulate a unique selling proposition (USP).

— Build a Customer Journey Map (CJM) considering regional specifics.

— Determine the optimal price range based on local purchasing power, target audience
income and expense structure, or other hypotheses. No need to conduct surveys — use analysis of
publicly available data.

Block 3. Operations

— Describe the business processes forming the company’s value chain in the new region.
If applicable, explain how the new product’s value chain will integrate into the company’s existing
value chain.

— Develop a cost structure for business operations: capital and operating expenses.

— ldentify key performance indicators (KPIs) for operational metrics and calculate their
values based on your assumptions.

— Apply Cost-Based Pricing and determine the optimal price range for market entry.

Block 4. Marketing

— Describe customer acquisition and distribution channels. Evaluate the effectiveness of
key channels by estimating CAC and conversion rates.

— Assess and justify how product price changes could affect consumer behavior. There is
no need to calculate price elasticity of demand, but you must make a binary choice: is your demand
elastic or inelastic?

— Develop a customer acquisition marketing funnel.

— Formulate the Marketing Mix using the 4P framework.

Block 5. Unit Economics

— Calculate the product’s unit economics. Use the price derived from the price ranges
determined in Blocks 1, 2, and 3.

— Analyze unit economics metrics by comparing them to industry benchmarks.

Block 6. Finance

— Estimate the required initial investment for project implementation.

— Prepare a detailed cash flow projection based on the revenue and cost structure defined
above.

— Conduct financial analysis: calculate NPV, payback period, and IRR.

— To estimate the discount rate, search online for “WACC [company name] forecast 2025”.
Remember: the discount rate must be higher than the current key interest rate in your project’s
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country. If in doubt, make your own assumption or consult your seminar instructor. Do not
calculate WACC (Weighted Average Cost of Capital) manually.
— Provide a final recommendation to the client.

HpHMeprle 3aJlaHuA 1JIdd KBH3a

Question 1. (Topic: Retail / Product function)
A retailer noticed that new customers make a first purchase but do not return within the next 3
months. Which type of analytics will help most accurately assess the "health” of the new
customer base and their retention over time?
A) ABC Analysis of Assortment
B) Cohort Analysis
C) Price Sensitivity Analysis
D) Competitor SWOT Analysis

Correct Answer: B
Comment: Cohort analysis allows grouping customers by the time of their first purchase and
tracking their behavior (retention) in subsequent periods, which is critical for assessing retention
in Retail.

Question 2. (Topic: FMCG / Marketing function)
A marketer in an FMCG company plans to launch a 20% discount promotion on the "Dairy
Products” category. Which metric must be calculated in advance to understand whether the price
reduction will lead to an increase in total revenue, not just sales volume?
A) LTV (Lifetime Value)
B) NPS (Net Promoter Score)
C) Price Elasticity of Demand
D) Churn Rate

Correct Answer: C
Comment: Price elasticity of demand shows how much the quantity demanded will change
when the price changes. This is a key indicator for forecasting the impact of promotions on
revenue in FMCG.

Block 2: Operations

Question 3. (Topic: Healthcare / Operations function)
Waiting times for doctor appointments have increased in a private clinic, causing patient
complaints. Which business analytics tool is best suited for optimizing the schedule and patient
flows?
A) Queueing Theory (Queue Modeling)
B) Regression Analysis of Drug Sales
C) Sentiment Analysis of Social Media Reviews
D) Break-even Analysis of Equipment

Correct Answer: A
Comment: Queueing theory and process modeling allow optimizing operational flows,
allocating resources (doctors), and minimizing waiting times in Healthcare.

Question 4. (Topic: Oil&Gas and Metals&Mining / Operations function)
An oil production company is implementing a sensor system on drilling rigs. What business task
does Predictive Analytics (Predictive Maintenance) solve in this context?
A) Forecasting stock market oil prices
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B) Predicting the probability of equipment failure before it occurs
C) Analyzing employee satisfaction with shift work
D) Optimizing the marketing budget

Correct Answer: B
Comment: In extractive industries, the key task of operational analytics is preventing downtime.
Predictive maintenance allows repairing equipment based on condition rather than on a schedule.

Block 3: Finance

Question 5. (Topic: Real Estate / Finance function)
An investment fund is considering purchasing a commercial building for lease. Which financial
indicator is basic for evaluating the income yield of a real estate asset at the moment?
A) Current Liquidity Ratio
B) Capitalization Rate (Cap Rate)
C) Inventory Turnover
D) Sales Funnel Conversion

Correct Answer: B
Comment: Cap Rate (the ratio of Net Operating Income to the asset value) is a key metric for
evaluating the profitability of real estate in investment analysis.

Question 6. (Topic: Financial Intermediation / Finance function)
A bank is developing a scoring model for issuing consumer loans. Which type of data will be
most significant for predicting borrower default?
A) Borrower's eye color
B) Credit history and Income Level (DTI)
C) Music preferences
D) Distance from home to the bank branch

Correct Answer: B
Comment: In financial intermediation, credit risk assessment is based on historical financial
data (credit history) and the ability to service debt (Debt-to-Income).

Block 4: Strategy

Question 7. (Topic: Transportation / Strategy function)
A logistics company wants to reduce fuel costs and delivery time. Which strategic decision does
route analytics support?
A) Doubling the vehicle fleet
B) Supply chain optimization and Route Optimization
C) Cutting drivers' salaries
D) Launching an online ad campaign

Correct Answer: B
Comment: In the transportation industry, strategic analytics often focuses on optimizing the
network and routes to reduce operating expenses (OPEX).

Question 8. (Topic: TMT / Strategy function)
A telecom operator is evaluating the effectiveness of a new subscriber acquisition strategy.
Which ratio of indicators (Unit Economics) indicates that the business model is sustainable in the
long term?
A) LTV > CAC (Lifetime Value greater than Customer Acquisition Cost)
B) CAC>LTV
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C)LTV=0
D) CAC = First Month Revenue

Correct Answer: A
Comment: For the TMT sector, it is critical that the money received from a customer over their
lifetime (LTV) exceeds the cost of acquiring them (CAC). Otherwise, the company operates at a
loss.

Block 5: IT and Data Analytics & General

Question 9. (Topic: Software/Digitalisation of industries)
A company is implementing a Bl system (Business Intelligence). What is the main goal of this
process from a business analytics perspective?
A) To completely replace people with robots
B) To accumulate as much data as possible without a specific goal
C) Transforming data into insights for managerial decision-making
D) Complicating reporting for employees

Correct Answer: C
Comment: The digitalization and implementation of IT tools in business aim not at the process
itself, but at supporting decision-making based on data (Data-Driven Decision Making).

Question 10. (Topic: Group project / General BA Skills)
You are starting a new analytics project for a business. Which step must be performed first ,
before proceeding to data collection and cleaning?
A) Building a dashboard in Tableau/PowerBI
B) Defining the business problem and hypotheses
C) Writing code in Python/SQL
D) Presenting results to the client

Correct Answer: B
Comment: The fundamental principle of business analytics: first understand the business
problem and formulate the question, and only then select tools and data to answer it. Without
this, the analysis will be useless.

IIpumepHbIe 3a1aHUA 111 KOHTPOJIbHON PadoThl

1. Task: Name the key element of value proposition in the Retail industry.
Answer: Unique selling proposition / Unique customer value.

2. Task: Identify the customer journey stage in FMCG where repeat purchase occurs.
Answer: Retention.

3. Task: Which factor in Healthcare supply chain management affects drug distribution?
Answer: Regulations.

4. Task: Name the metric measuring time from order to delivery in Oil & Gas.
Answer: Lead time.

5. Task: What is the production optimization method used in Metals & Mining to eliminate
waste?
Answer: LEAN / LEAN methodology.

6. Task: Name the financial metric that accounts for the time value of money in Real Estate.
Answer: NPV / Net Present Value.

7. Task: Name a component of the Profit and Loss statement in Financial Intermediation.
Answer: P&L / Profit and Loss.
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8. Task: Explain the market entry strategy in Transportation related to competition.
Answer: Target market competition.

9. Task: Name the tool for external environment analysis in TMT to assess threats and
opportunities.
Answer: SWOT.

10. Task: Name the type of product in Software that includes digital solutions for users.
Answer: Digital / IT products.

11. Task: What is the process of managing IT infrastructure in Software to ensure
uninterrupted operations?
Answer: IT operations.

12. Task: Name the marketing aspect in Software related to promoting IT products
online.

Answer: IT marketing.

33}13HHH AJIsL HpOMe)lcyTO‘lHOﬁ arTreCcTanuu 1o JMCUMIIJIMHE (MOL[y.]'[lO)

Ne n/mn 3ananue OTBeT Komnerenuus

1 Name the key element of value proposition in Unique selling proposition / YK-10
the Retail industry. Unique customer value

2 Identify the customer journey stage in FMCG Retention YK-10
where repeat purchase occurs.

3 Name the factor affecting customer acquisition Segmentation YK-10
in FMCG.

4 Name a component of marketing mix in Offer pricing YK-10
FMCG.

5 Name an aspect of customer value Customer value IK-1
management in FMCG. management

6 Name a factor in supply chain management in Distribution channels IK-1
Healthcare.

7 Name an element of R&D in Healthcare. Patents IK-1

8 Name a regulation in Healthcare. Regulations / Regulatory YK-10

acts

9 Name a bottleneck in Oil & Gas supply chain. Supply chain bottleneck IK-1

10 Name a production capacity metric in Metals & Utilization VK-10
Mining.

11 Name a cycle time indicator in Oil & Gas and Lead time VK-10
Metals & Mining.

12 Name an optimization method in Metals & LEAN /LEAN YK-10
Mining. methodology

13 Name a financial metric for time value of NPV / Net Present Value IK-1
money in Real Estate.

14 Name the IRR metric in Real Estate. Payback period IK-1

15 Name a P&L component in Financial Risk and return IK-1

ONEeKTPOHHBIA JOKYMEHT



Intermediation.

16 Name a Balance Sheet element in Financial Cash Flow Statement IK-1
Intermediation.

17 Name a market entry strategy in Target market competition IK-1
Transportation.

18 Name an analysis tool in TMT. SWOT IK-1

19 Name a product type in Software. Digital / IT products VK-10

20 Name the IT operations process in Software. IT marketing YK-10
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