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FMCG u cnna 6peHaa: oT OCHOB 0 CTpaTermm ycnexa
dopmaTt obyyeHna: OuHo | OHNamH
Cpok obyuyeHunda: 3 gH4a
MecTo npoBegeHuns: JIEHMHCKM NpocneKkT, A. 38A, ropoa MockBa

BbloaBaeMble OKYMEHTbI: YOOCTOBepeHre O NOBbILLEeHUN KBanndukaumm
nnn Ceptmndumnkat Moscow Business School

[MporpamMma obyyeHunsa
HeHb T

OcHoBbl FMCG u cuna 6peHpa

Llenn: BBegeHue B cneumndmnky FMCG-pbIHKA, KTHOUYEBbIE MOHATUA U
aHaInTMYeCcKMe noaxonbl

YTO Takoe cuibHbI BpeHa?

e OnpepeneHne cUnbHOro 6peHaa: aMoUMOHaIbHas CBSA3b,
anddepeHumauma, KOMMepyecknm ycnex

e 3ayeM BUM3HecCy CUbHbIV BPeHa: BAUSHUE Ha NOANIbHOCTb
nokynaTtesen n NnpubbIIbHOCTb

e [TpuMepsbl ycnelwHbix FMCG-6peHaoB

MpakTUKyM: «AHanNmM3 Kemcos. Pa3bop cunbHbIX U cnabbliX BpeHaoB Ha
npuMepe n3BecTHbiXx FMCG-KoMNaHnm»

OcobeHHocT FMCG-pblHKa

e [TloBeoeHMe nokynaTenen: MMNyJSIbCMBHbIE MOKYMKN, YAaCTOTa
noTpebsieHns, LeHOBAs UyBCTBUTENIbHOCTb

e Ponb ceTeBbIX PUTENNEPOB: KakK OHM BUAIOT Ha pa3BuUTHUe bpeHaa

e OcobeHHOCTU Nnpounssogutenem FMCG: BaXXHOCTb oNnTMMM3aLnm
cebeCcToOMMOCTMN N 0OO6BEMOB NMPON3BOACTBA
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MpakTUKyM: «Pa3paboTka npodumnsa ueneBoro nokynatena FMCG-npoaykTta
(paboTa B rpynnax)»

3MepeHne cunbl 6peHaa

e IHCTpyMeHTbl aHanm3a: Brand Analytics, Nielsen, GFK, Romir

e YTO N3Mep4atoT OTUeTbl: OON1A PblHKA, 3HaHWe bpeHaa (brand
awareness), npegnouteHune (brand preference)

e OcHoBbl ABC-aHanmsa

[MpakKTUKyM: «PaboTa C AaHHbIMU. YUYACTHUKM MOJIYHAOT NPUMEpP oTyeTa U
y4yaTCHa MHTEPNPEeTUpPOBaTb OCHOBHbIE METPUKU»

HNeHb 2

Pa3paboTtka n npoasmxeHne FMCG-6peHaa

Llenn: nayyeHme npouecca co3gaHna opeHaa n adhdheKTUBHbIX NOOAXOO0B K
ero npoaBMXeHUto

Kak MoaroToBuUTb 6peH K MPOaBUMEHNIO?

e llccnegoBaHMe PbIHKA: aHAIN3 KOHKYPEHTOB, MOTPebHOCTEN
ayanTopun

* YnakoBka 6peHaa: Ha3BaHWe, BU3yasibHasg anaeHTuKa,
MO3NLMOHMPOBAHME

e OCHOBbI CTpPaTErMYeCcKOro naaHNpPoOBaHUA: OT MOEN OO0 MONKU

MpakTnkyMm: «Co3gaHme KoHuenumm HoBoro 6peHga. PaboTta Haa Ha3BaHMEM,
NO3NLMNOHNPOBAHMEM U BU3YyaSibHbIM O(POPMIEHMEM Ha OCHOBE AAHHbIX MO
PbIHKY»

[MpomMmo n MapkeTnHr FMCG-6peHgoB

e KaHanbl npogsumxeHus: ATL, BTL, digital
e Ponb Tpeng-mMapkKeTuHra: npoMo-akumm, MoTMBaLUmMa nepcoHana B
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ceTax
e [1pOMO-MNNaHbl: KAk COYEeTaTb MHTEPECHI MPON3BOANTENSA U
puTennepa

MpakTukyM: «Pa3paboTka NMpoMo-KaMnaHuuM ONnga 3a4aHHOro Kemca»

HeHb 3

PaboTa c puTennepamMmm n neperosops.bl

Llenu: noHATb, Kak 3 deKTUBHO paboTaTb C CETEBbIMU KIIMEHTAMU 1 BECTU
neperoBopb.bl

Kak paboTaTb C putennepamm?

e B3aMOOTHOLLEHUSA C pUTENIepaMn: KOHTPAKTHbIE YCTOBUS,
LTpadbl, MTHBECTULUN

e MapKeTMHroBasa noaaep»XKa: Katanoru, NnoJsiouHble Bblkaaku, POS-
MaTepwuanebl

e PacueT ponu nonkn n SKU: OCHOBHbIE MPUHLIUMBI

MpakTnKyM: «PaboTa ¢ oTorpacdmen nonkn. Pacuet ponmn 6peHpa u
pa3paboTKa pekoMeHaaumnm aas onTUMU3aLNM BbIKSTAOKN»

[NleperoBopbl C 3aKyrLLMNKaMU

e KaK MbICSIAT 3aKYMNLLUKN: MPUOPUTETLI, BrogXXeTUpoBaHme,
CTPYKTYpPa peLueHnmn

e ACCOPTUMEHTHbIE KOMUTETbI: UTO 3TO N KaK MOAroTOBUTHLCA

e [leperoBopHble cTpaTernm: win-win, padoTa C BO3PaKeHNAMU

MpakTukKyM: «CUMYNAaumnsa neperoBopoOB. YUYAaCTHUKU TOTOBAT MPeasiodKeHmne

6peHOa 3aKyNMKY 1M NPOBOAAT NeperoBopbl ¢ MoaepaTopoM (UrpatoLLmM
ponb BGanepa)»

* lonoNHUTENbHbIM 6/10K: 3aWmMTa NpoekTa (ONUMOHAaNbHO, B 3aBUCUMMOCTU OT
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KOJ1-Ba YYACTHUKOB)

DurHaNbHbIN NPAKTUKYM: «Pa3paboTka 1 npeseHTaumna naaHa sbisoga FMCG-
6peHaa B ceTb» (NpoBegeHmne 3aBUCUT OT KOJ1-Ba YYACTHUKOB)

* YUYacTHUKM paboTaloT B rpynmnax, co3gaBasa cTpaTermio ans
peanibHOro WA BbiMbILLIEHHOro 6peHaa
e [Mpe3eHTauua pPe3ybTaTOB C O6PATHOM CBA3bIO OT NpenoaaBaTens
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