HerocypapctBeHHOe obpa3oBaTenbHoOe yypexaeHue
AononHuTenbHoro npodeccuoHanbHOro o6pasoBaHus
MockoBckas LLkona YnpasneHusa «CKOJIKOBO»

[ononHuTensHas npodeccnoHanbHas nporpamma
NOBbILUEHMS KBAnNnduKaLmm
«BpeHa-cTpaTervs: KOMNNEKCHbIN NOAXOA K ynpaBneHuto 6peHaom
KOMNaHUM»

Lenb peanu3sayuu npo2paMmbi

CoBepLueHCTBOBaHME NMEIOLNXCA KOMMNETEHUNA 1 NOSNTyYeHNEe HOBbIX KOMMNETEHLNA B
obnacTtn 6peHa-MeHeKMEHTA KOMMaHUMW.

MnaHupyembie pe3ynbsmambi 06y4yeHusi

B pesynbTate ocBOeHWsi MporpaMMmbl criylaTtenb OofbkeH obnagaTtb crnepylolmmMm
KOMNEeTeHUUSMM:

— 3HaTb UHCTPYMEHTbI ANd NpoBefeHus ayamta bpeHaa cBoen KoMnaHum

— YMeTb paspabartbiBaTb nfiaH cTpaterMn BHedpeHuss OpeHpa no  pasnuyHbIM
HanpaBfieHMsIM (KopropaTuBHas KynbTypa, npoaykt/cepsuc, brand exp)

— BnapgeTtb HCTpymMeHTamun gns paspaboTku nnatgopmel bpeHaa

A3bik oceoeHust ob6paszoeamesibHOU Npo2pamMmbl
O6pasoBaTtefnibHasa NnporpaMmma O0CBaMBaeTCs Ha PYCCKOM A3bIKeE.

Tpeb6oeaHusi K kaHOUOamy u ecmynumesibHble UcCnbliMaHusi
- Hanuuue cpegHero npodeccrmoHansHoro n (Mnn) Beicliero obpasoBaHust.

BbidasaeMbili O0KymeHm 06 oby4yeHuu

YpocTtoBepeHme O MOBbIWEHWMM KBanudukaumm, MNoaTBepXxpatowee npoxoxaeHue
0by4eHna B Mockosckon wkone ynpasnenus « CKOJTIKOBO» no nporpamme «bpeHa-
cTpaTterns: KOMMNEKCHbIM NOAX0A K ynpaBrneHuto OpeHaom KoMnaHumy.

ColdepixaHue npoz2pamMmbI
CoBpeMeHHbIN B3rnag Ha 6peHa-MeHe)KMEeHT

CodepxaHue pasdena

e UYto ectb OpeHa? coBpemMeHHOe MnpodTeHne OpeHA-OpMEHTMPOBAHHOIO noaxoa B
MapKeTUHre.

e OcobeHHOCTU hopmmpoBaHusa BpeHaa B 3aBUCUMOCTM OT cneumdukn poiHka (b2c, b2b) un
cTagum ero passutus. Bugbl ctpatermn 6peHaos.

e Tunbl 6peHpos. Insight-driven, product-driven, value-driven, mission-driven nogxogbl B
paboTe ¢ 6peHagamum.

¢ [lpakTnyeckas paboTa: onpegeneHme Tmna u cnocoba popmuposaHnsa GpeHaa

e Pa3sbop kenca brand-driven komnanumn LEGO

e OyHaameHT 6peHga (RTB), mogenu onucaHua n gopmmpoBaHmsa 6peHaos

e WHcTpymeHThl ayanta bpeHaa

e [lpakTnyeckas paboTta: ayant 6peHga u NnocTpoeHne moaenu 6peHaa

BpeHA KaKk MICTOYHUK BHELWHUX Npeo6pa3oBaHMi 6u3Heca
CodepxaHue pasdesna
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e Pa3sbop kenca brand-driven komnanun CHIPOTLE

o Kak dpopmupyeTcsa “cunbHbin” 6peHa? Jlormka n npuHumunel opmMmpoBaHusa o6aBneHHON
cnmBonuyeckon ueHHocTtu. Point-of-parity, point-of-difference n brand assets

o MeTogbl oueHKM 3dPEKTUBHOCTU OpeHO-MeHemMKMeHTa W BnudHMe OpeHga Ha
noBefEeHYeCcKMe XapakTepuUCcTMKn ayanTopum

e Brand experience un MHCTpymMeHThbl ero cdopmupoBaHusi. Ponb GpeHa-meHemkMeHTa anis
ynpaBneHns NpogykTom, CEPBMCOM U KOMMYHUKaLMen

e Pa3sbop kenca brand-driven komnanun PUCCINO’S

e Brand Experience n nHCTpyMeHTbl ero dopmmnpoBaHus. ®PpenmBopk consumer decision

journey (CDJ) un service blueprint

MpakTnyeckas paboTa: hopMmpoBaHMe GpeHaNPOBAHHOIO OnbITa

BpeHA KaKk MICTOYHUK BHYTPEHHUX Npeobpa3oBaHunin busHeca

CodepxaHue pa3dena

o Pa3sbop kenca brand-driven komnanun Patagonia 1 TOM'’s

e Mission- n value-driven nogxoabl kK bopmupoBaHuto 6peHaa. Ceasb GpeHa-MeHeaKMeHTa U
KopnopaTMBHOWN KynbTypbl KOMNaHUK

o Ponb n dyHkuma TOP-meHemKMeHTa KoMnaHun B npouecce dopMmnpoBaHms bpeHaa

e Value-driven noaxon B dopM1MpoBaHumM bpeHaa

e Pasbop kenca brand-driven komnaHun PeHeccaHc CTpaxoBaHue

e BHegpeHue OpeHO-OPUMEHTUPOBAHHOrO MapkeTuHra. Buabl  CKBO3HbIX  METpUK U
nokasatenen acppeKTMBHOCTN BpeHa-MeHeIKMEeHTa 4118 pa3HbIX OTAEN0B KOMMNaHUN

o PebpeHauHr nnun kak NnoHATb, YTo/koraa 6peHay Hago oOHOBNATLCA?

e [lpaktnyeckas paborta: BHeapeHue 6peHA-OpPUEHTMPOBAHHOIO MoAxoda B Mpoueccehbl
KOMNaHmm



