MepeliTn Ha cTpaHwuLy C NOJHOI Bepcueli»

AHHOTAIMS Ha BBITYCKHYIO KBaTM(PUKAMOHHYIO OaKaJIaBpCKyt0 paboTy
[Mn6aeBoit M.IO. Ha Temy « TexHosorus U opranusanus padoThl CIykKObl
MapKETUHIa U IPOJaK TOCTUHUIIBI U ITyTH €€ COBEPIICHCTBOBAHUS (HA MpUMEpE

000 «CkoJIKOBO MEHEIIKMEHT» )»

Lenpto nmanHOM palboThl sBIsIETCA pa3paboTka MPEJIOKEHUN 1o
COBEpILEHCTBOBAHUIO JIEATEIIbHOCTU CIY:KObl MapKeTHMHra u mnpojax. B
COOTBETCTBHUE C MTOCTABJICHHOM LENIBIO PELIAIOTCS CJIECAYIOIIUE 3a0auH:

—  PaccMOTPETh TEOPETUUECKUE ACTIEKTHI TEXHOJIOTUU U OPTaHU3aLUHN  CITY>KObI
MapKETUHIa U POJAaXK B TOCTUHULIE;

—  TIPOaHAIM3UPOBATH 3aKOHOJATENbHBIE AaKThl, TPEOOBAHUS HOPMATHUBHBIX
JIOKYMEHTOB, PEryJIUPYIOIIMX JaHHYIO e TEeIbHOCTD;

—  J1aTh OOIIYI0 XapaKTePUCTUKY TOCTUHUYHOMY TPEINPUITHIO;

—  OLEHUTh TEXHOJIOTHIO U OPTraHU3aLMIO JIEATEIbHOCTH OT/ENa MapKETUHIa U
nponaxxk B ortenpHOM rpynne OOO «CkonkoBO MEHEIKMEHT»., BBISIBUTH
JOCTOMHCTBA M HEAOCTATKH, OIpPEAENUTb HaNpaBJICHUS] COBEPIICHCTBOBAHUS
TEXHOJIOTUU U pabOThI CIyKObl MAPKETUHTA MPOJAX B TOCTUHHMIIE;

—  pa3paboTarh MEpOINpHUATUS IO COBEPUICHCTBOBAHUIO TEXHOJOTUU MU
opraHu3anuu padoThl CIy:K0bl MapkeTHHra B oTeibHOM rpynne OO0 «CKoIKOBO
MeHnenKMeHT.

B niepBoii riaBe paccMOTpeHbl 0COOEHHOCTH M OpTaHU3AIMS OT/IENA TPOJaX
B TOCTUHUYHOM MPEANPUITHH, TPOAHATU3UPOBAHBI TEXHOJIOTUS U OCOOEHHOCTH
PO yCJIYT B TOCTUHULIE.

Bo BTOpOIi r1aBe ObliIa gaHa 0011as XapakTepucTuka roctTuHull «llamupy» u
«Tsub-11lanby, MpoBeneH aHANN3 JEITEIbHOCTH CIIYyKObl MApKETUHTA U MPOJAXK,
BBISIBJICHBI ~ JJOCTOMHCTBA W  HEJOCTaTKM W JaHbl PEKOMEHJIALUUU 110
COBEPILEHCTBOBAHUIO TEXHOJOTUM M JIEATEIbHOCTU CIYXKObl MapKeTHHra |

NpOJ1aXk TOCTUHMII, JJaHa OIleHKa A(h(HEKTUBHOCTH MPEAJIOKEHHBIX PEKOMEHIAIUH.
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Abstract to Shibaeva M.Y.’s final qualifying bachelor thesis on the theme

«Technology and organization of the work of marketing and sales
department of the hotel and ways to improve it (for example of LLC " Skolkovo
Management ")"

In this paper the technology and organization of marketing and sales
department in the hotel business. The aim of the degree project is to develop
proposals for improving the activity of marketing and sales. In accordance with the
intended purpose the following tasks:

— examine the theoretical aspects of the organization of the sales department in the
hotel:

— analyze legislation, regulatory requirements governing this activity;

— give a general description, to analyze the activity of the hotel enterprise;

— assess the organization and technology sales at the hotel, to identify strengths
and weaknesses, identify ways of improving the technology of marketing and sales
department in the hotel;

— develop arrangements for marketing services in the hotel group of "Skolkovo
Management".

The first chapter describes the features and organization of marketing and
sales department in hotel enterprises, analyzes the technology and features of the
sales of services in the hotel.

In the second chapter, overviews of the hotels "Pamir " and «Tien-Shan», the
analysis of the activities of the marketing sales department, identified the strengths
and weaknesses in technology sales services in the hotels "Pamir " and «Tien-
Shan», was given recommendations for improving working process of marketing
sales department of the hotel, assessed the effectiveness of the proposed

recommendations. Presented conclusion, bibliography and appendices.
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