o
e

Adam Smith
TRAINING

4y 2
W e

Course led by

John Alexander
who is the leading
expert in management
training for
governmental agencies
as well as private
companies in the UK and
all over Europe and the
Middle East. Most of his
private clients are within
the blue chip and
FTSE100 arena and
include such companies
as Visa International,
Forte Hotels, Rolls Royce
Cars, British Telecom and
many other world
renowned companies.

Kypc Beget

[>XoH AnekcaHap

- OIVH N3 BEAYLLNX

SKCMepToB B 06/1aCTK
00y4eHns MeHeKepoB,

KaK rocyflapcTBEHHOI0

3BEHA, TaK U YaCTHOro

6u3Heca B BennkobputaHuu,
CTpaHax EBponbl, bavxHero
BocTtoka 1 Asunn.

BOMBLUMHCTBO €ro K/IMEHTOB —
370 NpeacTaBUTENN
KPYNHEWLUNX KOMNaHWi 13
cnvcka FTSE 100 n
npeacTaBUTENY BedyLmX
MEeXAYHapOoLHbIX KOMMaHWA —
«rofly6bIX (uLLek», cpeam
KOTOPbIX Takne KOMNaHuw, Kak
Bu3a ViHTepHeLwHn (Visa
International), ®opTe XoTenc
(Forte Hotels), Ponc Poii3 Kapc
(Rolls Royce Cars), bputuiu Tenekom
(British Telecom) n MHorve gpyrvie
KOMMaHUy C MMPOBLIM UMEHEM.

tel.: +7 495 232 4060
fax: +7 495 232 4059
info@adamsmithtraining.com

13-14 September 2007 : 13-14 ceHTa6psa 2007

Marriott Aurora Hotel, Moscow : OTenib MapunoTT ABpopa, MockBa

High Impact
Presentation
Skills

ICKyCcCTBO
yCMeLHbIX
BbICTYM/IEHUN

Successful presenters
are performers!

As a result of attending this
course you will...

s Learn how to build rapport with the
audience by using speci c verbal and
vocal patterns

s Learn how to use e ective presentation
structures that meet the audiences’
learning and thinking styles

« Establish how to use speci c areas of
the oor or stage to manage your
audience

+ Learn how great orators — JFK, Churchill
et al held their audiences’ attention by
using speci c language patterns

* Be able to deal con dently with di cult
questions and unforeseen situations

,OTIMYHaa nogbopka
NPakTNYeCKNX yNpaxKHeH! B
coyveTaHumn ¢ Teopuein”

Hukonaii PagueHko,
Kommepueckuin gupekTop,
KPKA ®APMA

BbITb yCcneLwHbIM 4OKNaAYNKOM — 3TO
3Ha4YnUT OBbITb HEMHOIO aptucTom!

ocne NpoxoXxaeHnsa aToro
Kypca Bbl:

* Y3HaeTe, Kak NoCTPOUTb 06paTHyHo CBA3b
C ayauTOpUEl, NPUMEHSAS crnieuuanbHble
HaBbIKV TUMOBbLIX BEPOa/IbHbIX 1
r0/10COBbIX LUTAMMNOB

* Hayumtechb aieKTUBHO CTPOUTL CBOV
BbICTYN/IEHMS, UTO6bI OHW B HAWGONbLLEH
CTEMEHMN OTBEYANM OXMUAAHUAM 1
MoXenaH1sm ayauTopum

* [olimeTe, Kak UCnonb30BaTb
onpeAeneHHble YacTu 3aa Uu CLEHbI, B
Liensix ynpaBneHNs CBOEN ayautopum

* Y3HaeTe, KaK Be/flvKre opatopsl
MPOLUNOro, Takme Kak [x. ®. KeHHeaw,
YNHCTOH Yepunnnb v gpyrue, Moriv
3acTaBNATb CBOMX CllyLLaTesnell HaxoAnTbCS
B MOCTOSAHHOM BHUMaHWW, NCMO/b3YA
creumunyeckme S3bIKoBble LWabIoHbI

* HayumTecb yBepeHHOMY NMOBEAEHNIO,
KOr/ja BaM 3a/1atoT «TPY/HbIE» BOMPOCHI
NN Bbl OKa3blBAETECh B HEMPEABUAEHHbIX
CUTyaLmsx

Save up to 30% and improve performance
withourcoste ective tailored in-house
cources! (see inside for details)
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[0 30% ckpaLLieHVe 3aTpaT U A0CTVXKEHME
MaKCUMasIbHOTO pe3y/ibTaTa 0T TPEHUHra Ha
KOPMOpaTVBHOI OCHOBE (CM. BHYTpM)

www. adamsmithtraining.com
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tel.: +7 495 232 4060
fax: +7 495 232 4059

13-14 September 2007, Marriott Aurora Hotel, Moscow

HIGH IMPACT PRESENTATION SKILLS

Course Overview — structure and present with con dence

In the modern corporate world making presentations to customers, clients or colleagues or addressing a large
audience at a conference is becoming an essential part of people’s work. Con dent, well-structured and passionate
presentations can win audiences and a ect businesses and people in a positive way. The audience remembers the
message delivered by the presenter in terms of behaviour, actions and performance. This course therefore
concentrates on con dent presentations that connect with and inspire the audience

Your Expert Trainer — John Alexander

John Alexander is the leading expert in management training for both governmental
agencies and private companies in the UK and across Europe. Most of his private clients are
within the blue chip and FTSE100 arena and include companies such as Visa International,
Forte Hotels, Rolls Royce Cars, British Telecom and many others. John's training schedule
takes him all over the UK, Europe and the Middle East.

JohnisaCerti ed Master Practitioner of Neuro Linguistic Programming (NLP), a Member of
the Association for Management Education and Development (AMED) and a certi ed trainer
for the Institute of Leadership and Management (ILM).

John Alexander has designed and written over 100 training programs in Management, E cient Selling, Customer
Care, Interpersonal Relationships and other topics. John's trainings are aimed at all levels from the CEO to executives
who manage individual departments.

A perfect mix of great knowledge and expertise in psychology and practical business instruments make John
Alexander a unique expert in training programs and a leading trainer in Europe.

Limited Numbers The course is designed for...
To meet your training objectives it is essential to ensure This course is designed for those who understand the
that you receive both one-on-one tuition and undertake basics of presenting and want to re ne their skills and
activities in small groups. The number of participants develop advanced techniques that can be applied
attending each course will therefore be strictly limited anytime anywhere regardless of the audience size and
up to 20 participants. type.
,Positive and useful Well structured ~Excellent training.
information for personal and very useful” Lots of useful case studies”

and business development”

Anna Furanova, Andrey Shabalin, Andrey Kurennych,
Research Manager, Commercial Director, Business Development
Synovate Sibirsky Bereg Director, Airtime

Related courses

Take advantage of our group booking discounts

Management Skills for Senior Managers 2 places for one or
17-18 September 2007 > di erent courses > SAVE zoos
Advanced Negotiation Skills 3 places for one or
19-20 September 2007 di erent courses > SAVE 450$

For more information please contact Olga Chulkova on +7 495 232 40 60 or ochulkova@adamsmithtraining.com

www. adamsmithtraining.com



YOUR COMPREHENSIVE COURSE PROGRAM

Successful presenters are performers!

Day One: 13th September 2007

Introduction

The three key areas of advanced presentation:
* Self-management

*You as a performer

» Managing the audience

Self management - understanding how to control
and manage your state of mind

* Your state of mind a ects everything you do: your physiology, behaviour
and voice

+ Learn how to turn nerves and fear into positive energy

« Strategies to enable you to relax and visualise a successful outcome

+ Develop your positive conditioning that will enhance your performance

+ Understanding the ‘inner you'— how your beliefs and values a ect your
behaviour and therefore your communication style

Individual exercise: developing your personal ‘anchors’ to achieve the mental
state you want for the presentation

You as a performer

Advanced Presentation Skills course allows you to concentrate on
performing — not just presenting. This makes the experience more enjoyable
and rewarding for both you and the audience. The importance of the ‘3V’s’ -
Visual, Vocal and Verbal communication

» Developing a con dent and authoritative posture

* The use of movement for impact

+ Using space —‘spatial anchors’- to manage the audience

*The importance of e ective eye contact.

+ Using the ‘T.L.C. model. Think — Look — Communicate

+ Holding the audiences’ attention using the ‘Charisma Speech Pattern’

+ Develop the skill of voice in ection to ‘mark out’— embedded commands -
speci ¢ comments and items you want the audience to ‘buy into’

Exercise: carry out a mini presentation using the TLC model

The presentation structure

By ensuring that the presentation has a logical structure, the chances of

success become greater. ‘M.A.P. Out’ INTRODUCTION

* Me - introduce you and your credentials.

+ Attention - grab their attention with a positive opening ‘prime bene t
statement’

* Preframe - set out the agenda and manage the audiences’ expectations.

+ Get the audience on your side by using ‘Yes Sets. Yes sets ensure the
presentation starts 0 in a positive way by getting the audience to agree
with your opening statements — yes conditioning.

Exercise: carry out a mini presentation using the 'MAP Out' Introduction
model

Day Two: 14th September 2007

The 4MAT model

The 4MAT model ensures that you engage with all of the audience
by relating to their thinking and learning styles.

* The WHY group.

* The WHAT group

* The HOW group.

* The WHAT IF group.

Motivate to action

People will be motivated to take action to make a decision in one
of two ways — ‘towards’ achieving an outcome or ‘away from’a
problem or discomfort. The ‘Motivate To Action’ model improves
the chance of gaining commitment from the audience.

+ Step 1 — SWOT opener

+ Step 2 — Recommendation (‘Do This’)

+ Step 3-Bene ts— addresses the ‘What'’s in it for me’ question
from the audience

* Step 4 — Support with evidence — The proof

« Step 5 - Follow through — gain commitment from the audience

Individual exercise: carry out a presentation using one of the
models shown above. This presentation will be recorded and
played back

Managing the audience

The best presenters can fail at the nal hurdle — managing the
question and answering session. Excellent presenters should
generate lively discussions therefore you need to know how to get
the best out of them.

* The 6 most common questioner types

* Recognising and understanding the motivation behind the
question

+ Techniques to get the question and answering session going

Group Exercise: opening the questioning phase

Strategies for receiving questions

*The ‘A.C.E” answering model - Acknowledge; Clarify; Expand
+ Dealing with multiple questions

+ Neutralising the awkward questioner

» Where to position yourself to receive questions

» What posture to adopt when receiving questions

Exercise: receiving and answering questions

IMPORTANT INFORMATION FOR RUSSIA BASED COMPANIES

Adam Smith Training delivers high-quality IN-HOUSE COURSES,
which can be held at a time and place to suit you. In-house training
is the ultimate performance improvement solution.

+ You will bene t from the international experience of our world
renowned experts
*» You make substantial cost savings!

Here’s why: MAKE BIG SAVINGS
*We will conduct a professional stage one training needs analysis to & IMPROVE FREE TRAINING NEEDS ANALYSIS OFFER
identify your key business issues in a training context If you would like to bene tfrom a no obligation initial needs analysis
+ You will receive a tailored training solution, designed to meet your PERFORMANCE discussion, or if you would like more information on how Adam
needs, exact speci cations, requirements and objectives WITH IN-HOUSE ~ smith Training In-Company solutions can bene t your team,
+ Our TNA (training needs analysis) framework will ensure the course TRAINING! department or organization, please contact: Ina Ukstina on + 44 20

is results orientated
« We can incorporate company or operational data within the
training to ensure everything is 100% focused on your business

7017 7448 or ina@adamsmithtraining.com



[MPOrPAMMA KYPCA

BbITb ycneLwHbIM A0KNaA4YNKOM — 3TO 3HaYUT ObITb HEMHOIO apTuctom!

MepBbii feHb: 13 ceHTabps 2007

BTopoli geHb: 14 ceHTabps 2007

BeefeHune

Tpu rnasHble cepbl YCNELIHON Npe3eHTauum:
* CaMOKOHTPO/1b

* Bbl—apTuct

* YNpaBneHue ayauTopuei

CaMOKOHTPO/1b — NMOHMMaHMe TOro, Kak KOHTPOIMPOBaTh 1
yNpaBsiTh CBOMM COCTOSHUEM AyLUN

Ballie BHyTPEHHee COCTOsHIE (COCTOSIHME AyLUK) BAVSIET Ha BCE, UTO Bbl eNaeTe, Ha

BalLle MCKXO/I0rMUYECKOE COCTOSIHE, MOBEAEHVIE 1 laXke Ha Ball ro/1oc.

* Bbl y3HaeTe, KakiM 06pa3oM MOXXHO NMPeBPATUTL HEPBO3HOCTb 11 YyBCTBO CTPaxa B
MO3UTUBHYIO 3HEPTUIO.

* Bbl HayuMTECh UCKYCCTBY pacciabnsaTbCs U HArsAHO NPEeACTaBATh YCMELUHbIN
pe3ynbTar.

* Bbl pa3oBbETE B CEGE YMEHVIEe CO3/iaBaThb ONPeAEEHHbIE YCIOBUS, KOTOPbIE
MOMOTYT 3HAUNUTE/LHO Y/yULIUTL BaLLW BbICTYMIEHNS.

* Bbl MOViMETE CYLLHOCTb «BHYTPEHHETO f1», TO CTb KakMM 06pa3oM BaLliv
yGeXAEHNS 1 LLEEHHOCTY BAVSIIOT Ha Balle BHELIHEe NOBeAEHNE 1, COOTBETCTBEHHO,
Ha CTU/b BaLUMX BbICTYT/IEHUIA.

VIHAVBMLYaNbHbIE YNPKHEHUS: MOATOTOBKA COGCTBEHHbIX «AKOPEi», A1 LOCTKE-
HUS OMPeseNeHHOro COCTOsIHNS HE0GX0AMMOTO /151 TPe3eHTaLMm

Bbl - apTUCT Ha cLueHe

HaBbIk/ NPOBeAEHNA YCMELLHbIX MPe3eHTaLui MO3BO/IAT BaM CKOHLLEHTPMPOBaTbCS

Ha BCEM CBOEM BbICTYIN/IEHUN, & He TOJIbKO HEMOCPEACTBEHHO Ha Npe3eHTaumn. /i ¢

MOMOLLbIO 3TOTO HaBbIKa BalLV NMPe3eHTaLuy cTaHyT 60/1ee MHTEPECHbIMU 1

MOJIE3HLIMU KaK A5 ayAUTOPUW, Tak 1 /1t BaC CamMmX.

+ 3HaueHue npyHUMna “Tpex B”: BU3yanbHOe, BOKa/IbHOE 1 BepbasibHoe 06LLIEHNE.

* Pa3BuTME YBEPEHHbIX U BHYLLIAIOLLMX JOBEPUSA NO3 U MONOXEHWI TeNa.

* /lcnonb30BaHve ABWKEHWIA TeNa Kak cpefCcTBa BO3AENCTBUS.

* 3HaYeHme apheKTMBHOIO 3pPUTENIbHOIO KOHTaKTa. Micnonb3oBaHune mogenu «OBC»:
O6pyman — B3rnsHyn — Coo6Lim.

* [oAfepxaHme NOCTOAHHOrO BHUMaHWSA ayAUTOPUI C MOMOLLIbI0 METOAA «
Xapu3MaTU4eCcKuX peyeBbIX LUTaMMOoBY.

+ Pa3BuTME HaBbIKOB rON0COBO MOAYNALMN [/ TOAYEPKMBAHNS BaXHbIX
MOMEHTOB — TaK Ha3blBaeMble «BCTPOEHHbIE KOMaHAbI» - CrieLupunyeckmne
KOMMEHTapuu 1 BONPOChI, KOTOPbIE Bbl XOTUTE BHYLUUTB ayAUTOPUN.

YnpaxHeHue: aefaeM MUHU-Npe3eHTauum, Ncnonb3ys mogens «OBCx»: O6ayman —
B3rnsHyn — Coobwun.

CTpyKTypa NOCTPOEHUS Npe3eHTaL|nii

Ecnu Bbl 06ecneymnTte NorMyHyt CTPYKTYpY NOCTPOEHNS Ballei Npe3eHTaLmu,

LLIAHCbI Ha ee yCrex 3Ha4YnTe/lbHO BO3PacTyT.

BcTynneHue K npeseHTauum Ha ocHose Metoga «Y.B.[.» (M.A.P. Out):

* Y3HaiiTe MeHs - npecTaBbTe cebs U CBOU NOHOMOUMS;

* BHUMaHWe — NpuB/EKMTE BHMaHWE ayUTOPUM, HauaB CBOE BbICTYM/IEHVE C
3asB/IEHNSI HECOMHEHHbIX MPEVMYLLECTB TOro, 0 YeM UAET peyb

+ [leno — paspaborTaiite NOpsA0K BbICTYMNIEHNS U HanpaBnsiiTe OXuaaHus
ayauUTOPUN B HY>KHOE BaM pycrio.

* 3aB/IEKUTE NN MEPETSAHUTE ayAUTOPUIO HA CBOKO CTOPOHY MyTEM UCMO/Ib30BaHUS
Habopa «[a». Habop «[a» rapaHTMpyeT NO3UTUBHOE Ha4asio NPe3eHTaLum 3a cyeT
HacTpOos ayAUTOPUN Ha cornacue ¢ BalMMm BCTYMUTE/NbHBIMU 3asiB/IEHNSAMU —
cO3/iaHu1e NoNoXMUTENbHOV 06CTaHOBKM.

YnpaxHeHue: feflaeM MUHU-Mpe3eHTauumy, Ucnonb3ys mogens «Y.B.A.» (M.A.P. Out)

Mogenb «dOPMAT" (4MAT)

Mogenb «@OPMAT» No3BONSIET BaM 3aBNafeTb BHUMaHNEM BCeli
ayAMTOpuMK, ycTaHaBMBas B3aMMOCBSA3b MEXAy CO60i 1 06pa3om
MbIC/IN 11 CTUNEM PacCyXKAeHWUl cnyLiaTeneil.:

+ TloYeMy 34ecb HaxoAWTCA aTa rpynna lAei.

* UYT0 NpescTaBnseT 3 cebs ata rpynna Noaei.

+ Kak o6paLuarbcs ¢ 310l rpynmnoi.

* YT0 ByAeT, ecv rpynna. ..

MoTuBaums LeNCTBUIA

OO6bIYHbIM MOTVIBOM AEACTBUI IIOAEN NPU MPUHATAN PELIEHWIA CYXUT

0fiHa 3 ABYX MPUUMH — «CTPEMJIEHNE BNepes» K AOCTUXEHUIO

NONOXNTE/bHbIX PE3YNETATOB UMM «CTPEMIEHNE YITU» OT HEHYXXHBbIX

npo6em 1 guckomgopTa. Mogens «MoTuBaLm AeiiCTBIA» NoBbILLIaeT

LIAHChI A0BUTLCA COTNacKs OT ayAUTOPUN Ha COBEPLLEHUNE HY)XHbIX BaM

LecTBUNA.

* 1-bIlfi LWAr — pa3bop CUMbHBIX U CNabblx CTOPOH, BO3MOXHOCTEN 1
yrpos

* 2-01 War — peKoMeHaumnn («aenaiTe Tak»).

* 3-WIA LWar — NpenMyLLecTBa — B OTBET Ha HETACHbI BOMPOC
ayAnTOPUK «A HYTO Mbl OT 3TOTO ByEM NMETbY.

* 4-blif LUAT — NOAAEePXKKA HArMSAHBIMU NPUMepaMm — j0Ka3aTeIbCTBa.

* 5-bIiA War — cneflyiiTe 3a MHOW — JOCTUXKEHME COrNacus Ha
COBEpPLUEHNE HY)XXHbIX AENCTBUIA CO CTOPOHbI ayANUTOPUN

VHomMBuayanbHoe ynpaxHeHve: ienaemM npeseHTaumio, otpabarbiBas Ha

NpaKTUKe BbllleyKasaHHble MoAenu. Balwa npeseHTauus 6yget

3anycaHa u npourpaHa Ha BUeor/IeHKe

YnpasneHve ayamtopuen

[laxe onbITHbIE 4OKAAUMKM MOTYT UHOTAA CMIOTKHYTHCS Ha (hiHaIbHOM

6apbepe — NPOBEeAEHUS 3aKNKUUTENBHOTO 3Tara BONPOCOB 1 OTBETOB.

Jlyulwive [OKNAAUMKY CTApaKoTCs BTSHYTb ayAUTOPHIO B XKUBYLO Geceay,

KOTOpasi Heo6X0AMMa BaM, UTOGbI NyULLNE MOHSATb COCTOAHUS

ayauTopuin.

* LLlecTb TUMOB HaGO/IEE YACTO BCTPEYALOLLMXCS BOMPOCOB.

* MoHUMaHVie 1 0CO3HaHVEe MOTUBOB, CTOSILLMX 32 BOMPOCAMU.

* TeXHVKa, MO3BONSAIOLLAs BECTU 3Tarn BOMPOCOB 1 OTBETOB B HY)XHOM
pycne.

TpynnoBoe ynpaxHeHwe: 0TpabaTbiBaeM (pasbl — BONPOCHI

|/|CKyCCTBO BOCMNPUHUMaTbL BOMpPOC

* Mogesib 0TBETOB — [10/1y4nTb BOMPOC — Y TOUHWUTH BOMPOC — Pa3BuTb U
pacLuMpuTL BONpoc

* Kak cebs BECTN MPY MHOTOKPaTHbIX BOMPOCaXx.

* HellTpanusauws nofev, 3afatoLLmx NpoBoLMpYHoLLMe BONPOChHI.

* [[ie lyyLUe HaXOAMUTCA MPU BbICTyLIMBaHUM BOMPOCOB?

* Kakyo NpuHATL N03Yy Npw BbICYLLXBaHMN BOMPOCOB?

pynnoBoe yrnpaxHeHWe: BOMPOCHI U OTBETHLI HA 3alaHHble BOMPOChI

BAXHAA NHD®OPMALINA

Adam Smith Training npoBoAMT BbICOKOKAYECTBEHHbIE TPEHUHIN Ha
KOPNOpaTUBHOM OCHOBE B MOAXOAsllee A Bac Bpemsi U MecTo.

Bawuemy 6usHecy
* Bbl nonyyaeTe MakcuManbHyt0 NpubbINb 1 OTAAYY OT UHBECTULWIA B

KopriopatisHble TPEHMHIM — 370 [OCTUKEHME MaKCUMabHOTO COKPALLEHVE 06yueHue CBONX COTPY/HIKOB

pesynbTara npy MUHUMYM 3aTpar: 3ATPAT N + CylL|ecTBEHHOe COKpalLeHne pacxofos!

« Kypc GymeT aKCKMIO3MBHO pa3paboTaH M HanpasieH Ha pelleHue
BalLNX 332y AOCTVIKEHNE BecnnaTHas KoHCy/bTauWs Mo 3anpocam Balueli KoMnaHum

« YuutbiBasi Bawu notpe6Hocn u 3sajaun, mbl paspaGotaem  VIAKCVIMAJIBHOIO  Ecam Bel xoTute nonyumTh BLICOKOKBANMMMLMPOBAHHYIO KOHCYLTALIMIO
KOPMOPATUBHBII TPEHMHI, HENOCPEACTBEHHO AN Bac 1 NOAXOASALLMiA PE3Y/ISTATA OT WM nonyuuts Goflblue MHGOPMALWM O TOM, Kak BOCTIONb30BATbCA
MMeHHO Ballieit KoMnaHum npeumyliecTsaMi KOpriopaTvBHbIX TPEHUHIOB 1S MOTUBALMM BalLNX

« Mbl rapaHTvpyem Kauectso u pesynbtatvsHocts ot tperndra, KOPTTOPATVIBHOTO  corpyghukos n sHaunTensHo nosbicuts ahdeKTBHOCT paGoThl BaLeli
OPMEHTUPYACH TONBKO Ha Balll 3aMnpoc TPEHHIA KOMaH/bl, OTAENa NN OpraHM3aLm, obpalliaiiTec K MHe YKCTbIHe no

+ Mbl NpegiaraeM KOMMIEKCHbIN NOAXO04 K 0BYYEHI0 1 BO3MOXHOCTb
BbI6OPA PazNyHbIX (PopMaToB 06yueHUs 100% NOAXOAALLMUIA UMEHHO

Ten: + 44 20 7017 7448 or ina@adamsmithtraining.com




13-14 ceHTA6psa 2007, OTens MapuoTt ABpopa, Mockea

NCKYCCTBO YCNELLHBbIX BbICTYNNEHNW

0O630p Kypca — BeicTynaiTte yBepeHHO!

B coBpeMeHHOM KOpropaTMBHOM MUPe HEOTLEMIEMOI YacTbio 0653aHHOCTEN MHOTMX MEHEIKEPOB SB/ISIETCS
BbICTYM/IEHWE C NPE3eHTaLMSAMM Nepes KoaeraMu, KnmeHTaMmn niv nepes 60bLuoli ayautopueli Ha AenoBom hopyme.
YBepeHHas, MpaBu/bHO NMOArOTOB/IEHHAS 1 SMOLMOHA/IbHO PACKPENOLLEHHAS NPe3eHTaLus MPUKOBLIBAET K cebe
BHMMaHWe CnyLiaTenei 1 0KasbiBaeT MNOMOXUTE/IbHOE BAVSIHNE, KaK Ha NI0/ei, Tak 1 Ha 6U3Hec. AyauTopus 3anoMmMHaeT
MH(hopMaLuIo, NOoAaHHY0 A0KNaAYNKOM, MOCPEACTBOM €ro NMoBeAeHWs), AeiCTBUIA 1 er0 MacTepCcTBa. YMEHME BbICTynaTh C
YBEPEHHOCTbI0 1 BAOXHOB/ISATH CBOI ayAUTOPUIO - OCHOBHAs Lie/b JaHHOTO Kypca.

Baw akcnepTHbI TpeHep — [DKOH AnekcaHap

[>KOH AnekcaHap — OfH 13 BELYLLMX 3KCMePTOB B 06/1aCTV 06yHeHUA MEHEIPKEPOB roCyAapCTBEHHONO 3BEHA U YaCTHOTO
6u3Heca B BenmkobputaHmum n ctpaHax EBponbl. BONbLUMHCTBO Er0 KNMEHTOB, MPEACTaBASALLMX YaCTHbINA 6U3HEC —
KpynHeLwme komnaHnm n3 cnmcka FTSE 100 1 BegyLume MeXAyHapOAHbIE KOMNaHUN — «rofly6ble GULLKNY», Cpean
koTopbIx — Visa International, Forte Hotels, Rolls Royce Cars, British Telecom n mHorve gpyrue. I>oH AnekcaHap
NPOBOAUT TPEHNHIMB BennkobputaHum, No Bceil EBpone v Ha bavkHem BocToke.

[bKoH AnekcaHzp — AUMIOMUPOBaHHLIN TpeHep 1 akenepT VHcTuTyTa YnpasneHus u MenegpkmenTa (Institute of Leader-
ship & Management) B Bennko6putaHuu. imeeT ceptudmkar MpakTukytowiero Mactepa Helipo-/IMHrBUCTUYECKOTO
MporpammupoBanus (NLP), sensetcsa uneHom Accoumaumn NLP, a Takxke yneHom Accoumaunmn ObyyeHnsa n Pa3suTums
MeHemkmeHTa (AMED).

IbxoH AnekcaHap co3gan 6onee 100 oby4atoLLmx NporpaMM B chepe yrnpasneHus, 3hheKTUBHbIX NPOAaX, paboTte ¢
KMEHTaMM 1 MEX/TNYHOCTHBLIX OTHOLLEHWIA. TPEHMHIU T-Ha ANleKcaHpa paccumTaHbl Kak Ha pyKOBOAUTENEN KOMMNaHW 1
OpraHusaLmii, Tak 1 Ha MEHEXXEPOB 2&r0 3BEHA, YMPAB/AOLWNX Ae/laMN OTAE/bHbIX AenapTaMeHTOB.

KoMGu1HaLMsi OFpOMHOFO OMbITa U 3HAHWIA, Kak NCUXO/OMM, Tak 1 NPakKTUYECKMX MHCTPYMEHTOB 6U3HECca, AenatoT [koHa
ArnekcaHapa YHUKa/IbHbIM 3KCMEPTOM B 06/1aCTy 06yHatoLLyX Nporpavm 1 BeAyLLMM TPEHepOM B EBpore.

Kypc paspabotaH gns ... OrpaHun4yeHne KonmyecTsa y4acTHNUKOB
Kypc npegHa3sHayeH a1a Tex, KTo y)Ke UMeeT Cnewnte 3apeructpmpoBarbcs! Konnmyectso y4aCTHUKOB Ha 3TOT
6a30Bble HaBbIKW nposeneHnd I'Iy6]'|VI‘-IHbIX yHMKaﬂbeIVI KypC OrpaHM4eHo. MbI BecbMa 3anHTEpecoBaHbl B
BblCTyﬂl‘IEHI/IVI, XO4YeT pa3BUTb CBOE MaCTepCTBO U npenocTtaBieHNN Bam v Bawmm konneram kaueCTBEHHOIO 06yqu|/|ﬂ.
0BNafeTb YyCOBEPLUEHCTBOBAHHOW TEXHUKOW, O6y4eHre B MasibIX Fpynmnax 3Ha4nTeIbHO MOBbILLAET
KOTOPYH MOXHO NPUMEHSTb B 1t060M MecTe 1 B 3(htheKTUBHOCTb Kypca, B CBA3M C YeM, AN AOCTVKEHUS
ntob6oe Bpems, HE3aBUCUMO OT COCTaBa U MaKC/MaslbHOW pPe3yibTaTUBHOCTM TPEHWNHIA Mbl CTPOTO
YMCNEHHOCTN ayaAnUTOPUIA. orpaHnymesaem KomM4ecTBo y4aCTHUKOB A0 20 4yenoBek.
,[10N1e3H0, No3HaBaTENbHO, ,OUeHb Nose3HbIN “CbanaHcmpoBaHHas
y6eanTenbHO” LS KU3HN KypC” KOMOUHaLus Teopum
N npakTukn”
AnekcaHap lonobaHos, EneHa Komuncaposa, Wocwnd bakaneiiHuk,
[npekTop, leHepa/nbHbI ANPEKTOP, BuLie-npesnaeHT,
OAO,lebesaHcKmnin” CrK,Passutne” Cyan XonauHr

MbI npurnawaem Bac NpuHATL yyacTue B Cnefytowmx Kypcax:

Bocnosnb3yiTech CKUAKaMu A5 FpyNMnoBbIX PErMCTPALIMIA:

HaBbIKM ynpasneHusa ans Ton- MEHeKEPOB 2 MecTa Ha oauH
17-18 ceHtA6ps 2007 > NN pasHble KypChbl » C3KOHOMbTE 200$

YcoBepLUeHCTBOBaHHbIN KypC BefieHWIi NeperosopoB 3 mecTa Ha OfinH /
19-20 ceHTA6pA 2007 NN pasHble KypChbl » C3KOHOMbTE 450$ (;Y‘w
=>A=D

[ns [ONONHNTENBHON MHOPMaLmK, CBA3bIBaTECH C ,
Onbroii YUynkosoii no +7 495 232 40 60 nnm ochulkova@adamsmithtraining.com Adam Smith

TRAINING

. .. tel.; +7 495 232 4060
www. adamsmithtraining.com fax +7 495 232 4059
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