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Management  HaBbIKK
Skills for Senior ynpaBneHna ons
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A two day course that will enable  [IByxAHEBHbI KypC, KOTOPbIi

you to lead, motivate and Hay4uT Bac YMEHMIO ObITb TNAEPOM,
gg‘;]r;e:i%n der communicate your message MOTVMBUPOBATL CBOK KOMaHYy U
who is the leading with con dence n3naratb CBOV Naen ¢ yBepeHHOCTbI0
expert in management
training for *Your In uencing Style - identify your » CTunb Ballero BNAHUA — onpeaenviTte
goverlrrment_al agencies preferred in uencing style when CTW/Ib BIMSIHWSA, NOAXOAALLMIA UMEHHO
as well as private A R A
companies in the UK and communicating with others Bam npwu o6LeHnmn ¢ gpyrumm
all over Europe and the ) - )
Middle East. Most of his * Your Behavior Versatility - determine * [M6KOCTb Baluero nosegeHus -
private clients are within your preferred "Working Style BblIBUTE Hanbosiee NOAXOAAWNI AN
the blue chip and Behaviour' BaC «CTU/b PaboYero NoBeAeHNs»
FTSE100 arena and
include such companies . o . .
as Visa International, + Leadership Audit - identify your + KayecTtBa inaepa — ornpegenunte CBom
Forte Hotels, Rolls Royce leadership style and learn how to CTW/b NINAEPCTBA U HAy4UTECH
Cars, British Telecom and adapt it to suitdi erent situations afleKBaTHO NPUMEHSTb €10 B
LR CLTE el Pa3INYHBIX CUTYaLIUSX
renowned companies.

+Vision and Strategy - develop * BugeHwve ctparternm — passenire
Kypc Beaet strategic thinking and manage CTpaTernyeckoe MblLlieHne 1 ymesno
[>xoH AnekcaHap strategic directions ynpasnsiiTe cTpaternyeckmm Lensmm
- OQMH Y3 BefyLLmnx
2'%3222;2‘3; 8168’;?5;208 * Win/Win Outcomes - understand « locTvxeHne pe3ynbTtara nobeautens/
KaK rocyZapCTBEHHOO ' and manage con ict situations no6eauTenb - Hay4YnTeCH
3BEHa, TaK 11 YacTHOro pacno3HaBaTb KOHPANKTbI U YMeso
6us3Heca B BEI'II/IKO6pI/ITaHI/II/I, ynpaBnﬂTb NMN
cTpaHax EBponbl, BavxHero
BocToka u A3uu.
BO/IbLUMHCTBO €ro KIMEHTOB —
3TO NpeAcTaBUTEN
YT B (OB L S Save up to 30% and improve performance
cnvicka ETSE 100 1 »OHeK TUBHOE MocTpoeHMe o p to . pt | Dd. :
NpeACTABUTENN BeAyLLMX HaKOM/1eHHbIX 3HaHUI B MOeM withourcoste ective tatlored In-nouse

17 ” | i i i
MeX/yHapOAHbIX KOMMaHWI — Haraxe cources! (see inside for details)

«rony6bIX GuLLIEK», Cpean

|
KOTOPbIX TaKye KOMNaHuu, Kak ropb ®omuH 5 U U/o
Bu3a ViHTepHeLwHn (Visa HavyanbHUK fenaptaMmeHTa

International), ®opTe XoTenc

(Forte Hotels), Ponc Poiis Kape fasnpomTpaHc [10 30% CKpaLLIEHIe 3TpaT 1 JOCTVKEHNE
(Rolls Royce Cars), BpuTuL Tenekom MaKCUMasTbHOTO PE3y/bTaTa T TPEHHra Ha
(British Telecom) n MHorve gpyrue KOpropaT1BHOIA OCHOBE (CM. BHYTPK)

KOMMNaHnn ¢ MMPOBbIM NMEHEM.

tel.: +7 495 232 4060

fax: +7 495232 4059 www. adamsmithtraining.com
info@adamsmithtraining.com
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Adam Smith
TRAINING

tel.: +7 495 232 4060
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17-18 September 2007, Marriott Aurora Hotel, Moscow

MANAGEMENT SKILLS FOR SENIOR MANAGERS

Course Overview — lead and make others follow you!

The need to be able to think and operate strategically, lead, in uence, create the right working climate and get your
message across succinctly to colleagues, customers and stakeholders has never been greater. This course covers a
range of advanced strategic, leadership and interpersonal skills that will enable you to set your vision, lead,
communicate and in uence and, at the same time, build strong working relationships.

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 suitable for experienced senior managers
that you receive both one-on-one tuition and undertake who want to excel at developing an e ective strategy,
activities in small groups. The number of participants lead and communicate their vision to colleagues,
attending each course will therefore be strictly limited. customers and other stakeholders.
~Very interesting ~Well structured, very ,Real instrument
and useful” useful and good value” for business”
Gunaz Idiyatullina, Andrey Shabalin, Igor Lyasota, Branch
Marketing Development Commercial Director, Development Manager,
Manager, BASELL Sibirskiy Bereg MARS

Related courses

Take advantage of our group booking discounts

High Impact presentation 2 places for one or
13-14 September 2007 > di erentcourses > SAVE zoos
Advanced Negotiation Skills 3 places for one or
19-20 September 2007 di erentcourses > 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

Lead and make others follow you!

Day One: 17th September 2007

Introduction - Understanding leadership

« Clarifying the di erence — Leadership Vs Management

*What do great leaders have in common?

+ |dentifying your key challenges for the 21st century leader

* Ensuring your organisation is‘ t for purpose’and is able to respond with
innovation and exibility to a changing environment

The strategic leadership blueprint

* The Strategic Leadership Blueprint has four key components:
- Mission and Purpose —“Why are we here?”
- Vision, Beliefs and Values
- The Strategic Plan —“Where are we going and how will we get there?”
- The Tactical Plan —“How can we make it happen and how will we know
we have arrived?”
Exercise: create your new leadership blueprint

Developing an e ective vision
Why you need a vision

* How to develop your vision

+ Aligning your values with your vision

* The use of ‘Future Pacing’ to test your vision
Exercise: developing your vision

Developing an e ective strategy

+ Developing strategic thinking and awareness
» Managing strategic direction
+» Organisational e ectiveness - developing your Strategic Outcome Frame
+ Considering factors that a ect strategy —
—“who/whata ects our strategy?”
—“who/what does our strategy a ect?”
+» Addressing the importance of marketplace trends using the powerful
S.T.E.PS. analysis model
Exercise: assessing your current strategy

Leading your people — building a
high performance climate

+» Understanding organisational climate and its e ect on performance
* How climate works
*The ‘4 climate zones”:
- Personal climate
- Team climate
- Internal customer climate
- External customer climate
Exercise: developing an e ective climate

Understanding and managing
di erent personalities

+ An introduction to Transactional Analysis
+ |dentifying the 5 emotional ‘Ego States’ that drive behaviour

* How to manage the other person’s ego states to aim for a‘win/win’ outcome

* Aiming for the ‘I'm OK-You're OK’ outcome for you and your team
Exercise: establishing when to use what ego state when managing others

Day Two: 18th September 2007
In uencing others

+ Recognising that everyone is unigue and you experience
everything through your own ‘Map of the World’

+‘Pace and Match’ others’style and then ‘Lead’ them forward to
achieve your outcome

» Communicating with and in uencing ‘mis-matchers’; those
people who go out of their way to create ‘friction’

+ Identifying the four key working styles behaviour

+ Assessing and identifying the working styles of those you have to
communicate with

+ Developing your ability to pace the other person’s style by
adapting your own style

+ Using the working styles behaviour to communicate, in uence
and persuade at face to face and over the telephone

Exercise: establishing what behavioural strategies to adopt when

in uencing the four working styles

Giving quality feedback

* Feedback is essential to enable others to understand how they
perform and behave

+ Why feedback is an essential part of motivation

» Understanding the di erences between feedback and criticism

+ Using behaviour based feedback for best results

* The two types of feedback — Corrective and Developmental

Role Play: giving feedback to correct under performance

Overcome con ict assertively and
achieve win/win outcomes

+ Understanding the underlying causes of con ict and how to deal
with them e ectively

+ Identifying the con ict management styles and when to use
them for maximum e ect

+ Recognise that con ict can be a positive lever to ‘open up’team,
colleague and customer issues

* Recognising your preferred con ict management style and that
of those you have to deal with and use these to in uence
e ectively

+Using e ective assertiveness techniques to deal with con ictin a
positive way

Role Play: resolving departmental con ict

Understanding and managing
organisational con ict

+ Identifying and understanding the four political styles used
within organisations

* Know how to use ‘relationship management’ strategies to
navigate your way through the politics

+ Use the |.D.E.A.S/ tactical plan to build strong allies

+ |dentify the ‘inner circle’members, the in uencers and blockers

Exercise: develop your political route map to strengthen your

ability toin uence

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



NMPOrPAMMA KYPCA

NnanpynTe n yBnekamTe ocTasibHbIX 3a CO60M!

MepBbii feHb: 17 ceHTadps 2007

BTopoli aeHb: 18 ceHTabps 2007

BBG,ELGHVIG — MNOHNMaHNe 3Ha4YeHUA TAepPCTBa

* YeTkoe pasrpaHuyeHvie Mexay /IuaepcTBoM 1 PyKOBOACTBOM.

* YT0 06LLEr0 UMEETCS Y BCEX BENMKVIX INAEPOB?

« OnpefeneHus KoueBbIX 3aad An1sl TeX, KTO XOUeT CTaTb N1AepaMi B 21-0M BEKe.

+ O6ecrneyeHue ycroBUiA, NPV KOTOPbIX Ballla OpraHW3aLus GyeT oTBevaTb
MocTaB/eHHbIM Mepes Heil 3aja4am 1 CMOXeT rMBKO pearupoBaTb Ha HOBaLM
MeHsioLLelics cpefpl.

MpoeKTMpOoBaHMe CTpaTerMyeckoro N1aepcTea
O npOEKT cTpaTrernyeckoro nnaepcTea BKKOHaET B cebs YeTbIpe rMaBHbIX 3/IEMEHTa,
a MMeHHO:
- LIe/I1 1 334241 — «3a4emM 1 NMoUeMy Mbl 34€Ch?;
- BugeHue , yﬁe)K,quHOCTb N LUEeHHOCTHK;
o CTpaTerVI‘-IECKVIVI nnaH — «Ky,qa Mbl ABMXXEMCA N KaK Mbl AOCTUTHEM pe3yanaTa?»;
- TAKTUYECKUIA NaH — «Kak Mbl 6yp,eM peasin3oBbiBatb HAMEYEHHOE, U KaK Mbl
Y3Haewm, 4To uesib ,qocmrHyTa?».
YI'Ipa)KHeHI/IFII c03p,a17|Te HOBBIA MPOEKT CTaHOBJ/IEHNA nuaepa

Pa3BuTne 3(hPeKTUBHOIO BUAEHNS

ﬂoqemy HeOﬁXO[J,VIMO NMETb BUAeHne.

* Kak Pa3BnUTb CBOE BUAEHME.

O HaCTpaVIBaHI/Ie CBOUX LI,EHHOCTEI‘/'I nop ceoe BnaeHune.

* /icnonb3oBaHne METOANKN «[lowarosoro nnaHnpoBaHUA 6y,u,yu.Lero» ansa
NPOBEPKM CBOETO BUAEHUA.

YI'Ipa)KHEHI/IFI Ha pasBuTue BUAEHUA.

Pa3BuTne 3(hPeKTUBHON CTpaTernm
+ Pa3BuTME CTPATEIMYECKOTO MbILLIEHUS 1 BOCMPUATUS.
* YNpaBneHvie cTpaternyeckum HanpaBneHeM.
+ OpraHu3aLyoHHas 3(heKTUBHOCTb — Pa3BUTME PAMOK BalUX CTPATErMUYECKNX
uenein.
+ PaccmoTpeHue (hakTopOB, BANSIOLLMX HA BbIPabOTaHHYH CTpaTeruto;
- «KTO W/IN YTO BAMSIET HA HaLLy CTPATErni?»;
- «Ha KOro/Ha YTo BAUSET Halla CTpaTerms ?»
* PaccMOTpEHVe BaXKHEMLINX TEHAEHLWMIA PbIHKA C UCMO/b30BaHVEM MOLLHOW
METOAUKM aHanMTu4eckoin moaenu «S.T.E.PS.».
YnpaxHeHUs: OLeHKa Ballel CerofHsLIHel cTpaTerum.

Bosrnaensem CBOK KOMaHZy — CO3jaHune

6ﬂaFOI'IpVIFITHOI'O pa6oqero KnumMaTta
* MoOHsTME OPraHW3aLMOHHOrO KNMaTa 1 €r0 BIUSHUS Ha Pe3ynbTarthl.
* Kak fjelicTBYeT KMMar B KONNEKTUBE.
* «YeTbIpe KMMaTUUECKIE 30HbI»:

- MepcoHanbHbIi KUMaT;

- Knumat KomaHgbl;

- Knumat Bo B3aMMOZECTBUM € BHYTPEHHUMY KNIMEHTaMU;

- Knumat Bo B3aMMOZECTBIUM € BHELIHVMY K/IMEHTaMMU.
YnpaxHeHsi: pa3BuUTHe 3P(EKTVBHOTO KMaTa B KONEKTUBE.

loHVMaHWe MHANBUAYa/IbHBIX Ka4ecTB

NNYHOCTEN U ynpasaeHne nmn

* BBE/IEHVIE B aHANM3 NOCTYMKOB.

» OnpegeneHye NAT COCTOSHUIA SMOLIMOHA/ILHOTO «3ro-CTaTyca», KOTopble
YNPaBAsOT HALLMM NOBEEHUEM.

+ KaK ynpaB/nisiTb 3ro-cTaTycoM Apyrvix Ntoael Tak, Yto6bl A06UTLCS pesy/bTara «
Mob6eautens / NobeanTenby.

+ CTpemneHue K pesynbraty «MHe XOpOoLUO — 1 BaM XOPOLLO» A/s ce6s v Ans Beelt
CBOEi KOMaHApb!.

YnpaxHeHUs: pacno3HaHu1e, Korga 1cnosib3oBarb TOT UM UHO 3ro-cTatyc npu

YNPaBneHVN OKPYXXAIOLMMI NIIOABMM.

BnnsHue Ha OKpPYy>XarLnx

* [IpU3HaHME TOrO, YTO KaXAasi NIMYHOCTb SB/ISIETCA YHUKaIbHOM, a Bbl
npoBepsieTe Bcex Yepes Ballly COGCTBEHHYIO «KapTy Mypay.

* «[lofcTpavBaTbCA ¥ NOAXOAMTL» NOJ, CTU/b APYTOro YeoBeka, a
3aTeM «HaNpPaB/IsATb» ero K Hy)XHOMY Bam pe3y/btary.

* O6LLUEHNE C «KHECOTTACHBIMU JINYHOCTSIMU» W BINSHWE Ha TeX ofeN,
Lie/lb KOTOPbIX - CO34aTb TPEHUS.

» OnpefeneHne YeTbIPex raBHbIX PaboUKX CTUNEl NOBEAEHNS.

+ OLEeHKa 1 onpegeneHre pabounx cTuneli Tex nL, ¢ KOTOpbIMU Bam
HEeobX0AMMO 06LLATLCS.

+ Pa3BuTME CMOCOGHOCTY NOACTPAMBATLCA NOA CTU/b NOBEAEHUS
APYrvX NloAei nyTeM aganTaLym Balwero co6CTBEHHOTO CTUS.

* /lcnonb3oBaHue pabounx cTueli NoBegeHns Ans 06LEHNS, BINSHUS
N y6exAeHNs BallMX COGECEAHNKOB NMPU HEMOCPEACTBEHHbIX
neperoBopax U1 pasroBopax rno TenegoHy.

YnpaxHeHs: pacno3HaBaHve NOBEAEHYECKO CTpaTernm, KOTopyro

TpebyeTcs NPUMEHUTL NPY BO3AENCTBUM YETbIPbMS PAGOUMMM

CTUNSMMN,

KauyecTBeHHas OTBETHas peakuunAa

+ OTBETHAA peakLus Heobxoavma ANs TOro, 4To6bl Apyrve NoAn

MOHMMaUIN, Kakne YyBCTBa BbI3bIBAIOT VX AECTBMA 1 MOBELEHNE.

« MoueMy OTBETHAsA peakLys ABNAETCA HEOTbEMIEMOI YacTbio
MOTUBaLMN.

+ MTOHMMaHVie pasHULLbl MeX/y OTBETHON peakLmell 1 KPUTUYHOCTbHO.

+ [locTVKEHVE ONTUMaTbHbIX PE3Y/ILTATOB NPU MPUMEHEHN OTBETHO
peakL, OCHOBaHHO Ha MOBEAEHNN.

+ [1Ba TMNa OTBETHO peakLyn — KOPPEKTUPYHOLLAA 1 Pa3BHBatOLLAs.

PasbIrpbiBaHyie POneii: BbIpaXeHVIe OTBETHOM peakLmm Ans

KOPPEKTVPOBKM AEACTBUNA.

MpeoaoneHve KOHQINKTOB U OCTVKEHME

pe3ynbrara «I'IO6€,D|I/ITeIIb / ﬂOﬁe,U,I/ITeﬂb»

+ TTOHMMaHVie NepPBONPUYMH KOH(IMKTA 1 Kak 3((heKTVBHO yNpaBsTh
M.

+ OnpegeneHve CTUAel ynpaBneHns KOHMKTaMy 1 KorAa Ux Hago
1CNO/b30BaTh /151 AOCTVKEHWS MaKCMaIbHOTO pesy/ibTata.

+ MpW3HaHWE TOro, YTO KOH(/IMKT MOXET CTaTb «MOAXOAALLMM Pblyarom»
4N5 «pacLUMBKI» NPOG/IEM BaLLE KOMaH/bI, KOMer NN KJIMEHTOB.

+ PacnosHaBaHWe NpeanoYTUTeNIbHONO A/ BaC CTUASA ynpaBneHus
KOH(IMKTaMK, KOTOPbIN Bbl UCMOMNb3yeTe AN1S paspeLLeHNs
NPOG6IEMHBIX CUTYaLWIA C MaKCManbHO 3(PHEKTVBHOCTbIO.

* /lcnonb3oBaHve TEXHUKM AP(eKTVBHON HACTONYNBOCTM ANA
ynpaBneHns KOHMAYKTaM1 MO3UTUBHBIM MyTEM.

PasbirpbiBaHyie Poneii: yperympoBaHvie KOH(AVKTA B BaLLEM

JenapTaMeHTe.

[NoHMMaHWe opraHn3aLMOHHbIX

KOH(MKTOB 1 UX yrpaBneHmne

+ OnpegeneHve 1 NOHNMaHUe YeTbIPeX MOITUYECKNX CTUNIEN,
MCNO/b3yeMbIX B OpraHu3aLmsx.

* YMEHWeE V1CMNob30BaTh CTpaTerny «yrnpasiieHns OTHOLLEHNSAMU»
YTOObI YCMELIHO MaHEBPMPOBATh B MOUTVKe Balleli opraHmsaumn.

* icnonb3oBaHue TakTuyeckoro nnaxa «.D.E.A.S.» ans B3palmBaHms
CU/IbHBIX COO3HWKOB.

» OnpefieNieHrie YIEHOB «BHYTPEHHETO KPYra», aBTOPUTETOB U NINLY,
6MOKUPYIOLLMX MPUHATHE PELLEHWIA.

YnpaxHeHus: paspaboTalite CBOK KapTy MONUTUHECKUX MapLUPYTOB

[N yCUIEHWSI CBOUX CMOCOBHOCTEN OKa3biBaTb BMSIHUE.

BAXHAA NH®OPMALINA

Adam Smith Training NPOBOAWT BbICOKOKAYECTBEHHbIE TPEHWUHIN Ha
KOpropaTuBHOM OCHOBe B MoAxofsilee Ans Bac Bpems ¥ MecTo.

Bawuemy 6usHecy
* Bbl nonyyaeTe MakcumanbHYt0 NpubIib 1 OTAaYY OT MHBECTULWIA B

KopropatieHble TPEHMHIM — 3T0 [OCTVKEHME MaKCUMaTbHOTO COKPALLEEHVE 06yueHue CBONX COTPY/HIKOB

pesynbTara npy MUHMMYM 3aTpar: 3ATPAT N « CyLLlecTBEHHOE COKpallieHe pacxofoB!

+ Kypc GymeT SKCKMIO3MBHO paspaboTaH M HanpasneH Ha pelleHue
B;IEMX 3yapl1ahl P b ’ AOCTVKEHNE BecnnaTHas KoHCykTaLuA Mo 3anpocam Balweii komnaHum

¢« YuuTbiBaa Bawm noTpe6Hoctn u  sapaun, mbl paspa6otaem  VIAKCVIMAJIBHOIO  Ecam Bel xoTute nonyumTh BbICOKOKBAMMMLIMPOBAHHYIO KOHCYNLTALIMIO
o B e e R OO PR I TATA O e opnopaTmma Tpenros m oA sauI

« Mol rapartvpyem kavectso u pesynstasHocte of tpernkra, KOPTTOPATVIBHOIO  corpygrmkos 1 sHaunTensHo noBbicuts stheKTBHOCTL paBoThi Bawweii
OPMEHTUPYACH TONBKO Ha Ball 3anpoc TPEHVIHTA KOMaH/bl, OTAENa NN OpraHM3aLm, obpallaiiTec K Ve YKCTbIHe Mo

* Mbl npegnaraeM KOMMAEKCHbI Noaxog K 06yHeHo 1 BO3MOXHOCTb
Bbl6OPa pasnyHbIX popmaTos 06yyeHns 100% NoaxoAsLLMA UMEHHO

Ten: + 44 20 7017 7448 or ina@adamsmithtraining.com
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HABbIKW YTPABJIEHNA AN1A TOMN- MEHEO)KEPOB

0630p Kypca — nuanpyiiTe 1 NO3BO/bLTE APYrMM Clie0BaTh 3a Bamu!

Hvikorza eLe He 6bIfo Tak BOCTPE6GOBAHO, KaK CEroAHsl, yMeHVe CTpaTernyecku MbiC/IUTb U AeiiCTBOBaTh, yMEHMe ObiTb
NNAEPOM U BANATH HA OKPYXXAKOLLMX, YMEHME CO3aTb KOM(OPTHbIA KNMMAT 1 paGoune YCrI0BUS, YMEHWE CKATO U
MOHATHO /1aBaThb YETKME YKa3aHNs CBOUM KO//Ieram, 061LaThCs C KNMEHTaMM U 3aMHTEPECOBaHHbLIMU NLiaMu. Ha
npeanaraeMoM Kypce Bbl NPUOGPETETE, LUNPOKNIA AMana3oH HaBbIKOB CTPATErMUYecKoro NMaepcTBa,
KOMMYHVKa6eNbHOCTY 1 06LLEHWS], KOTOPbIE NMO3BO/ISAT BaM Pa3BUThb CBO MPOHULLATENILHOCTb, MAEPCTBO 1 BO3AECTBUE
Ha OKPY)XaKoLLMX, YMEHME CTPOUTb MPOYHbIE A€/10BbIE B3aVIMOOTHOLLEHMUS.

Baw akcnepTHbI TpeHep — [DKOH AnekcaHap

[>KOH AnekcaHap — OfUH 13 BeLYLLMX 3KCMePTOB B 06/1aCTV 06yHeHUA MEHEIYKEPOB roCyAapCTBEHHONO 3BEHA U YaCTHOTO
6u3Heca B BenmkobputaHmum n ctpaHax EBponbl. BOMbLUMHCTBO €r0 KNMEHTOB, MPEACTaBAAILMX YaCTHbINA 6U3HEC —
KpynHerLwme komnaHnm n3 cnmcka FTSE 100 1 BegyLume MeXAyHapoAHbIE KOMNaHUN — «rofy6Oble (GULLKNY», Cpean
KoTopbIX — Visa International, Forte Hotels, Rolls Royce Cars, British Telecom n mHorve gpyrue. [I>koH AnekcaHgp
NPOBOAUT TPEHVHIMB BennkobputaHum, No Bcei EBporne v Ha bavkHem BocToke.

[bKoH AnekcaHzp — AUMIOMUPOBaHHLIN TPeHep 1 akenepT NHcTuTyTa YnpasneHus n MenepxkmenTa (Institute of Leader-
ship & Management) B Bennko6putaHuu. imeeT ceptudgmkar MpakTukytoliero Mactepa Helipo-/IMHrBUCTUYECKOTO
MporpammupoBanus (NLP), sensietcsa uneHom Accoumaumn NLP, a Takke yneHom Accoupmaummn ObyyeHnsa n Pa3suTums
MeHemkmeHTa (AMED).

bxoH AnekcaHap co3gan 6onee 100 oby4atoLLmx NporpaMM B chepe yrnpaBneHus, 3hheKTUBHbIX NPOAAX, paboTte ¢
KIMEHTaMM 1 MEX/TMYHOCTHBLIX OTHOLLIEHWIA. TPEHMHIU T-Ha ANleKcaHpa paccynTaHbl Kak Ha pyKOBOAUTENEN KOMMNaHW 1
OpraHusaLmii, Tak 1 Ha MEHEXXEPOB 2&r0 3BEHA, YPAB/AOLWMX Ae/laMN OTAE/bHbIX fenapTaMeHTOB.

KoMGu1HaLMsi OFpOMHOFO OMbITa U 3HAHWIA, Kak NCUXO/MOMK, Tak 1 NPakKTUYECKMX MHCTPYMEHTOB 6U3HEca, AenatoT [koHa
AnekcaHapa YHUKa/IbHbIM 3KCMEPTOM B 06/1aCTy 06yHatoLLyX Nporpavm 1 BeAyLLVM TPEHePOM B EBpore.

Kypc paspabotaH gns ... OrpaHun4yeHme KonnyecTsa y4aCcTHUKOB
aT1oT KypC noaxogunT ans OonbITHbIX CTapLUNX Cnewmure 3apeFI/ICTpMp0BaTbCF|! KonnyecTtBo Y4YaCTHMKOB Ha 3TOT
pykoBoauTeneii (MeHeIKepOB), KOTOPbIE XOTAT YHVKa/IbHbIV KypC OrpaHnyeHo. Mbl BECbMa 3aMHTEPECOBaHbI B
npeycneTb B pa3BUTUN HaBbIKOB C-)q)CbeKTVIBHOFO npeanocTtaBieHNN Bam v Bawumm konneram KkaueCTBEHHOIO o6yL|eva.
CTpaTern4yeckoro niaH1MpoBaHus, INAepcTsa n O6y4eHre B MasibIX Fpymnnax 3HaunTeIbHO MOBbILWAET 3PMPEKTUBHOCTb
BUAEHUS MPY OOLLEHNN C COTPYAHUKaMU, Kypca, B CBA3M C YeM, AN AOCTVKEHMA MaKCUManbHOM
KNMeHTamn 1 gpyrummn 3anHTepecoBaHHbIMA Pe3ynbTaTBHOCTU TPEHUHTIA Mbl CTPOIO OrpaHn4YmMBaemM KoOJIM4ecTBo
NNUaMu. y4acTHNKOB [10 20 Ye/0BEeK.

~XopoLuas ~CbanaHcmpoBaHHas ,OUeHb Nosne3Ho n

cucTemMaTumsauma KOMOMHaumsa Teopum NnpakTnUYyHO"

VMEIOLLMXCA 3HAHWIA” N NpakTuKn”

EneHa Bosikosa Wocwnd bakaneliHyk EneHa PelleTH1KOBa

3amecTutesnb lfeHepasibHOro Buue — npesngeHt MeHempkep

ampekTopa PAO, E3C Poccns” Cyan-XonguHr Epct aHA AHr (Ernst & Young)

MbI npurnawaem Bac NpuHATL yyacTue B CnefytoLmx Kypcax:

Bocnosib3yiTech CKUAKaMu Afs FpynMnoBbIX PErMCTPALA:

VIcKyCCTBO YCMELLHbIX BbICTYM/IEHNIA 2 MeCTa Ha OfiH
13-14 ceHta6psA 2007 > 1NN pasHble KypChbl » CIKOHOMbTE 200$

YcoBepLUEHCTBOBaHHBIV KypC BeAEeH NeperoBopoB 3 MecTa Ha ofyH /
19-20 ceHTA6ps 2007 WA pa3Hble KypChbl » C3KOHOMbTE 450$ (;“w
el

[ns [ONONHWTENBHON MHOpMaLyK, CBA3bIBaTECH C ,
Onbroi Yynkosoii no +7 495 232 40 60 nnu ochulkova@adamsmithtraining.com Adam Smith

TRAINING

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