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OBWAA XAPAKTEPNCTUNKA PABOTbI

O6beKT nccnegoBaHus: UYTl «Mup cyMok».

lNMpegmeT nccnenoBaHna: NoANbLHOCTL nepcoHana YY Tl «Mup cyMoK».

Llenb wuccneposaHua: paspaboTka nporpammbl  JIOSNIBHOCTW  TOProBOro
nepcoHana B YY1 «Mup cymok».

MeTogbl unccnegoBaHua: 00600WeHNs, aHKeTUpoOBaHWE, CUCTeMaTusauuu,
aHasM3a, HabnaeHus.

NccnepoBaHna ©n  pa3paboTKU:  pacCMOTPeHbl TEOpeTUYeCKUe OCHOBbI
NOANBLHOCTY NepcoHana : NPoBefeH aHaNn3 CUCTEMbI YNpaB/ieHUs MepcoHasioM, a Takxe
aHanM3 cucTemMbl pa3BuTua nepcoHana B UYYTl «Mup CyMOK»; BbISiBIeHbl OCHOBHbIE
npobnembl  KayecTBa  OOCNY)XMBaHWSA  TOProBOro nepcoHana W MNyTM  €ro
COBEpPLUEHCTBOBaHUSA, Mpen/ioXkeHa nporpaMmma 0A/1bHOCTM TOProBOro nepcoHana Ha
npeanpmuatnm YY1 «Mup cymok».

TexHUKO-3KOHOMWYecKaas W couuanbHad 3HayYMMOCTb NpPOBeA&HHOro
nccnenoBaHUA: MNpepiokeHHasa nporpaMmMa  MOBbIWEHUA N1I0AIbHOCTU  TOProBoro
nepcoHana v MNyTW COBEPLUEHCTBOBAHMA  KayecTBa OOCMYXWBAHUSA MOTyT ObITb
MPUMEHEHbI B NPaKTUKe NPeAnpuUATUS.

ABTOp paboTbl MOATBEPXKAAET, YTO MNPWBEAEHHbIM B HEW pacyeTHo-
aHaMTUYeCKUn  maTepuat  MpaBuWIbHO W OOBEKTUBHO  OTpPaXKaeT  COCTOsIHUME
nccnefyemMoro npouecca, a BCe 3aMMCTBOBaHHble W3 NINTEPATYPHbIX W Apyrux
MCTOYHUKOB  TeopeTuyeckue, MeTOLONOTMYECKME  MNOSIOXKEHUA U KOHUenuuu
COMPOBOXKAAKTCA CCbI/IKAMU Ha UX aBTOPOB.

O6bem paboThl: 63

Konunuyectso Tabnuu: 6

PucyHkos: 10

Mcnonb30BaHHbLIX UCTOYHMKOB: 51
MpunoxeHnn: 2



ATl'YJIbHAA XAPAKTAPBICTbIKA TPALbI

AG'eKT gacnefaBsaHHA: MY «Mip cymak».

MNpagmeT gacnegaBaHHA: nasnbHacub nepcaHany MY «Mip cymak».

MaTa pacnefiaBaHHA: pacnpaloyka nparpambl  nasnbHacl, raHpanésara
nepcaHany y My «Mip cymak».

MeTagbl facnepgaBaHHsA: abarynbHeHHs, aHKeTaBaHHe, CHOTaMaTbl3albMy,
aHanl3y, HazlpaHHs.

JacnefaBaHLU i pacnpauoyKK pasrfiefXaHbl T3apaTblUHbIA aCHOBbI Naf/ibHACLL
nepcaHany: npasef3eHbl aHanl3 acTambl lOpaBaHHA MepcaHanam, a Takcama aHanls
clcTambl pa3Buwus nepcaHany y MY «Mip cymak»; Bblly/leHbl aCHOYHbISi npabnembl
fKacl, abcnyroysaHHA raHgnésara nepcaHany i wnax! Aro  ygackaHasieHHs,
npanaHasaHas nparpama nadnbHacll radHanésara nepcaHany Ha npagnpsiemctse MMYTI
«Mip cymak».

TaxHa-aKaHaMn4yHas I caublnbHas 3HayHacub npasefseHara
jacnefaBaHHA: npanaHaBaHaa nparpaMa nNaBbILWI3HHA NadnbHacl, radanésara
nepcaHany i wsaxl yaackaHaneHHs fkacl, abcnyroyBaHHA MoOryub OblUb YXKbITbIS Y
NPaKTbiLbl NPagnpbIeMCTBa.

AyTap npaubl nausspgkae, WTO NpbiBe43eHbl Yy &1 pas/fwoBa-aHannblYHbI
mMaTapblisin nNpasBwbHa i ab'eKTblyHa aA/tOCTpPOyBae CTaH foc/nefHara rnpauscy, a yce
3anasblyaHbld 3 fAHapaTtypHbIX |1 LWLWbIX KPbIHW, T3ap3TblyHbIA, MeTagananyHbls
ManaXaHw i KaHU3nubi cynpasamkatouua cnacblikaml Ha ix aytapay.

AG6'ém npaupl: 63
Konbkacub Tabnip: 6
MantoHkay: 10
BbiKapbICTaHbIX KpbIHL: 51
MpbiknagaHHay: 2



GENERAL DESCRIPTION OF WORK

The object of study: PUE “Mir sumok”.

Subject: staff loyalty PUE “Mir sumok”.

The aim: development of loyalty programs in the sales staff PUE “ Mir sumok”.

Methods: summarizing, questioning, organizing, analyzing, observing.

Research and development: the theoretical foundations of staff loyalty: an
analysis of the personnel management system, and an analysis of personnel development
system in PUE “Mir sumok”; the main problems of quality of service and sales staff
how to improve it, offered loyalty program sales staff in the company PUE “Mir
sumok”.

Technical, economic and social importance of the study: the proposed
program is to increase the loyalty of sales staff, and ways to improve the quality of
service can be used in the practice of the enterprise.

The author of the work confirms that resulted in his settlement and analytical
materials correctly and objectively reflects the state of the test process, and all borrowed
from literature and other sources theoretical, methodological positions and concepts are
accompanied by references to their authors.

Workload: 63
Number of tables: 6
drawings: 10

Sources used: 51
Further information: 2



