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anMTaHHA ANs
DO3/YMIB

e Y xXoTinm 6 BU AOBIPUTU
BIAMNOYMNHOK NIFOAUHI, KA BUTNA4a€
HeBMeBHEHO?

e |llo BaxxnmBiwe: NpodeciNHI 3HAHHS
Y BMIHHS cebe noaaTn?
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ON MERCATOR'S PROJECTION |~

Babliskad ke CE0 F CRIN Chicars

e LLTICHAN® o6pa3 c|>aX|B|_|,s=| AKNN -

c|>op|v|yETbcs=| y CBI,CI,OMOCTI THELIX mo,u,em
Ha OCHOBE

¢ 30BHILIHBLOrO BUMNSAY
e MOBEAHKU

MOBJ/IEHHA
NpodecitHMX AKOCTeW



B ranysi typmsmy
Ta FTOCTUHHOCTI
KOMYHIKATOP

e 3AMIHICTPATOpP roTento

e MeHeaXep TypPIpMU

° rig

e OQILIAHT

° peLenuioHICT
KNIEHT KynMy€e He nunLle Nocayry — BIH KYNye
BpPa>keHHSA BIA IIOAUNHN.




HeBepbanbHUX IMIXK

CTpyKTypa

e JNCTAHLLISA

I M IA)Ky * MOCMILLKA

30BHILLIHIA IMIAXK
e oadar (apec-kon)
® OXaWHICTb

[MpodecimHnn IMIAX
* KOMMNETEHTHICTb

¢ BMNEBHEHICTb

® NMOCTaBa e BIAMOBIAA/IbHICTb

® XXeCTun

Bep6anbHuii iMmigx (MOB/EHHS)

EMOLIMHNN IMIAXK
® PAMOTHICTb

e n06PO3NUNUBICTD
* YITKICTb

® EMMaTIA
® BBIU/INBICTb

® CTPECOCTINKICTb
e IHTOHALA



CI'I e LIII/I CI)l Kad IM |A>Ky y Bucoki Bumorn go cepsicy

e LWIBUAKICTb peakuli

Ccl)epl TypVI3My Ta * eMOLIVHNW KOHTPO/b
[OCTNHHOCTI

EdekT nepLuoro BpaxxeHHs"

[TOCTIMHNW KOHTAKT 13 KJIIEHTOM
e pOopMyeTbCAa 3a 5-10

KoMyHIKaLia — ocHoBa npodecii CeKyHZ

MIDKKYyNbTYypHe cepeaoBuLLe EmMoLInHa npaus

® PI3HI TPaanLyl (emMoLli — YacTMHa Po6oTn)
e PI3HI OYUIKYBAaHHS




SOBHILUHI:
e HEOXAWMHICTb
* HEBIAMOBIAHUNW OAAT

[ToMUAKn Ta
KOMYHIKaQTUBHI:
AHTIMIIXK . rpybicrs

e 6ANAYXICTb
e NepebnBaHHS KJIEHTA

[ToBelIHKOBI:

* BIACYTHICTb 30POBOI0 KOHTAKTY
® 3aKPWUTI MO3K

[TpodecinHi:
e HEBMNEBHEHICTb
e HEe3HaHHSA Nocnayr

ON MERCATOR'S PROJECTION




MIHI-Kelnc

[ICTb CKaPXUTBCA Ha LWYM Y HOMepI.
AAMIHICTPATOP BIAMOBIAJE:
‘Lle He Hawa npobnema.

o Ak IMIAK CPOPMYETLCAT?
e Sk NpaBMAbLHO BIAMOBICTU?




LLINAXM pOpMyBaHHS IMIAXY |

1. Po60Ta Haj 30BHILLHICTHO
e Apec-KoA
e OXAWHICTb
2. PO3BUTOK MOBJ/1eHHH4
* YHMKATW C/IEHTY
e B/IKOPUCTOBYBATU NpodeciiHI ¢pasu
3. Po3BuTOK soft skills:
* KOMYHIKaLIA
e eMOUINHUW IHTeNEKT
e CTPECOCTINKICTb
4. CamonpeseHTaud
e BMIHHA NMpeACcTaBnTU cebe
e MepLue BpaXeHHs
5. [NocTIMHe HaBYaHHA
 TPEHIHIU
e MPAaKTMKa
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Kno4oBl 1ael

* IMIAXK = NPOodeCINHNW
IHCTPYMEHT

e POPMYETHLCA MOCTIVHO

e BMJ/INBAE HA AOBIPY KJIEHTA

® B/3HAUAE YCMNIX Yy Kap epl
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