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AHOTALIA KYPCY
MeTa KVpey: (dbopMyBaHHS TPAKTHYHHX HABUYOK pO3poOJIeHHS Ta peamizaiii cydacHuXx B2B-mapkeTHHroBHX cTparerid, 3alydeHHs W YTpUMaHHs Oi3HEC-KIIE€HTIB i3
ypey: BHUKOPUCTAaHHSM M poBuX TexHoorii, CRM, aHaiTHKH Ta iIHCTPYMEHTIB IITYYHOTO iHTEJIEKTY.

B pe3y/ibTari BUBYeHHSs1 JUCHUILTIHU 3100yBa4 Ma€ 3HATH

B pe3yabTaTti BUBUYEHHSI AUCHUILTIHN 3100yBa4 Ma€ BMiTH

— CYTHICTb, 0COOJIMBOCTI Ta Cy4acHi TeHIeHIIii po3BUTKY B2B-Mapkerunry;
— crenu(iky MOBEAIHKU Oi3HEC-KIIEHTIB Ta OPraHi3aliiHUX 3aKyIliBEb;

— npuHIMnH cerMenTanii B2B-puHkiB, BU3HAYEHHS 11€abHOrO MPOQiIt0 KIIieHTa
(ICP) Ta dpopmyBaHHS IIHHICHOT IPOIO3HILii; ocobnmBocTi modyaosu B2B customer

journey;

— cyyacHi inctpymenTtn lead generation, Account-Based Marketing (ABM),

KOHTCHT-MapKETHUHTY Ta MU(PPOBUX KOMYHIKaITIH;
— moxiuBocti CRM-cucreM, MapKeTHHTOBOL
IHTEJIEKTY B po0OTi 3 Oi3HEC-KITIEHTAMHU;

— TIPWHIWIH Y3TOHKEHHS MapKeTHHTY 1 TpomaxiB Ta ocHOBHI KPI oriHroBaHHS

pe3yapTaTuBHOCTI B2B-MapkeTHHTY.

aBTOMAaTH3aI]

Ta ITYYHOI'O

— ananizyBatu B2B-puHOK, KOHKYpEHTHE CepEIOBHUIIE Ta IOBEIIHKY Oi3HEC-KIIIEHTIB;

— MPOBOJUTH CEIMEHTAIII0 Ta BU3Ha4aTH 1ij1b0BI B2B-cermenTu it ICP;

— PpO3pOOJIATH LIHHICHY MHporno3ulio Ta B2B-MapkeTHHIOBY cTparterito; MOICIIOBaTH
customer journey i mporec 3aJxy4eHHs Ta KOHBEPCii JIiiB;

— po3pobusatu lead generation Ta ABM-kammaHii;

— BuxopucroByBatt CRM, 1mmdpoBi kaHaau, MapKETHHTOBY aBToMarm3arlito ta Al-
IHCTPYMEHTH TSI B3aEMOI1 3 O6i3HEC-KITiEHTaMHU;

— Y3TODKYBaTH MapKETUHIOBI Ta MPOIaXH1 aKTHBHOCTI;

— pO3paxoBYBaTH ¥ aHAN3yBaTH KIIOYOBI TIMOKa3HUKH B2B-mMapkeTunry Ta
0OTpyHTOBYBATH PIIEHHS MO0 MiABUINEHHS HOTO €(heKTHUBHOCTI.

OPI'AHI3AIISA HABYAHHS

Tema, onuc Temu |

Bun zausrrsa

@DopMH i MeTOIM HABYAHHS/TIUTAHHSI 10 CAMOCTIiiiHOT podoTH

Po3aia 1. CtpaTeriuHi oCHOBH Ta KJIi€HTChKA MiHHiCTH Y B2B-MapkeTHHry

Tema 1. Cywacumii B2B-mapkeruHr: 0co0JMBOCTI,| Jlexyis | . . ) o o )

Tpenau Ta Gi3Hec-Mozei 2 ron. IMosicHroBaNbHO — ITIOCTPATHBHMI Martepia, JeKIis-Bi3yali3alis, eKCIpec-ONuTyBaHHs 3/100yBadiB

3namu: CyTHICTb, TpHHIMIK Ta ¢yHKOI B2B-

MapKETUHTY; KiIto40Bi BiaMinHOCTI B2B- ta B2C-punkis; | IIpaktuune |Keiic-3aBnanus «B2B uu B2C?». Ananiz B2B-koMmaHii 3a KIFOUOBMMU XapaKTEPHUCTUKAMU: POIYKT,

0CcO0MBOCTI (POPMYBAaHHS MOMUTY Ta B3a€MOJII 3 Oi3HeC- | 3aHATTA | | Gi3HEC-KII€HT, NPOLEC NPUMHATTS PillIEHHs, XapaKTep MOMUTY Ta WiHHICTh Ui KiieHTa. [1opiBHAHHSA

KIIieHTaMu; OCHOBHI i B2B-puHKiB 1 Oi3HEC-Moenei; 2 rom. ocobmuBocteit B2B- i B2C-mapketunry.

Cyd4acHi TEHJICHITI1 B2B-mapkerunry, 30KpemMa

HH(I’POBi3aHiIPa nepcoHaIizalliio, OMHiIfaHaHBHiCTI’a Ipaktuune |[Ipaktnune 3aBmanHa «Tpenam B2B-mapkernnry 2026». AHami3 npukiafgiB BukopucTaHHs Al,

4BTOMaTH3alllo Ta BAUKOPUCTAaHH:A IITYIHOT'O IHTCICKTY . 3aHATTA 2 | aBTOMATH3aIlil, IepcoHai3alii Ta OMHIKaHATBHOCTI y B2B-MapkeTnrry. BusHadeHHS MOKIHBOCTEH X
2 ron. 3aCTOCYBaHHS U1 poOOTH 3 Oi3HEC-KIIi€EHTaMH.



mailto:v.darchuk@duikt.edu.ua
https://classroom.google.com/c/ODc1MjUzNDYzMTYz?cjc=6u4vuruz

Bmimu: Busnayatu crneuudiky B2B-punky Ta ioro
YYaCHUKIB, aHalli3yBaTH OCOOJUBOCTI Oi3HEC-MoneneH i
B3aeMOJi1 Mk KOMIIaHisIMH; nopiBHIOBaTu B2B- Ta B2C-
MapKeTHHTOBl MiAXOAM; aHaJi3yBaTH (akTopH, IO
BIUIMBAIOTh Ha PO3BUTOK B2B-puHKiB; BH3HaYaTH
MOJKJIMBOCTI 3aCTOCYBaHHs cydacHHX muppoBux Ta Al-
iHCTpYMeHTiB y B2B-mapkeTunry.

Pexomendosani dxcepena: 1,2, 4, 9, 17.

OuinoBanns 3a temy = 10 oaJiB

Camocriiina
poboTta
10 rogx.

1. OxapakrepusyBatu oOpany B2B-kxommaHito: mpoayKT, Oi3HEC-KIIi€HTIB, Oi3HEC-MOJCHb 1 IIHHICHY
MPOTO3UIIIO.

2. IlpoananizyBaTu mudpoBi KaHAIM B3aEMOJIi1 KOMITaHii 3 Oi3HeC-KIIiEHTaMU Ta HaBecTH 1-2 npukiaau
BUKOpHcTaHHsA Al abo aBTOMaTH3aIlil.

3. Po3pobutu 2—3 pexomeHallii o0 BrockoHaneHus B2B-mapkeTnHry oOpaHol KoMIlaHii.

OpienToBHMIA Mepestik KypciB 11s1 OTPUMAHHS JOTATKOBHX
0agiB a00 3apaxyBaHHfl 3aMiCTb NPAKTUYHMX pooiT /
camocTiiiHoi po6oTu 10 Temu 1

B2B Marketing (Coursera, Simplilearn) — xypc mnpucBsueHHH Cyd4acHHM iHCTpyMeHTam B2B-mapkeruHry,

30KpeMa CerMeHTallii MiJIbOoBUX pUHKiB, Account-Based Marketing (ABM), koHTeHT-MapKeTHHTY, social selling, lead
generation, LinkedIn, email-mapkeTunry Ta B3aemojii MapKeTHHTY i mpoaaxiB. Kypc BHKIIQA€ThCS aHTIIHCHKOIO
MOBOIO Ta Tiepeadadae OTpUMaHHs cepTUdiKaTa.

LlinnicTe 6i3Hec-moneneii (Prometheus, Delft University of Technology) — ykpaiHOMOBHUIT Kypc Mpo cydacHi

0i3Hec-MoIeni, iX aHas1i3, IHHOBAIli Ta aJanTaii 0i3HEeCy JI0 3MiH.

Tema 2. IloBexinka O0i3Hec-KJIi€HTIB Ta mnpoiec
NPUAHATTA 3aKyNiBeJIbHUX pillleHb

3uamu: 0coOIMBOCTI KyITiBEIBHOI MOBEAIHKY OpraHizailii
Ha  B2B-punkax; erTany  Ipolecy  IPUAHAITTA
3aKyIiBEILHOTO PIllIeHHS; TMOHATTS Ta CTPYKTypy buying
center; poii yYacHWKIB 3aKYIiBEIIBHOTO TIpOIecy —
1HIIMaTOPiB, KOPHUCTYBaYiB, BIUIMBOBHX OCiO, 0cCi0, sKi
MPUIMAaIOTh PIlIEHHS, MOKYIIIIB 1 «BOPOTapiB»; (hakTOpH
BuOopy B2B-mocravyanbHuka; 0COOJHMBOCTI B3aeMOii 3
Oi3Hec-KIieHTaMH Ha pi3HEX eramax B2B customer
journey.

Bmimu: anamizyBaTH TIOBEHIHKY Oi3HEC-KIIIE€HTIB Ta
(hakTopW, IO BIUIMBAIOTH HA 3aKyIiBENbHI PIIICHHS;
BH3HAUaTH YYaCHHKIB buying center Ta ix poumi; OyayBatu
KapTy Tporecy MNPUAHATTSA pIIIeHHS TPO 3aKyHiBJIIo;
BH3HAUaTH MOTPEOH, MOTHBH Ta KpHUTEPil BUOOPY Pi3HUX
Y49acHUKIB; (OpMyBaTH MAapKETHHTOBI apryMEHTH s
0ci0, 3aTy4eHnX A0 3aKyIiBJIi; pO3pO0IIATH peKOMEHIAIl
OJ0 B3a€MOJii 3 Oi3HEC-KIIIEHTOM Ha PI3HMX eTarmax
customer journey.

Pexomenodosani oxncepena: 1,6, 7, 8, 10, 11.
OuinoBanns 3a Temy = 10 6axis

Jlextist 2 . . . L L .

2 FI;H ITosicHIOBAIBHO — LTFOCTPAaTUBHUAN MaTepial, JEeKITisI-Bi3yallizaiis, eKCIpec-0MuTyBaHHs 37J00yBaviB
IIpaktuune |YcHe onutyBaHHs. JlinmoBa rpa «3akymiBeNbHHI KOMITET». MoJenmoBaHHs mporecy Bubopy B2B-
3aHATTS 3 |mocTavajbHHMKA 3 ypaxyBaHHSIM pojeili Ta iHTepeciB yuacHukiB Buying Center. OO6rpyHTyBaHHS Ta

2 ronm. MPUIHATTS CHUTHHOTO 3aKyTIBEIHHOTO PIICHHS.

[IpakTrune |Bopkmon «B2B Customer Journey Map». [loOymoBa nuisaxy Oi3Hec-KiTi€HTa BiJl BAHUKHEHHS TOTPEOH
3aHATTA 4 |10 MOBTOPHOI 3aKymiBiai. BH3HAYCHHS OCHOBHHX TOYOK KOHTaKTy, Oap’e€piB Ta MapKETHHIOBHX

2 ron. IHCTPYMEHTIB Ha KJIIOYOBUX €Tarax B3aeMO/Iii.

1. O6paru B2B-mpomykr abo mociyry Ta BH3HAYWTH OCHOBHI €Tamd NPUHHSATTS 3aKyMiBEIbHOTO
.. | pimeHHS Oi3HEC-KITIEHTOM.
CamocriliHa . . . .
060t 2. Po3pobutu 2 Buyer Persona st pi3HUX YYacHHKIB TPOIECY 3aKyITiBJIi, BU3HAYHBIIHN iX MOTPEOH,
IZEO ron MOTHBH, 0ap’€pu Ta KpUTepii BUOOPY.

3. CopmyBatu 5 kputepiiB Bubopy B2B-nmocrauanpHrka Ta 3amponoHyBaTu 2—3 peKoMeHaallii mo10
e(eKTUBHOT B3aEMO/Ii1 3 Oi3HEC-KIIIEHTOM.

OpienToBHMIA Iepetik KypciB AJ18 OTPUMAaHHSA JOAATKOBHX
OastiB a00 3apaxyBaHHs 3aMiCTh MPAKTHYHUX POOIT /
caMocTiiiHOoi poGoTH 10 TemMu 2

Successful Negotiation: Essential Strategies and Skills (Coursera, University of Michigan) — kypc npucBsueHunit

MIPOLIECy TPUHHATTS PillleHb 1 MPOBEJICHHIO MEPETOBOPIB, aHAI3y IHTEPECiB CTOPiH, (POPMYBAHHIO MPOMO3HUIINA Ta
OLIIHIOBAaHHIO PE3YJIbTATiB IEPErOBOPIB; MOXe OYTH BHKOPHUCTaHUH AJIsl MPAKTUYHOTO ONPALIOBAHHS B3aEMOJIl 3
yuacHHKaMu B2B-3akyniBeabHOro mporecy.



https://www.coursera.org/learn/b2bmarketing?utm_source=chatgpt.com
https://prometheus.org.ua/prometheus-free/value-of-business-models/?utm_source=chatgpt.com
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Cneuiagicr i3 3akyniBeab (Jlis.OcBiTa) — Kypc OXOIUTIOE aHali3 PHHKY, IUIaHYBaHHS 3aKyIliBelb, BHOIp

MOCTauYIbHUKIB, IEPETOBOPH Ta NPUHUHATTS 3aKyIIBEIbHUX PillICHb.

Tema 3. Cermenranis B2B-punky, ICP Ta ninnicHa
NPONO3HIList

3namu: TpUHLIMNN Ta KpUTepii cermenTanii B2B-puHkis;
MiIXOAW A0 BHOOPY IIJIBOBUX CETMEHTIB; MOHSTTS Ta
cknanosi ldeal Customer Profile (ICP); BiaminHOCTI Mixk
ICP ta Buyer Persona; npuHuunu BU3Ha4eHHS TOTpeO i
npobieM Oi3Hec-KINIi€HTIB; CYyTHICTH Ta CTPYKTypy B2B-
IIHHICHOT TPOMO3HUIlii; MAXOAM 10 TO3UI[IOHYBaHHS
MPOAYKTIB 1 mociyr Ha B2B-puHky.

Bmimu: cermentyBatu B2B-puHOK 3a Taly3eBHMH,
OpraHi3aliifHIMH, [MOBEIIHKOBUMH Ta 150000509051
KpPUTEPISIMU; OIL[IHIOBaTH NMPUBaOIuBicTh B2B-cermenTis;
¢dopmyBat ICP 1inboBOro Oi3HEC-KJII€HTA; BH3HAYaTH
nmoTpedu, npodjgeMH Ta OYIKYyBaHI BHUTOIU KIIIEHTIB;
po3pobusiti B2B-1iHHICHY TIPOIO3UIIiF0; OOTPYHTOBYBATH
MO3UIIOHYBaHHS MPOAYKTY ab0 MOCIYTH JUIsi 00paHoro
L[IJILOBOI'O CErMEHTA.

Pexomenoosani oxcepena: 1, 2, 3, 6, 10, 11.
OuiHoBaHHs 3a Temy = 12 faJiiB

Jlexuisg 3 | TTosICHIOBAJIBHO — LTFOCTPATUBHUIA MaTepiall, JIeKIIis-Bi3yasti3allis, eKCIpec-OMUTyBaHHs 3/00yBayiB
2 ron.
Ipaktuune |YcHe onutyBanHA. Bopkmon «3Haiimm cBoro B2B-kmienta». Cermenranis puHKy oOpanoro B2B-
3aHATTA 5 | mpoayKTy 3a 3—4 KpuTepismu, BUOip mpiopuTeTHOro cermenta ta (opmysanns itoro ldeal Customer
2 rop. Profile (ICP).
Ipaktuyne |[Ipaktukym «B2B Value Proposition». [{ns cdhopmosanoro ICP Busnaunt ocHoBHi Customer Jobs,
3aHATTA 6 | Pains ta Gains. Po3po6utu Value Proposition Canvas ta chopmystoBatH miHHICHY mpono3uiiio B2B-
2 ron. MPOJYKTY.
1. O6paru B2B-niponykt abo mocnyry Ta BU3HAYHTH 2—3 MOTEHIIHHI CErMEHTH PHUHKY 32 OCHOBHUMH
KPUTEPiSIMU CErMEHTAIII.
Camocriiina | 2. [lopiBHITH BU3HA4YeHI CErMEHTH 3a X NMPUBAONMBICTIO Ta OOIpYyHTYBaTtd BUOip IinkoBoro B2B-
po6ota |cermenTa.
10 rox. |3. [IpoananizyBaT NpOMO3UIIii 2 KOHKYPEHTIB Y IIJIbOBOMY CEIMEHTI Ta BU3HAYUTH 2—3 MOXKITUBOCTI

mudepentiarii B2B-npoaykry.

OpienToBHMii nepestik KypciB UIsi OTPUMAHHS TOAATKOBUX
0aJtiB 200 3apaxyBaHHsI 3aMiCTh MPAKTUYHUX POOIT /
camocTiiiHoi po6oTu 10 Temu 3

Positioning: What You Need for a Successful Marketing Strateqy (Coursera, IE Business School) — kypc npucssaenmii

CerMeHTaIlii Ta BUOOpY IITHOBOTO PHUHKY, aHATI3y KIIEHTCHKAX CETMEHTIB, pO3pPOOJICHHIO ITIHHICHOI IPOITO3HIIii,
nudepeHItialii Ta mo3uiioHyBaHH0. [lependayae orpruMaHHs cepTrdikaTa Ta BUKIAIAEThCS aHIIIHCHKOK MOBOIO.

MapkeTHuHr:

po3podKka Ta mpoaaxk npono3uiii minaocTi (Prometheus) — xypc oxoriroe po3poOaeHHs MiHHICHOT

MIPOTO3MIIii, aHaJIi3 MOTPeO KIIIEHTIB Ta CTBOPEHHS KOHKYPEHTHOI ITPOITO3HITi].

Tema 4. Ctpareris 3aayyenns B2B-kiuienTiB Ta Lead
Generation

3namu: cytHicth 1 mpuHmmmm lead generation y B2B-
MapKeTHHTY;  CTPYKTYpy  MAapKETHHTOBOI ~ BOPOHKH;
BimminHOCTI Mixk Lead, MQL Ta SQL; inbound- Ta outbound-
MIXOM JI0 3aTydeHHs KITEHTIiB; OcHOBHI kaHamm B2B lead
generation; npuHImy lead nurturing Ta lead scoring; ponb
KOHTEHT-MapKeTuHry, email-mapkeruary, Linkedln, SEO Ta
digital-pexnamu y 3anydeHHi Gi3HEC-KIIEHTIB, MOJIMBOCTI
aBromatm3arii Ta Al y poGori 3 mmizamm.

Bmimu: po3poOisaTu crpareriro 3amydeHHs B2B-kiieHTiB
BimnoBigHo 10 ICP; OymyBaTi MapKeTHMHIOBY BOPOHKY;
obuparu inbound- Ta outbound-kaHami; BH3HAYaTH KpUTEpil
MQL i SQL; po3pobmnsit cuctemy lead scoring; popmyBatu
cuenapii lead nurturing; cTBOprOBaTH MPOMO3ULIT IS Pi3HUX

Jlexuis 4 . . . . . .
2 ron [osicHIOBaJIBHO — IIIFOCTPAaTUBHUNA MaTepia, JEKLisA-Bi3yani3awis, eKCIpec-onnuTyBaHHs 3400yBadiB
[Ipaktuune |YcHe omnuTyBaHHS, HaBuanbHa auckycid. Bopkmon «B2B Lead Generation Funnel». IloOynosa
3aHATTSA 7 | BOPOHKH 3aimydeHHs B2B-kitieHTiB 1y 0OpaHoro mpoaykry. BusHaueHHsS] OCHOBHHX KaHATIB 3aTyYeHHS
2 ron. Ta CIoco0iB poOOTH 3 MOTEHIIMHUMU KITIEHTAMH.
IIpakTrune . . _ . . o
3I;H${TT${ ] [Ipaktukym «Lead Scoringy». OninroBands B2B-niziB 32 BU3HAUCHUMH KpUTEPisiMU Ta BUOip HaO1LIbII
2 rox MEPCIEKTUBHUX MOTEHIIHHUX KIIIEHTIB YIS MOIANBINOI pOOOTH.
1. TlpoanamizyBaTH OCHOBHI KaHanu 3any4eHHs B2B-kimieHTiB 0OpaHoi KOMmaHii Ta BHW3HAYUTH
CamocriiiHa | HalO1IbII €EeKTHUBHI 3 HUX.
pobota | 2. Po3pobutu kopoTkuii cuieHapiit lead nurturing i3 3 KOHTAKTIB i3 MOTECHIIHHUM KITIEHTOM.
10 rog. |3. 3anpononysaru 2-3 unugposi abo Al-iHCTpyMeHTH Ay aBTOMaTH3aLii 3amydeHHs Ta poodotu 3 B2B-

JJaMU.



https://osvita.diia.gov.ua/courses/purchasing-manager?utm_source=chatgpt.com
https://www.coursera.org/learn/positioning?utm_source=chatgpt.com
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eTartiB BOPOHKH; OL[IHIOBATH SIKICT JILJIIB Ta Pe3yJIbTaTHBHICTh
KaHAJIB 1X 3aJTy4eHHSL.

Pexomendosani dxcepena: 1, 2, 13, 15, 16, 17.
OuinoBanus 3a Temy = 12 6anis

OpienToBHMIA Mepestik KypciB 1s1 OTPUMAHHS JOTATKOBHX
O0agiB a00 3apaxyBaHHfl 3aMiCTb NPAKTHYHMX pooiT /
camocTiiiHoi podoTu 10 Temu 4

LinkedIn Ads Course: Master B2B Lead Generation (Coursera, LearnKartS) — kypc npucBsdeHuii reneparii

B2B-ninis uepes LinkedIn, TapreTunry, peraprerunry, lead nurturing Ta ontumizailii KOHBEpCii.
Menemxep i3 nudpoBoro mapkerunry (Jlis.OcpiTa) — ykpaiHOMOBHHI Kypc i3 HHYPOBOrO MapKETUHTY Ta POOOTH

3 KIIIEHTaMMU; TTiCIIsl 3aBEPIICHHS i TeCTyBaHHs nepeadadeHo cepTudikar.

Tema 5. Account-Based Marketing (ABM) Ta
ynpasJiHHA B3aeMoBiTiHocuHamu 3 B2B-kiienTamu
3namu: cytaicte 1 mpuHimm Account-Based Marketing
(ABM); BigminaOCTI Mix Tpammiiiinum lead generation Ta
ABM; migxomu mo BuOOpy ¥ mpiopUTH3alii ILTEOBHX
aKayHTIB, TNPHHIMIM  [epCOHATI3alii  MapKETUHIOBUX
KoMyHikamiii; pomb CRM y B2B-MapkeruHry; oOcHOBH
YIPaBJIiHHS JIOBIOCTPOKOBUMH BiJHOCHHAMH 3 KITHOUOBUMH
KITi€HTaMU; TIPUHIMIN Y3TOJDKEHHS JisUTbHOCTI MApKETHHTY
ta npomaxiB (Sales & Marketing Alignment); ocHOBHi
MOKa3HUKHU epeKTHBHOCTI podoTH 3 B2B-kimieHTamu.

Bmimu: BuzHadatn Ta TpiopuTH3yBaTtH 1iboBi B2B-
akayHTH; po3poonstn  ABM-crpareriio it 0OpaHOTO
cerMeHTa; (OpMyBaTH IIEPCOHATI30BAHI TIPOIO3MINIT  Ta
KOMYHIKAIlil I KIIOYOBHX KIIEHTIB; BHKOPHCTOBYBATH

CRM-pgani 1 aHamizy Ta yIpapJIiHHS B3a€MOBIIHOCHHAMHU;
IUIAHYBaTH ~ B3AaEMOII0 3  KIIOYOBHMH  aKayHTaMH;
Y3rO/DKyBaTd MAapKEeTHHTOBI Ta TIPOJ@XHI aKTHBHOCTI,

omiHIoBaTy eekTuBHICTE ABM 1 B3aeMOBITHOCHH i3 Oi3HeC-
KJTieHTaMu 3a BimmoBimaumu KPI.

Pexomenoosani oxacepena: 1, 6, 8, 10, 11, 13.
OuiHoBaHHs 3a Temy = 12 faJiiB

Jlexkuis 5 . . . L L .
N FL(I)H [NosicHIOBaIEHO — LTIOCTPaTUBHUI MaTepial, JeKIis-Bizyani3alis, eKCIpec-OMuTYBaHHs 3700yBadiB
IlpakTuune . . . . T
31; HsirTst 9 Bopkmon «ABM Target Accounts». BuGip morenuilinux B2B-akayHTiB 11 obpanoi kommasii, ix
2 rox OIIIHIOBAaHHSI Ta BU3HAYEHHS 2 MPIOPUTETHUX aKAYHTIB LIS MOJATBIIOI MAPKETHHIOBOT pOOOTH.
IIpaktuune . . . .. S
sausrost 10 IIpaktukym «llepconamizoBana ABM-kammanis». Po3poOieHHss  mepcoHami30BaHOl  IIHHICHOI
2 rox npono3ullii Juist oopanoro B2B-akayHTa Ta BU3Ha4eHHS OCHOBHUX KaHAaIiB KOMYHIKAIIil 3 HUM.
1. O6paru xmovoBmii B2B-akayHT Ta moOymysatu Account Map, BU3HAYMBIIM OCHOBHUX YYaCHUKIB
CamocriliHa | IpoTIeCY IPUHHATTS PIMICHHS.
pobora  |2. Po3poOuTH KOPOTKHU IJIaH B3aEMOJIIT 3 KJIFOUOBUM KJII€EHTOM, BU3HAYMBIIHM OCHOBHI KaHAJIM Ta TOYKH
10 ron. KOHTAKTY.

3. Busnauutu 3-5 KPI 11151 o1iHFOBaHHS pe3yIbTaTUBHOCTI pOOOTH 3 KiFouoBUM B2B-akayHTOM.

OpienToBHMIT Mepetik KypciB 1151 OTPUMAHHS TOAATKOBHX
0ajgiB a0o0 3apaxyBaHHsl 3aMiCTb NPAKTHYHHX PoOIiT /
CaMOCTiifHOI podoTH 710 TeMH 5

Salesforce Sales Operations Professional Certificate (Coursera, Salesforce) — mporpama oxoruiioe CRM,

YOpaBIiHHS KITIEHTCHKUMH TaHUMH, sales operations Ta B3aeMoiro 3 Oi3HeC-KITi€HTaMu.
Sales and CRM Overview (Coursera, Salesforce) — kypc mpucesiuennit CRM, ynpaBiiHHIO KITi€HTCHKHMH

BiIHOCHHAMH, IIPOITECY MPOJAXKIB 1 poOOTi 3 JTAHUMH KITI€HTIB.

Po3zain 2. Ilndposi TexHo1orii, ynpapaiHHs KJi€HTamMu Ta epekTuBHicTE B2B-MapkeTnHIry

Tema 6. IInpposi TexnoJiorii, CRM Ta apTomaTu3aunis
B2B-mapkerunry

3namu: ponb HUPPOBUX TEXHOJOTIH y cydacHomy B2B-
MapkeTuHry; ¢yHkuii Ta wMoxauBocti CRM-cucrewm;
NPUHLUNKA MapKETWHTOBOI aBTOMATH3alii; MOXIJIMBOCTI

Jlekuis 6 ) . ) . . .
2 ron INosicHIOBaNIbHO — LIIOCTPAaTUBHUI Matepial, JeKIis-Bi3yani3alis, eKCIpec-0NUTyBaHHs 3100yBauiB
IIpaktuune _
S IMpaktukym «CRM mna B2B». MopemtoBanns 0asu B2B-kiientiB y CRM. ®opmyBaHHS KapTOK

2 TOM.

HOTCHL[ifIHPIX K.]'IieHTiB, BU3HAYECHHS 1X CTaTyCy Ta OCHOBHUX JaHUX JIJISL MOAAIbIIO1 B33€MO,Z[ff.



https://www.coursera.org/learn/linkedin-ads-certification-course?utm_source=chatgpt.com
https://osvita.diia.gov.ua/courses/digital-marketing-manager?utm_source=chatgpt.com
https://www.coursera.org/professional-certificates/salesforce-sales-operations?utm_source=chatgpt.com
https://www.coursera.org/learn/sales-and-crm-overview?utm_source=chatgpt.com

IITYYHOTO IHTENEKTY IS aHaizy KJieHTiB, | TIpakTrude |Al-mpakTukym «ABTOMaTH3ALIA B2B-mapkerunry». Po3pobienns MPOCTOTO CIICHApIIO
MepcoHatizallii, CTBOPEHHs KOHTEHTY Ta MiATPUMKH | 3aHATTS 12 |aBroMarn3oBaHoi B3aemojii 3 B2B-kiai€HTOM Ta BH3HAYEHHS MOKJIMBOCTEN BHKOpucTaHHs Al Ta
MapKeTHHIOBUX pillleHb; ocoOiuBocTi iHTerpamnii CRM, 2 ron. marketing automation.
MapKETHHTOBUX 1 sales-IHCTpYMEHTIB; MPUHIIMIIA POOOTH
3 B2B-manuMu Ta KII€EHTCHKOIO0 aHaIITHKOIO.
Bmimu: pukopuctoByBatu CRM  Ta nudposi . . . . .
R p ypatn i, bp 1. HopiBasatu mMoximBocti 2 CRM-cuctem aist pobotn 3 B2B-kiieHTamMu Ta BU3HAUUTH iX OCHOBHI
THCTpYMEHTH IJis1 opraHizauii po6otu 3 B2B-kimientamu; Hepesary
OpMYBAaTH Ta aHAJI3yBaTH KJIIEHTCHKI JaHi; IPOEKTYBATH ’ . .

bopmy . Y . AL TP Y .. |2. Obparu 2—3 Al-iHcTpyMeHTH Ta BU3HauUWTH B2B-MapkeTHHroBi 3aBAaHHS, AJS SIKUX BOHU MOXYTb
ABTOMAaTU30BaHI MapKETUHIOBI ClieHapii; 3acrocoByBaru | CamocTiiiHa
Al-iHCTpyMeHTH a7l CerMeHTamii, nepcoHamizamii Ta| pobora BUKOPHCTOBYBATHCA.

L . i L 3. TlpoaHamizyBaru nepeBaru, pu3HMKd Ta OOMexeHHs BuKopucTaHHs Al ¥ aBTromarusarnii y B2B-
KOMYHIKaIlii 3 KilieHTamu; oOupaTy 1HQpOBI pillleHHS 12 rom. MapKETHHTY
BIAIOBIAHO 40 3aBaaHb B2B-MapKeTHHIY; OILIHIOBaTH ’ . . . .

AMOBLIAHO AL A p ¥, ot 4. Po3pobuTtu cripoieny cxemy «Digital B2B Marketing Tech Stack» mis o6panoi koMmnasii.
MOJKJIUBOCTI aBTOMATHU3allii MAPKETUHIOBUX 1 MPOIAKHUX
MIPOIIECIB.
Pexomenoosani oxcepena: 4,9, 12, 16, 17.
OuinoBanns 3a temy = 10 oaJiiB
Al _Marketing Automation (Coursera, LearnKartS) — xypc oxommoe Al-iHCTpyMEHTH, aBTOMATH3aIliI0

OpienToBHMIT NMepesTik KypciB 1151 0OTPUMAHHS I0IATKOBUX
0agiB a00 3apaxyBaHHfl 3aMiCTb NPAKTUYHMX pooiT /
camocTiiiHoi po6oTH 10 TeMH 6

MapKEeTHHTY, IIEPCOHAII3allii0 Ta po0OTY 3 KIIEHTaMH; IepeadadeHo cepTudikar.
CRM Analytics Fundamentals (Coursera) — kypc oxomtoe CRM-anaituky, customer insights, sales pipelines,

workflow management Ta marketing automation; nepeabaueHo ceprudikar.

Tema 7. B2B-koHTeHT-MapKeTHHT Ta IH(poBi
KOMYHikamii

3namu. poilb KOHTEHT-MapKETHHTY B 3aJly9CHHI Ta
yTpuMaHHi B2B-kii€HTiB; 0COONMHMBOCTI  CTBOPCHHS
KOHTEHTY i1 pi3HHX eramiB B2B customer journey Ta
MapKeTHHTOBOI BOpPOHKH; OCHOBHI (opmatn B2B-
KoHTeHTy; mpuHOmnu thought leadership; ocoGmmBocti
BukopucranHsa LinkedIn Ta inmmx nmudpoBux KaHamiB y
B2B-komyHikamisix; MoximBocti Al s cTBOpeHHS,
MepcoHaizamii Ta OnTHMIi3aIlil KOHTEHTY.

Bumimu: po3pobnsti B2B-KoHTEHT-CcTpaTeriro BinoBiIHO
no ICP Ta eramiB customer journey; BH3HAYaTH TEMH,
(dhopMaTi ¥ KaHaIM TOMIMPEHHS KOHTEHTY; CTBOPIOBATH
KOHTEHT-TUTaH i B2B-kommaHii; aJanTyBaTu
MapKeTHHTOBI TIOBIIOMIIEHHSI Ui PI3HUX YYacHUKIB
buying center; 3acrocoByBaTH Al-iIHCTpyMEeHTH s

CTBOPEHHSI Ta IMepCOHami3alii KOHTEHTY; OLIHIOBaTH
e(EKTUBHICTH B2B-konTenty 3a KJIFOUOBUMU
MOKa3HUKAMHU.

Pexomenoosani oaxacepena: 2, 4, 14, 15, 16, 17.
OuinoBanHs 3a Temy = 12 6auiB

Jlexmis 7.

2 roj. ITosicHIOBAIBHO — LTFOCTPAaTUBHUAN MaTepial, JeKITiI-Bi3yallizaiis, eKCIpec-oMuTyBaHHs 37J00yBaviB
IIpaktuune .
3£—I${TT5{ 13 VYcue omurtysanns. Bopkmon «B2B Content Funnel». Po3po0neHHss KOHTEHTY 11 OCHOBHUX €TaIliB

2 rox B2B-Boponku. BuznaueHnns TeM, popMaTiB i KaHAJIIB MOIUPEHHS KOHTCHTY.

IIpakTtuune . "
3E§—I${TT5{ 14 KonTtenr-naboparopiss «B2B Content & Al». CteopenHs 3a gomnomororo Al KOHTEHTY Ui 0OpaHoi

2 rox B2B-koMranii Ta HOro aganTaiis 1is Pi3HUX Oi3HEC-KIII€HTIB.

1. IIpoBecTn KOpOTKHiA ayuT NU(POBUX KOMYHIiKaIlii oopanoi B2B-kommaHii Ta BU3BHAYUTH OCHOBHI
.. |kaHanu i GpopMaTH KOHTEHTY.
CamocriliHa .

060t 2. Po3poOuTH KOHTEHT-TUTaH Ha 2 TIKHI, BU3HAUMBIIHM TeMH, (POpMaTH Ta KaHAIH MOIIUPEHHS

p KOHTEHTY.

10 rom.

3. 3amponionyBaTu 2—3 criocodbu BukopuctaHas Al g ctBopeHHs Ta nepconanizauii B2B-koHTeHTy.
4. Buznauntu 3-5 KPI mist orinroBaHHS pe3ynbTaTUBHOCTI B2B-KkoHTEHTY.



https://www.coursera.org/learn/ai-marketing-automation?utm_source=chatgpt.com
https://www.coursera.org/learn/crm-analytics-fundamentals?utm_source=chatgpt.com

OpienToBHMIA MepesTik KypciB Is1 OTPHMAHHS TOTATKOBHX
O0amiB a00 3apaxyBaHHfl 3aMiCTb NPAKTUYHMX pooiT /
camocTiiiHoi poGoTu 10 Temu 7

SMM: dynaament (Prometheus) — ykpaiHOMOBHHMI Kypc OXOIUIIOE CTBOPEHHS KOHTEHTY, SMM-cTparerito,

MPOCYBaHHs OpeH/ly Ta OLiHIOBaHHS €()EeKTUBHOCTI KOMYHIKaIIii.
The Strateqy of Content Marketing (Coursera, University of California, Davis) — kypc 0OXOIUIO€ KOHTEHT-

CTpaTCl"iIO, CTBOPCHHA KOHTCHTY, pO6OTy 3 aYI[I/ITOpiGIO, KOHTCHT-ayJUT Ta OHiHIOBaHHﬂ pe3yJ’ILTaTI/IBHOCTi.

Tema 8. AnaniTMka Ta OHIHIOBaHHSI e()eKTHBHOCTI
B2B-mapkerunry

3Hamu’. TPUHIWIHA OL[HIOBaHHS pe3yibTaTiBHOCTI B2B-
MapKeTHHT'Y; CHCTEMY KITFOUOBHX MapKETUHTOBUX ITOKA3HHUKIB
(KPI); moka3HWKM KOHBEpCii, BApTOCTI 3aJIydeHHS KIi€HTa
(CAC), Customer Lifetime Value (CLV), ROI Ta ROMI;
noka3Huku edekruBHOCTI lead generation 1 MapKeTUHTOBOi
BOPOHKH; MPUHIMIHN attribution Ta aHajizy MapKETHHTOBHX
KaHaiie; pos CRM-maHuX, MapKeTWHIOBOI aHATITHKH Ta
Jamoop/iB y NpHAHATTI B2B-MapkeTHHTOBUX pillleHb.
Bmimu: BusHauatu KPI BignosimHo po miteir B2B-
MapKETUHI'Y; PO3PaXOBYBaTH Ta IHTEPIPETYBATH conversion
rate, CAC, CLV, ROI ta ROMI; anamizyBat €(heKTHBHICTh
MapKeTHHIOBOT BOPOHKM Ta OKPEMHUX KaHAIIB 3aTydeHHs
KJTi€HTIB; BUSIBJISATH TIPOOJIEMHI eTary KoHBepcil; GpopMyBaTh
cucteMy B2B-mMapkeTHHIOBOI  aHAIITHKM; CTBOPIOBATH
MapKETUHIOBI JAIIOOpId Ta OOIPYHTOBYBATH PILLICHHS 11010
ONTHMI3AIlli MAapKETWHTOBUX BHTpaT 1  IIiIBUIIICHHS
pe3yipratuBHOCTI B2B-MapkeTuHTy.

Pexomenodosani oxcepena: 5,12, 13, 15, 17.
OuinoBanns 3a temy = 10 oaJiiB

Jlexuis 8. . . . o :
5 Ho [NosicHIOBaIEHO — LTIOCTPaTUBHUI MaTepial, JeKLis-Bi3yani3alis, eKCIpec-OMuTyBaHHs 3700yBadiB
TOJ1.
Ipaktuune | AHanmiTHuHUE npakTHKyM «B2B Marketing Metrics». Po3paxyHOK OCHOBHMX OKa3HHUKIB €(DeKTUBHOCTI
3anatTa 15 | B2B-mapkerunry (Conversion Rate, CAC, CLV, ROIl, ROMI) ta nopiBHsSHHS pe3yJabTaTHBHOCTI
2 ron. MapKEeTHHIOBUX KaHAJIiB.
IIpaktruune .
5 EE{HTTH 16 [Mpaktukym «B2B Marketing Dashboard». [ToOyzoBa crpomieHOro MapKeTHWHTOBOTO Jamibopay 3
2 rox ocHoBanMu KPI. AHani3 noka3HUKIB Ta BU3HAUCHHS NpoOiieMHuX etaniB B2B-BopoHku.
1. Chopmysaru cucremy 5—7 KPI s onintoBannas B2B-Mapketunry oOpanoi kommadii.
CanocTiiina 2. TIpoanaizyBatu BOPOHKY 3aiy4deHHs B2B-kii€eHTIB Ta BU3HAYUTH €Tany 3 HAHOLIBIIMMHU BTpaTaMu
IMOTEHIIMHNX KJIIEHTIB.
pobota . . . N
12 ron 3. IlopiBuatn edexTHBHICTh 3 KaHATIB 3amydeHHS B2B-KiTi€HTIB 32 OCHOBHMMH MapKETHHTOBHMH

MOKa3HUKaMH.
4. Po3pobutu 3—5 pexoMeHIaIlili 111010 MiABUIICHHS pe3ynbTaTuBHOCTI B2B-MapkeTuHry.

OpienToBHMIT nepetik KypciB 1151 0TPMMAHHS I0AATKOBHX
0ajgiB a00 3apaxyBaHHsl 3aMiCTb NPAKTHYHMX pooiT /
camocTiiiHoi po6oTu 10 Temu 8

Marketing Analytics (Coursera, University of Virginia) — kypc oxomtoe mapketunrosi merpuku, CLV, ROI,

aHaii3 epeKTUBHOCTI MapKETHHTOBHX PIllIeHb Ta pOOOTY 3 JaHUMHU.
Meta Marketing Analytics Professional Certificate (Coursera, Meta) — mporpaMa OXOIUTIOE MapKETHHIOBY

anamituky, KPI, aHasi3 BOpoHKH, OIIHIOBAHHS KaMIIaHiH, Bi3yali3aIlito JAHUX Ta IPUHHSTTS PilllecHb Ha OCHOBI JaHMX.

Tema 9. InTerpamniss MapkeTHHry Ta npoaaxis y B2B:
Sales & Marketing Alignment

3namu’ CyTHICTh Ta MPHHININ {HTETPaIlii MApKETHUHTY 1
mpogaxie 'y B2B-kommanisx; posmomin yHKIi i
BINMOBIMaTBHOCTI MDK MapKEeTHHTOBHMH Ta  sales-
koMmanmamu; npunimnu Sales & Marketing Alignment
(Smarketing);  B3aeMO3B’sI30K ~ MAapKETHHIOBOI  Ta
MPOJaXKHOT BOPOHOK; Tiaxomu Ao mnepemadi MQL y
npoxaxi Ta kBamiikanii SQL; pore CRM i cminbHHX
JaHUX Y KOOpIMHALil KOMaHJ;, NMPUHUIUIHA (HOpMYyBaHHS
SLA mix MapkeTHHrom i mpopaxamu; coinbHi KPI Ta
MOKa3HUKH PE3YJIbTaTUBHOCTI.

Jlekuis 9.

2 rom. [osicHIOBaJIbHO — ITFOCTPaTUBHUIA MaTepia, JEKLis-Bi3yani3awis, eKCIpec-onuTyBaHHs 3400yBadiB
IIpaktuune | . . . N .
sansTrs 17 HimoBa rpa «Marketing vs Sales». Posmonin poneidt Mix KOMaHAaMH MapKETHHTY Ta TPOJAXIB.

2 rox Busnauenns npasui riepenadi ta onpamntoBaras B2B-miniB i hopmyBanHs y3romkenoro SLA.
IIpaktuune . . .
samsrrs 18 [Ipaktukym «Exnna B2B-Boponkax. [loOyzoBa iHTerpoBaHOi BOPOHKHM MAapKETHHIY Ta IPOAAXIB.

2 rox BusHaueHHs 30H BiAmoBinaiasHOCTI KOMaHa Ta criiibHux KPI.

Camocriiinaa | 1. [IpoananizyBaru po3noain GyHKUil MapKeTUHTY i IpoJaxiB B 0Opaniii B2B-komnanii Ta BUSHAYUTH
poboTta MO>KJTUBI TIPOOIEMHU iX B3a€EMOJIII.

12 rox. 2. Buznauntu ocHoBHi CRM-nani, HeoOXiiHi 11 ciibHOT pOOOTH MapKEeTHHTOBOI Ta sales-KomMaHI.



https://prometheus.org.ua/prometheus-free/smm-foundation/?utm_source=chatgpt.com
https://www.coursera.org/learn/content-marketing/?utm_source=chatgpt.com
https://www.coursera.org/learn/uva-darden-market-analytics?utm_source=chatgpt.com
https://www.coursera.org/professional-certificates/facebook-marketing-analytics?utm_source=chatgpt.com

Bmimu: y3romKyBaTH MapKETHHTOBI Ta NpPOJAXHI
MpoLecH; BU3HAYATH 30HU BiANOBIAaIbHOCTI MAPKETUHTY
i sales-komMaHIM; po3pOONATH MpaBWiIa Tepenadi Ta
ompautoBaHHs JiniB; GopmyBatu kputepii MQL i SQL;
OynyBatu inTerpoBany Marketing & Sales Funnel;
po3pobisitTt SLA MK MapKeTHHTOM 1 MpoAakaMu;
Bu3HavatH cninibHi KPI; BukopuctoByBatn CRM-nani anst
KOOpJuHaIii poOOTH KOMaHJ Ta MiJABHUIICHHSI KOHBEPCii
B2B-kiienHTiB.

Pexomendosani oxncepena: 1, 6, 10, 11, 13, 17.
OuinwBanns 3a Temy = 12 6aJjiB

3. IpoananizyBatu 3—5 cminbHux KPI MapkeTHHrYy i HpoJaxiB Ta TMOSICHUTH IX 3HAYCHHS IS
OLIIHIOBAaHHSI PE3yIbTaTHBHOCTI.
4. Po3zpobutu 3 pexomenzanii moxao nokpamieHus Sales & Marketing Alignment y B2B-kommnasii.

OpienToBHMIA Mepestik KypciB 1151 OTPUMAHHS JOTATKOBHX
0agiB a00 3apaxyBaHHfl 3aMiCTb NPAKTUYHMX pooiT /
camocTiiiHoi po6oTu 10 Temu 9

Sales & Marketing Alignment (Coursera, Fundacdo Instituto de Administracdo) — Kypc OXOIUTIO€ iHTErpariito
MapKETHHT'Y 1 POJIaXiB, Y3rO/KEHHS MPOIIECIB, yCYHEHHS! KOHQITIKTIB M’k KOMaHAaMU Ta CIIiJIbHE IJIaHyBaHHSI.
Sales Enablement Certification (HubSpot Academy) — kypc OXOIUTIOE Y3rO/KSHHSI 1iJIelk MApKETHUHTY 1 IPOJIAXKiB,
kBastiikairo JiaiB, SLA Ta oprasizaiiiio crijisHoi poOOTH KOMaH/I.

MATEPIAJIBHO-TEXHIYHE 3ABE3IIEYEHHA JUCHUIIJITHU

Kowmit’roTepHuii Ki1ac JUis MPOBEACHHS PAKTHYHKX 3aHATh. MyJIbTUMEIIMHUN POSKTOP, MapKepHa Jo1ka i ekpas. [Iporpamue 3a6e3neyerns: OC Windows, MS Office, mocTym 10 oHaiiH-
JIOJIATKIB, IIEPIOIMYHIX BUIAHB Ta IHIIMX IHTEpHET-IpKeper, enekrporHoi oiomioreku Y IKT, BipryansHoro HaBuansHoro cepenobuina Google Workspace for Education, indopmartii caiity

VYHiBepcHTeTy.
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IOJIITUKA KYPCY («IIPABUJIA I'PH»)

Po6ora B koaexkTuBi: Kypc nependayae po6oTy B KOJCKTHBI.

AynutopHe cepenoBuiie: CepeoBUIIE B ayTUTOPIi € APYKHIM, TBOPUUM, BIAKPUTHM JI0 KOHCTPYKTUBHOT KPUTHKH.

BineinyBannsi Ta camocTiitHa po6oTa: OCBOEHHS QUCHMILIIHY ITepeadadae 000B'I3KOBE BiJIBI{yBaHHS JICKIIIH 1 MPAKTHYHKUX 3aHATh, @ TAKOXK CAMOCTIHHY POOOTY.
Hennaitnu: Yci 3aBaanus, nepenr0oadeHi mporpaMoro, MatoTh OyTH BUKOHAHI Y BCTAHOBJICHUH TEPMiH.

Mponyuieni 3ansarTa: ko 3700yBay BiJICyTHIHN 3 MOBaXHOI IPUYMHM, BiH NMPE3CHTYE BUKOHAHI 3aBJIaHHS ITiJ] Yac CAaMOCTIHHOI MiIF0TOBKY Ta KOHCYJIbTAIlli BUKIIA/1a4a.
AkTyanizanisi Kypcey: 3a iHIIaTHBOIO BHKJaJada 3MICT JIAHOTO KypCy OHOBIIIOETHCS IIOPIYHO, BPAaXOBYIOUM 3MIiHHM y 3aKOHOJIABCTBI YKpaiHH, HAYKOBi JIOCATHEHHS 3a
TEMaTHKOI0 OCBITHHOI KOMIIOHEHTH Ta MPOTO3UIIIT CTEUKXOJIEpiB (MIPOBIHUX KOMITAHIH TaTy3i, akaJIeMidHOl CITUTFHOTH Ta BUITYCKHHKIB). 37100yBadi TAKOK MOXKYTh JIOTY4aTHCh
JI0 OHOBJICHHS AUCLUILIIHY IIUIIXOM ITOAAHHS [IPOMO3ULIiil BUKIagauy.

e Hedopmanbha ocBiTa: 3100yBadi MarOTh IIPaBO Ha Mepe3apaxyBaHHs Pe3yJIbTATIB HABUAHHS, HAOyTHX Y HeopMaibHii Ta iHGOpMaNIbHIKA OCBITI, 3TiHO 3 «I10J0KEHHIM
po HedopManbHy 0cBiTY Jlep:kaBHOro yHIBEPCUTETY 1HHOOPMAIIHHO-KOMYHIKAIIHHNUX TEXHOIOTII).

IIpaBuJja akaJaeMidHOI JOOPOYECHOCTi Ta BUKOPUCTAHHS IITYYHOro inTenexty (1)
o JloTpumanHs HiHHOCTeli: 3100yBadi OCBITH y CBOil HAaBYAIBHIH MisITBHOCTI 3000B's13aH1 JOTPUMYBATHCS I[IIHHOCTEH, IPUHITUIIIB 1 TPaBUIT aKaAeMidyHOI TOOPOYECHOCTI.
e CawmocriiiHicTs BUKOHaHHs: Ko)xHe HaBualbHe 3aBaHHs Mae€ OyTH BUKOHAHE CaMOCTIHHO, KpIM BHITJKiB, KOJIM MOTO BUKOHAHHS Nepeadadae yqacTh AEKUTBKOX 0cib abo
YMOBaMH 3aB/IaHHS JT03BOJIEHO BUKOPHCTAHHS JONOMDKHIX MaTepianiB, Mepexi [areprer Ta inctpymentis L1
o IIpaBuia nuryBanHs: KoxxeH 3700yBay OCBITH y pa3i BUKOPHUCTAaHHS Y CBOEMY aKaJeMidHOMY TBOpI Pe3yJbTATiB IHTEIEKTYaIbHOI Mpalli IHIIKUX aBTOPIB (TEKCTIB, i1ei,
pO3p0o00K, BiTOMOCTEH TOIIIO) 3000B'13aHMIA 3pOOUTH HAJICKHE OCHJIAHHS Ha BiAMOBIIHE IHKEPENO.
e Camomnuariar: HapuanbHa poboTa Moke BKIIFOYaTH (TIOBHICTIO 200 YacTKOBO) MOTEPEIHIO HaBYAIbHY POOOTY 3700yBada OCBITH JIMINE Y TOMY BHIAAKY, SKIIO II€ MPSMO
JI03BOJICHO YMOBAaMHU HaBYAJILHOTO 3aBJAHHSL
o IIpaBuja Bukopucranus incrpymentis III:
— Bukopucranns renepatuBaux cuctem LI (ChatGPT, Claude, Gemini Tomo) 103BONSETHCA SK JOTTOMIXKHIHN IHCTPYMEHT JUTSI TeHEpaIlii i/1eH, MOMIyKyY JKepel, CTPYKTYpyBaHHS
Matepiany abo mepeBipKH CHHTAKCUCY/KOJy, SKIIO iHIIe IPSIMO HEe BKa3aHO B yMOBaX KOHKPETHOTO 3aBIaHHS.
— Skmmo mix 9ac BUKOHAHHS 3aBAaHHS a00 MiArOTOBKHA HAyKOBO-IOCTiTHOT poOoTu BuKopucTtoByBaBcs 111, 3m00yBad 30008B'13aHuil 3a3HaUnTH 11e Y poOOTi (Hanmpukiaz, y hopmi
OpUMITKH: «I1i0 uac niocomoeku po30iny X eukopucmaro [Hazea cepsicy LLI] ons [yine euxopucmanns: ananiz cmpykmypu / nepekiao]»).
— 3n100yBay BHIIOi OCBITH HECEe IOBHY OCOOMCTY BiIOBIAANIBHICTh 38 JOCTOBIPHICTh, TOYHICTH 1 HEpEBipKY (aKTiB, JaHUX Ta MOCHIaHb, 3reHepoBaHux LI
— Ipsme nmomanus 3reHeposanoro LI TekcTy, Komy 4M po3paxyHKiB 03 KPUTHYHOTO aHalli3y, BIACHOTO ONpAalLlOBaHHS Ta 3a3HaueHHA BukopucTaHHs LI posuiHioeTses sk
akajieMiyHa HEeYeCHICTh (TuTariat/mpuxoByBaHHS aBTOPCTBA).
— 3abopoHeHo 3aBaHTaXyBaTd B myomiuHi Mmozeni LI nepconaneHi aaHi, koH}pigeHUiHHY iHQOpMALito, 3aKPUTI HAYKOBI UM CITy>KO0Bi pO3pOOKH.
— B aynuropii 3100yBaui He JONMyCKalOTbCs A0 CIIMCYBaHH:, oOMaHy Ta nmpuxoBaHoro Bukopuctanns I, 3a mopyieHHs NpUHIMIIB akageMiqHOl 100pO0YEeCHOCTI MOXKIUBE
3HIKEHHs1 OaJliB, MOBEpHEHHs poOOTH Ha JOONPALIOBAHHS, HEAONYIIEHHs! 10 3aXUCTY pOOOTH TOLIO.
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3100yBaui MOXKyTh O3HaliomMuTHCS 13 Kojiekcom akajieMiuHoi 1o0podecHocTi Jlep:kaBHOTO YHIBEpCUTETY iH(HOPMAIiHHO-KOMYHIKAIIIMHUX TEXHOJIOT1H Ta PexoMeHnamisiMu
MOH VYxkpaiau 11010 BUUTOBLIaibHOT0 BUKoprcTtadus texuosioriii I v 3aknagax BUIIOT OCBITH.

KPUTEPII TA METOJIA OILIIHIOBAHHS

BukopuctoByeThcs HakonnuyBaibHa (100 6anbHa) cucreMa oriHoBanHs. [loTouHa yCHIIHICTD CKIAAAETHCS 3 YCMIITHOCTI 32 aKTUBHICTS i /1 Yac JIEKUiH, poO0Ty Ha MPaKTHYHUX
3aHATTAX, BAKOHAHHS 3aBJIaHb ITiJ1 4aC CaMOCTIHHOT poOOTH. BCi 3aBmaHHS OIIHIOIOTHCS BiJIIIOBITHO BUMOT IIIOJI0 3MICTOBHOCTI Ta BCTAHOBJICHMX CTPOKIB BUKOHAHHS 1 X 37a4i.
SIKmo cTyaeHTa He IOMYIIEHO 0 CKJIaJaHHs 3alliKy, K TaKOro, IO He BUKOHAB IHAWMBIAyalIbHUH TUIaH, HOMY HAJAEThCS Yac 10 TepecKiIaJaHHs ISl BUKOHAHHS BCIX BUMOT
norycky. CTyIeHT Mae paBo Ha JiBa nepeckiananus. [Ipu moBTopHOMY HIepeCcKIalaHHi 3aIiKy HOro y CTyIeHTa MOXKe IPUHMAaTH KOMICis, sKa CTBOPIO€eThes aupexropom HHIMIT.
Ominka KoMmicii € ocTaTOYHO0. Y BUIIAJIKYy OTpUMaHHs cTyneHToM 0 OaiiB (HENpUITHATHO), IO TATHE BilpaxyBaHHS 32 HEBUKOHAHHS HABYAJIBHOTO TUIAHY.

Jnst oTprMaHHsI TOJAaTKOBUX OalliB, CTy/IEHT IMOBUHEH HAJAaTH KOMiio cepTudikaTa abo qpyKoBaHOI MyOmiKalii Yu MMCHMOBE MOBIIOMIICHHS BUAABLIS, PO MIPUHAHATTS 0 APYKY
nyomikanii. Temaruka myOmikariii (BeOiHapa, Kypcy) MOBUHHA BiJIIIOBIIATH 3MICTY JUCIUILIIHM, IIPH IbOMY CTYICHTY 3apPaxOBYEThCSI JOAATKOBI 0aIM 3aMiCTh OaJTiB 32 BUKOHAHH S
CYMDKHHUX 33 TEMaTHKOIO MPAKTUYHUX POOIT. MakcHMabHa KiJIbKICTh JIOJATKOBUX OaiB, 10 MOXYTh OyTH 3apaxoBaHi 3a auciuruiiny — 10 GaiiB. Pa3oMm 1ie € mijiCyMKOBOIO

OIIIHKOIO 32 BUBUEHHS HABYAILHOI JUCIUIIIIHA. MakcuMaabHa KiasKicTs 6amis — 100, MiHiMansHa KiIbKicTh 0amtis — 60.

Dopmu KOHTPOJII0 / By HaBYAILHOI po00TH | OuinwBaHHs
MOTOYHU KOHTPOJIb:
Poboma na 3anammsx, y m.u.
Y4acTh y €KCIPEec-OMMUTYBaHHI 32 KOYKHY MPaBHIILHY BOBIE - 0,5 Oanm
JIOTIOBITb 3 TIPE3SHTALIIEIO 32 TEMATHUKOO CAMOCTIHHOT poOOTH 34 KOAHy ?pesemaqivro (pe@ep ar) MAKCHMYM = > 6E.mB (OuiHK? SAISIHTD ?.i%l TOBHOTH POSKPHTTA TCMH, AKOCTi
iHdopMallii, CAaMOCTIMHOCTI Ta KPEaTUBHOCTI MaTepiaity, SIKOCTI MPe3eHTAIli i JIOOoBi)
YCHE OIUTYBAHHSI, TECTYBaHHS 32 KOJKHY TPaBHIIbHY BimoBip — 0,2 G
Y9acTh Y 00rOBOPEHHI CUTYAITIHHOTO 3aBIaHHS, HABYAIbHIN THCKYCIl 3a KOXKHY y4acts - 0,5 Gam
/looamxkoea ouinka 3a eudamu OissIbHOCHI 30 MEMAMUKOIO0 OUCUUNTIIHU
Yuacmw y sebinapax, mpenineax 3a koxxHi 0,1 kpeauTy (3 roj.) y4acTi 3 OTpMaHHsIM cepTudikary - 3 Oamu
Tezu 0onosioi 3a yuacmio y Konghepenyii 3a KOYKHI T€3H, sIKi OITyOJTiKoBaHi - 3 Oaimm
Cmamms y suoanni 8 Ykpaini 3a KOYKHY CTaTTIO, sIka OITyOJTikoBaHa - S GajiiB
Cmammsi y iHO3eMHOMY GUOAHHI 3a KO)KHY CTaTTIO, sIka OITyOJTiKoBaHa - 8 OajiiB
NIJICYMKOBE OIIIHIOBAHHSI: nudepenniiioBanuii 3aj1ik 3riIHO KPUTEPIiB OIIHIOBAHHS
NIACYMKOBA OLIHKA 3A JUCHUIIJIIHY
. . . Ouinka /3anuc 6
oasm Kpurepii ouiHioBanHst PiBeHb KoMIIeTeHTHOCTI RN .
eK3amenauiiinii gidomocmi
CTyneHT AeMOHCTpPYE TIOBHI M MilTHI 3HAHHS HABYAJILHOTO MaTepiary B 00Cs3i, ITI0 BiMTOBINAE CHalycy JUCIMITTIHY, | Bucokmii
TIPABHJIBHO 1 0OTPYHTOBAHO MPHiiMae HEOOXiHI PIIICHHS B PI3HUX HECTAHIAPTHUX CUTYAITisIX. TToBHicTrO 3a6e3Me4y€e BIMOTH JI0 3HaHb, YMiHb 1
Bwie peanizyBaTi TeOpETHYHI TIOJOKEHHS IMCIMILTIHA B TIPAKTHYHIX PO3PAXyHKAX, aHAJI3yBATH Ta CITIBCTABILTH J]AHI | HABITIOK, ITI0 BUKJIA/IeH B CHIIA0YCl IMCIATUTIHIL.
o 00°€KTIB AIsUTHHOCTI (paxiBLisi HA OCHOBI HAOYTHX 3 JIAHOI Ta CYMDKHUX JIACIIILTIH 3HAHD TA YMIHb. BracHi ipormo3wiii cTyieHTa B OLiHKAX 1 BUPIIICHH]
S | 3Hae cydacHi TEXHONOTII Ta METOIM PO3PAXYHKIB 3 IAHOI AMCIAIDTIHA. 32 Yac HABYAHHS MY MPOBEICHHI MPAKTUYHAX | TIPAKTUYHIX 33124 TTiABAIILY€E HOro BMIHHS Bimmirso /
g 3aHSTh, TIPY BUKOHAHHI 1H/IMBIAyaTbHIX / KOHTPOJIBHUX 3aBIAHB MPOSIBUB BMIHHS CAMOCTIHHO BUPIIITYBATH ITOCTABJICHI | BUKOPUCTOBYBATH 3HAHHSL, SIKi BIH OTPHMAB TIPH 3apaxoBano (A)
3aBJIAHHS, aKTHBHO BKJTFOYATHCH B JIMCKYCii, MOXKE BiJICTOIOBATH BIIACHY MOMIIIO B MHTAHHSAX Ta PIICHHSX, IO | BUBYCHI IHIIVX JUCIIMILUIH, 8 TAKOK SHAHHS, HAOYTi
po3msimaroteest. 3meHtmenHs 100-0ampHoi OmiHKKM MOke OyTH TIOB’sI3aHE 3 HEOCTATHIM PO3KPUTTSM IUTAHB, IO | TIPH CAMOCTIHHOMY TIOTTIMONICHOMY BHBYCHI
CTOCYETHCS IUCIATLTIHY, SIKA BUBYAETHCS, aJle BUXOIMTH 33 PaMKH 00’ €My Matepiaity, repe0adeHoro ciadycoM, ado | TIHTaHs, IO BITHOCSTHCS 10 MCIUTLIHH, SKa
CTYJICHT NPOSIBIISE HEBITEBHEHICTh B TIyMayeHHI TeOPETUYHUX OJIOXKEHb Y CKIIQJIHAX NPAKTHYHUX 3aBJIAHD BHBYAETHCSL
2 CTyzmeHT IeMOHCTpYe TapHi 3HaHHS, TOOpe BOJIOIE MaTepiaioM, IO BiATOBIIAe cruiiabycy AMCIMILIIHK, pOOUTH Ha iX | JlocTaTHii Tlobpe/
<& | OCHOBI aHaTI3 MOMKIMBHX CHTYAIIIH TA BMi€ 3aCTOCOBYBATH TEOPETUHUHI MOJIOXKEHHS TIPY BUPIIICHHI MPAaKTUYHUX 337134, | 3a0e3ledye  CTyleHTy CaMOCTIHHE — BHPIIICHHS 3apaxosano (B)
© | ane onyckae okpemi HetouHOCTi. BMie caMOCTiHHO BHTIPARIISTH JIONYIIEHi TOMUJIKH, KUTBKICT SKHX € He3HAYHOIO. OCHOBHIX MPaKTIYHHX 33/1a9 B YMOBAX, KOJIF BHXI/THI P
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3Hae cyJacHi TEXHOJIOTIT Ta METO/IM PO3PaxyHKIB 3 JIAHOI AMCLMILTIHKL. 32 Yac HaBYaHHS! [IPY ITPOBE/ICHHI TPAKTHIHIX
3aHSITh, [IPY BUKOHAHHI 1H/IMBITyaJIbHHAX / KOHTPOJIGHHX 3aB/IAHb Ta MOSCHEHHI PHHHSTHX PIllIeHb, A€ BUUEpITHI
TIOSICHEHHST

JIaHi B HITX 3MIHIOFOTHCSI IOPIBHSTHO 3
TIPHKIIAJIAMH, TTI0 PO3TVISHYTI ITPH BHBYCHI
JCIATUTIHI

CryneHT B 3araibHOMY 100pe BOJIOJIE MaTepiasioM, 3Ha€ OCHOBHI IIONIO>KEHHS MaTepiaity, [0 BiZIIOBI/IAE CHUIa0ycy
JVICIATITIHY, pOOUTB Ha TX OCHOBI aHAJTI3 MOMUTMBHX CHTYALIiH Ta BMi€ 3aCTOCOBYBATH IIPH BUPIIIEHH] THIIOBUX

HocrarHiit
KoHkpetauii piBeHb, 32 BHBYCHUM MaTepiaioM

— | IPaKTHYHUX 3aBJIaHb, JI¢ JIOMYCKAE OKPEeMi HETOYHOCTI. BMi€ MOSICHUTH OCHOBHI MOJIOYKCHHST BUKOHAHUX 3aBJIAHb Ta .
,}.'? JIATH TTpaBUJIGHI BiIIOBII IPY 3MiHI pe3yJITaTy NPy 3a/1aHil 3MiHi BUXIHHX apamMeTpiB. [loMuiku y BimoBimsx/ cunabycy JIACLTITLTIHH. . 3 Hobpe/
™ | pimennsix/ pospaxyHKax He € CHCTEMHHMH. 3HAE XapaKTEPHCTHKI OCHOBHUX MOJIOMKEHb, 110 MAFOTh BU3HAYATTHHE JLOMATICOBI IIMTAHES PO MOIHBICTS BUKOPHCTAHHS apaxosano (C)
3HAYCHHA TIPH TIPOBE/ICHHI TIPAKTHYHHX 3aHATH, IIPH BHUKOHAHHI H/MBITyabHNX / KOHTPOJIBHUX 3aBJIaHb Ta TIOSICHEHHI ;i%;rgm nggﬁs;ﬁ;%?mo
TPUAHSTHX PillieHb, B MEXKAX JMCIMILTIHH, 110 BUBYAETHCSL.
CTyzeHT 3aCBOIB OCHOBHHI TEOPSTHUHHUIA MaTepialt, riepei0aducHuIii CriTalycoM UCIUIUTIHH, Ta PO3yMI€E TIOCTAHOBY Cepemiiii
N | cTanapTHIX IPAKTHHHIX 3aB/IAHB, M€ TIPOTIO3HITIT TI0I0 HATIPSMKY X BUpiIlieHb. PosyMie OCHOBHI MOJIOMEHHS, IO € 3abesTTeye TOCTATHEO HATIHHHIH DIBCHS 3a/10BUTHHO /
S | BUBHAYAIBHMMHE B KypPCi, MOYKE BUPILITYBATH MO/IOHI 3aB/IAHHS THM, 110 PO3IVIIAIUCH 3 BUKIAIAYEM, &I JIOMYCKAE . ! p . 3apaxoBano (D)
3HAYHY KUTHKICTh HETOYHOCTEH 1 IPyOHX MOMHJIOK, SIKi MOYKE YCYBATH 3a JIOIOMOTOFO BUKJIaJIAYa. BIATBOPCHHS OCHOBHHX TIONIOXCHB JHCLIHILTIHA
CTyzeHT Mae TieBHI 3HAHHS, Tiepe0adeHi B CHIa0yCi TUCIIMILTIHK, BOJIOIIE€ OCHOBHHMU TTOJIOKEHHSIMU, 1110 BUBYAOTHCST
g |Ha PIBHI, SIKMIT BU3HAYAETHCS SIK MIHIMAITBHO HOWHWM. 3 BUKOPHCTAHHSAM OCHOBHUX TEOPETUYHHX TIOJIOXeH, Cepeg}ﬁﬁ . 3a10BUTBHO |
& | CTYJIeHT 3 Tpy/HOIIAMH MOSICHIOE TIPABUIIA BUPIIIICHHS PAKTHYHIX/PO3PAXYHKOBHX 3aBJIaHb MCIMILTIHA. BiKOHAHHS | € MiHIMATIBHO JIOMYCTUMIM Y BCIX CKITA/IOBUX 3apaxosano (E)
© | mpaKTHUHKX / iHIMBITyaTHHIX / KOHTPOBHUX 3aBJAHb 3HAYHO (POPMATTI30BAHO: € BiTOBIHICTh ATOPHTMY, a7le cualycy MCIMILTIHA P
BIJICYTHE IIMOOKE PO3YMIHHS pOOOTH Ta B3a€MO3B’sI3KIB 3 IHIIMMU JUCIATITIHAMA
CTyeHT MOXKe BIXTBOPUTH OKpPeMi ()parMeHTH 3 KypCy. T p—— He3a10BUTEHO 3 MOYKIUBICTIO
%. Hespakaroun Ha Te, 0 CHIA0yC JVMCIMILIIHA CTYJCHT BHKOHAB, MPAIFOBAB BiH MACHBHO, HOTO BIATIOBIAI i Yac He 3a6e31euye IDakiHHol peatisani 3aat. 1o MOBTOpHOTO cKiananHst) / He
&3 | mpakTHYHKX POOIT B GLILLIOCTI € HEBIPHUMM, HEOOTPYHTOBAHMMH. Y€ rpa )1 peallisaitil 3a/iad, Iy 3apaxoBaHo (FX) B 3auixosy
L{iticHICTS PO3YMIHHSI MATEPIATY 3 IMCIMILTIHY Y CTY/ICHTA BiJICYTHI. (bopMyrOTECA IpH BUBCH] JWCLMILTIHN KHUICKY He NPOCHIAGIAENbCs
. .. . HesagoBiibHuit He3anoBuIsHO 3 000B’IBKOBAM
st (;T‘}’ZLCHT TIOBHICTEO HE BUKOHAB BUMOT cunabycy HaBYITHHOI IUCIATITIHH. Cry JGHT He T TOTORCHHi 10 CaMOCTiHHOTO HoBTOpHIM BuBucHHsM / He
& | Moro 3HaHHsi Ha Ii/ICYMKOBHX CTAIAX HABYAHHS! € (PPArMCHTAPHIMH. BUPICHH 3479, 1 OKPOCIIOE META T4 SABIAHH ponymenii (F) B saiikosy
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