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®OPMYBAHHSA EKOHOMIYHOI KOMIIETEHTHOCTI CTYAEHTIB TA
@®AXIBIIB TEXHIYHUX COEITAJIBHOCTEM Y MPOIIECI PO3POBJIEHHS
BIBHEC-CUMY.ISILII EKOHOMIYHOTI'O CIIPSIMYBAHHSI
JAMHUTPO AHTOHIOK

Kumomupcovkuti depacasnuil yHisepcumem imeni leana @panxa (FKutomup)

Anomayia. Cmamms npuceéaueHa ONUCY OOCHIONCEHHA (HOpMY6aHHs
EeKOHOMIYHOI  KoMnemeHmHocmi — cmyoewmie ma  ¢haxieyié  mexHiuHux
cneyianvHocmell y npoyeci po3pooOneHHs Oi3Hec-CUMYIAYIL  eKOHOMIYHO20
cnpamyeannus 3 memamuxu B2B E-Commerce (enekmponua Komepyis 3
Gdopmamom 83aemo0ii «biznec-0i3nec»). Y cmammi npoananizoeamo npoyec
JI02IYHO20 OU3auHy ma po3pooKu Oi3Hec-CUMYIAYIL 8 po3pi3i 6nausy Ha
GopmyeanHs eKOHOMIUHOI KOMNEeMmeHmHOCMI UleHi8 KOMAaHOU pOo3pOOKU
npoeKmy 8 UYacmuMi MmeMmMamuxu cumynayii. Awnaniz ma  y3aeanvHeHHs
Pe3VIbmamie CnoCmepexCenHs: 3a npoyecom po3pooKu OizHec-cumMynamopa ma
€BONIOYIEI0 eKOHOMIUHUX 3HAHb KOMAHOU pO3POOKU Oanu 3Mo2y 3pooumu
BUCHOBOK NpO  eheKmueHicms BUKOPUCMAHHA npoyecy po3poOKu OizHec-
CUMYTAYIL ~ eKOHOMIYHO20  CHPSAMYBAHHA Ol (POPMYBAHHA — EKOHOMIYHOI
KOMnemeHmHocmi cmyoenmie ma ¢haxieyie mMexHIYHUX CHneyiaibHOCmel.
Komanoa po3pobxu ompumana sHaumHs ma noenubuia po3yMiHHA SIK NPOCMUX
EeKOHOMIYHUX HNOHAMb, MAKUX sK 00Xi0, npubymox, cobdisapmicms, max i
Gdaxmopis, AKi 6NAUBAIOMb HA OYIHKY I[HEECMOpPOM YCHIUHOCMI NPOeKmy 8
2ay3i eeKmpoHHOl Komepyii.

Knwuoei cnoea: 6iznec-cumynayis, eKOHOMIYHA CUMYIAYISA, NPOCPAMHO-
IMIMayiuHuilL ~ KOMNIEKC,  eKOHOMIYHA  KOMNemeHmHIcmb,  (opmysanHs

eKOHOMIYHOI KOMNemeHmHoCcmi.



JImumputi Anmoniok
®OPMHPOBAHUE EKOHOMUYECKOH KOMITETEHTHOCTH
CTYIEHTOB U CIIELJUAJIUCTOB TEXHUYECKHX CIIEIJHAJIBHOCTEH
B IIPOIIECCE PA3APABOKT FU3HEC-CUMYIIALIUU
DKOHOMUYECKOU HAIIPABJIEHHOCTHU

Aunnomayun. B cmamve onucwigaemcs uccieoosanue @GopmMuposarus
IKOHOMUYECKOU KOMNEeMEeHMHOCMU CMYyOeHmo8 U CReyuaiucmos mexHudecKux
cneyuanvbHocmel 8 npoyecce paspabomru OUZHeC-CUMYIAYUU NO MmeMamuke
B2B E-Commerce (anekmpounas xkommepyusi 3 gopmamom 63aumooeticmeus
«busnec-ousnecy). Ananuz u obobwenue pe3yibmamos No360asI0N COelaAmb
861800 00 3hhekmusHoCmuU OAHHO20 NOOX00A.

Kniouesvie cnoea: Ousnec-cumynsiyus, OSKOHOMUYECKAS — CUMYTIAYUS,
NPOCPAMMHO-UMUMAYUOHHBIN KOMNIEKC, IKOHOMUUECKAsi KOMHNEemeHmMHOCmb,

GopmuposaHrue IKOHOMUYLECKOU KOMNEMeHMHOCU.

Dmytro Antoniuk
ECONOMICAL COMPETENCE OF THE TECHNICAL SPECIALTIES
STUDENTS AND PROFESSIONALS FORMATION WITHIN THE PROCESS
OF ECONOMIC BUSINESS-SIMULATION DEVELOPMENT

Abstract. The article describes the research of the economic competence
formation of the technical specialties students and professionals within the
process of the economic business-simulation in the area of B2B E-Commerce
development. The author of the article has analyzed the process of logical and
technical design and development of the business-simulation in the aspects of its
influence on the economical competency development of the team members.
Particularly, the part of the economics described by the business-simulation was
in interest.

The design and development process of the business-simulation as well as

the evolution of the economic knowledge of the team members were observed.



The technical specialists of the development team only were taken into
consideration of the study. The responsibilities of the team members at regular
workplace are to develop products and projects in the area of e-commerce. This
fact proves the importance to understand main financial aspects and success
criteria of the e-commerce company.

The analysis of the publications shows that despite a wide use of
simulations to develop certain skills, the design and development process is not
being applied a lot.

The analysis and generalization of the observation results prove the
efficiency of the business-simulation development process for the formation of
the economic competence of the technical specialties students and professionals.
Basic economic terms such as income, expenses, profit, service cost, etc. as well
as the key factors for the decision makers to invest into B2B E-Commerce
projects were studied by the technical specialist of the development team.

The future research and development in the area of economic competence
of the technical specialties students and professionals are important and
necessary. The area of using the economic business-simulation design for the
economy competence development has to be expanded to cover a wide range of
economic topics and concepts, to involve more participants into the process and
to improve the pedagogical aspects of the process. Having developed the
business-simulation, the next step is to use it for its direct purpose — to make
economic concepts, theories and aspects more obvious and clear. The technical
specialties students and professionals are more receptive to the active learning
which is enabled using simulations.

Keywords:  business-simulation,  economic  simulation,  economic

competency, economic competency formation.

IlocranoBka mnpoOGjemu. CydacHUl CTaH Ta TEHACHI pPO3BUTKY

COIliaJIbHO-€KOHOMIYHMX BITHOCHH Y CBIT1 B LIVIOMY, Ta B Halllli KpaiHi 30KpeMa,



BHMAararoTh HasiBHOCT1 JOCTaTHHO C()OPMOBAHOT €KOHOMIYHOI KOMIETEHTHOCT] y
¢daxiBuiB Bcix chep misubHOCTI. EKOHOMIUHA KOMIIETEHTHICTH (DaxiBIs Hdae
3MOTy 3a0€3MeUHTH:

— MNpUUHATTA €(EKTUBHUX pIIIEHb IMOJ0 BUKIWKIB ChOTOJIECHHA Ta
MaiOyTHHOTO Y TIOBCSIKACHHOMY XHUTTI1 JIIONWHHU, POJUHHU Ta MajUX COLIabHUX
Ipy1;

— MIiABUIIEHHS KOHKYPEHTO3/IaTHOCTI (paxiBlisi HA pUHKY Mparli;

— 3a0e3neueHHS KOHKYpPEHTHUX IiepeBar MiANPUEMCTBA B paMKax
MICIIEBOTO, PET10HAJILHOTO Ta CBITOBOTO PO3MOILIY Mparii.

OxpemMoi yBarum 3aciayroBye mpobiema (QopMyBaHHS E€KOHOMIYHOI
KOMIIETEHTHOCTI ~ CTYACHTIB Ta  (axiBIIB TEXHIYHUX  CICHiaTbHOCTEH.
HeoOxiaHICTh Ta IOLUIBHICTH TAaKOIO BIIOKPEMJIEHHS OOYMOBIIEHA THUIIOM
TisTbHOCTI  (paxiBIst Ta HAOOPOM 3HAHB, SKHH, 3a3BUYAd, OTPUMYE TaKUU
CHELIAIICT y Mpoleci HaOyTTs OCBITM B HaBYAIBHUX 3aKjiajaxX YCiX PIBHIB.
daxiBelb TEXHIYHUX CHEL1aTbHOCTEN 30pIEHTOBAHUI Ha BUPILICHHS TEXHIYHUX
3a1a4. EKOHOMIYHMM acneKkTaM CTBOPEHHS Ta 3aCTOCYBaHHS pe3yJbTaTiB CBOET
POOOTH NMPUILIAETHCS MEHIIIA yBara.

VY pesymbrari poOOTM B HANpPAMKY TMOMIYKY €(GEeKTUBHUX IUISIXIB
3a0e3neueHHs (OpPMYBaHHS EKOHOMIYHOI KOMIIETEHTHOCTI CTYACHTIB Ta
(haxiBIliB TEXHIYHUX CHElIAIbHOCTEN Oyna chopMynbOBaHa HACTYIIHA 2inomesa:
MpoIeC PO3POOKH EKOHOMIYHOI CUMYJSIIi  (EKOHOMIYHOTO CHMYJISITOpA,
MPOrPaMHO-IMITAI[IHHOTO  KOMIUIEKCY) MoOxke OyTH  e(deKTHUBHUM  JJId
(hopMyBaHHS €KOHOMIYHOI KOMIIETEHTHOCTI CTYJIEHTIB Ta (haxiBI[IB TEXHIYHHUX
CIeHIAJIbHOCTEH; T0IaTKOBO, TAaKHMI IiX1] aKTUBI3Y€E iX Mi3HABAJIbHY JISJIbHICTh
y HaOyTTI Ta 3aKpillJIEHHI TEOPETUYHUX 3HAHb, YMIHb Ta HAaBUYOK y PO3ALII
€KOHOMIKH, SKOMY BIAMOBI/Ta€ TEMaTHUKa CUMYJISIIII.

AHAJI3 aKTyaJdbHHUX [JOCJHiIKeHb. AHAT3 aKTyalbHUX JIOCIIKEHb
BITUM3HSHUX Ta 3apyODKHUX HAyKOBLIB I10Ka3aB, IO YyBara NPHAUISETHCA

BUKOPHCTAaHHIO BXKE PO3POOJCHUX CHUMYJAIIA 3 OCBITHBOIO METOK Ta



BUKOPUCTAHHIO TPOIECY PO3POOKH IHIIMX THUIIIB MPOEKTIB A (HOpMYyBaHHS
OKPEMHX THUIIIB KOMIIETEHTHOCTEH, 30KpeMa, J10CIiTHUITLKOT KOMIIETEHTHOCTI.

MeTtor0 aOCHiIKeHHSI € TMIJTBEPIKEHHS TIMOTe3U MpO €(PEKTUBHICTD
BUKOPDHUCTaHHSI TMpolecy po3poOKu Oi3Hec-cuMyismii  Juist  (OpMyBaHHSA
€KOHOMIYHO1 KOMITIETEHTHOCTI CTYJEHTIB 1 ()axiBI[iB TEXHIYHUX CIEIIaJIbHOCTEH.

3aBaaHHA TOCHIHKEHHS:

1. OpranizyBaru mpoIec JOTIYHOTO 1 TEXHIYHOTO JAu3aiiHy Oi3Hec-
CUMYJIALIII.

2. 3a0e3neuynTd CIOCTEPEKEHHS, aHaji3 Ta y3arajJbHEHHS NaHUX MI0A0
dhopMyBaHHS CKJIAJOBUX €KOHOMIYHOI KOMIIETEHTHOCTI TEXHIYHUX CICIIATICTIB
KOMaH/ 1 PO3POOHUKIB Y YACTUHI TEMATUKU CUMYJISIIII.

Meronn  gociigzkeHHs. Y paMKax — MPOBEACHOTO  JOCHIHKCHHS
3aCTOCOBYBAJIUCH METO/IU CITIOCTEPEKEHHSI, aHaJlI3y Ta y3araJbHEHHS.

Buxiaan ocHoBHOro marepiany. B pesynbrari aHamizy HayKoOBOi
JiTeparypu o0 e(PeKTUBHOCTI MEPEBEACHHS YaCTUHU MI3HABAIBHOTO JOCBITY
B OHJalH-cepenoBuille [l], BUKOpPUCTAHHS CHUMYIALIN U1  (GOpMyBaHHSA
PO3YMIHHSI TIPEIMETHOI 00JacTi MPOTrpamMHOro MPOAYKTY 4Yu Mpoekry [3] Ta
pe3yapTarax HalluX TOMEPEAHIX TEOPETHUYHUX Ta MPAKTUIHUX JIOCTIIKEHb
[4; 5] Oys10 IPUIHATO PIIIEHHS PO MPOBEACHHS €KCIIEPUMEHTY 1100 PO3POOKH
013HEC-CUMYJIALI 3 TOABIMHUM HAMIPOM:

— pO3pOOUTH  EKOHOMIYHY  CHUMYJAIII0  (TIpOrpaMHO-iMITalliiHHMA
komruiekc) 3 Temaruku B2B E-Commerce (enekTpoHHa komepilis 3 hopmMaroMm
B3aeMO/IIi «013HEC-013HECY);

— TpoaHanizyBaTH €(pEKTUBHICTh BUKOPHUCTAHHS €Taly IUIaHYBaHHA Ta
pO3pOOKHM  BIAMOBIAHOTO  cUMYyJIsTOpa Juisi  (OpPMYyBaHHS  €KOHOMIYHOL
KOMIIETEHTHOCTI CTY/ICHTIB Ta CIICIIATICTIB TEXHIYHUX CIIEI1aIbHOCTEH.

ITin «B2B E-Commerce» mpoekToM y paMKax IaHOTO JOCIHIJKEHHS MU
PO3YyMIEMO TPOEKT PO3POOKM Ta BIPOBAPKEHHS B EKCIUTyaraiilo I[HTepHeT-

pecypcy, 1110 3a0e3neuye MOKIIUBICTD 3/IIMCHEHHS OMTOBOTO, APIOHOONTOBOTO YU



pO3ApiIOHOTO TPOAAXy TOBapiB, PoOIT YK TOCIYT OAHUM Oi3HEC-Cy0’ €KTOM
iHmomMy. [HTepHET-pecypc Moxe OyTH BUIHBHO-JOCTYIIHUM YH 3 OOMEKEHUM
AOCTYynOM. Y 3arajdbHOMY BHWITaJKy peaii3allii Takoro MPOeKTy A€ 3MOTy
0i3Hec-Cy0’€KkTaM  TEpeBECTH  MEPEeBAXKHY  KUIbKICTh  Oi3HEC-IPOLIECIB,
MOB’SI3aHUX 3 KYIIBJICIO-TIPOJIAYXKEM TOBApIB, POOIT Ta MOCIHYT B €JIEKTPOHHUMN
Bursag. Ilpuknagamu Takux Oi3HEC-TIpOIECIB €: BUOIp 00’€KTIB 3aKymiBii,
(dbopMyBaHHS 3aMOBJICHHS, IMiITBEPIKCHHS 3aMOBJICHHS, MEpeBipKa HAsSBHOCTI
TOBapHMUX MO3MUIIA Ha CKJAJl, OIJjiara, KOHTPOJb JOCTaBKU, (OpPMYBaHHS Ta
MMTUCAHHS BC1X HEOOX1THUX JOKYMEHTIB.

Po3pobnena cumynsiis IUIAHYETbCSI 10 BUKOPUCTAHHS y HaBYAJIbHOMY
MpoleCcl BUINOI IIKOJIM Ta OCBITH JAOPOCHHMX [JIsi HAaOyTTS CTyAeHTaMu Ta
cHeniajgicTaMd €KOHOMIYHUX 3HaHb, YMIHb T4 HABUYOK y rajy3l €JIeKTPOHHOI
KoMepirii hopmary «O6i3Hec-013HeCH.

Y kxoMaHal po3poOku mOpoekTy OyinM BHM3HAUEHI HACTYMHHI  pOJIL:
MEHE/DKMEHT TIPOCKTY, Ol3HEec-aHali3 Ta MEHEHKMEHT MPOAYKTY, PO3poOKa
IPOrpaMHOTO KOy, pO3po0Ka Bi3yaabHOTO 1HTEp(dEiCy, KOHTPOJb SIKOCTI.

Poni «Po3po6ka mporpaMHOTo KOIy», «po3po0Ka Bi3yalbHOTO iHTEpdECcy»
Ta «KOHTPOJIb SIKOCTI» (Maji MO TEKCTy — mexHIiyHi poni) Oyau TpeacTaBIICHI
(daxiBUAMHU B raiy3i po3poOKH MPOrpaMHOro 3a0e3MeYeHHs 3 BUILLOK TEXHIYHOIO
OCBITOIO Ta CTYICHTAMH PI3HUX KYpCIB CellalnbHOCTI «[HXKEeHepist mporpaMHOro
3a0e3neueHHs» JKUTOMUPCHKOTO JIePKaBHOTO TEXHOJIOTTUHOTO YHIBEPCUTETY.

Pomi «MeHEMKMEHT TIpPOeKTy» Ta «Oi3Hec-aHali3 Ta MEHEIHKMEHT
MPOAYKTY» (aJll TI0 TEKCTY — eKOHOMIYHI poaii) IPEICTaBIIEeHI:

— (¢axiBISIMU 3 TOJABIMHUMH — BHUIIUMH TEXHIYHUMH Ta €KOHOMIYHUMU
OoCBITaMH 1 JOCBiiIoM poOOTH y cdepax 3acTOCYBaHHA TEXHIYHUX Ta
E€KOHOMIUHUX 3HaHb (IPUKIIaJoM TakuXx cdep € meHemxmenT [T-npoexris Ta IT-

MPOYKTIB, YIpaBIsiHHA KoMaHaamu [ T-cnieriaicTis);



— (baxiBLSIMU 3 HAYKOBUMHM CTYIIEHSIMU Ta TOCBIJIOM poOOTH B ranysi B2B
E-Commerce 3 mpoBigHUMU MDXHAPOJHUMHU KOMITaHISIMU TIOCTavyaIbHUKAMH Ta
knieatamu cucremu B2B E-Commerce;

— 1iHo3eMHMMHU (PaxiBusgmu B rany3i B2B E-Commerce 3 mocBijgom
KOHCQJITUHTY Ta KEPIBHUUTBA KOMIIAHISIMU-TIOCTa4albHUKAMU pIilIEHb Y JaHIN
ramysi.

BukonaBili TeXHIYHMX pOJeH y MOBCAKACHHIA poOOOTI MpaIlOIOTh Hal
PO3pOOKOI0 MPOTpaMHUX PIIIEHb y Tally3l €JIEKTPOHHOI KOMEpIlii B3araji Ta
eJICKTPOHHOT KoMmepIlii ¢opmary «0Oi3Hec-0i3Hec» 30kpema. OmNUTyBaHHS Ta
po0OoTa y rpymi Ha IMOYAaTKOBOMY €Tami HajJ MPOEKTOM BUSIBUIM HEAOCTATHI
3HAHHS JaHUX CTYJACHTIB Ta CHEIIANICTIB SK 3araJbHOCKOHOMIYHUX TOHSTH,
TaKuX SIK JOX1J, BUTPATH, NpUOYTOK, TaKk 1 OUIbII crenuiyHuX s Taimy3i
CUMYJISILIT MOHATh, TAKUX AK LI KIleHTa poekTy B obnacti B2B E-Commerce,
1[0 € OCHOBOIO MPHUHHSITTS PIIlICHHS MPO IMOYAaTOK POOOTH HAJ TAaKUM MPOCSKTOM
Ta BUOIp MpOrpamMHOI CUCTEMH JIJIsl peajizallli TaKoro MpoeKTy.

Buxonsiun 3 mepiioro 3aBIaHHS JOCHIKEHHS, y MPOLECi JOTIYHOTO
Tu3aiiHy Oi3Hec-cuMYJIAIli Oylo BH3HaA4eHO 0a30Bl Ta JIOAATKOBI €KOHOMIYHI
MOKA3HUKH, 10 € BAKIUBUMHU JIJISl MPUUHATTSA MOTCHIIITHUM KJIIEHTOM PIllIEHHS
PO TMOYAaTOK po3poOkum Tpoekty B obmacti B2B E-Commerce Ta oIiHKH
€(EeKTUBHOCTI TAKOTO MPOECKTY.

Jlo 6a30BHX €KOHOMIYHMX MOKa3HUKIB OyJ0 BIJIHECEHO: JI0XiJ, BUTpATH,
NpuOYTOK, 3aJMIIOK TIPOLIOBUX KOIITIB, COOIBApPTICTh OO’€KTIB MPOAAKY,
BapTICTh OOCITYTrOBYBaHHS Kili€HTa «0(QIIaitH» Ta «OH-JIAH.

JIo 0AaTKOBHX E€KOHOMIYHUX TIOKa3HUKIB OyJIO BIJIHECEHO: KUIBKICTh
«ohdnaiin» KITIEHTIB, MO TEPEHIITH B «OH-JIAWH» (Qopmar 3aKymiBenb,
KUIBKICTh ~ HOBHUX  «OH-JIJAH»  KJII€HTIB, I[lHA CEpPeAHBbOI  3aKyIHiBIIl,

MPOAYKTUBHICTB JIIOJICBKUX PECYPCIB I peaizallii pyHKI10HaTY.
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New webshop

Cash: $100000 Statistics
Weekly Total

Income: $0 $0

0 s Expenses: $0 50
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Features

Delivery

Click and collect - $1000 OTES

- Brings 7% of new online users
+ Increases average order by 3%

Pick-up or hame delivery - $2000 QTE 16

- Brings 8% of new online users
- Increases average order by 1%

ERP

) AX-$4000 O TE32

= Converts 30% of offline users o cnline

O

NAV - $4000 OTE: 32
I * Converts 30% of offline users to online

O

) SAP-58000 OTE 64
= Converts 30% of offline users to online

O

General

() Events - $2500 OTE 20
« Brings 3% of new online users

Puc. 1. Cmopinka cmeopenns Inmepnem-macasumy 0ns cumynayii

Takox, y mpotieci cumyrsiii peasnizaiii Ta ekcrutyaraiii «B2B E-Commerce»
MIPOEKTY HasiBHA MOXKJIMBICTb TMOPIBHSIHHS €KOHOMIYHOI €(PEeKTHMBHOCTI MOOYIOBU

TaKOTO MPOEKTY 3 BapiaHTOM TMIPOIOBKYBATH po00Ty «oddaitny.
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Shops  Servers

Cash: $§93597 Statistics
B2B Shop Converted users 110/ 200 Weekly Total
New users 14 Income: $36553 $61436
(23 Weekly report Average order amount $294 Expenses: $20489 $67838
Income 536553
. Profit: 87063 $-6402
Product cost §29125
Service cost $364
Profit $7063 @ Money (5 Market
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Weekly Report [ cot [ Onire business Offine bus iness
140000
B2B Shop 120000
28 The following features were implemented:
-Event 100000 15
- Click and collect
L The following marketing actions are running now: #0000
- Super Ad
& 20 offline users went online 60000
&+ 14 new users were registered
% Average order amount increased by 6% 20000
20000
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Puc. 2. Cmopinka nepeansioy nomounozo cmany Inmepnem-macasuny



BianoBigHo 10 apyroro 3aBIaHHs A0CHIKEHHS OyJI0 BUSBICHO HACTYIIHE.

Ha nouarkoBoMy eTarii poOOTH BUKOHABIII TEXHIYHUX POJIEH y MPOEKTI:

— HE MaJli TOYHOTO PO3yMIiHHSI 0a30BUX €KOHOMIYHUX TOHSATH, TAKUX SIK
«10X11» Ta «IPUOYTOK»;

— HE TIOBHOIO MIPOIO PO3YMIJIM CKJIaJ0BI IIHU MIPOJIAXy TOBapiB, poOiIT Ta
MOCJIYT;

— HE 3HAJW OCHOBHI MOKAa3HUKH, SKi € KIIOYOBUMH JUIsI MOTEHIIIIHOTO
3aMOBHHMKA MPOEKTYy B TPOLECI MPUUHATTSA pIIMIEHHS NPO TMOYATOK TaKOTO
IPOEKTY;

— HE BOJIOAUIM BIJOMOCTSMM IMPO KOHUENIII0 HENPUHUHATTS YCHIIIHUMHU
KOMIAHISIMU 3HAYHUX 1HHOBAlllM, 1o omnucaHi B poOoTi «The Innovator's
Dilemma: When New Technologies Cause Great Firms to Fail» [2]. Jlana
KOHIIEIIIIsI Ha/la€ pO3yMIHHS MOTHBAIIli MPEICTABHUKIB MOTEHIIIHHOT KOMITaH1T —
3amoBHUKa mnpoekty «B2B E-Commerce» 1mono NpudHATTA PILIEHHS PO
nepexiji J0 MOJENl «OH-JIaiH» OOCIYyroBYyBaHHS KJIE€HTIB a00 IPOJOBKCHHS
«o(raiin» 00CITyroByBaHHS B paMKaX IMMOTOYHOI YCIIIITHOT MOJIeIi O13HecCy.

BaximBo 3a3HauMTH, IO TPOILEC JIOTIYHOTO JH3aiHy IPOEKTY
oOy/T0BaHUM 32 1TEpaTUBHUM MPHUHITUIIOM. ToOTO, ITMKIIIYHO Bi10YBAIOTHCS:

1. Awuaniz nomounoco cmamy po3pooku cumyrayii. Ha nanomy kpoiii
iTeparii KOMaHJa TPOEKTY aHali3ye€ HasBHI 3HAHHS MPO 00 €KT CUMYIIAIII,
peanizoBaHy (YHKI[IOHAJIBHICTh CHUMYJIALII, CTyIiHb JOCSTHEHHS METHU
MIPOBEJICHHS 3aHATTS 3 CUMYJSLIEIO 100 PO3KPUTTS €KOHOMIYHUX MPUHLIUIIB
¢yukuionyBanas B2B E-Commerce pecypcy.

2. llocnubnenns swamb ma ecenepayis ioeu. Ha nanoMmy kpoii iTeparii
KOMaHJla TPOEKTy OTPUMYE JIOMAaTKOBI 3HAHHS, HEOOXIIHI JJIsi PO3YMIHHS
C€KOHOMIYHUX TPHUHIUMIIB (YHKIIOHYBaHHS O00’€KTYy CHMYJIINT Ta IUIaHye

(YHKI10HANBHICTB, 1110 Oy/e peai30BaHa Ha JaHli 1Teparfii.



3. Peanizayisn ¢hynxyionany. TexaidHa 4acTHHA KOMAaH/IU MTPOCKTY peatiszye
(GYHKITIOHAT CUMYJISIIII.

4. Ilepesipka ompumanozo pesynrbmamy. Komanna po3poOKH MPOEKTY Ta
CTOPOHH1 (POKYC-TpYIIM OIHIOIOTH SIKICTb peaiizaiii (yHKI[IOHATY CHUMYJISLII.
Ha iteparisx, komu Oi3HeC-CUMYJsLisl Mae (yHKIIIOHAJ, IO JI03BOJISE
MPOBEJICHHS 3aHATh 3 30BHIIIHIMU KOPHUCTyBauaMH (CTyJ€HTaMU Ta IHIIUMHU
3aIliKaBJICHUMHU 0co0amu) BiJOyBAa€ThCsl TMPOBEACHHS TECTOBUX 3aHATh IS
CHOCTepeKeHHs (DYHKIIOHYBaHHS CUMYJISAIIT B peaIbHUX YMOBaX €KCIUTyaTallli.
[IpencTaBHUK EKOHOMIYHOI YAaCTHMHM KOMAaHIW CHMYJISAIII TPOBOAUTH TaKe
3aHITTS, a MPEJACTABHUKM TEXHIYHUX POJEH KOMaHIu MPUHMAIOTh y4acTh Y
3aHSATTI y SIKOCTI IPaBIliB 200 CIIOCTEpiravis.

BukopucTaHHsl 1TEpaTMBHOIO MIAXOMY Ja€ 3MOry KOMaHJIl 3MIHIOBaTH
JIOTIKYy poOOTH CHUMYJISITOpA IO Mipl MOTIMOJEHHS 3HaHb Y TIPeAMETHIH 00JacTi
Ta OTPUMAaHHS 3BOPOTHOTO 3B’SI3KYy BIiJlI NMApTHEPIB MPOEKTY Ta KOPUCTYBayiB
IOJI0 CTYMEHsS BAXKIMBOCTI THUX UM IHIMHUX (PAKTOPIB Yy JOCATHEHHI
3aIIaHOBAHUX IIJILOBUX KIUJIBKICHUX MOKA3HUKIB 00’ €KTOM CHUMYJAIII. Y CBOIO
4epry, ITepaTWBHICTh AHOTO TIPOIECy 3abe3redye TOCTYIMOBE MOTTHOICHHS
3HaHb, (POPMYBAHHS Ta MOTIIUOICHHS YMiHb T4 HABUYOK TEXHIYHUX CTEIIATICTIB
KOMaH/U MPOEKTY Yy PO3/1Jl eKOHOMIKH, SKOMY BIATOBIJIA€ TeMAaTUKA CUMYJISIIII.
A camMe, B Trally3l CTBOPEHHS Ta (PYHKI[IOHYBaHHS IPOEKTIB €JIEKTPOHHOI
KOMEPIIii B CETMEHTI1 BITHOCHH «0i3HEC-013HEC).

VY nporeci 3MiHCHEHHS JIOTIYHOTO JU3aliHy TIPOCKTY, BUBHAYCHHS OCHOBHHUX
KUIBKICHUX TIOKa3HUKIB 00’€KTy cuMylndamii Ta (OpMyBaHHS KUTbKICHUX
3JIEKHOCTEH TaKUX MOKA3HMKIB BIJI 11 IPaBIls, TEXHIUHI CIIEI[1aIiCTH KOMaH/IH:
OTpUMAaJIM 3HAHHS Ta PO3YMIHHS 0a30BUX C€KOHOMIYHHX MOHSTH, O3HAHOMUIIUCH
31 CTPYKTypor  coOIBapTOCTI OO0’€KTIB  IpOJaXxy Ta  IPUHIMIAMHU
L[IHOYTBOPEHHSI, 3PO3YMLJIM 3HAYEHHS OCHOBHHMX ITOKA3HHKIB YCIIXY HPOEKTY

Uit O13HECYy NOTEHLIHOro KII€EHTa, OTPUMAlM YSABICHHS MPO MOTEHIINHY



MOTHBALII0 KOMIIaHI{ IMIO0 BIIMOBHM 3aCTOCOBYBaTH 1HHOBAILliiHI DIIIEHHS B
013Hecl.

BuCHOBKHM Ta mNepPCHEeKTHBH MOAAJBIIMX HAYKOBUX PO3BIIOK. Y
pe3ynbTaTi  MPOBENEHOTO  AOCTIKEHHS, MOXKHa  CTBEpDKYBaTH, IO
BUKOPHUCTAHHS MPOIECY PO3POOKH O13HEC-CUMYIISIIT 3 JOCUTh €(DEKTUBHUM JIJIsI
dhopmyBaHHs €KOHOMIYHO1 KOMIIETEHTHOCTI CTY/ICHTIB TEXHIYHUX
crieniabHOCTeH. UJeHM TEXHIYHOI YAaCTHHHM KOMaHJHU PO3POOKH IMPOTrpaMHO-
IMITalLIfHOTO KOMIUJIEKCY OTPUMAJIM 3HAHHA SIK 3arajlbHOEKOHOMIYHUX TOHSTH,
TaKk 1 BY3bKOCIICIIAIi30BaHI 3HAHHA y Traiy3i Oi3Hec-cuMyssiii, 1o Oyra
CTBOpeHa. B mopanpmioMy IUTaHY€THCS 3aCTOCYBaHHS pPO3pOOJIeHOI Oi3Hec-
cumyisanii B ramy3t B2B  E-Commerce B pamkax BUKIAJaHHS KypcCiB
€KOHOMIYHOI'O CIpPSIMYBaHHS, a TAKOX pPO3poOKa O13HEC-CUMYJIALII 3 TEMaTHUKU

1HIUX chep eKOHOMIYHUX Ta ()IHAHCOBUX 3HAHD.

BIBJIIOT'PA®ISA

1. Castronova Edward (2007). Exodus to the Virtual World: How Online
Fun is Changing Reality. Palgrave Macmillan. ISBN 1-4039-8412-3.
[EnexTpoHHU pecypc] — Pexum JOCTYILY:
http://us.macmillan.com/exodustothevirtualworld/edwardcastronova

2. Christensen, Clayton M. The Innovator's Dilemma: When New
Technologies Cause Great Firms to Fail. Boston, MA: Harvard Business School
Press, 1997.

3. Nisula Karoliina. ERP-based simulation as a learning environment for
SME business The International Journal of Management Education, Volume 10,
Issue 1, April 2012, Pages 39-49.

4. Anatontok JI. C.  TlporpaMHO-imMITallifHUA ~ KOMIUIEKC ~ SIK  3aci0
MOJICITIOBAHHSI ~ €KOHOMIYHUX  AaCleKTIB  BUKOPUCTAHHA  MPHUKJIAJTHOTO
nporpamHoro 3abe3neuyenHs / JI. C. Antontwok, O. B. bynax, b. I. I'epacumos //

Bceykpaincbka HayKOBO-IpakTUYHA KOH(EPEHIlss 3 MDKHApOAHOK YYacTIO



«CyyacHi iH(popMaliitHi TexHonorii B ocBiTi 1 Haymi» (10-11 nuctomaga 2016
poky.). — XKutomup: JXuTOMHUPCHKHI AepaBHUW YHIBEpCUTET IMEHiI [BaHa
®panka, 2016. — C. 226-229.

5. Anrontok /I. C. ExoHOMIYHAa KOMIIETEHTHICTb CTYIAEHTIB TEXHIYHUX
cneriaapHocTed Ta i cTpykTypHi KomroHeHTH / JI. C. AntoHrok // CydacHi
iH(doOpMaIliiiHl TEXHOJOrIT Ta 1HHOBAI[IfHI METOJWKM HaBYaHHS Yy MIATOTOBII

(baxiBIliB: METOAOJOTIS, Teopis, A0cBil, mpobdiemu. — 2017. — Bun. 47. — C. 5-17.

BIIOMOCTI ITPO ABTOPA
AnToHok JImutpo CepriiioBuuy — acmipanT Kkadeapu MNPUKIATHOT
MaTeMaThKu Ta iHPopMaTUKU KUTOMUPCHKOTO IEP>KABHOTO YHIBEPCUTETY IMEHI
IBana ®@panka. ORCID: 0000-0001-7496-3553
Kono mnayxoeux inmepecie: (GopMyBaHHS EKOHOMIYHOI KOMIIETEHTHOCTI
CTyACHTIB Ta (axiBI[IB TEXHIYHUX CHEIIaJbHOCTEH, Ol3HEeC-CUMYIIAIII,
MPOTrpaMHO-IMITAIIHI KOMIUIEKCH, TIOBEJIHKOBA €KOHOMIKA, Teopis irop,

CJICKTPOHHC HaBUYAHHAI.



