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Aunina 10. CepOeniBcbka™

OMHIKAHAJIBH BPEH/I-MEHE/ZKMEHT
GAPMAIIEBTUYHUX MIIITPUEMCTB: IIN®POBA APXITEKTYPA
TA THCTPYMEHTAPIN

Y cmammi docaidxucyemoca 6npoeaoyceHHs OMHIKAHAAbHUX cmpameeiii 'y OpeHo-
MeHeOwcmenmi papmauesmuuHux nionpuemcme YKpainu ¢ ymoeax punkoeoi HecmabiasbHocmi
ma pezyaamopHux oomencenv. Axuenm 3pooaeno na poai CRM-cucmem (Customer Relationship
Management 6 nepexaadi <ynpagainHA 83a€MOGIOHOCUHAMU 3 KAlEHMamu»), AKi GUCHYNAlONMb
UeHmpaabHuM iHmMepauilinum xabom uugpoeoi apximexmypu, wo 3abe3newye yeHmpaiizauiro
danux, eauboxe npogiat06aHHA YiabOGUX AYOUMOPIN MA CUHXPOHI3AUIIO MAPKEMUH206UX |
30ymosux npouecie. Ilposedeno nopisuaavnuii ananiz eaobasvuux CRM-naameopm (SaleskForce,
HubSpot) i3 eaayseeumu pimennamu (Proxima Cloud CRM, Veeva), niokpecaeno nepeeacu
cneyiaaizoganux cucmem, adanmoganux 0o cneuyuiku papmayesmuuno2o punKy ma
pezyasimopHux eumoe Ykpainu.

Poseasanymo incmpymenmapiii asmomamusauii 2iopuonux xomynixauii, 3oxpema Email-
mapxemune, Social Selling ma mecendxucepu (Viber, Telegram, WhatsApp Business), aki
inmeepyromoca uepe3 Application Programming Interface (API) o0aa peaaizauii
einepnepconanizoéanux cuenapiie 63aemodii. Ocobauea ysaza npuoiiena nobyoosi onmumaivHoi
«BOpOHKU domukie» (touchpoints), wio 00360.45€ yHUKHYMU KOMYHIKAUIIHOT 6MoMU Npu mpueaiux
UYuKaax yeoo, xapaxmepuux 04s apmaueemuunozo ceecmenma. Ilpedcmaeaeno cmamucmuyni
dani Komeepcii aidie 3aaexcno 6i0 Kirbkocmi Kanaatie i wacmomu KOHMAKMie, a MAKONC
3anpononosarno 3acmocyeanns cmpameeii Account-Based Marketing (ABM) odas adpecnozo
6NAUBY HA KAWOMOGUX AIKAPIE | MeOUMHUX NPAUIBHUKIB, 3 YPAXYBAHHAM CY6OPUX HOPMEMUKU ma
3aKonodascmea.

Jlemaavno npoanaaizoéano mexuiuni acnekmu 3abe3nevenHsa saKocmi 00CmMaAeHHs
nogidomaenv: ayoum DNS-3zanucie, npomoxoau SPF, DKIM, DMARC, a makoxc <«npozpie»
domenieé i monimopune penymauii 6ionpasnuka. 3HAYEHHA O00MPUMAHHA HOPMAMUGHUX
00MedceHb peKaamu AiKapcokux 3acobie, 30kpema nid uac 6iliCbK08020 CMAHY, PO32AAHYMO Y
KOHmeKcmi hopmyeanns 00820cmpokosoi cmpamezii GpeHo-meHedHcMeHny, OpicHMosanoi Ha
Oe3neuny ma epeKmueHy 63a€mMo0ir0 3 PUHKOGUMU CIMElKXoa0epamu.

Ompumani pesyivmamu 3aceiouyrontv, w0 OMHIKAHAAbHUL NiOXi0 y papmauesmuunomy
MapremuHzy eghreKmueHo noeOHye uuposi i mpaduyiini Kanaiu é €OUHY 6e3ul06Hy eKocucIemy,
de CRM-cucmema 6uKoHy€e poab «<M03K08020 UEHMPY», A KOMYHIKAUIliHI naamgopmu - nadaromo
iHCmpymenmu 04 nepcouaaizayii Kommaxmie ma nideUUW(eHHA 3aiy4eHOoCmi KAi€Hmie.
3anpononosano wiaaxu nooarbWUX HAYKOBUX 00CAI0NCEHDb, AKI 30Cepedycysamumymscs Ha
inmeepauii AI-mexnoaoeiti i MawuHHO20 HABUAHHA 045 onMuUMI3auii KaicHmMcoKol niompumku, a
makoxc aoanmauii OMHIKAHAALHUX Modeaell nid Kpu3oei ymMoeu ma pe2ioHaavHi ocobaueocmi
YKpainuceKkoeo papmaneemuunozo puHKy.

Karouosi caoea: papmayesmuunuii puHox, OMHIKAHAAbHICMb, OpeHO-MeHedlcMenm, Uupposa
mpaHcgopmayis, MapKemuHe08i piuueHHs, MapKemuHeo8i cmpameeii, 2iOpuUOHUL MapKemuHe.
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Alina Y. Serbenivska

OMNICHANNEL BRAND MANAGEMENT OF PHARMACEUTICAL
COMPANIES: DIGITAL ARCHITECTURE AND TOOLS

The article examines the implementation of omnichannel strategies in brand management of
Pharmaceutical companies in Ukraine in conditions of market instability and regulatory restric-
tions. The focus is on the role of CRM (Customer Relationship Management) systems, which act
as the central integration hub of digital architecture, ensuring data centralisation, in-depth profil-
ing of target audiences, and synchronisation of marketing and sales processes. A comparative
analysis of global CRM platforms (SalesForce, HubSpot) with industry solutions (Proxima Cloud
CRM, Veeva) is conducted, highlighting the advantages of specialised systems adapted to the
specifics of the pharmaceutical market and regulatory requirements in Ukraine.

The tools for automating hybrid communications were considered, in particular email mar-
keting, social selling, and messengers (Viber, Telegram, WhatsApp Business), which are integrat-
ed through the Application Programming Interface (API) to implement hyper-personalized inter-
action scenarios. Particular attention is paid to building an optimal touchpoint funnel, which helps
avoid communication fatigue during long deal cycles typical of the pharmaceutical segment.
Statistical data on lead conversion depending on the number of channels and frequency of contacts
are presented, and the application of Account-Based Marketing (ABM) strategy is proposed for
targeted influence on key doctors and medical professionals, taking into account strict regulations
and legislation.

The technical aspects of ensuring message delivery quality are analysed in detail: DNS record
audit, SPF, DKIM, DMARC protocols, as well as domain ‘warming up’ and sender reputation
monitoring. The importance of complying with regulatory restrictions on advertising medicinal
products, particularly during martial law, was considered in the context of developing a long-term
brand management strategy focused on safe and effective interaction with market stakeholders.

The results obtained confirm that the omnichannel approach in pharmaceutical marketing
effectively combines digital and traditional channels into a single seamless ecosystem, where the
CRM system acts as a ‘brain centre’ and communication platforms provide tools for personalising
contacts and increasing customer engagement. Ways for further scientific research are proposed,
which will focus on the integration of Al technologies and machine learning to optimise customer
support, as well as the adaptation of omnichannel models to crisis conditions and regional charac-
teristics of the Ukrainian pharmaceutical market.

Keywords: pharmaceutical market, omnichannel, brand management, digital transformation, mar-
keting solutions, marketing strategies, hybrid marketing.
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ITocranoBka mpoGJjemu. BiiicbkoBa arpecis Ta CyIyTHi MaKpOE€KOHOMiYHi
KPU3M CIPUYMHWIN (dyHIAMEHTaJIbHY PEeCTPYKTypM3allilo (apMalieBTUYHOIO
CeKTOopy YKpaiHH, 1110 KPUTUYHO BIIMHYJIO Ha CTA0LIbHICTh TOTiCTUMHMX JIAHIIIOTIB
Ta TMHaMIiKy po3apiOHOI peatizallii. AHaji3 pUHKOBOI KOH'IOHKTYPHY CBiTYMUTh, 1110
Micss KOPOTKOCTPOKOBOI CTarHailii MapKeTMHIOBOI aKTUBHOCTI Ha modvaTky 2022
POKYy, Tally3b INepeiliia 10 eTany CTpaTeriyHol aganTallii, KIIOYOBUMU BEKTOpaMU
SIKOI CTaJIM TIeperJIsi MPiOPUTETIB PO3BUTKY Ta ONTUMI3allisl onepaliiHUX BUTpAT.

JowmiHyloua paHime moaeiab ocobuctux BisutiB (Face-to-Face) BTpatmia
craTyc 0e3aJlbTepHAaTUBHOIO iHCTPYMEHTY, ITOCTYIMBIIMCH MiclleM THYYKHM
riopunHuM migxomaM [9, c. 4-15]. CyuyacHa mapagurma nependavae iHTerpaiito
HUPPOBUX KaHaNiB y LiTICHY €KOCUCTEMY, 110 TapaHTye Oe3nepepBHICThb
iHopMalLifiHOrO BIUIMBY Ha CTEHMKXOJAepiB. Y ILIbOMY KOHTEKCTi, KOHKYypEeHTHa
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CTiMiKiCTh OpeHIiB CTa€ TMOXiAHOI Bid SIKOCTIi MEHEIXMEHTY HaHMX Ta
OINEpPaTUBHOCTI pearyBaHHs Ha 3MiHU TONUTY. LIeHTpalbHUM €JIeMEHTOM HOBOI
apxitekTypu BUcTynaiTb CRM-1mnatdopmu, sKi €BOTIOLIOHYBAIM Bifl (DYHKILH
MPOCTOrO OOJIKY O PiBHSA KOMIUIEKCHUX AHAJIITUYHUX CHUCTEM, IO CIYTYIOTh
OeKrpayHIOM [JIs1 MPUAHSTTS OOTPYHTOBAHUX YIIPABIiHCHKUX PillleHb.

Hes3Baxawoun Ha 3HaYHUU o0O0csAT HayKoBUX Tybsikauiii y cdepi
(apmaneBTUUHOTO MapKeTUHTY, TMpobdlieMaTuKa TEeXHiYHOI Ta METOAOJOTiYHOI
KOHcoJTifalii OMHiKaHaJIbHUX IHCTPYMEHTIB, B yMOBaX PUHKOBOI HECTaOiIbHOCTI,
noTpedye TuMbIIOro aHaiidy. ICHyloui MOCHiIIKEeHHST 3Ae0iabIIOro TSXKilOTh 10
pO3MeXYyBaHHsI: BOHM pO3rsgAaloTh abo 3arajbHi TEOpPETUYHI MoJesi
AHTUKPU30BOTO MEHEIKMEHTY, ab0 (OKYCYIOTbCS Ha OKPEMHUX BeKTOpax
NpocyBaHHA (BUKIIOUHO digital-KaHaIv 41 MisUTbHICTh 30BHILIHBOI Cyk0u). [1pu
1IbOMY aCIIeKT CUHEPreTUYHOI B3a€EMO/Iii, 11I0 BAHUKAE TIPU iHTETpaLlii pi3HOPITHUX
IHCTPYMEHTIB, y €IMHY O€3LIOBHY €KOCHUCTEMY, YacCTO 3aJIUIIAEThCS 032 YBarolo
HAyKOBIIiB, 5IKi 31€0UIbIIOTO 3yMUHSIOTHCS HA MYJIBTUKAHAJIBHOMY ITiAXO/i 3aMiCTh
KOMILTIEKCHOTO OMHiKaHaibHoro [15; 16, ¢.110-118].

3okpema, HeJOCTAaTHbO JOCHTIIXKEHOI0 3TUIIAETHCS MPodIeMa TEXHOJOTIYHOL
aApXiTEeKTYypU OMHIKaHaJIbHOCTI. Y HAyKOBill JliTepaTypi MpakTUYHO BilCYTHil
TNOPIBHSUIbHUI aHali3 edeKTUBHOCTI amanTalii miodanrbHux CRM-mnatdopm
(SalesForce, HubSpot) mo cneuudiuyHux peryasTopHUX Ta iHPPaCTPYKTYpPHUX
peaniii yKpaiHChKOTO (hapMaleBTUYHOTO PUHKY, MOPiBHSIHO 3 Tajly3e€BUMU
pimeHHsaMHU (Proxima Cloud CRM, Veeva). HaykoBiii pinko posrasaaiotb CRM He
npocTo SK 0a3y JaHuX, a sK LeHTpajbHuili xad (middleware), 1o 3abe3rneuye
JIBOCTOPOHHIl OOMiH JaHUMM MiX KaHajlaMW KOMYHiKalii yepe3 API-nuto3u B
peaJbHOMY Yaci.

KpiMm Toro, 1mo3a yBaroro J0C/IiTHUKIB 3aTUIIAETHCS AITOPUTMIi3aLlisl TIOPUIHUX
KOMYHIKalliil B yMOBaX 0OMEeXXEHOro JOCTYITy A0 JiiKapiB Ta MpoOBi30piB (BOEHHUN
CTaH, TOBITPSHI TpUBOTHM, OjekayTv). BiacyTHi 4iTKi MeTOOWYHiI peKoMeHAallil
moao ToOyaoBM "BOPOHKM HOTWKIB" (touchpoints), sika © eMITipuIHO
OOIpyHTOBYBaja ONTUMAaJbHY YacTOTYy KOHTakTiB 4epe3 pi3Hi kaHanu (Viber,
Telegram, LinkedIn, Email) mis pisHUX cerMeHTiB aynuTopii. Biabuiicte Monenei
0a3yloThbCcsl Ha 3aXiJHUX METPUKaX CTAOUTbHUX PUHKIB, IO HE BPaxOBYIOTh
crnenrdiky BITYUM3HSHOTO CHOXKWBAavYa Ta €TUYHI 0OMEXEHHS 1100 BUKOPUCTAHHS
MEePCOHATBHUX TAaHUX Y MECEHIKEepax.

Takox mnoTpedye TAUOOKOTO BUBYEHHS NHUTAHHS BIpoBamXkeHHS Al-
TEXHOJIOTi Ta aBTOMaTU3allii (4aT-00TiB, TPUTEPHUX PO3CUIIOK) Y KOHCEPBATUBHY
CTPYKTYpPY OpeHI-MeHeIKMeHTY. HeBupileHnM € mpoTupiuusg Mix HEOOXiTHICTIO
aBTOMAaTU3allii PYTUHHUX TMPOUECiB IS 3HUXEHHS BUTpAT Ta MOTpebolo
30epeXeHHsT BMCOKOTO piBHST mepcoHarnizamii ("Human-to-Human"), ska e
KPUTUYHOIO 1711 (hOPMYBaHHS AOBIpU Y MEAWYHII CIIITBHOTI.

AHani3 ocTtaHHiX HocJimkenb i myOJikamiii. OcTaHHI TOCHIIDKeHHS B Taysi
OMHiKaHaJIbHOTO OpEeHA-MEHEIXKMEHTY GdapMaleBTUYHUX MiANPUEMCTB
JEeMOHCTPYIOTh 3HAYHUI iHTepec MO iHTerpamii UM@PpPoBUX Ta TpagULIiHUX
KaHaJliB KOMYHiKallii 3 METOI0 MiABUILEHHS €e(PEeKTUBHOCTI MapKETUHTOBUX
crpareriii. Ilaiona M. y cBoili po0OOTIi BUOKpPEMJIIOE OCHOBHiI 3aBAaHHS
KOOpAWHATOpPAa Y €KOCHUCTeMi, SKa CIpsSMOBaHa Ha 30epexXeHHS 310pOB’s,
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30KpeMa HEOOXiJHICTh KOOpAWHALI1 Pi3HUX KaHaJiB IJIS CTBOPEHHS BUCOKOI
LIHHOCTI JUTst KJtieHTa [2, ¢. 149-164].

Y nocnimxeHHi, BUKOHAHOMY B KOHTEKCTi PUHKY, 110 PO3BUBAETHCS,
ConimanoMm X. C. ta Epakatom A. T. OyJi0 moka3aHo, 1110 OMHiKaHaJIbHA CTpaTeris
3a OMOMOTOI0 TOeAHAHHS (Di3UYHUX i HM(MPOBUX €JIEMEHTIB 3HAYHO BIUIMBAE Ha
MOBEIIHKY JiKapiB, IIOM0 MPU3HAYEHHS JiKapCchbkux 3acoliB. BusgpneHo, 110
IHCTpYMEHTM KOMYHiKallii, $Ki BIUIMBalOTh $IK Ha KOTHITUBHWI, TaK i Ha
MOBENiHKOBUI KOMIIOHEHTH, MiIBUIIYIOTh 3aJy4EHICTh MEAWYHUX MPAIliBHUKIB.
ABTOpaMu MpOBEeAEHA OIlliHKAa BIUJIMBY CTpaTerii OMHIKaHAJIbHOI B3a€MOIii Ha
MOBEMiHKY JIiKapiB pU MPU3HAYEHHI PELIENTIiB y ClellializoBaHili apMaleBTUYHIN
rajysi Ha puHKax, 110 PO3BUBaIOThCA. |1, ¢. 55-62].

BiTuu3HsgHI HayKOBIi TaKOX AOCTIIXYIOTh 110 TeMaTuKy. MenbHUYeHKO O.
aKIIEHTY€E YyBary Ha HEOOXiIHOCTI BUKOPUCTAaHHS OMHiIKaHaJIbHUX LU(PPOBUX
IHCTPYMEHTIB T MPOCYBaHHSI OPeHIiB JiKapchKUX 3aco0iB B YKpaiHi [§, c. 98-
109]. Cemenna O. y cBoilt poOOTi MiAKPECTIOE POJb IHTErPOBAHOT OMHiKaHAJIbHOT
cTpaTerii K BiAIOBiAi HA BUKJIWKU LU(POBOI TpaHcdopmallii 11 3a0e3nedeHHs
CTabiIBHOCTI Ta KOHKYPEHTOCHPOMOXHOCTI (hapMalleBTUYHUX TMiAMPUEMCTB
VYkpainu. 3acTocyBaHHS  iHTErpoBaHOI  OMHiKaHajlbHOI  cTpaTerii y
(apmarnieBTHIHOMY MapKeTuHry [17].

Magzyp M. aHanidye oMHiKaHaJIbHI KOMYHiKallii SK iHHOBaUIMHUIA miaXim mis
NiABUIIEHHS B3a€EMOMAiIl 3 MEOIUYHUMM TMpalliBHUKAMU, AaKUIEHTYIOUU Ha
e(eKTUBHOCTI LMX MeTomiB y dapmaneBTu4HOMYy Oi3Heci. OMHiKaHaJIbHI
KOMYyHiKallii y ¢papMalleBTUYHii mpomucioBocTi [7, ¢. 68-73].

OTxe, cyyacHi HayKOBi [OCJHIIKEHHS 30CEPEIXYETbCSd Ha IMOEAHAHHI
HU@POBUX TEXHOJIOTI Ta MepPCOHATI30BAHUX KOMYHIKaliil y dapMaleBTUMHOMY
Oi3Heci 3 MeTOw MiABUILIECHHS €(PEKTUBHOCTI MApKETUHTY Ta 3MillHEHHS HOBipU
cepen MeAWYHUX (axiBIiB, IO OCOOJMBO aKTyaIbHO B YMOBaX CKJIaAHOTO
PEryJISITOPHOTO CepelOBUIIA TA PUHKOBUX BUKJIUKIB.

MeTow nochimKeHHsI €  OOIPYHTYBaHHS UM@PPOBOI  apXiTeKTypu
OMHIKaHaJIbHOTO OPEeH/I-MEHEIKMEHTY (hapMalleBTUYHUX minnpueMcts, 1e CRM-
cucteMa (YHKIIOHYE $SK LIEHTpaJbHUN iHTerpauiiHuMii xab, a TaKoxX
cucTeMaTu3allisl mpukiagHoro iHctpymeHTapito (Email, Social Selling, Messengers)
U9 pearizauii eeKTUBHUX TiOpUOAHUX KOMYHiKalliii B yMOBax PUHKOBOI
HECTaOUTBbHOCTI Ta PEryJISTOPHUX OOMEXEHb.

JocHimKkeHHs TPOBEACHO 3a JOMOMOIOK KOMITJIEKCHOTO METOHOJIOTiYHOTO
OinXody, 0 MOENHYE CUCTEMHMI aHali3 HAayKOBOi JITepaTypu, MOpPiBHSJIbHUI
texHosoTiyHuit aynutr CRM-nnatdpopMm Ta eMIipuyHe MOJAETIOBAHHS
OMHiKaHaJIbHUX KOMYHIKalliil y chapMalleBTUYHIl rany3i YKpaiHu, 3 ypaxyBaHHAIM
crnendiKi PUHKOBOI HECTAOIBHOCTI Ta peryasaTopHux odmexeHb. CTpyKTypa
poOOTH OXOIUTIOE IIICTh MOCTIAOBHUX €TalliB, CIPSIMOBAHUX Ha OOTPYHTYBaHHS
udpoBoi apxitekTypu OpeHin-meHemkMeHTy, n1e CRM-cucremu (SalesForce,
Proxima Cloud CRM, Veeva) BUCTynaoTh HEHTPATbHUM iHTErpaLliiHUM XaboM T
riopuaaux kaHaniB (Email, Social Selling, Messengers).

OcHoBHi pesynsraTé mociimkenns. JIns dapmaiieBTMUHOI Taiysi, ne BapTiCTh
3aJIy4eHHS KJIiEHTa € BUCOKOIO, a IIUKJ YTOAU - TPUBAIUM, KPUTUYHO BaXKIUBO
BUKOPUCTOBYBAaTU Taki pimeHHs gk SalesForce, HubSpot, Zoho CRM a6o
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crieniaizoBaHi rajry3esi miargopmu (Hanpukian, Veeva, Proxima Cloud CRM). ¥
po3pi3i  aHanizy creuiagi3oBaHOTO  IPOrpaMHOro  3abe3redyeHHs  AJs
(hapMalieBTUYHUX MiAMPUEMCTB, OKPEMOI yBaru 3aciayroBye riatgopma Proxima
Cloud CRM. Ha BigMiHy Bin yHiBepcajibHUX pilieHb (SalesForce, HubSpot), 14
eKocucTemMa po3pobjieHa BUKIIOUHO MJIsT ToTped iHmyctpii Life Sciences, 1o
JIO3BOJISIE HiBEIIOBATU HEOOXiAHICTh CKJIAQHOI KacToMi3zalii MiJ peryasgTopHi
BUMOTH (papMalleBTUYHOTO pUHKY [11].

Apxitektypa Proxima Cloud CRM 06a3yeTbcsi Ha mpuHUMII «All-in-one»,
IHTErpy1o4YH yrpaBiiHHA 06a3010 faHux MeauyHux ¢axisuiB (HCPs) Ta maiieHTiB i3
OMHIKaHaJJbHUMU MapKEeTUHTOBUMU iHCTpyMeHTamu. KilouoBoto iHHOBalli€lo
mwiatcdopmu € BpoBamkeHHs Artificial Intelligence (Al)-TexHooriit Ta po3yMHUX
4yaT-00TiB, SIKi aBTOMAaTU3YIOTh CEPBICHY MiNTPUMKY Ta 3a0€3MEeYyIOTh LIBUAKUIA
JIOCTYIl 1O aHaJiTUYHUX JaHMX Oe3rocepelHbo B KapTii kiieHTa. Lle mo3Bosse
(apmalieBTUUHMM KOMIIaHisIM peali3oByBaTU CKJIAAHI CLeHapii B3aeMOJil,
noennytoun Face-to-Face Bi3uTu 3 niudpoBUMU KaHaIaMU B €EIMHOMY iHTepderici
0e3 po3puBy aaHux [11]. 3aranom, dyHkuioHaabHuil moteHuian CRM-cuctem
3abe3reuye peanizallilo TpbOX KPUTUYHO BAXJIMBUX acIekTiB ympasmiHHS. [lo-
nepire, 3MIMCHIOETBbCS LIEHTpasi3alligd [OaHWX, II0 TMepeadayae CUCTEMHY
aKyMyJIsI1ito TTIOBHOI icTopii B3aEMO/Iii 3 ycima crerikxonaepamu: Jikapsimu (HCPs),
MpoBi3opaMu, AUCTPUO’I0OTOpaMM Ta KiHUeBUMU crnoxuBadamu [11]. Tlo-apyre,
IHCTpyMEHTapill MO3BOJISIE MPOBOAUTU TJIMOOKE TPOdUIIOBaHHS, 30epirarouu
JIeTanizoBaHy iH(opMallilo Tpo crelianizallito JikapiB, HO30JOTii, MOTeHIlial
NpU3HAYEHHS TMpernapaTriB (3 CyBOPUM [IOTPUMAHHSIM E€TUYHUX HOPM) Ta
MpiopUTETHI KaHaIM KOMYyHiKallii. [To-TpeTe, nocsaraeTbCsi CMHXpOHi3alliss KOMaH/I,
1o opmye enuHe iHpopmallifiHe moJe AJis KOOpAWHALIil Aili 30BHIIIHbOI CJTYy>KOU
(MeIuYHUX MOPEeACTaBHUKIB) Ta BiANUIy MapKeTUHTY, MiABUILYIOUYU 3arajibHY
e(eKTUBHICTh YIPaBJIiHCHKUX pillieHb [6; 10].

KiouoBuM  dakTopoM MinBUIIEHHS €(GEKTUBHOCTI MapKETUHTOBUX
KOMYHIKalliil € 3a0e3neyeHHs TJIMOMHHOI iHTerpallii cepBiciB email-MapKeTUHTY 3
CRM-cuctemoro, 1o pealidyeTbcs uepe3 iHTepdeiic MmpuUKIaTHOTO
nporpamyBaHHs (API). Lleii MexaHi3M rapaHTye IBOCTOPOHHi OOMiH JaHUMU,
JTIO3BOJISIIOYM BITPOBAIKYBATH CILIEHApii rineprnepcoHaisallii, ki BUXOIITh 32 MEXi
CTaHIAPTHUX 3BEPHEHb. 30KpeMa, BUKOPUCTAHHS NMHAMIYHOTO KOHTEHTY HaJae
MOKJIMBICTh aBTOMaTUYHO iHTETPYBATH B TiJIO €JIEKTPOHHOTO JIMCTA HE JIUIIE iM's
agpecara, aje W creuudiyHy iHdopMallilo, HaNpuKiIaa, IepcoHali30oBaHe
3aMnpolleHHs Ha MpodiibHy KOH(MEpeH1lilo, 1110 BiMOBiga€e creuiatisallii Jikapsl.
OkpiM 1BOro, cucTeMa aKTUBYE TMOBEAIHKOBI Tpurepu, (ikKCywuud Taki il
peUMITiEHTa, SIK BIIKPUTTS JMUcTa abo mepexid 3a MOCWIAHHSM Ha KIIiHiYHi
JMOCTIKEeHHs, Ta nepenatoun 1i curHaiu Hazan y CRM. Ha ocHOBiI 1ux maHux
BiIOYBAa€ThCSA aBTOMATUYHA CETMEHTALlis ayIUTOpiil: SIKIIO JIiKap BUSIBISE iIHTEpeC
JIO TIEBHOI TPYIU MpenapaTiB (HaIpUKIIal, KapAioJoTiYHOi), CUCTEMA aBTOMAaTUYHO
BiIHOCUTH WOTO 10 BiAMOBIAHOTO CErMEHTY [JI MONAJIbIIOI PEJeBAHTHOL
KOMyHiKalii. BaxJuBum eleMeHTOM LbOTO TMPOLECy € MiATPUMKA TirieHu 6a3u
JIaHux, ae iHpopmallis npo HemoctasieHi nosinoMieHHs1 (Hard Bounces), ckapru
Ha criaM abo BiIMMUCKYA aBTOMATUYHO OHOBJIIOETHCS B KAPTIIi KJIIEHTA, 1110 TO3BOJISIE
BUKJIIOUMTU HEAKTUBHI KOHTAKTU Ta 30€perTy BUCOKY PEIyTAaLlil0 JOMEHY.
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EdekTuBHicTh 11MbpPOBOI KOMYHIKallil MOXe OyTH CYTTEBO 3HUXXEHA Yepes
TEeXHiYHi Mpo0JeMU 3 JOCTABKOIO JIUCTIB, 30KpeMa, OJOKYBaHHsSI IOMEHIB TaKUMU
MOIITOBUMH TpoBaiinepamiu, ik Google adbo Outlook. 1151 3a6e3neueHHs CTabiIbHO
BUCOKOTO PiBHS JIOCTaBKU MOBiIOMJIEHb, HEOOXIIHUM € TIPOBEICHHS PETYJISIPHOTO
ayauTy TeXHiuHMX HajamTyBaHb DNS-3anucis, Bkiouarouu mpotokoiu SPE
DKIM ta DMARC. 3actocyBaHHS CIielliayli30BaHUX iHCTPYMEHTIB JiarHOCTUKMU,
taknx sk MXToolbox, Hunter.io, DNSstuff Ta MailTester, 103BoJIsI€ 3milfiCHIOBATH
KOMITJIEKCHAM MOHITOPMHT: MEPEBIpsATU HasIBHICTh noMeHy abo I[P-ampecu y
YOPHUX CIUCKAX, aHaIi3yBaTW DPEmyTallil0 BiAllpaBHUKA Ta TECTYBAaTU KOHTEHT
JIUCTIB Ha HasIBHICTh ciaM-Tpurepis. i HOBUX MOIITOBUX CKPUHBOK KPUTUYHO
BaXJIMBOIO € TIPOLEAypa <«MPOTPiBy» MOMEHY, SIKa Iepenadayae aBTOMATU30BaHY
BiANpPaBKY JIACTIB Ha TECTOBI aKayHTU 3 MOJAJbIIUM iX BiIKPUTTSIM Ta
nepeMilieHHsM i3 manku «Cram» y «BxigHi», 110 CJTyrye CUTHATIOM JJIS1 aITOPUTMIB
MpoBaiiiepiB Mo JETiITUMHICTb Ta LIHHICTh KOHTEHTY.

Y cermenti B2B, mo oxomaiooe B3aEMOMil0 3 aNTeYHUMU MepeXaMu,
JIVCTPUO'TOTOpaMU Ta JliiepaMu AYMOK, TOMiHYIOUYy pOJib Bimirpae mpodeciiiHa
mepexa LinkedIn, ocobnnBo y cuTyallisix, KOJIM TPaAULIiiHI KaHATW KOMYHiKallii
BUSBJISIIOThCS Hee(EKTUBHUMHU (TaK 3BaHE IMPABUJIO «TPbOX JIUCTIB»). Y TaKux
BUMAAKaX aKTUBYETbCS CLIEHApill couiaJbHOro cefiHry. s maciutabyBaHHS
OXOIUIEHHsSI, 0e3 BTpaTu MepcoHalli3allii, BUKOPUCTOBYETbCS aBTOMAaTHU3allisl
PYTMHHUX [iil - BinBimyBaHHS MNpodiliB, MPOCTABAECHHS JalKiB, HaICWIAHHS
3aIUTiB HA KOHTAKT - 3a IOTIOMOTOI0 TAKWX IHCTPYMEHTIB, IK Dux-Soup, LinkedIn
Helper, PhantomBuster, Zopto a6o ykpaiHCbKOro cepsicy Snov.io. Ilpu upomy
BKpail BaXXJIMBO AOTPUMYBATHUCS OajaHCy, 1100 YHUKHYTU OJIOKYBaHHS 3 OOKY
niaaropmu, sIKa aKTMBHO TNpOTUIie OoTaMm, a TakKoX 30epertv eTUYHiCTb
KOMYHiKallii, yHUKal041 arpeCUBHOTO HaB'sI3yBaHHSI TIOCITYT.

Hng KOMyHiKalii 3 I[IWPUIO AayAuTOpi€lo, 30KpeMa TMallieHTaMu Ta
MPOBi30paMU MEPILIOrO CTOJTY, HAUOUTIBII peJIeBAHTHUMU KaHAJIaMU € MECEHIKEPU.
Viber, 3aBAsIKH BUCOKOMY PiBHIO TPOHUKHEHHS B YKPAaiHi Ta HASBHOCTI HACKPi3HOTO
mndpyBaHHS, € MOTYXKHUM IHCTPYMEHTOM I TPaH3aKI[iHHUX TMOBIIOMJIEHb Ta
cepBicHOI miaTpuMmku. Telegram 103BOJISIE CTBOPIOBATU €KCIIEPTHi CIIJIBHOTU Ta
(¢yHkuioHanbHI 4YaT-00TH, a BuUKopucTtaHHs WhatsApp Business APl nanmae
MOXJIMBOCTI T odilliliHOl Oi3HEeC-KOMYHiKallii, Xo4a i1 0OMEXYEThCS XXKOPCTKOIO
MOJITUKOI KommaHii Meta 11om0 Mojepallii 11a0JOHIB  MOBiTOMJIEHbD.
Buxopucranns arperatopiB MeceHmxepiB, Hanpukian Key. CRM, no3Bossie Bectu
Jiajor 3 €IVMHOTO BiKHA, IMITyIOUM XWBE CHiUIKyBaHHS y dopmarti «Human-to-
Humany, 1110 3Ha4HO MiABUIIY€E PiBEHb JOBIpU MOPiBHAHO 3 YaT-60TaMu. BogHovac
HEOoOXiHO CYBOPO JOTPUMYBATUCS JMITiB PO3CUJIOK, SIKi YMOBHO CTaHOBJIATH 110 30
MOBiTOMJIEHB Ha 100Y, 111 0COOMCTUX aKAyHTiB, 00 YHUKHYTH PU3UKY OJIOKYBaHHS
HoMmepiB. ¥ Tabn. 1 HaBeneHo Kiacudikallilo CydyacHOro iHCTpyMEHTapilo, IO
BUKOPUCTOBYEThCS (hapMalleBTUYHUMU KOMITAHIsIMU [UIST aBTOMAaTU3allil TPOLIECiB.

3aBeplialbHUM Ta  KPUTUYHO  BaXJIMBUM  €TAllOM  apXiTeKTypu
OMHIKaHaJbHOTO MEHEIXKMEHTY BUCTyNa€ IMIUIEMEHTAllisS iHCTPYMEHTIB
HacKpi3Hoi Oi3Hec-aHaliTUKU, 30kpeMa riatdopm Power BI, Tableau ta Google
Analytics, ki moBUHHiI OyTu rmMboko iHTerpoBaHi 3 CRM-cucremoro s
3a0€e3MeueHH LTICHOCTI TaHUX.
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Tabnuysi 1. IHCTpyMeHTapi OMHiKaHanbHOro MapKeTUHry dpapmaueBTUYHUX
nianpuemMcTB, po3pobrieHO asmopoM Ha OCHO8I aHanidy hyHKUioHany SaaS-nnamgopm

Karteropia OCHOBHi PyHKUiOHaNbHe OcobamBocTi Ta
KaHany IHCTPYMEHTH npu3HaYeHHA 0bMeXeHHA
eHTpanisauia aaHux, .
SalesForce, U'n a:niHHﬂu'BO AOHKO}O Bumarae akicHoro
CRM-cuctemu HubSpot, Zoho, ynp L p. HanNOBHEHHA JAHUMU; €
npoaaxis, ictopis .
Veeva, . OCHOBOIO 414 aHANITUKK.
KNi€HTA.
S MNepcoHanizoBaHi BucoKuMIA pusnk
. Mailchimp, p . P
Email- SendGrid PO3CUIKM, TPUTEPHI NOTPaNAHHA B CNam;
MapKeTUHr R - NaHUIOXKN HeobXxigHicTb «nporpisy»
P ActiveCampaign u, 'D' porpigy
NnoBiJOM/IEHb. AOMEHIB.
. . Pu3uK 610KyBaHHSA
. . LinkedIn, Dux-Soup, | ABTOMmaTu3aL,ia NOLWYKY ) Y
Social Selling ) o aKayHTiB; epeKTUBHO
Snov.io, Ta KOMyHiKauii 3 /INP .
(B2B) Lo . npaLytoe Yepes cTpaTerito
PhantomBuster (nikapi, anctpub'totopum).
«HATUBHOIO» KOHTAKTY.
JNlimiTn poscunok (30
Viber, Telegram, LLIBMAaKa KomyHiKauia, noBiAOMNEHb B AeHb ANA
MeceHaxxepwm & . p. Rk Y 4 A A . A
(B2C/B2B) WhatsApp Business | cepBicHa NiATPMMKa, YaT- | 0COBUCTUX aKayHTIB);
API 601K (Key.CRM). nonitmuka mogepauii Meta
(WhatsApp).
Bisyanisauia gaHux,
. Power BI, Tableau, ¥ . LA A . IHTerpyetbea 3 CRM ans
AHaniTMka . HacKpi3Ha aHaniTuKa, .
Google Analytics . . BigcTexxeHHs ROI.
aTpubyLia KaHanis.

HeoOxigHicTh TAaKOTO MiIXOAY MiATBEPAXYETHCS EMIIPpUYHUMU AaHUMU
aHaJMiTUYHUX 3BiTiB SalesForce, gki UNIOCTPYIOTH creuu@iky KOHBEpPCiiHUX
npoleciB y (apMalleBTUMHOMY Ta CYMiXKHMX CEKTOpax: cepeaHiil KoedilieHT
KOHBepcii JimiB craHoBUTH OJM3bKO 13%, Tomi SIK 4acOBMI Jlar MPUIHSTTS
YIPaBIiHCHKOTO PillleHHs PO CHiBIpaliio Moxe gocaratu 84 nHiB. Taka TpuBaiicTb
LUKy YTOOY aKTyalli3ye MpoOIeMy PU3UKY «KOMYHIKaI[iHHOI BTOMU» PELIUITIEHTIB
Bill HAAMIPHOTO MIPSIMOTO THUCKY. 3 METOIO HiBEJIIOBAHHS LIbOTO HETATUBHOTO €(heKTy
JIOUJIBHUM € 3aCTOCYBaHHS CTpaTerii MapKeTUHTY KJIIOUOBUX aKayHTiB (Account-
Based Marketing, ABM). [laHa MeTOomoJIOTisl TO3BOJISIE peasli3yBaTy Mpelu3iiiHe
HaJallITyBaHHS TapreToBaHOI pekjaMu B couianbHux Mepexax (Facebook,
Instagram, LinkedIn), ¢okycyiouuch BUKIIIOYHO Ha BepudikKoBaHMX Oocobax, sKi
npuiimaioTh pieHHs1 (Key Opinion Leaders, rojioBHi Jiikapi, 3aBimyBaui anTedHUX
3akianiB). Lle copusie dopmyBaHHIO edheKTy «iHQOpMalLiiHOrO OTOYEHHS», 110
3a0e3rneuye MiATPUMKY KOHTAKTy Ta OpEHI-MPUCYTHOCTI 03 BUKOPUCTAHHS
iHBa3UBHUX METO[IiB, TAKMX SIK HAaB'SI3JIMBI Tese(pOHHI N3BIHKU.

TakuM 4YMHOM, OMHIKAHAJIBHUI Tiaxim y ¢apMaleBTUYHIN Taly3i ciig
IHTepIPETYyBaTH HE SIK MEXaHIYHY CYKYyMHiCTh KOMYHIKallifHUX iHCTPYMEHTIB, a K
nmoOynoBy 0€31I0BHOI, iHTerpoBaHoi ekocucteMu, e CRM-cucrema BMKOHYE
(PYHKIIi10 LIEHTPAIbBHOTO KOOPAWHALIIHOTO By3J1a («MO3KOBOTO LIEHTPY»), & KOXEH
OKpeMUil KaHal Bifirpae cneundiyHy posib y MPOCYBaHHI KJIiEHTAa KOHBEPCIAHOIO
BOPOHKOI0, 3a0€3IMeuyouu MOCTiJOBHICTh Ta Y3TOAXEHICTh MapKETUHTOBOTO
BBy [3]. ¥V Tabi. 2 HaBeAeHO 3aJIeXKHICTb CTpaTeril KOMYyHiKallii BiJl «TEILIOTU»
Jiga.
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Tabnuys 2. Ctpareris koMyHikauiiHux gotukiB (Touchpoints Strategy), cknadeHo Ha
OCHo8I aHanimu4yHux 0aHux SalesForce w000 Xummegoeo YUKy KrieHma

Twn niga PekomeHgoBaHa R
Xapaktepuctunka . MeTa KomyHiKaLii
(ayauTopii) K-CTb KOHTaKTIB
. PaHiwe 3gjlicHioBaB .
HeaktnsHuin PeaktuBauin, HaragysaHHA
. NOKYMKW, ane BTpaTns 1-3
KNiEHT \ npo 6peHa,.
3B'A30K.
«BikHO 3Halomuit 3 bpeHaom, 1-5 CBo€yacHa nponosuuis,
NOKYMOK» AKTMBHO LUYKAE PiLlLeHHS. 33KPUTTA Yroan.
Bucoka JloanbHa ayautopis, 3-10 MigTpumKa noAanbHOCTI,
06i3HaHicTb pobpe 3HaE NPOAYKT. ancenn.
) HazaHHA ekcnepTHOro
o . Buasnae iHTepec, ane He
Tennun nig, N 5-12 KOHTEHTY, HaBYaHHA
roTOBUI A0 MOKYMKMU. .
(Nurturing).
MoTeHUiiHNIA MoBepxHeBe 3HAaOMCTBO, 520 PopmyBaHHA A0BIpH,
KNIEHT BM/INB 30BHILLHIX haKTOPIB. [,EeMOHCTPaLiA LiHHOCTI.
. . . MNobyaoBa 3HaHHA
oo He 3Haromuin 3 KomnaHieto
XonogHuii nig, 260 NDOAVKTOM 20-50 (Awareness), mynbTu-
poAy ) KaHanbHuit Bnans (ABM).
Y cyyacHux yMoOBaxX B3aEMOJilI 3 <«XOJOAHUMMW» aAYAUTOPISIMU, IO
XapaKTepU3yloTbCs TPUBAIUM LUKIOM MPUUHATTA pimeHb (moHan 20

KOMYHIKaTUBHUX iTepalliif), arpeCUBHI METOIA MTPOCYBAHHS IEMOHCTPYIOTh HU3bKY
edekTuBHICTb. OOIPYHTOBAHOIO aJbTePHATHUBOIO BUCTymHae ctpateriss ABM, ska
0a3yeThCs Ha CUHEPTil MepcoHali30BaHOI LIU(PPOBOI KOMYHiKallii (Yepe3 colliayibHi
wiatpopMu) Ta iIHCTPYMEHTIB MPSIMUX MPOJAXKIB.

ITpakTyHa iMIIeMeHTalid Miaxoay (Hampukiaa, UUdpoBe MiOKPiMIeHHS
Bi3UTYy MEAWYHOIO TMpeICTaBHUKA TapreTOBaHUM KOHTEHTOM B Instagram),
3abesrneuye ¢GopMyBaHHsI eQEeKTy <«IIpUCYTHOCTI OpeHay». lLle mo3Bosie
OINTUMIi3yBaTU KOHBEPCiliHI MOKA3HUKU UIISIXOM OMHIKAHAJIBHOTO BILIUBY,
MiHIMi3yIOU¥ CIPUMHATTS MPSIMOTO KOMEPIIIHHOTO TUCKY.

ITpouec iMmmuemenTaiii ABM-ctpareriii y (apmanieBTUUHINi rany3i noTpedye
cyBopoi Bepuikalii Ha BiAMOBIAHICTh aKTyaJbHili HOPMAaTUBHO-IIPABOBill 0a3i.
3okpema, HeOOXiTHO BpaxoByBaTU 0OMeKeHHSI MpeCcTaBIeHi B Tao. 3.

PerynaropHa nosituka YkpaiHu y cdepi MpoCcyBaHHS JIiKapChbKMX 3aCO0iB
XapaKTepU3YETbCSI XOPCTKOI pErlaMeHTalli€l0, CIOPSIMOBAHOK Ha 3axUCT
TPOMAaJICHKOTO 3I0POB’S Ta TapMOHi3allito 3 Hopmamu €C.

BucnoBku. BUCHOBKM NOCHIIXXEHHS MiATBEPAXYIOTh, 110 BIPOBAIXKXEHHS
OMHIKaHaJIbHOTO OpEHII-MEHEIKMEHTY y (apMaleBTUUYHUX MiANPUEMCTBAX €
KPUTUYHO BaXJIMBUM JJI MiABUIIEHHS KOHKYPEHTOCIIPOMOXHOCTI Ta
aIanTUBHOCTI B YMOBAaX PUHKOBOI HECTAOUIBbHOCTI Ta PETryJSITOPHUX OOMEXEHb.
LenTtpanbHa posib CRM-cucteM sK iHTerpauiiiHoro xaby 3abesneuye eeKTUBHY
LeHTpaJli3allilo JaHUX, IMOoKe MpodiaoBaHHS Ta CMUHXPOHIi3allil0 MAapKETUHIOBUX
i 30yTOBUX MPOILIECiB, IO CYTTEBO ONTUMI3Yy€ YMPABIiHCHKI pillleHHS. [HTerpamis
inctpymeHTiB Email-mapkeTtunry, Social Selling i mecenmxepis uepe3 API no3Bouisie
pealliyBaTu ClieHapii rineprnepcoHaai3oBaHUX KOMYHiKalliil, 3HUXXYIOUM PU3UKU
KOMYHIKaliifHOi BTOMU ayqUTOPil 3aBASKU OOTPYHTOBAHIN «BOPOHIIi JOTUKIB».
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Tabnuys 3. ObMexeHHs1 Ha peKrnamy nikapcbkux 3acobiB,
cknadeHo Ha nidcmaei [4; 5; 12; 13; 14]

[03BO/IEHO /iLIE NEBHI
6e3peLenTypHi 3a nepenikom
MO3.

Kateropis . . Hacnigku
OcHOBHi 3a60pOHM Ta BUMOTH Mpasosi nigcrasu
obMmeKeHb NOPYLUEHHSA
3abopoHeHo NpocyBaHHA
peuenTypHUx 3acobis,
Peknama !1penapaT.|13 ',u'nﬂ O)K.MuleHﬂ' 3aKoH «[Mpo
peuenTypHUX Ta imnoTenui, inbexuiidrix peKknamy» Wrpadm po 5%
NeBHUX X?;';06;?g/i,::fy;gmza::: Ne2270/96-BP, niueHsiiHoro
6e3peuenTypHUx ?BMKaI?bHMXZaCOﬁIiB' Haka3 MO3 Ne422 | nnatexy s 3ML.
nikis ! Big 06.06.2012.

3MiCT peknamHmux

3abopoHeHo HegOCTOBIpPHI
TBEPAKEHHSA NPO
epeKTUBHICTb, NOCUNAHHA Ha
OiarHOCTUKY (niKyBaHHA) yepes
TenedoH (iHtepHer),
306paykeHHA MeAnpaLliBHUKIB,

3aKoH «[po
peknamy»

KoHTponb
Lepxaikcny»xéu,

peLenTypHuX.

Mmareplanis «BUHATKOBICTb» Npenapary, Ne270/96-BP. wrpadu.
rapaHTii BUNiKyBaHHA 41 «100%
edeKTUBHICTbY»; 3 2024 p. -
YKOAHA peKiama Ha ynaKkoBsKax,
NOPIBHAHHA 3 aHasI0ramu.
[o3BoneHo nvwe 6e3 npammx
3rafioK 3ab0pOHeHUX niKis, 3 Hakas MO3 Ne422
Peknama doKycom Ha bpeHp, Bif 06.06.2012 — lapmoHi3auia 3
dapmaueBTUYHUX | (KOpNopaTUBHMI iMigXK); onocepeaKkoBaHO Hopmamu €C,
niANPUEMCTB 3abopoHeHo B 3MI (iHTepHerTi, yepes Kputepil wrpadu.
CNoHCopPCTBi) Ans 3abopoHeHnx J13.

PiweHHa PHBO Big,
12.02.2025 (Yka3

Tvmyacosi 3a60poHw nig yac Mpe3naeHTa
. . naHaemil (BiiCbKOBOrO CTaHy Ne82/2025); - .
CneujianbHi ) AaMiHicTpaTUBHI
peRMmMM H:‘:l MapKeTMHr Ta npomouijto MNocraHosKn KMY camKuji
nikis (3 01.03.2025 p., 3rogom Ne168, Ne207 sig,
Bpery/boBaHO NOCTaHOBamM) 2025; Hakaz MO3
Ne962 Big
12.06.2025.
BaxuinBolo CKJIagoBOIO YCIiXy € 3acTocyBaHHS cTparterii ABM, dxi

JI03BOJISIIOTH aAPECHO BIUIMBATH HA KJIIOUYOBUX OCi0, YHMKAOUM iHBa3MBHUX METO/IiB
MpoCyBaHHs. PeTeIbHUIT MOHITOPUHT TEXHIYHUX aCIEeKTiB JOCTaBKHU MOBiTOMJIEHD i
JOTPUMAaHHSI HOPMATHMBHUX BUMOT € HEOOXiTHUMM IJis MiATPUMKU pernyTarlii

OpeHay y hapMalieBTUYHOMY CEKTOPI.

IIpono3unii momanplInX AOCTIIXKEHb (OKYCYIOTbCS Ha MOTJIUOJIEeHOMY
BUBYEHHI BIUIMBY Al-TexHosoriii Ta aBTOMaTU3allilo TiOPUIHUX KOMYHIKallill y
¢gapmalieBTUUHOMY OpeH/I-MEHEIKMEHTi, 30KpeMa PO3BUTKY 4aT-O0OTiB i CUCTEM
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MAallMHHOTO HaBYaHHS [JJIg TOKpPalleHHS KJII€EHTChKOI MiATPUMKMU Ta
nepcoHatizaiii. BapTo Takox TOCTiIUTU afgamnTallilo OMHiKaHaJbHUX CTPATEriil y
KOHTEKCTi KPU30BUX CUTYaIlill i3 BpaxyBaHHSAM JIOKAJTbHUX PETYJISTOPHUX 3MiH Ta
BIUIMBY COULIQJIbHO-TICUXOJIOTIYHUX (haKTOPiB Ha TMOBEAIiHKY CITOXWBauiB
(hapMmalieBTUYHOI MPOAYKIIii B yMOBax BiliCBKOBOTO CTaHY. 3HAUYIIMM HATIPSIMOM €
po3pobKa METOAUYHUX peKOMEHAaliil 1Jisl iHTerpallii aHaJliTUKU BEJIMKUX TaHUX i3
CRM-cucrtemaMu i1 TPOTHO3YBAHHS TEHAEHLIN MOMUTY 1 ONTUMi3alii
MapKeTUHTroBUX cTpateriii. KpiM TOro, HOUUJIBHUM € TOPiBHSUIBHUM aHai3
e(PeKTUBHOCTI OMHIKaHATBbHUX MOJENEN y Pi3HUX perioHax YKpaiHU 3 METOIO
BUOKPEMJICHHST HAWOUIBIN YCHIITHUX MPAKTUK, 110 MOXYTh OYyTH MacIlITaOOBaHi Ha
HalliOHAJILHOMY PiBHi.
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