MARKETING 299

Jenuc C. JIuTiok*

MAPKETHHI B3AEMOBIIHOCHH AK YNHHUK 3ABE3IIEYEHHA
KOHKYPEHTOCIHTPOMOZKHOCTI IIIATIPUEMCTB

Y npoueci docaidyncenna euxopucmano Komniekc 3a2dAbHOHAYKOGUX MA CHeUidAbHUX
Mmemodie: cucmemuuii nioxio (0aa anaaizy mapkemumey AK UiaicHoi cucmemu); memoou
mMeopemu4Ho20 y3a2aibHeHHs ma nopieHAHHA (045 cucmemamusauii noHAmMIilHO20 anapamy);
anasimuynuil memoo (0aa euevennsn egpexmuenocmi CRM ma SCRM-cucmem); epaiune
ModeatosanHs (04 8idoGpasrcenHs emanie opMyeaHHs A0AAbHOCHIL CIONCUBAUIEB).

Jlosedeno, w0 cy4wacna KOHKYPEHMOCHPOMOXNCHICMb 0a3yemvcsi Ha nepexodi 6io
mpan3axuilinozo mapkemuney 0o peasuitinozo. O6rpynmosano, wo euxopucmanus CRM-
cucmem ma incmpymenmie Social Listening 0036045€ nionpuemcmey npeeeHmuHo Kepysamu
penymauiinumu puzuxamu. Busnaveno, wo maxcumizayia noxasnuxa CLV (Customer Lifetime
Value) € nadiiinum noxasnurxom cmiiikocmi 6iznecy 8 ymosax mypOoyi1eHmHo20 puHK)y.

Yoockonaaeno nioxio 0o eusHaueHHA MapkKemuHzy 63A€MOGIOHOCUH AK CMPAMe2iuH020
akmugy nionpuemcmea, w0 inmezpye odauni eeauxux macueie (Big Data) oaa 3abe3neuenns
einepnepconanizauii nponosuuiii. Po3wupeno posyminna poai adeoxamie oOpendy 6 cucmemi
KOMYHIKauiii nionpuemcmea. 3anpononosani pexomenoauii w00o euxopucmanns indexcy NPS
ma SCRM-cucmem moxcymo Oymu euxopucmani nionpuemcmeamu 04s onmumizayii
Mapkemunz06020 0r00xcemy, niOBUUWEHHA PI6HA KAIEHMCLKOI 10SAbHOCMI Ma 3MeHUleHHs
6i0moKy cnoxcueatis.

Memoto cmammi € meopemuune 00TPYHMYBAHHA POAi MAPKEMUH2Y G3AEMOBIOHOCUH AK
KAI0408020 IHCMpYMEHmMY 3MIUHEHHS KOHKYPEHMHUX no3uuii nionpuemcmea ma po3podka
NPAKMUYMHUX PEKOMEHOAUill w000 8NPOBAONCEHHA UUPpPOBUX THCMPYMeHmie 041 onmumizauii
KALEHMCBbK020 00CBi0)y.

Karouosi caoea: mapkemune 83a€M08iOHOCUH, KOHKYPEHMOCHPOMOJCHICMb, nosavHicmb, CRM-
cucmemu, cmeiikxoaoepu, cnojicueua yiHHicmb.
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allows an enterprise to proactively manage reputational risks. It is determined that maximizing
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The purpose of the article is to provide a theoretical substantiation of the role of relationship
marketing as a key tool for strengthening an enterprise's competitive position and to develop prac-
tical recommendations for implementing digital tools to optimize customer experience.
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value.

Peer-reviewed, approved and placed: 02.03.2026

IToctanoBka mpoOGseMH. Y CyJaCHHUX YMOBax pO3BUTKY €KOHOMIKHU
nignpueMcTBa (YHKUIOHYIOTh Y CEPEAOBMILI BUCOKOI KOHKYPEHIIil, IIBUIAKUX
TEXHOJIOTIUHMX 3MiH Ta 3pOCTalOUYMX BMMOT CIIOXMBauviB. TpamuiiiiHi migxogud mo
MapKETUHIOBOI MiSUIbHOCTI, 110 OPIEHTYBAJIUCS IIePEBAXXHO Ha KOPOTKOCTPOKOBI
npojaxi Ta OKpeMi TpaH3akllii, ITOCTYIIOBO BTpadaloTh e(eKTUBHICTD.
ITignmpreMcTBaM HEOOXiTHO (POPMYBATH JOBTOCTPOKOBI B3AEMOBUTIIHI BiTHOCUHU
3i CIIOXXWBayaMHy, IMapTHepaMH, IOCTadyaJbHUKAMM Ta iHIONMH 3alliKaBICHUMU
CTOpOHAMH. BaXXIMBMM YMHHUKOM 3a0e3IeUeHHSI KOHKYPEHTOCIIPOMOXKHOCTI
MIAMPUEMCTBA € TAKOXK PO3BUTOK BHYTPILIHBOTO MOTEHIIiaJly OpraHisaliii, 30KpeMa
CTUMYJIOBAHHSI KPEAaTUBHOCTI IMEPCOHay, L0 Oe3MOoCepeqHbO BIUIMBAE Ha
3MaTHICTh (DOpMyBaTH iHHOBAIilTHi MAapKETHUHTOBI pimeHH [1].

Y 11boMy KOHTEKCTi 0COOJIMBOI aKTyaJIbHOCTI HA0YBa€ KOHLIETILiSI MAPKETUHTY
B3aEMOBITHOCHUH, gKa repeadadae moodyIoBy CTaOIIbHUX i JOBFOTPUBAJINX 3B’ SI3KiB
MDX TIOPUEMCTBOM Ta Horo kiieHTamu. Takuit migxin crpusie ¢popMyBaHHIO
JIOBipM, MiABUILNEHHIO JIOSJIBHOCTI CHOXMBAYiB 1 CTBOPEHHIO JOJATKOBUX
KOHKYPEHTHHMX IIepeBar Ha pUHKY.

AHaJii3 ocTaHHIX T0CiIKeHb Ta myoikamiid. [TuTanHs (hopMyBaHHS Ta PO3BUTKY
MAapKETUHTY B3a€EMOBITHOCUH aKTUBHO NOCIIIXYETHCSI B CYYACHIA E€KOHOMIUHIN
Hayli. BoaHouyac BaXJMBUM acnekKTOM € YTOYHEHHS MOHATIMHOro amapary
MapKEeTUHTY B3aEMOBITHOCHH, Or0 CYTHOCTI Ta eBoiolwii [2]. 3HaYHMIT BHECOK Y
PO3BUTOK KOHIIEMIIiI OpeHAMHTY TpeAcTaBiIeHO B poboTi 303ymboBa [3], ne aBTOp
CUCTEeMAaTU3YE MOIISIAN 3apyOi>KHUX HAYKOBLIIB I MPAaKTUKIB MApKETUHTY, TAKUX SIK
®inin Kornep, Jesig Aakep, EBepr Iymmeccon ta Armimr Hlet. V ixHix mpamsax
MapKeTUHT B3aEMOBIITHOCUH PO3TJISIAETHCS SIK CTPATEriUHUIA MIAXia A0 YIIPaBIiHHS
B3aEMOJIIEI0 MiX ITIATIPUEMCTBOM, CITOXMBAaYaMU Ta iHITUMHU YIaCHUKAMU PUHKY.

3okpema, ®inin Kotmep Haromolirye Ha HeEOOXiZHOCTI Ilepexomy Bim
TPagULIiIMHOTO TPaH3aKLiAHOTO MapKEeTUHTY A0 JOBTOCTPOKOBOI CIIiBIIpali 3
KIIIEHTaMU, 110 AO3BOJISIE MiABUILIUTU PiBeHb IXHBOI JIOSUIBHOCTI Ta 3a0e3IeUnTU
CcTabiIbHUIT po3BUTOK mimmpueMctBa [4]. eBim Aakep y CBOIX IOCIHIIKEHHSIX
MIPUIJISE 3HAYHY yBary (popMyBaHHIO OpPeHIOBOI IIIHHOCTI Ta POJIi TOBTOTPUBATIUX
BIZHOCHH 3i CIIOXXMBaYaMU Y CTBOPEHHI KOHKYPEHTHUX TlepeBar KOMIMaHii.

BaxJimBuii BHECOK y PO3BUTOK KOHIIEIIiiI MapKeTUHIY B3a€EMOBIIHOCUH
3poouB EBept [yMMeccoH, SIK1i1 po3Tisigae MapKETUHT SIK CUCTEMY B3a€EMO3B’SI3KiB
MIX PI3HUMU yYaCHMKAMU PUHKY Ta ITiIKPECIIOE€ BaXKJIMUBICTh YIpPaBIiHHS LIUMU
B3aemonisimMu [5]. Y cBoro uepry, Arainn et mociiakye eBoJIIOLII0 MAPKETUHTOBUX
KOHIIETIIifi Ta BM3HAYa€ MAapKETWHI B3aEMOBITHOCHH SK ONWH i3 KIIIOUOBUX
HAIIPSIMiB PO3BUTKY CYJaCHOTO MapKETHUHTY.

Cepen yKpalHCBKHMX MOCJITHWKIB IMTAHHS MapKETHMHIY B3a€EMOBITHOCHH
BUCBITIIOIOThC Y TIpansgx A. D. [Masnenka, H. B. Kapnenko, O. B. 3o3ynboBa Ta I.
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JI. PemetHikoBoi [6]. ¥V IXHIX HayKOBMX po0OOTaxX pO3JSAAIOTHCS OCOOIMBOCTI
3aCTOCYBAaHHS KOHIEIILIi1 MAPKETUHTY B3aEMOBITHOCHH Y JisUIbHOCTI MiIMPUEMCTB,
a TaKOX aHaJi3ylOThCS IHCTPYMEHTU (DOPMYBAHHS TOBIOCTPOKOBUX MAPTHEPCHKUX
BIIHOCHWH i3 KJIIEHTAMH.

TMomnpu 3HaYHY KiJTBKICTh HAYKOBUX AOCITIIXKEHB y 1ili cdepi, OKpeMi acleKTu
BIIPOBAIXKEHHS MAPKETUHTY B3a€EMOBITHOCUH y MPAKTUKY HisSJIBHOCTI MiAMPUEMCTB
NOTPeOYIOTh MOMAJBIIOrO BUBUEHHS. 30KpEMa, aKTYaIbHUM 3JIUIIAETHCS MTUTAHHS
BUKOPUCTAHHS CYYaCHMX LU(PPOBUX TEXHOJIOTI Ta iHCTPYMEHTIB YMpPaBIiHHS
KJIIEHTCbKUMU BiJHOCUHAMM [JIs1 MiIBUILEHHS €(PEKTUBHOCTI MapKETUHTOBOL
JiSITBHOCTI THAMPUEMCTB.

MeTom0 nociimKeHHs € OOTPYHTYBaHHS POJIi MAPKETUHTY B3aEMOBITHOCHUH SIK
KJTIOYOBOTO iHCTPYMEHTY 3MIillHEHHSI KOHKYPEHTHUX MO3UILIiNA MiAMpUEMCTBA Ta
PO3KPUTTS MEXaHi3MiB Oro peastizallii yepe3 CUHEprilo KJIiEHTChKOro MOCBily Ta
U(MPOBUX TEXHOJIOTIH.

OcHoBHi pe3yabraTé nocJimkenHsa. TpaHcdhopmallisi CydacHOTO PUHKOBOTO
cepeloBMINA TiJ BIUIMBOM MioOaiizauii Ta uudposizallii npusBena A0 KPU3MU
TPaAULiIfHOT MapKEeTUHTOBOI MOZEJi, OPi€EHTOBAHOI Ha MPOAYKT. TpaguiiiiHi
OiIXoAu OO MapKeTUHTY, c(opMOBaHi B MexXax KJIACUYHOI Teopii, OazyBayncs
nepeBaXKHO Ha YIpaBJliHHI MPOAYKTOM i 30yToMm [7]. B akagemiuHiii JitepaTypi uei
MPOLIEC OMUCYETHCS K TMepexi Bil MapaIurMU «TPaH3aKUIITHOrO MapKEeTUHTY» 10
«MapKETUHTY B3aEMOBiTHOCHMH». OCHOBHA BiIMiHHICTH TIoOJsiTa€ B 00’€KTI
YIPaBJIiHHA: SKIIO B MEPIIOMY BUITAAKy METOIO € MakKcumisalis NMpuOyTKy Big
OKpeMoi orepalii 30yTy, TO B IpyroMy — CTBOPEHHS ITOBIOCTPOKOBOI I[iHHOCTI
yepes yTpUMaHHS KJIi€HTA. Y IIbOMY KOHTEKCTi MApKETUHT MTapTHEPChKUX BiTHOCUH
PO3IISIAAETHCA SIK IHCTPYMEHT ONTUMIi3allil B3aEMOIIl MixX Cy0’€KTaMu pUHKY [§].

EBostionisi MapKeTMHTY B3a€EMOBIIHOCHUH TMpOMIILIA KijbKa eTarliB, KOXEH 3
SIKUX TOMIUOJIIOBAB PO3YMiHHS B3aeMopil 3i crnoxuBadyeM. Lle y3romkyeTbcs 3
nigxogaMu 10 MapKEeTWHTOBOrO YIPaBJIiHHS, SKi IependadaroTh iHTErparliio
CTpaTeTivYHUX i peJIILifHUX aCIeKTiB MisUTbHOCTI minnpueMcTna [9]. Ha mouaTkoBux
etanax (kKiHeup XX CT.) KOHLEMUiS po3misfanacs IMEePeBaXHO SK IHCTPYMEHT
cepBicHOi miaTpuMku. I[IpoTe chOrOomHI Ilie WJTiCHA CTpaTerisd yHpaBlaiHHS
iHTeJIeKTYaJbHIUM Ta COLiaJIbHUM KariTaaoM (GipMu.

JJ11 tInO1Ioro po3yMiHHSI AOUIIbHO MOPiBHATH 11i IBa MiAXOAM 32 KIIOUYOBUMU
XapaKTepucTUKamMu (AuB. Tao. 1).

Tabnuus 1. Kputepii NOpiBHAHHSA ABOX NigXoAiB MapKeTUHIY: TPAH3aKLinHMA Ta
MapKeTUHI B3a€EMOBIOHOCUH

KpuTepii TpaH3aKUiAHUIA MapKeTUHT MapKeTUHT B3aEMOBIAHOCUH
NOPiBHAHHA
Yacosuit KopoTKocTpoKkosuit (okpemi yrogm) Ll0BroCTPOKOBUI (MKUTTEBUM LMKN)
rOPU30OHT
OcHoBHa meTa 3any4eHHA HOBUX KNIEHTIB YTPUMaHHA HAaABHMX Ta NOANbHICTb
MpiopuTeT akocTi AKicTb NPoAyYKTY (BignosigHicTs TY) AKicTb B3aemogii Ta gocsiay
KomyHikauii OAaHOCTOPOHHI (peknama) [BocTopoHHii gianor (pinbek)
Ponb nepcoHany BuKoOHaBLi PyHKLiN [>kepena CTBOPEHHA LiHHOCTI
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Ilpy 1bOMYy MapKETUHI B3a€EMOBIIHOCUH pO3TISNAETHCI SK CKJIagoBa
CTpaTeTivYHOro yNpaBIiHHS MignpuemMctsoM [10].

MapkeTUHT B3a€EMOBITHOCUH 0a3yeTbCcs Ha imei, WO MiANPUEMCTBO €
YaCTUHOIO CKJIaAHOI Mepexi BimHOCHH. Taka cucTtemMa B3a€EMO3B’SI3KiB Mix
cy0’ekTaMy MapKeTUHTY (hOpMy€E KOMIUIEKCHUM MexaHi3M CTBOPEHHS LiHHOCTI
[L1]. TTpodecop Esept [ymMmeccon y cBoili kKoHuenuii «30R» Harosomrye, 1mo i
BIIHOCUHU HE OOMEXYIOThCH JIAIIE TOKYIIEM, a BKJIOYAIOTh B3a€EMOMII0 3
KOHKYPEHTaMU, JepXKaBHUMU OpraHaMM Ta BHYTPIIIHIMU MiIpO3ailaMUu KOMIaHii
[5]. Came 3maTHicTh e(EeKTHUBHO KEpyBaTU IIi€l0 MEpexXel BU3Haya€e piBeHb
KOHKYPEHTOCTIPOMOXHOCTI MiAMPUEMCTBA.

Y KOHTEKCTi PUHKOBOI CTiMKOCTi, peJsUiiiHUI Miaxig CTBOPIOE TaK 3BaHi
«BUTPATU TIepeMUKaHHs» (switching costs). Konu kiieHT Mae rmboKi eMoliiiHi Ta
orepalliifHi 3B'SI3KM 3 KOMIIaHI€I0, PU3MK MOTO Tepexoay JO0 KOHKypeHTa
MiHIMIi3y€ThCSI HaBiTh 32 YMOBM HASIBHOCTI Y OCTAHHBOTO HUXXYOI LiHU. Takum
YUHOM, JIOSUIbHICTh CTa€ HeMaTepiaJlbHUM AaKTUBOM, SIKWMI 0Oe3mocepemnHbo
KamiTali3yeTbCcs B PUHKOBY BapTiCTh MiATTPUEMCTBA.

DyHIaMeHTaTbHUM MeXaHi3MOM MapKeTWHTY B3a€MOBITHOCWH Yy KOHTEKCTi
KOHKYPEHTOCITPOMOXHOCTI € mpoiiec GOpMYBaHHS CTIKO1 JIOSUIBHOCTI. Y HAyKOBil
JiTepaTypi JIOSUIBHICTh YacTO pPO3IISHAAETbCS SK JABOPiBHEBA CTPYKTypa:
MOBEIiHKOBA (IMMOBTOPHI MOKYINKW) Ta aeKTUBHA (eMOLiiiHa MPUXUIBHICTD). s
Cy4acHOTro MiANMPUEMCTBA KPUTUYHO BaXJMWBO AocdraTd came adeKTUBHOI
JIOSIHOCTI, OCKJIBKM CYTO TOBEIiHKOBA MOXe OyTH 3yMOBJIEHA BiICYTHICTIO
aJbTepHATUB a00 TUMYACOBUMM aKUiMHWMU LiHAMU, 110 HE TapaHTy€ CTIMKOCTI
nepel KOHKYPEHTaMU.

ITpouiec mepeTBOpeHHS CMOXWBaya Ha MapTHEpa MOLUIBHO MPEACTABUTHU Yy
BUTJISIII «CXOMiB BiIHOCWH», A€ KOXEH HACTYMHUUR eTan BUMAara€ TJMOIIOl
iHTerpallii Ta BULLIOTO PiBHS JOBipH:

1. Tlorenuitthuit mokynens (Prospect): Cy0'ekT, sikuii Binmosigae mpoditio
LiIbOBOI ayaUTOpii, ajie 1Ie He MaB IOCBiIy B3a€EMOIII.

2. Tlokyneun (Customer): Ocoba, 1m0 3ailicHUIA pa3oBy TpaH3akilito. Ha
1IbOMY €Talli KOHKYPEHTOCITPOMOXHICTh 6a3y€ThCS Ha 11iHi Ta TOCTYIMHOCTI.

3. Kiienr (Client): IlocTiliHU#i cmoxuBay, KU oOUpae KOMIIaHilO 3a
3BAYKOIO 200 yepe3 (PyHKIIOHAJbHI epeBaru.

4. TlpuxuneHuk (Supporter): KITieHT, IKUil BiquyBa€ MacUBHY CUMIIATIIO 10
OpeHy, ajie 1e He TOTOBUI aKTUBHO MOT0 PEKOMEHIYBaTH.

5. Ansokat (lawyer): AKTUBHUI JOSJIBHMI CIIOXMBAY, SIKUW 3IilCHIOE
oe3komToBHy pekinamy (Word-of-Mouth) Ta 3axuinae OpeHn y myOJaidHOMY
poOCTOPi.

6. Ilaprtuep (Partner): HaiiBuiuumii piBeHb, O¢ iHTepecu KJi€eHTa Ta
ninnpueMcTBa (aKTUYHO 3JIMBAIOThCA (HANPUKIIAA, ydyacThb Y OeTa-TeCTyBaHHIi
HOBUX MPOAYKTiB). ¥ ILIbOMY KOHTEKCTi MapTHEPChKi BITHOCUHU € OCOOJIUBO
BaXXKJIMBUMU y MexXKax peaJstizallil CIiJIbHUX MPOEKTIB [12].

KoxeH nepexia Ha BUIILY CXOAUHKY CYTTEBO 3HUXYE BUTPATH MiAMPUEMCTBA HA
MapkeTuHT. KoHKypeHTHa rnepeBara TyT CTa€ «HEBUAUMOIO» ISl CYTIEPHUKIB: BOHU
OGavaTh Ballli Tpoaxi, aje HE MOXYTb CKOIIIOBAaTH EMOIIIMHWI 3B'SI30K, SIKHUI
TPUMAE KITiEHTA.
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BaxuimBuM eneMeHTOM 1Ii€l Mojesli € «30Ha ToJiepaHTHOCTI». Lle miamasoH
CEepBICHUX XapaKTEepUCTUK, Yy MeXaX SKOro KJI€HT TOTOBUI TMpobavaTtu
OiAMIPUEMCTBY NpiOHI MOMWIKK (3aTPUMKY OOCTaBKM, TEXHiuHi 3001) uepe3
BUCOKHWIA KpenuT AoBipu. [lignpueMcTBa 3 pO3BUHEHUM MAapKETUHIOM BiTHOCUH
MaloTh IIUPIITY 30HY TOJIEPAHTHOCTI, 110 3a0e3Ieuye iM BUIILY KUBYYIiCTh Y KPU30Bi
nepioau.

Y Mexax po30yIoBU KOHKYPEHTOCIPOMOXKHOCTI CIil TaKOX BpPaXOBYBAaTU
KOHIIETIIIIIO «9acTKU KitieHTa» (Share of Wallet) [4]. SIkio TpanutiiitHnii MapKeTUHT
0OpEThC 3a «4aCTKY PUHKY», TO peIILUiiiHui — 3a Te, 11100 KOHKPETHU I JTOSUTbHU
CMOXMWBA4Y BUTpauyaB SIKOMOTra OUTbIIMEA BiICOTOK CBOTro OIOJKETy caMme Yy Ballliii
koMmnaHii. Lle mocgaraeTbcs HUIIXOM Kpoc-TpoaaxiB (cross-selling) Ta mpomo3uitii
JIOPOXYUX, IEPCOHATI30BaHUX MPOAYKTiB (up-selling).

Y uudpoBy enoxy MapKeTUHT B3a€EMOBITHOCUH TPaHCHOPMYETbCS 3 CYTO
TYMaHIiTapHO! KOHLEIIIl B aHAJIITUYHY OUCLUILUIIHY, IO 0a3yeTbcsd Ha 0OpOOILi
BEJIMKUX MAaCHUBIB JaHMX. 30KpemMa, MapKeTUHIOBi KOMYHikallii HaOyBaloTb
IHTEpaKTUBHOTO XapakKTepy Ta 0a3yloTbcsd Ha UUdpoBUX TexHosoTisgx [13].
KoHKYypeHTOCITPOMOXKHICTh Cy4aCHOTO MiAMPUEMCTBA MPSIMO KOPEJIIOE 3 HOro
3MIaTHICTIO 30UpaTy, CUCTEMATU3yBaTU Ta iHTEpIpeTyBaTU iH(OpMalil Mpo
MOBENiHKY crnoxuBadiB. OCHOBHUM IHCTPYMEHTApiEM Yy UbOMY KOHTEKCTi
BUCTYIAIOTh CUCTEMHU yNpPaBliHHSA BigHOocuHaMU 3 KiieHTaMu (CRM — Customer
Relationship Management).

Baprto po3mexoByBatu Tpu piBHi ¢dyHKUiOHYyBaHHI CRM-cucteM, KOXeH 3
SIKUX POOUTH CBili BHECOK Y 3MilIHEHHSI pUHKOBUX MO3ULIH (ipmu:

1. OnepauifitHuii piBeHb: ABTOMaTM3allisl TOUOK KOHTAKTYy (TIpojaaxi, cepsic,
mapketuHr). Lle 3abesnedye equHuii cTaHAAPT OOCIYTOBYBAHHSI Ta BUKJIIOYAE
«JTIOJICHKUI (haKTOp», 11O TiJABUILYE 3a10BOJIEHICTh KJIiEHTIB.

2. AHaniTUYHUU piBeHb: BUKOpUCTaHHS MaTeMaTUYHUX MOAENEH s
cermeHTanii 6asu. Tyt 3actocoByeThcd RFM-ananiz (Recency — HoOBHU3Ha
OCTaHHBOI TMOKYNKHU, Frequency — 4dactora, Monetary — rpoiioBa LiHHicTb). Lle
JIO3BOJISIE MINMPUEMCTBY HE BUTpayaTU PECYpCHU HA HEPEHTAOENbHUX KITIEHTIB i
30CEPEUTHCS Ha TUX, XTO TPUHOCUTH 80% TIpUOYTKY.

3. KonabopariiiiHuii piBeHb: Opranisaiis MpsMoi B3aEMO[Iii 3 KJIIEHTOM 4epe3
3pY4Hi JUISS HbOTO KaHaiu (MECEHIXKEpPH, COLiaJIbHi Mepexi, 4aT-00THu), IIO
CTBOPIOE eheKT O6e3MepepBHOT MPUCYTHOCTI OPEHIY B KUTTI CIIOXUBAva.

HoBuM eTaroM po3BUTKY CTa€ iHTerpauis IITy4HOro iHrtenekty (Al) ta
Besuknx gaHux (Big Data). AnropuT™Mu MallMHHOTO HaBYaHHS JO3BOJISIIOTH
peaji3dyBaTi CTpaTerilo MpeIuKTUBHOTO MapkeTuHry [13]. 3amicth Toro, muro6
pearyBaTu Ha 3aluT, IO BXE BUHUK, MMiANPUEMCTBO Tependadyae MOTpedy
crnoxuBadya. Hampukian, aHali3 HUKIIYHOCTI MOKYMOK HO3BOJISIE aBTOMAaTUYHO
HaJICUJIaTU TIEPCOHAJII30BaHy MPOITO3UIII0 caMe B TOW MOMEHT, KOJW Yy KJIi€HTa
BUHUKAE MOTpeda B OHOBJIEHHI TOBApY.

Kpim Toro, umdpoBisalisgs [103BOJISIE  BINPOBAIXYBaTu  CTpaTeTilo
rineprnepcoHanizamii. AKIO TpaguLiiHUNA MapKeTUHT CETMEHTYBaB PUHOK Ha
IIUPOKi TPYNU, TO MAPKETUHT B3aEMOBITHOCUH Y IM(POBOMY CEPEIOBHUILLI MPALIOE
3 «cermMeHTOM omHoro» (Segment of One). Lle cTBOplOE HaifBUIIMII piBEHBb
KOHKYPEHTOCIIPOMOXHOCTi, OCKUJTBKU CIIOXMWBA4 OTPUMYE MPOAYKT ab0O IMOCIYTY,
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IO ifeaqbHO MiAJIAINITOBAHI Mix WOro iHAWBIAYaJlbHI TepeBaru, KyJIbTYpPHUI
KOHTEKCT Ta TOTOYHUI EMOLIiHUI CTaH.

TakuM 4YMHOM, TEXHOJIOTIYHUN CTEK MapKETUHTY B3a€EMOBITHOCHUH CTa€
«M(GpOBUM  aKTUBOM» KowmIaHii. KOHKYpeHTM MOXYTb CKOMilOBAaTH
XapaKTEePUCTUKU MPOOYKTY, aJle BOHU HE MAIOTh JOCTYMY 10 YHiKaIbHOI 0a31 3HaHb
PO KIIEHTCHKUI NOCBIl, SKY MiAMPUEMCTBO HAKOMMUIYBAJIO POKAMU.

B ymoBax rnoGanpbHOi uM@poBi3alii KOMyHiKalliid TpaauliiiHi MeToau
YIpaBJliHHS BiTHOCMHAMU 3 KJlieHTaMu TpaHcdopmyroTbes y KoHuenuito SCRM
(Social Customer Relationship Management) [13]. Axmo knacuunuii CRM
¢okycyeTbes Ha BHYTPilIHIX gaHuX mignpueMcTBa, To SCRM iHTerpye 30BHillIHi
MOTOKM iH(popMallii i3 colianibHUX Melia 15l 3a0e3MeYeHHs CTpaTeriyHol CTiKOCTi
OpeHy.

Mexanizmu BmimBy SCRM Ha KOHKYPEHTOCHPOMOXHICTh MiAMPUEMCTBA
yepes ynpaBiiHHS peryTalliiHUMU pU3rKaMy HaBEAEHO y Tabauili 2.

Tabnuuys 2. InctpymeHTapin SCRM y cuctemi 3abe3neyeHHss pUHKOBOI CTIMKOCTi
nignpuemMmcTBea

MNpeBeHTUBHUI Social Listening BuABNEHHA HeraTMBY Ha pPaHHiX cTagiax, no
MOHITOPUHF (YouScan, Brandwatch) | mMomeHTy MacoBOro nowmpeHHs.
EmouiiiHuit aHanis Sentiment Analysis (Al- | O6’eKTMBHa OLiHKA N0ANLHOCTI ayaAnTOpIl
anropuUTMu) Ta AMHaMIKV CTaBAeHHA A0 bpeHay.

LLiBnAaKe pearyBaHHA IHTerpoBaHi yaT-ueHTpn | MiHimi3auia Yacy Bianosiai, Wwo nigsuLLye
KpeauT A0BipY CNOXKMBAYIB.

KoHKypeHTHa MOHITOPWHT 3rafok BusBAEHHA cNabKMX MicLb KOHKYPEHTIB Ta
possigKa OMNOHEeHTIB 3a/1y4eHHsA IXHbOI ayanTopil.

EdextuBhnicte SCRM 6asyerbcsl Ha LUKJIIYHIA MoAedi B3aEMOIIl:
"MoniTopuHr —> AmnHanmiz —> 3anmydyeHHs1 —> Ouinka". 3aBAsgKM aBTOMaTHU3allii
LbOTO LIMKIIY, IiANPUEMCTBO OTPUMYE MOXIIMBICTHL HE IPOCTO BIiAIOBigaTU Ha
3anuTHh, a (OPMYBaTH HABKOJIO ceOe CITUIBHOTY JIOSITIBHUX CIOXWBAYiB («OpeH/I-
aMmbacamopis»).

Oco0nBoOro 3HayeHHs HaOyBa€ 3IaTHICTh CUCTEMU IUMEPEHIIIIOBATU TUIU
3raJIoK y Mepexi 11t BUOOPY BiATIOBIIHOI cTpaTterii KoMyHikauii (qus. puc. 1).

AEEEEHE KOHCTPYKTUBHUIA HeraTue

® HeraliHa peaKuis, BUpilleHHs Npobiemu, NepeTBoOpeHHA KiieHTa Ha
NOANbHOTO.

A4 Mo3UTMBHUI AOCBIA,

® NoaAKa, CTUMyNtoBaHHA A0 nowunpeHHa (UGC — User Generated
Content).

IH¢opmau.i17|Hi aTaKku (TponiHr)

e cTpaTeriyHe irHopyBaHHA abo CNPOCTYBaHHA 3 HaBeAEHHAM GaKTiB.

Puc. 1. PiBHi pearyBaHHA Ha cnoxuBumnmn pifdek y cuctemi MapKeTUHry BigHOCUH,
po3pobrieHa asmopom
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Takum unHoM, SCRM mnepeTBOpIOE coliajibHI Media 3 MalgaH4YuMKa I
peKjIaMy Ha MOBHOLIHHUI iHCTPYMEHT CTPATETiYHOTO YIpPaBJiHHS, IO TO3BOJISIE
OiAMPUEMCTBY 30epiraTu JiAepchKi TMO3UIIT HaBiTh Yy TypOyJleHTHOMY
iHbopMaLifHOMY CepeTOBUILI.

Ilepexin mo MapKeTUHTY B3a€EMOBiIIHOCUH BUMarae rneperisay cuctemu KPI
(KJTI0OYOBUX MOKA3HUKIB e(eKTUBHOCTI). AKINO TpaauuUiiiHWil miaxin omnepye
o0csramMu TpoAaxiB 3a TMepiod, TO PeNsLiiHUI miaxin 6a3yeTbcsl HA MOKa3HUKaxX
JIOBrOCTPOKOBOI WiHHOCTI. OCHOBHMM iHAMKATOpOM TYT BucTymae Customer
Lifetime Value (CLV) — moxutTeBa MiHHICTH KiTi€eHTa [4; §].

Exonomiunuii cenc CLV i KOHKYPEHTOCIIPOMOXKHOCTI MiIMPUEMCTBA
TOJIATa€ B TOMY, 11O BiH JO3BOJISIE BUBHAYUTU BEPXHIO MEXY BUTPAT HA 3aTyYEHHS
onHoro kiieHta (Customer Acquisition Cost — CAC). @opmyia po3paxynky CLVy
CIIPOLIEHOMY BUIJISIAI BUTJISIIAE TAK:

CLV = Z (R* - C‘)

ne: Rr — poxim Bim kimieHTa 3a mepiof; C: — BUTpaTU Ha OOCTYrOBYBaHHS
KJIieHTa 3a mepioa; d — cTaBKa OUCKOHTYBAHHS; W — TPUBAIICTh BITHOCUH Y
nepiogax.

BukopucTaHHS 11i€i METPUKU JO3BOJISIE MIANPUEMCTBY MPUMATH CTpaTeTivHi
pilleHHd 1040 iHBecTulii y cepsic. Hanpukian, gximo CLV nosyibHOTO Kili€HTa
BIIECSITEPO MEPEBUIILYE BUTPATU HA HOTO YTPUMAHHS, TO KOMITaHis MOXe JO3BOJIUTU
c00i 3HaYHi BUTPATHU Ha MEPCOHATi3allil0 Ta OOHYCU, CTBOPIOIOYN «3aXUCHUN BaJl»
MPOTU KOHKYPEHTIB.

IITe onnuM BaxuiueuM nokazHukoM € Churn Rate (KoediuieHT BinToky) [4]. Y
KOHTEKCTi MapKeTHHTY BiTHOCHH, 3HWKEHHS BiTOKY Ha 1% MoXe naTu OiTbInnii
MPUPICT YUCTOTO TIPUOYTKY, HixX 30iLTbIICHHS OIOIKeTY Ha pekiamy Ha 10%. lLle
TMOSICHIOETBCS TUM, IO «CTapi» KIEHTU 3a3BUYAll KyMyIOTh JOPOXKYi MPOAYKTU Ta
NOTPeOYIOTh MEHIIE KOHCYIBTA[IHOT MiATPUMKHU.

J71s1 ouiHKY e(beKTUBHOCTI peIIUiHUX CTpaTeTili JOLUIbHO BUKOPUCTOBYBATU
matpulo  «JlosuibHiCTb—IIpuUOYTKOBICTE», $Ka MHO3BOJsE KilacudikyBaTu
KJIIEHTCHKY 0a3y Ha YOTUPU TPYIIU:

* «CmpasxHi apysi» (Bucoka JNOsUIbHICTb, BUCOKAa MNPUOYTKOBICTb)
TOJIOBHUI aKTUB KOHKYPEHTOCIIPOMOXKHOCTI.

*  «Merenuku» (Husbka n0SIBHICTD, BUCOKA TPUOYTKOBICTh) — KJIIEHTH, 1110
LIYKAIOTh BUTOMY; MOTPEOYIOTh MUTTEBUX MPOMO3UILINA.

*  «[Ipumunann» (Bucoka J0s1bHICTh, HU3bKA MPUOYTKOBICTh) — CTBOPIOIOTH
HaBaHTaXEHHS Ha CEepBiC, MOTPeOYIOTh ONTUMI3allil BUTPAT HA HUX.

*  Hyxunui» (Huszbka 10s1bHICTh, HU3bKA TPUOYTKOBICTh) — HE € LIJIbOBOIO
ayJIUTOPIEIO.

Posnogin pecypciB BiinmoBigHO 00 wi€l kiacudikalii 103BOISE MiATPUEMCTBY
JoCsSITaTH MaKCUMaJTbHOT pUHKOBOI e(eKTUBHOCTI TTPU 0OMEKeHUX pecypcax [4; 6].

BucHOBOK. Y3arajabHEeHHS pe3yJibTaTiB MPOBEIECHOTO MOCIIMIKEHHS ITO3BOJISIE
CTBEPIXYBaTH, 1110 TpaHCdopMallis MapKeTUHIOBOI HisUIbHOCTI MMiANPUEMCTBA B
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HamnpsiMi po30yIOBU TOBrOCTPOKOBUX B3aEMOBITHOCUH € Oe3aJibTepHATUBHUM
LISXOM 3a0e3MeYeHHsT CTPaTeTiyHOI KOHKYPEHTOCIIPOMOXKHOCTI B CYYaCHUX
yMoBax. TeopeTWYHUU aHali3 MiATBepAWB, IO TpaAulliiiHa TpaH3aKIililiHa
napagurMa Buueprnaia CBili MOTEHIial, OCKIJIbKM BOHA HE BPAaXOBYE 3pOCTAlOUy
3HAUYLIICTh HEMaTepiaIbHUX aKTUBIB, TAKUX SIK JOBipa, peryTallis Ta KJIi€HTCbKU
KamiTat.

BcraHoBieHO, 0 KJIIOYOBUM YMHHUKOM PUHKOBOI CTIKOCTi CTa€ 30aTHICTh
OiAMIPUEMCTBA MaKCUMI3yBaTU XKUTTEBY MLiHHICTh KiieHTa (CLV) uuissxom
¢dopmyBaHHSI 0OaraTocTyrneHeBOl JOSAbHOCTI. Ile [g03BoJISIE MEepeTBOPUTHU
cnoxuBaya 3 00’€KTa MapKEeTMHTOBOTO BIUIMBY Ha aKTUBHOTO MapTHepa Ta
cniBaBTOpa WLiHHOCTI OpeHay. ExoHOMiuHMI edekT Big Takoi TpaHcdopmallii
BUPAXAETbCI y CYTTEBI OMTUMIi3allii BUTpaT Ha MPOCYBaHHS Ta (OopMyBaHHI
MPOTHO30BAaHUX IMTOTOKIB TOXOAY, IO POOUTH MiAMPUEMCTBO MEHII BPA3IUBUM A0
L[iIHOBUX KOJMBAaHb Ta arPECUBHUX il KOHKYPEHTIB.

Ocob6nuBa posib y 3a0€3MeUYeHHI KOHKYPEHTHUX MepeBar HAIEKUTh HU(PPOBUM
iHcTpyMeHTaM, 30kpeMa CRM ta SCRM-cucremam, siKi nepeBOASITh yIpaBJliHHS
BiIHOCMHAMU Ha PiBeHb MPEIMKTUBHOI aHATITUKU. [HTErpailisi cydacCHUX METPUK,
Takux K iHmekc NPS, no3Bojisgse He MPOCTO MOHITOPUTHU TOTOYHUM CcTaH
3aJ0BOJICHOCTi, a ¥ TMPEBEHTUBHO KEPyBATU peNyTalilHUMU pPUUKAMHU,
HEUTpalTi3yloul HEraTUBHI CUTHAIN 10 MOMEHTY 1X IEPETBOPEHHS HAa KPU3Y.

ITincymoByouM, Ciifi 3a3HAYUTH, 110 MAPKETUHT B3aEMOBITHOCHUH y CyYaCHUX
peanisix ciin po3rsaaty K GyHaaMeHTaIbHy Gdiocodito Oi3Hecy, 1e MPUOYTOK €
HE MUTTEBOIO METOI0, a Pe3yJIbTaTOM e(QEeKTUBHOTO YMPaBIiHHS CKJIAIHOIO
MepexXero MapTHEPChKUX 3B’ 3KiB. [lepcrnekTrBY MogadbIInX JOCTIIXKEHb Y TAHOMY
HarnpsMi BOAYalOThCS y BUBUYEHHI MEXaHi3MiB iHTEerpailii IITYYHOTO iHTEJEKTY B
npolecu MNepcoHasi3allii CIOXWBYOTO MOCBiAY, 11O AO3BOJUTH MiANPUEMCTBAM
JIOCSATAaTA HOBOTO PiBHS aJalTUBHOCTI Ta KOHKYPEHTHOI MepeBaru Ha rI00aIbHUX
PUHKAaX.
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