ENTREPRENEURSHIP, TRADE AND STOCK EXCHANGE ACTIVITIES 177

Makcum FO. Cepnyxos', Auapiii M. Yupka®

OIITUMIBALIA MOAEJI ITIOBYJTOBU CUCTEMMU 3BYTY
HIAITPUEMCTBA 3A 1OIIOMOTI'OIO HTUP®POBUX ATEHTIB

Axmyaavricmo 00CaiOKHceHHA 3yMO06AeHA CMPIMKUM nepexo0om 30ymoeoi OisavHocmi
nionpuemcme y uyugpose cepedosuuje ma nos6ol0 HOG020 NOKOAIHHA IHCHIPYMEHMIE WMY1HO20
inmeaexmy — aemonomuux uugpposux (IIIl) azenmis, 30amuux camocmitino niavyeamu ma
GuUKOHYyGamu NOGHUI uuka 30ymoeux npouecie. Boowouwac y eimuusnauiii nayyi eiocymus
cucmemna memodoaozia onmumizayii modeai no6yooeu cucmemu 30ymy nionpuemcmea 3
ypaxyeauuam Kaacugixauii ma yuxuii uugposux azemmis. Mema 00caidxceHHA noaseac 6
anaaizi moodeaeii onmumizauii 30ymoeoi disavHocmi nionpuemcme 3a donomozoro Ill1-azenmis i
Po3pobui KoHuenmyaibHoi moodeai nobyooeu cucmemu 30ymy 3 60y006aHuMu uyugposumu
azenmamu. Po3pobaeno kaacughixauiro yughposux azenmie 3a yHKUiOHAAHUM NPUSHAUEHHAM Y
uurai 30ymy (0ee’samo Kaacie — 6io aidozenepauitinux 0o myasmuazenmuux cucmem). Ilposedeno
NopieHAAbHUL aHaai3 deé¢’smu npogionux naamgpopm. Jlosederno, wio inmezpauis yugposux
azenmie mae nomenuian 36iavueHns epexmueHocmi mooeai 30ymy 3a paxyHox QYyHKuioHavHol
cneuiaaizauii acemmie, MyivmuazeHmnoi opkecmpauii. 3anpononoéano npaxmuuHi
PeKomendauii yKpaincokum nionpuemcmeam uwiodo onmumizauii mooeai nobyoosu cucmemu
30ymy nionpuemcmea 3a 0onomozor yuGposux azeHmie.
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MapKemuHe; yu@ppoea eKoHoMIiKa; OMHIKAHAAbHICMb.

Taba. 3. Jlim. 18.

DOI: 10.32752/1993-6788-2026-1-299-177-187

" ORCID ID: https://orcid.org/0000-0003-2464-8760

2 ORCID ID: https://orcid.org/0009-0004-3475-1387
Maksum Serpukhov, Andrii Chyrka

OPTIMISATION OF THE ENTERPRISE SALES SYSTEM DESIGN
MODEL THROUGH DIGITAL AGENTS
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sales processes. At the same time, domestic scholarship lacks a systematic methodology for opti-
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ed. It is demonstrated that the integration of digital agents holds the potential to enhance the effec-
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ITocTanoBka npodsemu. CTpiMKMiT PO3BUTOK IU(MPOBOI €EKOHOMIKM Ta TOSIBA
HOBOTO TIOKOJiHHSI iHCTpyMeHTiB I1uTydyHoro iHtenekty (ILII) — 3okpema
ABTOHOMHUX LU(PPOBUX areHTIiB — MPUHIIUIIOBO 3MiHIOKOThH MiAXOAU A0 MOOYIOBU
cUCTEeMU 30yTy MPOAYKIlii CydacHOTO MianmpueMcTBa. SKIIO BIIPOAOBXK OCTAHHBOTO
JIecATUIITTS uM@poBi3allisa 30yTy acoliloBajach MEepeBaXXHO 3 IMEPEXOJOM 10
eJIEKTPOHHOI KOMePpIlii, MapKeTIielciB, oMHiKaHanbHUX Moaelieit i CRM-cuctem,
To y 2024—2026 pp. KIIOYOBOK TOYKOW TpaHchOpMallii cTae BIPOBAIKCHHS
areHTHUX MoJejiel WITy4yHoro iHTenekTy (agentic Al), 3maTHUX caMOCTiliHO
TUTaHYBAaTHU, BUKOHYBATU Ta KOHTPOJIIOBATU MOBHUI IMKJI 30yTOBUX MPOLIECIB — Bill
JIifoTeHepallil 10 YKJIaJaHHS YTOAU | MicasnpoaakHOTO OOCTyrOBYBaHHS.

3a MpOrHO3aMH MPOBITHUX aHATITUIHUX KOMMaHii, Bxke y 2026 polli 6J1M3bK0
40% KopropaTUBHUX 3aCTOCYHKIB MiCTUTHUMYTh BOymoBaHuX LIII-areHTiB, Tomi sIK
me y 2025 poui uLeit mokasHuK OyB MeHIIMM 3a 5%. Jlocnimkennss Gartner
MOKa3ylTh, 1110 10 2028 poky KiabkKicTh LIII-areHTiB y npoaaxax nepeBulllyBaTUME
KIJIBKICTh XXUBUX MEHEIXKepiB i3 mpoaaxy y criBBimHomeHHi 10:1. Ili TenmeHuii
(opMyIOTh HOBY €KOHOMIYHY Ta YHPaBIiHCbKY PEaJIbHICThb, y $Kiil 3MaTHICTh
OiAMpUEMCTBA ONTUMAJIBHO MOOYIyBaTU 30yTOBY CUCTEMY Ha OCHOBI LIM(DPOBUX
AreHTiB CTa€ KIIOYOBUM YNHHUKOM KOHKYPEHTOCTIPOMOXKHOCTI.

AKTyaJbHICTh MOCHIIXEHHS 3yMOBJIEHa HasBHICTIO HU3KU HayKOBO-
npakTUIHUX pobseM. [To-tiepie, TpaguiliiiHi Mozaesi ToOy10BYU CUCTEMU 30yTy HE
BpaxoByloTh crneuudiku dyHkiioHyBaHHS areHTHux LI-cucteM, 3maTHUX OO
ABTOHOMHOIO TPUUHATTS pilteHb. [lo-apyre, yKpaiHChKi MiANMpUEMCTBA JUIIE
nouynHaloTh ynpoBaaxkyBaTu IIII-areHTiB y 30yTOBY HisUIbHICTb, TOJi SIK CBiTOBIi
KOMIaHii BXe MaclTabyloTh TaKi pillleHHS Ha Tucsa4i KopuctyBadiB. [lo-Tpere,
BiJICYTHSI CUCTEMHa METOJIOJIOTisl ONTHUMIi3allil MoJesi MoOyIoBU cUCTeMU 30yTy 3
ypaxyBaHHAM Kiacudikanii, ¢yHKIi# i oOMexeHb LHU@POBUX areHTiB. Yce 1ie
OOIPYHTOBYE HEOOXiAHICTb MOCIiIXKEHHS, Y LIEHTPi SIKOTO — OMNTUMi3allis Moei
noOyI0BU CUCTeMU 30yTy MiAMPUEMCTBA 3a TOTIOMOTOIO LIM(POBUX areHTIB.

AHaji3 octanHix AocCHiKeHb Ta myoOmikamiii. [TpoGnemaTuka TOOymoBM Ta
onTuMi3allii cucrteMu 30yTy MiANMPUEMCTBA Ma€ TpUBAJy iCTOPil0 HAYKOBOTO
OCMMCJIEHHS. Y poboTax ykpaiHChbKux aociinHukiB I. Makciorenka [1], H. TpuHiB i
JI. JlicoBerkoi [2], I Puxxkosoi [3], b. bypka ta M. IlIkoau [4] npoaHasizoBaHO
TEHJEHLIii PO3BUTKY €JeKTPOHHOI KOMEPIIil Ta aKTUBi3allii 30yTOBOI AiSTTbHOCTI Yepe3
MapKeTIUIeiicu, BU3HAUYEHO JIOTICTUYHI 11 0e3MeKOBi 6ap’€py PO3BUTKY €JIEKTPOHHOL
KoMmeplii B YkpaiHni. [locnignuku C. JlitoBka-JlemeHina, O. Cuyona ta B. KopHiituyk
[5] akueHTyloTh yBary Ha MapKeTHHTOBHMX CTpaTerisix, MOBEAiHIII CIMOXMBayiB Ta
HiHoBux Mojensx. Lli po6oTu ¢hopMyIOTs IPYHTOBHY 0a3y pO3yMiHHS KaHAITiB 30yTY B
1UdPOBiKi €KOHOMIlli, OAHAK MEPEBAXHO 30CEPEIKEHI Ha TPAAULIAHUX HUGbPOBUX
IHCTpyMEHTax — caifTax, MapkeTIuieiicax, couiaabHux Mepexxax, CRM-cucremax — i
He pO3KpUBaIOTh crielindiku (pyHKIiOHyBaHHS aBTOHOMHUX LI11-areHTiB.

3HaYHU BHECOK Y JOCIIIXKeHHST TUMPOBOI 3piIoCTi MpolieciB 30yTy 3po0un
M. Voss, D. Jaspert, C. Ahlfeld, L. Sucke, sKi po3poonim MomesTb HU(GPOBOI 3piJTOCTi
nponaxiB st B2B-mipoekTiB [6]. CucTeMaTMYHUIA OTJIsiI YMHHMKIB BIUIUBY Ha
BIIPOBAIXEHHS e-commerce i3 3actocyBaHHsIM TOE-bpeiimBopKy 3niicHiim M.
K. Loo, S. Ramachandran ta R. N. Raja Yusof [7], mo m03BoJIsIE po3yMmiTh
TEeXHOJIOT1UHi, OpraHi3aliifHi Ta eKOoJOTriuHi nepeayMoBu LHU@poBizallii 30yTy.
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OkpeMuil MacuWB NOCHIIXKEHb MPUCBAYEHO caMe IITYYHOMY iHTEJIEKTy Yy
npomaxkax. 3a TaHUMHM aHamTHIHOTO 3BiTy State of Sales Enablement Report 2025
(Highspot), 90% xkommaHniit yxe BripoBamviu L1 y 36yToBi poliecu abo MIaHyrTh
3pOOUTH 116 HAWOIVDKYMM 4YacoM; KOMIIaHil 3 nobpe iHTerpoBaHUM cTekKoM Al-
TeXHOJIOTii1 Ha 42% wJacTillle JeMOHCTPYIOTh 3pOCTaHHs MPOAYKTUBHOCTI 30yTy [8].
Hocnimkenns: Gartner mporHosye, 1mo no 2028 poxy II-arentun y mpomaxax
repeBepIIaTh KiTbKICTh celn3-MeHemkepiB y 10 pasiB, ogHak rpu oMy MeHiire 40%
MPOAABILIB BBAXATUMYTb, 110 aT€HTHU AIMCHO MOKPAIIWIN IXHIO MIPOAYKTUBHICTH [9].
McKinsey ¢ikcye ckopodeHHs LMKy yroau 10 40% Ta 3pocTaHHsI KOHBEpPCii JIiniB Ha
50% y xoMMaHisix, 0 BUKOPUCTOBYIOTh aBTOHOMHI L1 arenTn y mpomaxax [10].

Seismic [11], Microsoft Dynamics 365 [12], Snowflake [13] Ta iHIm KiITto49oBi
BEHIOPU OMUCYIOTH Tiepexif Bif reHepaTtuBHoro LT (okpeMi migka3ku Ta BilMoBizi)
1o areHtHoro I — cuctem, 110 3AaTHI PO3YMITH LiJb, TUIAHYBATU MOCTiTOBHICTh
niit, B3aemonisgty 3 CRM, ERP i koHTeHT-miatdopMamu, HaBYaTUCS Ha
pe3yyibraTax Ta BUKOHYBAaTWM TMOBHUWI LUK 30yToBHMX mpoueciB. Crenudiky
MYJIBTUATEHTHUX CUCTEM [UISI KOPIIOPATUBHOTO CEKTOPY B YKPaIHCHKOMY KOHTEKCTi
po3kputo B aHaiituui Kyivstar Business Hub [14], a 3aranbHy IuUHaMiKy
BripoBamxeHHs I-areHTiB y 6i3Hec — B myOsikauisx PwC Ukraine [15] Ta iHImmx
rajiy3eBUX OTJIsIaax.

Meta npocaimkenns. [IpobGiemaTuKa 3aCTOCYBaHHS IMOJISITAE Y HaMaraHHi
BUSIBUTU Ta OL[IHUTU MEXi Ta OOCATU BUKOPUCTAaHHS LUMPOBUX areHTIB Ta 3HANUTU
BiNMOBIIHI METOAWYHI MiAXOAW IIOIO OLIIHKMU €(heKTUBHOCTI IX pOOOTHU Ta BILUIUBY
Ha e(eKTUBHICTh MOOYIOBY MPOLECiB (HEe 3alMpOIOHOBAHO LIUIICHOI Kiaacudikariii
Hu@pPOBUX areHTiB 3a iX MicueM Yy LUKIi 30yTy (MOIIyK JifiB, KBajidikalis,
KOMYHIKallisl, 3aKpUTTSI, YTPUMaHHS ), OLliHIII BIUIMBY HA €KOHOMiYHi Ta (piHaHCOBI
pe3yasTaTh poOOTH KOMIMAaHii, PUHOK Mpalli Ta iHIII TPOSBA BUKOPUCTAHHS
IHCTPYMEHTIB aBTOMaTHu3allii cucteM 30yTy MiANPUEMCTBA 3a AOMOMOTIOIO
nudpoBux areHTiB. OCKiIbKU BIPOBAIKEHHS LHU(PPOBUX areHTiB 1€ HE Mae
IIIMPOKOTO 3aCTOCYBAaHHS Ta IOYaJ0OCh BiJHOCHO HEJAaBHO, BiICYTHE MOBHOILIIHHE
HAyKOBO-METOANYHE OOIPYHTYBAHHSI BUKOPUCTAHHS TEXHOJIOTiT IU(POBUX areHTIB
Ta BiITOBIIHO OILIiHKA 11 BIJIUBY Ha COLIaJIbHO-€KOHOMIYHE CepeIOBUILIE.

Mertoto OOCTIIXKEHHS € aHali3 Mofeleil onTumizailii 30yTOBOi HisSJIBHOCTI
ninnpueMctB 3a gonomoroto III-areHTiB, a TakoX po3poOKa KOHIIENTYaTbHOL
MoJeNi MoOyAoBU CUCTEMU 30yTy, IO iHTErpye HUMPOBUX ATEHTIB K KIIOYOBUX
(byHKIIiIOHATBHUX BUKOHABIIiB 30yTOBUX MPOLIECIB.

OOG’eKTOM NOCHIIKEHHS € Mpoliecu MoOynoBU Ta DYHKIIIOHYBAHHSI CUCTEMU
30yTy MiANPUEMCTBA B YMOBaX LIU(POBOI EKOHOMIKHU.

ITpenmeToM AOCTIIXKEHHS BUCTYNAIOTh TEOPETUKO-METOANYHI Ta MPUKIAIHI
3acaiy oOMNTUMi3alii Moneai NoO0yaoBM cucTeMu 30yTy MiANPUEMCTBA 3
BukopuctanHsam uudposux (LLT) areHTis.

MeTo1o 1oCIiIxKeHHST € OOTPYHTYBAHHSI ONTUMIi30BaHUX IMiAXO/iB 10 MOOY10BU
cUcTeMU 30yTy MiAMPUEMCTBA 3a JOTTOMOTOI0 IIM(POBUX areHTiB Ha OCHOBI aHaJi3y
HasBHUX KiaciB [III-areHTiB Ta OWLiHII iX MPAKTUYHOTO 3aCTOCYBaHHS B peaji3allii
30yTOBUX (DYHKITIHA.

3aBoaHHs OOCHiIKeHHs, BUSBUTU: 1) gki wiacu umbposux (LLI) areHtis
JOLIJIBHO 3aCTOCOBYBATH HA Pi3HUX eTarax LUKy 30yTy MiAIPUEMCTBA;
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2) IKAM YMHOM LU(POBI areHTU ONTUMI3YIOTh TPAAULIIIHY MOMEIb MOOYI10BU
cucTeMu 30yTy Ta sIKi (DyHKIIii epenaroThes Bill JIOAUHU 10 areHTHUX CUCTEM;

3) KO0 € ONTUMi30BaHa MOJEJb MOOYIOBU CUCTEMU 30YTy MiAMPUEMCTBA 3
BOyIOBAaHMMU UMGPOBUMHU areHTaMu Ta sKi (akTopu BIUJIMBAIOTh Ha 1i
e(eKTUBHICTb.

linote3a mociimKeHHsI TMOJSATae y MPUITYIIEHHi, 10 iHTerpamis Hu(poBUX
areHTiB Y MOZEJIb TOOYIOBU CUCTEMU 30YTYy MiAMPUEMCTBA JTO3BOJSIE MiABUILIUTH
e(eKTUBHICTh 30yTOBOI NiSUTBHOCTI 3a paXyHOK aBTOMaTU3allil pyTUHHUX OTlepalliif,
nepcoHalizalii KOMYHIKallill Ta TPUCKOPEHHS IUKIY MOpoAaxy, 3a YMOBU
MoIepeIHbO Y3roKEHO1 apXiTeKTypH JaHUX, KaHaIiB 30yTy Ta MPOIIECiB B3aEMOIl
3 JIIOIUHOIO.

Metoau AOCTIIXEHHS CTAaHOBJISITh 3arajlbHOHAYKOBi Ta CHelialbHi METOIU:
METOJ| CUCTEMHOIO aHaJi3y — Uil CTPYKTYPYBaHHS MOJEIi 30yTy Ta BU3ZHAYEHHS
MicLsl HTUPOBUX areHTIB Y Hili; METOM MOPiBHSJILHOTO aHali3y — JJIS 3iCTaBIEHHS
(GyHKLiOHAJIBLHUX MOXIMBOCTeH KimouoBux KkiaciB II-areHTtiB; wmeton
kiacudikallii — 1151 To0YyA0BU TUITOJOTIT IU(POBUX areHTIB 32 (PYHKIIOHATBHUM
MPU3HAYEHHSIM Y LIUKJIi 30YTY.

Indopmaniiina 6aza gochigXeHHs chopMoBaHa 3 HayKOBMX ITyOJikalliii
YKpPaTHCBHKMX Ta 3apyOi>KHUX YYEeHUX, aHATITUYHUX 3BiTiB Gartner, McKinsey, PwC,
Highspot, marepianiB mpoBigHux BeHmopiB Al-pimens (Seismic, Microsoft,
Salesforce, Snowflake), a Takox BimkpuTux TyOJiKaliii OO0 TOCBimY
BripoBajpkeHHs [II-areHTiB yKpaiHCBKMMM Ta MiXHapOAHUMU KOMIIAHISIMU Y
2024—2026 pp.

OcHogui pesynsratn aociaimkenns. [{udposuit (II) areHT BU3HAYAETHCS SIK
NporpaMHa CUCTEMA, 1[0 Ha OCHOBI BEJIMKMX MOBHUX MOJIEJIEH Ta CIeLialli30BaHUX
IHCTPYMEHTIB 3[JaTHa aBTOHOMHO crpuiiMaTtu iHdopmalito i3 cepenosuiia (CRM,
MOIITa, I3BIHKU, MTOBIIOMJIEHHS), (DOPMYJTIOBATH 1IiJi, IJIAHYBAaTA Ta BUKOHYBATU
MOCJTiAOBHICTb Jilf, B3AEMOISITH 3 iIHIIUMU CUCTEMAaMU U JIOAWUHOIO, HABYaTUCS Ha
pesyabratax. Ha BigMiHy Big KJIacMYHUX TNpaBUI-OpiEHTOBAHUX OOTIB i
reHepatuBHoro LI, skuit nuiie Bignosinae Ha 3anuTu, areHTHUit LI camocTifiHO
npuiiMae pIillleHHS y MeXaxX 3aJaHuX OOMeXEeHb i BUKOHYE pOJib LKU(MPOBOTO
CMiBpoOiTHUKA Y 30yTOBiil KOMaH/I.

OcHOBHI (yHKIIii, 9Ki IU(PPOBi aTeHTU BUKOHYIOTh Y CUCTEMi 30yTy: MOLIYK Ta
kBanidikaliga mnoreHUiiHux KIieHTiB (lead generation); mnepcoHami3alis
KOMYHiKaliil Ta (GopMyBaHHSI CKPUIITIB MpOAaxy; MiATOTOBKA O 3yCcTpiuei
(research-areHTH); BeNeHHsS [Hiajory y peajlbHOMYy uYaci (copilot-areHTn);
aBTOMaTU4He (PopMyBaHHS KOMEPLIIHHUX MPOMO3ULIili Ta Mpe3eHTallill; OHOBJIEHHS
CRM, doikcalisgs TOMOBJIEHOCTE Ta HACTYMHUX KPOKiB; MOHITOPUHT 300POBOTO
CTaHy BOPOHKHM TMPOAAaXiB; KOYYMHT TMPOMNABIIIB Ta HAaBYaHHS HOBUX
CIiBpOOITHUKIB; aHATITUKA PE3YJIbTATiB i MPOTHO3YBaHHS.

Krnacudikaiis undpoBUX areHTiB 114 LiJel To0YI0BU MOJEi 30yTy 3aJIEKUTh
Bif Oi3Hec-mpoliecy MiANPUEMCTBA Ta MOOYHOBU caMoi cuctemMu 30yTy. B
3aJIEXKHOCTI BiJl CTPYKTYpY MOOYIOBU BijIiTy 30yTy aBTOMAaTU3allii TPOLECiB 30yTy
y3araJbHEHHSI TPAKTUKU TIPOBIJHUX KOMIIAHIA Ta KEWCiB BIPOBAIKEHHS
J03BOJIMIO copmyBatu Kiacudikauiro IUGpPOBUX areHTiB, OpiEHTOBaHY Ha
3aBIaHHS 30yTy, 1110 HaBeleHO B (Tab. 1).
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Tabnuys 1. Knacudikauis umdpoBux areHTiB 3a hyHKLiOHaNbHUM NPU3Ha4YeHHAM Y

cucTtemi 36yTy nianpuemcTBa, po3pobrieHo aBTopamu,
ckrnadeHo asmopamu Ha OCHosi [6; 8; 10—14]

Knac updposoro areHTa

OcHOBHa QYHKLf Yy UUKAI 36yTY

Tunosi npuknagun/nnardopmm

1. NigporeHepaLinHi
areHTu (Prospecting
Agents)

Molwyk, 36arayeHHn Ta
npioputnsauis nigis y
BiAKpUTUX axKepenax i CRM

Microsoft Sales Development
Agent, Clay Al, Persana, Apollo Al

2. AreHTU-[0CNIAHNKN
(Research Agents)

MiarotoBka memopaHaymis Npo
KNi€HTa, aHani3 ranysi,
cKnagaHHsA brief-is nepesn
3ycTpiYammn

Gong Spotlight, Salesforce
Einstein Research, Anthropic
Claude Projects

3. AreHTn-KoninoTm
npogasus (Sales Copilots)

MigTprMmKa npoaasuA nig yac
[03BiHKiB i neperosopis y
peanbHoMmy yaci (real-time
enablement)

Seismic Aura Chat Agent,
HeySam, Microsoft Copilot for
Sales, Gong

4. AreHTU-KOMyHiKaTopu
(Outreach / Engagement
Agents)

ABTOMaTM3aLif
nepcoHani3aoBaHUX ICTIB,
noBigOMNEHb.

QOutreach Al, 11x Al, Regie.ai,
Salesloft Al

5. KnieHTcbKi areHTn
nigarpumen (Customer
Service Agents)

06pobKa 3BepHEHb,
0dOopMNEHHSA 3aMOB/IEHD,
NoBepHeHb, NiICAANPOAAXKHE
06C/1yroByBaHHA

Zendesk Agentic Al, Ada,
Intercom Fin, Aia.Al

6. AreHTn e-commerce Ta
MapkeTnneicis
(Commerce Agents)

YnpaBniHHA KaTanorom,
LLiIHOYTBOPEHHAM,
pekomeHaauiaMu1, aHaniTMKa
noBeAiHKM NoKynuA

Shopify Sidekick, Amazon Rufus,
Dropship.io, Rozetka Al-
pekomeHaaLii

7. AHaNITUYHI areHTH
npopaxie (Revenue
Intelligence Agents)

MporHo3yBaHHA Npoaaxis,
aHani3 BOPOHKM, 340p0B'sA
yrog, KoyduuHr KPI

Seismic Aura Analytics, Clari,
People.ai, Kixie Predictive

8. AreHTU-TpeHepu
(Training/Coaching
Agents)

Ponbosi irpu gna npogasuis,
cueHapii 3anepeyeHb, HaBYaHHA
3a pe3y/ibTaTamMu A3BiHKIB

Hyperbound, Seismic Aura Role-
play, Mindtickle Al

9. MynbTHareHTHi
cuctemu (Multi-agent
Orchestration)

KoopauHauia poboTu gekinbkox
cnewjianisaoBaHWUX areHTiB y
mexax end-to-end npouecy

Microsoft Dynamics 365 MCP,
Snowflake Intelligence,
LangGraph-based piweHHs

181

HaBenena xiacudikainis AeMOHCTpye, 110 HUGMPOBI areHTU CbOTOMAHI
MOKPUBAIOTh MPAaKTUYHO BCi CTadil LUKy 30yTy — Bil MEPIIOr0 KOHTAKTy 3
MOTEHUIHMAM KJIIEHTOM 10 YTPUMAaHHS Ta MoJajiblIoro mponaxy. Lle mpuHuumnosa
BiIMiHHICTh BiJl MOMEPEIHBOTO MOKOIiHHSA UU(MPOBUX iHCTPYMEHTIB, y sgkux LI
BUKOHYBAaB NOMOMiXHY (GyHKUiO (Hampukian, migkasku B CRM, yar-60TH Ha
CaiiTi), a OCHOBHY pO0OTY 3[iliICHIOBaB MEHEIXKED i3 MPOIAXKY.

TMopiBHsnpbHUI aHani3 mpoBimHux Twatdopm LlI-arentiB misa 30yty. His
OOTPYHTYBaHHSI TMPAKTUYHUX PEKOMEHAALill 1I0J0 MOOYIOBU CUCTEMU 30yTy
MPOBEIECHO MOPiIBHSUIBHUMN aHaJli3 KJIIOYOBUX TIaTHOPM, SIKi CbOTOHI BUZHAYAIOTh
puHoK areHTHUX L I-pinreHs y cdepi npogaxis (Tadi. 2).
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Tabnuus 2. TopiBHANLHWUIA aHani3 NPoBiAHMX NNaTcgopM LM POBMUX areHTiB Ans
cuctemum 36yTy nignpMeMcTBa, po3pobrneHo aBTopamu,
ckrnadeHO aemopamMu Ha OCHosi [8—14]

Copilot for Sales
+ Dynamics 365

iHTerpauis 3 ERP

eKoCMCTEMOI0
Microsoft, MCP-
npoTOKO,
macwTaboBaHicTb

Mnatdopma / KntoyoBa dyHKLin y 36yTi CUnbHi CTOpOHU O6MesKeHHs / pU3NKK
areHT
Microsoft NigoreHepauisn, [nnboka iHTerpauis 3 Bucoka BapTicTb gns

MCI, 3anexHicTb Big,
Microsoft-cteka

Salesforce
Einstein /
Agentforce

ABTOMaTM3aL,if BOPOHKM,
cepBicHi-areHTn

Hati6inbla 6asa CRM-
OaHWX, PO3BUHEHa
nnatopma gns
KaCTOMHMX areHTiB

CKknagHictb
HaNalWTyBaHHA,
notpebay
KBanidikoBaHUX
apxiTeKTopax

Seismic Aura

Mpopaaxi: KOHTEHT,

[oToBi areHTW Nig poni

By3bka cneujianisauis,

TUCAYI KOPUCTYyBaYiB

Agents KOYUMHT, aHaNiTUKa B KOMaHgj notpebye okpemoro
cTeka ana
TpaH3aKLiHoT
YaCTUHU
Snowflake GTM MowyK 3HaHb i aHaniTMKa | JocTtyn oo OpieHTauia Ha BeUKI
Al Assistant ON1A npogakis abo KOpMnopaTUBHUX KOMMaHii 3 gaTa-
MapKeTUHTY Ha 6asi [aHNX, nnatpopmoto
Snowflake Intelligence MacluTabyBaHHA Ha Snowflake

HubSpot Breeze
Al

MapKeTuHT + npoaaxi
ana MC:
niporeHepawia, 30BHiWHi

MpocTa iHTerpauis,
[OCTYMHA LiHOBa
MofeNb, FOTOBI areHTn

ObmexkeHa mMnbuHa
KacToMi3zauiji ana
CKnagHux B2B-

Amazon Rufus

MarasuHy / nokynusay e-
commerce

TPaH3aKLinHY
nnatpopmy, WBNAKE
BNPOBAKEHHSA

3BA3KM, CEpBiC nig, MCI npouecis
11x / Artisan / ABTOHOMHI «LMdpOBI MoBHoUiHHA Pusnkn penytauii npu
Regie.ai SDR» AnA 30BHILLHIX aBTOHOMIA y poboTi 3 HEKOPEKTHUX
3BA3KIB i NigoreHepau,ii XONOAHUM Tpadikom, CKpUNTax, 0bMeXeHHs
HW3bKa BapTiCTb Ha N | email-kaHany
Shopify Sidekick, | AreHTn ana BnacHuKa B6ypoBaHi y Mpue’asKka go

KOHKpeTHOI
naatpopmum Npopaxis

Zendesk Agentic

KnieHTCbKMIA cepsic,

ABTOHOMHe

MoTtpebye saKicHoi

Al /Ada/ NoCT-NpoaaxHe BUPILLEHHA NOHaz, 6a3u 3HaHb, PU3NK
Intercom Fin ob6cnyrosyBaHHA 50 % 3BepHeHb, 24/7 rantouMHauin y
LOCTYMHICTb CKNafHUX Kericax
Ais. Al HaujioHanbHuiA Al-areHT, MNepwwit y caiTi ObmexkeHe
(aepskaBHUiA [0CTyn A0 ny6nivyHnx HaLiOHaNbHWUIA areHT- 3aCTOCYBaHHA Y
ceKTtop, YKpaiHa) | nocayr HaZaBay Nnocayr, KopnopaTMBHOMY
NPOAKTUBHUI Niaxig, 36yTi, cTagin 6eTa-
TeCcTyBaHHA

ITpoBenenunii aHaji3 IEMOHCTPYE, IO PUHOK LHUMPOBUX areHTIB Wi 30yTy €
CErMEHTOBAHUM: BEJIMKiI KOPHopallii TSXKIIOTh 10 iHTeTpOBaHUX IuiaTdhopM Ha 6a3i
Microsoft i Salesforce; TexHoOTiUHI KOMTMaHIi 3 BIIACHOIO IaTa-iH(MPaCTPyKTYPOIo
aKTUBHO BITPOBAIKYIOTH piteHHs tuiry Snowflake Intelligence; manuii Ta cepenHiit
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oizHec obupae HubSpot Breeze, Shopify Sidekick i wimesi SDR-arentu; e-
commerce OpiEHTYEThCS Ha KOMEPLIMHUX areHTiB BCepeanHI MapKeTIuienciB. s
YKPAlHChKUX MiANPUEMCTB OCOOJMBY WIHHICTH MalOTh TiIOpPUAHI ClUEHapii, 110
MOEMHYIOTh MOXJIMBOCTI CBITOBUX IIATMOPM i3 JIOKAJTbHUMMU PillIeHHSIMU Ha 0asi
Telegram, Viber, Rozetka, Prom.ua.

OnTumizoBaHa MoJEb MOOYIOBU CUCTEMM 30yTy 3a JOMOMOTOI0 HU(MPOBUX
areHTiB. Ha 0CHOBI MpoBeAeHOro aHali3y 3alpPONOHOBAHO KOHIIENTYalbHY MOJIE/b
noOynoBA CUCTeMU 30yTy MiAMPUEMCTBA, Yy $Kili HU(POBI areHTU BUCTYNAKOTh
KJTI0OYOBUMU (DYHKIIIOHATIBHUMU BUKOHABLISIMUA 30yTOBUX MPOLIECiB, a MEpCOHAT —
CTPATEriYHUM SIAPOM i KOHTPOJBbHUM KOHTYpoM. CTPYKTypHa Jiorika MOJei
npeacTaBiieHa y Tabia. 3 yepes 3icTaBJAeHHS TpaaulliiHOI Mojei 30yTy Ta MoJeli,
ONTUMi30BaHOI 3a fonomoroto [I-areHTiB.

Tabruys 3. OnTuMmisauis mogeni nodyaoBu cuctemMu 36yTy nignpuemMcTBa 3a
AonomMororo umcpoBUX areHTiB, ck/1adeHo asmopamMu Ha OcHoei [6; 8—14] ma

ETan umkny 36yTy

TpaguuiiHa mogenb

Mogenb, onTMmisoBaHa
3a 4OMNOMOroK
uMdpPOBUX areHTiB

aHanimuyHux ouiHok Gartner, McKinsey, Highspot

OuikyBaHWUI edeKT Big
3anpoBaAXKeHHs

1. MowykK i
KBanidikauisa nigis

PY4HUI CKPUHIHT
6a3, xonoaHi
A3BiHKKW Ta UCTU

NiporeHepauiiHi areHTH
Ta NOLUYKOBI-areHTu:
noLwyK, 36arayeHHs,
paH}KyBaHHA

3pOCTaHHA KiNbKOCTi
AKicHMX nigis y 3-5
pasis

2. NepBuHHa
KOMYHiKaL,if

LLIabnoHHiI iMcTu Ta
A3BiHKKN
MeHeaKepiB

30BHiLWHi-areHTM Ta
nepcoHanisauisa Ha
OCHOBI KOHTEKCTY

MigBuweHHA
BiAKPUTTA INCTIB Ha
47%, Bignosiai — Ha

iHbopmauiii npo
KNieHTa

npeseHTauito, GopmytoTb
Kencn

KNieHTA 61%
3. NigrotoBKa Ao CamocTiltHe LocnigHnubKi-areHTn 3MeHLEeHHsA
3ycTpiveii i yrog, onpaLtoBaHHA dopmytoTb nepeanpoaaxKHmx
MeHeaXKepom MeMOopaHAyM, roTyloTb BUTpaT Yacy go 70%

4. MNeperosopw i
3aKpUTTA yroau

MeHepxxep
CaMoCTiliHO Beae
neperosopu

Copilot-areHTn y
peasnibHOMYy yYaci:
nigKasKku, 3anepeyeHHs,
aHani3 emouin

CKOpPOYEHHA LUKy
yrogn Ha 30-40%

5. BegeHHa CRM i
LOKYMEHTOObIry

Py4yHe BHeceHHsA
LaHWX, NpUBAn3HO
4 rogyHU Ha
TUXOEHb Ha OAHOro
meHezaKepa

ABTOMaTU4YHE
oHoBneHHA CRM
areHTamu, dikcauis
noAanblUnX Ain

ExkoHomisa 200+ roguH
Ha MmeHeaxKepa Ha piK

6. YnpaBniHHA

EKcnepTHa ouiHKa

AHaniTUYHI areHTy,

TOYHICTb NPOrHO3y A0

Yyepru ssepHeHb

50—-80 % 3BepHeHb

BOPOHKOIO Ta KepiBHWUKa, Excel- NPOrHO3 Ha OCHOBI BCiX 95-96%
MPOrHO3yBaHHA 3BITH CUTHaniB

7. NichanpopaxkHe CepsicHi KnieHTCbKi areHTu, 24/7 cepsic,
obcnyrosyBaHHA meHezaKepu, JO0Bri aBTOHOMHe 3aKpUTTA A0 3pocTtaHHA NPS

8. HaBuyaHHA Ta
KOYYMHT NpoAaBL,iB

TpeHiHrn,
HaCTaBHULTBO
cTapLumx Koner

AreHTU-TpeHepw,
pPONbLOBI irpu,
rnepcoHanbHi HaBYaNbHI
Tpekun

CKOpOYeHHA
oHb6opaunHry no 60%
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3anpornoHoBaHa MOJIEb TPYHTYEThCS HA YOTUPHOX MMPUHIIMITAX ONTUMI3allil:

1) mpuHIMNO PYHKIIOHATBHOI cieliali3allii areHTiB — KOXXHOMY €TaIy LUKy
30yTy BiIMoOBinae okpeMuil Kjiac U(pPOBUX areHTIB;

2) NOpUHUUIN MYJbTUAreHTHOI OpKecTpallii — cIeuiagi3oBaHi areHTu
KOOPIMHYIOTbCS MiX CO0OI0 4Yepe3 €AWHUN MPOTOKOJ TMepenadi KOHTEKCTY
(mpukitag — Microsoft MCP);

3) mpuHUUN «ToaAuHa y KOHTYypi» (human-in-the-loop) — cTpareriuHi
pillleHHs, TOOYA0BA BiTHOCHH i3 KJIIOYOBUMU KJIIEHTAMU, IIEPETOBOPU Ta 3aKPUTTS
BUCOKOBAPTICHUX YTOJl 3TUIIAI0THCS 30HOIO BilITOBiIAIbHOCTI XKMBOTO MPOAABIIS;

4) mpuHUUIT OE3MEePEPBHOTO HABYAHHS — ar€HTH HABYAIOTHCS Ha PE3yJIbTaTax
peaTbHUX Yrofl Ta aHATITULLI 30POB’SI BODOHKHM.

OTpuMaHi pe3yabTaTé Y3rOMXyloThcsl 3 BUcHOBKamu Gartner [9], McKinsey
[10] ta Highspot [8] momo 3poctraHHs posi areHTHoro LI y mpomaxax, ane
pO3IMPIOIOTh iX Yy ABOX HampsimMax. [lo-mepire, Ha BiAMIHY Bil 3apyOiKHUX
JIOCTIIKeHb, $Ki TepeBaXHO (OKYCYIOThCS Ha OKpeMMX Kjacax areHTiB
(Hanpukian, sales enablement copilots y po6oti Seismic [11]), y maHiii crarTi
3alPOMTIOHOBAHO CUCTEMHY Kiacu@ikaliio HUMPOBUX areHTiB caMe Y KOHTEKCTi
MOBHOTO UMKy 30yTy, 110 AO03BOJSE MiANMPUEMCTBY OOMpaTU HE OKpPEeMUNA
IHCTPYMEHT, a ILIJTICHY apXiTeKTypy. 3alpOorlOHOBaHa MOJIeJIb PO3BUBAE PE3YJIbTATH,
oTpuMaHi y npausgx M. Bicca Ta iH. [6] mogo uudposoi 3pigocti B2B-nipogaxis,
JTIOIAI0Y U O TEXHOJOTIYHOI 3piJIOCTi 1€ i areHTHUIA BUMIp — 3IaTHICTb CUCTEMU HE
Jiiie Oyt U@ poBolo, a i aBTOHOMHO BUKOHYBATU 30yTOBI (DYHKIII1.

Pe3ynbraTi TaKoX pO3BUBAIOTH MOJOXEHHS YKPATHCHKUX OOCTITHUKIB [1—35]
1I0JI0 KaHaIiB 30yTy B LIM(GPOBiIi €KOHOMIlli, MOKa3ylouu, 110 Y HOBilt Mopeni
u@poBi KaHaTU (MapKeTIUIeicu, colliaibHa KOMEpIIisl, MECEHIKEPU) CTAIOTh HE
NpPOCTO TOYKAMHU JOCTYIly IO KJIiEHTA, a CEpefOoBUIIEM pPOOOTU areHTiB —
wiathopMoI0, y SKill areHTW BUKOHYIOTH OIepalii Bix iMeHi mimmpuemcTsa. Lle
MPUHIMIIOBO 3MiHIOE POJIb KaHAJY: BiH TPaHC(HOPMYETHCS 3 MACUBHOI «BITPUHU» B
aKTMBHUI BUKOHABYUI KOHTYD 30YTY.

BucHnoBku. [IpoBeneHe mociiixeHHs J03BOJsIE CHOPMYJIIOBATHA TaKi OCHOBHI
BUCHOBKMU.

1. ¥V uwmdbposiit exkoHomiumi 2025—-2026 pp. nudposi (L) areHTH
MEePEeTBOPIOIOTHCI 3 JOMOMIXKHOTO iHCTPYMEHTY Ha KJIIOUYOBHUI (DYHKIIIOHATBbHUIA
eJIEeMEHT cucTteMu 30yTy mianmpueMcTBa. Lle miaTBepaXyeTbcs MacliTabaMu
BIpOBaIkKeHHST (MoHam 65% KOpmopaTUBHMX KOMaHI i3  30yTy yXe
BUKOPUCTOBYIOTh areHTiB, 90% kommaniii matots LI y 30yroBHX mpolecax), a
TAKOX IPOrHO3aMU 3pOCTAHHSI YaCTKM areHTHUX 3aCTOCYHKIB 10 40% yxke y 2026 p.

2. Po3pobneHa y mociigkeHHi Kiacugikalis UUM@POBUX areHTiB OXOIUIIOE
JIeB’ATh (DYHKIIOHAIBHUX KJIACIB, KOKHUI 3 SIKAX BiAMOBIiNa€ KOHKPETHOMY €TaIly
HUKJTy 30yTy — Bif JliloreHepalii 1o MyJbTMAareHTHOI OopKecTpallii. Taka TUMoJoris
3a0e3rneuye OOrPYHTOBaHUI BUOIp iHCTPYMEHTIB IJi1 MOOYNOBU CUCTEMU 30YyTy
BiIMOBIIHO 10 MPOMIIIO MiANPUEMCTBA.

3. IlpoBeneHuii MOPIBHSAJABHUI aHaNi3 N€B’SITU MNPOBIAHUX ILIAaTHOPM
(Microsoft Copilot, Salesforce Einstein, Seismic Aura, Snowflake, HubSpot Breeze,
11x, Shopify Sidekick, Zendesk Ta iH.) BUSBMB 3HaUHY CETMEHTOBaHICTh PUHKY Ta
JI03BOJIUB C(DOPMYJTIOBATH MPAKTUUHI peKOMEHallii 111010 BUOOPY PillleHb 3aJIEXKHO

AKTYAIJIbHI TPOBJIEMU EKOHOMIKU Ne 5 (299), 2026



ENTREPRENEURSHIP, TRADE AND STOCK EXCHANGE ACTIVITIES 185

Bin Maciutady Gi3Hecy, raimy3i Ta piBHS HU(PPOBOI 3PiIOCTi.

4. 3anponOHOBAHO KOHIENTYaJIbHY ONTUMi30BaHY MOJIEb TOOYIOBU CUCTEMU
30yTy MiAMPUEMCTBA 32 TOMOMOTrOI0 HM(MPOBUX areHTIB, KA CKIAMAAEThCS 3 I’ SITH
apxiTeKTypHux piBHiB (maHi, IIII-moneni, areHTu, KaHaju, YOpaBJiHHS) Ta
0asyeTbcsl Ha TNpUHLMIAX (QYHKIIOHAJIBHOI cIelianizalii, MyJabTHareHTHOI
OpKecTpallii, «IIOAWHU y KOHTypi» i Oe3nepepBHOro HaBYaHHS. Taka MOIEJb
JIO3BOJISIE, 32 OLIHKAMU 3apyOiKHUX aHATITUYHUX JXKepesl, CKOPOUYyBaTU LIUKII
yroau Ha 30—40%, ninBuinyBaTu KoHBepcito Ha 50%, exoHomutu 10 200 roguH
poboUoro yacy MeHekepa Ha pik.

5. HaykoBa HOBM3HA [OCJIJKEHHS MOJISTAE€ Y MOTJIUOJEHHI TEOPETUKO-
METOAWYHMX 3aca] NOOYyT0BU CUCTEMU 30yTy MiAMPUEMCTBA Y LUMPOBill eKOHOMIII
yepe3 pO3LIUPEHHS MoJesi 30yTy HOBMM areHTHUM BHUMIPOM i pO3pOOKY
Kkacudikallil HuGppPOBUX areHTIB 3a PYHKILISAMU Y TUKJITi TPOAAXY.

ITpakTuyHa LiHHICTh MOJSATAE Y MOXIIMBOCTI BUKOPUCTAHHS 3alIPOIIOHOBAHOL
MOJeJi NiATPUEMCTBAMHU Pi3HUX Tany3ell 1 oorpyHToBaHoro Bubopy III-areHTiB
Ta MOoOYI0BU ONTHUMi30BaHO1 apXiTeKTypU 30YTY.

IMopanpri mocuimxeHHs. 3alpoNOHOBAaHA MOJAENb € KOHLENTYyaJIbHOIO i
noTpedye eMIipu4yHOl Badimalii Ha BUOIpLi KOHKPETHUX YKPAIHCHKUX
mianpueMctB. CTpiMKUIA po3BUTOK puHKY LI I-arenTiB y 2025—2026 pp. 3yMOBITIOE
PU3UK IIBUAKOI 3MiHM KOHKpPEeTHUX IuTaTdhopM i iXx GbyHKUiOHATY, TOMY
kiacudikallisi Ta NOPiBHSUIbHUI aHaJli3 MAlOTh PO3IJISAATUCS K aKTyaJlIbHUM 3pi3
Ha MOMEHT IIATOTOBKM cTarTi. [luTaHHs mociuimkeHHS edeKTUBHOCTI
BUKOPUCTAHHS LIU(PPOBUX areHTiB TAKOX MOTPEOYIOTh OKPEMUX MOCTIMIKEHb, K
3a3Havae Gartner [9], mogaBaHHg OiIbIIOI KiJTbKOCTI LII-iHCTpYyMEHTIB HE 3aBXIU
MPU3BOIUTH N0 3POCTAHHS MPOAYKTUBHOCTI Ta Ma€ OyTU MPEIMETOM €MITipUYHOL
TepeBipKU /151 KOHKPETHUX TalTy3eid.
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