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AHoramnisi: Jlochmi/pkeHHsT  cnpsiMOBaHe Ha  OOIPYHTYBaHHA 3HA4YCHHS
udpoBux miargopm sk 3acody po3BUTKY MapkeTuHTy BigHocuH y B2C Ta B2B-
CEKTOpaX, OKPECIECHHS IXHIX (YHKIIOHAIBHUX MOXJIMBOCTEH. 3acTOCYBaHHS
conmepexk, CRM-cucteM, MapKeTIUICHCIB Ta AaHATITHYHUX TIPYHTIB JA€E 3MOTY
IHUBITyalli3yBaTH MPOMNO3uLii Ta (HOopMyBaTH JOBrOCTPOKOBI BiJHOCHHH. MeTo10
JOCTIDKEHHSL € aHali3 mu(poBuUX MmiIaTopM y PO3BUTKY MAPKETHHTY BIAHOCHUH Y
B2C Tta B2B-cermentax. MeToam JOCHIDKEHHS BKJIIOYAIOTh aHaI3 HAYKOBOI
JITEpaTypH, KOHTEHT-aHali3 1udpoBux miatdopm, nopiBHsubHUE ananiz B2C ta

B2B-nigxomiB, CHOCTEpEeKEHHS Ta MOJCIIOBaHHSA €()EKTHBHOCTI MapKETHHTOBHUX
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iHCTpyMeHTiB. Pe3yabTaTH. Y mporeci HDOCHiKeHHS OyJOo MiJICyMOBAaHO HAyKOBI
MIIXOAW JI0 €BOJIONIT MapKeTHHTY BIJHOCHH, CHUCTEMAaTH30BAaHO IHCTPYMEHTapii
mudpoBux miarGopm, okpeciaeHo ocodnmBocTi ix Bukopuctanas y B2C ta B2B-
cepenoBuIax. Po3risHyTo HayKOBI miaXxoau a0 kiacudikarii nudpoBux miathopm
Ta BHU3HAYEHO iX (YHKLIOHAIbHI MOXKJIUBOCTI Yy (OPMYBaHHI JOBrOTPUBAIUX
B3a€EMHUH 13 KII€EHTaMH Ta MapTHepamMu. Bu3HaueHO 0OCOOIMBOCTI BUKOPHUCTAHHS
mudpoBux 1HCTpyMeHTIB y B2C-cerMeHTi, 30KkpemMa MexaHI3MH TepcoHai3aIlli,
[porpam JIOSUIBHOCTI, OMHIKAHAJIBHUX KOMYHIKalld Ta ONaHyBaHHS KIIEHTCHKUM
nocBigoM. BuBYeHO acmiekTu MapKeTHHTY BimHOCHMH Yy B2B-cexropi, 3Bakaroum Ha
3aITyTaHICTh MPOLIECY YXBAJCHHS PillIeHb, TPUBAIICTh KOHTPAKTIB Ta Bary ()axoBoro
KOHTeHTY. BukoHaHo mopiBHsuIbHUHN aHanmi3 mudposBux miatdopm y B2C ta B2B.
3’sicoBano, 1o y B2C-cekTopi J0OMiHYIOTH OaraTOKaHalbHOI KOMYHIKamii Ta
CTUMYJIIOBaHHSI TOBTOPHUX KYIIiBeJIb, HaTOMICTh y B2B HaOyBaroTh BaXJIMBOCTI
iHauBiAyami3oBaHWi Tiaxin. HamaHo HanmpsSMKH TOKpAaIIeHHS BUKOPHUCTAHHS
udpoBux mIaThopM 3 METOI 30UTbIICHHS €()EKTUBHOCTI MAPKETUHTY BIJIHOCHH Yy
B2C Ta B2B-cexktopax. ¥ BHCHOBKax 3a3HayeHo, mo IudpoBi miarhopmu
BHCTYNAIOTh TOJIOBHUM 1HCTPYMEHTOM PO3BHUTKY MapKeTHHTY BigHocuH y B2C Ta
B2B-cermenrax, 3a0e3neuyroun mepcoHaIizaiio B3a€MO/I1i, MiTHECEHHS JOSUTbHOCTI
KJIIEHTIB Ta ONTUMI3aII0 KOMYHIKAIIITHUX MPOIIECIB.

Kuaro4ogi ciioBa: miudpoBuii MapkeTHHT, aBTOMATH3AIlIs, YTPUMAHHS KIIIEHTIB,
MEepPCOHANII3AIlS  CTpATerid, JOBTOCTPOKOBI B3a€MWHHU, COIAIbHI IIATHOPMH,

MapKeTIUIEIC, KOMYHIKAITiS.
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Abstract: The study aims to substantiate the importance of digital platforms as
a means of developing relationship marketing in the B2C and B2B sectors, outlining
their functional capabilities. The use of social networks, CRM systems, marketplaces
and analytical foundations allows for individualization of offers and formation of
long-term relationships. The purpose of the study is to analyze digital platforms in the
development of relationship marketing in the B2C and B2B segments. Purpose. The
purpose of the study is to analyze digital platforms in the development of relationship
marketing in B2C and B2B segments. Methods. Research methods include analysis
of scientific literature, content analysis of digital platforms, comparative analysis of
B2C and B2B approaches, observation and modeling of the effectiveness of
marketing tools. Results. The study summarized scientific approaches to the
evolution of relationship marketing, systematized the tools of digital platforms,
1dentified the features of their use in B2C and B2B environments, and conducted a

comparative analysis of interaction models and performance indicators. Scientific
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approaches to the classification of digital platforms were considered and their
functional capabilities in forming long-term relationships with customers and partners
were determined. The features of the use of digital tools in the B2C segment were
determined, in particular, personalization mechanisms, loyalty programs,
omnichannel communications, and customer experience management. Aspects of
relationship marketing in the B2B sector were studied, taking into account the
complexity of the decision-making process, the duration of contracts, and the
importance of professional content. A comparative analysis of digital platforms in
B2C and B2B was conducted. It was found that in the B2C segment, methods of mass
adaptation, multi-channel communication and encouragement of repeat purchases
prevail, while in B2B, a personalized approach, expert material and the provision of
complex multi-stage decision-making procedures are gaining importance. Ways to
improve the use of digital platforms in order to increase the effectiveness of
relationship marketing in the B2C and B2B sectors are presented. Conclusions. The
conclusions indicate that digital platforms are the main tool for developing
relationship marketing in B2C and B2B segments, ensuring personalization of
interaction, increasing customer loyalty, and optimizing communication processes.
Keywords: digital marketing, automation, customer retention, personalization

of strategies, long-term relationships, social platforms, marketplace, communication.

IHocTanoBKa Mpod/aeMH y 3arajibHOMY BHUIJIAAI Ta 1i 3B’A30K 3 Ba:KJIMBUMH
HAYKOBUMH YM NMPAKTHYHUMM 3aBJIAHHAMHU. Y Cy4YaCHUX yMoBax HHU(pOBi3allii
013HeCy KOMIIaHil CTUKAIOThCS 3 MOTPE000 ePEKTUBHOTO YIPABIIHHS B3aEMOJIEIO 3
KJII€EHTAaMU Ta MAapTHEPaMU B YMOBax 3pOCTal04Y0i KOHKYPEHLIi Ta MIBHJKOI 3MIHH
NOBEAIHKA CHOXKMBauiB. He3Baxkaroun Ha 3HA4YHE BIPOBAIKEHHS IU(GPOBUX
miathopm — comianbHux Mepex, CRM-cuctem, MapkeTIielciB Ta aHATITUYHUX
JUIsL PO3BUTKY AOBroctpokoBux BigHocuH y B2C ta B2B-cermenrtax. CkiaaHiCTh

[OJIATa€ B TOMY, L0 YMMAJO MHIANPUEMCTB JOTENEP HE ONEPYIOTh 1HTErPOBAaHUMH
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METOJIaMH 70 IU(POBOTO MAPKETHHTY B3a€MHH, HEIOCTAaTHHO 1HIMBIAYali3yIOTh
CHUIKYBAaHHA Ta HE OI[HIOIOTh pPe3yJbTATUBHICTh KOHTAKTY 3 KIIEHTaAMH 3a
JOTIOMOTO0 HOBITHIX aHAMTHYHUX 3ac00iB [1, c. 506]. Ll mpobiema 6e3nocepesHpo
CTOCYETHCSI HAYKOBHX LIJIEH TOCIHIJIKEHHS, AK-OT PO3IJISLT KOHIIENTYaJIbHUX M1X0/I1B
0 MAapKETHHTY B3a€MHUH, TpymnyBaHHS IUGPOBUX IIaThOpM Ta 3’ SCyBaHHS
ocobnmBocTeit ix 3actocyBanns y B2C ta B2B, a takox 3icTaBHUII aHali3 Mi€BOCTI
1udpoBux maTdopm.

AHaJi3 ocTaHHiX JAocaimkeHnb i myoJaikaniii. Po3BuTtok mudpoBux crparerii
CYTT€BO 3MIHMB IiJIXOJIU 10 MOOYI0BU B3aEMHUH MK (pipMaMu Ta IXHIMU KITIEHTAMH.
CyuacHi nudposi miargopmu — coiianbli Mepexi, CRM-cucremu, mapkeTuieicu
Ta aHaJNITUYHI I1HCTPYMEHTH — CTajld TOJIOBHUMHU 3aco0amMu (QOpMyBaHHS
nororpuBaiux ctocyHkiB y B2C ta B2B-cermenrtax. Orsin ocTaHHIX HayKOBUX
npaib Ja€ 3MOry BU3HAUUTH TENEPIIHIN CTaH 3HAHb, BUOKPEMUTH [1€B1 MPAKTUKU
3acTocyBaHHA MHUGPOBUX MmIaTGoOpM Ta PO3KPUTH HASABHI MPOTAJUHU, SKi
noTpeOyrTh nojaneiioro BuBueHHs. 3. Tarynosa, H. Tarynosa, T. Sposenko, O.
lomixk, A. MenpaukoB, O. Camapmak [1, c¢. 506] nmochimkyBamu 1HQpPOBi
MapKETUHTOBl KOMYHIKAIIHI CTpaTerii TOProBeIbHUX MIAMPUEMCTB Ha COIIaTbHUX
wiatopMax, MOKa3yr4H iX KIIOUOBY POJIb Y CydacHOMY HHU(POBOMY MapKETHHTY.
T. binmoycbko [2] posrasgae 1mudpoBizaiito MApKETHHTOBOI ISIBHOCTI, 30KpeMa
CRM-cucremu sik 6azuc mis mooynoBu edextuBHux 1udpoBux miatdopm. H.O.
Ocwunenko [3, c. 63] po3kpuBae poib HUPPOBUX MIATPOPM Y PO3BUTKY IHTETPOBAHUX
MapKETUHTOBUX KOMYHIKalliid, Ba)XJIMBUX [JIs1 MOOYTOBM BIHOCHUH 13 KIIIEHTAMH.
A.A.Makypiu [4, c. 43] a”ayi3yBaB MEPENOHMU YIPaABIIHHSI HU(POBOIO PEKIAMHOIO
CTPATETi€0, IO IOB’SA3aHO 3 BHUKIMKaMH NOOYAOBH BIJHOCHMH y JUHAMIYHOMY
cepenounii. K. KpytikoB [5] y3araabHUB TpeHAM UU(PPOBOTO MaPKETHUHTY,
HIJKPECITIOI0UN MEePCOHANI3AII0 Ta AHAIITUKY JAaHUX SK OCHOBHI €JIEMEHTH IS
PO3BUTKY BiJTHOCHH.

R. Rejitha, G. Jayalakshmi [6, c. 37] mokazamu, sk CRM TtexHomorii

BIUIMBAIOTh Ha 30ip 1 aHaii3 JaHUX NOKYIILIB, Ta MiJCWIIOIOTh NEPCOHAII30BaH1
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B3aemoii. Roy et al. [7] posrmsganu B3aemo3B’si30k Al 1 MapKeTUHTY BITHOCHH,
posmprotoun  kjacuyHe CRM  BUKOpUCTaHHSM  IITYYHOT'O 1HTENEKTY  JUIs
nosrotpuBanux B3aemonuii. T.C. Dao, Y.-K. Liao, G. Chen, L.T. M. Ngoc [8, c. 71]
aHaizyBanu BIuiuB B2B corianbHOro megia-mapkeTuHry Ha edextuBHicTh CRM Ta
JOSUTbHICTh, MIJKPECIIOIOUN POJb BIJHOCHH SIK NMOCEPEAHMIIBKUNA MexaHi3M. S.-V.
Pascalau, F.-A. Popescu, G.-L. Birladeanu, 1. Gigauri [9] minkpecnuaun CRM sk
BOXKJIMBHUN (akTop I CTiMikocTi Ta Oi3Hec-eppopMancy y muppoBOMy
mapketunry. J. Hazzam, P. Dobson, B. Singh, B. Ibrahim, A. Aljarah [10, c. 1]
MiATBEP/KYBAIU  MO3UTHBHUN  3B’S30K MDK IUGPOBUMU  MapKETHHTOBUMH
MoxMBOCTSIMU, CRM Ta pe3ynbTaTUBHICTIO JIJIs MAJIOTO 1 CEpeIHbOrO O13HECY.

BunisnenHsi HeBUpilIeHUX paHille YacTHH 3arajbHOi mpodJemu. [lompu
KBaBUM PO3BUTOK IUGPOBUX IIATHOPM Ta YHUCICHHI JTOCHIIKEHHS MApPKETHUHTY
BiHOCcUH y B2C Tta B2B-cekTopax, € MOMEHTH, SIK1 JUIIAIOTHCS HEAOCIIPKEHUMHU.
ITortepeni mpariti 31e01IBIIOTO 30CEPEIKYIOTHCS HA OKpEeMHUX 3acobax, sik-oT CRM-
CHUCTEMH, COIllalbHI MEPEXl UM MapKETIUICHCH, 1 HE 3aBXau OepyTh /10 yBard iXHIO
B3a€EMO/JIII0 Ta JI€BICTh Yy PI3HUX YACTUHAX PUHKY. BUSBIEHHS LIMX HEPO3B'A3aHUX
po0JIeM € CyTTEBUM i1 JOPMYBAHHS TIOBHOTO PO3YMIHHSI 3aBJIaHHSI Ta OKPECIICHHS
HAYKOBOTO i MPaKTUYHOTO BHECKY JAHOTO JOCTiKEHHSI.

@®opmyaOBaHHA HuUIedl crarTi (MOCTAHOBKA  3aBAaHHA). Meroro
JOCIIJIKEHHSI € KOMIUIEKCHE BHUBYEHHSI POJl UU(PpOBUX MIATHOPM Y PO3BHUTKY
MapkeTuHry BigHocuH y B2C Tta B2B-cermenTtax 3amid  OiJBUILICHHS
PE3yIBTATUBHOCTI B3a€MOJIT 3 KIIIEHTaMH Ta (POPMYBaHHS JOBTOTPUBAIMX JIIOBHUX
3B'S3KIB. 3 OISy HA 1I€, Y CTaTTI OKPECIEHO TaKl KOHKPETHI 3aBIaHHS:

- BUSBUTU OCOOJIMBOCTI 3acTocyBaHHA mu(poBux miarpopm y B2C ta B2B-
CEerMeHTax;

- copmyBaTu HanpsiMu €(EKTUBHOTO BUKOPUCTaHHS LU(POBUX MIaTHOpPM
MapkeTuHry BiHocuH y B2C ta B2B-cermenTax.

Buknan ocHOBHOro marepiaay aoc/igkeHHsi. MapKeTUHT BiJIHOCUH BUHUK

SK BIJMOBIh> HA OOMEKEHHS TPAIUIIIMHOI MOJENI, SKa 30CepeIKyBaliach JIMIIIE Ha
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OJIHOPA30BUX MPOJAKAX Ta KOPOTKOCTPOKOBHUX pe3ysibTarax. TpaH3akIIHHAN T1IX1]
BBa)XaB YCIIX KOMIMAaHIi IMOKa3HMKOM OOCATYy peaiizaiii MNpoAayKTy, aje He
BPaxOBYBaB JIOBFOCTPOKOBI B3a€EMHUHU 3 KIII€EHTaMU. Y MIpy PO3BUTKY LU(PPOBUX
TEXHOJIOT1M Ta 3pOCTaHHS KOHKYPEHIIi MiJNPUEMCTBA TOYaIU PO3YMITH, IO
JOBrOCTPOKOBA I[IHHICTh KJIIEHTA Ta YTPUMaHHS KOTO JIOSUIBHOCTI MAalOTh KPUTUYHO
BXJIMBE 3HAUCHHS JIs CTajJoro 3pocTaHHs Oi3Hecy. Mojenbs MapKeTHHTY,
OpIEHTOBaHAa Ha B3a€EMOBITHOCHUHHU MIJAKPECTIOE BAXJIMBICTh MOOYIOBU MIITHUX,
MEPCOHANI30BAHUX 3B S3KIB 13 CIOXHBadYaMd, (OKYCYyIOUHCh Ha TOBTOPHUX
B3a€EMO/IISIX, IOBIpPI Ta B3AEMOBHTITHOMY MMapTHEPCTRI [3, . 63].

MapkeTuHT BIJHOCHH CIIUPAETHCS Ha 17€l, o 100poOyT (ipMu 3anexKUTh Bl
SAKOCTI Ta TPUBAJIOCTI BIAHOCHH 13 3aMOBHUKaMu. Kit0uoB1 3acajii MICTATH:

- OpI€HTAIIIIO HA MOTPEOU Ta iIHTEPECH KITIEHTA;

- IHAMBIIyasTi3allii0 MPOIO3UIlN 1 KOMYHIKaIIii;

- CTpaTeriuHe yIpaBIiHHS JOSIBHICTIO Ta JOBIPOIO;

- IHTerpaimil0 MapKETUHIOBUX KaHaIB Ta MUPpoBUX IIaTHOpPM IS
IIOCJI1JOBHOI B3a€MO/IIT;

- 3BaCEHHS TpUBAJIOi BapToCTi KiieHTa 4epe3 mokasHuku CLV (Customer
Lifetime Value) Ta yrpumanss.

Y  B2C-cepenmoBuiili MapKeTUHI B3a€EMUH C(HOKYCOBaHWI Ha MacoBii
iHauBigyanmizaiii. ['0JI0BHI BaXkesi OXOIUTIOIOTh:

- TepcoHami30BaHl mpomo3uiii dYepe3 HU(poBi MIaTGopMU Ta COLIATBHI
MEpexi;

- MPOTpaMu JOSITBHOCTI Ta OOHYCH1 CUCTEMU;

- OMHIKaHaJbHI KOMYHIKalii, 110 3a0€3Me4yloTh €IWHUA KOPUCTYyBaLbKUI
JIOCBIJI;

- JIsJbHE 3aCTOCYBAaHHS AHANITHKUA JaHUX JUIsl Tlepeq0adeHHs MOBEIIHKHU
CITO’KMBAYIB 1 BIOCKOHAJICHHSI TIPOITO3HITIH.

Y B2B-cermMeHTi BiIHOCHMHU OYAYHOTHCS Ha JIOBIOTPUBAIMX IMAapTHEPCTBAX 1

CTpaTeriuHii B3a€EMOAIl MK KOMIaHIsIMU. XapaKTepHUMH OCOOJIMBOCTSAMH €:
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- TPUBAIIUHN IIUKJII IPOJIAXKY Ta CKIAHUHN TIPOLIEC TPUIHATTS PIlICHb;

- aKIICHT Ha JIOBIp1, peryTallii Ta eKCIIEPTHOMY KOHTEHTI;

- Bukopuctanass CRM Tta mmatdopMm mans ymnpaBiaiHHS BiAHOCHHAMHU 3
napTHEpaMu;

- IHTerpauis aHaJITUKKM Ta aBTOMATH3allll MPOJAXKIB JJIs MiABUILCHHS
e(hEeKTUBHOCTI B3aEMOIII.

JloBipa Ta MPUXUIBHICTh MOKYMIIIB € BUPIIAJLHUMH YNHHUKAMH CTaOLIHBHOTO
PO3BUTKY CTOCYHKIB y Oyab-sikoMy cekTtopl puHKy. Iloxasnuk CLV pnae 3mory
3BRXUTH E€KOHOMIYHY BapTICTh KIIE€HTAa MPOTATOM YChOTO TEPMIiHY CIIIBIpali 3
¢bipmot0, 1110 AO3BOJISE:

- BU3HAYaTH NPIOPUTETHI CETMEHTH ISl IEPCOHAII30BAHUX CTPATET1H;

- ONTUMI3YBaTH BUTPATH HA 3JIyYCHHS Ta YTPUMaHHS KIII€HTIB;

- POTHO3YBATH JJOBIOCTPOKOBI (DIHAHCOBI PE3yIbTaTH KOMIaHIi;

- popmyBatu cTparterii HuPpPOBOro MAPKETHHTY, CIIPSIMOBaHI HA MAaKCUMI3aIlii0
KOPHCTI BiJl KO)KHOTO KJIIEHTA.

Bkazani acnekTtd MiAKPECHIOTh, IO TMepexil 10 MNOHATIHHOI MOoJeml
MApKETUHTY Ta aKTUBHE BUKOPUCTaHHS HUGPOBUX IUIATPOPM € TOTPIOHUM IS
NOCSITHeHHs TpuBanuXx BigHocuH y B2C, Tak 1 B B2B-cekropax.

CyyacHHU PO3BHTOK HHU(PPOBUX TEXHOJIOTIA 3MIHUB MIAXOIW JO B3a€EMOJIi
KOMITaH1{ 3 KJII€HTaMH Ta mapTHEpamMu, poosstar HUQPOB1 MIATGOPMH LIEHTPATbHUM
IHCTPYMEHTOM MapKeTHHTy BimHOCHH. L{npoBi mnatdopmu ChOrojHI BUCTYIMAIOThH
KIFOUOBUM 1HCTPYMEHTOM Vy TOOYOBI MAapKETHUHTY BIAHOCHH, OCKUIBKA BOHH
JO3BOJISIIOTh  IHTETPYBAaTH KOMYHIKaIlll, MEPCOHANI3aAII0 Ta AaHaIITUKYy s
edeKTUBHOI B3aeMOii 3 KIIIEHTAaMH Ta mapTHepamMu. BOHU 103BOJISIOTH 1HTETPYBAaTH
KOMYHIKaIllF0, AaHaJITHKYy, I[epCOoHai3allil0 Ta aBTOMAaTH3aIlil0, M0 CIPHSIE
(OpMyBaHHIO JIOBFOCTPOKOBHUX B3a€EMMH Ta MIJBUILEHHIO JIOSUIBHOCTI [4, c. 43]. ¥V
HAYKOBIW JIITEpaTypi 3alMpONOHOBAHO YHCIICHHI MIAX0IU A0 Kiacudikaiii udpoBux
miathopM, TPOTE€ BIACYTHS €AMHA CUCTeMaTu3aimis iX  (QyHKIIOHAIBHUX

MO>KJIMBOCTEH 3 TOUKH 30pY PO3BUTKY JOBTOCTPOKOBUX BiTHOCHH (Tabi.1).
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Taoauns 1

Knacudikauisa undpoBux miargopM Ta ix QyHKIIOHAITBHUX MOXKIIUBOCTEN Y

¢bopMyBaHHI IOBTOCTPOKOBUX BIJIHOCHH

Tun uudposoi

OyHKIIOHATBHI MOXKIJIUBOCTI

Ponb y popmyBanHi

wiaThopMu JIOBFOCTPOKOBHX BiHOCHH
CouianpHi mnatdopmu B3aemonis 3 ayauropiero, CTBOpEHHS eMOLIHHOTO 3B SA3KY,
(Social Media) (dbopMyBaHHS CIUIBHOT, I IBUIIICHHS JIOSITLHOCTI,

KOMYHIKaIlisl, OTPUMaHHS
3BOPOTHOTO 3B SI3KY

PO3BUTOK OpeHIy uepes
PETYISIPHY B3a€MOJIIFO

CRM-cucremu
(Customer Relationship
Management)

30ip 1 00poOKa 1aHUX TPO
KJII€HTIB, CETMEHTAIlis,
MepCcoHaNi3aIlis, aBTOMaTH3AIlis
KOMYHIKaIli{, aHaJI13 TOBEIIHKH

CuctemHe yrpaBIiiHHS
KJII€EHTCHKOIO 0a3010,
IPOTHO3YBaHHS MOTPED,
miasuntesas CLV

Mapkermericu Ta

[Ipomax ToBapiB Ta MOCIYT,

dopmyBaHHS JJOBIpH yepes

€KOCHUCTEMH B3a€EMO/IisI TIOKYTIIIIB 1 MPO30pi TpaH3aKIli Ta BIATYKH,
(Marketplaces & MPO/AABIIIB, PEUTHHTH, MiATPUMKA MTOCTIHHOTO
Ecosystems) aHATITUKA TpaH3aKIH KOHTaKTY
Amnanitnyudi atopmu | 306ip i 00poOKa BENUKUX JTAHHX, OOrpyHTOBaHE yXBaJICHHS
(Analytics & Big Data) MIPOTHO3YBaHHS MMOBEIIHKH, pilIeHB IOJI0 TIepCOoHAI3aIl Ta
OLIIHKa e(pEeKTUBHOCTI KaMIIaHii YTPUMAaHHS KJII€HTIB,
M1IBUIIEHHS e(PEKTUBHOCTI
cTparerii
[TnaThopmu ABTOMaTH3aIlisa email-po3cuIox, [TinTpumka Oe3nepepBHOL
aBTOMaTu3aril MEPCOHATI30BAHUX TIPOTO3UIIIH, KOMYHIKaIlii, i ABUIIEeHHS
MapketuHry (Marketing YIIPaBIIHHS JOSUTBHICTIO, 3aJTy4€HOCTI KJIIEHTIB Ta
Automation) BiJICT€KCHHS IOBEJIIHKU napTHepiB

IDicepeno: cknadeno asmopom na ocrnosi [2; 5-6]

[Mudposi miarpopmMu BUKOHYIOTH KiJIbKa KIOUOBUX (PYHKIINA Yy (OpMyBaHHI
JOBrOTPUBAIMX BIJHOCHH: HAaJal0Th MEPCOHAII3ALII0 KOMYHIKALIM, MIATPUMYIOThH
CTaJIMi 3B'SI30K 13 KIIIEHTaMH, JAaIOTh 3MOTY 30MpaTy ¥ aHaIi3yBaTH BiJOMOCTI PO

MOBE/IIHKY, CIPUSIOTH BHOYJOBYBaHHIO JOBIPM Ta BIJJAHOCTI, a TaKOX

3a0e3Mevyyr0Th MOCTIIOBHICT Ta JI€BICTh KEPYBaHHs B3aeMuHaMU [5]. 3acToCyBaHHS
pI3HHX BHUAIB TJIAaTGOPM Y CYKYIHOCTI JO3BOJISIE YTBOPIOBAaTH CHHEPTiI0 Ta
30UTbLIYBAaTH Pe3yJIbTaTUBHICTh MapKeTUHTY BiIHOCUH Y B2C Ta B2B-cermenrax.

Y cyuyacaomy B2C-cermenti 1uu¢poBi TEXHOJOTIl CTalOTh HEBIJ €MHOIO
CTpaTeriii, OCKIUIbKHU KOMIIaH1sIM

CKJIaJOBOIO MAapKECTUHI'OBUX JO3BOJIAIOTH

BCTAHOBJIFOBATH OLIbII TICHUM 1 TMEPCOHANI30BAHUM KOHTAKT 13 KIHIIEBUMH

cnoxkuBadamu. Y B2C-cermenTi nudpoBi IHCTPYMEHTH BiIIrpatOTh KIOYOBY POJIb Y
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dbopMyBaHHI JOBFOCTPOKOBUX BITHOCHH 3 KIHIIEBUMH CIIO)KMBadyaMHM, OCKUIBKH BOHH
JT03BOJISIFOTh KOMIIAHISIM TEePCOHAJI3yBaTH MPOIO3HUIIii, MiABUIYBATH JOSIBHICTh Ta
3a0e3neuyBaTu Oe3nepepBHY B3aeMoji0. BukopuctaHHsS HUPPOBUX 1HCTPYMEHTIB
3abe3reuye HE JIMIINE OIEpaTHBHY KOMYHIKAIlil0o, a W MOXJIUBICTH (OpMyBaTH
JOBIOCTPOKOBI ~ BIJHOCHMHM 4e€pe3 MepCOoHaNi3alil0  MPONO3ULIA, MNpOorpamu
JOSTBHOCT1, OMHIKaHaJIbHI KOMYHIKAIIl Ta YIpaBIiHHA KJIIEHTCHKUM aocBigoMm [11, c.
228]. OcHOBHI MeXaHi3MH 3acTocyBaHHs mUpoBux miatrhpopm y B2C BkiIOYaIOTH
(Tabm.2):

Ta0aunga 2

3actocyBaHHs LUPpoBUX THCTpYMEHTIB Y B2C-cermeHnTi

[Mu¢posuii [Mnatpopmu OcHoBHI QyHKIIT Poinb y hopmyBanHi
IHCTPYMEHT JIOBFOCTPOKOBHX
BiTHOCHH
MexaHi3Mu Pexomennmaritini dopmyBaHHS [TigBumrye
nepcoHami3anii cucreMu, email- 1H/IMBI Ty aTbHUX peNeBaHTHICTh
MapKETHHT, MIPOMO3UIII HA OCHOBI | KOMYHIKAIIii, CTUMYITIO€E
TapreToBaHa MOBEJIIHKH, icTOpiT MOBTOPHI MOKYIIKH Ta
peKiiamMa MTOKYIIOK Ta IHTEPECiB 3QJTYYCHICTh KJIIEHTIB
[Tporpamu Mo06inbHI 101aTKH Hananus 3HUXKOK, dopMye TPUXUITBHICT
JOSUTEHOCTI OpeHiB, OaniB, OOHYCIB 3a 70 OpeHIy Ta MiABUIILY€E
HaKOMHMYyBaJIbHI MTOBTOPHI MOKYTIKH yTpUMaHHS KIII€HTIB
OOHYCHI CHCTEMH
OMHiIKaHaJbHI ConmMepexi, yat- 3abe3neyeHHs CtBOpIO€E OE3MIOBHUM
KOMYHiKaIlii 6otH, email, Y3TOJKEHOTO JOCBily | KOPHUCTYBaIlbKUN JOCBI/,
OHJIAMH-Mara3uHu yepe3 BCl KaHAIH TT1JIBUIIY€E 3a7Ty4EHICTh
KIII€HTIB
VYrpasniHHs CRM, anamituysi 306ip Ta aHami3 [TinBumye
KIIIEHTCHKUM wiatgopmu, Al- 3BOPOTHOTO 3B SI3KY, 3aJI0BOJICHICTH KIII€HTIB,
nocBigom (CXM) IHCTPYMEHTH MIPOTHO3YBaHHS cCrpusie TiepcoHaizamii
MOBEIIHKH, Ta IOBIOCTPOKOBIH
OIITUMI3ALlA TOYOK IIHHOCTI KJII€HTA
KOHTAKTY

IDicepeno: cknaoeno asmopom na ocnosi [12- 13]

3aBOsKM UM

IHCTpYMEHTaM

¢ipmu y B2C-cermenri

MOXYTb JI€BO

MiATPUMYBATH CTAJIMNA KOHTAKT 31 CIOKUBa4YaMH, 30UIBIIIYBATU 1XHIO JIOSJIBHICTH Ta
TBOPUTU TPUBAITY BapTICTh KOXKHOT'O KJIIEHTA, 110 € 3aCaJ0l0 CTpaTerii MapKEeTUHTY
BiJTHOIIICHbD.

MapxkeTunr BimHocuH y B2B-cermenTi mae cytteBi BiaminHocTi Bijg B2C uepe3
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CKIIQIHICTh TMPOIECY MPUUHSTTS PINICHb, TPUBAIICTh yroJ Ta BHCOKY 3HAYYIIICTh
€KCIIEPTHOTO KOHTEHTY. Y KOPINOPAaTUBHOMY CEPEIOBHUILI DPIIICHHS NPUHUMArOThCA
KOJIET1AJIBHO, 33 YYacTIO KIJIBKOX BIIJLIIB 1 MEHEKEPIB, @ YTOAU MOXYTh TPUBATH
Bl KUIBKOX MICSIIIB A0 POKy 1 Ouibime. BiamoBigHo, KoMmaHii HOTpeOyIOTH
CUCTEMHOTO MIIXO01Yy 0 YIPABIIHHS B3aEMOJIIEI0 3 MAPTHEPAMU Ta KOPIOPATUBHUMHU
kiientamu [14, c. 251]. Hudposi inctpymentu B B2B no3Bomsiiores edexTuBHO
MIITPUMYBAaTH KOMYHIKaIIl1, MepCOHaI3yBaTH MPOIO3UIIT sl KIIFOYOBUX KOHTAKTIB,
MOHITOPUTH €TaIly yToJ 1 HaJaBaT! PEJICBAaHTHUI €KCIIEPTHUM KOHTEHT, 110 3MILHIOE
JIOBIPY Ta MiJBUIILYE JOSIIbHICTh MTAPTHEPIB.

Y B2B-cermMeHTI MapKETHUHI BIJIHOCUH Ma€ HU3KYy OCOOJMBOCTEH, Kl
BIIPI3HAIOTE Horo Bix B2C depe3 CKIAAHICT, NOpoLECY NPUUHATTSA pILICHb,
TPUBATICTh YroJ Ta BaXKIUBICTh €KCIEpTHOro KoHTeHTy. Lli ¢akrtopu Bu3HAUAIOTH
cnenu@iky  3acTocyBaHHS  UM(POBUX  IHCTPYMEHTIB Mg (POpPMYyBaHHS
JIOBrOCTPOKOBHUX B3a€MUH 13 MMAPTHEPAMH Ta KOPIIOPATUBHUMU KilieHTaMu (Tabi.3).

Tabauuns 3

3acrocyBanHs nudpoBux iHCTpyMeHTIB y B2B-cermenri

Hudposuit [Mnatpopmu OcHoBHI (QyHKIIT Pone y popmyBanHi
IHCTPYMEHT JIOBIOCTPOKOBHX BiTHOCHH
Mexanizmu CRM-cucremu [Nepconamizawis [TixBuIye peneBaHTHICTH
nepcoHaizamii (Salesforce, HubSpot), KOMYHIKAITi# J1st MPOMO3HIIiH, hopMye
AHATITUKA HOBEIIHKHA KJIIOYOBHX KOHTAKTIB, IHIUBITyIbHAN TIX1T 110
KOPIIOPaTUBHUX aJIanTallis MPOIO3MIiN 10 KOKHOTO TTapTHepa
KITIEHTIB notped KoMMIaHii
[Iporpamu [Iporpamu nns Haropoau 3a 3MIIHIOE JOBTOCTPOKOBI
JIOSUTBHOCTI MapTHEPIB, CHCTEMHU JIOBTOCTPOKOBY MapTHEPCHKI BITHOCHHU Ta
BUHArOpOJ 32 00CATH CHIBITPAI0, OOHYCH I | MiATPUMYE MOBTOPHI yTOAU
3aKyITiBeIh CTpaTeTiYHUX NMapTHEPIB
OMHiIKaHAJTBbHI CRM, LinkedIn, email, | VY3romkeHa KoMyHIKaIlis [TinTpumye Oe3mepepBHY
KOMYHIKaIlii Creriaai3oBaHi MOpPTaIu Ha BCIX eTamax yroju B32€EMOJIIIO MIPOTATOM
JIOBIOTO IIMKITY TPOJAXKY
YnupapniHas AHamiTH4Hi MoHiTopHHT eTaniB OnTHuMi3arlisi KOHTaKTIB i
KJTI€EHTCHKUM miatdopmu, Al, CRM YTOH, aHaJi3 B3a€EMOJIH, M ABUAIIEHHS
nocBinom (CXM) 3aJI0BOJICHOCTI Ta JIOBIpH Ta JOSJILHOCTI
MOBEIIHKU KJIICHTIB
Excrnieprauit Beb6inapu, white papers, Hananns anamitukw, dopmye noBipy, IMiIBUIITYE
KOHTEHT Ta TeXHIYHA TOKyMEHTAITis, | HaBYAIBHHUX MaTepialliB penyTaIio KOMIaHii K
iHpopMariitai KeHcu Ta peKOMEH/IaIlil HAAIIHOTO MapTHEPa, CIIPUsIE
pecypcu MPUAHSATTIO PillIeHb

IDicepeno: cknadeno asmopom na ocHosi [15, c. 144, 16]
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[udposi mnaTdhopmu cTarOTh OCHOBHUM 1HCTPYMEHTOM MOOYI0BH MAPKETHHTY
BimHocuH sik y B2C, tak 1 B B2B-cermenTax, mpote creuudika ix 3acTOCyBaHHS
CYTTE€BO BIAPI3HAETHCA YEpe3 PI3HY MNPUPOLY ULIILOBOI ayAMTOPli, CKIAIHICTb
npolecy MPUUHATTS pillleHb Ta TpuBaiicTh B3aemonii. ¥ B2C ocHoBHa yBara
30Cepe/PKeHa Ha MAacOBIM mepcoHatizallii, 3aly4eHHl KIHIEBUX CIOXKHUBAYiB Ta
HIATPUMILL JIOSIIBHOCTI Ye€pe3 MporpaMu BUHArOpoJ 1 OMHIKaHaIbH1 KOMyHIkarii [17].
Y B2B nudpoBi I1HCTPYMEHTH OpPIEHTOBAaHI Ha JOBIOCTPOKOBI MapTHEPCHKI
BiTHOCUHYU, KOMIUICKCHE YIPABIIHHSA YroJaMd Ta BHKOPHCTAHHS EKCIEPTHOTO
KOHTEHTY JIJIsl TIIBUIIICHHS JOBIpH 1 €PEeKTUBHOCTI O13HEC-TIPOIIECIB.

Hudposi miarpopmu BiAirpar0Th KIOYOBY POJIb Y MAPKETUHTY BIJIHOCHUH SIK Y
B2C, tak 1 B B2B-cermeHTtax, oaHak cHoci0 iX BHKOPHUCTAHHS, METPUKH
e(eKTUBHOCTI Ta MOJENl B3a€EMOIi BIIPI3HIIOTHCA uepe3 crenudiky mMiIboBOi
ayauTopii Ta 613Hec-mpoiieciB. [IpoBeaeHuit aHami3 103BOJIsIE BUAUIUTH CHIJIbHI PUCH
Ta KIIOYOBI BIIMIHHOCTI, IO BHU3HAYaIOTh €(QEKTUBHICTh CTpATETii B3aeMoJii y
KokHOMY cermenTi [17]. CrninpHumu pucamu nudposux miargopm y B2C ta B2B €:

- BUKOPUCTAaHHA ITU(POBUX TIATHOPM I MIATPUMKHU IMOCTIHHOTO KOHTAKTY 3
KJIIEHTAMU Ta TMapTHEPaMU;

- 3aCTOCYBaHHS TMepCOHaI3allii MNPOMO3UIIA Ta KOMYHIKAIlli Ha OCHOBI
AHATITUKU MOBEIHKH KOPUCTYBAYiB;

- BukopuctanHs CRM, anamitTuunux miaTtdhopM Ta aBTOMATHU3AIli JUIs
OITHMI3aIlli B3a€EMOJIIT;

- Opi€HTAaIlls HA MIABUIICHHS JIOSUIBHOCTI Ta JJOBTOCTPOKOBOT IIHHOCTI KJIIEHTA
(Customer Lifetime Value).

Kirouosi BiamiaHOCTI udpoBux miatdopm y B2C ta B2B nonano y Tabmn.4.

CyvacHi mudpoBi miaThopMu CYTTEBO 3MIHIOIOTH MIAXOAW O YIPABIIHHS
MapKETUHIOM BIJIHOCHH, HAJlaloud KOMIIAHISIM I1HCTPYMEHTH [UJIsl aBTOMAaTHU3alli
IPOIIECiB, MepCcoHai3aIlli B3aEMO/Iii Ta KOMIUIEKCHOTO aHaJi3y IMOBEIIHKH KJII€HTIB.

Y B2C 1 B2B-cermenrtax 11 miaaT@opMu 03BOJISIOTH HE JIMINE 3aJlydaTH HOBUX
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M1BUIYIOYH IXHIO JOSUTBHICTh Ta €KOHOMIYUHY IIHHICTH 1Jis O13Hecy [20, c. 55].

Tanuusa 4

Kirouosi BiaminHocTi nudgporux miardopm y B2C ta B2B

Kpurepiit B2C B2B
Merta 3anmy4yeHHs MHPOKOi ayaurtopii, | DopMmyBaHHS JIOBTOCTPOKOBHUX
BUKOPUCTAHHS | MiJBUIICHHS NOBTOPHUX | MAPTHEPCHKUX  BIAHOCHH,  MIATPUMKA
athopm IPOJIAXIB, CTHMYJIIOBAHHS | CTPATETIYHUX PillIeHb Ta JIOBipH
eMOLIITHOT O 3B’ SI3KY
Mognerni Macosa nepconaiizanis, | [lepconamizarist Ui KIIFOYOBUX KOHTAKTIB,
B3aeMOIil OMHIKaHaJIbHI KOMYHIKaIlii, | iHAUBiAyanbHi YTO/H, EKCIIePTHHIA
IPOTPaMH JIOSUTBHOCTI KOHTEHT, JIOBT1 IIMKJITH MPOJAKY
Metpuku Retention, moBTOpHI NOKYNKH, | ETanu yroau, TpuBagicTh LUKIY MPOJAXY,
epexTuBHOCTI | 3amydenicts, CLV, NPS CLV kxopropaTuBHUX KIII€HTIB, pIBEHb
3aJI0BOJIEHOCTI napTHEpIB, ROI
CTpATETIYHUX YTOJ
Tun kontenty | Peknamui mnpomosumii, mpomo- | Keiicu, TeXHIYHA JOKYMEHTAIli4,
MaTepialii, OCBITHI KOHTEHT, | aHAJITUYHI 3BiTH, BeOiHapw, white papers
COIMEPEKIi
[ukn Koporki abo cepemni  3a | JloBrorpuBaii, cTpaTeriydi NapTHEPCTBA,
B3aeMOIIT TPUBAJICTIO, OpIEHTOBaHI Ha | 6araToCTyneHeBl  NpPOLECH  NPHHHATTS
MMOBTOPHI MOKYTIKH pileHb
OwmmuikananpHi | Conmepexi, email, dar-6otu, | CRM, email, LinkedIn, cmenianizoBani
KOMYHIKaIlii | OHJalH-Mara3uHu; OE3IIOBHUH | MOPTAIW; CHHXPOHI3AIlll KOMYHIKAIld Ha
KOPUCTYBAIIbKUH JTOCBiJT BCiX €Tanax JOBrOTPHBAIUX YTOJ

IDicepeno: cknaoeno asmopom na ocnosi [18-19]

KnrouoBum CKIIaJHUKOM YCHiH_IHOCTi MAapKCTHUHTY Bi,Z[HOCI/IH € 3Mora

OLIIHIOBATH Ta BHUMIPIOBATH TOJOBHI IIOKa3HUKH, SK-OT pIBEHb MPUB'SA3aHOCTI,
30epexxkenHs: mokymmiB, Customer Lifetime Value (CLV), xonBepcis Ta
npuOyTKOBiCTh B3aemoii. L{udposi miardopmu 103BONISIIOTE 30UpaTH i aHai3yBaTH
JaHl MPO TNOBEAIHKY KJIEHTIB Yy peallbHOMY 4acl, 1[0 3a0e3nedye NpUUHSATTA
OOTpYHTOBAaHMX PIIICHb II0JI0 ONTHUMI3allli KOMYHIKAIlIi 1 MApKETUHTOBUX CTpaTeTiil.
Bukopucranns aHamiTUKM Ta aBTOMaru3allii Ha HUGpoBUX IUIaThOpMax CTBOPIOE
YMOBHU JJis TIJIBUIIEHHS 3aly9€HOCT] KIIEHTIB, 3HIDKCHHSI PIBHS X BIITOKY Ta
(dbopMyBaHHS IOBIOCTPOKOBUX I[IHHICHUX BIJHOCHH, 110, Y CBOIO Yepry, BIUIMBA€E Ha
E€KOHOMIYHI moka3HukW kKommaHii [15, c.144]. Amnami3z BmumBy maaTdhopM Ha

e(EeKTUBHICTh MapPKETUHTY BIJHOCHUH JI0O3BOJISE HE JIMIIE OIIHUTH JOCSATHYTI
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pe3yJbTaTH, a W PO3POOUTH PEKOMEHJAIIIl MO0 ONTHMI3aIlli cTpaTerii B3aeMo/Iii 3
KJIIEHTAMU Ta apTHEpaMU B 000X CErMEeHTaxX pUHKY.

JipkuTanizamiss MapKETUHTOBUX  BIJHOCHMH  CYNPOBOJKYETHCS  HHU3KOIO
TPYAHOIIIB 1 3arpo3, SKi MOXXYTh BIUIMBATH Ha Pe3yJIbTaTUBHICTH Oi3HeCy. OHIE0 3
OCHOBHHUX TMpoOJieM € KOH(IACHIIWHICT, JaHUX Ta KibepoOesneka. Bukopucranhs
muppoBux IwiatopM mnependadae 30MpaHHS Ta OOpPOOKY BEIHMKHX OOCATIB
nepcoHanbHO1 1H(QOpMAIIil KIIEHTIB, 1O CTBOPIOE MOTEHIIINHI 3arpo3u MOPYIICHHS
IIPUBATHOCT1 200 HEMPaBOMIPHOTO BHUKOpUCTaHHA NaHuX [21, ¢.72]. HenorpumaHHs
BHUMOT 3aKOHO/JIAaBCTBA II0JI0 3aXHUCTY MEePCOHAILHOI 1HGOpMaIlil MOXKE MPU3BECTH JI0
mrpadiB, BTpaTH JOBIPU CIOKMBAYIB Ta PENyTALIITHUX BTPAT JJI KOMIaHii.

BaxnuBoro mpoOneMor0 € TakoX HaaMipHa aBTOMAaTH3allisl KOMYHIKaIliil.
Hanmipna opieHTariiss Ha KOHKPETHI CepBICH a00 MOCTa4aJIbHUKIB TEXHOJIOT1A MOXKe
OpU3BECTU A0 MpoOJieM y pas3li 3MIHM yMOB Ha PUHKY a00 TEXHIYHUX 300iB, IO
HETaTHBHO BIUIMBAE HA MPOIIECH MAPKETUHTY BigHOCHH [22, c. 327]. He3Baxatouu Ha
O4YEBHUHI mepeBaru nudporizaiii, ii eQeKTUBHICT 3aJIeKUTh BiJl 30aJaHCOBAHOTO
BUKOPHCTAHHS TEXHOJIOTiH, HAJEKHOrO 3aXMCTy OaHUX Ta iHTerpamii uudpoBux
pillieHb 3 ICHYIOUMMH O13HEC-TpoIiecaMu. Y CBIIOMJICHHS IIUX PU3HKIB 1 poOOTa HaJ
iX MiHIMI3all€l0 JO3BOJISIE KOMIIAHISM MIATPUMYBATU JIOBIPY Ta JIOSJIBHICTh KJIIEHTIB,
dbopmyBaTu cTabiIbHI JOBTOCTPOKOBI BIAHOCHHM Ta 3a0e3MedyBaTd CTpaTeTriuyHUN
PO3BUTOK O13HECY.

JluHaMigHUN PO3BUTOK MHU(PPOBHUX TEXHOJOTIH 3yMOBIIOE TPaHCHOPMAIIIIO
MIIXO/IB /10 YNpaBliHHA MapkeTHHToM BiHOCHH y B2C ta B2B-cermenTax. CydacHi
mugpoBl muatgopmu  3a0e3MEUylOTh HOBI  MOMKJIMBOCTI Uil MEepcoHami3auli
KOMYHIKalliil, aBTOMaTH3aLii IpOLECIB, AaHAJITUKH MOBEIIHKU KJIIEHTIB Ta NO0YA0BH
JIOBIOCTPOKOBUX MapTHEPCHKUX B3a€MHH. BogHouac epeKTUBHICTh iX BUKOPUCTAHHS
3HAYHOIO MIPOIO 3aJIEKUTH BIJl CTPATETIYHOI Y3TOKEHOCTI HU(PPOBUX THCTPYMEHTIB
13 O613HeC-MOICIITI0 KoMMaHii Ta crenudikoro minboBoro puHKy [23, c. 471]. Y B2C-
CEerMEHT] KJIFOUOBUMHM 3aBJAAHHSIMU € MIABULICHHS PIBHS JIOSUIBHOCTI, 3aJIy4€HOCT] Ta

NOBTOPHHUX MOKYTOK Ye€pe3 OMHIKaHaJIbHI KOMYHIKAIlll Ta MaCOBY MepcoHaNi3auio. Y

https://a-economics.com.ua/index.php/home/about ISSN 3041-2129

VBech KOHTEHT JlilleH30BaHo 3a ymoBaMu Creative Commons BY 4.0 International license



AKTYAJIbHI MATAHHSA
'/ ’ EKOHOMIYHUX HAYK

B2B-cerMeHTi akileHT 3MIMIYETHCS HA YOPABIIHHS CKJIAJHUMHU OaratopiBHEBUMH
npolecaMu TPUUHATTS pIlIeHb, MATPUMKY JOBTOTPUBAIMX Yroa 1 (QopMyBaHHA
JOBIPH Yepe3 EKCIEPTHUI KOHTEHT Ta 1HAUBIyal130BaHy B3a€MOIIIO.

VY nockoHalleHHS BUKOPUCTAHHS U(PPOBUX MIIATHOPM y MAPKETUHTY BiJIHOCUH
notpedye CUCTEMHOTO MiAXoay, 1o BpaxoBye cneuugiky sk B2C, tak 1 B2B-
cerMeHTiB. He3Bakarouu Ha CIiJIbHY METy — (POPMYBaHHSI IOBFOCTPOKOBUX B3a€EMHUH
13 KJIIEHTaMH Ta TMapTHEpaMHM, — MeEXaHI3MHU peami3aiii MudpoBUX CTpaTeriu,
IHCTPYMEHTApId Ta NPIOPUTETH CYTTEBO BIAPI3HAIOTHCA. Came TOMY JAOLUIBHUM €
CTPYKTYpYBaHHSl TMPAaKTHUYHUX PEKOMEHJAIIA y TMOpiBHAIbHOMY (dopmaTti, 10
J03BOJISIE KOMILJIEKCHO OLIIHMTH HampsIMU BJOCKOHAJEHHS LHU(PPOBUX pIillIEHb, IX
(GyHKIIOHaTbHE TPU3HAYCHHS Ta OYIKyBaHUM pe3yJbTaT i KOKHOTO cerMeHTa [24,
c. 5].

KitouoBi HampsiMu MiJBUILEHHS €(EKTUBHOCTI MAapKETUHTY BIJIHOCUH Yepe3
IHTerpaIlil0 TEeXHOJIOTIH, TEPCOHAI3allI0 B3aEMO/IIi, ONTHUMI3AIliI0 aBTOMAaTH3aIlli,
PO3BUTOK aHAIITHKUA, KOHTEHT-CTpaTerii Ta 3a0e3nedeHHs KiOepOe3NeKu MOJIaHo Y
Ta0s.5. Takuil maxiJ CTBOPIOE METOMOJOrIYHY OCHOBY IS MPAKTUYHOI peanizaiii
u(POBUX CTPATEriil y PI3HUX PUHKOBUX YMOBAX.

AHani3 npeacTaBIE€HUX PEKOMEHJalli CBIAYUTH MPO Te, MO0 €PEeKTUBHICTh
MapKETUHTY BITHOCHH y ITU(POBOMY CEPEIOBUII BU3HAYAETHCS HE JIUIIE HASIBHICTIO
CydYacHUX TEXHOJIOTiM, a HacaMmmepea iX CTpaTeriyHow IHTerpaijiero B Oi3Hec-
nporecu kommanii. Y B2C-cermenTi KIr040BUMHU (DaKTOpaMH BHCTYHAlOTh MacoBa
NIepCOHai3aIlisl, OMHIKaHAJIBHICTh Ta €MOIIIiHA 3a]Ty4YeHICTh CIIOXKUBAYiB, TOMl 5K Y
B2B akueHT 3Mily€eThCsl Ha 1HAMBIIyali3aliio CHiBIpall, €eKCIEPTHICTh KOHTEHTY Ta
JIOBFOCTPOKOBE MmapTHepcTBO [25, c¢. 157]. BnpoBamkeHHs 3anponoOHOBaHUX
pEeKOMeHAIld J03BOJISE MMIABUIIATA PIBEHb JOSUIBHOCTI, YTPUMaHHS KIIEHTIB,
3pOCTaHHSl 1XHBOI JOBrOCTPOKOBOI ILIIHHOCTI Ta PEHTA0EIBHOCTI B3a€MOAIl, IO

dbopMye CTiiiKi KOHKYPEHTHI ITepeBaru KOMMaHii y mu¢poBiii eKOHOMIIII.
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Taoauuda 5

Bnockonanenns Bukopucranss mudposux miatdopm y B2C ta B2B-

CErMEHTax
Hanpsim Pexomennmanii qs B2C Pexomenpmarii nia B2B OuikyBaHMi
YAOCKOHAJICHHS pe3ynbTar
[aTerparis 0O0’egnanas CRM, e- IaTerpamis CRM, ERP, [TinBuIeHHS
nudpoBux commerce, MOOUTbHIX CHCTEM yIpaBIiHHS TOYHOCTI JIaHUX,
CUCTEM JIOJIATKIB Ta aHAIIITUKA B YTOAaMH Ta aHAIITUKH Y3TOJKCHICTh
enuHy 0a3zy JaHuX KOMYHIKaIin
KIIIEHTIB
[Tepconamizartis Pexomenmaritini [HauBITyaTbHI TPOTIO3UITIT 3pocTaHHs
B3aeMOIii QITOPUTMU, TPUTEPHI JUISL KJIFOUOBUX KIIIEHTIB, JOSIBHOCTI Ta
PO3CUIIKH, TTOBEIIHKOBa | account-based marketing KOHBepCil
CeTMEeHTAIlis
30amancoBana ABTOMaTH3AaIIA ABTOMaTH3allisg PYTUHHUX [TigBumeHus
aBTOMATH3AIIis CTaHJAPTHUX MPOIIECIB i3 edexTUBHOCTI Oe3
KOMYHIKaIii i3 MepPCOHATBHUM BTpaTH JOBipU
30epeKeHHAM CYIIPOBOJIOM
MIATPUMKH Yepe3 CTpaTeTIuyHUX KJIIEHTIB
MEHEKEpiB
Amnanituka ta Mouitopunr Retention, | OrliHKa TpUBaIOCTI yroa, Ontumiszarist
BUMIpIOBaHHS CLV, xonsepcii, NPS CLV xopnopaTuBHHUX MapKETHHIOBUX
e(eKTUBHOCTI kiieHTiB, ROI mapTHepcTB BUTpAT
Konrent- OcBiTHiii Ta eMOLIHHUI Keiicu, ananituka, @opMyBaHHs
CTpareris KOHTEHT, IHTEPaKTHBHI BeOiHapH, EKCIIePTHI JOBIpHU Ta
dbopmaru MaTepiaiu JIOBTOCTPOKOBHUX
BIJTHOCUH

3axucT JaHuX 1

[Ipo3opa nonituka

3axucT KoMepIinHoi

[TigBuIeHHS piBHS

kibepbe3neka KOH(1IEHITIITHOCTI, iH(dopmallii Ta JOTOBIpHUX | JOBIPHU KITIEHTIB 1
Oe3neuHe 30epiraHHs JaHUX napTHEpIB
NePCOHATBHUX JAHUX
IDicepeno: aemopcoka po3pobka

BucHoBku. 3ailicHeHE TOCTIIKCHHS JIOBENIO, IO €JICKTPOHHI IatgopMu €
BAXJIMBUM CTpPATETIYHUM 3ac000M (DOpMYyBaHHS MApKETUHTY BIJIHOCHMH Yy CEKTOpax
B2C Ta B2B. BoHu 3a0e311euytoTh 3B€I€HHSI KOMYHIKAUIMHUX LIUISIX1B, PO3KPUBAIOTh
MOTEHINAN JUIsl 1HAMBIyanizalii B3aemoii 3 mokynusamu. ¥ B2C-cermenti mudposi
maThopMu CIPUSIOTH MAacOBIM MEpCOHAi3allli, OMHIKAHAJIBHOCTI Ta MiJABUIICHHIO
€MOIIITHOT 3aJIy4€HOCTI CIIO’KUBAYiB, IO MO3UTUBHO BIUIMBAE HA PIBEHB JIOSIBHOCTI,
yTpuMaHHs KiieHTiB. Y B2B-cermenTi BoHM 3a0e€3MeuyroTh MIATPUMKY CKJIAQTHUX

0aratopiBHEBUX MPOIIECIB MPUUHATTS PIlLI€Hb, ONTUMI3ALII0 TPUBAIMX LIUKIIB YIoOJI 1
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3MIITHEHHS JOBIPH Yepe3 eKCIIePTHUN KOHTEHT Ta 1HAMBIyalli30BaHy B3a€MOIIIO.
Takum uymHOM, 1HMbpoBi MmIaTGopmMu (HOPMYIOTH OCHOBY Cy4acHOi MOENI

MapKETHUHTY BIJIHOCHH, 3a0€3M€4ylour JIOBIOCTPOKOBY B3a€EMOJII0 3 KIIIEHTAMU Ta

napTHEpaMu, ITABUINEHHS 1XHbOI €KOHOMIYHOI IIIHHOCTI Ta CTBOPEHHS CTIMKUX

KOHKYPEHTHHUX IepeBar KOMIaHii y HuppoBOMY CEpETOBHUILII.
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