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HIHHICHO-OPIEHTOBAHMM MIIXIJI IO ®OPMYBAHHS CTPATETTI
MAPKETHHI'OBUX IHCTPYMEHTIB YIIPABJIIHHS E@EKTUBHICTIO
JIAJBHICTIO NIAITPUEMCTBA

Anomauia. YV cmammi 00cniodceHo 6azy YIHHICHO20 NiOX00y 6 YMO08AX PUHKO80i OopomvoOu ma
NOOAHO CUCMeMamu3ayito 20J1086HUX ACNEKMI8 YIHHICHO-OPIEHMO68aHo20 nioxody. llpoananizosano cyuachi
nioxoou 00 po3pooKu mMapkemuneoeux cmpameziu. /[ociiodxiceno cymuicms YiHHICHO-0PIEHMOBAHO20 NIOXOOY
8 KOHmMeKcmi (QopMy8anHs MapkemuH2080i cmpameeii niOnpueMcmea. 3anponoHo8aHo Memoooo2io
8MIijleH s YIHHICHO-OPIEHMOBAH020 NIOX00Y 8 MapKemune08y cmpameeiio. Pozensinymo mapxemuneosi 3acobu
y peanizayii yiHHICHOI cmpamezii. Busnaueno Kao4o6i mMapremuH208i iHCMpYyMeHmu, wo 6NIU8arms Hd
pe3yIbmamuHicms OiIbHOCMI RIONPUEMCMEA, MA OYIHUMU CMYNIHb iX uKopucmauus. [na hopmyeanms
KOHKYPEHMHOI nepesacu yepes cucmemue YAPAeiiHHA YIHHICIMIO pO3poOIeHo cmpame2iuny mooens (6izHec-
Hagieamop) 3acmocCy8aHHs MAPKeMUH2O8UX [THCMPYMEHMI8 HA OCHOBI YIHHICHO20 NioX00y. Y 6ucHoexax
3A3HAYEHO, U0 BNPOBAOINCEHHS YIHHICHO-OPIEHMOBAHOI cImpamezii MapKemuH208UxX iHCMpyMeHmie 0036015€
nionpuemcmay. RniO8UWUMU 3A0060]EHICb MA JIOAILHICMb KAIEHMIB, 3MIYHUMU KOHKYPEHMHI NOo3uyii;
3abe3nequmu cmabiibHe 3DOCMaHHAL.

Kniwwuosi cnosa: yinnicnuti nioxio, cmpamezis, MapKemuH208i IHCmMpyMenmu, YiHHICHA cmpame?zis,
YIHHICHA NPONO3UYIs, CNONCUBAY, eheKMUBHICb, YNPABIIHHSL.

VALUE-ORIENTED APPROACH TO FORMING A STRATEGY OF
MARKETING TOOLS FOR MANAGEMENT OF THE EFFICIENCY
OF ENTERPRISE ACTIVITIES

Abstract. This work explores the processes of creation and implementation of a value-based strategy to
the advancement of marketing tools within the framework of strategic business management. The significance
of the research stems from the necessity to adapt marketing plans to shifts in customer behavior, the increasing
importance of intangible values in brand selection, and the need to boost company success through the
application of a value-focused method.

The objective of the article is to justify and elaborate a value-driven approach to the formation of a
strategy for utilizing marketing tools as a method of boosting the efficacy of a business, and also to design a
strategic management instrument, a business navigator. This enables adapting marketing actions to consumer
requirements and changes in the marketplace. The core element is the construction of a system of marketing
instruments grounded in consumer values and strategic priorities of the enterprise, with a view to ensuring the
lasting effectiveness of its operations.

The article describes the significance of the value method in market competition and provides a
systematization of essential aspects of the value-focused approach. Contemporary approaches to the formation
of marketing strategies are analyzed. The core of the value-oriented method in the context of developing an
enterprise s marketing strategy is examined. A methodology for applying a value-driven approach in a marketing
strategy is suggested. Marketing instruments in the implementation of a value strategy are reviewed. Vital
marketing tools that affect the effectiveness of the enterprise are identified, and the degree of their application
is evaluated. To establish a competitive advantage through systematic value management, a strategic model
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(business navigator) of utilizing marketing instruments based on a value approach has been developed. The
conclusions show that implementing a value-oriented strategy of marketing tools enables the enterprise to:
boost customer satisfaction and loyalty; reinforce competitive positions; guarantee stable growth.

Keywords: value approach, strategy, marketing tools, value strategy, value proposition, consumer,
efficiency, management.

MocranoBka npod.1emu. PeasibHiCTs, y sKiii QyHKIIOHYIOTE Cy4acHi GipMu, BXKe BTpaTiIIa CTa0LIbHICTS.
PHHOK mepeTBOpHBCS Ha TMHAMIYHE CEPEOBHILE 3 MIHIMBOIO KOH(Irypalieio MONuTy, a TOKYIelb — Ha
Cy0’€KTa, 10 MUCIHTH, TOPIBHIOE, OLIHIOE 1 JICTKO 3MIHIOE BAacHi ymoaobanHs. VY il curyauii Oararo
OpraHi3aliif 10Ci CIIMPAalOThCs HA 3aCTapiiy JIOTIKY: MPOCYHYTH TOBAp, MEPEKOHATH B HOTO yHIKalbHOCTI,
BUTHCHYTH MaKCHMYM 13 KOXKXHOI TposakHoi ToukH. IIpoTe eeKkTHBHICTE TAKOro MiAXOAY CTPIMKO Majae.
Braciox koMmaHii, mo i gaii po3risiarTh MAPKETHHT SIK IHCTPYMCHT HaB’S3yBaHHS, 3iIITOBXYIOTBCS 3
TPhOMA XPOHIYHUMH TPYJHOIIAMHU: 3HIKYETHCS PIBEHB JIOSIIBHOCTI — MOKYIEIb 3alPOCTO NEPEXOAUTH JI0
KOHKYPEHTa, SIKII0 He Bi4yBa€ INIMOIIOro 3B 3Ky 3 OPEHI0M; 3MEHILY€ThCSI MapiKa, aJke yTPUMaHHsI yBaru
BUMarae Bce OUIbIIUX BUTPAT. I, 3pemToro, Taki miaTpopMu BUSBISIOTHCS BKpall YyTJIMBUMHU 1O PUHKOBUX
¢bykTyamiii: Oyab-sKa 3MiHa TpEeHAY a00 TOBEAIHKH ayTUTOPii 1€30pi€HTYE 1X, OCKUTBKU BIJCYTHIH THYYKHIA
MEXaHI13M MPUCTOCYBAHHS.

Binpuiicts Gipm mepeOyBaoTh B MONOHI 3aCTapLINX 3pasKiB: TPAHCIIOIOTH BUTOMIH, Al HE yTBOPIOIOTH
WiHHICTE. [IpHYIHOIO 11bOTO, SIK MOXKHA 3ayBAXKHTH, € BIICY THICTE BHY TPIILIHBOI apXiTeKTypH, 110 aJia 6 3Mory
BIIPOBA/IUTHU I[IHHICHY MOZEIb CHCTEMHO, a He AekiapaTuBHO. KommaHisM Opakye He JUIL€ BiJIOBITHOIO
IIPOTrPaMHOTO 3a0e3MeUeHHs, ike O JO3BOJIMIIO IPYHTOBHO aHaNI3yBaTu MOBEAIHKY ayIuTOpii, aje i MeTOIUK,
110 BPaXxOBYBaJIM O MICHXOJIOTIYHY, KYJIBTypHY Ta IIOBEIIHKOBY CKJIa/IOBI B YXBaJICHHI PIllICHb KJII€EHTAMHU.

OTxe, mocTae HayKOBO-MPaKTHYHA 3a/1a4a: c(hOPMYBaTH JII€BY CTPATETIIO 3aCTOCYBAaHHS MAaPKETUHTOBUX
IHCTPYMEHTIB Ha OCHOBI IIHHICHOTO MiJAXOMy, $Ka JO3BOIMTH 30LIBLIMTU PE3yILTAaTHBHICTh Ta
KOHKYPEHTOCIPOMOXKHICTB IMiAIpUeMCTBA. [i BupimeHHs moTpedye noeHaHHSI TEOPETHIHOTO OO PyHTYBaHHS,
JTIarHOCTUKHA PUHKOBOI CHUTYyaIlli Ta pOo3pOOKH MPAKTUYHOTO 3acO0y CTpATETiuHOTO YyMpaBliHHSI — Oi3HEC-
HaBiraropa.

AHaJi3 ocTaHHIX Aoc/izKeHb i myOmikaniii. 3Ha4HN BKJIal y BUBUECHHS TPOOIEM Teopii i MPaKTUKA
LiHHICHO-OPICHTOBAHOIO MIAXOAYy 10 (OPMyBaHHS CTpaTerii MapKETMHIOBUX iHCprMeHTiB yIIpaBIiHHS
3p06I/IJ‘H/I taki pocnianuku: B. Cragnuk., B. Moxna, B. Xpym [1, c. 173], KOTpi o6rpyHTyBaJm aBTOPCBKY
TMO3HILIIO 1010 iH(OpPMALLIHOTO 3abe3nedeH s (HOPMYBaHHS Ta peanisailii cTparerii MapKETHHIY, SIKe Mae
CIIMPATHCh HA MIJXOMH LIHHICHO-OPIEHTOBAHOTO YNPABIIHHS /Ul BH3HAYCHHS HANPAMIB Ta IHCTPYMEHTIB
PO3BUTKY PHHKOBHX MOXIMBOCTEH mignmpueMcTBa. OKpPECIWIN CyKyNHICTh Cy4aCHHX IHCTPYMCHTIB
H(POBOrO  MAPKETHHTY  JUIs pean13au11 3aBJaHb (POPMYBAaHHA 1 PO3BMTKY PHHKOBOIO IMOTCHIAY
TOProBE/IbHIX Hl,I[HpI/ICMCTB 3 TIO3UIIIN I.IlHHlCHO OpIEHTOBAHOTO nmxoz[y €. A. 3ybapes |2, c. 47] BUBYaB
KOHIICTILII0 CKOHOMIYHOTO KepyBaHHS HlﬂHpI/IeMCTBOM Ha 3acajax WIHHICHO-CTIpsMOBaHoro minxoxy. H.
Kopx [3, ¢. 33] y cBoemy JOCTI/KeHH] 311HCHUB I[IHHICHO-CIIPSIMOBAHMUH MMiJXiJ 0 PEBEHIO-MEHEKMEHTY,
0 1HTErpye YMpaBliHHA B3aeMmoBigHOocuHamu 3 kiieHTamu. B. S. TlaBouk, O. P. Cmerana [4, c. 9]
CHCTEMaTU3yBaJIM HAYKOBI MIIXOAH 10 (pOpMyBaHHS I[IHHICHO-OPIEHTOBAHOI CTpaTerii; OOIPyHTYBaIH POib
ESG-merpuk ta HedinancoBux inmukaropiB edexkruBHocti. H. B. BacunbkoBa, M. 1O. Antonuenko, 1. €.
PagikoBuu, B. II. Humimayk [5] onmcany pucy CTpaTerquoro IIHHICHO- opieHTOBaHoro uiHoyTBopeHH;I Ha
PHHKY MPOMHCIIOBHX TOBapiB. L. MI/IX&J‘IH{yK [6] miakpecuBs, 110 B yNPaBIiHHI KOHKYPEHTOCIPOMOKHICTIO
BAPTO CITMPATHCS HA [IHHICHO-OPIEHTOBAHMIA MiIXiA. B KOHTEKCTI 1BOTO MiAXOy BiIMIYEHO TOIOBHY POJIb
1H(pOpMaLIfHOrO 3a0e3NeUeHHs MPoLecy CTBOPEHHS HOBMX LIHHICHUX MPOMO3ULIN 1 po3po0JI€HO JIOTIYHY
CXEMy JIaHOTO MpPOIIECY. I. O. Xomenko, JI. B. babauenko, B. A. Mockanenko, B. O. €mens [7] BuB4amu
[IHHICHO-OP1€EHTOBAHMI MiAX1J O MAPKETHHTY.

OpnHaue aBTOpU HE TMOBHICTIO PO3KPUBAIOTh METY Ta MPIOPUTETHE 3aBIAaHHS IIHHICHO-OPIEHTOBAHOTO
niaxony 10 (opMyBaHHs CTpaTerii MApKETUHIOBUX IHCTPYMEHTIB YIPABIiHHS, HE BUCBITIIOIOTh METOI0JIOT1IO
[[IHHICHO-OPI€EHTOBAHOTO TMi/JXOMy B KOHTEKCTI (POpPMyBaHHS MapKETHHTOBOI CTpaTerii MiJNpUEMCTBA, a
Hacamrepe] He BHU3HAYAIOTh IIIHHICHI OPIEHTHPHU IITLOBUX TPYN CHOXKHBadiB 1 (OpMyBaHHS IIHHICHOT
MPOMNO3ULIT TiAIPHEMCTBA.

MeTto10 cTarTi € OOIrpyHTYBaHHS Ta PO3pOOKa MLIHHICHO-OPIEHTOBAHOTO MiIXOAy A0 (popMyBaHHS
cTparerii BUKOPUCTaHHS MapPKETHHTOBUX IHCTPYMEHTIB IK CTIOCOOY I IBUIIIEHHS PE3yIbTaTUBHOCTI TISUTBHOCTI
HiANPUEMCTBA, a TAKOK CTBOPEHHS IHCTPYMEHTY CTPATEriuHOro YIpaBIiHHSA Y BUIVIsL Oi3HEc-HaBiraropa, o
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Jla€ 3MOTY IPUCTOCYBATH MAPKETUHTOBY JIISUTBHICTB /10 MOTPEO CHOKKMBaya Ta 3MiH PUHKOBOTO OTOYEHHS.

Bukiaaa ocHoBHoro marepiany. CBiTOBHII PHHOK 3MIiHMBCS Ha apeHy Oe3NMepepBHOTO 3MaraHHs,
JIe HEe 3HAWIUIOCS MICIS JUIs 3aCTUIVIMX y 4aci cTparerid. Bucokuii piBeHb KOHKYpEHIIil, HECTaOUIbHICTh
TEXHOJIOTIYHUX CTPHUOKIB 1 CTpIMKE 3pOCTaHHsS BHUMOT 3 OOKYy KIII€HTIB ()OPMYIOTh HOBY HOpPMY — BOHA HeE
TEpIUTh MOBEPXOBO1 peakii. [IoHATTS BapTOCTi y CydyacCHOMY MapKEeTHHTY Habararo MIMpIIe 3a yTUITapHy
KOpUCTh a00 (YHKIIOHATBHICTh MPOAYKTY. BOHO OXOIUTIOE CKIAAHWI CHEKTp BIAYYTTIB 1 acomiamii, y
KOTPOMY TMEpeIUTITalOThCsl €MOIIHHI peakilii, CyCHiIbHI CUTHAJIMW, CUMBOJIYHI 3HAYEHHS Ta E€KOHOMIYHA
pamioHanbHICTh. O0’€KTH CIOKMUBAHHS J1eAaii Ounbine (QYHKIIOHYIOTh SIK HOCII CHMBOIIIB, a HE SIK 3acO0M
3aJI0BOJICHHSI MaTepiaanHx noTped (2, c. 47].

LliHHiCHO-Opi€HTOBAHA CTpATeris — 1€ HEe MPO TeXHi4Hi crenudikaiii a0 HU3BKY BapTICTL e mpo
31aTHICTh BIOBUTH HECKa3aHE: CTPAX OLMHHUTHCS 11033 YBAroio, ParHeHHs Oy TH YaCTHHOIO iCTOpii, moTpely B
BU3HAHHI, CXBAJICHHI, camopeaizamnii. Yemini Openan GopMyIoTh IPOIO3HILiI0, SIKa He IPOCTO 3a/10BOJIBHSIE
(byHKLIOHATBHUN 3aIMT, a IHTETPY€ETHCS B KOHTEKCT >KUTTS JTFOAUHU. | came 3aBIsKH 11iH 37aTHOCTI OyTH «IIpO
KITIIEHTa» — a HE TUIBKH «IJIsl KIIEHTA» — BOHU 30UIBIIYIOTHCS, (HOPMYIOTH MIIHI 3B’SI3KM Ta 3aiiMarOTh HE
MTOJIMIII B Mara3uHax, a MiCIle Y CBiJIOMOCTI.

VY KOHKYPEHTHOMY CEpEJOBHIIl caMe BapTICTh CTa€ KIOYOBMM YMHHUKOM Judepenianii. [Ipoxykru
Ta TMOCITYTH JIETKO KOTIIOIOTHCS, aJie 31aTHICTh KOMIaHii (hopMyBaTH yHIKaJIbHY, IEpPCOHATI30BaHy BapTICTh —
npaktuyHo Hi. Came ToMy IpoBiaHI hipMu CBITY iHTErpyroTh KoHmemnii Value Proposition Canvas, Customer-
Centric Marketing, Design Thinking y BnacHi 0i3Hec-mozedi.

Opienranis 0i3HeCY Ha CTBOPEHHS BaroMoi I[IHHOCTI JJIsl KJII€HTA 3[aTHA HE TUTbKH 3MIHUTH JIOTIKY
KOMYHIKAIlli 13 30BHIIIHIM CEPEJOBHINEM, a W NepeOyayBaTh BHYTPINIHIO apxiTeKTypy ¢ipmu. Y Takux
MOJIENISAX JKOJHA 3 (PYHKIINH — 9M TO MapKETUHI, BUPOOHMIITBO, JIOTICTHKA, YU (piHAHCU — HE (DYHKIIOHYE
130;1b0BaHO. BOHU 3’€/lHaHI B €IMHUI MEXaHi3M, JI¢ KO)KEH €JIEMEHT BiJliTpa€e poJib B CUCTEMI, 1[0 TEHEPYE
LUTICHY 1 MEPEKOHJIMBY IMPOMO3UINI0 /I KIHIIEBOTO CIIOKHMBada. Y pe3ysbTaTi 3HHKae (parMeHTapHICTh
pillieHb, 110 YaCTO CTPUMYE PO3BUTOK — HATOMICTb 3’SBISETHCS CTpaTeriyHa Y3TOMXKEHICTh, KA MOCHIIIOE
KOHKYpPEHTHY MaHEBPOBICTh [4 c.9].

LliHHICHO-CIIPIMOBAHNH MiJIXi 3’ABUBCS SIK BIATOBINb HA 3MiHY [APAJIMTMH Cy4aCHOTO 613Hecy — Bil
MPOJyKTOLCHTPHYHOCTI JI0 KIIEHTOOPIEHTOBAHOCTI. B yMOBaX HAaCHYCHHX PHHKIB i BEIHKOI I(OHKypeHI_Ill
e(heKTHBHICTE JISITBHOCTI T ANPHUEMCTBA BCE MEHIIIE 3aJICKUTE BiJl TEXHIYHIX 0COOIMBOCTEH MPOIYKILi, 1 BCE
OinbIe - BiJ 31aTHOCTI OPMYBATH CTay, PEJICBAHTHY 1 YHIKAJIbHY IIHHICTB ISl CHOXKHBAYA.

IToBepxHeBa cerMeHTallisl a00 3arajibHi ySIBICHHS PO “LITbOBY ayAUTOpPit0” BXKe He Ii10Th. EQexTuBHe
YIpaBITiHHS HEMOXIIMBE 0€3 1eTaIbHOTO 3HAHHS TIOBEIIHKOBHUX TPHUTepiB, MMOWHHOI MOTHBALlii, TPHIXOBAHUX
MIEPETOH 1 peaJbHUX OUiKyBaHb Kii€HTa. KiTFOuOBi apryMeHTH Ha KOPHUCTH I[IHHICHO-OPIEHTOBAHOTO I1IX01Y
(Tabm. 1):

Tabnuys 1
Cucremarusailisi KJIIOUOBUX aCHEKTIB I{IHHICHO-OPI€HTOBAHOTO MiIXOLy
Kpurepiit TpaguuidHui miaxiza L{iHHICHO-OpPIEHTOBAHMUH TiJIX1]
Dokyc yBaru [TponykT, oOcsT mposaxiB ITorpebu Kimi€HTa, CTBOPEHHS IIIHHOCTI
LlenTp npuiinaTTa B - o - . .
. : NPOOHUIITBO, ACOPTUMEHT KiienT, fioro o4yikyBaHHS 1 OBe/IiHKa
CTpaTeriyHuX pilleHb
OcHOBHa MeTa Maxkcumisailist IpuOyTKy Makcumisarlisi CipuiiMaHoi IIIHHOCTI JUIsl KITIEHTA
THCTDYMEHTH VIIDABIIHHS Knacwani 4P (Product, Price, Place, | Mozneni ninaicHOi npomno3uii (Value Proposition Canvas,
py yip Promotion) CX, NPS To1mo)
Ponb crioxuBaga [TacuBHMI OTpUMyBa4 TOBapy AKTHBHUI yYaCHUK CTBOPEHHsI LIIHHOCTI (co-creation)
OliHKS ehCKTHBHOCTI Ob6csr nmpopaxis, (hiHAHCOBI JlostnbHICTB, 3aI0BOJICHICTE, TIOBTOPHI IIOKYTIKH, EMOLLiiHE
MOKa3HUKH CIPUHHSATTS
I'HyukicTh 10 3MiH puHKY | Husbka Bucoka
. BupoOuuywmii morexmian abo I'mboke po3yMiHHS KJII€HTa, CTale CTBOPESHHS 3HaYyNIOl
Crpareriyna nepesara . . .
TEXHOJIOTisI IIHHOCTI

IDicepeno: pospaxosano 3a oanumu [8-9; 10, c. 64]

[{iHHICTh AK OpieHTHp OUIbIlIe HE OOMEXKYETbCS MEKaMU MapKeTHMHIOBMX KaMIlaHIi — BOHa cTaa
(byHAaMEHTOM CTPaTEriyHOr0 MUCJIEHHS KOMITaHIH, sIK1 IParHyTh HE KOPOTKOCTPOKOBOI'O 3pOCTAaHHS, a CTAJIOr0
i TpuBajoro po3BUTKy. KoMyHikarlist 3 pyHKOM OiIbIIIE HE € OJIHOCTOPOHHBOIO — BOHA Jelai yacTimie HaOyBae
BUIVISIAY A1aJIOTY, Y SIKOMY Ba)KUTh HE JIMIIIE Te, 1110 MPOJAEThCs, a il Te, IK CrioyKuBay 1ie BiauyBsae [7, c. 150].
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Y Cy4acHOMY MapKETHHIOBOMY IIPOCTOPI TOJIOBHA yBara MnepeMicTUIIacs 10 KIIEHTA, MEePETBOPIOI0YH
#oro Ha peanbHuil HEHTp yciei bi3Hec-cTparerii. OcoOnuBy Bary HaOyBae NEpCOHANI30BAHMIT MIJXIJ, 1O
T03BOJISIE HE TIPOCTO pearyBaTH Ha MOTpeOM aynuTopii, a mependadary ix i GopMyBaTH yHIKaJIBHUHA JOCBIX
JUIs1 KOOKHOTO CIIO)KHBaya.

Oraka nuHaMiKa CIpUYMHSE TOTPeOy B LIHHICHO-OPIEHTOBAHMX IMIAX0AaX 0 PO3POOKH CTpaTerii, sKi
BpPaxoOBYIOTh HE TUIbKH SIBHI 3aIUTH, aJie¢ ¥ MPUXOBaHI MOTpeOU, GopMyIOTh YHIKAJIBbHI TMPOIO3HIIIi, 37aTHI
HiATPUMATH CTaOLIBHICT 1 JOBITOCTPOKOBE 3pOCTaHHA €(PeKTUBHOCTI. Llel koMIuIeKCHuU MiIXia cTae KirouemM
JI0 CTAJIOr0 PO3BUTKY i YCIIITHOTO HOSI/II_IiOHyBaHHH Ha PUHKY [9].

v z[HHaMquOMy PUHKOBOMY CCPEIOBHILl MAPKCTHHIOBI CTpATerii PO3SBHHYINMCS BiA KIACHIHHX
MoJieNlell 10 IHHOBAIIMHNX, THYYKHX 1 KITIEHTOOPIEHTOBAHMX MiAXOAiB. Hrkdye HAaBENCHO y3araabHEHH:
HANMOMMPEHIIINX CYy4acCHUX MiAX0/iB 10 (OPMYyBaHHSI MAapKETUHIOBUX CTparerii (Tadm. 2).

Tabnuys 2
CyuacHi miaxoau 10 GopMyBaHHS MapKETHHTOBUX CTpATETil

ITigxonu

3MicT

Kitto4uoBi iHCTpyMeHTH / MOJieni

Knacnynmii
CTpaTeriyHuil MapKETUHT

l'[06y11013aH1/H/1 Ha aHami31 PHHKY, MOl TO3HUIIFOBaHHI Ta
BU3HAYEHHI LlJIeH BiamosigHo 10 4P

SWOT, PEST, STP, BCG-marpurs,
4P

Kunienrouentpuanmii
miaxiz

OpienToBanuii Ha NOTPeOH, MAHEPH, CHIOJIBAHHA Ta
BIJJIaHICTh KIIIEHTA

Customer Journey Map, Persona,
CRM, NPS

LinHicHO-Opi€eHTOBaHHUI
uibivebit

®dopMyBaHHS CTpaTerii Ta 3a0e31Me4eHHs YHIKAIbHOT
MIHHOCTI JIJIS1 IIIJTbOBOTO CETMEHTY

Value Proposition Canvas, Business
Model Canvas, CX-anaii3

InTerposannii
MapKETUHIOBUHM M1IX1]

CKOOpIMHOBaHE BUKOPHCTAHHS YCiX MAPKETHHTOBHIX
KaHaJI1B JJ1d JOCATHCHHSA CIIUILHOI METH

IMC (Integrated Marketing
Communications), OMHIKaHaJIbHICTb

JlimKuTan-MapKeTHHT
cTpaTeris

OCHOBHUH aKleHT Ha IIM(POBHUX KaHAlIaX, aBTOMAaTH3allil,
aHaJITULI Ta B3a€MOIT OHJIAH

SEO, SMM, e-mail MmapKeTHHT,
ananituka Google, Al-mapkeTunr

IaHOBAIIHMI Ta
a}IaHTI/IBHI/Iﬁ MapKeTI/IHF

[IBuka peakilis Ha 3MiHU PHHKY, 3aCTOCYBaHHS THYYKHX
cTpareriit

Agile Marketing, Lean Startup, MVP,
A/B-tectyBaHHs

Emoniitauii MapKeTHHT

bazyeTbcst Ha popMyBaHHI €eMOLIHHOTO €THAHHS MK
OpeHIoM 1 KITIEHTOM

Storytelling, Openn-koMmyHikarii,
E€MOIIMHAN qU3aiH

CoujajibHO-
BianoBimaneHUi
MapKETHHT

Opi€eHTOBaHMH Ha CTBOPEHHS OpeH/Ty Yepe3 CyCHiiIbHi
IHII[IaTUBH, TOBKIUILIS, ETHKY

ESG-mapxerunr, Cause-Related
Marketing, 6pennau 3i 3MicToM

MacmraboBanuii Ha
ocHOBI anux (data-
driven)

3acToCyBaHHS BEJIMKHX OOCSTIB JaHWUX Ta aHAJTITHKH JUIS
CTBOPEHHS IIEPCOHANI30BaHUX CTpaTeTil

Big Data, Al/ML-anamiTuka,
predictive analytics, CDP

IDicepeno: pospaxosano 3a oanumu [11-12; 13, c. 121]

HaiiHoBim MapKeTHMHIOBI KOHIIETIIi CIUPAIOThCA Ha LITUH KOMIUIEKC CKJIAJHUKIB — BiJl aHAIITUKH
MOBEIIHKH JI0 THYYKUX CIIEHApiiB Aiil. MapkeTHHT HOBOTO 3pa3ka MmoTpedye 1HII0i 013HeC-apXITeKTypH: OLTBII
THYYKOT, BITYMHEHOI 710 3BOPOTHOTO 3B’ S3KY, TOTOBOT IIPUCTOCOBYBATHUCS B peaibHOMY 4aci. J[o Hei HeBix eMHO
HaJIeXaTh TEXHOJIOT1] TOUKOBOI B3a€EMOIii — MEPCOHAII30BaH1 CEpBiCH, AMHAMIUHUN KOHTEHT, MIardopmu, ki
JI03BOJISIIOTH KOMITAHI1 HE IMTPOCTO 3BEPTATUCS JI0 KITIE€HTA, a CIIyXaTH Ta BIAMOBIAATH. Y pe3yabTaTi, CTBOPEHHS
LIHHOCTI NPUIIMHSE OyTH rapHUM CJIOTaHOM Ta CTa€ CUCTEMHOIO MPaKTHKOI, BMOHTOBaHOIO B JIHK xommanii
[11].

Knacuune ysBneHHS PO MapKETHHT K JOITOMIDKHHIA 3aCi0 T MPO/IaXKiB IIBUIKO BTPAYAE AKTYaJIbHICTb.
VY dokyci — HEe MexaHIYHE TPOCYBaHHS MPOAYKTY, a BUOYJOBYBaHHS TIIMOOKOT, MIITHOI MOZEII BITHOCHH 3
1IJTLOBOIO ayTUTOPIETO, /1€ KOXKEH IOTHK - HEe BUIIIKOBHIA, a 00ymaHwuil. | B 11i#i HOBIi#l KOH(Iryparii MapKeTUHT
TIEPETBOPIOETHCS HA apxiTeKTopa CMHUCIIB, KOOpJMHATOPA ,Z[OCBiI[y, HpOBiI[HI/IKa MDK 3alUTOM CITOXKHBA4a
Ta MOTEHI1AJIOM 6peH;1y AOu posiOparucs, sIK BTITUTH TaKUK MiAX1i7 y AidCHI Gi3HEC- -TIPOLIECH, HEOOX11HO
TMOPHHYTH B METONOJIOTIIO: 30arHyTH, Ha SKHX 3acajaX TPUMAeThCs (inocodis BapTOCTi, SIKi MEXaHI3MHU
JIAl0Th 3MOTY Ti MaciTaOyBaTH, IK IHTCTPyBaTH il y CTPATEriio 3 ypaxyBaHHIM MIHIHBOTO KOHTEKCTY.

CDOpMyBaHHSI MapKETHHTOBOI CTpaTerii Ha OCHOBI IIIHHICHOTO IT1 IXO/Ty Iepe0avae AeKIbKa o CIiJOBHUX
ctaniit (puc. 1):
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AHai3 nineoBoi ayanTopii

:

|
CerMeHTaIis pHKY 3a HOBEIIHKOBIIMIIL, ICHXOTPagMHIIMIIL, COTiaI5HIIMIT KP HTePiAMIL i
IToOyxoBa «IIep cOH» KIi€HTIB (customer personas). ;
BuseneHad «0omeil», moTped i odikyBaHE :

Dop MYITIOBAHHA iHHICHOI TIp OII03 LT

i | BuxopucTtaHHA iHCTp yMeHTIB Value Proposition Canvas Ta Jobs-To-Be-Done. :
! | BrzHaueHHR KIOYORIX BITOL i AndepeHniaTopis. 3

‘V3roxeHHS OIHHICHOI IP ONO3MII] 3 O3 IIioHy BaHHAM Op eHIy

TTo0yznoBa OizHEC-MO 16711 HABKOJIO MIHHOCTI

IaTerpania miHHOCTI B yoi KomMmoHeHTH Business Model Canvas: mpoIyKT, KaHAIIL,
BIIHOCIHHII, 10XO0II TOIIO.
Pozpobka cricTeMn KOMYHIKaMiil, opieHTOBaHOI Ha IHHOCTI (IiHHICHA KOMYHIKAITis )

Budip MapKeTIHTOBIIX IHCTP YMEHTIB

‘

‘

‘
Apnanrania knacmianx 4P no moneni4C (Customer value, Cost, Convenience, 3
Communication) i
BuropucTaHHs OUQPOBIX KaHANIE JUIA HepcoHalisamil mpomo3mmii Ta KOHIPOIW | |
3BOPOTHOTO 3B 3KV 3

MOHITOPIHT | KOP IT'YBAaHHSA CTIp aTeTii

;
| !
| !
: . . e |
! | BumipioBaHHS edeKTIBHOCTI 3a MoKa3HIKaMI: NPS, CSI, CLV (Customer Lifetime !
: I
1| Value). i
! | AnamTamif cTpaTerii Ha OCHOBI 3MiH Y CIIp IITHATTI MIHHOCTI KiTieHTaMIT !
: |

Puc. 1. Merononorist BIpoBayKeHHsI [IIHHICHO-OPIEHTOBAHOTO MiIX0AY B MAPKETUHTOBY CTPATETiI0
IDicepeno: pospaxoeano 3a danumu [14, c. 248; 15, 16, c. 139; 17, c. 106]

OpieHTallis Ha CTBOPEHHS IIIHHOCTI, SIK CTpATeris, HE MPOCTO CIIPHUSE BUTITHO BIAPIZHATHUCS Cepel
KOHKypeHTiB. BoHa fae Oi3Hecy MOXKIIMBICTD BIUIMBATU HA JMHAMIKY HOIUTY, CTBOPIOIOYHM HOBY JTIHCHICTb —
Ty, B SIK1{ KJIIEHT OTPUMY€E HE T€, 10 IPONOHY€E BUPOOHUK, a BIACHE Te, L0 Ma€ i HbOTo NINOOKY OCOOUCTY
Bary.

MapkeTHHIOBI 3aCO0M BiAIrpaloOTh KIIOYOBY POJIb Y BTUICHHI LIHHICHOI CcTparerii mianpuemMcTaa, 60
came 4yepe3 HUX KOMIaHis BUSBIISE, (POPMY€E, KOMYHIKYE Ta IOCTABIISIE [IIHHICTh CBOIM I[IIIbOBUM CIIO)KMBAYaM.
VY Mexax MiHHICHO-OPIEHTOBAHOTO IMiIXOAY IHCTPYMEHTH MAapKETHHTY BHKOHYIOTH HE TIIbKH TEXHIUHY YU
KOMYHIKaliiHY (YHKIIIO, a CTal0Th CTPATEriuHUMH BaXXEISIMU ()OPMYBAaHHS PUHKOBOI IMPOITIO3UIIii, 1110 TOYHO
BIJINOBIAA€ CIIO/IIBAaHHAM 1 TOTpebam KitieHTa. Y Tabi. 3 y3arajabHEHO pOjiib MApKETUHIOBUX 3aCO01B Y BT1JIEHHI
IIHHICHOI CTpaTerii MmiAmprueMCTBA.

Tabnuys 3
Ponb MapkeTHHIOBHX IHCTPYMEHTIB y peatizallii IiHHICHOI cTparerii MmianmpueMCcTBa
P R OyHKIIOHAThHE IPU3HAYCHHS Porp y peamizamii niHHICHOT cTpaTerii

IHCTPYMEHT YHKI P yp B P
STP-moznens . . P

: . CerMeHTaHlﬂ PHUHKY, O6paHH5{ 1JIbOBHUX CTBOpIOC OCHOBY TII€pCOHal3all MHA  JJI

(Segmentation, Targeting, s 6 -

Positioning) ayIuTOpii, po3poOKa MO3ULIIFOBAaHHS KOYKHOTO CIIOYKHBUYOT'O CEKTODY.

VY3ropKeHHST BUMOT KITi€HTa 3 mporo3uuiero | Jlo3Bonmsie  4iTko  chopMysaroBaTH — yHIKaJIbHY
KOMTMIaHii [IHHICHY TTPOTIO3HIIIf0

BuzHayae KJIIOUOBI TOYKM CTBOPEHHS/BTpATH
BapTOCTI Ta JIO3BOJISIE TIOJIMIIMTH KII€HTCHKUI
JIOCBILT

Value Proposition Canvas

Bisyauizanisi etamiB B3aeMOJil 3aMOBHHKA 3

Customer Journey Map OpeHIoM

CRM-cucremu,
MePCOHAII30BaHUI
MapKETHHT

VYrpaBiiHHS JaHUMH KITIEHTIB, aBTOMaTH3allisl | 3a0e3nedye ImepcoHaNi3oBaHy JOCTaBKY LIHHOCTI
CHINKyBaHHA Y BiATIOBiTHUI MOMEHT 4acy
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IIpooosoicenns mabnuyi 1

OmHiKaHATBHI
KOMYHiKaIilHi miatdopmMu

InTerparis Bcix kaHamiB B3aemonii (OHIAlH,
odmaifH, MOOUTBHI TOJATKA i T.1.)

lapantye xomMdopT Ta Oe3nepepBHICTH KIEHTCH-
KOTO JIOCBiIy

[HCTpYMEHTH aHAIITHKH LIHU

(NPS, CLV, CSI romo)

OriHKa 3aI0BOJICHHS, MPUXHIBHOCTI,
KIIIEHTIB

HaHaIOTL Bl}IFyK I_[IOI[O plBHH OH]HIOBaHOI BapTOCTl
Ta HICBOCTI CTpaTel"ll

KonrteHT-MapkeTuHr,
CTOPITENIHT

CTBOpEHHS 3MICTOBHOTO Ta EMOIIHOTO
KOHTEHTY

[Mormubnroe eMomiifHNI BUMIp MIHHOCTI, CTBOPIOE
JIOBIpY, 30UIBIIIY€E 3aI[IKABICHICTb 1 JIOSUTbHICTh

[Nommproe niHHICHY MTPOTIO3UIi0 KPi3b BiIOBIIHI
mudpoBi KaHamW, 3a0e3medye IHTEPAaKTHUBHICTH
B3a€MOIT

Iicepeno: pospaxoeano 3a danumu [18, c. 97; 19-21]

Digital-mapketuar (SMM,
email, SEO To1110)

BruimB Ha OHJIAWH-TIPUCYTHICTD, 3aTy4CHHS
Ta yTpUMaHHS KIIEHTIB

[HCTpyMEHTH MapKETHHTY IEPETBOPIOIOTHCS Ha 0araTopiBHEBY apXiTEKTYpy B3aeMO/I1i, 10 GOPMY€ETHCS
HE BiJl PEKJIAaMHOTO MOBIJOMJICHHS, a BiJ MEPIIOro JOTHKY 3 1/1e€l0 MalOyTHbOro BUPOOy — i TpUBae€ 10
OCTaHHBOT'O KPOKY KJII€EHTA, HaBITh Miciisd npuadanHs. Koiau Opena 1ymae kaTeropissMu JOCBiY, @ HE orepariii,
KOMYHIKAITis 3 IOKYIIIIEM CTa€ HE3pUMOI0 HUTKOIO, 110 3IIMBAE BC1 YaCTUHU O13HECY B LIUTICHUM, JTJOTIYHUHN Ta
pUBAOTMBUIA [T TIOMWHY JIAHIIOT. AJIE TOJIOBHE — HE caMi CIIOCOOH, a Te, SIK BOHU MEePEIUIeTeH1 31 CEHCaMH,
10 BIATYKYIOThCS 31 criokuBaueM [15]. OCHOBHI MapKeTHHIOBI 3ac0o0H, 1110 BIUIMBAIOTh HA PE3YJIbTaTUBHICTD
JiSTTEHOCTI TAPUEMCTBA HaBEACHO B Ta0. 4.

Tabnuys 4
Ki1rouoBi MapKkeTHHTOB1 IHCTPYMEHTH BIUTUBY Ha €(PEKTUBHICTH AISUTBHOCTI MIATPUEMCTBA

IncTpymentu 3micT Brutue Ha e eKTHBHICTH
STP-monens . . . . . . . . -
: Busznauenns 1inboBoi aynutopii Ta BianosigHe | [ligBuIieHHs BiMOBIAHOCTI MPOTO3UIIiH, ONTH-
(cerMeHTalrisi, TApreTHHT, N .
- KOpUTYBaHHS CTparerii Mi3allisi KOIITIB Ha POCYBaHHs
TTO3UITIOHYBaHHS )

CRM-cucremn

VYrpasiniHHs 023010 CIIOKHBAYiB, aBTOMATH3ALIIS
MIPOJIaXKIB Ta KOMYHIKaIlii

[TigBuICHHS BiIaHOCTI, 30UIBIICHHS TOBTOP-
HUX IPOJAXiB, Kparie 00CITyTOByBaHHS

Digital-mapkeTnHr

IIpocyBanus wuyepe3 onnaiH-kaHamu (SEO,
SMM, email, PPC Ta inmie)

Po3mmpenHHss  OXOIUICHHS, 301IbIICHHS KOH-
BEpCili, aHAII3 MOBEIHKU KJII€HTIB

KoHTeHT-MapkeTHHT

CrBopeHHs BapTiCHOTO iH(pOPMALIHHOIO KOH-
TEHTY JJIsl IPUBEPHEHHS ayJUTOPil

3BeICHHA [IOBIpH, €MOIIiifHe €XHAHHS, (Op-
MyBaHHs ()axoBOCTI OpeHy

MapkeTHHTOBa aHATITHKA

30ip, aHami3 Ta Bi3yamizaiis JaHUX PO
KJII€HTIB, KaMTaHii, pHHOK

OOTpyHTOBaHI pIIICHHS, IPUCTOCYBAHHS CTpa-
Teril 10 GaKTHYHUX JaHHX

inHicHa mpomnoO3uILis
(UVP)

YiTKO BUCIIOBJIEHE MOSCHEHHS, YOMY CIIOXKHBaY
TTOBHHEH 00patu came 1110 Qipmy

CTBOpIOE KOHKYPEHTHY IiepeBary, 301JblIye
CIPUIHATY BapTiCTh

OMHIKaHaJIbHUH MapKEeTHHT

[HTerparnis pi3HUX OUISXIB B3a€EMOJIT 3 KiTi€HTa-
MH

ITokpalreHHs: TOCBiy CIIOXKHBa4a, 301TBIICHHS
3pYYHOCTI Ta PiBHSI 3aI[iKaBICHOCTI

Branding ta cropireninr

dopmyBaHHS IMiJIXKY, 30pOBOi 1IECHTUYHOCTI Ta
icropii OpeHzy

Emortiiine 3anydeHHsi, 30UIBLICHHS BIIi3HA-
BAHOCTI, ITiIBUIICHHS iHU OpEeHIY

IDicepeno: pospaxosano 3a oanumu [22; 23, c. 125; 24, c. 128]

Ha nmpakTuii miHHICHI OPIEHTUPH BU3HAYAIOTHCS 32 IOMIOMOTOI0 TAaKUX 1IHCTPYMEHTIB, SIK ONUTYBAaHHS,
IMOWHHI 1HTEPB’10, aHATI3 COI[IAJIbBHUX MEpeK, KapTa NUIAXy KIi€HTa Tomlo. Hampuknam, mias Momomoi
ayUTOPii BaXKJIMBUMHU OPIEHTUPAMHU MOXKYTh OyTH 1HHOBALIHHICTh, MOOUTBHICTh, HIBUAKICTH 00CITYTOBYBAHHS
Ta eMoIliiiHe 3amyuyeHHs. J[ns ciMeHHUX KJII€HTIB — Oe3leka, CHiBBIAHOIICHHS I[IHU Ta SKOCTi, HaIIHHICTh
cepgicy. s B2B-cermenty — eekTUBHICTD, IpodeciiiHa miATpUMKa Ta IPOTHO30BaHI pe3yisTaru [25, c.
182].

Y HUHIIIHBOMY KOHKYPEHTHOMY OTOYCHHI 6()EKTHBHE KepyBaHHS MApKCTHHIOBOO JIisIBHICTIO [OTPeOye
CHCTEMHOTO IMi/IXO]Ly, IO 0a3y€Thest Ha POpMyBaHHI MIHHOCTI /U1 KiieHTiB. LliHHICHO-30pieHTOBAHA CTpATErist
BHMarae 1HTerpau11 MapKeTHHIOBUX IHCTPYMCHTIB B €IMHY MOJCIIb, SIKa JI03BOIS€E HE TUIBKH pearyBaTd Ha
noTpedH PHHKY, a i (OpMyBaTH yHIKalbHY MPOIO3UIIIO, 3aCHOBAHY Ha CIIPABXKHIX MOTpebax croxusada. B
IIbOMY KOHTEKCTi IPOTIOHY€THCSI CTpaTeriuHa Mojiesib — 0i3HeCc-HaBirarop, 10 BUKOHYE (DYHKIIIIO PAKTHYHOTO
IHCTPYMEHTY JJIs YIIPaB/IiHHS MapKEeTHHIOM Ha OCHOBI IIHHOCTI [23, c.125].

bisHec-HaBirarop — 1e CTpyKTypoBaHa CTpaTerqua MO/I€JTb, IO AO3BOJISE MiAMPUEMCTBY 00’ €IHATH:

- aHaJi3 MiHHOCTEH IJTOBHUX ayJUTOPIH,
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- (opMyBaHH LIHHICHOI POMO3UILi1,

- BuUOIp Ta 3aCTOCYBaHHS BIAMOBITHUX MAPKETUHTOBUX 1HCTPYMEHTIB,
- YIpaBJIiHHSA KIIEHTCHKUM JOCBIJIOM,

- OILIIHKY e()eKTHBHOCTI Ha YCiX eTanax B3aeMOii 3 KJIIEHTOM.

IncTpyMeHTH

AHAII13 IIJIBOBHX KIIEHTIB 1 Persona, JTBD, Customer Journey
\—> Map, aHKeTyBaHHA, IIHOMHHI
H IHTENR 10

: ‘ BHABIEHHA CeIMeHTIB, IXHIX noTped, boael. 0UiKyBaHb
!

$DopMyBaHHA UIHHICHOT IPOTIO3HINT

Value Proposition Canvas, UVP,

POSIJDGI\E.}HII\E.HBHDFO PIUMEHHA, MO BIATIOBE1ITAE KTHOYOEHM E% I\’DHI\’}'FBHID—OpiEZHIDB i aHAIs

OYiKVBAHHAM CIIOKHBAYA

ITo0yaoBa CHCTEMH KOMYHIKATIT ' 4C  (Customer value, Cost,
59 Convenience, Communication),
: KOHTeHT-MapKeTHHT, SMM

Bubdip kaHamiE 1 GopMATIE, 4epes 9K IEPeIa€ThCA [IIHHICTH

InTerpamnia & bisHec-MoZedn

Business Model Canvas, CRM-

BOyayBaHH4 [IHHICHOI IOTIKH B Y1 eJIeMeHTH A14IBHOCTI — CHCTEMH, OMHIKAHATBHICTB,
MiATIPHEMCTEA : Iu3zafH-cepBic

VIpaBIiHHA KIEHTCBEHM JOCBLIOM

Customer Experience Map, CX-

inoBsocTiTa sxocTi BsaeMom ma Beix. ||| G
3abesmeueHHS IOCIIIOBHOCTI TA AKOCTI B3aeMOIii Ha BCIX : aHaniTaKa, KPI DGCJ'.[@'FDBVB

TOYKAX KOHTIAKTY

BHMIpIOBAHHS eeKTHEHOCTL
NPS, CLV, CSL ROMI (Return

OmiHKA BILTHEY MAPKeTHHTY HA CIPHIMAHY IIHHICTE, —>| on  Marketing Investment),
TOSIBHICTE T4 IPHDYTKOBICTE : KOTOPTHHI aHATI3

AanTanmia Ta po3EHTOK

; A/B-TecTyBaHHT, AHATITHKA
30ip 3B0POTHOTO 383Ky, IOCTIiHE OHOBIEHHS INHHICHOT | |~ moBeiHKH, 4BTOMATH3AIIA,
IpOmo3Hmii | IHHOEBAIT{

Puc. 2. Ctpareriuna Mozenb (Oi3HeC-HaBiraTop) BHKOPHCTAHHS MaPKETHHTOBHX IHCTPYMCHTIB
Ha OCHOBI LIHHICHOTO MiXOTy
Licepeno: aemopcvka pospodka

Mopenb noeiHy€e KOHLENTYallbHI €JeMEHTH MAapKETHHTY 3 ONEepaliiHUMM 3ac00aMy YIPaBIIiHHSA 1 €
aJanTHBHOIO 70 3MiH puHKY. CTpyKTypa Monedi (613Hec-HaBiraropa), 30Kkpema ii eTarnu mojiaHna Ha puc. 2.

IlepeBarn BIpoBa/KCHHS MOI[GJ'Ii (6i3HEC-HaBiraTopa):

- CHCTeMHICTb — IIO€{HAHHS BCIX MAPKETHHIOBHX MPOLECIB B €IMHY JIOTIKY CTBOPEHHS BaPTOCTI;

- THYYKICTh — aJanTallis 0 3MiH y CIIOXXHBYHX MMOBEAIHKOBHX 3pa3kax i pHHKOBOMY OTOYCHHI;

- (okyc Ha KIII€HTI — YiTKEe PO3YMiHHS CHOAIBaHb CIIOKUBAYiB HA BCIX €Tarax;

MIPO30PICTh — HAABHICTh KOHTPOJIBHUX ITYHKTIB 1 METPUK U1 00’ €KTUBHOI OIIIHKH €()eKTUBHOCTI;
MacITaboBaHICTh — MOXJIMBICTh 3aCTOCYBAaHHS B KOMIIAHISAX PI3HOTO po3Mipy Ta cdepu.

Crpareriuna Mojenb «Oi3HEc-HaBiraTop» 3a0e3neuye MpaKTUYHE BTUICHHS I[IHHICHOTO IMAXOAY B
MapKeTHUHIOBY po0OO0Ty mianpueMcTBa. BoHa nae 3MOry moenHaTd aHANITHUKY, CTpaTeriyHe MUCICHHS Ta
oTepalliifHi 3HaPsIA B €IMHY CUCTEMY, OPIEHTOBAHY Ha CTAJIMH PO3BUTOK 1 IIMOOKY B3a€EMOIIO 31 CIIO’KUBAYEM.
BrnpoBamkeHHs Takoi MoJieNi JO3BOJIsiE KOMITaHIi HE MPOCTO «pearyBaTu» Ha PUHOK, a CBIIOMO (popMmyBaTH
KOHKYpPEHTHY IepeBary 4epe3 CUCTEMHE KepyBaHHsI LIHHICTIO.

Bucroku. CbOrofHIlIHIi PHHOK NOTPEOy€ BiJl KOMITAHIH 30BCIM iHAKIIOIO MiIXO/Y 10 YIPaBIIiHHS
MapKETHHTOBHMH 3acobamu. B el'[lI_IeHTpl YBard BKE HE MPOCTO CaM MPOJYKT, a Te, SIKY LIHHICT BiH Halae
KOpPHCTYBa4eBi Mij yac B3aeMofii 3 Openyom. Came 11eii 3cyB y QoKyci (popMye HOBY JIOTIKY MEHEIKMEHTY
— BIJl CTAaHAAPTHOTO aKIIEHTYy Ha TEXHIYHMX XapaKTEpPUCTHUKAX 1 (PyHKLIOHAJIBHUX IepeBarax /10 MoOy10BU
IIUPHX, THIUBITyaTbHUX BITHOCHH 13 TIOKYTIIIEM.

CyuacHi MapKeTHHIOBI IHCTpyMEHTH — sIK-0T Value Proposition Canvas, Customer Journey Map, CRM-
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CHCTEMH, AHAJIITUKA CIIOKUBAIIbKOI MOBEIIHKH, KOHTEHT-MAapKETUHI, JIIKUTaJI-KOMYHIKaIii — B yYMOBax
I[IHHICHOTO TI/IXOy BHKOPHUCTOBYIOTHCSI HE OKPEMO, a SIK IHTETpOBaHA CHUCTEMA, IO 3a0e3redye IUTICHHMA
IIUKJI CTBOPEHHS, TIEpe/iadi Ta MiATPUMKH IIIHHOCTI. CaMe TXHE y3Tro/KeHE 3aCTOCYBaHHS ()OpPMYy€E CTpaTEeTiuHy
CHHEPTIIO Ta JI03BOJISIE JOCATaTH KOMITJIEKCHOTO €(heKTYy.

KitouoBHM 1HCTPYMEHTOM ISl BIAJIOTO KEPyBaHHS MapKETHHIOBOIO JISUTBHICTIO cTa€e Oi3HEC-HaBIirarop
— CTpareriyHa KOHCTPYKIIis, 1110 00’ €IHY€ peTeIbHUN aHaJi3 UTLOBUX ayqUTOPid, (POpMyBaHHS HEITOBTOPHOT
LIHHICHOT MPOMNOo3H1ii, BUOIp iEBUX KaHAJiB KOMYyHiKallii Ta MOCTIHHE B1JICTEKCHHSI TOKAa3HUKIB €()eKTUBHOCTI.
Taka mozenp 3a0e3neuye HE JIMIIEC MIBHAKY AJANTAII0 0 3MiH PUHKY, ajle ¥ YiTKy CHpPSIMOBAHICTh IiH,
JTO3BOJISIFOYM KOMIIAHIi THYYKO BIJAMOBIZATH HA BUKIWKK ¥ OJHOYACHO 3aJIMIIATHCS BIPHOIO BIIACHUM
CTpATeriYHAM MPIOpUTETaM. 3aBISKH I(bOMY KOMILICKCHOMY ITiXOJy, MAPKETHHIOBI PilllCcHHs HaOyBaioTh HE
BHIIA/IKOBOTO XapaKTepy, a MEPEeTBOPIOIOTECS Ha CHCTEMY, IO LIIECIPAMOBAHO 30LTBIIYE IHHICTE KOXKHOI
B33a€MOJII1 3 KITIEHTOM.

3anpoBa/PKCHHS LI HHICHO- CHpHMOBaHOICTpaTel"llMapKeTI/IHFOBI/IX1HCTpYMeHT1B,I[03BOJ'I$I€HlI[HpI/IGMCTBy
3OLIBIIMTH 33{0BOJICHICTH Ta JIOAIBHICTE KIIEHTIB; 3MILIHUTH KOHKYPEHTHI TO3HILi; 3a0e3mednTy cTabiabHe
3poctaHHs (piHAHCOBHX 1 HE(IHAHCOBUX MOKA3HUKIB; IEPEHTH BiJl KOPOTKOCTPOKOBOT'O pearyBaHHs Ha pUHOK
710 TIOBTOCTPOKOBOTO CTPATETIYHOTO MEHE)KMEHTY Ha OCHOBI IIIHHOCTI.

OTxe, IHHICHO-CIIPSIMOBAaHHUN TMiJIX1Jl MTOCTA€ HE TUIBKU aKTyaJbHOI0 MAapKETHHTOBOIO KOHIICTILIETO,
a W KOMIUIEKCHOIO YIIPaBIIHCHKOI TapaJUrMOi0, 3JaTHOI0 3HAYHO TpaHchopmyBatu e(EKTUBHICTD
(byHKLIOHYBaHHS MIANPHUEMCTBA 3arajioM.
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