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Y cmammi 06rpyHmMoBaHo KOHYEeNnyito KOMIl-
JIEKCHO20 i0X00y 00 OMHIKaHasIbHOI Mapke-
muH2080i cmpameaii 8 po30pi6HIli mopeissi,
wo rmnepedbayae BUKOPUCMAHHS KOHYemnuil
X0o/licmu4YHo20 ma IHHOBauiliHO20 MapKemuH-
2y, cmpameail MapKemuHay MOBHO20 YUKy
(full-funnel marketing). lNpoaHasiz08aHO cy4ac-
Huli cmaH meHOeHyili ma rpobsiem po3sUMKy
pO30pibHOI mopeigni ma BU3HAYEHO 3Ha4yHull
romeHyjasn  pocmy  eeKMpPOHHOI  mopeisi,
wo € nepedyMoBOI0 MPUCKOPEHHST memnig
yuchposisayii po3dpioHOI mopeiesi. KoHuyenyisi

KOMII/IEKCHO20 MiOX00y TPyHMYyembsCsi Ha ioei

3abe3neyeHHs YiiicHocmi MapkemuHay i cripsi-
MoBaHa Ha cpikcayito BCIX ¢hakmopis Kyrigi,
Wo BUHUKalomb BHAC/IOOK B8UGOPY npodykmy
croxuga4amMu ma yuhposux KaHasnis. BusHa-

4YEHO IHCMPYMEHMU ma HOBIMHI MexHoso2il

Ha pisHUX emariax 83aeMoO0ii 3 K/EHMOM, SiKi
€ IHCMpPYMeHmMasIbHOK OCHOBOK 0711 Brposa-
OXEHHS KOMII/IEKCHO20 MioX00y 00 OMHIKaHasb-
HOI' MapkemuH2080i cmpameaii 8 PO30pI6HIl
mopaig/ii ma Mampuyero MapKemuH2080i cmpa-
meeii OMHiKaHa/IbHo20 YUK/ly O/151 PO3OPIOHUX
mop208yi8, peasizayisi K020 BUMAa2ae 3acmo-
CyBaHHS1 KOMI/IEKCHO20 MMiOX00Y, 3aCHOBAHO20
Ha IHHoBauiliHUX HCMpyMeHmax yugposo2o
MapKemuHay, KOHUenuyji YyinicHo2o mMapkemuHay
ma MapKemuHay 3 MOBHOHO MOC/TIO0BHICMIIO.
Knto4oBi cnoBa: po3dpibHa mopeig/isi, OMHIka-
Ha/lbHICMb, XO/lICMUYHUU MapKkemuHe, IHHosa-
YitiHuti  MapKkemuHe, MapkemuHao8a BOPOHKa,
full-funnel mapkemure.

B cmambe 060cHOBaHa KOHYErNyusi KOMI/IeKc-
HO20 rodxoda K OMHUKaHa/IbHOU MapKemuH-

2080l cmpameauu 8 PO3HUYHOU mopaos/e,
rpedycMampusarouwjast UCrosib308aHUE KOH-
yenyuii XoucCmu4ecKo20 U UHHOBaUUOHHO20
MapkemuHaa, cmpameauu MapkemuHaa rnos-
Hoeo yukna (full-funnel marketing). [po-
aHa/lu3upoBaHO COBPEMEHHOE COCMOsIHUEe
meHdeHyull u npobsiem passumusi PO3HUY-
Hol mopaosau U BbisIB/IEH 3HaYUME/IbHBbIL
rnomeHyuas pocma  3/1eKMPOHHOU  mop-
208/1U, YMO sB8/1ssemcs NPeonocklIKol YcKo-
peHusi memmnos yughposu3ayuu Po3HUYHOU
mopaosnu. KoHyenyusi KOMrM/IeKCHO20 00-
Xo0a ocHoBblBaemcsi Ha udee obecrieyeHusi
ye/locmHoCmuU  MapkemuHaa U Harnpas/ieHa
Ha gbukcayuro Bcex ¢hakmopos MOKYrKU, BO3-
HuKarowux 8 pesy/ismame sbl6opa npodykma
nompebumensmu U YughpoBbIX KaHa/Io8.
OnpedeneHbl UHCMpyMeHmbl U Hoseliwue
MEexXHO/M02UU Ha Pas/uyHbIX amarnax 83aumo-
delicmsusi C K/TUEHMOM, KOmopble S8/1SIIOMCS
UHCMpyMeHmasibHol ocHosoU 07151 BHEOPEHUSI
KOMIM/IEKCHO20 1100X00a K OMHUKaHa/bHOU
MapkemuH2080l cmpameauu 8 PO3HUYHOU
mopeosne u Mampuyell MapkemuHz2080U
cmpameauu OMHUKaHa/sbHO20 yukaa ons
PO3HUYHBIX MOP20BYEB, peasausayusi Komo-
po2o mpebyem npuUMEeHEHUs] KOMI/IeKCHO20
rnooxoda, OCHOBaHHO20 Ha UHHOBAYUOHHbLIX
UHCMpyMeHmax yughposo2o MapkemuHea,
KOHYenyuu yes0CmHo20 MapkemuHaa u map-
KemuHaa ¢ nosiHol noc/sedo8ame/ibHOCMbH.
KnioueBble cnoBa: posHUYHAS MOP20B/S,
OMHUKaHa/TlbHOCMb,  Xo/ucmuyveckuli - Mapke-
MUHe, UHHOBAYUOHHbIU MapKemuHe, MapKe-
muH208as1 BOPOHKa, full-funnel mapkemune.

Significant changes are taking place in retail trade in modern conditions. Trade is adapting to the new realities of the modern economy, the latest information
technologies are being introduced, and the social responsibility of business is growing. Trade is developing in the direction of channel integration and the
development of omnichannel. Omnichannel trading complicates the customer's path to purchase, constantly changing customer experience, due to the
emergence of a large number of the latest mobile applications, digital devices and information technology. In response to the processes of digital transfor-
mation, retailers need to intensify innovation processes, first of all, marketing approaches need innovative approaches. The purpose of the article is to sub-
Stantiate a comprehensive approach to omnichannel marketing strategy in retail, which involves the use of the concepts of holistic and innovative marketing,
full-funnel marketing. The article substantiates the concept of an integrated approach to omnichannel marketing strategy in retail, which involves the use of
the concepts of holistic and innovative marketing, full-funnel marketing strategy. The current state of trends and problems in the development of retail trade
is analyzed and the significant growth potential of e-commerce is determined, which is a prerequisite for accelerating the pace of digitalization of retail trade.
The concept of an integrated approach is based on the idea of ensuring the integrity of marketing and aims to capture all factors of purchase that arise as a
result of consumer choice of products and digital channels. The tools and the latest technologies at different stages of the client's path are identified, which
are the instrumental basis for implementing a comprehensive approach to omnichannel marketing strategy in retail, and a matrix of omnichannel full cycle
marketing strategy for retailers. Its implementation requires the application of a comprehensive approach based on innovative digital marketing tools, the
concept of holistic marketing and full-funnel marketing. The main idea is to ensure the integrity of marketing and focus on fixing all the factors of purchase
that arise due to the choice of product and digital channels.

Key words: retail trade, omnichannel, holistic marketing, innovative marketing, marketing funnel, full-funnel marketing.

MoctaHoBKa Npo6sieMu. Y po3apibHii Toprieni B
CyyacHMX ymoBax BifOyBatOTbCA CYTTEBI 3MiHWU. Top-
riBAs NPUCTOCOBYETLCHA A0 HOBUX peaniii cyvacHol
€KOHOMIKM. BnpoBamxyloTbCA HOBITHI iHChopmaLiliHi
TEeXHONOrii, 3pocTae couiasibHa BignNoBiga/IbHICTb 6i3-
Hecy. TopriBns po3BMBAETLCA Y HanpAMi iHTerpawii
KaHaniB i po3BMTKY OMHikaHas1bHOCTI [12; 15; 18].

Pa3om i3 uym 3MiHIETLCSA Nif BNAMBOM iHHOBALLif-
HMX MPOLECIB Cy4acHWii MapKeTUHT po3apiGHOI Top-
rieni. 3'ABMAKOTLCS HOBI Gi3HEC-MOAEeNi, HOBI KaHan
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KOMYHiKaLliii, HOBI ToBapu Ta nocnyru. basosi npuH-
uMnu opMyBaHHSA KOMMIEKCY MAaPKETUHIY 3MiHto-
I0TbCS BIANOBIAHO A0 3anuTiB 6GaraTokaHaslbHOCTI.
B omHikaHa/bHIli TOPriBAi YCKNaAHIETLCA LWAAX KNi-
€HTa [10 NOKYMKW, NOCTIAHO 3MIHIOETLCS K/TIEHTCbKMIA
pocsig. Lle noe’sa3aHO 3 MOSABOK BE/IMKOI KiSIbKOCTI
HOBITHIX MOGINIbHMX A40AATKIB, LMKPOBUX NPUCTPOIB
Ta iHhopMaL,iiHuX TEXHONOTIA. Y BignoBigb Ha Npo-
Lecu undpoBoi TpaHcopMal,ii nignpremcTsam pos-
[OPiGHOT TopriB/i HEOOXiAHO aKTMBI3yBaTW IHHOBAL|iliHI



B EKOHOMIKA TA YIPABJIIHHA MIANPNEMCTBAMU

npovlecu, Hacamnepeg, iHHoBaLiHKX NigxoAiB noTpe-
6ye MapKeTUHT.

KoHuenuis IHHOBaLiiHOTO MapKeTUHry siK Apaii-
BEP PO3POO6MEHHS HOBITHIX IHHOBALiiHUX IHCTPYMEH-
TiB MapKeTuHry 3abesneynTb CBOEYACHY peakLilo Ha
Hacnigki undposoi TpaHcdopMalii Ta AacTb 3Mory
afeKkBaTHO BigpearyBaTu Ha HUX LUSIXOM MOLUYKY Ta
BMPOBAPKEHHST IHHOBAUINHUX MApPKETUHIOBUX TeX-
Honori. KoHuenuis XoniCTUYHOTO MapKeTUHTY K
TEeOpeTUYHe Ta NpuKNagHe NigrpyHTa po3LwmnpeHoro,
KOMMIEKCHOrO Niaxo4y A0 MapKeTUHIoBOI Aif/IbHOCTI
iHTerpye HaBaxk/IMBILLI CKNAAHUKN YCMiLLHOT Mapke-
TUHIOBOI [ifANIbHOCTI: MapKETUHI BiJHOCWH, IHTerpo-
BaHWI MapKeTVHT, BHYTPILLHIA MapKETUHT | COoLia/ibHO
BiANOBIAa/IbHUI MAPKETUHT.

AHani3 ocTaHHIX pocnigpkeHb i nyo6nikauii.
3anponoHoBaHWin  KOMMEKCHWI Niaxid 3yMOB/OE
HEOOXiAHICTb  y3ara/ilbHEHHS  HasiBHOTO  JOCBIigy
y 3a3HauyeHux acnektax MapkeTuHry. [pobnemu
3aCTOCYyBaHHS iHHOBAUIA Yy MapKETUHIY AOCAIAXKY-
BaUIM BITUM3HAHI Ta 3apybikHi BueHi: D. Coughlin
[2]; E.M. Tauber [6]; N./1. AHTOHIOK, B.C. CaBuyk [8];
C.M. InnsweHko [16]. Y poboTax Lmx aBTOpIiB pO3r/is-
[AETbCA MaPKETUHI HOBMX TOBapiB 3 MO3MLiil 3aBO-
I0OBaHHA Ta 30epexeHHs1 CnoXmBadiB, akLEeHTYETbCA
yBara Ha BUpiWa/IbHOMY 3Ha4YeHHi OopieHTauii Ha
noTpedw Ii BUMOTY PUHKY, BOAHOYAC yBarv NUTaHHAM
NOEAHAHHA MapKETUHTY 3 Cy4YacHUMW iHopmaLiii-
HVMMW TEXHOMONIAMU Ta CTBOPEHHS HOBUX MapKeTUH-
rOBMX IHCTPYMEHTIB i MeToAiB NpUAINAETbCA Heao-
CTaTHbO.

TeopeTuyHi Ta MpakTU4YHi OCHOBM XOJICTMYHOIO
MapKETUHIY [OCMIKYBa/IN BITYN3HAHI Ta 3apyOikHI
ByYeHi: E. beiinxokep [1]; ®. Kotnep, K. Kennep,
A.®. MNaBneHko [14]; T.O. 3aropHa [13]; /1.B. bop3a-
koBcbka [9]; KO.B. Pobyn [20]; H.B. lepacumsk [10]
Ta iHWI. Y poboTax UMX YY4EHUX XONICTUYHUIA Mapke-
TUHT PO3MNSAAAETLCA AK CYKYMHICTb CKIagHWKIB, A0
SKUX BXOAATb: BHYTPILLHI MapKETUHr, iIHTerpoBaHuii
MapKETUHI, MapKeTUHT BiHOCWH, nepd)opMaHc-map-
KETUHI. Bu3Ha4YaeTbCs, WO XOMICTUYHWIA MapKETUHT
He MpPOCTO PO3LLMPKE KOMMMIEKC MAapPKETUHI-MIKCY
Ha ofHy «P», BIH CTaHOBWUTb KOMM/IEKC MapKeTUHIY
sIK 6e31i4 CKNaAHWKIB i Ma€e couianibHy OpiEHTAaLH.
Y nogasnbliomy nif yac 3acCTOCYBaHHA XONICTUYHOIO
MapKeTUHTY B NPaKTULi AisSIbHOCTI NiANPUEMCTB PO3-
API6GHOT Toprieni B ymoBax LMJPOBOI TpaHcdopma-
Uil € HeoOBXiAHICTb i MOX/IMBICTb PO3LUMPEHHA MEX
XONICTUYHOTO MapPKETUHTY 3a PaxyHOK yNpoBaKeHHSs
HOBMX KOHLENUiiA, NPUHLMMIB Ta IHCTPYMEHTIB Lud-
POBOrO MapKeTUHrY.

Crpareria mapkeTuHry nosHoro uukny (full-funnel
marketing) y AissibHOCTI po3api6bHOIT ToprieAi, Wo npo-
MOHYETLCSA HaMu, I'PYHTYETbCA Ha iaei 3abe3nedyeHHs
uisicHocTi mMapketuHry [7]. Ua iges npueoguTb [0
nepexoay Bifg, cTpaTterii MapKeETUHIOBOT BOPOHKM A0
cTpaTterii MapkeTUHry MOBHOMO uukny. Lia cTparteris
crnpsiMoBaHa Ha chikcau,ito BCiX dpakTopis KyniBAi, Wo

BMHUKAKTbL BHACNILOK BMOOPY MpoaykTy Ta uudpo-
BMX KaHas1liB BUCOKO 06i3HAHUM CrOXMBayeM.

OkpeMi acnekTn KOHUENLiT MapKeTMHIOBOT BOPOH-
KN HaBefeHo y poboTax yvyeHux Dave McClure [3];
H.C. EpemeeBa, O.B. 303ynbosa [11]; B.O. MiweHko
[17]. Y umx poboTax KOHLUENuis MapKeTUHIOBOI
BOPOHKM PO3ISAaETbCA K cTpaTeris kibepnpocTtopy,
HaBedeHi AaHi Npo CTBOPEHHS aBTOMAaTM30BaHMX
BOPOHOK, L0 peasii3ytoTb Mpofaxi ToBapis aBTOMa-
TWYHO, 6e3 yyacTi nepcoHany. BusHauyeHo, WwWo y map-
KETUHIY HemMae yHiBepcasibHOT BOPOHKM, a etanu Tii
peanizauii MOXyTb BapitoBaTUCA 3a/1€XHO Bif, ranysi
3aCTOCYBaHHS.

3acHOoBYOUMCb Ha HaBedeHUX 3006y TKax, nojasib-
LLIOr0 TEOPETMYHOrO O6I'PYHTYBAHHS NOTPEO6yE KOMM-
NIEKCHUIA Miaxig A0 OMHIKaHa/IbHOT MapKETUHIOBOI
cTparterii B po3api6bHiii Toprisni.

MoctaHoBKa 3aBAaHHA. MeTo cTaTTi € 06IpyH-
TYBaHHS1 KOMMJIEKCHOTO Migxody A0 OMHiKaHaslbHOT
MapKETMHIOBOI CTpaTerii B po34pibHiin ToprieAi, WO
nepefb6ayae BUKOPUCTAHHA KOHLENLA XONiCTUYHOro
Ta IHHOBALiHOTO MapKETUHrY, cTpaTerii MapkeTUHry
nosHoro uukny (full-funnel marketing).

Buknag OCHOBHOrO Martepiasly AOCHioKEeHHS.
O6cAr po3gpibHoro ToBapoobiry Ykpainm B 2019 poui
3pic Ha 10,5% nopiBHsAHO 3 2018 poKOM Ta 3arasiom
3a OCTaHHiI poKM Mae MO3UTUBHY AnHaMmiky. NMpoBe-
[OeHi JoCniMKeHHA nokasanu, Wo TeMnu 3pOCTaHHS
o6cAriB - OHNaWH-TOPriBAI  BUNEpemkalTb  TeMMM
3pOCTaHHA pPo34piGHOT TopriBNi 3arasiom. 3a AaHuMK
MOCTINHOrO MOHITOpUHry Retailers.ua, fo Havinony-
NAPHILWKMX [HTepHeT-MarasvHiB po3apioHOT Toprie/i B
YkpaiHi yBiALLAX 3 BiAMOBIAHOK YaCTKO Bif peai-
3auii Taki nignpnemctea: Rozetka (39,7%), «Annio»
(10,6%), «®dokcTpoTt» (6,6%), Fotos (6,6%), Comfi
(3,7%), Citrus (3,7%), «Enbgopago» (3,7) [19]. Haw-
6iNbLU YCMILWHI YKpATHCbKI CYy6'EKTVU OHNalH-TOpPriBANi:

1) eneKkTPOHHI MarasuHu, cynepMapkeT — Npoaax
yepes IHTepHeT ToBapiB, 3aKyn/IeHNX Y Pi3HUX BUPOO-
HWKIB, Bif, CBOTrO iMEHi 3a CBOIMU LjiHaMW, NepeBaXHo
3i BnacHuMx cknaacbkmx 3anacie (Foxtrot; Comfy;
«MeTpo YkpaiHa», LaModa);

2) npalic-arperatopy — MOPIBHAHHS MPOMNO3uLili
Big, pi3Hux oipm (Hotline, Price);

3) mapketnnecu — nnargpopmMmu A9 NOEAHAHHSA
noKynuiB Ta HagasadiB ToBapiB Ta nocnyr (Rozetka,
Prom).

Bap’epu i gpaiiBepu BiTYN3HAHOT OHNANH-TOPriBAI,
po3rnaHyTi y npaui H.J1. CaBuubKoi [21], cnyrytoTb
Mapkepammy po3BUTKY Cy4acHOI po3apiGHOI TOpriB/ii.
[N5 OUiHKN PO3BUTKY OHNANH-TOPriB/I Ta BUSHAYEHHS
il BM/IMBY Ha 3arasibHWii 060pOT po3api6HOI Toprissi
HeobxigHO, 3 OAHOro GOKy, PO3rAHYTU Ti AK eAnHE
Lisie, a 3 IHWOro 60Ky — OLHUTU YacTK/ OHNaH-Npo-
[axiB pi3HNX BUAIB TOBapIB Yy 3araibHiil Maci.

3arasiom 0 KiHusa 2020 poky 3arasibHuii 06csar
npogaxisB iIHTEpPHET-MarasunHiB y BCbOMY CBITi, 3a Npo-
rHO3amm, MOBUHEH AOCArTM NO3HAYKM B 2 TPUNBLIAOHN
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ponapis CLUA. 3poctaHHA nopiBHAHO 3 2017 pokom
CTaHOBUTMME + 6%, L0 NiATBEPAXKYE 3HAYHUI NOTEH-
Lian pWHKY OHMaliH-TopriBni. 3a gaHummn Twenga
Solutions, 29% eBponeincbkNx puteinnepis BUKOPUC-
TOBYIOTb 2 a60 3 KaHas/ M 4/19 NPOoAaXxy CBOIX TOBapiB,
TOAj SIK NOSIOBMHA NPOAAaBLiB MPMBEPTAIOThL MOKYMLIB
3a [0MnoMOrol Tpbox i Ginblwe kaHaniB. baraToka-
Ha/bHICTb CTA€ BMMYLUEHMM 3ax040M A/151 eEKTUB-
HOro po3BUTKY Gi3Hecy [2].

MoKynuj BUKOPUCTOBYIOTb HOBI TEXHOMOTIT NPOAAXKY:
3aMOBJIEHHS1 TOBapy OH/aiiH, 3aMOBJ/IEHHS 4epes3
MOGINIbHUIA [0AATOK, @ TakoX X kKomGiHauii. [Moky-
neLb MOXe noyartu CBild LWNSAX i3 MarasvHiB B IHTep-
HeTi, MpouMTaBLUM BIAFYKA MPO KOHKPETHWIA ToBap.
MoTiM nepeinTtn A0 eTany MOKYNKM Yepes MOOBINbHNIA
TeneduoH i 3aBepLUMTA CBIli AOCBIA MOKYMOK Ha caiTi
MarasuHy abo B odoaiiH-marasuHi. LLnpoke Brkopuc-
TaHHSA IHTEPHETY Y NigNPMEMCTBAX PO3ApiGHOI TopriBAi
npuBeno A0 Nepexoay Bifg, MySbTUKaHa/IbHOCTI | KpocC-
KaHaUTbHOCTI 0 OMHiKaHa/IbHOCTI. BigbyBaeTbCcs pos-
BMTOK OMHIKaHa/TbHUX TOPrOBE/IbHUX MEepeXx.

Mo mipi Toro, SiK KaHasiM 3MillyHTbCS pa3oM, a
npasuia rpu 3MiHIKTLCA, NiANPUEMCTBA PO34PIGHOI
TOPriBAI NparHyTb GifblIe, HDK KONn-Hebyab, hopMy-
BaTW NO3MTUBHWIA AOCBIA ANS CBOIX K/IEHTIB, Hamara-
IOTbCS 3Pp0OOMTU NOAOPOXI CMOXMBAYIB A0 MarasuHis
6i/lbLI NPUEMHUMM Ha BCiX eTanax.

Ane HenocnigoBHWii OOMIH MOBIZOMIEHHSIMU,
HenocnigoBHa MonitMka LIHOYTBOPEHHSA Ta npoBse-
[OEHHS peknamHuMX akuii abo HeraTtuBHWIA [OCBIf,
BUK/IMKAKOTb Y K/IIEHTIB MAyTaHUHY, WO MPU3BOAUTH
[0 3HWKEHHST 3aLiKaB/1eHOCTI | BTpATK KieHTIB. LLL06
NOM'AKLLIMTK Ui Npo6aemu, NignpuemMcTeam po3apio-
HOT TOPriBNi CTa€e BKpaii BaX/IMBO ONTMMasibHO ¢hop-
MyBaTu1 MOMNWT 3a yCiMa KaHaslamu, BUKOPUCTOBYHOUN
AN LbOro BiANOBiAHI IHCTPYMEHTHN.

Y umx ymoBax umgposoi TpaHcdopmaLii 3 nos-
BOIO HOBUX TOPrOBE/IbHUX MEpPEeX Ta MapKeTUHTOBUX
KaHaniB LASX ChoXuBadya A0 34INCHEHHS MOKYMNKM
CTaB Ayxe cknagHum. CnoxusBay CTaB BKCOKOO-
Gi3HaHUM Ta PO3BMHEHUM Y rany3i BUKOPUCTAHHSA
KOMIM'IOTEPHOT TEXHIKM Ta MOOISIbHUX MNPUCTPOIB |
Tenep MOXe BMBYATU OAHOYACHO Kiflbka 6peHaiB,
MOPIBHIOKYN LjiHM | NPONO3uLi, MepLw HX NPUIAHATA
OCTaTOYHEe piLLeHHS BIAHOCHO MOKYMKU.

3a HasABHOCTI Yy NignpuMeEMCTB po3api6HOI ToprieAi
IHTErpoBaHUX MapKEeTUHrOBUX KaHaniB i [OoCTyn-
HOCTi 4715 CnoXunBaya TPbOX-4OTUPbOX MOBITbHMX Ta
KOMIM'IOTEPHUX KaHasliB BUHUKAE NpobsieMa CTOCOBHO
pO3p06/IEHHS HOBOI MapKETUHIOBOI KOHLEeNLUiT, ska 6
OXOnsiroBasia MOBHWUIA UMKN KyniBni ToBapy i [A03BO-
Nsna B3aEMOZIATA 3 HOBMM CMoXuBavem LudpoBoi
enoxu y cknagHnx ymoBax OMHiKaHa/IbHOCTI Ta und-
posizauii (puc. 1).

BogHouac B OMHiKaHaslbHIl cTpaTerii Bax/MBO
BMKopucToByBaTu cTparerito full-funnel (noBHa nocni-
[JOBHICTb) MapKeTuHr, fKa nepepbdayae Linecnps-
MOBaHe BUKOPUCTAHHA afeKBaTHUX eTarny MOKYMKu
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IHCTPYMEHTIB MapKeTUHry, 3abesneuyroum HeobxigHy
iHthopmaLiliHy MiATPUMKY Ta CTUMY/oHYY (OYHKLH0
Ha KOXHOMY 3 HUX. TUM CamMiM Kepyruun yCim LIs-
XOM MOKyMus, CynpoBOMXYBaT! Or0 Bif YCBIgOM-
NeHHs noTpebu [0 BMOOpPY ToBapy, 6peHay Aans i
3a,0BOMIEHHS | 34IICHEHHS KyniB/li y NEBHOMY MicCLj,
y NeBHUI yac. MapkeTuHroBa cTpaterii 3 MOBHO
MOCNIJOBHICTIO BK/YAE afanTauilo BaluvMx Map-
KETVHIOBMX MOBIAOM/IEHb [0 KOHKPETHOrO eTany
MOKYMKK, Ha AKOMY 3apa3 nepebyBae KieHT.

[ns 3ab6esneyeHHs eqpekTUBHOCTI OMHiKaHa/TIbHOI
cTparerii B po3apibHiin Toprieni HeobXigHO BUKOPUC-
TOBYBaTW KOMMMEKCHUI Migxig |1 3acHOBYBaTUCS Ha
KOHL,eNLisiX iHHOBAaLiiHOrO, XONICTUYHOTO MapKeTUHTy
Ta TexHonorii full-funnel (puc. 2).

Crpareria mapkeTuHry nosHoro uukny (full-funnel
marketing) — ofilHa 3 HaliGiNbLl BaX/IMBUX Yy MapkKe-
TWHIOBIli KOHBeEpPTaL,ji NOTEHLIHOI ayauTopil KNIEHTIB
po3apibHOT TOPriBNi Y NOANBHUX MOKYMLiB. BopoHka
npoAaxiB CTa€ KNHOYOBMM €/1eMEHTOM CTparterii OMHi-
KaHa/IbHOro MapkeTuHry. Llei kiwouoBwii enemeHT
MOXX€e BUKOPUCTOBYBATUCS 5K Ka/IbKYNATOP i JO3BOSSE
3p0O3yMiTV 36i/IbLLIEHHSA KOHBEPCIi Ha OA4HOMY 3 eTarlis,
BMN/IMBAE Ha 3araslbHUiA pe3ysnbrar, [03BOMSE MOKa-
3aTu, Ha SKOMy eTari BOPOHKN BUHMKAKOTb Npobnemu.

Peanizauis Lboro nigxogy notTpebdye po3po6neHHs
LjinicHol cTpareril.

Y cnucok OocuTb NOLUMPEHUX cTparterii Mapke-
TUHTY B YMOBaX LMJpoBOi TpaHchopmal,ii BXoaATb:

1) cTparteris NpocyBaHHSA CainTy KoMnaHii B IHTEpHETI;

2) cTpareris nigBuLLeHHA MOBINBHOCTI KOpUCTYBa-
yiB IT;

3) cTparerist BnpoBapKeHHs! iHhopMaLiiHMX CUCTEM.

Ha nornsg aBTopa, BaX/IMBMM € caMe KOMIJIek-
CHWI Migxig A0 OMHIKaHa/IbHOT MapKeTUHIOBOI CTpa-
Terii B po3a4pibHiA TopriBni, WO BpPaxoBYE BUMOIK i
OOUINbHI NONMINWEHHS po34pibHOT TopriBni (OMHiKa-
HaU/TbHICTb), MapKeTuHry (LinicHICTb) Ta iHchopmaiii-
HNX TEXHOMOTIN (KOTHITUBHICTD).

Cy4yacHuin 6i3HEC YyXe HEeMOX/IMBO BecTn 6e3
IHCTPYMEHTIB  ANs NiATPUMKA MPUAHATTS  ynpas-
NIHCbKMX  pilleHb — 6isHec-aHaniTnkn (Business
Intelligence, a6o Bl-cuctemn).

3 ypaxyBaHHAM LbOr0 3anpornoHOBaHO KOHLEemN-
L0 KOMMIEKCHOrO Migxo4y A0 OMHiKaHa/lbHOI Map-
KETMHIoBOI cTparterii B po3apibHili Toprisni (tadn. 1),
y MexXax $KOi BM3HAYEHO CKMAaOHVIKW: BHYTPILLHIl
MapKETVHT, iIHTErpoBaHWi MapKETUHI, MapKETUHT Bij-
HOCWH, nepdyopMaHCc-MapKeTUHT.

MapKeTMHroBMIA Miaxig MOBHOMO LMK/Y MNOYMHA-
€TbCSl 3 BEPXHbOI YaCTMHM BOPOHKM | Ma€ Ha MeTi
0XOMNUTK SIKOMOra bisiblue NOTEHUINHMX KieHTIB. Mo
Mipi MpOCyBaHHA MO BOPOHLi BOHA CTae BY)X4OH, a
3yCW/IIA MapKETUHIY CTalTb 6ifbl LjisiecnpsiMoBa-
HMMW, HaLi/IloYMCh Ha Halbinblw KBasidikoBaHy
ayaMTOPI0 3 HAMBULLOK CXWU/bHICTIO A0 KOHBEPCIT.

MapKeTWHT MOBHOrO LMKy OXOMN/0E NOTEHLIAHNX
CMOXMBAYIB 3a/1€XHO Bif, TOro, 3 AKOr0 KaHasly BOHM



B EKOHOMIKA TA YIPABJIIHHA MIANPNEMCTBAMU

Eranun
MapKeTUHry
NOBHOTO
uuKny
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OMmHikaHanbHa moaens
biaHec-mogens nignpuemcrea
po3gapibHoi Toprieni
(cTyniHb iHTerpauii kKaHanis)
Puc. 1. EneMeHTN OMHiKaHa/IbHOT MapKeTUHIOBOI cTparerii
B pO3Api6GHii TopriBni
Jkeperno: po3pobeHo asmopom
Tabnmuya 1
KoHuenuis komniaekcHoro nigxoany
Ne CKNagHUKN KoHuenuil EnemeHTN, Nnpouecu i 4OKYMEHTU
1 | Po3yMiHHA KepPiBHULTBOM, BiAAi1IOM MapKeTUHry 1. Bi3Hec-mopenb
Ta iHWKMKM Bigainamu uinei i 6axxaHoro KiHLeBoro 2. Mo3unujioHyBaHHSA KoMnaHii
pesynbraty peanizauii KoHuenuir 3. YHikanbHa Toprosa npono3uLisi KomnaHii
2 | PO3yMiHHA KEPIBHULTBOM, BiAAi/IOM MapKeTUHry 4. Llini 6i3Hecy, MapKeTUHry Ta unpoBOro MapKeTuHry
Ta iHW1MK Bigainamu 6isHec-mogeni komnanii i i KOMMaHii.
MapKeTUHIoBoI cTparerii 5. Onu1c NoTo4YHOI MapKeTUHroBOT cTparerii KoMnaHil
3 | 3HaHHS BifAiNIOM MapKeTUHIY CerMeHTiB LifIboBOI 6. CermeHTauis LiNbOBOI ayautopii
ayguTopii i il noTpe6. 7. LUNsIXn KMiEHTIB NO PI3HMX CerMmeHTax
4 | YABNEHHA KTIEHTCHKUM LUMSXOM (TPAEKTOPIED) NOKYNkK | 8. JOCNiKEHHS NONUTY B MOLLYKOBUX CUCTEMAX
3a KOXXHUM CErMeHTOM 9. JlocnigKeHHs1 KOHKYPEHTIB, KOHKYPEHTHWIA aHani3
5 | 3HaHHs nonuTy. 10. SEO (Search Engine Optimization, nowykosa
6 | 3HaHHA KOHKYPEHTIB Ta X Aili ONTUMI3aLis) | TEXHIYHWIA ayanT
7 | 3HaHHS KepiBHULTBOM, Bifi/IOM MapKETUHTY Ta 11. KO3ab6iniTi-ayauTt (ayaut npobiemM KopucTyBadiB)
iHWMMK BigAiNnamMn NOTOYHOI CUTyaLilo B KOMNaHIT Wwoao | 12. AyanT pekiaMHUX KaHasliB
PiBHSI BUKOPUCTaHHS LMEPOBOro MapKeTUHTY i oro 13. KOHTEHT-MapKeTUHIoBWIA ayanuT
MOXX/IMBOCTE

[xepeno: cknadeHo asmopom 3a Mamepianamu [4; 7; 14]

noTpanssioTb Y BOPOHKY. OCKiNbKM CNoXunBadi BUMa- — TeriyHuil nigxig nepepbadvae BUMIPOBaHHS BNANBY
ratoTb PI3HOrO MiAX0AY Ha KOXHOMY eTamni BOPOHKM  cTpaTerii Ha obcsArn npofaxis, OLUIHKY AocBigy Ta
npoJaxis, BaX/IMBO BiAMNOBIAHUM YMHOM KOPUryBaTU  BUWKOHAHHA BiANOBIAHUX MAapPKETUHIOBUX 3axofiB.
MapKETWHIOBI IHCTPYMEHTM Ta TexHosorii. Lleii cTpa-  BopoHka peanidye npouec 3a kinbka cTtagin. Cknag,
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XO0ICTUYHAN
MapKEeTHHT

- InTerpoBanuii MapkeTHHT

1 MapKeTI/IHI‘ B33€MOBi}1HOCI/IH

] BuyTpiHiii MapkeTHHT

L CouianbHO-BiAIIOBI AILHUAI

MapKETUHT

Full-funnel
marketing

IHHOBAIITHUTA
MapKEeTUHT

MapKeTHHT iHHOBAITiit

[HHOBaWilHI MapKETUHTOBI

IHCTPYMEHTH, METO/IH,
TEXHOJIOT11

KommnexcHuit miaxin 10 oMHiIKaHaIbHOT MApPKETHHIOBOT CTpaTerii

Puc. 2. KomnnekcHuii nigxia A0 OMHiKaHa/IbHOT MapKeTUHIOBOI cTparTerii B po3ApiGHili Toprieni

JKkepesio: po3po6/ieHo asmopom

i KITbKICTb LMX CTagiii 3asiexarb Bif, Lji/iboBOI ayau-
TOpIl, aCOPTUMEHTY TOBapiB, NOCNYr Ta 3aBfaHb, L0
CTOATb Nepes, KOMNaHieto.

OCHOBHI eTanu BOPOHKM Npofaxis (opMylTb
LiNiCHY KOHLIEMLit0 KOMMNIEKCHOrO NiAXoay A0 OMHiKa-
HasIbHOT MapKeTUHIOBOI cTparterii B po3apibHili Top-
riBni, iX HaBedeHo y Tabn. 2.

Lleii nmigxig 003BONSIE BM3HAUMTK, sika YacTUHA
LUMIAXY A0 NOKYNKM (TOGTO sika CTazisi BOPOHKM) Hali-
6iflblUe CXUbHa A0 BUTOKIB, | TOMY BUNPABMEHHS L€l

cuTyauii € abCcoMOTHUM NpiopuTeETOM MigNPUEMCTBA
po3Api6HoT TopriBni. OckinNbkun € faHi (aHaniTuka) ons
BMMIPIOBaHHSA CTafii BOPOHKM MPOA&XKIB, MOXHA aHa-
nigyeatu Ui cTagii i 3p0duTN BaXX MBI BUCHOBKN.

PeanisyBatn cTparerito NPOMNOHYETbLCA 3a [o-
NMOMOrot0 MaTtpuLii MapKeTUHTY MOBHOMO LMKY PO3-
Api6HOT TopriBni (Tabn. 3), sika nepepbayae audoe-
peHuiaLito uinein Ta ctparteriii nobysoBu MapKeTuH-
roBoi BOPOHKW BiANOBIAHO [0 BUOGPaHWX CErMeHTIB
PUIHKY.

Tabnuuga 2

IHCTPYMEHTM Ta HOBITHI TEXHONOrIT HA PiI3HUX eTanax KMi€HTCbKOro Wasxy

Ne ETanu KnieHTCbKOro wnisaxy

IHCTPYMEHTU Ta HOBITHi TeXHonorii

1 2

3

BnizHaBaHicTb 6peHAy (ToBapw i nocnyru,
1 |uiHK, cniBPOBITHUKN, NApPTHEPX, KaHaN,
KOMYHiKaL,iT)

MegijiiHa peknama

Bigeopeknama

BipycHWin MapkeTuHr

MegijiiHa peknama

TapreToBaHa peksiama B CoLia/IbHUX Mepexax
IMifxeBa peknama Ta cneLnpoexkTm

BnacHi indhopmauiiHi noptasim abo 6s10ru
CuTyaTVBHUIA MapKeTUHr

MapTHEPCHKNI MapKETUHT

> 3astyyeHHs ( NoKynLi, CriBpOGITHNKY,
napTHepu, KaHasn, KOMyHikaLiir))

MoLLyKOBUIA MapKETUHT
MapKeTuHr B coliasibHUX Megia
MOGifIbHUIA MapKeTUHT

PR B IHTepHeTI

MegiliHa peknama
CneuynpoekTtu

Toprosi MangaH4mkm
KOHTEHT-MapKeTuHr

wi:p| Bunyck 60-2.2020
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MpopoBxeHHa Tabnuu,i 2

ETanu KNieHTCbKOro wnaxy

IHCTpYMEHTM Ta HOBITHI TexHonoril

1 2

3

AkTMBaUis (MoKynuj, CNiBPOBGITHUKM, KaHasK,
KOMYHiKaL|iT)

Kasnibkynatopu
IHTEpaKTUBHI enemMeHTH
doToranepei
Mepernsg sigeo
Byknetn i 6poLuypu

KoHBepcisa (nokyni, CniBpoGIiTHWKN, KaHan,
KOMYHiKaLji (piHaHCOBI CTPYKTypHK)

TenedoH

dopma 3aMOB/EHHSA

dopma 3BOPOTHOIO 3B'A3KY
3aMOB/IEHHSA 3BOPOTHOIO A3BiHKA
CTopiHKa «KOHTaKTn»

OHnNaiiH KOHCYbTaHT

Cepsicu call-back

YTpyMmaHHs (NoKymnui, CRiBPOBITHUKM,
napTHepu, KaHasv, KOMyHikauiT)

CRM-mapKeTuHr

Email-mapkeTuHr

BnacHi kabiHeTn

ABTOBOPOHKM NPOAAXIB
ENeKTpOoHHI KoMepUiiiHi mpono3unui
Cuctemu poboTun 3 napTHepamm

AHaniTvka (aHani3 i KOHTPOb BULLMM
KEPIBHULTBOM, Bifi/TIOM MapKETUHTY,
CniBpOGITHYKaMy eheKTMBHOCTI Ta

6 | pe3ynbTaTMBHOCTI MapKETUHIOBMX 3aX0fiB,
aHasi3 HaXoMKeHb Bif, MPOAaXiB, aHasi3
KNIEHTCLKOTO | 6PeHA0BOrOo KaniTasty, aHani3
couia/IbHO-eTUYHNX acrekTiB)

Cuctemn BeG-aHaNiTUKn

Customer Relationship Management, (CRM) — cuctemu
AHa/ITUKA KOHKPETHNX PEeK/TaMHUX CUCTEM

TenedoHia Ta cUCTEMU KON-TPEKIHTY

Business Intelligence (Bl)-cuctemu

MoGinbHi gogaTkm

[xepeso: cknadeHo asmopoM 3a Mamepiasamu [4; 7; 14]

Tabnmya 3

Matpuuga ctparterii MapKeTUHIy NOBHOIO LUK/1y OMHiKaHa/IbHOI pO3ApPiGHOT TOpriB/i

CermeHT 1 LinbOBOI ayauTopil

CermeHT 2 LjinboBoI ayauTopil

CermeHT 3 LjinbOBOI ayauTopil

Llini 3a cermeHTamm Llinb cermeHTyl

Llinb cermeHTy 2 Llinb cermeHTy 3

BnisHaBaHiCTb 6peHay

3alyyeHHs

AKTUBI3aLis MapkeTuHroBa BOpoHka 1

K : (iHHOBaU,VHI TEXHONOTII
QBepTA Ta IHCTPYMEHTW)

YTpuUMaHHA

AHanituka

MapkeTMHroBa BOpOHKa 2

MapkeTuHroBa BOpoHkKa 3
(iHHOBaUilHI TexHoNOTIi
Ta iIHCTPYMEHTM)

(iHHOBALLiHI TeXHONOTIT
Ta iIHCTpyMEHTH)

Lxepesio: ck/iadeHo asmopom 3a Mamepiasiamu [1]

BUCHOBKM 3 MNPOBEAEHOIO0 AOCNIMKEHHS.
B ymoBax BUCOKUX TeMniB LndopoBi3ayii Ta po3BUTKY
iHcbopmaL,iliHO-KOMYHiKaUiiHUX TEXHOOri  NOTEH-
Lias enekTpOHHOI po3apibHOT Toprieai 3pocTae, Wo
3yMOBJ/IOE MOX/IMBOCTI O/19 PO3BUTKY MiANPUEMCTB
pO3A4piGHOT TOPriB/i | BUXOZY iX HA HOBUIA pPiBEHb 3a
paxyHOK BNpOBaAKeHHS iHHOBALIilHOT 6i3Hec-MoAeni,
3aCHOBaHOI Ha BMKOPUCTaHHI OMHiKaHaNbHOI Mapke-
TUHroBOI cTparterii. i peanizaujs notpebye 3acTocy-
BaHHS1 KOMIMJ/IEKCHOMO MiAX04y, WO I'PYHTYETLCSA Ha
iHHOBAUINHNX IHCTPYMEHTax LUMPOBOro MapKETUHTY,
KOHLEeNUiT XOMiCTUYHOTO MapKETUHIY Ta MapKeTUHry
nosHoro uukny (full-funnel marketing).

OcHoBHa igea nondrae B 3abe3neyeHHi Linic-
HOCTi MapKETUHIY i CNPSIMOBAHOCTI Ha qikcaLito BCixX
hakTopiB Kynis/i, WO BUHWKAIOTb BHAC/ILOK BUOOPY
NpoaykTy Ta uuMdpoBMX KaHasniB. IHCTpymMeHTaslb-

HOKO OCHOBOK peastizauil KOMM/IEKCHOro niaxoay
[0 OMHiKaHasIbHOT MapKeTUHroBOT cTparerii B po3-
[Opi6HIn TopriBni € 3anponoHOBaHI iIHCTPYMEHTM Ta
HOBITHI TEXHONOrIT Ha PI3HMX eTanax K/IiEHTCbKOro
LUNAXY.
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